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“Tom's goal has made him supersensitive o all the many
forces at work that affect him.

Jack, on the other hand, lacking a goal, also lacks the auto-
matic instrumentation to guide him. He is casily confused. His
actions reflect 1o personal policy. Jack wavers, shiffs, guesses at
what to do. Lacking consistency of purpose, Jack flounders on
the rutty road to mediocrity

May I suggest you reread the above section, right now. Let
this concept soak in. Then look around you. Study the very top
echelon of successful persons. Note how they, without excep-
tion, are totally devoted to their objective, Observe how the life
of a highly successful person is integrated around a purpose.

Surrender to that goal. Really surrender. Let it obscss you
and give you the automatic instrumentation you need to reach
that goal,

On occasion all of us have waked up on Saturday morning
with no plans, no agenda either mental or witten that spells
out what we're going 10 do. On days like that we accomplish
next to nothing, We aimlessly drift through the day, glad when
it's finally over. But when we face the day with a plan, we get
things done.

“This common experience provides an important lesson to

accompl

Before World War If our scientists saw the potential power
locked in the atom. But relatively lttle was known about how
t0 split the atom and unleash that tremendous power. When

something, we must plan to accomplish something.

the United States entered the war, forward-looking scientists
saw the potential power of an atomic bomb. A crash program
was developed to accomplish just one goal: build an atomic
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that it keeps you on course to reach your target. This isn't dou-
ble-talk. What happens i this. When you surrender to your goal,
the goal works itself into your subconscious mind. Your subcon-
scious mind is always in balance. Your conscious mind is not,
unlessitisin tune with what your subconscious mind is thinking.

‘Without full cooperation from the subconscious mind, a person
i hesitant, confused, indecisive. Now, with your goal absorbed
into your subconscious mind you react the right way automati-
cally. The conscious mind isfiee for clear, straight thinking.

Le's illustrate this with two hypothetical persons. As you
read on you'll recognize these characters among the real people
‘you know. We'l call them ‘Tom and Jack. These felows are com-
‘parable in all respects except one: Tom has a firmly entrenched
goal; Jack does not. Tom has a crystal-clear image of what he
wants to be. He pictures himself as a corporation vice president
ten years hence.

Because Tom has surrendered to his goal, his goal through
his subconscious mind signals to him saying “do this” or “don’t
do that;
constantly speaks, “T am the image you want to make real. Here
s what you must do to make me real.”

Tom's goal does not

won't help get you where you want to go.” The goal

thim in vague generalities. It gives
him specific directions in all his activities. When Tom buys a
suit the goal speaks and shows Tom the wise choice. The goal
helps to show Tom what steps to take 0 move up to the next job,
what t0 say in the business conference, what to do when conflict
develops, what to read, what stand to take. Should Tom drift a
litle off course, his automatic instrumentation, housed securely
in his subconscious mind, alerts him and tells him what to do to
get back on course
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And the people who will fill these leader
aduls or near adults ight now. One of them is you.

positions are all

The guarantee of a boom is not, of course, a guarantee of
pérsonal success. Over the long pull the United States hasalways
been booming, But just a fast glance shows that millions and mil-
Tions of people—in fact, a majority of them —struggle but don't
really succeed. The majority of folks stll plug along in medioc-
vity despite the record opportunity of the last two decades. And
in the boom period ahead, most people

continue to worry,
0 be afaid, to crawl through life feeling unimportant, unap-
preciated, not able to do what they want to do. As a result their
performance will earn them petty rewards, petty happiness.

“Those who convert opportunity into reward (and let me.
say,  sincerely believe you are one of those, else you'd rely on
Tuck and not bother with this book) will be those wise people
‘wholearn how to think themselves to success.

Walki
Put yourself on record now that you are going to join that select

is open wide than everbefore.

‘group that s getting what it wants from life.

Here is the first step toward success. It a basic step. It
can't be avoided. Step One: Belicve in yourself, believe you can
succeed.

HOW TO DEVELOP THE POWER OF BELIEF

Here are the three guides to acquiring and stengthening the
power of belief

1. “Think success, don't think failure. At work, in your home,
substitute success thinking for failure thinking. When you
face a diffcult situation, think, 1l win,” not "1l probably
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bomb. The result is history. In justa few years the concentrated
effort paid off. The bombs were dropped, and the war was
ended. But without that crash program to accomplish a goal,
splitting the atom would have been delayed perhaps a decade,
maybe longer.

Set goals to get things done.

Our geeat production system would be hopelessly bogged
down if production exccutives did not establish and adhere to
target dates and production schedules. Sales executives know
salesmen sell more when they are given a carefully defined quota
tosell. Professors know students get term papers written on time.
when a deadline is set.

Now, as you press forward to success, set goals: deadlines,
target dates, selfimposed quotas. You will accomplish only what
‘you plan to accomplish.

According to Dr. George E. Burch of the Tulane University
School of Medicine, an expert in the study of human longevity
many things determine how long you will lve: weight, heredity,
diet, psychic tension, personal habits. But Dr. Burch says, “The
quickest way to the end i to retire and do nothing, Every human
being must keep an interest in ife just to keep living.”

Each of us hasa choice. Retirement can be the beginning or
the end. The "do nothing but eat, sleep, and rock” attitude is the
poison-yourselffast form of retirement. Most folks who regard
retirement as the end of purposeful living soon find retirement
s the end of lfe itself, With nothing to live for, no goals, people
waste away fast.

The other extreme, the sensible way to retire, is the “I'm
going to pitch right in and start fast” method. One of my finest
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Remember this advice of John Wanamaker: ‘A man s not
doing much until the cause he works for possesses allthere s of
him.”

Desire, when harnessed, is power. Failure to follow d

110
do what you want to do most, paves the way to mediocrity.

T recall a conversation with a very prornising young writer
on a college newspaper. Thisfellow had abilcy. If anyone showed
promise for a career in journalism, it was he. Shortly before his
graduation [ asked him, “Well, Dan, what are you going to do,
getinto some form of journalism?” Dan looked at me and said,
“Heck, no! 1 like writing and reporting very much, and I've had
a lot of fun working on the college paper. But journalists are a
dime a dozen, and T don't want to starve.”

Ldidn't see or hear from Dan for five years. Then one eve-
ning | chanced to meet him in New Orleans. Dan was working s

an assistant personnel director for an electronics company. And
he was quick to let me know that he was quite dissatisfied with
his work. “Oh, I'm reasonably well paid. 'm with a wonderful
company, and I've got reasonable sccurity, but you know, my
heartisntin . T wish now I'd gone with  publisher or newspa-
per when  finished school.”

Dan's atitude reflected boredom, uninterest. He was cyni-
cal about many things. He will never achicve maximum success
until he quits his present job and gets into journalism. Success
requires heart-and-soul effort, and you can put your heart and
soul only into something you really desire.

Had Dan followed his desire, he could have risen o the very
top in some phase of communication. And over the long pull he

‘would have made much more money and achieved far more per-
sonal satisfaction than he will find in his present kind of work.
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plans and throughout the years we will spend a certain amount
of time in church acivites.

“Ten years from now 1 want to be in a position t0 take @
family cruise around the world. T would like very much to do this

before the family gets scattered all over the world by marriages,
ete. IF we can't find time to make the cruise all at once, we will
puc
of the world each year. Naturally, all these plans in‘home depart-

o four or five separate vacations and visit a different part

ment” depend on how well things go in my “work department,’
50 Ill have to keep on the ballif I'm to accomplish al his.”

“This plan was written five years ago. The trainee then
owned two small dimestores. Now he owns five. And he has
purchased seventeen actes for his country estate. He's thinking
and progressing right along toward his goal.

“The three departments of your lfe are closely interrelated.
Bach depends on the others to some extent. But the one depart-
ment that has the most influence over the other departments is
your work. Thousands of years ago the caveman who had the
happicst home Jife and was most respected by his cavemates was
the fellow who was most successful as a hunter. As a generaliza-
tion, the same point holds true today. The standard of iving we
provide our families and the social and community respect we
attain depends largely on our success in the work department.

Not long ago the McKinsey Foundation for Management
Research conducted a large-scale study to determine what it
takes to become an exccutive, Leaders in business, government,

science, and religion were questioned. Over and over again in
different ways these researchers kept getting one answer: the
most important qualification for an executive is the sher desire
to gt ahead.
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o fiiction. The objectives of both the parent and the young.
person for the young person's career are identical: succes.

5. Family responsibility. The attitude of “It would have been
‘wisc for me to change over ive years ago, but now I've got
a family and I can't change,” ilustrates this kind of desire
‘murder weapon.

Throw away those murder weapons! Remember, the only
way to get full power, to develop full go force, is to do what you
want to do, Surrender to desire and gain cnergy, enthusiasm,
‘mental zip, and even better health,

And it’s never t0o late to lec desire take over.

The overwhelming majority of really successful people
work much longer than forty hours a week. And you don't hear
them complain of overwork. Successful people have their cyes
focused on a goal, and this provides cnergy.
encrgy increases, multiplies, when you
set a desired goal and resolve to work toward that goal. Many
‘people, millions of them, can find new encrgy by selecting a goal
and giving all they've got to accomplish that goal. Goals cure

“The point is d

boredom. Gosls even cure many chronic ailments.
Let's probe a litle decper into the power of goals. When
‘you surrender yoursclf to your desires, when you let yourself
become obsessed with a goal, you receive the physical power,
energy, and enthusiasm needed to accomplish your goal. But you
receive something else, something equally valuable. You receive

the “automatic instrumentation” needed to keep you going

straight to your objec
ng thing about a deeply entrenched goal is

“The most ama:
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Switching from what you don't like to do to what you do
like to do i like putting a five-hundred-horsepower motor in a
ten-yearold car.

Al of us have desires. All of us dream of what we really
want to do. But few of us actually surrender to desire. Instead of
surrendering to desire, we murder it. Five weapons are used to
commit success suicide. Destroy them. They're dangerous.

1. Selfdepreciation. You have heard dozens of people say, °1
would like to be a doctor (or an executive or a commercial
artist or in business for myself) but I can't do it” "1 lack
brains.” “d fa

experience.” Many young folks destroy desire with the old

1 tried.” “I lack the education and/or

negative self depreciation.

2. “Security-iis.” Persons who say, “I've got security where |
am” use the security weapons to murder their drears.

3. Competition. “The field is already overcrowded,” “People in
that field are standing on top of each other” are remarks
‘which kill desire fast.

4. Parental dictation. Tve heard hundreds of young people
exphain their career choice with “Td really like to prepare.
for something else, but my parents want me to do this so |
must.” Most parents, 1 believe, do not intentionally dictate
to their children what they must do. What all intelligent
parents wan

0 see their children live successfully If the
young person will patiently explain why he or she prefers
a different carecs, and if the parent will listen, there will be
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Afew years ago, my young son insisted the two of us build
a doghouse for Peanut, an intelligent pup of dubious pedigrec
and my son'’s pride and joy. His persstence and enthusiasm won,
50 we proceeded to build a home Peanut could call her own, Our
combined carpentry talent equaled zero, and the end product
clearly reflected that fact.

Shortly afterward a good friend stopped by and upon see-
ing what we had done asked, “What's that you've stuck up there
among the trees? That's not a doghouse, i it I replied that it
‘was. Then hie pointed out justa few of our mistakes and summed
itall up with "Why didn't you get a plan? Nobody these days
builds a doghouse without a blueprint.”

And, please, as you visualize your futuré, don't be affaid to
be blue sky. People these days are measured by the size of their
drcams. No one accomplishes more than he sets out to accom-
plish. S0 visualize a big future.

Below is a word-for-word excerpt from the lfe plan of one

of my former trainees. Read it. Note how wellthis fllow vsual
ized his "home” future. As he wrote this,it is obvious he really
saw himself in the future.

“My home goal is to own a country estate. The house
will be of the typical Southern-manor type, two stories, white
columns and all. We will have the grounds fenced in, and prob-
ably will have a fishpond or two on the place as my wife and 1
both enjoy fishing, We will keep our Doberman kennels back of
the house somewhere. The thing I have always wanted is 2 long.
winding driveway with trees lining each side.

“But a house is not necessarily a home. I am going to do
everything I can to make our house more than just a place to eat
and sleep. Of course, we do not intend to leave God out of our
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First, visualize your future in terms of three departments:
‘work, home, and social. Dividing your lfe this way keeps you
from becoming confused, prevents conflcts, helps you look at
the whole picture,

Second, demand of yourself clear, precise answers to these
questions: What do I want to accomplish with my lifet What do
Twant to be? and What does it take to satisfy me?

Use the planning guide below to help.

AN IMAGE OF ME, 10 YEARS FROM NOW:
10 YEARS' PLANNING GUIDE
AWork Department: 10 years from now:
1. What income level do I want to attain?
2. What level of responsibility do I scek?
3. How much authoriy do I want to command?
4. What prestige do T expect to gain from my work?

B. Home Department: 10 years from now:
1. What kind of standard of living do I want to provide for
my family and myself?
2. What kind of house do I want to live in?
3. What kind of vacations do I want to take?
4. What financial support do I want to give my children in
their early adult years?

C. Social Department: 10 years from now:
1. What kinds of friends do | want to have? .
2. What social groups do I want to join?
3. What community leadership positions would I ike to hold?
4. What worthwhile causes do I want to champion?
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USE GOALS TO HELP YOU GROW

EVERY BIT OF HUNAR progress—our inventions big and litle,
our medical discoveries, our engincering triumphs, our business
successes—were first visualized before they became realities
Baby moons circle the earth not because of accidental discoveries
but because scientists set “conquer space” as a goal.

A goali an objective, a purpose. A goalis more than a dream;
isa dream beingacted upon. A goal is more thana hazy “Ob, I wish
Tcould” A goal s clear “Thisis what I'm working toward."

Nothing happens, no forward steps are taken, until a goal is
established. Without goals individuals just wander through lif.
They stumble along, never knowing where they are going, so
they never get anywhere, .

Goals are as essential to success as air is to life. No one ever
stumbles into success without a goal. No one ever lives without
air. Get a clear fix on where you want 10 go.

Dave Mahoney rose from a low-paying job in the mail room
of an advertising agency to an agency vice president at twenty-
seven, and president of the Good Humor Company at thirty-
hree. This s what he says about goals: “The important thingis not
where you were or where you are but where you wan to get.”
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Why this big booke Why a fullscale discussion of The Magic of
“Thinking Big? Thousands of books will be published this year. Why
one more?

Permit me to give you just a litle background

Several years ago I witnessed an exceptionally impressive
sales meeting. The vice presidént in charge of marketing for this
company was tremendously excited. He wanted to drive home
a point. He had with him on the platform the leading represen-
tive in the organization, a very ordinary-looking fellow, who
carned in the yearjust ended just altcle under $60,000. The earn-
ings of other representatives averaged $12,000.

“The executive challenged the group. Here is what he said: 1

want you to take a good look at Harry. Look at himt! Now, what's

Harry got that the rest of you haven't? Harry carned five times
the average, but s Harry five times smartér? No, not according
to our personnel tests. I checked. They show he's about average
in that department.

“And did Harry work five times harder than you fellows?

No—not according to the reports, In fact, he took more time off

than most of you.
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Have the courage to be your own constructive critic. Seek
out your faults and weaknesses and then correct them. This
makes you a professional.

Stop blaming luck. Rescarch each setback. Find out what
went wrong. Remember, blaming luck never got anyone
where he wanted to go.

Blend persistenice with experimentation. Stay with your
goal but don't beat your head against a stonc wall. Try new
approaches. Experiment.

. Remember, there is a good side in every situation. Find it.
See the good side and whip discouragement.

%





index-79_1.png
BUILD CONFIOENCE AND OESTROY FEHR 73

Make this lite test. Try t0 feel defeated and smile big at
the same time. You can't. A big smile gives you confidence. A big
smille beats fear, rolls away worry, defeats despondency.

And a real smile does more than cure just your il fecling.
Aveal smile melts away the opposition of others—and instantly,
t00. Another person simply can't be angry with you if you give
him a big, sincere smile. Just the other day, a little incident hap-
pened to me that illustrates this. | was parked at an intersection
waiting for the light to change when BAM! The driver behind
me had let his foot slp the brake and put my rear bumper to.a
test. Tlooked back through my mirror and saw him getting out.
1 got out, t00, and, forgetting the rule book, started preparing
myself for verbal combat. I confess I was ready verbally to bite
him to pieces.

But fortunately, before I got the chance, he walked up to
me, smiled, and said in the most eamest voice, “Friend, I really
didn't mean to do that.” That smile, matched with his
comment, melted me. | mumbled something about “That's OX.
Happens all the time.” Almostin fess tme than it takes to wink
an eye, my opposition trned into fiiendship.

Smile big and you feel like “happy days are here again.” But
smile big. A halfdeveloped smile is not fully guaranteed. Smile
until your teeth show: That large-size smile is fully guaranteed.

Tve heard many times, “Yes, but when I fear something, or
when I'm angry, | don't feel like smiling "

OF course you don't. No one does. The trick s to tell your-

self forcefully, “I'm going to smile.”
Then smile.
Harness the power of smiling.
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M. Smith; Mz Triumph will show you that you can. M. Defeat
will convince you that you wil fail, while M. Triumph will dem-
onstrate why you will succeed. Mr. Defeat will prepare a billiant
case against Tomm, while M. Triumph will show you more rea-
sons why you like Tom.

Now, the more work you give either of these two foremen,
the stronger he becomes. If Mr. Defea
do, he adds personnel and takes up more space in your mind.
Eventually, he will take over the entire thought-manufacturing
ion, and virtually all thought will be of a negative nature.
“The only wise thing to do is fire Mr. Defeat. You don't
‘nced him. You don't want him around telling you that you can't,
you're not up to it, you'llfail, and 50 on. Ms. Defeat won't help
You gt where you want to go, so boot him out.

given more work to

Use Mr. “Triumph 100 percent of the time. When any
thought enters your mind, ask M. Triumph to go to work for
you. He'll show you how you can succecd.

Betwween now and tomorrow at this time another 11,500
new consumess will have made their grand entry into the USA.

Population i growing at a record rate. In the next ten years
the increase is conservatively estimated at 35 million. That's
qual to the present combined metropolitan population of our
five biggest cties: New York, Chicago, Los Angeles, Detroit, and
Philadelphia. Imagine!

New industries, new scientific breakthroughs, expanding
markets—all spell opportunity: This is good news. This is a most
wonderful time to be alive!

Al signs poiint o a record demand for top-level people in
every field—people who have superior ability to influence oth.
ers, o direct their work, (0 serve them in a leadership capacity.
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RECENTLY | GHATTED WITH! a recruitment specialst for one of
the nation's largest industrial organizations. Four months each
year she vists college campuses to recruit graduating seniors for
her company's junior executive training program. The tenor of
her remarks indicated that she was discouraged about the atti-
tudes of many people she talked with.

“Most days I interview between eight and twelve college
seniors, all in the upper third of their class, all at least mildly
interested in coming with us. One of the main things we want to

determine in the screening interviev is the individual’s motiva-
tion. We want to find out if he or she is the kind of person who
can, ina few years, direct major projects, manage a branch office
orplant, orin some other way make a really substantial contribu-
tion to the company.

“I must say I'm not too pleased with the personal objec-
tives of most of those I talk with. You'd be surprised,” she went

on, “how many twenty-two-year-olds are more interested in our
recirement plan than in anything else we have to offer. A second
favorite question is “Will I move around a lot?” Most of them
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The important thing is not where yoi were or wiere you are but
where you want to get.

The progressive corporation plans company goals ten to
fificen years ahead. Exccutives who manage leading businesses
must ask, “Where do we want our company to be ten years
from now?” Then they gauge their efforts accordingly: New plant
capacity s buil not for today’s needs but rather for needs five to
ten years in the future, Research is undertaken to develop prod-
uctsthat won't appear for a decade or longer,

The modern corporation does not leave its future to
chance. Should you?

Each of us can learn a precious lesson from the forward-
Tooking business. We can and should plan at least ten years ahead.
You must form an image now of the person you want to be ten
years from now if you are to become that image. This i a critical
thought. Just as the business that neglects to plan ahead will be
Just another business Gf it even survives), the individual who fails
1o set long-range goals will most certainly be just another person
lostin lfe’s shuffle. Without goals we cannot grow.

Let me share with you an example of why we must have
Tong:run goals to achieve real success. Just ast week a young man
(let me call him F. B.) came to me with a career problem. F. B
Tooked well mannered and intelligent. He was single and had
finished college four years ago.

We talked for a while about what he was doing nows his
education, his aptitudes, and general background. ‘Then I said
t0 him, “You came to see me for help on making a job change.
‘What kind of job are you looking fort”

“Well,” he said, “thats what | came to see you about. I don't
Know what I want to do.”
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PUT THESE FIVE PROCEDURES TO WORK
FORYOU
1. Action cures fear. Isolate your fear and then take construc-
tive action. Inaction—doing nothing about a situation-—
strengihens fear and destroys confidence.

2. Make a supreme effort to put only positive thoughts in
your memory bank. Don't let negative, selfdeprecatory
thoughts grow into mental monsters. Simply refuse to
recall unpleasant events or situations.

3. Put people in proper perspective. Remember, people are
more alike, much more alike, than they are different. Get a
balanced view of the other fellow. He s just another human
being And develop an understanding attitude. Many people
will bark, but i’s a rare one who bites.

4. Practice doing what your conscience tell you is right. This
prevents apoisonous guilt complex from deieloping. Doing
what's ight is  very practical rule for success

5. Make everything about you say; “I'm confident, really con-
fident.” Practice these litle techniques in your day-to-day
activities:

Bea front seater.
Make eye contact.
‘Walk 25 percent faster.
Speak up.

‘Smille big.
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thing and not let go, have an essential success quality. Here arc
two suggestions for developing greater power to experiment, the
ingredient, that, when blended with persistence, gets results.

1. Tell yourself, “There IS @ way.” All thoughts are magnetic.
s s00n as you tell yourself, “T'm beaten. There's no way to
negative thoughts are attracted, and
ach of these helps convince you that you are right, that you are
whipped.

conquer this problem,’

Believe instead, “There is a way to solve this problem,” and
positive thoughts rush into your mind to help you find a solu-
tion.

1t beli

Martiage counselors report no success in saving marriages

ing there s 2 way that is important.

until one and preferably both partners sce that it is possible to
win back happiness.

Psychologists and social workers say an alcoholic is doomed
to alcoholism untl he believes he can beat his thirst.

“This year thousands of new businesses are being formed.
Five years from now only a small portion will be sill in opera-
tion. Most of those who fail willsay, “Competition was just too
much. We had no choice but to quit.” The real problem is that
when most people hit the TAR (things are rough) barrier, they
think only defeat and so they are defeated.

‘When you believe there s a way you automatically convert

negative energy (let’s quit, lets go back) into positive energy
(et's keep going, let’s move ahead)

A problem, a difficulty; becomes unsolvable only when you
think it is unsolvable. Attract solutions by believing solutions are
possible. Refuse, simply refuse, to even let yourself say or think
that it's impossible.
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gilty: I've done something or I've thought something that I do't
wan you to know. I'm afiaid if et my eyes connect with yours,
you'll see through me.’

‘You say nothing good about yourself when you avoid mak-
ing eye contact. You say, “I'm afraid.  lack confidence.” Conquer
this feac by making yourself look the other person in the eyes.

Looking the other person in the eye tells him, “I'm honest
and aboveboard. I believe in what I'n telling you. I'm not aftaid.
T'm confident”

Make your eyes work for you. Aim them right at the other
persons eyes. It not only gives you confidence, it wins you con-
fidence, too.

5. Walk 25 percent faster. When I was a youngste, just going to
the county seat was  big treat, After allthe errands were accom-

plished and we were back in the car, my mother would often say,
“Davey, let’s just sit here a while and watch the people walk by.”

Mother was an excellent game player. She'd say, “See that
fellow: What do you suppose s troubling him?” Or “What do you
think that lady there is going to do?” or “Look at that person. He
Just seems to be in a fog.”

Watching people walk and move about became real fun. It
wasa lot cheaper than the movies (which was one of the reasons,
Tearned later, that Mother developed the game), and it was a lot
more instructive.

Istill am a walk watcher: In corridors, lobbies, on sidewalks
1 sill occasionally find myself studying human behavior simply
by watching peaple move about.

Psychologists link slovenly posture and sluggish walk-
ing to unpleasant attitudes towards oneself, work, and the
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even style. What I'm trying to do now i to get this clent to try
some new approaches and some new techniques. He has ability
and if he'll do some experimenting, I'm sure he'llsell much of
what he writes. But until he does, he'lljust go on receiving one
rejection slip after another.”

‘The advice of the literary consultant is good. We must have |
persistence. But persistence is only one of the ingredients of vie-
tory. We can try and try, and try and try and try again, and still
fal, unless we combine persistence with experimentation.

Edison is credited with being one of America’s most per-
sistent scientists. I¢s reported that he conducted thousands of
experiments before he invented the electric lightbulb. But note:
Edison conducted experiments, He persisted in his goal o develop a
lightbulb. But he made that persistence pay off by blending it with
experimentation.

Persisting in one way is not a guarantee of victory But per-
sistence blended with experimentation does guarantee success.

Recently I noticed an article about the continuous search
for oil. It said that oil companies study the rock formations care-
fully before they drill a well. Yet, despite their scientific anlysis,
seven out of eight wells drilled turn out t0 be dry holes. Ol com-
panies are persistent in their search for oil, not by digging one
hole to rdiculous depths but rather by experimenting with a new
well when good judgment says the first well won't produce.

Many ambitious people go through life with admirable per-
sistence and show of ambition, but they fail to succeed because
they don't experiment with new approaches. Stay with your goal.
Don't waver an inch from it. But don't beat your head against a
wall. If you aren't getting results, try a new approach.

People who have bulldog persistence, who can grab some-
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simultancously: Firs,reach for the other person’s hand and clasp
it warmly: Second, look directly at the other person. And third,
say, "I'm very glad to know you.”

These three simple actions automatically and. instanta-
neously banish shyness. Confident action produces confident
thinking.

50, 10 think confidently, act confidently. Act the way you
want to feel. Below are five confidence-building exercises. Read
these guides carefully. Then make a conscious effot to practice
them and build your confidence.

1. Be a front seater, Bver notice in meetings—in church, class-
rooms,and other kinds of assemblies —how the back seats fillup
first? Most folks scramble to sit in the back rows so they won't
be “t00 conspicuous” And the reason they are afraid to be con-
spicuous is that they lack confidence.

Sitting up front builds confidence. Practice it. From now.
on make ita rule to st as close to the front as you can. Sute, you
may be a liule more conspicuous in the front, but remember,
there is nothing inconspicuous about success.

2. Practice making eye confact, How a person uses his eyes tells us
a lot about him. Instinctively, you ask yourself questions about

the fellow who doesntlook yor
hide? What's he afraid of? Is he trying to put something over on
me? Is he holding something back:”

Usually fuilure to make eye contact says one of two things.

the eye. “What's he trying to

It may say, I feel weak beside you. I feel inferior to you. I'm
affaid of you.” Or avoiding another person’s eyes may say, 1 feel
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Instead, back off, get mentally refreshed. Try something as
simple as playing some mus
Then, when you tackle it again, the solution often comes almost
before you know it.

Secing the good side pays off in big situations, too. A young
‘man told me how he concentrated on seeing the good side when
he lost his job. He explained it this way: *1 was working for a
large credit reporting company. One day I was given short notice
to leave. There was an economy wave on, and they dismissed the
employees who were least valuable’to the company.

“The job didnt pay too well, but by the standards [ grew up
‘with, it was pretty good. I really felt terrible for a few hours, but
then I decided to look at being bounced as a blessing i disguise.
really did'tlke the job much, and had I stayed there, Id never
have gone far. Now Ihad a chance to find something I really liked

or taking  walk or a short nap.

to do. It wasn't long until I found a job that [ liked a lot beer that
paid more money; too. Being fired from that credit company was
the best thing that ever happened to me.”

Remember, you see in any situation what you expect to
see. See the good side and conquer defeat. Al things do work
together for good if you'lljust develop clear vision.

IN QUICK REVIEW
The difference between success and failure is found in one’s atti-
tudes toward setbacks, handicaps, discouragements, and other
disappointing situations.

Five guideposts to help you turn defeat into victory are:

1. Study setbacks to pave your way to success. When you lose,
learn, and then go on to win next time.
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inadequate, more inferior. Often he makes a faint promise to himself
(shat down deep he knows he won't keep) to speak “next tme.”

“Thisis very important: each time our clam fais to speak, he
takes one more dose of confidence poison. He becomes less and
less confident of himself

But on the positve s
you add to your confidence, and the easier i is to speak up the
next time. Speak up. I’ a confidencebuilding vitamin.

Put this confidence builder to use. Make it a rule to speak.
up at every open meeting you attend. Speak up, sty something

e, the more you speak up, the more

voluntarily at every business conference, committee meeting,
‘community forum you attend. Make no exception. Comment,
‘make a suggestion, ask a question. And don't be the last to speak.
Try to be the icebreakes, the first one in with a comment.

And never worry about looking foolish. You won'. For
each person who docsn't agree with you, odds are another per-
son will. Quit asking yourself, “l wonder if I dare speak?”

Instead, concentrate on getting the discussion leader's
autention so you ean speak.

For special training and experience in speaking, consider
Joining your local toastmaster’s club. Thousands of conscien-
tious people have developed confidence through a planned pro-
gram to feel at ease talking with peoplc and to people.

5. Smile big. Most folks have heard at onc time or another that
a smile will give them a real boost. They've been told that a
smile s excellent medicine for confidence deficiency. But lots of
people still don' really believe this because they've never tried
smiling when they fecl fear.
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2. Back off and start afiesh. Ofien we stay so close to a
problem for o long that we can't see new solutions or new
approaches

An engineer friend was retained a few weeks ago to design
adistinctly new aluminum structure; in fact, nothing even resem-
bling it had even been developed, or designed, before. I saw him
justa few days ago, and I asked him how his new building was
coming along.

“Not t00 well" he replied. “I guess I haven't spent cnough
time with my garden this summer. When I live with tough
design problems for a long stretch, I'e got to get away and let
some new ideas soak in.

“You'd be surprised,” he continued, “to know how many

engincering ideas come to me when I'm just sitting b
holding a watef hose on the grass.”

President Eiscrhower once was asked at a news conference
why he took so many weekend vacations. His answer s good

atree

advice for everybody who wants to maximize his creative abil-

ity. Mr. Bisenhower said, “I do not belicve that any individual,

whether he is running General Motors or the United States of
America, can do the best job just by sitting at a desk and putting
his face in a bunch of papers. Actually, the president ought to be
trying o keep his mind free of inconsequential details and doing
his own thinking on the basic principles and factors ... so that he
can make clear and better judgments.”

A former business associate of mine takes a seventy-two.
hour out-oftown vacation with his wife once cach month. He
found this backing off and starting afresh inereased his mental
efficiency, thereby making him more valuable to his clicnts.

When you hit a snag, don't throw up the whole project.
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people around us. But psychologists also tell us you can actu-
ally change your atitudes by changing your posture and speed
of movement. Watch, and you discover that body action is the
result of mind action. The extremely beaten people, the real
down-and-outers, just shuffle and stumble along, They have
zero self confidence.

Average people have the “average” walk. Their pace is
“average.” They have the look of "I really don't have very much
pride in myself”

“Then there’s a third group. Persons in this group show
superconfidence. ‘They walk faster than the average. There
seems to be a slight sprint in the way they walk. Their walk
tels the world, “T've got someplace important to go, something
important to do. What's more, 1 will succeed at what [ will do
fifteen minutes from now.”

Use the walk25-percent faster technique to help build self
confidence. Throw your shoulders back, lift up your head, move.
ahead just a ltte faster, and feel self-confidence grow:

Just try and see.

4. Practice speaking up. In working with many kinds of groups of
all sizes, I've watched many persons with keen perception and

much native ability freeze and fail to participate in discussions.
It sn't that these folks don't want to get in and wade with the
rest. Rather, it a simple lack of confidence.

“The conference clam thinks to himself, "My opinion s proba-
bly worthless. If I say something, 'l probably look foolish. Il just
say nothing, Besides, the others in the group probably know more
than 1. don't want the others to know how ignorant I am.”

Each time the conference clam fils to speak, he feels even more
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His problem, of course, was a very common one. But |
realized that just to arrange for the young man to have inter-
views with several possible employers would not help him.
Trial and error is a pretty poor way to select a carcer. With
dozens of carcer possibilities, the odds of stumbling into the
sight choice are several dozen to one. 1 knew I had to help It B.
see that before he starts going some place careerwise, he’s got
to know where that someplace is.
Let's ook at your career plan from his angle. Wl
you describe for me your image of yourslf ten years from now?”
E.B., obviously studying the question, finally said, “Wel,
1 guess I want what just about everyone else wants: a good job.

Solsaid,

that pays well and a nice home. Really, though,” he continued, “I
havent given it t00 much thought.”

“This, L assured him, was quite natural. I went on to explain
that his approach to selecting a career was like going to an airline
ticket counter and saying “Give me a ticket.” The people selling
the tickets just can't help you unless you give them a destination.
S015aid, “And I can't help you find a job until 1 know what your
destination is, and only you can tell me that.”

Thisjarred F. B. into thinking, We spent the next two hours
not talking about the merits of different kinds of jobs, but rather
discussing how to st goals. E B, learned, I believe, the most
important lesson in career planning: Before you start out, know
where you sant 1o go.

Like the progressive corporation, plan ahead. You are in
a sense a business unic. Your talent, skills and abilities are your
“products.” You want to develop your products so they com-
mand the highest possible price. Forward planning wil do it

Here ar€ two steps that will help:
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‘Three times he tried t0 gt the nomination for state senator, but
failed. Once he was beaten in a race for a congressional nomina-
tion.

But Orville Hubbard studied these setbacks. He regarded
them as part o his political education. And today he is one of the
sharpest, most unbeatable politicians in local government.

Instead of blaming luck, research those setbacks, If you
Tose, learn. Lots of folks go through lfe explaining their medi
ocrity with “hard luck,” “tough luck,” “sour luck,” “bad luck.”
“These people arestill like children, immature, searching for sym-
pathy. Without realzing i, they fil o see opportunities to grow
bigger, stronger, more self reliant.

Stop blaming luck. Blaming luck never got anyone where
he wanted to go.

A fiiend who is a lterary consultant, writer, and critic chatied
‘with me recently about what it akes to be a successful witer.
Aot of would-be witers,” he explained, “simply aren't
serious about wanting to write. They try for a litle while but
give it up when they discover there is real work involved. 1
haven't much patience with these people because they re looking

for a shorteut and there just isn't one.

“But,” he went on, I don't want to imply that pure persis.
tence is enough. The plain truth i, often it isn'.

“Just now I'm working with a fellow who's written sixty-
two short fiction pieces but hasn' sold one. Obviously, hc is per-
sistent in his goal to become a writer. But this fellow’s problem
s that he uses the same basic approach in everything he writcs.
He's developed a hard format for his stories. He has never experi-
mented with his material—his plots and characters, and perhaps
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w0 negative things happen. First, we feel guilt and this guit cats
away confidence. Second, other people sooner or later find out
and lose confidence in us.

Do what's right and keep your confidence. That's thinking
yourself to success.

Here s a psychological principle that is worth reading over
twenty-five times. Read it untl it absolutely saturates you: To
think confidently,act confidently.

The great psychologist Dr. George W. Crane said in his
famous book Applied Psychology, “Remember, motions are the
precursors of emotions. You can't control the latter dircetly but
only through your choice of motions or actions..... To avoid
this all too common tragedy (marital difficulties and misunder-
standings) become aware of the true psychological facts. Go
through the proper motions each day and you'll soon begin to
fecl the corresponding emotions! Just be sure you and your mate
go through those motions of dates and kisses, the phrasing of

incere daily compliments, plus the many other litle courtesies,
and you need not worry about the emotion of love. You can'tact
devoted for very long withou fecling devoted.”

Psychologists tell us we can change our attitudes by chang-
ing our physical actions. For example, you actually feel more
like smiling if you make yourself smile. You feel more superior
when you make yourself stand tall than when you slouch. On the
negative side, frown a really biter frown and sce if you don't fecl
more like frowning,

It easy to prove that managed motions can change emo-
tions, People who are shy in introducing themselves can replace
this timidity with confidence just by taking three simple actions
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woman, “Will she find oue? Will she find out” eats away the man's
confidence until he can't do a good job at work or in the home.

1 reminded Paul that many criminals are captured not
because any clues point to them but because they act guilty and
self-conscious. Their guilt feeling puts them on the suspect lst.

There is within each of us.a desire to be right, think right,
‘and act right, When we go against that desire, we put a cancerin
our conscience. This cancer grows and grows by cating away at
our confidence. Avoid doing anything that will cause you to ask
yourself, “Will  get caught? Will they find out? Will I get away
with it

Don't try to make an A if it means violating your confi-
dence.

Paul, ' pleased to say, got the point. He learned the prac-
tical value of doing what's right. I then proposed he sit down
and retake the examination. In answer t0 his question "But what
about my dismissal?” 1 said, “T know what the regulations say
about cheating, But, you know, if we.
have cheated in any way, half the professors would have to leave.
And if we dismissed all students who thought about cheating,
the university would have to shut down.

“So I'm forgetting this whole incident if you'll do me a

isrissed all students who

favoy

“Gladly,” he said.

1 walked over to my bookshelf, took down my personal
copy of Fifty Years with the Golden Rule, and sa
book and return it. See how in J. C. Penney’s own words, just
doing what's right made him one of America’s ichest men.”

‘Paul, read this

Doing what's right keeps your conscience satisfied. And this
builds self-confidence. When we do what is known to be wrong,
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But this didn't stop Mr. Williams from pursuing his goal
t0 be a minister and counselor. When he was graduated from
college (and with honors t0o), Mr. Williams said he thought his
blindness “will actually be an asset in my career. I can neverjudge
by appearances. Therefore, [ can always give a person a second
chance. My blindness keeps me from cutting myself off from
a person because of the way he looks. I want to be the kind of
person to whom anyone can come and feel secure, to express
himself”

Isn't that a magnificent living example of cruel, bitter
defeat being turned into victory?

Defeatis only a state of mind, and nothing more.

One of my friends, who is a substantial and successful
investor in the stock marke, carefully appraises each investment
decision in the light of his past experiences. One time he told
me, “When 1 first started investing fifieen years ago, I really got
singed a few times: Like most amateurs, | wanted to-get rich
quick. Instead I got broke quick. But that didn't stop me. I knew
the basic strengihs of the economy and that, over the long pull,
wellselected stocks are about the best investment anybody can
make.

“So 1 just regarded those first bad investments as part of the
cost of my education,” he laughed.

On the other hand, 1 know a number of people who, having
made an unwise investment or two, are strictly “antisecuritics.”
Rather than analyze their mistakes and join in a good thing, they
reach the completely false conclusion that investing in common
stocks is just a form of gambling and sooner or later everybody
Toses.
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the job. Outside they won't promote you or pay you more for
doing second-class work.”

T paused again to make certain the point got through.
ien 1 said, “May I make a suggestion? You're highly

disappointed now. I can appreciate how you fecl. And I don't
think any less of you if you're a litle sore at me. But look at this
expericnce positively. There's a tremendously important lesson
here: if you don't produce, you don't get where you want to
0. Learn this lesson, and five years from now you'll regard it
as one of the most profitable lessons you learned inall the time
you invested here.”

Twas glad when I learned a few days later that this student
had reenrolled for the course. This time he passed with flying
colors. Afterward, he made a special call to see me to let me
know how much he had appreciated our earlir discussion.

“Ilearned something from flunking your course the fist
time,” he said. “Tt may sound odd, but you know, Professor, now
T'm glad T did not pass the first tme.”

‘We can turn setbacks into victories. Find the lesson, apply
it, and then look back on defeat and smile.

Moviegoers will never forget the great Lionel Barrymore.
In 1936 Mr. Barrymore broke his hip. The fracture never healed.
Most people thought Mr. Barrymore was finished. But not Mr.
Barrymore. He used the setback to pave the way to even greater
acting success. For the next eighteen years, despite pain that never
abated, he played dozens of successful roles in a wheelchair

OnMarch 15, 1945, W Colvin Williams was walking behind
atankin France. The tank hit  mine, exploded, and permanently
blinded M. Williams.
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“This mutwally important attitude helps you keep the situa-
tion balanced. The other fellow does not become too important
relative t0 you in your thinking.

The other fellow might look frightfully big, frightfully
important. But remember, he is still a human being with essen-
tially the same interests, desires, and problems as you

2. Develop an understariding atituske. People who want figuratively
o bite you, growl at you, pick on you, and otherwise chop you
down are not rare. If you're not prepared for people like that,
they can punch big holes in your confidence and make you feel
completely defeated. You need a defense against the adult bully,
the fellow who likes to throw his meager weight around.

A few months ago, at the reservations desk of a Memphis
hotel, I saw an excellent demonstration of the right way to
handle folks like this.

Tewas shordly after 5 .. and the hotel was busy registering
new guests. Th fellow ahead of me gave his name to the clerk.
ina commanding way. The clerk said, “Yes sir, M. R., we have a
fine single for you.”

“Single?” shouted the fellow. "I ordered a double.”

“The clerk safd, very politely, “Let me check, sir” He pulled
the guest's rescrvation from the file and said, “I'm sorry,si. Your
telegram specified a single. Td be happy to put you in a double
room, si,if we had any available. But we simply do nor.”

Then the irate customer said, “I don't care what the h—
that piece of paper says, I want a double.”

Then he started in with that “do-you-know-who-L-am?”
bit, followed with “I'l have you fired. You'll see, I'll have you
fired”
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Your mind is a “thought factory” It's a busy factory, producing
countless thoughts in one day.

Production in your thought factory is under the charge of
two foremen, one of whom we will call Mr. Triumph and the
other Mr. Defeat. Mr. Triumph is in charge of manufacturing
positive thoughts. He specializes in producing reasons why you
can, why you're qualified, why you will

“The other foreman, Mr. Defeat, produces negative, depre-
cating thoughts. He is your expert in developing reasons why you
can't, why you're weak, why you're inadequate. His specialty is
the “why-youwill fail” chain of thoughts.

Both Mr. Triumph and M. Defeat are intensely obedient.
They snap to attention immediately. All you need do to signal
either foreman is o give the slightest mental beck and call If the
signalis positive, Mr. Triumph will step forward and go to work.
Like

. a negative signal brings Mr. Defeat forward.

To see how these two foremen work for you, ry this exam-
ple. Tell yourself, “Today is a lousy day." This signals M. Defeat
into action, and he manufactures some facts to prove you arc
right. He suggests to you that its 0o hot o i’ t00 cold, business
will be bad today, sales will drop, other people will be on edge,
afussy mood. Mr. Defeatis
tremendously efficient. In just a few moments he's got you sold.

you may gt sick, your wife will b

Itis a bad day. Before you know it it is a heck of a bad day:
But tell yourself, “Today is a fine day,” and M. Triumph is
signaled forward to act. H tells you, “This is a wonderfil day. The
weather is refreshing. I’ good to be alive. Today you can catch
up on some of your work.” And then it is a good day:
n ke fashion M Defeat can show you why you car't sel
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wrote the examination had demonstrated in class discussions and
previous tests that he was far better qualified than his paper indi-
cated. He was, in fact, the fellow who I thought would finish at
the top of the class. Instead his paper put him at the bottom. As
was my custom in such cases, | had my secretary call the student
and ask him to come by my office on an urgent matcer

Paul W, appeared shortly. He looked as though he had been
through a terrible experience. Afier he was comfortably seated,
1 said to him, “What happened, Paul? ‘This just isn' the quality
paper T expected you to write.”

Paul struggled with himself, looked in the dircction of his
feet and replicd, “Sir, afier I saw that you had spotted me cheat-
ing, 1 just went to pieces. I couldn't concentrate on anything.
Honest,this s the first time I've ever cheated at the university. |
desperately wanted an A, so I worked up a lttle pony to use.

He was terribly upset. But now that he was talking, he
wouldn't stop. “I suppose you'll have to recommend me for
dismissal. The university rule says any student found cheating in
‘any manner s subject to permanent dismissal.”

Here Paul stasted bringing up the shame this incident would
bring to his family, how it would wreck his lfe, and all sorts of
repercussions. Finally 1 said, “Hold it, now. Slow down. Let me.
exphain something, | didn't see you cheat. Until you walked in
and told me, I hadn't the faintest idea that was the trouble. T am
sorry, Paul, that you did.”

“Then I continued, “Paul, tell me, just what do you want to
gain from your university experience?”

He was a little calmer now and after a short pause he said,
“Well, Doctor, I thirk my overall im is to learn how to live, but
I guess I'm failing pretty badly
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Decide right now to salvage something from every set-
back. Next time things seem o go wrong on the job or at home,
calm downand find out what caused the trouble, This i the way
t0 avoid making the same error twice.

Being licked i valuable if we learn from it

We human beings are curious creatures. We're quick to accept
full credit for our victories. When we win, we want the world to
know about i, I’s natural to want others to look at you and say,
“There goes the fellow who did such and such.”

But human beings are equally quick to blame someone else
for each setback. It's natural for salesmen to blame customers
‘when sales are lost. It's naural for executives to blame employees
or other executives when things get out of gear, I’s natural for
husbands to blame wives and wives to blame husbands for quar-
rels and family problems.

Itis true that in this complex world others may trip us. But
it also true that more often than not we trip ourselves. We lose
because of personal inadequacy, some personal mistake.

Condition yourself for success this way. Remind yourself
that you want to be as nearly perfect as is humanly possible. Be
objective. Put yourself in a glass tube and look at yourself as a
disinterested third party would look at the situation. See if you
have a weakness that you've never noticed before. If you have,
take action to correct it. Many people become so accustomed to
themselves that they fail to see ways for improvement.

The great Metropolitan Opera star Rist Stevens said in
Reader's Digest (July 1955) that at the unhappiest moment of her
life she received the best advice she's ever had.
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Asbest he could, under the verbal tornado, the young clerk
injected, “Sir, we're terribly sorry, but we acted on your instruc-
tions.

Finally the customer, really furious now, said, “I wouldn't
stay in the best suite in this — — hotel now that I know how
badly managed itis,” and stormed out.

Istepped up to the desk, thinking the clerk, who had taken
one of the worst public tongue-lashings I'd seen in some time,
would be upset. Instead he greeted me with one of the finest
“Good evening, si”s Id ever heard. As he went through the rou-
tine of processing my room, I aid to him, °I certainly admire the
way you handled yourself just a moment ago. You have tremen-
dous temper control.”

“Well st he said, “I really can't get mad at a fellow like
that. You see, he really isn't mad at me. 1 was jst the scapegoa.
The poor fellow may be in bad trouble with his wife, or his
business may be of, or maybe he feels inferior and this was his
golden chance to feellike a wheel. I'mjust the guy who gave him
a chance to get something out of his system.”

The clerk added, “Underneath he’s probably a very nice
guy. Most folks are.”

‘Walking toward the elevators, T caught myself repeating
aloud, “Underneath he's probably a very nice guy. Most folks
are.”

Remember those two short sentences next time someone
declares war on you. Hold your fire. The way to win in situations
like thisis to let the other fellow blow his stack and then forget it.

Several years ago, while checking student examination papers, I
came across one that especially disturbed me. The student who
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Read the biographies and autobiographies of great people,
and again you discover that each of these people could have sur-
rendered to setbacks many times.

O do thi. Learn the background of the president of your
company or the mayor of your city, or select any person you
consider a real success. When you probe, you'll discover the
individual has overcome big, real obstacles.

Itis not possible to win highdJevel success without meeting
opposition, hardship, and setback. But it is possible to use set-
backs to propel you forward. Let's see how

1 saw some commercial airline statistics recently show-
ing that there is only one fatality per 10 billion miles flown. Air
travelis a magnificently safe way to go these days. Unfortunately,
air accidents sill occur. But when they do, the Civil Aviation
Administeation is on the scene quickly to find out what caused
the crash. Fragments of metal are picked up from miles around
and pieced together. A variety of experts reconstruct what prob-
ably happened. Witnesses and survivors are interviewed. The
investigation goes on for weeks, months, until the question
“What caused this crash?” is answered.

Once the CAA has the answer, immediate steps are taken
to prevent a similar accident from happening again. If the
crash was caused by a structural defect, other planes of that
type must have that defect corrected. Or f certain instruments
are found faulty, corrections must be made. Literally hundreds
of safety devices on modem aircraft have resulted from CAA
investigations.

“The CAA studies setbacks to pave the way to safer air travel
s obvious that their efforts pay off
Doctors use setbacks to pave the way to better health and

And
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and write down three specific reasons she has to be happy. Then
at her next appointment with me on Thursdays I'd go over her
st with her. I continued this sort of treatment for three months.
Her improvement was very satisfactory. Today that woman is
very well adjusted to her stuation. She’s positive and certainly as
happy as most people.”

‘When this woman quit drawing negatives from her mem-
ory bank, she was headed toward recovery.

‘Whether the psychologieal problem is big or lile, the cure
comes when one learns to quit drawing negatives from one’s
‘memory bank and withdraws positives instead.

Don't build mental monsters. Refuse to withdraw the
unpleasant thoughts from your memory bank. When you
remember situations of any kind, concentrate on the good part
of the experience; forget the bad. Bury it. If you find yourself
thinking about the negative side, trn your mind off com-
pletely.

And here s something very significant and very encourag-
ing. Your mind wants you to forget the unpleasant. If you will
just cooperate, tinpleasant memories will gradually shrivel and
the tellerin your memory bank wil cancel them out.

Dr. Melvin S. Hattwick, noted advertising psychologist, in
commenting on our ability to remember, says, “When the fecl-
ing aroused is pleasant, the adve
10 be remembered. When the fecling aroused is unpleasant, the

ment has a better chance

reader or listener tends 1o forget the advertisement message.
“The unpleasant runs counter to what we want, we don't want
to remember it

In bricf, it really s easy to forget the unpleasant if we sim-
ply refuse to recallit, Withdraw only positive thoughts from your
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the busy people, the important clients, all tell you his company
is prosperous.

A cynic might say, “It must have taken a real con man to
putacross an operation like this.” But the cynic would be wrong.
It didn't take a con man. And it i
wealthy man or a lucky man. All (and I hesitate to use the word
all because all means so much sometimes) ll i took was @ pesis
tent man who never thought he was defeated.

Behind this prosperous and respected company is the
story of a man fighting, batling his way upward: losing ten
years’ savings in his first six months in business, living in his
office several months because he lacked money to pay rent on

{t take a brilliant man or a

an apartment, turning down numerous “good” jobs because he
‘wanted more to stay with his idea and make it work, hearing
‘prospects for his service say no a hundred times as often as they
saidyes ...

During the seven unbelievably hard years it took him to
succeed, [ never heard my friend complain once. He'd explain,
“Dave, T'm learning. This is competitive business, and because.
it intangible, it's had to sell. But 'm learning how.”

And he did,

Once I told my friend that this experience must be taking a
ot out of him. But he replied, “No, it's not takin something out
of me; i’ putting something into me instead.”

Check the lives of the people in Wiio's Who in Anerica, and
you'll find that those who have succeeded in a major way have
been pounded by losing stuations. Each person in this lite corps
of successful men has encountered opposition, discouragement,
setbacks, personal misfortune.
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seeking out ways to humiliate, punish, and generally diminish
themselves.”

The psychologist-friend mentioned before told me how
he helped one of his patients to stop committing “mental and
spiritual suicide.” “This patient,” he explained, “was in her late
thirties and had two children. In lay terminology she suffered
from severe depression. She looked back on every incident of
her life as being an unhappy experience. Her school days, her
marriage, the bearing of her children, the places she had lived
all were thought of negatively. She volunteered that she couldn't
remember ever having been truly happy. And since what one
remernbers from the past colors what one secs in the present, she.
saw nothing but pessimism and darkness.

“When I asked her what she saw in a picture which 1
showed her, she said, ‘It looks like there will be a terrible thun-
derstorm tonight.”‘That was the gloomicst interpretation of the
picture I've yet heard.” (The picture was a large oil painting of
the sun low in the sky and a jagged, rocky coastline. The paint-
ing was very cleverly done and could be construed to be either
@ suntise or a sunset. The psychologist commented to me that
what a person sces in the picture is a clue to his personality Most
people say it is a sunrise. But the depressed, mentally disturbed
person nearly always says it's a sunset)

“As a psychologist, 1 can't change what already is in a per-
son's memory. But I can, with the patient’s cooperation, help the
individual to see his past in a different light. That's the general
treatment T used on this woman. I worked with her to help her to
see joy and pleasure in her past instead of total disappointment.
After six months she began to show improvement. At that poin,
1 gave her a special assignment, Each day I asked her to think of
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‘was right. After | explained that his work was far below passing
standards, the student admitted that he hadn't put forth a serious
effor

the course.

“But,” he continued, “my past record is at least average.
Can't you consider that?”

Tpointed out that I could not, because we measure pefor-
mance one course at a time. I added that rigid academic codes
prohibited changing grades for any reason other than an honest
mistake on the part of the professor.

“Then the student, realizing that all avenues toward a grade
change were closed, became quite angry. “Professor;” he said, “I
could name fity people in this city who've succeeded in a big
way without taking this course or even knowing aboutit. What's
5o blasted importan about this course? Why should a few bad
‘marks in one course keep me from getting my degrec?

“Thank God,” he added, “they don' look at things on the
‘outside”

e you professors do.”
After that remark 1 paused for about forty-five seconds. (I've
Iearned that when you've been sniped at, one fine way to prevent
awar of words i to take a long pause before answering.)
Then [said to my student friend, “Much of what you say is
true. There are many, many highly successful people who know
absolutely nothirig about the subject matter in this course. And

s possible for you to win success without this knowledge. In
the total scheme of lfe, this course content won't make or break
you. But your attitude toward this course may.”

“What do you mean by that?” he asked.

“Just this,” | answered. “Outside they grade you just as we.
‘grade you. What counts there just as what counts here is doing
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“I figured out something pretty basic back then. I discov-
ered people are
different. 1 discovered the other fellow s pretty much like me. He
Iikes good food, he misses his family and friends, he wants to get
ahead, he has problems, he likes to relax. So if the other fellow is
basically like me, there’s no point in being afvaid of him.”

Now, doesn't that make sense? If the other fellow is basi-

e in many, many more ways than they are

cally like me, there’s no reason to be afaid of hirm.
Here are two ways to put people in proper perspective:

1. Get a balanced view of the ofher felo. Keep these two points
in mind when dealing with people: first, the other fellow is
important. Emphatially, he is important. Every human being
his, also: You are important, too. S0 when you
meet another person, make it a policy to think, “We'e just two

is. But remember

important people sitting down to discuss something of mutual
interest and benefi.”

A couple of months ago, a business executive phoned to
tell me he had just employed a young man whom [ had recom-
‘mended to him shortly before. “Do you know what really sold
me on that fellow?” asked my friend. “What?" [ asked. "Well,
it was the way he handled himself. Most job applicants when
they walk in here are half scared. They give me all the answers
they think I want t0 hear. In a way, most job applicants are
a litle like beggars—they'll accept anything, and they aren't
particular.

“But G. handled himself differently. He respected me, but
what's just as important, he respects himself, What's more, he
asked me as many questions as T asked him. He's no mouse. He's
a real man, and he's going to do all right.”
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Tonger life. Often when a patient dies for an uncertain reason,
doctors perform a postmortem to find out why. In this way they
Tearn mote about the functioning of the human body, and lives
of other people are saved.

A sales exceutive fiiend of mine devotes one entire sales
meeting a month to helping his salesmen discover why they
Tost important sales. The lost sale is reconstructed and carefully
examined. In this way, the salesman learns how to avoid losing
similar sales in the future.

“The football coach who wins more games than he loses
goes over the detais of each game with his team to point out
their mistakes. Some coaches have movies made of each game
50 the team can literally see its bad moves. The purpose: to play
the next game better:

CAA offcial, successful sales executives, physicians, foot-
ball coaches, and professionals in every field follow this success
‘principle: salvage something from every setback.

‘When a setback hits us personall, our first impulse s often
0 become so emotionally upset that we fal o learn the lesson.

Professors know that a student’s reaction to a faling grade
provides a clue to his success potential. When I was a profes-
sor at Wayne State University in Detroit some years ago, I had

1o choice but to turn in a failing grade for a graduating senior.
This was a real blow to the student. He had already made
‘graduation plans, and canceling was embarrassing, He was left
with two alternatives: retake and pass the course and receive
his degree at  later graduation, or quit school without carning
a degree.

Texpected that the student would be disappointed, perhaps
even somewhat belligerent, when he learned of his setback. 1
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memory bank. Let the others fade away. And your confidence,
that feeling of being on top of the world, will zoom upward. You
take a big step forward toward conquering fear when you refuse
to remember negative, self deprecating thoughts.

Why do people fear other people? Why do many folks fecl
selfconscious around others? What's behind shyness? What can
we do about it?

Fear of other people s a big fear. But thiere is a way to con-
quer it. You can conquer fear of people if you will lcarn to put
them into proper perspective.

A business friend, who is doing exceptionally well operat-
ing his own wood-novelty plant, explained to me how he got the
proper perspective of peaple. His example i intercsting.

“Before I went into the army in World War I, 1 was scared of
justsbout everybody. You just wouldn't believe how shy and timid
1 was. 1 fel everyone else was a lot smarter. | worried about my
‘physical and mental inadequacies. I thought I was born to fail.

“Then by some fortunate quirk of fate 1 lost my fear of
people in the Army. During part of 1942 and 1943, when the
Army was inducting men at a terific clip, I was stationed as a
medic at one of the biginduction centers. Day after day L assisted
in examining those men. The more [looked at these recruits,the
fess afraid of people [ became.

“All those fen lined up by the hundreds, naked as jaybirds,
Tooked so much alike. Oh sure, there were fat ones and skinny
ones, tall ones and short ones, but they all were confused, all
were lonesome. Just a few days before some of these were is-
ing young executives. Some were farmers, some were salesmen,
drifters, blue-collar workers. A few days before they had been
ngs. But at the induction center they were al alike.
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thing is impossible, your mind goes to work for jou to prove why But
when you believe, really beleve, something can be done, your mind goes
towork for you and helps you find the ways to do it

Believing something can be done paves the way for creative.
solutions. Believing something can't be done i destructive think-
ing, This point applies to allstuations, lcle and big, The political
leaders who do not genuinely believe permanent world peace
can be established will fal because their minds are closed o
ereative ways to bring about peace. The economists who believe
business depressions are inevitable will not develop creative ways
t0 beat the business cycle.

In a similar fashion, you can find ways to like a person if
you believe you can

You can discover solutions to personal problems if you
believe you can.

You can find a way to purchase that new larger home if you
believe you can.

Belief releases creative powers. Disbelief puts the brakes
on.

Beleve, and you'll start thinking—constructively.

Your mind will creaie.a way if you et it A itle over two years ago
a young man asked me to help him find a job with more future.
He was employed as a clerk in the credit department of a mail-
order company and fet that he was getting nowhere. We talked
about his past record and what he wanted to do. After knowing
something about him, T said, “I aduire you very much for want-
ing to move up the ladder to a better job and more responsibil-
ity But getting a start in the kind ofjob you want requires a col-
lege degree these days. I notice you've finished thiee semesters.
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nd the group goes on, telling me all sorts of good reasons
why we must have jails. One fellow even suggested we've got to
have jails 5o the police and prison guards can have jobs.

Afier about ten minutes of letting the group “prove” why
we can't eliminate the need for jails, I say to them, “Now let me
mention here that this question of eliminating jais is used to
make a point.

“Each of you has come up with reasons why we can't climi-
nate the need for jails. Will you do me a favor? Will you try extra
hard for a few minutes t0 believe we can climinate jails?”

Joining in the spirt of the experiment, the group says, in
effect, “Oh, well, butjust for kicks.” Then I ask, “Now, assuming
we can eliminate ails, how could we begin”

Suggestions come slowly at first. Someone hesitantly says
something like, “Well, you might cut down crime if you estab-
lished more youth centers.”

Before long, the group, which ten minutes ago was solidly
against the idea, now begins to work up real enthusiasm,

“Work to eliminate poverty. Most crime stems from the low
income levels.”

“Conduct research to spot potential eriminals before they
commit a crime.”

“Develop surgical procedures to cure some kinds of crimi-
nals” .

“Bducate law enforcement personnel in positive methods
of reform.”

“These are just samples of the seventy-eight specific deas I've
tabulaed that could help accomplish the goal of eliminating jails.
WHEN YOU BELIEVE, YOUR MIND FINDS WAYS TO DO.

“This experiment has just one point: When you believe some-
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May I suggest you finish college. Going summers, you can do it
in two years. Then I'm sure you can land the job you wan, with
the company you want to work for”

“I realize,” he answered, “that a college education would
help. But it's impossible for me to go back to school.”

“Impossible? Why?" 1 asked.

“Well for one thing,” he began, “I'm twenty-four. On top
of that, my wife and I are expecting our sccond child in a couple
of months. We barely get by now on what I make. I wouldn't
have time to study since Id have to keep my job. It's just impos-
sible, that's all.”

“This young man really had himself convinced that finishing
college was impossible.

“Then Isaid to him, “If you believe it is impossible to finish
school, then it is. But by the same token, if you'll just believe it is
possible to return to the university, a solution will come.

“Now, here’s what I would like you to do. Make up your
‘mind you are going to go back to school. Let that one thought
dominate your thinking, Then think, really think, about how you
an do it and still support your family. Come back in a couple of
‘weeks and let me know what ideas you've come up with.”

My young friend returned two weeks later

“I thought a lot about what you sai

" he began. “I've
decided 1 must go back to school. I haven't figured out all the
angles yet, but Il find a solution.”

And he did.

He managed to get a scholarship provided by a trade asso-
ciation, which paid his tition, books, and incidentals, He rear-
ranged his work schedule so he could attend classes. His enthu-
siasm and the promise of a better life won him his wifc's full
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 great Orville Hubbard once said, “A failure is a man
‘who has blundered but is not able to cash in on the experience.”

Often we blame huck for our setbacks. We say, “Well, that’s
the way the ball bounces,” and let it go at that. But stop and
think. Balls don't bounce in certain ways for uncertain reasons.
“The bounce of a ball is determined by three things: the ball, the
way itis thrown, and the surface it strikes, Definite physical laws

explain the bounce of a ball, not luck.

Suppose the CAA Were to issue a report saying, “We're
sorry the crash occurred, but folks, that's just the way the ball
bounces.”

You'd say it time o get a new CAA. Or suppose a doctor
explained to. relative, “I'm awfully sorry. I don't know what hap-
pened. It just one of those things”

Youd switch doctors when you or another relative became
il

The that's the-way.theball bounces approach teaches us
nothing, We're no better prepared to avoid a duplication of the
mistake the next time we face'a similar situation. The football
“Well, boys, that's the way
the ball bounces’” isn't helping his team avoid the sime mistakes
the next Saturday.

coach who takes Saturday’s loss

Orville Hubbard, mayor of Dearborn, Michigan, for seven-
teen consecutive years,is one of the nation's'most colorful and
respected urban administrators.

For ten years prior to becoming mayor of Dearborn, Mr.
Hubbard could have used the *bad luck” excuse and stepped out
of politis.

Before becoming a perennial winner, Orville Hubbard was
“unlucky” three times in trying to get the nomination for mayor.
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But where does the proof come from? How do we know
the master thinkers were right? Far questions. The proof comes
from the lives of the select people around us who, through win-
ning success, achievement, and happiness, prove that thinking
big does work magic.

The simple steps we have set down here are not untested
theorics. They are not one man's guesses and opinions. They are
proven approaches to lif’s situations, and they are universally
applicable steps that work and work like magic.

“That you're reading this page proves you are interested in
Iarger success. You want to fulfill your desires. You want to enjoy
& fine standard of living You want this life to deliver to you all
the good things you deserve. Being interested in success is a
wonderful quality

You have another admirable quality. The fact that you're
holding this book n your hands shows you have the intelligence
0 look for tools that will help take you where you want to go.
In building anything—automobiles, bridges, missiles —we need
tools. Many people, in their attempt o build a successful lfe,
forget there are ools to help them. You have not forgotten. You
have, then, the two basic qualities needed to realize real profic
from this book: a desite for greater success and the intelligence
10 select a 100l to help you realize that desire.

“Think Big and you'l live big. You'll live big in happincss.
You'llive big in accomplishment. Biggin income. Big in riends.
Bigin respect.

Enough for the promise.

Start now, right now, to discover how to make your think-
ing make magic for you. Start out with this thought of the great
philosopher Disraeli: “Life is too short to be little.”
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Early in her career, Miss Stevens lost the Metropolitan
Opera ‘Auditions of the Air” After losing, Miss Stevens was bit-
ter. “[onged to hea,” she said, “that my voice was really better
than the other girl's, that the verdict was grossly unfair,that I had
just lacked the right connections to win.”

But Miss Stevens's teacher didn' coddle her. Instcad she
said to Miss Stevens, "My dear, have the courage to face your
faults.”

“Much as I wanted to fall back on sclf.pity” continucd Miss
Stevens, “they [those words] kept coming back to me. That night
they woke me. I couldn't sleep until I faced my shortcomings.
Lying there in the dark, T asked myself, "Why did I faib” How.
can I win next time?’ and I admitted to myself that my voice
range was not as good as it had to be, that I had to perfect my
languages, that [ must learn more roles.”

Miss Stevens went on to say how facing her faults not only
helped her to succeed on stage but also helped her win more
friends and develop a more pleasing personaliry.

Being self-r
personal strength and efficiency needed for success. Blaming
othersis destructive. You gain absolutely nothing from “proving”
that someone else is wrong,

s constructive. It helps you to build the

Be constructively selfcritical. Don't run away from inad-
equacies. Be like the real professionals. They seek out their faults
and weaknesses, then correct them. "That's what makes them
professionals

Do, of course, ty o find your faults so you can say to
yourself, “Here's another reason I'm a loser.”

Instead view your mistakes as “Here’s another way to make
me a bigger winner.”
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“We learn in different ways,” I said. I think you can learn a
real success lesson from this expericnce.

“When you used your pony in there, your conscience
bothered you terebly. This gave you a guilt complex that in turn
broke your confidence. As you expressed it, you went to pieces.

“Most of the time, Paul, this matter of right and wrong is
approached from a moral or religious standpoint. Now, under-
stand, I'm not here o preach to you, give you a sermon about
rightand wrong. But let'slook at the practicalside. When you do
anything that goes contrary to your conscience, you feel guilty;
and this guiliy fecling jams your thought processes. You can't
think straight because your mind is asking “Will I get caught?
Will get caught’

“Paul” 1 continued, “you wanted an A so badly you did
something you knew was wrong There are many times in life
‘when you'll want to make an A so badly you'll be tempted to
do something that is contrary to your conscience. For example,
someday you may want to make a sale so badly you'll think of
deliberately misleading the customer to buy. And you may suc-
ceed. But here’s what will happen. Your guily fecling wil grab
hold of you and the next time you see your customer, you'll be
self-conscious, llat ease. You'll be wondering ‘Has he discovered
that T put something over? Your presentation wil be ineflective
because you can't concentrate. Chances are you'll never make
the second, third, fourth, and the many repeat sales. In the long
run, making that sale using tactics that hurt your consciencé will
cost youa lot of income.”

Iwent on and pointed ot to Paul how an oceasional business
‘or professional ma loses his grip because of an intense fear that his
wife will learn about a sectet love affair he is having with another
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dom to get their reactions. The result: not one person thought
the idea had merit, even though it would provide them with bet-
terlocal government at less cost.

“That's an example of traditional thinking The traditional
thinker's mind is paralyzed. He reasons, “It’s been this way for
a hundred years. Therefore, it must be good and must stay this
way. Why risk a change?”

“Average” people have always resented progress. Many
voiced a protest toward the automobile on the grounds that
nature meant for us to walk or use horses. The airplane secmed
drastic o many. Man had no “fight” 1o enter the province
“reserved” for birds. A lot of "status-quo-ers” stll nsis that man
has no business in space.

One top missile expert recently gave an answer to this kind
of thinking. “Man belongs,” says Dr. von Braun, “where man
wants to go.”

Around 1900 a sales executive discovered a “scientific”
principle of sales management. I received a lot of publicity and
even found its way into textbooks. The principle was this: There
is one best way to sell a product. Find the best way. Then never
deviate fromit.

Fortunately for this man's company, new leadership came
inin time to save the organization from financial ruin.

‘Contrast chat experience with the philosophy of Crawford
H. Greenewalt, president of one of the nation’ largest business
organizations, E. 1. du Pont de Nemours. In a talk at Columbia
University, Me. Greenewalt said, *. .. there are many ways in
which  good job can be done—an many ways,in fck, a5 there
are men to whom the task is given.”

In truth, there is no one best way to do anything, There
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support. Together they creatively found ways to budget moncy
and time more effectively
Last month he received his degree one day and went to
work the next as a management trainee for a large corporation.
Where there’s a will, there is a way:

Believe i can be done. Thats basic to creative thinking Here are
suggestions to help you develop creative power through belif:

1. Bliminate the word impossible from your thinking and
speaking vocabularies. Tpossible is a failure word. The
thought “I¢s impossible” sets off a chain reaction of other
thoughts to prove you're right.

2. “Think of something special you've been wanting to do
but fet you couldn't. Now make a st of reasons why you
can do it. Many of us whip and defeat our desires simply
because we concentrate on why we can't when the only
thing worthy of our mental concentration is why we can.

Recently I read a newspaper item that said there are too
many counties in most states. The artile pointed out that most
‘county boundaries were established decades before the first auto-
mobile was built and while the horse and buggy was the chief
mode of travel. But today, with fast automobiles and good roads,
there is no reason why three or four counties could not be com-
bined. This would cuc down greatly on duplicated services so that
taxpayers would actually get better service for less money.

“The writer of this article said he thought he had stumbled
across a really live idea, so he interviewed thitty people at ran-
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“What's that?” T asked eagerly.

“Simply this: destroy their negative thoughts before those.
thoughts become mental monsters.”

“Most individuals  try to help,” he continued, “are operat-
ing their own private museam of mental horror. Many marriage
difficultes, for example, involye the “honeymoon monster.” The
honeymoon wasn't as saisfactory as one or both of the marriage
partners had hoped, but instead of burying the memory, they
reflected on it hundreds of times wntil it was a giant obstacle to
successful marital relationships. They come to me as much as
five or ten years later.

“Usuall; of course, my clients don't see where their trouble.
lies. I’s my job to uncover and explain the source of their diffi
culty to them and help them t0 see what a trivialty it really i.

A person can make a mental monster out of almost any
unpleasant happening” my psychologist friend went on. ‘A job
falure, ajilted romance, a bad investment, disappointment in the

behavior of a teenage child—these are common monsters I have
t0 help troubled people destroy:”

It is clear that any negative thought, if fertlized with
repeated recall, can develop into a real mind monster, breaking
down confidence and paving the way to serious psychological
difficulties.

In an article in Cosmopolitan magazine, "The Drive Toward
Self-Destruction,” Alice Mulcahey pointed out that upward
of 30,000 Americans commit suicide each year and another
100,000 attempt to take their own lives. She went on to say;
“There is shocking evidence that millions of other people are
killing themselves by slower, less obvious methods. Stll others
are committing spiitual rather than physical sufcide, constantly
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swimming pool was constructed. The don't-care families
became eager supporters. The whole subdivision took on
new life and new sparkle. It's really a pleasure now to drive
through that community. It shows what a crusader can do.

Do you feel your business should develop a new depart-
ment, imake a new product, or in some other way expand?
‘Well, then, crusade for it. Feel your church nceds a new
building? Crusade for it. Would you like your children's
school to have better equipment? Crusade and.get it for

them.

And you can bank on this: while crusades may start out
as one-man crusades, if the idea behind the enterprise is
£00d, 500n you'll have s of support.

Be an activationist and crusade.

2. Be a volunteer: Bach of us has been in situations in which
we wanted to volunteer for some activity but didn't. Why?
Because of fear. Not fear that we couldn't accomplish the
task, but rather fear of what our associates would say. The
fear of being laughed at, of being called an eager beaver,
of being accused of bucking for a raise holds many people
back.

It natural to want to belong, 1o be accepted, to have
group approval. But ask yoursel, "Which group do [ want to
have accept me: the group that laughs because it is secretly
jealous or the group that is making progress by doing things?”
“The right choice s obvious.

“The volunteer stands out. He receives special attention.
Most important of all, he gives himself an opportunity to
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could find. T kept on with this, and pretty soon management, and
the otfier salesmen, found themselves really inerested in what
1 was doing Just one year afier I started crusading for research,
Twas relieved of my regular duties and asked to concentrate on
developing my ideas.

“The rest,” he continued, “was just natural development.
Now I've got two assistants, a secretary, and about three times
the yearly income [ had five years ago.”

Here are two special exercises for developing the initiative
habit

1. Be a crusader. When you see something that you believe
ought to be done, pick up the ball and run.

A new subdivision not far from where 1 live was about
two-thirds built when expansion came almost t0 a stand-
still A few families with a don'tcare attitude had moved
in. This prompted several of the finest families in the area
to sell their homes (at a loss) and move on. As 5o often
happens, the do-care families caught the don't-care attitude
from their don'tcare neighbors—everyone, that i, except
Harry L. Harry did care, and he decided to crusade for a
fine neighborhood.

Harry began by calling together some friends. He
pointed out that this subdivision had tremendous potential
but that something must be done now or the area would
soon be a suriccly second-class neighborhood. Harry's
enthusiasm and initative quickly won support. Soon there
were clean-up-the-vacant-lots projects. Garden’clubs were
organized, a massive tree-planting project was started. A
playground was bule for the youngsters. A community
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another store, assuming, of course, it is substantially better than
your present job.

“I don't believe your job will be insccure after you take
some affirmative action to get those saes figures on the risc. But
Justin case, its good to have an offer or two. Remember, i’ ten
times casier for a man with a job to get another job than it is for
someone unemployed to connect.”

‘Two days ago this once-troubled exccutive called me.

“Afier our talk I buckled down. I made a number of changes,
but the most basic one was with my salespeople. I used to hold
sales mectings once a week, but now 'm holding one every
morning: I've got those people really enthusiastic. I guess once.
they saw some life in me they were ready to push harder too,

They were just waiting for me to start things moving agin.

“Things sure are working out okay. Last week my sales
were well ahead of a year ago and much better than the storc’s
average.

“Oh, by the way” he continucd, *
other good news. 1 got two job offers

want t0 tell you some.

e we talked. Naturally
I'm glad, but I've turned them both down since everything is
Tooking good here again.”

When we face tough problems, we stay mircd in the mud
unil we take action. Hope s a start. But hope needs action to
win victories.

Put the action principle to work. Next time you experience
big fear or little fear, steady yourself. Then search for an answer to
question: What

Isolate your fear: Then take appropriate action.

ind of action can  take to conquer my fear?

Below are some examples of fear and some possible action

cures.
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“It was now about 3 A, but my mind was astonishingly
clear. | was secing my weak point for the first time. I discovered
that I bad held back. I had always carried a ltte stick. 1 dug into
‘myself deeper and deeper and found the reason I lacke:

was because I didn't believe inside that I was worth very much,

tative.

“Isat there the rest of the night just reviewing how lack of
fith in myself had dominated me ever since I could remember,
how T had used my mind to work against myself.  found I had
been preaching to myself why I couldn't get ahead instead of
why I could. T had been selling myself short. 1 found this strcak
of selfdepreciation showed through in everything 1 did. Then it
dawned on me that 10 one else was going to believe in me undil
Ibelieved in myself.

“Right then I decided, V' through fecling sccond-class.
From here onin I'm not going to sell myself short.”

“Next morning I stll had that confidence. During the job.
interview I gave my newfound confidence its first test. Before
coming for the interview 'd hoped I would have courage to ask
for §750 or maybe even $1,000 more than my present job was
paying. But now, after realizing | was a valuable man, I upped it
10 53,500, And I got . 1 s0ld myself because after that one long
night of selfanalysis | found things in myself that made me a lot
more salable.

“Within two years after I took that job I had cstablished a
reputation as the fellow who can get business. Then we went into
a recession. This made me stll more valuable because I was one
of the best business-getters in the industry. The company was
reorganized and I was given a substantial amount of stock plus
alot more pay.”

Believe in yourself, and good things do start happening,
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Use this twostep procedure to cure fear and win confidences

1. Isolate your fear. Pin t down. Determine exactly what you

are affaid of.

2 Then take action. Thereis some kind of action for any kind
of fear. '

And remember, hesitation only enlarges, magnifies the fear
Take action prompty. Be decisive.

Much lack of self.confidence can be traced diectly to a misman-
aged memory.

‘Your brain is very much like a bank. Every day you make
thought deposits in your “mind bank.” These thought deposits
‘grow and become your memory. When you settle down to think
or when you face a problem, in effect you say to your memory
‘bank, “What do I already know about this”

Your memory bank automatically answers and supplies
‘you with bits of information relating to this situation that you
deposited on previous occasions. Your memory, then, is the basic
supplicr of raw material for your new thought.

“The teller in your memory bank s tremendously reliable.
He never crosses you up. If you approach him and say, “Mr. Teller,
et me withdraw some thoughts I deposited in the past proving
I'minferior to just about everybody else,” he'll say, “Certais

. sir
Recall how you failed two times previously when you tried this?
Recall what your sixth-geade teacher told you about your inabil-
ity to accomplish things ... Recall what you overheard some

fellow workers saying about you .. Recall.. .
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show he has sp
By all means, volunteer for those special assignmens.

ability and ambition by volunteering.

“Think about the leaders you know in business, the military,
your community. Do they fic the description of activationist o
would you say they are passivationists?

“Fen times out of ten they're activationists, people who do
things. The fellow who stands on the sidelines, who holds off,
who s passive, does not lead. But the does,the fellow whao thinks
action, finds others want to follow him.

People place confidence in the fellow who acts. They natu-
rally assume he knows what he s doing.

T've niever heard anyone complimented and praised because
“he doesn't disturb anyone,” he doesn't take action,” or “he
waits until he's told what to do.”

Have your

GROW THE ACTION HABIT
Practice these key points:

1. Be.an activationist. Be someone who does things. Be a doer,
nota don'ter.

2. Don't wait until conditions are perfect. They never wil be.
Expect future obstacles and diffculties and solve them as
they arise.

3. Remember, ideas alone won't bring success. Ideas have
value only when you act upon them.
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BUILD CONFIDENGE AWD DESTAOY FEAR

TYPE OF FEAR

Bmbarrassment because of

personal appearance.

Fear of losing an important
customer.

Fear of falling an examination.

Fear of things totally beyond
your control.

. Fear of being physically hurt

by something you can't con-
trol, such as a tornado or an
airplane out of control.

Fear of what other people
may think and say.

Fear of making an investment
o purchasing s home.

Fear of people.

ACTION

Improve it Go to @ barbershop
or beauty salon. Shine your
shoes. Get your clothes cleaned
and pressed. In general, prac-
tice better geooming, It doesnt
always take iew clothes.

‘Work doubly hard o give better
service. Correctanything that
may have caused castomers to
lose confidence in you.

Convert worry time into study
dme,

Tuen your attention to helping
10 reliee the fear of others.
Pray

Switch your attention to some-
thing totaly different. Go out
into your yard and pull up.
weeds. Play with your children
Gortoamovic

Make sure that what you plan to
do s right. Then do it. No one.
ever docs anything worthwhile
for which he is ot critcized.

Analyze all factors. Then be
decisive. Make a decision and
sick with i, Trust your own
judgment.

Putthem i proper perspective.
Remember, the other personis
justanother human being precty
‘much lie yourself
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plished. But thinking in terms of someday or sometime usually
means falure.

One day I stopped in to see an old business friend. She had just
returned from a conference with several of her executives. The
‘moment I looked at her, T could tell there was something she
wanted to get off her chest. She had the look of a woman who
had suffered real disappointment.

“You know;” she said, ° called that conference this morning
because I wanted some help on a proposed policy.change. But
what kind of help did 1 ge? I had six men in there, and only one
of them had anything to contribute. Two others talked, but what
they said was just an echo of what I had said. It was like talking
with a bunch of vegetables. I confess it's hard for me to find out
what those fellows think.

“Really” she went on, “you'd think those fellows would
speak up and let me know what they think. Afier all it dircctly
affects each of them.”

My fiiend didn't get help in the conference. But had you
roamed the hall after the meeting broke up, you'd have heard
her junior associates making remarks like *I felt like saying ..
“Why didn't someone suggest...,” “I don't think...,” "We
ought 10 go ahead. ...~

S0 often the vegetables, those who have nothing to say in

the conference room, are full of talk afier the meeting, when
what they've got to say won't make any difference. They're sud-
denly full of lfe when it's too lat.

Business executives want comment. The fellow who hides
his light under a bushel hurts himself

Get the “speak up” habit. Bach time you speak up, you
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causes organic diffculties, shortens lfe; fear closes your mouth
when you want o speak.

Fear—uncertainty, lack of confidence—explains why we
still have economic recessions. Fear explains why millions of
people accomplish lttle and enjoy litdle.

“Truly, fear is a powerful force. In one way or another fear
prevents people from getting what they want from life.

Fear of all kinds and sizes is a form of psychological infec-

tion. We can cure a mental infection the same way we cure
body infection—with specific, proved treatments

First, though, as part of your pretreatment preparation,
condition yourself with this fact: all confidence is acquired,
developed. No one is born with confidence. Those people you
know who radiate confidence, who have conquered worry, who
are at ease everywhere and all the time, acquired their confi-
dence, every bit of it

You can, too. This chapter shows how:

During World War II the Navy made sure that all of its new
recruits either knew how 1o swim or learned how—the idea
being, of course, that the ability to swim might someday save
the

s life at sea

Nonswimming recruits were put into swimming classes. T
‘watched a number of these training experiences. In a superficial
sort of way, it was amusing to see young, healthy men terrified
by a few feet of water. One of the exercises I recall eqired the
new sailor to jump-—not dive—from a board six feet in the air
into eight of more fect of water while a half dozen expert swim-
mers stood by:

In a deeper sense, it was a sad sight. The fear those young
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FRIENDS MEAN WELL WHEN they say “If's only your imagina-
tion. Don't worry. There’s nothing to be aftaid of”

But you and I know this kind of fear medicine never really
works. Such soothing remarks may give us fear relief for a few
your.
imagination” treatment doesn't really build confidence and cure
fear.

‘minutes or maybe even a few hours. But the *it'-only-i

Yes, fear is real. And we must recognize it exists before we
can conquerit,

Most fear today is psychological. Worry, tension, cmbar-
rassment, panic all stem from mismanaged, negative imagina-
tion. But simply knowing the breeding geound of fear doesn't
cure fear. If a physician discovers you have an infection in some
part of your body; he doesn'tstop there. He proceeds with treat-
ment to cure the infection.

The old “it's only-in-yourmind” treatment presumes fear
docsn't really exist. But it does. Fear i real, Fear is success enemy
number one. Fear stops people from capitalizing on opportunity;
fear wears down physical vitality; fear actually makes people sick,
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But there’s a way to break this habit. Tell yourself, “I'm in
condition right now to begin. I can't gain a thing by putting it off,
Tlluse the ‘get ready’ time and energy to gt going instead.”

“What we want more than anything else in our business,”
an executive in a machine tool company said in an address to'a
group of sales cxecutives, “is more people who get sound ideas
and then push them through. There’s not one job in our produc-
tion and marketing setup that can't be done better, a lot better.
T don't want to infer that we're not doing a good job now. We
are. But like all progressive companes, we ncd new products,
new markets, new and more efficient ways of doing things. We
depend on people with initative. They're the ball carriers on our
team.”

Initiative is a special kind of action. If's doing something
worthwhile without being told to o it. The person with initia
0 join the high income brackets in
every business and profession.

The director of marketing research in a medium-sized drug

tive has a standing invia

‘manufacturing fiem told me how he got to be a director of mar-
keting research. I¢'s a good lesson in the power of initiative.

“Five years ago 1 got an idea,” he told me. “I was working
then as a sort of missionary salesman, calling on wholesalers. 1
discovered that one thing we lacked was facts about the consurm-
ers we wanted to buy our drug line. 1 talked about the need for
market research to everyone here. At first 1 got only deaf ears
because management couldr see the need for it

“I was pretty much obsessed with the idea of marketing
rescarch in our company; so [ sort of taok the bull by the horns.
Tasked and got permission to prepare a monthly report on ‘Facts
of Drug Marketing. I collected information from every source |
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‘ment. Finally T cut in and asked, “What are you doing about it?
What are you trying to o to correct the situation?”

“Well,” he answered, “there isn't much  can do, I guess, but
hope for the best.”

“To this comment 1 asked, “Honestly, now is hope enough?”
Pausing, but not giving him a chance to answer, I put another
question to him: "Why not take action to support your hope?”

“Go on,” he said,

“Well, there ae two kinds of action that seem to fit your
case. First, start this afternoon to move those sales figures
upward. We've got o face it. There’s a reason your sales are
slipping. Find it. Maybe you need a special sale to clear out your
slow-moving merchandise, so you'll be in a position to buy some
fresh stock. Perhaps you can rearrange your display counters.
Maybe your salespeople need more enthusiasm. [ can't pin-
point what will turn your sales volume upward, but something
will. And it would probably be wise to talk privately with your
‘merchandise manager. He may be on the verge of putting you
our, but when you talk it over with him and ask his advice, he'll
certainly give you more time to work things out. Its too expen-
sive for the store to replace you as long as top management feels

there’s a chance you'llfind a sol

Twent on, “Then get your assistant buyers on the ball. Quit
acting like a drowning man. Let people around you know that
you're stil alive.”

Courage was again in his eyes. Then he asked, “You said
there are two kinds of action I should take. What's the second?”

“The second type of action, which you might say is an
insurance policy, s to let two or three of your closest business
friends in the trade know you might consider an offer from
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strengthen yourself. Come forward with your constructive
ideas.

We all know how many college students prepare their
assignments. With fine intentions, Joe College sets aside a whole
evening for some concentrated study. Here is a general pattern
of haw, too often, the evening s spent.

Joe's ready to begin studying at 7 7., but his dinner seems
Just a bit heavy, so he decides to get in a litle TV. A
nce the program was pretty good. At
‘down at his desk but gets right back up because he
justremembered he promised to call his girl. This shoots another
forty minutes (he hadn't talked to her all day). An incoming call
takes another twenty minutes. On his way back to his desk Joe
is drawn into a Ping-Pong game. Another hour gone. The Ping-
Pong makes him feel sweaty, so he takes a shower. Next he needs
ing Pong and the shower

le turns
out to be an hour's worth.

8o he

a snack. The combined effect of the
have made him hungry.

And 50 the evening planned with good intentions drifis
away. Finall, at 1 A, he opens the book, but he's too sleepy to
absotb the subject, Finally he surrenders completely. Next morn.
ing he tllsthe professor, “I hope you give me a break. 1 studied
ll2 A for this exam.”

Joe College didn't get into action because he spent too
‘much time getting ready (o get into action. And Joe College isn'c
alone in being a victim of “overpreparedness.” Joe Salesman, Joe
Executive, Joe Professional Worker, Joscphine Houserwife—they
all often try to build strength and get ready with office chats,
pencils, reading, personal business,
getiing the desk cleared off, TV, and dozens of other ltle escape
devices.

coffee breaks, sharpenis
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‘men displayed was real. Yet all that stood between them and the
defeat of that fear was one drop into the water below. On more
than one occasion I saw young men “accidentally” pushed off the
board. The result fear defeated.

“This incident, familiar (o thousands of former Navy men,

illustrates just one point: action cures fear. Indecision, postpone-
ment, on the other hand, fertilize fear.

Jot that down in your success rule book right now. Action
aures fear:

Action does cure fear. Several months ago a very troubled
exceutive in his early forties came to sce me. He had a respon-
sible job as a buyer for a large retailing organization.

Wortiedly, he explained, “I'm afraid of losing my job. T've
got that fecling that my days are numbercd.”

“Why?" Lasked.

“Well, the pattern is aginst me. Sales figures in my deparc-
ment are off seven percent from a year ago. This is pretty bad,
especially since the store’s total sales are up six percent. I've made.
a couple of unwise decisions recently, and I've been singled out
several times by the merchandise manager for not keeping pace
with the company’s progress

“Tve never felt quite like this before,” he continued. “T've
ost my grip, and it shows. My assistant buyer senses it The sales-
people sce it, too. Other exccutives, of course, are aware that
T'm slipping One buyer even suggested at a meeting of all head
buyers the other day that part of my line should be put in his
department, where, he said, ‘It could make money for the store.”
165 like drowning and having a crowd of spectators just standing
there waiting for me to sink away.”

The exccutive talked on, elaborating further on his predica-
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HOW TO TURN DEFEAT INTO VIGTORY

SOCIAL WORKERS AND OTHERS who work on skid row find
many differences in age, religious fith, education, and back-
ground amoig the tragic souls who have dropped into America’s
gutters. Some of these citizens are surprisingly young, Others
are old. A sprinkling are college graduates; a few have essentially
o formal education. Some are married; others are not. But the
people on s
is defeated, whipped, beaten. Each one has encountered situ-
ations that conquered him. Each is eager, even anxious, to tell

id row do have something in common: cach one

‘you about the situation that wrecked him, about his own private
Waterloo.

“These situations cover the waterfont of human experience.
from “My wife ran out on me” to “lost everything I had and had
no place else to go” to °I did a couple of things that made me a
social outeast, so I came down here.”

‘When we move up from skid row into the dominion of Mr
and Mrs. Average American, we see obvious differences in living
habits. But again we discover that Mr. Mediocre gives essentially
the same reasons to explain his mediocrity as Mr. Skid Row
gave to explain his complete collapse. Inside, Mr. Mediocre fecls
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ful of dirt and putitinto your crankease? That fine engine would
s00n be a mess, unable to do what you want it to do. Negative,
unpleasant thoughts deposited in your mind affect your mind the.
same way. Negative thoughts produice needless wear and tear on
your mental motor. They create worty, frustration, and feclings
of inferiority. They put you beside the road while others drive
ahead.

Do this: in these moments when you're alone with your
thoughts—when you're driving your car or eating alone —recall
pleasant, positive experiences. Put good thoughts in your mern-

ory bank. This boosts confidence. It gives you that “Lsure feel-
good” fecling It helps keep your body functioning right, too.
Here is an excellent plan. Just before you go to sleep,
deposit good thoughts in your memory bank. Count your bless-
ings. Recall the many good things you have to be thankful fo

your wie or husband, your children, your friends, your health,
Recallthe good things you saw people do today. Recallyour ltde
vietories and accomplishments. Go over the reasons why you are
glad to be alive.

2. Withdraw only positive thoughts from your memory bank. 1 was
closely associated several years ago in Chicago with a firm of
psychological consultants. They handled many types of cases,
but mostly marriage problems and psychological adj
situations, all dealing with mind matcers.

tment

One afiernoon as 1 was talking with the head of the firm
about his profession and his techniques for helping the seriously
maladjusted person, he made this remark: “You know, there
would be no need for my services if people would do just one
thing”
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4 Use action to cure fear and gain confidence. Do what you
fear, and fear disappears. Just try it and sce.

5. Start your mental engine mechanically. Don't wait for the
spirit to move you. Take acton, dig in, and you miove the
spirit

6. Think in terms of now. Tomorrow, next week, later, and
similar words often are synonymous with the failure word,
never. Be an “T'm starting right now” kind of person.

7. Get down to business—pronto. Don't waste time getting
ready to act. Start acting inscead.

8. Seize the intiative. Be a crusader. Pick up the ball and run,

Be a volunteer. Show that you have the ability and ambi-
tion to do.

Getin gear and got
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And on and on Mr. Teller goes, digging out of your brain
thought after thought that proves you are inadequate.

But suppose you visit your memory teller with this request:
“Mr. Teller, I face a difficult decision. Can you supply me with
any thoughts which wil give me reassurance?”

And again M. Teller says, “Certainly, sir” but this time
he delivers thoughts you deposited earlier that say you can
succeed. “Recall the excellent job you did in a similar situation

before. ... Recall how much confidence Mr. Smith placed in
you... Recall what your good friends said about you. .. Re-
all...;

Mr. Teller, perfectly responsive, lets you withdraw the
thought deposits you want to withdraw. After all it is your
bank.

Here are two specific things to do to buid confidence
through effcient management of your memory bank.

1. Deposit only positive thoughts in your memory bank. Let' face it
squarely: everyone encounters plenty of unpleasant, embarass-
ing, and discouraging situations. But unsuccessful and success-
ful people deal with these Situations in directly opposite ways.
Unsuccessful people take them to heart, 50 to speak. They dwell
on the unpleasant situations, thereby giving them a good startin
d

memory. They don't take their minds away from them. At
night the unpleasant situation is the last thing they think about.
Confident, successful people, on the other hand, “don't
give it another thought.” Successful people specialize in putting
positive thoughts into their memory bank.
‘What kind of performance would your car deliver i every
‘morning before you left for work you scooped up a double hand:
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defeated. He has unhealed wounds suffered in situations that
beat him. Now he s supercautious. He plods along, ducking the
thrill of living victoriously, discontented with himsclf, He fecls
beaten but tries hard to endure the sentence of mediocrity that
“fate” has handed him.

He, 100, has surtendered to defeat, but in 2 reasonably
clean, socially “accepted” way.

Now, when we climb upstairs into the uncrowded world
of success, we again discover people from every possible back-
ground. Corporate executives, leading ministers, government
officials, top men in every field, we discover, come from poor
homes, rich homes, broken homes, cotton patches, cornfields,
and shums, These people, who lead every branch of our society;
have experienced every tough situation you can describe.

It is possible to match every Mr. Skid Row with a Mr.
Mediocre and a Mr. Success on every scorc—age, intelligence,
background, nationality, you name it—with one exception. The
‘one thing you can't match them on is thei response to defeat.

‘When the fellow we call Mr. Skid Row got knocked down,
he failed to gec up again. He just lay there, splattered out. Mr.
Mediocre got up to his knees, but he crawled away, and when
out of sight, ran in the opposite direction so he'd be sure never
10 take a beating again.

But Mr. Success reacted differendy when he got knocked
down. He bounced up, learned a lesson, forgot the beating, and
moved upward.

One of my closest friends is an exceptionally successful
‘management consultant, When you walk into his office, you fecl
that you are really “uptown.” The fine furniture, the carpeting,
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Four young exccutives, al on the same status level, were
‘moved into new offices. Three of the offices were identical in
size and decoration. "The fourth was smaller and less elabo-
rate,

J M. was assigned the fourth office. This turned out to be
real blow to his pride. Immediately he felt discriminated against.
Negative thinking, resentment, bitterness, jealousy built up.J. M.
began to feel inadequate. The result was that J. M. grew hostile

toward his fellow executives. Rather than cooperate, he did
best to undermine their efforts. Things got worse. Three months
ater J. M. slipped so badly that management had no choice but
to issue him a pink slip.

‘Small thinking over a very small matter stopped ). M. In his
haste to fecl he was discriminated against, . M. failed to observe
that the company was expanding rapidly and office space was
at a premium, He dido't stop to consider the possibilicy that the
executive who made the office assignments didn't even know
which one was the smallest! No one in the organization, except
1. M, regarded his office as an index of his value.

‘Small thinking about unimportant things like seeing your
name last on the department route sheet or getting the fourth
catbon of an office memo can hurt you. Think big, and none of
these litce things can hold you back.

4. EVEN STUTTERING IS A DETAIL

A sales execr

ive told me how even stuttering is a mere detail in
salesmanship i the fellow has the really important qualites
“Thave a fiiend, also a sales executive, who loves to play prac-
tical okes, though sometimes these jokes aren't jokesat all. A few
‘months ago a young fellow called on my practical joking friend
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Practice these three procedures to help yourself think

about trivialities:

1. Keep your eyes focused on the big objective. Many times
we're like the salesman who, failing to make the sale,
reports to his manager, “Yes, but 1 sure convinced the cus-
tomer he was wrong.” In selling, the big objective is win-
ning sales, not arguments.

In mariage the big objective is peace, happiness, tran-
ning quarrels or saying “T could have told

quillity—not
you so.”

In working with employces, the big objective s develop-
ing their full potential, not makingssues out of their minor
errors .

In living with neighbors, the big objective is mutual
respect and friendship—not seeing f you can have their dog,
impounded because once in a while it barks at night.

Paraphrasing some military lingo, it is much better to
lose a battle and win the war than to win a battle and lose
the war.

Resolve to keep your eyes on the big ball.

2. Ask “Is it really important?” Before becoming negatively
excited, just ask yourself, s it important enough for me to
get all worked up about?” There s no better way to avoid
frustration over petty matters than to use this medicine.
At least 90 percent of quarrels and feuds would never take
place if we just faced troublesome situations with “Is this
really importanty”
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and asked for a sales job. The fellow had a terible stutter, though,
and my fiiend decided right here was a chance to play a joke on
me. So the friend told the stammering applicant that he wasr't in
the market for a salesman right now but one of his friends (me)
had a spot to fill. Then he phoned me, and, boy did he give this
fellow a buildup. Not suspecting anything, I said, ‘Send him right
overt”

“Thirty minutes later, in he walked. The young fellow.
hadn't said three words before 1 knew why my friend was so
eagerto send him over. H'm JJJack R., e said, Mr. X sent me
over 110 talk £t you about a jjob.” Almost every word was
astruggle. I thought to myself, “This guy couldn'tsell a dollar bill
for 90 cents on Wall Street.” I was sore at my fiiend, but I really
felt sorry for this fellow, so I thought the least I could do was to:
ask him some polite questions while I thought up a good excuse
a5 to why I couldn't use him.

“As we talked on, however, I discovered this fellow was no
stupe. He was int
just couldn't overlook the fact that he stuttered. Finally, I decided
Td wind up the interview by asking one last question. ‘What
‘makes you think you can sell?”

“Well he said, I learn ££fast, L11 like people, LLI think
You've gota good company, and 111 want t-tto make m-m-money.
Now, L do have a speech im-im-pairment, bb-but that doesn't
bbbother me, so why shauld it bb bother anybody clse?

“His-answer showed me he had all the really important

igent. He handled himself very nicely but 1

qualifications for a salesman. I decided right then to give him a
chance. And you know, he's working out very well

Even a speech impairment in a talker's profession is a trivi-
ality if the person has the big qualities
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THE PETTY THE BIG
SITUATION THINKER'S THINKER'S
_ APPROACH APPROACH _

Progress 3. Believesin 3. Believes in
rettenchmentor  expansion.
at best the staus
quo.

Fture 4 Viewsthe furwre 4. Sees the fuure as
aslimited. very promising,

Work 5. Looks forways 5. Looks for more
10 avoid vork. ways and things

0 do, especially
helping others.

Competition 6. Competes with 6. Competes with
the average. the best.

Budget problems 7. Figures outways 7. Figres out
tosmemoneyby  ways to increase
cutting down on ome and buy
necessary items. more of the

necessary items.

Goals 8. Sesgoalslow. 8. Sets goals high.

Goalsvision 9. Seesonlythe 9. Ispreoccupied
short run it thelong run.

Seaurity 10, Is reoccupied 10, Regands securiy
with security asa natural com-
problems. panion of success.

Companionship 11, Surrounds him- 11, Surrounds him.
selfwith petty self with persons
thinkers. with large, pro-

gressive ideas.

Mistakes 12, Magnifes minor 12, Ignores errors
errors. Turns of lite conse-
them into big quence.
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3. Don't fall into the triviality trap. In making speeches, solv-
ing problems, counseling employees, think of those things
that really matter,
become submerged under surface issues. Concentrate on

gs that make the difference. Don't
important things.

TAKE THIS TEST TO MEASURE THE SIZE OF
YOUR THINKING

In the lefi-hand column below are listed several common situ-
ations. In the middle and right hand columns are comparisons
of how petty thinkers and big thinkers see the same sicuation.
Check yourself. Then decide, which will get me where [ want to
go? Petty thinking or big thinking?

“The same situation handled in two entirely different ways.
The choice s yours

SITUATION THE PETTY THE BIG

THINKER'S THINKER'S
- APPROACH  APPROACH

Expenscaccounts 1. Figures out 1. Figures out
ways toincrease  ways to increase:
income through  income by selling
chiscling on more merchan
expense accounts.  dise

Corversation. 2. Talks aboutthe 2. Talks about the
negative qu positve quaities
of his fiiends, of his fiends,
the economy, his company, the
his company, the  competiion.

compeition.
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FIRST, LET'S CLEAR UP a common falacy about the meaning of
creative thinking. For some illogical reason, science, engincering,
art, and writing got tabbed as about the only truly creative pur-
suits. Most people associate creative thinking with things like the
discovery of electicity or polio vaceine, or the writing of a novel
or the development of color tclevision.

Certainly, accomplishments like these are evidence of cre-
ative thinking, Bach forward step made in the conquest of space
i the result of creative thinking, lots of it. But creative thinking
is not reserved for certain occupations, nor is it restricted to
superintelligent people.

‘Wel, then, what s ereative thinking?

A low-income family devises a plan to send their son to
leading university. Thats creative thinking.

A family turns the street’s most undesirable lot into the
neighborhood beauty spor. That's creativ thinking.

A minister develops a plan that doubles his Sunday evening
autendance. That's ereative thinking,

Figuring out ways to simplify record keeping, sclling the
“impossible” customer, keeping the children occupied construc-
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REMEMBER, IT PAYS IN EVERY WAY
TO THINK BIG!

1. Don' sell yourself short. Conquer the crime of self depre-
cation. Concentrate on your assets. You're better than you

think you are.

2. Use the big thinker's vocabulary. Use big, bright, cheerful
words. Use words that promise victory, hope, happs
pleasure; avoid words that create unpleasant images of fal-
ure, defeat, grief.

3. Stretch your vision. See what can be, not just what is

Practice adding value to things, to peaple, and to yoursclf.

4. Get the big view of your job. Think, really think your pres-
ent job is important. That next promotion depends mostly
on how you think toward your present job.

5. Think above trivial things. Focus your attention on big
objectives. Before getting involved in a petty matter, ask
yourself, “Is it really important?”

Grow big by thinking big!
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tively, making employees really like their work, or preventing a
“certain'” quarrel—all of these are examples of practical, every-
day creative thinking.

Creative thinking is simply finding new, improved ways to
do anything, The rewards of all types of success—success in the
home, at work, in the community—hinge on finding ways to
do things better. Now let's see what we can do to develop and
strengthen our creative thinking abiliy.

Step one: Beliewe it can be done. Here is a basic truth: To do any-
thing, we must first believe it can be done. Believing something
canrbe done sets the mind in motion to find a way to do .

“To flustrate this point of creative thinking in training ses-
sions, 1 often use this example: 1 ask the group, “How many of
you feel it is possible to climinate jails within the next thirty
years?”

Invariably the group looks bewildered, not quite sure they
heard right and thinking they are listening to a real fuzzy-wuzzy.
So after a pause I repeat, “How many of you feel it i possible to
eliminate jals within the next thity yearst”

Once they're sure I'm not joking, someone always blasts
me with something like “You mean to say you want to turn all
those murderers, thieves, and raj

s loose? Don't you realize.
‘what ths would mean? Why, none of s would be safe. We have
0 have jails."

“Then the others cut loose:

“All order would break down if we didn't have jails"

“Some people are born criminals.”

“IF anything, we need more jals.”

“Did you read in this morning’s paper about that murder?”
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perspires and is on edge just before he telecasts. But once he's in
action, fear disappears. Many veteran actors experience the same.
sensation. They agree that the only cure for stage fright s action.
Getting right out there before the audience s the cure for dread,
worry, fear.

‘Action cures fear. One evening vie were visiting in a fiiend's
home when their five-year-old boy, who had been put to bed
thirty minutes before, cried out. The youngster had been over-
stimulated by a science fiction flm and was afraid the ltle green
‘monsters were going to enter his room and kidnap him. I was
intrigued by the way the boy's facher relieved the lad's worry.
He didn't say, “Don't worry; son, nothing s going to get you. Go
back to slecp.” Instead he took positive action. He made quite a
inspecting the windows to be sure they were
tight. Then he picked up one of the boy's plastic guns and put
it on a table beside his bed and said, “Bill, here's a gun for you
the licte fllow had a look of complete relef. Four

show for the boy b

justin case.”
‘minutes later he was fast aslecp.

Many physicians give neutral, harmless “medication” to
people who insist they've got to have something to make them
sleep. o lots of folks the act of swallowing a pil, even though
(unknown to them) the pll has no medication, makes them feel
beuter.

Its perfectly natural to experience fear in oné of many
forms. But the usual methods of combatis
Tve been with many salesmen who tried to cure fear, which
creeps up on even the most experienced of them at times, by
going around the block a few times or drinking extra coffee. But
these things don't get results. The way to combat that kind of
fear—yes, any kind of fear-—yes, any kind of fear—is action.

itsimply don't work.
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Bvery day thousands of people bury good idcas because
they are affaid to act on them.

And afterward, the ghosts of those ideas come back to
haunt them.

Put these two thoughts deep in your mind. First, give your
ideas value by acting on them. Regardless of how good the idea,
unless you do something with it, you gain nothing.

Sccond, act on your ideas and gain mind tanquillty
Someone once said that the saddest words of tongue or pen are
these: it might have been. Every day you hear someone saying

something like “Had I gone into business seven years ago, I'd
sute be sitting precty now.” Or “T had a hunch it would work out
like that. T wish 1 had done something about it.” A gaod idea if
not acted upon produces terrible psychological pain. But a good
idea acted upon brings enormous mental satisfaction.

Gota good idea? Then do something about t.

Use action to cure fear and gain confidence. Here's something
to remember. Action feeds and strengthens confidence; inaction
in all forms feeds fear. To fight fear, act, To increase fear—wait,
put off, postpone.

Once [ heard a young paratrooper instructor cxplain, “The
Jump really isn't so bad. I€s the wating to jump that gets a fellow:
On the trip to the jump site I always try to make the time pass
quickly for the men. It's happened more than once that a traince
thought t00 much about what may happen and panicked. If we
can'tget him to jump the next trip, he's through as a paratrooper.
Instead of gaining confidence, the longer he postpones the jump,
the more scared he gets.”

Waiting even makes the experts nervous. Time magazine
reported that Bdward R. Murrow, the nation's top newscaster,
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s chairman of the Department of Economicsat  fine liberal arts
college. He's happy, too. He smiles when he says, “I'v got almost
a thind of my good years lefi.”

Old age is a failure disease. Defeat it by refusing to let it
hold you back.

When is a person {00 young? The “Im too young” variety of age
excusitis does much damage, t00. About a year ago, a twenty-
three-year-old fellow named Jerry came to me with a problem.
Jerty was a fine young man. He had been a paratrooper in the
service and then had gone t0 college. While going to college,
Jexry supported his wife and son by selling for a large transfer-
and-storage company. He had done a terrific job, both in college
and for his company.

But today Jerry was worried. “Dr: Schwartz,” he said, “'ve
gota problem. My company has offered me the job of sales man-
ager. This would make me supervisor over eight salesmen.”

“Congratulations, that's wonderful news!” I said. “But you
seem worried.”

“Well," he continued, “all eight men I'm to supervise are
from seven to twenty-one years older than I. What do you think
Tshould do? Can I handle it”

“Jerry” 1 said, “the general manager of your company
obviously thinks you're old enough or he wouldn't have offered
you this job. Just remember these three points and everything
will work out just fine: first, don't be age conscious. Back on
the farm a boy became a man when he proved he could do the
work of a man. His number of birthdays had nothing to do
with it. And this applies to you. When you prove you are able
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family is flying to Burope to spend a month's holiday. We're
really living.”

“How did this all happen?” I asked.

“It all happened,” he continued, “when, to use the phrase
you used tonight, L harnessed the power of belief”Five years ago
Hearned about a job with a tooland die company here in Detroit
We were living in Cleveland at the time. I decided to look into
it, hoping I could make a litle more money. 1 got here early on
Sunday evening, but the interviery was not until Monday.

“Afier dinner I sat down'in my hotel room, and for some.
reason, I got really disgusted with myself, "Why,! T asked myself,
“am 1 just a middle-class failure? Why am I trying to get a job that
represents such a small step forward?”

“1 don't know to this day what prompied me to do i, but
I took a sheet of hotel stationery and wrote down the names
of five people I've known well for several years who had far
surpassed me in earning power and job responsibiliy. Two were
former neighbors who had moved away to fine subdivisions.
Two others were fellows 1 had worked for, and the third was a
brotherinlav:

“Next—again | don't know what made me do this—T asked
‘myself, what do my five fiiends have that T don't have, besides
better jobs? I compared myself with them on intelligence, but |
honestly couldn't see that they excelled in the brains department.
Nor could I truthfully say they had me beat on education, integ-
iy, or personal habits.

‘Finally; I got down to another success quality one hears a
lot about:initative. Here I hated to admit it, but I had to. On this
point my record showed I was far below that of my successful
friends. .
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They will give you as much responsibiity as they fecl you can
handle well. Demonstrate that you have ability and positive att-
tudes and your youthfulness will be considered an advantage

In quick recap, the cure for age excusics is:

1. Look at your present age posiively. Think, “I'm stll
young,” not “I'm already old.” Practice looking forward to new
horizons and gain the enthusiasm and the feel of youth.

2. Compute how much productive time you have lefi

Remember, a person age thirty stll has 80 percent of his pro-
ductive life ahead of him. And the fifty-year-old stll has a big 40
percent—the best 40 percent—of his opportunity years eft. Life
is actually longer than most people think!

3. Tovest future time in doing what you really want to do.
k

it 100 late. Stop thinking I should have started years ago.’

s t0o late only when you et your mind go negative and th

Thats failure thinking, Instead think, “I'm going to start now,
my best years are ahead of me.” Thats the way successful people
think, '

4. “But My Case Is Different; I Attract Bad Luck.”

Recently, I heard a traffic engineer discuss highway safety. He
pointed out that upward of 40,000 persons are killed cach year
in so-called traffc accidents. The main point of his talk was that
there is no such thing as a rue accident. What we callan accident
is the result of human or mechanical failure, or a combination
of both.

* What this trafic expert was saying substantiates what wise
‘men throughout the ages have said: there is a cause or evrything.
Nothing happens without a cause. There is nothing accidental
about the weather outside today. i the result of specific causes.
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Dread making a certain phone call? Make it, and dread dis-
appears. Putit of, and it will get harder and harder to make.

Dread going to.a doctor for a checkup? Go, and your worry
vanishes, Chances are nothing serious is wrong with you, and if
there is, you know where you stand. Put off that checkup, and
you feed your fear until it may grow so strong that you actually
are sick.

Dread discussing a problem with your superior? Discuss it
and discover how those worries are conquered.

Build confidence. Destroy fear through action.

START YOUR MENTAL ENGINE—MECHANICALLY
An aspiring young writer who wasn't experiencing success made
this confession: "My trouble i, whole days and wecks pass that I
can't get a thing written,

“You see,” he remarked, “writing is creative, You've got to
be inspired. Your spirit must move yor
True, writing is creative, but heres how another creative
man, also a writer, explained his “secret” for producing quantities

of successful material.
“Luse a ‘mind force’ technique,” he began. “T've got dead:
lines to meet, and I can't wait for my spiri to move me. I've got

to move my spirit, Here's how my method works. I make mysclf
sit down at my desk. Then I pick up a pencil and go through
‘mechanical motions of writing, | put down anything, 1 doodle. I
get my fingers and arm in motion, and sooner or later, without
my being conscious of it, my mind gets on the righ track.
“Sometimes, of course, I get ideas out of the biue when
T'm ot trying to write,” he went on, "but these are just bonuses.

Most of the good ideas come from just getting to work
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to handle the job of sales manager, you're automatically old
enough.

“Second, don't take advantage of your new ‘gold bars.
Show respect for the salesmen. Ask them for their suggestions.
Make them feel they are working for a team captain, not a dicta-
tor. Do this and the men will work with you, not against you.

g for you.
Leaders i all fields soon find they are younger than many of the
‘people they supervise. So get used to having older men work for

“Thid, get used o having older persons wo

you. Tt wil help you a Lot in the coming years, when even bigger
opportunities develop. .

“And remember,Jerry, your age won't be a handicap unless
you make it one.”
Today Jerry's doing fine. He loves the transportation busi-
and now he's planning to organize his own company in a

few years

Youth is a liabiity only when the youth thinks it is. You
ofen hear.that certain jobs require “considerable” physical
‘maturity; jobs like selling securities and insurance. That you've
g0t to have either gray hair or no hair at allin order to g;
investor's confidence is plain nonsense: What really matters is

how well you know your job. IF you know your job and under-
stand people, you're sufficiently mature to hande it. Age has no
real relation to ability, unless you convince yourself that years
alone wil give you the stuff you need to make your mark.

Many young people feel that they are being held back
because of their youth. Now, it is true.that another person in
an organization who is insccure and job-scared may try to block
your way forward, using age or some other reason.

But the people who really count in the company will no.





index-46_1.png
40 GUREYOURSELF OF EXCUSITISTHE FALURE DISEASE

door of real opportunity to thousands of individuals. They think
theirage is wrong, so they don't even bother o try

“The “I'm t00 old” variety is the most common form of
age excusitis, This discase s spread in subtle ways. TV fiction
is produced about the big executive who lost his job because
of a merger and can't find another because he's oo old. M.
Executive looks for months 10 find another job, but he can't, and
in the end, after contemplating suicide for a while, he decides to
rationalize that t's nice to be on the shelf.

Plays and magazine articles on the topic “Why You Are
‘Washed Up at 40" are popular, not because they represent true
facts, but because they appeal to many worried minds looking
for an excuse.

How to Handle Age Excusitis
‘Age excusits can be cured. A few years ago, while I was conduct-
inga sales training program, I discovered a good serum that both
cures this disease and vaccinates you so you won't get it in the
first place.

I that training program there was a trainee named Cecil.
Cecil, who was forty, wanted to shift over to sct himself up as a
manufacturer's representative, but he thought he was too old.
“Afier all” he explained, “Id have to start from scratch. And I'm
00 old for that now. I'm forty."

1 talked with Cecil several times about his “old age” prob-
Lem. 1 used the old medicine, “You're only as old as you fe

but [ found [ was getting nowhere. (Too often people retort with
“But L do feel old”)
Finally, 1 discovered a method that worked. One day after
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marriage, or in any activity, cross bridges when you come
o them.

‘We can't buy an insurance policy against all problems.

Make up your mind to do something about your ideas, Five
or six years ago a very capable professor told me of his plans for
writing a book, a biography of a controversial personality of a
few decades ago. His ideas were more than interesting; they were
alive, fascinating. The professor knew what he wanted to say,and
he had the skill and energy to say it. The project was destined to
reward him with much inner satisfaction, prestige, and money.

Last spring I saw my fiiend again, and I innocently asked
him whether the book was abou finished. (This was  blunder;
it opened up an old wound.)

No, he hadn't witten the book. He struggled with himself
for a moment as if he were debating with himself whether to
explain why. Finally he explained that he had been too busy; he
had more “responsibilities” and just couldn't get to it

In realit, what the professor had done was fo bury the idea
deep in his mental graveyard. He let his mind grow negative

thoughts. He visualized the tremendous work and sacrifices that
would be involed. He saw all sorts of reasons why the project
would fl.

Ideas are important, Let’s make no mistake about that. We
st have ideas to create and improve anything Success shuns
the man who lacks ideas.

But lev’s make no mistakes about this point cither. Ideas in
themselves are not enough. That idea for getting more business,
for simplifying work procedures, is of value only when it i acted
upon.
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what he really wanted to do most. Finall, he concluded that the
one thing he wanted more than anything else was to be a minis-
ter. But when he thought about it, he found he was too old. Afeer
all, he was forty-five, had three young children and

le money.

But fortunately he mustered all of his strength and told
himself, “Forty-five or not, I'm going to be a minister.”

‘With tons of faith but litl else, he enrolled in a five-year
ministerial teaining program in Wisconsin. Five years later he
was ordained as a minister and settled down with a finc congre-
gation in Ilinois

OId? OF course not. He still has twenty years of productive
life ahead of him. I talked with this man not long ago, and he said
to me, “You know, i I had not made that great decision when |
was forty-five, I would have spent the rest of my life growing

old and bitcer. Now I feel every bit as young as I did twenty-five
years ago.”

And he almost looked i
the natural result s to gain the optimism of youth and fecl of
youth. When you beat down your fears of age limitations, you
add years to your life as well as success.

A former university colleague of mine provides an inter-

t00. When you lick age excusitis,

esting angle on how age excusitis was defeated. Bill was gradu-
ated from Harvard in the 1920s. Afier twenty-four years in the
stockbrokerage business, during which time he made a miodest
fortune, Bill decided he wanted to become a college professor:
il's friends warned him that he would overtax himself in the
rugged learning program ahead. But Bill was determined to
reach his goal and enrolled in the University of linois—at the
age of fifty-one. At ffty-five he had earned his degree. Today Bill
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1¢s been ten years now since C. D, decided he wanted to
go into business for himself. But.today, he's still working for the
Customs Office.

Why? Well, every.time C. D, was just about ready to cut
Toose on his own, something happened that stopped him from
taking action. Lack of money, economic récession, new baby,
‘need for temporary security; trade restrictions, and more cxcuses
allsexved as reasons for waiting, for postponing.

The real truth is that C. D let himself develop into a pas-
sivationist. He wanted conditions to be perfect before he took
action. Since conditions were never perfect, C. D. never took
action.

Here are two things to do to help you avoid the costly mis.
take of waiting until condicions are perfect before you act:

1. Expect future obstacles and difficulties. Bvery venture pres-
ents risks, problems, and uncertainties. Let’s suppose you
wanted to deive your car from Chicago to Los Anggles, but
you insisted on waiting until you had absolute assurance
that there would be no detours, no motor trouble, no bad
weather, no drunken drivers, no risk of any kind. When
‘would you start? Never!In planning your rip to Los Angeles
it makes'sense to map your route, check your car, in other
ways to eliminate as much risk as possible before you start.
But you can't eliminate all risks.

2. Meet problems and obstacles as they arise. The test of a
successful person is not the ability to climinate allproblems
before he takes action, but rather the ability to find solu-
tions to difficulties when he encounters them. In business,
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a taining session,  wied it on Cecll 1 sai

‘Cecil, when does a
‘man's productive lfe begint™

He thought a couple of seconds and answered, “Oh, when
he's about twenty, I guess.”

“Okay.” I said, “now, when does a man's productive life end?”

Gecil answered, “Well if he stays in good shape and likes
his work, I guess a man is sillpretty useful when he's seventy
orso”

“All right,” [ said, “a lot of foks are highly productive after
they reach seventy, but let’s agree with what you've just said, a
man's productive years stretch from twenty 1o seventy. That's
fifty years in between, or half a century. Cecil” I said, “you're
forty. How many years of productive life have you spent?”

“Twenty” he answere.

“And how many have you left”

“Thirty.” he replied.

In other words, Cecil, you haven't even reached the half
way point; you've used up only forty percent of your productive
years”

Tooked at Cecil and realized he'd gotten the point. He was
cured of age excsits. Cecil saw he sill had many opportunity-
filled years left. He switched from thinking “I'm already old” to

“I'm still young.” Cecil now realized that how old we are is not

important, I one’s attitude toward age that makes it a blessing
ora barricade. :

Curing yourself of age excusitis often opens doors to
opportunities that you thought were locked tight. A relative of
mine spent years doing many different things—selling, operating
his own business, working in a bank—but he never quite found
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“Twenty-two miles from the center of the city; I found a
‘worn-out fifty-acre farm priced at $8,500. 1bought i, paying only
‘one-third down and working out a mortgage with the owner for
the balance.

“Next, 1 planted pine seedlings where there were no trecs.
did this because areal estate man whom 1 fecl knows his business
t0ld me, ‘People want trees these days, lots of trecs!”

“I wanted my prospective buyers to see that in a few years
their estate would be covered with beautiful pine trecs.

“Then I got a surveyor to divide the fifty acres into ten five-
acre plots

“Now I was ready to start selling. 1 got several mailing lists
of young executives in the city and put on a smallscale dircct-
‘mail campaign. T pointed out how, for only 3,000, the price of
a smal city lot, they could buy an estate. 1 also described the
potentials for recreation and wholesome living,

“In six weeks’ time, working only evenings and on week.
ends, 1 sold all ten plots. “Total income: $30,000. “Total coss,
including the land, advertising, surveying and legal cxpenses:
$10,400. Profit: $19,600.

“I made a nice profit because 1 let myself be exposed to
ideas of other intelligent people. Had I not accepted that invita-
tion toattend a luncheon with a group completely foreign to my
occupational interests, my brain would have never worked out
this successful plan for making a profit.*

There are many ways to get mental stimulation, but here
are two that you can incorporate into your pattern of lfe.

First, join and meet regularly with at least one professional
group that provides stimulation in your own occupational arca.
Rub shoulders—and minds—with other success-oriented peopl.
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once a month, new business cards and stationery, a revision
in sales territories—not one of which was specifically recom-
mended in the training program. The sales manager didn't get
abunch of canned techniques. Instead, he got something much
‘more valuable, the stimulation to think of ideas directly benefi-
cial to his own particular organizat

A young accountant for a paint manufacturer told me about
a very successful venture of his that was sparked by ideas of others.

“I never had had more than a casual interest n real estate,”

he told me. “I've been a professional accountant for several years
now; and T've stuck pretty close to my profession. One day a
Realtor friend invited me to be his guest at a luncheon of one of
the city's real estate groups.

“The speaker that day was an older man who had seen
the city grow. His talk was about “The Next Twenty Years.' He
predicted that the metropolitan area would continue to grow far
outinto the surrounding farmiand. He also predicted that there
would be a record demand for what he called gentlemensize
farms, two to five acres, big enough so the businessman or pro-
fessional person could have a pool, horses, a garden, and other
hobbies that require space.

“This man's talk really stimulated me. What he described
was exactly what I wanted. The next few days I asked several
friends what they thought about the ide of someday owning a
five-acre estate. Everyone I talked to sad, in effec, T love that.

continued to think about it and to figure how I could
turn the idea into profit. Then one day as [ was driving to work
the answer came out of nowhere. Why not buy a farm and divide
it into estates? 1 figured the land might be worth more in rela-
tively small picces than in one big piece.
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book or some small cards with you. When you get an idea,
write it down. A friend who travels a lot keeps a clipboard
b
occurs to him. People with fertile, creative minds know a
good idea may sprout any time, any place. Don't et ideas

le him 5o that he can write down an idea the instant it

escape; else you destroy the fruits of your thinking, Fence
themin.

2. Next, review your ideas. File these ideas in an active fil.
The file can be an elaborate cabinet, or it can be a désk
drawer. A shoc box will do. But build a fle and then exam-
ine your storehouse of ideas regularly. As you go over your
ideas, some may, for very good reasons, have no value at all
Get id of them. But so long as the idea has any promisc,
keepit.

3. Cultivate and fertilize your idea. Now make your dea grow
“Think about it Ti the idea to related ideas. Read anything
you can find that s in any way akin to your idea. Investigate
all angles. Then, when the time is ripe, put it to work for
yourself, your job, your future.

‘When an architect gets an idea for a new building, he makes a
preliminary drawing, When a creative advertising person gets an
idea for a new TV commercial, he puts it into storyboard form,
a series of drawings that suggest what the idea wil look like in
fnished form. Witers with ideas prepare a fist draft

Note: Shape up the idea on paper. There are two excellent
reasons for this. When the idea takes tangible form, you can lter-

sce the loopholes, see what it needs in the way of

ally look at
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So often 1 hear someone say, “I picked up a great idea this noon
at the ——— meeting” or “During the meeting yesterday I got to
thinking ... Remember, a mind that feeds only on itself soon
is undernourished, becoming weak and incapable of creative
progressive thought. Stimulation from others is excellent mind
food.

Second, join and participate in at least one group outside
‘your occupational interests. Association with people who have
different job interests broadens your thinking and helps you to
see the big picture. You'll be surprised how mixing regularly
with people outside your occupational area will stimulate your
on-the-job thinking.

Ideas are fruits of your thinking. But they've got to be har-
nessed and put to work to have value.

Bach year an oak tree produces enough acorns to populate
2 good-sized forest. Yet from these bushels of sceds perhaps only
one or two acorns will become a tree. The squirrels destroy most.
of them, and the hard ground beneath the tree doesn’t give the
few remaining seeds much chance for a start.

So it is with ideas. Very few bear fruit. Ideas are highly per-
ishable. If we're not on guard, the squirrels (negative-thinking.
people) will destroy most of them. Ideas require special handling.
from the time they are born until they're transformed into practi-
cal ways for doing things better. Use these thre ways to harness
and develop your ideas:

1. Don'tletideas escape. Wite them down. Every day lots of
good ideas are born only to dic quickly because they aren't
nailed to paper. Memory is a weak slave when it comes to
preserving and nurturing brand-new ideas. Carry a note-
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polish. Then, 00, ideas have to be “sold” to someone: custom-
ers, emplogees, the boss, friends, fellow club members,investors.
‘Somebody must “buy” the ide

One.summer I was contacted by two lfe insurance sales-

; else i has no value.
men. Both wanted to work on my insurance program. Both
promised to return with a plan for making the needed changes.
‘The first salesman gave me stricdly an oral presentation. He
told me in words what I needed. But I soon was confused.
He brought in taxes, options, Social Security, all the technical
details of insurance programming. Frankly, he lost me and I
had to say no.

“The second salesman used a different approach. He had
charted his recommendations. All the details were shown in dia-
gram form. T could grasp his proposal easily and quickly because.
I could lterally see it, He sold me.

Resolve to put your ideas in salable form. An idea written
orin some sort of picture or diagram form has many times more
selling power than the idea presented only in oral form.

USE THESE TOOLS AND THINK CREATIVELY

1. Believe it can be done. When you believe something can
be done, your mind will find the ways to do it. Believing a
solution paves the way to solution.

Eliminate “impossible,” “won't work," “carit do;

use trying” from your thinking and speaking vocabularies.

2. Don'tlet tradition paralyze your mind. Be receptive to new
ideas. Be experimental. Try new approaches. Be progressive
in everything you do.
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“The longer you lie there and think how unpleasant it will be
10 get up, the more difficult it becomes. Even in such a simple
operation as this, mechanical action, just throwing off the covers
and putting your feet on the floor, defeats dread.

“The point s clear. Peaple who get things done in this world
don't wait for the spirit to move them; they move the spirit.

Try these two exercises:

1. Use the mechanical way to accomplish simple but some-
times unpleasant business and houschold chores. Rather
than think about the unpleasant features of the task, jump
right in and get going without a lot of deliberation.

Perhaps the most unpleasant household task to most

women is washing dishes. My mother s no exception. But she
has mastered a mechanical approach to dispensing with this task
quickly, 50 she can return to things she likes to do.

As she leaves the table, she always mechanically picks up
several dishes and, without thinking about the task ahead, just
gets started. In just a few minutes she is through. Doesn't this
beat stacking dishes and dreading the unpleasant inevitable?

Do this today: Pick the on thing you like to do least. Then,
without letting yourself deliberate on or dread the task, do it
That's the most efficient way to handle chores.

2. Next, use the mechanical way to create ideas, map out
plans, solve problems, and do other work that requires
top mental performance. Rather than wait for the spirit to
‘move you, sit down and move your spirit.
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volume is 5o low he's a problem, was in the office at the time.
Hearing John tell the good news, he rather enviously congratu-
Tated him and then said, ‘Well,John, you're lucky again!’

“Now, what the weak salesman won't accept is that luck
had nothing to do with John's b order. John had been working
on that customer for months. He had talked repeatedly to a half-
dozen people out there. John had stayed up nights figuring out
exactly what was best for them. Then he got our engineers to
make preliminary designs of the equipment. John wasn't lucky,
unless you can call carefully planned work and patiently executed
plans Tuck.”

Suppose luck were used to reorganize General Molors. 1f uck deter-
mined who does what and who goes where, every business in
the nition would fall apart. Assume for a moment that General
Motors were to be completely reorganized on the basis of luck.
To carry out the reorganization, the names of all cmployces
would be placed in a barrel. The first name drawn would be
president; the second name, the executive vice president, and so
on down the line.

Sounds stupid, doesn't it? Well that's how luck would work.

People who rise to the top in any occupation-—business
management, selling, law, engincering, acting, or what have
you'—get there because they have superior atitudes and use their
good sense in applied hard work.

Conquer Luck Excusitis in Two Ways
1. Accept the faw of cause and effet. Take a second look at
. what appears to be someone’s "good luck.” You'llfind that
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Action must precede action. That's a law of nature.

Nothing starts iself, not even the dozens of mechanical gadgets

we tse daily.
Your hom

is heated automatically, but you must select
(take action) the temperature you want. Your car shifts gears
automatically only after you have set the right lever. The same.
principle applies to mind action. You get your mind in gear to
make it produce for you.

Ayoungbranch sales manager fora door-to-door sales orga-
nization explained how he trained his sales force the “mechanical
way'” to start each day earlier and more successfully

“There's a tremendous resistance to the door-o-door sales-
man, as any one who has ever sold house to house knows,” he
commented. “And it's hard, even for the veteran salesman, to
‘make that irst call in the morning, He knows the odds are pretty
good that he'll get some pretty rough treatment before the day is
over. Soit's natural for him to put off getting started in the morn-
ing. He'll drink a couple of extra cups of coffee, maybe cruise
around the neighborhood awhile or do a dozen litle things to
postpone that first call.

“Iteain €ach nes man this way. | explain to him that the only
way to start is to start. Don't deliberate. Don't postpone getting
started. Do this: Just park your car. Get your sample case. Walk
o the door. Ring the bell. Smile. Say ‘Good morning” and make.
your presentation, all mechanically, without a lot of conscious
thought. Start making callsthis way and you break the ice. By the
second or third call, your mind is sharp and your presentations
become effective.”

A humorist once said the most difficult problem in life was
getting out of a warm bed into a cold room. And he had a point
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Andthere i no reason to believe that human affrs are an excep-
tion.

et hardly a day passes that you do not hear someone blame
his problems on "bad” luck. And it a rare day that you do not
hear someone attribite another person's success to “good” luck.

Let me illustrate how people suceumb to luck excusits. 1
lunched recently with three young junior exccutives. The topic
of conversation that day was George C., who just yesterday had
been picked from among their group for a major promotion.

Why did George get the position? These three fellows dug up
all sores of reasons: luck, pul, bootlicking, George's wik and how
she flttered the boss,everything but the truth. The facts were that
George was simply better qualified. He had been doing a better
Job. He was working harder. He had a more effective personality.

Talso knew that the senior officers in the company had
spent much time considering which one of the four would be
promoted. My three disillusioned friends should have realized
that top exccutives don't select major executives by drawing
names from a hat,

L was talking about the seriousness of luck excusits not
long ago with a sles executive of a machine tool-manufacturing
company. He became excited about the problem and began to
talk about hs own experience with ic.

“T've never heard it called that before,” he said, “but it is
one of the most difficult problems every sales executive has to
wrestle with. Just yesterday a perfect example of what you're
talking about happened in my company.

“One of the salesmen walked in about four ofclock with
2 $112,000 order for machine tools. Another salesman, whose
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1175 OBVIOUS. MUGH HUMAN behavio

is puzzling, Have you
ever wondered why a salesperson vill greet one customer with an
alert “Yes sir, may [serve your” but virtually ignore another? Or
why aman

ill open a door for one woman but not for another?
Or why an employee will consistently carry out the instructions
of one superior but only grudgingly do what another superior
requests? Or why we willpay close attention to what one person
says but not to another?

Look around you. You'll observe some people receiving the
“Hiey, Mac” or "Hey, buddy” treatment while others receive the
sincere and important “Yes, st” treatment. Watch. You'll observe
that some people command confidence, loyalty, and admiration
while others do not.

Lok closer sil,and you'll also observe that those persons
who command the most respect are also the most successful.

What is the explanation? It can be di
thiking, Thinking does make it so. Others see in us what we see in

lled into one word:

oursclves, We receive the kind of treatment we think we deserve.
“Thinking does make it s0. The fellow who thinks he is inf
ior, regardless of what his real qualifications may be, s inferior.
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51,000 a month, but he and his wife, Janct, spent $1,000 each
‘month too. Both wanted to save, but there were always reasons
why they felt they couldn't begin. For years they had promised
themselves, “We'll start when we get a raise,” “When we've
caught up with our installments,” “When we're over the hump,”
ext year.”

Finally Janet got disgusted with their failure to save. She
toBill, "Look, do we want to save or don't wel” He replied,
“Of course we do, but you know as well as I we can't put aside

“next month,’

sai

anything now

But for once Janet was in a do-or-die mood, “We've been
telling ourselves for years we're going to start a savings program.
‘We don't save because we think we can't. Now lets start think-
ing we can. Tsaw an ad today that shows if we'd save just $100 2
‘month, in fifieen years, we'd have $18,000 plus $6,600 accumu-
lated interest. The ad also said i’ easier to spend what'sleft over
after savings than it is to save what's left over after spending, If
you're game, e’ start with 10 percent of your pay and let's save
off the top. We may eat crackers and milk before the month’s up,
butif we have to, we wi

Bill and Janet were cramped for a few months, but soon
they were adjusted to their new budget. Now they feel its just
as much fun to “spend” money on savings as it is to spend it on
something else.

‘Want to write a note to a friend? Do it now. Go an idea you
think would help your business? Present it no. Live the advice
of Benjamin Franklin: “Don’t put off until tomorrow what you
can do today:”

Remember, this

g in terms of now gets things accom-
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. Ask yourself daily, "How can 1 do better?” There is no limit
10 selfimprovement. When you ask yourself, “How can I do
beter?” sound answers will appear. Try it and sce.

sk yourself, “How can 1 do more?” Capacity is a state
of mind. Asking yourself this question puts your mind to
work to find intelligent shortcuts. The success combination
in business is: Do what you do better (improve the quality
of your output), and: Do more of what you do (increase the
quantity of your outpuy)

. Practiceaskingand listening, Askand listen, and you'll obtain
raw material or reaching sound decisions. Remember: Big
people monopolize the listening: small people monopolize
the talking.

. Stretch your mind. Get stimulated. Associate with people.
who can help you think of new ideas, new ways of doing
things. Mix with people of different occupational and social
interests.
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Here's a special technique guaranteed to help you: Use a
‘pencil and paper. A simple pencil s the greatest concentration tool
money can buy. If Thad to choose between an ultrafancy, decply
carpeted, beautifully decorated, soundproof office and a pencil
and paper, I'd choose the pencil and paper every time. With a
pencil and paper you can tie your mind to a problem.

When you write a thought on paper, your full attention
is automatically focused on that thought. That’s because the
mind is not designed to think one thought and write another
at the same time. And when you write on paper, you “write”
‘on your mind, too. Tests prove conclusively that you remember
something much longer and much more exactly f you write the

thought on paper.

And once you master the pencil andpaper technique for
concentration, you can think in noisy or other distracting situa-
tions., When you want to thiok, start writing or doodling or dia-
gramming, It's an excellent way to move your spiri.

Now is the magic word of success. Tomorrow, next week, later,
sommetime, someday often as not are synonyms for the failure word,
never: Lots of good dreams never come true because we say, “Tll
start someday,” when we should say, 'l start now; right now.”

Take oric example, saving money. Just about everybody
agrees that saving money is a good idea. But just because it's a
good idea doesn't mean many folks follow an organized savings
and investment program. Many people have intentions to save,
but only relatvely few act on these intentions.

Here’s how one young couple got into gear with a regular
wealth accumulation program. Bll's take-home income was





index-54_1.png
48 CURE YOURSELF OF EXCUSIIS,THE FAILURE DISEASE

not luck but preparation, planning, and success-producing
thinking preceded his good fortune. Take a second look at
‘what appeats to be someone’s “bad luck.” Lok, and you'll
discover certain specific reasons. Mr. Success receives a set-
back; he learns and profits, But when Mr. Mediocre loses,
he fails to learn.

2. Don't be a wishful thinker, Don't waste your mental mus-
cles dreaming of an effortless way to win success. We don't
become successful simply through luck. Success comes
from doing those things and mastering those principles
that produce success. Don't count on luck for promotions,

‘t designed

to deliver these good things. Instead, just concentrate on

developing those qualities in yourself that will make you a

victories, the good things in lfe. Luck simply is
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In an office recently I noticed a sign that sai

“To sell ohn
Brown what John Brown buys, you've got to sce things through
John Brown’'s eyes.” And the way to get John Brown'’ vision is to
listen to what John Brown has to say.

Your ears are your intake valves. They feed your mi
matesials that can be converted into creative power. We learn

aw

nothing from telling. But there is no limit to what we can learn
by asking and listening,

Try this thrce:stage program to strengthen your creativity
through asking and listening:

1. Encourage others to talk. In personal conversation or in

group meetings, draw out peaple with litdle urges, such
as “Tell me about your experience . ..” or “What do you
think should be done about ... " or “What do you think
s the key point?” Encourage others to talk, and you win a
double-barreled victory: your mind soaks up raw material
that you can use to produce creative thought, and you win
friends. There is no surer way to get people to like you
than to encourage them to talk to you.

2. Test your own views in the form of questions. Let other.
people help you smooth and polish your ideas. Use the
‘what-do-you-think-of-this suggestion? approach. Don't be
dogmatic. Don't announce a fresh idea asif it were handed
down on a gold tablet. Do a ltle informal rescarch first.
See how your associates react to it. If you do, chances are
you'll end up with a better idea.
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‘management seminar. The seminar consisted of twelve sessions.
One of the highlights of cach meeting was a fificen-minute dis
cussion by one of the exccutives on the topic “How I solved my
most pressing management problem.”

At the ninth session, the executive whose turn it was, a vice
president of a large milk-processing company, did something

rent. Instead of telling how he had solved his problem, he
announced his topic as “Needed: Help on solving my most press-
ing management problem.” He quickly outlined his problem and
then asked the group for ideas on solving it. To be sure he got
a record of each idea suggested, he had a stenographer in the
room taking down everything that was said.

Later I talked with this man and complimented him on his
‘unique approach. His comment was “There are some very sharp

‘men in this group.  just figured I harvest some ideas. Thes
2 good possibility something someone said during that session

may give me the clue [ need to solve the problem.”

Note: this exccutive presented his problem, then listened.
In so doing, he got some decision-making raw material, and, as
a side benefit, the other executives in the audience enjoyed the
discussion because it gave them the opportunity to take part.

Successful businesses invest large sums in consumer
rescarch. They ask people about the taste, quality; size, and
appearance of a product. Listening to people provides definite
ideas for making the product more salable. It also suggests to
the manufacturer what he should tell consumers about the
product in his advertising. The procedure for developing suc-
cessful products is to get as much opinion as you can, listen
to the people who will buy the product, and then design the
product and its promotion to please these people.
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3. Concentrate on what the other person says. Listening is
‘more than just Keeping your own mouth shu. Listening
means letting what's said penetrate your mind. So ofien
people pretend to listen when they aren't listening at all
They're just waiting for the other person to pause so they
can take over with the talking. Concentrate on what the
other person says. Bvaluate t. That's how you collect mind
food.

More and more leading universitis are offering advanced
‘management training progeams for senior business cxccutives.
According to the sponsors, the big benefit of these programs
is not that the exccutives get ready-made formulae that they
can use to operate their business more efficiently. Rather, they
benefit most from the opportunity to exchange and discuss new
ideas. Many of these programs require the exccutives to live
together in college dormitories, thus encouraging bullscssions.
Boiled down to one word, the executives benefit most from the
stimulation received.

A year ago I directed two sessions in a one-week sales
‘management school in Atlanta sponsored by the National Sales
Exccutive, Inc. A fow weeks Jater I met a salesman friend who
worked for one of the sales executives who'd attended the
school.

“You people at the school sure gave my sales manager
a lot of things to do to run our company better,” my young
friend said. Curious, 1 asked him specifically what changes he'd
noticed. He reeled off a number of things—a revision in the
compensation plan, sales meetings twice a month instead of
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HERE'S SOMETHING LEADERS 11 every field agree on: There s a
shortage of top-light, expertly qualified persons to fll key posi-
tions There really i, as the saying goes, plenty of room at the
top. As one exccutive explained, there are many almost-qualified
people,but there is one success ingredient often missing. That s
the ability to get things done, to get results.

Every big job—whether it be operating a business, high-
fevel slling, n sience,the mi

ary;or the government —requires

aman who
person, demand answers to questions like “Will he do the jobr”
“Will he follow through” °Is he a selfstarten” “Can he get results,
orishe justa talker?”

Al these questions have one aim: to find out f the fellow

s action. Principal exccutives, looking for a key

s aman of action.

Excellent ideas are not enough. An only fair idea acted
upon, and developed, is 100 percent better than a terrific idea
that dies because it isn't followed up.

“The geat selfmade merchant John Wanamaker often said,
“Nothing comes merely by thinking about it.”





index-3_1.png
For David lll

Our sixyear-old son, David, felt mighty big when he was graduated
from kindergarten. 1 asked him what he plans to be when he
finishes growing up. Davey looked at me intently for a moment and

then answered, "Dad, I want o be a professor.”

A professor? A professor of what?” Lasked.

“Well, Dad,” he replied, "1 think I want to be  professor of
happiness.”

A professor of happiness! That's  pretty wonderful ambition,
don't you thinky”

‘To David, then, a fine boy with a grand goal, and to his
mother,this book is dedicated.
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Accept human differences and limitations. Don't expect
anyone to be perfect, Remember, the other person has a
sight t0 be diferent. And don't be a reformer,

“Tune in Channel B the Good Thoughts Station. Find quali-
ties to like and admire in a person, not things to dislike.
And don't let others prejudice your thinking about a third
person. Think positive thoughts towards people—and get
positive results.

. Practice conversation generosity. Be like succssful people.
Encourage others to talk. Let the other person talk to you
abou his views, his opinions, his accomplishments.

. Practice courtesy all the time. It makes other people fecl
betcer. It makes you feel better too.

Dontblame others when you receive a setback. Remember,
how you think when you lose determines how long i will
be until you win.
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‘What really matters is not how much intelligence you have
but how you use what you do have, The thinking that guides
your inteligence is much more important than the quanity of
your brainpower. Let me repeat, for this s vitally important: the
thinking that guides your inelligence is much more important than
how much intelligence you may have,

In answering the question, “Should your child be a sci-
entist?” Dr. Edward Teller, one of the nation'’s foremost physi-
cists, said, °A child does not need a lightning-fast mind to be
a scientist, nor does he need a miraculous memory, nor is it
necessary that he get very high grades in school. The only point
that counts is that the child have a high degree of interest in

Interest, enthusiasm, is the critical factor even in science!

‘With a positive, optimistic, and cooperative attitude a per-
son with an IQ of 100 will earn more money, win more respect,
and achieve more success than a negative, pessimistic, uncoop-
erative individual with an IQ of 120,

Just enough sense to stick with something—a chore, task,
project-—u

t's completed pays off much better than idleintel-
idle intelligence be of genius caliber.

For stickability is 95 percent of ability.

At a homecoming celebration last year I met a college

ligence, even

friend whom 1 had not seen for ten years. Chuck was a very
bright scudent and was graduated with honors. His goal when 1
last saw him was to own his own business in western Nebraska.
Tasked Chuck what kind of business he finally established.
“Well," he confessed, "I id' go into business for myself.
wouldn't have said this to anyone five years ago or even one year
250, but now 'm ready totalk about .
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‘with honest, sincere belief that you can succeed. Believe big and
grow big.

Several years ago after addressing a group of businessmen
in Detroi

, 1talked with one of the gentlemen who approached
me, introduced himself, and said, “ really enjoyed your talk. Can
You spare a few minutes? Id like very much to discuss a personal
experience with you.”

In a few minutes we were comfortably scated in a coffee
shop, waiting for some refeshments.

“Ihave a personal experience,” he began, “that ties in per-
fectly with what you said this evening about making your mind
work for you instead of letting it work against you. I've never
exphined to anyone how 1 lified myself out of the world of
mediocrity, but I'd like to tell you about it

“And I'dlike t0 hear it” 1 said.

“Well,just five years ago I was plodding along, just another
guy working in the took-and-die trade. I made a decent living
by average standards. But it was far from ideal. Our home was
much too small, and there was no money for those many things

we wanted. My wile, bless her, didn't complain much, but it was
written all over her that she was more resigned to her fate than
she was happy. Inside [ grew more and more dissatisfied. When [
let mysclf se how I was faling my good wife and two children,
Ireally hurt inside.

“But today things are really different,” my friend continued.
“Today we have a beautiful new home on a two-acte lot and a
year-round cabin a couple hundred miles north of here. There’s
1o more worry about whether we can send the kids to a good
college, and my wife no longer has to feel guilty every time she
spends money for some new clothes. Next summer the whole
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‘Another person I know well was inducte

o the Army
shortly after carning the Ph.D. degree from a leading New York
university. How did he spend his three years in the Army? Not
as an officer. Not as a saff specialist. Instead, for three years he
drove a truck. Why? Because he was filled with negative attitudes
toward fellow soldiers ("' superior to them”), toward army
‘methods and procedures (“They are stupid®), toward discipline
(16 for others, not me”), toward everything, including bimself

(‘T'm a fool for no figuring out a way o escape this rap”

This fellow earned no respect from anyone. All his vast store
of knowledge lay buried. His negative atitudes turned him into a
flunky.

Remember, the thinking that guides your intelligence is
‘much more important than how much intelligence you have. Not
even a Ph.D. degree can override this basic success principle!

Several years ago I became a close fiiend of Phil E, one of
the senior officers of a major advertising agency. Phil was dircc-
tor of marketing research for the agency, and he was doing a
‘bang-up job.

‘Was Phil a “brain? Far from it. Phil knew next to nothing
about rescarch technique. He knew next to nothing about statis-
tics. He was not a college graduate (though all the people work-
ing for him were). And Phil did not pretend to know the technical
side of research. What, then, enabled Phil to command $30,0008
year while not one of his subordinates earned $10,0002

‘This: Phil was a “human” engineer. Phil was 100 percent
‘posicive. Phil could inspire others when they felt low. Phil was
enthusiastic. He generated enthusiasm; Phil understood people,
and, because he could really see what made them tick, he liked
them,
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Think of it. Everything we have in this world, from satcl
lites to skyscrapers to baby food, is just an dea acted upon.

s you study people—both the successful and the just aver-
age—you find they fall info two classes. The successful are active;
we'llcall them activationists. The just average, the mediocre, the
unsuccessful are passive. We'll call them passivationists.

We can discover a success principle by studying both
groups. Mr. Activationist i a doer. He takes action, gets things
done, follows through on ideas and plans. Mr. Passivationist is
a “donfter.” He postpones doing things until he has proved he
shouldn't or can't do them or until it’s too late.

The difference between Mr. Activationist and Mr.
st shows through in. countless lile ways. M

plans a vacation. He takes it. Mr. Passivationist
plans a vacation. But he postpones it until “next” year. Mr. A.
decides he should attend church regularly. He does. Mr. P thinks
i's a good idea to go to church regularly too, but he finds ways
0 postpone acquiring this new habit. Mr. A. fecls that he should
drop a note to someane he knows to congratulate him on some
achicvement. He writes the note. Under the same circumstances,
M. P:finds a good reason to put off writing the note and it never
gets written.

‘The difference shows up in big things too. M. A. wants to
g0 into business for himself. He does. Mr. P also wants to go into
business for himself, but he discovers just in the nick of time a
“good” reason why he had better not. M. A., age forty decides
he wants to take up a new line of work. He does. The same idea
occurs to Mr. P, but he debates himself out of doing anything
aboutit.
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“As T look back at my college education now; I see that
I became an expert in why a business idea won't work out. I
learned every conceivable pitfall, every reason why a small busi-
ness will fil: “You've got to have ample capital;’ ‘Be sure the
business cycle is right; ‘Is there a big demand for what you will
offer? ‘Is local industry stabilized?—a thousand and one things
to check our.

“The thing that hurts most is that several of my old high
school fiiends who never seemed to have much on the ball and
didn't even go 1o college now are very well established in their
‘own businesses. But me, I'm just plodding along, auditing freight
shipments. Had 1 been driled a little more in why a small busi
ness can succeed, d be better off in every way today”

“The thinking tha guided Chuck's intelligence was a lot
‘mote important than the amount of Chuck's inelligence.

Why some brillant people are falures. 've been close for many
years to a person who qualifies as a genius, has high abstract
intelligence, and is Phi Beta Kappa. Despite this very high native
intelligence, he is one of the most unsuccessful people I know.
He has a very mediocre job (he's affaid of responsibiliy). He
has never married (lots of marriages end in divorce). He has few
friends (people bore him). He's never invested in property of any
kind (he might lose his money). This man uses his great brain-
power to prove why things won't work rather than directing his
‘mental power to searching for ways to succecd.

Because of the negative thinking that guides his great res-
ervoir of brains, this fellow contributes little and crates nothing.
With a changed attitude, he could do great things indeed. He
has the brains to be a tremendous success, but not the thought

power.
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“I have had some disappointments, times when I greatly
wanted a promotion and somebody else got it. But I never fig-
ured that [ was the victim of ‘ofice politics’ or prejudice or bad
judgment on the boss's part. Instead of sulking or quitting in a
huff, I reasoned things out. Obviously the other fellow deserved
the promotion more than I did. What could 1 do to make myself
deserving of the next opportunity? At the same time I never got
angry with myself for losing and never wasted any time berating
myselt.”

Remember Benjamin Fairless when things go wrong Just
do two things:

1. Ask yourself, “What can 1 do to make myself more deserv-
ing of the next opportunity?”

2 Don't waste time and energy being discouraged, Don't
berate yourself, Plan to win nexttime.

IN A CAPSULE, PUT THESE PRINCIPLES TO WORK

1. Make yourself lighter to lit. Be likable. Practice being the
Kind of person people like. This wins their support and puts
fuelin your success building program.

2. Take the initative in building fiendships, Introduce your-
self to others at every opportunity. Make sure you get the
other person's name straight, and make certain he gets
‘your name straight £00. Drop a personal note to your new
fiiends you wan to get to know better,
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3. Be genuinely grateful that your health is as good s it is
“There's an old saying worth repeating often: I felt sorry for
myself because I had ragged shoes until 1 met a man who had
1o feet” Instead of complaining about “not feeling good,”
s far better to be glad you are as healthy as you are. Just
being grateful for the health you have is powerful vaccination
against developing new aches and pains and real ilness.

4. Remind yourself often, "Its better to wear out than rust
out” Life s yours to ehjoy. Don't waste it. Don't pass up
living by thinking yourself into a hospital bed.

“But You've Got to Have Brains to Succeed.”
Intelligence excusiis, or “1 lack brains,” is common. In fact, it’s
S0 common that perhaps as many as 95 percent of the people

around us have it in varying degrees. Unlike most other types of
excusitis,people suffering from this particular type of the malady
suffer in silence. Not many people will admit openly that they
think they lack adequate intelligence. Rather, they feel it decp
down inside.

Most of us make two basic errors with respect to inteligence:

1. We underestimate our own brainpower.
2. We overestimate the othe fellow’s brainpover.

Because of these errors many people sell themselves short.
“They fal to tackle challenging situations because it “takes a brain.”

But along comes the fellow who isn't concerned about intell

gence, and he gers the job.
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experience,” he said, “that the right atitude and one arm will
beat the wrong atitude and two arms every time.” The right
attitude and one arm wil bat the wrong atttude and two arms every
time, Think about that for a while. It holds true not only on the
goIf course but in every facet of lfe.

Four Things You Can Do to Lick Health Excusitis
“The best vaccine against health excusits consists of these four
doses:

1. Refuse to talk about your health, The more you talk about
an ailiment, even the common cold, the worse it scems to
get. Talking about bad health is like putting fertlizer on
weeds. Besides, talking about your health is a bad habit.
It bores people. It makes one appear sclf-centered and
old-maidish. Success-minded people defeat the natural
tendency to talk about their “bad” health. One may (and
let me emphasi
one doesn't get respect and loyalty by being a chronic
complainer.

the word may) get a lttle sympathy, but

2 Refuse to worty about your health. Dr. Walter Alvarcz,
emeritus consultant to the world-famous Mayo Clini

wrote recefitly, “T aways beg worriers to excrcisc some self-
control. For instance, when I saw this man (a fellow who
was convinced he had a diseased gallbladder although cight
separate X-ray examinations showed that the organ was
perfectly normal), I begged him to quit getting his gallblad-
der Xrayed. 1 have begged hundreds of heart.conscious
men to quit getting electrocardiogeams made.”
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working! "The toys take litle space and I make a nice profit on
them. But, most important, the toys have increascd store traffc.

“Believe me,” she went on, “my weekly improvement plan
works. Just by conscientiously asking mysclf, "How can 1 do a
better job?’ 1 find the answers. IU’s a rare Monday night that 1
don't come up with some plan or technique that makes that
profit and loss statement look better

“And I've learned something else too about successful mer-
chandising, something that I think every person going into busi-
ness for himself should know.”

“What's that?”  asked.

“Just this: It sn't s0 much what you know when you start
that matters. It's what you learn and put o use after you open
‘your doors that counts most.”

Big success calls for persons who continually set higher
standards for themselves and others, persons who are searching
for ways to increase efficiency, to get more output at lower cost,
do more with less effor, Top success s reserved for the l-can-do-
iebetter kind of person,

General Electric uses the slogan “Progress is our most
important product.”

‘Why not make progress your most important product?

TheI-can-do-better philosophy works magic. When you ask
poweris switched
on and ways for doing things better suggest themselves.

Here is a daily exercise that will help you discover and

yourself, “How can I do better?” your cre:

develop the power of the I-can-do-better attitude.
Hach day before you begin work, devore ten minutcs to

thinking “How can I do a beuter job today?” Ask, “What can

1do today to encourage my employeest” “What special favor
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each weekend, and Mr. and Mrs. J. M. moved into their new
home.

1. The resolution to take action ignited J. Ms mind to think
of ways to accomplish his goal.

2. ]. M. gained tremendously in new confidence. It will be
much easier for him to take action in other major situa-
tions,

3. M. provided his wife and child the living standard they
deserved. Had he waited, postponed buying the house until
conditions were perfect, there s  real possibiliy they never
would have owned a home of their own.

CASE NO. 3: C, D. WANTED TO START HIS OWN
BUSINESS, BUT

Mr. C. D. represents another case of what happens to big ideas

when one waits unil conditions are perfect before taking action

on those ideas.

Shortly after World War I, C. D. gota job with the Customs
Division of the US. Post Office Department, He liked his work,
but after five years he became dissatisfied with the confinement,
regular hours,low pay, and the seniority system with itsrelatively
narrow chances for advancement.

Then he got an idea. He had learned a great deal about
what it takes to be a successful importer. Why not set himself up
in the business of importing low-cost gift items and toys? C. D,
knew many successful importers who did't have his knowledge
of the ins and outs of this business.
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can do. When you really believe you can do more, your mind
thinks creati

ly and shows you the way:

A young bank executive related this personal experience
about “work capacity.”

“One of the other exccutives in our bank left us with very
short notice. This put our department on the spot. The fellow
leaving had filled an important job, and his work couldn't be
postponed or left undone.

“The day after he lef, the vice president in charge of my
department called me in. He explained to me that he had already
talked individually to the two others in my group, asking them
if they could divide the work of the man who had just lef untl
a replacement could be found. ‘Neither of them fladly refuscd,’
said the vice president, 'but each stated that he is up o his neck
now with his own pressing work. I'm wondering if you could
handle some of the overload temporarily?”

“Throughout my working career, I'v learned that it never
pays to turn down what looks like an opportunity. So I agreed

 and promised to do my very best to handie al the vacated job
as well as keep up with my own work. The vice president was
pleased at this.

“I walked out of his office knowing 1 had taken on a big

Job. T was just as busy as the two others
had wiggled ou of this extra duty But I was determined to find
way to handle both jobs. I finished up my work that afternoon,

my department who

‘and when the offices were closed, 1 sat down to figure out how
Icould increase my personal efficiency. I got a pencil and started
writing down every idea I could think of.

“And you know; | came up with some good ones: liké work-
ing outan arrangement with my secretary to channel all routine
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can 1 do for my customers?” “How can | increase my persoral
efficiency?”

This exercise s simple. But it works. Try it, and you'll find
unlimited creative ways to win greater success.

Just about every time my wife and I would get together with a
certain couple, the conversation would turn to "working wives.”
Mrs. 5. had worked several years before her marriage, and she.
had genuinely liked

“But now” she'd say, “I've got two youngsters in school,
a home to manage, and meals to prepare. T simply haven't got

time.”

“Then, one Sunday evening, Mr. and Mrs. 5. and their chil-
ind the youngsters
escaped serious injury; but Mr. S, received a back injury that left

dren were in an automobile accident, Ms

him permanently disabled. Now Mrs. 5. had no choice but to go
0 work.

When we saw her several months after the accident, we
were amazed to find how well she had adjusted to her new.
responsibilitics.

“You know” she said, “six months ago | never dreamed I
could possibly manage the house and work full-time. But after
the accident, | just made up my mind that I had to find the time.
Believe me, my efficiency has gone up 100 percent. 1 discovered
alot of things 1 was doing didat need to be done at all. Then |
discovered that the children could and wanted to help. I found
dozens of ways to conserve time—fewer trips to the store, less
TV, less telephoning, less of those time killers.”

“This experience teaches us a lesson: Capacity is a state of
‘mind. How much we can do depends on how much we think we
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telephone calls to me during a certain hour each day, placing all
outgoing calls during a certain hour, cutting my usual confer-
ence periods from fiftcen minutes to ten, giving all my
at one time each day.  also discovered my secretary could—and
was eager to—take over a number of litde time-consuming

ation

detais for me.

“I had been handling my present job for over two years,
and frankly T was amazed to discover how much inefficiency |
had let creep in

“Within a weeK' time, | was dictating twice as many let-
ters, handling 50 percent more phone calls, attending half again
as many meetings—all with o strain.

“A couple more weeks passed. The vice president called me
in. He complimented me on doing a fine job. He went on to say
that he had looked over a number of people from both inside and
outside the bank but he had not yet found the right man. Then
he confessed that he had already cleared with the bank's execu-
tive committee, and they had authorized him to combine the
w0 jobs, put them both in my charge, and give me a substantial
increase in salary.

“I proved to myself that how much 1 can do depends on
how much  think I can do.”

Capacity is indeed a state. of mind.

Buery day, it seems, this takes place in the fast-moving
world of business. The boss calls in an employee and explains

that a special task must be accomplished. Then he says, I

know you've got a lot of work to do, but can you handle this?”
Too often the employee replies, “I'm awfully sorry, but 'm all
loaded down now. I wish 1 could take it on, but I'm just t00
busy.”
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was the right thing, As they were discussing marriage plans
one evening, the future Mrs. G. N. made a few remarks that
bothered G. N.

S0, to make certain he was marrying the right gid, G. N.
drew up a four-page document of stipulations she was to agree
0 before they got married. The document, neatly typed and
Looking very legal, covered every segment of living G. . could
think of. There was one scction on religion: what church they
would go to, how ofien they would attend, how much they
would donate. Another section covered children: how many and
when

In detai, G. N. outlined the kind of frends they would
have, his future wife's employment status, where they would
live, how their income would be spent. To finish the document,
G. N, devoted half a page to listing specific habits the girl must
break or must acquire. This covered such habits as smoking,
drinking, makeup, entertainment, and so on.

When G.Ns prospective bride reviewed his ulimatum,
she did what you would expect. She sent it back with a note say-
ing, “The usual marriage clause, ‘for better or for worse, s good
enough for everyone lse and is good cnough for me. The whole
things off”

As G.N. was relating his experience to me, he said wor-
sicdl, “Now, what was so wrong in writing out this agreement?

After all, marriage i a big step. You can't be too careful.”

But G, N. was wrong. You ean be t0o careful, too cautious,
not only in planning a marriage but in planning anything in the
world where things get done. "The standards can be too high.
‘G.N's approach to marriage was very much like his approach to
his work, his savings, his friendships, everything clse.
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agement. The top group worried less, was more enthusiastic,
had a sincere liking for people

‘We can't do much to change the amount of native ability
but we can certainly change the way we use what we have.

Knowedge s power—when you use it constructively. Closely allied
10 intelligence excusits is some incorrect thinking about knowl.
edge. We often hear that knowledge is power. But this statement is
only a halftruth. Knowledge is only potential power, Knowledge
is power only when put to use—and then only when the use made
ofitis constructive,

st Einstein was once
W' reply was “I don't
know. Why should I fill my brain with facts I can find in two
‘minues in any standard reference book”

“The story is told that the great sce

asked how many feet are in a mile. Hinst

Einstein taught us a big lesson. He felt it was more important
t0 use your mind to hink than to use it s a warehouse for facts

One time Henry Ford was involved in a libel suit with the
Chicago Tribune, The Tribune had called Ford an ignoramus, and
Ford said, in effect, “Prove it."

“The Tribune asked him scores of simple questions such as
“Who was Benedict Arnold?” “When was the Revolutionary War
fought?” and others, most of which Ford, who had litle formal
education, could not answer:

Finally he became quite exasperated and said, “ don't know
the answers to those questions, but I could find a man in five
minutes who does.”

Henry Ford was never interested in miscellancous informa-
tion. He knew what every major executive knows: that the ability
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I every chapter of this book you wil find dozens of hardheaded,

practical ideas, techniques, and principles that wil enable you to

barness the tremendous powier of thinking big, 50 s ©o gain for

‘yourself the success, happiness, and satisfaction you wint so much.

Every technique is dramatically llustrated by a reallife case history.

You discover not only what to do, but, whati even mote importan,

you see exactly how to apply each principle to actual situations and.

problems. Here, then, i what this book willdo for you; it willshow

you how you can ..
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The difference between Messrs. Activationist and Passiva-
tionist shows through in all forms of behavior. M. A. gets the
things done he wants done, and as by-products he gains confi-
dence, a feeling of inner security selfreliance, and more income.
M. P doesn't get the things done he wants done because he won't
act. As by products he loses confidence in himself, destroys his self-
reliance, lives in mediocrity

Mr. Activationist does, Mr. Passivationist s going to do but
daesn',

Everyone wants o be an activationist. So let’s get the action
habit.

Alot of passivationists got that way because they insisted
on waiting until everything was 100 percent favorable before
they took action. Perfection s highly desirable. But nothing man-
made or man-designed is, or can be, absolutely perfect. So to
wat for the perfect st of conditions s to wait forever:

Below are three case histories that show how three persons
reacted to “conditions.”

CASE NO. 1: WHY G.N. HASN'T MARRIED
M G. N.is now in his lae thirtes,is well educated, works as an
accountant, and lves alone in Chicago. G. N.s big desire is to get
marsied. He wants love, companionship, a home, children, the
works. G. N. has been close to marriage; once he was only one
day away. But each time he has been near marriage, he discov-
ers something wrong with the girl he's about to marry. (‘Justin
time, before [ made an awful mistake.”)

One instance stands out: Two years ago, G. N. thought he
She was attractive, pleasan,
intelligent. But G. N. had to be absolutely sure that marriage

finally had met just the right gi
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Not Phil's brains, but how he managed those brains, made
him three times more valuable to his company than men who
rated higher on the IQ scale.

Out of every 100 persons who enroll in college, fewer than
50 will graduate. 1 was curious about this so | asked a dircetor of
admissions at a large university for his explanation.

“Its not insufficient intelligence,” he said. “We don't admit
them if they don't have suffcient abilicy. And it’s not money.
Anyone who wants to support himself in college today can do.
so. The real reason is attitudes. You would be surprised,” he said, *
“how many young people leave because they don't like their pro-
fessors, the subjects they must take, and their fellow students*

The same reason, negative thinking, explains why the
door to toplight executive positions is closed to many young

istic, depreciating atti
tudes rather than insuffcient intelligence hold back thousands

junior executives. Sour, negative, pessi

of young executives. As one exccutive told me, “It’s a rare case
‘when we pass up a young fellow because he lacks brains. Nearly
always it's atitude.”

Once I was retained by an insurance company to learn why
the top 25 percent of the agents were selling over 75 percent of
the insurance while the bottom 25 percent of the agents sold
only s percent of total volume.

“Thousands of personnel files were carefully checked. The
search proved beyond any question that no significant differ-
ence existed in native intelligence. What's more, differences in
education did-not explain the difference in selling success. The
difference in the very successful and the very unsuccessful finally
reduced to differences in atitudes, o difference in thought man-
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have learned from painful, expensive experience that the fellow
who has plenty of time makes an ineffective work partner.

Al the successful, competent people T know are busy
‘When I start something, some project, with them, [know it will
be satisfactorily completed.

Ihave learned in dozens of instances that I can count on a
busy man to deliver. But I have ofien been disappointed in work-
ing with people who have “al the time in the world.”

Progressive business management constantly asks, “What can
we do to expand outpuz” Why not ask yourself, “What can 1 do to
‘expand my outputr” Your mind will creatively show you how:

In hundreds of interviews with people at all levels I've
made this discovery: The bigger the person, the more apt he is
10 encourage you 10 talk; the smaller the person, the more apt he.
is to preach 1o you.

Big people monopolize the listening.

‘Small people monopolize the talking.

Note this also: Top-level leaders in all walks of life spend:
much more time requesting advice than they do in giving it.
Before a top man makes a decision, he asks, “How do you feel
" “What do you recommendr” “What would you do
under these circumstances?” “How does this sound to your”

Look at it this way: A leader is a decision-making human
‘machine. Now to manufacture anything, you've got to have raw.
‘material, In reaching ereative decisions, the raw materials are the
ideas and suggestions of others. Don't, of course, expect other
people to give you ready-made solutions. Thats not the primary
reason for asking and listening, Ideas of others help to spark your
own ideas so your mi

about i

s more creative.
Recently I participated as a staf instructor in an exccutive
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comes up to stop them. We're going to buy a home. I don't know
yet how we'l raise the down payment, but we will”

‘Well, the next week they found a house they both liked,
quite unpretentious but nice, for $1,200 down. Now the obstacle
was to find & way to raise $1,200. . M. knew he couldr't borrow
it through the usual channels, for this would encumber his credit
5o that he couldn't get 2 mortgage for the sale price.

‘Where there’s a will there’s always a way. Suddenly, J. M.
got a brainstorm: Why not contact the builder and work out a
private loan arrangement for $1,2002 This J. M. did. At first, the
builder was cold to the idea, but J. M. persisted. Finally, it was
agreed. The builder would, in effect, advance J. M. the 1,200, to
be repaid at $100 a month plus interest.

Now all . M. had o do was to “find” $100 a month. Mr.
and Mrs. J. M. sharpened their pencils and figured out a way to
cut expenditures $25 a month, But that sl lef §75, which . M.
would have to raise cach month.

“ThenJ. M. got another idea. The next morning he went in
0 sce his boss. He explained to his employer what he was doing.
His boss was glad to learn that J. M. was going to buy a new
home.

Then J. M. said, “Look, M. T to work this deal ou, I'vc
g0t to carn at least §75 more each month. Now, I know” J. M.
continued, “you'll give me a raise when you feel that I deserve it.
‘What I want now isjust a chance to earn more money. There are
some things around here that could best be done on weckends.
‘Will you make it possible for me to work ther

The employer was impressed with J. M.s sincerity and

ambition. He proposed a way for J. M. to work ten extra hours
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short. Concentrate on your assets. Discover your superior
talents. Remember, i’s not how many brains you've got
that matters. Rather, it's how you use your brains that
counts. Manage your brains instead of worrying about how
much 1Q you've gor.

2 Remind yourself several times daily, "My attitudes are more
important than my intelligence.” At work and at home
practice positive attitudes. See the reasons why you can do
it, ot the reasons why you can't, Develop an “T'm winning”
auitude. Put your intelligence to creative posiive use. Use it
to find ways to win, not to prove you will lose.

3. Remember that the ability to think is of much greater
value than the ability to memorize facs. Use your mind
to create and develop ideas, to find new and better ways
todo things. Ask yourself, "Am I using my mental ability
to make history, or am I using it merely to record history
made by otherst”

3. “It's No Use. I'm Too O1d (or Too Young).’
Age excusitis, the falure disease of never being the right age,
comes in two easily identifiable forms: the “I'm too old” variety
and the “I'm too young” brand.

You've heard hundreds of people of all ages explain their
mediocre performance in life something like this:
(0r 00 young) to break in now. I can't do what I want to do or
am capable of doing because of my age handicap.”

g how few people feel they are “just
right” age-wise. And it's unfortunate. This excuse has closed the

T'm t0o old

Really it surpr
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Under the circumstances, the boss doesi't hold it against
the employee, because it s “extra duty.” s0 t speak. But the boss
realizes the task must be done, and he'll keep looking until he
finds an employee who is just as busy as the rest but who feels
he can take on more. And this employe s the felow who will
forge ahead.

In busines, in the home, in the community, the success
‘combination is o what you do bettr (improve the qualiy of your
output) and do more of what you do (ncrease the quantity of your
ourpuy).

Convinced i pays to do more and better? Then try this to-step

procedioe:

1. Eagerly accept the opportunity to do more. It's a compli-
ment to be asked to take on a new responsibil
greater responsibilty on the job makes you stand out and

¢ Accepting

shows that you're more valuable. When your ncighbors ask.
you to represent them on a civic matter, accept. Ithelps you
t0 become a community leader:

2. Next, concentrate on “How can I do more” Creative
answers will come. Some of these answers may be beter
planning and organization of your present work or taking
intelligent shortcuts in your routine actvities, or possibly
dropping nonessential activities altogether. But, let me
repeat, the solution for doing more will appear:

As a personal policy 1 have accepted fully the concept: If
you want it done, give it o a busy man. 1 refuse to work on
important projects with persons who have lots of free time. 1
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The test of a successful person is not an ability to cli
all problems before they arise, but to meet and work out difficul-
ties when they do arise. We must be willing to make an intel-
ligent compromise with perfection lest we wait forever before
taking action. Its still good advice to cross bridges s we come
0 them.

CASE NO. 2: WHY J. M. LIVES IN A NEW HOME
In every big decision, the mind batdles with itself —to act or not
0 act, t0 do or ot to do. Here's how one young felow elected
t0 act and reaped big rewards.

J-Ms situation s similar to that of a million other young
in his twenties, has a wife and child, and still has only
a modest income.

Mr. and Mrs. .M. lived in a small apartment. Both wanted
anew home. They wanted the advantage of more space, cleaner
surroundings, a place for the youngster to play, and a chance to
build up equity in their own property:

But there was a hitch to buying a new home—the down

‘men. H

payment. One day as J. M. was writing next month's rent check.
he became very disgusted with himself. He observed that the rent
payment was as much as monthly payments on a new home.

J. M. called his wife and said, "How would you like to buy a
new home next week?” “What's got into you?” she asked. “Why
make jokes? You know we can't. We haven't even got the moncy
for the down payment.”

But J. M. was determined. “There are hundreds of thou-
sands of couples like us who are going to buy.a new home ‘some-
day;” but only about half of them ever do. Something always
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to know how to get information is more important than using
the mind as a garage for facts,

How much s a fact man worth? 1 spent a very interesting evening
secently with a friend who i the president of a young but rapidly
growing manufacturing concern. “The TV set happened to be
turned to one of the most popular quiz programs. The fellow
being quizzed had been on the show for several weeks. He could
answer questions on all srts of subjects, many of which scemed
nonsensical

After the fellow answered a particularly odd question, some-
thing about a mountain in Argentin, my host looked at me and
said, “How much do you think Id pay that guy to work for me?”

“How much?” 1 asked.

“Not a cent over $300-—not per week, not per month, but
for life. 've sized him up. That “expert’ can't think. He can only
‘memorize. He's just a human encyclopedia, and I figure for $300
Tcanbuy a pretty good set of encyclopedias.In fact, maybe that's
100 much. Ninety percent of what that guy knows I can find in
252 almanac.

“What I want around me,” he con
can solve problems, who can think up ideas: People who can

inued, “are people who

dream and then develop the dream into a practical applications
an idea man can make money with me; a fact man can't”

‘Three Ways to Cure Intelligence Excusitis
“Three easy ways to cure intelligence excusits are:

1. Never underestimate your own intelligence, and never
overestimate the intelligence of others. Don't sell yoursclf
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1. Become receptive t0 ideas. Welcome new ideas. Destroy
these thought repellents: “Won't work,” “Can't be done,”
“Its useless,” and “Its stupid.”

A very successful friend of mine who holds a major
position with an insurance company said to me, °I don't
pretend to be the smartest guy in the business. But I think
Tam the best sponge in the insurance industry: I make it a
point o soak up all the good ideas I can.”

2. Bean experimental person. Break up fixed routines. Expose
‘yourself 1o new restaurants, new books, new theaters, new
friends; take a different route to work someday, take a dif-
ferent vacation this year, do something new and diflerent
this weekend.

If your work is in distribution, develop an interest in
production, accounting, finance, and the other elements of
business, This gives you breadth and prepares you for arger
responsibilites.

3. Be progressive, not regressive. Not “That's the way we did
itwhere Lused to work, so we ought to do it that way here”
but “How can we do it better than we did it where I used
t0 workr” Not backward, regessive thinking but forward,
progressive thinking. Because you got up at 5:30 Ax. to
deliver papers or milk the cows when you were a youngster
doesn't necessarily mean it's a good idea for you to require
your children to do the same.
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s o one best way to decorate an apartment, landscape a lawn,
‘make a sale, rear a child, or cook a steak. There are as many best
ways as there are creative minds.

Nothing grows in ice. I we let tradition freeze our minds,
new ideas can't sprout. Make his test sometime soon. Propose
one of the ideas below to someone and then watch his behavior.

1. The postal system, long a government monopoly, should be
turned over to private enterprise

2. Presidential elections should be held every two or six years
instead of four.

3. Regular hours for retail stores should be 1 p.. o § P,
instead of 9 4. t0 5:30 .

4. The retirement age should be raised to seventy.

Whether these ideas are sound or practical is not the
‘point. What s significant is how a person handles propositions
like these. If he laughs at the idea and doesn't give it a second
thought (and probably 95 percent will laugh at it) chances are he
suffers from tradition paralysis. But the one in twenty who says,
“That's an interesting idea; tell me more about it,” has a mind
that’s turned to creativity

“Traditional thinking is personal enemy mumber one for the
person who is inerested in a creative personal success program.
“Traditional thinking freezes your mind, blocks your progress,
and prevents you from developing creative power. Here are three
ways o fight it:
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“A weekly improvement program? Sounds impressive. How.
does it work?” I asked.

“Well, it really isn't anything elaborate,” she continued, it's
justa plan to help me do a better job as each week rolls around.

“To keep my forward thinking on the track, I've divided my
Job nto four elements: customers, employees, merchandise, and
promotion. All during the week 1 make notes and jot down ideas
45 to how I can improve my business.

“Then, every Monday evening, I set aside four hours to
review the ideas I've jotted down and figure out how to put the.
solid ones to use in the business.

“In this four hour period I force myself to take a hard look
at my operation. I don't simply wish more customers would shop
in my store. Inscead I ask myself,"What can I do to‘ateract more.
customers?” How can I develop regular, ol customers?””

She went on describing numerous little innovations that
made her first three stores so successful: things like the way she
arranged the merchandise within her stores, her suggestion-sell-
ing technique that sold two out of three customers merchandise
they had not planned to buy when they entered her stores, the
eredit plan she devised when many of her customers were out of
work because of a stike, the contest she developed that boosted
sales during a slack season.

“T ask myself, "What can I do to improve my merchandise.
offerings? and I get ideas. Let me cite just one case. Four weeks
ago, it occurred to me that I should do something to get more
youngsters into the store. I reasoned, if [ had something here to
draw the Kids to the store, 'd also draw more of the parents. I
kept thinking about i, and then this idea came: Put in a line of
small carded toys for children in the four-to-cight age bracket. Its
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Imagine what would happen to the Ford Motor Company if its
‘management allowed itself to think, “This year we've buil the
ulimate in automobiles. Further improvement is impossible.
“Therefore, al experimental engincering and des

ing actvities
are hereby permanently terminated.” Even the mammoth Ford
Motor Company would shrivel fast with this attirude.

Successful people, like successful businesses, live with these.
questions: “How can I improve the quality of my performance?
How can [ do betier?”

Absolute perfection in all human undertakings from
building missiles to rearing children is unattainable. This means
there is endless room for improvement. Successful people know
this, and they are always searching for a better way. (Note: The
successful person doesn't ask, “Can I do it better?” He knows he

can. S0 he phrases the questior
A few months ago, a former student of minc, in business
for just four years, opened her fourth hardware store. This was
quite a feat, considering the young lady's small initial capital
investment of only §3,500, strong competition from other stores,
and the relatively short time she had been in business.
Tvisited her new store shorty after it opened to congratu-

“How can I do it better?”)

lateher on the fine progress she had made.

In an inditect way I asked her how she was able to make a
success of three stores and open a fourth one when most mer-
chants had to struggle to make a success of just one store.

“Naturally” she answered, “I worked hard, but just get-
ting up carly and working late isn't responsible for the four
stores. Most people in my business work hard. The main thing
Tauibute my success to is my selfstyled “weekly improvement

program.
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In this specific case, if you listen to Channel N, you're
almost certain to make some bad, perhaps fatal, mistake in your
relations with your superior. But if you are tuned to Channel P,
you are definitely certain to benefit from your superior’s sugges-
tions and at the same time draw yourself closer to him. He will
appreciate that visit, Try it and see.

Bear in mind that the longer you stay tuned to cither
Channel P or Channel N, the more interested you become and
the harder it is to switch channels, This is true because one
thought, positive or negative, sets off a whole chain reaction of
similar thought.

You may, for example, start off with such a simple minor
negative thought as a person's accent and find yourself soon
thinking negatively about such unrelated topics as his political
and religious beliefs, the car he drives, his personal habits, his
relationship with his wife, even the way he combs his hair. And
thinking this way surely won't gt you where you want to go.

You own it, so manage your thought broadcasting station.
When your thoughts turn to people, make Channel P your lis-
tening habit.

If Channel N cuts in, say stop. Then switch channels. To
make the switch, all you must o is think of one positive qual-
ity about the individual. In true chain reaction style, this one
thought wil lead to another and another. And you will be glad.

‘When you are alone, you and only you can decide whether
you will listen to Channel P or Channel N. But when you are
talking with someone els, that person has a measure of control
over how you think.

We must remember that most people do not understand
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Note this simple but key fact: No person is all good and no.
person s all bad. The perfect person just doesn't cxist.

Now, if we let our thinking go uncontrolled, we can find
‘much to dislike in almost anyone. By the same token, if we man-
age our thinking properly, if we think right toward people, we
can find many qualities to like and admirc in the same person.

View it this way. Your mind is a mental broadcasting station.
“This broadcasting system transimits messages to you on two equally
‘powerful channels: Channcl P (positive) and Channel N (negative)

Let’s sce how your broadcasting system works. Suppose.
that today your business supeior (we'll cal him Mr. Jacobs)
called you into his office and reviewed your work with you. He
complimented you on your work, but he also made some specific
suggestions on how you can do i better. Tonight its only natural
for you t0 recall the incident and do some thinking about it.

If you tune in Channel N, the announcer will be say-
ing something like this: “Watch outt Jacobs is out to get you.
He's a crab. You don't need any of his advice. To heck with it.
Remember what Joe told you about Jacobs? He was right. Jacobs
wants to grind you down like he did Joe. Resist him. Next time
he calls you in, fight back. Better still, don't wait. Tomorrow go
in and ask him just what he really meant by his critcism ...

But tunc in Channel B and the announcer will say something
along these lines: “You know, Mr: Jacobs is a pretty good fellow
Those suggestions he made to me seem pretty sound. If I put
them to use, 1 can probably do a bter job and position myself for
an increase. The old boy did me a favor. Tomorrow I'll go in and
thank him for his constructive help. Bill was right: Jacabs is a good

man to work with





index-316_1.png





index-20_1.png
14 BELIEVEYOU GAN SUGGEED MDYOU WILL

“Oh,” she said, “Mr: X is a wonderful writer, but of course,
Tcan't be nearly as successful as he is”

Her autitude disappointed me very much because I know
the writer mentioned. He is not superintelligent nor super-
perceptive, nor super-anything else except superconfident. He
believes he is among the best, and so he acts and performs the
best.

Itis wel to respect the leader. Learn from him. Observe.
him. Study him. But don't worship him. Believe you can surpass.
Believe you can go beyond. Those who harbor the second-best
attitude are invariably second-best doers.

Look at it ths way. Belief s the thermostat that regulates
what we accomplish in life. Study the felow who is shuffling
down there in mediocrity. He believes he is worth liccle, o he
receives ltle. He believes he can't do big tings, and he doesn't.
He believes he is unimportant, so everything he does has an
unimportant mark. As times goes by, lack of belief in himself
shows through in the way the fellow talks, walks, acts. Unless he
readjuss his thermostat forward, he shrinks, grows smaller and

smaller, in his own estimation. And, since others see in us what

we see in ourselves, he grows smaller in the estimation of the

people around him.

Now look across the way at the person who s advancing
forward. He believes he is worth much, and he receives much,
He believes he can handle big, difficult assignments—and he
does. Byerything he does, the way he handles himself with
people, his character, his thoughts, his viewpoints, al say, “Here
isa professional. He is an important person.”

A person is a product of his own thoughts. Believe Big.
Adjust your thermostat forward. Launch your success offensive
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PEOPLE—-AS YOU THINK YOURSELF to success, that's what you
il study, people. You will study people very carcfully to dis-
cover, then apply, success-rewarding principles to your lfe. And
you want t0 begin right away:

Go deepinto your sudy of people, and you'lldiscover unsuc-
cessful people suffer a mind-deadening thought discase. We call
this disease excusits. Bvery failure has this discase in its advanced
form. And most “average” persons have at least a mild case of it

You will discover that excusitis explains the difference
between the person who is going places and the fellow who is
barely holding his own. You will find that the more successful the
individual, the less inclined he s to make excuses.

But the fellow who has gone nowhere and has no plans for
getting anywhere always has a bookful of reasons to explain why.
Persons with mediocre accomplishments are quick to cxplain why
they haven't, why they don's, why they can', and why they aren't.

Study the lives of successful people and you'lldiscover this:
all the excuses made by the mediocre fellow could be but aren't
made by the successful person.
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the concepts of thinking right toward people. So its a very com-
mon experience for people to come rushing to you, just aching
t0 say something negative about a person you both know: a
cowarker wants to tell you about the objectionable qualitcs of
another employee; a neighbor wants to let you know the domes-
tic problems of another neighbor; or'a customer wants to item-
iz the faults of his competitor, whom you willcall on next.

Thoughts breed like thoughts. There is real danger that if
you listen to negative comments about another person, you too
will go negative toward that person. In fact, if you arc not on
guard, you may actually find yourself adding fucl to the fire with
“Yes, and that's not all. Did you hear .. type of comment.

These things backfire, boomerang.

There are w0 ways to prevent others from s

hing s
from Channel P to Channel N. One way is to switch topics as
quickly and quietly as possible with some remark like “Pardon
me, John, but while I think of it, I've been meaning to ask

You..” A second way is to excuse yourself with a “Sorry, John,

Fm late now...” or “T've a deadline to meet. Will you cxcuse

mer”
Make a forceful promise to yourself. Refuse to let others
prejudice your thinking. Stay tuned to Channel P
Once you'ye mastered the technique of thinking only good
thoughts about people, greater success is guaranteed, Let me tell
you what an unusually successful insurance salesman told me
about how thinking good thoughts about people pays off for
him.
“When I first got in the insurance busincss,” he began, “the.
going was tough, believe me. At first it scemed there were about
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sales manager-—the branch sales manager whosc salesmen are
doing supeior work or the branch sales manager whose sales.
men deliver only average performance? Or whom would you
recommend for promotion to production manager—the supervi-
sor whose department meets its quota or the supervisor whose.
department lags behind?

Here are two suggestions for getting others to do more for
you

1. Alwas show positive atitudes toward your job so that your
subordinates wil “pick up’” right thinking,

2. As you approach your job each day, ask yourself, “Am
T worthy in cvery respect of being imitated? Are all my
habits such that T would be glad to see them i my subordl
nates”

GIVE YOURSELF A PEP TALK SEVERAL
TIMES DAILY
Several months ago an automobile salesman told me about the
success-producing technique he's developed. It makes sense.
Read it.

big part of my job, for two hours a day” the salesman
explained, “is telephoning prospects to arrange demonstration
appointments. When I frst started selling cars threc years ago,
this was my big problem. I was shy and afraid, and I know my
voice sounded that way on the phone. It was casy for people I
called to say, T'm not interested,” and hang up.

“Every Monday morning back then our sales manager held
a sales mecting It was a pretty inspirational affair, and it made
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‘The job attitudes of our subordinates are direct reflections
of our own job attitudes. I’s wel to remember that our points
of superiority—and weakness—show up in the behavior of those.
who report to us, just as a child reflects the attitudes of his par-
ents,

enthusi-

Consider just one characteristic of successful peopl
asm. Buer notice how an enthusiastc salesperson
ment store gets you, the customer, more excited about the
merchandise? Or have you observed how an enthusiastic minister

a depare-

or other speaker has a wide-awake, alert, enthusiastic audience?
If you have enthusiasm, those around you will have t, oo,

But how does one develop enthusiasm? The basic step is
simple: Think enthusastically. Build in yourself an optimistic,
progressive glow, a feeling that “this is great and I'm 100 percent
forit.”

You are what you think. Think enthusiasm and you'll be
enthusiastic. To get high-quality work, be enthusiastic about the
job you want done. Others will catch the enthusiasm you gener-
ate and you'll get first-clas performance.

But f, in negative fashion, you “cheat” that company on
expense money, supplies, and time, and in other litdle ways,
then what can you expect your subordinates to do? Habitually
artive late and leave early, and what do you think the “troops”
will do?

And there is a major incentive for us to think right about
ourjobs so that our subordinates wil think right about theirjobs.
Our superiors evaluate us by measuring the quality and quanticy
of output we get from those reporting to us.

Look at it this way: whom would you elevate to division
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the night before. L asked him to remember as clearly as he could
exactly what he had thought about the five minutes just before
he gave his talk.

“Well, T guess all T thought about was how scared I was. T
knew I was going to make a fool of myself. I knew I was going
tobea flop. Ikept thinking, "Who am 1 to be talking about being
aleader?” I tried 10 remember what I was going to say, but all
‘could think about was faling.”

“Right there,” T injected, “s the answer to your problem.
Before you got up to talk you gave yourself a terrible mental
beating. You convinced yourself that you would fal. Is it any
wonder your talk didn't come off well? Instead of developing
courage, you developed fear.

“Now, this evening’s session,” I continued, “starts in just
four minutes, Here’s what I'd like you to do. Give yourself a pep
talk for the next few minutes. Go in that vacant room across
the hall and tell yourself, T'm going to give a great talk. I'e got
something those people need to hear and 1 want to say.’ Keep
repeating those sentences forcefully, with complete conviction.
“Then come into the conference room and give your talk again.”

T wish you could have been there to hear the difference.
“That brief, self-administered, hard hitting pep talk helped him to
make a splendid speech.

The moral: Practice upliting selfpraise. Don't practice
belitling self punishment.

You are what you think you are. Think more of yoursclf
and there is more of you.

Build your own “sellyourselfo-yourself” commercial. Think
for a moment about one of America’s most popular products,
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managers, however, are not as impressed by a good talker as they
ate by a good listener, a fellow who can ask questions and get
desired answers.

Don'tbe a conversation hog, Listen, win fiends, and learn.

Courtesy practiced in. every relationship with another
person s the finest tranquilizer you can use. No commercial
preparation is one tenth as effective in relaxing you as doing lttle
things for other people. Thinking right toward people removes
frustrations and stress. When you boil it all down, the big cause
of stress s negative feclings toward other people. So think posi-
tive toward people and discover how wonderful, really wonder
ful this world s

The real test for thitking right toward people comes when
things don't go exactly the way we want. How do you think
‘when you'te passed up for a promotion? Or when you fail to win
an office in a club you belong to? Or when you're criticized for
the job you've done? Remember this: how you thik when you lose
determines how long it wil be until yo win.

‘The answer for thinking right toward people when things
do't go exactly our way comes from Benjamin Fairless, one of
the century's most outstanding persons. Mr. Fairless, who rose
from very modest circumstances to become chief exccutive of
the United States Steel Corporation, said this (quoted in Life
‘magazine, October 15, 1956):

“It depends on how you look at things. For example, 1
never had a teacher I hated. Naturally 1 was disciplined just like
every other pupil, but [ always figured it was my fault that the
discipline was necessary. I have also liked every boss I ever had.
Lalways tried to please him and do moré than he expected if 1
possibly could, never less.
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me feel good. And what's more, 1 always seemed to arrange
more demonstrations on Monday than on any other day. But the.
trouble was that ltde of Monday's inspiration carried over to
Tuesday and the rest of the week.

“Then I got an idea. If the sales manager can pep me up,
why can't I pep myself up? Why not give myself a pep talk just
before 1 start making those phone calls? That day I decided to
try it. Without telling anyone I walked out on the lot and found
a vacant car. Then for several minutes I talked to myself. T told
myself, T'm a good car salesman and I'm going to be the best.
Isell good cars and I give good deals. The people 'm phoning
need those cars and I'm going to sellthem.”

“Well from the very beginning this self supercharging paid
off. 1 felt 50 good I didn't dread making those calls. 1 waned to
‘make them. I no longer go out on the lot and sitin a car to give
myself a pep talk. But I stil use the technique. Before I dial a
number I silendy remind myself that I'm a topnotch salesman
and I'm going to get results, and 1 do.”

‘That's a pretty good idea, isn' t? To be on top, you've got
to feel like you're on top. Give yourself a pep talk and discover
‘how much bigger and stronger you feel.

Recenty,in a training program I conducted, each person was
asked to give aten-minute talk on "beinga leader.” One of the train-
ees gave a miserable presentation. His knees litrally shook and his
hands trembled. He forgot what he was goingto say. After fumbling
for five or six minutes, he sat down, thoroughly defeated.

Afier the session, T spoke to him just long enough to ask
t0 be there fifteen minutes early at the next session.

As promised, he was there fifteen minutes ahead of time
for the next session. The two of s sat down to discuss histalk of
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1. Conversation generosity wins fiiends

2. Conversation generosity helps you learn more about peo-
ple.

Remember this: the average person would rather talk about
himself than anything else in this world. When you give him the
chance, he likes you for it. Conversation generosity s the easiest,
simplest, and surest way there is to win a friend.

The second benefit of conversation generosity, learning
‘more about other people, is important, too. As we said in Chapter
1, people ate what we study in our success lab. The more we can
learn about them, their thought processes, their strong and weak
points, why they do what and as they do, the better equipped we
are to influence them effectively in the way that we want. _

Let me ilustrate.

A Targe New: York advertising agency, like all advertising
agencies, specializes of course n telling the public why it should
buy the products it advertises. But this agency does something
else, too. It requires ts copywriters to spend one week each year
to what people say about the.
es the clues these copy-
writers need to write better, more effective ads.

Many progressive businesses conduct so-called terminal
interviews with employees who are leaving, The reason is not to
sell the employees on staying with the company but to find out

behind counters so they can liste

products they promote. Listening prot

why he is quitting. Then the company can bring about improve-
ments in its employee relations. Listening pays off.

Listening pays off for the salesman, too. Often people think
of a good salesman as a “good talker” or a “fast talke:

Sales
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Naturally,since the discovery of my own diabetes, I've got-
ten to know a great many other diabetics. Let me tell you about
two extremes. One fellow who has a very mild case belongs to
that fraternity of the living dead. Obsessed with a fear of the
weather, he is usually ridiculously bundled up. He's afiaid of
infection, 5o he shuns anybody who has the slightest sniffe. He's
affaid of overexertion, so he does almost nothing. He spends
‘most of his mental encrgy worrying about what might happen.
He bores other people telling them "how awful” his problem
really is. His real ailment is not diabetes. Rathier, he's a victim of
health excusits. He has pitied himself into being an invalid.

‘The other extreme is a division manager for a large publish-
ing company. He has a severe case; he takes about thirty times as

much insulin as the fellow mentioned above. But he s not living
t0 be sick. He s living to enjoy his work and have fun. One day
he said to me, “Sure it is an inconvenience, but o is shaving, But
I'm not going to think myself to bed. When I take those shots,

just praise the guys who discovered insulin.”

A good friend of mine, a widely known college educator,
came home from Burope in 1945 minus one arm. Despite his
handicap, John is always smiling, always helping others. He's
aboutas optimistic as anyone | know: One day he and Thad a long
talk about his handicap.

“Its ust an arm,” he said, “Sure, two are better than one.
But they just eut off my arm. My spirit s one hundred percent
intact. 'm really grateful for that.”

Another amputee fiiend s an excellent golfer. One day 1
asked him how he had been able to develop such a near-perfect
style wi
armis can't do nearly as well His reply says a lot. “Well its my

just one arm. | mentioned that most golfers with two
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So put that drive to work. Nothing can stop you, Tom,
nothing

“Tom, you're enthusiastic. Let your enthusiasn: show
through.

You look good, Tom, and you fee good. Stay that way.

Tom Staley, you were a geat fellow yesterday and you're
oing 0 be an even greater fellow today. Now go to i,
Tom. Go forward.

“Tom credits his commercial with helping him become a
more successful, dynamic person. “Before I started slling myself
t0 myself;” says Tom, “I thought I was inferior to just about any-
body and everybody. Now I realize that I've got what it takes to
win and 'm winning. And I'm aluways going to win.”

Here's how to bulld your “sel-yourselfto-yoursclf” commercial.
First, select your assets, your points of superiority. Ask yourself,
“What are my best qualities?” Don't be shy in describing yourself.

Next, put these points down on paper in your own words.
Write your commercial to you. Reread Tom Stalcy's commercial.
Notice how he talks to ‘Tom. Talk to yourself. Be very direct.
Don't think of anyone but yoi as you say your commercial,

“Third, practice your commercial out loud in private at least
once a day. It helps  lot to do this before a mirror: Put your body
into it. Repeat your commercial forcefully with determination,
Make your blood travel faster through your body. Get yourself
warmed up.

Fourth, read your commercial silently several times every
day. Read it before you tackle anything that demands courage.
Read it evety time you feel let down. Keep your commercial
handy at alltimes —then use it
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Coca-Cola. Every day your eyes or ears come in contact many
times with the good news about Coke, The people who make
Coca'Cola are continually reselling you on Coke, and for a good
reason. If they stopped reselling you, chances are you'd grow
Iukewarm and eventually cold to Coke. Then sales would drop.

But the Coca-Cola Company isn't going to et this happen.
They resell you and resell you and resell you on Coke.

Every day you and I see halfalive people who are nolonger
sold on themselves. They lack self-respect for their most impor-
tant product—themselves. These folks are indifferent. They feel
small. They feel like nobodies, and because they feel that way,
that's what they are.

“The halfalive person needs to be resold on himself. He
needs to realize that he's a firstclass person. He needs honest,
sincere beief in himself.

“Tom Staley s 2 young fellow who is going places—and fast.
Tom regularly resells himself on himself three times every day
with what he calls “Tom Staley’s 60-Second Commercial” He
carries his personalized commercial i his bilfold ac all tmes.
Here is exactly what it says:

“Tom Staley, meet Tom Staley—an important, a really impor-
tant person. Tom, you're a big thinker, o think big, Think
Big about Bverything. Youwve got lenty of ability to do a
Jfirstclass job so do a firstclass job

“Tom, you believe in Happiness, Progress, and Prosperity.

So: talk only Happiness,
talk only Progress,
talk only Prosperity.

You have lts o drive, Tom, lots of drive
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Just one thing more. A lot of people, maybe even a major
ity, may “ho ho” at this successrewarding technique. That's
because they refuse o believe that success comes from man-
aged thinking But please! Don't accept the judgment of average
people. You are ot average. If you have any doubts as to the
basic soundness of the “sell-yourselfto-yourself” principle, ask.
the most successful person you know what he thinks about it
sk him, and then start selling yourself to yourself

UPGRADE YOUR THINKING. THINK LIKE
IMPORTANT PEOPLE THINK

Upgrading your thinking upgrades your actions, and this produces

Success. Here is an easy way to help you make more of yourself

by thinking like important people think. Use the form below as a

suide.

HOW AM | THINKING? CHECKLIST

SITUATION ASK YOURSELF
1. When I worry ‘Would an important person worry about
this?

‘Would the most successflperson [
Know be disturbed about this?

2. Anidea ‘What would an important person o f
he bad this idext

3. My appearance Do ook ke someone who has maxi-
mum selfespect?

4. My language A using the language of successful
people?

5. Whatl read ‘Would an important person read this?

6. Conversation I this something succesful people:

would discuss?
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his insurance plan together. He trusts and belicves in my judg:

‘ment because I am a fiiend,

“Now, people don't alvways accept me right off the bar, but
I've found that so long as I continue to like a fellow, he'll come.
around, and we can get down to business.

“Jst last week,” my friend went o, “I was making the
third call on a difficult prospect. He met me at the door, and
before I could even say ‘Good evening,’ he proceeded to give
‘me hell, He went on and on, not even stopping for  breath until
he had run down and finished with And don't ever come back
here again.’

“After he had said that, 1 just stood there looking into his
eyes for about five seconds, and then said sofily and with genuine
sincerity, because I meant it, 'But Mr. S, 'm calling tonight as
your friend.”

“Yesterday he bought a $250,000 endowment policy”

Sol Polk is popularly called the appliance king of Chicago.
g Sol Polk now sells millions of dollars’
worth of appliances in a year in metropolitan Chicago.

Sol Polk credis a lot of his success to his attitude toward
shoppers. “Custormers,” says M. Polk, “should be treated like
they are guests in my home.”

Isn'tthat thinking toward people? And isn't it about the sim-
plest success formula one can put to work? Just treat customers
like guests in your home.

‘This technique works outside the store too. Substitute the

Starting with not

word employees for customers so that it reads “employees should
be treated like guests in my home.” Give first-class treatment to
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excusits, and luck excusicis. Now let’s see just how we can pro-
tect ourselves from these four common ailments.

‘But My Health Isn't Good.”

Health excusitis ranges all the way from the chronic “I don't feel
00d" to the more specific “T've got such-and:such wrong with
me.”

“Bad” health, i a thousand different forms, is used as an
excuse for failing to do what a person wants to do, fling to
accept greater responsibilities, faling to make more money; fail-
ing o achieve success.

Millions and millions of people suffer from health excusitis.
Butis t, in most cases, a legitimate excuse? Think for a moment
of all the highly successful people you know who could-—but
who don't—use health as an excusc.

My physician and surgeon friends tell me the perfect speci-
men of adul lif is nonexistent. “There is something physically

wrong with everybody. Many surrender in whole or in part to
health excusiti, but success-thinking people do not.

Two expeiences happened to me in one afiernoon that
illustrate the correct and incorreet attitudes toward health. T had
just finished a talk in Cleveland. Afterwards, one fellow; about
thirty, asked to speak to me privately for a few minutes. He com-
plimented me on the meeting but then said, “I'm afraid your
ideas can't do me much good.”

“You see,” he continued, “I've got a bad heart, and I've got
10 hold myself in check.” He went on to explain that he'd seen
four doctors but they couldn't find his touble. He asked me
‘what I would suggest he do.

“Well” I said, “I know nothing about the heart, but as one.
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as many competing agents as there were prospects. And I soon
Tearned what allinsurance men know; that nine prospects out of
ten firmly believe they don't need any more insurance.

notbecause [knowa

“F'm doing well. But et me tell you, i

ot about the technical side of insurance. That's important, don't
misunderstand me, but there are men trying to sell insurance
and contracts better than 1. In fact, | know
one man who wrote a book about insurance, but he couldn’t sell

who know poli

a policy to 2 man who knew he had only five days to live.
s based on one thing, 1 lke,
really like the guy I'm selling, Let me say again,  really like him.

“My success,” he continued,

Some of my fellow salesmen try to pretend they like the other
fellow, but this won't work. You can't even fool a dog. Your
ny when

mannerisms, eyes, facial expressions, all spell p-
you pretend.

“Now, when I'm gathering information about a prospect, |
do what every other agent does. I get his age, where he works,
how much he makes, how many kids he's got, and so on.

“But 1 also get somethingelse which most salesmen never
search for—that is, some sound reasons why I can like the pros:
pect. Maybe the job he's doing will supply the reason, or perhaps
Tcan find it someplace in his past record. But 1 find some good
reasons to like him.

“Then, whenever my attention is focused on the prospect,
review the reasons why I like him. I build a likable image of the
prospect before I say one word to him about insurance.

“This litcl technique works. Because I like him, he sooner
or latér likes me. Pretty soon, instead of siting across the table

from him, 'm on the same side with him, and we're working out
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[ have never met nor heard of a highly successful business
exceutive, military offcer, salesman, professional person, or leader
in any field who could not have found one or more major excuses
o hide behind. Roosevelt could have hidden behind his lifeless
legs; Truman could have used "o college education”s Kennedy
could have said, “T'm too young to be president”; Jobnson and
Bisenhower could have ducked behind heart attacks.

Like any discase, excusits gets worse f it isn' treated prop-
etly. A victim of this thought disease goes through this mental
T'm not doing as well a I should. What can [ usc as an
alibi that will help me save face? Let's see: poor health? lack of

proce:

education? too old? too young? bad luck? personal misfortuncy
wife? the way my family brought me up?”

‘Once the vietim of this failure disease has selected a “good”
excuse, he sicks with it. Then he relies on the excuse to explain
to himself and others why he is not going forward.

And cach time the vietm makes the excuse, the excuse
becomesimbedded decper within his subconsciousness. Thoughts,
positive or negative, grow stronger when ferdlized with constant

repeition. At fist the vietim of excusitis knows bis al
o less a lie. But the more frequently he repeats it the more con-
vinced he becomes that it is completely true, chat the alibi s the
real reason for his not being the success he should be.

is more

Procedure One, then, in your individual program of think-
ing yourself to success, must be to vaceinate yourself against
excusits, the discase of the iilure.

THE FOUR MOST COMMON FORMS OF EXCUSITIS
Excusitis appears n a wide variety of forms, but the worst types
of this disease are health excusits, intelligence excusids, age
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YOUR MIND 15 AN amazing mechanism. When your mind works
one way, it can carry you forward to outstanding success. But the
same mind operating in a different manner can produce a total
failure. .

“The mind is the most delicate, most sensitive instrument in
all ercation. Let's look now and sec what makes the mind think
the way it does. Millions of people are diet conscious. We're a
calorie-counting nation. We spend millions of dollars on vitamins,
‘minerals, and other dictary supplements. And we all know why.
“Through nutitional research, we've learned that the body reflects
the diet fed the body. Physical stamina, resistance to discase, body
size, even how long we live are al closely related to what we eat

The body is what the body is fed. By the same token, the
mind s what the mind is fed. Mind food, of course, doesn't
come in packages, and you can't buy it at the store. Mind food is
your environment—all the countless things that influence your
conscious and subconscious though. The kind of mind food we
consume determines our habits, atiudes, personaliy. Each of
usinherited a certain capacity to develop. But how much of that
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“The whole drive ou, we talked about nothing clse but
what a weak-minded nambskull we had as a client.

“Well, the conference that afiernoon was cold. Looking
back, I think our client sensed somehow the way we felt toward
him. He must have thought: “These fellows think I'm stupid or
something, and all they're going to do for my money is give me
some smooth-sounding talk.

“Two days later I got a two-sentence letter from this clent.
T said, Tve decided to cancel our contract for your consulting ser-
vices. If therc is a charge for your services to date, please bill me.”

“Printing ourselves with negative thoughts for only forty
minutes cost us a contract. What made it even more painful
was learning about a month later that this former client had
contracted with an out-of-town firm for the professional assis-
tance he needed.

“We would never have lost him had we concentrated on his
many fine qualities. And he has them. Most people do.”

Here’s how you can have some fun and discover a basic
success principle at the same time. For the next two days listen
in on as many conversations as you can. Note two things: which
person in the conversation does the most talking and which per-
sonis the more successfl.

Hundreds of my own ltle experiments have revealed this: The
person whodocsthe mast talking and theperson who i the most succssfl
are rarly the same person. Almost without exception, the more suc-
cessful the person, the more he practices conversation gonerosity that
s, he encourages the other person to talk about himself, his views,
s accomplishments, s family, his job, his problems,

Conversation generosity paves the way to greater successin
two important ways:
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ant experience occurred. After the noisc of the takeoff, I heard
a ticking sound. Rather startled, I glanced at the fellow sitting
beside me, for the sound seemed to be coming from him,

He smiled a big smile and said, “Oh, it's not a bomb, It's
just my heart”

T was obviously surprised, 50 he proceeded to tell me what
had happened.

Just twenty-one days before, he had undergone an opera-
tion that involved putting a plastic valve into his heart. The
ticking sound, he explained, would continue for several months,
until new tissue had grown over the artifical valve. I asked him
‘what he was going to do.

“Oh,” he said, “I've got big plans. I'm going 1o study law
when I get back to Minnesota. Someday I hope to be in govern-
ment work. The doctors tell me I must take it casy for a few
‘months, but after that 1l be like new.”

‘There you have two ways of meeting health problems. The
first fellow, not even sure he had anything organically wrong
‘with him, was worricd, depressed, on the road to defeat, want:
ing somebody to second his motion that he couldn't go forward.
“The second individual, after undergoing onc of the most difficult
of operations, was oprimistic, eager to do something, The differ-
ence lay in how they thought toward health!

T've had some very direct experience with health excusitis.
T'm a diabeic. Right after I discovered I had this ailment (sbout
5,000 hypodermics ago), T was warned, “Diabetes is a physical
condition; but the biggest damage results from having a nega:
tive attitude toward it. Worry about it, and you may have real
trouble.”
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SITUATION _ ASKYOURSELF

P2 thn Tlose my temper Would an importantperson get mad .
what I'm mad a2

5. Myjokes s histhe kind of oke an important per-
son would tell?

5. Myjob. How docs an important person describe:
b,

Cement in your mind the question “Is this the way an
important person does it Use this question to make you a big-
ger, more successfal person.

I matshell, emennber:

1. Look important; it helps you think important, Your appear-
ance talks to you. Be sure i lifts your spirts and builds your
confidence. Your appearance talks to others. Make certain
it says, “Here is an important person: intelligent, prosper-
ous, and dependable.”

2. Think your work is important. Think this way, and you will
receive mental signals on how to do your job beter. Think
your work s important, and your subordinates will think
their work is important too,

3. Give yourself a pep talk several times daily. Build a “sell
yourselfto-yourself” commercial. Remind yourself at every
opportunity that you're a firstclass person.

4. In all of lifes situations, ask yourself, “Is this the way an
important person thinks?” Then obey the answer.
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your employees, and you get first-class cooperation, first-class
output. Think fist class about everyone around you, and you'll
receive first-class results in return.

One of the reviewers of an early version of this book is
a close personal friend who owns his own business manage-
ment consulting firm. When he read the above illustration, he
commented, “That's the positive result of liking and respecting
people. Let me give you a personal experience of a fiiend of
‘mine which shows what happens if you don't like and admire.
people.”

. His experience has a big point. Here itis!

“My firm obtained a contract to provide consulting services
toarclatively small soft drink bottling concern. The contract was
substantial. The clent had litde formal education. His business
was in bad shape, and in recent years he had made some very
costly mistakes.

“Three days afier we had got the contract, an associate and
T were driving out to his plan, which was about forty-five min-
utes from our offices. To this day I don't know how it started,
but somehow we began talking about the negative. qualities of
our clent.

“Before we realized t, we were talking about how his own
stupidity had brought about the mess he was in, instead of dis-
cussing how we could best approach solving his problerms.

“I remember one remark I made which 1 thought particu-
arly clever—"The only thing holding up M.  is fat My associ-
ate laughed and came up with an equally choice observation:
“And that son of his. Junior must be all of thirty-five but the.
only qualifi
English.”

n he has for the job he’s holding is he speaks
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Iayman to another, here are three things I'd do. First, Id visit the
finest heart specialist I could find and accept his diagnosis as final.
You've already checked with four doctors, and none of them has
found anything peculiar with your heart. Let the fifth doctor be
your final check. It may very well be you've gota perfectly sound
heart. Butif you keep on worrying about i, eventually you may

have a very serious heart ailment. Looking and looking and look-
ing for an illness often actually produces iliness.

“The second thing Id recommend is that you read Dr.
Schindler's great book, How to Live 365 Days a Year Dr. Schindler
shows in this book that three out of every four hospital beds are
occupied by people wha have Ell—Emotionally Induced liness.
Imagine, three out of four people who are sick right now would
be wellif they had learned how to handle their emotions. Read
Dr. Schindler's book and develop your program for ‘emotions
‘management.”

“Third, Id resolve to live until  die.” I went on to explain to
this troubled fellow some sound advice I re
from a lawyer friend who had an arrested case of tuberculosi.
“This friend knew he would have to live a regulated life but this
hasn't stopped him from practicing law, rearing a fine famil

ived many years ago

and

really enjoying life. My friend, who now s seventy-cight years
old, expresses his philosophy in these words: “I'm going to live
until die and I'm not goingto get lfe and death confused. While
T'm on this earth I'm going to live. Why be only half alive? Every
‘minute a person spends worrying about dyings just one minute
that fellow might as well have been dead.”

Ihad toleave at that point, because [ had to be on a certain

plan for Detroit. On the plane the second but much more pleas-
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A person who thinks his job is important

Receives mental sgnals on how to do his job better;

Anda bette job means

More promations, more woney, more pretige, more hap-
piness,

We've all noticed how children quickly pick up the atti
tudes, habits, fears, and preferences of their parents. Whetherit
be food preferences, mannerisms, religious and political views,
or any other type of behavior, the child is a living reflection
of how his parents or guardians think; for he learns through
imitation,

And so do adults! People continue to imitate others
throughout life. And they imitate their leaders and supervisors;
their thoughts and actions are influcnced by these people.

You can check this easily. Study one of your fiends and the
person he works for, and note the similaritis in thinking and
action.

Here are some of the ways your fiiend may imitate his boss
or other associate: slang and word choce, the way he smokes
cigarettes, some facial expressions and mannerisms, choice of
clothing, and automobile preferences. There are many, many
more, of course.

Another way to note the power of imitation is to observe
the attitudes of employees and compare them with those of
the “chief:
associates reflet similar attcudes. But when Ms. Chicf is on top,
fecling good, so are his employees.

“The point is this: The way we thik toward our jobs determines
how our subordinates think toward their jobs.

When the chief is nervous, tense, worried, his close
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t0 achieve the success [ want, but what must 1 do to get these
people to support me and accept my leadership?”

“The answer, wrapped up in one phrase, is think right toward
peaple. Think right toward people, and they will ike and support
you. This chapter shows how.

“Thousands of times daily a scene like this takes place. A
committee. or group is i
names for a promotion, @ new job, a club membership, an

session. ‘The purpose—to consider

honor—someone to be the new company president, the new
supervisor, the new sales manager. A name is placed beforé the
group. The chairman asks, “What is your feeling about so-and-
so”

Comments come forth. For some names there are positive
remarks, such as “He's a good fellow. Peple there speak highly
of him. He has a good technical background, too.”

“Mr. 2 Oh, he's a personable sort of man, very human, |
believe he would fitin well with our group.”

Some names draw negative, lukewarm statements. I think
we should investigate that fellow carefully. He doesi't seem to
get along too well with people.”

“Iknow he has a good academic and technical background;
1 don't question his competence. But I am concerned about the

acceptance he would receive. He doesn't command much respect
from people.”

Now, here is an exceptionally important observation: In
at least wine cases ot o ten, the “lkability” fucto is the first thing
mentioned. And in an overwhelmingly large mumber of cases, the “ik-
ability” factor is given fur more weight than the technical fuctor

‘The above holds true even in selecting scholars for univer-
sity professorships. In my own academic experience I've sat in
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Took on the outside has a lot to do with how you feel on
the inside.

2. Concentrate on your assets. Build a_sell-yourselfto-
yourself commercial and use it. Learn 1o supercharge
yourself. Know your positive self.

3. Put other people in proper perspective. The other person
i just another human being, 5o why be afraid of him?

Think Big Enough to see how good you really are!

an

C. When an Argument or Quarrel Seems Inevitable, THINIC

BIG.
Successfully resist the temptation to argue and quarrel by:
1. Asking yourself, “Honestly now, is this thing really
important enough to argue about?”
2. Reminding yourself, you never gain anything from an
argument but you always lose something,

“Think Big Enough to see that quarrels, arguments, feuds,

and fusses will never help you get where you want to go.

D. When You Feel Defeated, THINK BIG.
It s not possible to achieve large success without hardships a

ind

setbacks. But it is possible to live the rest of your life without

defeat. Big thinkers react to setbacks this way:

1. Regard the setback as a lesson. Learn from it. Research
it. Use it to propel you forward. Salvage something from
every setback.

2. Blend persistence with experimentation. Back off and
startaffesh with a new approach.
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HOW TO USE THE MAGIC OF THINKING BIG IN
LIFE'S MOST CRUCIAL SITUATIONS

“There is magic in thinking big. But it i so casy to forget. When
you hit some rough spots, there is danger that your thinking will
shrink in size. And when it docs, you lose.

Below are some brief guides for staying big when you're
tempted to use the small approach.

Perhaps you'll want to put these guides on small cards for
even handier reference.

A. When Little Peaple Try to Drive You Down, THINK BIG
“Tobe sure, there are some people who want you to lose, to expe-
rience misfortunc, to be reprimanded. But these people can't
hurt you
1. You win when you refuse to fight petty people. Fighting
litle people reduuces you to their size. Stay big.
2. Bxpect to be sniped at. Its proof you're growing,
3. Remind yoursclf that snipers are psychologically sick. Be
Big Feel sorry for them:

you'll remember three things:

“Think Big Fnough to be immune to the attacks of petty
people.

B. When That “I-Haven't-Got-What-It-Takes" Feeling
Creeps Up on You, THINK BIG
Remember: i you think you e weak, you are.If you think you're
inadequate, you are. If you think you're second-class, you are.
Whip that natural tendency to sell yourself short with
these tools:
1. Look important. It helps you think important. How you
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that cancer can be cured will ultimately produce cures for can-
cer. Currenty, there is some tlk of building a tunnel under
the English Channel to connect England with the Continent.
‘Whether this tunnel s ever built depends on whether responsible
people believe it can be buil,

Belief in great results s the driving force, the power behind
all great books, plays, scientific
behind every successful business, church, and py
tion. Belief in success s the one basic, absolutely essential ingte-
dient of successful people.

Blieve, really believe, you can succeed, and you will

iscoveries. Belief in success is

cal organiza-

Over the years I've talked with many people who have
filed in business ventures and in various careers. I've heard a lot
of reasons and excuses for failure. Something cspecially signif-
cant unfolds as conversations with failures develop. In a casual
sort of way the filure drops a remark like “To tell the truth,
1 didn't think it would work” or “T had my misgivings before |
even started out” or "Actually, 1 wasn't too surprised that i did't

work out.”

The “Okay Illgive-i
attitude produces falures.

Disbelief s negative power. When the mind disbelicves
or doubts, the mind attracts “reasons” o support the disbelif.
Doubt, disbelicf, the subconscions will o fil, the not really santing
0 succeed, s responsible for most failures.

“Think doubt and fail

“Think victory and suceced

A young fiction writer talked with me recently about her
‘writing ambitions. The name of one of the top writers in her

don't-thinkit-will-work”

trybut

field came up.
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‘Think Big Enough to see that defeat s a state of mind,
nothing more. |

E. When Romance Starts to Slip, THINK BIG
Negarive, petty, “She’s (He'syunfainto-me sollhget-even” type of
thinking slaughters romance, destroys the afection that can be yours.
Do this when things aren't going rightin the love department:
1. Concentrate on the biggest qualites in the person you
want to love you. Put litle things where they belong—i

second place.
2. Do something special or your mate—and do it often.

Think Big Enough to find the secret to marital joys.

F. When You Feel Your Progress on the Joh Is Slowing Down,
THINK BIG

No matter what you do and regardless of your occupation,
higher status, higher pay come from one thing; increasing the
quality and quantity of your output. Do this:

‘Think, “Lcan do better.” The best s not unattainable. There
is zoom for doing everything better. Nothing in this world is
being done as well as it could be. And when you think, “f can do
better,” ways to do better will appear. Thinking “I can do better”
switches on your creative power:

Think Big Enough to see that if you pur service first,
money takes care of iself.

In the words of Publilius Syrus:

A wise man wil be master of his mind,
Afool willbe s slave.
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Allboys, I'm told, go through the "hat stage.” That is, they
use hats to identify themselves with the person or character they
want to be. I will always rememmber a hat incident with my own
son, Davey: One day he was dead set on being the Lone Ranger,
but he had no 1one Ranger hat.

1 twied to persuade him to substiute another: His protest
was “But, Dad,  can'tthink lik the Lone Ranger withouta Lone
Ranger hat.”

I gave in finally and bought him the hat he needed. Sure
enough, donning the hat, he was the Lone Ranger.

Loften recall that incident because it says so much about the.
effct of appearance on thinking. Anyone who has ever served in
the Army knows a soldier feels and thinks like a soldier when he
isin uniform. A woman feels more like going (o a party when
she s dressed for a party.

By the same token, an executive feels more like an execu
tive when he is dressed like one. A salesman expressed it to me.
this way: *I can'tfeel prosperous—and I have to if I'm going to
make big sales—unless I know 1 look that way”

Your appearance talks to you; but it also talks o others. It
helps determine what others think of you. In theory, it pleas-
ant to hear that people should look at a man's intellect, not his
clothes. But don't be misled. People do evaluate you on the basis
of your appearance. Your appearance i the first bas’s for evalua-
tion other people have. And first impressions last, out of all pro-
portion to the time i takes to form them.

In a supermarket one day I noticed one table of seedlless
grapes marked 15 cents a pound. On another table were what
appeared to be identical grapes, this time packaged in polycthyl-
ene bags and marked 2 pounds for 35 cents.
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the kind of clothing that really makes me feel right and that
causes others to look up to me?”

That question puzzles many people. It plagued me for a
long time. But the answer s really a simple one: Pay twice as
‘much and buy haf s many. Commit this answer to memory. Then
practice it. Apply it to hats,suit, shoes, socks, coats —everything
you wear. Insofar as appearance is concerned, quality is far more
important than quantity. When you practice this principle, you'll
find that both your respect for yourself and the respect of others
for you will z00m upward. And you'll find you're actually ahead

money-wise when you pay twice as much and buy half as many
because:

1. Your garments will st more than twice s long becausc
they are more than twice as good, and as a rule they will
show “quality” as long as they last.

2. What you buy will stay in style longer. Better clothing
always does.

3. You'll get better advice. Merchants selling $200 suits are
usually much more interested in helping you find the gar-
‘ment that is “just right” for you than are merchants selling
$100 suits.

talks to

Remember: Your appearance talks to you and
others. Make certain it says, “Here is a person who has self
respect. He's important. Treat him that way"

You owe it to others—but, more important, you owe it to your-
self—to look your best.
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the correct spelling of their own names! If possible, get his
address and phone number, also.

5. Drop a personal note or make a phone_call to the new
friends you feel you want to know better. This s an impor-
tant point. Most successful people follow through on new
feiends with a letter or a phone call.

6. And last but not least, say pleasant things o strangers. It
warms you up and gets you ready for the task ahead.

Putting these six rules to work s really thinking right about
people. To be sure, it is not the way the average person thinks.
M. “Average” never takes the inidiative in making introductions.
He waits for the other person to introduce himself firs

Take the initiative. Be like the successful. Go out of your

way to meet people. And don't be timid. Don't be afraid to be
unusual.Find out who the other person s, and be sure he knows
who you are.

Recently an associate and I were retained to do a preliminary
sereening of an applicant for an industrial sales job. We found the.
applicant, whom we'llcall Ted, to have some good qualifications.
He was exceptionally intelligent, made a fine appearance, and
seemed to have a lot of ambition.

But we found something that forced us to disqualify him,
at least temporarily, Ted's big limitation was this: he expected
perfection in other people. “Ted was annoyed by many litde
things, like mistakes in grammar, people who were messy with
cigarettes, people who had bad taste in clothes, and 50 on.






index-314_1.png
I

‘mentalstimulation, 119-24, 125
mind
creative thinking, 100125
‘mental broadcasting station,
2013
money, desire o make, 186-90,
191
Mulcahey; Alice, 58-59
Mutrow, Bdward R, 22122

‘names, remembering, 180, 182,
194,198-59

National Sales Bxecutive, Inc., 19

negative thoughts, avoiding, 55,
56-62, 147-55, 199-203

news, broadcasting only good,
17577

observation, importance of, 23-24

optimism, developing, 177

Penney,). C. 67
people
acquiring balanced view of,
6
assocating with stimulating,
119-24,125,157-61, 162
conquering fea of, 6174
diferencesin, 199-201
influencing, 275-82
negativ, 147-55
hinking ght tovard, 193
eading minds wih, 275, 276-82
pep talks,daily, 139-44, 145
persisence, 237, 246-50, 251
personal efficiency, incressing,

127,125, 13237

Pi Sigma Epsilon, 264

Polk, Sol, 205

positve thinking, power of,
17-19,56-38, 77-82

praise, desire for, 182-85, 285,
25788

prestige, desce for, 177

problem solving 38, 216-21, 248-50

professional organizations,
membership in, 121-22

progressive outlook, developing,
105-9, 288-95

‘public speaking, 71-72,91-92, 174

qualiy nstince for, 164

quarrels, avoiding, 92-93, 96, 300,
01

questions, asking, 116-19

caise, oblaining, 18889

rationalization, 149-50

real estate, selling, 82-84, 12021

recognition, desire for 177

Red Gross, 170

respect, winning, 12632

responsibiltes, taking on
additonal, 113-16

retirements, 263-64

Roosevel, Franklin D, 26, 295

Schinder, john 4,
sccretaries, 135, 17980, 190
securty, desie for, 75





index-136_1.png
T80, YOUARE WHATYOUTHINK Yo ARE

Lasked the young fellow at the weighing station, “What's
the difference between the grapes priced at 15 cents a pound and
those priced at two pounds for 35 centst”

“The difference,” he answered, “is polycthylene. We sell
about twice as many of the grapes-in the polycthylene bags.
They look better that way”

‘Think sbout the grape example the next time you're seling
yourself. Properly “packaged,” you have a better chance to make
the sale—and at a higher price.

‘The point
acceptance you willreceive.

the better you are packaged, the more public

“Tomorrow watch who is shown the most respect and cour-
tesy in restaurants, on buses, in crowded lobbies, in stores, and
at work. People look at another person, make a quick and often
subconscious appraisal, and then trcat him accordingly.

‘Welook at some people and respond with the “Hey, Mac” ati-
tude. We look at others and respond with the “Yes,si” fecling,

Yes,a person's appearance definitely talks. The well-dressed
person’s appearance says positive things. It tells people, “Here is
an important person: intelligent, prosperous, and dependable.
‘This inan can be looked up to, admired, trusted. He respects
himself, and I respect him.”

The shabby-looking fellow’s appearance says negative
things. It says, “Here is a person who isn't doing well. He's care-
less, inefficient, nimportant. He's just an average person. He
deserves no special consideration. He's used to being pushed
around.”

When 1 stress “Respect your appearance” in training
programs, almost always I am asked the question “I'm sold.
Appearance s important. But how do you expect me to afford
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Have you ever noticed how people frecze while waiting for
elevators? Unless they are with someone they know, most folks
never say anything to the person standing beside them. One day
Iresolved to do a lttle experimenting,

1 resolved to say something to the stranger who was wait.
ing as 1 was. I kepe track of his reaction twenty-five conseeu.
tive times. And twenty-five times I got back a positive, friendly
response.

Now, talking to serangers may not be very urbane, but most
people like it nevercheless. And herc is the big payoff

‘When you make a pleasant remark to a stanger, you make
himm feel one degree better This makes you feel berter and helps you
relax. Bery time you say something pleasant to another person, you
‘compensate yoursef It like warming up your automobile on a cold
morning

Here are six ways to win friends by exercising just a
little initiative:

1. Introduce yoursclf to others at every possible opportu-
nity—at parties, meetings, on airplanes, at work, every-
where.

2. Be surc the other person gets your name straight.

3. Be sure you can pronounce the other person’s name the
way he pronounces it.

4. Wite: down the other person's name, and be mighty sure
you have it spelled correctly; people have a fetish about
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applicant thinks his present job is important, even though there
‘may be something about it he doesn't like

“Why? Simply this: I the applicant feels his present job is
important, odds are that he wil take pride in his next job, too.
We've found an amazingly close correlation between a person’s
job respect and his job performance.”

Like your appearance, the way you think toward your work

says things about you o your superiors, associates, and subor

nates—in fact, to everyone with whom you come in contact.

A few months ago I spent several hours with a friend who
is personnel director for an appliance manufacturer. We talked
about “building men.” He explained his “personnel audit sys:
tem” and what he had learned from it.

“We have about eight hundred nonproduction people,”
he began. “Under our personnel audit system, an assistant and
1 interview each employee every six months. Our purpose is
simple. We want to learn how we can help him in his job. We
think this is a good practice because each person working with
us is important, else he wouldn't be on the payroll.

“We are careful not to ask the employees any point-blank
questions. Instead we encourage him to talk about whatever he
wants to. We aim to get his honest impressions. After each inter-
view we fill out  rating form on the employee’s atitudes toward
specific aspects of his job.

low, here’s something T've learned,” he went on. “Our
employees fit into one of two categories, group A and group B,
on the basis of how they think toward their jobs.

“The persons in group B talk mainly about security com-
pany retirement plans, sick leave policy, extra time off, what
we'te doing to improve the insurance progeam, and if they will
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You are what you think you are. If your appearance makes
you think you'rc inferior, you are inferior. If it makes you think
small, you are small. Look your best and you will think and act
your best.

THINK YOUR WORK IS IMPORTANT
There's a story often told about the job attitudes of three brick-
layers. Ivs a classic, 50 let's go over it again.

‘When asked, “What are you doing?” the first bricklayer
replied, “Laying brick.” The second answered, “Making $9.30 an
hour” And the third said, “Me? Why, I'm building the world's
greatest cathedral.”

Now, the story doesn't tell us what happend to these brick-
Tayers in later years, but what do you think happened? Chances
are that the first two bricklayers remained just that: bricklayers.
“They lacked vision. They lacked job respect. There was nothing
behind them o propel them forward to greater success.

But you can wager every cent you have the-bricklayer who
visualized himsclf as building a great cathedral did not remain a
bricklayer. Perhaps he became a foreman, or perhaps a contrac-
tor, or possibly an architect. He moved forward and upward.
‘Why? Because thinking docs make it so. Bricklayer number three
was tuned to thought channels that pointed the way to sclf devel-
opment in his work.

Job thinking tells a lot about a person and his potential for
larger responsibil

A fiiend who operates a personnel selection firm said this
to me recently: “One thing we always look for in appraising  job
applicant for  client is how the applicant thinks about his pres-
ent job. We are always favorably impressed when we find that an
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Ted was surprised to learn this fact about himself. But he was
eager t0 get into higher-paying work, and he asked whether there
was anything we could tell him to help overcome his weakness.

‘We made three suggestions:

1. Recogaize the fict that no person is perfct, Some people are
more nearly perfect than others, but no man is absolutely
perfect. The most human quality about human beings is
that they make mistakes, al kinds of themn.

2. Recoguize the fuct that the other fellow has a right to be differ-
ent. Never play God about anything. Never dislike people
because their habitsare different from your own or because
they prefer different clothes, religion, parties, or automo-
biles. You don't have to approve of what another fellow
does, but you must not dislike him for doing it

3. Dot be a reformer. Put a ltle more “live and let live” into
your philosophy. Most people intensely dislike being told
“you're wrong.” You have a right to your own opinion, but
sometimes i’ better to keep it to yourself,

Ted conscientiously applied these suggestions. A few
‘months later he had a fresh outlook. He now accepts peaple for
what they are, neither 100 percent good nor 100 percent bad.

“Besides,” he says, “the things that used 10 annoy the heck
out of me I now find amusing. It finally dawned on me what a
dull world this would be if peaple were all alike and everybody
was perfect
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be asked to work overtime next March as they were last March.
“They also talk a lot about disagrecable features of their job,
things they don't like in fellow workers, and 50 on. People in
group B—and they include close to 80 percent of ll nonproduc-
tion personnel—view theirjobs as  sort of necessary cvil

“The group A fellow sees his job through different glasses.
He i concerned about his fture and wants concrete suggestions
on what he can do to make faster progress. He docsn't expect
us to give him anything except a chance. The group A people
think on a broader scal. They make suggestions for improving
the business. They regard these interviews in my office as con-
structive. But the group B people often feel our personnel audic
system s justa brainwashing afair and they're glad to gt it over
with, )

“Now there’sa way | check atttudes and what they mean to
Job success. All recommendations fo promations, pay incrases,
and special privileges are channcled to me by the employec's
immediate supervisor. Almost invariably, its a group A person
who was recomimended. And again lmost without exception,
problems come from the group B category:

“The biggest challenge i my job," he said, “is to try and
help people move from group 1 to group A. I’ not casy,though,
because unila person thinks hisjob is important and thinks po
tively abou i, he can'tbe helped.”

This is concrete evidence that you are what you think you
are, what your thought power directs you to become. Think
you're weak, think you lack what it takes, think you wil lose,
think you are second-class—think this way; and you are doomed
to mediocriy
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2. Be a comfortable person so there is no strain in being with
you. Be an old:shoe kind of individual.

3. Acquire the quality of relaxed easy-going so that things do
not ruffle you.

4. Don't be egotistical. Guard against the impression that you
Know itall.

5. Cultivate the quality of being interesting so people will get

something of value from their association with you.

6. Study to get the "scratchy” elements out of your personal-
ity, even those of which you may be unconscious.

7. Sincerely attempt to heal, on an honest basis, every mis-
understanding you have had or now have. Drain off your
grievances.

8. Practice liking people until you learn to do so genuinely.

9. Never miss an opportunity to say a word of congratulation
upon anyone’s achievement, or express sympathy in sor-
row or disappointment.

10, Give spiritual strength to people, and they will give genu-
ine affection to you.

Living these ten simple but tremendously powerful “like
people” rules makes President Johnson easier to vote for, easier
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on a considerable number of occasions when names for new
faculty personncl were under question. When a name came up,
the group would weigh most carcfully thoughts such as “Will he
fivin?” “Will students like him?” “Will he cooperate with others
on the staff?”

Unfair? Unacademic? No, If th fellow isn't ikable, he can's
be expected to get through to his students with maximum effec-
tiveness.

Mark this point well. A person is not pulled up to a higher-
level job. Rather, he is Ified up. In this day and age nobody has
time or patience to pull another up the job ladder, degree by pain-
ful degree. ‘The individual is chosen whose record makes him
stand higher than the rest.

‘We are lifted to higher levels by those who know us as lik-
able, personable individuals. Bvery friend you make lifts you just
‘one notch higher. And being likable makes you lighter to It

Successfl people follow a plan for liking people. Do you People
who reach the top don't discuss much their techniques for think:
ing right toward people. But you would be surpriscd how many
really big people have  clear, definite, even writen plan for liking.
people.

Consider the case of President Lyndon Johnson. Long before
he became president, Johnson, in the process of developing his
amazing power of personal persuasion, developed his own ten-
point formula for success. His rules, which even a casual observer
of the president can see are practiced in everything he docs, are
quoted directly:

1. Learn to remember names. Inefficiency at this point may
indicate that your interest s not sufficiently outgoing.
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unfolds, observe how closely your successful friend adheres
to the success principles. Notice also how studying the two
extremes will help you see the unmistakable wisdom of follow-
ing the truths outlined in this book.

Each contact you make with another person gives you
a chance to see success development principles at work. Your
objective is to make successful action habitual. The more we
practice, the sooner it becomes second nature to act in the
desired way.

Most of us have

nds who grow things for a hobby. And
we've all heard them say something like I exciting to watch
those plants grow: Just look how they respond to plant food and
water, See how much bigger they are today than they were last
week”

“To be sure, it is hrilling to watch what can happen when
men cooperate carefully with nature. But it is not one-tenth as
fascinating as watching yourself respond to your own carefully
administered thought management program. It's fun to fecl
yourself growing more confident, more effective, more success-
ful day by day, month by month. Nothing—absolutely noth-
ing—in this lfe gives you more satisfaction than knowing you're
‘on the road to success and achievement, And nothing stands as a

bigger challenge than making the most of yourself.
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apain in the neck. 1 don't know what they're talking about
half the time” or the supervisor who says, “You've got to
expect some unpleasantness on any job. But let me assure
you, the men in the front office are on the ball. They'll do
ight by us”?

Isn't it obvious why many people stay at one level all their
lives? Their thinking alone keeps them there.

An advertising exccutive once told me about his agency's
informal training to “break in” niw inexpericnced men.

“As company policy,” he said, “we feel the best nitial tran-
ing is 10 start the young fellow, who, incidentall, s usually a
college graduate, as a mail boy. We don't do this, of course,
because we fecl a fellow needs four years of college to take mail
from one office to another. Our purpose is to give the new fel
Tow maximum exposure to the many varied things which must
be done in agency work. Afier he knows his way around, we give
him an assignment.

“Now, occasionally, even after we've carcfully explained
why we're starting him out n the mail room, a young ellow feels
that carrying the mai is belitling and unimportant. When this
i the case, we know we've picked the wrong man. If he doesn't
have the vision to see that being a mal boy is a necessary, practi-
cal step to important assignments, then he has no future in the
agency business.”

Remember, executives answer the question What would e
o on that specfic lvel? by first answering the question What kind
of job s he doing where he s now?

Here is some logic, sound, straight, and casy. Read it at least
five times before you go on:
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same d-
would like to get your business back. I'm going to tell Santa to be.
real good to you this year” If 1 hadn't sent their booze back, the
fiestthing that so-and:so would've said to me next time he's n is
Tl bet you enjoyed our gift, didn't you?

Friendship can't be bought. And when we try, we lose in
w0 ways:

salesman was n here and had the gall to say, Tsure

1. We waste money.
2. We create contempt.

Take the initiaive in building friendships—leaders abways do.
' casy and natural for us to tell ourselves, “Let him make the.
first move.” “Let them call us.” "Let her speak firs.”

¢ casy, too, virtually to ignore other people.
it's casy and natural, but it isn't right thinking toward
people. If you follow ghe rule of letting the other person build

Yes,

the foundation for friendship, you may not have many friends.

Actually,it's a mark of real leadership to take the lead in
getting to know people. Next time you are in‘a large group,
observe something very significant: the most important person pres-
ent s the one person mst active in introdicing himself.

Ies always a big person who walks up to you, offers his
hand, and says, “Hello, I'm Jack R." Digest this obscrvation for a
moment, and you'll discover the reason the fellow is important
is that he works at building frendships.

Think right toward people. As a friend of mine expressesit,
“I may not be very important to him, but he’s important to me,
“That’s why I've got to get to know him.” '
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But think instead, I an important. I do have what it takes. Lam.
a firsteclass performer. My work is important. Think this way, and
you're headed st

“The key to winning what you want lies in thinking posi-
tively toward yourself. The only real basis other people have for
judging your abilties is your actions. And your actions ar con-
trolled by your thoughts.

You are what you think you are.

‘Wear the shoes of a supervisor for a few moments and ask

yourself which person you would recommend for a raise or a
promotion:

1. The secretary who, when the executive is out of the office,
spends her time reading magazines or the secretary who
uses such time to do the many licle things that help the
exceutive to accomplish more when he returns?

2. The employee who says, “Oh well, I can alviays get another
Job. I they don'tlike the way I do my work, 'l just quit”
or the employee who views criticism constructively and
sincerely tries to do higher.quality work!

3. The salesman who tells a customer, “Oh, T just do what
they tell me to do. They said come out and see if you need
anything” or the salesman who says, “Mr. Brown, I'm here
to help you™

4. The foreman who says to an employee, “To tell you the
truth, 1 don'tlike my job much. Those guys up top give me.
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10 support in Congress. Living these ten rules makes President
Johnson easier to if.

Reread these rules again. Notice that there’s no geteven
philosophy here. There’s no let-the-other-fellow-come-to-me-to-
pach-updifferences. There's no know-itall-other-people-are-
stupid,

Big people, those on top in industry, the art, sciences, and
politics, are human, warm. They specialize in being likable.

But dow' try to buy friendship; it's notforsal. Giving gifes is 2
‘wonderful practice if the giftis backed up with genui
aliking to give and liking for the person to whom it s given. But
without real sincerity, the gift i often regarded as nothing more
than a payoff or a bribe.

Last year, just a few days before Christmas, I was in the
office of the president of a mediumsized trucking firm, Just as
T was about to leave, in marched a delivery man with a gift of
liquid refreshment from a local tire-recapping firm. My friend
was obviously provoked and, with a certain amount of chill in his
voice, asked the delivery man to return the gift to its sender.

After the delivery man lefi, my fiiend hastencd to explain
to me: “Don't misunderstand.  like to give gifs and 1 like to get
them.”

“Then he named a number of gifts he had already received
from business iiends that Christmas.

“But,” he went on, “when the gift is just an autempt to get
‘my business, an obvious bribe, 1 don't wanti. I quit doing business
with that firm three months ago because their work isnt what it
should be and I don't like the employees. But their salesman keeps
on calling.

“What burns me,” he continued, s that last week that

sincerity,
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American Insitute of Men's and Boys” Wear: This slogan deserves
to be framed in cvery offce, restroom, bedroom, office, and school-
room in America. In one ad a policeman speaks. He says:

You can usualy spot & wrong kid ust by the way he looks.
Sure ' unfair, but t's @ fact: peope today judge a young-
sterby appearance. And once they've tabbed a bo, it's tough
tochange their minds about i, ther atitude toward him.
Look at your boy. Look at him through his teacher’ eyes,
‘your neighbors” eyes. Could the way he looks, the clothes
e wears, give them the wrong impression? Are you malking
sure e Tooks right, dresses right, everywhere he goes?

“This advertisement, of course, refers primarily to children.

But it can be applied to adults as well in the sentence begi
ning with look, substitute the word yoursel for him, your for s,
superior’s for teachers, and associates’ for neighbors’, and reread the
sentence. Laok at yourself throtgh your superiors eyes, your associ-
ates”eyes.

Itcosts o el to be neat. Take the slogan lteraly Interpret
it t0 say: Dress right it ahvays pays. Remember: look important
because it helps you to think important

Use clothing as a tool to lf your spirt, build confidence. An
old psychology professor of mine used to give thisadvice to students
onlast minutc preparations for final examinations: “Dress up for this
important exam, Geta new tie. Have your suit pressed. Shine your
shoes. Look sharp because it will help you think sharp”

“The professor knew his psychology. Make no mistake about
it. Your physical extesior affects your mental interior. How you
Took on the outside affects how you think and fecl on the inside.
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For thinking regulates actions. If a man fecls inferior, he acts that
way, and no veneer of cover-up or bluff will hide this basic ecling
for long, The person who fecls he isn't important, sn'.

On the other side, a felow who really thinks he s equal to
the task, is

To be important, we must think we are important, really
think so; then others will think so too. Here again is the logic:

How you think determines how you act
How you act in turn determines:
How others reactto you.

Like other phases of your personal program for success, wi
ning respect is fundamentaly simple. o gain the respect of others,
you mustfirst think you deserve respect. And the more tespect you
have for yoursel, the more respect others will have for you. Test this
principle. Do you have much fespect for the fellow on skid row? OF
course not. Why? Because the poor fellow doesn't respect himself.
He's letting himself rot away from lack of selfrespect.

Selfrespect shows through in everything we do. Lets focus
our attention now on some of the specific ways we can inerease
selfrespect and thereby earn more respect from others.

LOOK IMPORTANT—IT HELPS YOU
THINK IMPORTANT
Raule: Remember, your appearance “talks.” Be sure it says posi-
tive things about you. Never leave home without fecling certain
you look like the kind of person you want to be.
‘The most honest advertiserent ever appearing in print s the
“Dress Right. You Can't Afford Not Tol” slogan sponsored by the
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obscrved that the highest morale was not found in units where
commanders were “easy,” “relaxed,” and “lackadaisical.” Crack
units were led by officers with high standards who enforced mil
tary regulations fairly and properly. Military personnel simply do
not respect and admire officers with low standards

College students, too, ake their cue from the examples set
by the professors. Students under one professor cut classes, copy
term papers, and connive in various ways to pass without serious
study. But the same students under another professor willingly
work extra hard to master the subject.

In business situations we again find individuals pattérning
their thinking after that of the superior. Study a group of employ-
es closely. Obscrve their habits, mannerisms,attitudes toward the
company, exhics,self control. Then compare what you find with the
behavior of their superior, and you discover amazing similaitis.

Byery year many corporations that have grown sluggish
and are headed downward are rebuilt. And how? By changing
a handful of executives at the top. Companies (and colleges and
churches and clubs and unions and all other types of organiza-
tions) are successfully rebuilt from the top down, not from the
bottom up. Change the thinking at the top, and you automati-
cally change the thinking at the bottom.

Remember this: when you take over the leadership of a
group, the persons in that group immediately begin to adjust
themselves to the standards you set. This is most noticeable dur-
ing the fist few weeks. Their big concern s to clue you in, zero
you in, find out what you expect of them. ‘They watch every
move you make. They think, how much rope will he give me?
How does he want it done? What does it take to please him?
What will he say i 1 do this or that?
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share praise, your subordinates know you sincerely appreciate
their value.

Here's a daily exercise that pays off surprisingly well. Ask
yourself every day, “What can I do today to make my wife and
family happy?”

“This may scem almost too simple, but it is amazingly effec-
tive. One evening, as part of a sales training program, I was dis-
cussing “Building the Home Environment for Selling Success.”
Toillustrate a point, L asked the salesmen (who were all martied),
“When was the last time, aside from Christmas, your wedding
anniversary, or her birthday, that you surprised your wife with a
special gift”

Even I was shocked at the answers. Of the thirty-five sales-
‘men, only one had surprised his wife in the past month. Many of
the group answered “between three and six moriths.” And overa
third said, “T can’t remember.”

Imagine! And some men wonder why their wives no longer
treat them like Mr. King with a crown!

I wanted to impress these salesmen with the power of the
thoughtful gifi. The next evening 1 arranged to have a florist
appear just before the close of the session. I introduced him and
leveled with them: “I want each of you to discover what a little
unexpected remembrance will do to build a better home environ-
‘ment. I've arranged with the florist for cach of you to get a fine,
longstemmed red rose for just 50 cents. Now if you don't have 50
cents, or if you think your wife isn't worth that [they laughed], Il
‘buy the flower for her myself. All 1 ask is that you take the rose to
your wife and then tomorrow evening tell us what happened.

“Don't, of course, tell her how you came to purchase this
rose for her”





index-29_1.png
BELIEVEVOU GANSUCGEED MDYOUWILL 23

do it This book will be your guide, but only you can understand
yourself, Only you can command yourself to apply this training.
Only you can evaluate your progress. Only you can bring about
corrective action should you slip a littl. In short, you are going
€0 train yourself to achieve bigger and bigger success.

You already have a fully equippéd laboratory in which you
can work and study. Your laboratory isall around you. Your labo-
ratory consists of human beings. This laboratory supplics you
with every possible example of human action. And there is no
it to what you can learn once you see yourself as a scientist
in your own lab. What's more, there is nothing to buy. There is
R0 tent to pay. There are no fees of any kind. You can use this
laboratory as much as you like for fre.

s dircctor of your own laboratory, you will want o do
what every scientist does: observe and experiment.

Isn't it surpris
little about why people act as they do even though they are sur-
rounded by people all their lives? Most people arc not trained
observers. One important purpose of this book s to help you

i t0 you that most people understand so

train yourself o observe, o develop decp insight into human
action. You'll want to ask yourself questions like “Why is John so
successful and ‘Tom just getting by?” “Why do some people have
many friends and other people have only few friends?” “Why
will people gladly accept what one person tells them but ignore

another person who tells them the same thing?”
Once trained, you will learn valuable lessons just through
the very simple process of observing.
Here ate two sp

al suggestions to help you make yourself
a trained observer. Select for special study the most successful
and the most unsuccessful person you know. Then, as the book





index-18_1.png
12 BELIEVEYOU GAN SUGGEED ANOYOU WILL

means and how-to. And believing you can succeed makes others
place confidence in you.

Most people do not put much stock in belief. But some, the
residents of Successfulville, US.A., do! Just a few weeks ago a
friend who is an official with a state highway departmentin a mid-
western state related a “mountain-moving” experience to me.

“Last month,” my friend began, “our department sent

s to a number of engineering companies that we were
authorized to retain some firm to design cight bridges as part of
our
cost of $5,000,000. The engineering firm selected would get a +
percent commission, or $200,000, for is design work.

“I talked with twenty-one engineering firms about this.
“The four largest decided right away to submit proposals. The
other seventeen companies were small, having only three to
seven engineers each. The size of the project scared off sixteen

ighway-building progeam. The bridges were to be builtata

of these seventeen. They went over the project, shook their
heads, and said, in efect, ‘It's too big for us. 1 wish [ thought we
could handle it, but it’s no use cven trying.”

“But one of these small firms, a company with only three.
engineers, studied the plans and said, ‘We can doit. We'll submit
a proposal” They did, and they got the job."

Those who believe they can move' mountains, do. Those
who believe they can’t, cannot. Belief triggers the power to do.

Actuall,in these modern times beliefis doing much bigger
things than moving mountains. The most essential element—in
fact, the essential element—in our space explorations today is
belief that space can be mastered. Without firm, unwavering
belief that man can travel in space, our scientists would not
have the courage, interest, and enthusiasm 1o proceed. Belief
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Once they know, they act accordingly:
Check the example you set. Use this old but everaccurate
+ quatrain as a guide:

What kind of world
wold s world b,
I everyone init
were just ke me?

To add meaning (o this selfimposed test, substitute the
word company for world so it reads:

What kind of company
would this company be,
If everyone in it

were just like me?

Insi

lar fashion, ask yourself what kind of club, commu-
nity,school, church would i be if everyone in it acted like you.
“Think, talk, act, live the way you want your subordinates to
think, talk, act,live—and they will
Overa period of time, subordinates tend to become carbon
copies of their chief. The simplest way to get high-level perfor-
mance is to be sure the master copy is worth duplicating

Am | a Progressive Thinker? Checklist
A Do I Think Progressively Toward My Work
1. Do 1 appraise my work with the “how can we do it bet.
ter?” atituder
2. Do I praise my company, the people in t, and the prod-
ucts it sells at every possible opportunity?
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travel, irregular hours, and other inconveniences which are part
of selling, a family that will help the salesman over those inevi-
table rough spots.”

Executives today realize that what happens on weekends
and between 6 pav. and 9 . directly affects a person's perfor-

mance from 9'a.. 0 6 P, The person with a constructive off
thejob lfe nearly always is more successful than the person who
lives n a dul, dreary home situation.

Let's look in on the traditional way two co-workers, John
‘and Milton, spend their weekends. Let's look, t0o, at the ultimate
results,

Joh's psychological diet on weekends is something like this:
Usually, one evening is spent with some carefully selected, inter-
esting friends. Another evening is generally spent out: perhaps at
2 movie, a civic or community project, or some friends’ house.
John devotes Saturday morning to Boy Scout work. Saturday
afternoon he does errands and chores around the house. Often
he works on some special project. Currently ic’s building a patio
in the backyard. On Sundays John and his family do something
special. One Sunday recently they climbed a mountain; another
Sunday they visited a museum. Occasionally they drive into the
nearby countryside, for John wans to buy some country prop-
erty in the not-too-distant future.

Sunday evening is spent quictly. John usually reads a book.
and catches up on the news.

Wrapped up, John's weekends are planned. His many
refteshing activities keep boredom locked out. John gets plenty
of psychological sunshine.

Milton's psychological dietis much less well balanced than
John's. His weckends are unplanned. Milton is usually pretty
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MAKE IT A RULETO SEEK ADVICE FROM PEOPLE
WHO KNOW

There's a lot of incorrect thinking that successful people are
inaccessible. The plain truth is that they are not. As a rule, i’ the
more successful people who are the most humble and ready to
help. Since they are sincerely interested in their work and success,
they are eager to see that the work lives on and that somebody
capable succceds them when they retie. It's the "would-be-big"
people who are most ofien the most abrupt and hard to get to
know.

An executive made this clear: “T'm @ busy woman, but
there's no Do Not Disturb sign on my office door. Counseling
people is one of my key functions. We give standardized train-

ing of one kind or another (0 everybody in the company. But

personal counsel

for the asking.
“I stand ready to help the fellow who comes in here with

cither a company or  personal problem. The fellow who dis

g or ‘ttoring, as 1 like to call it is available

plays curiosity and exhibits a real desire to know more about his
job and how it relates to other jobs is the individual ke most
to help.
“But” she said,
offering advice to anybody who st sincere in secking
Go first class when you have questions. Seeking advice from
a failire s like consulting a quack on how to cure cancer.

“for obvious reasons, I can't spend time.

Many exccutives today never employ persons for ey jobs with-
out first interviewing the fellow’s wife. One sales executive
explained to me, °T want to be sure the prospective salestman has
his family behind him, a cooperative family that woirt object to
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Casual observers will sa
the ball than Milton.”

But those of us who know will explain that much of the
differencein job performance s the result of the difference in the

“Well, 1 guess John has more on

‘mind food consurmed by the two fellows.

Bvery farmer in the corn belt knows that if he puts plenty
of fertllizer with his com, he's going to get a bigger yield.
“Thinking t00 must be given additional nourishment if we want
t0 get better results.

My wife and 1, along with five other couples, spent a won-
derful evening last month as guests of a department store execu-
tive and his wife. My wife and I lingercd just a litle longer than
the others, $0 T had a chance to ask our host, whom I know well,
a question that had been in my mind all evening, “This was really
 wonderful evening,” 1 said, "but I'm puzzled about one thing, Id
expected to meet mainly other retailing cxecutives here tonight,
Butyour guestsall represented different fields. There was a writer,
adoctor, an engineer, an accountant, and a teacher.”

He smiled and said, “Well, we often do entertain retailing
people. But Helen and I find its very refreshing to mix with peo.
ple who do something clse for a living. I'm aftaid i we confined
our entertaining to people who have only intercsts similar to our
own, we'd find ourselves i the old, well-known rut.

“Besides,” he went on, “people are my business. Every day
thousands of people of every occupational group imaginable
our store. The more I can learn about other people—thei

ideas, interests, viewpoints—the better job 1 can do in giving
them the merchandise and service they want and wil buy.”

Here are a few simple “do’s” to help make your sacial envi-
ronment fist class:





index-164_1.png
150 HANAGE YOUR ENVIRDWAENT GO FIRST CLASS

“tired” on Friday night, but he goes through the motions of
asking his wife, “Want to do anything tonight?” but the plan
dies there. Rarely do Milton and his wife entertain, and rarely
are they invited out. Milton sleeps late on Saturday morning,
and the rest of the day is taken up with chores of one kind or
another. Saturday night Milton and his family usually go to a
‘movie or watch TV (“What else is there to do?”). Milton spends
‘most of Sunday morning in bed. Sunday afternoon they drive
over to Bill and Mary’s or Bill and Mary drive over to see them,
(Bill and Mary are the only couple Milton and his wife visit
regularly)

Milton's entire weekend is marked by boredom. By the time
‘Sunday evening rolls around, the whole family is on each other’s
nerves as a result of “cabin fever.” There are no knock-down,
drag-out fights, but there are hours of psychological warfare.

Milton’s weckend is dull, dreary, boring. Milton gets no
‘psychological sunshine.

Now, what's the effect of these two home environments on
John and Milton? Over a period of a week or two there probably
is no perceptible effect. But over a period of months and years
the effect is tremendous.

John's environmental pattern leaves him refreshed, gives
him ideas, tunes up his thinking. He's like an athlete being fed
steak.

Milton's environmental pattern leaves him psychologically
starved. His thinking mechanism is impaired. Fe's like an athlete
being fed candy and beer.

John and Milton may be on the same level today, but there
will gradually be a wide gap between them in the months ahead,
‘with John in the lead position.
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youselect petty thinkers as your close fiiends, you'll gradu-
ally develop into a petty thinker yourself

‘We're a poison-conscious nation—body poison, that is.
Every restaurateur is on guard against food poisoning, Just
acouple of cases of it, and his patrons won't come near his place.
We've got tons of laws to protect the public against hundreds
of body poisons. We put—or should put—p

isons on the top
shelves 5o the kids can't reach them. We go to any extreme to
avoid body poison. And i’s good that we do.

But there’s another type of poison perhaps a little more
insidious—thought poison —commonly called “gossip.” Thought
poison differs from body poison in two ways. It affects the mind,
not the body, and is more subtle. The person being poisoned usu-
ally doesn't know it.

“Thought poison is suble, but it accomplishes “big” things.
It reduces the size of our thinking by forcing us to concentrate
on petty, unimportant.things. It warps and twists our thinking
about people because it is Gased on a distortion of facts, and it
createsa guiltfeeling in us that shows through when we meet the
person we've gossiped about. Thought poison is 0 percent right
thinking it s 100 percent wrong thinking.

And contrary to lots of opinion, women have no exclusive
franchise on gossip. Bery day many men, too, liv in a partially
poisoned environment. Every day thousands of gossip fests
staged by men take place on such-topics as “the boss's marital
“Bill's politicking to get ahead in busi-
ness’; “the probability of John being transferred’; “the reasons
for special favors being awarded Tom”; and “why they brought
inthat new man.” Gossiping goes something ke this: “Say, Ljust

or financial problems’
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Again, put service first, and money takes care of itself

The waiteess who concentrates on giving the best possible
service needn't worry about tips; theyll be there. But her coun-
terpart who overlooks the empty coffee cups ("Why refll them?
“They don't look like tippers.”) won't find any gratuitie.

The secretary who resolves to make those letters look better
than the boss expects will o al ight on future paychecks. But the
secrecary who thinks, “Why worry about a few smudges? What
do they expect for $65 a week”—she is stuck at $65 a week.

The salesman who gives full service to an account need
harbor no fears he'll lose the account.

Here is a simple but powerful rule that will help you to
develop the putservice.
they expect to ge. Bach 1
a money seed. Volunteering to work late and get the department
out of a tight spot is a money seed; giving customers exira ser-

rstattitude: Abvays give people more than
de extra something you do for others i

vice is a money seed because it brings customers back; advancing
anew idea that will increase eficiency is a money seed.

Money seeds, of course, grow money. Plant service and
harvest money.

Spend some time each day answering this question: “How
can 1 give more than i expected of mer” ‘Then apply the
answers.

Put service first, and money takes care of itself.

In quick recap, grow attitudes that will carry you forward
o success.

1. Grow the “T'm activated” attitude. Results come in propor-
tion to the enthusiasm invested. Three things to do-to acti
vate yourself are:





index-304_1.png
268 HOWTOTHINK LIKE A LEADER,

Managed solitude pays off
One day recently an associate of mine reversed her stand
completely on a troublesome issue. I was curious to know why
she had switched her thinking, since the problem was very basic.
Her answer went like this. “Well, I haven't been at all clear in my

mind as to what we should do. So I got up at 3:30 this morning,
fixed a cup of coffee, and just sat on the sofa and thought until
7 a1 see the whole matter a lot clearer now. So the only thing
for me 10 do s reverse my stand.”

And her new stand proved completely corret.

Resolve now to set aside some time each day (at least thitty
minutes) to be completely by yourself.

Perhaps carly in the morning before anyone clse s stirring
about would be best for you. Or pechaps ate in the evening would
be abetter time. The important thingis to select a time when your
mind s fresh and when you can be free from distractions.

You can use this time to do two types of thinking: directed
and undirected. To do directed thinking,review the major prob-
lem facing you. In solitude your mind will study the problem
objectively and lead you'to the right answer.

“To do undirected thinking, just let your mind sclect what
it wishes to think about. In moments like these your subcon-
scious mind taps your memory bank, which in turn feeds your
conscious mind. Undirected thinking is very helpful in doing self-
evaluation. It helps you get down to the very basic maters like
“How can T do better? What should be my next mover”

Rémember, the main job of the leader i thinking, And the
best preparation for leadership is thinking. Spend some time in
‘managed solitude every day and think yourself to success.
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1. Do circulate in new groups. Restricting your social environ-
ment to the same small group produces boredorn, dullness,
dissatisfaction; equally important, remember that your
success-building program requires that you become an
expert in understanding people. Trying to learn al there is
t0 know about people by studying one small group is like
trying to master mathematics by reading one short book.

Make new fiiends, join new organizations, enlarge your
social orbit. Then too, variety in people, ike variety in any-
thing else, adds spice to life and gives it a broader dimen:
sion. I’ good mind food.

2. Do select friends who have views different from your own.
In this modern age, the narrow individual hasn't much
future. Responsibility and positions of importance gravi-
tate to the person who s able to see both sides. IF you're
2 Republican, make sure you have some fiiends who are
Democrats, and vice versa. Get to know people of different
religious faiths. Associate with opposites. But just be sure
they are persons with real potential.

3. Do select friends who stand above petty, unimportant
things. Folks who are more concerned with the square foot:
age of your home or the appliances you have or don't have
than with your ideas and your conversation are inclined
10 be petty. Guard your psychological environment. Select
friends who are interested in positive things, friends who
really do wan to see you succeed. Find friends who breathe
encouragement into your plans and ideals. If you don's, if
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“Why, the way he acted,” E H. continucd, “you'd think 1
was asking for charity. All he would say is ‘When your record
shows that you deserve more money, you'll get more money.”

“Sure, I could do a better job if they paid me for it, but only
a fool does something he isn't paid for.”

EH_ is an example of the breed that s blind to the “how”
of making money. His last remark sums up his mistake. In cffect,
E H. wanted the company to pay him more and then he would
produce more. But this s not how the system works. You don't
get a raise on the promise of better performance; you get a raise
only by demonstrating better performance. You can't harvest
‘money unless you plant the seeds that grow money. And the seed
of money i service.

Put service first, and money takes care of isclf,

Consider which producers make the money from movics.
‘The get-rich-quick producer proceeds to make a picture. Putting
money ahead of entertainment (service), he cuts corners every-
‘whete. He buys a poorly written script and employs second-rate
witers to adapt it. In employing actors, arranging sets, even
recording sound, he puts money first. ‘This producer thinks the
‘moviegoer is a sucker, someone who can'ttell good from bad.

But the get-rich-quick producer seldom does get rich quick.

~There never is a bandwagon movement to buy anything second-
class, especially when i
‘The producer who enjoys the largest profits from pictures

given a firstclass price.

puts entertainment ahead of money. Rather than chisel the
moviegoer, he does everything possible to give people more and
better entertainment than they expect to get. The resul: people
like the movic. It gets talked about, It gets good reviews. And it
makes money:
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He keeps his own mind blacked out. He is, psychologically,
scared of his own thoughts. As time goes by, Mr. kcan'tstand-
to-be-alone grows increasingly shallow. He makes many ill-con-
sidered moves. He fails to develop firmness of purpose, personal
stability. He is, unfortunately ignorant of the superpower lying
unused just behind his forehead.

Don't be a M. Fean'tstand-to-bealone. Successful leaders
tap their superpower through being alone. You can, too.

Lets see how.

‘Aspartof aprofessional development program T asked thiteen
trainees to coset themselves for one hour each day for two weeks.
“The trainces were asked to shut themselves off from all distractions
and think constructively about anything that came to mind.

At the end of two weeks each trainee, without exception,
reported the experience proved amazingly practical and worth-
while. One fellow stated that before the managed solitude
experiment he was on the verge of a sharp break with another
company exccutive, but through clear thinking he found
the source of the problem and the way to correct it. Others
reported that they solved problems relating to such varied
things as changing jobs, marriage difficultes, buying a home,
and selecting a college for a teenage child,

Bach trainee enth

tically reported that he had gained a
‘much better understanding of himself—his strengths and weak-
nesses—than he had ever had before.

“The trainees also discovered something else that s tremen-
dously significant. They discovered that decisions and observations
made alone in managed solitude have an wncanny way of being 100
percent rght The trainces discovered that when the fog is lfied,
the right choice becomes crystal lear.
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1. Do I spread rumors about other people?
2. Dol always have good things to say about others?
3. Do 1like to hear reports of a scandal?

4. Do judge others only on the basis of facts?

5. Do T encourage othess to bring their rumors to me?

6. Dol precede my conversations with “Don't tell anybody"?

7. Do T keep confidential information confidential?
8. Do I feel gilty about what I say concerning other people?
The right answers are obvious.
Meditate on this thought for just 2 moment: Taking an ax

and chopping your neighbor's furniture to picces won't make
your furnitute-look one bit better; and using verbal ases and

grenades on another person doesn't do one thing to make you a
better you or me a better me.
Gofirs class: thatis an excellent rule o follow in everything you
do, including the goods and services you buy. Once, to prove the
ing, Lasked a group
of trainees to give one example of how they had been penny-
wise and pound-foolish. Here are some sample replics:
“Iboughta low-priced st from an offbeat retailer. Thought
1got a bargain, but the suit was simply no good.”

unconditional truth of the go-frst class thi
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HERE 15 A BASIC rule for winning success. Let's mark it in the
mind and remember it, The rule is: Success depends on the support
of other peopl. The only hurdle between you and what you want
tobe s the support of others

Look atit this way: an executive depends on people to carry.
out his instructions. If they don't, the company president will fire
the executive, not the employees. A salesman depends on people
0 buy his product, If they don't, the salesman fail. Likewise, a col-
lege dean depends on professors to carry forward his educational
program; a politician depends on voters o elect him; a writer
depends on people to read what he writes. A chain store magnate
20t {0 be a chain store magnate because employees accepted his
leadership and consumers accepted his merchandising program.

There were times in history when a person could gain a
position of authority through force and hold it with force and/or
threats of force. In those days a man either cooperated with the
“leader” or risked lterally losing his head.

But today, remenmber, a person either supports you willngly
or he doesn't support you at all

Now its time to ask, “Granted, | depend on others in order
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heard ... no, why ... well, it doesn't surprise me ... he had it
coming to him ... of course, this is confidential ...

Conversation is a big part of our psychological environ-
ment, Some conversation is healthy. It encourages you. It make.
you feel like you're taking a walk in the warm sunshine of a
spring day. Some conversation makes you feel like a winner.

But other conversation is more like walking through a pol-
sonous, radioactive cloud. It chokes you. It makes you feel ll. It
turns you into a loser:

Gossip is just negative conversation about people, and the
victim of thought poison begins to think he enjoys it. He seems
10 get a form of poisoned joy from talking negatively about

others, not knowing that to successful people he is becoming

increasingly unlikable, and unreliable.

One of these thought-poison addicts walked into a conversa-
tion some fiiends and I were having about Benjamin Franklin. As
s00n as M. Killjoy learned the topic of our chat, he came through
with choice bits about Franklins personal life, in a negative way.
Peshaps i€’ true that Franklin wasa character in some ways and he
might have made the scandal magazines had they been around in
the eighteenth century But the point i, Benjamin Franklin's per-
sonal life had 1o bearing on the discussion at hand, and I couldn't
help being glad that we weren' discussing somebody whom we
Knew intimately.

“Talk about people? ¥es, but stay on the positive side.

Let's make one point clear: Not all conversation is gossip.
Bull sessions, shop talk, and just “batting the breeze” are neces-
sary at times. They serve a good purpose when they are con-
structive. You can test your proneness to be a gossiper by taking
this test:
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Dig into it deeper. When you find yourself unin-
terested in something, dig in and learn more
about i, This sets off enthusiasm.

Life up everything about you: your smile, your
handshake, your talk, even your walk. Act
alive,

Broadcast good news. No'one ever accomplished
anything positve telling bad news.

2. Grow the “You are important” attitude. People do more for
you when you make them feel important. Remember to do

these things:

Show appreciation at every opportunity. Make
people feel important.
Call people by name

3. Grow the
care of itself. Make it a rule in everything you do: give
people more than they expect to get.

ervice first” attitude, and watch money take
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SUMMARY
To be a more effective leader, put these four leader-
ship principles to work

1. Trade minds with the people you want to influence. Ifs
easy to get others to do what you want them to do if you'll
see things through their eyes. Ask yourself this ques
before you act: “What would I think of this if I exchanged
places with the other person?”

2. Apply the “Be-Human” rule in your dealings with others.
Ask, “Whatis the human way to handle this?” In everything
you do, show that you put other peopl first.Just give other
people the kind of treatment you like to receive. You'll be
rewarded.

3. Think progress, believe in progress, push for progress. Think
improvement in everything you do. Think high standards in
everything you do. Over a period of time subordinates tend to
become carbon copies of their chief. Be sure the master copy is
worth duplicating, Make this a personal resolution: “At home,
at work, in community e, f it progress I'm for it.”

4. Take time out to confer with yourself and tap your supreme
thinking powér. Managed solitude pays off, Use it to release
your creative power. Use it to find solutions to personal and
business problems. S0 spend some time alone every day just
for thinking. Use the thinking technique all great leaders
use: confer with yourself.

EY
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“My car needed a new automatic transmission. Took it to
an alley garage that agreed to do the job for 525 less than an
authorized dealer, ‘The new’ transmission listed 1,800 miles.
And the garage wouldn't make it right.”

“For months 1 ate at a real greasy spoon trying o save
‘money. The place wasn't clean, the food wasn't good, the ser-
vice —well, you couldn't cal it that—and the clentele was a
bunch of down-at-heel-ers. One day a fiiend persuaded me to
Join him for lanch at one of the best restaurants in town. He
ordered the businessman's lunch, so 1 did too. I was amazed at
what I got: good food, good service, good atmosphere, and for
just a little more than 1 had been payi

ng at the greasy spoon. I
learned a big lesson.”

“There were many other replics. One fellow reported that he
got in touble with the Burcau of Internal Revenue because he
used a “bargain” accountant; another went to a cut-rate doctor
and later learned he had received a completely wrong diagnosis.
Others related the costs of going second class in home repairs,
hotels, and other goods and services.

Of course, I've heard the argument many times “but 1
can't afford t© go first class” The simplest answer is: you can-
not afford to go any other way. Certainly in the lorig run, going
frst class actually costs you less than going second class. Then,
€00, it’s better to have fewer things and have quality than to have
many things and have junk. I¢s better, for example, to have one
seally good pair of shoes than to have three pairs of second-class
shoes.

People rate you for quality, often subconsciously perhaps.
Develop an instinct for quality. It pays. And it costs no more,
often costs less, than second class.
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WANT TO MAKE MONEY? THEN BET THE
PUT-SERVICE-FIRST ATTITUDE
1 perfectly natural—in fact, s highly desirable—to want to
‘make money and accumulate wealth. Money is power to give your
family and yourself the standard of living they descrve. Moncy is
power t0 help the unfortunate. Money is one of the means to iv-
ing life fully

Once criticized for urging people to make money, the great
minister Russel H. Conwell, author of Acrs of Diamonds, said,
“Money printed your Bible, money builds your churches, money
sends your missionaries, and money pays your preachers, and
you would not have many of them, cither, if you did not pay
them.”

“The person who says he wants o be poor usualy suffrs from
a guilt complex or a feeling of inadequacy. He'slike the youngster
who feels he can't make As in school or make the football team, so
he pretends he doesn't want to make As or play football.

Money, then, isa desirable objective. What's puzzling about
‘money is the backward approach so many people use in trying
to make it. Bverywhere you see people with a “money-first”
autitude. Yet these same people always have litde money. Why?
Simply this: People with a money-first attitude become so money
conscious that they forget money can't be harvested unless they
plant the seeds that grow the money:

And the seed of money is service. That's why “put service
fist” s an attitude that creates wealth. Put service first, and
money takes care of itself.

One summer. evening I was traveling by car through
Cincinnati. It was time for a gasup. I stopped at an ordinary-
Tooking but surprisingly busy service station.
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3. Are my personal standards with reference to the quan-
tity and quality of my output higher now than three or
six months ago?

4. Am 1 setting an excellent example for my subordinates,
associates, and others I work with?

B. Dol Think Progresively Toward My Fanily>

1.1s my family happier today than it was three or six
‘months ago?

2. Am [ following  plan to improve my family's standard of
living?

3. Does my family have an ample variety of stmulating
activties outside the home?

4.Do I set an example of “a progressiv,” a supporter of
progtess, for my children? -

C. Do Think Progressively Toward Myself?

1. Can I honesty say 1 am a more valuablé person today
than three or six months ago?

2. Am 1 following an organized selfimprovement program
to increase my value to others?

3. Do Thave forward-looking goals for at least five years in
the fature?

4. Am La booster in every organization or group to which
Ibelong?

D Do I Think Progressively Toward My Community?
1. Have I done anything in the past six months that T hon-
estly feel has improved my community (neighborhood,
churches, schools, etc.)
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On some occasion you've probably heard someone say
something like “It’s nonsense to think you can make a mountain
move away just by saying ‘Mountain, move away. Is simply
impossible.”

People who think this way have belicf confused with wish:
ful thinking. And true enough, you can't wish away a mounts

You can't wish yourself into an executive suite. Nor can you
wish yourself into a five-bedroom, three-bath house or the
highincome brackets. You can't wish yourself into a position of
Teadership.

But you can move a mountain with belief. You can win suc-
cess by believing you can succeed,

There is nothing magical or mystical about the power of
belief.

Belicf works this way. Belief, the “T'm-positive-I-can” atti-
tude, generates the power, skil, and energy necded to do. When
you believe I-can-do-t, the how-to-do-it develops.

Every day all over the nation young people start working in

new jobs. Bach of them “wishes” that someday he could enjoy
the success that goes with reaching the top. But the majority of
these young people simply do't have the belief that it takes to
reach the top rungs. And they don't reach the top. Believing its
impossible to climb high, they do not discover the steps that lead
to great heights. Their behavior remains that of the “average”
person

Butasmall number of these young people really believe they
will succeed. They approach their work with the “T'm-going-to-
the-top” atitude. And with substantial belief they reach the top.
Believing they will succeed—and that it's not impossible—these

folks study and observe the behavior of senior executives. They
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‘They understood.
Without exception, every fellow testified the next eves
that the mere investment of 50 cents had made his wife happy.

Do something special for your family often. It doesn't
have to be something expensive. It’s thoughtfulness that coupts.
Anything that shows that you put your fimily's interests firs will
do the trick.

Get the family on your team. Give them planned attention,

Inthis busy age a ot of people never seem able to find time for
thei families. Butif we plan, we can find it One company vice presi-
dent told me of his method, which he says works wellfor him:

“My job carries a lot of responsibility, and I have no choice
but to bring quite a ot of work home every night. But I will not
neglect my family because it's the most important thing in my

life. s the main reason | work as hard as I do. I've worked outa
schedule that enables me to give attention to my family.as well
asto my work. From 7:30 to 8:30 évery evening I devote my time
to my two young children.  play games with them, read them
storics, drav, answer questions—anything they want me to do.
After an hour with those kids of mine, they're not only satisfied,
but 'm 100 percent fresher. At 330 they trot off to bed, and I
settle down to work for two hous.

‘At 10:30 1 quit working and spend the next hour with my
wife. We talk about the kids, her various activitis, our plans for
the future. This hour, undisturbed by anything, is a wonderful
way to cap off the day.

“Ialso reserve Sundays for my family. The whole day is
theirs, 1 find my organzed program for giving my family the
attention it deserves s good not only for them, but also good for
me. It gives me new’ energy”
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Put service first, and money takes care of iself—always

“The put-service-first atitude pays off in all situations. In
one of my first jobs I worked closely with another young fellow,
whom I'll call E H.

B H. was like many persons you know. He was preoccupied
‘with why he needed more money instead of being preoccupied
‘with ways to make money. Bach week E. H. spent hours of com-
pany time working on his personal budget problems, His favorite
topic of conversation was “I'm the most underpaid man here.
Let me tell you why”

E H. had the not uncommon attitude of

“This s a big com-
pany: It netting millions. I’ paying a lot of people big salaris,

ought to pay me more too.’
E H. had been passed over several times for pay increases.
Finally one day he decided that it was high time he went in there
and demanded more money. About thirty minutes later F.H.
was back, all heated up. His expression made it obvious that next
‘month’s check would look exactly ke this month's check.

Immediately & H. began to let go. “Boy, am I mad! What
o you suppose the old man said when 1 told him I wanted more
‘money? He had the gall to ask me, "Why do you believe you are
Justified in asking for an increase?”

“I gave him plenty of reasons,” B H. went on. °T told him
Td been passed over when others around here were getting pay
raises. 1 told him my bills are getting larger and my paycheck
isn't. And I told him that I do everything around here they ask
me o do.

“Can you beat that? I need a rase, but instead of paying me
more, they give out raises to other guys around here who don't
need it half as much as 1 do.
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Many of the leaders of communism who proved to be
so diplomatically skillful—Lenin, Stalin, Mark, and many oth-
ers—spent time in jail, where they could, without distraction,
plan their furure movcs.

Leading universities require professors to lecture as fow as
five hours per week so that the professor has time to think.

Many outstanding business exccutives are surrounded all
day by assistants, secretaries, telephones, and reports. But follow
them around for 168 hours a week and 720 hours a month, and
you discover they spent a surprising amount of time in uninter-
rupted thought.

“The point i this: the successful person in any field takes
time out to confer with himself or herself. Leaders use solitude
to put the pieces of a problem together, to work out solutions, to
plan, and, in one phrase, to do their superthinking.

Many people
because they confer with everybody and everything else but them-
selves. You know this kind of person well. He's the fellow who gocs
o great lengths nat to be alone. He goes to extremes to surround
himself with people. He can't stand being alone in his offce, so he
gocs prowling to see other people. Seldom does he spend cvenings
alone. He feels a compelling need to talk with others every waking.
moment. He devours a huge diet of small talk and gossip.

0 p theic creative leadership power

‘When this person is forced by circumstances to be physi-
cally alone, he finds ways to keep from being mentally alone.

At times like these he resorts to television, newspapers, radio,
telephone, anything that will ake over his thinking process for
him. T effect he says, “Here, M. TV, Mr. Newspaper, occupy my
mind for me. I'm afraid to occupy it with my own thoughts.”

M, Lcan'tstand-to-be-alone shuns independent thought.
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Four minutes later [ knew why this particular service sta-
tion was so popular. After filling my car with gasoline, checking
under the hood, and cleaning the outside of my windshield, the
attendant walked around to my side of the car and said, “Pardon
me, si. Its been a dusty day. Let me clean the inside of your
windshicld”

Quickly and efficiently, he did a thorough job of cleaning
the inside of my windshield, something not one service station
attendant in a hundred ever does.

“This litle special service did more than improve my night
visbility and it improved it a lo
tion.Itso happencd that | made eight trips through Cincinnati dur-
ing the next three months. Bach time, of course, I stopped at this
station. And each tirne I got more service than I expected to get.

‘made me remember this sta-

Interesting to0 was the fact that each time I stopped (once it was 4
‘aan) there were other automobiles flling up also. In all, 1 probably
purchased about 100 gallons of gasoline from this station.

“The first time I stopped the attendant could have thought
to himself, “This guy is from out of state. Odds are twenty to onc
that he'll never be back. Why do more than give him the routine
treatmen He's only a one-time customer.”

But the attendants in that station didt think that way.
“They put service first, and that's why they were busy pumping
gasoline while other stations looked almost deserted. If the gaso-
line was any better than a dozen other brands, I didn't notice .
And the price was compeitive.

“The difference was service. And it was obvious that service
was paying off in profits.

‘When the autendant on my fist visit cleaned the inside of
my windshield, he planted a money sced.
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2. Do T boost worthwhile community projects rather than
object, eiticize, or complain?

3. Have I ever taken the lead in bringing about some worth-
while improvement in my community?

4. Do speak well of my neighbors and fellow citizens?

LEADERSHIP RULE NUMBER 4: TAKE TIME OUT
TO CONFER WITH YOURSELF AND TAP YOUR
SUPREME THINKING POWER.

We usually picture leaders as exceptionally busy people. And
they are. Leadership requires being in the thick of things. But
while it's usually overlooked, it is noteworthy that leaders
spend considerable time alone, alone with nothing but their

own thinking apparatus,

Check the lives of the great religious leaders, and you'll
find each of them spent considerable time alone. Moses fre-
quently was alone, often for long periods of time. So were Jesus,
Buddha, Confucius, Mohammed, Gandhi—every outstanding
religious leader in history spent much time in solitude, away
from the distractions of lfe.

Political leaders, t00, those: who made lasting names in his-
tory for good or bad, gained insight through solitude. Itis an inter-
esting question whether Franklin D, Roosevelt could have devel-
oped his unusul leadership capacites had he not spent much time.
alone while recovering from his polio attack. Harty ‘Truman spent
‘much time as a boy and as an adult alone on a Missouri farm.

Quite possibly Hitler would never have achieved power had
e not spent monthsin jail alone, where he had time to construct
Mein Kampf,that brilliandly wicked plan for world conquest that
sold the Germans in a blind moment.
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something which takes time, work, and sacrifice. Nobody can do
it for you.”

Mr. Cordiner's advice s sound and practical. Live it, Persons
who reach the top rungs in business management, seling, engi-
neering, religious work, writing, acting, and in every other pur.
suit get there by following conscientiously and continuously a
plan for slf development and growth.

Any training program —and that's exactly what this book.
is—must do three things. It must provide content, the what-to-
do. Second, it must supply a method, the how-to-doit. And third,
it must meet the acid test; that is, get results.

“The what of your personal training program for success is
built on the attitudes and techniques of successful people. How
do they manage themselves? How do they overcome obstacles?
How do they earn the respect of others? What sets them apart
from the ordinary? How do they think?

“The how, of your plan for development and growth is a
series of concrete guides for action. These are found in each
chapter. These guides work. Apply them and see for yourself.

‘What about the most important part of training: results?
‘Wrapped up briefly, conscientious application of the program
presented here will bring you success and on a scale that may
now look impossible. Broken down into its components, your
personal training program for success will bring you a series
of rewards: the reward of deeper respect from your family,
the reward of admiration from your friends and associates, the
reward of feeling useful, of being someone, of having status, the
reward of increased income and a higher standard of living,

Your training is selfadministered. There will be no one

ing over your shoulder telling you what to do and how to





index-289_1.png
HOWTOTHIN UKEA LEADER 283

machincs. And of all tings people don't like, perhaps the most
disliked is being treated like 2 machine. The cold, impersonal
efficiency expert s not an ideal. The “machines” that work for
him develop only part of their encrgy.

Persons who rise to tremendous leadership heights use a
third approach that we call “Being Human.”

Several years ago I worked closely with John S., who is
an exccutive in the erigineering development section of a large
aluminum manufacturer. John had mastered the “be-hunan”
approach and was enjoying is rewards. Tn dozens of ltdle ways
John made his actions say, “You are.a human being, I respect you.
T'm hete to help you in every way I can.”

When an individual from another city joined his depart.
‘ment, John went to considerable personal inconvenience to help

him find suitable housing,

Working through his secretary and two other women
employees, he set up offce birthday parties for each member of
the staff. The thirty
rather, it was an investment in getting loyalty and output.

When he learned that one of his stafl members belonged
t0 a minority faith, John called him in and explained that he
would arrange for him to observe his religious holidays that
don't coincide with the more common holidays.

‘When an employee o someone in the employee’s family
was ll, John remembered. He took time to compliment his stall
individually for their offthe-job accomplishmens

But the largest evidence of John's be-human philosophy

wtes or so required for this was not a cost;

showed up in the way he handled a dismissal problem. One
of the employees who had been hired by John's predecessor
simply lacked the aptitude and interest for the work involved.
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capacity we have developed and the way we have developed that
capacity depends on the kind of mind food we feed it.

“The mind reflects what its environment feeds it just as
surely as the body reflects the food you feed it.

Have you ever thought what kind of person you would
be had you been reared in some foreign country instead of the
United States? What kinds of foods would you prefer? Would
your preferences for clothing be the same? What sort of enter-
tainment would you like the most? What kind of work would
you be doing? What would your religion be?

You can't, of course, be sure of the answers to these ques-
tions, But chances are you would be a materialy different person
had you grown up in a diflerent country. Why? Because you
would have been influenced by a different environment. As the
saying goes, you are a product of your environment.

Mark it well. Environment shapes us, makes us think the
way we do, Try o name just one habit or one mannerism you
have that you did not pick up from other people. Relatively minor
things, like the way we walk, cough, hold a cup; our preferences
for music, literature, entertainment, clothing—all stem in very
large part from environment,

More important, the size of your thinking, your goals, your
attitudes, your very personality is formed by your environment.

Prolonged association with negative people makes us think
negatively; close contact with petty individuals develops petty
habitsin us. On the bright side, companionship with people with
bigideas raises the level of our
tious people gives us ambition.

Experts agree that the person you ate today, your person-

ing; close contact with ambi-

ality; ambitions, present status in lfe, arc largely the result of
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gevaheadso-don't-botherto-try” propaganda, most people you
know can be classified into three groups:

Fist groups Those whosurrendered completely. The majority of peo-
ple are convinced decp down inside that they havenr got what it
takes, that real success, real accomplishment, is for others who
are lucky or fortunate in some special respect. You can easily
spot these people because they go to great lengths to rationalize
their status and explain how “happy” they really are.

Avery intelligent man, age thirty-two, who has dead-ended
himself in a safe but mediocre position, recently spent hours el
ing me why he was 5o satisfied with his job. He did a good job
of rationalizing, but he was only kidding himself and he knew
it. What he really wanted was to work in a challenging situation
where he could grow and develop. But that “multitude of sup
pressive influences’” had convinced him that he was inadequate
for big things.

“This group s, in reality, just the other extreme of the dis-
contented job switcher searching for opportunity. Rationalizing
yourself o a rut, which incidenly has been described as a
grave with both ends open, can be as bad as wandering aim-
lessly, hoping opportunity will somehow, someday hit you in
the face.

Second group: Thase who surrendered partaly. A second but much
smaller group enters adult life with considerable hope for suc-
cess. These people prepare themselves. They work. They plan.
But, after a decade or so, resiitance begins to build up, compe-
tition for top-level jobs looks rugged. This group then decides
that greater success is not worth the effort.
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your psychological environment. And experts agree also that the.
‘person you will be one, five, ten, twenty years from now depends
almost entirly on your future environment.

You will change over the months and years. This we know:
But how you will change depends on your future environment,
the mind food you feed yourself. Let's look now at what we can
do to make our future environment pay off in satisfaction and

prospericy

RECONDITION YOURSELF FOR SUCCESS

‘The number one obstacle on the road to high-level success i the
fecling that major accomplishment is beyond reach. This atitude
stems from many, many suppressive forces that direct our think-
ing toward mediocre levels,

To understand these suppressive forces, lets go back to the
time we were children. As children, all o us set high goals. At a
surprisingly young age we made plans to conquer the unknown,
t0 be leaders, o attain positions of high importance, to do excit-
ing and stimulating things, to become wealthy and famous—in
short, to be first, biggest, and best. And in our blessed ignorance
we saw our way clear to accomplish these goals

But what happened? Long before we reached the age when
we could begin to work toward our great objectives; a multitude
of suppressive influences went (0 work.

From all sides we heard “It’s foolish t0 be a dreamer” and
that our ideas were “impractical, stupid, naive, or foolish,” that
you have “got to have money to go places,” that “luck determines
who gets ahead or you've got to have important friends,” or
you're "t00 old or t00 young.” .

s a result of being bombarded with. the “yoycan't-





index-157_1.png
AKAGE YOUR ENVIRONNENT: 60 FIRST CLASS 161

‘What will happen? You frends will probably think you are
joking. And if they should believe you mean t, chances are they
willsay, “You poor guy, you sure have & lot to learn.”

Behind your back they may even question whetber you
have all your marbles.

Now, assume you repeat the same statement with equal sin-
cerity to the president of your company: How will he reac One
thingis certain: he will notlaugh. He will ook at you inently and
ask himself “Does this fellow really mean this?”

But he will not, we repear, laugh.

Because big men do not lugh at bigideas.

O suppose you tell some average peaple you plan to own
an expensive home, and they may laugh at you because they
think it’s impossible. But tell your plan to a person already living
in an expensive home, and he won't be surprised. He knows it
isn'timpossible, because he's already done .

Remember: People who el you it cannotbe done almost lways
are unsuccessl pople e sticly average or medioer at best i terms
of accomplishment. The opinions of these people can be poison.

Develop a defense against people who want to convince
You that you can't do i
lenge to prove that you can do i,

Accept negative advice only as a chal-

Be extra, extra cautious about this: don't let negative-thinking
people—“negators”—destroy your plan to think yourself to
success. Negators are everywhere, and they seem to delight in
sabotaging the positive progress of others.

During college I buddied for a couple of semesters with
WL W. He was a fine friend, the kind of fellow who would loan
you a litle money when you were short ot help you in many
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Several months ago the president of a medium:sized com-
pany asked'me to help him make an important decision. This
executive had built the business by himself and had been func-
toning as sales manager. Now, with seven salesmen employed,
he decided his next step was to promote one of his salesmen
10 the job of sales manager. He narrowed the choice down to
three, all of whom were about equal in experience and sales
performance.

My assignment was to spend one day in the field with each
‘man and then report my views on which fellow seemed to be best
qualified to lead the group. Each man was told that a consultant
would visit i to discuss the overall marketing progeam. For obvi-
ous reasons, they were not told the specific purpose of my vist

“TWwo of the men reacted pretty much the same way. Both

were uncomfortable with me.
there to "change things.” Bach of these men was a real defender
of the status quo. Both approved of the way everything was
being done. I raised questions about how the territories were
laid out, the compensation program, the sales promotional
material —every facet of the marketing effort. But on al points,
the response was always “Bverythingis okay.” On specific points

ey scemed to sense that | was

these two men explained why the present way couldn't and
shouldn't be changed, Summied up, both men wanted the status
qu0 to remain the status quo. One of them said to me as he
dropped me by my hotel, “I don't know exactly why you spent
the day with me, but tell Mr. M. for me that everything is okay
asis. Don't go refiguring anything.”

“The third man was wonderfully different. He was pleased
with the company and proud of its growth. But he was not
wholly content. He wanted improvements. All day this third
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They rationalize, “We're earning more than the average
and we live better than the average. Why should we knock our-
selves our”

Actually, this group has developed a set of fears: fear of
falure, fear of social disapproval, fear of insecurity, fear of los-
ing what they already have. These people aren't satisfied because
decp down they know they have surrendered. This group
includes many talented, intelligent people who elect to crawl
through life because they are afraid to stand up and run.

Third group: Those who never surrender, This group, maybe 2 or
3 percent of the total, doesn't let pessimism dictate, doesnt

believe in surrendering to suppressive forces, doesn' believe in
crawling, Instead, these people live and breathe success. This
group is the happiest because it accomplishes the most. These
people become top salesmen, top executives, top leaders in their
respective fields. These people find life stimulating, rewarding,
worthwhile. These people look forward to each new day, each
new encounter with other people, as adventures to be lived
fully

Let's be honest. All of us would like to be in the third
‘group, the one that finds greater success each year, the one that
does things and gets results.

To get—and stay—in this group, however, we must fight
off the suppressive influences of our environment. To under-
stand how persons in the first and second groups will unwittngly
try to hold you back, study this example.

Suppose you tellseveral of your “average” friends, with the
greatest sincerity: “Someday I'm going to be vice president of
this company.”
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tance in the eyes of your supervisor. Rather, a man big enough to
be humble appears more confident than the insecure man who
feels compelled to call attention to his accomplishments. A litde
modesty goes a long way.

Praise your subordinates personally at every opportunity:
Praise them for their cooperation. Praise them for every extra
effort they put forch. Praise is the greatest single incentive you
can give people, and it costs you nothing. Besides, a writen
ote has ofter overthrown a powerful, known candidate. You
never know when your subordinates can do you a turn by com-
ing to your defense.

Practice praising people.

Rub people the right way. Be human.

LEADERSHIP RULE NUMBER 3: THINK PROGRESS,
BELIEVE IN PROGRESS, PUSH FOR PROGRESS.
One of the most complimentary things anyone can say about

you is “He stands for progress. He's the man for the job.”
Promotions in all fields go to individuals who believe
in—and push for—progress. Leaders, real leaders, are in short
supply. Status quo-ers (the everything'sallright let’s don't upset-
the-apple-cart folks) far outnumber the progressivs (he there’s-
ots-of roomfor improvement let’s get-to-work-and-do-t-better
people). Join the leadership elite. Develop a forward look.

There are two special things you can do to develop
your progressive outlook:

1. Think improvement in everything you do.
2. "Think high standards in everything you do.
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o0 the voice of failure, It scemed to me W, W, was talking more
t0 convince himself than he was to convert me 10 his way of
thinking. From then on I regarded W. W, as an object lesson, a
sort of experimental guinea pig. Rather than buy what he said,
studied him, trying to figure out why he thought the way he did
and where such thinking would take him. I turned my negator
friend into a personal experiment.

[ haven't seen W, W, in cleven years. But a mutual fiend saw
him just a few months ago. W. W, is working as a low-paid drafis-
‘man in Washington. I asked my friend whether W, W. has changed.

“No, except if anything he's more negative than when we
knew him. He's having a tough go of it. He has four children, and
‘on his income it’s rough. OId W. W, has the brains to be making
five times what he isif he just knew how to use those brains.

Negators are everywhere. Some negators,like the one who

almost tripped me, are well-meaning folks. But others are jealous
people who, not moving ahead themselves, want you to stumble
t00. They fecl inadequate themselves, o they want to make a
‘medioce person out of you,

Be extra carcful. Study negators. Don't let them destroy
your plans for suceess.

A young office worker recently explained to me why he had
changed car pools, “One fellow,” he said, “talked about nothing
rip in and trip out except what an awful company we worked for.
Regardless of what management did, he found fault, He was nega-
tive about everyone from his supervisor on up. The products we
sold were no goad. Every policy had something wrong with it. As
he saw i, absolutely everything had something wrong with it

ach morning I arrived at work tense and wound up tight
And each night, after hearing him preach and rant for forty-five
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objectives. They were healchy kids conditioned by vigorous rural
living and needing an outlet for their tremendous pent-up energies
and ingenuities.

Well, the teacher somehow managed to stay with the
school unil the end of that year. To no one’s surprisc, there was
anew teacher the following September.

“The new teacher extracted strikingly different performance
from the children. She appealed to their personal pride and sense.
of respect. She encouraged them to develop judgment. Each
child was assigned a specific responsibility like washing black-
boards or cleaning erasers, or practicing paper grading for the
younger grades. The new teacher found creative ways to use the
energy that had been so misdirected a few months before. Her
educational program was centered on building character

‘Why did the children act ke young devils one year and like
youngangels the next? The difference was the leader, their teacher:
In all honesty, we cannot blame the kids for playing pranks an
entire school year, In each instance the teacher set the pace.

“The first teacher, decp down, didn't care whether the chil-
dren made progress. She set no goals for the childsen. She didn't
encourage them. She couldn't control her temper. She didn'tlke.
teaching, 5o the pupils didn'tlike learning.

Butthe second teacher had high, positve standards. She sin-
cercly liked the children and wanted them to accomplish much.
She considered each one as an individual. She obtained discipline
easily because in everything she did, she was well disciplined.

Andin each case, the pupils adjusted their conduct to fit the
examples set by the teachers.

‘We find this same form of adjustment taking place every day
in adult groups. During World War Il military chiefs continually
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litdle ways. Despite this fine loyalty, W, W, was just about 100
percent sour and bitter toward lfe, the future, opportunity. He
was a real negator

During that period I was an enthusiastic reader of a certain
newspaper columnist who stressed hope, the positive approach,
opportunity. When W. W. would find me reading this columnist,
or when her colamn was mentioned, he'd swing verbally and say,
“Oh, for Pete’ssake, Dave. Read the front page. That's where you
Tearn about life, You ought to know that columis

just making
a quick buck dishing out sweet sauce for the weak.”

‘When our discussions turned to getting ahead in i, W. W.
was sight there with his moneymaking formula. In his own
words, it went like this: “Dave, there are just three ways to make
money these days. One, marry a rich woman: two, steal in a nice,
clean, legal way; or three, get to know the right people, some-
body with plenty of pull.”

W.W. was always prepared to defend his formula with
examples. Sticking to the front page, he was quick to cite that
onc labor leader in a thousand who had siphoned off a pile of
‘money from the union till and got away with it, He kept his
eyes open for that rare, rare marriage of the fruit picker to Miss
Millionaire. And he knew a fellow who knew a fellow who knew
2 big man and got cut in on a big deal that made him rich

W.W. was several years older than 1, and he made excel
Ient geades in his engineering classes. [ looked up to him in a
‘younger-brother sort of way. I came dangerously close to ditch-
ing my basic convictions about what it takes to be a success and
accepting the negators’ philosophy.

Fortunately; one evening after a long discussion with W. W,
1 grabbed hold of myself. It dawned on me that I was listening
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salesman gave me his ideas for getting new business, providing
better service to customers, reducing wasted time, revising the
compensation plan to give more incentive, all so that he-—and
the company—would make more. He had mapped out a new
advertising campaign he had been thinking about. When I lcft
him, his parting remark was “l sure appreciate the chance to tell
someone about some of my ideas. We've got a good outfit, but
believe we can make it better.”

My recommendation, of course, was for the third man. It
was a recommendation that coincided perfectly with the feclings
of the company president. Believe in expansion, eff

ey, new.
products, new processes, better schools,increased prosperity.

Believe in—and push for—progress; and you'll be a leader!

As a youngster,  had an opportunity to sce how the diffr-
ent thinking of two leaders can make an amazing difference in
the performance of followers.

1 attended a country clementary school: cight grades,
one teacher, and forty children all jammed together inside four
brick walls. A niew teacher was always a big deal. Led by the big
boys—the seventh and eighth.graders —the pupils sct out to see
how much they could get away with.

One year there was little more than chaos. Every day there
were dozens of the usual school pranks, “wars” of spitballs, and
paper airplanes. Then there were the major incidents such as
locking the teacher outside the school for half a day at a time,
or on another occasion the opposite, barricading her within the
building for hours. Another day cach boy in the upper grades
brought his dog into the schoolroom.

Let me add that these children were not delinquents.
Stealing, physical violence, and deliberate harm were not their
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minutes about all the things that went wrong that day, I got home.
discouraged and depressed. Finally, I got sense enough to get in
another car pool. Its made a world of difference, for now 'm
with a group of fellows who car see two sides to a question.”

That young fellow changed his environment. Smart, wasn't
het

Make no mistake about it. You are judged by the company
you keep. Birds of 2 feather do flock together. Fellow work-
ers are not all alike. Some are negative, others positive. Some
work because they have to”; others are ambitious and work for
advancement. Some associates belicle everything the boss says
or does; others are much more objective and realize they must
be good followers before they can be good leaders.

How we think s dircctly affected by the group we're in. Be
sure you're in the floc that thinks right.

There are pitfalls to watch in your work environment. In
every group there are persons who, secretly aware of their own
inadequacies, want to stand in your way and prevent you from
‘making progress. Many ambitious fellows have been laughed at,
even threatened, because they tried to be more efficient and pro-
duce more. Let’s face it. Some folks, being jealous, want to make
you feel embarrassed because you want to move upward.

This often happens in factories, where fellow workers
sometimes resent the fellow who wants to speed up production.
It happens in the military service when a clique of negative-
‘minded individuals poke fun at and try to humiliate the young
soldier who wants t0 g0 to officers’ school.

It happens in business, 00, when a few individuals not
qualified to advance try to block the way for someone else.
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For about fifteen years I've been close to a fellow I'll call
Bob W, Bob is in his late fiftes. He came up the hard way. With
a hit-or-miss education and no money; Bob found himself out of
work in 1931, But he's always been a scrambler. Not one to be
idle, Bob started an upholstery shop in his garage. Thanks to his
uniring efforts, the business grew; and today it’s a modern furni.
ture manufacturing plant with over three hundred employees.

Today Bob is a millionaire. Money and material things have
ceased to be a concern. But Bob s rich in other ways too, He's a
millionaire in friends, contentment, and satisfactin.

Of Bob's many fine qualities, is tremendous desire to help
other people stands out. Bob is human and he's a specialis in
treating others the way human beings want to be treated.

One day Bob and | were discussing the matter of critcizing
‘people. Bob's human way of doing it is a master formula. Here's
the way he putic.“f don'tthink you could find anybody who would
say I'm a softe or a weakling, I run a business. When something
't going right,  fix it But i’ the way 1 fix it—that's imporcant.
If employees are doing something wrong or are makinga mistake,
Tam doubly careful not to hurt their feelings and make them feel
small or embarrassed. just use four simple steps:

“First, 1 talk to them privately.

“Second,  praise them for what they are doing wel.

“Thind, T point out the one thing at the moment that they
could do better and I help them find the way:

“Fourth, I praise them again on their good

“And this fourstep formula works. When I do it this way,
people thank me because I've found that's exactly the way they
like it. When they walk out of this office, they have been reminded
that they arc not only pretty good, they can be even better:
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sucees

14EANS MANY WONDERTUL, positve things. Success
‘means personal prosperity: a fine home, vacations, travel, new
things, financial security, giving your children maximum advan-
tages. Success means winning admiration, leadership, being
looked up to by people in your business and social life, Success
means freedom: freedom from worries, fears, frustrations, and
failure. Success means self respect, continually findirig more real
‘happiness and satisfaction from life, being able to do more for
those who depend on you.

Success means winning,

‘Success—achievement—is the goal of life!

Bvery human being wants success. Everybody wants the
best this life can deliver. Nobody enjoys crawling, living in medi-
ocrity. No one likes feeling second-class and fecling forced to go
that way.

Some of the most practical success-building wisdom is found
in that biblical quotation stating that faith can move mountains.

Believe, really believe, you can mave a mountain, and you
can. Not many people believe that they can move mountains. So,
asa result, not many people do.
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John handled the problem magnificently. He
conventional procedure of calling the employee into his office

not use the

and giving him, first, the bad news and then, second, fifteen or

thirty days to move out.

Instead, he did two unusual things. First, he explained why
it would be to the employee’s personal advantage to find a new
situation where his aptitudes and interests would be more useful.
He worked with the employee and put him in touch with a repu-
table vocational guidance consultant. Next, he did something
else above and beyond the call of duty. He helped the employee
find a new job by setting up interviews with executives in other
companies where the employee's skils were needed. In just
eighteen days afier the “dismissal” conference the employee was
relocated in a very promising situation.

“This dismissal procedure intrigued me, so I asked John to
explain his thinking behind it. He explained it this way: “There’s
an old maxim I've formed and held in my mind,” he began.
“Whoever is under a man's power is under his proection, t00.
‘We never should have hired this man in the first place because
he’s not cut out for this kind of work. But since we did, the least
1 could do was help him t0 relocate.

“Anybody,” John continued, “can hire a man. But the test
of leadership is how one handles the dismissal. By helping that
employee relocate before he left us built up a fecling of job secu-
sity in everyone in my department. 1 let them know by example
that no one gets dumped on the street as longas I'm here.”

Make no mistake. John's be-human brand of leadership paid
off. "There were no secret gossip sessions about John. He received
unquestioned loyalty and support, He had maximum job security
because he gave maximum job security to his subordinates.
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suddenly became a leader. He got busy and reminded the fellows
in the plant that they'd always gotten a fair deal from Mr. W, and
we didn't need outsiders coming to tell us how to run our affirs.

“The outsidersleft, and as usual we negotiated our contract
like friends, thanks to Jim.”

Here are two ways to use the be-human approach to make
you a better leader. First, cach time you face a difficult matter
involving people, ask yourself, “What i the human way to handle
thist”

Ponder over this question when there

a disagreement
among your subordinates or when an employee creates  prob-
lem.

Remember Bob Ws formula for helping others correct
their mistakes. Avoid sarcasm. Avoid being cynical. Avoid taking
people down a peg or two. Avoid putting others in their placc.

Ask, “What is the human way to deal with peopler” It
always pays—sometimes sooner, sometimes later, but i always
pays.

A second way 1o profit from the be-human rule is to let
your action show yoi put peaple first. Show interest in you subordi-
nates’ off the-job accomplishments. Treat everyone with dignity:
Remind yourself that the primaty purposc inlfe i to enjoy it As
a general rule, the more interest you show in a person, the more
he will produce for you. And his production is what carties you
forward to greater and greater success

Praise your subordinates to your supervisor by putting in
plugs for them at every opportunity. It an old American custom
to admire the fellow who's on the side of the little man. Your
subordinates wil appreciate your plugs, and their loyalty to you
will grow. And do not fear that this will lower your own impor-
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You've seen it happen time and again in high schools when
agroup of lunkhcads deride a classmate who has the good sense
t0 make the most of his educational opportunities and come
out with high grades. Sometimes—and all too sadly ofien—the
bright student isjeered at until he reaches the conclusion that it
isn't smart to be intelligent.

Ignore such negative thinkers in your midst.

For ofien the remarks made in your direction aren't so per-

sonal as you might at frst think. They are merely a projection of
the speaker’s own feeling of failure and discouragement.

Don'tlet negative thinkers pull you down to their level. Let
them slide by, like the water from the proverbial ducks back.
Cling to people who think progressively. Move upward with
the.

You can do i, simply by thinking right!

A special word of caution: be careful about your source
of advice. In most organizations you will cncounter freelance
advisors who “know the ropes” and are tremendously cager to
clue you in. One time I overheard a freelance advisor explaining
the facts of office ife to 2 bright young man just stacing in. Said
the advisor: “The best way to get along here i
everybody's way. If they ever get to know you, ll they'll do i pile
‘more wark on you. Be especially carcful tostay away from Mr. Z.
[the department manager]. If he thinks you haven't got enough
to do, he'll really load you down ...

“Thisfreclance advisor had been with the company for almost
thirty years and was still bottom man on the totem pole. What a
consultant for a young fellow who wants to‘move upward in the

just stay out of

business!
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“I've been betting on people all my lfe,” Bob says. “And the
better I treat them, the more good things happen to me. I hon-
estly don't plan it that way. That's just the way it works o

“Let me give you an example. Back about, o, five or six
years ago, one of the production men came to work drunk.
Pretty soon there was a commotion in the plant, It seems this fel-
Tow had taken a five-gallon can of lacquer and was splashing it all
over the place. Well, the other workmen took the lacquer away
from him, and the plant superintendent escorted him out.

“Iwalked outside and found him siting against the building
inakind of stupor.  helped him up, put him in my car, and took
him 0 his home. His wife was frantic. 1 tried to reassure her that
everything would be all ight. “Oh, but you don't understand,’
she said. "Mr. W [me] doesi't stand for anyone being drunk on
the job. Jim's lost his job, and now what will we do?” I told her
Jim wouldafc be dismissed. She asked how [ kne. The reason, [
explained, is because I'm Mr. W,

“She almost fained. T told her Id do all I could to help Jim
at the plant and I hoped she'd do all she could at home; and just
have him on the job in the morning.

“When I got back t0 the plant, I went down to Jim's depart-
‘ment and spoke to i’ co-workers. [ old them, You've seen some-
thing unpleasant here today, but I want you to forget it Jim will be
back tomorrow. Be kind to him. He's been a good worker fora long
time, and we owe it o him to give him another chance.”

“Jim got back on the ball, and his drinking was never again
a problem. I soon forgot about the incident, But Jim didr't. Two
years ago the headquarters of the local union sent some men
here to negotiate the contract for the local. They had some
staggering, simply unrealistic demands. Jim—quiet, meek Jim—
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1. Consider the other person's sitvation. Put yourself in his
shocs, 50 10 speak. Remember, his interests, income, intell
‘gence, and background may differ considerably from yours.

2. Now ask yourslf, "I T were in hs situation, how would |
react to this?” (Whatever it is you want him to do.)

3. Then take the action that would move you if you were the
other person.

LEADERSHIP RULE NUMBER 2:
THINK: WHAT IS THE HUMAN WAY
TO HANDLE THIS?

People use different approaches (o leadership situations. One
approach is to assume the position of a dictator. The dictator
‘makes all decisions without consulting those affected; He refuses
t0 hear his subordinates’ side of a question because, down deep
perhaps, he's afraid the subordinate might be right and this
would cause him o lose face.

Dictators don't st long. Employees may fake loyaly for
a while, but unrest soon develops. Some of the best employees

leave, and those remaining get together and plot against the

tyrant. The result s that the organization ceases to function
smoothly. This puts the dictator in a bad light with his superior:

Asecond leadership technique is the cold, mechanical, I'm-
acrule-book-operator approach. The fellow using this approach
handies everything exactly according to the book. He doesn't
recognize that every rule or policy or plan is only a guide for
the usual cases. This would-be leader treats human beings as
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3. Broadcast 600 news. You and 1 have been in many situa-
tions when someone burst in and said: “T've got good news.”
Immediately this person gets 100 percent attention from every-
one present. Good news does more than get atiention; good
news pleases people. Good news develops enthusiasm. Good
news even promotes good digestion.

Just because there are more broadcasters of bad news than
there are broadcasters of good news, don't be misled. No one
ever won a friend, no one ever made money, no one ever accom-
plished anything by broadcasting bad news.

Transmit good news to your family. Tell them the good
that happened today. Recall the amusing, pleasant things you
experienced and let the unpleasant things stay buried. Spread
good riews. I’ pointless to pass on the bad. It only makes your
family worry, makes them nervous. Bring home some sunlight
every day.

Ever notice how seldom children compiain about the
weather? "They take hot weather in stride untl the nega-
tive news corps educate them to be conscious of unpleas-
always to speak favorably
about the weather regardless of what the weather acuually is
Complaining about the weather makes you more miserable

ant temperatures. Make it 2 hat

and it spreads misery to others.

Broadcast good news about how you feel Be an “Lfeel great”
person. Just say “I feel great” at every possible opportunity and
you will feel better. By the same token, tell people, I feel awful,
Justawful” and you willfeel worse. How we feel is,in arge part,
determined by how we think we feel. Remember, too, that other
people want to be around alive, enthusiastc people. Being around
complainers and halfdead people is uncomfortable.
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Tose.” When you compete with someone clse, think, “I'm
equal to the best,” not “T'm outclassed.” When opportunity
appears, think ‘T can do it” never T can't” Let the master
thought "1 will succeed” dominate your thinking process.
Thinking success conditions your mind to create plans that
produce success. Thinking falure does the exact opposice.
Failure thinking conditions the mind to think other thoughts
that produce failure.

2 Remind yourself regularly that you are better than you think
you ate. Successful people are not supermen. Success docs
not require a superintellect. Nor s there anything mystical
about success. And success isn't based on luck. Successful
people are just ordinary folks who have developed belicf
in themsclves and what they do. Never—yes, never—scll
yourself short,

3. Believe Big, The size of your success is determined by the
size of yourbelief. Think ltle goals and expect lttle achieve-
ments. Think big goals and win big success. Remember
this, too! Big ideas and big plans are often casicr—certainly
1o more difficult—than small ideas and small plans

Mr. Ralph J. Cordiner, chairman of the board of the
General Blectric Company, said this to a leadership conference:
“We need from every man who aspires to leadership-—for him-
self and his company-—a determination to undertake a personal
9 to order a man
t0 develop. ... Whether a man lags behind or moves ahead in
his specialty is a mateer of his own personal application. This is

program of self development. Nobody is g¢
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Life up your smiles. Smile with your eyes. Nobody likes
an artificial, pasted-on, rubbery smile. When you smile, smile.
Show a few teeth. Maybe your teeth aren't auractive, but that's
eally unimportant. For when you smile, people don't see your
teeth. They see a warm, enthusiastic personality, someone they
like.

Life up your “thank yous” A routine, automatic “thank
you" i almost like saying “gleep, glecp.” I€’s just an expression.
It says nothing, It doesn't accomplish results. Make your “thank
you" meart “thank you very much.”

Life up your talk. Dr. James R Bender, the noted speech
authority, in his excellent book How to Talk Well, says, “Is your
‘Good morning!’ really good? Are your ‘Congratulations!”
enthusiastic? Does your “How are your” sound interested?
When you make a habit of coloring your words with sincere
feelings you'll notice a great uptake in your ability to hold
atcention.”

People go along with the fellow who believes what he says.
Say it with life. Put vitality into your speaking. Whether you
are talking 10 a garden club, a prospect, or your children, put
enthusiasm behind what you say. A sermon delivered enthusiasti-
cally may be remembered for months, even years. But a sermon
delivered without enthusiasm will be mostly forgotten 167 hours
before next Sunday rolls around.

And when you put lfe in your talk, you automatically put
more life in you. Just ry this right now: Say out loud with force
and vigor: 1 feel gret today!” Now, don't you actually feel better
than you did before you said i Make yourself alive all over:

Life it up. Be sute everything you do and say tells people,
‘He's going places.”

“That fellow is alive.” “He means it
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recently had this maxim neatly framed on his desk facing the
visitor's chair: “Give me a Good Word or none at al* | compli-
‘mented him, saying that I thought the maxim was a clever way
to encourage people to be optimistic.

He smiled and said, “Itis an effective reminder: But from
where I sit t

s even more important.” He turned the frame
around so I could see it from his side of the desk. I said, “Give
them a Good Word or none at all.”

Broadcasting good news activates you, makes you feel bet
ter. Broadcasting good news makes other people feel better too,

GROW THE “YOU-ARE-IMPORTANT" ATTITUDE
“This is a fact of paramount significance: Each human being,
whether he lives in India or Indianapolis, whether he's ignorant
or brilliant, civilized or uncivilized, young or old, has this desire:
He wants to fee important.

Ponder on that. Everyone, yes, everyone—your neighbor,
You, your wife, your boss—has a natural desire to feel he is
“somebody.” The desire to be important is man

strongest, most
compelling nonbiological hunger.

Successful advertisers know that people crave prestige,
inction, recognition. Headlines that produce sales read like
this: “For Smarc Young Homemakers"; “Persons with Distinctive.

Tastes Use —; "You Want Only the Best”; “Be the Envy of
Everyone”; “For Women Who Wan to Be Envied by Women
and Admired by Men.” These headlines in effect tell people, “Buy
this product, and you put yourself in the important class.’

Satisfying the craving, the hunger, to be important carries

‘you forward to success, It i basic equipment in your success tool
chest. Yet (and read this sentence again before you go on) even
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Transmit good news to the people you work with. Give
them encouragement, compliment them at every opportunity.
“Tell them about the positive things the company is doing, Listen
to their problems. Be helpful. Encourage people and win their
support. Pat them on the back for the job they're doing. Give
them hope. Let them know you believe they can succeed, that
you have faith in them. Practice relicving worriers.

Make thisltle test regularly to keep you on the right track.
Whenever you leave a person, ask yourself, “Docs that person
honestly feel better because he has talked with me2” This sclf
training device works. Apply it when talking with employces,

associates, your family, customers, even with casual acquain-
tances.

A salesman friend is a real good-news broadcaster: He calls
‘on his customess every month and ahways makesit a rule to have
some good news to pass along.

Examples: “I met one of your good friends last week. He
said to tell you hello.” “Since I was here last big things have hap-
pencd. Over 350,000 nexw babies were born last month, and more
‘babies mean more business for both of us.”

Usually we think of bank presidents as overly reserved,
unemotional people who never really warm up. Not so with

one bank president. His favorite way to answer the phone is to
say; “Good morning, it’s a wonderful world. May I sell you some
money?” Improper for a banker? Some might say so, but et me
‘point out that the banker who uses this greeting is Mills Lanc, Jr,
president of the Citizens and Southern Bank, the largest in the
entire Southeast.

‘Good news gets good results. Broadcast it

“The president of a brush-manufacturing company I visited
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anobody; you count for nothing; you mean nothing, absolutely
nothing to me.”

“There s a reason why the “you are unimporaant” attitude.
prevails. Most folks look at another person and think, “He can't
do anything for me. Therefore, he’s not important.”

But right there is where people make a basic blunder. The
other person, regardless of
10 you and for two giant, dollars-and-cents reasons.

First, people do more for you when you make them feel impor-
tant. Years ago, in Detroit, I rode a certain bus to work cach

stavus or his income, is important

‘morning. The driver was an old grump. Dozens—maybe hun-
dreds—of times, I saw this driver pull away from the carb when
a wildly waving, shouting, and running passenger was just a
second or two from the door. Over a period of several months
Tsaw this driver show special courtesy to only one passenger,
and this passenger was shown special courtesy many times. The
driver would wait for this passenger.

And why? Because this passenger went out of his way
to make the driver feel important, Every morning he greeted
the driver with a personalized, sincere “Good morning, sir”
Sometimes this passenger would sit near the driver and make
litle comments like “You sure have a lot of responsibilcy’; “It
must take nerves of steel to drive through traffi like this every
day"s “You sure keep this thing on schedule.” That passcnger
made the driver feel as important as if he were piloting a 180
passenger jet aicliner. And the driver in return showed special
courtesy to the passenger.

It pays to make “lttle” people feel like big people.

“Today, in thousands of offices all over America, secretaties
ate helping salesmen make sales or lose sales depending on how
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though displaying the attitude “You are important” gets results,
‘and even though it costs nothing, few persons use i, Alitle fi
is needed here to show why.

On the philosophical side, our religions, our laws, our
entire culture are based on the belief of the importance of the
dual,

Suppose, for example, you were flying your own planc
and were forced down in an isolated mountain region. As soon

as your accident was known, a large-scale search for you would
begin. No one would ask, “Is that fellow important?” Without
knowing anything about you except that you are a human being,
helicopters, other aircraft, and searching parties on foot would
begin looking for you. And they would keep on looking for you,
spending thousands of dollars in the process, until they found
you or until not one trace of hope remained.

When a lie child wanders off into a woods, falls into a
well, or gets into some other dangerous predicament, no one is
concerned with whether or not the child comes from an “impor-
fant” family. Bvery effort is made to rescue the child becausc
every child is important,

Its not too wild a guess that, of al living creatures, prob-
ably not more than one in ten million is a human being. A
person is a biological rarity. He is important in God's scheme
of things.

Now let’s ook at the practical
thinking from philosophical discussions to everyday situations,
they tend to forget, unfortunately, their ivory-tower concepts of

le. When most people shift their

the importance of individuals. Tomorrow, take 2 good look at
how most people exhibit an attitude that seems to say, “You are
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Next morning, lo and behold, when I stepped into the
clevator [ heard, “Good morning, Dr. Schwartz.” Not one time
before had I heard this operator address anyone by name. And in
the remaining months that I had an office in the building I never
heard anyone called by name except me. 1 had made the opera-

tor feel important. T had sincerely complimented her and called
her by name.

1'had made her feel important. Now she was repaying me
by making me feel important.

Let’s not kid ourselyes. People who do not have a deep-
down fecling of selfimportance are slated for mediocrity. Again
and again this point must be driven home: Yos must fec important
to succeed. Helping others to feel important rewards you becaise it
makes you feel o important. Try it and see. Here's how to dot

1. Practice agpreciation. Make it a rulle to let others know you
appreciate what they do for you. Never, never let anyone fecl he
s taken for granted. Practice appreci:

n with a warm, sincere
smille. A smile lets others know you notice them and feel kindly
toward them.

Practice appreciation by letting others know how you
depend on them. An earnest “Jim, | don't know what we'd do
without you” type of remark makes people feel necessary, and
when they feel necessary they do increasingly better work.

Practice appreciation with honest, personalized compli-
ments. People thrive on compliments—whether two or twenty,

nine or ninety, a person craves praise. He wants to be assured
that he’s doing a good job, that he is important. Don't fecl
that you should hand out praise only for big accomplishments.
Compliment people on litle things: their appearance, the way

they do their routine work, their ideas, their loyal efforts. Praise
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A young credit executive explained to me how this tech-
nique worked for him.

“When I was brought into thisscore (a medium-sized cloth-
ing store] as assistant credit manager, | was assigned the job of
handling al collection correspondence. The collection letters the.
store had been using greatly disappointed me. They were strong,
insulting, and threatening, 1 read them and thought, ‘Brother,
T be mad as hellif somebody sent me leteers like these. I never
would pay” So 1 just got to work and started writing the kind of
letter that would move me to pay an overdue billif I received it It
worked. By putting myself in the shoes of the overdue customer,
5010 speak, collections climbed to a record high.”

Numerous political candidates lose elections because they
fail o look at themselves through the minds of the typical voters.
One political candidate for a national office, apparently fully as
qualified as his opponent, lost by a tremendous margin for one
single reason. He used a vocabulary that only a small percentage

of the voters could understand.

His opponent, on the other hand, thought in terms of the
voters' interests. When he talked to farmers, he used their lan-
guage. When he spoke to factory workers, he used words they
were easily familiar with, When he spoke on TV, he addressed
himself to Mr. Typical Voter, not to Dr. College Professor.

Keep this question in mind: “What would & tink of ths if
T exchanged places with the other person?” It paves the way to
more successful action.

Thinking of the interesis of the people we want o influ-
ence is an excellent thought rule in every sitation. A few years
agoa small electronics manufacurer developed a use that would
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the salesman has treated them. Make someone feel imporant,
and he cares about you. And when he cares about you, he docs
more for you.

‘Customers will buy more from you, cmployees will work
harder for you, associates will go out of their way to cooperate
with you, your boss will do more to help you if you will only
make these people fecl important.

It pays to make "big" people fecl even bigger. The big
thinker alivays adds value to people by visualizing them at their
best. Because he thinks big about people, he gets their best out
of them.

Here's the second giant reason for making others feel important:
When you help others feel important, you help yourself fel important
too.

One of the elevator operators who carried me “up and
down’” for several months had the look of complete unimportance
‘witten all over: She was fiftyish, unatractive, and certainly unin-
spiredin her work. It was obvious that her longing to be infportant
was completely unfulfilled. She was one of the millions of people
wholive for months ata time without ever being given a reason to
believe that someone notices them or cares about them.

One morning shory after 1 became one of her regular
“uppers and downers,” 1 noticed that she had had her hair
redone. It was nothing fancy. It was obviously a home-made job.
But it had been cut and it did look better.

o1 said, “Miss S. (Note: 1 had learned her name), I do like
t you've done to your hair. It really looks fine.” She blushed,
“Thank you, sis” and nearly missed her next stop. She
appreciated the compliment.
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ent, and enthusiasm,” one letter said. “She is certain to succeed
in a big way”

But Joan did not succeed in a “big way” Joan lasted only
eight months and then quit retailing for other work.

Tknew her buyer well, and one day I asked him what hap-
pened.

“Joanisa ine gid, and she has many fine qualites,” he said.
“But she had one major limitation.”

“What was thav” [asked.

“Wel, Joan was forever buying merchandise that she liked
but most of our customers didn't. She selected styles, colors,
materials, and prices she liked without putting hersclf in the
shoes of the people who shop here. When I'd suggest to her that
‘maybe a certain line wasn't right for us, she'd say, ‘Oh, they'll
Tove this. 1 do. T think this will move fast.”

“Joan had been brought up in a wellto-do home. She had
been educated to want quality. Price was not important to her.
Joanjust couldr' see clothing through the eyes of low-to-middle-
income people. So the merchandise she bought just wasn't suit-
able.”

‘The point s this: To get others to do.what you want them
0 do, you must sce things through theic eyes. When you trade
minds, the sccret of how to influence other people effecively
shows up. A very successful salesman friend told me he spends a
Tt of time anticipating how prospects will react to his presenta-
tion before he gives it. Trading minds with the audience helps
the speaker design a more interesting, harder hitting tak. Trading
‘minds with employces helps the supervisor provide more effctive,
better received instructions.
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“The firs district manager (who, 1 lter learned, had been
appointed a manager only three months before and was there-
fore only partially responsible for his organization’s record) got
up and explained how he did .

He conveyed the impression that his efforts and fis efforts
alone caused the sales increase. Remarks such as “When I took
over, 1did such-and:such”; “Things were in a mess but I cleared
them up’; It wasn't easy but Ijust grabbed hold of the situation
and wouldn'tlet go” characterized his talk.

As he talked, | could see the increasing resentment gather-
ingin the faces of his salesmen. They were being ignored for the
sake of the district manager's personal glory. Their hard work,
which was responsible for the sales increase, was completely
unrecognized.

‘Then, the second district manger got up to make her short
talk. But this lady used an entirely different approach. First, she
explained that the reason for her organization’ success was the
‘wholchearted effort of her sales force. Then she asked cach one
to stand and paid a sincere personal compliment to each for his
or her efforts.

Note this difference; the first manager squandered the vice
president’ praise entirely on himself.In doing so, he offended his
own people. His sales force was demoralized. The second passed
the praise on to her sales force, where i could do more good. This
manager knew that praise, like money; can be invested to pay
dividends. She knew that passing the credit on to her salespeople
would make them work even harder next year.

Remember, praise s power. Invest the praise you receive
from your superior. Pass praise on down 10 your subordinates,

where it will encourage sill greater performance. When you
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FOR BEST RESULTS,

SITUATION ASK YOURSELF - |
2 Weitng an advertisement_IF [were a typcal prospective |
buyer how would I react to
s ad”

3. Telephone manners.

4.Git

5. The way I give orders

6. Child discipline

7. My appearance

8. Preparing a speech

9. Bntertainment

I 1 were the other person,
what would I think of my
telephone voice and man-
ners”

s this gift something | would
like, oris it something he will
like?" (ofien there is an enor-
mous difference)

“Would Iike to carry out orders
if they were given to me the
way I give them to otherst”

“IF 1 were the child—considering
his age, experience, and cmo-
tions—how would I react to
this discpliner”

“What would I think of my
superior if he were dressed .
ke mer”

“Considering the background

and interests of the audience,

what would I think of this
remarky”

T were my guests, what kinds
of food, music, and entertain:
ment would 1 ke best?”

Put the trading minds principle to work for you
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by writing personal notes complimenting people you know on
their achievements. Make a special phone call or a special trip to
see them.

Don't waste time or mental energy trying to classify people
as "very important persons,” “important persons,” or “unimport-
ant persons.” Make no exceptions. A person, whether he s garbage
collector or company vice president, is important to you. Treating
‘someone as second-class never gets you first-class results.

2. Practice calling people by their names. Every year shrewd
manufacturers sell more briefeases, pencils, Bibles, and hundreds
of other items just by putting the buyer’s name on the product.
People like to be called by name. It gives everyone a boost to be
‘addressed by name.

Two special things you must remember. Pronounce the
name correctly, and spell it correctly. If you mispronounce or
‘misspell someone’s name, that person feels that you feel he is
unimportant.

And here’s one special reminder: When talking with people
you don't know well, add the appropriate itle—Miss, Mister, or
Mrs. The office boy prefers Mr: Jones to just Jones. So does your
junior assistant. So do people at every level. These litele titles help
tremendously to make people feel important.

3. Don't hog glory, invest it instead. Just recently 1 was a guest
at an all-day sales convention. After dinner that evening the vice
president in charge of sales for the company passed out awards
to the two district managers, a man and a woman, whose sales
organizations had attained the best records for the year just ended.
Then the vice president asked those district managers to take fif-
teen minutes to tell the entire group how their organizations did
50 exceptionally well.
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never blow out. The manufacturer priced the product to scll for
$1.25 and then retained an advertising agency to promote it

The account executive placed in charge of the adveris-
ing immediately became intensely enthusistic. His plan was
o blanke the country with mass advertising on TY, radio, and
‘newspapers. “This is it,” he said. “We'll sell ten million the first
year.” His advisers tried to caution him, explaining that fuses ar
not a popular item, they have no romantic appeal, and people
want to get by as cheaply as possible when they buy fses. “Why
not,” the advisors said, “use selected magazines and sell it to the
‘high income levels?”

“They were overruled, and the mass campaign was under

‘way,only to be called off in six weeks because of “disappointing
results”

‘The trouble was this: the advertising exccutive looked at the.
high-priced fuses with his eyes, the eyes of a highincome person.
He failed o see the product through the eyes of the mass market
income levels. Had he put himself in their position, he would
have seen the wisdom of directing the promotion toward the
upper income groups and the account would have been saved.

Develop your power to trade minds with the people you
want o influence. The exercises below will help,

PRACTICE TRADING MINDS EXERCISES
FOR BEST RESULTS,

SITUATION ASK YOURSELF
1. Giving someone work instruc: “Looking at this from the view-
tions point of someone who is new

10 this, have I made myself
dlear”
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HOW TO THINK LIKE A LEADER

REMIND YOURSELF ONCE AGAIN that you are not pulled to high
levels of success. Rather, you are lifted there by those working
beside and below you.

Achieving high-level success requires the support and the
cooperation of others. And gaining this support and cooperation
of others requires leadership abilty. Success and the ability to
lead others—that i, getting them to do things they wouldn't do
f they were not led—go hand in hand.

“The success producing principles explained in the previous
chapters are valuable equipment in helping you develop your
Ieadership capacity: At this point we want to master four special
leadership rules or principles that can cause others to do things
for us in the executive suite, in business, in social clubs, in the.
home, anywhere we find people.

These four leadership rules or principles are:
1. Trade minds with the people you want to influence.

2. Think: What i the human way to handle this?
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7. Take detours in stride. A detour simply means another
route. It should never mean surrendering the goal.

8. Invest in yourself. Purchase those things that build mental
‘power and efficiency. Investin education. Invest in idea start-
ers.
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Hundreds of comments like these were volunteered: “It's wacky:
“The thythm sounds like a New Orleans band at 3 A" “My kids
like to watch most TV commercials, but when that shoe thing
comes on they go to the bathroom o reffigerator.” “I think
it’s too uppity up.” “Seems to me someone’s trying to be too
clever.”

Something especially interesting turned up when all the
intervi

s were put together and analyzed. The 4 percent who
liked the commercial were peaple pretty much like Ted in terms
of income, education, sophistication, and interests. The remain-
ing 96 percent were definitely in a different socioeconomic
class.

Ted's commercials, which cost a lot of money, flopped
because Ted thought only of his own interests. He had prepared
the commercials thinking of the way he buys shoes, not the way
the great majority buys shoes. He developed commercials that
pleased him personally, not commercials that pleased the great
bulk of the people.

‘The results would have been much different had Ted pro-
jected himself into the minds of the masses of ordinary people
and asked himself two questions: “If I were a parent, what kind
of a commercial would make me want to buy those shoes?” “If [
were a child, what kind of a commercial would make me go tell
my Mom or Dad that | want those shoes?”

Why Joan failed in retailing
Joan is an intelligent, well-educated, auractive girl of twenty-
four, Fresh from college, Joan got a job as an assistant buyer

in ready-to-wear goods at a low-to-medium-priced department

store. She came highly recommended. “Joan has ambition, tal-
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3. Think progress, believe in progress, push for progess

4 Take time out 0 confer with yourself and devlop your
supreme thinking power.

Practicing these rules produces results. Putting them to use
in everyday situations takes the mystery out of that gold-plated
word, leadership.

Let's see how.

LEADERSHIP RULE NUMBER 1: TRADE MINDS
WITH THE PEOPLE YOU WANT TO INFLUENCE.
“Trading minds with the people you want to influence is  magic
‘way to get others—friends, associates, customers, employees—to
act the way you want them to act. Study these two case historics

and see why.

Ted B. worked as a television copywriter and dircctor for
a large advertising agency. When the agency obtained a new
account, a_children's shoe manufacturer, Ted was assigned
responsibility for developing several TV commercials.

A month or 50 after the campaign had been launched, it
became clear that the advertising was doing lttle or nothing to
increase “product movement” in retail outlets, Attention was
focused on the TV commercials, because in most ities only tele-
vision adver

ng was used.
Through research of television viewers, they found that
about 4 percent of the people thought it was simply a great com-
mercial, “one of the best,” these 4 percent said.
The remaining 96 percent were either indifferent to the
commercials o, in plain language, thought they “smelled.”
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This petily petty environment says other things t00. It
tels you, “Whatever will be will be,” that your destiny is outside
your control, that “fate” is in complete control. So forget those
dreams, forget that finer home, forget that special college for the
children, forget the better life. Be resigned. Lic down and wait
todie.

And who hasn't heard the statement that “Success it
worth the price,” as if you have to sell your soul, your family

life, your conscience, your set of values to reach the top. But, in
truth, success doesn’t demand a price. Every step forward pays
a dividend.

“This environment also tell us there’s t00 much competi-
tion for the top spots in life. But i there? A personnel selection
exceutive told me that he receives 50 to 250 times as many
applicants for jobs that pay $10,000 per year as for jobs that pay
$50,000 year Thisis tosay that there i at least 50 times as much

competition for jobs on Second Class Street as for jobs on First
Class Avenue. First Class Avenue, US.A., is a short, uncrowded
street, There are countless vacancies waiting there for péople ik
you who dare to think big.

“The basic pri
Thinking Big come from the highest pedigree sources, the very fin-
est and biggest-thinking minds yet to ive on planet Earth. Minds
like the prophet David, who wroté, s one thinketh in his heart,
sois he”; minds such as Emerson, who said, “Great men are those

iples and concepts supporting The Magic of

‘who se that thoughts rule the world"; minds like Milton, who in
Paradise Lost wrote, “The mind is its own place and in tself can
make a heaven of hell or a hell of heaven.” Amazingly perceptive
minds like Shakespeare, who observed, “There s nothing cither
good or bad except that thinking makes it 0.
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MAKE YOUR ENVIRONMENT MAKE YOU
SUCCESSFUL

. Be environment-conscious. Just as body dict makes the
body, mind diet makes the mind.

. Make your environment work for you, not against you.
Don't let suppressive forces-—the negative, you-can'tdo-t
people—make you think defeat.

. Don't let smallhinking people hold you back. Jealous
people want to sce you stumble. Don't give them that satis
faction.

Get your advice from suceessful people. Your future is
important. Never risk it with freelance advisors who are
living falures.

. Get plenty of psychological sunshine. Cireulate in new
‘groups. Discover new and stimulating things to do.

. Throw thought poison out of your environment. Avoid
gossip. Talk about people, but stay on the positive

. Go first class in everything you do. You can't afford to go
any other way.
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“The next thing 1 did was call a meeting of all supervisory
personnel and explain the incident to them. Then I showed them
what a customer is really worth. Once I got these people o sec.
thata customeris not to be valued on a single sale but rather on
an annual basis, customer service definitely improved.”

“The point made by the retailing exccutive applics to any
kind of business. I's repeat business that makes the profic.
Ofien, there’s no profit at all on the frst several sales. Look at
the potential expenditures of the customers, not just what they
buy today.

Putting big value on customers s what converts them into
big, regular patrons. Attaching little value to customers sends
them elsewhere. A student related this pertinent inciden to me,
explaining why he'l never again cat i a certain cafeteria.

“For lunch one day” the student began, “I decided to try
a new cafeteria that had just opened a couple of wecks before.
Nickels and dimes are pretty important to me right now, so |
watch what I buy pretty closely. Walking past the meat section |
saw some turkey and dressing that looked pretty good, and it was
plainly marked 39 cents.

“When I got to the cash register, the checker looked at
my uay and said, '1.09." I politely asked her to check it again
because my tally was 99 cents. After giving me a mean glare, she
recounted. The difference turned out t be the turkey. She had
charged me 49 cerits instead of 39 cents. Then I called her atten-
tion (o the sign, which read 39 cents.

“This really sec her off! ‘I don't care what that sign says.
I's supposed to be 49 cents. See. Here's my price lst for today.
Somebody back there made a mistake. You'll have to pay the 49
cents.” :
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feels toward his job. You can read the minds of salesmen, stu-
dents, husbands, and wives; you not only can—you do.

The expert actors—those in demand in movies and televi-
sion year after year—in a sense are not actors at all. They don't
play their roles, Instead they lose their own identity and actually
think and feel like the character they ate playing. They've gotto.
Blse they'd look like phonies and their ratings would plunge.

Auitudes do more. than show through. ‘They “sound”
through t0o. A secretary does more than identify an office when
she says, "Good morning, Mr. Shoemaker's office.” In just five
words one secretary says, “I like you. I'm glad you're calling. I

think you are important. I like my job.”

But another secretary saying exactly the same words tells
you, “You bothered me. I wish you hadn't called. I'm bored with
my job, and I don't like peaple who bother me.”

We read autitudes through expressions and voice tones
andinflections. Here's why. In the long, long history of human.
kind, a speaking language even remotely resembling what we
use today is a very recent invention. $o recent, you might say, in
tezms of the great clock of time, that we developed a language
ons of years, people
got by with litle more than moans and groans and grunts and
growls.

S0 for
people by body and facial expressions and sounds, not words.
And we sill communicate our attitudes, our feelings toward
people and things,the same way: Aside from dircct body contact,

only this morning. For millions and

ions of years people communicated with other

body movements, facial expressions, and sound are the only ways
we have to communicate with infants. And those young ones
show an uncanny ability to spot the phony.
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CANYOU READ itins? Reading minds i easier than you think.
Perhaps you've never thought of it, but you read the minds of
other people, and they read your mind, every day.

How do we do it We do it automatially, through atitude
appraisals.

Remember the song “You Don't Need to Know the
Language to Say You're in Love’? Bing Crosby made it famous
some years ago. There’s a whole bookful of applied psychol-
ogy packed into those simple lyrics. You don't need to know the
language to say you're in love. Anyone who's ever been in love
knows that.

And you don't need to know any lnguage to say “1 like

you”
portant” or “I envy you.” You don't need to know words or to

x I despise you'” or “I think you're important” or “unirm-

use words t0 say 0 like my job” or “I'm bored” or “T'm hungry”
People speak without a sound.

How we think shows through in how we act. Autitudes are
mirrors of the mind. They reflect thinking.

You can read the mind of the fellow sitting at a desk. You
sense, by observing his expressions and mannerisms, how he
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and apparently well educated, was, nevertheless, patherically
dull. Rather than interpret history as an alive, fascinating subject,
the professor merely cited one dead fact after another. It was a
frightful wonder how he could possibly make such an interesting
subject so terribly dull. But he did.

You can imagine the effect the professor’s boredom had on
the students. Talking and sleeping got so out of hand that the
professor had two assistants pateol the aisles to break up student
conversations and wake up those who had dozed off.

Occasionall, the professor would stop and, shaking his fin-
ger at the class, would say, “I'm warning you. You've got 10 pay
attention to what I say. You've got to stop this talking, and that’s
all there is to it This, of course, made litdle impression on his
students, many of whom, as veterans, had gambled their lives only
months before, had made history on islands and in bombers.

As 1 sac there watching this potentially great, wonderful
experience turn into a disgusting farce, | found myself wrestling
with the questi
fessor has to say?”

‘The answer came.

The students had no interest in what the professor was say-
ing because the professor himself had no interest. He was bored

“Why are the students ignoring what the pro-

with history, and it showed through. T activate others, o get them
o b enthusiastic, you must irs be enthasiastic yourself

Over the years I've tested this principle in hundreds of dif
ferent situations. It always holds true. A man who lacks enthu

asm never develops tin another Buta person who s enthusiastic
soon has enhusiastic followers.
“The enthusiastic salesman need never worry about unen-

thusiastic buyers. The enthusiastic teacher need never worry
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Professor Brwin H. Schell, one of America’s most respected
authorities on leadership, says, “Obviously; there is something
more than faciltes and competence that makes for accomplish-
‘ment. I have come to believe that this linkage factor, this catalyst,
if you will, can be defined in a single word—atitude. When our
atitude is right, our abilites reach a maximum of effectiveness
and good results inevitably follow:”

Auitudes do make the difference. Salesmen with the right
attitude beat their quotas; students with the right attitude make.
As; right attitudes pave the way to really happy married life.
Right atitudes make you effective in dealing with people, enable
you to develop as a leader. Right attitudes win for you in every
situation.

Grow these three attitudes. Make them your-
thing you do.

1. Grow the atitude of I'n activated.

2. Grow the attitude of You

re important.
3. Grow the attitude of Service first.

Now let’s see how:

Years ago, when I was a college sophomore, I enrolled
in an American history class. T remember the class vividly, not
because I learned much about American history but because in
an unusual way 1 learned this basic principle of successful living:

T activate others, you must firs activate yourself
The history class was very large, and it was held in a fan-
shaped auditorium. The professor, who was a middle-aged fellow
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Here is a three-step procedure that will help you to develop
the power of enthusiasm,

1. Dig into it decper. Make this litl test. Think of two things in
which you have litcle or no interest—maybe cards, certain kinds
of music, a sport, Now ask yourself, “How much do I really
know about these things?” Odds are 100 to 1 that your answer
s "Not much.”

T confss that for years [ had absolutely no interest in mod-
e are. It was just so many botched-up lines —unil 1t a fend
who knows and loves modern art explain it to me. Really, now
that I've dug into i, 1 find it fascinating.

That exercise supplies one important key for building

enthusiasm: o get enthusiastic, learn more about the thing you

are not enthusiastic about.

Chances are you are quite unenthusiastic about bumble-
bees. But if you study bumblebees, find out what good they do,
how they relate to other bees, how they reproduce, where they
live in winter—if you find out all you can about bumblebees, you
will s00n find yourself really interested in bumblebees.

Toshow trainees how enthusiasm can be developed through
cdeeper technique, I sometimes use a greenhouse
example. In a deliberately casual way I ask the group, “Are any

the diginto-i

of you interested in manufacturing and selling greenhouses?”
Not once have I gotten an affiemative answer. Then I make a few
points about greenhouses: I remind the group how, as our stan-
dard of living rises, peaple become more and more interested in
nonnecessites. I suggest how much Mrs. America would enjoy
‘growing her own orchids and orange blossoms. I point out that
if tens of thousands of families can afford private swimming
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We can all learn a lesson from Harry. The “I'm doing my
Job and that's enough” attitude is small, negative thinking. Big
thinkers see themselves as members of a team effore as winning
or losing with the team, not by themselves. They help in cvery
way they can, even when there is no direct and immediate com-
pensation o other reward. The fellow who shrugs off a problemm
outside his own department with the comment “Well, that's o
concern of min, let them worry with it” hasn't got the attitude.
it takes for top leadership.

Practice this. Practice being a big thinker. Sce the compa-
ny's inferest as identical with your own. Probably only a very
few persons working in large companies have a sincere, unselfish

company. But afier all, only a reltively few per-

as big thinkers, And these few are the ones eventu-
ally rewarded with the most responsible, best-paying jobs.

Many, many potentially powerful people let petey, small,
insignificant things block their way to achievement, Let's look at

four examples

1. WHAT DOES IT TAKE TO MAKE A
GOOD SPEECH?
Just about everyone wishes he had the “abilty” to do a firstclass
Job of speaking in public. But most people dori't get their wish.
Most folks are lousy public speakers.

‘Why? The reason is simple: most people concentratc on the
small rivial things of speaking at the expense of the big, impor-
tant things. In preparing to give a talk, most people give them-
selves a host of mental instructions, like “T've got to remember to
stand straight,” “Don't move around and don't use your hands,”
“Don't let the audience see you use your notes,” “Remember,
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about disinterested students. The activated minister need never
be distessed by a siepy congregation.

Enthusiasm can make things 1,100 percent better. Two years ago,
emplogees in a business I'm acquainted with donated $94.35 to
the Red Cross. This year the same employees, with just about
the same payroll, donated almost $1,100, an increase of 1,100
percent

The drive captain who collected only $94.35 was totally
Iacking in enthusiasm. He made remarks like “I suppose it a
worthwhile organization”; “I've néver had any direct contact with
IV abig organization and they collecta ot from the wealthy,
501 suppose it's not too important i you contribute”; “If you can
makea donation, see me.” This fellow did nothing to inspire any-
one to want to join the Red Cross and do it in a big way.

“This year's drive captain was a diffrent sor. He had enthu-
siasm, He gave examples of case histories that showed how the
Red Crosspitches in when disaster strkes. e showed how the Red
Cross depends on donations from cveryone. He asked the employ-
es to be guided in giving by how much they would be willing to
give their neighbor if disaster should strike him. He said, “Look
what the Red Cross has done!” Notice, he did not beg. He did
not say, “Fach of you s expected to donate XX dollars” All he did
was t0 show enthusiasm about the importance of the Red Cross.
Success just naturally followed.

Think for a moment about aclub or civic organization you

know that is fading away. Chances are, all it needs is enthusiasm
0 bringit back to lfe,
Results come in proportion to enthusiasm applied.
Enthusiasm is simply “This s greatl” Here's why.





index-96_1.png
o HOWTOTHINKBIG

about the printing business, but his record showed he was a good
accountant. Yet a year and a half ago, when I retired, we made.
him president and general manager of the company.

“Looking back on it, Harry had one trai that put him out
in front of everyone else. Harry was sincerely and activly inter-
ested in the whole company, not just writing checks and keeping
records. Whenever he saw how he could help other employees,
he jumped right in.

“The first year Harry was with me, we lost a few men.
Harry came to me with a fringe benefit program which he prom-
ised would cut down turnover at low cost. And it worked.

“Harry did many other things, oo, which helped the whole
‘company, not just this department. He made a detailed cost study
of our production department and showed me how a $30,000
investment in new machinery would pay off. Once we experi-
enced apretty bad sales slump. Harry went to our sales manager
and said, in effect, I don't know much about the sales end of the.
business, but let me try to help. And he did. Harry came up with
several good ideas which helped us sell more jobs.

“When a new employee joined us, Harry was right there to
help the fellow get comfortable. Harry took a real interest in the
entire operation.

“When I retired, Harry was the only logical person to take.

“But donft misunderstand,” my friend continued, “Harry
didn’t try to put himself over on me. He wasn't a mere meddier.
He wasn't aggressive in a negative way. He didn't stab people in
the back, and he didn't go around giving orders. He just went
around helping, Harry simply acted as f everything in the com-
‘pany affected him. He made company business his business,”
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‘men who have developed career trouble because their companies
want to move them to another location but they don't want
10 go. “T just can't see moving to Chicago (or San Francisco o
Adanta or New York or Miami)" is a remark spoken many times
aday.

There's one way to build enthusiasm toward a new loca-
tion. Simply resolve to dig nto the new community. Learn all
you can about it. Mix with the people. Make yourself feel and
think like 2 community citizen from the very first day. Do this,
and you'll be enthusiastic about your new environment.

“Today millions of Americans invest in corporate securities.
But there are many millions more who have no interest at all in
the stock market, That's because they are people who have not
familiarized themselves with what the securities market is, how
it operates, the day-to-day romance of American business.

To get enthusiasm about anything — people, places, things
diginto it deeper.

Dig into it deeper, and you'll develop enthusiasm. Put this
principle to work next time you must do something you don't
‘want to do. Put this principle to work next time you find yourself.
becoming bored. Just dig in decper and you dig up interest.

2. In everything you do, e it up. Enthusiasm, o lack of it, shows
through in everything you do and say. Life up your handshak-
ing. When you shake hands, shake. Make your handelasp say,

' glad to know you.” “lam glad to see you again.” A conserva-
tive, mouse-like handshake is worse than no handshake at all It
makes people think, “This guy is more dead than alive.” Try to
find a highly successful person with a conservative handshake.
You'll have to look a long, long time.





index-99_1.png
HOUTOTHAKBIE 55

with “Well, what do you expect on my food budgetr” or “Maybe
T could cook better if I had a new stove like everybody clse.” This
insultsJoh's pride, 5o he attacks with “Now, Joan, s not Jack of
money; it simply that you don't know how to manage.”

And away they gol Before a truce s finally declared, ll sorts
of accusations are made by each party. In-aws, sex, money; pre-
marital and postmarical promises, and other issues wil be intro-
duced. Both parties leave the bae nervous, tense. Nothing has
been settled, and both parties have new ammunition to make the
next quarrel more vicious, Little things, petty thinking, causes
argaments. S0, to eliminate quarrels, eliminate petty thinking,

Here's a technique that works: before complaining or
accusing or reprimanding someone or launching a counterat-
tackin self defense, ask yourself, “Is i really importan” In most
cases, it isn't and you avoid conflict.

sk yourself, s it really important if he (or she) is messy
with cigarettes or forgets to put the cap on the toothpaste or is
late coming home?” :

“Is it really important if he (or she) squandered a litle
money or invited some people in I don't like”

When you feel like taking negative action, ask yourself,
“Is it really important?” That question works magic in building
a finer home situation. It works at the office, too. It works in
‘homegoing traffic when another driver cuts in ahead of you. It
works in any situation in life that is apt to produce quarrels.

3. JOHN GOT THE SMALLEST OFFICE AND FIZZLED OUT
Several years ago, 1 observed small thinking about an office
assignment destroy a young fellow’s chances for a profitable
career in advertising.
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pools, millions could afford greenhouses because greenhouses
are relatively inexpensive. I show them that if you could scll.a
$600 greenhouse to only one family in fifty you'd develop a $600
million business in producing greenhouses, and perhaps a 5250
‘million industry supplying plants and sceds.

The only difficulty with this exercise is that the group, ten
minutes before completely cold about greenhouses, now is so
enthusiastc they don't want to move on to the next subject!

Use the digiinto-itdecper technique to develop enthusi-
asm toward other people. Find out all you can about another
person—what he does, his family, his background, his ideas
and ambitions-—andryou'll find your interest in and enthusiasm
about him mounting. Keep digging, and you're certain to find
some common interests. Keep digging, and you'll eventually
discover a fascinating person,

The diginto-it deeper technique works also in developing
enthusiasm toward new places. Several years ago some young
friends of mine decided to move from Detroit to a small town in
mid-Florida. They sold their home, closed out teir business con-
nections, said good-bye to their friends, and were gone.

Six weeks later they were back in Detroit. The reason had
nothing to do with employment. Rather, as they put t, “We just
couldn't stand living in a small town. Besides, all our friends are
in Detroit. We just had to come back.”

In later conversations with these people, I learned the real
reason why they didn't like the small Florida city. During their
short stay there, they had taken only a surface vi
munity—its history, its plans for the future, its people. They

w of the com-

‘moved their bodies to Florida but left theis minds in Detroit.
Ive talked with dozens of executives, engincers, and sales-
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don't make mistakes in grammar, especially don'tsay ‘for he and
1 say “for him and me,” “Be sure your ti is straight,” “Speak
Toud, but not too loud,” and so on and on.

Now, what happens when the speaker gets up to speak?

He's scared because he's given himself a terifc list of things not
10 do. He gets confused in his talk and finds himself silently ask-
ing, "Have I made a mistake?” He i, in brief, a flop. He's a flop
because he concentrated on the petty;tivial, relatively unimport-
ant qualities of a good speaker and failed to concentrate on the
bigthings that make a good speaker: knowledge of what hes going
totall about and an intense desire to tel it to other peopl.

“The real test of a speaker s not did he stand straight or did
he make any mistakes in grammar, but rather did the audience
getthe points he wanted to put across. Most of our top speakers
have petty defects; some of them even have unpleasant voices.
Some of the most sought-afier speakers in America would flunk
a speech course taught by the old negative, “don't do this and
don't do that,” method.

et all these successful public speakers have one thing in
common: They have something to say and they feel & burning desire
Jor other peogle to hear it

Don'tlet concern with trvia keep you from speaking suc-
cessfully in public.

2. WHAT CAUSES QUARRELS?
Ever stop to ask yourself just what causes quarrels? At least 99
percent of the time, quarrelsstart over pety, unimportant matters
fike this: John comes home a e tired, a litle on cdge. Dinner
doesnt exactly please hi, so he tuens up his nose and complains.
Joan's day wasn' pecfectcithér,so she ralies to her own defense
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How blind can we be? See what can be, not just what s
“The schoolteacher who thinks of Jimmy only as he is—an
mannered, backward, uncouth brat—certainly will not aid
Jimmy's development. But the teacher who sees Jimmy notas he
is now but as he can be, she’ll get results.,
Most folks driving through skid row sce only broken down
stumblebums hopelessly lost to the bottle. A few devored people
see something else in the skid row-ite they sce a reconstructed

citizen. And because they see this,they succeed in many cases in
doing an excellent rehabilitation job.

4. Whal determines fhow much you're worth? Afeer a training ses-
sion a few weeks ago,  young man came to see me and asked if
he could talk with me fora few minutes. I knew that this young
fellow, now about twenty:-six; had been a very underprivileged
child. On top of this, he had experienced a mountain of misfor-
tune in his carly adult years.  also knew that he was making a
teal effort o prepare himself for a solid future.

Over coffee, we quickly worked out his technical problem,
and our discussion turned to how people who have few physical
possessions should look toward the future. His comments pro-

 vide a straightforward, sound answer.

“Tve go less than $200 in the bank. My job as a rate clerk
doesnt pay muuch, and it doesn' carry much responsibilty. My car
s four years old, and my wife and 1 ive in a eramped second-loor
apartment.

“But, Professor,” he continued, “I'm determined not to let
what I haven't got stop me.

That was an intriguing statement, so I urged him to
explai
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learn how successful people approach problems and make deci-
sions. They observe the ateitudes of successful people.

“The how-to-do-it always comes to the person who belicves
he can doit.

A young woman I'm acquainted with decided two years
ago that she was going to establish a sales agency to sell mobile
homes. She was advised by many that she shouldn't—and
couldn't—do .

She had less than §3,000 in savings and was advised that the
minimum capital investment required was many times that,

“Look how competitive iis” she was advised. ‘And besides,
‘what practical experience have you had in selling mobile homes,

et alone managing a business?” her advisors asked.

But this young lady had belief in herself and her abiliy to
succeed. She quickly admitted that she lacked capital, that the
business was very competicive, and that she lacked experience.

“But,” she said, “all the evidence I can gather shows that the
‘mobile home industry is going to expand. On top of thar, I've
studied my competition. I know I can do  better job of metchan-
dising twailers than anybody else in this town. 1 expect to make
some mistakes, but 'm going to be on top in a hurry.”

And she was. She had litle trouble getting capital. Her
absolutely unquestioned belief that she could succeed with this
business won her the confidence of two investors. And armed
with complete belif, she did the “impossible”
manufacturer to advance her a limited inventory with no money

she got a railer

down.
Last year she sold over $1,000,000 worth of tralers.
“Next year,” she says, “ expect to gross over $2,000,000."
Belicf, strong belief, triggers the mind to figure ways and
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“Then I ried to explain to henthe only reason I selected the
turkey was because it was 39 cents.If ithad been marked 49 cents
Id have taken something else.

“To this, her answer was “You'll just have to pay the 49
cents” 1 did, because I didn't want to stand there and create a
scene. But 1 decided on the spot that I'd never eat there again. |
spend about $250 a year for lunches, and you can be sure they'll
not get one penny of it

“There’s an example of the litle view. The checker saw one

ial $250.

thin dime, not the pote;

3. The case of the blind milkman, It surprising how people some-
A few years ago a young milkman
came to our door to solicit our dairy business.  explained to him
that we already had milk delivery service and we were quite

times are blind to pote

satisfied. Then I suggested that he stop next door and talk to the
lady there.

“To this he replied, “I'e alteady talked to the lady next door,
but they use only one quart of milk every two days, and that's
not enough to make it worthwhile for me to stop.”

“That may be,” I said, “but when you talked to our neigh-
bor, id you not obscrve that the demand for milk in that house-
hold willincrease considerably in a month or so? ‘There will be a
new addition over there that will consume lots of milk.”

‘The young man looked for a moment like he had been
struck, and then he said, “How blind can a guy ber”

Today that same one-quartevery-two-days family buys
seven quarts every two days from a milkman who had some fore-
sight. That first youngster, a boy, now has two brothers and one
sister. And I'm told there'll be another young one soon.
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Here is how you can develop your power to sce what can
e, not just what s. I call these the “practice adding value” exer-
cises

. Practice adding value to things. Remember the real estate
example. Ask yourself, “What can I do to ‘add value’ to
this room or this house or this business?” Look for ideas to
make things worth more. A thing-—whether it be a vacant
lot, & house, or a business—has value in proportion to the
ideas for using it

2. Practice adding value to people. As you move higher and
higher in the world of success, more and more of your
job becomes “people development.” Ask, “What can I do
10 ‘add value’ to my subordinates? What can I do to help
them to become more effective?” Remember, to bring out

the best in a person, you must first visualize his best.

3. Practice adding value to yourself. Conduet a daily interview
with yourself. Ask, "What can I do to make mysclf morc
valuable today!” Visualize yourself not as you are but as
you can be. Then specific ways for attaining your potential
alue will suggest themselves. ust try and sce.

A retired owner-manager of a mediumsize printing company
(sixty employees) explained to me how his successor was picked.

“Five years ago,” my fiiend began, “I needed an accountant
10 head up our accounting and office routine. The fellow-1 hired
was named Harry and was only twenty-six. He knew nothing
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“If's this way.” he went on, “T've been analyzing people a lot
Iately, and I've noticed this. People who don't have much look at
themselves as they are now. That's all they sce. They don't see a
future, they just see a miserable present.

“My neighbor is a good example. He's continually com-
plaining about having a low-pay job, the plumbing that's always
getting fouled up, the lucky breaks somebody else just got, the
doctor bills that are piling up. He reminds himself so ofien that
he's poor that now he just assumes that he's always going to be
poor. He acts as if he were sentenced to living in that broken-
down apartment all the rest of his life.”

My friend was really speaking from the heart, and afier
a moment's pause he added, “If 1 looked at myself strictly as
I am—old car, low income, cheap apartment, and hamburger
diet—1 couldnt help but be discouraged. Id see a nobody and Td
beanobody for the rest of my lie.

“T've made up my mind to look at myself s the person I'm
going to be in a few short years. I see myself not as a rate clerk
butas an executive. I don'tsee a crummy apartment, I e a fine
new suburban home. And when 1look at myself that way,  feel
bigger and think bigger. And I've got plenty of personal experi-
ences to prove it paying oft”

s that a splendid plan for adding value to oneself? This
young fellow is on the expressway to really fine living. He's
mastered this basic success principle: Itsn't what one has that’s
important. Rathes, it's how much one is planning to get that
counts.

The price tag the world puts on us s just about dentical to
the one we put on ourselves.
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method of selling the property for what it can be pays off in
another way: I can scll a farm at a higher price than my com-
petitors. People naturally pay more for acreage and an idea than
they do for just acreage. Because of this, more people want to
list their farms with me and my commission on each sale is
larger.

“The moralis this: Look at things notas they e, bt as they can
be Visualization adds value 0 everything. A big thinker abways visual-
izes what can be done in the future, He sn't stuck with the present.

2. How much is a customer worlh? A department store executive
was addressing a conference of merchandise managers. She was
saying, “I may be alttle old-fashioned, but I belong to the school
that believes the bést way to get customers to come back is to
give them friendly, courteous service. One day T was walking
through oue store when I overheard a salesperson arguing with
a customer. The customer left in quite a huff,

“Afterwards, the salesperson said to another, Tm not going
to let  $1.98 customer take up all my time and make me take
the store apart trying to find him what he wants. He's simply not
worth it

“I walked away” the executive continued, “but [ couldnt
get that remark out of my mind. Itis pretty serious, I thought,
when our salespeople think of customers as being in the $1.98
category. I decided right then that this concept must be changed.
When I got back to my office, I called our research director and
asked him to find out how much the average customer spent in
our store last year. The figare he came up with surprised even
me. According to our research director's careful calculation, the
typical customer spent §362 in our establishment.
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“Did Harry have a better territory? Again I've got to say no.
“The accounts averaged about the same. Did Harry have more
education? Better health? Again, no. Harry is about as average as
an average guy could be except for onc thing,

“The difference between Harty and the rest of you,” said
the vice president, “the difference is that Harry thought five
times bigger.”

Then the executive proceeded to show that success is deter-
as it s by the size

mined not so much by the size of one’s b
of one’sthiking.

“This was an intriguing thought. And it stayed with me. The
more 1 observed, the more people I talked with, the deeper I dug
into what's really behind success, the clearer was the answer:
Case history afier case history proved that the size of bank
accounts, the size of happiness accounts, and the size of one’s
general saisfaction account is dependent on the size of one’s think-
ing There is magic in thinking big,

“If Thinking Big accomplishes so much, why doesn't every-
one think that way?” I've been asked that question many times.
Here, I believe, is the answer. All of us, more than we recognize,
are products o the thinking around us. And much of this tinking
s lite, ot big. All around you s an environment that is trying
10 tug you, trying to pul you down Second Class Street, You are
told almost daily that there are “too many chiefs and not enough
Indians.” In other words,that opportunitis to lead no longer cxist,
that there s a surplus of chiefs, so be content to be a itle guy.

But this “too many chiefs” idea simply docsn't square with
the truth. Leading people in all oceupations will tell you, as
they've told me, that “the trouble i, there are too many Indians
and not nearly enough chiefs.”
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FOUR WAYS TO DEVELOP THE BIG THINKER'S
VOCABULARY
Here are four ways 1o help you develop a big thinker's vocabu-
lary.

1. Use big, positive, cheerful words and phrases to describe
how you feel. When someone asks, “How do you feel
today?” and you respond with an “T'm tired (I have &
headache, T wish it were Saturday, I don't feel so good),”
you actually make yourself feel worse. Practice this: i's
a very simple point, but it has tremendous power. Every

time someone asks you, “How are you?” or “How are you
feeling today?” respond with a “Just wonderfllthanks, and
Jour” or say “Great” or "Fine.” Say you feel wonderful at
every possible opportunity, and you will begin to fecl won-
derful—and bigger, too. Become known as a person who
always feels great. It wins friends.

2. Use bright, cheerful, favorable words and phrases to
describe other people. Make it a rule to have a big, posi-
tive word for all your friends and associates. When you
and someone else are discussing an absent third party; be
sure you compliment him with big words and phrases like
“He's really a fine fellow” “They tell me he's working out
wonderfilly well.” Be extremely careful to avoid the petty
cut

im-down language. Sooner o later third parties hear
what's been said, and then such talk only cuts you down.

3. Use positive language to encourage others. Compliment
people personally at every opportunity. Everyone you know
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PHRASES THAT CREATE SMALL, PHRASES THAT CREATE BIG,

NEGATIVE MIND IMAGES POSITIVE MIND IMAGES
4.The market s saturated. - Imagine, 25 percent of the mar-
Imagine, 75 percent of the ket s stll not sold. Count me
potental has already been  in. This looks big!

sold. Better get out.

“Their orders have been small.  Theis orders have been small.

Cutthem off. Let's map outa plan or seling
them more of their needs.

6. Five years s too long a time  Five years is not really a long
10 spend before Il getinto  time. Just chink, that eaves me.
the top ranks in your com-  thirty years to serve at a high

pany. Count me out. el

7. The compettion has allthe  Competition s steong, There's
advantage. Howdoyou 1o denying that, but no one
expect me toscllagainst  ever hasall the advantages.
them? Let's put our heads together

and figure oura way to beat
them a their own game.

8. Nobody willever want that Inits present form, it may not

product. be salable, but let’s consider
some modifications.
9. Let’s wait until a recession  Lets invest now: Bet on pros-

‘comes along, then buy stocks. ~perity, not depression,
10. Fm 00 young (o) forthe  Being young (old) s distinct
job. advantage.
1.1t wonft work, let me prove It will work, let me prove it
. The image: dark, gloom, The image: bright, hope, suc-
disappointment, geef, failure, cess, fn, victory.
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doesn't st him up and make him want to buy it. But when you
show him a concrete plan for doing something with the farm,
he's just about sold. Here, et me show you what | mean.”

He opened his briefcase and pulled out a file. “This farm,”
he said, “is a new listing with us. I¢s ke a lot of them, Its forty-
three miles from the center of the metropolitan ares, the house
is rundown, and the place hasn't been farmed in five years. Now,
here’s what I've done. I spent two full days on the place last week,
just studying it. T walked over the place several times. I looked
at neighboring farms. I studied the location of the farm with
respect to existing and planned highways. I asked myself, What's
this farm good for”

“I came up with theee possibilties. Here they are.” He
showed them to me. Bach plan was neatly typed and looked
quite comprehensive. One plan suggested converting the farm
into a riding stable. The plan showed why the idea was sound: a
growing city, more love for the outdoors, more moncy for rec-
reation, good roads. The plan also showed how the farm could
support a sizable number of horses so that the revenue from the

rides would be largely clear. The whole riding stable idea was
very thorough, very convincing, The plan was so clear and con-
vincing, T could “see” a dozen couples riding horscback through
the trees.

In similar fashion this enterprising salesman developed a
second thorough plan for a tree farm and a third plan for a com-
bination tree and poulury farm.

“Now when I talk with my prospects, [ won't have to con.
vince them that the farm is a good buy as it is U help them to sce
a picture of the farm changed into a moneymaking proposition.

“Besides selling more farms and sclling them faster, my
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craves praise. Have a special good word for your wife or
husband every day. Notice and compliment the people who
work with you. Praise, sincerely administered, is a success
tool. Use it Use it again and again and a
people on their appearance, their work; their achievements,
u

Compliment

families.

4. Use positive words to outline plans o others. When
people hear something like this: “Here is some good news.
We face a genuine opportunity ....” their minds start o
sparkle. But when they hear something like “Whether
we like it or not, we've got a job to do,” the mind movie
is dull and boring, and they react accordingly. Promise.
victory and watch eyes light up. Promise victory and win
support. Buil

castles, don't dig graves!

SEE WHAT CAN BE, NOT JUST WHAT IS
Big thinkers train themselves to see not just what is but what can
be. Here are four examples to ilustrate this point.

1. Wiat gives real estale value? A highly successful Realior who
specializes in rural property shows what can be done if we train
ourselves to see something where little or nothing presently
exists,

“Most of the rural property around here,” my friend began,
“is run-down and not very attractive. I'm successful because |
don'ttry to sell my prospects a farm as it is.

“I'develop my entire sales plan around what the farm can
be. Simply telling the prospect, “The farm has XX actes of bot-
tom land and XX acres of woods and is XX miles from town,’
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advice: Know thyself But most people, it seems, interpret this sug-
gestion to mean Know only thy negative self Most self-evaluation
consists of making long mental lists of one’s faults, shortcom-
ings, inadequacies.

1¢s well to know our inabilites, for this shows us areas in
‘which we can improve. But if we know only our negative char-
acteristics, we're in a mess. Our valuc is small.

Here is an exercise t0 help you measure your true size. I've
used it in training programs for executives and sales personnel.
It works.

1. Determine your five chief assets. Invite some objective
friend to help—possibly your wife, your superior, a profes-
sor—some intelligent person who will give you an honest
opinion. (Examples of assets frequently listed are educa-
tion, experience, technical skill, appearance, well-adjusted

)

home life, attitudes, personality nit

2. Next, under each asset, write the names of three persons
you know who have achieved large success but who do ot
have this asset to as great a degre as you.

When you've completed this exercise, you will find you
outrank many successful people on at least one asset.

There i only one conclusion you can honestly reach: You're
bigger than you think. So fit your thinking to your true size. Think
as big as you really are! Never, never, never sell yourself short!

The person who says “adamantine” when in plain talk he means
“immovable” or says “coquette” when we would understand
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seem o define the word successas synonymous with securit. Can
‘we risk turning our company over to'peaple like that?

“The thing I can't understand s why should young people
these days be so uliraconservative, so narrow in their view of the
future? Every day there are more signs of expanding opportunity.
“This country is making record progress in scientific and indus-
tial development, Our population s gaining rapidly. I there cver
was a time to be bullish about America,it's now:”

“The tendency for so many people to think small means
there is much less competition than you think for a very reward-
ing career.

Where success is concerned, people are not measured in
inches or pounds or college degrees, or family background; they
are measured by the size of their thinking, How big we think
determines the size of our accomplishments, Now let’s se¢ how
we can enlarge our thinking

Ever ask yourself, “What is my greatest weakness?” Probably
the greatest human weakness is selfdeprecation—that is, scllng
oneself short. Selfdeprecation shows through in countless ways.
John sees a job advertisement n the paper; it exactly what he would
like. But he does nothing about it because he thinks, “I'm not good
enough for that ob, so why bother?” Or Jim wants a date with Joan,
but he doesn' call her because he thinks he wouldn't rate with her.

“Tom feels Mr. Richards would be a very good prospeet for
his product, but Tom doesn't call. He feels Mr. Richards is too
big t0 see him. Pete is filling out a job application form. One
‘question asks, “What beginning salary do you expect?” Pete puts
down a modest figure because he feels he really isn't worth the
bigger sum that he would like to earn

Philosophers for thousands of years have issued good
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ant to solve. Instead say, “We face a challenge,” and you create a
mind picture of fun, sport, something pleasant to do.

Or tell a group, "We incurred a big expense,” and people
see money spent that will never return. Indeed, this is unpleas-
ant. Instead say, “We made a big investment,” and people sce
a picture of something that will rewurn profits later on, a very
pleasant sight.

“The pointi this: Big thinkers are specialists i creating posi-
tive, forward-looking, optimistic pictares in their own minds and
in the minds of others. To think big, we mist use words and phrases
that produc big, positive mental images.

In the lefi-hand colurmn below are examples of phrases that
create small, negative, depressing thoughts. In the right-hand col-
umn the same stuation i discussed but in a big, positive way.

s you read these, ask yourself: "What mind pictures do I
seer”

PHRASES THAT GREATE SWALL, PHRASES THAT CREATE BIG,
NEGATIVE MIND IMAGES

1. I6sno use, we're whipped. hipped yet. Lets
keep trying, Here's a new angle.
2. T wasin that business once and | wen broke but it was my own
filed. Never again. fault 'm going (o try again.
3. T've ried but the product o far v not been able tosell
wonftsel. People don't want  this product. But [know it is
i g00d and I'm going to find the.

Formula that
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him better if he said “flirt” may have a bi
he have a big thinker’s vocabulary? Probably not. Peoplé who use.
iffcult, high-sounding words and phrases that most folks have
o strain themselves to understand are inclined to be overbearing
and stuffed shirts. And stuffed shirts are usually small thinkers

“The important measure of a person's vocabulary is not
the size or the number of words he uses. Rather, the thing that
counts, the only thing that counts about one’s vocabulary, is the .
effct his words and phrases have on his own and others’ think-
ing.

Here is something very basic: We do not think in words and
phrases. We think only in pictures and/or images. Words are the
raw materials of thought. When spoken or read, that amazing

vocabulary. But does

instrument,the mind, automatically converts words and phrases
into mind pictures. Bach word, each, phrase, creates a slightly
different mind piccure. If someone tells you, “Jim bought a new.
splitlevel,” you see one picture. But if you're told, “Jim bought
anew ranch house,” you see another picture. The mind pictures
we see are modified by the kinds of words we use to name things
and describe things.

Lok at it this way. When you speak or write, you are, in a
sense, a projector showing movies in the minds of others. And
the pictures you create determine how you and others react.

Suppose you tell a group of people, “I'm sorry to report
we've failed.” What do these people see? They see defeat and all
the disappointment and grief the word “failed” conveys. Now
suppose you said instead, “Here's a new approach that I think
will work.” They would feel encouraged, ready to try again.

Suppose you say, “We face a problem.” You have created a
picture in the minds of others of something difficull, unpleas-
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In one evening class of twenty-five persons I conducted recently,
there were an owner of a retail chain of twelve stores, two bugers
for a national food chain, four graduate engineers, an Air Force
colonel, and several others of similar status.

Many people carn degrees in evening programs these days,
but the degree, which in the final analysis is oy a piece of paper,
isnot their primary motivation. They are going to school to build
their minds, which i a sure way to invest in a better future.

s a real bar-
gain. A moderate investment will keep you in school one night

And make no mistake about this. Educatior

each week for a full year. Compute the cost as a percentage of
your gross income and then ask yourself, “Isn't my future worth
this smallinvestment”

‘Why not make an investment decision right now? Call it
School: One Night a Week for Life. It will keep you progressive,
young, alert. Tt will keep you abreast of your aras of interest.
And it will surround you with other people who also are going
places.

2. Invest i idea sarters. Education helps you mold your
mind, stretch i, train it to meet new situations and solve prob-
ems, Idea starters serve a related purpose. They feed your mind,
give you constructive material to think about.

‘Where are the best sources of idea starters? There are many,
but to geta steady supply of high-quality idea matesial, why not
do this: resolve to purchase at least one stimulating book cach
‘month and subscribe to two magazines or journals that stress
ideas. For only a minor sum and a minimum of time, you can be
tuned in to some of the best thinkers available anywhere.

At a luncheon one day I overheard one fellow say, “But it
costs too much. I can't afford to take The Wl Street Journal.”
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education doesn't necessarily produce a successful person. Ralph
J. Cordiner, chairman of General Blectric, expressed the attitude
of top business management toward education this way: “Two
of our most outstanding presidents, Mr. Wilson and Mr. Coffin,
never had an opportunity to attend college. Although some of
our present officers have doctor's degrees, twelve out of forty-
one have-no college degrees. We are interested in competency;
not diplomas.” A diploma o degree may help you gt a job, but
it will not guarantee your progress on the job. “Business i inter-
ested in competency, not diplomas.”

To others, education means the quantity of information
a person has stashed away in his brain. But the soak-upfacts
‘method of education won't get you where you want to go. More
and more we depend on books, fles, and machines to warehouse
information. IF we can do only what a machine can do, we're in
areal fix

Real education, the kind worth investing i, is that which
develops and cultivates your mind. How well educated a person
s, is measured by how well his mind is developed—in brief, by
how well he thinks

Anything that improves thi
you can obtain education in many ways. But the most effcient
sources of education for most people are nearby colleges and
universites. Education is their business.

ing ability is education. And

If you haven't been to college lately, you're in for some
wonderful surprises. You'll be pleased at the wide course offer-
ings available. You'll be even more pleased to discover who goes
0 school after work. Not the phonies, but rather really promising
persons, many of whom already hold very responsible positions.
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His companion, obviously a much more success minded person,
replied, "Well, 've found that I can't afford not to take it

‘Again, take your cue from the successful people. Invest in
yourself.

LET'S TAKE ACTION

Now in a quick recap, put these success building principles to
work:

1. Geta clear fix on where you want to go. Create an image of
yourself ten years from now.

2. Write out your tenyear plan. Your life is t00 important
10 be lefi to chance. Put down on paper what you want
10 accomplish in your work, your home, and your social
departments.

3. Surrender yourself to your desires. Set goals to get more
energy. Set goals o get things done. Set goals and discover
the real enjoyment of living.

4. Let your major goal be your automatic pilot, When you let
your goal absorb you, you'll find yourself making the right
decisions to reach your goal.

5. Achiese your goal one step at a time. Regard each task you
perform, regardless of how small it may seem, as a step toward

your goal.

6. Build thirty-day goals. Day-by-day effort pays off
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THIRTY-DAY IMPROVEMENT GUIDE

Between now and_ I wil

A, Break these habits: (suggestions)
1. Puting off things.
2. Negative Janguage.
3. Watching TV more than 60 minutes per day:
4. Gossip.

B. Acquire these habits: (suggestions)
1. A tigid morning examination of my appearance.
2. Plan each day’s work the night before.
3. Compliment people at every possible opportunity:

. Increase my value to my employer in these ways: (sugges-
1s)
1. Do a better job of developing my subordinates.

2. Leam more about my company, what it docs, and the
customers it serves.

3. Make three specific suggestions to help my company
become more efficient.

D. Increase my value to my home in these ways: (sugges
tions)

1. Show more appreciation for the little
does that I've been taking for granted.

2. Once each week, do something special with my whole
family.

s my wife

3. Give onc hour each day of my undivided attention to my

family.
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To the minister each sermon, to the professor each lecture,
to the scientist each experiment, to the business exccutive each
conference is an opportunity to take one step forward toward
the large goal.

Sometimes it appears that someone achieves success all at
once. But if you check the past histories of people who seemed
tow
work was previously laid. And those “successful” people who
Tose fame as fast as they found it simply were phonies who had
not bult a solid foundation.

Just as a beautiful building is created from pieces of stone,
each of which in itself appears insignificant, in like manner the
successful lfe is constructed.

Do this: Start marching toward your ultimate goal by mak-
ing the next task you perform, regardless of how uhimportant it
‘may seem, a step in the right dircction. Commit this question to
memory and use it to evaluate everything you do: “Will his elp
take me where I want to go?" IF the answer s no, back off; if yes,
press ahead.

It clear. We do not make one big jump to sixccess. We get

atthe top suddenly, you'll iscovera lot of solid ground-

there one step at a time. An excellent plan s to set monthly quo-
s for accomplishment.

Examine yourself. Decide what specific things you should
do to make yourself more effective. Use the form below as a
guide. Under each of the major headings make notes of the
things you will do in the next thirty days. Then, when the thirty-
day period is up, check your progress and build a new thirty-day
goal. Always keep working on the “little” things to get you in
shape for the big things.
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the airport where you planned to land is closed in, because you
know the fellow up there driving the plane has alternative land-
ing fields and a reserve fuel supply:

I¢s a rare person who has achieved highevel success who
has not had to take detours—many of them.

When we detour, we don't have to change our goals, We
Just travel a different route.

You've probably heard many persons say something like “Oh,
how I wish I had bought XX stock back i 19-—. Id have a pile of
money today.”

Normall, people think of investing in terms of stocks or
bonds, real estate, or some other type of property. But the big-
gest and most rewarding kind of investment is selfinsestment,
purchasing things that build mental power and proficiency.

The progressive business knows that how strong it will be
five years from now depends not on what it docs five years in the
future but rather on what it does, invests, this year: Profit comes
from only one source: investment.

“There's a lesson for each of us. To profit, to get the cxtra
reward above a “normal” income in the years ahead, we must
invest in ourselves. We must invest to achieve our goals.

Here are two sound selfinvestments that will pay hand-
some profis in the years ahead:

1. Invest i edcation. True education is the soundest invest-
ment you can make in yourself But lets be sure we understand
‘what education really is. Some folks measure education by the
‘number of years spentin school or the number of diplomas, ccr-

tificates, and degrees earned. But this quantitative approach to
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E. Sharpen my mind in these ways: (suggestions)
1. Invest two hours each week in reading professional
magazines in my field.
2. Read one selfhelp book.
3. Make four new friends.
4. Spend 30 minutes daily in quiet, undisturbed thinking.

Nexttime you see a particularly well-poised, well-groomed,
clear thinking, effective person, remind yourself that he wasn't
born that way. Lots of conscious effort, invested day by day,
made the person what he is. Building new positive habits and
destroying old negative habits is a day-by-day process.

Create your first thirty-day improvement guide right now.

Often, when I discuss setting goals, someone comments
along these lines, “I see that working toward a purpose is impor-
tant, but 50 often things happen that upsec my plans.”

1t true that many factors outside your control do affect
‘your destination. There may be serious illness or death in your
family, the job you're gunning for may be dissolved, you may
meet with an accident.

S0 here isa point we must fix firmly in mind: prepare totake
detours n stride. If you are driving down a road and you come 102
“road closed" situation, you wouldn't camp there, nor would you
g0 back home. The road closed simply means you can't go where
you want to go on this road. You'd simply find another road to
take you where you want to go.

Observe what military leaders do. When they develop a
master plan to take an objective, they also map out alternative
plans. If something unforescen happens that rules out plan A,
they switch to plan B. You rest easy in an airplane even though
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friends, Lew Gordon, has chosen this way to retirc. Lew’s retire-
ment several years ago as a vice president of Athanta’s biggest
bank was really Commencement Day for him. He established
himself as a business consultant. And his pace is amazing.
Now in his sixties, he serves numerous clients and is in
national demand as a speaker. One of his special projectsis help-

ing to build Pi Sigma Epsilon, a young but fast-growing fraternity

for professional salesmen and sales exceutives. Bvery time | see
Lew he seems younger. He's a young thirty in spiric. Few people.
I know of any age ar reaping more from life than this senior
citizen who resolved not to go out to pasture.

And the Lew Gordons aren' the boring old grumps fecling
sorty for themselves because they're old,

Goals, intense goals, can keep a person alive when noth-
ing else will. Mrs. D., the mother of a college fricnd of mine,
contracted cancer when her son was only two. To darken mat-
ters, her husband had died only three months before her iliness
was diagnosed. Her physicians offered litle hope. But M. D,
would not give up. She was determined that she would sce her
two-year-old son through college by operating a small retail
store left her by her husband. There were numerous surgical
operations. Each time the doctors would say, “Just a few more
months.”

The cancer was never cured. But those “few more months”
stretched into twenty years. She saw her son graduated from col-
lege. Six weeks later she was gone.

A goal, a burning desire, was powerful enough to stave off
sure death for two decades.

Use goals to five longer. No medicine in the world—and
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have abandoned what has become my decpest source of profes.
sional pride. I tried to think only of the next paragraph, not the
next page and certainly not the next chapter. Thus, for six solid
months, I never did anything but set down one paragraph after
another: The book ‘wrote itself”

“Years ago, I took on a daily writing and broadcasting chore
that has totaled, now, more than 2000 scripts. Had I been asked
at the time to sign a contract to write 2000 scripts’ I would have
refused in despair at the enormousness of such an undertaking,
But I was only asked to write one, the next one, and thatis all |
have ever done.’

‘The principle of the “next mile” works for Eric Sevareid,
and it will work for you.

‘The step-by-step method is the only intelligent way to
attain any objective. The best formula I have heard for quitting
smoking, the one that has worked for more of my friends than
any other, I call the hourby-hour method. Instead of trying to
reach the ulimate goal—freedom from the habit—just by resolv-
ing never to smoke again, the person resolves not to smoke for
another hour. When the hour s up, the smoker simply renews
his resolution not to smoke for another hour. Later, as desire
diminishes, the period is extended to two hours, later to a day.
Eventually, the goal is won. The person who wants frecdom
from the habit all at once fails because the psychological pain is
‘more than he can stand. An hour is easy; forever is difficul.

Winning any objective requies a step-by-stcp method. To
the junior executive, each assignment, however insig

‘may appear, should be viewed as an opportunity to take one step
forward. A salesman qualifies for management responsibilities
one sale at a dme.





index-271_1.png
USE GOMSTO HELPYOUGROV 285

your physician wil bear this out-—is as powerful in bringing
about long life as i the desie to do something.

“The person determined to achieve maximum success learns the
principle that progress is made one stcp at a time. A house is built a
brick ata time. Football games are won a play at  time. A depart-
ment store grows bigger one new customer at a time. Byery big
accomplishment s a series of ltle accomplishments.

Eric Sevareid, the well known author and cortespondent,
reported in Reader’s Digest (April 1957) that the best advice he
ever received was the principle of the “next mile.” Here's part of
what he said:

“During Wofld War I, I and several others had to para-
chute from a crippled Army transport plane into the mountain-
ous jungle on the Burma-india border. It was several weeks
before an armed relief expedition could reach us, and then we
begana painful, plodding march ‘out”to civilized India. We were
faced by a 140-mile trek, over mountains, in August heat and

“In the first hour of the march I rammed a boot nail deep
into one foo; by evening I had blecding blisters the size of a 50-
cent piece on both feet, Could T hobble 140 miles? Could the oth-
ers, some in worse shape than I, complete such a distance? We
were convinced we could not. But we could hobble to that ridge,
we could make the next friendly villagé for the night. And that, of
course, was all we had to do. ..

“When I relinguished my job and income to undertake a
book of a quarter of a million words, I could not bear to let my
mind dwell on the whole scope of the project. T would surely





