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uses. My friend and his sales team knew that if they didn’t change their
response (R) to the event (E) of nobody coming into the showroom, they
were going to slowly go out of business. Their normal response (R) would
have been to continue placing ads in the newspaper and on the radio, then
wait for people to come into the dealership. But that wasn’t working. The
outcome (O) they were getting was a steady decrease in sales. So they tried
a number of new things. The one that worked was driving a fleet of new
cars out to where the rich people were—the country clubs, marinas, polo
grounds, parties in Beverly Hills, Westlake Village, and Lake Sherwood—
and then inviting them to take a spin in a new Lexus.

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

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

EVERYTHING YOU EXPERIENCE TODAY IS THE
RESULT OF CHOICES YOU HAVE MADE IN THE PAST

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

Event: You are given a $400 bonus.
Response:  You spend it on a night on the town with friends.
Outcome: You are broke.

Event: You are given a $400 bonus.
Response:  You invest it in your mutual fund.
Outcome: You have an increased net worth.

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

IF YOU KEEP ON DOING WHAT YOU’VE
ALWAYS DONE, YOU’LL KEEP ON GETTING
WHAT YOU’VE ALWAYS GOT

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

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

YOU HAVE TO GIVE UP BLAMING

All blame vs a waste of time. No matter how much fault you find with another,
and regardless of how much you blame him, it will not change you.

WAYNE DYER
Coauthor of How to Get What You Really, Really, Really, Really Want

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

You are the one who ate the junk food.
You are the one who didn’t say no!
You are the one who took the job.
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You are the one who stayed in the job.

You are the one who chose to believe them.

You are the one who ignored your intuition.

You are the one who abandoned your dream.

You are the one who bought it.

You are the one who didn’t take care of it.

You are the one who decided you had to do it alone.
You are the one who trusted him.

You are the one who said yes to the dogs.

In short, you thought the thoughts, you created the feelings, you made
the choice, you said the words, and that’s why you are where you are now.
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YOU HAVE TO GIVE UP COMPLAINING

The man who complains about the way the ball bounces
18 likely the one who dropped il.

LOU HOLTZ
The only coach in NCAA history to lead six different college teams
to postseason bowl games, and winner of a national championship
and “coach of the year” honors; now an ESPN football analyst

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

If you didn’t believe there was something better possible—more money,
a bigger house, a more fulfilling job, more fun, a more loving partner—you
couldn’t complain. So you have this image of something better and you
know you would prefer it, but you are unwilling to take the risks required
to create it. Complaining is an ineffective response to an event that does not
produce a better outcome.

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

But why not? If it weren’t for gravity, people wouldn’t fall down the
stairs, planes wouldn’t fall out of the sky, and we wouldn’t break any dishes.
But nobody complains about it. And the reason is because gravity just ex-
ists. There is nothing anyone can do about gravity, so we just accept it. We
know that complaining will not change it, so we don’t complain about it. In
fact, because it just is, we use gravity to our advantage. We build aqueducts
down mountainsides to carry water to us, and we use drains to take away
our waste.

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

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

Refer to the list on page 11. You could:

Learn to cook healthier food.

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

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

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

Ask others to assist you.

Take a self-development class.

Sell or give away the dogs.

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

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

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

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

Pete Carroll, the coach of the NFL Seattle Seahawks football team,
which won the 2014 Super Bowl, has three rules for his team: (1) ALWAYS
protect the team; (2) no whining, no complaining, and no excuses; and
(3) be carly. These are the rules of a Super Bowl championship team. They
are worth adapting.



14 Jack Canfield
THE $2.00 GAME

Here’s an exercise you can do in your home or your office. It’s one we do
in ours and in our seminars. Find a large jar or a fishbowl and label it No
Braming, No ComprainTts, No Excuses. Every time you or someone in
your group catches themself blaming someone else, complaining about
something, or making an excuse for their lack of results, the oftender has
to put $2.00 in the jar—not as punishment, but as a technique to deepen
everyone’s awareness that these behaviors have a cost.

YOU’RE COMPLAINING TO THE WRONG PERSON

Have you ever noticed that people almost always complain to the wrong
person—to someone who can’t do anything about their complaint? They
go to work and complain about their spouse; then they come home and
complain to their spouse about the people at work. Why? Because it’s easier;
it’s less risky. It takes courage to tell your spouse that you are not happy
with the way things are at home. It takes courage to ask for a behavioral
change. It also takes courage to ask your boss to plan better so that you
don’t end up working every weekend. But only your boss can do anything
about that. Your spouse can't.

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

YOU EITHER CREATE OR ALLOW
EVERYTHING THAT HAPPENS TO YOU

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

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

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

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

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

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

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

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

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

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

YELLOW ALERTS

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

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

He screamed at his secretary.

His mother warned you.

Your friends told you.

And there are internal yellow alerts:

That feeling in your stomach

That flecting thought that just maybe . . .

That intuition that said . . .

That fear that emerged

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

We have a whole language that informs us:

Clues, inklings, suspicions

The handwriting on the wall

I had a feeling that . . .

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

These alerts give you time to change your response (R) inthe E + R=0O
equation. However, too many people ignore the yellow alerts because paying
attention to them would require them to do something that is uncomfortable.
It is uncomfortable to confront your spouse about the cigarettes in the ashtray
that have lipstick on them. It is uncomfortable to speak up in a staft meeting
when you are the only one who feels that the proposed plan won’t work. It is
uncomfortable to tell someone you don’t trust them.

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

LIFE BECOMES MUCH EASIER

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

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

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

SIMPLE ISN'T NECESSARILY EASY

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

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

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

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

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

You can also ask yourself: What am I not doing that I need to try and
see if it works? Do I need to listen more, exercise, get more sleep, drink
more water, ask for help, do more marketing, read, plan, communicate,
delegate, follow through, hire a coach, volunteer, or be more apprecia-
tive?

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

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

PAY ATTENTION ... YOUR RESULTS DON’T LIE

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

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

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

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

FROM VICTIM TO VICTORY

Raj Bhavsar was born to be a gymnast. It was the natural career choice for
a kid who—at the age of 4—Ilived to climb up things, including trees and
furniture, and jump oft them. His parents, worried that he’d hurt himself
and destroy their house, signed him up for gymnastics classes at a nearby
gym. Raj quickly fell in love with the sport, and by the age of 10, he wanted
to be the best at this sport that he loved and represent his country in the
Olympics.

He began focusing intensely on becoming a better gymnast, and soon
the success began to show. He started winning first and second place at
competitions and was a five-time Texas champion by the time he entered
high school.

His high school and college years were a blur of awards and champion-
ships: regional state champion, national champion, senior national team,
and then placement in two medal-winning championship teams. In his
mind, he was unstoppable.

In 2004, Raj was competing for a spot in the U.S. Olympic gymnastics
team. Of the 12 routines he’d done, 11 of them had been perfect. Every-
body agreed that he was a shoe-in. Elated, he was thinking, Greece, here
I come!

But at the conclusion of the trials, when they read oft the names of the
Olympians, his wasn’t on the list. Then he heard the words, “Raj Bhavsar,
alternate.” In that moment, his whole world—everything he’d been work-
ing toward for a decade and a half—was shattered. His expectations were
sky-high and tangled up in his self-worth, so when they weren’t met on
that awful day in 2004, he came down to earth with a crash. For the next
few years, he burned with one desire: to find out why he’d been denied. He
needed to find someone to blame.

Although Raj went to Greece as an alternate, it was a bittersweet expe-
rience watching his teammates work together and compete day after day.
Unofficially, he was part of the team, yet it was clear he wasn’t really one
of them. He never had a chance to compete, and he returned from the trip
disillusioned and lost.

Back at home, he did some serious soul-searching. He asked himself,
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Do I truly enjoy gymnastics? Do I love the competition regardless of the scores and the
accolades? His answer was Yes! So he decided to recommit himself to being
a gymnast, and this time to throw himself into the sport—not just to win
competitions, but for the art of it, and the love of it.

Unfortunately, without the intense drive to win, his performance
suffered. At the 2007 U.S. Nationals, held nine months before the 2008
Olympic team was selected, he bombed. His performance was rocky, and
for the first time in nine years, he didn’t even make the national team. He
had to own up to the truth: What he was doing wasn’t working.

A few days later, a friend of his, a 2000 Olympian himself, handed
Raj a book and said, “You need to read this.” Raj took it from him and
saw on the cover a picture of a white-haired guy with a big smile and the
words: How to Get from Where You Are to Where You Want to Be. He thought,
No book can get me where I want to be; my problem is different. But when his
coach recommended the same book a few days later, Raj decided to give it
a chance.

I'll let Raj tell the rest of the story:

The book was The Success Principles, and the first thing I learned was
that, to be successful, you have to take 100% responsibility for every-
thing that happens in your life. This was a tough one to swallow consid-
ering I had been convinced—tfor years—that life had played against me.
Soon, however, I realized that harboring resentment and dwelling on
“what happened” had gotten me nowhere. Suddenly, instead of continu-
ing to look for someone to blame, I began to turn that energy inward
and examine how my own mind-set of fear and negativity had contrib-
uted to my recent performance. Where was my fear coming from, and what
was causing these negative thoughts in my head?

I had always thought that fear meant I was broken—but Jack taught
me that successful people experience fear and negativity on a daily basis
yet still choose to move forward toward their goals. Negative thoughts,
rejection, fear—they’re just part of the process! Suddenly, these thoughts
became challenges to overcome, rather than huge roadblocks or evi-
dence of my failure. I was on a whole new course.

My coach saw the light go on in me. It was like a switch was flipped,
he said. Working with him on a new training plan, I recommitted to my
dream of being an Olympian—but now I also wanted to be an Olym-
pian in life.

I created a vision board and mind map—mnot only to help me vi-
sualize success but also to break down my huge, lofty, overwhelming
Olympic goal into areas of daily focus that I could manage. When the
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2008 Olympic tryouts were held, I sailed through the competition. I felt
happy, clear, and on top of my game. I nailed all my routines. With all
the work I'd done on myself, I was confident they would name me to
the team this time.

But when they named the final team members, my name wasn’t
called. What?!

In a cruel repeat of 2004, I heard, “Raj Bhavsar, alternate.”

When a reporter from NBC asked me how I felt about being named
an alternate a second time, I answered with one sentence, “There is no
external event that can defeat my sense of inner accomplishment.”

Still, I was honestly baffled that—after all I had done—my dream
was still outside my grasp. While a part of me was ready to give up on
being an Olympian, something inside me said, “Keep the dream alive!
There’s no way this is over.”

The next morning, I called the USA Gymnastics officials and
reconfirmed that I’d be honored to be an alternate. For the next week,
I trained hard and stayed ready. Then it was announced that Paul
Hamm-—the 2004 Olympic gold medalist and a member of the Olym-
pic team for 2008—had made the decision to withdraw due to injuries.
The committee would decide which one of the three alternates would
be chosen to replace him. Waiting for the decision was probably the
most excruciating, yet exciting, 24 hours of my entire life.

The next day at the gym, my coach, my sports performance coun-
selor, and I were on the phone to USA Gymnastics when the president
of the organization came on the line to give us the official announce-
ment. As he started his announcement—saying how happy they were
about the decision and on and on—inside I was begging, Just say the
name! Is it me or not?

“At this time,” he finally said, “we’d like to announce the new mem-
ber of the 2008 Olympic team . . . Raj Bhavsar.”

With a shout, Raj fell to his knees. Then, smiling and crying at the
same time, he stood up and hugged his coach. He hugged his counselor.
He hugged everyone.

But Raj also knew the road ahead would be difficult. With Paul Hamm
out, not a single member of the team had any Olympic experience. Sports
media—even people in the gymnastics community—had written off the
team, doubting they could make it into the finals. That was when Raj com-
mitted to doing whatever he could to keep their outlook positive.

The night before the competition, he assembled all six team members
and urged them to commit to caring for one another as human beings
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first—athletes second. In that moment, each knew that his teammates had
his back. The next morning, the team walked onto the competition floor
with their heads held high and, in a stunning upset—with the entire arena
chanting “USA! USA!”—Raj and his teammates edged out the Germans to
win the Olympic bronze medal.



PRINCIPLE

BECLEAR WHY YOU'RE HERE

Decide wpon your major definite purpose in life
and then organize all your activities around 1t.

BRIAN TRACY
One of America’s leading authorities on the development
of human potential and personal effectiveness

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

WHAT WERE YOU PUT ON THIS EARTH TO DO?

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

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

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

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

My life purpose is to inspire and empower people to live their highest vision in a
context of love and joy in harmony with the highest good of all concerned. 1 inspire
people to live their highest vision by collecting and disseminating inspiring
stories through the Chicken Soup for the Soul® series and in my inspirational
keynote speeches. I empower people to live their dreams by writing practi-
cal self-help books like this one, Tapping Into Ultimate Success, and The Power
of Focus; by designing courses for high school and college students; and by
conducting seminars for individuals and corporations that teach powerful
tools for creating one’s ideal life both at work and at home.

Here are the life purpose statements of some of my friends. It is im-
portant to note that they have all become self-made millionaires through
the fulfillment of their life purpose.

= To inspire and empower people to achieve their destiny*

= To uplift humanity’s consciousness through business?

= To humbly serve the Lord by being a loving, playful, powerful,
and passionate example of the absolute joy that is available to us
the moment we rejoice in God’s gifts and sincerely love and serve
all of his creations*

= To leave the world a better place than I found it, for horses and for
people, too$

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

WHAT’S THE “WHY” BEHIND EVERYTHING YOU DO?

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

*Robert Allen, coauthor of The One Minute Millionaire.

fDC Cordova, cofounder of the Excellerated Business School.

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

Julie then asked herself, What is a job I would love so much that I'd do
it for free but that I could actually get paid for? It’s not being a vet. That’s not the
right job. Julie thought back over all the things she’d done in her life and
what had made her the most happy. Suddenly it hit her—it was all of the
youth leadership conferences that she had volunteered at, and the com-
munications and leadership courses she had taken as elective courses back
at Ohio State.

How could I have been so ignorant? she thought. Here I am in my fourth year
at school and just finally realizing I'm on the wrong path. But it’s been right here in
front of me the whole time. I just never took the time to acknowledge it until now.

Buoyed by her new insight, Julie spent the rest of her year in England
taking courses in communications and media performance. When she
returned to Ohio State, she was eventually able to convince the admin-
istration to let her create her own program in “leadership studies.” And
while it took her 2 years longer to finally graduate, she went on to become
a senior management consultant in leadership training and development
for the Pentagon. She also won the Miss Virginia USA contest, which
allowed her to spend much of the year speaking to kids all across Virginia
plus launch a national speaking career to empower youth with messages
of leadership and character. By the way, Julie was able to do this at only
26 years old—a testament to the power that clarity of purpose can create
in your life.

Today Julie has reached over a million young people as one of the top
national youth leadership speakers for student conferences, high schools,
colleges, and youth programs worldwide. You may have seen her on NBC’s
Today show or Fox News, in the New York Times, or as a success coach for
teens and young women featured on a goal-setting TV show on MTV (Ju-
lie even received an Emmy nomination!).*

*You can learn more about Julie at www.TheSuccessPrinciples.com/resources.
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The good news is that you don’t have to go all the way to England to
discover what you are really here to do. You can simply complete two sim-
ple exercises that will help you clarify your purpose.

YOUR INNER GUIDANCE SYSTEM IS YOUR JOY

1t is the soul’s duly to be loyal to its own desures.
It must abandon itself to its master passion.

DAME REBECCA WEST
Bestselling author

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

Pat Williams is the senior vice president of the NBA’s Orlando Magic
basketball team. He has also written more than 70 books and is a profes-
sional speaker. When I asked him what he felt the greatest secret to success
was, he replied, “Figure out what you love to do as young as you can, and
then organize your life around figuring out how to make a living at it.” For
young Pat, it was sports—more specifically, baseball. When his father took
him to his first baseball game in Philadelphia, he fell in love with the game.
He learned to read by reading the sports section of the New York Times. He
knew he wanted to grow up and have a career in sports. He devoted almost
every waking moment to it. He collected baseball cards, played sports, and
wrote a sports column for the school newspaper.

Pat went on to have a career in the front office of the Philadelphia Phil-
lies baseball team, then with the Philadelphia 76ers basketball team. When
the NBA considered granting an expansion team franchise to Orlando, Pat
was there to lead the fight. Now in his seventies, Pat has enjoyed 50-plus
years doing what he loves, and he has enjoyed every minute of it. Once
you are clear about what brings you the greatest joy, you will have a major
insight into your purpose.

The second exercise is a simple but powerful way to create a compelling
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statement of your life purpose that can guide your behavior. Take time now
to complete the following exercise.

THE LIFE PURPOSE EXERCISE *

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

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

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

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

4. Combine the three prior subdivisions of this paragraph into a
single statement (see example on the next page).

*There are many ways to approach defining your purpose. I learned this version of the life pur-
pose exercise from Arnold M. Patent, spiritual coach and author of You Can Have It All. His most
recent book is The Journey. You can read more about how to contact Arnold at www.TheSuccess
Principles.com/resources.
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EXAMPLE: My purpose is to use my creativity and enthusiasm to
support and inspire others to freely express their talents in
a harmonious and loving way.

Here are some examples of life purpose statements that people in my recent
workshops have written:

= To use my humor, creativity, and knowledge to inspire, uplift, and
empower people in recovery to stay sober. (Recovery coach and
author)

= To inspire and empower small business owners to systematize for
casier revenue generation. (Small-business consultant and author)

= To inspire people to have faith in themselves and believe in their
natural genius. (Educator)

= To raise healthy, prosperous children who make a difference in
the world. (Full-time homemaker)

= To create a world in which people are living ecologically sustain-
able, spiritually fulfilling, and socially just lives. (Environmental-
ist and social activist)

= To use my vast knowledge of integrative medicine to educate,
inspire, and empower people to live longer and healthier lives.
(Holistic medical doctor)

= To live every day to the fullest, and give back as much as possible,
while appreciating someone special every day. (Contractor and
home builder)

= To live my life with integrity and compassion while serving oth-
ers, and to always value the unexpected. (Fireman)

STAYING ON PURPOSE

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



THE FUNDAMENTALS OF SUCCESS 29

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

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

If you really want to go deep with this exercise, you can do two more
exercises we do in my Breakthrough to Success Training. The first is the
Passion Test. It is a sample exercise you can go through alone or with a
partner. The process can be found in the book The Passion Test by Janet and
Chris Attwood (Plume, 2008).

The other exercise, which many people find to be the most powerful, is
the Life Purpose Guided Visualization—part of my Awakening Power set of
meditations on CDX*
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© Randy Glasbergen
glasbergen.com

“All of my professors told us the key to success is doing
something you love. I love living at home with you and mom.”

*This 6-CD program contains 11 guided visualizations narrated by myself and Dr. Deborah
Sandella. You can order this audio program at www.JackCanfield.com.
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active listening. See listening, active

acts of service, as love language, 425

Adams, Brian, 216

adrenaline, 150, 156

advisors, 328-29, 336

affirmations, 101-6; of forgiveness,
259-62; guidelines for effective,
101-3; how to use, 103—4; of love, 424,
425; money and, 448—49, 471; power
of, 104—6; for vibrational match, 72-73

Agile Innovation (Ma), 515

agreements, 429-34; being on time,
433-34; integrity and self-esteem and,
431; making and keeping, 431-32; with
yourself, 430

“Ain’t It Awful” Club, 229-31

Aladdin Factor, The (Canfield and
Hansen), 175-76, 408, 557

Alcoa, 179

Alcoholics Anonymous, 10

Alford, Steve, 164

Ali, Muhammad, 139-40

Allen, James, 271, 277, 486

Allen, Robert, 24n, 96, 349, 483, 486-87

Allen, Woody, 360

alpha brain waves, 244

altruism. See tithing; volunteerism

always-or-never thinking, 274

Amazon.com, 481

Amen, Daniel, 58, 273, 273n

Anderson, Chris, 521-22

Anderson, Walter, 263

anger, 192, 193, 253, 278, 279

Anheuser-Busch, 179

anxiety, 259-60

Apollinaire, Guillaume, 158

applied kinesiology, 50-51

appreciation, 422-28; five languages
of, 423-26; of leaders, 348; through
meditation, 73-74; score card,
427-28; as secret of success, 427

Appreciation Game, 275

As a Man Thinketh (Allen), 271, 277

Aschauer, Peter, 474

Ash, Mary Kay, 145, 216

ask (asking), 174-80; for feedback,
193-94; intuition and, 384. See also
questions

Ask and It Is Given (Hicks), 93n, 449

Assaraf, John, 117-18, 228-29, 230, 433
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assets, financial, 452, 462—63

assumptions, 417-21

attention, paying, 18—19

attention units, 247, 248, 250

attitude, for belief in oneself, 48

attraction law. See Law of Attraction

Attwood, Janet and Chris, 29

Aubery, Patty, 359-60

audio programs, motivational, 3047

auditory appreciation, 423

authenticity, 340, 527

automatic deductions, 462, 463

automatic investing, 461-62, 544

“automatic millionaire,” 461-62

Automatic Millionaire, The (Bach), 462

Automatic Negative Thoughts (ANTSs),
273-74,273n

automatic withdrawals, 459

avatars, 516, 516n

Avon, 473

Awaken the Giant Within (Robbins), 214,
353

awkward stage, 172-73

Baby Jogger, 473

Bach, David, 462, 463, 467

Bach, Richard, 44, 124, 271

Back Roads (O’Dell), 183

Balletta, Madeline, 386-87

Barber, Skip, 298

bartering, 466

Baumgartner, Felix, 354-55

Baylando Records, 309

Beach Activities of Maui, 158-59

Beatty, Melody, 147

Beckwith, Michael, 516-17

Bee-Alive Company, 386—87

Behring, Kenneth, 494-95, 495n

belief in oneself, 48-58; affirming,
67—68; attitude for, 48—49; choice of,
49-50; lack of college and, 57; negative
thinking as impediment to, 50-52;
never too late, 53—55; never too young,
55-57; others’ opinions as impediment
to, 52-53, 58; “You gotta believe”
attitude, 43—44

belief in one’s own potential, 42—47, 67-68

beliefs, limiting. See limiting beliefs

Bench, Doug, 273-74, 447n

Bendel, Justin, xx

Bennis, Warren, 337

Bestseller Blueprint, 369

Better Life Day, 374-75

Bhavsar, Raj, 19-22

bias for action, 137-38

Bierman, Jack, 138-39

Bill and Melinda Gates Foundation, 489

bio-entanglement physics, 62—63

biographies, 297

Black Enterprise (magazine), 181

Blakely, Sara, 342-43

blame, 4-5, 10-11, 14

Blanchard, Ken, 190, 217, 292, 319, 347,
369

Bledsoe, Jaylen, 57

blogs (blogging), 51213, 514, 516-17

Bogguss, Suzy, 147

“bold asking” exercise, 174-75

Bono, 497

bookmarks toolbar, 504

Boone, Pat, 38687

Booth, Leo, 319

Borten, Craig, 213-14

Bourdain, Anthony, 433-34

Boxer, Barbara, 6

Boyer, Tom, 445-46

Boyle, Susan, 53

Bradbury, Ray, 148

Bradley, Bill, 164

Bragg, Paul, 160

brainstorming, 216, 286, 373, 447

brain waves, 60—61

brakes, releasing the, 96-106, 300-301

branding. See personal branding

Brause, Diane, 33

breakthrough goals, 79-80

“Breakthrough to Success” training, 29,
302, 551

Breitman, Patti, 334

Brin, Sergey, 186-87

Bristol, Claude, 287

Brown, Les, 299, 350

Bryant, Paul “Bear,” 166

Buddha, 60

budgets (budgeting), 452-55. See also
expenditures

Buffer Days, 322, 324

Bunch, Jim, 355

burning coals, walking on, 51

Burt Dubin Speaking Success System,
377

Buzan, Tony and Barry, 90n

Byrne, Rhonda, 75, 93n

Cabrera, Miguel, 317
Callahan, Roger, 157, 1571, 259-62, 2591
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Calub, John, xxv—xxvii

Canfield, Inga, 239, 424, 425

Canfield, Kyle, 309

Canfield Coaching program, 366-68,
551-52

Capala, Matthew, 509

Cardillo, Donna, 243

Carnegie, Andrew, 76, 370

Carrey, Jim, 82, 101

Carrie (King), 186

Carrier, Julie Marie, 25

Carroll, Pete, 13

Carter, Christine, 166

Carter-Scott, Chérie, 32-33

Carver, George Washington, 5

Cash Flow Game, 455

cash payments, 465

Casstevens, David, 428

casual-contact networks, 357-58

catastrophic predicting, 275-76

Causes.com, 537

caving in, 192, 193

cell phones, 502, 503-4, 507-8

certified financial planners (CFPs), 463

change: through affirmations, 100-106;
complaining vs., 12-13, 14; embracing
of, 26870, 502; improvement and,
201-2; in response to events, 6—18

Change Your Brain, Change Your Life
(Amen), 273n

Chaplin, Charlie, 140

Chapman, Gary, 423-24, 424n

Chee, Peter, 346n, 369

Chicken Soup for the African American Soul
(Canfield et al.), 196

Chicken Soup for the Gardener’s Soul
(Edwards), 218-19

Chicken Soup for the Prisoner’s Soul
(Canfield et al.), 485

Chicken Soup for the Soul (Canfield et al.),
24, 36, 66, 71, 80, 82, 117, 138, 183-84,
217-18, 258, 368-69, 380, 413, 485,
489-90, 539-40, 545

Chicken Soup for the Soul Cookbook
(Canfield et al. ), 319

Chicken Soup for the Teenage Soul
(Kirberger), 394, 481

child, inner, 238, 240—41

Child, Julia, 53

child care, 323

Child Fund International, 493

childhood programming, 30-31, 28485,
446-47

childlike ego, 240-41

Childre, Doc, 382—-83

choice, 5-10; belief in oneself and, 49-50

Chopra, Deepak, 46, 67, 93n

Christmas Box, The (Evans), 547

chunking down, 89-93; doing first
things first, 92; mind mapping, 90-92;
planning next day night before, 92-93

Churchill, Winston, 60, 183, 297, 436

Clark, Wesley, 35

Clason, George, 456

class acts, 43540

Clinton, Bill, 162, 215

closure, 246-47

cloud applications, 505-6

clues, secking out, 94-95

clutter, 248-49, 251

coaches (coaching), 364—69; Canficld
program, 366—68, 551-52; inner
coach, 271, 278—-83; other to take
leadership role, 345—47; purpose of,
364, 365; types of, 364—65; for writers,
368-69

Coaching for Breakthrough Success (Canfield
and Chee), 346n, 369, 558

Coach Yourself to Success (Miedaner), 251

college: lack of degree, 57; student loans,
467-68

Collier, Robert, 217

Collins, Charlie, 408-10

Collins, Jim, 332, 334

Collins, Sylvia, 177-78

Colvin, Geoffrey, 166—67

Come As You'll Be Party, 125-32

comfort zone, 96-106

commitments, 292-94; to improvement,
201-4; of leaders, 340—41; to lifelong
learning, 303. See also agreements

compassion, 254

complaints (complaining), 12-14; $2.00
Game, 14; to wrong person, 14

complete delegation, 31618

completion, 246-51; 4 Ds of, 248;
checklist for, 249-50; cycle of, 246—47;
in household environment, 248—-49;
sense of, 241-42

completion consciousness, 247

compound interest, 219, 457, 458

con artists, 317-18

conditioning, 48, 304

consequences, 434; creating vs. allowing
of, 14—18; of habits, 288—89; as result

of response to events, 6—18
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considerations, 84—85

Conspiracy of the Rich (Kiyosaki), 540

consulting, 482

consumer debt, 464

contact lists, 359—-60

Context-Based Learning, 128

conversations, formula for having, 406-7

Coolidge, Calvin, 212

Coonradt, Charles, 205, 205n

Cordova, DC, 24n, 94, 432-33

core genius, 315-19, 320-21, 326

corporate giving, 489

counseling, business, 352

Couples, Fred, 124-25

courage, 160, 163—64

Courage to Be Yourself (Thoele), 331

courtesy, 43637

Cousteau, Jacques-Yves, XxXix

Cowboy Leadership (Douglas), 153

Cox, Marty, 220-21

Craig, Gary, 259-60, 260n

Craigslist.com, 478, 517

CRA Management Group, 351

creating outcomes, 1418

creating wealth, 471-81

credibility stage of relationship, 358

credit cards, 464, 468, 469-70, 507

Crichton, Michael, 171

critical drivers, 206

Cromwell, Oliver, 203

crowdfunding, 530-38; list of sites,
534-37; principles to use, 531-34

Crowdrise.com, 537

crowdsourcing, 539-41

crucial conversations, 4067

Crucial Conversations (Patterson), 407n

Cycle of Completion, 24647

cyclical change, 269-70, 502

Daggett, Tim, 111-12

daily irritants, 250-51

Daily Success Focus Journal, 239-40

daily to-do lists, 90, 92, 93

Dallas Buyers Club (movic), 213-14

Dantzig, George, 51

Daydots, 475

daydreaming, 66—67

debt reduction, 46870

DeGeneres, Ellen, 33

delegation (delegating responsibility),
248, 315-18; to support team, 326-30;
total focus process for, 32627

deliberate practice, 166—67

Demartini, John, 159-60, 296, 450, 459

Deming, W. Edwards, 420

denial, 263—67; action vs., 267; based on
fear, 266; reasons for, 264—-65

determination. See persistence

Diamandis, Peter, 500

Difficult Conversations (Stone, ed.), 407n

“Difficult or Troubling Situation”
exercise, 346—-47

digital age, 499-508; taking control,
503—8. See also Internet; online
persona; smartphones; social media

digital privacy, 506, 520

dignity, 435-40

Dillanos Coffee Roasters, 220-21, 493

Directors Guild of America, 488

Direct Selling Association, 479-80

Distenfield, Linda and Ira, 475-76

Do Good Bus, 535-36

“do it now,” 139-40

“don’t do” policies, 332

Don’t Give Up, Get Up! (Walker), 116

Dooner, John, 298

Dorsey, Jason, 352-53

Double Your Income Doing What You Love
(Aaron), 329

Doughty, Logan, 39-41

Douglas, Peter, 151-53

Douka, Jill, 374-75

“Do You Mean” technique, 419-20

dreams, 144—47; belief in one’s own
potential, 42—47; of high achievers,
35-36; intentional daydreaming,
66—67; living someone else’s, 31-32;
never giving up on, 212-15; vision
boards and goal books for realizing,
117-18; of wealth, 443, 451

dream-stealers, 36-37

drug addiction, 39, 265, 408

Dubin, Burt, 377

Durtee, Cliff, 396, 398-99, 3981

Dwoskin, Hale, 448—49

Dyer, Wayne, 10, 93n, 220

Dynamic Laws of Prosperity, The (Ponder),
59

E + R = O (Event + Response =
Outcome), 67, 16, 263, 269

early childhood programming, 30-31,
284-85, 446-47

Eat That Frog! (Tracy), 92

eBay, 473

Eckhart, Meister, 73
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Edison, Thomas, 370-71, 372, 472

Edwards, Jaroldeen, 218-19

Edwards, Tyron, 548

eidetic visualizers, 116

Einstein, Albert, 61, 98, 107, 379, 457

Eker, T. Harv, 94, 443

Elance.com, 330, 330n, 482, 541

elephant, 97

Eller, Stevie and Karl, 161-62

Ellison, Larry, 57

e-mail, 322, 506, 507-8

embracing change, 268-70, 502

emergencies, 322

emergency brakes, 96, 300

Emerson, Ralph Waldo, 60, 308, 491

Emotional Freedom Technique (EFT),
260, 260n, 283

emotional negativity, 229-30

empowerment, 547-48

endorphins, 273

energy and thoughts, 60—63

entanglement, 62—63

enthusiasm, 308-12 ;developing, 31011,
maintaining, 311-12; for teaching,
309-10

entitlement, sense of, 3, 527, 528

Entrepreneurial Time System, 320-25

Ephesians, 412

Erhard, Werner, 37, 429

Escobar, Tony and Randi, 479

Esquith, Rafe, 309-10, 310n

Evans, Janet, 165

Evans, Richard Paul, 547

evening review, 244

events, responding to, 6—18; changing
response, 7-9; creating outcomes,
14-18; giving up blame, 10-11; giving
up complaining, 12-14; past choices
and, 9-10

Everhart, Angie, 186

exceeding expectations, 220-23

Excellerated Business Schools, 432, 433

excuses, giving up, 5-7, 13-14

exit strategy, 420

expectancy theory, 43

expectations, exceeding of, 220-23

expenditures, 464-70; debt reduction,
468-70; eliminating small expenses,
467, paying with cash, 465; reducing
costs, 466; student loans, 467—-68;
tracking, 453-54, 465, 544

experiencing fear and taking action
anyway, 150-62

expertise, primary area of, 315-19
external yellow alerts, 16

extra mile, 220-23

eye contact, 239, 391

eye on the prize, 243—-45

Facebook, 506, 510, 513, 525-28

failure: dealing with, 216; fear of (failing
forward), 140-42; feedback and,
199-200

failure experience, 199-200

Fantasized Experiences Appearing Real
(FEAR), 153-54

Fast Company (magazine), 207, 324, 365

fear, 150—-62; acceptance of, 151-53;
of asking, 174-75; in denial, 266; of
failure (failing forward), 140—42;
fantasizing to overcome, 153-54;
getting rid of, 154-57; goal-setting
and, 84-85; imagined outcomes and,
153-54; of judgment, 407-10; as
phobia, 157; positive uses of, 151-53;
reasons for, 150-51; replacing physical
sensations of, 155; scaling down
the risk, 156-57; self-talk and, 278,
279-80); taking a leap of faith, 158-60;
Total Truth Process and, 252, 253;
using memory for relief of, 156

feedback, 17-19, 190-200; accuracy of,
198; asking for, 193-94; failure and,
199-200; leaders and, 340; listening to,
198; as on-the-job training, 148-49;
patterns in, 198-99; response to,
191-93; in showing appreciation, 422,
425-26

Feed the Children, 485

“Feel Felt Found” technique, 527

Feel the Fear and Do It Anyway ( Jefters),
126, 150n

Feinstein, Dianne, 6

Ferriss, Tim, 44—45, 227, 369, 42021,
500-501, 500n

financial assets, 452, 462—63

financial goals, 448-49, 451, 456-57,
457n, 465

financial literacy, 454-55

financial planners, 453, 457, 461, 463

financial planning, 452-55;
determining net worth, 452-53,
457; tracking spending, 453—54. See
also expenditures; investing moneys;
retirement

financial temperature, 98-100
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financial tithing, 485. See also tithing

Firestone, Harvey, 371, 372

Five Love Languages, 423-26

Five-Minute Phobia Cure, 157

Fiverr.com, 330, 541

Flag Is Up Farms, 37

Florida, Richard, 344

focus: Daily Success Focus Journal,
239-40; on money and wealth,
450-55, 470; negative, 274-75;
positive, 243—45, 275; on success,
233-42; total focus process, 326-27;
on vision, 36-37

Focus Days, 320-21, 324

focusing regimen, 243—44

Folk, Judith, 460

Fonda, Jane, 53

Forbes, B. C., 209

Forbes, Malcolm S., 315, 317

Ford, Arielle, 249n

Ford, Eileen, 186

Ford, Henry, 50, 370-71, 372

forgiveness, 254, 255-57; aftirmations of,
259-62; moving on and, 255; steps to,
256-57

Fosse, Elaine, 305-6

Foundation for Self-Esteem, 403—4

Four Agreements, The (Ruiz), 411, 411n,
415

Four Seasons hotels, 223

Francis of Assisi, Saint, 495

Free Days, 322-25, 543

Freelancer.com, 330, 330n

Fritz, Robert, 36

Frost, David, 212, 213n

FTD (Florists” Telegraph Delivery),
268

Fujimoto, Shun, 163-64

Fuller, Buckminster, 36, 141, 198, 544

full moon, 293-94

Fundable.com, 535

Gallagher, Sean, xx

Gallozzi, Chuck, 201

Game of Work, The (Coonradt), 205
Gandhi, Mahatma, 60, 215, 338, 342
Garson, Greer, 318

Gates, Bill, 6, 36, 57, 342, 489
Gates, Melinda, 489

Gates Foundation, 489

Gelb, Michael J., 376

George, William H., 489

Gersey, Sergio Sedas, 128-29

Getting the Love You Want (Hendrix),
426-27

Getty, J. Paul, 288, 417

gifts, 424-25

Giuliani, Rudolph, 297, 476

Givens, Charles J., 265

giving up, 5-7, 212-13

Gladstone, William E., 140

Gladwell, Malcolm, 166, 166n

Glamour (magazine), 186

goals, 30—41; acknowledgment of, 34;
acting as if achieved, 123-32; action
plan for, 89-93; active approach to,
133—42; affirmations and, 104—6;
breakthrough, 79-80; carrying in
your wallet, 82; chunking down of,
89-93; clarifying of, 34-39; demands
of others vs., 331-36; carly childhood
programming vs., 30-31; fear of failure
vs., 140-42; financial, 448-49, 451,
456-57, 457n, 465; good ideas vs.,
78; improvement and, 202; making
a living and, 26-27; motivation in
pursuit of, 145-47; moving toward,
217-18; power of, 87—-88; practice
toward, 166—67; purpose of, 31-34;
rereading three times a day, 81; Rule
of 5 and, 217-19; taking action toward,
133-42, 147-48, 543; taking first
steps toward, 143-44; using failure in
achievement of, 140—42; visualization
and, 109-10; waiting vs., 133-42. See
also vision

Goals Books, 81-82, 117-18

goal-setting, 76—88; action plan,
90-93; clarifying aims in, 78; creating
breakthrough, 79-80; mastery as aim
of, 79, 86—87; multiple goals in, 83;
overcoming obstacles to, 84—85; power
of, 76-78; specificity in, 78

goals lists, 81, 83

GOALS (Gaining Opportunities and
Life Skills) Program, 234, 404, 551n

god, 24, 46, 67,79, 87, 105, 140, 308, 371,
376, 379-80, 386, 484

Goethe, Johann Wolfgang von, xxix

GoFundMe.com, 535

going the extra mile, 220-23

Goldwyn, Samuel, 405

Gonzalez, Ruben, 135-37, 546

Good to Great (Collins), 332, 334

good vs. great opportunities, 334, 336

Good Will Hunting (movie), 170
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Google, 186-87, 512, 515, 520, 529

Google Hangouts, 542

GoPro, 473-74

gossip, 414-15

GPS (Global Positioning System), 3435,
67

Graduate to Your Perfect Job (Dorsey),
352-53

gratitude: of leaders, 348; vibrational
match through, 73-74

Graves, Earl G., 181

gravity, 12, 59

Gray, John, 94, 217, 369

greed, 487

Greene, Brian, 61, 61n

Greenspan, Alan, 453

grudges, 256

Guber, Peter, 343

guilt, about saying no, 333, 334

guilt-tripping, 276

Guinness World Records, 54, 117,
362-63

Habitat for Humanity, 485

habits, 288-91; changing of, 289-91,
consequences of, 288-89;
self-destructive, 6-7, 288-91. See also
limiting beliefs

Haddock, Doris, 54

Hamilton, Scott, 134

Hammerstein, Oscar, 212

Hammond, Darrell, 214-15

Hansen, Mark Victor, 36, 66, 75, 80, 82,
117, 149, 175, 182, 183-84, 196,
217-18, 319, 380, 385, 545, 557-58

Harrison, Steve, 368—-69

Hatch, Connie, 334

Health Communications, Inc., 184

Healy, Kent, 361

Heart Talk, 396-400; guidelines for,
398-99; how to conduct, 397; results,
399; when to use, 397

Hemingway, Ernest, 171

Hendricks, Gay, 94, 445-46

Hendrix, Harville, 426-27

Hesburgh, Theodore, 342

Hess, Michael, 476

Hewitt, Les, 93, 348, 351-52, 557

Hicks, Esther and Jerry, 72, 73, 74, 75,
93n, 449

high achievers, 35-36, 92-93, 209, 326

high intention, 161-62

High Performers International, 206

Hill, Napoleon, 4, 42, 43, 370-71

Hilton, Conrad, 377

Hobart Elementary School, 309-10

hobbies, 167-68, 481

Holland, Isabelle, 255

Holmes, Oliver Wendell, 543

Holtz, Lou, 12, 83

home equity loans, 469

home mortgages, 469-70

hopes, never giving up on, 212-15

Hour of Power, 122

Howard, Ron, 317

How to Be Rich (Getty), 417

How to Get What You Really, Really, Really,
Really Want (Dyer), 10, 220

How to Say No Without Feeling Guilty
(Breitman and Hatch), 334

How to Think Like Leonardo da Vinci
(Gelb), 376

How to Use What You’ve Got to Get What
You Want (Tam), 406n

Hreljac, Ryan, 56-57

human-potential training, 300-301, 552

humblebragging, 527

Hunt, John, 326

hurt, 84, 249, 253, 255-57, 404-5

Hutcherson, Donna and Dale, 178-79

Huxley, Aldous, 263

“I am” affirmations, 102-3

I CAN Believe in Myself (Laundry),
362-63

“I can’t” thinking, 50-53

ideal day, 245

ideal life, vision of, 34

idle gossip, 415

If Life Is a Game, These Are the Rules
(Carter-Scott), 32-33

Imagination Foundation, 538

impeccability, in speech, 411-16

improvement, commitment to, 2014

improvement opportunities, 191, 281,
283

Income Builders International, 100-101

income enhancement. See money-
making ideas

income sources, multiple, 480-83

incompleteness, 246-51

Indiegogo.com, 535

individual retirement accounts (IRAs),
462

information overload, 500-501

inner child, 238, 240-41
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inner coach, 271, 278-83

inner critic, 271, 278-83

inner global positioning system, 34-35, 67

inner guidance system, 26-27

“innernet,” 245

“inquire within.” See intuition;
meditation

Inside Edge, 319

“inspired actions,” 68, 70-71

Instant Income (Switzer), 70-71, 472, 482n

integrity, personal, 340-41, 431

intentional thoughts, 63, 64, 65, 66—67

Intention Experiment, The (McTaggart),
62, 63n

interests vs. commitments, 292-94

internal psychological thermostat,
98-100

internal yellow alerts, 16

International Achievement Summit,
161-62, 494

International Youth Foundation, 185

Internet, 499-543; connecting with
people, 539-42; dating services,
473; low-information diet, 500-502;
security, 505; start-up businesses,
478-79; taking control of, 503-8. See
also crowdfunding; online persona;
social media; Web sites

intrapreneurs, 472

intuition, 256, 37687, asking questions,
384; meditation to access, 378—80;
Quick Coherence Technique, 382—-84;
sway test, 71, 384-86

inventory, of major successes, 235-36

investing money, 458—63; 50/50 Law,
459; automatic programs, 461-62, 544;
building assets, 462—63; millionaire
mentality, 460—62

IRAs (individual retirement accounts),
462

It’s a Grind Coffee Houses, 220

“It’s not against you; it’s for me,” 334

“I want” lists, 33

Jab, Jab, Jab, Right Hook (Vaynerchuk), 518

Jack Canfield Personal Coaching,
366-68, 551-52

Jack Canfield Private Retreats, 439, 552

Jack Canfield’s Key to Living the Law of
Attraction, 75, 557

Jacobson, Trisha, 129-32

Jakébiak, Lukasz, 503, 503n

Jamal, Azim, 122

INDEX

James, Devon, 415

James, Henry, xxxv

James, William, 225

Jefters, Susan, 126, 150, 150x, 319

Jenner, Bruce, 81, 165

Jobs, Steve, 342

Johnson, Jimmy, 161

Johnson, Spencer, 190

Jolley, Elizabeth, 54

Jonathan Livingston Seagull (Bach), 44,
124, 271

Jones, Charlie “Tremendous,” 557

Jonsson, Olof, 62

Jordan, Michael, 164

journal writing, 69-70, 73, 199; Daily
Success Focus Journal, 239-40

Journey, The (Patent), 27n

joy, 24, 26, 65n, 73, 102-3, 252-53

judgment, 414-15; fear of, 407-10

Jumpstart Our Business Startups
(JOBS) Act of 2012, 530

Jung, Carl, 60

“just do it.” See taking action

“just say no.” See saying no

kaizen, 201

Kapor, Mitch, 500

Karcher, Carl, 545

keeping one’s word, 429-34

Keller, Helen, 313

Kelley, Mike, 158-59

Kennedy, John F., 36, 87, 268, 297, 338,
342

Kersey, Cynthia, 188

Kettering, Charles F., 123

Keynote Concerts, 147

Khan, Kabir, 118-21

Khosla, Vinod, 207-8

Kickstarter, 531-35

Kim Phuc, Phan Thi, 258

kinesiology, 50-51

kinesthetic appreciation, 423-24

King, Martin Luther, Jr., 36, 66, 144, 215,
522

King, Stephen, 171, 186

Kingsolver, Barbara, 184

Kinko’s, 146, 545

Kirberger, Kimberly, 33, 394, 481

Kitchen Confidential (Bourdain), 433

Kittinger, Joseph, 354-55

Kiyosaki, Robert, 362, 454, 455, 462,
463, 540

Klein, Helen, 54-55
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Knight, Phil, 405-6

Koch, Richard, 335n

Kohl, David, 77-78

Kraus, Stephen, 76, 76n

Kremer, John, 217

Kriegel, Otis and Bob, 137-38

Kroc, Ray, 53-54, 139

Kumaravel, CK and Veena, 87-88, 88n

labeling, 27677

Labovitz, Erica, 530

Lanigan, Catherine, 52-53

L.A. Parent (magazine), 138-39

Latansky, Mykola, 519

“Latte Factor,” 467

Laundry, Miriam, xx, 362-63

Law of Attraction, 59-75, 124;
appreciation and, 73-74, 427; asking
for what you want (step 1), 63-67;
believing you’ll get what you want and
taking action (step 2), 67-68; constant
state of vibration, 64; energy and our
thoughts, 60-63; receiving what you
want using vibrational match (step 3),
72-74; recommended books about, 75;
taking “inspired actions,” 68, 70-71;
visualization and, 66—67, 107n

Law of Attraction, The (Hicks), 72, 74, 75

leaders (leadership), 337-48;
accountability of, 340—41; coaching
others to take role of, 345-47;
gratitude of, 348; listening for
possibility, 343—45; strengths and
weaknesses of, 338—40; vision of,
342-43

Leadership Secrets of Jesus, The (Murdock),
228

Leahy, Frank, 428

leaning into it, 143—49

leap of faith, 158-60

learning, 295-307; being teachable,
298-99; human-potential training
as sources for, 300-301; investing
in team’s education, 301-2; from
motivational masters, 304—7; as
preparation for opportunity, 299-300;
reading as tool to, 296-97; television
time vs., 295-96

Learning Strategies Corporation, 50, 296

letting go, 252-62; being teachable,
298-99; forgiveness and, 255-62;
Total Truth Process for, 252-54

Levi Strauss & Co., 236
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Lewis, Shane, 478-79

liabilities, financial, 462—63. See also
spending money

Lichtman, Stu, 84-85

lies (lying), 413

life purpose, 23-29; finding of, 24-28;
inner guidance system and, 26-27;
personal statements of, 24; staying on,
28-29

life purpose exercise, 27-28

Life Purpose Guided Visualization, 29

limiting beliefs, 284-87; about money,
443-48; Law of Attraction and, 68;
overcoming, 6-7, 286—87; self-talk
endless loop, 97-98; sources of,
284-85

Lincoln, Abraham, 133

Liniger, Dave, 35, 477, 545

LinkedIn, 513, 528-29

listening, active, 391-95; arguing vs.,
392; to feedback, 198; four questions
exercise for, 393-95; hearing vs., 391;
interest in person, 393; for possibility,
of leaders, 343—45

lists: “20 Things I Love to Do,” 33-34;
for completion, 249-50; daily to-do,
90, 92, 93; forgiveness, 257; of
goals, 81, 83; “I want,” 33; mind
mapping, 90; of personal successes,
235-36; stop-doing, 332; technology
annoyances, 507

Little, Rick, 184-85

Live Your Dreams (Brown), 299

Loggins, Kenny, 147

Lombardi, Vince, 229

lottery, 100, 140

Louganis, Greg, 165

love, 254, 285, 412, 426-27; “20 Things
I Love to Do” lists, 33-34; capable and
worthy of, 285; Five Love Languages,
423-26; inner-critic to inner-coach
process for, 278, 280; money follows
doing what you, 318-19

low attachment, 161-62

low-information diet, 500-502

Lucado, Max, 48

Ma, Moses, 509, 515, 530n
Mabet, Susan, 187-89

Macauley, Ed, 164

MacDonald, Jean, 360-61
Macomber, Debbie and Wayne, 211
MacPhee, Robert, 373n
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Magic of Believing (Bristol), 287

Magic of Thinking Big (Schwartz), 83

Make-A-Wish Foundation, 485

Managing the Obvious (Williams), 207

Mandela, Nelson, 256, 342, 435

Man Who Listens to Horses, The (Roberts),
36-37,37n

market, and personal brand, 511-12

Martin, Marcia, 391-92

Mary Kay Cosmetics, 145, 216, 360-61

mastermind groups, 370-73, 542

masterminding, 370-75

mastermind meetings, 373-74

mastery, as aim of setting goals, 79,
86-87

Matthews, Gail, 76, 76n

Maw, Jeanette, 68—70

Maxwell, John, 204

McCain, John, 162

McCarty, Oscola, 461

McConaughey, Matthew, 213-14

McDonald’s, 53-54, 139

McDougall, Jason, 45-46

McGraw, Tim, 43

McGraw, Tug, 43—-44

McKeown, Les, 339

McTaggart, Lynne, 62, 63, 63n

meanness, 437

measurable goals, 76, 79, 89, 543

media fasts, 501

meditation: to access intuition, 378—80;
appreciation and gratitude through,
73-74; evening review, 244; informal,
381-82; on life purpose, 29

Medtronic, 489

memory, for relief of fear, 156

mentors, 349-54; acting on advice of,
352-54; making contact with, 350-52;
purpose of, 349-50; returning the
favor, 353

Michelangelo, 35, 163

micromanagement, 316

Microsoft, 6, 57

Miedaner, Talane, 251

Migicovsky, Eric, 531-34

Miller, Lisa, 351

Millionaire Cocktail Party, 125

millionaire mind-set, 448—49

millionaires, 94, 460—62; becoming
automatic, 461-62; building assets,
462—-63. See also money-making ideas

Million Dollar Forum, 100-101

Million Dollar Habits (Ringer), 289

Milliorn, Mike, 474-75

mindfulness, 387; about money, 452-55

Mind Map Book, The (Buzan), 90n

mind mapping, 90, 91, 92

“mind movies,” 113-14

mind-reading, 276

mind-set, millionaire, 448—-49

Mirror Exercise, 238-40

misery, and wealth, 44445

Misner, Ivan, 356-60, 356n

Mississippi River Beautification and
Restoration Project, 179-80

mistakes as opportunities for learning,
140-42

Mitchell, Edgar, 62

momentum, 143—-45, 171-72

money affirmations, 448-49

Money and You Training, 94, 432-33

money consciousness, 443—49

money-making ideas, 471-81; becoming
an intrapreneur, 472; Internet
start-ups, 478-79; by joining network
marketing companies, 479-80; by
meeting needs, 472—77; occasional
entrepreneurs, 481-83; by thinking
outside the box, 477

money management. See financial
planning; spending money

Monroy, Caine, 537-38

monthly charges, 507

Morris, David, 220-21

mortgages, home, 469-70

Mother Teresa, 66, 308, 338, 422

Motivating the Teen Spirit, 196

motivation, 145-47

motivational masters, 304—7

moving on, and forgiveness, 255

Moyer, Jane, 324

Mullick, Nirvan, 537-38

Multiple Streams of Income (Allen), 483

Multiple Streams of Internet Income (Allen),
483

Murchison, Junior, 489

Murdoch, Rupert, 524

Murdock, Mike, 228

Murphy, Joseph, 284

Nanavati, Akshay, xxi

Nantz, Jim, 124-25

Narcissism Epidemic, The (Twenge),
527

Nardelli, Bob, 364

NASA, 117, 171-72, 212
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National Association of Personal
Financial Advisers, 463

National Association of Professional
Organizers (NAPO), 251, 251n

Naval Sea Systems Command, 269

negative expectations, 43

negative feedback, 190-91

negative focus, 274-75

negative labels, 276-77

negative outcomes, and fear, 153-54

negative thoughts (images), xxiii, 271-87,
effect on body, 272-73; as impediment
to belief in oneself, 50—52; inner-critic
to inner-coach process for, 278-83;
Law of Attraction and, 64, 66—67,
68, 72; limiting beliefs and, 284-87;
releasing the brakes and, 96; Total
Truth Process for, 252-54; types of,
27477

networking, 355-63; opportunities
everywhere for, 355, 360—61; tips for
successful, 360; VCP Process for,
356-60; volunteering and, 492-93

network marketing companies, 479-80,
480n

net worth, 9-10, 452, 457

Newberry, Joe, 106

New England Center for Personal and
Organizational Development, 149, 235

Newmark, Craig, 517

Next Principle, 183, 185

Nichols, Lisa, 196-97

Nicklaus, Jack, 1, 108

Nike, 405-6

Nikken, 362-63

no, saying. See saying no

“no exceptions rule,” 292-93

No Matter What (Nichols), 196

Nordstrom, 223

Nothing Down (Allen), 486

Obama, Barack, 6

O’Brien, Dan, 81

obstacles: in goal-setting, 84-85;
persistence in face of, 209-16

occasional entrepreneurs, 481-83

QOchs, Nola, 54

O’Dell, Tawni, 183, 212

off course, 191

Oklahoma (musical), 212

Olson, Jeft, 204

Olympic athletes, 111-13, 135-37,
163-64, 165, 546

Omidyar, Pierre, 473

on course, 191

One Minute Manager, The (Blanchard),
190, 217, 292, 347

One Minute Millionaire, The (Allen), 96,
349, 486

online persona, 509-23; content
advancing “brand,” 515-19; deciding
who you want to be, 511-14;
monitoring and cleaning up, 520

online security, 505

online video, 518—-19

on-the-job training, 148—49

opportunities: failures as, 140-42, 216;
good vs. great, 334, 336; inspired
actions at, 68, 70-71; for networking,
355, 360—61; preparation for, 299-300

Orfalea, Paul, 545

organizers, professional, 251, 251n

Ortner, Nick, 259-60, 260n

outcomes, 6-—18; creating vs. allowing of,
14-18; as result of response to events,
6-18

Outliers: The Story of Success (Gladwell),
166

out-of-the-box thinking, 477

overcoming limitations, 96-106

Page, Larry, 186-87

pain, 163-64; wealth and, 444-45

Panero, Hugh, 210

Pareto Principle, 335

Parker-Follett, Mary, 345

Party, Come As You'll Be, 125-32

passion, 308-12; developing of,
310-11; digital success and, 522-23;
maintaining of, 311-12; for teaching,
309-10

Passion Test, 29

Passion Test, The (Attwood), 29

password managers, 505

past, personal: acknowledging success
in, 233—42; choices in, 9-10; in
early childhood programming,
30-31; letting go of, 252—62; money
consciousness and, 443-49

Patent, Arnold M., 27n

Path of Least Resistance, The (Fritz), 36

Path of Prosperity, The (Allen), 486

patterns, in feedback, 198-99

Pavlina, Steve, 501-2

paying attention, 18—19

Peace, Natalie, xx
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Peale, Norman Vincent, 213, 350

Peary, Robert, 212

Pebble Watch, 531-34

Peck, M. Scott, 171

Peoplemaking (Satir), 197

performance critics, 281-83

Perot, H. Ross, 209, 212-13

perseverance, 135-37, 181-89, 209-16,
217-19

persistence, 17677, 209-16

personal advisors, 328-29, 336

personal branding, 510-20; content
advancing “brand,” 515-19; deciding
who you want to be, 511-14;
monitoring and cleaning up online
persona, 520

personal coaches. See coaches

Personal Development for Smart People
(Pavlina), 501-2

personal development training, 300-301

personal integrity, 340—41, 431

personalizing, 277

personal past. See past, personal

personal responsibility, xxiii, 3—22;
blame and, 10-11, 14; choice and,
5-10, 14-18; complaining and, 12-14;
excuses and, 5-7, 13—14; outcomes
and, 6-18; paying attention, 18-19

Peter, Laurence J., 246

pettiness, 437

Phelps, Michael, 165

Phillips, Dawa Tarchin, 387

phobias, 157; Five-Minute Phobia Cure,
157, Tapping Therapy, 259, 261-62

PhotoReading Course, 296

physical sensations of fear, 155

physical touch, 425

Piazza, Ignatius, 185-86

Pillsbury Company, 492

Pilzer, Paul Zane, 484n

Pinterest, 237

placebo effect, 43

planning next day night before, 92-93

Plass, Leo, 54

Poisonwood Bible, The (Kingsolver), 184

Poitier, Sidney, 6

poker chip theory, 234-35

polygraph (lie-detector) tests, 272-73

Ponder, Catherine, 59

Popiolek, Pavel, xx—xxi

positive expectations, 43—44, 59, 67-68,
448

positive feedback, 190-91, 383

positive focus, 243-45, 275

positive thoughts (thinking): effect on
body, 273; inner-critic to inner-coach
process for, 278-83; Law of Attraction
and, 64-67, 72; talking to yourself like
a winner, 277-78

positivity, 51617

Powell, Colin, 252

Power of Focus, The (Canfield), 24, 348,
408, 557

power of releasing to accelerate
millionaire mind-set, 448—49

power of words, 412

Power of Your Subconscious Mind
(Murphy), 284

Power to Have It All, The (Proctor), 446

Poynter, Dan, 217

practice, 164—67, 203; persistence and,
209-16

prayer, 386—87

precessional effects, 544—45

Pregracke, Chad, 179

prejudices, 412, 415, 417

Price, Larry, 403

price, paying the, 163-73

Primerica, 42

Principle 24: Exceed Expectations
(Peace), xx

privacy, digital, 506, 520

procrastination, 92, 289

Proctor, Bob, 150, 446, 546

professional organizers, 251, 251n

Profiles in Courage (Kennedy), 297

profitability stage of relationship,
358-60

prosperity, 72, 448, 484, 486

public service. See volunteerism

Publilius Syrus, 429

Pugh, Lewis, xxi

purpose in life. See life purpose

push-ups, xxxii

quality time, 424

Quantum Field, 245

quantum leap, 79

quantum mechanics, 61

questions, 174—80; assumptions vs.,
417-21; for basic releasing exercise,
448-49; fear in asking of, 174-75;
most valuable, 194-97; rules for asking
of, 175-77

Quest program, 185

Quick Coherence Technique, 382—84
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quitting, 192, 213-14
quit waiting, 133-42

Ramirez, Mary Alice, 179

Rampage of Appreciation, 73-74

Ramsey, Dave, 465

reading, 296-97; suggested, 557-58

“Ready, aim, fire!,” 138-39

re-creating same experience over and
over, 97-98

Red Cross, 485

Referral Institute, 356n

referrals, 222, 355, 356, 357, 359

regret, 253

rejection, 181-89; famous examples
of, 186-87; fear of, 174-75; myth of,
181-82

Rejections of the Written Famous (Spizer),
210

relationships: creating successful,
391-440; networking and stages of,
356-58

Relatively Famous Records, 147

“release the brakes,” 96-106, 300-301

RE/MAX, 35, 477, 545

“Remember, You Are Raising Children,
Not Flowers!” (Canfield), 138

remorse, 253

reputation management, 520

requests, 14, 63—64, 278, 279, 280

resentment, 253, 255, 256, 269, 345,
400-401, 402

Resnick, Robert, 6

resources, 94-95

responses: to events, 6—18; negative
outcomes and, 153-54

reticular activating system (RAS), 107,
108-9, 123

retirement (retirement accounts), 461-62;
automatic contributions for, 461-62;
financial literacy and, 455; financial
planning for, 452, 453

retreats, 298, 439, 552

rewards, of inner child, 240—41

Rich Dad, Poor Dad (Kiyosaki), 362, 454,
455, 462, 463, 540

Richest Man in Babylon, The (Clason),
456

“right to be forgotten” privileges, 520

Riley, Pat, 437

Ringer, Martha, 251n

Ringer, Robert J., 289

Ripa, Kelly, 261

ripple effect, 412

risk, 12, 13, 151-52; fear of taking,
174-75, 178-79; progress and, 158-60;
scaling down, 156-57

Ritz-Carlton hotels, 223, 437

roadblocks, 84—-85. See also obstacles

Road Less Traveled, The (Peck), 171,
217

Robbins, Anthony “Tony,” 24n, 51, 94,
156, 214, 317, 319, 353

Robbins, Mark and Sheila, 454-55

Roberts, Monty, 24n, 36-37, 37n

Robertson, Anna Mary (Grandma
Moses), 54, 233

Robinson, Jackie, 6

Rocky (movie), 140, 335-36

Roddick, Anita, 550

Rogers, Will, 464

Rohn, Jim, xxxii, 3, 86, 227, 296

Roosevelt, Theodore, 378

Rosenblum, Jack, 198-99

Ross, Percy, 174

Ross, Ryan, 55-56

Rowling, J. K., 187

Rozman, Deborah, 382—-83

Ruiz, Don Miguel, 411, 411n, 415

Rule of 5, 217-19

rules of the game, 94, 172, 432-33

Ruskin, John, 133

Rutte, Martin, 249, 434, 439—40

SAFECO, 492

Sanders, Colonel Harland, 183

Satir, Virginia, 197, 277

Saturday Night Live (TV series), 215

saving money, 99-100. See also investing
money

saying no, 331-36; difficulty in, 333-34;
to good in favor of great, 334, 336;
guilt about, 333, 334; techniques for,
334-35

schedules (scheduling), 324-25; being on
time, 433-34; daily to-do list, 92

Scheele, Paul R., 50, 296

Scheinfeld, Robert, 93n, 245

Schilling, Scott, 445

Schneider, John, 147

Schwab, Charles M., 422, 452

Schwartz, David, 83

Schwarzenegger, Arnold, 118, 540

Science of Getting Rich (Wattles), 68, 441,
471

Scolastico, Ron, 217-18
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SCORE (Service Corps of Retired
Executives), 352

scorekeeping, 205-8; appreciation and,
427-28; critical drivers in, 206; at
home, 207-8; measurement, 206

Secret, The (Byrne), 75, 93n

Secret, The (movie), 59, 62—-63, 74, 75,
106, 113, 159

Secret of the Ages, The (Collier), 217

Secrets process, 401-2

Sedas, Sergio, 374-75

Sedona Method, 448—49, 449n

Seeley, Kathleen, 338n

See You at the Top (Ziglar), 307

Seidler, Gary, 184

selectiveness, 230-31

self-awareness, of leaders, 339-40

self-confidence, 48, 132, 234-37, 285,
411. See also belief in oneself

self-criticism, 271-87; inner-critic to
inner-coach process for, 278-83;
negative thoughts in, 271-74; stomping
the ANTs, 273

self-destructive habits, 67, 288-91. See
also limiting beliefs

self-esteem, 431; of class acts, 439-40;
lying as product of low, 413; poker
chip theory of, 234-35

self-fulfilling prophecy, 49

self-image, 96, 98, 99-100

self-improvement, 201-4

self-talk, 97-98, 101, 113, 271, 277-78

self-talk endless loop, 97-98

Serebriakoff, Victor, 49-50

service providers, 482

serving others. See volunteerism

Seven Spiritual Laws of Success, The
(Chopra), 46, 67, 93n

Sgrouples, 506

sharing the wealth, 484-90

Sharp, Billy, 298-99, 344

Sherman, Harold, 61-62

Shimoff, Marci, 369

Shinn, Florence Scovell, 105

Simon, Sid, 293-94

Sinek, Simon, 517-18

Situational Coaching Model, 369

Sitzman, Nick, 272

skepticism, XXv—-xxvil, XXxi

slight edge, 204

Slight Edge, The (Olson), 204

Small, Adam, 355

Small Business Administration, U.S., 352

smartphones, 502, 503—4, 507-8

Smith, Manuel J., 334

social media, 524-29; appropriate use
of, 528; connecting with people,
539-42; creating profiles, 513-14;
engaging followers, 524-27; respecting
followers, 527; uploading photos and
videos, 518-19

Solar Roadways Inc., 535

somatic decision-making, 71, 384-85

Soulmate Secret, The (Ford), 249n

Soul of Money, The (Twist), 487

Southwest Airlines, 435

space between rules, 420-21

spam, 508

Spanx, 342-43

Speaker’s Sourcebook, The (Van Ekeren),
272n

speaking, with impeccability, 411-16

specificity: of goals, 78-79; of questions,
175-76

spending money, 464-70; debt reduction,
468-70; eliminating small expenses,
467, paying with cash, 465; reducing
costs, 466; student loans, 467-68;
tracking, 453-54, 465

Spielberg, Steven, 170, 187, 218

Spizer, Joyce, 210

Sports Tllustrated, 43, 136

staff members, 327-28. See also support
team

Stallone, Sylvester, 140, 185, 335-36

Stanfield, Jana, 14447

STAR (Success Through Action and
Responsibility) Program, 551n

Starr, Chandra, 535

Start Late, Finish Rich (Bach), 462, 463,
467

StartSomeGood.com, 535-36

Start with Why (Sinek), 517-18

Stein, Ben, 30, 389

Stern, Isaac, 167

Stevens Corporation, 377

Stone, W. Clement, xxx, 4-5, 82, 1045,
139, 230, 295-96, 298

stop-doing lists, 332

Strand Prophecy, The (Winner), 57

Strategic Coach Program, 320, 393,
393n, 435

Street Kid’s Guide to Having It All, The
(Assaraf), 230

strengths, of leaders, 338—40

stress, 259-61, 348
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structural change, 269-70, 502

“structural tension,” 81

stuck, 97-98

student loans, 467—68

success: appreciation and, 427;
“Breakthrough to Success” training,
29, 302, 551; Daily Success Focus
Journal, 239-40; focusing on and
celebrating, 233—42; poker chip theory
of, 234-35

successful people, surrounding yourself
with, 227-32

success inventory, 235-36

success lists, 235-36

Success Principles for Teens (Healy), 361

Success Principles Keynote, Workshop, and
Training, 555

Success Principles Team, 551

success rallies, 298

success symbols, 237-38

Success System That Never Fails (Stone),
4-5

Success Through a Positive Mental Attitude
(Hll), 4

sufficiency, 487, 488

Sullivan, Dan, 223, 317, 320, 393, 435,
436

superachievers, 35-36, 92-93, 209, 326

support team, 326-30; education of,
301-2; leader coaching of, 345-47;
leader listening for possibility and,
343-45; leader’s vision and, 342—43;
personal advisors, 328-29, 336; trust
in, 329-30

Surowiecki, James, 499

Suu Kyi, Aung San, 342

sway test, 71, 384-86

Switzer, Janet, 70-71, 206n, 321, 351,
359-60, 472, 478, 481-82, 482n, 526

SWSWSWSW (“some will, some won't;
so what—someone’s waiting”), 182

Szymanski, Frank, 428

Tagore, Rabindranath, 143

taking action, 133—42, 543; bias of
successful people for, 137-38; denial
vs., 267; experiencing fear and,
150-62; failing forward, 140-42;
leaning into, 147-48; nothing happens
unless, 134-37; “Ready, aim, fire!,”
138-39

Talent Is Overrated (Colvin), 166—67

Tam, Marilyn, 405-6, 406n

Tapping Into Ultimate Success (Canfield
and Bruner), 24, 260, 283, 557

Tapping Therapy, 97, 259-62, 283

teaching, passion for, 309-10

technology, 499-508; 7-Day Technology
Turnaround, 507; low-information
diet, 500-502; taking control of,
503—8. See also Internet; online
persona; smartphones; social media

TED talks, 521-22, 522n

telesummits, 298

television time, 295-96

Tell to Win (Guber), 343

Templeton, John Marks, 459, 460, 493

Teresa, Mother, 66, 308, 338, 422

TGI Friday’s, 474-75

There Are No Shortcuts (Esquith), 310n

Thigpen, Peter, 236

Think and Grow Rich (Hill), 42, 43,
370-71

thinking outside the box, 477

Thoele, Sue Patton, 331

Thoreau, Henry David, 467

Thought Field Therapy (TFT), 259-60

thoughts: energy and, 60—67. See also
Law of Attraction

Thoughts Through Space (Wilkins and
Sherman), 61-62

Thurber, Marshall, 94, 172, 432-33

Thurman, Howard, 319

time, putting in the, 170-71

time management: being on time,
433-34; delegating responsibility and,
315-18; Entrepreneurial Time System,
320-25; support team, 326-30;
vacation time, 323-24, 325. See also
schedules

Time Present, Time Past (Bradley), 164

time tithing, 485-86. See also
volunteerism

tithing, 460, 484-90; types of, 485-86

to-do lists, 90, 92, 93

total focus process, 326-27

Total Truth Letter, 252-54

Total Truth Process, 252-54, 257

Town, Phil, 454

toxic people, 230-31

Tracy, Brian, 23, 92, 238, 338

Train-the-Trainer Program, 302

Tresidder, Todd, 467

Trick to Money Is Having Some!, The
(Wilde), 456

Troup, John, 165



586 INDEX

True, Herbert, 177

Trump, Donald, 33, 545

trust, in support team, 329-30

truth, 401-6; Total Truth Process,
252-54, 257

TuneGo, 535

turnaround statements, 447—48

Turner, Ted, 489

Twain, Mark, 89, 154, 401

twelve-step programs, 10

Twenge, Jean, 527

Twist, Lynne, 487

Twitter, 528, 533

Ugeberroth, Peter, 159

Ultimate Game of Life, 355
Unbreakable Spirit (Nichols), 196
Unlimited Power (Robbins), 94
Unstoppable Foundation, 188—-89

vacation time, 323-24, 325

Van Ekeren, Glen, 272n

Vaynerchuk, Gary, 518

VCP Process, 356—-60

Vegso, Peter, 184

vibrational match, 72-74

vibrational states, 63, 64, 427

victim stories, 5-7, 19-20

victory logs, 236-37
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