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Life and work have become hectic and complicated. T here's too much to 
do and not enough time. We rush from one meeting to  another to 
another to another. And when we return to the offic e there are five, 
ten, fifteen, twenty, or more voice mail messages t hat need to be 
returned, and scores of e-mail messages to reply to -and we've only 
been gone for a few hours.

On our desks are piles of papers that we've got to do something with. 
There are letters to write, proposals to prepare, t hings to follow up 
on, and lots of other miscellaneous stuff that's be en hanging around 
for days, weeks, or months.

On the computer monitor we've attached yellow, blue , and green sticky 
notes as reminders of things to-do or people to cal l. Our in- and 
out-boxes have become hold boxes filled with unopen ed mail, faxes, 
express delivery letters, and who knows what else. And we spend most 
of our days putting out one fire after another.

When we leave the office we take our laptop compute r-so we can check 
our e-mail and search the Internet-our mobile phone , and our beeper. 
We're afraid to be out of touch for even a few mome nts.

In order to try to stay on top of things we come in  early, stay late, 
work weekends-and never seem to catch up.

Where Are We Going with Our Lives?
Something's getting lost in all of this chaos and m ayhem. 

We're so busy, and working so hard, that we've lost  track of what we 
really want to be doing with our lives. What we rea lly want to do for 
ourselves. What we really want to do for our famili es.

Yes, we've got a job. 
Yes, we're making a living and paying the bills. 
But we've forgotten the goals, dreams, and desires of our youth. 
We're putting in a lot of hard work and effort, but  it isn't giving 
us the inner feelings of satisfaction and fulfillme nt we need or the 
success we once dreamed of achieving.

We're so busy we don't have time to think about, le t alone answer, 
the age-old question: "What do I want to do when I grow up?"

Success is a Journey will show you how to make your  dreams come true. 
It will give you the tools you need so you can disc over what you were 
born to do. It will help you develop a Master Plan of ACTion and then 
implement that plan. And, most importantly, it will  get you to start 
thinking about who you are, what means the most to you, and what you 
want to do with your life.

What Is Success?
For years I have been fascinated with the subject o f success. 
How do you define it? What does it mean? Is it temp orary? Is it 
permanent?

As I've pondered these questions in my mind and wat ched the 
performance of others, I have come to the realizati on that success is 
not an end result. It is an ongoing process. It's a  journey.



However, there's an ebb and flow to success. It's n ot linear. It 
comes and goes. There are ups and downs. One day yo u have a great 
day, the next day is so-so, and the third is absolu tely rotten.

But on the fourth day, something good happens, and you're back on top 
of the world again. Or you may have a great morning  and a rotten 
afternoon, or vice versa. Or, maybe you have a bad year or season, 
but the next one is much better. 
That's life!

REMEMBER
Successful people never quit. 
When they suffer a setback, they just pick themselv es up and keep 
going.

To be successful in the business of life you build upon your 
successes. You set goals-achievable goals-for yours elf, and 
accomplish them. Then you set slightly more difficu lt goals, and go 
out and accomplish them.

Success Tip
Follow this process over and over throughout your l ife and you'll 
accomplish more than you ever dreamed.

The ultimate goal in life isn't just to succeed, it 's to continue to 
succeed. To continue to improve. To continue to be the best that you 
can be. The best in your business, profession, or c hosen career. The 
best husband, wife, father, mother, son, daughter, and friend.

You only have one life, and you have the opportunit y to make it a 
great one. The future is yours, and it's unlimited.  You can make it 
into anything you want.

Success Depends upon Your Expectations.
Life isn't lived in a vacuum, and whether or not an y of us is 
successful in any endeavor is determined by our exp ectations before 
we started. We've got to know the criteria on which  we're going to 
judge ourselves or be judged by others.

Most of us are never 100 percent successful in any of the things that 
we do. But the goal is to try our best, learn from our experiences, 
and take the knowledge we gain along with us so we can do the task 
even better the next time.

Success Tip
Write your goals and objectives on paper before you  embark upon any 
task. This enables you to compare your results or a ccomplishments 
with your expectations.

What Were Your Expectations?
I find the whole subject of whether or not a person  is successful to 
be very complex. It's usually not black or white. T he results are 
very dependent upon a person's long- and short-term  expectations-in 
addition to his or her skills, talents, and trainin g and a host of 
other factors that may or may not be within the per son's control.

Here are some examples of how difficult it can be t o try to determine 
a person's degree of success.
How Did You Do on the Test?
When you were going to school I'm sure you had to t ake lots of tests.
(I know I sure did.) 

Did you ever spend a lot of time studying and prepa ring for a test, 
yet not do as well as you had hoped? 
How did you feel? 



Disappointed, I'll bet.

On the other hand, how did you feel when you did ve ry well on a test 
that you hadn't spent much time studying for? 
Lucky?

What were your feelings when you got the grade that  was 
representative of the work and effort you put into your studies? 
For myself, deep down inside I always knew I had go tten what I 
deserved.

And what happened when you showed your parents your  report card? 
Did it measure up to their expectations?
You see, success depends upon your expectations.

ANECDOTE
I had a friend who studied every day and went throu gh four years of 
college and may have gotten a single B. He got an A  in every other 
class he took. His expectations were so high that i f he had gotten 
anything less than an A, in his mind he would have failed.

I didn't have the same expectations or work ethic. I was pleased when 
I got a B and was on cloud nine when I got my occas ional - very 
occasional - A.

Did You Solve the Problem?
Every day you've got problems to solve. Things need  to be done for 
your boss or supervisor, customers call with proble ms or questions, 
and you've got lots of tasks that need to be comple ted. 

You probably haven't looked at it this way, but you  should consider 
yourself successful when you solve the problem, ans wer the question, 
complete the task, and get the work done.

Now the completion of these tasks may not be what y ou would consider 
to be a big success, but it's one more thing you've  learned that you 
can take with you on your journey through life. And  it's one more 
thing you can cross off your list of things to-do.

But what if you work very hard to accomplish a spec ific task and 
aren't 100 percent successful in completing the end eavor?

Or what if it took longer than expected?
Or what if you found that you weren't able to solve  the problem (but 
learned something new because of the experience)?
Are you a success or a failure?

Did You Close the Sale?
If you're in sales, you may feel that you're a succ ess when you close 
a really big sale. But when you were just getting s tarted in your 
career, you probably felt like you were on cloud ni ne when you closed 
your first sale, no matter what the size. And if yo u're a seasoned 
pro, but you've been in a slump, that next sale may  make you feel 
like you're on top of the world.

Let's take another example. A salesperson leads her  company in sales 
one year, but doesn't do it the next. What if she d id in fact sell 
more the second year, but was still outsold by some one else? What if 
she closed more sales, but made less money? Or clos ed fewer sales, 
but made more money?
Did she have a successful year? 
Was she a success or a failure?

ANECDOTE
One day a young man was making a life insurance pre sentation. After a 
long period of discussion, the prospect finally sai d, "I'll buy it." 



As the salesman was completing the forms the new cu stomer started 
telling the young man how he should have conducted the sale. After a 
few moments, the young man looked up and said: "I m ade the sale, 
didn't I?"

Was the Company Successful?
How do you determine whether a company is successfu l? That depends 
once again upon your position and your expectations . 

For example, the board of directors of a corporatio n may look at 
whether or not management is successful and doing a  good job from the 
perspective of how much money the company made from  one quarter or 
fiscal year to the next.

However, if the company is a public corporation, th e board, its 
stockholders, and the analysts that follow the stoc k may look at the 
value of the company's stock, its earnings per shar e, or its earnings 
as compared to those of its competitors as an indic ator of whether or 
not it has been successful.

And though each group of people is looking at the s ame financial 
information, each will probably come up with differ ent conclusions 
and opinions.

If, on the other hand, the company is a small start -up and is brand 
new, success may be determined by whether or not th ere's enough cash 
to pay the bills at the end of the month.

ANECDOTE
There's a scene in the James Stewart classic "It's A Wonderful Life" 
where there is a run on the family bank. 

George Bailey, played by Mr. Stewart, is ecstatic w hen the bank is 
able to close its doors at 6:00 p.m. and still has two dollars - yes, 
TWO DOLLARS - left. They've made it through the day  and are still in 
business.

The expectations of an established company may be q uarter-to-quarter, 
or year-to-year, while for the new company, success  may be measured 
on a day-to-day or week-to-week basis.

How Did the Team Do?
In sports, a team that wins a championship is consi dered to be a 
success. But what about the runner-up? Were the mem bers of that team 
really losers? Once again it depends upon expectati ons. If the 
runner-up was expected to win the whole thing, then  maybe that team 
had a bad year.

But what if they were picked to finish dead last, m ade it to the 
finals, and then lost? Were they losers or did they  have a great year 
because they got to the championship?

And what if the star on the championship team playe d poorly and 
didn't contribute at the level that was expected of  him? Does he feel 
like a success? What if the star of the losing team  had a great 
series, but the team still lost?

And what about the person who has an MVP year, but never performs at 
that level again?

ANECDOTE
I remember reading about a runner who finished seco nd in one of the 
sprint races at a recent Olympics. He was disappoin ted that he didn't 
win, but he had still run faster than he ever had b efore. He just 
wasn't fast enough to win the race that afternoon. He couldn't decide 
if he was a winner or a loser.



So how do you look at success? You have two criteri a:
1. You have to look at success within certain time frames: moment-to-
moment, day-to-day, month-to-month, year-to-year, o r over an entire 
lifetime.
2. You have to consider what your expectations were  before you 
started.

Sidebar: DID TIGER HAVE A GOOD YEAR?
For most golfers, any of these achievements would c onstitute a good 
year: winning the Masters by a record-setting 12 st rokes. Winning 
more tournaments (four) than any other player on th e tour. Becoming 
the first golfer on the tour to win more than $2 mi llion in a single 
season.

Tiger Woods did all of the above in the first half of his first full 
season on tour, at the ripe old age of 22. But Tige r didn't perform 
very well during the second half of the 1997 tour. He played in eight 
tournaments, had no victories and only two top 10 f inishes, and 
earned just 300,000 dollars of his year's total of 2 million dollars.

Tiger Woods lives in a world that is different from  yours and mine. 
He is expected to win every tournament he enters. A nd when he doesn't 
it's big news. So let me ask you: Was Tiger a succe ss or a failure?
End Sidebar

Sidebar: IS A 9-7 FOOTBALL TEAM THAT DOESN'T MAKE T HE NFL PLAYOFFS A 
SUCCESS?

The New York Jets had the worst record in professio nal football 
during the 1996 season, when they went 1 and 15. Th en Bill Parcells 
became their head coach. He changed players. He cha nged habits. He 
changed attitudes. And the team started to win.

The Jets could have clinched a playoff berth with a  victory in the 
last game of the season. But they lost to Detroit 1 3-10 on a day when 
super running back Barry Sanders rushed for his 200 0th yard of the 
season. Did the Jets have a successful season?
END SIDEBAR

Success Comes from Participation
You see, everything in life depends upon your frame  of reference: 
where you are, where you came from, and where you w ant to go.

REMEMBER
You should feel that you are a success when you try , when you 
participate, when you go out there and put your but t on the line.

Success is the act of trying to improve upon the th ings you're 
already doing. It's growing and developing. It's ac cepting bigger and 
greater challenges. It's not being afraid of making  a mistake, 
suffering a setback, or failing. It's trying to do your very best.

And if, in the end, your very best wasn't quite goo d enough, you just 
have to go back to work and prepare a bit harder fo r the next time.

It is through the act of participating, as you try to achieve your 
goals, that you succeed. Nobody succeeds 100 percen t in anything they 
do. When you're able to recognize and accept this f act of life, you 
realize that failure and losing are as much a part of the game of 
life as are success and winning.

So embrace your goals, dreams, and desires. Pour yo ur energy into 
completing those daily tasks. Go out and play your game, and play it 
to win! But don't think only of winning games, thin k of winning 
championships!



The Thirteen Characteristics of Successful People
I've spent many years studying successful people an d have identified 
the skills, talents, and characteristics that enabl e them to succeed. 

As you look at and study these skills, talents, and  characteristics, 
you'll realize that you possess many of them yourse lf.

Some of these skills and talents are more dominant than others and 
will play a greater part in your being, or becoming , a success in the 
business of life. These are the things you do well.  The things you do 
easily and effortlessly. These are your strengths.

When you find you need a skill or talent you don't have, just go out 
and look for a person or group of people with the s kills, talents, 
and training you need. Skills and talents that comp lement your own.

These people will become your teammates, colleagues , co-workers, 
professional advisors, and friends. With these comb ined skills and 
talents organizations grow, prosper, and become suc cessful.

These are the five things you'll find every success ful person has in 
common:
1. They have a dream.
2. They have a plan.
3. They have specific knowledge or training.
4. They're willing to work hard.
5. They don't take no for an answer.

REMEMBER
Success begins with a state of mind. You must belie ve you'll be 
successful in order to become a success.

The following is a list of the skills, talents, and  characteristics 
you'll find in successful people:

1. Successful People Have a Dream. They have a well -defined purpose. 
They have a definite goal. They know what they want . They aren't 
easily influenced by the thoughts and opinions of o thers. They have 
willpower. They have ideas. Their strong desire bri ngs strong 
results. They go out and do things that others say can't be done.

REMEMBER
It only takes one sound idea to achieve success.

l. People who excel in life are those who produce r esults, not 
excuses. 
Anybody can come up with excuses and explanations f or why he hasn't 
made it. Those who want to succeed badly enough don 't make excuses.

2. Successful People Have Ambition. 
They want to accomplish something. They have enthus iasm, commitment, 
and pride. They have self-discipline. They're willi ng to work hard 
and to go the extra mile. They have a burning desir e to succeed. 
They're willing to do whatever it takes to get the job done.

REMEMBER
With hard work come results. The joy in life comes with working for 
and achieving something.

3. Successful People Are Strongly Motivated Toward Achievement. 
They take great satisfaction in accomplishing a tas k.

4. Successful People Are Focused. 
They concentrate on their main goals and objectives . They don't get 
sidetracked. They don't procrastinate. They work on  the projects that 



are important, and don't allow those projects to si t until the last 
minute. They're productive, not just busy.

5. Successful People Learn How to Get Things Done. 
They use their skills, talents, energies, and knowl edge to the 
fullest extent possible. They do the things that ne ed to be done, not 
just the things they like to do. They are willing t o work hard and to 
commit themselves to getting the job done.

REMEMBER
Happiness is found in doing and accomplishing, not in owning and 
possessing.

ANECDOTE
Many years ago I was asked the question: "Jeff, do you like pleasing 
habits or pleasing results?" As I pondered that pro bing question, and 
squirmed in my chair like a worm at the end of a ho ok, I felt as if I 
had painted myself into a corner. 

A few moments later I answered: "I like pleasing re sults." From that 
moment on my life changed. I began to do the things  that were 
difficult, because that would enable me to achieve my goals.

6. Successful People Take Responsibility for Their Actions. 
They don't make excuses. They don't blame others. T hey don't whine 
and complain.

7. Successful People Look for Solutions to Problems . 
They're opportunity-minded. When they see opportuni ties they take 
advantage of them.

8. Successful People Make Decisions. 
They think about the issues and relevant facts, giv e them adequate 
deliberation and consideration, and make a decision . Decisions aren't 
put off or delayed, they're made now!

Success Tip
Spend more time thinking and planning before you ma ke your decision, 
and you'll make better decisions.

When you don't get the expected results from the de cision you've 
made, change your course of action. Decisions shoul d never be carved 
in stone.

9. Successful People Have the Courage to Admit They 've Made a 
Mistake. 
When you make a mistake, admit it, fix it, and move  on. Don't waste a 
lot of time, energy, money, and/or other resources trying to defend a 
mistake or a bad decision.

REMEMBER
When people are wrong, they may admit it to themsel ves. If they are 
handled gently and tactfully, they may admit it to others and even 
take pride in their frankness and broad-mindedness.  But people become 
very defensive and angry when others try to cram th eir mistakes down 
their throats.

10. Successful People Are Self-Reliant. 
They have the skills, talents, and training that ar e needed in order 
to be successful.

11. Successful People Have Specific Knowledge, Trai ning, and/or 
Skills and Talents. 
They know the things they need to know to be succes sful. And when 
they need information, knowledge, or skills and tal ents that they 
don't possess, they find someone who does possess t hem.



12. Successful People Work with and Cooperate with Other People. 
They have positive, outgoing personalities. They su rround themselves 
with people who offer them help, support, and encou ragement. They are 
leaders.

13. Successful People Are Enthusiastic. 
They're excited by what they're doing, and that exc itement is 
contagious. They draw people to them because these people want to 
work with them, do business with them, and be with them.

Principle #1: Successful People Have a Dream
To be successful you've got to have a dream, a visi on, a burning 
passion, a magnificent obsession. You've got to wan t something, and 
you've got to want it bad. This dream/goal/obsessio n has to become 
your prime motivator.

It takes enthusiasm, commitment, pride, a willingne ss to work hard, a 
willingness to go the extra mile, a willingness to do whatever has to 
be done in order to get the job done. To get the th ings you want in 
life you need motivation, drive, and energy.

ANECDOTE
Keith Reinhard, the chairman and CEO of DDB Needham , was obsessed 
with a single goal: to win back the McDonald's adve rtising account he 
had lost in 1981. 

Over the next 15 years Reinhard showered McDonald's  with unsolicited 
ad campaigns. He traveled around the world to land morsels of 
McDonald's overseas advertising business.

He even peppered his conversations with quotes from  McDonald's 
founder Ray Kroc. He kept in touch with the McDonal d's marketing 
people, and in 1991 began to meet regularly with Pa ul Schrage, the 
company's chief marketing officer. Five years later  McDonald's began 
to rethink its advertising strategy and ultimately awarded the 
business to DDB Needham.

THE RETURN OF JOHN GLENN
On February 20, 1962, John Glenn orbited Earth thre e times aboard his 
Mercury capsule, Friendship 7, and became a nationa l hero. But he 
always felt frustrated because he never had the opp ortunity to get 
back into space.

In 1996 he proposed to Daniel S. Goldin, NASA's adm inistrator, that 
he be allowed to return to space as a "guinea pig" to show that space 
research might benefit the elderly.

Glenn discussed this idea with NASA officials about  50 times over the 
next two years. In January 1998, NASA announced tha t Glenn, at the 
age of 76, would be allowed to journey again into s pace and "show 
that senior citizens have the right stuff."

The deeper your passion, the deeper your commitment , the greater the 
likelihood you'll become the success you dream of b ecoming. And when 
you have this deep passion and commitment, you're n o longer working. 
You no longer have a job. You're doing something yo u love, and 
surprisingly someone's willing to pay you to do it.  You're having 
fun.

Success Tip
Fix firmly in your mind what it is you want to do; then go out and do 
it!
The challenge comes in finding the thing in life th at is your burning 
passion, your burning desire. 



So let me ask you:
What is your burning passion?
What is your burning desire?
What do you dream of doing?
What do you dream of accomplishing?
What were you born to do?

If you don't yet know what your burning passion is,  it's OK. Don't 
give it a second thought. Just keep reading, thinki ng, and dreaming. 
Throughout this book I'll be giving you more tools you can use to 
discover what you were born to do.

Don't be in a hurry: It's unlikely you'll make this  discovery 
overnight. And once you do, it may take several yea rs, or even a 
lifetime, for you to fulfill your dream. That's the  thrill of life.

REMEMBER
It is the search to discover what you were born to do that makes 
living so meaningful, interesting, and challenging.

ANECDOTE
Some people reach their peak when others would cons ider them way 
beyond their prime. Here are two examples:

Winston Churchill was 66 years old in the spring of  1940 when he 
became Great Britain's wartime prime minister. His political career 
was presumed to have ended in January 1932.

Ray Kroc was 55 years old when he purchased the McD onald brother's 
small chain of hamburger stands. He turned the chai n into the 
McDonald's Corporation.

Become a Dreamer
Become a dreamer. Dream about the things you want t o do. The things 
you want to accomplish. The things you want to have . The bigger your 
dreams, the bigger your successes.

REMEMBER
First, you've got to dream it. Then you've got to w ork your butt off 
to make your dream come true.

Share your dreams with your friends, your family, y our co-workers, 
and your colleagues. Find people who want to become  your teammates. 
Search for people who can provide you with support,  advice, and 
encouragement. People who will help you turn your d ream into reality. 
People who are as excited about your dreams as you are.

SUCCESS
Get rid of the naysayers. You can't allow yourself to be surrounded 
by people who aren't supportive and enthusiastic. T hese people will 
do nothing but pull you down, sap you of your energ y and enthusiasm, 
and force you to spend lots of time convincing them  that you can do 
the things you dream of doing.

Strive for excellence and greatness in everything y ou do.

In order to make your dream come true you must firs t create a plan of 
action-a Master Plan-and then you must execute the plan. (This is 
discussed in Step 2.)

Principle #2: Successful People Have Fun
Whatever you do in life, you've got to have fun doi ng it. You've got 
to enjoy what you're doing. You've got to enjoy spe nding time with 
the people with whom you're working. You've got to like the people 
who are your customers and/or suppliers. The people  with whom you 
interact every day.



If for some reason you aren't having fun, you aren' t happy, you 
aren't achieving the pleasure, satisfaction, and/or  enjoyment you 
feel you should have, then it's time to start plann ing your next 
career move.

That's what I find great about life. Everything's d one by the process 
of elimination. Give yourself the opportunity to do , try, and 
experience many different things. Discover the thin gs you don't like 
to do, and then try something else.

When things feel good, and you're getting whatever it is you need and 
want, then you should stay put. When strains, press ures, and/or 
tensions begin to develop, these are the warning si gnals that 
something's wrong. If they persist, then maybe it's  time to make a 
change.

REMEMBER
It's not a disaster to take a job and discover that  you don't like 
it. It only becomes a disaster when you choose to s tay.

Success Tip
When you don't enjoy your work, or the environment in which you're 
working, it's impossible to be successful.

TWO POWERFUL THOUGHTS
Always keep these two powerful thoughts in mind: Ma ke your work play, 
and your play work.

Find a job you love to do, and you'll never work an other day in your 
life.

Think for a few moments about what you just read. R ead these thoughts 
a second and a third time. These are simple, but ve ry important, 
concepts.

People rarely succeed at anything unless they have fun doing it. You 
must receive a feeling of satisfaction from your wo rk. It must be 
rewarding for you. If it's not, all you've got is a  job you must go 
to every day.

REMEMBER
When you love something it has value to you. When s omething is of 
value you spend time doing it, you spend time enjoy ing it, and you 
take care of it.

What are five things that you love to do so much th at you would do 
them for free?

TAKE ME OUT TO THE BALL GAME
Harry Caray grew up with a passion for baseball and  a desire to be a 
broadcaster. He got his first job as an announcer w ith the St. Louis 
Cardinals in 1945, and spent the next 54 years broa dcasting games for 
the Cardinals, the Chicago White Sox, and the Chica go Cubs.

Caray made dull teams sound exciting and urged fans  to come out to 
the old-never new-ball park. He loved baseball with  all the 
trimmings. Throw the ball. Hit the ball. Catch the ball. Have a Bud.

During the seventh-inning stretch Harry always sang  "Take Me Out to 
the Ball Game." Then one day Bill Veeck, the owner of the White Sox, 
noticed that the fans right below the booth were li stening to Harry 
through the flooring and singing along. For years, Veeck had been 
waiting for the right guy to sing "Take Me Out to t he Ball Game."

The next night, Veeck decided to hide a public addr ess microphone in 



the booth. When the organist began playing "Take Me  Out to the Ball 
Game," Harry began singing and Veeck threw the swit ch. All of a 
sudden Harry heard about 10,000 voices booming back  at him.

Veeck had correctly predicted that once you heard H arry sing you 
would join in because you knew you could sing bette r than him, and a 
tradition was born.

In 1989 Harry Caray was awarded entry into the broa dcasters' wing of 
the Baseball Hall of Fame. He said: "I always tried , in each and 
every broadcast, to serve the fans to the best of m y ability. In my 
mind, they are the unsung heroes of our great game. "

He loved life. He loved people. He loved baseball. There was nothing 
in the world he enjoyed more.

Your challenge is to go out and find someone who wo uld like to hire 
you and pay you to do something you would gladly do  for free. Or, 
maybe you should be in business for yourself.

Principle #3: Successful People Have Desire
To be successful in life you've got to have desire.  You've got to 
want something. You've got to crave something. You' ve got to long for 
something. You've got to have a burning passion. Yo u've got to be 
able to answer the question: "How badly do I want i t?"

But desire is only a feeling. It's of no value unti l you've turned 
your desire into action. You must make the decision  to go out and do 
something. A burning desire to be, and to do, is th e starting point 
from which you take off with your dream!

Success Tip
When you desire something so deeply that you won't take no for an 
answer, you're sure to succeed. The people who are most successful 
are those who are willing to do whatever it takes t o get the job 
done!

When you know what you want, you'll move heaven and  earth to get it. 
When something is important enough to you, you won' t stop until 
you've gotten it. Go out and turn your desire into an all-consuming 
passion. Learn what the power of desire feels like when it becomes an 
obsession.

REMEMBER
You can't see the size of a person's heart from the  outside.

When you have a burning desire, a complete and tota l obsession, you 
have more strength and power than you ever imagined . With this 
strength you're able to survive disappointment, dis couragement, 
temporary defeat, criticism, and all the comments f rom the naysayers 
who will tell you you're wasting your time.

You've got to believe! If you don't believe in your self, who will?

SUCCESS
To succeed, you must be willing to do whatever it t akes to achieve 
your goals. You must convert your talk into action!

REMEMBER
Things that are acquired without effort and without  cost aren't 
appreciated. We tend to value things that come with  a price. If 
everything in life were easy, we wouldn't have any challenges, we 
wouldn't experience growth, and we would all be the  same. Boring!

Principle #4: Successful People Have Faith
In addition to having a dream and desire, you've go t to have faith. 



You've got to believe that you can do it. This is w hat faith does for 
you:

Faith gives you life.
Faith gives you power.
Faith is the starting point to being successful.

Faith removes limitations.
Faith is listening to that still small voice that s peaks from deep 
within that tells you who you are and what you want  to be.

Success is a Journey.  Faith and hard work bring su ccess.
1. Desire success with a state of mind that becomes  an obsession. You 
must want it so badly that nothing will stop you.

2. Create a step-by-step plan that lays out in minu te detail the 
things you must do to become successful.

3. Execute your plan with patience, persistence, an d perseverance. 
Achieving success takes time. You've got to stick w ith your plan. You 
can't allow yourself to be distracted or change dir ections.

4.  Don't accept failure!

PERSISTENCE
Nothing in the world can take the place of persiste nce.

Talent will not! Nothing is more common than unsucc essful men with 
great talent.

Genius will not! Unrewarded genius is almost a prov erb.
Education will not! The world is full of educated f ailures.

Persistence prevails. Determination alone makes you  omnipotent.
-Calvin Coolidge

Principle #5: Successful People Make Their Own Luck
You may think successful people became successful b ecause they were 
lucky. But if you think that, you're dead wrong! Lu ck plays no part 
in being successful.

Successful people don't go through life hoping for a favorable break. 
They make their breaks themselves. They make their own luck. And 
that's what you should do!

Work hard to put yourself in a position to capitali ze on the 
opportunities that come your way. Go out and seek s ituations that can 
provide you with the opportunities that will make y ou appear to be 
lucky to those who are watching from the sidelines.

ANECDOTE
When I think about luck I always visualize a baseba ll player 
patiently waiting for his pitch. He doesn't waste h is swing on 
pitches that are outside the strike zone. He fouls off the ones that 
are strikes as he waits for that fastball up the mi ddle that looks as 
if it's the size of a grapefruit.

And when he sees that pitch coming, he takes a big swing with all his 
might and smacks the hell out of it.

And if that right opportunity doesn't come along to day, just keep 
doing the things you do best, and continue to move forward.

For myself, I've found that when I continue to do a ll the right 
things, something unexpected always comes out of no where. And when 
I'm sitting around waiting for something to happen,  it never does.



REMEMBER
The only break you can afford to rely upon is the o ne you make 
yourself.

Success Tip
There is a difference between wishing for something  and being willing 
to go out and get it. You must believe that you can  do it!

Principle #6: Successful People Aren't Afraid of Fa ilure
Successful people know that nothing ever goes exact ly as planned. And 
no matter how hard you work, sooner or later you mu st face the 
reality that you failed. You tried to do something and weren't 
successful. You didn't get the result you wanted.

You didn't get the job you hoped for. You didn't ge t the raise you 
deserved. You didn't close the big order. Your larg est account just 
walked out the door. You struck out with the bases loaded. You missed 
the winning shot at the buzzer. There was a fly in the ointment. 
There was a glitch somewhere. You failed. SO WHAT!

You don't close every sale. You don't win every gam e. You aren't 
going to hit a home run every time you're up to bat . You don't always 
get what you want. Failure is OK. It's part of life . It should be 
expected.

The bigger question is: 
What do you do next? 
What do you do after you've failed?

As Frank Sinatra said: "You pick yourself up and ge t back in the 
race. That's life..."

You don't feel sorry for yourself. You don't mope a round. You pick 
yourself up and do it again and again and again unt il you get it 
right!

Failure is as much a part of life as success. Losin g is as much a 
part of life as winning. The most important thing t o think about is 
how can you ensure that you won't fail in the same way a second time.

Life is a series of trial-and-error experiences. We  are taught 
something by a teacher, and then we try to do it ou rselves. The first 
time we do it we probably don't get the results we want. So we try 
again, and again, and again.

With practice we get better. Then we push ourselves  as we try to do 
something that's a little bit more difficult. As we  succeed, our 
expectations increase, and so does the satisfaction  that comes from 
the feeling of a job well done.

So we set our sights a bit higher-to improve our re sults as compared 
to what we've done before and in relation to the re sults of those 
with whom we are competing-and we try again. We con tinue to push 
ourselves to new heights.

When we succeed, we once again raise the bar. And w hen we don't, we 
go back to work to improve our skills and talents, and try again.

That is why I feel that the subjects of success and  failure are so 
intertwined: because it is through failure that we grow and develop 
as individuals. We learn through our failures. Fail ures show us our 
flaws, our imperfections, the areas in which we nee d improvement.

In order to achieve your goals, to fulfill your des ires, to make your 
dreams come true, you're going to have to work. It is hard work that 



makes you better at what you do, and failing from t ime to time is 
just a part of life.

REMEMBER
If you're not experiencing failure, you're not work ing hard enough.

Overcome the Fear of Failure
Failure is trying to do something and not getting t he desired 
results. Fear of failure is something else. Fear of  failure causes 
paralysis.

It's unfortunate, but many people go through life w ith a fear of 
failure. They're so afraid that they're going to ma ke a mistake, that 
they won't do something right, that it won't be per fect, that they 
don't try to do anything at all.

So what happens to them? They become paralyzed and don't do anything. 
And with this paralysis they lose the ability to ha ve a rewarding, 
meaningful, and enjoyable life.

It's just physically impossible for someone who has  a fear of failure 
to achieve anything, because that person has never tried. He never 
gave himself the opportunity to succeed.

It is in doing, trying, and experiencing things you  never did before 
that you grow and develop. Through practice you get  better and better 
at the things you do.

Principle #7: Successful People Don't Quit!
So far we've discussed dreams, desire, faith, and l uck. Now I want to 
address the subject of quitting. Yes, we all have b ad days. Yes, 
things don't always go your way. Yes, you may feel that the whole 
world is ganging up on you as everything appears to  be going down the 
tubes.

But it is in these times of adversity that you draw  on the strength 
deep inside of you and force yourself to continue m oving forward. 
Other people have lost major accounts, have lost th eir jobs, have 
lost a loved one, have had a spouse decide it was t ime to leave, and 
a whole lot more.

However, through it all they find the stamina, will power, energy, and 
courage to go on. And go on they do. For it is in f acing adversity 
that we grow. We're forced to do things we never di d before. And we 
do them.

During your lifetime you are sure to have setbacks,  meet with 
temporary defeat, and perhaps experience some failu re, if you haven't 
already. The question is: What do you do when that happens?

Quit? No way!
Just because you experienced a failure doesn't mean  you should quit. 
What fun would life be if you did? Quitting is the easy way out. And 
besides, even if you do quit, where are you going t o go? What are you 
going to do? More importantly, think about what has  happened.

If you never experienced failure, how would you eve r learn from your 
mistakes? When you experience failure, this is what  you should do:

Analyze your mistakes.
Determine what went wrong and why.
Identify what you can do differently next time.

Learn from your failure.
Try again!
When defeat overtakes you, the easiest and seemingl y most logical 



thing to do is quit. Instead, you should be determi ned to come back 
stronger next time. You should never accept defeat.

REMEMBER
Failure, or a temporary defeat, creates opportunity .

The only way you can fail is if you quit. So you ju st can't fail the 
last time you try.

"There is only one answer to defeat, and that is vi ctory." - Winston 
Churchill

Principle #8: Successful People Don't Take No for a n Answer
Successful people are persistent. They don't quit. When they begin 
working on a task or project, they stick with it un til its 
conclusion. They don't take NO for an answer. The b asis of their 
persistence is Will Power. Their attitude is:
"I Will Get It Done!"

In life, everything is possible. But to succeed you 've got to have a 
dream, you've got to have a plan, and you can't tak e no for an 
answer.

This concludes the excerpts from "Success is a Jour ney: 7 Steps to 
Achieving Success in the Business of Life" by Jeffr ey J. Mayer.
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