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Dedicated to the greatest power within you, your power to love, and to all those who help you share its magic

Most of all for me, to Jairek, Joshua, Jolie, Tyler, Becky, and my Mom




FOREWORD

When Tony Robbins asked me to write the foreword for Unlimited Power, I was very pleased for several reasons. First of all, I think Tony is an unbelievable young man. Our first meeting came in January 1985, when I was in Palm Springs to play golf in the Bob Hope Desert Classic Pro-Am Tournament. I had just left a typical golfer's happy hour at the Rancho Las Palmas Marriott, where everyone was competing for the days bragging rights. On our way to dinner, a friend of mine from Australia, Keith Punch, and I passed a sign announcing Tony Robbin's Firewalk Seminar. “Unleash the power within you,” read the sign. I had heard of Tony, and my curiosity was piqued. Since Keith and I had already had a drink, and we did not want to take any chances, we decided we could not walk across the coals, but we did decide to attend the seminar.

For the next four and a half hours, I watched Tony mesmerize a large crowd made up of business executives, housewives, doctors, lawyers, and the like. When I say mesmerize, I’m not referring to any black magic. Tony had everyone on the edge of their seats with his charisma, charm, and the depth of his knowledge of human behavior. It was the most exhilarating and uplifting seminar I have ever attended in twenty years of involvement in management training. At the end, everyone but Keith and me walked across a fifteen-foot bed of hot coals that had been burning throughout the evening. And all without injury. It was a sight to see and an uplifting experience for everyone.

Tony uses the firewalk as a metaphor. He is not teaching a mystical skill, but rather a practical set of tools on how to be able to get yourself to take effective action in spite of any fear you might have, and the ability to get yourself to do whatever it takes to succeed is a very real power. So the first reason I am delighted to write this foreword is that I have tremendous respect and admiration for Tony Robbins.

The second reason I am excited about writing this foreword is that Tony's book, Unlimited Power, will show everyone the depth and breadth of his thinking. He is more than a motivational speaker. At age twenty-five, he is already one of the leading thinkers in the psychology of motivation and achievement. I think this book has the capacity to be the definitive text in the human potential movement. Tony's thoughts on health, stress, goal setting, visualization, and the like are the cutting edge and a must for anyone committed to personal excellence.

My hope is that you will get as much out of this book as I have. While it is longer than The One Minute Manager, I hope you are willing to hang in and finish the entire book so you can use Tony's thinking to unleash the magic within you.

Kenneth Blanchard, Ph.D.

Coauthor, The One Minute Manager




INTRODUCTION

All of my life I've had difficulty with public speaking, even while acting in movies. Just before my scenes, I would get physically ill. So with my relentless fear of public speaking one can imagine the excitement I felt when I heard that Anthony Robbins, the man who puts fear into power, could cure me.

Even though I was excited when I accepted the invitation to meet with Tony Robbins, I couldn't help feeling doubtful. I had heard of NLP and the other methods at which Tony is an acclaimed expert, but still, in all, I had spent countless hours, and thousands of dollars, seeking professional help.

The early professionals had told me that because my fear had developed over the years, I could hardly expect to gain a rapid cure. They scheduled me for weekly return visits to work on my problem endlessly.

When I met Tony I was surprised that he was so big. It's very seldom that I meet anyone taller than me. He must have been six feet six inches tall and 238 pounds. So young, so pleasant. We sat down and I found myself extremely nervous when he started asking me about my problem.

Then he asked what I wanted and how I wanted to change. It seemed that my phobia rose up to defend itself, to prevent what was happening from happening. But with Tony's soothing voice, I started listening to what he was saying.

I began to relive my panicky feelings about public speaking. Suddenly I replaced them with the new feelings made up of strength and confidence. Tony had me go back in my mind to a time I was on stage giving a successful speech. While I mentally spoke, Tony gave me anchors. Anchors are things I can call on to reinforce my nerve and confidence while speaking. You'll read all about them in this book.

I had my eyes closed during the interview, for about forty-five minutes, while listening to Tony. Periodically he would touch my knees and hands, providing me with physical anchors. When it was over, I stood up. I had never felt so relaxed, calm, and peaceful. I had no feelings of weakness. Now I felt quite confident to do the Luxembourg television show with a potential audience of 450 million people.

If Tony's methods work as well on others as they have on me, then people all over the world will benefit. We have people lying in bed with their minds dwelling on death. Their doctors have told them that they have cancer, and they are so upset that their bodies are full of stress. Now, if my lifetime phobia can be eliminated in one hour, Tony's methods should also be made available to all of those who are suffering any kind of illness—emotional, mental, or physical. They, too, can be released from their fears, stress, and anxieties. I think it is most important that we do not delay any longer. Why should you be afraid of water, heights, public speaking, snakes, bosses, failure, or death?

I'm free now, and this book offers you the same choices. I'm sure that Unlimited Power will be a bestseller because it goes far beyond eliminating fears to teaching you what triggers any form of human behavior. By mastering the information in this book, you will be in complete control of your mind and body; thus, your life.

Sir Jason Winters

Author of Killing Cancer



SUCCESS

To laugh often and much; to win the respect of intelligent people and the affection of children; to earn the appreciation of honest critics and endure the betrayal of false friends; to appreciate beauty, to find the best in others; to leave the world a bit better, whether by a healthy child, a garden patch or a redeemed social condition; to know even one life has breathed easier because you have lived. This is to have succeeded.

—Ralph Waldo Emerson


    SECTION I
The Modeling of Human Excellence




CHAPTER I

The Commodity of Kings

“The great end of life is not knowledge but action.”

—Thomas Henry Huxley

I had heard about him for many months. They said he was young, wealthy, healthy, happy, and successful. I had to see for myself. I watched him closely as he left the television studio, and I followed him over the next few weeks, observing as he counseled everyone from the president of a country to a phobic. I saw him debate dieticians, train executives, and work with athletes and learning-disabled kids. He seemed incredibly happy and deeply in love with his wife as they traveled together across the country and around the world. And when they were through, it was time to jet back to San Diego to spend a few days at home with their family in their castle overlooking the Pacific Ocean.

How was it that this twenty-five-year-old-kid, with only a high school education, could have accomplished so much in such a short period of time? After all, this was a guy who only three years ago had been living in a 400-square-foot bachelor apartment and washing his dishes in his bathtub. How did he go from an extremely unhappy person, thirty pounds overweight, with floundering relationships and limited prospects, to a centered, healthy, respected individual with great relationships and the opportunity for unlimited success?

It all seemed so incredible, and yet the thing that amazed me most was that I realized that he is me! “His” story is my own.

I’m certainly not saying that my life is what success is all about. Obviously, we all have different dreams and ideas of what we want to create for our lives. In addition, I’m very clear that who you know, where you go and what you own are not the true measure of personal success. To me, success is the ongoing process of striving to become more. It is the opportunity to continually grow emotionally, socially, spiritually, physiologically, intellectually, and financially while contributing in some positive way to others. The road to success is always under construction. It is a progressive course, not an end to be reached.

The point of my story is simple. By applying the principles you will learn in this book, I was able to change not only the way I felt about myself, but also the results I was producing in my life, and I was able to do so in a major and measurable way. The purpose of this book is to share with you what made the difference in changing my life for the better. It is my sincere hope that you will find the technologies, strategies, skills, and philosophies taught within these pages to be as empowering for you as they have been for me. The power to magically transform our lives into our greatest dreams lies waiting within us all. It’s time to unleash it!

When I look at the pace at which I was able to turn my dreams into my present-day life, I can’t help feeling an almost unbelievable sense of gratitude and awe. And yet I’m certainly far from unique. The fact is we live in an age where many people are able to achieve wondrous things almost overnight, to achieve successes that would have been unimaginable in earlier times. Look at Steve Jobs. He was a kid in blue jeans with no money who took an idea for a home computer and built a Fortune 500 company faster than anyone in history. Look at Ted Turner. He took a medium that barely existed—cable television—and created an empire. Look at people in the entertainment industry like Steven Spielberg or Bruce Springsteen, or businessmen like Lee Iacocca or Ross Perot. What do they have in common other than astounding, prodigious success? The answer, of course, is ... power.

Power is a very emotional word. People’s responses to it are varied. For some people, power has a negative connotation. Some people lust after power. Others feel tainted by it, as if it were something venal or suspect. How much power do you want? How much power do you think is right for you to obtain or develop? What does power really mean to you?

I don’t think of power in terms of conquering people. I don’t think of it as something to be imposed. I’m not advocating that you should, either. That kind of power seldom lasts. But you should realize that power is a constant in the world. You shape your perceptions, or someone shapes them for you. You do what you want to do, or you respond to someone else’s plan for you. To me, ultimate power is the ability to produce the results you desire most and create value for others in the process. Power is the ability to change your life, to shape your perceptions, to make things work for you and not against you. Real power is shared, not imposed. It’s the ability to define human needs and to fulfill them—both your needs and the needs of the people you care about. It’s the ability to direct your own personal kingdom—your own thought processes, your own behavior—so you produce the precise results you desire.

Throughout history, the power to control our lives has taken many different and contradictory forms. In the earliest times, power was simply the result of physiology. He who was the strongest and the fastest had power to direct his own life as well as the lives of those around him. As civilization developed, power resulted from heritage. The king, surrounding himself with the symbols of his realm, ruled with unmistakable authority. Others could derive power by their association with him. Then, in the early days of the Industrial Age, capital was power. Those who had access to it dominated the industrial process. All those things still play a role. It’s better to have capital than not to have it. It’s better to have physical strength than not to. However, today, one of the largest sources of power is derived from specialized knowledge.

Most of us have heard by now that we are living in the information age. We are no longer primarily an industrial culture, but a communication one. We live in a time when new ideas and movements and concepts change the world almost daily, whether they are as profound as quantum physics or as mundane as the best-marketed hamburger. If there’s anything that characterizes the modern world, it’s the massive, almost unimaginable, flow of information—and therefore of change. From books and movies and boomboxes and computer chips, this new information comes at us in a blizzard of data to be seen and felt and heard. In this society, those with the information and the means to communicate it have what the king used to have—unlimited power. As John Kenneth Galbraith has written, “Money is what fueled the industrial society. But in the informational society, the fuel, the power, is knowledge. One has now come to see a new class structure divided by those who have information and those who must function out of ignorance. This new class has its power not from money, not from land, but from knowledge.”

The exciting thing to note is that the key to power today is available to us all. If you weren’t the king in medieval times, you might have had a great deal of difficulty becoming one. If you didn’t have capital at the beginning of the industrial revolution, the odds of your amassing it seemed very slim indeed. But today, any kid in blue jeans can create a corporation that can change the world. In the modern world, information is the commodity of kings. Those with access to certain forms of specialized knowledge can transform themselves and, in many ways, our entire world.

We’re left with an obvious question. Surely in the United States the kinds of specialized knowledge needed to transform the quality of our lives is available to everyone. It’s in every bookstore, every video store, every library. You can get it from speeches and seminars and courses. And we all want to succeed. The bestseller list is full of prescriptions for personal excellence: The One Minute Manager, In Search of Excellence, Megatrends, What They Don’t Teach You at Harvard Business School, Bridge Across Forever ... The list goes on and on. The information is there. So why do some people generate fabulous results, while others just scrape by? Why aren’t we all empowered, happy, wealthy, healthy, and successful?

The truth is that even in the information age, information is not enough. If all we needed were ideas and positive thinking, then we all would have had ponies when we were kids and we would all be living our “dream life” now. Action is what unites every great success. Action is what produces results. Knowledge is only potential power until it comes into the hands of someone who knows how to get himself to take effective action. In fact, the literal definition of the word “power” is “the ability to act.”

What we do in life is determined by how we communicate to ourselves. In the modern world, the quality of life is the quality of communication. What we picture and say to ourselves, how we move and use the muscles of our bodies and our facial expressions will determine how much of what we know we will use.

Often we get caught in the mental trap of seeing enormously successful people and thinking they are where they are because they have some special gift. Yet a closer look shows that the greatest gift that extraordinarily successful people have over the average person is their ability to get themselves to take action. It’s a “gift” that any of us can develop within ourselves. After all, other people had the same knowledge Steve Jobs did. People other than Ted Turner could have figured out that cable had enormous economic potential. But Turner and Jobs were able to take action, and by doing so, they changed the way many of us experience the world.

We all produce two forms of communication from which the experience of our lives is fashioned. First, we conduct internal communications: those things we picture, say, and feel within ourselves. Second, we experience external communications: words, tonalities, facial expressions, body postures, and physical actions to communicate with the world. Every communication we make is an action, a cause set in motion. And all communications have some kind of effect on ourselves and on others.

Communication is power. Those who have mastered its effective use can change their own experience of the world and the world’s experience of them. All behavior and feelings find their original roots in some form of communication. Those who affect the thoughts, feelings, and actions of the majority of us are those who know how to use this tool of power. Think of the people who have changed our world—John F. Kennedy, Thomas Jefferson, Martin Luther King, Jr., Franklin Delano Roosevelt, Winston Churchill, Mahatma Gandhi. In a much grimmer vein, think of Hitler. What these men all had in common was that they were master communicators. They were able to take their vision, whether it was to transport people into space or to create a hate-filled Third Reich, and communicate it to others with such congruency that they influenced the way the masses thought and acted. Through their communication power, they changed the world.

In fact, isn’t this also what sets a Spielberg, a Springsteen, an Iacocca, a Fonda, or a Reagan apart from others? Are they not masters of the tool of human communication, or influence? Just as these people are able to move the masses with communication, it is the tool we also use to move ourselves.

Your level of communication mastery in the external world will determine your level of success with others—personally, emotionally, socially, and financially. More important, the level of success you experience internally—the happiness, joy, ecstasy, love, or anything else you desire—is the direct result of how you communicate to yourself. How you feel is not the result of what is happening in your life—it is your interpretation of what is happening. Successful people’s lives have shown us over and over again that the quality of our lives is determined not by what happens to us, but rather by what we do about what happens.

You are the one who decides how to feel and act based upon the ways you choose to perceive your life. Nothing has any meaning except the meaning we give it. Most of us have turned this process of interpretation on automatic, but we can take that power back and immediately change our experience of the world.

This book is about taking the kinds of massive, focused, congruent actions that lead to overwhelming results. In fact, if I were to say to you in two words what this book is about, I’d say: Producing results! Think about it. Isn’t that what you’re really interested in? Maybe you want to change how you feel about yourself and your world. Maybe you’d like to be a better communicator, develop a more loving relationship, learn more rapidly, become healthier, or earn more money. You can create all of these things for yourself, and much more, through the effective use of the information in this book. Before you can produce new results, however, you must first realize that you’re already producing results. They just may not be the results you desire. Most of us think of our mental states and most of what goes on in our minds as things that happen outside our control. But the truth is you can control your mental activities and your behaviors to a degree you never believed possible before. If you’re depressed, you created and produced that show you call depression. If you’re ecstatic, you created that, too.

It’s important to remember that emotions like depression do not happen to you. You don’t “catch” depression. You create it, like every other result in your life, through specific mental and physical actions. In order to be depressed, you have to view your life in specific ways. You have to say certain things to yourself in just the right tones of voice. You have to adopt a specific posture and breathing pattern. For example, if you wish to be depressed, it helps tremendously if you collapse your shoulders and look down a lot. Speaking in a sad-sounding tone of voice and thinking of the worst-possible scenarios for your life also helps. If you throw your biochemistry into turmoil through poor diet or excessive alcohol or drug use, you assist your body in creating low blood sugar and thus virtually guarantee depression.

My point here is simply that it takes effort to create depression. It’s hard work, and it requires taking specific types of actions. Some people have created this state so often, though, that it’s easy for them to produce. In fact, often they’ve linked this pattern of internal communication to all kinds of external events. Some people get so many secondary gains—attention from others, sympathy, love, and so on—that they adopt this style of communication as their natural state of living. Others have lived with it so long that it actually feels comfortable. They become identified with the state. We can, however, change our mental and physical actions and thereby immediately change our emotions and behaviors.

You can become ecstatic by immediately adopting the point of view that creates that emotion. You can picture in your mind the kinds of things that create this feeling. You can change the tone and content of your internal dialogue with yourself. You can adopt the specific postures and breathing patterns that create that state in your body, and voilà! You will experience ecstasy. If you wish to be compassionate, you must simply change your physical and mental actions to match those the state of com-passion requires. The same is true of love or any other emotion.

You might think of the process of producing emotional states by managing your internal communication as being similar to a director’s job. To produce the precise results he wants, the director of a movie manipulates what you see and hear. If he wants you to be scared, he might turn up the sound and splash some special effects on the screen at just the right moment. If he wants you to be inspired, he’ll arrange the music, the lighting, and everything else on the screen to produce that effect. A director can produce a tragedy or a comedy out of the same event, depending upon what he decides to put on the screen. You can do the same things with the screen of your mind. You can direct your mental activity, which is the underpinning of all physical action, with the same skill and power. You can turn up the light and sound of the positive messages in your brain, and you can dim the pictures and sounds of the negative ones. You can run your brain as skillfully as Spielberg or Scorsese runs his set.

Some of what follows will seem hard to believe. You probably don’t believe there’s a way to look at a person and know his exact thoughts or to instantly summon up your most powerful resources at will. But if you had suggested one hundred years ago men would go to the moon, you would have been considered a madman, a lunatic. (Where do you think the word came from?) If you had said it was possible to travel from New York to Los Angeles in five hours, you would have seemed like a crazy dreamer. But it only took the mastery of specific technologies and laws of aerodynamics to make those things possible. In fact, today one aerospace company is working on a vehicle that they say in ten years will take people from New York to California in twelve minutes. Similarly, in this book you will learn the “laws” of Optimum Performance Technologies® that will give you access to resources you never realized you had.

“For every disciplined effort there is a multiple reward.”

—Jim Robn

People who have attained excellence follow a consistent path to success. I call it the Ultimate Success Formula. The first step to this formula is to know your outcome, that is, to define precisely what you want. The second step is to take action—otherwise your desires will always be dreams. You must take the types of actions you believe will create the greatest probability of producing the result you desire. The actions we take do not always produce the results we desire, so the third step is to develop the sensory acuity to recognize the kinds of responses and results you’re getting from your actions and to note as quickly as possible if they are taking you closer to your goals or farther away. You must know what you’re getting from your actions, whether it be in a conversation or from your daily habits in life. If what you’re getting is not what you want, you need to note what results your actions have produced so that you learn from every human experience. And then you take the fourth step, which is to develop the flexibility to change your behavior until you get what you want. If you look at successful people, you’ll find they followed these steps. They started with a target, because you can’t hit one if you don’t have one. They took action, because just knowing isn’t enough. They had the ability to read others, to know what response they were getting. And they kept adapting, kept adjusting, kept changing their behavior until they found what worked.

Consider Steven Spielberg. At the age of thirty-six, he’s become the most successful filmmaker in history. He’s already responsible for four of the ten top-grossing films of all time, including E. T., The Extra-Terrestrial, the highest-grossing film ever. How did he reach that point at such a young age? It’s a remarkable story.

From the age of twelve or thirteen, Spielberg knew he wanted to be a movie director. His life changed when he took a tour of Universal Studios one afternoon when he was seventeen years old. The tour didn’t quite make it to the sound stages, where all the action was, so Spielberg, knowing his outcome, took action. He snuck off by himself to watch the filming of a real movie. He ended up meeting the head of Universal’s editorial department, who talked with him for an hour and expressed an interest in Spielberg’s films.

For most people that’s where the story would have ended. But Spielberg wasn’t like most people. He had personal power. He knew what he wanted. He learned from his first visit, so he changed his approach. The next day, he put on a suit, brought along his father’s briefcase, loaded with only a sandwich and two candy bars, and returned to the lot as if he belonged there. He strode purposefully past the gate guard that day. He found an abandoned trailer and, using some plastic letters, put Steven Spielberg, Director, on the door. Then he went on to spend his summer meeting directors, writers, and editors, lingering at the edges of the world he craved, learning from every conversation, observing and developing more and more sensory acuity about what worked in moviemaking.

Finally, at age twenty, after becoming a regular on the lot, Steven showed Universal a modest film he had put together, and he was offered a seven-year contract to direct a TV series. He’d made his dream come true.

Did Spielberg follow the Ultimate Success Formula? He sure did. He had the specialized knowledge to know what he wanted. He took action. He had the sensory acuity to know what results he was getting, whether his actions were moving him closer to or farther from his goal. And he had the flexibility to change his behavior to get what he wanted. Virtually every successful person I know of does the same thing. Those who succeed are committed to changing and being flexible until they do create the life that they desire.

Consider Dean Barbara Black of the Columbia University School of Law, who envisioned herself to be dean one day. As a young woman, she broke into a predominantly male field and successfully obtained her law degree from Columbia. She then decided to put her career goal on hold while she created another goal—developing a family. Nine years later, she decided that she was ready again to go after her first career goal, so she enrolled in a graduate program at Yale, and developed the teaching, researching, and writing skills that led her to “the job that she had always wanted.” She had expanded her belief system—she had changed her approach and had combined both goals and is now the dean of one of the most prestigious law schools in America. She broke the mold and proved that success could be created on all levels simultaneously. Did she follow the Ultimate Success Formula? Of course she did. Knowing what she wanted, she tried something, and if it didn’t work, she kept changing—changing until now she learned how to balance her life. In addition to heading an important law school, she’s a mother and a family woman as well.

Here’s another example. Ever had a piece of Kentucky Fried Chicken? Do you know how Colonel Sanders built the empire that made him a millionaire and changed the eating habits of a nation? When he started, he was nothing but a retiree with a fried-chicken recipe. That’s all. No organization. No nothin’. He had owned a little restaurant that was going broke because the main highway had been routed elsewhere. When he got his first Social Security check, he decided to see if he could make some money selling his chicken recipe. His first idea was to sell the recipe to restaurant owners and have them give him a percentage of the proceeds.

Now that’s not necessarily the most realistic idea for beginning a business. And, as things turned out, it didn’t exactly rocket him to stardom. He drove around the country, sleeping in his car, trying to find someone who would back him. He kept changing his idea and knocking on doors. He was rejected 1,009 times, and then something miraculous happened. Someone said “Yes.” The colonel was in business.

How many of you have a recipe? How many of you have the physical power and charisma of a chunky old man in a white suit? Colonel Sanders made a fortune because he had the ability to take massive, determined action. He had the personal power necessary to produce the results he desired most. He had the ability to hear the word “no” a thousand times and still communicate to himself in a way that got him to knock on the next door, totally convinced that it could be the one where someone said yes.

In one way or another everything in this book is directed toward providing your brain with the most effective signals to empower you to take successful action. Almost every week I conduct a four-day seminar called “The Mind Revolution.” In this seminar, we teach people everything from how to run their brains most effectively to how to eat, breathe, and exercise in a way that maximizes personal energy. The first evening of this four-day process is called “Fear Into Power.” The design of the seminar is to teach people how to take action instead of being stopped by fear. At the end of the seminar, people are given the opportunity to walk on fire—across ten to twelve feet of burning coals, and in advanced groups I’ve had people walking across forty feet of coals. The firewalk has fascinated the media to the point I fear its message is getting lost. The point is not to walk on fire. I think it’s fair to assume there’s no great economic or social benefit to be gained from a blissful stroll across a bed of hot coals. Instead, the firewalk is an experience in personal power and a metaphor for possibilities, an opportunity for people to produce results they previously had thought impossible.

People have been doing some version of firewalking for thousands of years. In some parts of the world, it’s a religious test of faith. When I conduct a firewalk, it’s not part of any religious experience in the conventional sense. But it is an experience in belief. It teaches people in the most visceral sense that they can change, they can grow, they can stretch themselves, they can do things they never thought possible, that their greatest fears and limitations are self-imposed.

The only difference between whether you can walk on fire or not is your ability to communicate to yourself in a way that causes you to take action, in spite of all your past fear programming about what should happen to you. The lesson is that people can do virtually anything as long as they muster the resources to believe they can and to take effective actions.

What all this leads to is a simple, inescapable fact. Success is not an accident. The difference between people who produce positive results and those who do not is not some sort of random roll of the dice. There are consistent, logical patterns of action, specific pathways to excellence, that are within the reach of us all. We can all unleash the magic within us. We simply must learn how to turn on and use our minds and bodies in the most powerful and advantageous ways.

Have you ever wondered what a Spielberg and a Springsteen might have in common? What do a John F. Kennedy and a Martin Luther King, Jr., share that caused them to affect so many people in such a deep and emotional way? What sets a Ted Turner and a Tina Turner apart from the masses? What about a Pete Rose and a Ronald Reagan? All of them have been able to get themselves to consistently take effective actions toward the accomplishment of their dreams. But what is it that gets them to continue day after day to put everything they’ve got into everything they do? There are, of course, many factors. However, I believe that there are seven fundamental character traits that they have all cultivated within themselves, seven characteristics that give them the fire to do whatever it takes to succeed. These are the seven basic triggering mechanisms that can ensure your success as well:

Trait Number One: Passion! All of these people have discovered a reason, a consuming, energizing, almost obsessive purpose that drives them to do, to grow, and to be more! It gives them the fuel that powers their success train and causes them to tap their true potential. It’s passion that causes a Pete Rose to continuously dive headfirst into second base as if he were a rookie playing his first major-league game. It’s passion that sets the actions of a Lee lacocca apart from so many others. It’s passion that drives the computer scientists through years of dedication to create the kind of breakthroughs that have put men and women in outer space and brought them back. It’s passion that causes people to stay up late and get up early. It’s passion that people want in their relationships. Passion gives life power and juice and meaning. There is no greatness without a passion to be great, whether it’s the aspiration of an athlete or an artist, a scientist, a parent, or a businessman. We’ll discover how to unleash this inner force through the power of goals in chapter 11.

Trait Number Two: Belief! Every religious book on the planet talks about the power and effect of faith and belief on mankind. People who succeed on a major scale differ greatly in their beliefs from those who fail. Our beliefs about what we are and what we can be precisely determine what we will be. If we believe in magic, we’ll live a magical life. If we believe our life is defined by narrow limits, we’ve suddenly made those limits real. What we believe to be true, what we believe is possible, becomes what’s true, becomes what’s possible. This book will provide you with a specific, scientific way to quickly change your beliefs so that they support you in the attainment of your most desired goals. Many people are passionate, but because of their limiting beliefs about who they are and what they can do, they never take the actions that could make their dream a reality. People who succeed know what they want and believe that they can get it. We’ll learn about what beliefs are and how to use them in chapters 4 and 5.

Passion and belief help to provide the fuel, the propulsion toward excellence. But propulsion is not enough. If it were, it would be enough to fuel a rocket and send it flying blindly toward the heavens. Besides that power, we need a path, an intelligent sense of logical progression. To succeed in hitting our target, we need

Trait Number Three: Strategy! A strategy is a way of organizing resources. When Steven Spielberg decided to become a filmmaker, he mapped out a course that would lead to the world he wanted to conquer. He figured out what he wanted to learn, whom he needed to know, and what he needed to do. He had passion, and he had belief, but he also had the strategy that made those things work to their greatest potential. Ronald Reagan has developed certain communication strategies that he uses on a consistent basis to produce the results he desires. Every great entertainer, politician, parent, or employer knows it’s not enough to have the resources to succeed. One must use those resources in the most effective way. A strategy is a recognition that the best talents and ambitions also need to find the right avenue. You can open a door by breaking it down, or you can find the key that opens it intact. We’ll learn about the strategies that produce excellence in chapters 7 and 8.

Trait Number Four: Clarity of Values! When we think of the things that made America great, we think of things like patriotism and pride, a sense of tolerance, and a love of freedom. These things are values, the fundamental, ethical, moral, and practical judgments we make about what’s important, what really matters. Values are specific belief systems we have about what is right and wrong for our lives. They’re the judgments we make about what makes life worth living. Many people do not have a clear idea of what is important to them. Often individuals do things that afterward they are unhappy with themselves about simply because they are not clear about what they unconsciously believe is right for them and others. When we look at great successes, they are almost always people with a clear fundamental sense about what really matters. Think of Ronald Reagan, John F. Kennedy, Martin Luther King, Jr., John Wayne, Jane Fonda. They all have had different visions, but what they have in common is a fundamental moral grounding, a sense of who they are and why they do what they do. An understanding of values is one of the most rewarding and challenging keys to achieving excellence. We will consider values in chapter 18.

As you’ve probably noticed, all these traits feed on and interact with one another. Is passion affected by beliefs? Of course it is. The more we believe we can accomplish something, the more we’re usually willing to invest in its achievement. Is belief by itself enough to achieve excellence? It’s a good start, but if you believe you’re going to see a sunrise and your strategy for achieving that goal is to begin running west, you may have some difficulty. Are our strategies for success affected by our values? You bet. If your strategy for success requires you to do things that do not fit your unconscious beliefs about what is right or wrong for your life, then even the best strategy will not work. This is often seen in individuals who begin to succeed only to end up sabotaging their own success. The problem is there’s an internal conflict between the individual’s values and his strategy for achievement.

In the same way, all four of the things we’ve already considered are inseparable from

Trait Number Five: Energy! Energy can be the thundering, joyous commitment of a Bruce Springsteen or a Tina Turner. It can be the entrepreneurial dynamism of a Donald Trump or a Steve Jobs. It can be the vitality of a Ronald Reagan or a Katharine Hepburn. It is almost impossible to amble languorously toward excellence. People of excellence take opportunities and shape them. They live as if obsessed with the wondrous opportunities of each day and the recognition that the one thing no one has enough of is time. There are many people in this world who have a passion they believe in. They know the strategy that would ensure it, and their values are aligned, but they just don’t have the physical vitality to take action on what they know. Great success is inseparable from the physical, intellectual, and spiritual energy that allows us to make the most of what we have. In chapters 9 and 10, we’ll learn and apply the tools that can immediately increase physical vibrancy.

Trait Number Six: Bonding Power! Nearly all successful people have in common an extraordinary ability to bond with others, the ability to connect with and develop rapport with people from a variety of backgrounds and beliefs. Sure, there’s the occasional mad genius who invents something that changes the world. But if the genius spends all his time in a lonely warren, he will succeed on one level but fail on many others. The great successes—the Kennedys, the Kings, the Reagans, the Gandhis—all have the ability to form bonds that unite them to millions of others. The greatest success is not on the stage of the world. It is in the deepest recesses of your own heart. Deep down, everyone needs to form lasting, loving bonds with others. Without that, any success, any excellence, is hollow indeed. We’ll learn about those bonds in chapter 13.

The final key trait is something we talked about earlier.

Trait Number Seven: Mastery of Communication! This is the essence of what this book is about. The way we communicate with others and the way we communicate with ourselves ultimately determine the quality of our lives. People who succeed in life are those who have learned how to take any challenge that life gives them and communicate that experience to themselves in a way that causes them to successfully change things. People who fail take the adversities of life and accept them as limitations. The people who shape our lives and our cultures are also masters of communication to others. What they have in common is an ability to communicate a vision or a quest or a joy or a mission. Mastery of communication is what makes a great parent or a great artist or a great politician or a great teacher. Almost every chapter in this book, in one way or another, has to do with communication, with bridging gaps, with building new paths, and with sharing new visions.

The first part of this book will teach you how to take charge and run your own brain and body more effectively than ever before. We will be working with factors that affect the way you communicate with yourself. In the second section, we’ll be studying how to discover what you really want out of life and how you can communicate more effectively with others as well as how to be able to anticipate the kinds of behaviors that different kinds of people will consistently create. The third section looks from a larger, more global perspective at how we behave, what motivates us, and what we can contribute on a broader, extrapersonal level. It’s about taking the skills you’ve learned and becoming a leader.

When I wrote this book, my original goal was to provide a textbook for human development—a book that would be packed with the best and the latest in human change technology. I wanted to arm you with the skills and strategies that would enable you to change anything you wanted to change, and to do it faster than you’d ever dreamed of before. I wanted to create an opportunity for you in a very concrete way to immediately increase the quality of your life experience. I also wanted to create a work you could come back to again and again and always find something useful for your life. I knew that many of the subjects I would be writing about could be books in themselves. However, I wanted to give you information that was complete, something you could use in each area. I hope you find this book to be all these things for you.

When the manuscript was completed, the advance readings were very positive, except for one thing—several people said, “You’ve got two books here. Why don’t you split them up, publish one now, and market the other one as a follow-up twelve months later?” My goal was to get to you, the reader, as much quality information as quickly as I could. I did not want to dole out these skills a piece at a time. However, I became concerned that many people would not even get to the parts of the book that I think are most important simply because it was explained to me that several studies have shown that less than 10 percent of the people who buy a book read past the first chapter. At first, I couldn’t believe that statistic. Then I remembered that less than 3 percent of the nation is financially independent, less than 10 percent have written goals, only 35 percent of American women—and even fewer men—feel they are in good physical shape, and in many states one out of every two marriages ends up in divorce. Only a small percentage of people really live the life of their dreams. Why? It takes effort. It takes consistent action.

Bunker Hunt, the Texas oil billionaire, was asked once if he had any one piece of advice he could give people on how to succeed. He said that success is simple. First, you decide what you want specifically; and second, you decide you’re willing to pay the price to make it happen—and then pay that price. If you don’t take that second step, you’ll never have what you want in the long term. I like to call the people who know what they want and are willing to pay the price to get it “the few who do” versus “the many who talk.” I challenge you to play with this material, to read it all, to share what you learn, and to enjoy it.

In this chapter, I’ve stressed the primacy of taking effective action. But there are many ways to take action. Most of them depend on a large degree of trial and error. Most people who have been great successes have adjusted and readjusted countless times before they got what they wanted. Trial and error is fine, except for one thing: it uses a vast quantity of the one resource none of us will ever have enough of—time.

What if there was a way to take action that accelerated the learning process? What if I could show you how to learn the precise lessons that people of excellence have already learned? What if you could learn in minutes what someone took years to perfect? The way to do this is through modeling, a way to reproduce precisely the excellence of others. What do they do that sets them apart from those who only dream of success? Let’s discover ...


CHAPTER II

The Difference that Makes the Difference

“It’s a funny thing about life; if you refuse to accept
anything but the best, you very often get it.”

—W. Somerset Maugham

He was traveling along the highway at sixty-five miles an hour when suddenly it happened. Something along the side of the road caught his eye, and when he looked back in the direction in which he was traveling, he had only a second to respond. It was almost too late. The Mack truck in front of him had suddenly come to an unexpected stop. Instantly, in an effort to save his life, he laid his motorcycle down into a sickening skid that seemed to last forever. In agonizingly slow motion, he slid beneath the truck. The gas cap popped off his motorcycle, and the worst occurred: fuel spilled out and ignited. His next moment of consciousness is the experience of waking up in a hospital bed in searing pain, unable to move, fearing to breathe. Three-quarters of his body is covered by terrible third-degree burns. Still, he refuses to give up. He struggles back to life and resumes a business career, only to suffer another staggering blow: an airplane crash that leaves him paralyzed, from the waist down, for life.

In every man and woman’s life there comes a time of ultimate challenge—a time when every resource we have is tested. A time when life seems unfair. A time when our faith, our values, our patience, our compassion, our ability to persist, are all pushed to our limits and beyond. Some people use such tests as opportunities to become better people—others allow these experiences of life to destroy them. Have you ever wondered what creates the difference in the way human beings respond to life’s challenges? I certainly have. For most of my life I have been fascinated by what triggers human beings to behave the way they do. For as long as I can remember, I’ve been obsessed with discovering what sets certain men and women apart from their peers. What creates a leader, an achiever? How is it that there are so many people in this world who live such joyous lives in spite of almost every adversity, while others who would seem to have it all live lives of despair, anger, and depression?

Let me share another man’s story with you, and let’s note the differences between the two men. This man’s life seems much brighter. He is a fabulously wealthy, enormously talented entertainer with a huge following. At twenty-two he was the youngest member of Chicago’s famed Second City comedy troupe. Almost immediately he became the show’s acknowledged star. Soon there is a major theatrical hit in New York. He becomes one of the great television successes of the seventies. Then he becomes one of the nation’s hottest film stars. He branches into music and enjoys the same instant success there. He has dozens of admiring friends, a good marriage, wonderful homes in New York City and Martha’s Vineyard. He seems to have everything a person could possibly ask for.

Which of these two people would you rather be? It’s hard to imagine anyone choosing the first life over the second.

But let me tell you more about the two people. The first is one of the most vital, strong, and successful people I know. His name is W. Mitchell, and he’s alive and well and living in Colorado. Since his terrible motorcycle accident, he’s known more success and joy than most people know in a lifetime. He’s developed phenomenal personal relationships with some of the most influential people in America. He’s become a millionaire in business. He even ran for Congress, despite the fact that his face was grotesquely marked. His campaign slogan? “Send me to Congress, and I won’t be just another pretty face.” Today he has a fabulous relationship with a very special woman, and he is happily campaigning for lieutenant governor of Colorado in 1986.

The second person is someone you knew well, someone who probably brought you a great deal of pleasure and joy. His name was John Belushi. He was one of the most celebrated comedians of our time, and one of the great entertainment success stories of the seventies. Belushi was able to enrich countless lives, but not his own. When he died at the age of thirty-three of what the coroner ruled “acute toxicity from cocaine and heroin,” few who knew him were surprised. The man who had everything had become a bloated, out-of-control drug abuser, old beyond his years. Externally he had everything. Internally, he’d been running on empty for years.

We see similar examples all the time. Ever hear of Pete Strudwick? Born with no hands and no feet, he has gone on to become a marathon runner who has already run 25,000 miles. Think of Helen Keller’s astounding story. Or think of Candy Lightner, the founder of Mothers Against Drunk Driving. She took a terrible tragedy, the death of a daughter who was run over by a drunk driver, and she formed an organization that has probably saved hundreds—maybe thousands—of lives. At the other extreme, think of people like Marilyn Monroe or Ernest Hemingway, people who had fabulous successes and ended up destroying themselves.

So I ask you, What’s the difference between the haves and the have-nots? What’s the difference between the cans and the cannots? What’s the difference between the dos and the do-nots? Why do some people overcome horrible, unimaginable adversity and make their lives a triumph, while others, in spite of every advantage, turn their lives into a disaster? Why do some people take any experience and make it work for them, while others take any experience and make it work against them? What’s the difference between W. Mitchell and John Belushi? What’s the difference that makes the difference in the quality of life?

I’ve been obsessed by that question for my entire life. As I grew up, I saw people who had great riches of all types—great jobs, wonderful relationships, and well-developed physiques. I had to know what caused their lives to be so different from mine and that of my friends. The difference all comes down to the way in which we communicate with ourselves and the actions we take. What do we do when we try everything we can and things still turn out wrong? People who succeed do not have fewer problems than people who fail. The only people without problems are those in cemeteries. It is not what happens to us that separates failures from successes. It is how we perceive it and what we do about what “happens” that makes the difference.

When W. Mitchell received the information from his body that three-quarters of it was covered with third-degree burns, he had a choice in how to interpret that information. The meaning of this event could have been a reason to die, to grieve, or anything else he wanted to communicate. He chose to consistently communicate to himself that this experience had occurred for a purpose. And that this would someday provide him with even greater advantages in his goal to make a difference in the world. As a result of this communication with himself, he formed sets of beliefs and values that continued to direct his life from a sense of advantage rather than tragedy—even after he became paralyzed. How was Pete Strudwick able to successfully run Pike’s Peak, the most difficult marathon in the world, even though he has no hands and no feet? Simple. He mastered his communication with himself. When his body senses sent him signals that in the past he had interpreted as pain, as limitation, as exhaustion, he simply relabeled their meaning and continued to communicate to his nervous system in a way that kept him running.

“Things do not change; we change.”

—Henry David Thoreau

What I was always curious about was specifically how people produce results. Long ago, I realized that success leaves clues, that people who produce outstanding results do specific things to create those results. I realized that it was not enough just to know that a W. Mitchell or a Pete Strudwick communicated to themselves in a way that produced results. I had to know specifically how they did it. I believed that if I precisely duplicated the actions of others, I could reproduce the same quality of results that they had. I believed that if I sowed, I would also reap. In other words, if there were someone who could be compassionate even in the most dire of circumstances, I could find out his strategy—how he looked at things, how he used his body in those situations—and I could become more compassionate. If a man and a woman had developed a successful marriage where for twenty-five years they still felt deeply in love with each other, I could find out what actions they had taken, what beliefs they had that created that result, and I could adopt those actions and beliefs and produce similar results in my own relationships. In my life, I had produced the result of being extremely overweight. I began to realize that all I needed to do was model people who were thin, find out what they ate, how they ate, what they thought, what their beliefs were, and I could produce the same result. This is how I lost my excess thirty pounds. I did the same thing in the financial area and in my personal relationships. So I began my pursuit of models of personal excellence. And in my own search for excellence, I studied every avenue I could find.

Then I came across a science known as Neuro-Linguistic Programming—or NLP for short. If you analyze it, the name comes from “neuro,” referring to the brain, and “linguistic,” referring to language. Programming is the installation of a plan or procedure. NLP is the study of how language, both verbal and nonverbal, affects our nervous system. Our ability to do anything in life is based upon our ability to direct our own nervous system. Those who are able to produce some outstanding result do so by producing specific communications to and through the nervous system.

NLP studies how people communicate to themselves in ways that produce optimum resourceful states and thus create the largest number of behavioral choices. The name “Neuro-Linguistic Programming,” although it is an accurate term for what the science is about, may also be responsible for the fact that you may never have heard of it before. In the past, it has primarily been taught to therapists and to a small number of fortunate business executives. When I was first exposed to it, I immediately realized it was something quite different from anything I had ever experienced before. I watched a practitioner of NLP take a woman who had been in therapy for over three years for phobic responses, and in less than forty-five minutes, no more phobia. I was hooked. I had to know it all! (By the way, many times the same result can be produced in five or ten minutes.) NLP provides a systematic framework for directing our own brain. It teaches us how to direct not only our own states and behaviors, but also the states and behaviors of others. In short, it is the science of how to run your brain in an optimal way to produce the results you desire.

NLP provided exactly what I was looking for. It provided the key for unlocking the mystery of how certain people were able to consistently produce what I called optimum results. If someone else is able to wake up in the morning, quickly and easily and full of energy, that is a result they produced. The next question is, How did they produce it? Since actions are the source of all results, what specific mental or physical actions produced the neurophysiological process of waking up from sleep quickly and easily? One of the presuppositions of NLP is that we all share the same neurology, so if anyone can do anything in the world, you can, too, if you run your nervous system in exactly the same way. This process of discovering exactly and specifically what people do to produce a specific result is called modeling.

Once again, the point is if it’s possible for others in the world, it’s possible for you. It’s not a matter of whether you can produce the results that another person produces; it’s a matter of strategy—that is, how does that person produce the results? If someone is a terrific speller, there’s a way to model him so you can be, too, in a matter of four or five minutes. (You’ll learn this strategy in chapter 7.) If someone you know communicates perfectly with his kid, you can do the same thing. If someone finds it easy to wake up in the morning quickly, so can you. Simply model how other people direct their nervous systems. Obviously, some tasks are more complex than others and may take more time to model and then duplicate. However, if you have enough desire and the belief that will support you while continuing to adjust and change, virtually anything any human being does can be modeled. In many cases
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