
		
			[image: Cover for Don’t Bullsh*t Yourself!]
		

	
		
			
			[image: ]

		

	
		
			[image: ]

			Portfolio/Penguin

			An imprint of Penguin Random House LLC

			375 Hudson Street

			New York, New York 10014

			[image: ]

			Copyright © 2018 by Jon Taffer, LLC

			Penguin supports copyright. Copyright fuels creativity, encourages diverse voices, promotes free speech, and creates a vibrant culture. Thank you for buying an authorized edition of this book and for complying with copyright laws by not reproducing, scanning, or distributing any part of it in any form without permission. You are supporting writers and allowing Penguin to continue to publish books for every reader.

			Library of Congress Cataloging-in-Publication Data

			Names: Taffer, Jon, author.

			Title: Don’t bullsh*t yourself! : crush the excuses that are holding you back / Jon Taffer.

			Other titles: Don’t bullshit yourself!

			Description: New York, NY: Portfolio/Penguin, [2018]

			Identifiers: LCCN 2017028735| ISBN 9780735217003 (hardcover) | ISBN 9780735217010 (ebook) | ISBN 9780525536437 (international edition) |

			Subjects: LCSH: Success in business. | Success. | Excuses. | Failure (Psychology)

			Classification: LCC HF5386 .T119125 2018 | DDC 650.1—dc23 LC record available at https://lccn.loc.gov/2017028735

			While the author has made every effort to provide accurate telephone numbers, Internet addresses, and other contact information at the time of publication, neither the publisher nor the author assumes any responsibility for errors or for changes that occur after publication. Further, the publisher does not have any control over and does not assume any responsibility for author or thirdparty Web sites or their content.

		

		Version_1

	
		
			This book is dedicated to my muse . . . my amazing wife, Nicole, who always believed and never doubted . . . even when I did.
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			I DON’T EMBRACE EXCUSES,

			I EMBRACE SOLUTIONS

			“I believe that every right implies a responsibility; every opportunity, an obligation; every possession, a duty.”

			—John D. Rockefeller, American oil magnate

			The worst excuse I have made in my life haunts me to this day. When my mother died in July 2012, we were together and had had no unresolved issues for many years. However, there was a five-year period when we didn’t speak. What precipitated that silence was an argument about something so trivial that I can’t even remember what it was. For five years I made excuses about why I couldn’t—or wouldn’t—call her. Yvette Taffer was old-school—she would stand on ceremony so that it was up to me, her son, to make the first move. And I didn’t want to do it. I was stubborn, but really I had no courage. I created meaningless excuses like “It’s the principle of the thing,” or “I won’t compromise my dignity.” I was just bullshitting myself. What a waste of time, energy, resources, and love! We all have to stop bullshitting ourselves.

			Fortunately, I came to my senses, albeit five years too late. One day my brother, Lewis, and I were talking about an upcoming family event that my mom would be attending. As we talked, something in me just clicked. I finally realized what a jerk I had been all those years. Right then I picked up the phone and called my mother, apologizing profusely and feeling like a fool for wasting years we could have spent together. Waiting those five years to make that call is one of my biggest regrets.

			The time we lose to excuses is devastating. No one loved me more than my mother did. The woman who gave birth to me, nurtured me, protected me, and fed and clothed me—no argument is worth abandoning that person. Listen to me: Excuses hurt, they leave wounds and can scar. They are your enemy. They steal the future and can destroy you. Not calling my mother wasted precious time. Time, as you will learn in this book, is the most powerful thing we have. When we do not use it correctly, as was the case with my mother, it can hurt us for years.

			I have witnessed the destruction excuses wreak every day. As a business professional for more than three decades, I have been in the unique and privileged position to see firsthand what excuses do to people. Long before Bar Rescue became a television phenomenon, I was helping to fix broken businesses and owners. The root cause of all the problems I saw were excuses. I can walk into any unsuccessful business or talk to a person who has been unable to fulfill a single dream and see the results of a series of poor decisions that got them to a bad place. The stench of failure hangs in the air like stale cigar smoke. Talk to the people behind the failures, and you often find that they are overachievers at explaining disappointment away with what they think are logical reasons. They are masters of bullshitting themselves. I’ve heard every outlandish and hackneyed excuse in the book—from “I have no time to check my company books” to “I can’t make my business in New Jersey a success because taxes are too high,” or “There’s turmoil in the Middle East and Ukraine, so I just can’t think about trying to succeed” to “My cat died.” Come on!

			Excuse makers seem to put more time into crafting the perfect justification for their actions (or inactions) than into working and succeeding. But let’s be real—it’s not just owners of struggling bars who make excuses. We all do. And it’s time for us to stop. In the short term, an excuse seems like an easy fix. It’s anything but. Psychologists call excuse making “rationalization,” a defense mechanism we use to justify bad behavior and poor decisions. While the excuses seem perfectly rational to the excuse maker, everyone else is rolling their eyes. Excuse making is just a form of lying. When you make an excuse you’re holding yourself back! Why would you do that? Don’t Bullsh*t Yourself teaches you how to identify and face those lies head-on, and turn them around into positive action.

			Excuses are the common denominator of failure.

			In my experience, they fall into six major categories, which we will go through in this book together to bust each one: fear, knowledge, time, circumstances, ego, and scarcity. I chose these six because they have come up repeatedly during my thirty years of working with failing businesses, failing owners, and failing people, and when facing my own excuses that had the potential to derail me. Each chapter centers on one of these types of excuses, revealing its facets and manifestations. You might notice some overlapping themes. That’s because the emotions that underpin excuses—unhappiness, frustration, and discontent—cause the excuses to feed on each other. We’re going to break that up.

			I’m here to help. I’ve seen the power of people confronting their own excuses and turning their businesses and lives around, including my own. From people who defied the odds, resisting the temptation to make excuses, to those who struggled with excuse making and were not able to resist the temptation, we’ll explore their instructive and inspiring stories in the pages to come. So don’t shy away; it’s time to grab this book and identify your own excuse-making bad habits, and then let’s work together to change them with actionable steps. My goal with Don’t Bullsh*t Yourself is for you to become accountable every single day for every decision you make and action you take.

			Your excuses are lies, illusions, delusions, traps, and mirages; they are all holes we dig—and then jump right into. I reject excuses and embrace solutions. When I’m done with you, you will too.

			In college, I studied cultural anthropology and saw that behavior in primates isn’t so different from our own. This anthropology background has helped me to understand people at their core—what motivates them and what doesn’t. At the end of the day, we’re all responding to stimuli just as our ancestors, the cavemen, did, and very similar to how animals in the jungle do when it comes to protecting their own territory. From my experience helping bars, restaurants, nightclubs, and hotels survive and thrive, I am a grassroots expert on human behavior. It is easy to change a business; it’s hard to change people. Yet it’s not impossible. One way to do it is to learn how to see an excuse for what it is (a false premise), identify the real issue underlying the excuse making, and address it in a straightforward, unemotional way. You’ve seen me do it on TV.

			In fact, on Bar Rescue, when I deal with an excuse maker, the first thing I do is feel out his emotional hot buttons and points of pride. If I choose to attack his pride—“This place is a mess, it sucks”—often he will stand up like a gorilla pounding on his chest and say, “I’m better than this.” Does that motivate him to change? I always hope it will, but, unfortunately, in many situations it doesn’t.

			So I switch to fear. “What happens when your business closes? What happens when you go broke? What happens when you’re bankrupt?” I try to scare the shit out of him. Sometimes, if he has kids, I’ll even mention them. “Is this the way you want your children to live? Are you going to have the money to buy them food, let alone send them to college?” I hope that triggers him to think, Wow, maybe I’m wrong. Maybe I need to change things. One way or another, I have to get him to that state of mind.

			My third tactic, and the one I unfortunately use the most, is confrontation. When there’s no choice, I go at him like a classic drill sergeant and break him down. I beat on him until the moment comes when he doubts himself, and in that second his mind will open up and he’ll say, “Wow, you might be right, I might be wrong.” In that fleeting moment, with his brain open a crack, I can walk right in.

			Then he is ready to take a hard look at the deception of his excuses, and the fact that the only person he’s fooling is himself. Most of the time my clients have a lightbulb moment at this point. Now, only after this revelation, we can get to work on dismantling the lies within their excuses, and then work on dismantling the excuses and the behavior. The minute they take responsibility, everything changes. Once they’re in a humble position, they really can see the absurdity of the stories they tell.

			We’re going to get there—together. To do so means shifting your mind-set, consciously doing uncomfortable things, taking a risk, confronting your lies, and asking for help. You must be willing to make the changes necessary to turn your life from excuse filled to one in which you are going after what’s really important and not letting anything stand in your way. Unless you embrace solutions and do the work necessary to cut through your own crap, you will never win at business or in life. This book gives you a chance to confront your own baloney and get back to winning.

			Excuses hold back the person who feels like she is drowning in her business or her job. It’s an illusion! Delusions, dishonesties, and foolishness control excuse makers even though in most cases they know better. They are genuinely scared—the fear isn’t fake. That’s why diagnosing failure is so easy. If I can turn that lie around and see it for what it is (you’re actually not too busy, you actually don’t need more money than you have), and then change the words they use to describe the real issue, I can change their lives. Without a doubt, every perceived problem can be turned into a genuine opportunity for growth.

			If your business is failing, it is only because of you. Someone else is succeeding in the same position and under similar conditions. If you own the failure and truly blame yourself, you will fight it. If you blame an excuse or someone else, you have no reason to change and will continue to fail. No excuses! Own your failure and you will own your success.

			

			• • •

			As much as I’d like to, I can’t help everyone in person. That’s one of the reasons why I wrote this book. The lessons in Don’t Bullsh*t Yourself apply to business owners, those starting a business or thinking of starting one, individuals who are working their way up in a company or want to leave it, and those who simply want to change bad habits that hold them back from succeeding at life. As I said earlier, I’ve broken up the chapters into the six types of excuses I have heard the most often for more than thirty years. Each chapter defines the excuse, gives examples, provides ways to change the excuse into a solution, and offers personal stories of those who have conquered it and created great success in their lives. You’ll find profiles of people I call Bullsh*t Busters, those individuals who have unique and powerful stories that are also very relatable and inspiring. I approach the problem of excuses as I do in “real life,” hoping to get the same result for you if you are serious about your future and willing to keep reading and push through the discomfort that will come with recognition. At the end of each chapter you’ll find a DBY (Don’t Bullsh*it Yourself) To-Do List. It’s a short action-oriented inventory for busting up your excuses and embracing solutions.

			If your business or your life is in trouble or not growing as much as you’d like, once I can get you to recognize the excuses you make, I can build you back up with a way to change them into solutions. After more than 150 episodes of Bar Rescue, I’ve learned that once I break a person down and his mind is open, he realizes that there’s benefit in change. Moment to moment, he needs that pat on his back, he needs encouragement, and the person who taught him he’s wrong (me) has to tell him he can be right.

			Once I show you your own excuses and lay them bare, I offer you actionable ways of dealing with them, as well as insights and experiences from people just like you who have been on the tightrope of excuses and made it to the platform without falling into the net. You can do this too. The examples and practical strategies I’ll show you in this book will help you learn to change your excuses into solutions—for good. If you stop the excuses, embrace solutions, and become more action oriented, what do you think that will mean for your future? Here’s what I think it will mean:

			
					You’ll recognize your power. Tackling excuses and actively finding solutions clearly demonstrates you’re smarter, stronger, and savvier than you probably give yourself credit for.
				

					You’ll learn more. Orienting yourself toward solutions is a great teacher.
				

					You’ll accomplish more. Excuses waste a lot of time and eat up valuable resources.
				

					You’ll have more fun. Excuse making is a downer. When you stop, life gets less anger provoking, you’ll become more engaged in the moment, and you’ll start to enjoy life in the present.
				

					You’ll make more money. Excuses can drain or stagnate your bank account. When you are solving problems, making changes, taking actions, and evolving your life and business, prosperity follows!
				

					You’ll have more power. Simply put, the more you accept responsibility for things that happen in your life, the more control and influence you will have over your future.
				

			

			It’s time to stop excusing your life away. It’s time to stop blaming the economy, the government, a new competitor, or even construction on the street. It’s time to stop bullshitting yourself! We fail only because of ourselves. The minute you take responsibility, everything changes. Let’s embrace some solutions.
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			EXCUSE #1:

			FEAR

			“Inaction breeds doubt and fear. Action breeds confidence and courage. If you want to conquer fear, do not sit home and think about it. Go out and get busy.”

			—Dale Carnegie, American writer and lecturer

			Excuses Based on Apprehension and Anxiety

			We begin at the beginning, with the mother of all excuses: fear of failure. This can mean fear of hurting someone else’s feelings, fear of how you will feel if things don’t work out exactly as you planned, fear of ridicule and criticism, fear of what could happen when you screw up, and, yes, even fear of how your life will change if you succeed. Fear provides a convenient comfort zone for many people. If you’re afraid to do something, it’s safer to avoid it, right? No way. It’s time to change your perspective and confront that fear head-on.

			I know fear. I can relate to it. I’ve made stupid investments. I’ve made stupid decisions as an employee and as a manager. I’ve been fired. I’ve lost businesses. But I also know fear can be the most powerful tool to make me take action. Fear can be a great motivating factor, and I try to use it to help other people overcome their fears. When someone refuses to acknowledge she has to do something to save herself or her job, I switch on the fear gear. “What happens when the place closes? What happens if you go broke? What happens when you’re bankrupt?” Get going and do something to prevent any of these things from happening. That is a key lesson about fear—use it, don’t succumb to it!

			Fear is part of human nature. Everyone experiences it. In fact, if someone was chasing you down a dark street, you’d probably be terrified. You’d run as fast as you could. In that sense, fear is a vital response to acute situations that present real danger. So it’s a delicate balance to acknowledge fear and then figure out how to act. Don’t use fear as an excuse to avoid situations that may present some risk or as an opportunity to cling to comfortable routines and familiar surroundings. Right now, I ask you to look at your perceived fears rationally to see if there is any real basis for you to allow them to control your choices and actions. Think about how you can use that very fear to propel you forward toward a goal, one step at a time.

			

			• • •

			In the late 1980s, I entered into a business partnership with a guy who was sort of a player. He cheated on his own wife and family. When I was about to do business with the guy, a friend of mine said, “Listen, Jon. Don’t do business with a guy who cheats on his own family. If he cheats on them, he’ll cheat on you in a minute.”

			
				When you hear yourself saying . . .

				
						I’m afraid of failing.

						I’m afraid of being embarrassed and humiliated.

						What if things don’t pan out?

						Others have tried this and failed.

						Trying this makes me feel scared and uncomfortable.

						What if I’m wrong?

						There aren’t any guarantees.

						What if my reputation suffers?

						What if I lose the respect of my peers?

						I might not be able to start over if things don’t work out.

				

				. . . it’s time to face your fears and stop bullshitting yourself!

			

			I didn’t listen and did the deal anyway. I was ripped off to the tune of six hundred thousand dollars—every dime I had. Afterward, I was scared, and I feared entering into partnerships for a long time. But I knew that partnerships can be lucrative and beneficial when two parties bring different but complementary strengths to the table. I did not want my past fear to interfere with future opportunities. I didn’t want the fact that I was burned once to poison the well and prevent me from forming the right kinds of business relationships.

			Today, I am careful about forming business alliances. I do not use fear of losing my shirt as an excuse to avoid advantageous partnerships. Instead, I carefully consider the full character of any potential partner or associate before I even think about letting him into my business and life. I do not allow fear to paralyze me; instead, it makes me strategically cautious.

			The second restaurant I owned and operated, in the Mall of America, was hugely successful, achieving more than $2 million in sales in the first three months of opening! Yet in all the chaos of sale volume exceeding expectations, we lost $600,000. I ran out of money and had to find a partner to sell 50 percent of the restaurant to for just $150,000. I had no other choice. Was I afraid? Hell, yeah. But I had a family to support. It was humbling—but my fear was also motivating. Selling half of the restaurant was scary, but it was scarier to imagine doing nothing and losing the establishment completely. In just a few months, I turned the restaurant around and profited more than $800,000 that year and $1 million every year thereafter. Life-altering challenges can be frightening, but they are often the most worthwhile to meet head-on. Unchallenged fears hold you back. If you don’t confront them, you get stuck.

			Think about war. War is scary; there’s a legitimate possibility of pain, suffering, and death. Fear of these things is real—so why is it that so few soldiers go AWOL after leaving boot camp? Soldiers are often thrown immediately into unfamiliar, dangerous situations, but they usually pull off the tasks at hand. Think about young men in World War II parachuting into Normandy, not knowing what they would find there. A few weeks earlier, they might have been working at a gas station or pushing papers behind a desk. Next thing they knew, they were jumping out of planes. They were scared shitless, but they jumped anyway. What happened to their fear?

			If World War II seems too distant for you, consider the story of Marcus Luttrell.1 In June 2005, he was part of a four-man SEAL team that was dropped into an isolated area of Afghanistan on a mission to capture or kill Mohammad Ismail, a dangerous Taliban leader. Their mission went sour almost as soon as they hit the ground. Luttrell and his three comrades were outnumbered by dozens of heavily armed Taliban fighters, who gunned the group down. Only Luttrell survived the onslaught—he was alive, but also alone in horribly unfriendly, violent territory with serious injuries including gunshot wounds and a broken back. In his book Lone Survivor, Luttrell writes that he was exhausted, dying of thirst, and scared—but he carried on. The next day, he came upon a waterfall, where he was able to quench his thirst and clean his wounds, but the water did not assuage his fears. He was still very much afraid.

			Luttrell says that his grueling SEAL training certainly helped him survive this horrific episode, particularly the notorious series of physically and psychologically trying exercises that take place during “hell week.” Contenders crawl for miles over rough terrain and swim in an icy ocean in full combat dress. They haul heavy loads under actual gunfire, which simulates carrying a wounded buddy through a war zone. Instructors tie potentially suffocating knots in scuba gear breathing tubes, and trainees have to undo them quickly before they run out of air.

			Physical and psychological fortitude gained from that period of training certainly played an important role in Luttrell’s survival. Despite his injuries, he managed to elude the Taliban fighters, descend a steep gorge, cross a muddy river, and keep himself hidden for many hours. Finally, some friendly locals discovered him, brought him to their village, and gave him shelter and food until U.S. military forces could rescue him. And you’re telling me you’re afraid of failing or making a mistake?

			Here’s some news: You’re going to fail. You’re going to make mistakes. Both are part of the path to success in life and business—and they’re rarely fatal, as they could have been in Luttrell’s case.

			Whatever journey you’re on, it’s likely that you started out with big goals and a sense of purpose. You believed in yourself, your ideas, and your own competence when you started a business or took a job. You agreed to do the work. We have to get you back to that place—where you craved success instead of fearing failure.

			Think Incrementally

			Luttrell can teach us something about how to conquer fear—and we don’t need to go through basic training to learn the lessons.

			During his training period, and especially during hell week, Luttrell noticed that the guys who looked at what was left of the training period as a whole (“I have five more days before this is all over”) didn’t make it to the end. They threw in the towel and left the SEALs. Those who stuck it out, like Luttrell, concentrated only on the specific task in front of them, moving from one challenge to the next as if they were individual, unrelated jobs. When Luttrell found himself stranded and hurt, he didn’t think, The only way I’m going to get away from these fighters is to crawl for miles through valleys and rivers until I’m safely hidden. At first he thought only about getting down that ravine. Once he climbed down, he thought about crossing a river to get to the other side. He considered each step of his journey as a single undertaking. He thought in increments. If he hadn’t, he would have been too overwhelmed and perhaps would have given up—and died.2

			I had an analogous (although not life-threatening) problem one time shooting Bar Rescue. Several years ago, one of my producers put the number of shoot days remaining on the whiteboard in the master control room. Each day I saw a huge number, at times higher than two hundred, written on that board. To me, this meant more than two hundred days on the road, away from home. Seeing it all day made my task overwhelming, even depressing. I had the numbers permanently removed and it worked. Without the numbers on the board, I simply focused on doing my best one day at a time.

			Don’t think about all the steps you need to take to get from point A to point B, from where you are now to where you want to go. Instead, try thinking about the first small step you need to take. Once you complete that, what’s the next incremental move you can make? If you break down a change or process into small, accessible, and doable tasks, you won’t be distracted, overwhelmed, or defeated by thinking of the monumental nature of the big picture. This works for anything you want to accomplish, from cleaning up your office to plotting your next career move. Smaller tasks are less scary than big ones and far easier to complete.

			When breaking down a change or action, try to balance difficult tasks with easier ones. While Luttrell did not have a choice in his effort to remain calm and survive, his was also an acute circumstance. You will have a choice in how you view and allocate your time because an armed warrior isn’t chasing you down. Lucky you.

			Assess the Risk

			Peter Guber, a longtime entertainment entrepreneur, chairman and CEO of Mandalay Entertainment, professor at UCLA, and owner and co-owner of three professional sports teams, among other things, says that fear can be an ally, not an adversary. To see it that way we have to get the message that fear—FEAR—is “false evidence appearing real,” he wrote in the Harvard Business Review.3

			In the early 1990s, well before multiplex theaters were commonplace, Guber, as chairman and CEO of Sony Pictures Entertainment, saw a lucrative opportunity to build super-multiplex theaters that would show sixteen to twenty movies at the same time. Guber knew that because it was such a brazen idea, he would likely meet resistance when presenting it to one of Sony’s companies, the Loews theater group. He was right. When he went to pitch the idea of creating such a theater in a location that already had many movie houses—New York City—he was faced with a great deal

			
			
			
			
			
			
					What if what is asked of me at a new job is very familiar, and because of my experience I excel at a new job in a new establishment?

					Even though I will lose my “family” at my current job, isn’t it also possible that I will form new relationships and a new work family at a new job?

					Couldn’t I learn new skills at a new job and build on those I have, making me even more desirable to my employer and even future employers?

			

			
			Take Corrective Action

			
			
			
			Check In with Yourself

			
			
			
			
			Bullshit Buster: Sharon Levy

			
			
			
			
			
			
			
			Bullshit Buster: Anthony Frasier

			
			
			
			
			
			
			
			
			
			
			

			• • •

			
			
			DBY To-Do List

			
					Think incrementally. Face fears by breaking them down into small action steps. Take one step at a time.

					Assess the risk. Ask yourself, is my fear rational? If it is rational, what is the worst that can happen if the fear is realized? Would the potential outcome be devastating or something you could handle? If it’s not rational, you need to get over it now, and the best way to get over any fear is to face it and act.

					
					Take corrective action. Have a plan B before you make a bold move. Knowing there is a plan in place to correct any missteps facing your fears may cause—because I can’t guarantee that every decision is going to have a perfect outcome—gives you some security. Having a plan means you’re not going to be caught flat-footed if something doesn’t work out. You can keep moving forward.
				

					
					Check in with yourself. I think postmortems are essential. I always assess how I did after a Bar Rescue episode has finished shooting. I watch the show and think about how I could improve upon my own decisions for the next show. I am constantly reevaluating and assessing my actions. Facing your fears and making a bold move offer tremendous learning opportunities.
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