

[image: Cover image for Dare To Win]



Berkley Books by Jack Canfield and Mark Victor Hansen

DARE TO WIN

THE ALADDIN FACTOR


Most Berkley Books are available at special quantity discounts for bulk purchases for sales promotions, premiums, fund-raising, or educational use. Special books, or book excerpts, can also be created to fit specific needs.

For details, write: Special Markets, The Berkley Publishing Group, 375 Hudson Street, New York, New York 10014.





[image: ]



	
		BERKLEY

		An imprint of Penguin Random House LLC

		375 Hudson Street, New York, New York 10014

			
		Copyright © 1994 by Mark Victor Hansen and Jack Canfield

		Penguin Random House 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 Random House to continue to publish books for every reader.

		BERKLEY is a registered trademark and the B colophon is a trademark of Penguin Random House LLC.

		ISBN 9781101666364

		Berkley mass-market editon / August 1994

		Berkley trade paperback edition / February 1996

		Book design by Stanley S. Drate / Folio Graphics Co., Inc.

	

		Version_1

	
Contents


[image: ]

Berkley Books by Jack Canfield and Mark Victor Hansen

Title Page

Copyright



Learn to Dare

Introduction

   Chapter 1 Problems Are Opportunities in Disguise

   Chapter 2 Expand Your Imagination About What’s Possible

   Chapter 3 Focus Your Energy

   Chapter 4 Affirm Yourself

   Chapter 5 Life Is a Balancing Act

   Chapter 6 You Can Do It with Love

   Chapter 7 The Joy of Marriage and Family

   Chapter 8 Achieving Total Prosperity

   Chapter 9 Achieving Total Well-Being

Chapter 10 It’s Who You Meet That Counts

Chapter 11 Strengthening Your Mind

Chapter 12 Awakening Our Spiritual Selves

Conclusion


Learn to Dare


[image: ]

In our dreams we all aspire to great things. Yet most of us simply aren’t creating the results we want. We don’t have enough money, romance, success or joy in our lives. Why not? What’s holding us back?

The average person could probably list at least three good reasons to prove why he or she can’t do whatever it is he or she really wants. But in the deepest recesses of our hearts, don’t we really know that we could do it all—if only we dared?

Is it possible that the only main thing holding us back is fear? The answer is yes! It’s fear that thwarts us, stalemates us, erodes our self-esteem and places imaginary roadblocks in our path. Fear keeps us from taking action, and if we don’t act, we never get beyond where we are now.

But our fears disappear when we confront them. And once we take charge of ourselves, we can have, do and be anything and everything we’ve ever dreamed of.

We don’t know what fears and self-doubts are currently keeping you stuck, but from our twenty years of experience in coaching hundreds of thousands of people, we do know that you can break through them and create everything you want. So let’s start right now, today. Together, we can all dare to win.


Introduction
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Amazing results! That’s what we all want in our lives.

We might want more money. Or perhaps it’s a more stimulating job we desire. Maybe it’s true love, or a more gratifying sexual relationship. We might secretly dream of being in the movies, or of being president of a corporation, or even of entering politics.

In our dreams we all aspire to greater things. Yet a great many of us simply aren’t getting the results we want. We don’t have enough money, romance, success or joy in our lives. We don’t feel fulfilled or satisfied. In some very deep and personal way, we sense that we aren’t living up to our full potential, that we aren’t winners.

Why?

Why aren’t we all what we want to be? Why don’t we have all that we want? Why aren’t we prosperous and blessed with the world’s abundance? What’s holding us back?

If we ask the average person, I’m sure that he or she could give us plenty of “good” reasons for not succeeding:


I’m too ugly.

I’m too fat (skinny).

I’m too tall (too short).

I’m too old (too young).

I’m not smart enough.

I’m too weak.

I’m sick.

I don’t have the education.

I’m from a minority group.

I’m bald.

I’m just a woman.

I’m just a wife.

I’m a single parent.

I’m a loser (two-time, three-time).



For most of us the reasons we don’t have what we say we want, and can’t get it, will be found in the litany above. Go through the list yourself and see if you can’t immediately find at least three convenient reasons to prove that you can’t do whatever it is you really want.

Are They Just Excuses?

Are those truly “good” reasons or are they just excuses? In the deepest recesses of our hearts, don’t we really know that we could do it all—if only we dared? Don’t we believe that we could have it all—if only we weren’t afraid to go for it?

Are the excuses holding us back? Or is it that we just don’t dare?

Think about it. Excuses are always there. But daring, that’s inside, in our chest where that little hand grips our heart and tells us, “You’re afraid!”

Afraid? Is it possible that the true enemy is . . . fear?

Fear? “I’m not afraid!”

In our culture we don’t like admitting that we’re afraid of anything other than direct physical violence. How could we be afraid?

Fear of Failure—or Success

We all have fears. For some of us it’s fear of failure. If we try and don’t succeed, then we fear we might embarrass ourselves. We fear that we might even embarrass other people.

For others, it could be fear of success. Succeeding might be even more fearsome than failing. If we succeeded in becoming president of that corporation, we’d have to speak before large groups, manage subordinates, produce annual reports, be responsible to stockholders. Could we handle it? Do we fear that we can’t?

Danny DeVito, who’s less than five feet tall, became a massively successful television star, movie star and director. He overcame his fears rather than let his fears overcome him. We all need to conquer our fears—one at a time.

If we became movie stars, could we handle the press, the critics, the work in front of the cameras? If we became prosperous, would we lose the friendship of our associates, the love of our family? Would we be breaking some unwritten code if we had more money than our parents, more than those we look up to?

Could hidden fears such as these be the real roadblocks? Could these—and not the excuses we mouth—be what’s holding us back?

We submit that the answer is yes!

Fear of failure or fear of success, the simple truth is that most of us just don’t dare to have, do or be what we really want. Nothing out there is holding us back. We are holding ourselves back.

Of course, almost no one would admit that to themselves. To protect our sensibilities, our subconscious cloaks our fears in perfectly reasonable-sounding excuses. We may indeed be bald, short, and wear thick glasses. Therefore, we tell ourselves that we’ll never find the perfect mate, never be happily married.

You may be “just a woman,” or “just a wife,” or fat and tall, so your hidden mind reasons that you could never attain an executive position in a male-dominated corporation and rise to the top.

You’re from the barrio, have little education and don’t speak English well, so your unconscious figures you could never get a high-paying job.

You’ve gone bankrupt, lost all your money and possessions, so you tell yourself you can’t start a major corporation, invest in real estate or tell others how to motivate their lives.

Right?

Wrong! You’re listening to negative propaganda. You can’t because you’ve convinced yourself you can’t.

Getting Started

Fear limits us, thwarts us and stalemates us. The word “fear” may be seen as an acronym for False Evidence Appearing Real. It creates roadblocks and stumbling blocks and leads us into self-defeating behavior, which, in turn, produces guilt and anxiety, which can then lead to complete immobilization. Fear keeps us from trying, and if we don’t try, we never get beyond where we are now—which in a convoluted way proves to us that we couldn’t to begin with! After one of our seminars, a woman came up to complain that she couldn’t go back to school because it would take five years to get a degree, and she’d be forty-three years old when she graduated. We couldn’t help but ask her, “How old will you be in five years if you don’t go back to school and don’t get the degree?” A woman thirty-nine who just entered medical school will be forty-seven before she’s on her own, but with a life expectancy of eighty-one, she’ll have thirty-four fruitful years to make a huge contribution to society and herself.

The enemy is fear.

Fear erodes our self-esteem, corrupts our self-confidence and over time convinces us that we are losers. As long as we let our fear run us, we’ll never dare to win.

The Way Out

Fear can be overcome and defeated—as long as we realize that the source of it is inside, not out there in the world. Franklin Delano Roosevelt addressed the subject eloquently in one of his fireside chats when he said, “The only thing we have to fear is fear itself.” Napoleon Hill, author of the motivational classic Think and Grow Rich, who is attributed with authoring that line for Roosevelt, also wrote, “Confront your fears and you can make them disappear.”

Once we realize that excuses don’t count, we can begin to break through. Once we see that our subconscious fears—not external circumstance—are the real problem, we can take charge of ourselves and our lives. And once we take charge, we can be, do and have anything we want.

We all want to fully blossom and become the very best we can. We all want to have abundance and prosperity. We all want to make a difference. We all want to be robustly healthy and happy. We all want deep, purposeful and meaningful relationships. We all want love, joy, bliss and fulfillment. We all want the best of everything. We know that’s what we want, and we know that’s what you want. The miracle is that we can all have it! All we need to do is overcome our fears and dare to seek our goals.

Your Personal Breakthrough

Daring to win can happen all at once or it can be the result of a cumulative effort over time. We don’t know what it will take to break through your particular fears. But we’re positive that you can do it.

Our purpose in writing this book is to help you create an environment in your thoughts and beliefs that will allow you to make that breakthrough. We don’t know if you’ll begin to dare to win starting on page 17 or page 133, or two weeks after you finish the book.

But we know that you can! At this moment you don’t have to believe you can do it, just believe that we believe you can do it. You can do almost anything if it doesn’t violate the laws of God or the rights of other human beings.


1

Problems Are Opportunities in Disguise
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“Life is a grindstone, and whether it grinds you down or polishes you up is for you and you alone to decide.”

—CAVETT ROBERT

“I’ve got a problem.”

The young man had just come up to Dr. Norman Vincent Peale on Fifth Avenue in New York City, grabbed him by the lapels and said, “Dr. Peale, please help me. I can’t handle my problems. They’re just too much.”

Dr. Peale said, “Look, I’ve got to give a talk. If you’ll let go of my lapels, I’ll show you a place where there are people with no problems.”

The man said, “If you could do that, I’d give anything to go there.”

Dr. Peale said, “You may not want to go there, once you see the place. It’s just two blocks away.” They walked up to the Forest Lawn cemetery and Dr. Peale said, “Look, there are 150,000 people in there. I happen to know that none of them has a problem.”

Problems Can Be Assets

That’s one of Dr. Peale’s favorite stories, and we’ve never forgotten his telling it to us, because it illustrates the true nature of problems. Problems are a sign of life. If you have a big problem, be thankful for it. It proves that you’re alive and functioning. (Some say, in fact, that the best way to judge a person is by the size of the problems he or she has.)

The generally accepted viewpoint of most people, of course, is that problems are bad. Most people feel that the ideal state of things would be problem-free. Therefore, if we have problems, something must be wrong. As a result we end up devoting a large part of our energies to bemoaning our fate. We end up saying to ourselves, “Everything would be great, if only I could just get rid of my problems!”

That’s the pessimist’s lament. The optimist, on the other hand, sees problems as opportunities. If you’ve faced a severe problem and broken through your fears in dealing with it, you’ll immediately know what we’re talking about. But most of us haven’t done that, haven’t broken through. As a result, most of us just can’t buy into the belief that problems can be opportunities in disguise. Since we can’t reach out and touch you and talk to you personally about your own problems, we’re going to do the next best thing. We’re going to show you several people who have had incredibly severe problems and the amazing results that came from them.

Let’s take four areas that people tend to worry about most, where they tend to find their biggest problems:

Finances

Physical appearance

Multiple losses

Poor health

Financial Problems

We’ll start with financial problems, since most of us can easily relate to them. Mark is our own best example here.

Back in 1974, when Mark was just twenty-six years old, he was building $2 million a year worth of geodesic domes in New York City. Geodesic domes, you’ll recall, are triangles linked together to form large inhabitable units. They were invented by his mentor, Dr. R. Buckminster Fuller, and were the most famous of his two thousand major patents. At the time Mark was selling them as fast as he could make them.

But Mark had a problem. 1974 was the year of the first Arab oil embargo, and he was making the domes out of polyvinylchloride (PVC), a petrochemical (plastic) product.

It was definitely the wrong time to be doing that. When OPEC was formed, the price of oil products shot through the roof, and the Arabs said, “We can write checks so big that they’ll make your banks bounce!”

It seemed as if one day he was on top of the world and the next he heard the judge saying, “Mark Victor Hansen, you are hereby declared bankrupt.”

On the courthouse stairs before his trial date, a young attorney was soliciting his case. “Use my services,” he told him. “For just three hundred dollars I’ll file the bankruptcy for you.” Mark said, “If I had three hundred dollars, I wouldn’t be going bankrupt.” To handle the case, Mark actually had to check a book out of the library called How to Go Bankrupt by Yourself.

That was Mark’s all-time lowest hour. On a scale of 1 to 10, that was a minus 12. Mark got physically sick and felt like throwing up. Tears welled up in his eyes. His ears were temporarily blocked. He felt rejected and dejected, personally and professionally.

Mark climbed deep within a shell—permanently, he thought. He just had to lock out the world. Mark’s escapist behavior included sleeping nearly around the clock. He went to bed at 6 P.M., lying to himself that he was tired, and got up again at 6 A.M. He was afraid everybody knew he had gone bankrupt, that he was a total failure. He was experiencing a form of escapist behavior.

Living with the Problem

Mark was bummed out. He tended to think of the humorous side of it. Just after going bankrupt, he parked at New York’s Pan Am Building. The valet who retrieved his car looked at him standing there in the only suit the bankruptcy courts had left him, and said, “Man, I would have picked you for a Cadillac.”

“Me, too,” Mark said sadly.

He went from up to down in no time flat. Suddenly he was driving around New York in a four-hundred-dollar, pitted-window, permanently air-conditioned Volkswagen.

For a time he was unloading toilet paper off a railroad car in New York’s freezing winter weather wearing a London Fog trench coat, a fine suit and patent leather shoes, earning $2.14 an hour. In the geodesic dome business, he was a salesman—an executive, a white-collar man. Now he asked himself, “Who am I?”

Hitting Bottom

During his lowest days, Mark would drive his junk heap into service stations and they would say, “Fill it up?” He’d say, “Twenty-five cents will do. Thank you.” Mark was embarrassed and they were patient. Perhaps they could feel his predicament.

With his self-esteem completely trashed, he was at the bottom. But being at the bottom was his turning point—his time of greatest opportunity. He learned the principles we’ll be sharing and teaching in Dare to Win. One of the keys is that no matter how bleak things are, never give up, there’s always a way to solve every problem. After all, things couldn’t get any worse for Mark—everything from there aimed up.

This is an important message to understand, and too often we miss it. We tend to look down on people who have gone bankrupt, to pity them. But in reality, the world at that point is totally open to them. They don’t have to cling to any job they don’t like, any business that doesn’t fit them, any financial arrangement that traps them. The world is suddenly wide open to them. Everything is potential.

Starting Up

It was from being bankrupt that Mark would move up all over again. This time, however, he would learn the principles taught in this book and live by them from then on. “Mark,” a friend told him later, “you burned your bridges behind you. You had to succeed!” Today Mark has a lovely wife, two beautiful daughters and an estate in Southern California. He owns three substantial businesses and is on the board of directors of half a dozen more. He travels 250,000 miles a year, having brought his messages of love, hope, courage, support and help to more than a million people.

We don’t say all of this to brag about Mark, but to show you that even he could do it. Even he could turn a life around, from poverty to plentifulness. The very bottom, financially speaking, turned out to be nothing more than the very start of the rest of his life.

He had thought he had a problem, but it was really an opportunity. Going bankrupt was the best/worst experience he ever had. We say best because—given the insight of time and hindsight—bankruptcy got him out of building domes, which he shouldn’t have been doing, and into professional speaking, writing and entrepreneuring, at which he is a master. Speaking, writing and entrepreneuring are Mark’s natural livelihood, his “vocation with a purpose.”

If you have what you think are financial problems, put them in perspective. They may be trying to tell you something. Ten years from today you may look back and see that they were in reality a tremendous life-changing opportunity. Allow us to persuade you that you can achieve wealth and financial freedom. It’s absolutely available to you if you can be persuaded that it is and believe that you can achieve it.

But I’m Not Attractive Enough to Win

While financial difficulties may seem severe at the time we experience them, they are in truth some of the mildest problems/opportunities we are likely to encounter. After all, financial difficulties can almost always be solved with something rather simple and obvious: more money.

There are other kinds of problems that are far more intractable. Take, for example, our looks. Physical attractiveness—or its opposite, ugliness—is of almost universal concern. We think more people worry about their physical appearance than anything else about themselves. They consider it their biggest problem.

Haven’t you ever been concerned about your physical attractiveness? Haven’t you ever felt that maybe you didn’t look quite as good as you should? Haven’t some of the decisions in your life that have led you to where you are today been based on how you feel about your appearance? Haven’t some of those decisions acted to hold you back, even just a little?

We suggest that our conception of our physical attractiveness to others can block us, and that’s a real pity, because physical appearance has nothing to do with living an extraordinary life.

As proof we offer the following true story of Malcolm of Canada. Mark was giving a talk in Vancouver, B.C., a few years ago, and he happened to notice a man sitting in the front row who had the most mangled face he’d ever seen. He had stitches all the way across his face. One eyelid was stitched shut. Even his mouth was three-quarters stitched shut.

Mark remembers that he was talking about the importance of hugging, and at the break Malcolm came up and hugged Mark. With a raspy voice he said, “My name’s Malcolm.” Mark could tell from Malcolm’s tone that he expected to be recognized, but if Mark had seen him before, he didn’t know where or when.

He said, “I’m the guy who wrote you that letter.”

He started telling Mark about it, and Mark remembered immediately. He had written that some ten years ago, he and his fianćee had been walking one weekend through the north woods of British Columbia minding their own business.

Somehow they had gotten between a mama bear and her baby cubs. The mama, just wanting to protect her cubs, had grabbed hold of his fianćee. Malcolm is just five feet two inches tall and the bear was enormous, but he felt courageous and managed to disentangle his fianćee, whereupon the mama bear grabbed him and proceeded to crush every major bone in Malcolm’s body.

She finished by sinking her claws in his face and ripping straight across it, back toward the scalp.

It’s amazing that Malcolm lived. He was in restorative surgery for the next eight years. By that time the doctors had done all the cosmetic surgery they could do. It hadn’t helped much, and he saw himself as an ugly person. He didn’t want to expose himself to society.

So he went in his wheelchair to the tenth-floor roof of his rehabilitation center and was ready to push himself over the edge when his father appeared. His father had heard an intuitive voice telling him to go see his son.

Just in time, his father came running up to the top of the stairs and said, “Wait a second, son.”

Malcolm turned around in the wheelchair. “What, Dad?”

His father said, “Malcolm, every human being has scar tissue deep inside him somewhere. Most of us wear it under a smile, some cosmetics and nice attire. You get to wear yours on the outside. But we’re all the same.”

Malcolm could no longer thrust himself off that building.

A short time later a friend of his brought him tapes of Mark’s public appearances. He started listening and heard the story Mark tells of Paul Jeffers, who lost his hearing at age forty-two and has now become one of the most outstanding salesmen in the world. Mark heard it when Paul said, “Setbacks are given to ordinary people to make them extraordinary.”

Malcolm said to himself, “That’s me, I am extraordinary!”

He wrote down what he wanted to do. He dreamed about it and told everyone about it. Then he went out and got a job in insurance sales—a job where he has to expose his appearance to people every day. He puts his picture on his business cards, hands them to people and says, “I’m ugly on the outside, but I’m beautiful on the inside if you just get a chance to know me.”

In 1978, Malcolm became the number one insurance agent in Vancouver.

Fate had dealt him a terrible hand to play. But he turned it into a golden opportunity.

You see, what Malcolm learned was that his looks weren’t his problem. It wasn’t his appearance that held him back. That was just an excuse. In life, one has excuses or results. It was his vision of himself that was the problem. If he saw himself as ugly, then he was ugly. But if he saw himself as beautiful, then he was beautiful. (Remember the old truth, “Beauty is always in the eye of the beholder, even if the beholder and person being viewed are one and the same.”)

Once Malcolm “saw” what he really looked like, his scars became irrelevant. Once he broke through his fears by opening himself up to others, he was able to move forward with astounding results. So can you.

But I’m a Loser

“If you think you can or think you can’t, you’re right.”

—HENRY FORD

A great many of us have a defeatist attitude. Usually the cause is that we’ve been put down so much for so long that we believe it’s normal and natural for us to be put down. We can’t win because we are the proverbial “born loser.”

Once we define our problem as being a loser, how can we possibly win? We’ve eliminated the possibility of success. But having previously “lost” isn’t the problem. It’s how we view our losses. An optimist might say that we haven’t yet succeeded.

Perhaps the most universally acclaimed example of this principle is Thomas Edison. Although Edison was thought of as an inventor, he didn’t always enjoy the acclaim and respect in which he’s held today. When Napoleon Hill interviewed Edison for the first time, he said, “Mr. Edison, what have you got to say about the fact that you’ve failed thousands of times in your attempts to create a light bulb?”

Edison replied, “I beg your pardon. I’ve never failed even once. I’ve had thousands of learning experiments that didn’t work. I had to run through enough learning experiences to find a way that it did work.” We all have had thousands of learning experiences; like learning to walk, we kept trying because we saw others succeed.

It’s not that we are two-time, three-time, or forty-time losers. For most of us, it’s just that we haven’t had enough learning experiences to get it right yet.

For many of us, if just one experience doesn’t turn out positively, we conclude that we’re losers and give up trying. “I just can’t do it,” is the common conclusion.

Is it valid? To say that we can’t succeed because we’ve failed once, twice or more in the past is nothing more than an expression of fear that we’ll fail again. And as long as we have that fear, this roadblock of an excuse is going to be thrown up against us.

This is the time of no more put-downs, no self or other put-downs. Instead, encourage yourself and others.

As we’ve seen with Edison, it doesn’t have to be that way. This is made even clearer through the true story of Bill Sands. Here is a guy who was given lemons and really did make lemonade.

Bill Sands had been a convict in San Quentin. When he got out of prison, he started writing, authored a book called My Shadow Ran Fast, about his experiences as a convict, and eventually became a public speaker. Mark had the privilege of listening to him one night when he was in college. Sands was in front an audience of about fifteen hundred students who, in their sophomoric innocence, thought they knew it all. Bill stood up there and said something like this: “My parents didn’t like themselves. My father was a federal judge, my mother an alcoholic, and the only way I could get their attention was to do something like throwing a brick through a storefront window. Then I started robbing stores and got into more and more serious crimes and finally ended up in San Quentin.

“When I got there, they asked me to engage in perverted sexual activity. When I wouldn’t, they broke my nose.” At this point Bill pressed his nose flat to his face in front of those fifteen hundred students. “When they persisted and I resisted, they broke all the fingers in my hand.” He bent all his fingers back ninety degrees.

Bill Sands had the attention of every one of those know-it-all students riveted on him. He continued with his story about feeling that he was the “losingest” person who had ever lived. Every one of us has shared that feeling or thought at some time in his or her life. Bill felt that losing was such a natural state of things for him that he couldn’t conceive of anything different.

Then the warden, Clinton Duffy, took an interest in him. This warden read the histories of all the prisoners and saw something special in Bill. He gave him a copy of Napoleon Hill’s book Think and Grow Rich, and Bill read the principles and read the ideas between the lines.

Bill decided that he was going to succeed—succeed by helping other prisoners. He wrote down his goals and talked about his goals, and even dreamed about his goals.

Even though he was in prison for life, Bill eventually was paroled, and he immediately started the Seven Step Foundation, which helped ex-convicts make it on the outside. He wrote his book about being a convict and talked about it on national
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