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    My book Fighting to Win: Samurai Techniques for Your Work and Life caused a stir. Not every book is called, “perhaps the most valuable book you will ever own”--that’s quite a mouthful. And an internet readers’ poll named it the best self-improvement motivational book ever written. It became a bestseller. Those kinds of achievements and accolades are unimportant to me. But what has given me tremendous satisfaction is hearing from people’s own mouths what Fighting to Win means to them--those people I had been thinking so much about as I planned and wrote the book.


    A woman--a very beautiful thirty year old woman--told me that when she was a little girl in the dead of night as she was sleeping a man tried to climb in her bedroom window and abduct her. And he came back other nights, and still other nights, and her childhood was ruined. After that--even after she had grown up--she was terrified and could not sleep at night with the lights out, and tossed and turned restlessly, as though that evil man were still hiding in the darkness outside her window, trying to get in and steal her away. All those years of terrible fear that didn’t end until she applied to her own life what she read in Fighting to Win about defeating fear, which the book says is “the true enemy; overcome fear and nothing can stop you.” Her fears disappeared. And never returned.


    A stock broker told me that he had been reading the book in a cab on his way to the airport. He was so excited that he called his teenage son. He said, “If something happens to me on this flight, promise me you will read Fighting to Win. Will you promise me?” His son said, “I promise.” On the plane, he told the people sitting in his row, “You have to read this book. You just have to.”


    A newspaper was having serious financial problems. Its very existence was in jeopardy. And so the publisher was going to launch a five-day intense telephone subscription sales campaign using 100 sales people. The publisher was confident that exposure to Fighting to Win ideas would inspire them, and had me speak to them for an hour. Following the campaign, he called me and said that it had been a huge success--the staff was fired up and thousands of subscriptions had poured in. He said, “You and Fighting to Win saved the paper.”


    Two people--a man and a woman--told me essentially the same story. They were having problems in their lives. Nothing was going well--one setback after another. His business was failing; she couldn’t find a job. They were so discouraged they didn’t want to get up in the morning and couldn’t sleep at night. Feeling defeated, losing hope, they sat in the living room, staring at the wall. They read the book and what it told them helped them so much that they were filled with energy and confidence merely by looking at it. He saved his business and she found a good job.


    A director of Hollywood films felt that people in that aggressive dog-eat-dog industry were “eating him alive.” An opera singer had been overwhelmed by a sudden and inexplicable fear of performing. She felt helpless. She didn’t know what to do and stopped singing. They read the book and he became more assertive and more successful. She went back on stage and resumed her budding career.


    I was interviewed about Fighting to Win on a radio show, and when the show ended the host quit her job on the spot and walked out of the building with me, feeling now that she had other things she wished to accomplish with her life.


    I was making a speech about Fighting to Win ideas and was so engrossed that I didn’t realize that while I was gesturing, the black marker I was holding was staining my tie. When I finished talking and noticed the tie, I asked the audience why they hadn’t told me what was happening. They apologized and offered to buy me a tie that was exactly the same (which to my surprise they did), but said that they were so fascinated, so mesmerized, by the ideas that they hadn’t wanted me to stop, so they hadn’t interrupted me.


    I have heard the same comment any number of times--“Your book changed my life. Your book helped me more than I can tell you.” Many people here and in foreign countries say these words: “I’ve been waiting my whole life for a book like Fighting to Win.” A man wrote me, “Finally someone has written a book that shows you how to get from here to there.”


    People often tell me that while reading it they have the feeling that I have written it specifically for them, that I’m talking to them. And perhaps unknown to myself, I have written it only for them, and maybe I am talking to them.


    If you and I were as serious about a better life as we say we are, we would be willing to fight for it. We would always be certain of where that better life lay. We would take a clear and steady look ahead, knowing that we must never take our eyes off that life. We would look neither backwards, nor sideways, only forward. We would have no silly illusions, but would face life head-on, facing up to whatever it brings--good or bad. Once having decided on the life we’re looking for, we would move immediately to it, never delaying, never dawdling.


    When we faced difficult situations, we would not hide from them, but would go ahead to meet them, maintaining high spirits and complete faith in ourselves. We would never ignore or underestimate an obstacle, but all we would ask is where it is and how to get to it by the shortest route. We wouldn’t back off, not for a minute, not for any reason. We would always be moving and making progress toward that better life, never deviating or slowing down because we’re too lazy, or afraid, or self-doubting, or discouraged, or have been set-back by circumstances.


    You wouldn’t have to ask where we intended to go in life. You would be able to tell by watching us. Our undeviating aim would be to reach the life we can envision, letting no impediments keep us from it. We would know that in this life courage is a necessity, but that there really is nothing to be afraid of and no reason to hold anything back. Getting closer each day to a better life, our energy and strength would be boundless. Others would let go of their dreams, but we wouldn’t. We would draw from deeper inside and be willing to exhaust ourselves for the sake of our happiness.


    We would never lose the expectation that no matter what, we will succeed. Knocked down, we would maintain our confidence that all will go well as long as we get up. Knocked down seven times, we would get up eight. For that is how a better life is reached.


    Fighting to Win is about fighting. It is about becoming the best fighter you can whatever your walk of life; whatever your age. Whether you are a man or a woman makes no difference. The book says that from the first day of the year to the last, and from morning to night you are in a fight with enemies--obstacles, blocks--standing between you and a more fulfilling existence. Blocks hold people back, hold them down, and keep them from the better life they deserve. Because of blocks, very few people are making full use of all the marvelous talents they possess.


    There are two kinds of blocks. Outer blocks are forces, hindrances, and impediments in the world outside of you that you have to overcome if you are to succeed in changing your personal and work lives for the better. People when they oppose you, and problems, tough situations, setbacks, crises, disappointments, and difficult tasks are a few outer blocks.


    Inner blocks are in the person, in you. You and I grew up believing--because that’s what we’ve been told--that the main blocks confronting us are outside us. But that’s not true and you know that’s not true. The BIG BLOCKS are inside. Fear of any sort, fear of taking chances, hesitating from taking the steps necessary to improve your life, analyzing this and that so much that you get nothing done, discouragement, and self doubt are particularly potent blocks. Shyness, laziness, bad habits, problems handling pressure, negativism, complaining, griping, nervousness, constant worry, low energy, procrastinating, difficulties staying focused on your important goals, lack of self-confidence and self-reliance, and living without strong commitments are also common inner blocks.


    We give blocks too much power. We let them prevent us from leading full lives. So they have to be overcome. You have to get rid of them. The ten chapters of Fighting to Win show you how.


    The samurai warriors of ancient Japan were the greatest fighters who ever walked this earth because they had developed an entire system for overcoming inner and outer enemies. The samurai’s secrets and how you can apply them to improve your life in any area are what the book is about.


    I think you will enjoy Fighting to Win and find it as beneficial as many people have.


    
      
    


    Best wishes.


    
      
    


    David J. Rogers


    Highland Park, Illinois


    2014


    rogdave21@gmail.com


    


    
      

    

  


  
    INTRODUCTION


    
      
    


    Converting the Skills of the Samurai to Modem Business and Personal Life


    
      
    


    I recall the moment this book started to germinate. While negotiating a contract one afternoon I suddenly realized that although neither I nor the two men I was trying to strike a deal with were holding swords, we were in fact engaged in a very real form of combat. I was in a one- against-two fight. I didn’t wish to destroy these men, but I did want the best deal possible for myself.


    If that parallel was valid, wasn’t it possible to transpose appropriate principles from the kendo (samurai swordsmanship) dojo (training hall) to this conference room on the fifty-seventh floor of a downtown sky-scraper?


    And of course it was.


    The fit between what was occurring in that meeting and what samurai sword masters had met during their battles was exact.


    What I had that the men across the table did not have was a whole, complete system for perceiving exactly what was going on, and a store of methods, techniques, and approaches which I could draw on at will to get what I wanted.


    I could see clearly when the two men from the other firm attempted to counter my technique, waza (covered in Chapter 10), and to go after my spirit, ki (Chapter 4). I understood the way in which they were using their power and saw how to counter it with marui, “circular motion” (Chapter 8). I realized that they were looking for my suki, the gap in my defense (Chapter 9), so I employed a technique which I converted from samurai sword master Ittosai’s technique (Chapter 10).


    I walked out of that room that afternoon feeling elated. Not only did I have a signed contract and the terms I wanted, but I sensed that if these few samurai techniques had worked, surely there were others that would work just as well. And if there were, couldn’t they be put into book form so that not only I, but many people could benefit from them? A number of other experiences soon convinced me that such a book might be a worthwhile undertaking.


    A regional director of a government agency who was taking my graduate class in human resource management had become enamored of so-called Japanese management, and had implemented its methods and procedures in his organization. “It should be working,” he told the class, “but it isn’t. There’s something wrong at the human level.” He told me that what was wrong became clear to him when we went over what I now call “attaching” business management (Chapter 6). It is a managerial style very commonly found in business enterprises. Unfortunately it drives workers into the most harmful and least productive of all conditions, ushin, “self-consciousness.” If there is one state of mind which the samurai strove to avoid and which managers and supervisors should not force their employees into, ushin is it.


    Madelene is a lovely thirty-seven-year old woman who sells an expensive line of greeting cards, mugs and other novelty items to department stores and other retailers in downtown Chicago. She is friendly, articulate, intelligent, warm, and likable. She is conscientious about constantly improving her selling technique, and, as you can imagine, she does very well for herself and the firm she represents . . . most of the time, at least.


    As effective as she was at selling to most prospects, she was totally inept at relating to one particular kind of person. Doubtless you have run into your share of them—tough, abrasive, loud, unreasonable people. Mr. or Ms. Nasty.


    “I’m frightened of this kind of person,” Madelene said to me. “I’m scared to death of them. I know I shouldn’t be, but I am. With other people I’m fine, but with people like that, I don’t know, I kind of forget everything I know about selling. I lose the ability to sell. It’s weird.”


    It might seem hard to imagine anyone more different from a fierce feudal Japanese warrior, his long sword drawn, than gentle saleswoman Madelene, armed only with her order book. [The answer to the question I'm often asked, "Were there female samurai?” is yes. Tomoe of the Minamoto clan was a superb horsewoman, skilled with many weapons. A woman named Itagaki commanded 3,000 Taira warriors] Yet Madelene’s problem—the sudden loss of ability when face to face with an opponent in battle—was one any number of samurai encountered too. They even described the frightening experience in virtually the same words that Madelene had used.


    I quoted to her the eighteenth-century samurai maxim, “To defeat the enemy who comes leaping at you, your spirit must be perfectly poised.” Now, any samurai would feel the truth of that maxim. Madelene felt it too. Her eyes shot wide open.


    “That’s what I want,” she said emphatically. “Tell me more.”


    I tried to think of a book that I could recommend to Madelene, one that defined samurai fighting skills and provided guidelines for applying them to her particular situation. I encountered a problem—no such book had been written. It didn’t exist.


    The best samurai teachings had never been written down in a systematic fashion that would enable a person coming at the material from outside the samurai traditions to pick it up and apply it immediately. Samurai information that had been passed down through the centuries was obscure—and for good reason. No master fighter wanted his insights and techniques to become known by an opponent who might use them against him in battle. For this reason, what had been communicated in writing consisted mainly of mere notes, epigrams and highlights of samurai teachings, cryptic little sayings that might be useful if one had a lifetime to devote to understanding them, but which were of little value if you wanted to apply them this afternoon.


    One thing practical-minded Madelene did not want was a long- winded explanation of why useful samurai information did not exist. She had a problem and she wanted to solve it—if possible right then and there. I did some fast on-the-spot converting—borrowing techniques from the samurai way of life and reworking them into practical advice that I was convinced would help Madelene win her battle with Mr. and Ms. Nasty. We discussed four specific techniques for achieving what the samurai called “the skill of making the body obey the mind.” All of these techniques now appear in Chapter 7 of Fighting to Win.


    “Got it?” I asked Madelene.


    “Got it,” she said.


    There was only one direction that was ever important to the samurai, and that was forward, always forward. What he was worried about or feared most he went after first. Madelene did the same. She picked out a Mr. Nasty she had been avoiding and went to see him. An hour later, after having applied the techniques we had discussed, she stepped out onto the sidewalk 2500 dollars richer, having sold him three complete displays. More important, she had experienced a taste of the samurai truth—“No matter what it is, there is nothing you cannot overcome.”


    Following that success in battle, Madelene began telephoning me for “more of that samurai stuff.” Being friendly, she had many friends, and they began to call too—with battlefield problems ranging from getting ahead at the office to increasing their self-confidence.


    While giving business seminars on marketing, sales and personal motivation, I periodically used samurai concepts, terms and anecdotes merely to illustrate a point. I discovered that the people in attendance not only permitted me these digressions but wanted more of the same.


    Tony is a marketer who found the information now contained in Chapter 3 particularly relevant to his problem. He was, he told me, “a fairly smart guy living a very dumb life.” As soon as he started following the samurai advice, Mokuteki hon'i, “Focus on your purpose,” he began to perform his job better and to feel more intense, more alive.


    An attorney friend of mine was down on himself because of the way a case he was handling was going. All it took for him to increase his confidence and drive was understanding “the swing of the advantage” (Chapter 10) and the concept of kufu (Chapter 5).


    During a meeting with the management team of a client I was consulting with, I happened to let slip the term mo chih ch ’u (Chapter 2). Heads turned and someone asked, “What the hell is that?”


    I said it means going straight ahead without hesitation. To illustrate it I used examples from the way of life of the samurai and related it to a problem the organization was currently trying to solve.


    A few weeks later I visited the client again. I found the term mo chih ch’u printed on the top manager’s chalkboard. “It’s our motto now,” he said.


    Years passed since that meeting when I had first converted a few samurai techniques to a business undertaking. The sense that there were probably other techniques that would work just as well had been validated many times over. In fact I had discovered that all the techniques, insights, methods, principles and precepts of samurai warfare could be used to improve my personal performance—and not only in business, but outside of it too.


    And I discovered that I was not alone. There were many people besides myself who could learn to apply samurai fighting skills to win their battles, battles as varied as:


    
      
    


    –defeating a business competitor


    
      
    


    –being interviewed for a new job


    
      
    


    –staying on a diet


    
      
    


    –reaching major life goals


    
      
    


    –improving sales performance


    
      
    


    –making a career change


    
      
    


    –accomplishing more in less time


    
      
    


    –overcoming depression, nervousness, and fear


    
      
    


    –increasing concentration on tasks and responsibilities


    
      
    


    –feeling more optimistic and ready for action


    
      
    


    –enhancing your own productivity and morale and that of your coworkers and subordinates


    
      
    


    –defeating self-doubt


    
      
    


    –handling a crisis . . . and more.


    
      
    


    Background on the Way of the Samurai


    
      
    


    “The tramp of warriors sounded like a thousand convulsions of the earth.” “The shouts of warriors, the whistling of arrows, the thunder of the feet of foot soldiers and the hooves of chargers did not cease.” According to historical chronicles, that was the sound of Japan during much of the five hundred years from 1100 to 1600, a period whose essence can be captured in the single Japanese word arasoi, “strife.”


    It was a period of almost continual warfare between powerful clans (uji) and warrior families (buke); a time of desperate marches, pitched battles and long campaigns. It was an era which saw the roads frequently clogged with columns of troops, at times stretching miles in length—the generals (taisho) and captains (sho) and behind them the mounted and walking warriors. Among them were the archers, masters of the longbow; and the swordsmen whose long-sword even today is considered the finest fighting blade ever produced by man. With them were the spearmen, the specialists in the halberd, and the experts in the many other weapons of war. These were the most complete fighters ever to walk the earth, the supreme warriors, the stern, quiet men who in years to come would be known by the one word which has become synonymous with martial expertness—samurai.


    Before the sword became so closely identified with the samurai, the bow was the principal weapon. The most renowned archers belonged to the immensely powerful Minamoto clan. It was said that Yoshiie of the Minamoto (1041-1108) “shot arrows from horseback like a god . . . He galloped like the wind.” [In Fighting to Win Japanese names are given in their Western form—first name first, then the family name.] Tametomo Minamoto was such a strong archer that, attacked by two men in battle and finding himself with but one arrow remaining, he shot it completely through the first man and into the second.


    To dissuade the Japanese warrior families from military incursions into their country, Korean emissaries brought one of their famous iron war shields to the court of Japanese Emperor Nintoku. A samurai bowman named Tatebito respectfully asked if he might test the invincible shield. He pierced it with his first arrow.


    Power is important, but accuracy matters too. A valuable bird belonging to the shogun Yoritsune escaped from its cage. A bowman quickly fired an arrow which gently grazed the bird, bringing it fluttering to earth without even one damaged feather.


    Mongol invaders who twice returned home after being repelled by armies of samurai recited tales of the wonderful warriors who “struck like bolts of lightning.” A Chinese historian who witnessed a battle recorded that the samurai brandished their swords with such miraculous speed that all that could be seen was a “blur of white steel.”


    
      
    


    The samurai were members of the Japanese professional warrior class, whose history spanned the thousand years between the ninth and nineteenth century and which ruled Japan during much of that time.


    Among the most renowned warriors were those who fought in the service of the illustrious families of Japanese history, including the Fujiwara, Taira, Minamoto, Hojo, Ashikaga, and Tokugawa.


    Of the samurai generals, five stood above the rest. Masashige Kusunoki was the most revered samurai in Japanese history, a national hero whose name even today is synonymous with unswerving loyalty and bravery. Nobunaga Oda was a sixteenth-century samurai whose motto was “all the country under military control.” He used his samurai forces to unify Japan militarily. Yoshitsune Minamoto was a brilliant twelfth-century general and master swordsman whose tactic of surprise attack helped to defeat the forces of the powerful Taira clan. Yoshitsune’s retainer, Benkei, is renowned for his skill not with the sword or the bow but with the naginata, the curved blade on a pole, or halberd, which was popular among many samurai of the time. So confident was Benkei of his skill that he wrote a battlefield lament ending;


    
      
    


    “Oh how I long


    For a foe worthy of my hand.”


    
      
    


    The greatest rags-to-riches story in the annals of Japanese history is that of Hideyoshi Toyotomi, a peasant who became a samurai under Nobunaga, eventually commanded an army of two hundred thousand men and became the beneficent ruler of Japan in 1582. The crafty Ieyasu Tokugawa (Toranaga in the novel Shogun) was the fifth great samurai general. Ieyasu was a ruthless warrior whose decisive victory in 1600 at the battle of Sekigahara, in which two hundred and thirty thousand men crossed swords, put a permanent end to the large-scale warring among the clans.


    The lowest-ranking member of the samurai class was the ashigaru, or “foot soldier.” Like all samurai, the ashigaru was entitled to wear the daisho, or “two swords”—the long sword and the short sword—but he was denied many of the privileges of the higher-ranking and more skilled samurai—the bushi.


    When we think of samurai, it is the bushi we have in mind—the elite fighters who devoted themselves to refining warfare to its highest level, the level of art. Of the bushi, the most highly developed warriors, the elite of the elite, were the meijin, the masters.


    The role of the samurai warrior was to fight—with supreme self-confidence, courage, bravery, and superb skill with weapons. Samurai pledged themselves to the service of a warrior chieftain (bushi no toryo) or lord, daimyo, who held power in his local province. Since the Japanese extended families of feudal times tended to be located together in the same geographical area, the local chieftain was likely to be related to the bushi by blood or marriage, although this was not always the case.


    The bonds of allegiance between the bushi and his lord were to be lifelong. These bonds were held together by mutual respect and were cemented by a demanding code of personal behavior which became known as bushido. For centuries, bushido was a set of unwritten rules of conduct impressed on the samurai in his training. It was put into writing by Soko Yamaga (1622-85), a samurai teacher of the military arts and a scholar as well, in his essay “Shido.”


    In addition to Yamaga’s essay, another famous expression of bushido is Hagakure, a book that is cited in Fighting to Win. Hagakure literally means “hidden in leaves,” denoting the samurai ethic of modesty, of not blowing your own horn. Written between 1710 and 1716 by Tsunetomo Yamamoto, a retired samurai of the Nabeshima clan, Hagakure is a compilation of the thoughts and observations of a devout bushi.


    The principle of duty (giri) was the cornerstone of bushido. The word “duty” evoked powerful motives in the samurai, just as it does in the Japanese of today. For the samurai, duty was an obligation that had to be met, even if it was unpleasant or painful or if it brought certain death.


    Self-control was an important feature of bushido. The samurai’s body, mind, emotions, and spirit were to be under his control.


    Commitment to immediate action, action carried out right now, without waiting or hesitating, formed another basis of bushido.


    The samurai lived in a society of deviousness and intrigue, in which cheating was rampant. Bushido was to keep the bushi above such treachery. It was said, “A bushi has no second word,” and “A bushi never lies.” Because of their honesty, samurai were often specially selected by merchants and landowners as couriers, to carry large sums of money.


    Bushido also emphasized the need for constant self-improvement. For the samurai to rest on his laurels and to continue without correcting errors and mistakes was incompatible with bushido.


    As a part of this urge to improve, the samurai borrowed whatever they could find of value—weapons, techniques, knowledge—wherever they could find them. When they discovered a useful insight in a Chinese or Indian Buddhist classic, they incorporated it into their lives. When they were beaten by an opponent, they treated the defeat as an indication that the victor had something to teach rhem. In 1543, when two Portuguese sailors showed Lord Tokitaka the first firearm (teppo) any Japanese had ever seen, Tokitaka thought it was “the wonder of wonders.” Typical of the samurai and the Japanese, his initial reaction of awe was followed by the request to be taught.


    Through an interpreter, Tokitaka said to the sailors, “Incapable though I am, I should like to learn about it.” The appellation “copycat nation” that has been applied to Japan is a disparaging way of describing this admirable trait of pragmatic openness to new learning and fresh approaches.


    The ideal samurai bushi was a well-rounded individual—a man of war who was also a man of learning. Bushi were anything but simpleminded toughs. On the contrary, they were well-educated men who belonged to the highest class of Japanese society, the cultured elite who contributed directly to the advancement of the fine arts of theater, poetry, calligraphy, and painting. The slogan bunbu ryodo, the “united ways of the pen and sword,” refers to the samurai goal of developing martial and literary abilities.


    
      
    


    Foreign Influences


    
      
    


    The influence of China is apparent in every sphere of Japanese life, including the “Way” of the samurai. Look closely at Japan’s philosophies of life, religions, institutions of government and learning, values, military arts and even language, and there you will find unmistakable traces of the Chinese culture of the past.


    Many of the weapons used by the samurai were modifications of older Chinese weapons. Principles of force and mental concentration of ancient Chinese martial arts such as tai chi and other combat forms from the Chinese Kung Fu [Kung Fu is not a style of unarmed combat but a generic term that applies to all Chinese martial arts] tradition found their way into budo, the Way of the samurai.


    The vocabulary of the samurai, like that of Japanese generally, contained a number of Chinese terms that had no precise Japanese equivalent. Mo chih ch ’u, which is used in Chapter 2 of Fighting to Win, is one such term. The word kendo, the Way of the sword, is a Chinese word. The word “samurai” itself is the Japanese pronunciation of a Chinese word.


    Among the first books brought to Japan from China by Kukai (774- 835) were treatises on military strategy and tactics, some of which dated back to 500 b.c. These texts were devotedly studied by the samurai, and their principles and precepts were incorporated into budo. A particular favorite was the Chinese general Sun Tzu, called Sonshi by the Japanese. His words echo through the written works of Musashi, the Hagakure of samurai Tsunetomo Yamamoto, the Tengugeijutsuron of Shissai and other samurai classics cited in Fighting to Win.


    Chinese Confucianism and Taoism had a strong influence on budo and on Japanese culture generally. Buddhism, even today the dominant religion of Japan, reached Japan from India by way of China. Direct and indirect references to famous Indian Buddhist texts, stories and concepts are quite apparent in the traditions of the samurai Way.


    Another powerful influence on budo was Zen, the Japanese form of Chinese Buddhism (called Ch’an). The spirit of Zen permeates the samurai Way. Zen precepts and attitudes, and even its stories, were freely appropriated and reworked by ryu, warrior schools, emerging from this process in samurai trappings.


    The warrior class was the first segment of Japanese society to embrace Zen. From the twelfth-century Kamakura era onward, Zen became known as the religion of the samurai [There were in fact Christian samurai, but they, too, doubtless embraced Zen. ] Its influence on the samurai class reached its zenith during the shogunate regency of the Hojo family (1205-1333).


    It was quite common for shoguns, generals and daimyo to count Zen monks among their closest advisors and for Zen masters to be kengo (“expert swordsmen”). Takuan Soho (1573-1645), who is mentioned in this book, was both a revered Zen abbot and a skilled swordsman who taught both disciplines to samurai of the Tokugawa shogunate.


    Westerners often express difficulty in reconciling Zen, a philosophy of peace and compassion, with the samurai Way of war. What explains the fit between these two apparently different approaches to life?


    Zen is many things—a religion, a philosophy, a life-style. It is also a psychology, a psychology of action, grounded on decisiveness, spontaneity, strength of will, adaptability, courage, and bravery. It was this psychological aspect of Zen which appealed most to the samurai, for to rush forward to face the enemy even if only death awaited him, he needed what Zen taught—to act without hanging back, without reservations and with total commitment.
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    When he was not in battle, the samurai developed his fighting skills through
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