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            For Miranda, the beautiful*

         

         
      
   
      
      
         
            Epigraph

         
         
            A self is not something static, tied up in a pretty parcel and handed to the child, finished and complete. A self is always
               becoming.
            

            —Madeleine L’Engle
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            Start Here

         
         At five o’clock on a humid June morning a couple decades ago, my football teammates and I stood sweating on Miami University’s
            practice field when Coach Terry Hoeppner shared what seemed like fortune-cookie wisdom: “Have a plan, work the plan, and plan for the unexpected.” I nodded along, but it took me years to understand what he was talking about.
         

         
         I had just moved into a run-down off-campus house with three other players, carrying the kind of bulletproof confidence that
            only exists in eighteen-year-olds. The plan was simple: become the starting quarterback, win some conference championships,
            then play in the NFL. Clean and straightforward.
         

         
         Then reality did what it does best: laughed at my plans.

         
         Another quarterback showed up as part of my freshman recruiting class. After a two-year battle, he beat me out for the starting QB job and would go on to become a first-round pick, win two Super Bowls, and be a future Pro Football Hall of Famer. Me? I learned that plans sometimes fail. But the discipline of planning, thinking through what matters, what could go wrong, what comes next . . . That’s what prepared me for a future I couldn’t predict. 

         
         “Have a plan, work the plan, and plan for the unexpected.”

         
         

         I never imagined I’d host one of the most listened-to podcasts or interview some of the world’s most influential people. That
            wasn’t anywhere in my original blueprint. But through The Learning Leader Show, I’ve heard it hundreds of times from people like Tony Robbins, Kat Cole, James Clear, and Admiral William McRaven. Their
            stories all share one thing: none of them went straight up and to the right. They all had detours, setbacks, and pivots that
            looked like failures at the time.
         

         
         Life throws curveballs. Plans change. Unexpected events pile up. What separates high performers from everyone else is their
            willingness and attitude toward working through the uncertainty.
         

         
         
            The Price of Becoming

            It was surreal. I was standing on the hallowed grounds where Colonel Joshua Chamberlain famously ordered his 20th Maine Regiment to charge down the hill with bayonets at the Battle of Little Round Top which led to repelling multiple Confederate attacks. Four-star General Stanley McChrystal invited me to tour the battlefields at Gettysburg with students from his Yale leadership class. The group also included elite British Special Forces operators, the CEO of a large health-care system, and several former Navy SEALs. I felt way out of place among people who had made life-or-death decisions in combat zones or run big health-care systems. I had major imposter syndrome, but that discomfort was precisely why I needed to be there. That feeling of intellectual fear taught me more about my limitations than months of comfortable learning ever could. It showed me exactly what I didn’t know, which is far more valuable than having your existing knowledge confirmed. 

            
            The most valuable environments make you feel slightly out of your depth. Just enough discomfort to force adaptation, not enough
               to drown. This feeling never goes away if you’re doing it right. The topics change, but the sensation of reaching remains
               constant. Most people want the rewards without understanding the costs. They see the highlight reel, not the thousands of
               hours of invisible work. But the math of progress is simple: you get out what you put in, and the inputs are rarely glamorous.
            

            
            The most powerful force in the world is compound effort over decades. One percent better today doesn’t mean much. One percent
               better every day for a lot of years means everything.
            

            
            We overestimate what we can accomplish in a day and underestimate what we can accomplish in a decade. This mismatch between
               our expectations and reality is why most people quit too early. Progress that matters is measured in years, not days.
            

            
            Humans crave completion. We want the satisfaction of crossing finish lines. But meaningful growth doesn’t work that way. The most impactful people I’ve met share a peculiar trait: they don’t believe in “making it.” They’ve internalized that there is no final destination, just the next challenge. Andrew Brandt joined me on a leadership retreat in Scottsdale a year ago, and said, “My life mantra is never peak.” Meaning, he’s always striving to get a little bit better and keep climbing the mountain.
            

            
            This mindset is liberating. When you stop measuring yourself against some imaginary finish line, you can appreciate the terrain
               you’re covering. You can enjoy being perpetually unfinished. What does paying this price actually buy you? The ability to
               adapt when the world changes. The confidence that comes from knowing you’ve survived discomfort before and can do it again.
               Most importantly, it buys you a life that expands rather than contracts with age. Most people’s worlds grow smaller as they
               get older. Their opinions solidify. Their willingness to try new things diminishes. The alternative is to keep paying the
               price of becoming. To remain perpetually under construction. To greet each day as a student rather than an expert.
            

            
            The interesting thing about continuous improvement is that it follows the same mathematics as compound interest. Small, consistent
               inputs create disproportionate results over time.
            

            
            The price of becoming is never paid in full. There’s no moment when the debt is cleared, when you can stop investing and start withdrawing. The payment continues until your final day. But this ongoing cost buys something really cool: a life in continuous expansion. A mind that continues developing new rooms long after most have stopped building. The quiet confidence that comes from knowing you’re still becoming, still in motion, still growing. Few are willing to pay this price consistently. But those who do purchase something beyond calculation: the privilege of never being finished, of remaining in a state of perpetual becoming. The price is high. The value is higher. 

            
            

            This book is an attempt to synthesize everything I’ve learned about walking this unpredictable path toward better leadership.
               After building an audience and interviewing more than seven hundred of the world’s most impactful leaders, I’ve noticed patterns.
               Sometimes these patterns are hard rules, but more often they’re principles that each person adapts to their own personality
               and circumstances.
            

            
            These principles show up again and again in the lives of people who achieve lasting value, especially those who lead others.

            
            This pattern shows up in three movements. First, you’ll build your intake system. Excellent leaders don’t learn accidentally.
               They have methods for consistently pulling in new information, perspectives, and ideas. Second, you do the work. Learning
               that stays theoretical is pretty much worthless. You’ll sharpen how you think, how you communicate, and how you make decisions.
               Third, you teach what you’ve learned. Teaching something to someone else is how learning becomes sticky in your brain. When
               you teach, you discover what you actually know.
            

            
            Learn. Execute. Teach. Then repeat. Here we go.

            
            [image: ]
            
            
         
         
      
   
      
      
         
            Part I
Learn

         
         
      
   
      
      
         
            1
Contemplate, Copy, Create
Building Skills Through Mindful Imitation

         
         Five young, shaggy-haired guys who shared an enthusiasm for American rock-and-roll music decided they wanted to play some songs together in hopes that others would enjoy it. On August 17, 1960, at The Indra Club in Hamburg, Germany, the band played their first gig. At the time, they were a cover band playing songs like “Long Tall Sally” by Little Richard and “Roll Over Beethoven” by Chuck Berry. For the first couple of years of the bands’ existence, they would play marathon sessions sometimes lasting upwards of eight hours. These long sets forced them to expand their repertoire constantly. They’d play the same song multiple times per night, experimenting with different arrangements and developing their signature harmonies. Their lead singer later said these exhausting shows were where they really “got good.” 

         
         The turning point came around 1963 into 1964. The band’s producer, George Martin, encouraged them to record their own material,
            and songs like “I Want to Hold Your Hand” showed they were developing their own style. By 1964’s “A Hard Day’s Night” album,
            all songs were originals.
         

         
         John Lennon and Paul McCartney wrote songs together as teenagers, even before Hamburg, but they initially considered these
            efforts amateur compared to their heroes. Yes, The Beatles (who later would slim down to four members after bassist Stuart
            Sutcliffe left to focus on his painting career), one of the greatest bands of all time, imitated others for years before they
            had the confidence and ability to find their own voice.
         

         
         Not only is it common for people to imitate others while they are figuring it out, it’s also useful. We don’t learn how to
            do the thing by watching others. We learn by doing it. Regardless of what the thing is. It’s natural and helpful to mimic others when
            we get started. And as we grow and evolve, we mix our unique personalities and style into it and find what makes us, us.
         

         
         As a new telephonic sales rep at LexisNexis, I initially sat with others in their cubicles to listen to my teammates make
            calls. Eventually, when I got on the phones, I would mimic (sometimes verbatim) what I heard my colleagues saying. This happened
            for months before I got comfortable injecting my own personality and flair for how to speak with a prospective customer and
            sell them our service. As David Perell told me on The Learning Leader Show, “Imitate, then innovate.”1

         
         
            Find Your Own Voice

            At some point, you move from imitating and copying others to finding your own voice. Some of the most useful insights come
               in moments of raw vulnerability. When I talked with Mike Maples Jr., he had lost his father just seven days earlier. The weight
               of that loss hung in the air as I asked him about the most valuable lessons he learned from his dad.
            

            
            Mike’s voice carried both the wisdom of his dad and the fresh pain of his absence as he shared: “You don’t know how much time you have in this life. You gotta decide what you wanna do with the gift of your time.”
            

            
            These words were a son’s reflection on his dad’s legacy, shared during the early days of grief. The truth about honoring the
               gift of time hits differently when it comes from someone who’s just lost their dad.
            

            
            Mike continued with a quiver in his voice, “Everybody has a unique strand of DNA. No two people are exactly alike. Everyone
               has an opportunity to be the very best at a certain thing that’s matchable to who they are. A lot of people say, ‘compete
               by being THE best.’ That’s not the same thing as being your best. It’s understanding what’s the intersection of what you’re
               passionate about, what you’re good at, and what you can be paid for. And if you do that well, you’re impossible to compete
               with. You won’t be the best. You’ll be the only.”2

            
            In my years of hosting The Learning Leader Show, I’ve noticed that the guests who’ve made the biggest impact aren’t necessarily the ones with the most impressive résumés.
               They’re the people who’ve fully embraced their authentic selves and built their excellence on that foundation.
            

            
         
         
            The No-Comfort Zone

            Growth is uncomfortable. It has to be because real growth means leaving behind something familiar, something safe. Staying
               comfortable isn’t neutral. It’s actually a decision to stop growing.
            

            
            There’s a great scene from the TV show Boy Meets World that captures this idea perfectly. The main character, Cory Matthews, is in the garden with his wise teacher, Mr. Feeny,
               worried about his girlfriend, Topanga, possibly moving away. Cory doesn’t like change. He wants things to stay the same. Feeny
               listens, then points to a flower and says: “See that flower? That flower was in a small pot in my living room, but it outgrew
               its surroundings, so I transplanted it here in the garden.”
            

            
            Cory responds, “Seems like it’s doing okay.”

            
            Feeny nods. “Oh yes, it’s flourishing . . . Now when I pulled the small flower out of the pot in my living room, it resisted
               a little, you know, tried to hang on by its roots. I had to force it out.”
            

            
            Cory asks, “Because you thought it would do better out here, in the world, right?”

            
            Feeny corrects him: “No. Because I thought if I left it there, it would stop growing.”3

            
            That’s how it works. Staying in the pot feels good until you realize the walls are keeping you small. Cory feared that if
               Topanga moved, everything would fall apart. But Feeny’s lesson wasn’t just about a flower. It was about people, about how
               change, even when it feels forced on us, is often the very thing that allows us to grow.
            

            
            Moving to something bigger often requires being pulled away from what’s comfortable. But eventually, you’ll look back and realize the discomfort wasn’t punishment; it was necessary. 

            
         
         
            Gretzky’s Office

            The greatest hockey player of all time started with what many would consider a disadvantage: he was smaller than most hockey
               players. This is a story about adaptation. And it teaches us something useful that we often miss.
            

            
            Wayne Gretzky wasn’t the biggest or strongest player on the ice. In a sport dominated by physical play, this could have been
               a career-limiting issue. The traditional path would have been clear: bulk up, get stronger, learn to take the hits. That’s
               what most people would have done.
            

            
            But Gretzky took a different approach. From a young age, he became a student of the game. As his father Walter described,
               young Wayne would sit in front of the TV watching hockey games with remarkable focus. Bobby Clarke of the Philadelphia Flyers
               was one of the players Gretzky studied intensely. Clarke wasn’t the biggest player either, but he dominated through intelligence
               and positioning.
            

            
            Gretzky would often have a notebook out, tracking the movement of players like Clarke and the puck, and look for patterns
               that others missed. His father recalled how Wayne would draw diagrams of the rink, mapping out where players positioned themselves
               during different situations in the game.
            

            
            He noticed two things that would change hockey forever:

            
            
               	Skilled players like Clarke used the corners of the rink to their advantage.

               	The space behind the net was virtually unused territory.

            

            Instead of trying to fix his weakness (his size), Gretzky redirected it. He turned the net into a shield rather than a target.
               He established what became known as “Gretzky’s office,” the area behind the net where he could control play. He played where
               others didn’t think to play. The results? Sixty-one NHL records, 894 goals, 1,963 assists, 2,857 points.
            

            
            Gretzky didn’t win by becoming someone else. He succeeded by studying the game deeply enough to find his own path through
               it. He didn’t fight physics; he found a different way to use it. Sustainable advantages are built by finding ways to make
               those weaknesses irrelevant.
            

            
            The next time you’re faced with a limitation, remember that sometimes the best solution isn’t to overcome it, but to redirect
               it. Gretzky’s story is about the power of observation and the importance of finding your own game.
            

            
            This principle extends far beyond sports. In business, you might lack the capital of established competitors, but you can
               create systems with fewer layers of approval that let you move faster. In careers, you might not have elite credentials, but
               you can build unique combinations of skills that no specialized expert possesses. In education, you might not have access
               to prestigious institutions, but you can develop self-directed learning habits that outpace traditional curricula. The pattern
               is the same: don’t just play the same game better; find the part of the game others ignore. Create your own office.
            

            
         
         
            The Courage to Seek Greatness

            Timothée Chalamet’s 2025 Screen Actors Guild Best Actor acceptance speech for his portrayal of Bob Dylan in A Complete Unknown was all about authentic ambition. Instead of downplaying his efforts with false modesty, he acknowledged the truth: “This was five and a half years of my life. I poured everything I had into playing this incomparable artist.”4

            
            What makes his speech so refreshing is his unapologetic declaration of purpose: “I’m really in pursuit of greatness. I know people don’t usually talk like that, but I want to be one of the greats.” By openly citing his inspirations from Daniel Day-Lewis and Viola Davis to Michael Jordan and Michael Phelps, Chalamet revealed
               the driving force behind his dedication.
            

            
            We live in an era where performative nonchalance often masks genuine effort. This tendency to appear effortlessly successful
               creates a paradox: we admire achievement but scorn the visible striving required to reach it. Maybe this contradiction serves
               as a safety net. If we act like we didn’t try that hard, rejection feels less personal.
            

            
            But there’s something so inspiring about those who, like Chalamet, embrace their ambitions without apology. They understand
               that greatness rarely happens by accident. It requires commitment, vulnerability, and the willingness to fail publicly in
               pursuit of something meaningful.
            

            
            The brevity of his speech only amplified its impact. In recognizing his award not as validation but as “a little more fuel . . . a little more ammo to keep going,” he showed that true ambition is about the internal drive to continuously evolve and excel.
            

            
            We should all take a page from Chalamet’s playbook, acknowledging our efforts, embracing our ambitions, and understanding
               that while winning isn’t guaranteed, the pursuit itself has intrinsic worth. The value is in who you become through the process
               of dedicated, intentional striving. When’s the last time you admitted to someone what your real ambitions are? How often do
               you downplay your efforts to avoid seeming too eager, too invested? What would change if you stopped apologizing for wanting
               something badly? What kind of person are you becoming when you’re brave enough to try, fail, and try again? What dreams are
               you abandoning simply because you can’t guarantee the outcome?
            

            
         
         
            The Prison, or Potential, of Self-Belief

            Few things have more influence on our outcomes than the narrow circle we draw around our potential. Most people will not venture
               beyond what they already think they can do. We tend to achieve almost exactly what we already decided was achievable.
            

            
            This shows up everywhere. The student who “isn’t good at writing” turns in mediocre essays because that’s what they expected
               from themselves. The employee who believes they’ll never make management doesn’t pursue the experiences that would qualify
               them for a management position. Someone convinced they can’t speak publicly avoids all opportunities to practice and get more
               comfortable. When you believe something about your abilities, you unconsciously adjust your actions to make that belief come
               true.
            

            
            Consider the story of a sixty-one-year-old Australian potato and sheep farmer, Cliff Young, who showed up to the 1983 Sydney to Melbourne ultramarathon wearing overalls and work boots. The veteran runners laughed. Experts said completing the 543-mile race required running for eighteen hours and sleeping for six, a strategy all professional runners followed. Young, with no preconceptions about what was possible, ran at his own shuffling pace, hardly sleeping for five and a half days. He not only finished but won by a lot, breaking the previous record by nearly two days. What the professionals “knew” to be impossible blinded them to a superior approach. Young hadn’t learned what couldn’t be done. 

            
            The four-minute mile offers another classic example. For years, running a mile under four minutes was considered beyond human
               capacity. Roger Bannister finally broke it in 1954. Within weeks, others followed. Within years, hundreds had done it. The
               primary limitation wasn’t physical. It was a collective agreement, a belief system, about where the boundary of human performance
               should be. Expectations can be a powerful thing. And so can confidence and belief in oneself. When Bannister stepped onto
               that track, he was carrying the quiet certainty that what everyone called impossible was just untested. His four-minute mile
               broke a false story that hundreds of other runners had been telling themselves. The funny thing about mental barriers is they’re
               often the strongest ones we face, and the easiest ones to break once someone shows it can be done.
            

            
            This works in both directions. The person who believes they’ll fail takes fewer risks and creates fewer opportunities for success. The person who believes achievement is possible seeks out situations where achievement becomes probable. 

            
            
               
                  Reflection Questions

                  
                     	Who do you most admire, and what specifically about their approach could you study and practice for the next thirty days?

                     	What three things do you believe you “can’t do” or “aren’t good at” that might actually be self-imposed limitations rather
                        than real boundaries?
                     

                     	Looking at your current challenge or weakness, how could you redirect it rather than trying to overcome it directly? What
                        would your “office behind the net” look like?
                     

                     	What’s the intersection of what energizes you, what you’re naturally good at, and what people would pay you for? Be specific.

                     	What ambitious goal are you embarrassed to say out loud, and why does admitting your pursuit of greatness feel uncomfortable?

                  

               

            
            
               
                  
                     Take Action

                     
                        	Find someone worth copying, then copy them relentlessly. The fastest way to get good at anything is to study someone who’s already figured it out. Pick one person whose work you
                           respect. For the next thirty days, imitate their methods exactly. Don’t try to be original. Originality comes later, after
                           you understand the basics.
                        

                        	Carry a notebook everywhere (or write notes on your phone). Most people go through life half-asleep. They miss the small moments that contain big insights. Start writing down things
                           you notice each day that other people ignore. The person who pays attention to details that others miss will have an advantage.
                        

                        	Answer three questions honestly. What makes you lose track of time? What do people consistently ask for your help with? What would you do for free because you enjoy it that much? The intersection of these three answers is where you’ll find work that feels like play. 

                        	Start using your weaknesses. Everyone has limitations. Most people waste energy trying to fix them. Smart people figure out how to make their weaknesses
                           irrelevant. For example, if you’re not a natural public speaker, become the go-to person for one-to-one client relationships
                           or written communication. Or if you’re introverted in a sales environment, don’t worry about schmoozing at happy hours, and
                           become the person who solves complex technical problems for clients.
                        

                        	Study fields that have nothing to do with yours. The best ideas come from combining insights from different areas. Spend time learning about something completely unrelated
                           to your work. A biologist studying economics might discover something neither pure biologist nor pure economist would see.
                        

                        	Question what you think you can’t do. Most of your limitations exist only in your head. Write down three things you’ve always believed you’re bad at. Then do one
                           small thing this week to test whether that’s actually true. You might surprise yourself.
                        

                        	Own your ambitions. Pretending you don’t care about success won’t protect you from failure, but it will guarantee mediocrity. Tell someone what
                           you’re actually trying to accomplish. Say it out loud. The people who achieve big things aren’t embarrassed about wanting
                           them.
                        

                     

                  
               

            
         
         
      
   
      
      
         
            2
Curiosity Compounds
Conversation and Exploration

         
         I was lost. It was a cool morning in March 2019. I had been to New York City a few times over the years, but this visit was
            different. I was there to meet with one of my creative heroes, Brian Koppelman, creator of the TV show Billions and the movie Rounders. I texted with him to get the updated address (where we were going to record) and eventually got to his office after a few
            wrong turns. During the interview he said something to me which has stuck years later: “Keep following your curiosity and obsessions with great rigor.”

         
         This resonated deeply because Koppelman was recognizing the very quality that led me to start The Learning Leader Show in the first place, a deep curiosity about impactful leaders and how they sustain excellence; it also seemed to be indicating that curiosity was the secret ingredient for his own career success as well. 

         
         Over the past decade, I’ve learned that curiosity is a useful way to show love and respect. When you genuinely care about
            someone’s story, ask thoughtful questions, listen carefully to their answers, and then ask even better follow-ups, you build
            deeper, more meaningful connections. You also learn more than you do if you’re talking the whole time. This mindset has helped
            me forge life-changing relationships and elevate my career higher than I thought possible. And it’s one that anyone can develop.
         

         
         
            Inquisitive

            Curiosity is a valuable skill disguised as a personality trait. It might be the most underrated asset in your life. Being
               genuinely interested in a lot of topics can help you develop a mental tool kit that lets you see connections that others miss,
               which is a competitive advantage.
            

            
            If you think about it, most innovation comes from connecting existing ideas in ways nobody thought possible before. When you’re
               curious about everything from quantum physics to Renaissance art, your brain creates a database of patterns that start talking
               to each other in surprising ways.
            

            
            This happens slowly, then all at once, like compound interest but for your brain.

            
            I’ve noticed something fascinating about adaptability too. People who regularly explore unfamiliar territory develop comfort with discomfort. They’ve trained their minds to say, “I don’t know yet” instead of “I can’t figure this out.” This subtle difference changes your approach to new challenges. I saw this recently when my daughters and I did an escape room. What struck me was their complete inability to recognize when they should give up. They approached each dead end like it was just another data point, not a reason to quit. And then did that all the way until we made it out. It was cool to witness. 

            
            Empathy works the same way. Reading widely about different cultures and perspectives diversifies your emotional portfolio.
               You start recognizing that people’s behaviors make sense given their unique histories, even when those behaviors seem crazy
               to you at first.
            

            
            Hedy Lamarr was a movie star from Hollywood’s golden era, but her curiosity created something much more lasting. During World
               War II, she developed a frequency-hopping signal that enemy forces couldn’t jam. Her Hollywood friends probably thought this
               hobby was weird. Why was a beautiful actress obsessed with radio frequencies? But that odd combination of interests led to
               technology that later became fundamental to Bluetooth, GPS, and Wi-Fi. Being interested in seemingly unrelated fields, entertainment
               and military communication, created something neither field would have developed alone.
            

            
            I’ve found this in my own life, too. The most valuable skill isn’t expertise in any one thing. It’s the ability to learn new
               things. And learning becomes easier when you’re genuinely interested in everything around you. An inquisitive life isn’t just
               more useful. It’s more fun. The world becomes an endless source of wonder. Each day offers new discoveries that compound over
               time into a richer existence, which is what we’re all really after.
            

            
            

            Connecting ideas creates value. Together, the cell phone, the iPod, and the PalmPilot became the iPhone. In the same way, connecting diverse minds can be just as powerful. Over a decade of hosting The Learning Leader Show podcast, I’ve discovered that curious people from diverse backgrounds can combine in powerful and unpredictable ways. Looking
               back, I can trace most of my adult learning and growth to deliberately creating collisions of curious people.
            

            
            I run Learning Leader Circles every year. When assembling these mastermind groups, I purposely mix industries, job titles, geography, and so on. A fifty-two-year-old
               tech CEO from India, a forty-year-old lawyer from New Jersey, and a high school football coach from Virginia create interesting
               conversations. The more disparate the life experiences and worldviews, the more rapid and pronounced the benefits of connection.
            

            
            Surprisingly, conversing with top performers isn’t the hard part of leveraging this tool. CEOs, athletes, and artists are
               usually easier to talk to than that distant cousin at Thanksgiving. It’s their primary job to connect, so they’re good at
               it. The challenge for ambitious learning leaders involves finding the right people to meet, asking for their time, and overcoming
               the irrational fear of rejection or looking foolish. We know how valuable these connections can be, yet we still hesitate
               to reach out.
            

            
            The brute force approach can work. For the first few years of my professional career, I made sixty cold calls a day as a sales rep. But there are better ways to master the art of connection and conversation. Curiosity, being genuinely fascinated by people and their stories, provides a foundation for a more interesting future. 

            
            

            Look at the California Redwoods. They can grow to be more than three hundred feet tall. You would assume these majestic giants
               would have deep roots to support their height. However, instead of growing down, their roots grow out, enmeshing themselves
               with one another. Interconnectedness allows each tree to reach staggering heights. This is why we never see a lone redwood

            
            
            
         
         
            Word of the Year: Connection

            
            
            
            
            
               	We all stayed in the same house. Get a house with enough beds for everyone.

               	We ate all of our meals at the house. I hired a chef to ensure the food was great. By the second meal, we were sharing Dad jokes along with deeply personal (and often painful) stories about loved ones dying . . . and everything in between. 

               	As the organizer, I was very intentional about the guest list. A few mandatory qualities for me in my selection of people:
                  
                     	High-character dudes who others would enjoy being around. There were no seating charts. I wanted it not to matter who you
                        sat next to at dinner. Regardless, it was going to be an interesting, curious, thoughtful person.
                     

                     	Highly accomplished. A few guys had built billion-dollar businesses and flew there on their private planes. A couple of young
                        military guys had been all over the world (including one who had been on every continent by the time he was twenty-three).
                        The best way to get others to invite you to an event is to live an interesting life and do something meaningful that positively
                        impacts the world (defend our country, start a business that creates lots of jobs, publish helpful books, etc.).
                     

                     	A good hang. If you need to make sure that others know you’re the smartest person in the room, then we don’t want you in the room. Nobody likes that guy. It all stems from insecurity,
                        and it’s unattractive. Don’t do that. Figure out where that insecurity comes from and then stop bragging about how awesome
                        you are.
                     

                  

               

               	Single-threaded conversations. Design moments for relaxed, casual conversation in small groups as well as formal sessions with all twelve participants focusing on one specific topic (chosen by the group). Only one person talks and the rest listen; then another person follows up on the previous point. And so on. 

               	Do something hard together. I hired a local hiking guide to take us on two big hikes, one at sunset and one at sunrise. During
                  the hike, most guys paired off in twos and had great one-on-one conversations. Then we got to the top and had just done the
                  hard thing together. How to get close to another person? Laugh together, cry together, and do something hard together. Check.
                  Check. Check.
               

            

         
         
            Your Move

            
            
            
            
            
            
            
            
            
            
         
         
            Who You Listen to Shapes What You Do

            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
         
         
            Surround Yourself with “Why Not?”

            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
         
         
            The Baddest Thing I’d Ever Seen

            
            
            
               
            

            
            
            
            
            
            
            
            
            
               	Listening and responding to others rather than just waiting for their turn

               	Supporting teammates’ growth and success

               	Maintaining humility despite exceptional abilities

               	Bringing positive energy that elevates everyone around them

               	Putting collective success above personal recognition

            

            
            
            
            
            
               
                  
                  
                     	What topic, completely unrelated to your work, has been catching your attention lately, and what would happen if you followed
                        that curiosity obsessively for a month?
                     

                     	Who are the five people you spend the most time with, and do they encourage your biggest ideas or unconsciously talk you out
                        of them?
                     

                     	When you have an exciting new idea, who do you tell first? Do they respond with “Why not?” or immediately list reasons it
                        won’t work?
                     

                     	What’s one meaningful gathering you could organize this year that would bring together interesting people from different backgrounds
                        and industries?
                     

                     	If you’re honest with yourself, what aspects of your own happiness and emotional health have you been expecting others to
                        manage for you?
                     

                  

               

            
            
               
                  
                     Take Action

                     
                        	Follow one curiosity obsessively for thirty days. Pick something that genuinely fascinates you but feels unrelated to your work. Read about it, watch videos, talk to experts.
                           Your brain will start connecting this new knowledge to everything else you know in ways you can’t predict. And then share
                           what you’ve learned with someone else.
                        

                        	Ask better questions in every conversation. Most people wait for their turn to talk. Instead, listen for what someone really cares about, then ask why it matters to
                           them. Follow up with “What surprised you about that?” The person who asks the best questions learns the most.
                        

                        	Every week, reach out to one person you admire. Share what you learned from their work. High-performing people are easier to reach than you think, and genuine appreciation
                           opens more doors than clever pitches.
                        

                        	Create space for unexpected connections. Join a group, attend an event, or start a conversation where you’re the least experienced person in the room. Discomfort means you’re in the right place. The most valuable insights come from perspectives you wouldn’t encounter otherwise. 

                        	Document what you notice. Carry a notebook or use your phone to capture interesting observations, overheard conversations, or random thoughts. Your
                           curiosity gets stronger when you pay attention to what catches your attention.
                        

                        	Audit your inner circle ruthlessly. Write down a list of the people you spend the most time with. Do they encourage your biggest ideas or talk you out of them?
                           Ambitious people need to be around other ambitious people.
                        

                        	Plan one meaningful gathering this year. Bring together six to twelve interesting people for a dinner, weekend trip, or shared experience. Mix industries and backgrounds
                           on purpose. The conversations that happen when curious people collide often change everyone involved.
                        

                        	Invest in your own emotional health. Happy people build better relationships and attract better opportunities. Whether that’s therapy, exercise, meditation, or
                           just saying no to things that drain you, your external success depends on your internal state.
                        

                        	Start something that forces you to meet new people. Launch a podcast, organize a book club, volunteer for a cause you care about. When you create value for others, you naturally
                           attract interesting people who want to help you succeed.
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