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Introduction

We desire success almost as much as we need to breathe. From
the moment we are born we want to do more, get more, be
more. While we may have a mental picture of success as

striving hard toward perfection, in truth it is more natural. Success can
be described as the courage to let out the potent dreams and potentiali-
ties already in us, simply to give them air. Most people don’t do this
because it seems dangerous, it is not routine. Yet those who have gone
this way do see it simply as the normal path of life. It feels more like
home, a place that should be everyone’s experience. 

Sometimes the urge for more is drummed out of us by upbringing or
culture, so you may have felt compelled to lower your expectations and
settle for a less extraordinary life. If, however, you have recently resur-
rected your desire to succeed, this book is for you. 

Authentic achievement
My previous book, 50 Self-Help Classics, was concerned with the
search for authentic happiness and a sense of purpose. 50 Success
Classics is about authentic or meaningful achievement.

Only you will know whether you have achieved your aims in life.
Some people spend their life climbing up a ladder, to paraphrase Joseph
Campbell (see 50 Self-Help Classics), only to find it was up against the
wrong wall. This is why the term authentic is used: doing something or
becoming something that expresses your full personality and abilities in
the most noble way. Success is not an event or a result in isolation, but
an expression of the best that is within you. The world provides endless
possibilities for making it more efficient, more humane, more beautiful.
It is up to you to find your niche.

Real achievement is not concerned with winning for the sake of it.
As Timothy Gallwey puts it: 

“Winning is overcoming obstacles to reach a goal, but the value in
winning is only as great as the value of the goal reached.”



You need to make a distinction between a compulsion to succeed for
the sake of winning, and the desire for enduring achievements that will
enrich your life and the lives of others. Authentic and lasting success
utilizes the resources of the world to the greatest effect and with the
minimum of waste.

Characteristics of successful people
What makes a person successful? What makes them motivated, pros-
perous, a great leader? These questions fired the writing of each book
covered in this selection, and it is possible to draw out some common
threads as answers. The following is only a brief and partial list, but it
may whet your appetite to discover for yourself some of the principles
of success.

Optimism
Optimism is power. This is a secret discovered by all who succeed
against great odds. Nelson Mandela, Ernest Shackleton, Eleanor
Roosevelt—all admitted that what got them through tough times was
an ability to focus on the positive. They understood what Claude
Bristol called “the magic of believing.” Yet great leaders also have an
unusual ability to face up to stark reality, so creating a single powerful
attribute: tough-minded optimism.

Optimistic people tend to succeed not simply because they believe
that everything will turn out right, but because the expectation of suc-
cess makes them work harder. If you expect little, you will not be moti-
vated even to try. 

A definite aim, purpose, or vision
Success requires a concentration of effort. Most people disperse their
energies over too many things and so fail to be outstanding in any-
thing. In the words of Orison Swett Marden:

“The world does not demand that you be a lawyer, minister, doctor,
farmer, scientist, or merchant; it does not dictate what you shall do, but

it does require that you be a master in whatever you undertake.” 

So to be successful, you must have higher aims and goals and doggedly
pursue their realization. 

INTRODUCTION
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Willingness to work
Successful people are willing to engage in drudgery in the cause of some-
thing marvelous. The greater part of genius is the years of effort invested
to solve a problem or find the perfect expression of an idea. With hard
work you acquire knowledge about yourself that idleness never reveals.

A law of success is that, once first achieved, it can create a momen-
tum that makes it easier to sustain. As the saying goes, “Nothing suc-
ceeds like success.”

Discipline 
Enduring success is built on discipline, an appreciation that you must
give yourself orders and obey them. Like compound interest, this sub-
ject may be boring, but its results in the long term can be spectacular. 

Great achievers know that while the universe is built by atoms, success
is built by minutes; they are masters when it comes to their use of time.

An integrated mind
Successful people have a good relationship with their unconscious or
subconscious mind. They trust their intuition, and because intuitions
are usually right, they seem to enjoy more luck than others. They have
discovered one of the great success secrets: When trusted to do so, the
nonrational mind solves problems and creates solutions. 

Prolific reading
Look into the habits of the successful and you will find that they are
usually great readers. Many of the leaders and authors covered here
attribute the turning point in their lives to picking up a certain book. If
you can read about the accomplishments of those you admire, you can-
not help but lift your own sights. Anthony Robbins remarked that
“success leaves clues,” and reading is one of the best means of absorb-
ing such clues.

Curiosity and the capacity to learn are vital for achievement, thus
the saying “leaders are readers.” The person who seeks growth, Dale
Carnegie said, “must soak and tan his mind constantly in the vats of
literature.”

Risk taking
The greater the risk, the greater the potential success. Nothing ven-
tured, nothing gained. Be action oriented.

50 SUCCESS CLASSICS
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Realizing the power of expectation
Successful people expect the best and they generally get it, because
expectations have a way of attracting to you their material
equivalent.

Since your life corresponds pretty much to the expectations you
have of it, the achiever will argue, why not think big instead of small?

Mastery
Advanced beings can turn any situation to their advantage. They are
“masters of their souls, captains of their fate.”

When other parties are involved, they will seek solutions in which
gains are maximized for all. In the words of Catherine Ponder: 

“You do not have to compromise in life, if you are willing to let go of
the idea of compromise.”

Well-roundedness
Achievements mean little if we are not a success as a person. The
capacities to love, listen, and learn are vital for our own well-being,
and without them it is difficult to have the fulfilling relationships that
we need to both renew us and inspire achievement.

A quick tour of the literature
Below is an overview of titles covered in 50 Success Classics, divided
into four categories:

❖ Motivation
❖ Fulfilling your potential
❖ Prosperity 
❖ Leadership

Motivation
Horatio Alger Ragged Dick
Frank Bettger How I Raised Myself from Failure to Success in Selling
Claude M. Bristol The Magic of Believing
Robert Collier The Secret of the Ages
Stephen R. Covey The 7 Habits of Highly Effective People
Les Giblin How to Have Confidence and Power in Dealing with People

INTRODUCTION
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Napoleon Hill & W. Clement Stone Success through a Positive Mental
Attitude

Tom Hopkins The Official Guide to Success
Orison Swett Marden Pushing to the Front
Anthony Robbins Unlimited Power
David J. Schwartz The Magic of Thinking Big
Florence Scovel Shinn The Secret Door to Success
Brian Tracy Maximum Achievement
Zig Ziglar See You at the Top

When we think of success writing it is often the motivational classics
that first come to mind, and the titles in this selection represent the his-
torical development of the genre. 

Horatio Alger and Orison Swett Marden grandfathered the modern
success movement in the nineteenth century, Alger with his entertaining
and instructional stories of poor boys made good, and Marden with his
encyclopedic treatment of success based on the lives of great people.
Both prolific, these writers raised the sights of a couple of generations,
but what may be surprising is how inspiring they still are today. If you
are lukewarm about contemporary success writing, these older-style
success books are a rich vein to tap. In the 1920s, Robert Collier’s
exploration of the mind’s power was a forerunner to the work of
Napoleon Hill, and the books of Florence Scovel Shinn, extraordinary
in the way they provide peace of mind in times of challenge, began to
find eager readers.

After the Second World War, people naturally turned their thoughts
to prosperity and “getting ahead.” Millions had not had the opportu-
nity of advanced education and had to pull themselves up by their
bootstraps. They were inspired by titles such as Frank Bettger’s How I
Raised Myself from Failure to Success in Selling (1947), which with its
timeless principles of selling is still widely read today. Published a year
later, Claude Bristol’s idiosyncratic meditation on “believing to suc-
ceed,” The Magic of Believing, has also had amazing staying power.
But perhaps the greatest success book of the postwar period, although
not published until 1959, was Schwartz’s The Magic of Thinking Big.
Its references are mostly to corporate life in 1960s suburban America,
but its universal theme that “the size of your success is measured by the
size of your belief” quickly made it one of the landmarks in the motiva-
tional field. 

50 SUCCESS CLASSICS
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Although Dale Carnegie’s speaking classes had been running for
some time, it was only in the 1970s and 1980s that success became its
own industry, driven by seminars and bestsellers. Figures such as Zig
Ziglar, Denis Waitley, Jim Rohn, Og Mandino, Tom Hopkins, and
Brian Tracy became pillars of the motivational profession. 

At the end of the 1980s, Stephen Covey, who had studied 200 years of
success literature for his doctorate, published The 7 Habits of Highly
Effective People. Its character-based personal development in the style of a
business book attracted a huge audience, and it could be said that Covey
revived the success genre and gave it new gravitas. Meanwhile, a young
Californian named Anthony Robbins was electrifying audiences with his
rousing techniques of change. His first bestseller, Unlimited Power, bor-
rowed from the emerging science of neuro-linguistic programming, and he
remains the best-known of present-day gurus.

Finally, although their simple messages do not require a full commen-
tary, mention should be made of the following works: Elbert Hubbard’s
famous A Message to Garcia (1899), a short account of an act of military
heroism that inspires the reader to “get the job done no matter what”; and
Earl Nightingale’s The Strangest Secret (1956), one of the bestselling voice
recordings in history, which alludes to one of the great laws of success.
Success scholars should certainly consider adding both to their library.

Fulfilling your potential
Chin-Ning Chu Thick Face, Black Heart
Jim Collins Good to Great
W. Timothy Gallwey The Inner Game of Tennis
Baltazar Gracian The Art of Worldly Wisdom
Earl G. Graves How to Succeed in Business without Being White
Muriel James & Dorothy Jongeward Born to Win
Spencer Johnson Who Moved My Cheese?
Jim Loehr & Tony Schwartz The Power of Full Engagement
Cheryl Richardson Take Time for Your Life
Sun Tzu The Art of War
John Whitmore Coaching for Performance
Richard Wiseman The Luck Factor 

You need to be motivated to achieve success, but staying successful
requires uncommon wisdom. These books uncover some of the factors
and ideas that can help you achieve your potential.

INTRODUCTION
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Spencer Johnson’s Who Moved My Cheese? highlights the need to
cope with change and to generate it if you are to remain at the cutting
edge, while Jim Collins reminds you through his study of great compa-
nies why it is not enough to be merely excellent, you must be the best
in your field. Richard Wiseman’s The Luck Factor presents some
intriguing new evidence to support his theory that good luck is not the
product of chance, but can be attracted to you with the adoption of
certain attitudes and personality traits. 

Personal coaching is a relatively new phenomenon that promises
dramatic increases in productivity and well-being. Covered here are
two of the seminal works in the field, Timothy Gallwey’s Inner Game
of Tennis and John Whitmore’s Coaching for Performance. There are
also two outstanding titles about work/life balance, from life planner
Cheryl Richardson and sports trainers Jim Loehr and Tony Schwartz.

When published in 1992, Chin-Ning Chu’s Thick Face, Black Heart
shook up the conventional western wisdom on how to achieve, and
should be read by any serious success scholar. Likewise, the ancient Art
of War, which despite its title is a work of philosophy, can provide the
reader with a valuable win/win mindset for accomplishing serious
goals. Both titles are a welcome alternative to the familiar diet of west-
ern success advice.

Prosperity
George S. Clason The Richest Man in Babylon
Russell H. Conwell Acres of Diamonds
Benjamin Franklin The Way to Wealth
John Paul Getty How to Be Rich
Napoleon Hill Think and Grow Rich
Robert Kiyosaki Rich Dad, Poor Dad
David S. Landes The Wealth and Poverty of Nations
Catherine Ponder The Dynamic Laws of Prosperity
Thomas J. Stanley The Millionaire Mind
Wallace D. Wattles The Science of Getting Rich

Prosperity and wealth titles have always been an important part of suc-
cess literature. Benjamin Franklin knew the power of money to moti-
vate back in 1758, when The Way to Wealth was first published in one
of his almanacs. With a strong Puritan influence, the book preached
thrift, hard work, and the idea that “time is money.” 

50 SUCCESS CLASSICS
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Far more recently, in his sweeping The Wealth and Poverty of
Nations, David Landes lists similar attributes among those nations that
have done well. Some countries, like some people, are born luckier than
others in terms of resources, but those that have built wealth through
their own devices rise to the top. John Paul Getty, for instance, was the
son of a well-off oil businessman, but as his autobiography reveals he
parlayed these merely good circumstances into a massive empire that
left an important philanthropic legacy. 

Thomas Stanley’s The Millionaire Mind is a fascinating look into the
habits and attitudes of hundreds of wealthy individuals, most of whom
are self-made. Stanley concludes that the ability to spot opportunities,
more than formal education, is a fundamental ingredient of financial
success. Robert Kiyosaki’s Rich Dad, Poor Dad points out that the dif-
ference between being rich and poor often boils down to whether
someone makes the effort to develop some financial intelligence. On
this theme, still going strong after over 70 years is George Clason’s The
Richest Man in Babylon, which has taught millions of people how to
build a fortune through “paying yourself first.”

A more spiritual approach to financial success is expressed in the
writings of Wallace Wattles and Catherine Ponder, who picture the
world as an essentially abundant place that rewards those who appreci-
ate that fact. Influenced by New Thought teachings, these authors pro-
vide a calmer, perhaps more enriching road to wealth focused on
“manifesting your good.”

In a class of its own is Napoleon Hill’s Think and Grow Rich,
arguably the greatest success manual. The product of 20 years of
research and a condensation of the monumental Law of Success, this
book was first published in Depression-era America, yet its focus on
fabulous wealth continues to inspire today’s entrepreneurs. The mix of
spiritual and practical ideas and Hill’s excited and well-honed prose
makes it an irresistible package.

Leadership
Warren Bennis On Becoming a Leader
Kenneth Blanchard & Spencer Johnson The One Minute Manager
Edward Bok The Americanization of Edward Bok
Warren Buffett (by Roger Lowenstein) Buffett
Andrew Carnegie The Autobiography of Andrew Carnegie
Michael Dell Direct from Dell

INTRODUCTION
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Henry Ford My Life and Work
Abraham Lincoln (by Donald T. Phillips) Lincoln on Leadership
Nelson Mandela Long Walk to Freedom
J. W. Marriott Jr. The Spirit to Serve
Eleanor Roosevelt (by Robin Gerber) Leadership the Eleanor Roosevelt

Way
Ernest Shackleton (by Margot Morrell & Stephanie Capparell)

Shackleton’s Way
Sam Walton Made in America
Jack Welch Jack

Leadership writing traditionally discusses particular people only in
order to illustrate a theory. While the list above does include On
Becoming a Leader, a valuable work by a major leadership theorist, it
is more interesting and perhaps more valuable to look at the lives of
actual leaders.

From the world of industry, The Autobiography of Andrew Carnegie
has become a classic of personal achievement, charting a rise from poor
Scottish boy to steel magnate to model philanthropist. Ford’s My Life and
Work is a richly enjoyable account of a comparatively late starter who
changed the world by being both a great innovator and a master of orga-
nization. Less well-known is Edward Bok’s Pulitzer prize-winning auto-
biography, which charts the remarkable progress of a Dutch immigrant
boy who became one of America’s leading editors and opinion leaders.

Leaping forward to the end of the twentieth century, Jack Welch’s
blunt yet humane account gives the reader a fly-on-the-wall insight into
life at the top of a huge corporation, while Roger Lowenstein’s bio-
graphy of Warren Buffett offers a superb insight into a man recently
put at the top of Fortune magazine’s list of the “25 most powerful peo-
ple in business.” Engrossing titles by Sam Walton, Michael Dell, and
Bill Marriott expand the list of great contemporary business leaders.

Books that focus on what we can learn from the leadership experi-
ence of well-known figures are Donald T. Phillips’ Lincoln on
Leadership, Margot Morrell and Stephanie Capparell’s Shackleton’s
Way, telling the gripping tale of the Antarctic Endurance expedition
and its lessons for life in the business world, and Robin Gerber’s analy-
sis of the inspiring leadership of Eleanor Roosevelt.

Last but far from least, a book mostly written while its author was
in prison is Long Walk to Freedom, Nelson Mandela’s often painful

50 SUCCESS CLASSICS
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story of a life diverted into a struggle to transform a whole nation—on
the way creating perhaps the most admired leader of our time.

Notes on the text
The list of classics in this selection is not definitive, but I hope it is rep-
resentative of the genre. While all of the books have been bestsellers,
the main criterion for their inclusion was their impact and renown, or
whether they filled a niche in terms of a particular subject or person.
The books on Shackleton, Lincoln, and Eleanor Roosevelt, for instance,
may not be the original classic works relating to their subject, but are
standout works of a comparatively new genre that attempts to extract
the leadership lessons from the lives of the famous. 

The leaders discussed are not specific markers for your own success—
it is generally not a good idea to compare yourself to other people—but
their stories illustrate a “way” of success that anyone can apply. 

Some readers will notice that the majority of the authors are male.
This is because most of the success gurus have been men, and men have
written the bulk of the landmark “how I did it” autobiographies. How-
ever, since women are a powerful force in the emerging personal coach-
ing field and the great majority of new businesses are being started by
women, this is likely to change. 

Two final notes:

❖ With each commentary there is a box referring you to similar works.
Most of these are found elsewhere in this book, but, because there is
significant crossover between the self-help and success fields, you
will sometimes be referred to titles that appeared in 50 Self-Help
Classics (50SHC).

❖ Most commentaries will contain separate information on each
author. The exceptions are those that have already presented facts
from the author’s life within the main body of the commentary.

So, onward to the classics. I hope you find as many usable ideas in
these works as I have. What is provided here is only a taste of the liter-
ature (the main ideas, context, and impact of each title), which sits
within a tradition of criticism and review; I have not provided book
summaries as such. Scholars of success will want to feast on the real
thing, so don’t hesitate to acquire those titles that inspire you.

50 SUCCESS CLASSICS
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1867

Ragged Dick 
“But Dick was too sensible not to know that there was something more
than money needed to win a respectable position in the world. He felt

that he was very ignorant. Of reading and writing he knew only the
rudiments, and that, with a slight acquaintance with arithmetic, was all
he did know of books. Dick knew he must study hard, and he dreaded
it. He looked upon learning as attended with greater difficulties than it

really possesses. But Dick had good pluck. He meant to learn,
nevertheless, and resolved to buy a book with his first spare earnings.”

“‘I hope, my lad,’ Mr Whitney said, ‘you will prosper and rise in the
world. You know in this free country poverty is no bar to a man’s

advancement.’”

In a nutshell

Whatever you do, you will be more successful if you do it with
honesty, fairness, and to the best of your ability.

In a similar vein
Andrew Carnegie The Autobiography of Andrew Carnegie (p. 56)

Russell H. Conwell Acres of Diamonds (p. 86)
Benjamin Franklin The Way to Wealth (p. 108)

Orison Swett Marden Pushing to the Front (p. 204)
Samuel Smiles Self-Help (50SHC)



CHAPTER 1

Horatio Alger

The New York City of the mid-nineteenth century was an awful
place for many of its inhabitants. Areas such as Five Points (the
setting for the movie Gangs of New York) were dangerous and

filthy, filled with abandoned or neglected children. Many slept outside
at night, and most wore badly fitting, ragged clothes. During the day
they hawked matches, sold newspapers, shined shoes, or picked pock-
ets in order to get money to eat. The authorities did little to alleviate
the situation, and in one celebrated incident a street urchin found
naked was represented in a court case by the Society for the
Prevention of Cruelty to Animals.

Horatio Alger, the chronicler of this world to a public who may
have preferred not to know that it existed, was not himself a New
Yorker, having been brought up in middle-class comfort in
Massachusetts with a private school education followed by Harvard
(see Rychard Fink’s Introduction to the 1962 edition).  

Though he had had some writing published, Ragged Dick, or Street
Life in New York with the Boot-Blacks was his first bestseller, setting
the template for scores of poor-boy-makes-good novels that had a
massive influence on young Americans (Groucho Marx and Ernest
Hemingway were among those said to have devoured Alger’s work).
Here we will look at the outline of the story and Alger’s significant
place in the success literature.

The story
At a time when Central Park was still “a rough tract of land” lined
with workers’ huts, there was a bootblack known as Ragged Dick.
With his mother dead and his father gone to sea, Dick spends his days
shining boots for businessmen, his evenings (if he has some spare
coins) watching cheap plays at the Old Bowery theater, and his nights
in doorways wrapped up in newspapers. If he’s flush he will stay at the
Newsboys Lodging House for 6 cents a night and buy a meal at a
café. 

13



After an unexpected windfall, Dick rents a squalid room that to him
seems impossibly luxurious. In return for tutelage, he lets another boy,
the once well-cared-for and well-read Henry Fosdick, share his room.
This two-person self-improvement society is perfect for both. Dick gets
an “edoocation” and Fosdick a place out of the cold. Though they
must live through a series of adventures, the boys find a way to
succeed. 

The tale is a page-turner, and the reader delights in Dick’s joy at
such simple things as a new suit of clothes, opening a bank account,
and eating a piece of steak. As Alger makes clear, Dick, who by the end
of the short book has become Dick Hunter Esq., is very likeable. He
has pluck and wit to balance his earnest strivings to be “spectable”
and, despite first-hand experience of the best rogues and swindlers the
city has to offer, is a perennial optimist.

Following are some of Horatio Alger’s lessons of success as learned
by the young Dick.

Make your own luck
Dick’s big break comes on a ferry crossing into Brooklyn. He sees a
child fall over the side into the water and wastes no time before jump-
ing in, somehow managing to pull the child to safety. The panicked
father, who could not swim, is amazed to have his child alive and
promises Dick any reward. Later, the man offers Dick a job in a count-
ing house at $10 a week, many times his current earnings. A great
stroke of luck? Not really, for Dick’s selflessness was the cause of this
good fortune, and his diligence in self-education every night meant that
he could be hired without the slightest whiff of charity. 

Luck happens to those who greatly increase the chances of its
occurrence. 

Whatever you do, do it to your utmost
Life seems to require that, even if we don’t like what we are doing, we
must do it to the best of our ability before we can move on to the next
thing. Ragged Dick is only a bootblack, but he uses his “profession” to
save money, meet a higher class of people, and generally better himself. 

HORATIO ALGER
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Become a reader
Dick meets the son of a wealthy man and shows him around the city
for a day. Later, the boy’s father tells Dick that “in this country poverty
is no bar to achievement” and relates his own rise from apprentice
printer to successful businessman. He notes that there was one thing he
took away from the printing office “which I value more than money.”
When Dick asks what this was, the man replies:

“A taste for reading and study. During my leisure hours I improved
myself by study, and acquired a large part of the knowledge which I
now possess. Indeed, it was one of my books that first put me on the
track of the invention, which I afterwards made. So you see, my lad,

that my studious habits paid me in money, as well as in another way.” 

Be a saver, but be generous
When Dick receives an unexpected sum of $5, he opens a bank
account. The amount that builds gives him a great source of security
and pride, as he no longer has to live hand-to-mouth. While delighted
that he is now a “capitalist,” he is quick to help a friend in need.
Fosdick, the boy with whom he shares his lodgings, wants to get an
office job instead of shining shoes, so Dick purchases a suit of proper
clothes for him. On another occasion he helps out a buddy whose
mother is ill. 

Never cheat, steal, or lie
Though temptations to do otherwise are often great, Dick has a per-
sonal code that “stealin’ is mean.” His sense of honor and fair play,
which appears naive to “sophisticated” types, finally proves to be the
source of his success. For someone who lives from day to day, his belief
in “doing right” is remarkably farsighted. The character Mr. Whitney
tells Dick: “Remember that your future position depends mainly upon
yourself, and that it will be high or low as you choose to make it.” 

Honesty, which seems “old-fashioned” to the fast crowd, is the basis
of all enduring success, since it brings with it knowledge of the self.

50 SUCCESS CLASSICS
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Don’t drink or smoke
Long before medical evidence of its harm was available, Alger was call-
ing smoking a “filthy habit” that gave no dignity to the smoker. Drink-
ing, of course, was even worse. It was the enemy of frugality because
you could blow your week’s savings in a night on the grog, and the
enemy of industry because the inevitable hangovers affected your work-
ing day. 

The temperance movement seems archaic today, but scores of lives
would be better without even a moderate intake of alcohol. To Alger it
sapped drive, pickled the independent mind, and eroded good
character. 

Final comments
Despite being rattling good yarns that really can inspire, the common
view of Horatio Alger’s books is that they are quaint historical pieces
with a simplistic message about striving and getting ahead. Yet success
can be simple if you have the basic elements of personal character and
aspiration, with some luck thrown in. 

As Rychard Fink has noted, when Ragged Dick was written Herbert
Spencer’s writings on “the survival of the fittest” had some influence in
America. Yet Alger’s idea of success included a strong element of social
responsibility or stewardship. You might make money, but ultimately it
should be put back into society, as Andrew Carnegie did by funding
public libraries. With his willingness to give to those in need, Alger
makes Dick an example of compassionate capitalism. 

Many of the villains in his books are rich boys who never had to
make any effort to improve their character. Alger’s main point is that
we should strive for success not just to get a fortune, but to gain tenac-
ity, discipline, frugality, and optimism—qualities that cannot be bought.

HORATIO ALGER
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Horatio Alger
Born in 1832 in Revere, Massachusetts, at 14 Alger was sent to board-
ing school by his father, a strict Unitarian minister, followed by entry to
Harvard University at 16. He enjoyed his time there, coming tenth in
his class of 62 and becoming proficient in Greek, Latin, French, and
Italian.

Forbidden to marry his college sweetheart, the heartbroken Alger
defied his father by stating his intention to become a writer. He agreed
to go to divinity school, but just before graduation escaped to Paris
with some friends and enjoyed its liberal atmosphere. Back in America
he was ordained and became a church minister in Massachusetts, but
left for New York at the suggestion of William T. Adams, editor of
Student and Schoolmate. The weekly installments of Ragged Dick in
this children’s monthly were wildly popular, and a hardback version
became a bestseller. Alger was the toast of New York and sat on various
boards and committees for improving the lot of street children. He
lived for a number of years at the Newsboys Lodging House, and died
in 1899.

Alger’s other books (over 100) include Strive and Succeed, Struggling
Upward, Bound to Rise, and From Canal Boy to President, about the
life of assassinated President James Garfield.
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1989

On Becoming a
Leader

“Leaders have no interest in proving themselves, but an abiding interest
in expressing themselves.”

“What is true for leaders is, for better or worse, true for each of us.
Only when we know what we’re made of and what we want to make
of it can we begin our lives—and we must do it despite an unwitting

conspiracy of people and events against us.”
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In a nutshell

True leadership arises in the full expression of a person’s unique
potential.

In a similar vein
Abraham Lincoln (by Donald T. Phillips) Lincoln on Leadership

(p. 186)
Eleanor Roosevelt (by Robin Gerber) Leadership the Eleanor

Roosevelt Way (p. 234)
Ernest Shackleton (by Margot Morrell & Stephanie Capparell)

Shackleton’s Way (p. 252)



CHAPTER 2

Warren Bennis

Bennis is a major figure in the academic study of leadership, but
has also popularized the subject through bestsellers. In 1985 he
co-authored Leaders, based on observation and interviews with

90 of America’s leaders, ranging from astronaut Neil Armstrong to
McDonald’s founder Ray Kroc. The book’s conclusion was that leader-
ship is more crucial than we know, yet can be learned by anyone.

While Leaders is a business classic that analyzes the nature of
leadership, On Becoming a Leader is more personal, asking how you
can make leadership a habit of existence while around you the world
becomes a blur of change. The second book is the product of more in-
depth dialog with a smaller number of people, 28 in all, including film
director Sydney Pollack, feminist author Betty Friedan, and musician
and A&M Records founder Herb Alpert.

What is a leader?
On Becoming a Leader provides many fine insights. Perhaps the key
one, and the theme of the book, is this: True leaders are not interested
in proving themselves, they want above all to be able to express them-
selves fully. Proving oneself implies a limited or static view of the self,
whereas leaders, by continually seeking their fullest expression, must be
willing to engage in periodic reinvention. For Bennis’s leaders, life is
not a competition but a flowering. Structured education and society
often get in the way of leadership: “What we need to know gets lost in
what we are told we should know.” Real learning is the process of
remembering what is important to you, and becoming a leader is there-
fore the act of becoming more and more your true self.

Leadership is an engagement with life itself, because it demands that
your unique vision be accomplished, and that usually involves a whole
life. When people protest that they can’t lead, or don’t want to lead,
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they are usually thinking of management and giving speeches. But
leadership is as varied as people, and the main question is not whether
you will be burdened, but how you are challenged to escape mediocrity
and conformity and really lead yourself.

According to Bennis, becoming a leader involves:

❖ Continuous learning and never-dying curiosity.
❖ A compelling vision: leaders first define their reality (what they

believe is possible), then set about “managing their dream.”
❖ Developing the ability to communicate that vision and inspire others

to follow it.
❖ Tolerating uncertainty and taking on risk: a degree of daring.
❖ Personal integrity: self-knowledge, candor, maturity, welcoming

criticism.
❖ Being a one-off, an original: “Leaders learn from others, but are not

made by others.”
❖ Reinvention: to create new things sometimes involves recreating

yourself. You may be influenced by your genes and environment, but
leaders take all their influences and create something unique.

❖ Taking time off to think and reflect, which brings answers and pro-
duces resolutions.

❖ Passion for the promises of life: a belief in the best, for yourself and
others.

❖ Seeing success in small, everyday increments and joys, not waiting
years for the Big Success to arrive.

❖ Using the context of your life, rather than surrendering to it.

What does the last point mean? Bennis believes that late twentieth-
century business life was mostly about managing rather than leading,
with people and organizations focusing on small matters and short-
term results. His message is: Stop being a product of your context, of
your particular place and time. 

You can see your context as the backdrop for your particular genius
to develop, or you can let it enslave your mind. In many ways the path
of a “driven” person is an easy one, since it does not require much
thought. The leader’s path is consciously taken, may be more challeng-
ing, but involves infinitely greater potential and satisfaction, not to
mention better health. To lead, you have to make a declaration of inde-
pendence against the estimation of others, the culture, the age. You

WARREN BENNIS
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have to decide to live in the world, but outside existing conceptions of
it. Leaders do not merely do well by the terms of their culture, they
create new contexts, new things, new ways of doing and being.

Some examples
Personal integrity, a compelling vision, and the ability to enjoy risk and
uncertainty define leadership. Bennis uses the example of television
writer/producer Norman Lear, who revolutionized US television by
making shows such as All in the Family and Cagney and Lacey. For the
first time, TV shows reflected real American people rather than cow-
boys, private eyes, and caricatured families. Lear saw a world that was
waiting to be expressed, and expressed it. Not only did his shows break
the mold, they were successful year after year. 

In his assessment of American presidents, Bennis sees Johnson,
Nixon, and Carter as driven men who projected their personal histories
on to the country they ruled. Roosevelt, Truman, Eisenhower, and
Kennedy, on the other hand, had the gift of personal reinvention and
lived in the present to reshape the United States’ future. Lincoln was
perhaps the greatest president because he focused on what at the time
seemed only remote possibilities: ending slavery and preserving the
Union. His fits of deep personal depression were nothing put next to
those mighty causes.

A world of leaders
Bennis’s conviction is that we are in dire need of leaders. He wrote On
Becoming a Leader when American economic leadership was being
seriously challenged—we forget now, but in the late 1980s it did seem
for a while that Japan was surpassing the US in production, wealth,
and innovation. 

Maybe the United States listened to Bennis and other leadership
theorists, for the American economic resurgence was characterized by
obsession with innovation and quality, and the realization that firms get
ahead by helping their employees reach their full potential. It took
someone of the stature of Bennis to highlight the link between self-
knowledge and business success, but this is now becoming accepted.
The new type of leader is not satisfied with doing a job or running a
company, but is compelled to find an outlet for their personal vision of
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the world. Now, the only way many companies can attract and keep
the best people is by offering them more than merely money or pres-
tige—they offer them the chance to make history. Consider, for
instance, the motto of internet retailer Amazon.com: “Work hard, play
hard, change the world.”

Final comments
Bennis has probably done as much as anyone to shatter the myth of
leaders as heroes, born not made. Above all, leadership is a choice and
involves leading ourselves first. 

We live in a democracy of leadership, in which everyone can lead in
some way. As more people understand what leadership means and are
taught to achieve their potential, it might be expected that competition
will increase to ridiculous levels. However, competition is the result of
everyone striving to win at the same thing, whereas personal visions are
unique. To become a leader is to claim the power and assurance that
come from being a one-off.

This commentary is based on the original edition of On Becoming a
Leader. There is a new, updated and expanded edition that you may
prefer to acquire.

WARREN BENNIS
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Warren Bennis
At 19, Bennis was the youngest infantry commander among the Allies
to fight in Europe in the Second World War. Back in the United States
at Antioch College, he found a mentor in Douglas McGregor, the
ground-breaking management theorist, and was also influenced by
Abraham Maslow. After studying group dynamics, he wrote about new
organizational forms and coined the term “adhocracies” as the opposite
of bureaucracies. He gained his PhD at Massachusetts Institute of
Technology (MIT).

Bennis was president of the University of Cincinnati and executive
vice-president at the State University of New York, and has been on the
faculty of MIT’s Sloan School of Management, Harvard and Boston
Universities, INSEAD, and the Indian Institute of Management in
Calcutta. His other books include Organizing Genius (1997), Co-
Leaders: The Power of Great Partnerships (1999), and the auto-
biographical An Invented Life (1993), and most recently Geeks and
Geezers: How Era, Values, and Defining Moments Shape Leaders
(2002) with Robert J. Thomas. On Becoming a Leader has been pub-
lished in 13 languages.

Bennis is founder and Distinguished Professor of the Leadership
Institute, Marshall School of Business, at the University of Southern
California in Los Angeles.
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1947

How I Raised Myself
from Failure to

Success in Selling 
“I hope you will overlook and forgive me for using the personal pronoun
‘I.’ If there is anything in this book that sounds as though I am bragging
about myself, I didn’t intend it that way. Whatever bragging I’ve done
was meant for what these ideas did for me, and what they will do for

anyone who will apply them.”
“Talk about walking a mile to get a cigarette—when I started out to
sell, I would gladly have walked from Chicago to New York to get a

copy of this book, if it had been available.” Dale Carnegie
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In a nutshell

Every successful person knows how to sell what they offer.
Enthusiasm and organization are the basic elements in selling.

In a similar vein
Dale Carnegie How to Win Friends and Influence People (50SHC)

Benjamin Franklin Autobiography (50SHC)
Les Giblin How to Have Confidence and Power in Dealing with

People (p. 126)
Tom Hopkins The Official Guide to Success (p. 156)



CHAPTER 3

Frank Bettger

Frank Bettger had once been something of a baseball star, playing
for the St. Louis Cardinals. An injury to his arm ended his sporting
career, and with no particular skills he wound up cycling the

streets of his home town, Philadelphia, collecting installments for a fur-
niture company. 

After two miserable years at this he tried his hand at selling life
insurance and fared even worse, deciding that he was “never cut out to
be a salesman.” How I Raised Myself from Failure to Success in Selling
is the account of what he learned to enable his transformation from
struggler to the star of his firm. Though ostensibly about how to sell,
it is in fact a classic personal success guide; though giving amusing
insights into the life of an insurance agent in the 1930s and 1940s, it is
in many ways quite timeless.

Confidence through speaking well
To overcome a desperate fear that clearly held him back from making
sales, at the age of 29 Bettger inquired at his local YMCA whether there
were any kind of speaking courses. Told that one was being taught at
that very moment, he was introduced to the course leader, Dale Carnegie. 

So began a long friendship with the author of How to Win Friends
and Influence People. Bettger learned how to rid himself of the terror of
saying a few words in front of an audience, and in time his problem
became how to stop talking. Later, Carnegie would invite the young
salesman to join him on a speaking tour across America. 

Bettger had discovered the paradox that the best way of developing
self-confidence quickly is through speaking to groups: once you have
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done it a few times, approaching someone important does not seem so
horrifying, and thus you are able to enlarge your circle of contacts. As
Bettger puts it, speaking publicly “gets you out of your shell.” The abil-
ity to speak in front of other people heightens your general level of
courage and is a cornerstone of a successful life. Do you know any
achievers who are too frightened to speak in public?

The greatest selling secret
Bettger became so successful that he could have retired at age 40. What
was it that vaulted him to the top rank of sales professionals? It may
seem obvious, but if you don’t have it you get nowhere: enthusiasm. 

Once dropped from a baseball team for being too laid-back, Bettger
decided he would prove a point to his former coach by doubling his
level of enthusiasm in his new team. It worked so well that newspaper
reporters nicknamed him “Pep” Bettger and he became the top player
in the team, his income increasing by 700 percent. Later, when he
wasn’t doing well in insurance, he decided to apply the same level of
enthusiasm to his work, again witnessing an astonishing difference in
results. 

The conventional wisdom is that you get enthusiastic when you
achieve success at something—the feeling comes after the act. But
Bettger discovered the truth of Harvard philosopher William James’s
observation that the act can create the feeling; that is, you can become
excited about something simply by acting excited about it. Later in his
book, Bettger presages today’s cognitive science by suggesting that the
practice of regular smiling creates a feeling of happiness and goodwill.
Test this out for yourself, and remember that enthusiasm alone can
transform your life and your earnings.

Getting organized
True to the maxim that success comes to those who simply show up,
Bettger made a commitment to making at least four or five sales calls a
day. In addition, he kept records of all his sales appointments. 

With this disciplined approach he was able to review the results as a
whole, working out the average amount of dollars that he made for
each call, whether or not he sold a policy. Dedication to doing the leg-
work made his task of earning commissions seem much easier. 

FRANK BETTGER
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Another important factor in Bettger’s success was that every
Saturday morning he sat down and planned the week ahead. This not
only made him more relaxed when he went into work on Monday
morning, because he had thought about the people he was going to see,
it also made the job more interesting. He notes that the famous effec-
tiveness of the International Business Machines (IBM) sales force was
due to their use of weekly planning sheets so that every hour of every
day was accounted for. He concludes: 

“Selling is the easiest job in the world if you work it hard—but the
hardest job in the world if you try to work it easy.”

Success may look fully formed when we behold it with the perspective
of years, but those who have achieved it know that it arrived because
they made every hour and every moment productive. We are often so
fearful of whether or not we can achieve something that we cannot see
that if it is broken down into smaller, daily steps it becomes much
easier. 

Organization and discipline are more important to success than are
great amounts of energy. Bettger mentions one of the bestselling
authors of his day, Mary Roberts Rinehart, who started writing novels
late at night in response to family debt and the need to care for three
children and a sick mother. When he met her, Bettger asked Mrs.
Rinehart if the punishing schedule had worn her down. She replied,
“On the contrary, my life took on a new zest.” The unlikely fact that
doing more gives you greater energy to achieve more is a timeless suc-
cess secret.

Great ideas
Bettger’s book is a compendium of everything he learned as a salesman.
In its 35 chapters there are hundreds of great ideas. Here is a sample:

❖ The best salespeople do not “sell”—they find out what the other
person wants, then help them find the best way to get it.

❖ When trying to sell something, talk mostly in terms of “you” and
“your.” This lets the other person know you are thinking mainly of
their interests.

❖ Forget witty conversation—be a good listener instead.
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❖ Invest in increasing your knowledge of your own industry. You can’t
afford not to.

❖ In contacts with clients, praise your competitors. It shows clients
you are even-handed and won’t hide anything from them.

❖ Use “witnesses” (i.e., satisfied clients) to sell your product to new
clients. Then you can say, “Don’t listen to me, listen to them.”

❖ Use a magic question to keep yourself in the presence of a potential
client. Ask them: “How did you happen to get into this business,
Mr/s…?” The history of a person’s career is always of the highest
interest to them.

❖ Prepare for an audience of one as you would an audience of a
hundred; i.e., prepare properly for every meeting.

❖ Be like Abraham Lincoln with his famous two-minute Gettysburg
Address, and remember that the book of Genesis is only 442 words
long—become a “master of brevity.”

❖ When you greet someone, say their name.
❖ For 30 days, smile frequently and watch it transform your life.
❖ Don’t ever engage another person in argument. Instead, ask ques-

tions whose answers are likely to bring them round to your
viewpoint.

Final comments
To succeed as a salesperson, you require a level of self-discipline, deter-
mination, and courage that will serve you well in any other field.
Though not the most respected of professions, sales has been the path
out of mediocrity for many who had a truncated education. In Bettger’s
case, the psychological hurdles he had to overcome freed him from a
sense of limitation. 

Before you disregard this book, thinking “I am not a salesperson
and have no interest in sales,” perhaps you should widen your defini-
tion of selling. We all have to persuade others to buy into our ideas or
agree to our suggestions, and you can do this with much greater effec-
tiveness if you are willing to study a few easy techniques. Bettger’s
work is a great place to start.
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Frank Bettger
Bettger was born in 1888 and grew up in Philadelphia. His father died
without any life insurance, leaving Mrs. Bettger to cope with five small
children, three of whom died in epidemics. Bettger’s hero was another
native of the city, Benjamin Franklin.

Bettger was persuaded to write How I Raised Myself from Failure to
Success in Selling by Dale Carnegie, who had earlier invited him to join
a speaking tour of the United States to Junior Chambers of Commerce.
Bettger’s other bestseller was How I Multiplied My Income and
Happiness in Selling. He died in 1981.
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1981

The One Minute
Manager

“Everyone who worked with him felt secure. No one felt manipulated
or threatened because everyone knew right from the start what he was

doing and why.”
“As he sat at his desk thinking, the new One Minute Manager realized

what a fortunate individual he was. He had given himself the gift of getting
greater results in less time.”

In a nutshell

Clarity about goals saves a huge amount of energy that can be deployed
productively in other areas.

In a similar vein
Warren Buffett (by Roger Lowenstein) Buffett (p. 48)

Ernest Shackleton (by Margot Morrell & Stephanie Capparell)
Shackleton’s Way (p. 252)
Jack Welch Jack (p. 288)



CHAPTER 4

Kenneth Blanchard &
Spencer Johnson

Ayoung man searches all over the world for an example of a great
manager. He wants to work for one and learn how to become

one. But most of the workplaces he has seen do not provide any great
inspiration. He meets hard-nosed managers who get things done but
whom the staff do not much like, and pleasant managers who love
their staff but do not pay enough attention to the bottom line. 

Could there exist a manager who combines the best qualities of
each? The young man hears about someone who seems to fit the bill,
ironically in a nearby town. To his surprise, this manager agrees to see
him right away and talk about how he manages his people. So begins
the allegory of the one minute manager.

You are to be forgiven for being wary of a method of managing peo-
ple that purports to take only one minute. Can it really work? Sales fig-
ures for The One Minute Manager suggest that: 

❖ managers dream of spending less time on staff motivation and prob-
lems, and will grasp at anything that suggests a way out; or 

❖ there must actually be something to this style of management.

The way of the one minute manager
There are three secrets of or elements to one minute management:

❖ Agree on goals (no more than half a dozen) with staff members.
Make sure that each goal is written on a separate piece of paper.
This is “one minute goal setting.” From this point on staff know
exactly what is expected of them and will rarely come to the boss
with problems—they know they are hired to solve them.

❖ Staff should reread the goals frequently as a means of ensuring that
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performance matches expectations. They should also provide
detailed records of progress for the managers. This is not so that the
manager can breathe down their neck, but so that he or she can
“catch them doing something right.” This allows for “one minute
praisings,” which provide immediate and specific positive feedback
on actions undertaken. 

❖ If a person has the skills to do something right and it is not done
right, the manager will provide a “one minute reprimand.” This
stern rebuke is of the action or behavior, not the person, and the
manager will express consternation that it is not up to the staff
member’s usual high standards. After the reprimand, the manager
reminds the person how much they are valued. 

The second part of the story attempts to explain why one minute man-
agement works. 

One minute goal setting works because “the number one motivator
of people is feedback on results.” We like to know how we are doing,
and if we are doing well we feel good. The one minute manager has a
plaque on the wall reading: “Take a minute—Look at your goals—
Look at your performance—See if your behavior matches your goals.”
Simple but effective.

One minute praisings are also effective for motivational reasons. It is
rare to find someone who knows how to do everything well from day
one; you have to put some effort into training. “So the key to training
someone to do a new task is, in the beginning, to catch them doing
something approximately right until they can eventually learn to do it
exactly right.” Discipline doesn’t work with people who are not secure
in what they are doing, only encouragement does. Praise gets them
moving in the right direction. Though it need take up very little time,
praise is the fuel that can drive a whole enterprise.

One minute reprimands work because they are the fairest form of
feedback for correcting below-par performance. Since goals have been
set and expectations are so transparent, the person will usually see
when the reprimand is fair. The manager is respected because he or she
has “spoken the simple truth.” As the reprimand is quick and focused
on specific action (not the person themselves), there is less bad feeling;
when the encounter is over it always ends on a good note and can be
soon forgotten or even made light of. 

KENNETH BLANCHARD & SPENCER JOHNSON
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Managing to lead
The very simplicity of one minute management will deem it suspect in
some people’s eyes, yet it is little more than the application of efficiency
to workplace interpersonal relations. The philosophy of “taking very
little time to get big results” comes from a nuts-and-bolts appreciation
of human nature. 

The story’s one minute manager admits that management cannot
always be performed in a minute. It is more a symbol of the idea that
managing people can be much less complicated than we think. There’s
no need for endless sessions to discuss objectives and problems. Some
time needs to be invested in establishing goals, but after that the con-
tact between boss and subordinate can be minimal. 

Consider some successful examples of this way of managing people.
Investor Warren Buffett (see p. 48) employs business managers whose
small number of objectives are so clear that he rarely needs to meet
with them. They get on with the job and send him periodic reports.
Antarctic explorer Sir Ernest Shackleton (see p. 252) was so respected
by his crew members because they knew exactly what was expected of
them; if they were reprimanded for anything, there was always a clear
and rational reason. More recently, GE boss Jack Welch (see p. 288)
explained his management style as “kicks and hugs,” which were
meted out or given only according to strictly outlined, previously
mapped-out goals. This did not create a climate of fear—if people did
not measure up they could blame no one but themselves.

One further thought: The ideas in The One Minute Manager are not
merely for the work environment, they can apply to many areas of per-
sonal relations. To be “tough and nice,” for instance, should be the
goal of any parent.

Final comments
After decades of weighty tomes on management science and organiza-
tional behavior, The One Minute Manager came as a breath of fresh air
for managers. It may seem simplistic, but it was firmly based on the lat-
est findings in behavioral psychology. Blanchard and Johnson’s genius
was to dress up this knowledge in the more attractive form of a story.

With today’s flatter organizational structures and emphasis on work-
ing in teams, it could be argued that the book is less relevant. It seems
to express an older, hierarchical and sexist model of the workplace,

50 SUCCESS CLASSICS

33



“the boss and his subordinates.” What is more, today we enjoy making
the distinction between mere managers and leaders—while the latter
inspires, the former simply manages. 

Yet true leaders, as the examples above suggest, will find it difficult
to get anywhere without some basic people management skills. They
will seek to create relaxed workplaces in which people have all the time
they need to pursue important goals. This sense of relaxed purpose
arises because everyone knows exactly what their role is; there exist
both transparency and clarity of purpose.

KENNETH BLANCHARD & SPENCER JOHNSON
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Kenneth Blanchard & Spencer Johnson
Blanchard has a BA from Cornell University in Government and
Philosophy, an MA from Colgate University in Sociology and
Counseling, and a PhD in Administration and Management. He is the
author of a widely used academic text, Management of Organizational
Behavior: Utilizing Human Resources, and is currently professor of
leadership and organizational behavior at the University of
Massachusetts, Amherst. He also runs his own corporate training and
development company.

Johnson’s biography is on page 171.
Over 750,000 copies of The One Minute Manager are in print. Its

success has spawned spinoff titles including Leadership and the One
Minute Manager, The One Minute Sales Person, and Putting the One
Minute Manager to Work.
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1921

The Americanization
of Edward Bok

“Eventually, then, Bok learned that the path that led to success was
wide open: the competition was negligible. There was no jostling. In
fact, travel on it was just a trifle lonely. One’s fellow-travelers were
excellent company, but they were few! It was one of Edward Bok’s

greatest surprises, but it was also one of his greatest stimulants. To go
where others could not go, or were loath to go, where at least they

were not, had a twang that savored of the freshest kind of adventure.”

36

In a nutshell

Work for your own success, but ensure that your achievements lift up
the wider community.

In a similar vein
Horatio Alger Ragged Dick (p. 12)

Andrew Carnegie The Autobiography of Andrew Carnegie (p. 56)
Orison Swett Marden Pushing to the Front (p. 204)

David J. Schwartz The Magic of Thinking Big (p. 240)



CHAPTER 5

Edward Bok

Edward Bok was six years old when, in 1870, his family arrived in
New York. They had been reasonably well off in the Netherlands
but had lost money in bad investments, and now sought a new

start. Their story is typical of the millions who came to America at this
time, and the fact that one of their two sons rose to some prominence is
not particularly remarkable. What is more unusual is that the young
Bok, despite being thrown into school without a word of English, came
to be one of the opinion leaders of his day and a master of the language. 

The Americanization of Edward Bok: The Autobiography of a
Dutch Boy Fifty Years After won the Pulitzer Prize for autobiography.
It is not the standard “how I made it” narration, but a reflection on the
migrant experience and to what extent the new country shapes a per-
son. It is a success classic because, writing in the third person, the
author objectively attempts to identify what enabled him to become an
achiever. As with many migrants, he found that necessity was a great
motivator. If you have read your fill of the lives of the great industrial-
ists, you may find Bok’s account of his rise in the world of words
refreshing.

Making a mark
Mr. and Mrs. Bok did not adjust easily to their adopted country. Having
previously had servants, Bok’s mother could not cope with the burdens
of running a household on a limited budget, and for a time his father
was unable to find good work. To earn money for the family, Edward’s
first sign of entrepreneurial zeal was selling water and lemonade to peo-
ple in Brooklyn’s streetcars, and he later began cleaning the windows of
a bakery and serving behind the counter for 50 cents a week. 

He began his journalistic career by going to parties and writing
accounts of them to sell to newspapers. At 13, Bok left school for a job
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as an office boy at the Western Union Telegraph Company, where his
father had obtained work as a translator. Concerned at his lack of edu-
cation and eager to emulate the successful men of the day, he saved up
for a biographical encyclopedia. This purchase became the basis of a
letter-writing campaign to gain the autographs of famous people.
Amazingly, he received correspondence from many of the powerbrokers
of his time, including Presidents Garfield and Hayes, and Generals
Ulysses S. Grant and William Sherman. The letters became celebrated
in the newspapers and consequently Bok met some of his correspon-
dents, including Hayes, Grant, and Mrs. Abraham Lincoln. He also
extended his autograph collecting to literary America, and in time met
and struck up friendships with Oliver Wendell Holmes and Henry
Longfellow. 

This wealth of biographical information found an outlet when Bok
noticed that the picture cards of famous people that came with packets
of cigarettes were blank on the flip side. He contacted the maker and
proposed providing information on the life of each person on the rear
of the card. The maker agreed, and Bok co-opted journalists to help
him write hundreds of potted biographies. The little business, more
importantly, allowed him to develop his editorial skills.

Toward success
When Bok was 18 his father died, and to make extra money to support
his mother he began producing theater programs and selling the adver-
tising for them. His first chance at editing came with the production of
the society organ The Brooklyn Magazine, which grew into a signifi-
cant success. 

By day he was still working at Western Union, which had been
taken over by the famous financier Jay Gould. As part of his self-
education Bok had learned stenography, and began taking down
Gould’s correspondence. He also began playing the stock market by
following Gould’s moves. Though he did well this was not Bok’s calling
and, resisting the advice of the great man, he left to pursue his dream
of a career in publishing, with the publisher Henry Holt.

In his spare time, Bok saw an opportunity to create a syndicated
press to sell weekly columns to newspapers across the country. The first
columnist was the esteemed preacher and writer Henry Ward Beecher,
who became a great mentor and friend. Then Bok expanded his busi-
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ness to create a “Woman’s Page,” syndicated to many newspapers. Bok
also wrote a weekly “literary letter from New York,” sold to 30
newspapers.

In his day job, Bok had now started working at the publisher
Scribners’ Sons, selling advertising in Scribner’s Magazine and meeting
the likes of Robert Louis Stevenson and Andrew Carnegie.

Whatever it takes
In a chapter titled “The Chances for Success,” Bok addresses the con-
ventional wisdom that the business world is a thrusting jungle, where
everyone jostles for advantage and favoritism is rife. To his surprise he
found that merit was the basis of getting ahead, and that instead of
competition, hard work and determination won the day.

Most of the young men he had worked with could only complain
about how little they were getting paid for the little work they did.
Come five o’clock, it never ceased to amaze him how crowded were the
elevators in his building! His own philosophy was that if he was given
a piece of work to do, he would finish it that day even if it meant stay-
ing late.

In a society driven by merit, he was confounded by how little merit
there was: 

“He looked at the top, and instead of finding it overcrowded, he was
surprised at the few who had reached there; the top fairly begged for

more to climb its heights.” 

Because he had adopted the philosophy that a person “got in this
world about what he worked for,” he had achieved more by the age of
25 than many do in a whole career.

The work of a lifetime
In 1889, against the advice of his Scribners colleagues and his
mother, Bok took up the position of editor of the Ladies’ Home
Journal, a magazine with a circulation of around 440,000. He
accepted the job not because he knew anything about women, but
because he could see massive potential in women’s readership and
publications. 
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Bok wanted a more informal, uplifting feel to the magazine com-
bined with high-quality articles. Given interesting new departments,
hundreds of thousands of letters flooded into the magazine. Most were
replied to if not printed, because Bok saw the enterprise not simply as a
journal but as a “great clearing-house of information.” This attention
to the reader made subscribers incredibly loyal, and before too long cir-
culation had doubled. After the new sections were in place, Bok raised
the tone to include serialization of the novels of some of the finest writ-
ers of the day, such as Rudyard Kipling, and nonfiction by the likes of
Jane Addams and Helen Keller. Totally new for a women’s magazine
was the inclusion of writing by US presidents, first Benjamin Harrison
and later Bok’s friend Theodore Roosevelt. 

Why was the magazine so successful? Bok suggests that, in addition
to catering to popular appeal with the usual sections on fashion and so
on, he aimed, as he put it, “constantly to widen its scope and gradually
lift its standard.” He did not simply “give the people what they
wanted”—the conventional recipe for commercial success—but tried to
lead them to a slightly higher plane: 

“The American public always wants something a little better than it asks
for, and the successful man, in catering to it, is he who follows this

golden rule.” 

In the longer term this created greater satisfaction and loyalty.
Bok used the Ladies’ Home Journal not merely to improve the

minds of its readers but also their living environments. Appalled at the
low standard of houses for those who could not afford architects, he
partnered with an architect to print ready-made home designs that
could be used by builders. This was a great success, and the esteemed
architect Stanford White stated that Edward Bok, an editor, had “more
completely influenced American domestic architecture for the better
than any man in his generation.” Bok went further by printing color
pictures of model house interiors to inspire the home decorator, and
included in the magazine handsome prints of famous paintings that
were put up in millions of homes. At about this time the Journal started
selling a million copies an issue, a milestone for magazine publishing.

Bok also had the magazine raise public awareness of the growth of
billboard advertising, cruelty to birds killed for their feathers, and the
drying-up of Niagara Falls for the sake of power companies. He and
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owner Cyrus Curtis refused advertising from patent medicine manufac-
turers because there was no scientific basis for their concoctions, which
helped build the case for US food and drug legislation. After editorials
calling for greater sex education to prevent venereal disease 75,000
readers cancelled their subscriptions, but Curtis and Bok, believing it
was the right thing to do, persevered. 

After doing what he could to help the American war effort, Bok
retired as editor of the Journal, 30 years after he had begun. On his
departure it was selling two million copies an issue, “the most valuable
piece of magazine property in the world.” It had become a national
institution.

In his retirement Bok wrote more books and became a philan-
thropist, his endowments including the $100,000 American Peace
Award; the Harvard Advertising Awards; the Philadelphia Commission;
and a chair in literature at Princeton University. The Ladies’ Home
Journal is still sold today.

Final comments
A Dutch immigrant with little education who came to influence a gen-
eration through the most prosaic of vehicles, a women’s magazine,
Bok’s is a classic story of migrant success. The closest modern compari-
son for his achievements would be Oprah Winfrey, who at a time when
daytime television was going further downmarket decided to promote
books and reading. Like Bok, Winfrey did not give people what they
wanted, but instead something a little higher. Such people do not just
sell products, they are respected and loved. 

Bok’s early retirement (he was only 56) surprised everybody, but he
was determined not to go to the grave working. He felt that this was the
fate of too many American men, and he admitted that he remained
“European” in putting quality of life first. While he considered that the
greatest thing about his adopted country was its idealism, its failing was
favoring quantity over quality. While one part of him always kept an eye
on success through numbers, knowledge and art were what inspired him.

Bok’s grandmother had given him the simple advice to “make the
world a better and more beautiful place because you have been in it.”
With his emphasis on increasing the American people’s store of know-
ledge and culture, Edward Bok certainly met his grandmother’s mea-
sure of success.
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1948

The Magic of
Believing

“Gradually I discovered that there is a golden thread that runs through
all the teachings and makes them work for those who sincerely accept

and apply them, and that thread can be named in a single word—
belief. It is this same element or factor, belief, which causes people to

be cured by mental healing, enables others to climb the ladder of
success, and gets phenomenal results for all those who accept it.”

“Undoubtedly, we become what we envisage.”
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In a nutshell

Every great thing starts with a thought and is powered into
realization by a belief.

In a similar vein
James Allen As a Man Thinketh (50SHC)

Joseph Murphy The Power of Your Subconscious Mind (50SHC)
Florence Scovel Shinn The Secret Door to Success (p. 246)

David J. Schwartz The Magic of Thinking Big (p. 240)
Wallace D. Wattles The Science of Getting Rich (p. 282)



CHAPTER 6

Claude M. Bristol

Claude Bristol was a hard-headed journalist for several years,
including stints as a police reporter and as church editor of a
large city newspaper. In this post he met people from every

denomination and sect, and later read hundreds of books on psycho-
logy, religion, science, metaphysics, and ancient magic. Gradually,
Bristol began to see the “golden thread” that runs through all religions
and esoteric teachings: that belief itself has amazing powers. 

Having spent years thinking about the power of thought, he had
assumed that others knew something about it too. He was wrong.
Strangely, he found that most people go through life without realizing
the effect that strong belief can have on reaching their goals: they leave
their desires vague and so they get vague outcomes. 

When Bristol was a soldier in the First World War, there was a
period in which he had no pay and couldn’t even afford cigarettes. He
made up his mind that when he got back to civilian life he would have
a lot of money. In his mind this was a decision, not a wish. Barely a
day had passed after his arrival back home when he was contacted by a
banker who had seen a story about him in the local newspaper. He was
offered a job, and though he started on a small salary, he constantly
kept before him “a mental picture of wealth.” In quiet moments or
while on the telephone, he doodled dollar signs on bits of paper that
crossed his desk. This definiteness of belief, he suggests, more than any-
thing else paved the way for a highly successful career in investment
banking and business.

Bristol had learned the truth of philosopher William James’s state-
ment, “Belief creates its verification in fact.” Just as fearful thoughts set
you up to experience the situation you can’t stop thinking about (the
biblical Job said, “What I feared most had come upon me”), optimistic
thoughts and expecting the best inevitably form favorable
circumstances. 
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Belief and destiny
Napoleon Bonaparte was given a star sapphire when he was a boy,
accompanied by the prophecy that it would bring him good fortune
and make him Emperor of France. Napoleon accepted this as fact, and
therefore to him at least his rise was inevitable. 

Bristol tells the intriguing story of Opal Whiteley, the daughter of an
Oregon logger, who believed herself to be the daughter of Henri
d’Orleans, a Bourbon with a claim to be King of France. There was a
diary purportedly written by her describing her royal parents, although
most believed it to be a hoax. Nevertheless, when Opal was in her
twenties she was spotted in India, being pulled along regally in a car-
riage belonging to the Maharaja of Udaipur; it turned out that she was
living in the royal household. An Oregon newspaper man who had
known Opal in her childhood remarked: “It was uncanny, almost
supernatural, the manner in which circumstances suited themselves to
her plans.”

This brings us to The Magic of Believing’s strongest message: that
virtually anything can be yours, and you can be anything, if you are
able to develop a “knowing” about it that you don’t ever need to ques-
tion. Bristol says of Napoleon and Alexander the Great, “They became
supermen because they had supernormal beliefs.” Your belief about
yourself and your place in the world is arguably the main determinant
of success. 

The subconscious servant
If you can understand the relationship between the conscious and the
subconscious mind, Bristol says, you will get to the core of belief
power. The subconscious continually works to express our deepest
beliefs and desires. It is a faithful servant that renews, guides, and
inspires, but to get the most from it requires great respect for and faith
in what it can do. Because the subconscious operates in terms of
imagery, it is vital that we feed it mental pictures of what we desire. It
can then go to work in living up to the image placed before it, by giv-
ing us intuitions about what to do, where to go, who to meet. 

Somehow the subconscious is connected to all other parts of our
mind, and through the law of radiation and attraction it can attract
events and people to us that will assist in making our dreams reality.
However, it will only find ways to make the image real if that image is
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clear and convincing; hence the importance of the mental pictures of
success that we feed it. The force of belief cannot really work in our
favor until the belief becomes literally part of us, settled in the sub-
conscious mind as a fact. 

Projecting thought and belief
Bristol notes that all the great electrical scientists—Edison, Steinmetz,
Tesla, Marconi—were interested in telepathy. It was not ridiculous to
them that thoughts could move through the air, that thoughts alone
could affect events if, like a good radio signal, they were strong and
clear. 

Bristol borrows from New Thought principles to suggest that there
is intelligence in everything that exists in the universe and that we are
all linked by a kind of universal mind. Jung had a similar idea with his
“collective unconscious.” The force of your belief represents a trans-
mitter to the universe that enters the minds of other people and even
inanimate objects. The more powerful your broadcast, the more likely
that the world will pick it up and react accordingly. It was not impossi-
ble, said astronomer Sir Arthur Eddington, that the physical laws of the
universe could be made subject to human thought, and modern quan-
tum physics does not rule it out either. 

Bristol’s explanation is that a person with a strong belief will exist at
a certain vibration that seeks its like in the form of matter. Thus he
reaches the startling conclusion that we do not achieve deeply felt goals
by action alone, but are helped along depending on the quality and
intensity of our belief that they will be achieved.

The power of suggestion
Charms, talismans, and good-luck pieces of any kind do not on their
own bring good fortune, Bristol comments, it is the belief in their effi-
cacy that is powerful. Why do people chant, repeat affirmations, bang
drums, or count beads? Repetition is another way to implant a sugges-
tion in our minds, the “white magic” that enables us to turn a wish
into an expectation. By ritualizing it, by giving it structure, the idea
changes from being a mere wish to being imminent reality. We give
thanks for what is or is about to be. The “terrific force of thought repe-
tition,” Bristol says, first overcomes reason by acting on our emotions
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and then penetrates into the subconscious, where it is only a matter of
time before the thought is enacted. This, of course, is the principle
behind successful advertising and propaganda.

Bristol includes a warning about misuse of the mental technology
associated with strong belief and suggestion: It is a power to be used
constructively, not to achieve dominance. His book is dedicated to
“independent thinkers of all times” who wish to use belief for creative,
life-affirming ends. He talks a great deal about the power of belief to
heal physically, for instance.

Final comments
Maxwell Maltz, author of Psycho-Cybernetics (see 50SHC), said, “The
law of mind is the law of belief itself.” By this he meant that belief,
more than anything else, is what makes us tick. It is the great shaper of
who we are. 

Think of some of the great belief systems in history: Buddhism,
Christianity, Islam, communism, capitalism. For good or ill, these sys-
tems of thought became beliefs that have shaped our world. Are the
beliefs you have about yourself strong enough to change your world?

The Magic of Believing is repetitive, rambling, its references are
dated, concrete tips for employing its ideas are few, and you may find
yourself saying, “Get to the point.” Some readers will also be turned
off by the unscientific nature of the book, which contains little biblio-
graphic foundation. Yet the strange thing about it is that it can reveal
more on second, third, or fourth readings. Bristol knew, after all, that
ancient esoteric writings were often purposely opaque to shield their
secrets from the uninitiated or those who might abuse them. You may
not love reading this book, but merely having it around could serve as
a valuable reminder of the power of belief.

It may also be difficult to stomach some of the “mind stuff,” as the
author calls it. He himself was skeptical, but then realized that we all
summon the magic of believing when we desperately want something
to come into being. The pianist Liberace was said to have turned his
life around after reading The Magic of Believing. And in a chapter on
“Women and the science of belief,” Bristol evokes the names of Marie
Curie, Mary Baker Eddy (founder of Christian Science), Florence
Nightingale, Harriet Beecher Stowe (author of Uncle Tom’s Cabin), and
actress Angela Lansbury as examples of people who drew on the power
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of believing to achieve great things. Lansbury told an interviewer,
“When you’ve learned how to draw on your subconscious powers,
there’s really no limit to what you can accomplish.” The mental powers
of these women were tremendous, yet we can develop their same
“belief intelligence” for our own lives.

Claude M. Bristol
Born in 1891, Bristol served as a soldier in the First World War in
France and Germany. He worked on the army newspaper Stars and
Stripes until 1919.

The Magic of Believing was written, Bristol says, for ex-service men
and women who would have to adjust to civilian life and try to pros-
per. It was published when he was in his fifties and followed the success
of a booklet entitled TNT: It Rocks the Earth.

Bristol was a popular speaker to clubs, business organizations, and
salespeople. He died in 1951.
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1995

Buffett
“On Wall Street his homespun manner made him a cult figure. Where

finance was so forbiddingly complex, Buffett could explain it like a
general-store clerk discussing the weather.”

“Buffett’s genius was largely a genius of character—of patience,
discipline and rationality. These were common enough virtues, but they
were rare in the heat of financial passions, and indispensable to anyone

who would test his mettle in the stock market. In this sense, Buffett’s
character and career unfolded as a sort of public tutorial on investing
and on American business. Buffett was aware of his role from the very

beginning, and he nurtured a curious habit of chronicling his escapades
even as he lived them.”
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In a nutshell

Genuinely successful investment requires both courage and character.

In a similar vein
George S. Clason The Richest Man in Babylon (p. 68)

Benjamin Franklin The Way to Wealth (p. 108)
John Paul Getty How to Be Rich (p. 120)

Robert Kiyosaki Rich Dad, Poor Dad (p. 172)



CHAPTER 7

Roger Lowenstein

Currently the second wealthiest person in the world, Warren
Buffett is also arguably the greatest investor in history. In five
decades, he has parlayed a stake of less than $100,000 into

$35 billion. Shares in his company Berkshire Hathaway are now trad-
ing at over $70,000 each, and Buffett himself has 474,998 of them—
none of which he has ever sold. 

His investing strategies have been written about extensively, but
what broad lessons for success can we draw from the man himself?
Lowenstein’s biography Buffett: The Making of an American Capitalist
is the only serious full-length portrait, and it is from this richly enjoy-
able book that we glean the following. 

The seeds of a fortune
Omaha, Nebraska was wilderness until the 1850s, but grew into a
town once Abraham Lincoln designated it the eastern terminal of the
Union Pacific Railroad. Boiling in summer and freezing in winter, it had
a reputation as a cultural wasteland. 

The Buffetts had been in Omaha for over a century when Warren
Buffett was born in 1930, into modest circumstances. Buffett’s father
Howard had wanted to be a journalist but worked in a bank, which
retrenched him in the Depression. The family had so little money that
Warren’s mother often skipped her dinner to give her husband a full
portion. This period of lack apparently had a big effect on Warren. The
second of three children and the only son, he was obsessed with num-
bers and facts and confessed very early on his desire to be rich. A
favourite boyhood book was One Thousand Ways to Make $1000. 

Howard Buffett eventually ran a successful stock brokerage and also
achieved a surprise election to Congress in 1942 as a Republican.
Young Warren hated living in Washington, but took pleasure in
building up paper routes that, while he was still a teenager, were bring-
ing in $175 a week (a regular adult wage); the $6,000 he saved was the
foundation of his fortune. 
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He did well in school, coming 16th out of 374, and attended the
Wharton School of Finance at the University of Pennsylvania. He
applied to Harvard for further study, but was turned down. This
proved to be a great blessing in disguise, because his second choice,
Columbia, was the academic home of Benjamin Graham, the genius
pioneer of stock market analysis. 

Entering the fray
Until Graham, stock picking had basically been gambling, but the pro-
fessor gave it a methodology that the young Buffett instantly “got.” As
Lowenstein puts it: “Investing without Graham would be like commu-
nism without Marx—the discipline would scarcely exist.” Graham’s
method was the opposite of speculation: he looked for the underlying
value of a stock and for discrepancies between this value and the stock
price. If you bought a stock very cheaply, it could be virtually free of
risk. The emphasis on research, analysis, and looking only to the facts
of a business suited Buffett’s personality perfectly; he could work
alone.

Although Buffett’s father warned him against entering the stock
market, he started working in his father’s brokerage. He also took a
Dale Carnegie seminar in public speaking and at age 21 was giving a
night course at the University of Omaha on investment principles—to
fortysomething professionals. Later he went to work for Graham’s
investment fund in New York, but knew that he wanted to work for
himself, with his own fund, and went back to Omaha. 

Begun with his own capital and that of local Omahans, by the end
of the third year Buffett’s fledgling fund had doubled in value; after five
years, when the Dow stock market index had risen 74 percent, the fund
had increased by a remarkable 251 percent.

Before he was 35, Buffett was managing $22 million and had a
personal net worth of $4 million. In the 1960s this was rich. Yet his
life hardly changed at all. He continued to live in the same unimpres-
sive house he had bought in the 1950s for $31,500, and asked his
wife Susie to buy a better car than their VW because “it looked bad
when he picked up visitors at the airport.” His drab office accommo-
dation was on the same street where he lived, and he worked in total
secrecy. 
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Investing style
A large part of Buffett’s success came from the fact that he did not
think like the crowd. The key to being a good investor was to recognize
the value of things when “everyone” knew that they weren’t worth
much. He never worried if the market price of a stock he had bought
experienced a big drop, because it was obvious to him that the funda-
mentals would see it rise again. 

Indeed, as the 1980s boom got under way, the shares that Buffett
had bought dirt cheap during the Nixon years of stagflation began to
rise. By 1983 he had entered the Forbes list of richest Americans and
his “value investing” had begun to attract a great deal of attention. In
an off-the-cuff talk, he said:

“I will tell you the secret of getting rich on Wall Street. [Pause] Close
the doors. You try to be greedy when others are fearful and you try to

be very fearful when others are greedy.” 

This contrarian approach took guts, but Buffett was unwilling to go the
easier but less ethical route of unfriendly takeovers, greenmailing (hold-
ing firms to ransom by buying up their stock), or dealing in junk
bonds. A good example is his acquisition of a portion of the
Washington Post, the paper that had uncovered the Watergate scandal.
The stock was selling as if the company was worth $100 million, but
its assets were worth four times that. The political side of it appealed to
Buffett, and he made a lifelong friendship in its president, Katherine
Graham. In terms of return, Berkshire’s initial $10 million investment
in this company became $205 million at the time Lowenstein was writ-
ing, and in 2003 the stake was worth $1.3 billion. 

Such a jump in value is not uncommon for one of Buffett’s com-
panies. As an investor he is a purist in his belief that the state of the
economy or political worries should never affect your decisions
about whether to buy a stock. Forecasting, he feels, is a waste of
time—his job is to analyze a company, not an economy. When judg-
ing a company, Buffett cares less about its growth prospects or even
size of profit; what he focuses on is the return on investment, or
percentage profit on each dollar invested. “I’d rather have a $10
million business making 15 percent than a $100 million business
making 5 percent,” Buffett has said. “I have other places I can put
the money.” 
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Buffett is a risk taker in the sense that he has been willing to bet a
quarter of Berkshire Hathaway on one stock, but not a gambler
because he looks only for “sure-fire things.” He imagines the stock
market being like having a lifetime punch card on which you’re only
allowed 20 holes. With such a restricted choice, you would make sure
that the stocks you did invest in were right. 

What is most radical about Buffett is that once he chooses a stock, he
hangs on to it. Selling a stock you have held for a long time, he says, is
“like dumping your wife when she gets old.” In short, he highlights the
difference between the true investor and the trader. As Lowenstein puts it: 

“Buffett had always craved, and had always felt enriched by, continuity:
to work with the same people, to own the same stocks, to be in the

same businesses. Hanging on was a metaphor for his life.” 

Some of his larger stakes have included See’s Candy, the media compa-
nies Capital Cities and ABC, Disney, Gillette, Wells Fargo, Coca-Cola,
Salomon Brothers, insurer GEICO, and reinsurer General Re. Notice
that none of these is a technology stock. When the dot-com boom got
into full swing, Buffett was accused of being “past it” because he never
invested in technology companies. It was thought that Berkshire would
be badly affected by only investing in “old-economy” stocks. Buffett
protested that “he had never seen an electron” and stuck to the same
investing formula he had always employed. His investing approach has
now, of course, been validated.

Personal traits
In contrast to mutual fund supremos like Peter Lynch, Lowenstein
observes, Buffett seems like something from another era. He has no com-
puter in his office (“I am a computer,” he once told an interviewer) or
even a calculator, and spends most of his time reading (annual reports,
newspapers) or talking with business partners and old friends. His “one
concession to modernity,” Lowenstein notes, is a private jet dubbed
Indefensible. Buffett acquired it only because he got tired of people ask-
ing him for stock tips when he was flying economy on commercial flights.

His favorite food is the cheeseburger, and he is famous for guzzling
Cherry Cokes. Lowenstein says that Buffett’s focus is so great that he
either doesn’t notice or doesn’t have time for things that we normally
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associate with a well-rounded person. On a trip to Paris he wasn’t the
least interested in sightseeing, and he stays at his beachfront home in
Laguna Beach in California for weeks on end without going near the
water. He is continually amazed by the magic of compounding interest,
and when his wife spent $15,000 on refurnishing their house, Buffett
complained to a golfing partner, “Do you know how much that is if
you compound it over twenty years?”

When his wife Susie decided to move to San Francisco to pursue her
singing career, Buffett was devastated, but they have never divorced,
still go on vacations together, and she accompanies him to important
gatherings. He has a girlfriend, Astrid Menks, whom Susie already
knew, and the three of them apparently function in this unusual situa-
tion as if it were totally normal. Buffett’s great dislike is change, and as
with the companies he invests in, the people around him are “for
keeps.”

His three children, now adults, remember him up in his study with
greenback wallpaper (“the temple”), always reading. The rest of the
family seem to have excused him from most normal fatherly activities,
but he encourages his children to do what they love rather than chasing
money. The chapter on the younger Buffetts’ relationship with their
famous father is fascinating reading.

Citizen Buffett
For a self-made billionaire, Buffett is unusually liberal. He quit the
Omaha Rotary Club (of which his father had been president) because
he thought it racist and elitist, and also boycotted a local country club
because it denied membership to Jews. Living in a predominantly white
neighborhood, his household was also unusual in 1960s America in
that he and Susie often entertained black Americans.

Lowenstein writes: “Unlike his isolationist and antigovernment
father, Warren recognized a need for government.” He does not rail
against regulation, and privately thinks that taxes for the rich should be
raised. He feels that the energy people put into paying less tax diverts
them from their real jobs in life. In one of his famous annual letters to
investors, he wrote that the goal of investment is not to pay the least
money to the government, but to come away with “the largest after-tax
rate of compound.” Knowing that you have to pay tax should make
you more careful in the investments you make.
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When Buffett is asked what needs to be done to reform the welfare
system, he prefers to talk about “welfare for the rich.” He dislikes
stock options for executives because they are overgenerous at the
expense of the shareholder. Many CEOs, with their hugely inflated
compensation packages, are “wards of the corporate state”—not true
capitalists, he feels, but bureaucrats. Buffett also warned of corporate
excesses a couple of years before Enron and other supposed corporate
giants fell. 

Final comments
Although it needs updating to take account of Buffett’s moves over the
last ten years, why is Lowenstein’s portrait of the great investor still so
enjoyable? If you know nothing about investment, the book can edu-
cate you while telling a compelling story of one of the great minds of
our time, and this commentary can only provide the skeleton of that
story. Get the book for the details. 

Buffett is interesting because the way he lives and works is more
akin to the style of an artist or philosopher: Berkshire Hathaway is his
“canvas” and his relationship with his partners he sees as a sacred
trust. Those who have invested with him tend to keep their shares for
decades and consider themselves members of a “privileged tribe,”
Lowenstein notes.

Benjamin Graham said that one of the three important elements of a
successful investor was “firmness of character.” Buffett has this in
spades, because his style of investment has required him to stick to his
convictions. As Lowenstein correctly notes, Buffett is so attractive
because his value investing goes hand in hand with ideas like loyalty,
integrity, and keeping things for a long time. These seem out of step
with our era, yet they prove their worth in their results.

The Buffett Foundation will be the richest charity in history, giving
away at least $1 billion a year, but only after Buffett and his wife die.
Why wait, when there are so many problems in the world now?
Characteristically, he believes that the magic of compound interest will
make his foundation even richer in a couple of decades and it will
therefore be able to do more. 

WARREN BUFFETT
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Roger Lowenstein
While himself the owner of Berkshire Hathaway stock, Lowenstein did
not interview Buffett for the book, talking only with Buffett family,
friends, and business associates. A Wall Street Journal reporter,
Lowenstein lives in New Jersey with his wife and three children.

His other best-known book is When Genius Failed, on the rise and
fall of the mutual fund Long-Term Capital Management.
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1920

The Autobiography of
Andrew Carnegie

“No kind action is ever lost. Even to this day I occasionally meet men
who I had forgotten, who recall some trifling attention I have been able
to pay them, especially when in charge at Washington of government

railways and telegraphs during the Civil War, when I could pass people
within the lines—a father helped to reach a wounded or sick son at the
front, or enabled to bring home his remains, or some similar service. I
am indebted to these trifles for some of the happiest attentions and the

most pleasing incidents of my life.”
“My advice to young men would be not only to concentrate their
whole time and attention on the one business in life in which they

engage, but to put every dollar of their capital into it… As for myself
my decision was taken early. I would concentrate upon the

manufacture of iron and steel and be master in that.”

In a nutshell

Be voracious in your learning, and ensure that others benefit from
your intellectual and monetary wealth.

In a similar vein
Henry Ford My Life and Work (p. 102)

Benjamin Franklin Autobiography (50SHC)
John Paul Getty How to Be Rich (p. 120)



CHAPTER 8

Andrew Carnegie

Andrew Carnegie’s grandfather had been the first to establish a
small lending library in Carnegie’s native Dunfermline, Scotland,
at a time when there were no public libraries. As humble linen

weavers his family was far from well off, but the love and respect for
book knowledge made a permanent mark on young Andrew. Later,
when he was rich, libraries were the obvious choice for his largesse and
received massive endowments. 

Though not very well educated himself, Carnegie appreciated the
value of an open mind. Like Benjamin Franklin, he knew that “leaders
are readers” and that wealth is created from deeper knowledge and bet-
ter thinking. When his first donated library came to be built, he was
asked for his coat of arms to put above the entrance. He didn’t have
one. Instead, he asked for a plaque portraying the sun and its rays and
the words “Let there be light.” 

The Carnegie story in brief
Born in 1835, Carnegie enjoyed his childhood in the bosom of an
extended family. His father moved the family to the United States when
he was in his early teens, but Carnegie’s accent and love of all things
Scottish never left him. 

In Pittsburgh he obtained employment as a telegraphist and a rail-
way clerk, and made his way up through the Pennsylvania Railroad
Company. When the Civil War erupted, he was asked to take charge of
US government railways and telegraphs, which he did with distinction.
He was a republican and opposed slavery, and this was his great oppor-
tunity to serve the cause.

In addition to his huge capacity for work and a way with people,
Carnegie chose his vocation well. America’s railroad system was in
rapid expansion, and he comments that “a manufacturing concern such
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as ours could scarcely develop fast enough for the wants of the
American people.” 

After selling the largest iron and steel works in the United States, he
became the richest person in the world. He spent his retirement years at
his beloved Skibo Castle in Scotland, and died in Lenox, Massachusetts
in 1919.

His will left over $100 million for building public libraries through-
out the US and Britain, and provided large gifts to universities. The
peace-loving Carnegie was saddened by the outbreak of the First World
War, and also endowed institutions that would promote peace and
research the causes of war.

Carnegie’s tips for work and life success

Invest in yourself
Carnegie disliked speculation in stocks. He thought it a much better
investment to choose an industry, learn everything about it, and invest
in your own business:

“I believe the true road to preeminent success in any line is to make
yourself master in that line. I have no faith in the policy of scattering
one’s resources, and in my experience I have rarely if ever met a man
who achieved prominence in money-making… who was interested in

many concerns.” 

This is the power of focus, of sacrificing what you might gain by
broadening in order to gain a smaller but well-defined market.

…but spread the risk
Because of his great success at so young an age, Carnegie developed the
reputation of being fearless and reckless in business. This image, he
says, could not have been further from the truth. In fact, he never
risked his own capital or that of his partners to any great degree:
“When I did big things, some large corporation like the Pennsylvania
Railroad Company was behind me and the responsible party.”

You don’t have to risk everything to think and act big. Carnegie’s
lesson is to get another party to carry the risk and use its reputation to
assist your enterprise. 

ANDREW CARNEGIE
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Success comes from openness and treating people well
Carnegie sought to create transparency in the management of all his
industrial plants. He kept them very well ordered and clean and wel-
comed government inspectors. He always sought good relations with
his labor force, and generally gave employees what they wanted, within
reason. The famous Homestead plant strike in which several men died
occurred while he was away in Scotland, and it is unlikely that it would
have happened if he had been there.

He made many of his staff rich. Plant manager Charles Schwab was
the first person in American to be paid $1 million a year. In Napoleon
Hill’s Think and Grow Rich, Hill notes that this huge sum was not for
Schwab’s technical expertise but for his superb ability to motivate. Like
all great successes, Carnegie was a student of human nature and knew
that effectively channeling a work force’s energies was the mark of a
true leader. He noted: “I did not understand steam machinery, but I
tried to understand that much more complicated mechanism—man.” 

Be master of your mood
“A sunny disposition is worth more than fortune. Young people should

know that it can be cultivated; that the mind like the body can be
moved from the shade into sunshine.” 

Read those three lines again. Carnegie’s simple statement encapsulates
hundreds of self-help and success books.

Public speaking is just speaking
Carnegie had two rules for speaking:

1 Talk to people, not at them.
2 Be yourself, don’t try to be an “orator.”

Remember Carnegie’s advice and you won’t have to take any expensive
courses. It should be added that in order to “be yourself” you have to
have spent time working out who you are and what you stand for.
Oration suggests stating the world as you would like it to be. Speaking
comes from the heart, which is always true.
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Enlarge your circle
Carnegie’s friends included Judge Mellon, Matthew Arnold, James
Blaine, William Gladstone, President Harrison, Mark Twain, and
Herbert Spencer. These relationships were not cultivated so that he
could name-drop, but so that he could learn directly from their unique
knowledge and experience. Always seek out interesting people.

Seek knowledge and value, not money alone
One evening in 1868, aged 33, Carnegie wrote a memorandum to him-
self while living at the St. Nicholas Hotel, New York. He began the
memo with “Thirty three and an income of $50,000 per annum!” and
then stated that he could organize his business affairs so as to bring in
the same sum annually, while spending the surplus on “benevolent pur-
poses.” Getting more philosophical, he wrote of his intention to retire
at 35 and henceforth devote his life to reading and study. Of course he
did no such thing, but in these words you have the seeds of his later
philanthropy. Knowledge gained from reading and study represented
real value; a good life was one that truly opened the mind. Money
alone was worthless. 

Travel to broaden your mind
Carnegie loved travel, particularly when it had an element of adven-
ture, and urged others to see more of the world. His book An
American Four-in-Hand in Britain chronicled a journey on horse and
cart the length of the country. In his travels he tried to learn deeply
about the cultures he encountered, for example while in China he read
Confucius and in India the thoughts of Buddha and Zoroaster. Such
respect for all religions was characteristic of Carnegie’s open-
mindedness, and also of his belief that seeing new places gives people a
greater appreciation of the whole.

Final comments
In its modest tone, the book reminds the reader of Benjamin Franklin’s
autobiography, and like Franklin’s amazes in the story of what a person
from very average beginnings can achieve in one lifetime. You almost
tire of the detail on those who helped him and became his mentors, and
although single-minded, a driven and at times ruthless man, Carnegie
was always eager to repay favors and share his success. He speaks with
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great fondness of his childhood and was devastated when his mother
and brother, both of whom had been instrumental in his success, died
of typhoid fever, but his late and happy marriage gave him a fresh lease
on life. 

Carnegie’s massive endowment of libraries was one of history’s great
acts, and his name is now more closely identified with the money he
gave away than the money he made. His story suggests that the amass-
ing of wealth by a single individual, if that person has high motives, is
one of the best ways to change the world for the better. 

50 SUCCESS CLASSICS

61



1992

Thick Face,
Black Heart

“One of the results of reading this book will be the shattering of your
traditional concepts of ruthlessness. Thick Face, Black Heart is not

about ruthlessness. You will learn that by adapting and adopting a form
of non-destructive ruthlessness, you will gain the freedom necessary to

achieve effective execution of your life’s tasks.”
“The first superficial exposure to Thick Face, Black Heart is often

shocking and repellent because it can serve the criminal as easily as the
saint.”
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In a nutshell

Reclaim the “killer instinct” as a natural part of who you are.

In a similar vein
Baltasar Gracian The Art of Worldly Wisdom (p. 132)

Thomas J. Stanley The Millionaire Mind (p. 258)
Sun Tzu The Art of War (p. 270)



CHAPTER 9

Chin-Ning Chu 

In 1949, as Mao’s communist army closed in on Shanghai, a family
boarded what was to be the last commercial flight out of China.
Chin-Ning Chu, only three years old, had been born into a world of

affluence, but when she and her family landed in Taiwan they would
have to start all over again.

In her early twenties she moved again, this time to the United States.
Two books accompanied her: Sun Tzu’s famous The Art of War and a
more obscure tome by Lee Zhong Wu, Thick Black Theory. There was
something in this latter book that Chu knew was important. Published
in 1911, she describes it as a “frank discussion of the uses of ruthless-
ness and hypocrisy” that was such a challenge to the powerful that it
was quickly banned. The book would become an important source for
Chin-Ning Chu’s unique philosophy of life and business, expressed in
Thick Face, Black Heart: The Asian Path to Thriving, Winning and
Succeeding.

Thick face
What does the “thick face” part of the title mean? Chu simply com-
bined the Asian concept of face (i.e., saving face) and the western con-
cept of a thick skin to make “thick face,” meaning a self-image that
allows us to brush off criticism. She observes that if you are willing to
have people not like you, you will go far.

Chu notes that “the world has a tendency to accept our own judg-
ment of ourselves.” If you exude self-confidence, people will naturally
want to let you succeed. Self-doubt creates a perception of incompe-
tence. The example given is of Colonel Oliver North and the Iran-
Contra affair. Because he never doubted that his actions were those of a
patriot and not a criminal, the public and the courts eventually believed
him. “A man less convinced of his own righteousness would have been
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severely punished for his crimes and ostracized by the public.”
What you believe about yourself, the world will believe about you.

Black heart
While the concept of thick face relates to how others see you, the idea
of black heart is about achieving your ends. 

The black-hearted person may seem as if they lack compassion; how-
ever, compassion can be shortsighted. If a boss cannot bring himself to
make a few employees redundant, Chu says, he may witness the collapse
of the whole business. Sometimes, to keep to your goals and achieve a
result that is better overall, you have to be perceived as “bad.” 

Appreciate that everyone has a killer instinct, and that sometimes we
must draw on it. There is a direct correlation, Chu writes, between
willingness to use your killer instinct and your success in life. 

There are degrees of “thick face, black heartedness.” Some will do any-
thing to achieve a result, not caring about the effect on others. This is the
black heart of con men and the wicked, who eventually understand that
most of their failures are due to their own character defects. The higher
level of black heart is reached when you are not driven by your short-
comings or emotions, taking action that is driven by your true spirit. 

“Contrary to common understanding, a good man’s actions are not
always gentle. They may be ruthless, cold and dispassionate.” 

Chu notes that the best surgeons are those who concentrate on the task
at hand, minimizing pain for the patient. They are cruel to be kind.
This is the “way of the warrior.”

Darkness and light
Acknowledge that all human beings are a combination of darkness and
light. The universe is full of opposites requiring an “other” to exist. To
have the necessary drive to live life to the full, you must appreciate and
utilize all aspects of your character. If you like to present yourself as
sugar-coated, you will lose out on any opportunities that may require
you to seem sour or hardened.

If you are a naturally negative thinker, make the most of it and don’t
try to adopt false positivity. Don’t fall into the trap, Chu says, of think-
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ing that you must change yourself before you will have success. You
can succeed just the way you are. 

The problem with “virtue” is that it can lead to stern or even violent
righteousness. If someone considers themselves virtuous, they have laid
the ground for a witch-hunt of people they consider to be lacking in
virtue. The thick face, black heart practitioner knows that virtue is a
construct; what matters is whether a person has the courage to express
their full personality in their life and their work. 

Deception without deceit
In the West people have drummed into them the concepts of good and
evil, black and white. But the reality, which most Asian people accept,
is that there are shades of gray. 

You need to learn that you can be good at the art of deception with-
out being deceitful. You must also appreciate that sometimes, to
achieve something great and worthy, it is difficult not to bring an ele-
ment of deception into your actions. 

The book highlights Abraham Lincoln (see also p. 186), who in his
slow ascent to power followed the majority opinion about segregation
and slavery. He knew that if he had not, he would not have gained
power. However, with a solid electoral victory behind him he made the
famous Gettysburg address proclaiming that “all men are created
equal.” 

Dharma
The word dharma comes from Sanskrit and means “to support, uphold
and nourish.” It is the natural law that makes the world hang together
in its divine coherence. 

At the personal level, dharma is the duty that is yours to fulfill in
your lifetime. You cannot be a soldier and refuse to fight; you cannot
be a doctor and refuse to operate. If you are a writer, you can’t work in
a bank. Once you commit yourself to your duty, the universe has a way
of protecting you and freeing you from other worries. 

Adharma is going against your purpose in life, which only gives you
and the world misery. Chu looks at the former leaders of the Philippines
and Pakistan, Corazon Aquino and Bhenazir Bhutto. Aquino adopted
the patriarchal style of her martyred husband, Bhutto the hard-line style
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of her father. Neither approach was right for the times in which they
governed, and both women ultimately failed. They did not create their
own political style, forgetting the dharmic lesson to “be yourself.” 

Yielding
One of Chu’s main points is that to survive and thrive “amid the cun-
ning and the ruthless,” you have to acquire the ability to yield. A thick
face, black heart person will not always hit back if struck. They may
just accept the blow if it means that by appearing to yield it will help
them to achieve their ends. Gandhi’s powerful nonviolence is a good
example.

In the Asian world, Chu says, “heroes are not judged for their
prowess in hunting and shooting tigers, but rather for their strength
and ability to endure the humiliation of being pigs.” 

Ditch pride and preciousness if you want to succeed.

Wealth
The Chinese character for wealth is composed of two symbols: a
seashell, an ancient symbol of trade, and a symbol that literally trans-
lated means “brilliance,” but implies the uniqueness that each of us has
in terms of a talent or ability. Wealth therefore comes from selling what
is unique about you (in terms of a product or just you as a person).
Although money itself is a mystery, whatever best expresses your bril-
liance will inevitably lead you to wealth. It will free you from poverty
and give you a mindset that attracts abundance.

Final comments
With its strange title and compelling mixture of spirituality and ruth-
lessness, Thick Face, Black Heart was always going to stand out. Its
publication was not so much a breath of fresh air but a quake that
shook up much of the conventional thinking about personal success.
Many American success authors had dabbled in eastern wisdom and
incorporated it into their books, but Chin-Ning Chu grew up with
Chinese culture and only later imbibed western influences. 

Only some of the broad ideas of Thick Face, Black Heart can be
conveyed here. Read it for the inspiring stories of leadership and
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endurance and for the author’s anecdotes of business and personal life
in America and Asia. 

Some will find the book distasteful. When the author retells being
betrayed by an associate, you may wonder whether she attracted these
events to herself by her own “black heart” and self-confessed arro-
gance. Possibly, but the overwhelming effect of the book is positive.
Many people decide that to get ahead in life it is easiest to go by oth-
ers’ rules. This does work for a time, but the result will be a rather
shriveled-up person. The philosophy of Thick Face, Black Heart allows
you to reclaim the dark power inside and wed it to utter conviction
about the person you are and the work that is right for you to do.

Chin-Ning Chu
Born in Tienjin, China, Chu was brought up a Catholic but was also
immersed in Buddhist, Taoist, and Confucian teachings. She grew up in
Taiwan but moved to the United States in 1969.

A respected commentator on US–China and US–North Korea rela-
tions, she lectures, trains, and consults around the world. Chu is
president of Asian Marketing Consultants and chairperson of the
Strategic Learning Institute, an educational firm.

Her other books include The Asian Mind Game, The Secrets of the
Rainmaker, The Working Woman’s Art of War, The Bridge to the
Pacific Century, and Do Less, Achieve More.
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1926

The Richest Man in
Babylon

“In old Babylon there once lived a very rich man named Arkad. Far
and wide he was famed for his great wealth. Also he was famed for his
liberality. He was generous in his charities. He was generous with his
family. He was liberal in his own expenses. But nevertheless each year

his wealth increased more rapidly than he spent it.”
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In a nutshell

The principles of wealth building are free to all, but only a minority
use them to their advantage.

In a similar vein
Warren Buffett (by Roger Lowenstein) Buffett (p. 48)

Benjamin Franklin The Way to Wealth (p. 108)
Robert Kiyosaki Rich Dad, Poor Dad (p. 172)

Thomas J. Stanley The Millionaire Mind (p. 258)



CHAPTER 10

George S. Clason 

Babylon was once the richest city in the world, known for its lav-
ish houses, palaces, and huge city walls. It created fertile farm-
land where once there had been desert through the use of

irrigation. But as George Clason notes in a historical sketch at the end
of The Richest Man in Babylon, it was also the cradle of modern
finance: money as the means of exchange, tradable property titles,
promissory notes, and all forms of lending and borrowing were highly
developed. Its prosperity continued for centuries because its inhabitants
were allowed to make money freely. Even slaves, if they could earn a
bit on the side, could eventually buy their way to freedom.

Babylon’s success inspired Clason to write a series of fables that
would demonstrate the unchanging principles of finance and wealth
building. They became very popular and were distributed by banks,
insurance companies, and other employers to teach the benefits of sav-
ing and hard work. “The Richest Man in Babylon” was one of these
stories, and they were later collected into the inspirational classic we
know today. 

Escaping mediocrity
In the book’s first story, two friends—a chariot builder and a
musician—reflect on where their working lives have taken them.
Though pleased to have wives and young families, they struggle to
make ends meet and wonder if there could be another way.

The conversation turns to a man they grew up with, now considered
to be the richest man in Babylon. His name is Arkad, and they resolve
to go to see their old friend and seek his advice. They ask Arkad how
fate has come to make him rich. He immediately rebukes them for
assuming that “fate” has contributed anything to his success, telling
them that they have only remained poor “because you have either
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failed to learn the laws that govern the building of wealth, or else you
do not observe them.” 

While still a boy, Arkad had noticed that wealth, if it did not actu-
ally create happiness, certainly enhanced the quality of life. It made it
possible to furnish a house well, wear good clothing, build temples for
the gods, sail the seas, or eat exotic food from distant lands. He
resolved that his lot would not be that of the poor man, but that he
would make himself “a guest at the banquet of good things.” 

Yet with no inheritance due to him, he realized that he would have
to put effort and study into the ways of wealth. He started a job as a
scribe, laboring long and hard writing laws and other things on clay
tablets. One day, in return for a particularly difficult task on which he
had to work through the night, Arkad asked the client, a money lender,
if he would teach him some of the secrets of money. 

Paying yourself first
The man agreed, and in the morning revealed this principle: “A part of
all you earn must be yours to keep.” Arkad felt a little short-changed at
this, since he felt that it was obvious—wasn’t all you earned yours to
keep? Living expenses quickly eat up whatever you earn, the money
lender observed, which means that you become a slave to your work
and earn merely to survive. However, by putting aside at least 10 per-
cent of your earnings and marking that off as “not for expenditure,”
over time this amount builds and starts earning money for you, without
you having to do any work. It matters little how much you start with,
as long as you observe the rule to pay yourself first out of whatever
you earn. You will soon not even notice the absence of this small
amount.

After some setbacks, Arkad’s savings grew to a satisfying amount.
This pleased the old money lender, to the extent that he asked the
young man to run part of his large estate. Later he shared in its profits.
The lesson: Those who know the laws of money seek each other out.
While many pay lip service to financial principles, the principles never
work for them because they don’t take action.

Yet the money lender’s advice is not that of a penny pincher. He
counsels Arkad to enjoy life and not strain to save too much, as long as
he is continually increasing his pot of saved money. 

GEORGE S. CLASON
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Wisdom or gold?
If you had a choice of gold or wisdom, which would you choose? We
catch up with the rich man Arkad later in the book, when his son
Nomasir has grown up and is ready to inherit his father’s fortune.
However, the father first wants his son to go out into the world and
learn how to make money on his own. 

He is given three bags of gold as a head start, plus a clay tablet with
“the five laws of gold” engraved on it. Not surprisingly, Nomasir pays
little attention to the tablet. His first use of the money is to bet most of
it on a horse-racing scam (he loses most of that), followed by purchas-
ing a shop with someone he doesn’t know well (it folds). As his situa-
tion grows desperate, he remembers the clay tablet and its five laws. In
brief, they are: 

1 Money comes to those who save.
2 Money multiplies for those who invest it.
3 Money stays with the person who entrusts it to wise people.
4 Money is lost when invested in things with which you are not familiar. 
5 Money is lost at a fast rate by pursuing get-rich-quick schemes.

Realizing that he has violated these laws, Nomasir learns them by
heart. He goes on to earn money and invest it wisely. Ten years later he
returns to his father, who has laid on a feast. He places on the table
three bags of gold: one is to repay the money his father had originally
given him, but the other two, he says, are for the wisdom on the
tablets. He says to those gathered: 

“Without wisdom, gold is quickly lost by those who have it, but with
wisdom, gold can be secured by those who have it not.” 

Someone who does not know the laws may enjoy windfalls, but they
are likely to lose the money just as quickly. The five laws not only help
you build wealth, but if you follow them they protect you from losing
what you have built.

Living within your means
One of the important messages of the book, particularly for our age of
high debt, is that as well as “paying yourself first,” at the same time
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you should pay off your debts. Thus, 10 percent to yourself, 20 percent
to your debtors on a pro rata basis, and the rest to live on. Many peo-
ple are put off saving because they think first about the weight of their
debts. But as soon as you see the growth of your unspent cache of
money, it will motivate you to add to it. “Touch not the one tenth that
is fattening the purse.”

In an amusing twist, the book follows the discovery of five clay
tablets by an archaeologist working in Mesopotamia (the area where
Babylon was located). They are sent to a professor for translation, and
something strange happens. The professor and his wife apply the laws
of the 2,000-year-old tablets to their own lives, and their financial situ-
ation is turned around. The professor observes in a letter: “Who would
believe there could be such a difference in results between following a
financial plan and just drifting along?” 

Although it seems obvious, the richest man in Babylon got that way
because he lived within his means. In time, anyone who can live on 80
or 90 percent of their income can become rich.

Final comments
As with most fiction of an instructive kind, the prose in The Richest
Man in Babylon will not win any awards. However, its little stories
have inspired many readers toward responsible fortunes, including
Robert Kiyosaki (see Rich Dad, Poor Dad).

The book’s “cures for a lean purse” include not gambling and own-
ing your own home (because it reduces the cost of living and increases
your enjoyment of life). Most importantly, it teaches you why you must
become someone who draws dividends from investments instead of
merely earning money from labor—letting money be your slave rather
than vice versa. Even if you are older, it is not too late to make the
transition. If you seek your betterment you will be rewarded.

The Richest Man in Babylon belongs to that group of titles within
the success literature dealing with saving, investing, and financial pro-
priety, in which setting goals, a strong work ethic, and an optimistic
attitude are all important. But how do you reconcile these ideas with
those of the more spiritual prosperity authors such as Catherine Ponder
and Wallace Wattles? Both financial knowledge and a strong awareness
of abundance are necessary if you are to accrue wealth in a satisfying,
sustainable way. Everyone knows that the greedy and miserly, even
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those who have great wealth, are not happy. Equally, while “trusting in
God as the source of your supply” may bring you unexpected gains, it
pays to increase your knowledge of the earthly world’s financial ways
and laws. With both faith and knowledge you can create fortunes that
will last, and the wisdom you have attained on the journey can be used
to help others. 

George S. Clason
Born in Louisiana, Missouri in 1874, George Samuel Clason attended
the University of Nebraska and served in the US Army in the
Spanish–American War.

He began a long career in publishing, founding the Clason Map
Company of Denver, Colorado, which produced the first road atlas of
the United States and Canada. In 1926 Clason published the first of a
number of pamphlets on the secrets of financial success. They were later
put together as The Richest Man in Babylon, which has sold over one
and half million copies.
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1926

The Secret of the Ages
“You are one of the Lords of the Earth, with unlimited potentialities.

Within you is a power which, properly grasped and directed, can lift you
out of the rut of mediocrity and place you among the Elect of the

Earth—the lawgivers, the writers, the engineers, the great industrialists—
the DOERS and the THINKERS. It rests with you only to learn to use this

power which is yours—this Mind which can do all things.”
“You need not be a slave to hard luck or circumstances all your life.

There is a way to get the things you want—a way completely in
harmony with the highest aspirations of the human race.”

In a nutshell

If you have a single powerful purpose, you will have the courage to
act on your ideas.

In a similar vein
Claude M. Bristol The Magic of Believing (p. 42)
Russell H. Conwell Acres of Diamonds (p. 86)
Napoleon Hill Think and Grow Rich (p. 144)

Catherine Ponder The Dynamic Laws of Prosperity (p. 216)
Wallace D. Wattles The Science of Getting Rich (p. 282)



CHAPTER 11

Robert Collier

In the first decades of the twentieth century many inspirational books
were published, most now obscure. The Secret of the Ages has
endured thanks to some updating by the author’s family, but also

because of its alluring promise to reveal ancient success secrets. In
truth, there are few references to ancient cultures or writings within its
pages, but it is still a good introduction to ideas that we associate with
the modern success movement. 

Written at a time when there was growing public interest in the
powers of the mind, this book’s excitable prose and faith in the reader’s
potential made it a bestseller.

Unknown lands of the mind 
Collier guides the reader through a mental landscape of three levels: the
conscious, subconscious, and superconscious mind.

The conscious part of your mind you think of as being “you,” but
represents only a small part of the mind. Successful people have a good
relationship between this and their subconscious, which they direct to
create things for them and solve their problems. The subconscious part
of the brain knows how to do a million things perfectly (including run-
ning your body) and will do them if you let it. Savants can play a piece
of music perfectly if they have heard it only once, or perform incredible
feats of mathematical calculation; such talents do not come from the
conscious mind. Carl Jung believed that the subconscious (he called it
the unconscious) contained all the knowledge a person had ever gained,
but also the knowledge of every other person who had lived. This part
of the mind is morally neutral, however, and very open to suggestion. If
you give the subconscious thoughts and images of plenty and success, it
will go to work to make them reality. If you give it negative thoughts, it
will create negative circumstances.

Collier suggests that the feeling we sometimes get of being guided
toward better things or away from bad (expressed in terms such as a
“guardian angel” or “kindly genius”) is in fact a function of the
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superconscious mind, that part of us in touch with the all-knowing and
all-seeing Universal Mind. This unseen hand, or the Higher Self, rather
than being the realm of nutcases, is quietly attested to in most people’s
experience. If asked for assistance, it will be forthcoming.

An aristocracy of thinkers and doers
We worry about the loss of forests or running out of oil, Collier says,
but we don’t seem to care as much about the loss of mental power if
we are not using our mind. People eat, sleep, and work without ever
realizing the wealth that lies within them. We have all heard that we
only use 10 percent of our brain power (according to Collier, it was the
psychologist and philosopher William James who first said this), but
even if that is wrong, even if it is 20 percent, this still leaves an engine
running with nowhere to go. To be one of the doers and thinkers, you
have to stretch yourself.

Collier quotes Orison Swett Marden, who said, “The majority of fail-
ures in life are simply the victims of their mental defeats.” Individuals who
plod along in mediocrity do so because they don’t really believe in them-
selves. Therefore, there is always a way open for the “determined soul.”
Just as a highly magnetized piece of metal can lift another piece ten times
its size, so a highly magnetized person, charged with confidence and pur-
pose, can do at least ten times more than another who is not so energized.

Collier notes that once you have achieved, you are more likely to
achieve again because you now have it in you to succeed. In a further
analogy, he suggests that when you strongly desire something and
believe that you will have it, it sets in motion a mental whirlpool that
sucks in the things, people, and circumstances necessary to enable its
realization. You develop a momentum that allows you to continue
achieving but with less energy. 

The greatest discoveries, Collier notes, came from a person who
actually noticed something everyone else had seen. The biggest for-
tunes, he says, were made out of opportunities that many had but only
one person grasped. It is not that unsuccessful people never see oppor-
tunities; they do. But they differ from people who are called winners in
that they rarely have the will or the courage to act on a good idea.
They give themselves only the reasons why something could not be
done, while the winner only thinks of how it could.

ROBERT COLLIER
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Success first has to be seen
Collier relentlessly gets to the bottom of what concepts like “will,”
“desire,” and “ambition” actually mean and how they can be utilized.
Basic to his thinking is that success must be “seen” into life through
forming images.

Why is visualizing something you desire so important to its attain-
ment? Everything made in the real world, Collier says, begins as an
image. God imagined the world before it was made, and you too imag-
ine your future before it comes into being. The trick is to take idle
image making and render it purposeful and positive. Collier’s “treasure
mapping” technique involves creating a collage with images of the
things you want in life. By looking at these images several times a day,
you prepare the way for their entry into your life. One woman, at her
wits’ end and living in poverty, made pictures of a cottage and garden
for her and her children to live in, and a shop where she could sell
haberdashery. By a strange sequence of events she had both within six
months.

There is an occult law that power flows from the higher to the lower
potential, not the other way around. Therefore, always imagine the
best possible outcome, and the forming of reality will follow this
design.

Intensity of desire and will
“It may seem paradoxical,” Collier says, “but few people do know
what they want.” Humans may be a bundle of wishes and wants, but
unless we hone these hankerings to a sharp point we will forever drift
in a sea of unfulfillment. He mentions a Chinese proverb, “Great souls
have wills; feeble ones have only wishes.”

You may still recall the childhood instruction to “be content with
what you’ve got,” but consider that every great thing begins as dis-
content, with a desire for something different. The challenge is to refine
our longings and discontents into a single powerful purpose. You begin
this process, suggests Collier, by making a list of everything you could
possibly desire, then weeding out the things that won’t serve you in the
long run. If you’re not sure which desires are best, ask, “Will this tend
to make me better, stronger, and more efficient?”

When you have arrived at your single encompassing desire, or
Definite Ideal, it is easier to cast off the nonessentials of life in a way

50 SUCCESS CLASSICS

77



that the drifting thinker can never contemplate. Using a nautical anal-
ogy, Collier says: 

“The Definite Ideal is like the grain of sand which exists at the center of
every pearl, and about which the pearly material has gathered. It is the
‘big idea’ around which your Constructive Imagination builds, deposits

and accumulates its wealth of material.” 

Once you have this sense of purpose, be willing to pay the price.
Impose discipline on yourself and never let up on attaining your one
true desire. Even if you are not brilliant, it does not matter in the long
run, because the law of averages means that if you persist you will reap
rewards. 

Be also aware and grateful of the hidden hand (the guardian angel)
that helps you toward achieving your aims. Have faith that you will
achieve your aims, just as you have faith that the sun will rise in the
morning. Yet this faith is not spiritual, it is rational. Singularity of pur-
pose can produce a relaxed knowing, a faith in your future triumph
that all really successful people share. This sense of gratitude and
knowing attracts what you want on the principle that “like seeks like”:
things flow to the person who already appears to have.

Final comments
Although it could be classed as a straight prosperity classic, in its
urgency to convince readers of their massive potential The Secret of the
Ages is essentially a work of motivation.

The book is colored with many poems and verses and, perhaps as
you would expect from a master of the sales letter and advertisement,
Collier makes liberal use of capitals and exclamation marks. His style is
conversational and he does not flinch at repetition to ram home a
point. If you find yourself thinking that there is a lack of connective tis-
sue in the book, it is because each chapter was originally released on its
own, in the manner of Clason’s The Richest Man in Babylon. 

At the back is a selection of letters that Collier received over the
years from people relating how The Secret of the Ages changed their
life. On first reading it is hard to see how the book could have had
such an impact; to the contemporary success aficionado its ideas and
language will seem dated. But its message that you can be the master of
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your fate is still an inspiring one, and the book contains truths that, if
put into practice, will bring the success you desire. 

Robert Collier
Born in St. Louis in 1885, Collier was educated at a church school and
trained to become a priest. Deciding that the life of the cloth was not
for him, he went to West Virginia and for eight years worked as a min-
ing engineer.

After moving to New York City, he worked in advertising for the PF
Collier Publishing Company (his uncle had founded Collier’s Magazine)
and became an expert at writing sales copy, generating millions of dol-
lars for the firm. His booklet The Million Dollar Sales Letters is a clas-
sic marketing work.

Following a serious but undiagnosed illness, which Collier felt he
had cured by mental power, he read voluminously to discover the laws
and secrets of the mind. Wanting to make what he knew more accessi-
ble, he wrote and published a series of short books, The Secret of the
Ages, later put into the one volume. Another series, The Law of the
Higher Potential, is now known as Riches within Your Reach. His
other books include Prayer Works and The Amazing Secrets of the
Masters of the Far East.

Collier died in 1950.

50 SUCCESS CLASSICS

79



2001

Good to Great
“No matter how dramatic the end result, the good-to-great

transformations never happened in one fell swoop. There was no single
defining action, no grand program, no one killer innovation, no solitary

lucky break, no miracle moment. Rather, the process resembled
relentlessly pushing a giant heavy flywheel in one direction, turn upon
turn, building momentum until a point of breakthrough, and beyond.”

In a nutshell

Don’t be satisfied with being merely good or excellent. Discover what
it takes to be great.

In a similar vein
Michael Dell Direct from Dell (p. 96)

David S. Landes The Wealth and Poverty of Nations (p. 178)
J. W. Marriott Jr. The Spirit to Serve (p. 210)

Sam Walton Made in America (p. 276)



CHAPTER 12

Jim Collins

Most great companies enjoyed years of obscurity before their
results compelled the world to look at them. In fact, they
seemed just like any other company until a certain “transition

point” saw them leave the pack behind. 
The leaps into greatness did not occur through revolution. Contrary

to popular opinion, these firms did not get in expensive new CEOs to
turn things around. (That is the mark of a mediocre company.) And
although the remarkable results of great companies sometimes make it
appear as if their success happened quickly, the leap only happened
after years of effort, what Collins calls “pushing against the flywheel.” 

The US drugstore chain Walgreens is an old company that for four
decades followed the general market in its performance. Then, in 1975,
the company left the average and began its remarkable success. From
1975 to 2000 it outperformed the stock market by 15 times. It also
outperformed the technology star Intel by two times, the much-lauded
General Electric by five times, and the famed Coca-Cola by eight times. 

What accounts for a sudden and sustained rise out of mediocrity?
Jim Collins began a five-year research effort to find out. Of the list of
11 great companies he came up with, whose inclusion in Good to
Great: Why Some Companies Make the Leap… And Others Don’t was
based on superior performance for at least 15 years, Collins says, “a
dowdier group would be hard to find.” It included Fannie Mae (a
mortgage finance house), Gillette (razors), Kimberly-Clark (diapers,
paper towels), Kroger (discount supermarkets), Nucor (steelmaker),
Philip Morris (cigarettes, chocolate, coffee), and Pitney Bowes (back-
office equipment). For each of these Collins found a comparison com-
pany that had remained merely good (e.g., Eckerd for Walgreens). 

What themes did he draw from the research? 

A certain kind of leadership
Collins was not really interested in leadership when he began the study.
He wanted to get away from the “great leader” complex of many



businesses, where it is thought that bringing in a dynamic leader will
transform everything. He did in fact discover that leadership is
extremely important, but the type of leader that makes for greatness
was the surprise. Great-company leaders are an unusual blend of ambi-
tion and humility, “more like Lincoln and Socrates than Patton or
Caesar.” Collins describes Darwin Smith, head of Kimberly-Clark, as
having an “awkward shyness and lack of pretense… coupled with a
fierce, even stoic, resolve toward life.” 

Such leaders do not seem outwardly ambitious, because they
channel their drive and determination into securing the long-term
success of their company. They are reluctant to talk about them-
selves, instead pointing to the great people who have made their con-
tribution, and forever counting their blessings (despite the evidence
of hard work, Collins was surprised how many mentioned the word
“luck” in their personal and corporate successes). These leaders also
share a passion for the products their firm creates, however
commonplace. For instance, people at Gillette, mainly because it
excited them, sank $200 million into developing the Mach 3 razor,
which became a great success.

Because they put their firm first, these “level 5” leaders, as Collins
calls them, ensure that whoever succeeds them is likely to be just as
effective, if not more. In contrast, executives of the comparison compa-
nies wanted their personal record to stand out, the more so if they
picked weaker successors. Level 5 leaders intentionally keep a low pro-
file, “ordinary people quietly producing extraordinary results.” Making
fortunes through selling their shares to takeover artists or leverage buy-
outs, it is hardly worth saying, is unthinkable. They are in it for the
future greatness of the company, even well beyond their tenure. Many
kept offices in the building long after retirement. 

The right people
Conventional wisdom has it that if you want to start and build a great
company, you develop the concept to perfection and then hire the best
people you can find. Collins and his team, though, found that when the
executives of good-to-great firms began their corporate transforma-
tions, they worked seemingly in reverse: “They first got the right people
on the bus (and the wrong people off the bus) and then figured out
where to drive it.”

JIM COLLINS
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The benefits of this approach? If you have the right people from the
beginning, they will be able to adapt to any changes in direction or
strategy. You will not have to motivate them because they share the
desire to achieve greatness, and therefore are already motivated. Inter-
estingly, the great companies pay no more than the merely good; remu-
neration is not a big factor in motivating people when they have
something larger than money to aim for. 

Finally, great companies have cultures that are “rigorous but not
ruthless.” Rigor means that everyone knows the standards they and the
firm must live up to. If they are not met, they know they must go.
Ruthlessness, on the other hand, is a characteristic of merely good com-
panies. With little thought, they will hack off whole divisions through
restructuring and sack thousands of workers through top-down deci-
sions. Such a climate of fear is inherently unproductive and demotivat-
ing, whereas great companies have an esprit de corps that challenges
everyone to be at their best. They know, as Collins puts it, that “Great
vision without great people is irrelevant.” 

Brutal honesty
Great companies are set apart by their reliance on the facts in making
their decisions. They do not rely on management fads or heroic dreams
of greatness to achieve their goals, instead engaging in continual self-
assessment.

Collins found that charismatic leaders can often get in the way of a
company’s success, because the staff start to refer only to “what the
CEO will think” instead of data being the basis for decisions. The best
companies want the truth to be heard, whoever speaks it. They have a
culture of questioning and openness uncorrupted by obsequiousness. 

Collins quotes Winston Churchill: “I… had no need for cheering
dreams. Facts are better than dreams.” Churchill was also famous for
his attitude of “never surrender.” Great companies also have this com-
bination of believing that they will prevail in the end, while being will-
ing to face up to the difficult reality. 

A reason for being
Great companies have a single idea or focus that guides everything they
do. Such concepts may take many years to refine, but once in place can
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generate enormous success because they are so differentiated.
Walgreens has as its self-defining concept the best, most conveniently
located drugstores, with high profit per customer visit. Wells Fargo
didn’t try to beat Citicorp or Bank of America to be the biggest global
American bank. Instead, it focused on being a very profitable bank
with a focus on the western United States.

Collins has a three-circle model to test for greatness. The first circle
is awareness of what you can be the best in the world at. This involves
a realistic appreciation of your abilities; it is not about letting your ego
run wild. Neither will it involve simply what you are competent at;
what you have been doing for years may not be what you can be great
at. The second circle is what drives your economic engine; that is,
where exactly your profit comes from in the most abundance. The third
circle is passion: very simply, doing only what you are deeply passion-
ate about. If you can find something that you really can be best in the
world at, that you love doing, and that makes you money, you have the
beginnings of a great enterprise. If you have any two out of three, you
are likely to be merely successful, not great. 

The book is worth getting for the chapter describing the model
alone, as you can apply it to your life as much to the organization
where you work. What is it exactly that you stand for? Can you sum it
up in a few words? If not, your current efforts are likely to be scattered
and lacking energy, just like the “merely good” companies.

Using technology wisely
Technology is never the basis for becoming great, Collins says, manage-
ment is.

Technology was rarely mentioned as a major factor for success by
executives in the great companies. It was never a case of “This technol-
ogy will make the company,” more like “We could use this to take us
further with what we are doing.” Without an opportunity-spotting cul-
ture in place, other companies chose technology for technology’s sake,
but the exceptional companies only invested in cutting-edge ways of
doing things when it matched up with their larger vision. 

Collins’s assessment is that “technology by itself is never a primary
cause of either greatness or decline.” The wise use of technology, how-
ever, is part of great-company culture.

JIM COLLINS
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Final comments
Good to Great was researched at the height of the “new-economy”
mania. Collins says of these years: “We entered a remarkable moment
in history when the whole idea of trying to build a great company
seemed quaint and outdated.” Having a “culture of discipline,” one of
the key characteristics of great companies that he identifies, did indeed
seem old-fashioned. It turned out that these firms had not become great
through being in the right industry at the right time, but had identified
their unique strengths and worked relentlessly to capitalize on them. 

This conclusion is remarkably similar to that reached by David
Landes in The Wealth and Poverty of Nations, who found that while
geography and natural resources (chance) certainly affected the
development of countries, what made them prosperous was their cul-
ture of effort and enterprise. 

Before Good to Great, Collins wrote the celebrated Built to Last,
about visionary, iconic companies that have stood the test of time. As
the recipe book for hoisting yourself to an initial stage of greatness,
Good to Great is actually the “prequel,” Collins says. The value of
Built to Last is that it can show you how to how to stay great.

Collins says that he doesn’t think of his work as necessarily about
companies or business. The principles of Good to Great can apply to
any sort of organization, and he explicitly says that you can apply them
to your life. You may be surprised how inspirational these books are;
the excitement is in the knowledge that success can be measured and its
lessons applied methodically. With both books you will have a well-
researched foundation for success that puts results before charisma.

Jim Collins
Collins now heads a “management laboratory” in Boulder, Colorado,
which studies enduring great companies. He is on the faculty of the
Stanford University Graduate School of Business, and previously held
positions with McKinsey and Hewlett-Packard.

His other books include Beyond Entrepreneurship. Built to Last:
Successful Habits of Visionary Companies has sold over a million
copies.
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1921

Acres of Diamonds
“Al Hafed heard all about diamonds that night, and went to bed a poor
man. He wanted a whole mine of diamonds. Early next day, he eagerly
besought the priest and asked him where diamonds could be found.”
“Greatness consists in doing great deeds with little means—in the
accomplishment of vast purposes. It consists in the private ranks of

life—in helping one’s fellows, benefiting one’s neighborhood, in
blessing one’s own city and state.”
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In a nutshell

Whatever you desire is probably close at hand, if you are willing to
open your eyes and your mind.

In a similar vein
Horatio Alger Ragged Dick (p. 12)

Napoleon Hill Think and Grow Rich (p. 144)
Wallace D. Wattles The Science of Getting Rich (p. 282)



CHAPTER 13

Russell H. Conwell

Russell Conwell once went on a trip along the Tigris river, in
present-day Iraq, using a guide hired in Baghdad who was to take
him out to the Persian Gulf. These river guides were like barbers

in that they liked to talk, but the story this one told, Conwell insists, is
easily verified. 

There was a man, Al Hafed, who lived on the banks of the River
Indus who had a nice farm with orchards and gardens, excess cash, a
beautiful wife and children. He was “wealthy because he was con-
tented.” Then an old priest visited him and one night related how the
world was made, including the formation of all the rocks, the earth, the
precious metals and stones. He told the farmer that if he had a few dia-
monds he could have not merely one farm, but many. The farmer lis-
tened. Suddenly, he wasn’t that happy with what he had thus far
acquired in life. 

He sold up and went traveling in search of diamonds, across Persia,
Palestine, and into Europe. A couple of years later, what money he had
was gone and he was wandering around in rags. When a large wave
came in from the sea, he was happily swept under by it.

The man who had bought the farmer’s land was another story. One
day, watering his animals in the stream that ran through the property,
he noticed a glint in the watery sands. It was a diamond. In fact, it was
one of the richest diamond finds in history: the mines of Golconda
would yield not just one or two but acres of diamonds.

Open your mind
In this tiny book, which is actually a transcript of a hugely popular lec-
ture that he gave, Conwell relates similar true-life stories about the
folly of going off to find your fortune when it is in your own backyard
or staring you in the face. He suggests that most people are “pygmies
of their possible selves,” because they are not willing to accept, or it
did not occur to them, that they have great untouched powers: “Fami-
lies do not credit their own folks with abilities they attribute to other
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persons. Towns and cities are cursed because their own people talk
them down.”

Conwell’s message is that we shouldn’t fall into the trap of thinking
that all the great people and businesses are somewhere else. Consider that
Henry Ford started designing and building his car on his own farm and
built the famous Ford factories in the area where he had grown up. There
was nothing special about Dearborn, Michigan—he made it special, with-
out ever leaving his own backyard. Great investor Warren Buffett decided
against moving his family to Wall Street. He stayed in Omaha, Nebraska
and made his billions there. 

The discovery of true service
Conwell’s other theme is that great service is basic to prosperity. 

He tells of the financier John Jacob Astor the elder, who suddenly
had to go into partnership in a millinery store because the owners
could not keep up their mortgage payments. What did he do to get this
business on its feet? He would go into the park and quietly watch the
women strolling along, particularly the most confident and elegant, and
take careful note of the hats they were sporting. Back in the store, he
had these hats copied exactly. The result was that the store never made
a hat or bonnet that a lady didn’t like, and it boomed. Left behind was
the idea that “We make hats and try to sell them,” to be replaced by
“What women want, we sell.” 

From such basic service erupts great success, in this case a store that
even in the nineteenth century made $17 million. You may think you
have already considered it, but ask again: What do people want?

The problem with most people, Conwell says, is that their wealth is
“too near.” You need to develop an open mind to spot the obvious.
This will never happen if you are continually speeding off to the next
opportunity, looking for a greener pasture. Genuine service is simple,
but it may only occur to you what this is when your mind has been
quieted. Without finding some quiet time to yourself you will not be
able to see the wood for the trees. Leave time for meditation and con-
templation, and answers will come. 

Another way to start is by thinking about what you need. Chances
are that if you need something, others will too. The woman who
invented the snap button, first used in gloves, made her fortune this
way. Conwell emphasizes: “It is the open-mindedness to little things
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that brings human success.” The greatest minds think in simple terms,
and the greatest people, Conwell says, are always straightforward. 

You can’t succeed if you have no interest in people and their needs.
In Conwell’s words, you must make yourself necessary to the world.
What all great people have in common is that they make themselves a
“medium” for good: they make the best products and provide them to
the largest number. This, not taking money at a till, is service.

Final comments
Acres of Diamonds might seem to be from another era, but Conwell
was one of the original American motivational speakers and his talk can
still inspire. It costs next to nothing to buy, can be read in about half an
hour, and every so often you may like to be reminded of its two lessons,
which are so simple but so useful to remember:

❖ There’s no need to look beyond yourself and your immediate
circumstances to find the seeds of your fortune. 

❖ Service is the key to success. Don’t just sell things, find out what people
really want. This requires greater than normal thought and observation.

Russell H. Conwell
Russell Herman Conwell was born in Worthington, Massachusetts in
1843. He attended Yale College and in 1862, not yet 20, he raised a
company of volunteer soldiers and fought on the Yankee side in the
Civil War as a commissioned captain.

After the war Conwell studied at Albany Law School and practiced
law, but later went to work as a reporter for the Boston Evening
Traveller. He traveled around the world for another journal, the
American Traveller, and was 27 when he journeyed down the Tigris
river. His wife died when he was still in his twenties.

In his third career, in 1882 Conwell was invited to become pastor of
a newly built Baptist church in Philadelphia. He would serve in this
role for 43 years, also becoming a popular lecturer on the Lyceum and
other circuits and writing a number of books. Easily his most popular
lecture was “Acres of Diamonds,” which he gave over 5,000 times and
earned him, it is said, a million dollars. With the money he founded
Temple University in Philadelphia. He died in 1925.
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1989

The 7 Habits of Highly
Effective People

“It’s incredibly easy to get caught up in an activity trap, in the
busy-ness of life, to work harder and harder at climbing the ladder of

success only to discover it’s leaning against the wrong wall. It is
possible to be busy—very busy—without being very effective.”

“In the last analysis, what we are communicates far more eloquently than
anything we say or do. We all know it. There are people we trust

absolutely because we know their character. Whether they’re eloquent or
not, whether they have the human relations techniques or not, we trust

them, and we work successfully with them.”
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In a nutshell

The first step on the road to success is good character. The second is
openness to new perspectives. The third is ensuring that daily action
is shaped by higher aims, with the knowledge that you always reap

what you sow.

In a similar vein
Warren Bennis On Becoming a Leader (p. 18)

Muriel James & Dorothy Jongeward Born to Win (p. 162)
Jim Loehr & Tony Schwartz The Power of Full Engagement (p. 192)

J. W. Marriott Jr. The Spirit to Serve (p. 210)
John Whitmore Coaching for Performance (p. 294)



CHAPTER 14

Stephen R. Covey

Important both as a self-help and a success work, The 7 Habits of
Highly Effective People is the only book included in both 50 Self-Help
Classics and this volume. 50 Self-Help Classics outlined the seven

habits and the impact of the book, while this commentary goes beyond
the habits themselves to explore Covey’s idea of a successful person.

The 7 Habits of Highly Effective People is a masterful synthesis of
higher-quality ideas in the success literature, placed on a methodologi-
cal framework. It is self-help because it is the book you want to read
when you feel like you are merely skating on the surface of life and are
not being driven by values, and a work about success because it
reminds you that real success is built on integrity and timeless princi-
ples. With this foundation, the sky is the limit to create and achieve,
and to do so in good conscience.

Covey’s successful person
We seek direction from people who we perceive have integrity. In its
concern with integrating principles and action, The 7 Habits of Highly
Effective People is therefore more of a leadership work than a motiva-
tional book. 

Integrity means having a changeless core inside. This allows for an
ability to cope with large amounts of change where others may be
thrown off course. A person of character or integrity stays true to their
values, desiring to be a better listener, to love unconditionally, and to
seek to understand—in short, to be a successful person before anything
else. Western society makes us want to have much; it is less concerned
with our state of being, whether we are the person we believe we
should be. Covey’s message is that before we can begin to do, we must
appreciate and refine who we are. His idea of a successful person is
someone who:
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❖ Makes and keeps commitments, and honors promises.
❖ Admits mistakes quickly and openly.
❖ Appreciates the gap between stimulus and response. That is, you

rarely have to do anything. If you do something, it is out of choice.
❖ Understands that time is precious, and that success is simply being

yourself but in an organized way.
❖ Is willing to do things that others cannot be bothered to do in order

to achieve a higher aim.

It was a revelation for Covey when he discovered a statement made by
the former Secretary-General of the United Nations, Dag
Hammarskjöld, “that it is more noble to give yourself to one person
completely than to labor diligently for the salvation of the masses.”
This resonated with him because in his work as a business consultant
he had frequently come across organizations that had been rendered
ineffective by the differing views of those at the top. 

Covey had experienced this himself in trying to work with someone
who had a totally different administrative style, and their differences
were affecting the organization. Choking back fear, Covey decided to
suggest a meeting and resolve the differences. As it turned out, the other
man wanted to do this as much as he did. They solved the fundamental
problem that the organization was facing, instead of continuing to work
busily away on separate projects. Covey’s point is that we grow into
successful, independent people by having the courage to address root
problems instead of chasing after things that are “out there”:

“Creating the unity necessary to run an effective business or a family or
a marriage requires great personal strength and courage. No amount of
technical administrative skill in laboring for the masses can make up for
lack of nobility of personal character in developing relationships. It is at
a very essential, one-on-one level, that we live the primary laws of love

and life.”

This point that success can best be developed through courage in daily
personal interactions is one that is also made throughout Muriel James
and Dorothy Jongeward’s Born to Win. These small acts can be the
making of a person, more than flashy public victories.  

Through showing the way to reflect objectively on your own atti-
tudes, Covey helps to prevent you imposing your way of seeing the
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world on others. Until you can understand others’ ways of seeing,
through really listening to them, you cannot be truly successful.

Seeing afresh
Covey explains that personal growth is often the result not of doing
something new, but of seeing the same things in a new light. We all
have mental maps of our world that we mistake for the actual territory.
By clinging on to old maps we fail to see the true lie of the land and get
lost. At this point, to regain our way we are likely to adopt external
techniques or fixes, but without internal change this will not get us very
far. We need to change our paradigms, the basic ways we have of see-
ing the world. Scientific paradigms, such as the Ptolemaic understand-
ing that the universe revolved around the Earth, are replaced by new
paradigms based on contradictory evidence. 

New paradigms change everything. For example, you may have
always believed that the best way to exist is to “go with the flow” and
react as well as you can to external events; your “map” does not
include the possibility of proactively shaping your experience through
living according to goals. But if you decided to change your paradigm,
the same territory you walk over every day would suddenly become a
new landscape because, from a different perspective, you would be see-
ing it for the first time.

Covey quotes Albert Einstein: “The significant problems we face
cannot be solved at the same level of thinking we were at when we
created them.” While smaller changes in our lives can be effected
through alterations in attitude and behavior, the larger issues can only
be addressed by a transformation of the self. To think in a totally dif-
ferent way we must become a different person, which does not happen
easily. This is why Covey’s basic unit of change is the habit, because
what we do or think about all the time makes us who we are and
becomes the lens through which we see things.

Another way of seeing paradigms is the concept of “life scripts,” a
blueprint for behavior that helps us to interpret the world and governs
what we do in it. Most people accept life scripts from the environment
(family, society) into which they have grown, but Covey reminds us that
there is always the opportunity to write a new script—a space for making
decisions based on truth. We all have this window of free will, but the
genuinely successful seek to open it further. Anwar Sadat, the Egyptian
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leader who initiated the first Middle East peace accords, observed that a
person who could not change “the very fabric of his thought” would not
be capable of changing reality; only those continually willing to see
things from new perspectives can have regular access to the truth. 

Twice-creating success
When you build a house, Covey notes, you must have blueprints and
plans before the earth is broken. The carpenter’s rule is “Measure
twice, cut once.” In business, you cannot drift along and hope to make
money. Each product or service must be clearly thought out, with
detailed plans for marketing, staffing, and resource allocation. This is
the stage of “first creation.” Most business failures result from under-
capitalization, lack of research into the market, or having no business
plan—all deficiencies in first creation. 

The same is true for your life. “Overnight” success is usually the
result of years of planning, practice, learning, and visualization of the
desired result. You may have good fortune through other routes, but it
is not likely to be enduring. No one ever drifts into meaningful success. 

Singer John Lennon famously said, “Life is what happens to you
while you are making other plans.” Surely it is unwise to think about
shaping your own life to the extent that Covey suggests? His argument
is not that you can prevent life’s inevitable surprises, simply that pur-
pose shapes destiny. The paradox is that having some idea of where
you want to end up (Covey gets you to imagine what people will say
about you when you die; a surprisingly valuable exercise) actually
allows more spontaneity in your life because you are more relaxed
about where you are heading. There is less existential angst. You can
either be shaped by the thoughts and intentions of other people, and
call this “life,” or you can adopt the law of twice creation to ensure
that what manifests as life has been brought into being by you.

Final comments
The 7 Habits of Highly Effective People, more than most works in the
success field, is a book of ideas. It heralded a new era for the genre in
its shift back to the notion of building an unchanging core of personal
principles, where before the emphasis had been more on manipulation
of behavior to achieve certain ends. 
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Though this aspect is little discussed, it is undeniable that The 7
Habits of Highly Effective People foreshadowed many of the elements
that make up the discipline of personal coaching, including the pursuit
of “win/win situations”; empathic listening in order to have people
solve their own problems; self-care and renewal to sustain productivity;
goals to guide performance; and maintaining a work/life balance. While
he never uses the term “coaching,” the book includes many examples
and anecdotes from Covey’s experience as a father, and his realization
that “borrowing strength builds weakness”; that is, using your position
as a parent or manager is a weak way of getting things done. You
improve the world around you not by forcing solutions on it but by
drawing out better outcomes from those involved.

It is ironic that The 7 Habits of Highly Effective People, though one
of the most challenging success books to apply and implement, has also
been the genre’s bestseller in modern times. The book is a hit even in
China, where amid the rapacious growth of a newly capitalistic econ-
omy people still have a hunger for success based on integrity. If there is
only one message that you take from it, be it that you always reap
what you sow, whether as a person, a business, or a nation. There are
no shortcuts to fulfillment or lasting achievement.

Stephen R. Covey
Born in 1932, Covey has a Harvard MBA and spent most of his career
at Utah’s Brigham Young University, where he was a professor of orga-
nizational behavior and business management.

In 1984 he founded the Covey Leadership Center, which 13 years
later merged with the Franklin Quest company to form Franklin Covey,
a $500 million company that sells learning and performance tools in
the areas of leadership and productivity (see FranklinCovey.com).

Covey’s other books include Principle-Centered Leadership, First
Things First, The 7 Habits of Highly Effective Families, and Living the
7 Habits.

Covey has several honorary doctorates, and was voted one of Time
magazine’s 25 most influential Americans. He lives in Utah.
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1999

Direct from Dell
“Here was a device that so profoundly changed the way people

worked—and its cost was coming down. I knew that if you took this
tool, previously in the hands of a select few, and made it available to
every big business, small business, individual, and student, it could

become the most important device of this century.”
“Believe in what you are doing. If you’ve got an idea that’s really

powerful, you’ve just got to ignore the people who tell you it won’t
work, and hire people who embrace your vision.”
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In a nutshell

The simplest, most uncomplicated way is often the most successful.

In a similar vein
Jim Collins Good to Great (p. 80)

Henry Ford My Life and Work (p. 102)
Sam Walton Made in America (p. 276)

Jack Welch Jack (p. 288)



CHAPTER 15

Michael Dell

Michael Dell’s first business venture, at 12 years old, arose from
his hobby of philately. He had bought stamps at auction and
realized that stamp sellers made good money, so got together

a catalog of his and his friends’ stamps and sold them via mail order.
He made $2,000. This effort at cutting out the middleman and selling
direct was a taste of things to come.

Born in 1965 in Houston, Texas, Dell came of age at the dawn of
personal computers, and they quickly became his real love. He hung
around computer stores and eventually got his parents to give him a PC
for his fifteenth birthday. They were infuriated when he immediately
took it to pieces in order to find out how it worked. Then, by good for-
tune, the 1982 National Computer Conference (now Comdex) hap-
pened to be held in Houston and Dell skipped school every day to
attend. This was the industry side of computing and it opened Dell’s
eyes. He discovered the huge markups sustaining computer sales, by
which IBM could buy the components for a PC for $600–700 and then
sell it on to retailers, who would charge the public $3,000. 

Germination of a business
What Dell also realized was that anyone could buy these components
and make their own machine. Furthermore, the person who sold you a
computer in a store generally didn’t know much about the technology.
Retailers were making $1,000 a computer but offering no real cus-
tomer support. Demand for computers was enormous and people
didn’t ask questions, they just bought. Even at this age, Dell believed
that he could make better machines and sell them at a lower price—but
his parents wanted him to go to college and become a doctor. 

In his freshman year at the University of Texas, Dell was taking
classes while on the side doing computer upgrades for businesspeople
and professionals. With his grades looking shaky, his parents paid him
a surprise visit. He managed to stow away all the computer parts in his
dorm room, but was firmly told that he had to give up the computer
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business and concentrate on his studies. His Dad said: “Get your prior-
ities straight. What do you want to do with your life?” To his father’s
distinct lack of amusement, he replied: “I want to compete with IBM!” 

The Dell difference
So begins Michael Dell’s account of the early years of his company, one
of the great success stories of our times. Dell readily admits that it is nei-
ther a memoir nor a history of his company: the purpose of the book is
to help in “honing your competitive edge, no matter what industry
you’re in or what your role is.” His story is one of a very small player
changing an industry. As a piece of writing Direct from Dell: Strategies
that Revolutionized an Industry is not brilliant, but its value is in show-
ing us how thinking differently, and then having the courage of our con-
victions, is an essential law of success. To return to the story…

At the beginning of 1984, Dell formally registered a company.
Through a small ad in the local newspaper he started to sell over
$50,000 a month of upgrades, upgrade kits, and components, and
without telling his parents moved from his dorm into a two-bedroom
apartment. He leased 1,000 sq. ft. of office space and started employing
people. As the business took hold, Dell knew that there was no time for
him to spare at college, and he left.

Was he scared? “Yes,” he admits, but the risk was balanced by the fact
that students were allowed to take a semester off with no penalty, so the
door was left open for him to return. He needn’t have worried. In the next
year or two his company had to move three times to bigger premises, and
as well as upgrades Dell started selling its own PC based on the 286 chip. 

Although hard to believe now, Dell’s idea of selling equipment direct
through the mail or over the phone was something new; just about
everyone bought their computer from a retailer or distributor. By cut-
ting out the middleman and dealing with the public and businesses
direct, he could save them a lot of money. What’s more, through direct
communication he could find out exactly what each customer wanted,
not just for their current machine but for anything in the future. This
established a crucial element of Dell’s success: getting the customer
involved in the developmental phase.

In early computer sales, speed and performance were everything.
IBM had 70 percent of the market with a 6MHz 286 PC, so Dell
designed and sold a 12MHz machine at half the price. At the next
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Comdex show there were lines of people to see the machines and
Michael Dell made it onto the cover of PC Week. He says that he
learned the lessons of “time to market” and the speed at which the
computer industry moves. This unbeatable combination of performance
and price saw business boom. In 1986 Dell did $60 million in sales,
less than three years after the firm officially began. In 1988 it became a
public company.

Michael Dell’s lessons for success

Think unconventionally 
Plenty of people told Dell that his direct approach to selling computers
would never work on a large scale. “It’s fun to do things that people
don’t think are possible or likely,” he says. Consequently, questioning
conventional wisdom became a basic element of the culture of the firm. 

Despise the status quo
Dell staff are told to think like entrepreneurs or as if they are owners of
Dell. They are much more likely to take risks. He tells staff: “There’s
no risk in preserving the status quo, but there’s no profit, either.”

Set big goals that may just be do-able
At the end of 1986 the company set a goal to achieve $1 billion in sales
by 1992 and to expand internationally. By 1992 it was doing twice this.
Setting a large goal makes you think about how you will achieve it. 

Love change
“Being on the cover of Fortune doesn’t guarantee you anything,” Dell
says. In the computer industry no one can rest on their laurels; you
need a climate of perpetual change and to be a voracious learner to
foresee what is happening and provide for it. 

Dell even surfs the web after his kids have gone to sleep to see what
people in chat rooms are saying about the company.

Focus on your possibilities, not your competitors
A simple tip, easily forgotten in the stress of the business arena, but one
that assists in reaching creative solutions. Don’t act from fear; measure
yourself not by others but by an absolute standard of excellence.
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Running Dell
Dell jokes that no one taught him at school how to run a billion-dollar
company. Its enormous growth itself became a problem, because it
blinded him to the more important measures of profitability and cash
flow; that is, value as opposed to pure growth alone. The solution, as
obvious as it seems now, was to put a new emphasis on facts and data.
Out of this came a laser-sharp focus on doing fewer things better. 

Instead of trying to put out a range of laptops, for instance, the firm
put everything into the Dell Latitude. It was the first notebook to have
a lithium ion battery that would last as long as a flight from Los
Angeles to New York. It was a big success. Of this challenging period
Dell says: “We began to realize that it’s as important to figure out what
you’re not going to do as it is to know what you are going to do.”

Dell embraced selling on the internet before almost anyone else. The
company’s expertise was in direct selling, therefore the direct (no inter-
mediary) nature of selling on the internet was the perfect medium for
its growth. In June 1996 it started selling computers online and by
December 1996 was doing $1 million a day, when Amazon.com was
only turning over $15 million a quarter and losing money. Thus the
business model that had already been put in place received a massive
boost from a medium that perfectly suited it. 

In addition, Dell’s suppliers started to provide the company with
components only hours before they would be needed. This was a cru-
cial advantage in an industry where, because of the speed of new tech-
nological improvements, being stuck with old components could be
disastrous.

Dell also became well known for its home servicing, at a time when if
something went wrong with your computer you had to lug it to a store.
Because it had no shop front, in a way Dell had to provide this. Being a
direct selling company meant that it had to work extra hard to convince
the public and businesses of its credibility. It has to “underpromise and
overdeliver,” as Dell puts it, never doing things merely for technology’s
sake and making sure that what it offers customers is what they want. 

Final comments
Written at the height of high-tech mania during the internet’s honey-
moon, Direct from Dell is a classic because it is both a record of this
amazing period and a success manual. Some will say that Dell was just
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lucky to be sitting on the tip of a rocket that took off, but he has lived
through the hype and continues to produce remarkable results. The
company currently has revenues of $39 billion, with 40,000 employees.
At the time of writing it is the market leader in PCs with 17.3 percent
of the market, compared to the much older Hewlett-Packard’s 15.8 per-
cent. Truly a David and Goliath story. 

In his drive to provide people with an ever-improving product at
ever-decreasing prices, Dell is a modern-day Henry Ford. Like Ford did
with cars, his aim has been to take the mystery out of buying and oper-
ating a computer. Dell’s overriding success lesson is that the simpler
you can make life for people, the more valuable you will be to them.

While it sags in the middle and is somewhat repetitive, Direct from
Dell is an inspiring book if you are thinking about forming a company.
Part I is more interesting because it is more personal and follows the
excitement of the firm’s rise from dorm room to the Fortune 500. Yet
unlike some success manuals, there is little element of the heroic. It is
understated and, although he is clearly a passionate businessman, Dell’s
humanity can be read between the lines.
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1922

My Life and Work
“From the beginning I could never work up much interest in the labor

of farming. I wanted to have something to do with machinery. My
father was not entirely in sympathy with my bent toward mechanics.

He thought I ought to be a farmer. When I left school at seventeen and
became an apprentice in the machine shop of the Drydock Engine

Works I was all but given up for lost.”
“Good will is one of the few really important assets of life. A determined
man can win almost anything that he goes after, but unless, in his getting,

he gains good will he has not profited much.”

In a nutshell

Continually refine your thinking power. Imagine something the world
would really need. Make it cheaply as possible and sell it at the

lowest price.

In a similar vein
Andrew Carnegie The Autobiography of Andrew Carnegie (p. 56)

Michael Dell Direct from Dell (p. 96)
Sam Walton Made in America (p. 276)



CHAPTER 16

Henry Ford

M y Life and Work takes us inside the mind of a person who
managed to change the world, yet who lived in relative
obscurity for the first 40 years of his life. This was a long

time to develop skills, both personal and mechanical, that laid the
foundation for a massive enterprise. 

Ford was that rare person, an inventor who went on to mass-
produce his own invention. If you ever feel disheartened because you
have an idea for a product or service for which you have been told
there is no market, remember Ford’s comment that “there never is for
new articles.” He saw fear as the result of dependence on other people
and circumstances, and in every area of his life, from the avoidance of
debt to the work ethic that he held sacred, Ford was an expression of
what Emerson called “self-reliance.” 

The vision
Described by his mother as a born mechanic, the greatest moment in
Ford’s childhood was seeing a road engine, a steam vehicle used to haul
farm machinery. It was the first vehicle he had seen not pulled by horses.

Always tinkering, by age 15 he could fix almost any watch and seri-
ously considered becoming a watch manufacturer. But the idea of the
“horseless carriage” was too great and, without the support of his
father, Ford began to build one in the workshop he had constructed on
the family farm. 

At 17 he began work as an apprentice machinist, qualifying before
time, and rose through the ranks. In his spare time he worked on a
gasoline engine and dreamed of building a “universal car” that could
transport people cheaply and reliably. 

In his twenties he was inspired by a brief meeting with the inventor
Thomas Edison; despite virtually everyone at the time saying that elec-
tricity was the future, Edison told him to stick at his engine.

Ford’s employer offered him a major promotion on condition that
he gave up his private obsession. His reaction? “I had to choose
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between my job and my automobile. I chose the automobile, or rather I
gave up the job—there was really nothing in the way of choice. For
already I knew that the car was bound to be a success. I quit my job on
August 15, 1899, and went into the automobile business.” 

…and the reality
Without personal funds, Ford joined up with a group of investors to
form the Detroit Automobile Company. He quickly found that they
were more interested in quick profits than engineering a better machine
and, after only a year and 20 cars, he resigned. 

Four years later, the 40-year-old began the Ford Motor Company. It
was capitalized at $100,000, and this time Ford owned a quarter of the
stock. Over 1,700 cars were built in the first year of operation, and the
Model A gained a reputation for reliability. The second year, giving in
to pressure from business associates, Ford brought out three models
and raised prices. The company sold fewer vehicles. He realized that he
had to have ownership in order to have full control and, using income
generated from sales, brought his holdings up over 50 percent, later
increased to 100 percent. 

In 1908–9 the firm sold over 10,000 cars, and again there was pres-
sure to expand the range. Ford went in exactly the opposite direction.
One morning in 1909 he announced that the company would now sell
only one model: the Model T. What’s more, it would be available in
only one color. “Any customer can have a car painted any color that he
wants so long as it is black,” were his now famous words.

Success
While many believed that the car’s low price would bring the firm’s col-
lapse, Ford himself expected the market to expand dramatically. It did.
He started building the largest factory in the world, Highland Park,
and production capacity leaped from 6,000 to 35,000 cars, while the
number of staff merely doubled. 

By the early 1920s the company employed 50,000 people and was
turning out 4,000 cars a day. In 1921 alone, 5 million cars were pro-
duced. By the end of the decade, 15 million Model Ts would be run off
the assembly line. This was the miracle of mass production.
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Universal demand
The first automobiles were considered a “rich man’s toy,” sold on the
basis of pleasure and status. Fords were advertised for their utility.
Many people could justify the cost if it was used for travel to work or to
carry the family around. The cars were also sold on the basis of simplic-
ity of use, which gave rise to the saying: “Anyone can drive a Ford.”

It was price, though, that really made the Model T universal. In
1909–10 it had cost $950. Ten years later, it was selling for $355. How
was this possible? Ford abhorred the idea of trying to get the highest
price for the car. Instead, his strategy was to base prices on the cost of
manufacture. If his factories could be made more and more efficient,
the consumer would win. Like Sam Walton with his Wal-Mart stores,
Ford discovered that he could make more profits from selling greater
numbers of the product at a lower price, than selling fewer at a higher
price. If you manage to sell a high-quality product cheaply via low-cost
methods, “you will be meeting a demand which is so large that it may
be called universal,” Ford wrote.

Work and wages
As America’s assembly lines grew in number, the prevailing wisdom
became that repetitive work numbed the body and spirit. Earning a
way-above-average $6 a day, Ford workers were less concerned.
Henry Ford believed that high wages increased the stability of the
work force and helped the men to concentrate, knowing that their
families were taken care of. It also allowed them to be consumers, not
just for Ford cars but for other goods and services that kept the econ-
omy buoyant. 

Ford’s hiring methods were unusual. The firm wanted to know little
more about prospective workers than their name, age, marital status,
and whether they were willing to work. Not speaking English and
having a criminal record were not a problem. It did not hire “experts”
because they usually only knew what could not be done; Ford pre-
ferred “fools who would rush in” to tackle problems with an open
mind.

Blind people, deaf and dumb people, those with only one leg or
arm—all were employed by Ford at the same wage as the able-bodied.
He wrote: 
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“I think that if an industrial institution is to fill its whole role, it ought to
be possible for a cross-section of its employees to show about the same
proportions as a cross-section of a society in general. We always have

with us the maimed and the halt.” 

Such an enlightened philosophy is taken for granted now, but it wasn’t
in the 1920s. 

The ideal of service
In the early days of the car industry, Ford points out, there was no
after-sales service. Car makers were totally focused on selling rather
than building a relationship with customers, and it was considered
good business to charge a lot for spare parts because the owner had no
choice but to buy them. 

Ford believed that the sale of a car was merely the beginning of a
relationship with a buyer. He built his cars to last, but also made sure
that parts were transferable across models, cheap, and easy to install.
This ideal of service might have seemed crazy to other manufacturers,
but the trust it built up among the public was priceless. 

His early experience with investors demonstrated that the principle
of “return on the dollar” often sabotaged the creation of an enterprise
that would grow into something substantial. Businesses were not cash
cows; they should offer something that made lives better, and if they
achieved this, good returns would naturally flow. 

Final comments
A major figure of the twentieth century, Ford combined two traits often
seen in the super-successful person: an original, far-reaching vision that
carries with it the potential to change the world; and an obsessive
attention to detail that can drive people mad. 

Ford’s dark side included spying on managers and belief in conspir-
acy theories about Jewish bankers taking over America. He has also
been ridiculed for the famous saying that “history is bunk.” This was
his shorthand for the belief that education should not be about
remembering facts, but about teaching people how to think better.
Despite how well he paid, Ford could not help noticing that most peo-
ple chose jobs that enabled them not to have to think, while his admi-

HENRY FORD

106



ration of Edison was based on the inventor’s ability to “think things
through.” 

His achievements are of course inspiring, but what message did Ford
mean us to take from My Life and Work? Some comments late in the
book about the concept of “use” perhaps provide the key. He counsels
against worrying too much about savings and investments as we nor-
mally think of them. He says: 

“You are not ‘saving’ when you prevent yourself from becoming more
productive. You are really taking away from your ultimate capital; you

are taking away the value of one of nature’s investments.” 

Refining your ability to think should be your investment priority; it
always provides the best returns. 
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1758

The Way to Wealth
“Many a one, for the sake of finery on the back, have gone with a

hungry belly, and half starved their families; silks and satins, scarlet and
velvets, as Poor Richard says, put out the kitchen fire. These are not the
necessaries of life; they can scarcely be called the conveniences, and
yet only because they look pretty, how many want to have them. The

artificial wants of mankind thus become more numerous than the
natural.”

“You may think perhaps that a little tea, or a little punch now and
then, diet a little more costly, clothes a little finer, and a little

entertainment now and then, can be no great Matter; but remember
what Poor Richard says… beware of little expenses; a small leak will

sink a great ship… and moreover, fools make Feasts, and wise men eat
them.”
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In a nutshell

Diligence and frugality build character as they create wealth.

In a similar vein
Horatio Alger Ragged Dick (p. 12)

Warren Buffett (by Roger Lowenstein) Buffett (p. 48)
Benjamin Franklin Autobiography (50SHC)

Samuel Smiles Self-Help (50SHC)
Thomas J. Stanley The Millionaire Mind (p. 258)



CHAPTER 17

Benjamin Franklin

People associate Benjamin Franklin with statesmanship and being a
drafter of the American Declaration of Independence, but his
bread-and-butter work for many years was as a publisher, specifi-

cally of almanacs. 
The meat of an almanac is the calendar, and to liven up the pages

Franklin hit on the idea of filling up the blank spaces with inspiring
quotes and aphorisms. Though some were borrowed, others he
invented, and they became a platform for his homespun philosophy of
frugality and hard work, but more valuably tips on “procuring
wealth.”

Called Poor Richard’s Almanack (Franklin’s nom de plume was
Richard Saunders), these bestselling volumes came out every year for a
quarter of a century. 

Listening to Father Abraham
What was later called The Way to Wealth was actually the preface to
the 1758 almanac. It was a handy way of putting Franklin’s maxims on
the benefits of thrift into one place, but became hugely popular and
was translated into many languages.

What made it enjoyable and enduring was Franklin’s use of a story-
telling device by which Richard Saunders happens to overhear an old
man, Father Abraham, lecturing a small crowd in a town square wait-
ing for a public auction to begin. 

The men gathered there voice the time-honored complaint that
“times are tough,” but the wise elder tries to knock some sense into
them—quoting heavily from Poor Richard’s Almanack. This naturally
delights the author, who admits that while his writings have brought
some “solid pudding,” critical acclaim has eluded him. Now he has the
even greater prize of witnessing his maxims become common currency.
With this set piece, Franklin achieves the double benefit (the great mar-
keter that he was) of advertising his own product and giving it greater
credibility.   
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Spouting the familiar refrain of the small businessperson, one of the
crowd suggests that they can’t prosper with such a heavy tax burden.
The old man replies:

“The taxes are indeed very heavy, and if those laid on by the
government were the only ones we had to pay, we might more easily

discharge them; but we have many others, and much more grievous to
some of us. We are taxed twice as much by our idleness, three times as
much by our pride, and four times as much by our folly, and from these

taxes the commissioners cannot ease or deliver us by allowing an
abatement.”

He reminds them of a saying in the 1733 Poor Richard’s Almanack that
“God helps them that help themselves.” 

Hard work and independence
Remember that this was pre-revolutionary America, still tied by the
apron strings to England. The ethic of strident independence and per-
sonal responsibility that we now associate with the United States and
writers like Emerson had yet to grow to maturity. Franklin scholars
suggest that his early writings reflect a world being born with new
virtues—principally economic ones. In the new land, thrift and industry
were more likely than anything else to bring success. With weaker
social structures, not class or position but money was security. 

It was Franklin who said, “time is money.” Father Abraham quotes
Poor Richard’s warning: “Dost thou love life, then do not squander
time, for that’s the stuff life is made of.” This is the famous Protestant
work ethic in action; instead of merely working enough to eat and sur-
vive, building up wealth is a sign of God’s grace. Franklin was not very
religious, but he recognized that the secret of a better life is the per-
sonal development to be gained from working hard. It is not so much
what you gain financially, but the self-worth and self-discovery that
come from pushing yourself. In slothfulness you learn nothing. Wake
up late and you seem to be chasing the day; rise early and you feel in
control. “Early to bed, and early to rise, makes a man healthy, wealthy
and wise.”

To counter the common penchant for instant gratification, Father
Abraham again throws a quote from the almanac at his listeners,

BENJAMIN FRANKLIN

110



namely “Constant dropping wears away stones, and by diligence and
patience the mouse ate in two the cable.”

With such an image, it is easy to grasp The Way to Wealth’s message
of the virtue of persistence.

The joy of frugality
Franklin knew that people were motivated by the prospect of being
rich, but that being frugal was not an especially exciting idea. His solu-
tion was to develop witty slogans that conveyed the dignity of the
saver, such as “Plough deep, while sluggards sleep, and you shall have
corn to sell and to keep” and “At the working man’s house hunger
looks in, but dares not enter.”

People are always hoping for a windfall, because it lets them off the
hook of being careful about their daily expenses. One modern-day heir
to Franklin is Thomas Stanley, who in his books The Millionaire Next
Door and The Millionaire Mind reveals that the wealthy generally do
not play the lottery; they know that over a long time what you save in
keeping living expenses to a minimum can, if invested, add up to a for-
tune. Franklin expresses this fact as “A fat kitchen makes a lean will”
and “Beware of little expenses; a small leak will sink a great ship.”

When people do receive an inheritance or some gain for which they
have not had to work, they imagine a life of leisure. As Poor Richard
puts it, “A child and a fool… imagine twenty shillings and twenty years
can never be spent.” Those who cannot appreciate time have the most
money problems.

The debtor’s prison
Franklin’s point is that those with money are more free and indepen-
dent than their neighbors. The way to wealth lies first in eliminating
debt, which lightens the spirit and makes you more confident and
therefore more productive. “Tis hard for an empty bag to stand
upright,” Poor Richard says.

Yet Father Abraham, toward the end of his speech, adds a note of
moderation. Lest we all become misers, he is reminded that work and
savings “may all be blasted without the blessing of heaven.” Don’t be
uncharitable to those who really need it, because the one thing worse
than being a prisoner of debt is being a prisoner of your conscience.

50 SUCCESS CLASSICS
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Although it requires hard work and discipline that you alone can
muster, prosperity is still a gift in which others can share. 

Final comments
As the old man’s harangue draws to a close, the market opens and
those in the crowd promptly forget everything they have heard, “buy-
ing extravagantly.” 

While the path to wealth is clearly marked, few are willing to adapt
themselves to the modest discipline that the journey requires. Instead,
we choose the shinier track of debt-driven consumption, which we find
further along is covered in vines and thorns. 

It has been argued that Franklin did not follow his own model of
frugality and industry, and it is true that he is better known for his risk
taking and dashing achievements. The Way to Wealth may thus seem to
be solely for humble folk in hard times, a quaint little essay of only his-
torical value. But consider that Warren Buffett, the most successful
investor the world has known, enjoys quoting its maxims and lives
according to its tenets of industry, frugality, and debt aversion. Success
does often require big risks and vision, but for the details of your
working life and control of expenses, it is worth remembering the
words of Father Abraham. 

BENJAMIN FRANKLIN
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Benjamin Franklin
Born in 1706, Franklin was the son of a chandler and the youngest of
17 children. His early working life was as an apprentice to his brother,
who produced one of America’s first newspapers. In Philadelphia he set
up his own printing shop, and by his late twenties was publishing the
highly successful Poor Richard’s Almanacks. By his early forties he was
wealthy enough to retire, and pursued civic improvements such as
founding a library and starting a fire department, and his experiments
with electricity resulted in the invention of the lightning rod.

Franklin was a major figure in the Pennsylvania Assembly, which led
to his role as negotiator between Britain and colonial America, and he
served on a committee that drafted the Declaration of Independence.
He was later Ambassador to France. Franklin’s Autobiography was
unfinished at his death in 1790, but is a personal development classic.
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1974

The Inner Game of
Tennis

“The player of the inner game comes to value the art of relaxed
concentration above all other skills; he discovers a true basis for self-
confidence; and he learns that the secret to winning any game lies in
not trying too hard. He aims at the kind of spontaneous performance
which occurs only when the mind is calm and seems at one with the

body, which finds its own surprising ways to surpass its own limits
again and again.”
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In a nutshell

Your body is smarter than you think: trust it to achieve the goals you
have set.

In a similar vein
Mihaly Csikszentmihalyi Flow (50SHC)

Jim Loehr & Tony Schwartz The Power of Full Engagement (p. 192)
Cheryl Richardson Take Time for Your Life (p. 222)
John Whitmore Coaching for Performance (p. 294)



CHAPTER 18

W. Timothy Gallwey

When Gallwey wrote The Inner Game of Tennis in the 1970s,
there were not many books on the mental side of sports. It
was thought that relentless practice of physical skills, com-

bined with sheer willpower, made the best players. 
Gallwey’s experience as a tennis player and a coach, however, was

that willpower and positive thinking were not reliable bases for a great
game. You cannot force your brain and body to achieve results. He dis-
covered that there is a much easier route to performance, which
involves letting the intelligence of the body and the unconscious mind
express what it knows. The Inner Game of Tennis combined Gallwey’s
background in education with his tennis experience to create a truly
original work that became a surprise bestseller. With its emphasis on
equality between teacher and learner, it was also the seminal work in
the personal coaching field.

A new way to play
The conventional way of the tennis coach is to criticize every detail of
your game and give you a hundred instructions about what to remem-
ber when you step on to the court. But this is not the way the body
likes to play. As a tennis pro, Gallwey found that asking players simply
to watch him take shots was more effective than issuing instructions,
because you learn more effectively by letting your unconscious mind
absorb images of good play. His conclusion was that “conscious try-
ing—directed by the conscious mind—often produces negative results.” 

You know this instinctively by the fact that when you are playing at
your best you are not thinking in a technical way about your shots—
you are a fluid unity of mind, body, court, and racket. You are, to use
Mihaly Csikszentmihalyi’s famous term, in a state of “flow.” On a
good day, it all seems easy.
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If this ability to master “the art of effortless concentration” is the
basis of the inner game, how do you go about it? Can it be created at
will?

The two selves
As a player and trainer, Gallwey noticed that most people who have
had tennis lessons know the correct way to make a shot. The problem
is acting on what you know. Once you have the skills, your mental
game is the problem. You sabotage your play by putting yourself down
after a bad shot, worrying about the consequences of losing, or coming
to terrible conclusions about your abilities. 

Gallwey’s discovery was that when someone goes out on to the
court, two people are playing: Self 1, the instructing, motivating, calcu-
lating coach; and Self 2, the one who actually goes out and plays. The
first self is the “teller,” the part of you that shouts “C’mon!” to put
more intensity into your game, while the second self is the “doer,”
playing with a storehouse of memories of every shot ever played. With-
out the badgering of Self 1, Self 2 could play brilliantly. The further
Self 1 takes matters into its own hands, forcing instructions to 
“improve” play, the worse the play actually gets. 

Quiet the mind
Gallwey’s experience as a tennis coach underwent a transformation. He
moved from being a technical instructor of “good” shots to simply
being a quiet model of good play. Instead of criticizing or compliment-
ing his students he would just ask them to watch him over and over,
then let their mind and body unconsciously replicate his actions. By dis-
couraging judgments from either student or coach, the player’s ability
was revealed and their potential could be realized. Students would “dis-
cover” their shots rather than “manufacture” them.

Gallwey quotes the Zen master D. T. Suzuki: “Man is a thinking
reed but his great works are done when he is not calculating and think-
ing.” Uncluttered with words or instructions, a still mind makes for the
best performance. An unquiet mind starts to judge. We like to say
“That was a terrible shot” when in fact it was a shot—not good or
bad—and we have tagged meaning on to it. Once you have given an
emotional meaning to an event, you are less able to be fully aware of

W. TIMOTHY GALLWEY
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the next moment because you are caught up in emotion. You will not
be able to see your play clearly, only through the mists of fury or
despond. If you can notice what is happening without too much judg-
ment you will naturally maintain concentration and seize opportuni-
ties. If you keep judging yourself negatively, it will add up to a
negative statement about your whole self—it becomes a self-fulfilling
prophecy. 

Paradoxically, success comes when you temporarily withhold judg-
ments of success or failure but notice what is. Without such distortions,
you can be calmly effective. To play at your best, you must live every
second in the present. This is concentration. The easy way to concen-
tration is through noticing all the details of the game: the way the ball
spins, the sound it is making when it hits the racket, the way your arm
is moving to take a shot, your breathing. While on the surface this may
seem a bit dreamy, it is in fact the opposite, because the moment you
really notice things you are not worrying about what will happen next
or hitting yourself for the point you missed—all your energies are
focused on this moment, this point. The burst of energy, creativity, and
resolve that comes from existing in the moment is what the writer
Eckhart Tolle calls “the power of now.”

Larger rewards 
The Inner Game of Tennis is interesting because it asks what success is.
For Gallwey, it turned out that winning games was less important than
overcoming his nervousness on court. Playing to the best of his abilities
without sabotaging his game with poor thinking—this was victory.

People who look only for measurable success, Gallwey says, can
have a one-dimensional existence. It is possible to go through life being
so focused on external achievement that you forget to appreciate the
wonders of nature, neglect to love those closest to you, and never stop
to reflect on your broader life purpose. You need to make a distinction
between a compulsion to succeed for the sake of winning, and a desire
for success that will enrich your life and those of others. As Gallwey
puts it: 

“Winning is overcoming obstacles to reach a goal, but the value in
winning is only as great as the value of the goal reached.”
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In other words, the purpose of success is not necessarily the achievement
of a goal, but the self-knowledge that you gain in striving toward it. 

The Inner Game of Tennis is very much influenced by eastern teach-
ings, particularly Zen Buddhism. Gallwey’s premise is that through not
being attached to the fruits of victory (i.e., winning the trophy), you
paradoxically become free to play the game for itself in a more relaxed
and powerful state of mind. Through nonattachment, winning is more
likely. 

Tennis, or any other sport, is simply the medium through which you
learn more significant elements such as concentration, Gallwey says.
Working on your inner game is worth doing, because if you can
improve your concentration or be more relaxed under pressure, these
skills are obviously going to benefit every area of your life, not merely
the one you trained your mind for. In his 1970s language, Gallwey
describes this as “unfreakability.”

Final comments
The Inner Game of Tennis laid the foundation for today’s personal
coaching industry. It put forward ideas that are now commonplace in
coaching, such as trusting people to come up with their own solutions;
asking questions instead of instructing; visualizing successful outcomes;
and appreciating the value of each moment.

Its ideas were important to the emerging field of sports psychology,
and the corporate world also latched on to it. Gallwey’s comment that
“almost every human activity involves both the outer and the inner
game” explains its wide impact. The book helped to pave the way for
today’s view that work should be a means of self-expression in addition
to being merely a way to make money, and has contributed to the real-
ization that “relaxed concentration,” not fierce self-punishment, more
effectively leads you to true success.

There is a surprising amount of information in this slim book, much
of it not touched on here. Spanning human nature, the way the brain
and body work, and the meaning of competition and success, The
Inner Game of Tennis can be enjoyed even if you have little interest in
sport.

W. TIMOTHY GALLWEY
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W. Timothy Gallwey
Gallwey won the boys’ division of the US National Hardcourt
Championships at 15, and while at Harvard University, where he
majored in English literature, captained the tennis team. He served as
an officer in the US Navy, and as an educationalist helped to found a
liberal arts college.

During a break from his career in education, Gallwey took up the
post of tennis pro at a club in Seaside, California. What he had learned
while practicing yoga he applied to coaching, with remarkable results.
Though not warmly received by professional coaches, The Inner Game
of Tennis became a surprise bestseller. Gallwey has since become a cor-
porate trainer, teaching inner game principles to Apple, Coca-Cola, and
others.

His other books include The Inner Game of Golf, The Inner Game of
Skiing, The Inner Game of Music, and most recently The Inner Game
of Work.
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1961

How to Be Rich
“After all, ‘richness’ is at least as much a matter of character, of

philosophy, outlook and attitude, as it is of money. The ‘millionaire
mentality’ is not—and in this day and age, cannot be—merely an
accumulative mentality. The able, ambitious man who strives for
success must understand that the term ‘rich’ has infinite shades of

meaning. In order to justify himself and his wealth, he must know how
to be rich in virtually every positive sense of the term.”

“To be truly rich, regardless of his fortune or lack of it, a man must live
by his own values. If those values are not personally meaningful, then

no amount of money gained can hide the emptiness of life without
them.”

In a nutshell 

Live by your own values, be your own person.

In a similar vein
Warren Buffett (by Roger Lowenstein) Buffett (p. 48)

Thomas J. Stanley The Millionaire Mind (p. 258)



CHAPTER 19

John Paul Getty

H ow to Be Rich is essentially a series of articles that Getty was
commissioned to write by Playboy magazine. His intention
was to explain himself and why he was a businessman, and

secondly to get behind the myths of what it was like to have great
wealth. Hence the title of the book: not how to get rich, but how to be
rich. 

Wildcatter to mogul
John Paul Getty’s father, George Getty, had grown up poor on an Ohio
farm, but later managed to get through law school supported by his
wife. He became a successful Minneapolis attorney and did well in the
Oklahoma oil rush. 

John Paul was born into this relative prosperity in 1892, an only
child. He writes fondly of a teenage apprenticeship as a roustabout in
the oil fields, then very much a dusty frontier place of rough men,
“where gambling halls were viewed as the ultimate in civic improve-
ments.” In utter contrast, he then spent two years at Oxford University
in the UK before returning to the States. 

He had planned to enter the US diplomatic service, but at 22 went
into business on his own as a wildcatter (an independent oil driller and
speculator) and got lucky with some oil leases. He was a millionaire by
age 24. Deciding to “retire,” he enjoyed himself for a couple of years,
but his parents were not pleased, his father telling him that he had a
duty to build and operate businesses that created wealth and a better
life for people. 

The oil rush had shifted to California and Getty decided to invest in
new oil leases near Los Angeles. His business rapidly expanded over the
next few years, but his father’s death in 1930 was a setback. It was said
that Getty Sr. left John Paul $15 million. In fact it was $500,000. 

During the Depression of the 1930s, Getty came up with the idea of
an integrated oil company spanning exploration, refining, and retail
marketing. He bought up oil stocks, which were now very cheap,
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purchased the Pierre Hotel in New York at a bargain price, and began
a difficult 15-year takeover of the Tidewater Oil Company, then one of
California’s largest. After the Second World War Getty Oil gambled
$12 million on oil concessions in Saudi Arabia. Though it took a fur-
ther four years and $18 million for the wells to produce, by then the
world had become aware of the vast reserves in the area, and the gam-
ble paid off handsomely.

In 1957, Fortune magazine named Getty the richest man in America
with an estimated worth of $1 billion. He would from then on receive
an average of 3,000 letters a week from strangers requesting money.

JPG’s tips on success in business and in life

Beat your own path
How to Be Rich was written at the zenith of large-company capitalism,
when the species “organization man” evolved to make the most of his
small place in the corporate machinery. Getty describes this person as
“dedicated to serving the complex rituals of memorandums and buck-
passing.” In contrast, Getty’s “office” in his early years in the oil fields
was the front seat of a battered Model T Ford.

Most executives, Getty observed, would rather become “boot-
lickers” to those above them than risk rocking the boat. This was
actually counterproductive, because the only real security in the
workplace was reserved for those who demonstrated that they could
add value. Successful businesspeople, he believed, were usually rebels
of some description whose wealth was built on rejection of the status
quo. For example, Getty does not mention his purchase of oil stock at
low prices after the Wall Street Crash as a boast, but to demonstrate
that the businessperson who does not follow the pack often “reaps
fantastic rewards.” 

Be open-minded
Getty had invited an outspoken socialist to a dinner party at his Sutton
Place mansion just outside London. Another guest, a fellow American,
was appalled. Getty did not apologize; in fact, he felt he was honoring
the great American tradition of encouraging dissent. Hearing views dif-
ferent to your own, he believed, “adds spice, spirit, and an invigorating
quality to life.” 

JOHN PAUL GETTY
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Writing at the beginning of the 1960s, he correctly forecast that the
“vanished dissenters” would soon reappear, and knew that the eco-
nomic future would be brighter because of it. Getty’s moral was that
wealth was only ever generated by open minds, because only such intel-
lectual openness enables us to see opportunities that others do not. The
alternative was a society “lulled into a perilous somnolence,” unable to
tell the difference between spin and truth, prey to lobbyists and propa-
gandists. Despite appearances, like many of the truly rich Getty was
something of a radical.

Enrich your life with art
Getty humbly saw himself as a patron of the arts on a scale at least
equaling the Medicis of Renaissance Florence, and is amusing when
discussing the average American’s lack of cultural knowledge. He called
art “the finest investment,” not merely because it more than held its
own financially, but because of the pleasure of living with beautiful
things. In return for enriching the world, the wealth creator had a duty
to support those who lived for their art. Yet he also saw business itself
in creative terms, noting that those at the top are “creative artists”
instead of simply “artisans of business.” 

On collecting itself, Getty dissolves the myth that it is a rarefied pas-
time for the rich, mentioning several acquaintances in regular jobs who
had built up excellent collections. Anyone with enough money can pay
top dollar at Sotheby’s, but the true collector is a scholar who appreci-
ates the background of each piece bought. As Getty rather poetically
puts it: 

“To me, they are vital embodiments of their creators. They mirror the
hopes and frustrations of those who created them—and the times and

places in which they were created.”

What could be more fascinating or enriching?

Get the facts, then act
In a chapter titled “Business blunders and booby traps,” Getty says
that many mistakes in business and in life result from a failure to dis-
tinguish between fact and opinion or hearsay. 

He once commissioned a geologist to report on the potential of an
oil lease. The report said that there was little chance of finding oil, so
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Getty sold the lease. It later turned out to be part of the huge Yale oil
pool. Yet Getty did not blame the expert, only himself for accepting his
view without question and not getting another opinion. 

Businesspeople frequently accept as fact what they have heard or
read without doing their own investigation or study. This is not so bad
on its own, but when the results will affect a whole enterprise and the
livelihoods of workers, it is an important point. If you have made a
decision that is based on facts, stick to it. Have the courage of your
convictions. The relaxed businessperson, Getty says, is always much
more effective, and if you have done your homework your resolve will
be less likely to be sabotaged by worry. 

Final comments
Getty notes that of the tens of thousands of Americans who take their
lives each year, a significant number are classed as “economic sui-
cides.” His point is that many scramble for and achieve financial suc-
cess, but when they get it they find that it lacks meaning. People need
to believe that their efforts are increasing value and enriching the
world in some way, that they are engaged in real creative effort and
not simply status seeking. 

Getty himself gained a reputation as a miser because he famously
put a payphone in the hall of his Sutton Place mansion. (Guests had
been using the regular phones to make transatlantic calls.) Yet with the
passage of time, we can see that if it were not for the man’s dedication
to eliminating waste and maximizing resources, millions of people
today would not be enjoying what he left. He is now, after all, more
famous as an art collector and philanthropist. The collection he created
is one of the world’s best—as anyone who has been to the Getty
Museum at Malibu, California will attest.

Getty was a great believer in the free enterprise system, but was not
the arch-capitalist that many people think. He never complained about
high wages, taking the Henry Ford view that a work force that was
not well paid would not buy the products you were trying to sell. As
for unions, he respected their desire to better the lot of the worker and
considered them a legitimate part of a productive economy.

A millionaire had to accept everything with good humor, Getty
realized. When he was named “richest man in the world,” he had a
hard time explaining to journalists that he did not sit on mountains of
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cash; nearly all his wealth was tied up in infrastructure and opera-
tions, and he was working 16–18 hours a day to keep it all going. He
admits that his marriages suffered and fell apart as the result of his
dedication to work, and there were books he had wanted to read and
didn’t have the time for—but on the whole, he reflected, he had led an
exciting and rewarding life. 
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1956

How to Have
Confidence and Power
inDealing with People
“Various scientific studies have proven that if you learn how to deal
with other people, you will have gone about 85 percent of the way

down the road to success in any business, occupation, or profession,
and about 99 percent of the way down the road to personal

happiness.”
“Human relations is the science of dealing with people in such a way
that our egos and their egos remain intact. And this is the only method
of getting along with people that ever brings any real success or any

real satisfaction.”

In a nutshell

Everyone hungers for appreciation and acceptance. If you can
genuinely provide these you will have the key to human influence.

In a similar vein
Frank Bettger How I Raised Myself from Failure to Success in Selling

(p. 24)
Dale Carnegie How to Win Friends and Influence People (50SHC)
Stephen R. Covey The 7 Habits of Highly Effective People (p. 90)

Brian Tracy Maximum Achievement (p. 264)



CHAPTER 20

Les Giblin

For every person who loses their job because they have failed to do
it effectively, another two get the sack because they cannot deal
properly with other people. In the opening pages of his 1950s clas-

sic, Les Giblin says: 

“If you will stop and think a minute, the chances are that you will say
that the people you know who are the most successful, and enjoy life

the most, are those who ‘have a way’ with other people.” 

But how do they acquire this “way”? 
He suggests that people with top-rated interpersonal skills have a

much better understanding of human nature; they don’t think of
human nature in terms of “good” or “bad” or how they would like it
to be, but as it is. Naturally, this understanding of what drives people
provides greater insight into why they act the way they do, allowing
greater ease and power in communication. 

Recognizing the divine spark
Influence is an art, Giblin says, that stems from knowledge of the sensi-
tivity of the ego. He mentions the case of a man who strangled a
woman who fell asleep while he was talking to her, and a boy who
robbed a bank to prove his manliness after having been teased for years
about his buckteeth. The more wounded the ego, the greater the
extremes a person will go to in order to defend it. 

Yet the ego has also been described as a “divine spark” that gives us
the belief that we can do great things. We take for granted our own
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value and dignity, and any approach to dealing with people must take
this into account. Just as the body needs food, a person needs this sense
of self-worth to be frequently affirmed; a rich person needs compli-
ments as much as one who is downtrodden. 

When respect is not given, the ego may enlarge to make up for the
attempt to shrink it; this is why loud-mouthed and dominating people
are usually found to have low levels of self-esteem. But how do you
deal with such people? If you enter into a fierce exchange with them
you may “win the argument but lose the sale.” Giblin says that fighting
fire with fire will only inflame the other person. On the premise that “a
hungry dog is a mean dog,” the only way to influence a troublemaker
is to feed their ego, by finding something—even something small—with
which you can genuinely compliment them. Though we are often told
to appeal to a person’s reason to convince them of something, in truth
reason is not a great persuader. 

Giblin relates the story of General Oglethorpe, who had no success
with his logical arguments in persuading King George to fund a new
colony in America—until he pointed out that none of the colonies had
yet born the king’s name. Thus the state of Georgia was born, fully
financed, from insight into the cravings of the ego. If you want to get
someone to do something for you, always think of a personal reason
why they would be willing to do it, something that will affirm their
identity. “Men and women who have the most influence with other
people are men and women who believe other people are important,”
Giblin says. 

How to convince 
Giblin refers to three Yale psychologists who found through a series of
tests on people that the best way to get ideas accepted is to calmly pre-
sent the facts, with no threats or attempts to force the argument. People
like to make up their own mind. He refers to other researchers from
New York University who spent hundreds of hours eavesdropping on
salesmen at work, and also watched debates at the United Nations to
see who won and why. Their conclusion was that the UN professionals
were less successful in getting their point across because they tried to
beat down their opposition through argument. The fundamental mis-
take made in trying to convince another person of something, the
researchers found, is to attack them (their ego). This may force a vic-
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tory of sorts, but not one in which the other person comes to see things
the way you do. Giblin says: 

“Tell a man that his ideas are stupid, and he will defend them all the
more… Use threats, or scare tactics, and he simply closes his mind

against your ideas, regardless of how good they may be.” 

Giblin’s “Six tested rules for winning arguments” include No. 5: “Speak
through third persons.” People won’t necessarily listen to your argument
for something, but they will listen to impartial third parties. This is why
a lawyer produces witnesses to convince a jury, and why customer testi-
monials are employed to sell a product. Use common or expert opinion
as a low-pressure means of getting people to think your way. 

No. 6 is “Let the other person save face.” Giblin notes that often
people would change their mind to your way of thinking except for one
thing: they have already committed to their position and can’t or won’t
back down. But the “skillful persuader” is always able to find a loop-
hole through which the other person can crawl gracefully, rescuing
them from their own argument.

Drawing forth friendliness
Studies of successful individuals reveal a common denominator: skill in
using words. They are good at small talk and engaging people in con-
versation. Less successful people are afraid of saying something stupid,
so are less inclined to pipe up. Giblin mentions the English author John
Ruskin, who said that he wrote well only when he was not trying to
write well. The same applies to conversation. To be good it must be
relaxed, and to be relaxed there must be a fair amount of idle banter.
Even Shakespeare wasn’t afraid to be trite. 

A game show host has the ability to make people feel at ease
because of his light-hearted chitchat, yet nobody thinks him a fool—he
has an uncommon skill. He gets people talking by asking them about
the one thing he knows they are truly interested in: themselves. We say
to “strike up” conversation, because you must start small, with a
spark, but it can lead to a bonfire of ideas and amusement. Don’t be
afraid of small talk; if nothing else, it is a way to find out interesting
information. “Nuggets and gems in conversation come only after you
have dug a lot of low-grade ore,” Giblin remarks.
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One further tip on conversation: Because anything that threatens
self-esteem is dangerous, you should never be sarcastic. Giblin points to
research showing that people do not like to be made fun of, even by
close friends, but will never mention it because it would make them
sound like a bad sport. 

How to motivate others
The best way to get a job done is not to ask someone to do something
for you, Giblin says, it is to ask them to help you think about how to
do it. This makes them feel appreciated for their brain, not just their
brawn, and they will be motivated to demonstrate their intelligence.
Winston Churchill, Giblin reports, said: “I have found that the best
way to get another to acquire a virtue, is to impute it to him.” Let a
person know you think they can do something, and they will.

Final comments
At first glance, this book is a good example of the shallow personality
technique manuals that we associate with the 1950s and 1960s. In fact,
it is more like Carnegie’s How to Win Friends and Influence People in
its insistence on genuinely valuing the importance of other people and
recognizing the centrality of people skills to success. 

It may seem the sort of book that only a salesperson would buy, but
this assumption could deprive you of tips and ideas that could turn out
to be vital to your success. Most of its references are dated, but the
book endures because people do not change. To be a scholar of success
you have to be a student of human nature, and How to Have
Confidence and Power in Dealing with People is highly valuable as a
guide to people as they are.
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Les Giblin
Through his “human relationship clinics” and other seminars, Giblin
has worked to improve interpersonal skills in many of America’s largest
companies and hundreds of sales and marketing clubs. He is a former
top salesman and was Salesman of the Year in 1965.

His other books include the bestselling Skill with People. How to
Have Confidence and Power in Dealing with People has sold over half
a million copies.
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1647

The Art of Worldly
Wisdom
“21 The art of success

Good fortune has its rules, and to the wise not everything depends
upon chance… the real philosopher has only one plan of action: virtue

and prudence; for the only good and bad fortune lie in prudence or
rashness.”

“65 Elevated taste…
You can judge the height of someone’s talent by what he aspires to.

Only a great thing can satisfy a great talent.”

In a nutshell

Make distinctions, look for subtlety and nuance. Success requires fine
observation of human nature and refinement of the self.

In a similar vein
Chin-Ning Chu Thick Face, Black Heart (p. 62)

Sun Tzu The Art of War (p. 270)



CHAPTER 21

Baltasar Gracian

T he Art of Worldly Wisdom should be read by every contemporary
success scholar. You may be familiar with Machiavelli’s The
Prince, but Gracian’s relatively obscure work is much more appli-

cable to succeeding in everyday life, is richer philosophically, and is
overall much more enjoyable. Unlike The Prince, it does not ask you to
build your success on the bodies of other people; rather, eminence and
influence are to be achieved through observation and personal
refinement. 

First translated into English as The Courtier’s Manual: Oracle and
the Art of Prudence, this work of a Spanish Jesuit priest has been
quietly influential among those who know for the last 300 years. It
was imitated by Le Rochefoucauld, whose Maxims (1665) followed
Gracian’s style of succinct character analysis, and the English essayist
Joseph Addison considered the work of great value. Friedrich
Nietzsche wrote, “Europe has never produced anything finer or more
complicated in matters of moral subtlety.” Arthur Schopenhauer
translated it into German and thought of it as “a companion for
life.”

Christopher Maurer’s excellent translation and introduction to the
work have revived interest in Gracian and are used here. 

Becoming substantial
Once a popular girl’s name in the English-speaking world, Prudence is
now old-fashioned. Yet in most dictionaries to be prudent means to be
shrewd, wise, discerning, and penetrating. Its Latin root, prudentia,
means foresight. 

Without these qualities, is it likely we would ever succeed? Gracian
compels each of us to become “a person of substance.” Of the 300
aphorisms that comprise his book, consider no. 75:
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“A person of substance. If you are one, you will take no pleasure in
those who aren’t. Unhappy is the eminence that isn’t founded on

substance… Only the truth can give you a true reputation, and only
substance is profitable. One act of deceit calls for many others, and

soon the whole ghastly construction, which is founded in the air, comes
tumbling down.” 

Every era will have its gold rushes, booms, and bandwagons, but
Gracian’s statement that “only substance is profitable” should be
remembered. In the success literature Benjamin Franklin expounded the
notion, and Stephen Covey made it the foundation of The 7 Habits of
Highly Effective People.

Patience and success
Aphorism no. 55 is: “Know how to wait”: 

“Stroll through the open spaces of time to the center of opportunity.
Wise hesitation ripens success and brings secrets to maturity. The crutch
of Time can do more than the steely club of Hercules… Fortune gives

larger rewards to those who wait.”

This is obvious enough, but the way Gracian says it reconnects you
with the power of waiting for the right moment. Though it involves
self-discipline, the payoff is watching your stakes slowly rise. 

The famous and brilliant are attractive, but the very heights they climb
make them susceptible to falls. What people love irrationally, Gracian says,
they can also end up hating with the same passion. As he says elsewhere: 

“Be excessive in your perfection but moderate about showing it. The
brighter the torch, the more it consumes itself and the less it lasts. To

win true esteem, make yourself scarce.” 

Are you a person who knows how to wait, or are you a bright torch? Is
what you are doing with your life something that will endure? In apho-
rism no. 57 Gracian writes: 

“Thoughtful people are safer. Do something well, and that is quick
enough. What is done immediately is undone just as fast, but what

BALTASAR GRACIAN
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must last an eternity takes that long to do. Only perfection is noticed,
and only success endures… So with metals: the most precious of them

takes longest to be refined, and weighs most.”

Mastering yourself and knowing your talents
Without self-mastery you can never master others, says Gracian. The
essence of power is self-knowledge, and a major part of this is emo-
tional intelligence. At all times seek to be a civilized person, avoiding
the vulgarity of uncontrolled passion: 

“52 Never lose your composure. Prudence tries never to lose control.
This shows a real person, with a true heart, for magnanimity is slow to
give in to emotion. The passions are the humors of the mind, and the

least excess sickens our judgement. If the disease spreads to the mouth,
your reputation will be in danger. Master yourself thoroughly and no
one will criticize you for being perturbed, either when things are at

their best or at their worst. All will admire your superiority.”

Gracian’s philosophy is about finding the “edge” that will separate you
from the pack. While able in his roles as chaplain, confessor, and
administrator, he knew that he had no special talent in them. He real-
ized that his true role was as a scientist of success and character, and he
sought out the scholarly, the cultured, and the powerful in order to
reduce their knowledge, and his own observations, to a valuable
essence. This was not an obvious job description in his time and place,
and indeed the church tried to stop him publishing his writings.

Almost speaking to himself, one of Gracian’s aphorisms is “Know
your best quality, your outstanding gift.” Discovering your area of
superiority is a central task in life; without this effort you will waste
your time imitating others. 

Communicating
As a writer, Padre Gracian was perhaps biased about the power of
good writing. However, he understood that if you could communicate
with finesse your standing would be greatly enhanced. The successful
person is always a master convincer, whether it be in writing or in per-
son. In the 14th aphorism, Gracian observes:
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“The wrong manner turns everything sour, even justice and reason. The
right one makes up for everything: it turns a ‘no’ golden, sweetens truth,

and makes old age look pretty. The ‘how’ of things is very important,
and a pleasant manner captures the attention of others… Speak and act

well and you will get out of any difficult situation.”

The Art of Worldly Wisdom apparently has some popularity among
spin doctors for its insights into how to present things well, yet such
people should not gloss over the fact that Gracian counseled never to
exaggerate. And for the chatterer, he offered the view that whether
something is good or bad, its announcement will benefit from brevity.
Making things only as long as they need to be induces a trust that the
windbag and the wordy never gain.

Final comments
These are only a handful of Gracian’s 300 epigrams. If you would like
to do more than scratch the surface, get the book. Christopher
Maurer’s translation is very accessible for everyday use, and contains
some fascinating insights into Gracian’s personal life. 

The Spain in which the priest lived was in long-term political decline
and much less stable than it had been. Some of the aphorisms seem to
come from a position of fear, and The Art of Worldly Wisdom may
seem very cynical in places. Overall, though, the book is timeless in its
attempt to expose the truth about human action and motivation, “the
way people are, rather than the way they would like to be or appear.” 

Gracian’s message is that good people do not disadvantage them-
selves because they are good, but because of their rosy naivety. Your
task is to spread further what goodness you have while working within
the world.

Although the church did not like him publishing such a worldly and
political work, Gracian’s manual, in its emphasis on reason and the
intellect, is very Jesuitical. For a man of the cloth it is perhaps surpris-
ing that there are few hard and fast moral rules in the book, only—as
Maurer notes—“the conviction that to reach perfection one must adapt
to circumstance.” Rigidity of mind can win some battles, but only the
mutable and mindful are enduringly successful. 

BALTASAR GRACIAN
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Baltasar Gracian
Born in 1601 in Belmonte, a village in the Spanish region of Aragon, in
his teens Gracian lived in Toledo and Zaragoza, studying philosophy
and letters. He entered the Jesuit order at age 18 and remained in it for
the rest of his life. At various times he was chaplain, professor, adminis-
trator, and confessor (personal priest) to aristocrats, and was rector and
vice-rector of several Jesuit colleges.

His earlier works include treatises on the ideal qualities of political
leaders, El héroe (1637) and El politico (1640). However, his literary
masterpiece is considered to be El criticón, “The Master Critic”
(1651–57). A satirical novel that contrasts primitive life with “civiliza-
tion,” when the third volume was published without the permission of
the Jesuit order, Gracian was removed from his post in Zaragoza and
exiled to a small country town. He died there in 1658.

Christopher Maurer is a professor of Spanish at the University of
Illinois-Chicago. He has also translated the works of Spanish poet
Federico García Lorca and is an authority on Renaissance and Baroque
Spanish poetry.
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1997

How to Succeed in
Business without

Being White
“Money makes people listen. When you have it, then you have
something others want and need. When you don’t you become

invisible. Your needs become irrelevant. Your success, or lack of it, is
your problem. How can we build wealth when we have so many

obstacles to opportunity? If you pay attention to the challenges we’ve
talked about, it will be difficult to deny you opportunity. If you read and
follow the advice in this book, you will make your own opportunities in

spite of the nuisances, hatred, and ignorance you encounter.”
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In a nutshell

Recognize and use your background in the service of attaining your
goals, and remember to give something back.

In a similar vein
Les Giblin How to Have Confidence and Power in Dealing with

People (p. 126)
Nelson Mandela Long Walk to Freedom (p. 198)



CHAPTER 22

Earl G. Graves

In 1991, the newly freed Nelson Mandela made a trip to the United
States and met a group of the country’s top African American
businesspeople. Their leader was Earl Graves. As a result of this ini-

tial contact, Graves put together a deal to create a $100 million fran-
chise to bottle and sell the Pepsi soft drink in the new South Africa.
Though the deal obviously made a great deal of business sense, Graves
highlights it as proof of how far black entrepreneurship had come, not
merely in the US but internationally.

Graves himself is a symbol of black America’s transition from a focus
on civil rights to economic empowerment. The era of John F. and
Robert Kennedy, then Lyndon Baines Johnson, was a heady time for
African Americans, as it seemed that the law would protect their right to
live a prosperous life along with everyone else. How to Succeed in
Business without Being White: Straight Talk on Making It in America
conveys the excitement of this period, but also reflects on the difficult
realities of trying to do business amid continuing mistrust and prejudice. 

Nevertheless, Graves’s overall message is reminiscent of Nietzsche’s
famous line, “That which does not kill us makes us stronger.” Being
black is an advantage, because African Americans have to be better
than the average to stand out, a fact that has been instrumental in the
success of many a minority.

Becoming a player
Graves grew up in Brooklyn, New York, his parents the offspring of
immigrants from Barbados. At Morgan State University in Baltimore
(1953–57) he took business as his major, which some classmates and

139



even professors thought was ridiculous. Though this was only 50 years
ago, it was then a given that business was for whites. But Graves had
an entrepreneurial bent and his thinking was “basketball was once the
white man’s game too.” 

After graduation he became a captain in the Green Berets, then a
real estate broker, but politics beckoned. From 1965 to 1968 Graves
worked on Robert Kennedy’s staff; Kennedy was then a Senator of
New York and preparing for his bid for the presidency. He had, of
course, been a champion of black America in his brother’s
administration.

The experience of working with Kennedy opened Graves’s eyes to
the power and wealth of the white American elite, and even though
they were in the same camp, Kennedy seemed to him to be from a
another world. According to Graves, Kennedy never carried money or
a wallet, indeed hardly seemed ever to have to think of money. To
someone who had been raised in an environment of lack, this clearly
inspired Graves as much as the political agenda, and he began to see
how psychologically liberating wealth could be for African
Americans.

If Kennedy had not been assassinated and had been elected
president, Graves would no doubt have joined his administration in a
high-ranking position. As it turned out, the tragedy hastened the
development of his idea for a publication focusing on black economic
advancement. 

After a decade of civil rights reforms under the Democrats, business
development was moving on to the agenda, and Graves felt that the
time was right to launch a journal celebrating black business achieve-
ment. Although originally envisaged as a newsletter, Black Enterprise
grew into a fully fledged commercial magazine with advertising, and
was profitable within ten issues. 

Waking up to black economic power
Graves describes his efforts in the early days to convince white market-
ing executives in large companies that they should advertise in the mag-
azine. The familiar refrain was, and in some cases continues to be,
“Black people don’t buy luxury cars/computers/insurance/financial
instruments.” Often he was told, “We don’t want our product associ-
ated with African Americans.” 

EARL G. GRAVES
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An example he provides is the effort to get Mercedes-Benz America
to advertise in Black Enterprise, even though he had figures showing
that wealthy blacks were five times more likely than wealthy whites to
buy a Mercedes. He ended up going to the company’s top person in
Germany, and only then did ads for the cars start appearing in his mag-
azine. Fittingly, Graves now sits on the board of the DaimlerChrysler
corporation.

Racism, he found, was more likely in the middle levels of an organi-
zation than at the top, but was encountered everywhere in both obvi-
ous and subtle forms. Graves relates what tends to happen when a
black man sits down in a first-class airline seat: the white person next
to him will usually presume he is someone big in sports or entertain-
ment, even if, in Graves’s case, he is close to retirement age!

African Americans comprise 12 percent of the American popula-
tion and earn over $400 billion annually, but as a recent Black
Enterprise article (August 26, 2003) noted, black Americans still only
make 59 percent of what whites do, which is only 2 percent more
than in 1963. 

At a time when much affirmative action legislation is being watered
down, Graves provides a powerful argument that doing business for
nonwhites can still be a struggle. The landmark civil rights march on
Washington recently celebrated its fortieth anniversary, but there was
little nostalgia because there is still so much to do.

Graves believes that the answer lies in creating more black-owned
businesses and getting those businesses to work with each other where
possible. He admires how Irish and Jewish Americans built on their
sense of identity to hoist themselves into the upper echelons of
American life, and notes that a sense of collective identity is crucial to
business success. 

Many people are not aware that there is a black business network,
but Graves enjoys highlighting some of the success stories. Just a sam-
ple includes:

❖ Percy Sutton, theater owner and broadcaster.
❖ Clarence Avant, chairman of Motown Records.
❖ Howard Naylor Fitzhugh, business professor and first Harvard

MBA.
❖ The late Arthur Gaston, founder of Booker T. Washington Insurance

Company.
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❖ John Johnson, publisher of Ebony and Jet magazines.
❖ Travers Bell and Willie Daniels, co-founders of Daniels & Bell, the

first black-owned investment firm listed on the NYSE.
❖ Oprah Winfrey, television host and producer.
❖ Ann Fudge, food and beverage retailer. 
❖ The late Ron Brown, President Clinton’s Secretary of Commerce.

Of course, since Graves wrote his book Colin Powell and Condoleezza
Rice have become senior figures in the Bush administration, and
business figures such as Franklin Raines (CEO of the huge Fannie Mae
mortgage house) are making African Americans seem more common-
place at the top of the corporate world.

The book has a multitude of tips for success, including sections on
networking, buying and operating a franchise, creating a business plan,
and attracting finance. 

This material will be useful for anyone starting out in business or
seeking to expand, and indeed, the foreword written by Robert L.
Crandall, retired CEO of American Airlines, suggests that the book
might well have been called simply How to Succeed in Business.

Final comments
Graves’s experience, and the lesson for us all, is that while money is the
great leveler, color-blind and culturally neutral, it still pays to maintain
your links to communities that can provide psychological support as
well as business leads. 

This book is an eye-opener not merely for African Americans but for
anyone who has failed to appreciate the extent of black economic
power. As Peter Schwartz notes in Inevitable Surprises: Thinking Ahead
in a Time of Turbulence (2003), immigration is changing the makeup of
traditionally white societies such as the United States, Britain, Canada,
and Australia. There is a chance that in the future, white people will
not only be outnumbered in many fields but may find themselves out-
classed. One of Graves’s excellent points is that if you can succeed in
business without being white, you will develop a thick skin and a
degree of confidence and creativity that your white colleagues may
never have needed to develop. 

A New York Times and Wall Street Journal bestseller, Graves’s book
is not the only work of its type. Consider Why Should White Guys
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Have All the Fun? by the black Wall Street financier Reginald F. Lewis,
and two books by Dennis Kimbro, Think and Grow Rich: A Black
Choice and What Makes the Great Great.
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1937

Think and Grow Rich
“We live in a world of over-abundance and everything the heart could

desire, with nothing standing between us and our desires, excepting
lack of a definite purpose.”

“I had the happy privilege of analyzing both Mr. Edison and Mr. Ford,
year by year, over a long period of years, and therefore, the opportunity
to study them at close range, so I speak from actual knowledge when I
say that I found no quality save persistence, in either of them, that even

remotely suggested the major source of their stupendous
achievements.”
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In a nutshell

Wealth comes from increasing your power to think and developing
your ability to access the universe’s intelligence.

In a similar vein
Napoleon Hill & W. Clement Stone Success through a Positive

Mental Attitude (p. 150)
Robert Kiyosaki Rich Dad, Poor Dad (p. 172)

David J. Schwartz The Magic of Thinking Big (p. 240)
Wallace D. Wattles The Science of Getting Rich (p. 282)



CHAPTER 23

Napoleon Hill

Any book with the word “rich” or “success” in the title has a
better than average chance of selling well; money and external
achievement are basic to our time, as rank and honor were to

the Middle Ages. A compelling title might explain an initial rush to buy
a book, but in the last 65 years Think and Grow Rich has sold over 15
million copies worldwide. Why?

Hill refused to accept that success was the domain of luck or back-
ground or the gods, and wanted to provide a concrete plan for success
that depended entirely on yourself. The book also sold because it was
not simply Hill’s dreamed-up ideas, but a distillation of the success
secrets of hundreds of America’s most successful men (there weren’t
many female tycoons in the 1930s), beginning with his patron, steel
baron Andrew Carnegie (see p. 56). Carnegie had given Hill letters of
introduction to the likes of Henry Ford, Thomas Edison, and F. W.
Woolworth, and he would spend 20 years synthesizing their experience
and insights. Hill’s mission was simply to know “how the wealthy
become that way,” and his systematic approach to success became the
eight-volume Law of Success (1928).

Think and Grow Rich is a condensed form of this larger work, writ-
ten while Hill was an adviser to Franklin D. Roosevelt. The prose has a
galloping energy to it and the early pages allude to a secret that the
book contains but does not spell out. Hill suggests that you “stop for a
moment when it presents itself, and turn down a glass, for that occa-
sion will mark the most important turning point in your life.” Try to
resist that! The book has no shadows or complications, setting out the
things that “work,” and leaving others, rightfully, to the realm of
mystery.

Money and the spirit
Near the end of Think and Grow Rich, Hill admits that the main rea-
son he wrote it was “the fact that millions of men and women are par-
alyzed by the fear of poverty.” This was in the America of the 1930s,
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still scarred by the Depression, when most people were focused on
avoiding poverty rather than getting rich. That Hill’s book did not stop
at poverty avoidance, but dared to be about becoming fabulously rich,
may have forever classified it in some minds as a greed manual, but this
is precisely what gave it its huge attraction.

The link between spiritual values and making money is something
that non-Americans may find difficult to take seriously or even compre-
hend, yet it is the very expression of American morality. Wealth
creation is a product of mind, combining reasoning, imagination, and
tenacity. Hill understood that uniqueness, expressed in a refined idea or
product, would always eventually meet with monetary reward.

The concept that all earned riches and achievement come from the
mind is commonplace now—it is the basis of the knowledge
society/information age. Yet in 1937 Hill was already talking about
“brain capital” and marketing yourself as a provider of nonphysical
services. The sage-like qualities of the book are encapsulated in its title:
“Think and grow rich” is effectively the motto not of Hill’s era but of
our own.

Desire
Hill relates the story of Edwin C. Barnes, who arrived on Thomas
Edison’s doorstep one day and announced that he was going to be the
inventor’s business partner. He was given a minor job, but chose not to
see himself as merely another cog in the Edison business wheel, imagin-
ing himself as the inventor’s silent partner. This he eventually did
become. Barnes intuitively knew the success secret of willingness to
burn all bridges, ensuring that there is no retreat to a former, mediocre
life. Having a definite purpose always yields results, and Hill includes a
six-step method, developed by Andrew Carnegie, for turning “white-
hot desires” into reality.

Hill counsels never to worry if others think your ideas are crazy.
Marconi’s friends took him to a mental hospital for believing that he
could send “messages through the air” (he invented radio). Hill’s
famous statement is “What the mind of man can conceive and believe,
it can achieve,” but his great insight is that no more effort is required
to aim high in life than to accept an existence of misery and lack. He
quotes the verse: 

NAPOLEON HILL
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“I worked for a menial’s hire
Only to learn, dismayed

That any wage I had asked of Life
Life would have willingly paid.”

Infinite Intelligence
A defining feature of this classic is its respect for the ineffable, and the
suggestion that mental attunement with “Infinite Intelligence” (the uni-
verse, or God) is the source of wealth. Hill realized that consciousness
was not confined to the brain; rather, the brain was an element of the
great unified mind. Therefore, to be open to this larger mind was to
have access to all knowledge, power, and creativity.

He mentions Edison’s retreats to his basement where, in the absence
of sound and light, he would simply “receive” his ideas. A person
receptive to this realm is likened to a pilot flying high above where nor-
mal people work and play. Such vision allows them to see beyond the
strictures of regular space and time.

The subconscious: our connection to Infinite Intelligence 
Hill illustrates the concept of Infinite Intelligence through analogy to a
radio receiver. Just as you can receive important messages if you are
tuned in, thoughts you hold about yourself are effectively beamed out
to the world through the subconscious, boomeranging back as your
“circumstances.” By understanding that your experiences matter only
because of how you perceive them, and becoming the master of your
own thoughts, you can control what filters into your subconscious. It
becomes a better reflection of what you actually desire, and “broad-
casts” to the infinite realm clear messages of those desires. 

Since all thought tends to find its physical equivalent, you create the
right conditions for manifesting your desires. This is why it is impor-
tant to write down the exact figure of how much money you want to
possess. This amount, once entrenched in your subconscious, is
removed from the conscious mind and its doubts, and helps to shape
your actions and decisions toward its realization.

The concept extends to prayer. Most people give up on prayer
because it doesn’t work for them, but Hill believed this to be essentially
a failure of method. Whatever you seek through prayer has a slim
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chance of happening if it is merely a heartfelt wish, muttered through
the conscious mind. What you desire cannot remain at this level—it
must become part of your unconscious being, almost existing outside of
you, for it to have real effect. 

Final comments
This is a small taste of Hill. Other chapters of Think and Grow Rich
cover faith, persistence, decision, procrastination, and creating a
mastermind of people around you. There is also the classic chapter
“The mystery of sex transmutation,” which argues that the energy
behind all great achievements is sexual. Some of the book may seem
dubious, but if you think that real entrepreneurs are above titles like
this, you won’t have to go far to be corrected. Multimillionaires
Richard Dobbins and Barrie Pettman (The Ultimate Entrepreneur’s
Book) and real estate tycoon John McGrath (You Don’t Have to Be
Born Brilliant), along with many others, acknowledge Hill’s work as a
serious wealth-creating tool.

As readers will attest, the book goes beyond money. Hill makes an
effort at the outset to define “rich” in terms of quality friendships, fam-
ily harmony, good work relationships, and spiritual peace. Further, he
warns you not to rely on position or force of authority, remarking that
most great leaders began as excellent followers and that you have to
learn how to serve before you can achieve.

Yet Hill’s central idea, that the source of wealth is nonmaterial, is
yet to be fully appreciated. We still tend to worry about our level of
education or amount of capital more than about intangible assets such
as persistence, vision, and the ability to tap into the infinite and shape
the subconscious. Successful people are shy of attributing their wealth
or influence to such “spiritual” abilities, but Hill knew their impor-
tance. This is why his book continues to be read through decades of
economic bust and boom. The source of wealth never ceases to flow
and is outside of time.

NAPOLEON HILL
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Napoleon Hill
Hill was born in 1883 in a one-room cabin in Wise County, Virginia,
and his mother died when he was only 10. He was apparently one of
the roughest boys in the county, but his new stepmother encouraged
him to become literate. At 15 he began providing articles for local
newspapers.

In 1908, while while working for Orison Swett Marden’s Success
magazine, Hill interviewed Andrew Carnegie. The industrialist invited
Hill to his estate, where, over the course of three days, Carnegie held
forth on his idea that the principles of success should be laid down in
writing for anyone to follow. He confronted Hill with the question of
whether he would be willing to spend the next 20 years in pursuit of
this goal. Hill said “yes,” although his work, culminating in Law of
Success, was never funded by his mentor.

Hill had worked for President Woodrow Wilson as a public relations
adviser, and returned to the White House under Roosevelt to help write
the famous “fireside chats” radio broadcasts to Americans during the
Depression. He was also personal adviser to Manuel Quezon before the
latter became the first president of the Philippines.

With W. Clement Stone, Hill started the magazine Success Unlimited
and wrote the bestseller Success through a Positive Mental Attitude
(1960; see page 150). His last full work was the more philosophical
and autobiographical Grow Rich with Peace of Mind (1967). After his
death in 1970, Think and Grow Rich: A Black Choice, for African
Americans, was completed by Dennis Kimbro from Hill’s notes.

Michael J. Ritt, president of the Napoleon Hill Foundation in
Illinois, chronicled Hill’s life in A Lifetime of Riches (with Kirk
Flanders).
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1960

Success through a
Positive Mental Attitude
“You were born to be a champion, and no matter what obstacles and
difficulties lie in your way, they are not one-tenth so great as the ones
that have already been overcome at the moment of your conception.”
“To achieve anything worthwhile in life, it is imperative that you apply
PMA, regardless of what other success principles you employ. PMA is
the catalyst which makes any combination of success principles work

to attain a worthwhile end.”

150

In a nutshell

Willingness to see the benefit in every disappointment may seem a
cliché, but it is a mark of successful people.

In a similar vein
Andrew Carnegie The Autobiography of Andrew Carnegie (p. 56)

Benjamin Franklin Autobiography (50SHC)
Napoleon Hill Think and Grow Rich (p. 144)

Norman Vincent Peale The Power of Positive Thinking (50SHC)



CHAPTER 24

Napoleon Hill &
W. Clement Stone

Henry Ford had an idea for a new gasoline engine involving eight
cylinders cast in a single block. He knew that such an engine, if
put into production, would be a great success. He asked his

engineers to develop it, and they came back and told him it could not
be done. “Produce it anyway,” he told them. They came back without
a workable engine, but he told them to keep trying until they had
something.

The Ford V8 became one of the most successful engines in history,
putting the company way ahead of its competitors. Hill and Stone men-
tion this story because it shows how different attitudes alone can pro-
duce completely different results. You can put either a positive or a
negative spin on any event in life. 

This idea was demonstrated scientifically by Martin Seligman. In his
classic Learned Optimism, he used the term “explanatory style” to
describe the differences between people according to the meaning they
give to events. In studying salespeople, he found that while one sales-
person is disheartened by a series of rejections, another will believe they
are getting closer to the person who will say “yes.” Optimists, he
found, perform better statistically. 

The greatest success principle
Napoleon Hill and Clement Stone were great scholars of success, yet in
the one book they wrote together they decided to focus on “positive
mental attitude.” After years of studying successful people, they found
this to be the one thing they all shared. 

Achievers have an ingrained philosophy of “It can be done,” while
the rest of the population tend to believe the opposite, focusing on fear
rather than faith. Successful people are continually wondering “What
if?” and setting difficult goals for themselves. They have a different
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attitude to failure, which is seen more as feedback than as any perma-
nent comment on themselves. 

Another attribute of the successful that Hill and Stone found was
that they “go the extra mile.” Thomas Edison, for instance, conducted
10,000 separate experiments before he invented the incandescent light
bulb. It is often when you try one more time that success comes,
whereas a negative mental attitude leads you to give up just before the
darkness turns to light.

The authors list 17 “success principles,” but suggest that a positive
attitude is the glue that binds them all together. To be positive is to
always embrace life, and success, happiness, and wealth are attracted to
those who are full of life. Negative attitudes only repel these blessings. 

Many things may be said about why a person becomes successful,
but a pleasing personality is vital, not merely for how others see you
and whether they will want to deal with you, but for your own self-
confidence. “When our attitude toward ourselves is big, and our atti-
tude toward others is generous and merciful, we attract big and
generous portions of success,” the authors write.

Read to succeed
Written many years after Hill’s Think and Grow Rich (1937), Success
through a Positive Mental Attitude includes stories of the many people
whose lives were changed after reading that book, such as the cham-
pion Australian swimmer Dawn Fraser. While Think and Grow Rich is
a motivational powerhouse that grew out of a 20-year study into the
most successful men in America, Success through a Positive Mental
Attitude is more well-rounded, with an emphasis on succeeding in any
area of life.

It contains many references to business figures who are not well
known today, such as Edward Bok (1863–1930), the Dutch immi-
grant who became a celebrated editor and publisher (see p. 36), and
Henry Kaiser (1882–1967), a philanthropic shipbuilder and
industrialist. In addition, the authors spare a significant amount of
word space for the achievements and thoughts of industrialist
Andrew Carnegie (see p. 56), who encouraged Hill to devote 20 years
to studying successful people. 

While its basic value lies in the concept of positive mental attitude,
the book is made more interesting by the way it celebrates the literature

NAPOLEON HILL & W. CLEMENT STONE
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of success: everyone from Samuel Smiles (Self-Help, see 50SHC) to
Orison Swett Marden (Pushing to the Front, see p. 204) to Horatio
Alger (Ragged Dick, see p. 12) is discussed, as well as some of the
author’s contemporaries such as Claude Bristol (The Magic of Believ-
ing, see p. 42) and Frank Bettger (How I Raised Myself from Failure to
Success in Selling, see p. 24). Yet Hill and Stone reserve their greatest
acclaim for the Bible, and include a list of biblical quotations for fur-
ther inspiration. 

Some may wonder how you can discuss the Bible, sales manuals,
and Think and Grow Rich in the same breath, but Hill and Stone see
no irony. The success literature can be so broad because it is bound by
one golden thread: the idea of living up to your potential in every way. 

Final comments
Success through a Positive Mental Attitude contains a fair amount of
old-style motivational ideas. However the psychological laws that
assisted success in the 1950s are the same today, and the ability to
maintain a positive outlook under pressure is still worth a fortune in
the business world. Stone had discovered this for himself in the
Depression, when his insurance business was in trouble and he needed
to find a way out. He stumbled across Hill’s Think and Grow Rich and
its call for “definiteness of aim” helped him turn things around.

The two men did not meet until 1952, by which time they could
look back over many years of failure and success and draw out some
lessons. The first, they agreed, was that you really could become a
better and more successful person simply by choosing to remain
positive.

Nelson Mandela (Long Walk to Freedom, see p. 198) is one of the
great examples of positive mental attitude in action. No matter what
happened to him, he believed that one day he would be freed from
prison and lead his people into peace. Mandela’s victory is an example
of what Hill and Stone call “inspirational dissatisfaction,” the motiva-
tion you experience when something happens that you feel should not
be happening. But while some people will be engulfed in fury or
depression, others will be determined to make constructive amends.
Eleanor Roosevelt (see p. 234), who overcame a tragic childhood and
many setbacks to become “first lady of the world,” is another great
example of consciously choosing to be positive.
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We may know the phrase “turning lemons into lemonade,” but do
we really understand how greatly a positive mental attitude can trans-
form our lives? The way we explain things to ourselves is perhaps the
most important factor in whether or not we will be a success at some-
thing, because while everyone has setbacks, a much smaller set of peo-
ple are able to accept them quickly and move on, knowing that things
must soon change for the better, as they inevitably do. They have dis-
covered the success secret that “optimism is power.”

NAPOLEON HILL & W. CLEMENT STONE
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W. Clement Stone
Stone was born in 1902. His father died when he was still a toddler,
leaving the family with no money. The teenage Stone became a news-
paper seller on the streets of Chicago to help his mother pay the rent,
later moving to Detroit to join her in selling accident and life insurance
door to door, sowing the seeds for an insurance fortune. He became the
founder and chairman of the Combined Insurance Company, which ini-
tially prospered in the Depression through the sale of travel insurance
to the many people on the move throughout America.

A noted philanthropist, Stone is said to have given away $275 mil-
lion to charity, and was involved in the Boys and Girls Clubs for many
years. He was also a significant donor to the Republican party, and
attracted controversy in his financial support of the Nixon administra-
tion. Famous for his pencil-thin moustache and bow ties, his other best-
known work is The Success System that Never Fails. He died at age
100. This biography is partly based on Harold Jackson’s obituary in the
Guardian, September 17, 2002.

Napoleon Hill’s biography is on page 149.
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1982

The Official Guide to
Success

“Winners almost always do what they think is the most productive
thing possible at every given moment; losers never do. When you look

at what winners and losers actually do moment by moment, the
difference between these two divisions of the human race really is that

small. But the results of those small differences keep adding to each
other at every given moment until they reach a critical size.”

“The most valuable thing you can ever own is your image of yourself
as a winner in the great game of life, as a contributor to the betterment

of humankind, as an achiever of worthy goals. Unless you have that
image of yourself, nothing worth having will stay with you for long.”
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In a nutshell

Create a noble aim for your life, then make use of every moment to
achieve it.

In a similar vein
Frank Bettger How I Raised Myself from Failure to Success in Selling

(p. 24)
Stephen R. Covey The 7 Habits of Highly Effective People (p. 90)

Brian Tracy Maximum Achievement (p. 264)



CHAPTER 25

Tom Hopkins

Hopkins’s personal story is similar to that of Brian Tracy and
Frank Bettger, in that his route to success was through selling.
His How to Master the Art of Selling may have sold 1.4 million

copies, but the irresistibly titled The Official Guide to Success is his
most well-rounded book for general life achievement. Though only
some 170 pages long, it was one of the more prominent success titles of
the 1980s and is still read.  

Though the book contains hundreds of good ideas, here we will
look at two or three that stand out. The first relates to gaining a new
appreciation of how we use our time, and the second to the “self-
instructions” we can use to program ourselves for success. 

Moments that add up to a lifetime
If you believe that a lifetime’s achievement is the result of vision and
audacious goals, you are right. However, you can make the mistake of
considering the masterpiece only after it has been painted; the final
work is likely to be the result of years of tiny “brushstrokes,” those
moments of productivity that seem like nothing at the time but build
up to something big.

If there is only one thing that you take from Hopkins’s book, it
should be his statement:

“Winners almost always do what they think is the most productive thing
possible at every given moment; losers never do.” 

This does not mean that the successful person is continually frantic,
because sometimes the most productive thing you can do is rest, take
in a sunset, or talk to your spouse. It does mean that winners know
the value of every moment, and will push themselves to do things
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that others would not have the self-discipline for. Hopkins does not
mention him, but the reader is reminded of Frank Bettger’s statement:
“Most of the successful men I’ve met are absolutely ruthless with their
time.” 

Just as, to use a financial analogy, a sum of money that has its inter-
est reinvested over time seems to grow amazingly (the magic of com-
pound interest), so in life the cumulative effect of daily work—if tied to
a clear goal—seems to produce wonderful results. Of course, it may be
difficult suddenly to become a super-productive person and override the
habits of a lifetime. Therefore, Hopkins supplies us with his “golden
dozen,” 12 words that you must repeat to yourself three times a day so
you remember to spend your time productively. This self-instruction
reads, “I must do the most productive thing possible at every given
moment.” 

At first the self-instruction may seem like a cruel sentence (in the
prison sense of the word), but soon enough you will find that the com-
mitment is liberating. You will feel more energetic because the results
of your new attitude will serve to motivate you even further. Purpose
creates energy. 

Programming success
Hopkins says that everyone lives according to instructions. These fall
into three categories: 

❖ Those provided by the wiring of your brain—instinct.
❖ Those forced into you during your childhood—dos and don’ts.
❖ Those you have created for yourself—self-instructions.

While scientists are still trying to work out how and why self-
instruction works, Hopkins’s alarming point is that if you have fed
yourself only negative instructions on how to live, your achievements
will be negative. Given what you have told yourself, you can only “suc-
ceed by failing.” This leaves you with the realization that in the way
you are living day to day, there is not actually much freedom of choice
because you are simply acting in a way that you have told yourself you
could or should act. 

However, you can be made free if you seek to change the instruc-
tions, and if those instructions are all of a positive nature it will be dif-

TOM HOPKINS
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ficult not to succeed in the areas you want. This is what Hopkins
means when he talks about “flipping our switch from lose to win.” 

We assume that successful people have so much confidence because
of their successes, but perhaps we have it the wrong way around: they
became successful because they were generous in their estimation of
themselves from the beginning. It was their self-belief, their instruction
to themselves “You will be an achiever, a star,” that made all the differ-
ence, not some lucky break. We all get lucky sometimes, but those who
are determined to be successful anyway will be able to capitalize most
on the breaks, because they almost expect good luck to happen to them. 

Hopkins suggests writing out on cards ten self-instructions that
represent the sort of person you want to be. If you are in sales, for
instance, Hopkins suggests: “I always make a fine impression because I
know my stuff, I dress professionally, and I’m sensitive to people.” It
doesn’t matter if this is true at the moment; the point is to instruct
yourself repeatedly and with some emotion as if it is fact, and after a
while it will become so. It is up to you to create instructions for every
area of your life and to carry them around with you everywhere: they
represent a new, successful you.

Beyond goals to a higher aim
“Prepare for the trauma of success,” Hopkins advises. He notes the
pattern of people who get depressed or lose a sense of meaning once
they have reached a major goal. You must continually create new goals
if you are to be happy. 

One way to retain a sense of continuous, authentic achievement,
Hopkins says, is to create a larger aim beyond the current specific goals
you are seeking to achieve. Using a great example, he writes: 

“Jonas Salk’s great aim wasn’t to become head of the lab so he could
qualify for a pension. He set his sights on conquering polio.” 

If your sights are set on a job a couple of rungs above you, you will be
a threat to your boss. It is much better to be a person “marked out for
great things” whose large aims are pulling you along to their accom-
plishment, gathering goodwill as you go. The added benefit of this
larger view is that it helps put the small obstacles and inconveniences
of daily life into perspective.
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Final comments
After a short introduction by Hopkins’s hero Norman Vincent Peale,
The Official Guide to Success begins without fanfare, almost as if you
had opened it in the middle, and ends without any grand statements.
Unlike some works in the success literature, it is heavy on practical
advice and low on motivational spiel. There is also a good reading list
at the back highlighting many of the success and self-help classics of
the 1960s and 1970s.

In summary, though Hopkins’s book is over 20 years old, it is still a
useful achievement manual, and if you see a copy for sale it is worth
getting. 

TOM HOPKINS
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Tom Hopkins
After dropping out of college, Hopkins worked on building sites before
going into sales. His first sales efforts earned him an average of only
$42 a month. After a training seminar, he transformed his selling efforts
to become a star real estate salesman, and is now one of the world’s
top sales trainers.

Hopkins has written 12 books, including the bestseller How to
Master the Art of Selling, which is used as a sales textbook, and Your
Guide to Greatness in Sales. He lives in Arizona.
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1971

Born to Win
“It takes courage to be a real winner—not a winner in the sense of

beating out someone else by always insisting on coming out on top—
but a winner at responding to life. It takes courage to experience the
freedom that comes with autonomy, courage to accept intimacy and

directly encounter other persons, courage to take a stand in an
unpopular cause, courage to choose authenticity over approval and to

choose it again and again, courage to accept the responsibility for
your own choices, and, indeed, courage to be the unique person you

really are.”
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In a nutshell

Enlarge your understanding of success to include self-knowledge and
greater connection to others. You have everything in you that you

need to succeed.

In a similar vein
Stephen R. Covey The 7 Habits of Highly Effective People (p. 90)

Abraham Maslow Motivation and Personality (50SHC)
Cheryl Richardson Take Time for Your Life (p. 222)

Eleanor Roosevelt (by Robin Gerber) Leadership the Eleanor
Roosevelt Way (p. 234)



CHAPTER 26

Muriel James &
Dorothy Jongeward

James and Jongeward wrote Born to Win: Transactional Analysis for
Gestalt Experiments for what they believed would be a modest aca-
demic psychology audience, but more than 30 years after publica-

tion it has sold over four million copies and been translated into 18
languages. In their Preface to the 25th anniversary edition, the authors
explain its success in terms of readers’ desire to understand what makes
people tick, whether it is themselves, their family members, or their co-
workers. The book not only provides valuable insights into why we do
what we do, but adds depth to the success literature in its fine distinc-
tions on what makes a winner. 

Becoming an adult
Born to Win is based on two areas of psychology: transactional analy-
sis, developed by Dr. Eric Berne (author of the bestseller Games People
Play), and Gestalt therapy, developed by Frederick Perls. The authors
combine them into a set of ideas that aim to create a responsible, whole
person—a “winner.”

Transactional analysis is based on the idea that everyone has three
“ego states” that produce different types of behavior: the Parent, the
Adult, and the Child. In the Parent state you feel a need to be critical
or to spout prejudices. In the Child state you are impulsive, excited, or
act helpless. In the Adult state you are responsible, fully aware, and
rational. 

The primary role of the Adult voice is to recognize reality and make
decisions. James and Jongeward describe the Adult as the “executive of
the personality.” Some people may go through most of their adult life
avoiding decisions, so when they finally do have to make one it can be
terrifying. They may have to defy the internal Parent voice warning
them of risks, or the Child voice that does not want to leave behind a
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cocoon of protectiveness. Yet we all come to these points. Winners
grasp them and grow, losers shy away from the opportunity and
shrink.

Gestalt is a German word roughly meaning “an organized whole.”
Gestalt therapy is about integrating the personality and developing self-
awareness, so that people are able to see their unconscious patterns and
behaviors. For instance, a woman whose identity is wrapped up in
being a “helpful Hannah” may be closing off another side of herself,
the side that sometimes gets angry. You have to be aware of your polar-
ities and be willing to feel things that you may not feel to be “good” or
“you.” The healthy person, the winner, will be willing to express more
aspects of themselves at the appropriate time. They will be more trust-
ing of their own intuition, and more willing to renew themselves men-
tally and physically, in order to give more and be more.

Freedom to write your own script
Together, transactional analysis and Gestalt therapy help a person live
fully aware in the present and be responsible for their own life. While
this may sound rather like self-help, it is difficult to imagine how you
might be considered a success if you have not achieved these two
things. While you may think that your games and posturings do little
harm, cumulatively they make a big difference to your character, creat-
ing a drag on the fulfillment of your potential. By becoming more
objective about how you engage with people and how they operate
with you, you can be liberated. Where before games and positions may
have hamstrung success, now you can see them for what they are and
keep your eye on your goals.

The authors discuss “life scripts,” the plans you consciously or
unconsciously have for how you are going to live your life. Life is often
like a play, and humans will adopt roles based on what they have been
told about themselves by their family or culture. We begin life, Perls
said, as “slaves to our parents,” but some people remain so all their
lives. Whether we like it or not, we are given a story to act out that
may or may not suit us, and the mature human being will feel the need
at some point to shake off their script like a skin and write their own
story. 

Sometimes, the script we have written does not suit the cultural
script of the times and we have to take a stand, like Galileo, Martin

MURIEL JAMES & DOROTHY JONGEWARD
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Luther, or Rosa Parks, risking punishment or even death. But until we
do define our own purpose, separate to upbringing, culture, or genes,
we will remain less than what we could be. 

Becoming a winner
James and Jongeward describe a winner as being “credible, trust-
worthy, responsive, and genuine, both as an individual and as a mem-
ber of society.” As winners are not tied up in themselves, their energies
can be focused on contributing to a larger cause. When dealing with
others, they take pains to preserve their dignity and are not interested
in winning at all costs. Yet they are successful in their greater ability to
produce “win/win” situations due to a superior understanding of all
the parties involved. Winners are not afraid of intimacy, and can be the
most spontaneous person in a group because they are not set in their
ways. Winners set goals for themselves in order to be able to live in the
present.

We are literally “born to win,” James and Jongeward say. We have
everything within us that we need to succeed. Although we come out of
the womb helpless, some of us will proceed to full independence and
are not afraid of playing a full part in a community, while others—
“losers”—never really take full responsibility for their lives. Such indi-
viduals either live in the past or the future, and, because they never
bother to crystallize their aims, do not make very good use of their
time. 

Losers have learned to cope with difficult childhood experiences by
manipulating or doing damage to others and denying the truth to them-
selves. They try to control people, or play the victim or the aloof out-
sider, in order to preserve a feeling of identity. To others, however, these
set mental patterns (“rackets”) only make them appear phony. 

James and Jongeward sum up the tragedy of the loser thus: “Losers
are repeaters, repeating not only their own mistakes, but often those of
their families and culture as well.” Winning people look, listen, and
learn, and are able to summon the courage to change when necessary. 

Final comments
We have all had the experience of sabotaging our aims by not being in
control of what we say and how we react. The successful person has a
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determination to find out the causes of these automatic reactions and
change them, knowing that self-awareness may prevent similar acts in
the future. 

“Success” may conventionally be thought of as the ability to manip-
ulate other people and events. Napoleon, for instance, was reputed to
have said: “Circumstances—what are circumstances? I make circum-
stances.” The question is whether you want to have this kind of suc-
cess, or the sort that Abraham Maslow described as “self-actualized”;
that is, the kind experienced by people who achieve things in the world
but are also very comfortable with themselves, who have a capacity to
give and contribute.

Born to Win could be classed as a self-help book, but the title gives
it away as primarily a work of success, different to most in the genre.
While the success literature at first glance is about external achieve-
ment, in fact its principal concern is fulfillment of potential, seeking to
be your best self.

James and Jongeward’s ideal of a whole person who has consciously
integrated all their “sides” and no longer needs to play games with oth-
ers is surely the type of person that the world needs now. 

MURIEL JAMES & DOROTHY JONGEWARD
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Muriel James & Dorothy Jongeward
Muriel James is a psychotherapist, with a doctorate from the University
of California, Berkeley, where she taught for many years on the exten-
sion faculty staff. She is also a licensed marriage and family counselor, a
trainer in transactional analysis, and a past president of the
Transactional Analysis Association. Among her 17 books are It’s Never
too Late to Be Happy: The Psychology of Self-Parenting, Hearts on
Fire: Romance and Achievement in the Lives of Great Women, and The
OK Boss.

Dorothy Jongeward is a teacher, counselor, and management coun-
selor specializing in organizational behavior. She also worked at the
University of California, Berkeley, is active in transactional analysis
circles, and is a licensed marriage and family counselor. Her other
books include Everybody Wins: Transactional Analysis Applied to
Organizations, and, with Muriel James, Winning Ways in Health Care
and Winning with People: Group Exercises in Transactional Analysis.
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168

1998

Who Moved My
Cheese?

“He knew he had learned something useful about moving on from his
mice friends, Sniff and Scurry. They kept life simple. They didn’t

overanalyze or overcomplicate things. When the situation changed and
the cheese had been moved, they changed and moved with the cheese.

He would remember that.”
“He realized that the fastest way to change is to laugh at your own

folly.”

In a nutshell

The ability not only to accept change but to create it is a mark of the
dynamic individual.

In a similar vein
Susan Jeffers Feel the Fear and Do It Anyway (50SHC)

J. W. Marriott Jr. The Spirit to Serve (p. 210)
Ernest Shackleton (by Margot Morrell & Stephanie Capparell)

Shackleton’s Way (p. 252)



CHAPTER 27

Spencer Johnson

Agroup of old school friends is gathered for dinner and the topic
of conversation gets on to change: in career, relationships, and
family life. One of those present contends that change no longer

bothers him after having heard “a funny little story” called “Who
moved my cheese?” In this artful way, Spencer Johnson introduces the
reader to his fable on how to cope positively with change. 

The story involves four characters who live in a maze: the mice
Scurry and Sniff, and two “littlepeople,” Hem and Haw. All is going
well because they have found a huge source of their favorite food,
cheese. Hem and Haw have even moved their houses to be near it and
it has becomes the center of their lives. But they do not notice that it is
getting smaller, and are devastated when they arrive at the site one
morning and find that the cheese is gone. 

This is where the story splits in two. Scurry and Sniff quickly accept
the loss of the cheese and go off into the maze in search of other
sources. The littlepeople, because they have built their lives around the
big cheese, feel that they are the victims of some kind of fraud or theft.
Yet this only makes things worse, as their clinging on ensures that they
go hungry. Meanwhile, the mice move on and find new cheese. 

There will be other cheeses
The fable captures well that moment after you have lost a job or a rela-
tionship and you believe it is the end of the world. All the good things
were in the previous situation, and all the future holds is fear. Yet
Johnson’s message is that, instead of seeing change as the end of some-
thing, you must learn to see it as a beginning. We have all been told
this, but sometimes motivation is lacking. To make himself accept real-
ity, Haw writes this on the wall of the maze: “If you do not change,
you can become extinct.”
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Though Johnson does not mention him, the reader is reminded of
people like explorer Sir Ernest Shackleton, whose “cheese” was the
expectation that his men would be the first to cross the Antarctic on
foot. When his ship, carrying all his men, supplies, and equipment, was
slowly crushed by pack ice, instead of panicking Shackleton quickly
accepted what had happened; without complaint he focused on what
could be done to get his men out alive (see p. 252). 

Sudden change can spiral you into self-loathing or depression,
because your whole sense of identity has been built around the old cir-
cumstances. The surprisingly powerful advice from this story, however,
is that you should not take yourself this seriously. Being willing to
laugh at your predicament can have a liberating effect, even in the
worst situations. You can marvel and even be amused at how weak
your attachment had made you.

In a bid to inspire himself, Haw writes another graffiti question on
the maze wall: “What would you do if you weren’t afraid?” He pushes
on and, against all expectations, starts to enjoy the hunt for new
cheese. He has no idea where he is going, but feels great just to be
moving. Haw also discovers something to help him that the mice do
not have: the power to “creatively visualize” the finding of new cheese.
This use of the imagination to create a sense of confidence and expecta-
tion becomes his savior.

Feeling the fear and doing it anyway
A book about dealing with change is perhaps best categorized as a self-
help book, but since change is the basic fact of existence, awareness of
it must be crucial to success. The nature of change is that you never
think it could happen to you, yet such denial stops you from taking up
opportunities for new cheese earlier, or even moving your own cheese
before it gets moved by others.

It is not so much that life is short (doctors believe that many people in
the twenty-first century will live healthily into their hundreds) but that it
goes quickly. For life not to be wasted, it demands a level of risk and
adventure. If you are willing to live this way, change loses its horror. In
fact, the advancing person purposely creates change because the world is
not currently how they would like it. What Hem and Haw discover is that
breaking through your fears makes you free. Those who continually seek
security, ironically, are racked by the possibility that they may lose it. 

SPENCER JOHNSON
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Final comments
While Who Moved My Cheese? addresses the fact of change in all
aspects of our lives, given how many offices the book circulates in, it
would be fair to say that its main message relates to work. 

Most employees are employees because they prefer the security of a
set wage under the apparent protection of a large enterprise. For others,
the chief benefit may be that for most of the day they do not have to
really think; they “complete tasks.” But such dependence restricts per-
sonal growth, in the same way that a medieval serf, while given a roof
over their head on the estate, often did not stray more than a few miles
beyond it and could never expect to be a truly independent person.

The value of Who Moved My Cheese? can be appreciated by both
the manager and the worker: the boss can get staff to read it to prepare
themselves for organizational change or downsizing; and the employee
may find the book a spur to understanding our much more fluid work-
ing world, in which, even if we choose to remain an employee, men-
tally we can be in control.

This may be reading too much into Spencer Johnson’s book of fewer
than 100 pages, which many people will regard as trite. Indeed, there
are more inspiring books on how to cope with change, but the lesson
from this one is easily remembered: Do you have a “big cheese” in
your life that you believe will last forever? 

Spencer Johnson
Johnson has a background in medicine. He gained a BA in psychology
from the University of Southern California and his MD degree from the
Royal College of Surgeons.

He has been Medical Director of Communications for Medtronic,
which invented heart pacemakers, a research physician at the Institute
for Interdisciplinary Studies (a think tank), and a consultant to the
University of Southern California’s School of Medicine.

With Kenneth Blanchard, Johnson co-authored the bestselling The One
Minute Manager, and has written a number of other One Minute books.
He is also the creator of the children’s series ValueTales, based on the life
lessons of famous people, and the motivational gift book The Precious
Present. Johnson started telling the “Who moved my cheese?” story over
20 years ago, but it was only published at Kenneth Blanchard’s urgings.
Publishers claim sales figures of over 12 million copies.
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1997

Rich Dad, Poor Dad
“Both men were successful in their careers, working hard all their lives.

Both earned substantial incomes. Yet one struggled financially all his
life. The other would become one of the richest men in Hawaii. One
died leaving tens of millions of dollars to his family, charities and his

church. The other left bills to be paid.”
“Rule one. You must know the difference between an asset and a

liability, and buy assets. If you want to be rich, this is all you need to
know.”
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In a nutshell

Learn how money could work for you; unlearn the expectation that
you must work for money.

In a similar vein
Warren Buffett (by Roger Lowenstein) Buffett (p. 48)
George S. Clason The Richest Man in Babylon (p. 68)

Benjamin Franklin The Way to Wealth (p. 108)
Thomas J. Stanley The Millionaire Mind (p. 258)



CHAPTER 28

Robert Kiyosaki

R ich Dad, Poor Dad: What the Rich Teach Their Kids about
Money… That the Poor and Middle Class Do Not! became a
bestseller during the dot-com boom of the late 1990s. Many

ideas and businesses faded away when the bubble burst, but this book
has kept going because it has nothing to do with market frenzies and
everything to do with our private attitudes to money.

The book’s title comes from Kiyosaki’s two “dads”: his real one,
who worked hard all his life as an educator in Hawaii; and a friend’s
father, who ran businesses and worked for himself. At age 9, the young
Kiyosaki decided to follow the advice of the “rich dad,” and Rich Dad,
Poor Dad is the culmination of those teachings. 

The rat race
Many people’s parents say, or at least strongly imply, that the reason
we have to study hard at school is so that we can go on to university
and then get a secure job. This is seen as the path to financial success,
and anything else is too risky or strange to contemplate. 

Accepting this conventional wisdom—a wisdom based on fear—
most of us end up “working for the man.” The average workplace has
a sense of quiet desperation about it. People forever complain about
their pay or their boss, but the alternative of quitting seems even worse.
If they do go, they have another job lined up so that there is a smooth
transition from one pay packet to another. 

Thanks to your fear, Kiyosaki says, for the rest of your life you are
likely to be dependent on a wage and an employer. As you gain a mort-
gage, consumer debt, and children, your dependence only increases,
and so does your fear of trying something different. Because you can’t
take any risks with what you do have, your retirement money is placed
in mutual funds that emphasize safety, and also have low rates of
return. And because you are working all the time to get raises to keep
up with inflation and debt interest, you have no time to discover alter-
native investments. To cap it off, Kiyosaki says, you are working from
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January to mid-May just to pay your taxes. If you end up with enough
to get by in your retirement, you will have done well.

This is the “rat race.”

Assets and liabilities
Do you know that there is a difference between money and wealth?
Money is a result of wealth or real value, and sometimes only a symbol
of it. What is real is what has generated the money: a business with
revenues greater than costs, a property with rent greater than mortgage
and upkeep, a creative work that earns royalties. 

The poor and the middle class labor under the idea that money (usu-
ally a pay packet) is what matters. This equals “security.” But the rich
don’t focus on pay from a job—they are more interested in something
that makes money, and that will do so even when they are not around.
Instead of looking for jobs, they scout for assets that will be a source of
income. As rich dad told the young Kiyosaki, “If you look for money
and security, that’s all you’ll get.” You might get “money” but not find
the source of money.

The fundamental difference between the rich and the poor and mid-
dle classes is that the rich know the difference between an asset and a
liability. Anything that generates money—that actually puts it in your
pocket—is an asset. Everything else you own that you think is an asset,
be it your home, your car, or your expensive set of golf clubs, is most
probably a liability. It takes money out of your pocket. 

You can tell someone who doesn’t know much about money
because they boast about how much they earn in their job. For the
savvy, job earnings are almost an irrelevance. What matters is the
income coming in from assets that don’t even need you to be around
to generate cash.

Literate and educated
Would you describe yourself as literate? Your answer may be, “Of
course.” But do you know how to read a balance sheet? Rich dad told
Kiyosaki that accounting was a “story in numbers,” and if you could
read these stories you had a great advantage. Financial literacy was as
important as word literacy. “Illiteracy, both in words and numbers, is
the foundation of financial struggle,” he said. 

ROBERT KIYOSAKI
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People frequently ask Kiyosaki, “How do I start getting rich?” The
questioner is then disappointed to hear his response: Before making any
investments, educate yourself on all the options and opportunities. The
more you know, the better your decisions will be. Lack of financial
education teamed with the desire for quick riches leads to disaster.
“Most people, in their drive to get rich, are trying to build an Empire
State Building on a 6-inch slab,” he says. What sort of knowledge
foundation do you have? 

One of Kiyosaki’s fascinating points is the myth that specialization is
the path to wealth. The idea goes that if you know more and more
about something, you will be paid more for your knowledge. The dan-
ger with this is that it may blind you to the business aspects of your
profession. Most of us “become what we study.” That is, if you study
cooking, you become a chef; if you study medicine, you become a doc-
tor or a specialist. As you start to know more about your field, you do
become valuable—to whoever employs you. Kiyosaki warns that you
can spend so much time educating yourself that you forget to “mind
your own business.” 

Make sure that financial knowledge is not left out of your
learning. 

Personal development and building wealth
The key to controlling money is controlling your emotions. How many
people have won the lottery or gained a big windfall, only to lose it
again within a year or two? In these situations, any deficiencies in
financial education or self-discipline are magnified. 

Becoming rich involves self-discipline and the ability to separate the
emotions of fear and greed from a good investment decision. It may
seem strange, but self-knowledge is vital to your financial future. That
prosperity is intertwined with personal growth is one of the secrets of
wealth in the twenty-first century. 

Kiyosaki’s poor dad was alarmed when he joined Xerox as a sales-
man. Middle-class, educated people did not go into sales. But Kiyosaki
was a shy person and thought that sales training would make him less
so. He knew that successful people were not as afraid of rejection, and
that to get ahead in life you had to be good at selling, whether it was
yourself or a thing. Once he was being interviewed by a journalist, an
author herself, who asked him how she could become more successful
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at it. He told her to quit journalism for a year and take a sales job. He
had given her the choice either to be a bestselling author or a best-
writing author. She didn’t like the idea. 

Kiyosaki has taken many courses and seminars; one, which cost him
$300, made him $1 million when he applied its ideas. If he does not
stimulate his mind and learning, he knows he will stand still.
Opportunities come from new ideas. Money spent on self-improvement
is always a wise investment.

Final comments
This book makes you think. It makes you reflect not merely about
investments and assets, but about your whole attitude to work and life.
We have all heard it said that the stock market is driven by “fear and
greed.” Kiyosaki claims that, for most of us, fear is the key influence in
our personal economic lives. We are shaped by our attitude to money,
and our attitude to money is shaped by our fear. If we could change
our attitude to risk and wealth, we could begin to think, act, and live
like the rich. But first we must become financially intelligent.

Some of the main concepts have been described here, but only some.
If you are serious about long-term improvement of your financial situa-
tion, and are willing to admit that you know little, you should buy
Kiyosaki’s book.

ROBERT KIYOSAKI
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Robert Kiyosaki
Kiyosaki grew up in Hawaii, where his father was the chief of educa-
tion for the state.

After college in New York he worked for Standard Oil in tanker
shipping, as a salesman for Xerox, and in his mid-twenties joined the
Marines, going to Vietnam as an officer and a helicopter pilot. He also
began to buy and sell apartments and invest in stocks, and in 1977 suc-
cessfully introduced nylon and velcro “surfer wallets” to the United
States.

His Cashflow Technologies firm, based in Phoenix, Arizona, sells
business educational products around the world. Kiyosaki’s other
books include Retire Young, Retire Rich and Rich Dad, Poor Dad 2:
The Cashflow Quadrant.
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1998

The Wealth and
Poverty of Nations

“Round, complete, apparently serene, ineffably harmonious, the
Celestial Empire purred along for hundreds of years more, impervious

and imperturbable. But the world was passing it by.”
“America’s society of smallholders and relatively well-paid workers

was a seedbed of democracy and enterprise. Equality bred self-esteem,
ambition, a readiness to enter and compete in the marketplace, a spirit

of individualism and contentiousness.”
“If we learn anything from the history of economic development, it is
that culture makes all the difference… Yet culture, in the sense of inner

values and attitudes that guide a population, frightens scholars.”
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In a nutshell

Genuine success is never an accident. The prosperous have a culture
of progress that combines curiosity and persistent application.

In a similar vein
Jim Collins Good to Great (p. 80)



CHAPTER 29

David S. Landes

Students of success, if they are serious about uncovering its secrets
and patterns, must be prepared for fieldwork in unusual places.
Our readings have taken us into the corporate world; now we will

look for the clues that success leaves in the world of nations. This com-
mentary is a little longer than most, but hopefully it will repay the
extra time spent reading.

Medieval Europe
The world has never been a level playing field, David Landes notes.
Climate and geography (“nature’s inequalities”) have given some coun-
tries handicaps, especially in the warmer zones, while temperate lands
have often had the benefit of reliable rainfall, good soil, hardwood
forests, and bearable cold, not to mention the right conditions for rear-
ing livestock. Such elements made for more stable societies and higher
rates of economic development, and were major factors in the slow rise
of Europe in the Middle Ages. 

A thousand years ago, no one could have predicted continental
Europe’s dominance. It was under attack from the Vikings to the north,
the Moors to the south, and the Magyars to the east, and was an intel-
lectual and technical laggard compared to the learning of the Arab
world and Chinese civilization. 

Yet Europe had something that would prove to be highly valuable: it
was heir to the classical Roman and Greek tradition, however imper-
fect, of democracy and meritocracy. In contrast, the political culture of
civilizations surrounding it was primarily despotic; Landes describes
them as “squeeze operations” that, when they needed more, did not
hesitate simply to take by force from their own people. Europe had its
fair share of tyrannical rulers, but its concept of private property pro-
vided motivation and encouraged enterprise. Medieval Christianity also
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put limits on the behavior of rulers, since they were subject to God and
could not abuse the commoners at will. Good Christian order meant
due process, the rule of law, and protection of property rightfully
gained. 

All of this made Europe different. The water wheel, eyeglasses, reli-
able clocks and watches, and the printed book were medieval European
inventions. Gutenberg had published his Bible in 1452 and by 1501
there were millions of books in Europe. Meanwhile, Imperial China
was serene in its isolation and did not bother itself to learn anything
new, particularly if it came from “barbarians.” Chinese rulers were
“control freaks,” in today’s language, regulating everything and
demanding total obedience. Enterprise was seen as a threat.

Thus, Europe overtook China by refining and adapting many of its
innovations. Unlike China, Landes says, “Europe was a learner.”
Despite its feudal structure of kings and queens, nobles and peasants,
medieval Europe had vibrant, self-organizing cities and regions. It was
essentially a free market, not merely of products but of ideas. Literacy
was not just a luxury for the rich, Landes says: Europeans read, wrote,
and published, private citizens as well as officials. The driving forces
were the desire to keep records, but also curiosity. 

All nations that do well display what Landes calls “buildup”—the
accumulation of knowledge and know-how over time; and “break-
through”—the reaching of thresholds after which things gather their
own momentum. He identifies three factors that can account for
Europe’s success and made it the place of scientific and later industrial
revolution:

1 Autonomy of intellectual inquiry from church or state interference.
2 Creation of a widely accepted system of proving knowledge.
3 Routinization of research as an accepted activity: the “invention of

invention.”

Nineteenth-century Britain
Why did the Industrial Revolution happen in Britain? First of all,
Landes suggests, the country had developed a social, intellectual, and
political infrastructure that was conducive to enterprise: a secure sys-
tem of property rights, basic and higher education, the essential free-
dom of the people. In these things Britons were better off than every
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other nation in Europe. Britain had another advantage in that it had
relatively few religious constraints, as a result receiving an influx of
valuable people from the Continent such as Dutch drainers and farm-
ers, Jewish merchants, and French Huguenot craftsmen. English
Catholics could not become members of parliament or go to university,
but otherwise they were free to prosper. 

Despite its famous class system, it was more possible to get ahead in
Britain than elsewhere in Europe, and certainly outside it. Napoleon
had dismissed England as a nation of shopkeepers, and in a way he was
right, because Britain was a country grown rich by consuming. Things
were made for average people to buy, not solely for the rich; which is,
of course, a hallmark of the modern economy. Even so, you could not
have predicted that Britain, as it entered the nineteenth century, would
become the industrial powerhouse of the world. As Landes puts it,
“Britain had the makings; but then Britain made itself.” There is a big
gap between having the capacity or the knowledge, and acting on it.
The country’s superiority was “not God-given, not happenstance, but
the result of work, ingenuity, imagination, and enterprise.”

Imperial Spain and Portugal
To go back in time somewhat, while China was closing in on itself, in
the fifteenth century Spain and Portugal were venturing and trading
along the coast of Africa and into the Indies. In their lust for gold and
silver, the Spanish eventually came upon the Incas. The Inca empire was
amazingly efficient, but the rulers were despots and the culture, Landes
says, “deprived the ordinary person of initiative, autonomy, and per-
sonality.” Essentially socialist, the king was the “great divider”: all land
was his. The empire brought together diverse peoples and established a
common language, but because its contact with the outside world was
limited (it had no written records either) it misjudged the intent of the
Spanish and considered itself too powerful to be overthrown (a familiar
conceit of empires).

Landes calls the Spanish “kleptocrats,” much more interested in tak-
ing rather than making, and often in the name of God. This combina-
tion of greed and righteousness unleashed horrible cruelty and
exploitation. However, it achieved its purpose: the markets opened up
in the new world saw vast wealth return to it, and Madrid became the
richest city in Europe. 
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Why, then, did Spain decline? The money was not invested, but
instead spent on luxury and war. Because the country had not gained
its new wealth through any sort of industry, Landes opines, it was not
of the mind to put it to productive use. “Wealth is not so good as
work, nor riches so good as earnings,” he says. Spain lacked the respect
for hard work that the Dutch, English, French, and Genoese had devel-
oped, and had a fatal belief in its religious and social superiority. It had
to rely on “metics,” outsiders, to perform the trades and do the work,
and manual labor was scorned. 

Landes’s view is that Spain became poor because it had too much
money, while others had to develop the work habits that begot more
enduring wealth. As Spain was deciding how to spend its bullion, else-
where in Europe people were learning how to weave cloth, forge iron,
use timber, process whale oil, and mine coal—less exciting products,
but the work needed to produce them ensured that the proceeds were
not frittered away.

Portugal’s success was a surprise. A nation of only one million peo-
ple in the fifteenth century, it had colonies from the East Indies to India
to Brazil, famously “half the world” carved up with Spain. Yet it shot
itself in the foot by adopting the Christian fundamentalism of its larger
neighbor. Jews who had fled to Portugal from Spain to avoid persecu-
tion found themselves no better off, with pogroms leaving many dead
and the rest forced to convert to Christianity. It was a dreadful mistake,
as the Jews were the vital traders in the economy and were among the
best scientists. They left in droves, and Portugal, Landes says,
“descended into an abyss of bigotry, fanaticism and purity of blood.”
The Portuguese Inquisition followed the Spanish, burning heretics at
the stake, and it became worse when the Spanish and Portuguese
crowns were united under Philip II. 

Portugal lost its scientific leadership and turned inward, with all
education and learning strictly controlled by the Church. It held on to
its empire, but badly lost ground in the vital sciences of astronomy and
navigation, and became less productive in agriculture. The new ideas
and technology associated with the Protestant Reformation naturally
passed it by. By 1700, Landes says, Portugal “had become a backward,
weak country.” 

Thus the simple formula, replayed many times through history and
certainly applicable to Spain and Portugal: closed-mindedness =
economic failure.

DAVID S. LANDES
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Culture matters
Landes’s book was published the same year as Jared Diamond’s best-
seller Guns, Germs and Steel, which argued that Europe’s fortunate
geography was the main factor in its success. It is for the most part
convincing, but Diamond does not really explain why there is such
unevenness in prosperity in the modern world. Landes argues that
although geography has been very important in the development of
nations, “it would be a mistake to see geography as destiny.” Europe
was indeed lucky, but “luck is only a beginning.” 

Some historians, Landes says, seek “a multicultural, globalist, egali-
tarian history that tells something (preferably something good) about
everybody.” In this schema, the European/American success is seen as a
lucky accident. But if this is true, how do we account for the industrial-
ization and prosperity of Asian countries like Malaysia, Singapore, and
South Korea since the Second World War, when most African and
South American countries have stood still or gone backwards? Is the
progress of these countries merely accidental? 

Such an argument surely overlooks the efforts of the people who
made it happen—and only some of these are leaders and government
officials. Another thesis goes: Maybe the other countries didn’t want to
industrialize and adopt western institutions; they are rightly against any
form of imperialism. There is something to this, Landes admits, how-
ever wealth is wealth and poverty is poverty, whatever country you are
standing in, and many of these places have had multiple opportunities
to improve. What, then, is the “x-factor” that distinguishes dynamic,
successful nations from those that languish? 

Any scholar of the link between culture and economics cannot
ignore Max Weber’s famous essay “The Protestant Ethic and the Spirit
of Capitalism.” Though it has been derided by revisionist historians,
Landes says that there is much evidence for its theory that the hard
work and honesty ethic of Protestant Europe allowed for the popular
accumulation of wealth. The Protestant Reformation also went hand in
hand with higher literacy and the questioning of dogma necessary for
scientific advance. A culture of popular reading, learning, and question-
ing—so different, for instance, to imperial China or Spain—was born.
A sense of progress replaced somber respect for authority and instead
of being criminal offenses, curiosity and innovation were often the way
to wealth. Such attitudes, of course, would be instrumental in the suc-
cess of the United States.
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The x-factor is therefore a culture of progress that combines curios-
ity, innovation, and application. 

Amazingly, the quest to identify successful economic culture is taboo
in some quarters because it appears to be about race and superiority.
This attitude is a great pity, because The Wealth and Poverty of
Nations is essentially a body of knowledge on the basic laws of success,
whoever has applied them. 

The wealth and poverty of Islamic nations
Islamic civilization had once been Europe’s teacher, way ahead of it in
learning and culture. But from the triumph of 1187, when the Christian
crusaders were driven out of the Middle East, Landes argues, “the
course of Islam was mostly downhill.” While Europe was separating the
religious and the secular, putting a new emphasis on facts, learning, and
scientific progress, Islam was insisting on theocracy: a good state was a
religious state, and those dedicated to science were not to be trusted. 

The legacy? With the exception of oil-rich emirates, the great major-
ity of Islamic countries are economic backwaters, and most are
dictatorships of one form or another. Like the Spanish conquistadors,
the oil windfalls of many Arabic countries have been a handicap rather
than a boon; developing world-competitive industrial enterprises has
not been thought necessary.

Today’s Islamic countries face another great hurdle to development
and prosperity: women continue to be excluded from the work force.
Landes argues that “the best clue to a nation’s growth and development
potential is the status and role of women. This is the greatest handicap
of Muslim Middle Eastern societies today, the flaw that most bars them
from modernity.” 

The Arab world likes to blame all its woes on Israel, but Landes
suggests that Middle East peace, if it ever comes, will simply further
expose the failings of the Islamic economic model.

Final comments
At over 500 pages, The Wealth and Poverty of Nations is much more com-
plex and subtle than this commentary can convey, and there is only space
here for some examples of Landes’s argument. The book really rewards
reading twice: once to get the broad sweep, once for the fascinating details.

DAVID S. LANDES
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The title, of course, is inspired by Adam Smith’s The Wealth of
Nations (1776), but Landes decided it was important to look at
poverty as well as wealth, because failure can be the best teacher. Did
he find any similarities between unsuccessful nations? He admits he is
not politically correct in his answer, that it is nearly always a simple
failure of application. Of Latin America, for example, he notes that
even after 200 years of political independence it is dogged by misman-
agement and corruption, kept afloat by borrowing and manipulation of
monetary controls. Every ex-colony has had to realize that indepen-
dence does not guarantee happiness and prosperity; industries must be
slowly developed, people properly educated, and institutions built.

Some characteristics of prosperous countries are thus a belief in
progress; openness to outside influences; a desire to produce rather
than consume; a high value put on learning; emphasis on establishing
the facts; and government by the people, for the people. In contrast,
fundamentalist quests for purity are diseases that quickly kill off eco-
nomic health. 

The optimistic, hardworking countries will always have the edge,
but it is the qualities of individuals that make them this way, and with
enough individuals thinking the same way you have a culture. In the
wealth or poverty, success or failure of nations, culture matters. In the
success or failure of individuals, “culture” is character—honesty, perse-
verance, diligence, vision, self-education, living by results. 

At the end of the book Landes admits that this recipe of self-
empowerment sounds like a cliché. Yet at heart, every person, nation,
and company knows it is true. Natural aptitudes are always an advan-
tage, but no one is ever born successful, just as nations are not born rich. 

David S. Landes
One of the most distinguished postwar American historians, Landes
was born in 1924 and educated at City College, New York, and
Harvard University. He is professor emeritus of history and economics
at Harvard University, and has held positions as a professor of history
or economics at a number of leading universities in the US and Europe.

His other books include Bankers and Pashas, Revolution in Time:
Clocks and the Making of the Modern World, and The Unbound
Prometheus.
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1992

Lincoln on Leadership
“It was Abraham Lincoln who, during the most difficult period in the

nation’s history, almost single-handedly preserved the American
concept of government. Had he not been the leader that he was,

secession in 1860 could have led to further partitioning of the country
into an infinite number of smaller, separate pieces, some retaining

slavery, some not. He accomplished his task with a naturalness and
intuitiveness in leading people that was at least a century ahead of his

time.”
“[We] here highly resolve that these dead shall not have died in vain—

that this nation, under God, shall have a new birth of freedom—and
that government of the people, by the people, for the people, shall not

perish from the earth.”
Lincoln, Gettysburg Address, 1863
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In a nutshell

Above all, leaders seek results. Many have wishes, but effective leaders
act.

In a similar vein
Nelson Mandela Long Walk to Freedom (p. 198)

Eleanor Roosevelt (by Robin Gerber) Leadership the Eleanor
Roosevelt Way (p. 234)

Ernest Shackleton (by Margot Morrell & Stephanie Capparell)
Shackleton’s Way (p. 252)



CHAPTER 30

Donald T. Phillips

There are now many books that extract leadership lessons from the
lives of famous people, but this was one of the first. Phillips had
the initial inspiration for it when, in the middle of a week-long

management seminar, he realized that the ideas being presented had
been enacted in real life by Abraham Lincoln. He was then amazed to
discover that amid the thousands of articles and books written on
Lincoln, there was very little on his leadership style. It seemed that
Lincoln’s very genius as a leader and his success as president had made
him into a myth, obscuring the fact that his life before becoming
president was unspectacular, and that whatever he knew about leading
he had, like everyone else, learned. 

The unlikeliest hero
Lincoln was born in a log cabin in what was then frontier America. His
mother died when he was young and his father remarried. Fortunately,
his stepmother encouraged him to read. With a minimal education he
went on to try his hand at a number of jobs, including clerk, store
owner, surveyor, and postmaster, before becoming a lawyer. Though
not particularly successful in his early political career, his views on slav-
ery in the Lincoln–Douglas debates brought him wide attention, and at
the 1860 Republican convention he won the party’s nomination for the
presidency. 

Lincoln’s election to the White House was not exactly an accident,
but he was greatly helped by the fact that the Democrats were split
between North and South. Within the Republican party, Lincoln had
only been selected over William Seward because he was considered the
more middle-of-the-road candidate. 

By the time he was sworn in, seven states had broken away from the
Union on the slavery issue, yet the outgoing president, Buchanan, had
given up trying to control the situation. Congress, though the Union
army was in disarray and underfunded, was looking to cut its costs,
and only Lincoln seemed to see that action had to be taken if the Union
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was to survive and be rid of slavery. Decisive and ceaselessly energetic,
his determination surprised everyone. He made William Seward, his
Republican rival, secretary of state, and Edwin Stanton his secretary of
war. While neither man thought much of him, within a relatively short
space of time both would change their minds. 

Phillips presents us with the amazing fact that Lincoln had never
held an executive position before becoming president, yet he proceeded
to a total reorganization of the US military, and a constitutionally ques-
tionable expansion of the powers of the presidency itself. 

Let us look in more detail at some of the points that Phillips makes
about Lincoln as president.

The active leader
❖ Lincoln knew that the White House was an ivory tower and spent

most of his time out of the office: visiting troops in the field, visiting
his staff in their homes, visiting the wounded in hospital, holding
cabinet meetings wherever it was convenient. He prized informality
and human contact.

❖ Lincoln employed what is now known as MBWA—management by
wandering around. He sacked one general for isolating himself from
his men, and believed that the best information was found at first
hand. He took charge of battle situations himself when necessary
and remains one of the only US presidents literally to come under
fire.

❖ The most accessible US president in history, Lincoln rarely turned
anyone away who came to see him, whether top general or lowly
farmer. This, and his great ability as a listener, helped build trust in
him as a leader.

The scholar of human nature
❖ Lincoln had a “penetrating comprehension of human nature,”

Phillips writes, which allowed him to take the broad and compas-
sionate view. He was able to forgive mistakes easily, and was notori-
ous for his many pardons, particularly of war deserters, who
normally would have hanged. Phillips believes that this compassion
evoked trust and loyalty, which in a time of war are absolutely cru-
cial to success.
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❖ The president used persuasion, not coercion, to achieve his ends,
and was fond of the maxim “A drop of honey catches more flies
than a gallon of gall.” Only if you could convince someone that you
were their friend could you really influence them. Despite periods of
depression, Lincoln never underestimated the power of a pleasing
personality, and was always ready to compliment or encourage. He
rarely lost his temper.

❖ In terms of managing his own generals, Lincoln was not afraid to let
them know what he thought were their bad points, yet he also gave
them free rein to perform. Many did not meet his expectations and
were given lesser responsibilities, but when the man did come along
who could act in the way he wanted—Ulysses S. Grant—he placed
the entire US army under his command. 

Honest and compassionate Abe
❖ The nickname “Honest Abe” was accurate. Lincoln’s reputation for

honesty made people trust him and increased his ability to lead. Top
leaders are expected to “do the right thing” and he had this
attribute in abundance. “Values motivate,” Phillips notes.

❖ Lincoln sought objectivity: “I shall do nothing in malice. What I
deal with is too vast for malicious dealing.” He did not have time
for retribution, pettiness, or blame. Although he frequently wrote
angry letters to his generals who were not doing enough to defeat
the Confederate army, he never sent them. To do so would have
made enemies, and he was always keen to give people another
chance. While some perceived this as weakness, his willingness to
overlook mistakes and hold his tongue endeared Lincoln to his
staff. 

❖ When the Civil War ended in 1865, Lincoln did not seek revenge on
the South, instead offering goodwill. In his Second Inaugural
Address, he spoke the famous words:

“With malice towards none; with charity towards all… let us strive on
to finish the work we are in, to bind up the nation’s wounds.”

This large view of things helped the South to get on with rebuilding
the country without fear, minimizing both guilt and blame. 
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The great communicator
❖ Lincoln was a brilliant writer but also a remarkable orator. With

his high-pitched voice, strange gangly frame, and ill-tailored clothes
he did not make good first impressions, but by the end of a talk his
audiences were usually rapt. He enjoyed injecting anecdotes, sto-
ries, and jokes into his speeches because he preferred them not to
be too “high-minded.” He wanted them to appeal to the average
person. 

❖ The same man, with very little schooling, was able to write the
almost poetic Gettysburg Address, not to mention thousands of
superbly crafted letters. Lincoln’s lesson is that every investment we
make in increasing our communication skills pays off.

The unmoveable
❖ Lincoln was a master of overcoming setbacks and defeats, because

he was supported by the belief that he had right on his side. His
assertiveness and refusal to buckle under pressure made him the tar-
get of unjust criticism, slander, and abuse, and until he could
demonstrate himself in office he was rejected out of hand as a hick
country lawyer. Yet he did not often attack his detractors, and in
fact accepted criticism as part of the job, only worrying when the
criticism might affect perception of the Union war effort. He found
release in humor and storytelling, both to amuse others and to get
him through the dark years of the war.

Final comments
What is remarkable about Lincoln, Phillips notes, is that he actually did
what he said he would in terms of preserving the Union and abolishing
slavery. This wasn’t good luck. He had goals for his time in office and
he accomplished them relatively quickly (within four years). Though
always ready to admit when he was wrong, he was massively confident
about the stance he had taken, and with this certainty of purpose came
decisiveness. 

Lincoln on Leadership is worth reading to appreciate the nuances of
Lincoln’s character and for the points that end each chapter, providing
an easy reminder of his leadership lessons. It is an inspiring read,
because Lincoln himself inspired. He fulfilled the main criterion for a
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great leader that James McGregor Burns discussed in his seminal work
Leadership: a person who can “lift others into their better selves.”

Next time you find yourself in a quandary about how to deal with
someone or how to cope with a crisis, ask yourself, “What would
Lincoln have done?”

Donald T. Phillips
Phillips has 20 years of business experience and now speaks widely on
leadership. He is currently the mayor of Fairview, Texas.

His other books include The Founding Fathers on Leadership,
Martin Luther King Jr. on Leadership, and On the Brink: The Life and
Leadership of Norman Brinker.
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2003

The Power of Full
Engagement

“Energy, not time, is the fundamental currency of high performance.”
“The number of hours in a day is fixed, but the quantity and quality of
energy available to us is not. It is our most precious resource. The more

we take responsibility for the energy we bring to the world, the more
empowered and productive we become. The more we blame others or
external circumstances, the more negative and compromised our energy

is likely to be.”
“Without time for recovery, our lives become a blur of doing

unbalanced by much opportunity for being.”
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In a nutshell

Realize that you can’t manage time; instead, adopt better ways to use
your physical, mental, emotional, and spiritual energy.

In a similar vein
Stephen R. Covey The 7 Habits of Highly Effective People (p. 90)

W. Timothy Gallwey The Inner Game of Tennis (p. 114)
Cheryl Richardson Take Time for Your Life (p. 222)



CHAPTER 31

Jim Loehr &
Tony Schwartz

Jim Loehr spent thousands of hours watching videos of professional
tennis games, trying to discover what the top players did that sepa-
rated them from the rest. He found nothing. Then he started to

notice what players did between points. The top players generally had a
much better way of relaxing after each point in order to prepare for the
next one. In these tiny slots of 16–20 seconds, some were able to lower
their heart rate, relax their mind, and refocus. In a game going into two
or three hours, these mini recovery rituals mattered. The player without
them became fatigued, then lost concentration and points. 

The “x-factor” in success that Loehr and his partner Tony Schwartz
had been looking for, alongside the more obvious talent and skill, was
the management of energy. They became unusual in the sports training
world for paying no attention to their clients’ technical or tactical
skills: from Pete Sampras to Monica Seles, these were clearly in abun-
dance. Talent and skill may have got them to the top, but it was focus,
purpose, and resilience—that is, control of physical and emotional
energy—that kept them there. 

Downtime
“It is a very good plan every now and then to go away and have a little
relaxation… When you come back to the work your judgement will be

surer, since to remain constantly at work will cause you to lose the
power of judgement.”

Who wrote this? Not Loehr and Schwartz, they are simply quoting
from A Treatise on Painting… by Leonardo da Vinci. Like Winston
Churchill, da Vinci was keen on strategic napping, which recharged
him and let him go back to work refreshed. When he was painting The
Last Supper, to the dismay of his clients he often appeared to spend
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hours just daydreaming. He wrote: “The greatest geniuses sometimes
accomplish more when they work less.”

Our culture still revolves around the idea of “linear” energy, the
ability to stay focused for hours or days on end. Loehr and Schwartz
note, “Unlike most addictions, workaholism is often admired, encour-
aged and materially well-rewarded.” Yet look at the costs. In research
studies, those who describe themselves as workaholics are also much
more likely to drink more than the average, have stress-related illness,
and get divorced. 

The Japanese have a word, karoshi, meaning “death from over-
work.” Most industrial accidents happen when people have been work-
ing for too long without a break. When space shuttle Challenger blew
up in 1986, NASA officials’ decision to go ahead with the launch came
after 20 hours of continuous work. Would they have made the same
decision, ask Loehr and Schwartz, after a good night’s sleep? And let’s
not forget all the hospital mistakes that can partly be attributed to the
insane hours that doctors, particularly junior doctors, are expected to
work. In short, our culture glorifies “putting in the hours,” even when
it makes no sense and risks health and lives.

You will know many people for whom work is their sole interest.
Maybe you are one of them. If so, you also need to get your head
around the fact that so-called downtime—seemingly doing little or
nothing—can be much more valuable to your overall creativity and
long-term productivity than staying at work. Loehr and Schwartz men-
tion a study that found out where people are when they get their best
ideas. Most said the garden, the gym, watching a movie, or similar
places; they were not working. In our 24/7 world, the idea of a day in
the week when we make ourselves do nothing looks very old-
fashioned—we used to call it the sabbath—but for many people it
would make great sense. As Loehr and Schwartz put it, “Intermittently
disengaging is what allows us to passionately reengage.” 

Developing mental and emotional muscles
The natural pattern of action and recovery is called “oscillation.” We
frequently try to override this pattern at work by relying on stress hor-
mones, caffeine, and so on. However, without a program of natural
recovery in place, the body will come back at us through a long-term
weakening of physical health and a rise in impatience, anger, self-
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absorption, and insensitivity to others. Without rest and recovery, the
body has no chance to rid itself of toxins, physical and mental. 

To a degree even they did not expect, Loehr and Schwartz found
that body and mind are one. The reason exercise is so important is that
it pumps blood and oxygen to the brain, allowing you literally to think
better and put worries into perspective. You do not need to be told this
if you exercise regularly. An improved heart rate and a general feeling
of well-being make you much less irritated by small things, and you
feel energized to refocus on your larger goals.

You can develop your emotional, mental, and spiritual muscles—
such as empathy, creativity, confidence, patience, and kindness—in the
same way that you build a bicep or tricep. Emotional flexibility is the
ability to handle a range of emotions, even to choose what you will
feel, rather than having a small bag of responses that make you rigid
and defensive. Emotional resilience, a major factor in success, is your
capacity to come back from adversity. 

Loehr and Schwartz compare John McEnroe and Jimmy Connors.
When we think of McEnroe emotional outbursts at umpires come to
mind, and it is natural to assume that being so “pumped up” was a
big part of his success. But in fact in his autobiography McEnroe says
that his outbursts were a handicap that wasted his energy and con-
tributed to some landmark losses. Connors, although perhaps a lesser
talent, played for six years longer than his rival and remained success-
ful. Not least, his greater emotional control meant that he also enjoyed
himself.

Full engagement through purpose
The Power of Full Engagement cites some interesting figures from 2001
Gallup data: only 30 percent of American workers are fully engaged in
their work, 55 percent are not engaged, and the rest are “actively dis-
engaged,” meaning that they are unhappy and complain about it to
others. The longer an employee stays in a particular organization, the
more disengaged they are likely to become.

Jobs come and go, but what is your real contribution to society,
what is your purpose? If you can align your working life with your
deepest desires and talents, you will not have to worry about motiva-
tion. Getting to grips with your purpose is not going to happen at a
rate of knots, however. You will need quiet, uninterrupted time and
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willingness to reflect and reorganize your life. Think of it as an invest-
ment, Loehr and Schwartz suggest. 

Spiritual energy, or purpose, enables you to manage your time much
better because you know your priorities. There is no need to try to
please others with your answers because you live from a basis of inter-
nal truth. The authors warn: 

“Like all of our ‘muscles,’ self-awareness withers from disuse and
deepens when we push past our resistance to more of the truth. We fall

asleep to aspects of ourselves each and every day.” 

People who are very clear on who they are and their mission in life
tend to be bursting with energy, yet they are also aware of the need for
times of quiet and reflection to renew themselves. 

Final comments
Many of our choices give us a quick burst of energy or comfort (eating
junk food, getting angry at someone, putting out fires at work) but take
their toll in the long term: our health deteriorates, people start avoiding
us, issues at work requiring deep thought are not dealt with. If you
want to be a real leader, Loehr and Schwartz say, you must become a
master of your own physical, mental, emotional, and spiritual energies. 

The Power of Full Engagement is basically a coaching book for any-
one who has lost their “edge” and can’t work out why. Written after
the 9/11 terrorist attack on the World Trade Center in New York, it
highlights people who have climbed back emotionally after their
ordeals, and it is these and other vignettes that give the book its life.
Maybe it is too soon to label it a classic, but the simple idea of manag-
ing your energy rather than your time seems startlingly original, and
may be of great significance for your success. 
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196



Jim Loehr & Tony Schwartz
The authors are respectively CEO and president of LGE Performance
Systems, founded in 1993, which runs the Corporate Athlete training
system.

Loehr has worked in performance psychology for many years and
trained police departments, SWAT teams, and emergency service work-
ers as well as athletes. Along with numerous scientific articles, his 12
books include Stress for Success and Toughness Training for Sports. For
a decade he was a monthly columnist for World Tennis and Tennis
magazines.

Schwartz helped to develop content and methodology for LGE’s
training programs. He co-authored Donald Trump’s bestselling The Art
of the Deal (1989) and Work in Progress (1998) by Disney boss
Michael Eisner, and has reported for the New York Times, edited for
Newsweek, and contributed to numerous magazines.

The Power of Full Engagement is published in the UK as On Form.
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1994

Long Walk to Freedom
“I never thought that a life sentence truly meant life and that I would

die behind bars. Perhaps I was denying this prospect because it was too
unpleasant to contemplate. But I always knew that someday I would
once again feel the grass under my feet and walk in the sunshine as a

free man.”
“I am fundamentally an optimist. Whether that comes from nature or
nurture, I cannot say. Part of being optimistic is keeping one’s head

pointed towards the sun, one’s feet moving forward. There were many
dark moments when my faith in humanity was sorely tested, but I

would not and could not give myself up to despair.”

In a nutshell

Success is most likely when it becomes a necessity.

In a similar vein
Stephen R. Covey The 7 Habits of Highly Effective People (p. 90)

Viktor Frankl Man’s Search For Meaning (50SHC)
Ernest Shackleton (by Margot Morrell & Stephanie Capparell)

Shackleton’s Way (p. 252)



CHAPTER 32

Nelson Mandela

Nelson Mandela grew up in a traditional village in the Transkei
region of South Africa, hundreds of miles from either
Johannesburg or Cape Town. A member of the Thembu tribe

that forms part of the Xhosa nation, his father was both a tribal chief-
tain and the chief adviser to the Thembu king, and Mandela was
groomed to follow in his father’s footsteps. The name given to him at
birth was, prophetically, Rolihlahla. In his native Xhosa, the colloquial
meaning of the name is “troublemaker.” 

The first member of his family to go to school, Mandela was given the
English name Nelson. He recalls an idyllic Transkei childhood of animal
herding, stick fighting, and storytelling, but after his father died he was
moved to the Thembu capital to live under the wing of the tribal chief. 

In his early years, Mandela says, he saw the white man more as a
benefactor than an oppressor, and was enamored of British culture and
its political system. But he came to realize that the Xhosa was a con-
quered people, with most of the men having to slave away in the gold
mines for minuscule pay or work on white-owned farms. Mandela
observed: “No matter how high a black man advanced, he was still
considered inferior to the lowest white man.”

Early lessons, lifelong contacts
As a student, Mandela was introverted and not brilliant, but worked
hard. He was placed in an English-style secondary college for blacks,
met young people from other tribal backgrounds, and began to get a
sense of being “African” as opposed to simply Thembu or Xhosa.

At Fort Hare University College, run by missionaries and with black
professors, he studied English, anthropology, politics, native administra-
tion, and Roman Dutch law. At this time his ambition was to be a low-
level civil servant, a clerk or interpreter in the Native Affairs Department.

For a black South African, Mandela’s education was privileged, and
he believed that a BA would be his ticket to prosperity. Only later did he
realize that there were many people without degrees who were smarter
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than him, and that character was the greater ingredient in Competing in
cross-country running in college taught him that he could make up for a
lack in natural ability by hard training. In his studies, he observed: “I saw
many young men who had great natural ability, but who did not have the
self-discipline and patience to build on their endowment.”

Back home from college for a break, Mandela found an arranged mar-
riage waiting for him on which he was not keen, and fled to Johannesburg.
After trying to get work in the offices of a gold mine, he eventually found
an articled clerkship in a liberal Jewish law firm. He was paid a pittance
and often had to walk miles into the center of Johannesburg from his
township. Slowly he began to get involved in politics and the African
National Congress (ANC), but for a number of years was more observer
than activist. It was at this time that he met ANC stalwart Walter Sisulu, a
real estate agent when blacks were still allowed to own some property. 

A black lawyer was a great novelty, and when Mandela enrolled in
the University of Witwatersrand for a Bachelor of Law degree in 1943
he was the only African student in the faculty. His discomfort was less-
ened by a circle of supportive whites and Indians, who would later
prove to be important in the struggle for black freedom.

Beginning the fight
On a platform of “the nigger in his place,” in 1948 the Nationalist
party came to power in South Africa. Though the idea of apartheid
(“apartness”) had been around for centuries, the Afrikaner Nationalists
entrenched it in hundreds of oppressive laws designed to create a brutal
hierarchy: whites at the top, blacks at the bottom, and Indians and col-
oreds in the middle. Afrikaans, the language of the original Dutch
farmer-settlers, took over from English as an official language. With
race as the basis for South African society, elaborate tests were required
that often broke up families. “Where one was allowed to live and work
could rest on such absurd distinctions as the curl of one’s hair or the
size of one’s lips,” Mandela notes.

The defiance campaigns that the ANC organized, involving stay-at-
homes and gatherings to protest against new laws, only made the new
government more iron-willed in keeping black people downtrodden.
School education was scaled down, whole towns were razed to make way
for white housing, and the pass system made it extremely difficult for non-
white people to move freely. The 1950 Suppression of Communism Act
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was only partly related to curbing communism; its real purpose was to
allow the government to imprison anyone on a trumped-up charge.

Despite this harsher climate, in 1952 Mandela and Oliver Tambo
established the first black law office in South Africa. It was inundated
with cases from the first day and was highly successful. In those days,
Mandela admits he was a “hotheaded revolutionary” without a great
deal of discipline, and that he enjoyed wearing smart suits and driving
around Johannesburg in a large American car. He even bought land in
the Transkei with a view to moving back home. 

Fate had other ideas. At 35 Mandela was banned from any involve-
ment with the ANC, which meant that any work he did for the organi-
zation would have to be secret and risk long-term imprisonment. His
roles as freedom fighter and family man were never compatible, and
from this point on he would live with the constant anguish of having
made the people he loved secondary to the larger struggle for freedom.

Criminal and outlaw
In the famous 1958–61 Treason Trial, the Nationalist government
charged Mandela and others with trying to overthrow the state.
Though the prosecution lacked real evidence, the trial dragged on for
years. By this time Mandela’s marriage had collapsed, and the time
required to be away from the law practice saw that, too, fall apart.

When the members of the group were acquitted, the authorities’
embarrassment was so great that it made them even more determined
to quell insurrection. In 1960, 70 black demonstrators were killed at
Sharpeville, a township south of Johannesburg, when they peacefully
surrounded a police station. Many were shot in the back trying to flee
the gunfire. South Africa came under a State of Emergency in which the
rights of blacks were further curtailed.

Mandela knew that he would soon be rearrested for something, so he
decided to go underground, moving from place to place with the help of
disguises. He grew his hair and wore the blue overalls of the worker and,
because he had a car, pretended to be driving it for his baas (white mas-
ter). During this outlaw existence, when there was a warrant for his
arrest, the newspapers began calling Mandela “The Black Pimpernel.” For
several months he actually left South Africa to visit various African states
including Sudan, Haile Selassie’s Ethiopia, and Egypt to seek support for
the ANC’s cause, solicit donations, and learn about guerrilla warfare. The
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trip was the first time Mandela had experienced freedom and had seen
blacks either running their own states or being treated as equals, and it
only inspired him further. However, back in South Africa he let his guard
down, and in 1962 he was captured on a road leading into Cape Town.

Captive revolutionary
At his trial, Mandela tried to put the onus of guilt on to the government,
and wore traditional clothing to symbolize that he did not recognize the
white legal system and the charges it was making against him. He
received a five-year sentence without parole. However, much worse was
to come. As the ANC’s philosophy of nonviolence was clearly not work-
ing, Mandela had founded a covert military affiliate that began a sabo-
tage campaign on government property. In 1964 he was charged with
sabotage and conspiracy, along with a number of other ANC members. 

The death sentence was expected, and in his address to the court
Mandela said that he was prepared to die for the cause of justice. Per-
haps because of international pressure, however, the men “only”
received life sentences. This seemed like a great victory.

Mandela would spend the next 18 years in the notorious Robben
Island prison. The first decade involved hard manual labor, terrible
food, and a climate of fear and abuse. However, the political prisoners
were kept together and so could continue their discussions. Denied vir-
tually all outside contact, the acquisition of a newspaper was prized
almost above food. The men’s political struggle was reduced to within
the prison walls, and they had to fight for any kind of improvement in
their daily life. For the slightest infraction they could be thrown into a
solitary confinement cell for days on a diet of rice water. Mandela
writes: “It is said that no one truly knows a nation until one has been
inside its jails. A nation should not be judged by how it treats its high-
est citizens, but its lowest ones—and South Africa treated its impris-
oned African citizens like animals.” 

The years on Robben Island made Mandela a virtual stranger to his
family, and he often wondered whether the struggle was worth it. His
mother died while he was there and he was not allowed to attend the
funeral. On the rare occasion that he was allowed family visitors, he
was given only half an hour with them. Because of the restrictions on
her movements, he did not see his second wife Winnie Mandela for two
whole years, and his children were not allowed to visit before the age

NELSON MANDELA

202



of 15. The nadir of Mandela’s time on the island came when he
received news that his 25-year-old son had been killed in a car accident.

In the latter years of his imprisonment, as his legend grew, Mandela
was moved to mainland prisons and received special treatment, ending
up with his own house and cook, and was able to receive visitors. 

He had been seeking dialog with the government for some time, and
after 75 years of bitter antipathy white politicians began to listen to his
ideas for a fully democratic South Africa. They knew that history was
not on their side, and the country was becoming explosive. 

Amid great euphoria, Mandela was released in 1990, having spent
272 years in jail. Four years later, after the country’s first nonracial
elections, he was elected President of South Africa. In the meantime
there had been much bloodshed, but the worst years were behind the
country.

Final comments
Long Walk to Freedom is simply but skillfully written, and even at 750
pages you feel that it only skims the surface of one of the twentieth
century’s great lives. This commentary, in turn, only highlights a few
points; reading the book cannot be more highly recommended.

Today we think of Mandela as a gray-haired statesman, a legendary
figure, but his memoirs allow us to get behind the image. We see that
he was a normal man who was willing to react positively to extra-
ordinarily bad circumstances. He got through his ordeal because he
was an optimist, and could therefore inspire himself as much as others.
The key to his success as a leader was the sense of inevitability he
created—the power of his belief. The message he gave out that things
would change was so great that even prison warders came around to
his way of thinking. The end result was a new nation based on fairness
and dignity in the place of a rotten police state.

Though he received a privileged education and was groomed for
leadership, neither of these things was a cause of his future success as a
leader. As the state gave him less and less to work with, he parlayed
even these meager opportunities into positive action. 

In a tight situation or a long struggle for recognition or success, we
would do well to remember Mandela, and to have even an ounce of his
mental discipline and bravery.
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1894

Pushing to the Front
“The world does not demand that you be a lawyer, minister, doctor,

farmer, scientist, or merchant; it does not dictate what you shall do, but
it does require that you be a master in whatever you undertake.”

“As the sculptor thinks only of the angel imprisoned in the marble block,
so Nature cares only for the man or woman shut up in the human

being… Nature will chip and pound us remorselessly to bring out our
possibilities.”

“The slow penny is surer than the quick dollar. The slow trotter will
out-travel the fleet racer. Genius darts, flutters and tires; but

perseverance wears and wins.”
“Don’t wait for extraordinary opportunities. Seize common occasions

and make them great.”
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In a nutshell

There are few things that cannot be achieved by sheer determination
and effort.

In a similar vein
Horatio Alger Ragged Dick (p. 12)

Edward Bok The Americanization of Edward Bok (p. 36)
Napoleon Hill Think and Grow Rich (p. 144)

Samuel Smiles Self-Help (50SHC)
Brian Tracy Maximum Achievement (p. 264)



CHAPTER 33

Orison Swett Marden

In their Foreword, the publishers of this work boast, “It is doubtful
whether any other book, outside of the Bible, has been the turning-
point in more lives.” The original Pushing to the Front, or Success

under Difficulties was published in 1894, but was revised and
expanded into the two-volume work of 1911. At 70 chapters and close
to 900 pages, in its size and scope it could safely claim to be an ency-
clopedia of success, and has arguably not been overtaken.

Though Horatio Alger inspired many with his poor-boy-makes-good
stories, Orison Swett Marden must be considered the real founder of
the American success movement. Pushing to the Front, which was his
first book, was inspired by Samuel Smiles’s Self-Help, the seminal self-
improvement manual, which Marden had discovered in an attic.
Though twice the size of Smiles’s tome, it is written in a similarly
enjoyable style and sticks to the theme of “how men and women have
seized common occasions and made them great.” Where it differs from
Smiles’s work is that it has references to successful women of the day
such as Jane Addams and Julia Ward Howe, and Marden refers to the
dawning twentieth century as “the century of the woman,” bringing
unparalleled opportunities for young girls. In the second volume, he
includes a farsighted chapter on the need for women to express them-
selves beyond the role of housewife and mother. Marden also shows his
understanding of the new world his readers were entering by his praise
of black Americans such as Frederick Douglass.

Pushing to the Front distinguished itself from some of the worst atti-
tudes of its times by its strenuous theme of abhorrence of those living
only for the dollar. It book inspires the reader not to make the most
money, but to pursue a career that excites, enriches intellectually, and
uses talents to the full.

Overcoming difficulties
Most persistent among the book’s themes is that character is built by
adversity, or as Winston Churchill put it, “Kites rise highest against the
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wind—not with it.” Marden points out that “poverty and hardship have
rocked the cradle of the giants of the race,” drawing to our attention
such people as: 

❖ Horace Greeley (1811–72), who showed up in New York as a pen-
niless printer and became founder of the weekly New Yorker and the
daily New York Tribune, which had a huge impact on American
public opinion.

❖ The writer and champion of the poor William Cobbett
(1763–1835), a farm boy who taught himself to read and write and
became a major English political figure.

❖ Elihu Burritt (1810–79), the Connecticut man known as the
“Learned Blacksmith,” who during spare moments at the forge
began a program of self-study that enabled him to become a linguist,
writer, and mathematician. A typical entry in his diary is: “Tuesday,
June 19, 60 lines Hebrew, 30 Danish, 10 lines Bohemian, 9 lines
Polish, 15 names of stars, 10 hours forging.” 

❖ Michael Faraday (1791–1867), arguably the greatest experimental
physicist, who as a boy in London lived above a stable and made
money through lending out newspapers at a penny a piece.
Apprenticed to a bookbinder, he read articles on electricity from the
Encyclopaedia Brittanica and begun his own experiments. The scien-
tist Sir Humphrey Davy made Faraday his assistant, enabling him to
meet some of the great scientific minds of his day.

❖ Frederick Douglass (1817–95), the slave-cum-abolitionist “who
started in life with less than nothing for he did not own his own
body.” Plantation rules forbade slaves to learn reading or writing,
but he somehow learned the alphabet from scraps of paper and
medicine bottle labels. Later, friends literally bought his freedom (at
a cost of $750).

To Marden, necessity is the mother not simply of invention, but of suc-
cess. “Failure often leans a man to success by arousing his latent
energy, by firing a dormant purpose, by awakening powers which were
sleeping.” Prison, he notes, has often been the rouser of this latent
energy. Sir Walter Raleigh wrote The History of the World during his
13-year imprisonment; Luther made his translation of the Bible while
behind bars; and Dante wrote while exiled. Cervantes took up his pen
while in jail in Madrid, producing Don Quixote. In more recent times,
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we think of Nelson Mandela on Robben Island, writing his memorable
autobiography and planning a new South Africa (see p. 198).

Jewish people have been oppressed through history, Marden
observes, yet they have produced some of the finest music and writing
and made cities thrive. It took the plague and the great fire to destroy
London before it rose up as a fine city. 

Marden recalls Samuel Smiles’s simple words on the matter: “If
there were no difficulties there would be no success.” Burdens make us
try harder to lift them and we get stronger as a result, while the person
who has none need do little.

Nerve, pluck, persistence, and grit
Marden recalls that Ulysses S. Grant lost an early battle in the Civil
War at Shiloh. Every newspaper called for his removal, but Lincoln’s
final response was, “I can’t spare this man, he fights.” What Lincoln
saw in Grant—a resolve never to let go, “grit”—is what later made him
the hero of the war. Lincoln himself was asked what he would do if the
rebellion took hold and he could not suppress it, and he replied, “Oh,
there is no alternative but to keep pegging away.” Both men were not
moved by public clamor; they knew what their task was, and did it.

Marden notes that Gibbon’s Decline and Fall of the Roman Empire
took twenty years to write, Webster spent 36 years on his dictionary,
and Stephenson labored for 15 years to perfect his locomotive. Harvey
worked for 8 years before publishing his work on the circulation of the
blood, then had to wait 25 before the theory was finally accepted. Cyrus
Field spent a decade of heartbreaking setbacks before the transatlantic
cable was laid; everyone lost faith in the idea except him, but he
believed that instantaneous communication across oceans was a neces-
sity, not an option. The great violinist Gherardini was asked how long it
took him to learn to play. His answer: 12 hours a day for 20 years. 

Many know the story of Carlyle’s History of the French Revolution:
the manuscript was lent to a friend, who left it lying on his floor. A maid
took it as kindling for the fire and it went up in flames in a minute or
two. Though this was a great blow, Carlyle went back to his books and
spent several more months rewriting the work, better than the original.
And the “ease and grace” of Rousseau’s style were obtained, Marden
says, “only by ceaseless inquietude, by endless blotches and erasures.”
Thoreau’s first book, A Week on the Concord and Merrimack Rivers,
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sold so poorly that the publishers returned most of the copies to him. He
wrote in his diary: “I have nine hundred volumes in my library, seven
hundred of which I wrote myself.” A few years later came the success of
Walden. One more: Columbus was rejected by scores of kings, queens,
and nobles before finding the sponsorship to sail to the New World.

Marden says, “Show me a really great triumph that is not the
reward of persistence.” Genius, when you look more closely at it, usu-
ally turns out to be the result of uncommon dedication to a task. 

Vocation and calling
While lauding a university education and the refinements it can pro-
duce in a person, Marden criticizes the gap between the high ideals of
student years and the cynicism of later adult life. He counsels against
graduating students simply taking the highest-paid job. An education
should be considered a “sacred trust,” not to be looted for your own
monetary ends but to be put into the service of humankind. As Marden
puts it: “There is something infinitely better than to be a millionaire of
money, and that is to be a millionaire of brains, of culture, of helpful-
ness to one’s fellows, a millionaire of character.” 

Don’t enter a profession just because it is respectable, he suggests, or
because one of your parents succeeded in it. “The world does not dic-
tate what you shall do,” he points out, “but it does require that you be
a master in whatever you undertake.” With definiteness of aim, or the
knowledge that what you are doing is worth your time, you will excel at
the task. A job may earn you money, but a vocation earns self-respect.

When Alexander the Great was asked how he had conquered the
world, he is said to have replied, “By not wavering.” We cleave to the
person who has the firmest resolve, who knows who they are and what
they stand for.

Final comments
Orison Swett Marden has for a long time been better known as the
founder of Success magazine, but now that journal is defunct there will
hopefully be a swing back to recognition of his writing. Copies of his
books are not hard to track down on the internet, but they tend to be
expensive. If you are serious about building up your success library,
however, they are worth the money. These volumes are something to
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hold on to. It is easy to see how the book electrified audiences of its
era, for you cannot come away from its pages without being inspired to
greater things, or to stick at what you have embarked on. 

The style of Pushing to the Front, though tremendously enjoyable, is
not as old-fashioned as you might expect—many of Marden’s com-
ments could have been made by someone writing today—and in terms
of quantity of good content it beats most of today’s success and self-
help literature. We have only had space here to look at Volume 1, for
instance, and even that peremptorily. Marden’s references to unfamiliar
people will have you reaching for your biographical dictionary, and you
will be provided with a history lesson alongside the motivational class. 

Orison Swett Marden
Marden was born to New Hampshire farmers in 1850, but both his
parents died before he was seven and he lived in a number of foster
homes. He managed to go to college, graduating in Law from Boston
University in 1871, and gained further degrees (LLB and MD) from
Harvard University. He also studied at Andover Theological Seminary
and at the Boston School of Oratory.

In his college days he worked in catering and hotels, and became an
investor in a resort area of Rhode Island. This was followed by the pur-
chase of a chain of hotels in Nebraska, then a stint as a hotel manager
in Chicago. In 1890, one of his hotels burned down and a smallpox
epidemic ruined the rest of the rest of his business. Back in Boston,
Marden put together his collection of inspirational stories and notes
and, influenced also by Emerson, Longfellow, Oliver Wendell Holmes,
Phillips Brooks, and New Thought writers, published the first version
of Pushing to the Front in 1894. The retailer J. C. Penney was among
the many who ascribed their success to reading the book. In 1897,
Marden founded Success magazine, which gained a circulation of half a
million copies. Though publication ceased in 1912, six years later he
revived the magazine. He died in 1924.

Marden was a prolific writer, averaging two books a year. Titles
include Every Man a King; Not the Salary but the Opportunity; Peace,
Power and Plenty; Success Fundamentals; and The Victorious Attitude.
For an introduction to his thought, see Real Success, by former Success
editor Ken Shelton.
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1997

The Spirit to Serve
“If you’re in the service business and your name is above the door, it’s
important for people to be able to link a face to the name. I want our

associates to know that there really is a guy named Marriott who cares
about them, even if he can only drop by every so often to personally

tell them so.”
“For the key to prospering and adapting in the coming decades amidst
an ever-escalating rate of change is to first be clear about and resolutely
dedicated to what you stand for and why that should never change. You
must then be just as resolutely willing to change absolutely everything
else. This rare ability to manage continuity and change is the secret of

Marriott’s past—and the key to its future.” Jim Collins, Foreword
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In a nutshell

Hard work, continuous self-improvement, and a sense of building for
the future create identity. From identity comes focus, from focus,

success.

In a similar vein
Jim Collins Good to Great (p. 80)

Michael Dell Direct from Dell (p. 96)
Spencer Johnson Who Moved My Cheese? (p. 168)

Sam Walton Made in America (p. 276)



CHAPTER 34

J. W. Marriott Jr.

Often provided as a complimentary copy for guests in Marriott
hotels, The Spirit to Serve: Marriott’s Way may be an unlikely
success classic, but in a surprisingly modest way it illustrates

some valuable principles that can be applied to personal as well as cor-
porate achievement.

If you travel with any frequency, you have probably lodged in a
hotel managed or franchised by the Marriott company. If your stay was
enjoyable, it was not by chance. Over several decades, Marriott devel-
oped “standard operating procedures” (SOPs)—such as 66-point check-
lists for room cleaning, recipe cards for the restaurants, and guest
satisfaction scorecards—to ensure uniform high standards. J. W.
Marriott Jr. makes the startling remark—for an entrepreneur—that
building a business can be boring. There is a great deal of grunt work,
but you have to put in the hours to create systems that work every
time. Without consistency, a service business does not create an endur-
ingly positive reputation. Here we are reminded of Orison Swett
Marden’s remark, “Success is the child of drudgery and perseverance. It
cannot be coaxed or bribed; pay the price and it is yours.” 

Are attention to detail and hard work the only factors that account
for Marriott’s rise to industry leader? Let us briefly consider some
important points in the company’s life.

Laying a foundation
In 1927, J. W. Marriott Sr. moved with his wife from Utah to
Washington DC. Their first step into the hospitality industry was a
small franchise selling root beer. Marriott Sr. later established a chain
of restaurants called Hot Shoppes, which flourished through the
Depression. In 1937, noticing that passengers on the newly emerging
airlines wanted to eat, he formed a successful in-flight catering busi-
ness. This was followed by contracts for cafeterias feeding government
workers through the war years, and later for industrial commissaries,
including General Motors’ and Ford’s. 

211



The first Marriott hotel was not opened until 1957, by which time
J. W. “Bill” Marriott Jr. had finished college and joined the company.
Seeing the potential of the expanding hotel business, he took over the
lodging section of the firm and began opening more hotels. By the
1960s, Bill Marriott voiced the hope that one day the company could
equal the success of the Howard Johnson chain, which then seemed to
line every American highway. 

Becoming a player
While Howard Johnson lost its way, Marriott prospered. By the 1980s,
it had become one of the biggest real estate developers in the country,
in some years opening two new hotels a week. Yet it did not actually
own the hotels. The family had realized that its greatest profit, and its
greatest expertise, was in managing hotels, and as soon as these had
been built they were sold to investors. Left with the valuable long-term
management contracts, the company enjoyed the flexibility of not hav-
ing heavy mortgages to service. This system worked because the firm
had identified the one thing it could do better than anyone else: design
and implement the processes that resulted in a great guest experience. 

This narrowing down of purpose paid dividends. Today, Marriott
has over 2,000 establishments in 40 countries. Its four publicly listed
companies are worth over $12 billion and it employs more than
130,000 people. 

The people difference
These are impressive figures, but how do we explain the leap from a
$50 million enterprise in 1960 to one worth over $12 billion today? In
anyone’s language, this is a case of “good to great.”

The first answer may seem obvious, but Bill Marriott maintains that
it is how the company treats staff. He writes that Marriott is in the
people business more than it is in the service business, and that “if you
treat your people right, they will treat guests right.” If they are stressed,
dissatisfied or poorly trained, it is the customers who will feel the
effects. 

This “employee first” policy is almost a cliché, but the company
actually puts its money where its mouth is with a profit-sharing pro-
gram that has been in place since 1959, better than average training

J. W. MARRIOTT JR.
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systems, and a free phone line to counselors and experts to solve non-
work problems. This, and a culture of openness ensuring that staff at all
levels of the organization are listened to, has led to Marriott’s being
judged one of Fortune magazine’s “Top 50 companies to work for.”

In contrast, hotel chains focused only on making money, which do
not try to produce any service “buzz,” have had only average growth.
Not until someone feels that they are at the front line of a noble idea
(in this case, making hotel guests feel welcomed and valued) will they
be motivated. 

Change amid order, order amid change
Bill Marriott identifies two turning points, what he calls “revolutions,”
in the company’s history. The first was to move from its catering roots
into hotels on a large scale. The next came in the 1980s. 

The firm realized that its growth would be limited if it only ran
“full-service” hotels, and looked into the idea of building other types of
lodging, including medium-priced, budget, and long-stay. Since the fear
was that these sideways moves would dilute the Marriott brand, there
was fierce internal debate about what to do; many Marriott staffers
thought that it would be 25 years of work down the drain. 

Those in favor won and the company began building the
“Courtyard by Marriott” hotels. Suddenly, the huge mid-priced and
budget hotel market became its oyster, and it grew exponentially. It was
able to do this without harming the full-service Marriott brand,
because the cheaper hotels were run on the same strict quality control
lines. Unlike other chains, amid the expansion it did not lose its com-
mitment to the customer or its relentless service improvement goals.
Marriott quotes Alfred North Whitehead: “The art of progress is to
preserve order amid change and to preserve change amid order.” 

The company certainly found itself in some dead ends: investments
in a travel agency, a cruise ship company, theme parks, and home secu-
rity systems. Yet Marriott says: 

“Companies that don’t risk anything will inevitably find themselves
falling behind those that do. You can lead change or it can lead you.” 

Risk taking only makes sense when you have a core set of values that
do not change.
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“Truly great companies maintain a set of core values and a core pur-
pose that remain fixed while their business strategies and practices con-
tinually adapt to a changing world.” These words from management
thinkers Collins and Porras sum up not only the Marriott company, but
success generally. If you know who you are, you can be more flexible in
what you decide to do, and clearer about what not to do.

Final comments
In their groundbreaking Built to Last: Successful Habits of Visionary
Companies (1994; see p. 85), Collins and Porras overturned conven-
tional thinking by suggesting that great, long-lasting companies are
rarely founded on some marvelous new product. Often starting very
slowly, these firms put an emphasis on the vitality and philosophy of
the firm itself; from this springs great services and products. Hewlett-
Packard, for instance, invented excellent things, but it was the fostering
of a nonhierarchical culture of innovation and engineering excellence
that made it uniquely successful. 

In Marriott’s case, to answer the initial question of what made it
stand out in its industry, we notice its organizational culture of open-
ness; an ethic of continuous self-improvement; an eye on the future;
and attention to the little things. In putting good service before money
making, it paradoxically guaranteed its own profitability. This bundle
of values creates a sense of internal identity even amid massive expan-
sion into new areas. As the French say, “Plus ça change, plus c’est la
même chose” (The more things change, the more they stay the same).

The Spirit to Serve is not a trumpet-blowing history of the company.
Bill Marriott is candid about the mistakes it has made and the opportu-
nities it perhaps should have taken. But above all, his understated work
is about maintaining focus and keeping true to your original purpose.

J. W. MARRIOTT JR.
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J. W. Marriott Jr.
Born in 1932 in Washington DC, Marriott started working for the fam-
ily firm when he was 14, stapling invoices in the accounting depart-
ment. He worked for four years in a Hot Shoppe restaurant while
obtaining a finance degree at the University of Utah. Graduating in
1954, he spent two years as a supply officer in the US Navy, followed
by marriage to Donna Garff.

At 32 he was made president of the Marriott company, and in 1972,
when he was 40, his father passed the CEO role on to him. The
Marriotts’ three sons and a daughter all now work for Marriott
International. The Spirit to Serve was written with Kathi Ann Brown,
who provides her own portrait of Marriott in an Afterword.
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1962

The Dynamic Laws of
Prosperity

“Let us be done with thinking of poverty as a virtue. It is a common
vice.”

“There is basically one problem in life: congestion. There is basically
one solution: circulation. Systematic giving is, therefore, a powerful

practice that blesses every phase of our lives, as it keeps us attuned to
the wealth of the universe.”
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In a nutshell

God does not want you to be poor; appreciate the universe’s
abundance and your right to prosperity.

In a similar vein
Florence Scovel Shinn The Secret Door to Success (p. 246)
Wallace D. Wattles The Science of Getting Rich (p. 282)



CHAPTER 35

Catherine Ponder

Catherine Ponder had always been interested in the issue of spiri-
tuality and wealth, and when she became a Unity Church minis-
ter in 1958 she decided to study the Bible more closely. 

She learned that the identification of piety with poverty had arisen
in the Middle Ages, when the feudal system sought to keep people in
their place. In childhood she had been given to think that “a poor
Christian is a good Christian,” but nowhere in the Bible did she find
evidence for this. The more she read, the more she realized that it was
a textbook for prosperity. 

Teaching prosperity
In 1958, when America was in a recession, members of Ponder’s con-
gregation were asking her for guidance on how to get through it. She
started giving prosperity classes, teaching that prosperity was first and
foremost a state of mind; a mindset of lack could only manifest nega-
tive results. 

Many of her members experienced dramatic turnarounds—unex-
pected raises, promotions, debts paid—yet what struck Ponder was
how many people wondered whether it was “right” to seek prosperity;
that is, whether it was consistent with spiritual values. Didn’t the Bible
say, “You cannot serve God and Mammon” (Matthew 6:24)? Didn’t
Jesus say, “How hard it is for them that trust in riches to enter the
kingdom” (Mark 10:24)? 

Ponder responded to the first question by making a distinction:
Mammon is wealth that is worshiped for its own sake; it is wealth with-
out God. Prosperity thinking, on the other hand, puts God first as the
source of your supply. She agreed that Jesus had told a wealthy man to
go and sell everything he had, but it was because he was still attached to
his riches; he did not yet recognize God as the source of his supply. 
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The Dynamic Laws of Prosperity is generally considered to be
Ponder’s classic work, a carefully and compassionately written com-
pendium of the secrets and techniques of prosperity. The following is a
sample of her ideas.

Desire + visualization and affirmation = success
The brain works in terms of mental images, Ponder writes, and what-
ever images it has are likely to become reality. You can, therefore, liter-
ally see your way to success. When you create prosperous images from
scratch, don’t be “reasonable,” think big. Project thoughts of increase
onto others, and you will find that they do prosper in health and mone-
tary terms. Send positive thoughts to those with whom you are in con-
flict, and watch them soften their stance. That this could work may at
first seem incredible, but is simply an extension of the “speaking well
of others” that you were taught to do as a child. Denouncement has a
way of bouncing back on you, but pointing out someone’s good points
while keeping quiet about their bad is both truthful and prospering.

Ponder tells of a man who “dared to write out hundreds of times
how he wished things to be, rather than fretting about how they
appeared at the moment.” The man was not deluded, but was simply
“affirming his good”; that is, making firm a desire through the power
of speech or writing. Desires are healthy, Ponder says: they are like
God knocking on the door of our mind, the means by which we can
develop our full potential. You cannot expect to be successful, she
adds, when you “idly drift in a stream of small events and small
expectations.”

The secret of turning desires into reality is to write them down. You
must be specific about what you want and when exactly you would like
to achieve it, because the fuel of the imagination is detail. Remember
the phrase “Fortune favors the bold.” Life does seem to clear a path for
those who know what they want. Nature respects purpose. Writing
things down clarifies your purpose in a way that idle thought cannot. 

Prosperity is circulation
To attract prosperity, don’t ever think about yourself as poor or say
that you can’t afford something. Count your blessings, focus on abun-
dance, look only for opportunities. If you don’t have something that

CATHERINE PONDER
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you desire, use the “vacuum law” of prosperity and create room for it
by throwing out old goods. Make way for growth. 

Ponder talks in terms of radiation and attraction; that is, the thoughts
that you give out coming back to you in some form. You engage in radia-
tion and attraction all the time, but because you are not properly aware
of it you don’t see the error in radiating thoughts of negativity and lack.
A person trained in prosperity thinking will be very careful only to think
thoughts of prosperity, knowing that nothing but these can attract suc-
cess back to them. Appreciate the prosperity principle that you’ve got to
give to get. You should expect the very best in life, but you must “give
full measure for the good you wish to receive” in advance. Emerson’s
famous essay “Compensation” highlighted this basic law of prosperity. 

Ponder describes a law as “a principle that works.” The practice of
tithing, she argues, puts you in tune with the universal law of circula-
tion. Many people think it old-fashioned, but giving away the first
tenth of your income demonstrates to yourself that the universe is an
abundant place and that in acknowledgment you are returning some of
it to its source—“just as the farmer returns one-tenth of his seed for
soil enrichment.”

She notes that some of the magnates of the twentieth century—John
D. Rockefeller and the Heinz, Colgate, and Kraft families—attributed
their amazing success to tithing. Between 1855 and 1934, Rockefeller
gave away over $500 million, and when asked why, his standard line
was, “God gave me my money.” Ponder also recalls the words of
Moses: “Thou shalt remember Jehovah thy God, for it is He that giveth
thee power to get wealth” (Deuteronomy 8:18).

The key point about tithing is that it is systematic giving, not the ad
hoc giving that we normally associate with charity. In systematically
giving the first 10 percent of whatever you earn, you will discover that
the remaining money goes further, and that the universe will want to
give back to you systematically. Tithing is much more than dutiful giv-
ing to charity, it is also, Ponder points out, an act of personal growth
(it does, after all, require courage!) “by which one evolves into larger
giving (and larger receiving).” 

How to see money
People often have a funny attitude about money, Ponder says. They are
quick to say that money doesn’t mean a lot to them, but spend their
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lives working to get it. Why not admit that money is important and
that it is basic to living a good life, wonderful if rightly used?

Money reacts to your attitudes about it, Ponder comments, therefore
if you think well of it and admire what it can do, you are much more
likely to enjoy more of it. See it as a tyrant and it will be so. Continu-
ally remind yourself of the relationship between money and thought.
Think of and expect lavish abundance for the day ahead when you
wake up in the morning. You may be surprised at what happens.

Ponder includes a fascinating reference to Einstein, saying that he
shook up the scientific world by proving that substance (or energy, the
unformed) is convertible to matter (the formed, which includes money).
Einstein showed that the physical and nonphysical worlds are convert-
ible and interchangeable. Prosperity thinking acknowledges the connec-
tion between the invisible substance or energy that makes up the
universe and your thoughts. By connecting the two, you have greater
control over the creation of matter.

Final comments
This discussion is merely an appetizer. Most of the 20 chapters of The
Dynamic Laws of Prosperity deal with a different prosperity law, cov-
ering health, debt, work, persistence, intuition, and a truly unusual
chapter on the prospering power of charm. Though the book was
mostly written in the late 1950s, many of its ideas were ahead of their
time. In the face of the conformity of her era, Ponder dares the reader
to be different, noting that uniqueness always pays and it is your duty
to be like no other.

If you are an academic Bible scholar you may not agree with
Ponder’s interpretation of biblical stories, but the book is best read for
inspiration and for its quiet good sense about thinking prosperously.
The Dynamic Laws of Prosperity may be one of the more unusual suc-
cess classics, but could be the most valuable to you if you are willing to
have an open mind. (The chapter on overcoming debt may on its own
justify the price of the book.) Consider it a spiritual complement to the
more “nuts and bolts” books on financial success.

CATHERINE PONDER
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Catherine Ponder
Born in 1927, Catherine Ponder studied education and business in
North Carolina before being ordained as a nondenominational Unity
Church minister in 1958. Her first ministry was in Birmingham,
Alabama, followed by Austin, Texas, then San Antonio. In 1973 she
moved to Palm Desert, California, where her ministry continues to this
day.

Ponder has written 12 books, including The Prosperity Secrets of the
Ages, The Dynamic Laws of Healing, The Millionaires of Genesis, The
Millionaire Joshua, and The Prospering Power of Prayer. She has lec-
tured across the United States.
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1998

Take Time for Your Life
“I’ve grappled with the same issues my clients are dealing with. I’ve
worked ridiculous hours, built a successful business, made plenty of
mistakes in relationships, and paid little attention to my health. Over

the last several years, I’ve used the process in this book to improve my
own life. I know it works.”
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In a nutshell

Achievement is more meaningful when it springs from a base of
physical, emotional, and spiritual well-being.

In a similar vein
Stephen R. Covey The 7 Habits of Highly Effective People (p. 90)

Jim Loehr & Tony Schwartz The Power of Full Engagement (p. 192)
Thomas Moore Care of the Soul (50SHC)



CHAPTER 36

Cheryl Richardson

Originally a tax consultant, Cheryl Richardson found that her
clients needed advice and support on making decisions on the
nonfinancial aspects of their lives. Eventually she stopped doing

people’s tax returns and gave workshops on the “secrets of success.”
Life planning or personal coaching is now a well-established field,

but Richardson, one of American’s top life coaches, was an early prac-
titioner. Take Time for Your Life: A Seven-Step Program for Creating
the Life You Want is her bestselling introduction to what she does. It is
different to most success titles in that she focuses on life instead of sim-
ply career or personal goals. Outward achievement is all well and good,
but if it is not balanced by what she calls “extreme self-care” you will
burn out and be no use to anyone. 

Slowing down to succeed
The best part of Take Time for Your Life is its vignettes of people with
whom Richardson has worked. Most of her clients seem to live fast-
paced lives and dream of more time for themselves, more fun, and
more authenticity in their existence. They feel that it is time to step off
the merry-go-round and take stock. 

Richardson identifies the seven common obstacles that these people
seem to face in living their best lives: 

1 They generally have difficulty putting themselves first.
2 Their schedule does not reflect their priorities.
3 They feel drained by certain people or things.
4 They feel trapped for monetary reasons.
5 They are living on adrenalin. 
6 They don’t have a supportive community in their life.
7 Their spiritual well-being comes last.

You may feel that to get ahead or simply maintain your current success
you have to work very long hours, sacrificing everything. This is a

223



myth, and Richardson shows how altering even small things about
your daily existence can make a big difference. She mentions one
woman, for instance, who tried leaving work by 5.30 pm each day and
found, to her surprise, that her business did not fall apart; she achieved
the same amount through greater focus and delegating. 

Yet Richardson’s book is less concerned with time management than
it is with self-management. She does not suggest abandoning your
responsibilities, merely that you need to devote much more considera-
tion to the renewal of your energies. In his book The 7 Habits of
Highly Effective People (see p. 90), Stephen Covey calls this “sharpen-
ing the saw.” Without frequent sharpening you become blunt in a pro-
ductivity sense and lose the ability to connect with the people you love
and influence those you work with.

Tipping the scales in your favor
One of the many ways to regain balance is to create what Richardson
calls an “Absolute Yes” list, a ranking of what you feel are the most
important aspects of your life. One client of Richardson’s, Joan, put at
the top of her list daily time to herself to read, meditate, or exercise.
Second was time spent with her husband each evening. Next came
quality time with her children, then study to complete her degree, time
with friends, and finally household chores. She had to reorganize her
life to fit these priorities, but the result included much better moods
and greater harmony. Note that the elements in her life did not change,
just the order of priorities. 

The gift of Take Time for Your Life, through its hundreds of ideas
for self-care, is the feeling that you do not have to be hurried along by
circumstances. You can regain control of your life simply by making
more conscious decisions. The seven obstacles to a balanced life men-
tioned above are the springboard for Richardson’s strategies to “win
back” our life. The following gives a taste:

❖ Regular “downtime” is important for your sanity. At first you may
feel very edgy in doing “nothing” but, as Richardson puts it, “We
all need a holiday from thinking too much.” 

❖ Pay people to do services you normally do. Though it costs money,
“sharing the wealth” allows you to care for yourself and think at a
higher level, both of which can bring you greater success.

CHERYL RICHARDSON
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❖ Go through old stuff and papers and throw much of it out. This
makes way for what you really want to come into your life.

❖ Don’t fret over spending a little less time working. The world has a
way of rewarding those who are focused and make better use of
their time.

❖ Identify the drains on your life; that is, the people, places, and situa-
tions that tax your mental and physical energy. Eliminating or less-
ening their impact is the beginning of successful living and
abundance.

❖ Stop running on caffeine and adrenalin. “Fuel your body with pre-
mium fuel and it will provide you with the strength and stamina to live
well.” Caring for your body is essential to living a high-quality life. 

❖ Consciously engineer more “amazing moments” into your life: bring
back the soul.

❖ Tell people when you are grateful for what they have done.
❖ Write a journal.
❖ Notice your dreams.
❖ Follow your intuition.
❖ Have the courage to seek your highest purpose instead of simply

looking for another job.

Taking time for financial health
As you would expect from a former financial consultant, Richardson
includes a useful chapter on “Financial health.” She manages to bridge
practical financial skills with a more spiritual attitude to money. Her
thesis is that once you decide to take more responsibility for your
finances (paying bills on time, paying off your debts, keeping an
account of spending), money stops being a source of frustration and
begins to flow more freely into your life. You have to get more serious
about money before it gets serious about you.

She identifies all the attitudes you may have to money that prevent
you from attracting more of it, and disabuses the reader of such ideas
as “I am a creative person, I shouldn’t have to worry about financial
stuff.” A person can be both spiritually and financially rich, Richardson
says. She includes a list of books at the end of the chapter that can help
you appreciate this, covering the practical and spiritual aspects of
wealth, including authors such as Catherine Ponder (see p. 216),
Thomas Stanley (see p. 258), and Robert Kiyosaki (see p. 172).
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Final comments
With her emphasis on spiritual well-being Richardson may not seem
too practical for some readers, but her definition of “spiritual” is fairly
loose. It simply means the sense of calm that comes to you when you
are willing to stop and contemplate. Though uncomfortable at first, the
practice reconnects you to what is important and therefore puts your
life on more solid ground. 

You need to appreciate the truth that success should not be “at all
costs,” that you don’t want to achieve something if it leaves behind a
trail of poor health, ignored spouses and children, and the hollowness
of never having any time for yourself. In The Richest Man in Babylon
(see p. 68), George Clason’s message for a lifetime of financial security
is that when you receive money you must “pay yourself first.” Richard-
son’s principle of “extreme self-care” is similar. It allows you to go into
the world refreshed and with priorities sorted. If you don’t do this, you
become an empty reflection of other people’s wishes. Despite the pres-
sures, don’t forget who you are and what you love doing in life. 

With its checklists, wealth of ideas, and warm, friendly style, Take
Time for Your Life is as close as you will get to a personal coaching
relationship in a book. Sometimes you need a person outside your regu-
lar circle of friends, family, and co-workers if you are to see your true
worth. While therapy will focus on your problems, a good life coach
will work with you on your possibilities. The elements of success are
already there—you simply need to identify them and bring them to the
fore.

CHERYL RICHARDSON

226



Cheryl Richardson
Richardson is a frequent guest on US television shows such as Oprah
and The Today Show, and is a professional speaker and seminar leader.

Take Time for Your Life was a No. 1 New York Times bestseller. Her
other best-known work is Life Makeovers.
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1986

Unlimited Power

“The movers and shakers of the world are often professional
modelers—people who have mastered the art of learning everything

they can by following other people’s experience rather than their
own.”

“Often we are caught in a mental trap of seeing enormously successful
people and thinking they are where they are because they have some

special gift. Yet a closer look shows that the greatest gift that
extraordinarily successful people have over the average person is their

ability to get themselves to take action.”
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In a nutshell

Success leaves clues, but they must be acted on.

In a similar vein
Steve Andreas & Charles Faulkner, NLP (50SHC)

Anthony Robbins Awaken the Giant Within (50SHC)
Brian Tracy Maximum Achievement (p. 264)



CHAPTER 37

Anthony Robbins

In the early pages of Unlimited Power: The New Science of Personal
Achievement, Robbins tries to define power. He quotes John Kenneth
Galbraith, who said, “Money is what fueled the industrial society.

But in the informational society, the fuel, the power, is knowledge.” 
How many of us really appreciate this? We are still so used to think-

ing that power is in money or position that it is easy to overlook that
power is in the person. Our ability to influence and persuade others,
our capacity to build something out of nothing, our strength to reason
for ourselves, all make up the capital of our personal power. 

The chief skills we must learn for success, Robbins says, are commu-
nicative. Successful people are master communicators, but they also
communicate masterfully with themselves. They decide what meaning
an event will have for them, and as a consequence tend not to divide
their life’s experiences into “successes” and “failures” but look more to
results. 

Refinement based on feedback about results is the basis of all
progress, but it requires a certain open-mindedness. Robbins discusses
the seven traits of successful people: passion, belief, strategy, clarity of
values, energy, bonding power, and mastery of communication. All link
in to each other, but by applying each to yourself you can begin to real-
ize that there is an “anatomy of success” that can be studied.

Modeling the best
The easiest way of becoming successful is to model the behavior of an
already successful person. This is an NLP (Neuro-Linguistic Program-
ming) concept based on the premise that every human being has the
same neurology, therefore “anything you can do I can do”—by copying
it. Robbins mentions Blanchard and Johnson’s bestseller The One
Minute Manager (see p. 30), which was based on modeling some of
America’s top managers, to make his point that “success leaves clues.”
Robbins himself modeled the best shooters in the US army so that he
could give courses in shooting accuracy—even though he had never
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held a gun before in his life. Even if you have no expertise or know-
ledge of something, with the right models you can learn—and quickly. 

Everyone models, but most do it unconsciously. If you are able to
choose the inspirational people and skills that can assist you, your des-
tiny comes under control. Robbins suggests that the real horror of ghet-
tos and poverty-stricken places is not the daily struggle to survive, but
the effect of these environments on personal ambition and belief. “If all
you see is failure, if all you see is despair, it’s very hard for you to form
the internal representations that will foster success,” he writes. 

It is great to have personal mentors, but they are not absolutely nec-
essary. If you can read, you have a whole universe of accomplishment
arrayed before you, and it is difficult for it not to rub off. Never listen
to bar-room wisdom or sit around at “coffeepot seminars,” Robbins
warns. If you want a better life, don’t seek gossip, seek great models
and mentors, in real life and in books, whose behavior you can follow.
Let these people, not simply your friends or family, be the standard by
which you gauge yourself. 

Running your brain
Robbins devotes a chapter to “submodalities,” the types of visual,
auditory, and other forms of sensory experience that you can manipu-
late in your mind in order to change the way you see something. One
method, the “swish” pattern, involves replacing existing negative
images in your mind with positive ones. When you run through the
“film” in your head of this happening a few times, it is difficult to have
the same view of what you thought was an addictive or destructive
behavior. This may sound dubious, but try it. You need to learn how to
“run your brain.” 

Robbins puts the idea before us that “Misfortune is a point of
view.” There are always different ways to perceive something, and by
“reframing” an experience you have much more choice in how to
respond to things in life. Remember, successful people see things less in
terms of good or bad, but as results. The result is the fact, not your
emotional response to it. Your response is your choice. 

At the practical work level this sort of thinking is valuable, for what
is an entrepreneur, Robbins asks, if not someone who sees existing
resources through a different lens, reframing them so that they become
something new and valuable. An entrepreneur is an expert reframer.

ANTHONY ROBBINS
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To appreciate NLP, you have to appreciate that, even though you
think of yourself as a person or perhaps a soul, your brain still operates
as a machine. In contrast to “deep” therapy such as psychoanalysis,
NLP holds that change can happen in an instant. In quantum physics,
Robbins notes, particles do not slowly change and develop over time—
they make quantum leaps. Start to think of your brain in an impersonal
way; it is your servant to program in order to achieve your highest
goals and live by your highest values.

Great goals produce action
Robbins uses a biblical quotation to explain the life and death power
of quality goals: “Where there is no vision, people perish” (Proverbs
29:18). 

The brain and nervous system work in a way that means you tend
to live up to the private images of your life that you carry around with
you. Whatever you ask for in life is most likely what you will get.
Robbins suggests, “People are not lazy. They simply have impotent
goals.” 

Late one night after a seminar, he encountered a homeless person
who asked him for a quarter. Although he had more money, that is
exactly what he gave him, saying to the man, “Life will pay whatever
price you ask of it.” 

Perhaps this was somewhat mean, but the anecdote illustrates a
powerful principle. Ask for great success and joy, and you’ll probably
get it. Don’t ask for anything in particular, and you will get whatever
life throws at you. Be precise in your everyday language, but particu-
larly when it comes to goals. Use what Robbins calls the “power of
precision,” because language shapes thought and thought shapes
action.

The magic of rapport
All successful people know how to create rapport. They have inbuilt
ways to get themselves into the mindset of whomever they encounter so
that the encounter will have real value. Some people spend a lifetime
developing their interpersonal skills, but there are skills of rapport that
have the same effect and that you can learn in a few minutes, if you
can be bothered. 
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Robbins’s point is that you can become a persuasive person more
easily through establishing agreement than through competition.
Competition is one of many patterns you have in your brain that you
let run without really thinking whether you could replace it with some-
thing more effective. The route to unlimited power is continually to
look for a different, better way to do something. If you always stick to
the same techniques, you will always get the same results. This is a
foundational idea of NLP, but Robbins explains it well. 

Final comments
Written when Ronald Reagan was president, some of Unlimited
Power’s references are a little dated, but even the seasoned success
scholar will be reminded why Robbins is the world’s No. 1 motiva-
tional guru. The book is less refined than the later Awaken the Giant
Within, but remarkable for the fact that Robbins wrote it when he was
only 25. Piling into it everything he knew, he punched out the first
draft in less than a month. 

If you have had little experience with NLP it is a great introduction
to some of the concepts and techniques, including modeling. One of
Robbins’s great points is: “No matter how grim your world is, if you
can read about the accomplishments of others, you can create the
beliefs that will allow you to succeed.” The apparently innocuous activ-
ity of reading the success stories of people you admire, availing yourself
of centuries of life experience, has been the springboard of many illus-
trious people. 

Fortune doesn’t shout or beckon, but it does leave clues for those
who are interested. Yet as Robbins points out, unlimited power is not
yours until you develop the skill of action. His book is as good a start-
ing point as any to help you become a person of distinction; that is,
someone who acts.

ANTHONY ROBBINS
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Anthony Robbins
Now in his early forties, Robbins grew up in Los Angeles in modest cir-
cumstances. He earned a reputation as a master salesman selling tickets
to motivational events, and his first mentor was guru Jim Rohn.
Discovering NLP in 1983, Robbins toured America with the boast that
he could cure people of phobias in 15 minutes. For a time he was a
partner of John Grinder, one of the founders of NLP.

Robbins is best-known for his weekend seminars that involve partici-
pants walking over beds of hot coals. He has worked with IBM, AT&T,
American Express, and the US Army as well as sports teams and
Olympic athletes, and been a personal coach to Bill Clinton, Mikhail
Gorbachev, and Andre Agassi.

His Foundation runs programs to help the elderly, young people, the
homeless, and people in prison. Robbins lives in California with his
wife and children.
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2002

Leadership the
Eleanor Roosevelt Way
“It is true that I am fundamentally an optimist, that I am congenitally
hopeful. I do not believe that good always conquers evil, because I

have lived a long time in the world and seen that it is not true… It is
not wishful thinking that makes me a hopeful woman. Over and over, I

have seen, under the most improbable circumstances, that man can
remake himself, that he can even remake his world if he cares enough

to try.”
Eleanor Roosevelt, You Learn by Living
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In a nutshell

One of the duties of the leader is to lift up those who are not able to
advance themselves.

In a similar vein
Warren Bennis On Becoming a Leader (p. 18)

Abraham Lincoln (by Donald T. Phillips) Lincoln on Leadership
(p. 186)

Nelson Mandela Long Walk to Freedom (p. 198)



CHAPTER 38

Robin Gerber

Eleanor Roosevelt was one of the most admired people of the twen-
tieth century, put on the cover of Time magazine three times. We
think of her now as a vital force in her husband’s administration,

protector of the dispossessed, and UN stateswoman, but for the first
four decades of her life she was comparatively anonymous, living up to
the expectations of those around her and acting fully in accordance
with her class and upbringing. Her story is interesting precisely because
she was not overly ambitious or achievement oriented, but with time
and circumstances became so. 

Robin Gerber’s book, Leadership the Eleanor Roosevelt Way:
Timeless Strategies from the First Lady of Courage, is not a full bio-
graphy of “ER,” but traces some of the key points in her life to illus-
trate how she came to lead and why she inspires a new generation.

From orphan to young mother
Anna Eleanor Roosevelt was born into upper-class New York society in
1884, with future president Theodore Roosevelt as an uncle. Her
mother Anna was a society beauty who was cold toward her plain
daughter. Her father Elliot adored Eleanor and she him. He was a pop-
ular man but had a drinking problem. 

While Elliot was exiled to a clinic for recovering alcoholics, Anna
grew ill and died of diphtheria. Six months later, Eleanor’s four-year-old
brother died. Having succumbed to depression, drugs, and alcohol, Elliot
then passed away a few months before Eleanor’s tenth birthday. He was
the center of her world and she was shattered. As Gerber suggests, this
painful childhood would leave Eleanor with an empathy for those who
were suffering that was basic to her personality and achievements. 

After boarding school in England, Eleanor returned to the United
States and before her twenty-first birthday married the dashing young
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Franklin Delano Roosevelt (“FDR”), a distant cousin. For the next 12
years Eleanor was a dutiful wife and devoted mother, having six chil-
dren, one of whom died in infancy. The family lived at Hyde Park,
Franklin’s family home in New York, and the young Eleanor had to
live uncomplainingly under the command of her mother-in-law, Sara
Delano. 

While Franklin became a senator, the outbreak of the First World
War gave Eleanor a chance to step outside the gilded cage and do some
volunteer work for the US military. As a newly appointed assistant sec-
retary of the US Navy under Woodrow Wilson, her husband was
spending a great deal of time away.

Out of the chrysalis
Thirteen years into the marriage, the bottom fell out of Eleanor’s world
when she discovered that FDR was having an affair with her social sec-
retary. Devastated once again, she emerged from a time of mourning
and reflection with a decision to continue with the marriage. She
“chose life,” as Gerber puts it, and moved on. In her book You Learn
by Living, Eleanor wrote:

“Courage is more exhilarating than fear, and in the long run it is easier.
We do not have to become heroes overnight. Just a step at a time,
meeting each thing that comes up, seeing it is not as dreadful as it

appeared, discovering we have the strength to stare it down.” 

This courage was tested again in the summer of 1921 when the family
were staying at their holiday home in Maine. Franklin had been swim-
ming and that night felt tired. The next day he could not move his legs.
He had been stricken by polio, and would not walk properly again.

Eleanor developed a new, separate sense of identity, creating her
own circle of friends and shedding the influence of her mother-in-law.
Already in her forties, she discovered her “leadership passion”: social
reform issues. Women had only recently been given the vote, and
Eleanor became involved in organizations to make the most of the
women’s voice. She had a retreat built, Val-Kill, where she could enter-
tain friends and hold meetings, and in 1926 began to teach history and
government classes at the Todhunter School for Girls in New York
City, which she had purchased with friends. Leadership involves open-
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ness to the new, Gerber notes, and in these years ER hungrily sought
out experiences and people outside her established circle. 

In 1928 FDR was elected governor of New York, and Eleanor’s
campaigning for the women’s vote was an important factor in the vic-
tory. In the presidential race four years later, Eleanor and her team,
who coordinated an army of women “grass trampers,” were instrumen-
tal in increasing female support for the Democrats. FDR would be in
office for an incredible 12 years, taking the couple through the Great
Depression, the Second World War, and three more elections. 

First lady of America
ER held the first ever press conference for the wife of a president, and
admitted only women to it. She published a feminist-leaning book, It’s
Up to the Women, which sold well and was instrumental in the appoint-
ment of the first woman cabinet member, Frances Perkins, as Secretary
of Labor. A forceful, active first lady was something new, and ER came
in for a lot of criticism, attracting tags like “Eleanor Everywhere.” But
she developed a tough skin; one of her sayings was, “A woman is like a
teabag. You never know how strong she is until she gets in hot water.” 

Eleanor became FDR’s “eyes and ears,” going out into the country
to see the grinding poverty and joblessness that had overwhelmed the
nation. Her desire to bond with housewives, mine workers, soldiers,
and struggling farmers, to make friends with black and Jewish
Americans, would make her seem like a bleeding heart to opponents
and a traitor to her class, but her nose for suffering and oppression
made her a much-loved figure for many ordinary people. She was able
to empathize instead of merely offering patrician sympathy. 

ER gave strong support to improvements in labor laws and con-
tributed to the foundation of the civil rights movement by highlighting
the lynchings still taking place in the South. She enjoyed entertaining
prominent black Americans in the White House. When her friend
Marian Anderson, the great American contralto, tried to book a con-
cert in Washington DC at a hall owned by the Daughters of the Ameri-
can Revolution, this WASPish organization refused to let a Negro
perform. In protest, Eleanor—a longtime member—resigned and helped
organize a huge concert for Anderson at the Lincoln Memorial. The
black voters that Eleanor attracted away from the Republicans, Gerber
notes, would stay with the Democrats for the rest of the century. 
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First lady of the world
After FDR’s death while in office in 1945, Eleanor was on her own.
President Truman offered her the opportunity to join the American del-
egation at the first meetings of the United Nations. With great trepida-
tion she went, and was given responsibility for helping to develop the
Universal Declaration on Human Rights. Her work to get passed the
Declaration, which UN Secretary-General U Thant described as “the
Magna Carta of mankind,” is perhaps her greatest achievement. 

In the 1950s she became a roving ambassador for the US govern-
ment, visiting many nations in the Middle East and Asia and creating
enormous goodwill. ER overcame suspicions of American motives
because she made clear that her trips were for listening, not preaching.
These travels, and the impression she gave of being a “friend to human-
ity” instead of simply a voice of America, gave her the nickname “first
lady of the world.” In another testament to her liberal values, she fought
against the witch-hunt conducted by Senator Joseph McCarthy’s House
Un-American Activities Committee to identify supposed communists.

In her last years she continued to campaign for the Democratic
party, supporting Adlai Stevenson and then John F. Kennedy, and also
hosted a television show, Prospects for Mankind. When Martin Luther
King was jailed in 1962 for opposing segregationist policies, ER per-
suaded Robert Kennedy, the Attorney General, to get the charges
dropped. She died the same year.

Final comments
If a mark of a great leader is the ability to create others, Eleanor
Roosevelt certainly did this, fostering women’s leadership within and
outside America and providing an inspiration to African American
leaders.

While her husband was commander-in-chief with the ability to
change millions of lives at will, she had a daily syndicated column,
“My Day,” to work with. Yet this piece of writing, summing up each of
her very full days, was influential and became a platform for her politi-
cal views. Without formal powers, her leadership on issues came from
the power to persuade, and her journey from shy mother to master of
UN debate is remarkable.

Robin Gerber’s book is different to other works on Eleanor
Roosevelt because it attempts to apply the lessons of her life to women
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today. The book interweaves the ER story with the actual experiences
of contemporary women, and provides many tips on mentoring, net-
working, and public speaking drawn from ER’s life. While you may
find a full biography or some of ER’s own writings more satisfying, the
worth of Gerber’s work is that it is an easy-to-read introduction to the
subject, attracting a new generation of admirers who wish to know
why she inspired so many. Breaking the mold in many ways, today’s
leaders such as Hilary Clinton are much in her debt.

Robin Gerber
Gerber is presently a Senior Scholar at the Academy of Leadership,
University of Maryland, where she gives courses on women and poli-
tics. She has a background as a Washington lobbyist and a women’s
leadership trainer, and has worked with the Democratic National
Committee, the UN, and the State of New York. She contributes
columns to USA Today and other newspapers.

Leadership the Eleanor Roosevelt Way includes a foreword by James
McGregor Burns, author of the seminal study Leadership.
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1959

The Magic of
Thinking Big

“Believe Big. The size of your success is determined by the size of your
belief. Think little goals and expect little achievements. Think big goals
and win big success. Remember this, too! Big ideas and big plans are
often easier—certainly no more difficult–—than small ideas and small

plans.”

In a nutshell

Much of the difference between failure and success lies in what you
believe you are entitled to, so you may as well think big.

In a similar vein
Frank Bettger How I Raised Myself from Failure to Success in Selling

(p. 24)
Claude M. Bristol The Magic of Believing (p. 42)

Napoleon Hill Think and Grow Rich (p. 144)
Brian Tracy Maximum Achievement (p. 264)



CHAPTER 39

David J. Schwartz

Think of people who earn five times as much as you. Are they five
times smarter? Do they work five times harder? If the answer is
no, then the question “What do they have that I haven’t?” may

occur to you. In a book that has sold several million copies, David
Schwartz suggests that the main factor separating them from you is
that they think five times bigger. We are all, more than we realize, the
product of the thinking surrounding us, and most of this thinking is lit-
tle, not big. 

Plenty of room at the top
In the course of researching The Magic of Thinking Big, Schwartz
spoke to many people who had reached the top in their field. Instead of
getting detailed responses, he was told that the key factor in personal
success was simply the desire for it. Rather than there being “too many
chiefs and not enough Indians,” the opposite is true. Some people
choose to lead, others to follow. Success is not primarily a matter of
circumstances or native talent or even intelligence—it is a choice. 

From the many little comments and asides that have been made to
you throughout your life, you may have unconsciously written a log of
the things you can or can’t have, the person you can or cannot be.
These daubs of paint may even have been applied by people who loved
you very much, but the result is that it is not your picture. The Magic
of Thinking Big tries to show that in fact the canvas you work on is
vast. Schwartz delivers the right quote by Benjamin Disraeli: “Life is
too short to be little.” You must enlarge your imagination of yourself
and act on it. 

“Thinking big” does work in relation to career goals, financial secu-
rity, and great relationships—but it is more significant than that. You
are challenged to see yourself in a brighter light, to have a larger
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conception of life. This is a choice that is no more difficult than the
choice to keep doing what you’re doing, laboring in darkness.

You may feel that some of the ideas and suggestions are somewhat
obvious or basic compared to more recent success writing, but, like the
other older success classics, The Magic of Thinking Big contains simple
and powerful messages that do not date.

The quiet route to success
Schwartz’s book is basically about “getting ahead,” with a fair amount
of attention given to increasing your income exponentially, making that
dream home a reality, and getting your children a first-rate education.
It tells us how to think, look, and feel “important.” 

Is it simply a bland 1950s product of an achievement-oriented con-
sumer society? Well, it does have some amusing passages about moving
out of one’s “crummy apartment” to a “fine new suburban home.”
Readers presumably continue to be attracted because of its materialist
promise, but the paradox of Schwartz’s message is that to get the mate-
rial results, you must know the immaterial; that is, you must spend
time alone with your thoughts. Decisions arrived at in managed soli-
tude, he says, have a habit of being 100 percent right. Action drives out
thought, whereas leaders set aside time for solitude to tap their
supreme thinking power. 

Belief is everything
There is nothing mystical about the power of belief, but you must draw
a distinction between merely wishing and actually believing. Doubt
attracts “reasons” for not succeeding, whereas belief finds the means to
do the job. Schwartz was in conversation with an aspiring fiction
writer. When the name of a successful author came up, the aspiring
writer quickly said, “But I could never equal him; I’m not in his
league.” Knowing the writer in question, Schwartz pointed out that he
was neither super-intelligent nor super-perceptive, merely super-
confident. The writer had at some point decided to believe that he was
among the best, and so he acted and performed accordingly.

Most of us believe that the result of an event is the best indicator of
how successful we are, yet events are much more likely to reflect our
level of confidence. In Schwartz’s words: “Belief is the thermostat that
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regulates what we accomplish in life.” Turn the thermostat up and wit-
ness the results.

Excusitis, the failure disease
Never depend on luck to get what you want. The only vaccination against
“excusitis,” as Schwartz calls it—“commonly known as failure’s
disease”—is conscious self-belief. Schwartz knew that as soon as you hit a
rough spot your thinking is likely to shrink back to its normal size, yet
this is exactly when it is crucial for it not to do so. Sporting champions do
not collapse when, in the course of a game, they are being beaten. Instead
of building a case against themselves, they remember that they are cham-
pions. Tennis great Boris Becker tells up-and-coming tennis players that
talent is not enough: you must walk, talk, and think like a champion.

Staying big
While it is said that a large vocabulary is a big determinant of success,
what really counts is the effect that your words have on how you think
about yourself. Instead of trying to use long words, Schwartz says, use
positive language, and see how it transforms your mood and the per-
ceptions of others. Don’t see yourself merely in terms of how you
appear now. You may have an old car, dingy apartment, debts, job
stress, and a crying baby, but they are not truly a reflection of you as
long as you are working on the vision of what you will be two years
from now. Concentrate on your assets and how you are deploying them
to change the situation, and avoid getting mired in petty recrimina-
tions. Absorbing the blows is a quality of greatness.

Schwartz also reminds you that every big success is created one step
at a time, therefore it is best to measure yourself against the goals you
have set, rather than comparing yourself to others.

Improving the quality of your environment
Or as Schwartz phrases it, “Go first class.” This does not mean always
getting the most expensive ticket. It does mean getting your advice
from successful people, and not giving the jealous the satisfaction of
seeing you stumble. Spend time with those who think on a large scale
and are generous in their friendship. After a while, the base level of
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what you think possible will rise. People make assessments of you
whether you like it or not, and the value the world gives you matches
the one you give yourself.

Schwartz has many more useful tips on how to think and act suc-
cess, backed up by case histories. They include:

❖ Don’t wait until conditions are perfect before starting something.
They never will be. Act now.

❖ Persistence is not a guarantee of success. Combine persistence with
experimentation.

❖ Goals, once in the subconscious, provide energy and an invisible
guide to correct action.

❖ Walk 25 percent faster! Average people have an average walk.

Final comments
This stalwart of the success literature was written in the golden age of
postwar American industrial society. The focus is on sales, production,
executives, getting a great job in a good company. It may be a product
of its age, but it transcends it too. The Magic of Thinking Big has liter-
ally been worth its (hardback) weight in gold for many people. It is one
of the great examples of the success literature’s call to break free of
self-imposed limitations, to recast your idea of what is possible. 

The desire for success, Schwartz argues, begins with a willingness to
find the tools that can deliver it. Amazingly, although no one likes
crawling in mediocrity, not everyone is seriously interested in finding
and using these tools. Thinking larger thoughts is a kind of magic,
since the effort put in is small compared with the long-term results. 

In the 1890s, a person named Gottlieb Daimler drew a three-pointed
star on a postcard to his family and wrote next to it, “One day this star
will shine down on my work.” He co-founded Daimler Motoren
Gesellschaft, now DaimlerChrysler. Great accomplishments such as
these demonstrate Schwartz’s claim that a person is best measured by
the size of their dreams.

DAVID J. SCHWARTZ
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David J. Schwartz
The late David Schwartz was a professor at Georgia State University,
Atlanta, and was considered a leading American authority on motiva-
tion. He was also President of Creative Educational Services, a consult-
ing firm specializing in leadership development.

His other books include The Magic of Getting What You Want, The
Magic of Thinking Success, and The Magic of Selling.
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1940

The Secret Door to
Success

“Your big opportunity and big success usually slide in, when you least
expect it. You have to let go long enough for the great law of attraction
to operate. You never saw a worried and anxious magnet. It stands up
straight and hasn’t a care in the world, because it knows needles can’t
help jumping to it. The things we rightly desire come to pass when we

have taken the clutch off.”
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In a nutshell

Dissolve the walls around your success through positive expectations.
Trust ultimately in God for your prosperity.

In a similar vein
Catherine Ponder The Dynamic Laws of Prosperity (p. 216)
Florence Scovel Shinn The Game of Life and How to Play It

(50SHC)
Wallace D. Wattles The Science of Getting Rich (p. 282)



CHAPTER 40

Florence Scovel Shinn

Jericho seemed like an impenetrable fortress to the Israelites, a
walled city containing a great deal of treasure that separated them
from the Promised Land. They had been decades in the wilderness

and were discontented. Yet Joshua is told by God that, if they blow
their trumpets in a certain way and give a great shout in unison, the
city will be theirs. Amazingly, it works; they walk in and Jericho is
taken with ease.

All Bible stories have metaphysical or second meanings, Florence
Scovel Shinn says. “Jericho” is simply the success that you may feel has
been denied you, but is closer to being yours than you think. It is possi-
ble that you have unknowingly built a wall around your success, which
may fall once you come to certain realizations. 

Expecting the best
If you have been hammering away at a goal for years without much
apparent gain, unless you are unusually strong of mind, resentment and
envy will have started to eat away at you. This outlook can sabotage
your success just as it is getting close to being realized. 

Scovel Shinn devoted her life to helping people recognize the link
between their attitudes and their level of happiness. A relaxed state of
expectancy, she taught, is the best mindset for bringing success into
your life. Sometimes, intensity of desire can actually turn away things
that are good for you because it suggests faith only in yourself and not
in the higher power that has created you. Few understand the success
law that deeply felt, even burning ambitions and desires are most easily
realised by allowing them to be realized—a case of “set and forget.” 

It is hard for the driven person to accept the biblical suggestion to 
“Have no thought for the morrow.” Yet instead of madly pursuing
something night and day, it is much more efficient to have a relaxed

247



knowledge that the achievement you desire is pulling you toward it. Be
clear about what you want and then have the faith that it will come.
Employ what she calls the occult law of indifference: “Your ships come
in over a don’t care sea.” We have all observed that success has its own
time frame and often comes quietly when we least expect it.

Preparing for good things
While it is good to change your outlook so that you expect good
things, you must also prepare for them. 

You can read as much as you like about prosperity thinking and
make affirmations, but this is only “armchair faith,” Scovel Shinn says,
unless you act prosperously in real life. She recounts the story of a
woman who wanted to send her two daughters to college, but clearly
did not have the money. However, against her husband’s objections that
the idea was unreasonable, she went ahead with plans for their enroll-
ment, stating that “some unforeseen good” would occur. As it hap-
pened, a rich relative sent her a sum of money that covered all the girls’
tuition costs. 

Doubt, worries, and living in the past only buttress the walls around
your Jericho. Life has a way of shaping itself to our expectations, good
or bad, Scovel Shinn says, therefore let your thoughts and actions
express relaxed, unwavering faith. 

Intuition 
While Scovel Shinn describes prayer as “telephoning to God,” she says
that intuition is “God telephoning you.”

Some people are careful reasoners, relying only on their intellect to
solve problems. They “weigh and measure the situation like dealing in
groceries,” but the solutions they come up with are far from perfect.
How often do you wish that you had gone with your hunch on an
issue? At Christmas time a house can be filled with presents, but none
is felt to be quite right for the recipient. Consumption without intu-
ition is inevitably wasteful. Asking for guidance, Scovel Shinn says,
“always saves time and energy and often a lifetime of misery.”
Intuition seems magic, because it has the power of Infinite Intelligence
behind it. “Unless intuition builds the house, they labor in vain who
build it.” 

FLORENCE SCOVEL SHINN
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Many of the great achievements have been guided by intuition.
Scovel Shinn mentions Henry Ford, who never gave up on his feeling
that the motor car could be for everyone. Despite his boss and his
father thinking it a crazy idea, he persevered, hearing only the voice
inside him that said “Do it.” When you come to a fork in the road, fol-
low the voice of intuition. If it is God’s role to give you hunches, it is
yours to be awake to them and not waste them.

Relieved of the burden
Many times in your life you will feel overwhelmed. This is the perfect
time to practice faith over fear. 

A woman came to Scovel Shinn with a mess of complications in her
life, and was simply told, “Let God juggle the situation.” The woman
took a leap of faith, imagining the matters out of her hands, and things
quickly cleared up. Try to juggle everything yourself and inevitably you
drop the balls; what you find so difficult is of course nothing to God.
Perfect faith leads to perfect outcomes. 

It is easier to have faith with things that matter less to you, but
the real successes come when you entrust the big things. How can
you remember to buttress this confidence when you need it? If you
are beginning to doubt, Scovel Shinn says, say this to yourself: “His
ways are ingenious, His methods are sure.” Let God take up the
burden.

Abundance
The Secret Door to Success tells the story of a priest on a visit to a
French convent, which every day fed many children. However, it had
run out of money and the nuns were despairing. Holding up a single
piece of silver, one of them told the visitor that this was all they had
left to buy food and clothes for the children. 

The priest asked for the coin and the nun handed it to him. 
He promptly threw it out the window, saying, “Now rely entirely on

God.” Soon after, people arrived bearing gifts of food and money.
The moral? You don’t have to throw away your money or close

your bank account, but do not depend on the money you have. When-
ever you feel “short,” remind yourself: “God is the source of my sup-
ply.” You don’t need to know exactly how you will be provided for;
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don’t limit the channels by which you might receive. The one caveat is
that you should ask for what is yours by “divine right.” 

Many people achieve wealth but then quickly lose it, because it was
grasped, not given. To maintain ownership of your investments,
remember that they are a manifestation of God for which you must be
grateful. Scovel Shinn recalls an old Arabic saying: “What Allah has
given cannot be diminished.” If you happen to lose money you will not
be shattered, knowing that God will soon provide other opportunities.

Don’t underestimate the power of words to make or break you
financially, Scovel Shinn says, for “Your world is a world of crystallized
ideas, crystallized words.” Those who speak only of what they lack will
therefore end up with little. “You cannot enter the Kingdom of
Abundance bemoaning your lot.” Instead, you will enter it by being
more and more aware of the world’s abundance; you can never really
feel a state of lack, knowing the truth of the statement that “The Lord
is my Shepherd; I shall not want” (Psalms 23:1).

Final comments
Most people give up just before something great is about to happen to
them. Success is a system, Scovel Shinn claims, in which courage and
perseverance are important elements. A friend once took her to a New
York City park to see the sun rise, and she found this simple thing to
be a wondrous experience. You may be so used to your daily habits
and patterns that you wear yourself into a rut. You cease to be aware
of the opportunities that arise through being fully present in the
moment, and you stop expecting great things. 

If there is one overall message to The Secret Door to Success, it is
that you must avoid being overwhelmed by life and realize that there is
something larger than you that is willing to shoulder the burdens. It is
a simple fact that you are constantly “fooled by the darkness before the
dawn.” If you can live by faith instead of fear, you have found Scovel
Shinn’s secret door. 

FLORENCE SCOVEL SHINN
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Florence Scovel Shinn
Born in 1871 in Camden, New Jersey, Florence Scovel was the daughter
of a lawyer. She was educated in Philadelphia and attended the
Pennsylvania Academy of Fine Arts from 1889 to 1897, where she met
Everett Shinn (1876–1953), a well-known painter. They married after
her graduation and moved to New York City to pursue their artistic
careers, living near Washington Square.

Florence became an illustrator of popular children’s literature in
magazines and books, and also a teacher of metaphysics. Her classic,
The Game of Life and How to Play It, was self-published in 1925, fol-
lowed in 1928 by Your Word Is Your Wand. The Secret Door to
Success was published shortly before her death in 1940.
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2001

Shackleton’s Way
“It was suddenly clear they were going to face an extraordinary

challenge just to stay alive. The men had expected to be working in
relative comfort in a base camp, or to be doing ship’s work. Instead,

they were stranded on a vast, unstable layer of ice that was their only
refuge from the depths of the Weddell Sea or, even worse, the jaws of a

killer whale or a sea-leopard. And it was –16˚ Fahrenheit.”
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In a nutshell

The true leader brings out the best in people in even the toughest
situations.

In a similar vein
Warren Bennis On Becoming a Leader (p. 18)

Spencer Johnson Who Moved My Cheese? (p. 168)
Martin Seligman Learned Optimism (50SHC)



CHAPTER 41

Margot Morrell &
Stephanie Capparell

Sir Ernest Shackleton never led a group larger than 27 men and
failed to achieve most of his own exploration goals, yet, as
Morrell and Capparell point out in Shackleton’s Way: Leadership

Lessons from the Great Antarctic Explorer, he has been hailed as one
of the great leaders of all time. 

Shackleton was selected to go on the 1902 Discovery expedition
with the explorer Robert Scott, but it fell short of the South Pole by
460 miles because the men were racked by scurvy. Six years later, on
his own expedition, he made it to within 97 miles of the Pole before
having to turn back. Polar explorers were the heroes of the time, so
even this failure was rewarded with a knighthood from Edward VII. 

Scott and Shackleton were both beaten to the South Pole by
Norwegian Roald Amundsen in 1911. Shackleton, though, came up
with the idea to be the first to traverse the still largely unexplored
Antarctica on foot, an 1,800-mile journey. With the outbreak of war,
1914 was not the best time to go, but the British government allowed
the expedition to proceed. Shackleton had a talent for raising money for
his adventures, and acquired a ship that he renamed Endurance, after
his family motto “Fortitudine Vincimus” (By endurance we conquer).

The story in brief
The Endurance sailed for Buenos Aires, then South Georgia and into
the Antarctic Circle, plowing through 1,000 miles of ice-strewn waters
toward its goal of a base camp on the Antarctic continent from which
the men would begin the trek. Everything was going well, until within
a day’s sail of land the Endurance got caught in ice—“like an almond
in a chocolate bar”—and refused to budge. 

The pack ice gradually dragged the ship north for ten months. At
first the men lived on board, but the shifting ice started to damage its
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structure and they were forced to camp on the ice. One day, the ice
crushed the ship and it sank in front of their eyes. They would now
have to spend months on the frozen sheets, which threatened to crack
open at a moment’s notice. All of this happened 1,000 miles from any
civilization, and they were without any form of contact. Not least of
Shackleton’s many challenges were boredom and isolation. If they did
happen to survive, surely they would go mad.

After months on the shifting packs of the Weddell Sea, using up
their rations, the men realized that they would have to move closer to
land and the attention of other ships if they were going to live. Throw-
ing gold coins, expensive instruments, and books onto the ice, they set
off dragging three small lifeboats across the icefields, making a series of
camps. 

The time came when they knew they had to make a break for unin-
habited, storm-swept Elephant Island, which they managed to do. It
was a miserable place and they knew that their supplies of food would
quickly run out. So Shackleton and a small party, in their leaky wooden
lifeboat, made an 800-mile, 17-day dash over bitterly cold, tempestu-
ous seas to reach South Georgia, where they knew there was a whaling
station. This trip, including giant waves and a hurricane, is now consid-
ered one of the epic boat journeys. But even then the ordeal was not
over: the men had landed on the wrong side of the island and faced a
freezing trek across mountains and glaciers to find the station.

People manager par excellence
The expedition is most famous for the fact that Shackleton did not lose
a single man, and in fact all of them returned in good physical and
mental health. How was this possible, at a time when horrible deaths
from starvation, disease, and exposure were a normal part of polar
exploration? How did the crew maintain a degree of optimism and
cheerfulness despite a number of weak links and sour characters? When
Lionel Greenstreet, the first officer, was asked some years later why
they had survived when so many polar expeditions had ended in disas-
ter, he replied with a single word: “Shackleton.”

He had bravado and vision, yet he was not careless. The safety of
crew members came above everything. Whereas Scott was a British
Navy man used to hierarchy and command-and-control leadership, and
treated his men accordingly, Shackleton believed that the crew was the

ERNEST SHACKLETON
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expedition. Though a long apprenticeship in the merchant navy had
toughened him and finely developed his leadership skills, he was gen-
uinely interested in people and was ahead of his time in his close per-
sonal attention to each member of the expedition.

“Flexibility” and “teamwork” have become jaded management
terms, but in 1914 this approach to management was daringly new,
and though Shackleton respected the differences between the seamen,
the scientists, and the officers under his command, he tried to make the
atmosphere as egalitarian as possible. If there was a job to be done, no
one could be “above” it. He was forward thinking also in realizing the
importance of exercise and relaxation: games and various entertain-
ments, plus a careful schedule of mealtimes, gave order to the day and
staved off boredom in the months they were stuck on the ice or hud-
dled together under upturned lifeboats.

Shackleton could be a soft touch if it contributed to crew harmony,
nursing men who fell sick in his own cabin and “flattering the ego-
maniacs.” A friend described him as “a Viking with a mother’s heart,”
and Shackleton acknowledged that his way could be very feminine (he
had grown up in a female environment, the protective older brother of
no fewer than eight sisters). As a captain he could be tough, but
because each man felt valued order never broke down. Polar environ-
ments are a strange combination of pressure cooker and isolation, and
it is common for warring cliques to sabotage expeditions, yet for two
long years Shackleton’s leadership was never questioned. Though it
may seem minor, part of the explanation was that he gave men tasks
they were interested in, and encouraged them to express themselves
through their work. In the long Antarctic nights he had them write and
perform verse, held parties, and encouraged reading from a well-
stocked library. 

Shackleton inspired such loyalty, the authors suggest, because he
wasn’t willing to win at all costs. He saw life as a serious game, but
you were successful only if you could win “honorably and splendidly.”
If he had succeeded in the planned traverse across Antarctica and even
one man had died, it would not have been worth it to him. 

Optimism is courage
Top leaders are set apart by a calm wisdom. It is gained through expe-
rience, obviously, but also through active knowledge gathering.
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Shackleton loved nature and adventure, but he also loved books. He
had traveled the world in the merchant marine, “but nothing opened
his mind to the vastness, richness and complexity of the world the way
his books did,” Morell and Capparell note. His voracious reading had
given him a sense of perspective that would prove crucial on the
Endurance expedition. 

Shackleton’s personal motto was “Optimism is true moral courage.”
While the expedition’s predicament looked dire on paper, the men
seemed to exist under a happy illusion—conjured up by their leader—
that everything would be all right and they would get out alive. While
other leaders might have been challenged by mutinous resentments,
Shackleton engineered the vital camaraderie that kept spirits up. He
knew that optimistic people tend to bring unity to crews, and was later
not surprised when the more pessimistic members of the expedition
performed the worst (despite seeming more hardy at the beginning),
while apparently weaker but more upbeat men flourished.

When a school headmaster subsequently asked the explorer to give a
message for his boys, Shackleton replied: “In trouble, danger and dis-
appointment never give up hope. The worst can always be got over.”
This example of what Claude Bristol called “the magic of believing”
(see p. 42) should be remembered every time we face an obstacle; it,
above all else, seemed to save the expedition from perishing. Shackle-
ton was a natural psychologist and had intended to write a book on the
mental side of the Endurance ordeal, as this was what had fascinated
him most about it. 

Final comments
Shackleton’s Way is not meant to be a definitive account of the
Endurance expedition. Alfred Lansing’s gripping Endurance provides
this, and there are good accounts written by members of the crew. What
Morrell and Capparell give the reader are the lessons of a great leader in
easily digestible form, lessons that they emphasize can be learned. Each
chapter has a list of pointers: Shackleton’s way of “Hiring an outstand-
ing crew” or “Creating a spirit of camaraderie,” for example. The chap-
ters are also interspersed with snapshots of contemporary leaders whose
lives and careers have been inspired by Shackleton.

The book is clearly a product of its times, with references to how
the internet is throwing out old ways of business and what this means
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for today’s leader, but the timeless part of it is Morrell and Capparell’s
identification (after 13 years of study) of leadership secrets forged
under the most difficult conditions. These are useful to anyone required
to manage people.

The rescue of the Endurance crew made news, but because a war
was on and people were dying the crew were not greeted as heroes, and
after Shackleton’s death in 1922 (age 47, on his fourth Antarctic expe-
dition) his name slipped into obscurity. 

Why the upsurge in interest in this man? Morrell and Capparell
describe the expedition as a “successful failure”—while failing utterly
to achieve its goals, it managed something much more glorious, the sur-
vival of its 27 crew against all odds. The Shackleton story only con-
firms the cliché that the journey is often greater than the destination,
and that the camaraderie of fellow travelers is always more satisfying
than prizes.

Margot Morrell & Stephanie Capparell 
Margot Morrell became a Shackleton scholar after first coming across
the Endurance story in 1984. Her work includes transcribing two of the
diaries of the ship’s crew members.

In 1998, business journalist Stephanie Capparell wrote a Wall Street
Journal article on the Endurance expedition, with reference to Morrell’s
research into Shackleton’s leadership skills. The article sparked renewed
interest in the story, and a year later the two began work on
Shackleton’s Way, which has been a bestseller. Both authors live in New
York City.
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2000

The Millionaire Mind
“They live in lovely homes located in fine neighborhoods. Balance is
their approach to life. They are financially independent, yet they enjoy

life—they are not ‘all work, no play’ type of people. Most became
millionaires in one generation.”

“Some millionaires do feel that their IQ was a factor in their
successful achievements, although most others feel just the opposite.”
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In a nutshell

People are not born with a millionaire mind. It is a set of attitudes
and knowledge that anyone can adopt and acquire.

In a similar vein
George S. Clason The Richest Man in Babylon (p. 68)

Benjamin Franklin The Way to Wealth (p. 108)
Robert Kiyosaki Rich Dad, Poor Dad (p. 172)

Sam Walton Made in America (p. 276)



CHAPTER 42

Thomas J. Stanley

T he Millionaire Next Door was Thomas Stanley’s runaway best-
seller, revealing to the world a most unexpected picture of
America’s millionaires. The Millionaire Mind is a more thoughtful

and insightful look into the psychology of millionaires, the “soft” fac-
tors in terms of attitudes and beliefs that have made these people finan-
cially successful.

The research base was broadened to encompass an even wealthier
set of millionaires (including many “decamillionaires,” with a balance
sheet value of $10 million or more). In all, the author received 733
responses to his carefully targeted questionnaires, and the sum effect of
this book is a little like being invited into the living rooms of 733
wealthy people for a fireside chat. 

The key question asked is: Is it possible to have a very enjoyable,
balanced life but still achieve millionaire status? Stanley’s surprising
answer is that while money can’t buy happiness, millionaires are per-
haps more aware than most that the best things in life are free. Rather
than, as you might expect, spending their nonworking time visiting
glamor spots or engaging in expensive hobbies, the great majority of
millionaires prefer to spend time with family and friends. If they are
not doing this they are involved in community activities or playing a
round of golf. As the author suggests, most millionaires are a “cheap
date”—but they are not miserly personalities. 

Vocation, vocation, vocation
The way to sustainable wealth and an enjoyable life is simple: Do work
that you love to do. The more you love your work, the more likely you
are to excel at it, and the more rewards will accrue to you. You are
also much more likely to create a profitable niche through the process
of deepening your skills, knowledge, and contacts in your chosen area. 

Millionaires are happy to make a life out of truck spare parts or car
washes if they see opportunities, no matter what others think. Compare
this to people who don’t particularly like what they do but were led to
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the belief that it would give them financial and career security.
Ironically, this perception leads many to choose similar business oppor-
tunities, with the result that they find stiff competition. Above all, mil-
lionaires “think differently from the crowd”: they spend much of their
time looking for things that others have overlooked, overturning
assumptions and creating profitable niches within generic industries. 

Still haven’t found your vocation? Against the conventional view
that you go directly into a field after school or college, stick at it, and
eventually do well, most millionaires did a variety of jobs and had a
good spread of life experiences before they found their vocation. Look-
ing at the data, Stanley concludes, “It’s hard for a person to recognize
opportunities if he stays in one place and remains in one job.” 

Risk, reward, and self-belief
Stanley notes the strong correlation between willingness to take finan-
cial risk and financial success. While most of us would see starting a
business as a great risk, the financially successful see working 9 to 5 for
someone else as risky. You are dependent on your employer for your
livelihood, and your income is related to how much time you spend
working. Millionaires tend to choose a career in which there is no ceil-
ing on how much money they can make if they are successful at it. 

You may ask, what about all those among Stanley’s respondents who
don’t own businesses? Surely the list includes doctors, lawyers, accoun-
tants, and people who have done well as employees in large firms?
There are indeed many, but they tend not to be among the decamillion-
aires surveyed. Even if a person is at the top of the profession in one of
these areas, they are required to give the service personally in return for
a fee, one client at a time. As an employer, you can always get other
people to put in the time, but you reap more and more of the fruits.

One of the book’s most fascinating chapters concerns the link
between courage and wealth. The millionaires in Stanley’s surveys all
seemed to have one thing in common: a belief in their ability to gener-
ate wealth. People talk ad nauseam about the importance of investing
in the stock market, but, as Stanley rightly points out, few really think
about the source of wealth: generally an idea turned into a business,
initially owned by a small group of people. Real wealth creators focus
on creating a prosperous business instead of gambling on public com-
panies about which they can never have all the information. This may
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seem like putting all your eggs in one basket, but those eggs can be
watched like a hawk.

School
A good proportion of self-made millionaires worked hard in school but
were not the top students. What they learned most in school was how
to judge people well and get along with them, and that hard work
could bring a surprising level of success. Many were judged not intelli-
gent enough to succeed because they lacked the high levels of analytical
intelligence or IQ to get them into medical school or law school. Yet
later in life, most of the millionaires admit that these judgments only
made them more determined to achieve. Knowing that they would
never run with the “beautiful people,” they sought to prove their worth
in other ways. They became very good at dealing with people and scop-
ing out opportunities. 

People often put success down to good luck, but Stanley’s million-
aires rate luck quite lowly on the scale of success factors. “The harder
you work, the luckier you get” seems to be a consensus view.

Spouse
Nine out of ten married millionaires say that their marriage has been a
significant factor in their success. A spouse provides on-tap psychologi-
cal support and advice that is likely to be honest.

After love, attractiveness, and sharing common interests, most mil-
lionaires chose their spouses for a certain “x-factor”: small things they
noticed that indicated self-worth, integrity, even compassion. It turns
out that millionaire spouses have the sort of qualities that would be
helpful in running a business: intelligent, honest, reliable, cheerful.
Millionaires choose their lifelong partners astutely, knowing that it will
greatly affect their own success. 

Every little helps
Becoming wealthy involves a set of habits and ways of doing things,
some of which seem of minor importance or common sense, although
many of us don’t do them:
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❖ Acquiring antique furniture or quality reproductions, which can be
reupholstered instead of buying cheaper pieces every few years.

❖ Investing in better-quality shoes and getting them repaired or resoled
when necessary, instead of buying a new pair.

❖ Buying household items at bulk discount stores. Half of the million-
aires surveyed always make a list before going supermarket
shopping.

❖ The typical millionaire from the survey has never spent more than
$41,000 on buying an automobile (a good proportion buy quality
used cars at much less than this figure), nor spent more than $38 on
a haircut.

❖ Millionaires are frugal, but are not into DIY. They get other people to
paint their house because they know their time is better spent focusing
on their investments. They employ top experts to sort out their tax
and legal matters. Big accountancy and legal firms cost more, but their
better advice and contacts make their cost low over the long term.

Final comments
The Millionaire Mind could have been better edited (many statements
are repeated), but it is not for lovely, elegant prose that you will buy
this book. At less than the price of a main course at a good restaurant,
its insights may prove an insanely good investment. 

There are a multitude of revealing facts and ideas, including the five
“foundation stones” of financial success most often mentioned by mil-
lionaires, and enjoyable case histories and anecdotes of specific million-
aires. Forty-six tables display the research data in a manner that even
the numerically challenged can understand.

What is the millionaire mind? Not living a spartan lifestyle and
making money your god, but staying free from reliance on credit and
being in control of your finances. The great self-discipline of the aver-
age millionaire means that they can’t help piling up wealth long after
their modest needs have been satisfied. The millionaire mind evokes the
famous biblical saying, “To them that hath, more will be given.” Not
only do these people have money, they love their work. Most people
will think, “Of course they love their work, they can do what they
want,” but few appreciate that it was their love of their vocation that
helped to make them wealthy in the first place. 
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Thomas J. Stanley
Stanley has a doctorate in business administration from the University
of Georgia, and was formerly a marketing professor at the same institu-
tion. One of his colleagues there was David J. Schwartz, author of The
Magic of Thinking Big (see p. 246).

Stanley’s research into wealthy people began in the early 1970s. His
books include Marketing to the Affluent and The Millionaire Next
Door.

He lives in Atlanta, Georgia with his wife and two children.
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Maximum
Achievement

“The way for you to be happy and successful, to get more of the things
you really want in life, is to get the combinations to the locks. Instead
of spinning the dials of life hoping for a lucky break, as if you were

playing a slot machine, you must instead study and emulate those who
have already done what you want to do and achieved the results you

want to achieve.”
“The primary cause of success in life is the ability to set and achieve

goals. That’s why the people who do not have goals are doomed
forever to work for those who do. You either work to achieve your own

goals or you work to achieve someone else’s goals.”

In a nutshell

Measuring your life daily against written goals is a fundamental of
success.

In a similar vein
Tom Hopkins The Official Guide to Success (p. 156)

Maxwell Maltz Psycho-Cybernetics (50SHC)
Anthony Robbins Unlimited Power (p. 228)



CHAPTER 43

Brian Tracy

Brian Tracy grew up in a poor family and had to wear charity
store clothes. After dropping out of school he worked in a succes-
sion of laboring jobs, living in boarding houses. At 21 he found

work on a Norwegian freighter ship and traveled around the world,
but two years later was back in Canada laboring and doing some com-
mission selling. 

Though not an outward success himself, Tracy had always been
interested in the question “What makes some people successful and
others not?” As a freshly minted salesman, he started to read vora-
ciously on selling techniques and what makes the best salespeople the
best. He copied what they did and, slowly, his results improved. Six
months later he was the top salesperson in his company.

When he moved into management, he read everything he could on
managing people and built a large sales organization across several
countries. Entering the real estate industry, he “hit the books again”
and talked to successful developers. His first project was financing,
building, and leasing out a $3 million shopping center. At night Tracy
completed a high school diploma and eventually gained entry to an
MBA program to study business theory and marketing, which enabled
him to become a management consultant. 

To learn about happiness, he read what he could find on meta-
physics, psychology, and motivation, and when he married learned all
he could about parenting. To get a sense of perspective and find out
why some countries were rich and others poor, he read widely on his-
tory, economics, and politics.

After two decades of thinking about the question of what makes
some people more successful, Tracy decided to put everything he knew
into a “success system” that could help others. He designed a seminar,
but it took about three years to really catch on. Then he released an
audiotape program, The Psychology of Achievement, which went on to
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sell half a million copies. Maximum Achievement: Strategies and Skills
that Will Unlock Your Hidden Powers to Succeed is the written version
of this program. 

The master skill 
Tracy provides us with this potted biography to show how he moved
from being a wanderer to a focused person. His varied work roles
became his means to continue his real love: studying success itself. 

As he came to synthesize everything he knew, he realized that there
was a “master skill” that could produce brilliant results across a per-
son’s life: the ability to set goals and achieve them. When he discovered
goal setting at 23, for the first time Tracy felt that he could have con-
trol over his future. Human beings, he learned, are teleological: we are
shaped by our ambitions, adapting ourselves to meet the image of an
imagined end state. Maxwell Maltz’s famous Psycho-Cybernetics told
Tracy that humans are really goal-setting machines, requiring goals in
order to live to the full. Maltz compared people to self-guided missiles,
which constantly adjust their path to hit a target; in the same way, we
can program ourselves to achieve our desires through constant self-
feedback. 

What is interesting about goals, Tracy found, is that they are value
neutral: whatever desires you set for yourself, you are likely to achieve
them whether they are good or bad. Therefore, why not take the time
to create wonderful, life-enriching goals?

The skill’s value
Fewer than 3 percent of people have written goals, and fewer than 1
percent regularly review them, Tracy notes. Yet most of us know that it
is good to have goals, and we may even have been to seminars or read
books on the matter. We spend a dozen years being schooled, but the
most important contributor to success in life—how to make our wishes
and ambitions concrete—is rarely learned.

So why don’t we take the step of setting goals for ourselves? Tracy
lists reasons, but one that stands out is that we aren’t willing to accept
full responsibility for our lives. If we don’t set goals, then we don’t
have to reach them. The more mundane reason is that goal setting has
never been part of our family or social background. As a result, we
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may end up mixing with people who have no clear idea where they are
headed, becoming a person who “follows the followers.” 

The payoff of goal setting is that as you achieve each goal you feel
in charge of your own destiny, with every moment taken up produc-
tively. Self-esteem increases and it is easy to remain motivated. You
suddenly see the meaning of the saying, “Nothing succeeds like
success.”

Becoming an expert goal setter
For goals to work, they must stretch you but not be unrealistic. When
he was earning $40,000 a year, Tracy set a goal to earn $400,000
within 12 months. The problem was, the goal was so huge that deep
down he did not really believe he would meet it. Revising the goal
down to $60,000 within 12 months—still a 50 percent increase—he
achieved it within six. 

Goals must be written down. Although this requires some discipline,
there is something magic about putting things on paper that increases
the probability of a goal becoming fact. The more detail about the goal
the better, because the subconscious needs details to shape action. “You
can’t hit a target you can’t see,” Tracy says. You don’t need to worry
about the details of how the goal will be achieved, however; what is
important is to be certain and exact about what you want. Without
this you are leaving your life up to chance.

Goals can be divided into the tangible and intangible. Intangible
ones, for instance relating to an increased ability to be patient, do not
need deadlines. Tangible ones, such as meeting a sales quota, do,
because they make you work backwards to ensure that the goal is
achieved. A sales trainer friend of Tracy’s commented, “There are no
unrealistic goals, only unrealistic deadlines.” If you fail to make the one
you’ve set, don’t conclude that goal setting doesn’t work. Instead, seek
to increase your knowledge of it. Remember that clear goals provide
the strength to keep going; without them it is easy to collapse at the
first obstacle.

The goal of meaning
Any achievement, Tracy says, is worthless if it is not congruent with a
sense of inner peace, so whatever your goals are they must revolve
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around a single meaningful purpose for your life. You are only
successful to the extent that you can achieve your own happiness, so
you must pursue goals that you are vitally interested in—only then can
you really be of use to others.

Loving relationships should feature highly in your goal setting. Only
when these are going well, Tracy reminds us, “can you turn your
thoughts toward the self-expression and self-actualization that enable
you to fulfill your potential.” Very few people have definite goals to
improve the quality of their love life.

One of Tracy’s other key ingredients for success is financial freedom.
Money worries are the cause of around 80 percent of relationship
breakdowns, therefore you owe it to yourself and your partner to
develop the skills and take the education to make yourself more
valuable.

Final comments
Maximum Achievement is a straightforward success manual and many
of the book’s ideas may seem like nothing new, but go beyond the
cover and you may find yourself deeply inspired. The dozen chapters
cover almost every aspect of personal development. We have focused
here on only the central element of Tracy’s philosophy, goal setting, but
there is a wealth of material answering his original question: “What
makes some people successful and others not?” 

One of the answers is that they are great readers. The motivational
gurus like Tom Hopkins, Anthony Robbins, and Tracy never seem to
miss an opportunity to relate how books opened their eyes to what was
possible. This is because the more you read about the lives and actions
of successful people, the more likely it is that you will set the bar
higher for yourself. 
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Brian Tracy
Born in Canada in 1944, Tracy is one of the world’s leading motiva-
tional figures and holds frequent seminars for sales forces, executives,
and individuals. His company, Brian Tracy International, is based in
San Diego, California.

Audiotape programs include The Psychology of Achievement, The
Psychology of Selling, Peak Performance Woman, Million Dollar
Habits, and How to Master Your Time. Books include The 100
Absolutely Unbreakable Laws of Business Success, Create Your Own
Future, and Focal Point.

50 SUCCESS CLASSICS

269



270

4TH CENTURY BCE

The Art of War
“Sun Tzu said:

In general, the best method for using the military force is to conquer an
entire country; to destroy the country is inferior. Ancient warriors who
knew how to use the military well defeated the enemy’s army, but not

by battle. They overpowered the enemy’s country, but not by force. The
goal was to take things whole. In this way, soldiers were not killed and
our lord gained the largest booty. Therefore, a general who wins all his

battles by destroying other armies is not the ultimate warrior. The
ultimate warrior is one who wins the war by forcing the enemy to

surrender without fighting any battles.”

In a nutshell

The successful person has unusual skill at dealing with conflict and
ensuring the best outcome for all.

In a similar vein
The Bhagavad-Gita (50SHC)

Chin-Ning Chu Thick Face, Black Heart (p. 62)
Lao Tzu Tao Te Ching (50SHC)



CHAPTER 44

Sun Tzu

Sun Tzu lived in the same era as Confucius, in Northern China. He
was a brilliant military strategist in the warring states period.
Known in China simply as the Sun Tzu, The Art of War is a

record of his ideas for survival and success in a difficult time. For a
long period only communicated orally, it was later written on bamboo
sticks and eventually became a book. 

The Art of War was not the only military leadership text of the time,
but came to be considered the greatest. As the authors of an excellent
recent translation (Denma Translation Group, Shambhala, 2002) argue,
other military books of the time were simply technical manuals. The
Art of War “emphasizes knowledge as a means of attaining victory, and
its principal weapon is the power already existent in the natural and
human worlds.” This attention to the personal—knowledge, character,
attunement to the Tao (the guiding spirit of the universe)—is why it is
still relevant and valuable. 

Winning through nonaggression
“One hundred victories in one hundred battles is not the most skillful.

Subduing the other’s military without battle is the most skillful.”

The Art of War is a different way of seeing conflict, transcending the
instinctual “fight for your life” approach. With enough intelligence, it
says, a conflict can be prevented from developing into something
nasty—or developing at all. The wise general knows that actual battle
is only one way to achieve a victory. This is the concept of “taking
whole”: conquering with a minimum of force and with little destruc-
tion. The resources of both parties are left intact. 

Such an outcome we would describe today as “win/win,” not merely
defeating someone in an argument but bringing them over to our way
of thinking. Because we have taken the larger view, pride and dignity
are undamaged. In contrast, if we believe in the need for “win/lose”
outcomes then we are dependent on aggression and force. The Sun Tzu
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way is to think less in terms of “the enemy,” but rather the Tao of the
whole situation—that is, the way it seems to be moving—so that you
and the other actor almost become one. You control the situation even
amid apparent chaos. As the Denma translators put it: “This is not a
matter of belief in strange forces. Rather, it is about how things work.” 

A modern example
Most people will never have to engage in a war, but we do have to deal
with conflict. The best way to approach conflict—as difficult as it
sounds—is in a detached manner. The Art of War teaches that “The
angry general loses.” Anger creates chaos and even greater suffering
than is necessary, while self-control makes for detached but powerful
action. 

In his biography of Warren Buffett (see p. 48), Richard Lowenstein
recounts a crisis in the legendary investor’s career in which he fought to
save the Wall Street firm Salomon Brothers. The firm, in which he was
a major investor, was in danger of being closed down by the US gov-
ernment because one of its traders had lied to the Treasury. Buffett
cooperated to a fault with the investigators and ended up getting them
to drop charges. His lawyer argued that going ahead with charges
would make it seem like cooperation had been penalized. Instead, it
should be rewarded. Lowenstein writes of Buffett:

“Instinctively, he shrank from confronting his adversaries, but he was
superb at winning them over without a fight. He did not so much

convince; he disarmed, he co-opted.”

Buffett’s way is the perfect example of Sun Tzu’s message that the best
warrior gets what he wants without even having to fight. By giving
respectful acknowledgment to your adversaries, they become less antag-
onistic and a better outcome is achieved for all. 

Leadership through character
To be a Sun Tzu leader requires not only thorough information about
the other, but knowledge about yourself. 

To be invincible, you must make yourself so. You cannot rely on the
other’s weakness. Victory comes to those who have developed an ethic
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of constant refinement and improvement, not those who worry about
the competition. You cannot control the other, but by developing your
own strength of character, knowledge, and insight you can build invin-
cibility. Donald Krause—whose The Art of War for Executives (1995)
applies Sun Tzu to success in managing people, growing your business,
and thriving in changing circumstances—notes that in Chinese philoso-
phy leadership is character. People with great character, developed over
time, naturally become leaders. 

“Knowing the other and knowing oneself,
In one hundred battles no danger.”

Through such self-knowledge, plus the development of strategic insight
through close observation of others, you can become a “wise general,”
or what the Denma translators describe as a “sage commander.”

Taking the larger view and seeing clearly
The smaller view is always the false one, the vulnerable one. To take
the larger view is to open yourself to all pieces of information, which
gives you a more accurate picture of what is going on (the Tao of a sit-
uation). The smaller view tends to be driven by fear, the larger view is
driven by an objective that you pursue in a detached way. 

The Art of War puts the highest value on current information. It
says: Do not act according to beliefs or dogma but within the informa-
tion arc of the situation or moment. Always challenge conventional
wisdom.

A master of timing 
With the ability to see what is happening also comes skill in picking the
direction and speed of movement. Because you see the whole and have
patience, you have the genius of timing. You can read the flow of a sit-
uation and react accordingly. The opposite of this is action based on
unconscious habit and rigidity of mind. Even good habits can stand in
the way of reading a situation correctly. 

Sun Tzu’s strategies are about building up momentum and then
striking hard and getting away quickly. “And so the military values
victory/It does not value prolonging.” The actions of the sage
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commander are quick and decisive. Some further attributes of such a
leader:

❖ Controls the form of engagement, instead of reacting to it. 
❖ Moves quietly and without arrogance, in order to achieve the

objective. 
❖ Lets the enemy wear itself out trying to get advantage, then lets its

own force throw it off balance.
❖ Seems formless, everywhere and nowhere.
❖ Decides on victory, rather than wishing for it. 
❖ Is a master of uncertainty and chaos.
❖ Is orthodox in some things, so as to be able to surprise in others.
❖ Is practiced in the art of deception; that is, lets others see what he or

she wants them to see.
❖ Insistently seeks knowledge about the other side. 
❖ Develops a closeness to the organization so that it can move as one

piece and with one spirit. 

Final comments
It has taken a long time for the West to fully appreciate The Art of
War. This is partly because the text itself is so enigmatic. There is no
building up of an argument and, like the Tao Te Ching, the order in
which ideas are presented often seems to make no sense or be contra-
dictory. Most translations are more like interpretations. 

Nevertheless, many leaders in history have attributed their success to
Sun Tzu’s strategies. Among the first was the Chinese warlord Cao
Cao, who managed to unite all of China, and the influence continued
right up to Mao Tse-Tung. And as the Denma translation notes, the US
Marines manual Warfighting bears a striking resemblance to many pas-
sages in The Art of War. 

Yet today it is in the more prosaic situations of everyday work and
life that the book is most used. The Art of War will be found in the
hands of the businessperson as much as the military leader or
politician. 

Sun Tzu’s manual was forged at a time of great instability when the
old beliefs and morality were under threat. It is therefore not about
“morality”—that is humanity’s invention—but about being aware of
what works, going with the grain of the universe.
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The Art of War offers strategies for success that have been proven
over thousands of years. As is the nature of true wisdom, it is not
bound by time or place.
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1992

Made in America
“It is a story about entrepreneurship, and risk, and hard work, and

knowing where you want to go and being willing to do what it takes to
get there. It’s a story about believing in your idea even when maybe
some other folks don’t, and about sticking to your guns. But I think

more than anything it proves there’s absolutely no limit to what plain,
ordinary people can accomplish if they’re given the opportunity and the

encouragement and the incentive to do their best.”
“I always wanted to be the best retailer in the world, not necessarily

the biggest.”
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In a nutshell

Be the best at what you do and the world will beat a path to your
door.

In a similar vein
Andrew Carnegie The Autobiography of Andrew Carnegie (p. 56)

Michael Dell Direct from Dell (p. 96)
J. W. Marriott Jr. The Spirit to Serve (p. 210)

Thomas J. Stanley The Millionaire Mind (p. 258)



CHAPTER 45

Sam Walton

In 1985, Forbes magazine named Sam Walton the “richest man in
America.” Twenty years later, the same magazine ranks four mem-
bers of his family among the top 10 richest people in the world, and

their company, Wal-Mart, turns over more than any other on the
planet.

The media were always going to be interested in a family of such
vast wealth. As Walton puts it: 

“The media usually portrayed me as a really cheap, eccentric recluse,
sort of a hillbilly who more or less slept with his dogs in spite of having

billions of dollars stashed away in a cave.” 

Made in America, written in the couple of years before Walton died, is
his attempt to explain the philosophies and strategies behind Wal-
Mart’s rise from nothing to be the largest retailer in the world in one
generation. 

Beginnings
Sam Walton had grown up in the Depression, going with his father, a
loan appraiser, to witness the repossession of family farms. His boy-
hood ambition was always to be a salesman, but after college and mili-
tary service he began his retail career with the retailer J. C. Penney.
After marrying Helen Robson, whose father put up some money, the
young couple opened a Ben Franklin variety store franchise in
Newport, Arkansas.

The store turned out to have very high rent and strong competition,
but Walton still managed to multiply sales and profits. When the day
came for the renewal of the lease, the owner refused to do so; he
wanted his son to take over the store. Walton was devastated.

The couple started over again in Bentonville, an even smaller town
in northwest Arkansas. Walton’s Five and Dime adopted the brand new
idea of self-service with checkouts at the front and fluorescent lighting,
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and the store did well. Walton had discovered that there was huge
untapped demand in small towns and their hinterlands if the prices
were right. People were willing to travel tens of miles for a bargain.

Expansion
Postwar America was changing rapidly. People were moving to suburbs
and commuting into cities and the car was king. Fast food joints and
motels sprouted to service the freeway traffic, which usually bypassed
the towns. In these towns retailing stayed much the same: small spe-
cialty stores (butchers, drapers, etc.) and variety stores. The Waltons
began to challenge this cozy arrangement by offering much lower
prices, greater variety, satisfaction guaranteed, and long opening
hours—all now taken for granted. 

Walton tried always to buy direct from manufacturers, cutting out
the middleman. If you buy goods at a high price, he believed, “you’ve
just bought someone else’s inefficiency.” The Wal-Mart strategy—not
obvious at the time—is that you have higher profits from selling more
things at a lower price, compared to selling fewer at a higher price.

By 1960, Sam and his brother Bud Walton had built an “empire” of
nine variety stores. When asked how much further they would expand,
Sam Walton’s answer was “probably very little”—any more and they
would not be able to supervise them all personally. The purchase of a
small light plane, however, enabling the brothers to visit stores quickly
and scout new locations, left this prediction in the dust. 

Outsider becomes giant
The first store called Wal-Mart was not opened until 1962, by which
time Walton was 44. SS Krege Co.’s Kmart opened for business the
same year. 

Walton emphasizes his company’s outsider status. For much of its
history, it was viewed as a hick upstart from Arkansas and not taken
very seriously. By the early 1970s, Kmart had 500 stores and the
Waltons fewer than 70. By 1976, Kmart had doubled to 1,000, while
Wal-Mart still had only 150. 

The first Wal-Marts were quite ugly and chaotic, but prices were
generally 20 percent lower than other stores and this alone caused the
customers to flock in. With improved distribution, the company had
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found a way to grow at 30 to 70 percent a year, and competition with
Kmart began to heat up. The figures say it all. By 1980 there were 276
Wal-Marts, and by 1990 the company hit $1 billion in profits with
1,528 stores. 

In the year that Sam Walton wrote Made in America, Wal-Mart sold
27 million pairs of jeans and 280 million pairs of socks, enough for
every man, woman, and child in the USA. 

Wal-Mart today
Wal-Mart is now often criticized for being closed to unions and for
having a third of workers who are only part-time. Another accusation
concerns the company’s comparatively small charitable giving. 

Walton’s defense was that his overriding aim is to save customers
money, and through these savings to raise the standard of living wher-
ever his stores are located. Neither higher wages nor an expansive char-
ity program would serve this purpose. Wal-Mart’s policy of using
American suppliers where possible, Walton believed, created hundreds
of thousands of jobs and made US manufacturing more competitive.
He had also made sure that the Wal-Mart organizational structure
allowed ideas to filter up from the grass roots; the company had only
got so big by “thinking small.” On these points it is clear that Wal-
Mart could not be more different from the Enrons of this world, whose
operating style Walton referred to (years before the problems in some
of America’s largest corporations was revealed) as “looting from the
top.”

The Sam Walton way in business and life
❖ Copy other businesses’ ideas and successfully adapt them (“most

everything I’ve done I’ve copied from somebody else,” Walton
wrote).

❖ Competition forces refinement. Welcome it.
❖ Embrace technology, but only to reduce costs and serve the

customer.
❖ Never stop looking for ways to save. Wal-Mart’s executive offices

are cramped, and Wal-Mart executives famously sleep two to a hotel
room when traveling. 

❖ Never pass up a market because it looks too small.
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❖ Treat your employees (Wal-Mart calls them associates) well. Happy
associates will treat customers well and customers will come back.
(Wal-Mart’s profit-sharing program has made a lot of associates well
off, while “shrinkage”—stealing by employees or their friends—is
half the industry average.)

❖ Never be satisfied with how things are. “To succeed in this world,
you have to change all the time.” This, not money, drove Walton. 

❖ Your job in life is to create value where there was none before. To
gain money, enrich the world in some way.

❖ Don’t be afraid of being wrong, and never worry about changing
your mind. Walton enraged other managers by going back and forth
on big decisions.

❖ Speak to people before they speak to you. Acknowledge them. 
❖ Have goals and set them high.
❖ Retain an underdog attitude.

Final comments
Walton’s dedication and determination were notorious. For his
Saturday morning meetings with managers, he would get up at 3 or
4 am to go over the week’s figures, giving him the best overview of any-
one in the company. Wal-Mart would never have expanded at the pace
it did without the founder’s emphasis on action: “getting it all done in
record time.”

Yet at the end of Made in America, written when he did not have
long to live, the driven Walton asks: Was it all worth it? Was building
Wal-Mart worth the time he couldn’t spend with his family? His
answer is “yes,” for the simple fact that everyone has a role to play in
life, and his was as a merchant. His family was extremely important to
him, but this was his calling. 

The book is a classic because it is not an ego trip. Walton takes
pains to point out that Wal-Mart is a collective success story, and even
if you have zero interest in retailing you may be fascinated by the tale
of what a single family can achieve. Helen Walton, who had a degree in
finance, was clearly a major factor in her husband’s success beyond the
stable home life she provided. He had originally wanted to go into
partnership with a friend and open a store in St. Louis, but she over-
ruled him: no partnerships, no living in a town with more than 10,000
people. The seed of Wal-Mart’s success—a family-based company with
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a small-town focus—was thus sown by Helen Walton.
Get the book to read Sam’s “10 rules for building a business,”

equally appreciated as 10 personal success rules, and for the many
anecdotes from Wal-Mart family members, managers, and associates. If
you are considering starting a company, you should read Made in
America to rethink what might be possible. 

Sam Walton
Walton was born in Kingfisher, Oklahoma in 1918, and when he was 5
his parents moved to Missouri, finally settling in Columbia. He sold
magazine subscriptions and ran paper routes through school and into
college, where he was making $4,000 a year while doing a business
degree. He made efforts to be well liked and became president of the
student body.

When America went to war in 1942, a minor heart irregularity
meant that Walton was put on limited duty. While living in Oklahoma,
where he was working at a gunpowder plant, he met his future wife
Helen Robson, daughter of a prominent banker and lawyer. They
would have four children, Rob, Jim, Alice, and John, who are still
involved in the day-to-day running of the company. Walton Enterprises,
the Walton family partnership, owns over a third of the company’s pub-
licly listed stock. Walton decided to go public in order to free the family
from debt.

In 1992, aged 74, Walton died of a form of bone cancer. He had
recently received the Presidential Medal of Freedom. Walton had
wanted to spend his last weeks visiting stores, but immobility and the
encouragement of associates and family provided the opportunity to
finish Made in America, which was co-written by John Huey.
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1910

The Science of
Getting Rich

“Life has advanced so far, and become so complex, that even the most
ordinary man or woman requires a great amount of wealth in order to
live in a manner that even approaches completeness… To understand

the science of getting rich is therefore the most essential of all
knowledge.”

“Riches secured on the competitive plane are never satisfactory and
permanent; they are yours today, and another’s tomorrow. Remember, if

you are to become rich in a scientific and certain way, you must rise
entirely out of the competitive thought. You must never think for a

moment that the supply is limited.”

In a nutshell

It is natural and logical that you should become rich through the use
of your creative powers.

In a similar vein
Claude M. Bristol The Magic of Believing (p. 42)
Shakti Gawain Creative Visualization (50SHC)

Catherine Ponder The Dynamic Laws of Prosperity (p. 216)
Florence Scovel Shinn The Secret Door to Success (p. 246)



CHAPTER 46

Wallace D. Wattles

When you come across a book with a title like The Science of
Getting Rich, you may be forgiven for suspecting that it is a
greed manual by an author of questionable motives. It is

worth keeping an open mind, however, as Wattles’s classic is essentially
a metaphysical work that deals with a very earthly issue.

The monistic view of the universe, on which the book is based, says
that everything in the universe is linked up and part of the whole. It is
the basis of oriental philosophy and religion, and in addition, Wattles
argues, the foundation for Descartes, Spinoza, Leibnitz, Schopenhauer,
Hegel, and Emerson—philosophers whom he spent years studying. It is
also the faith of the New Thought churches, which are remarkably
light on dogma and strong on the betterment of humanity. 

Whereas the traditional Christian church linked spirituality with
poverty, the religion of Wattles emphasizes the naturalness of abundance.
He took this to its logical end by saying that a person could not really ful-
fill their potential if they had to struggle financially—in fact, the evolution
of the world depended on each of us seeking riches in an honest way. 

Let us go further into this short but intriguing work, one of the
twentieth century’s early prosperity classics.

Tapping in to the flow
What is the source of wealth? All the great prosperity writers say that
the origin of wealth is thought, rather than things. Napoleon Hill called
this source Infinite Intelligence, Deepak Chopra (see 50SHC) named it
the “field of pure potentiality,” and both Wattles and Catherine Ponder
describe the formless stuff from which all matter springs as
“substance.” 

Can abundance really emerge from apparent nothingness? Consider
what the great inventor Thomas Edison said: 
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“Ideas come from space. This may seem astonishing and impossible to
believe, but it is true. Ideas come from out of space.” 

This comment is found in The Magic of Believing (see p. 42), whose
author, Claude Bristol, remarked, “Surely Edison should have known,
for few men every received or gave forth more ideas.” 

The premise of Wattles’s science is that if you purposely place a clear
thought in the formless substance, it cannot help but find material
expression. Through visualization of what you desire on a repetitive
basis, the thing will come into being through the organization of exist-
ing modes of production. This is the secret shortcut to gaining what
you need. 

Yet humanity, through most of history, has approached this from the
other way round, by trying to create only from existing materials,
applying thought to things through manual labor. Wattles notes that we
have only just begun to operate as God does, who is after all continu-
ally creating something from nothing. Through the science of mind, we
are now starting to see that we can manifest things more easily and
more perfectly by first impressing the idea of them on formless
substance.

If you accept that everything comes from something immaterial,
how you live and act will be different from someone who believes that
the foundation of everything is matter. Appearances alone will cease to
form the basis of your decisions, because your underlying knowing will
be that the universe is abundant and ever-renewing. In Wattles’s words:

“To think health when surrounded by the appearances of disease, or to
think riches when in the midst of appearances of poverty, requires

power; but he who acquires this power becomes a master mind. He
can conquer fate; he can have what he wants.” 

The fact of increase
Nature always seeks expression and increase—this is the one reliable
fact of the universe. It seeks greater sophistication and refinement; in
short, progress. Therefore, Wattles argues, “there can be no lack unless
God is to contradict himself and nullify his own works.” It is natural
for you to want more, and the desire to be rich must be understood in
terms of organic growth and progress. 

WALLACE D. WATTLES
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The caveat: What you seek must be in harmony with the universe. It
should be to further your fullest expression, not merely for excitement
and entertainment. “You do not want to get rich in order to live swin-
ishly, for the gratification of animal desires; that is not life.” You want
wealth so that you can pursue your interests and develop your mind,
travel, surround yourself with beauty, and be in a position to give
generously. 

Creation not competition
Wattles reminds you that the substance that creates the evolving uni-
verse does not pick and choose who it will favor: its power is open to
all and its flow of riches is endless. There is no need to be fearful of
what you will “get”—“You do not have to drive sharp bargains,” he
says—and no sense in trying to take things away from others. 

These ideas of competition do not reflect the reality of an abundant
universe. The concept of competition rests on the belief that there is
one pie to be carved up, whereas creation rests on an acknowledgment
of infinite riches. You need to become a creator rather than a
competitor.

However, what about all the people who have become rich on the
plane of competition? They are like the dinosaurs of prehistoric eras,
Wattles says, in that they have been a vital part in an evolutionary pro-
cess of organizing production, but are invariably brought down by the
same logic of competition that thrust them to the fore. Their riches
were neither satisfying to themselves nor enduring in a wider societal
sense. 

Consider that other people can’t “beat you to it” if you are creating
something unique out of the imagination, skills, and experience that
make up your unique personality. Big organizations cannot shut you
out of prosperity if you follow your own path to it. Wattles’s further tip
for real-world prosperity is that you must endeavor to provide some-
thing that buyers feel is greater in value than the price they have paid
for it. To use a contemporary term, you must “overdeliver.”

Harmonious gratitude
Many will attest that the best way to draw something to you is to give
thanks that you already have it. Because the nature of the universe is
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abundance, it rewards those who are actively aware of the fact and are
continually grateful for it. 

When you are attuned to the source that creates all things, it is natu-
ral that it will provide you with the things you need. Gratitude will pre-
vent you from falling on to the plane of competitive thought and lack,
and make you realize the blessings that are already yours. Wattles
refers to the Bible’s words “Draw nigh unto God, and He will draw
nigh unto you” as a statement of fact, because thanks cannot fail to
move the giver, and indeed will inspire them to give more.

Wattles further advises you not to spend your time complaining
about the world, railing against magnates and politicians. These people
are part of Earth’s evolution, and their actions allow you physically to
pursue your opportunities efficiently and in peace. Instead, cultivate
gratefulness.

Never talk about your past financial troubles, Wattles says: “If you
want to become rich, you must not make a study of poverty.” Do not
care how poverty is created or sustained, even if you have an interest in
the history of tenement dwellers or hunger in developing countries—
look only for what makes for riches. The poor need inspiration more
than charity, and so you should endeavor to show them the path to
wealth rather than trying to alleviate poverty.

Final comments
The question must be asked: Why seek to be rich? Some will say that
we should want less, settling for a standard of living that is less taxing
on the earth. This is no doubt true, but it fails to take account of
human nature. What is a person if not a bundle of aspirations? 

Desire is the engine that drives the world, and without ever-
increasing wealth there would be a miserable gap between what is
wanted and what can be afforded. The nature of life is growth and
increase, so it would be contradicting nature to restrict the urge to
plenty.

It is also a fact that you cannot seek the higher things in life if you
have to fight for the basics. “Moral and spiritual greatness,” Wattles
says, “is possible only to those who are above the competitive battle
for existence.” You will not be able to pursue what fascinates you or
fulfill your intellectual potential if you have no money to buy books or
free time to read. It is also much easier to have a positive view of life

WALLACE D. WATTLES
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when you are able to surround yourself with items of beauty. And not
least, Wattles points out, to live soulfully a human being must have
love, and it is difficult to love when you are poverty stricken. 

In the twenty-first century we seem much more open to the idea that
spirituality and wealth go together. For this we partly have to thank the
pioneers of prosperity consciousness, who have removed the possibility
of personal riches from the realm of guilt to rightful expectancy. The
Science of Getting Rich will be dismissed as quaint by some, but it was
actually ahead of its time. Despite its mystical language, it is pro-
foundly practical. 

Wallace D. Wattles
Biographical information on Wattles is scant, but we know that he was
born just after the American Civil War, and died not long after the pub-
lication of The Science of Getting Rich.

His other books include Health through New Thought and Fasting,
The Science of Being Great, The Science of Being Well, and a novel,
Hellfire Harrison.
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2001

Jack
“There’s no straight line to anyone’s vision or dream. I’m living proof of

that. This is the story of a lucky man, an unscripted, uncorporate type
who managed to stumble and still move forward, to survive and even

thrive in one of the world’s most celebrated corporations. Yet it’s also a
small-town American success story. I’ve never stopped being aware of
my roots even as my eyes opened to a world I never knew existed.”

“We build great people, who then build great products and services.”
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In a nutshell

Never underestimate how far you can go by merely being yourself.

In a similar vein
Warren Buffett (by Roger Lowenstein) Buffett (p. 48)

Andrew Carnegie The Autobiography of Andrew Carnegie (p. 56)
J. W. Marriott Jr. The Spirit to Serve (p. 210)

Sam Walton Made in America (p. 276)



CHAPTER 47

Jack Welch

Jack Welch was inspired to write Jack: Straight from the Gut after
receiving hundreds of letters. All their working lives the people who
wrote to him had felt the pressure to conform in order to be suc-

cessful, but in him they found a successful nonconformist, someone
who had shaped the company he worked for instead of letting it shape
him.

Hired by General Electric in 1960 to join a team developing a new
type of plastic, from the beginning Welch was determined to fight
bureaucracy and be himself, even if it meant getting sacked. His first
year was so awful, he says, he almost left, and notes that his career had
paralleled the celebrated 1960s movie The Graduate, in which a young
Dustin Hoffman is told that he should “get into plastics.”

Despite blowing up a factory and building another one only to dis-
cover that the product had major flaws and was not ready to go to
market, Welch rose up through the ranks. Managing to more than dou-
ble GE’s embryonic plastics business in three years, eight years after
joining GE he became general manager of the plastics division.

Rise of a maverick
In 1970s American corporate life, command and control was the way
to manage and no one talked about passion or fun. Welch took a dif-
ferent approach: “I tried to create the informality of a corner neighbor-
hood grocery store in the soul of a big company.” His philosophy of
informality included riotous celebrations whenever even small mile-
stones were reached. “In those days, I was throwing hand grenades,
trying to blow up traditions and rituals that I felt held us back.” 

But it was his results that really got him noticed. Chairman Reg
Jones, who had acquired the tag “most admired businessman in
America,” installed Welch in a new job at GE headquarters as chief of
consumer goods, which accounted for 20 percent of GE’s revenues. 

Welch found himself in the race for the succession to GE’s top job.
His self-confidence had always made him believe that he was CEO
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material; now it was getting serious. After a highly charged lead-up
period and against a number of more obvious candidates, in April 1981
Welch was elected CEO. The new man had had little experience with
the media, Washington, or Wall Street, and the Wall Street Journal
described his succession to head one of America’s industrial juggernauts
as the replacement of “a legend with a livewire.” Hardly a vote of great
confidence. 

People first, strategy and everything else second
Welch admits that he did not have detailed plans for where he wanted
the company to go, only that he knew how he wanted it to feel. Creat-
ing a new culture among 400,000 employees and 25,000 managers
with layers of bureaucracy was always going to be a hard task. It
would end up taking two decades. 

For Welch, it was all about people. By hiring the best you got the
best ideas, and if those ideas could freely circulate in a “boundaryless”
environment (a term he invented), it would be one of the best places in
the world to work. In his first years Welch spent a great deal of time in
staff reviews, trying to cut out the dead wood and identify the stars.
Intense locked-door sessions involving brutal personal scrutiny resulted
in many staff leaving. 

Welch pioneered the system of managers having to remove 10 per-
cent of their staff annually. Most found this difficult and painful, but
rather than creating a climate of fear it allowed people to know where
they stood, in stark contrast to what Welch describes as the “false kind-
ness” of past personnel reviews, which betrayed both the person
involved and the organization. GE employee surveys actually showed
that most employees wanted the system to become more, not less, per-
formance driven. People work better to operating targets, and even bet-
ter to big goals that may be only just attainable. The GE system
undermined the conventional wisdom that promoting people for per-
formance, and doing the opposite for bad performers, is “bad for
morale.” 

We are graded all through school and college, Welch argues, why
should it stop when we go to work? And if players in baseball teams
can get wildly different pay packages, yet still play well as a team, why
can’t this apply to the workplace? “Rigorous differentiation,” he says,
“delivers real stars—and stars build great businesses.” 

JACK WELCH
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By the mid-1980s, Welch had reduced the GE work force by around
25 percent, earning himself the nickname “Neutron Jack” (the people
get blown away but the buildings are left standing). At the same time
he spent $75 million on a new fitness and conference center at head-
quarters and undertook a major upgrade of the firm’s Crotonville man-
agement development center. The backlash was immediate: how could
he lay off so many while lavishing money on such “luxuries”? If GE
was going to move ahead, he told everyone, it had to spend more
money on fewer people. 

Welch did exactly this, creating a firm six times larger than the one
he inherited, but with fewer managers overall and only 25 more vice-
presidents.

Strategies to motivate 300,000 people
Welch’s signature business strategy for the multitude of GE’s businesses
was that each of them would have to become either No. 1 or No. 2 in
their field, or they would be sold off. The strategy struck fear into some
of GE’s underperformers, but was easily understood and created a
focus. If they were not No. 1 or No. 2, why exactly were they in the
business?

Another strategy was to make every business pretend that it had
only 10 percent market share and thereby have to find ways to create
rapid growth. One outcome of this strategy was that GE began to
move into services to support its manufacturing. It developed the con-
cept of “market definition,” which calculated the total size of the mar-
ket including all services related to the product (e.g., for jet engines,
everything from fuel to finance). By these measures, its potential market
was much larger: instead of just “making and selling products,” it was
selling overall management.

Other initiatives developed under Welch include: 

❖ “Six Sigma” quality control (requiring only 3.4 defects/million in
production operations; the norm was 35,000).

❖ Globalization—not simply acquiring more businesses around the
world but developing local talent.

❖ E-business—Welch couldn’t even type or use the internet in 1997,
but a couple of years later had GE aggressively facing up to any
possible challenges from start-ups. 
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Despite some failures (a disastrous acquisition of investment firm
Kidder, Peabody and the collapse of a takeover of Honeywell
International, thanks to EU regulators), GE grew six times larger under
Welch, a player in everything from CT scanners to finance to the NBC
television network. 

In his final year (2000), earnings jumped to a record $12.7 billion
on revenues of $130 billion. In the previous six years GE had more
than doubled its revenues, attracting the title “most valuable company
in the world.”

A GE in Jack’s image
Born in 1935, John F. Welch Jr. had grown up in the working-class part
of Salem, Massachusetts. His father was an Irish-American railroad
conductor, and neither parent had graduated from high school. He
credits his strong-willed mother for much of his success. Over card
games she taught him how to compete ferociously, and told him that
his stutter was simply a case of his brain being too fast for his mouth.
His “hugs and kicks” way of dealing with GE staff was taken directly
from Grace Welch, as was his trademark self-confidence. Yet in Jack he
makes a distinction: 

“Arrogance is a killer, and wearing ambition on one’s sleeve can have
the same effect… Self-confident people aren’t afraid to have their

views challenged. They relish the intellectual combat that enriches
ideas.” 

This attitude of brash openness would become part of GE’s culture.
Toward the end of the book he talks about “sick” companies and

the drain they are on communities. Only a healthy firm generating
profits can boost a town or a city, with the ability to spend money on
environmental measures and generally be a good corporate citizen. 

Welch’s mother cried the day that Franklin Delano Roosevelt died,
such was her faith in government. Reflecting his own era’s mistrust of
government, Welch imparts the belief that if anything is going to save
the world, it is successful companies.  

JACK WELCH
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Final comments
There is much talk now about being an entrepreneur and an innovator,
with the suggestion that if you don’t start your own company you are
somehow missing out. The fact is that most people still work for com-
panies, and Welch’s message is that you can still have a very satisfying
working life if you can find a firm that is as interested in generating
new ideas as it is in making money. 

Jack is a classic not merely because of Welch’s success, but because it
is a fine record of American big business in the last decades of the
twentieth century. It gives the reader a good feel for what it must be
like to be the CEO of one of the world’s biggest firms (playing golf
with famous people seems to the one of the perks), and Welch’s
descriptions of acquisitions and the fight for the leadership are grip-
ping. Even at over 400 pages, you get the impression that much has
been left out.

With the help of BusinessWeek writer John A. Byrne, Jack was writ-
ten during Welch’s last year in office and conveys the buzz of those
final days. Jeff Immelt was anointed his successor and continues in the
role today. 
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1992

Coaching for
Performance

“Coaching is not merely a technique to be wheeled out and rigidly
applied in certain prescribed circumstances. It is a way of managing, a
way of treating people, a way of thinking, a way of being. Roll on the
day when the word coaching disappears from our lexicon altogether,
and it just becomes the way we relate to one another at work, and

elsewhere too.”
“All instruction, all criticism, every reduction in choice, every

manifestation of hierarchy, every act of secrecy subtly lowers people’s
self-belief. Coaching, trust, openness, respect, authentic praise, freedom

of choice and, of course, success raise it.”
“To use coaching successfully we have to adopt a far more optimistic

view than usual of the dormant capability of people, all people.”
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In a nutshell

Consider changing your way of learning and relating to others, and
reap the performance benefits.

In a similar vein
Stephen Covey The 7 Habits of Highly Effective People (p. 90)

W. Timothy Gallwey The Inner Game of Tennis (p. 114)
Jim Loehr & Tony Schwartz The Power of Full Engagement (p. 192)

Abraham Maslow Motivation and Personality (50SHC)
Cheryl Richardson Take Time for Your Life (p. 222)



CHAPTER 48

John Whitmore

This modest-looking work on the elements of coaching in the busi-
ness setting has sold a quarter of a million copies and been trans-
lated into a dozen languages. Revised and updated editions help

to keep it selling, but it is a classic because it calls for a transformation
in how we relate to others and run organizations, and was the first
work to apply coaching principles to the business world. 

Though it includes an array of useful techniques for increasing your
own performance and bringing out the best in others, Coaching for
Performance’s deeper message of awareness and responsibility makes
you realize that coaching is a way of seeing things: it contains within it
the seeds of great cultural change, from a world driven by instruction
and institutions to one shaped more by self-learning and equality
between people.

What is coaching?
Coaching is based on the ancient Socratic principle that you can never
really teach a person something, they must learn it for themselves. It is
about helping them to become aware of how they do things, to increase
both their awareness and their responsibility. 

Coaching is easily learned, and you may feel that you do it already
and that it is common sense. Yet it goes against much of what our cul-
ture has instilled in us: judgment, criticism, punishment, and reward.
Its premise is that each of us is a success-in-waiting, and the coach’s
role is simply to draw out a person’s own solutions through question-
ing. The questions seek to reveal the details of a situation (the what,
when, who, and how much) but not the why. “Why” questions can
involve judgment and provoke defensiveness, and make the whole pro-
cess too analytical. The demand for more detail increases the focus and
awareness of the person being coached. They are compelled to go
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deeper into a situation to discover their own answers. In place of the
traditional imparting of knowledge from one person to another, coach-
ing is about optimizing individuality and uniqueness. It is therefore a
more positive way of seeing people. 

The coaching organization
Whitmore gives us the alarming statistic that most people only fulfill
their potential at work about 40 percent of the time, either due to lack
of opportunity within the organization, or lack of self-confidence or
self-belief. This produces an organization working at much less than
full capacity, and to counter it management nearly always imposes a
technical or structural fix. The real answer, however, lies in improving
human psychological performance.

Traditional managers exploit their position of being in charge of
pay, promotion, and firing (the carrot and the stick) to get things done.
In this context, they do not see any problem in telling people to do
things. But Whitmore suggests that telling or dictating demotivates peo-
ple and creates an “us and them” environment. Staff members are
afraid to reveal their true feelings and ideas, and the absence of non-
judgmental feedback stifles innovation and improvement. 

Coaching lies “on a different plane altogether,” Whitmore says.
While a traditional boss, if someone comes to them with a problem,
will either take charge of the situation themselves or scold the person
for getting into the situation, a coach-boss will ask brief questions
about what is happening that get the employee to think about it for
themselves. This gives the employee ownership of the problem and
prompts them to find a solution. Occasionally, in an emergency, it will
be quicker for the boss to tell rather than coach, but in a supportive
environment this won’t be a problem. 

You foster self-belief in people by changing your expectations of
them. Whitmore mentions tests showing that a pupil’s performance
generally measures up to the beliefs about their ability that a teacher
has conveyed to them. In the same way, employees generally perform
up to expectations. Whitmore suggests:

“Only when coaching principles govern or underlie all management
behavior and interactions, as they certainly will do in time, will the full

force of people’s performance potential be released.”

JOHN WHITMORE
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This is the difference between an organization with esprit de corps,
with a unity of purpose in which everyone’s contribution is maximized
and validated, and the more common kind in which there is a gap
between stated purpose and performance, and disaffection in the ranks.

Jim Collins (Good to Great, see p. 80) has noticed a remarkable
similarity among the best companies: they are not simply focused on
creating great products, but first on creating a great organization in
which everyone can flourish. If people feel that they have room to
reach their potential, great products or great service emerge almost
automatically. This blend of business achievement and personal devel-
opment is what coaching aims for.

GROWing your people and your business 
Some bosses will say that coaching is all very well, but it takes time
that they don’t have. However, once you have a coaching environment
in place you can grow the business and devote time to your people
simultaneously. Whitmore provides a well-tested sequence of questions
to be used in coaching sessions that can achieve personal and business
growth simultaneously. The GROW sequence involves Goals, Reality
checking, Options, and Will. 

You might expect that coming to grips with harsh realities faced by
an individual or an organization should be first on the agenda, but
Whitmore points out that setting goals based only on current reality
will result in solutions framed by past performance. In coaching, goals
need to be formed around what might be possible, not what is likely.
To be inspired by a goal, it must express an image of ourselves or our
company that takes us to a whole new level. Once you are aware of
what is possible (Goals) and where you are currently at (Reality), you
are ready to explore the alternative routes and strategies (Options) that
can get you to your goal. The final set of questions to be answered
involve action: once a path has been chosen, who is going to be
involved and when will it be done (Will)? 

Though simple, this sequence has a transforming effect because the
task of achievement loses its mystery. The clarity of expectation
produces Whitmore’s twin performance pillars of greater responsibility
and awareness.
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Beyond performance: coaching for meaning
Timothy Gallwey’s seminal coaching book The Inner Game of Tennis
(see p. 114) came out at a time when the very model of how human
beings work was being challenged, Whitmore notes. The business world
had been in thrall to behaviorist psychology, which saw us as blank slates
in which everything we knew must be taught or instructed, and assumed
that money was the prime motivation for working. But Abraham
Maslow’s humanistic psychology offered an alternative: a more optimistic
view of human beings in which the satisfaction of basic needs (food, shel-
ter) led us on to want to satisfy higher needs such as belonging, prestige,
self-esteem, and finally, a sense of meaning or purpose.

The company of the future, Whitmore says, will go out of its way to
provide people with money, security, and a sense of community, but
will also have values that a person feels are worthy of the time they
spend working for it. Could a more spiritual—higher-purpose—busi-
ness be the ultimate competitive advantage? Whitmore believes so.
People want to love the organization for which they work. Those that
are socially responsible, rated on everything from whether they recycle
to whether suppliers are treated well, will naturally be more desirable
to work for than those that are not. Staff motivation will not be a
problem. 

What is the role of coaching in this transformation in our attitudes
to work? Whitmore believes that stress is a symptom of lack of mean-
ing and purpose, therefore coaching must not simply seek efficiency or
attainment of goals, but draw out people’s highest values so that the
work they do can be a way to express themselves fully.

Final comments
This commentary has touched only on some themes. You should get
Coaching for Performance for:

❖ A valuable chapter on goal setting.
❖ Actual questions that you can use in coaching situations, and exam-

ples of coaching conversations.
❖ A section on providing descriptive and nonjudgmental feedback.
❖ Chapters on the dynamics of teams and how to coach them.
❖ New chapters (in the 2002 edition) on the relationship to coaching

of emotional and spiritual intelligence.

JOHN WHITMORE
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Why has coaching become popular? Whitmore suggested in a recent
interview that it is “a manifestation of the decline in external author-
ity.” We don’t trust governments, organized religion no longer gives us
the answers we need, and we cannot rely on the companies we work
for to provide security or values. In this secular vacuum it is clear that
we must develop our own codes of ethics, and coaching is a way of
aligning our goals and values with daily life. 

Moreover, in this age of personal development and individualism,
coaching is a means of changing the world through people, not institu-
tions, Whitmore believes. Though many have paid lip service to coach-
ing ideas, they are still to be truly understood, and Coaching for
Performance goes a long way toward reminding us what it is really
about. If the discipline succeeds in becoming a part of our culture, the
number of individuals who are truly empowered and responsible will
explode, and the results of that we can only imagine.

John Whitmore
Born in 1937 in the UK, Whitmore was educated at Eton College,
Sandhurst Royal Military Academy, and Cirencester Agricultural
College.

As a professional racing driver in the 1960s, he won the British and
European Saloon Car Championships and drove in the winning Ford
team at Le Mans. He retired in 1966 to run an agribusiness and
became a director of a Ford dealership, then moved to Switzerland and
later the US to study physics, psychotherapy, and sports psychology.

In 1978, Whitmore returned to the UK and set up a tennis, golf, and
ski school based on Inner Game principles that he had adopted from
Timothy Gallwey. He discovered that this new type of sports coaching
could be applied to the business context, and today his firm
Performance Consultants is a leader in corporate coaching in Europe.
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2003

The Luck Factor
“People are not born lucky. Instead, lucky people are, without realizing

it, using four basic principles to create good fortune in their lives.
Understand the principles and you understand luck itself. More

importantly, these principles can be used to enhance the amount of
good luck that you experience in your life.”
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In a nutshell
Successful people are lucky people, but luck is less related to chance

than you may think.

In a similar vein
Martin Seligman Learned Optimism (50SHC)



CHAPTER 49

Richard Wiseman

What is it that makes some people more prosperous and more
fulfilled? Why do some people always seem to make good
decisions? Richard Wiseman noticed that there are people

who seem to have a knack for getting things right, a way about them
that always sees them land on their feet. Some people did seem to be
much luckier than others, yet as a psychologist he was not willing to
accept that “fate” or the universe was conspiring to keep some people
down while others were given the breaks. 

Wiseman’s UK research unit has looked into some of the more
cloudy areas of his profession, including:

❖ How magicians use psychology to fool their audiences (he is an
accomplished magician himself).

❖ The ability of mind healers to cure illness.
❖ Investigation of psychics who help police in solving crime.
❖ Techniques of lying and suggestion.
❖ How sound waves can intensify emotions.

Scientists had not previously spent much time investigating luck
because it was not thought to be something you could empirically
study. Nevertheless, when he began his research, Wiseman was
struck by the consistency by which people experienced either good
or bad luck. Some of his subjects had had multiple car accidents
and a string of abusive relationships, while others had met the right
person early on and achieved successful careers. Was this indeed a
case of fortune choosing to favor some individuals over others, or
were there actual causes for the level of luck that could be
identified?

The lucky personality
Wiseman discovered four principles that were present among the lucky.
The first was that lucky people “create, notice and act upon the chance
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opportunities in their life.” That is, their good fortune can be attributed
to their psychological makeup.

“Being in the right place at the right time” is considered the essence
of luck, yet Wiseman says that this is precisely the kind of luck that can
be manufactured. Lucky people make a point of going out frequently
and meeting new people, which increases their chances of having posi-
tive encounters; each one could be life-changing or simply provide good
work leads. If you classify yourself as a lucky person, you are much
more likely to start conversations with people while standing in a
queue, because you know—whether consciously or not—that the
greater the number of contacts you have with others, the more likely it
is that one of them will lead to something good. While this may merely
seem like “being friendly,” it is also indicative of the lucky person’s
understanding that networks and contacts matter. Reading The Luck
Factor, you are certainly reminded of the saying “90 percent of success
in life is just showing up.” 

Another reason that lucky people are luckier is that they have a
more relaxed attitude to life. Being relaxed means that they are more
likely to see opportunities that the worried person will not. Wiseman’s
experiments found that “Lucky people see what is there, rather than
trying to find what they want to see.” They realize that openness to
new experiences takes them out of mental ruts; if you only ever see and
do the same things, you will only ever get a certain amount of opportu-
nities coming your way. 

Intuition and luck
While unlucky people tend to make bad investment decisions, buy shares
just before market collapses, and choose the wrong partners, people who
consider themselves lucky tend to make decisions that lead to good for-
tune and happiness. When Wiseman undertook research to find out why
they made these right decisions, he discovered that they have a better
relationship with their unconscious mind. They trust their intuition. 

Intuition is created from millions of cues in our environment that
our mind and body take in. Unlucky people get the same cues, but do
not trust them. In our left-brain-dominated world trusting intuition is
downplayed, but it makes a huge difference: that between a long and
happy marriage and relationships with the wrong people; between
choosing the right profession and the wrong one. 

RICHARD WISEMAN
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Yet lucky people do not simply have a natural talent for using their
intuition, they actively cultivate it through making time for meditation
or contemplative thought. They put themselves in mental states that
reveal possibilities of how to act and what to do. 

Expectations and reality
One of Norman Vincent Peale’s sayings was, “Expect the best, and get
it.” Wiseman, too, found that people’s lives show a remarkable degree
of fit with their expectations. People who consider themselves lucky
tend to get what they want from life as part of a self-fulfilling
prophecy. Not only do they feel that they deserve good things, but they
feel some amount of control over making them materialize. Unlucky
people tend to think that they are at the mercy of events, and are not
prepared to believe that they deserve a lot of breaks.

Wiseman’s further observation was that lucky people persevere to
achieve their goals. While the unlucky give up at the first obstacle, the
lucky keep going even if the chances of success seem small. 

Lucky people bring things into being because, simply, they believe
they can. Here we are reminded of another famous success writer,
Napoleon Hill, whose motto was “What the mind of man can conceive
and believe, it can achieve.” Precisely because the positive person
expects great things, they work harder to make sure that these come
into being. (This, of course, is the principle behind goal setting.) 

Everything works out for the best
Wiseman asked some subjects of his research how they would feel if
they were waiting in line in a bank and, in the course of a robbery,
were shot in the arm. The unlucky people in his surveys said it would
be a disaster, while those who had identified themselves as lucky only
noted how lucky they would feel that they were not killed!

This is what Martin Seligman in his book Learned Optimism (see
50SHC) calls “explanatory style,” the ability to explain away misfor-
tune so that it is not indicative of a whole person’s being. Lucky or
optimistic people also experience bad times—but they never consider
them permanent. Instead, they look at the benefits that came from their
ill fortune, often saying that a divorce or a job loss was “the best thing
that ever happened.” Everything, they believe, works out for the best. 
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One other thing that lucky people often do in a difficult situation is
to compare themselves to people who are much worse off. 

Final comments
In its findings that expectations form reality and that people who look
on the bright side are more likely to overcome obstacles, Wiseman’s
eight-year research program into luck gives scientific validation to ideas
that have long been espoused by success and self-help writers. 

It is common for successful people to put their achievements mod-
estly down to luck, but thanks to Wiseman we now know that luck is
not as “lucky”—that is, dependent on chance—as we had thought. The
ways of the fortunate can be learned and adopted, and he provides
many tips and exercises to this end.

Though it does not explicitly says this, by lessening the hold of
chance and superstition as shapers of your life, The Luck Factor also
demonstrates that you have more free will than you may think. It
shows you how you can create a continuous loop of good luck based
on the right decisions, so becoming one of those people whose good
fortune attracts even more of it. 

If you have never been able to put your finger on why exactly you
are successful, or why others are and you are not, this book is required
reading. 

RICHARD WISEMAN
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1975

See You at the Top
“You can have everything in life if you will just help others to get what

they want.”

306

In a nutshell

Strong values of hard work, spiritual faith, and service will take you a
long way.

In a similar vein
Frank Bettger How I Raised Myself from Failure to Success in Selling

(p. 24)
J. W. Marriott Jr. The Spirit to Serve (p. 210)

Norman Vincent Peale The Power of Positive Thinking (50SHC)
Brian Tracy Maximum Achievement (p. 264)



CHAPTER 50

Zig Ziglar

Having sold two million copies since 1975, See You at the Top
was reissued in 2000 as a 25th anniversary edition. Despite its
updating, though, you may still feel as if you have been caught

in a time warp of the American Christian Right in the 1970s. Ziglar is
not the type who will change his views in a hurry, so his rants against
communism, marijuana, and homosexuality, for instance, remain in the
new version. Sections are prefaced with a picture of a man in a suit and
briefcase just about to climb a stairway to “the top.” 

Yes, the book is a rather traditional view of success that may have
women laughing or screaming at the level of sexism, but let’s remember
that this former cookware salesman has been around a long time and a
top motivational speaker longer than many of us have been alive. He
represents old-fashioned personal development training based on love
of God, family, and country.

All this said, See You at the Top is still a magnet for those who sim-
ply want the best for their family, to be successful at work, and to feel
that they are free to chart their own course in life. It also offers a
reminder of the peace of mind that comes with a solid faith and reli-
gious commitment. Ziglar admits that his classic is a little rambling and
not particularly elegant. It is filled with stories, analogies, and jokes—
just as you’d expect from a salesman—but has a way of charming you
over to its way of thinking. You may not agree with all his political
views, but the points he makes about seeking your best are difficult to
rebut. 

Trying to avoid a shallow understanding of success, Ziglar’s recipe
for life at the top involves the three dimensions: the physical, the men-
tal, and the spiritual. You are the sum total of your habits and influ-
ences, he says, so if you ignore one area you will be a “phoney.”

Service
The book’s mantra is: “You can have everything in life if you will just
help others to get what they want.” Ziglar grew up in poverty, but his
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life changed when he realized that Christians did not have to have
“long faces and short pocket books.” The more you contribute and
give through your efforts, the more you can expect to get back in mon-
etary return. Appreciate the multimillion-dollar value of your healthy
body, and put it to work in service. 

Ziglar is a self-confessed sentimentalist about America and the free
enterprise system. He notes that countries where people are “provided
for” have the highest suicide rates, because if contribution and work
are not seen as necessary people feel they have no value. Service creates
a healthy self-image, which is not the same as an inflated ego.

Goals
You are “born to win,” but must commit your goals to paper to give
them force. People do not “wander around and find themselves on Mt.
Everest,” Ziglar says: if you are not planning to get anywhere in partic-
ular, you will not get anywhere in particular. Have plans that stir your
soul and be specific about them, but work toward them gradually, as
“confidence is the handmaiden of success.” 

You are what you take in
Whatever goes into your mind—television programs, conversations,
pornography—will come out manifested as action or words. Most
people live under the illusion that they are in control of their mental
life, when their physical circumstances suggest otherwise. Knowing
that you are the sum total of what goes into your mind is scary. Once
you realize it, however, you have the rare opportunity to remake your
life.

As Benjamin Franklin knew, personal development is a daily thing.
Read good biographies of successful people and the Bible, and use your
time in the car listening to empowering tapes.

Marriage
Success has more to do with your marital relationship than anything
else, but what is the key ingredient to make that a happy relationship?
Loyalty. Without knowing that you have loyalty, you won’t have the
energy or support for making a mark in the world. See You at the Top

ZIG ZIGLAR
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is perhaps at its best on the subject of honoring and loving your part-
ner, and Ziglar is an unapologetic romantic when it comes to his wife,
whom he married over 50 years ago.

Attitude
To keep life fresh you must avoid “hardening of the attitudes.” The
right attitude is all-important, because in life the distance between
winning and losing is often infinitesimal, and the right attitude allows
you to cope with all the seconds and thirds you seem to have to go
through before winning. Desire and persistence mark you out from the
rest.

Habits
In changing bad habits, you don’t “pay the price,” you enjoy the bene-
fits. Ziglar got into jogging in a big way to reduce his 41-inch waistline,
but found it tough getting out of bed in the morning. While good
habits are hard to acquire, they become easy to live with; in contrast,
bad habits come slowly and easily but are hard to live with.

The best guide to your conduct is the people you spend your time
with. If you want to stop smoking, quit drinking, and start getting up
early, you will not achieve it by spending your nights in bars, however
good your willpower. Habits are only the surface of your whole atti-
tude to life.

Final comments
See You at the Top is a self-professed antidote to the culture of instant
gratification, and a beacon to ward off apathy. It is the sort of book
you need if your life is truly and deeply in a mess and you need some
black-and-white solutions for dragging yourself up. In case you are
wondering whether it is all worth it, Ziglar is happy to note from his
own experiences that “the price of success is much lower than the price
of failure,” and the former is much more enjoyable.

Though Ziglar is a classic, always positive motivational speaker, he
is not afraid of admitting that life is full of “lemons” (difficult
experiences). The great art of living, though, is turning “lemons into
lemonade,” using the difficult times as a lever for getting away from
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what you will no longer accept. Through integrity, hard work, and ser-
vice, you arrive at a point where you get what you want, rather than
having to like what you get.

Zig Ziglar
Ziglar was born Hilary Hinton Ziglar in Alabama in 1926, one of 12
children. At school in Mississippi in the 1930s, he was nicknamed Zig.
His father died in 1932 in the midst of the Depression, leaving the fam-
ily in financial hardship, but Ziglar managed to go to college in
Jackson, Mississippi, and the University of South Carolina.

Ziglar spent many years as a cookware salesman in Mississippi, ris-
ing to become a top performer in his national firm. At 29 the Dale
Carnegie Institute in New York City employed him as an instructor, so
beginning his public speaking career. He partly credits his success to
reading Norman Vincent Peale’s The Power of Positive Thinking. Ziglar
has appeared on speaking platforms with the likes of Peale, Colin
Powell, Pat Boone, Ronald Reagan, and George Bush Sr., and he has
been recognized for his role with young people in drug use avoidance.

His other books include Courtship after Marriage, Over the Top,
and Secrets of Closing the Sale.

Ziglar lives and works in Dallas, Texas.
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