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Paradigms and Principles
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 o rea
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-- Dav
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I
 n m
 or
 e th
 a
 n 2
 5 year
 s o
 f workin
 g wit
 h peop
 l
 e i
 n business
 , university
 , an
 d m
 arri
 a
 g
 e and
 f
 a
 mil
 y settings
 , I hav
 e co
 m
 e i
 n contac
 t wit
 h m
 a
 n
 y indivi
 dua
 ls w
 ho have achieved an incred
 ibl
 e degre
 e o
 f outwar
 d success
 , bu
 t hav
 e foun
 d the
 m
 selv
 es struggling with an inne
 r hunger
 , a d
 eep n
 eed fo
 r p
 er
 son
 al congruenc
 y a
 n
 d e
 ffectivenes
 s a
 n
 d fo
 r healthy
 , growin
 g r
 elation
 ship
 s wit
 h o
 t
 her peopl
 e.


 


I susp
 ec
 t so
 m
 e o
 f t
 h
 e p
 r
 ob
 le
 m
 s t
 h
 e
 y h
 ave shared with m
 e m
 ay be fam
 iliar to you.


 


I'
 ve set and m
 et m
 y career goals and I'm havi
 ng trem
 endous professional succe
 ss
 . B
 u
 t it
 '
 s co
 st m
 e m
 y persona
 l an
 d f
 a
 mil
 y life
 . I don
 '
 t k
 n
 ow m
 y w
 i
 f
 e a
 nd children anym
 ore. I'
 m not even sure I know m
 y
 self and what'
 s really im
 portant to m
 e. I
 '
 v
 e ha
 d t
 o a
 s
 k m
 yse
 l
 f -
 - i
 s i
 t wo
 rt
 h it
 ?


 


I'
 ve started a new diet -- f
 or the f
 if
 t
 h tim
 e this year. I know I'
 m overweight
 , an
 d I really
 w
 ant to change
 . I rea
 d al
 l th
 e ne
 w info
 r
 m
 at
 i
 on
 , I se
 t goals
 , I ge
 t m
 y
 s
 el
 f al
 l psyche
 d u
 p wit
 h a
 positiv
 e menta
 l attitud
 e an
 d tel
 l mysel
 f I ca
 n d
 o it
 . Bu
 t I don
 '
 t
 . A
 f
 ter a f
 ew w
 eek
 s, I fizzle. I just can'
 t seem to keep a prom
 ise I m
 ake to m
 y
 self.



I'
 v
 e tak
 en cou
 rse a
 f
 ter cou
 r
 se o
 n eff
 ectiv
 e m
 an
 ag
 e
 men
 t train
 ing
 . I exp
 ec
 t a lo
 t ou
 t o
 f my
 e
 m
 p
 l
 oye
 e
 s and I w
 ork h
 ard to be f
 ri
 endly towa
 r
 d t
 h
 e
 m a
 n
 d t
 o tr
 e
 a
 t t
 h
 e
 m ri
 gh
 t
 . Bu
 t I don
 't feel
 an
 y loyalty from the
 m
 . I think if I were hom
 e sic
 k fo
 r a day
 , the
 y
 '
 d sp
 end m
 o
 s
 t of thei
 r t
 i
 me gabbin
 g a
 t th
 e wate
 r f
 o
 un
 t
 a
 i
 n
 . Wh
 y c
 an
 '
 t I tr
 a
 i
 n th
 e
 m t
 o b
 e inde
 pende
 n
 t an
 d responsibl
 e -
 - or
 find e
 m
 ployees who can be? M
 y t
 e
 en
 ag
 e so
 n i
 s r
 e
 be
 ll
 i
 ou
 s an
 d o
 n dr
 u
 gs
 . N
 o m
 atter wh
 at I try
 , h
 e wo
 n'
 t listen to m
 e. W
 h
 at can I do
 ?



There'
 s so much to do. And there'
 s nev
 er enoug
 h tim
 e. I fe
 el pressured and hassled all day, every day, seven days a week. I'
 ve attended tim
 e m
 anage
 m
 ent se
 m
 inars and I'
 ve tried half a do
 zen d
 iff
 eren
 t p
 l
 a
 nn
 i
 n
 g s
 ys
 t
 e
 m
 s
 . Th
 ey
 '
 v
 e he
 l
 p
 e
 d s
 o
 m
 e
 , bu
 t I s
 til
 l don'
 t fe
 el I'
 m liv
 in
 g th
 e h
 appy,
 productive, peaceful li
 f
 e I wan
 t t
 o li
 ve
 .



I wan
 t t
 o teac
 h m
 y chi
 l
 dre
 n th
 e valu
 e o
 f work
 . Bu
 t t
 o ge
 t th
 em t
 o d
 o anything
 , I hav
 e to supervis
 e e
 v
 er
 y mov
 e; an
 d pu
 t u
 p wit
 h compl
 a
 inin
 g ever
 y ste
 p o
 f th
 e w
 ay
 . It'
 s so mu
 ch eas
 ie
 r to do it m
 y
 self. W
 h
 y ca
 n
 '
 t c
 h
 il
 d
 re
 n d
 o t
 h
 ei
 r wo
 r
 k c
 h
 eerfully and without being rem
 inded?



I'm bu
 sy -- really busy. But som
 etim
 e
 s I wonde
 r i
 f wha
 t I
 '
 m do
 i
 n
 g w
 il
 l m
 ak
 e a dif
 f
 erence
 i
 n th
 e l
 on
 g r
 un
 . I
 '
 d rea
 l
 l
 y lik
 e t
 o thin
 k ther
 e w
 as m
 eanin
 g i
 n m
 y l
 i
 fe
 , tha
 t so
 m
 eh
 o
 w th
 ing
 s w
 ere differ
 ent because I was here.



I see m
 y friends o
 r relatives achieve so
 m
 e degr
 ee of success o
 r receive so
 me r
 ec
 o
 g
 n
 it
 i
 on
 , an
 d I s
 m
 il
 e an
 d congratula
 t
 e th
 e
 m e
 nthus
 i
 astically
 . Bu
 t inside
 , I'
 m eatin
 g m
 y hear
 t out
 . Wh
 y d
 o I f
 ee
 l thi
 sway?




I have a forceful personality. I know, in almo
 st any interaction, I can control the outcom
 e
 . Mo
 st o
 f th
 e t
 i
 m
 e
 , I ca
 n e
 ve
 n d
 o i
 t b
 y inf
 lu
 e
 ncin
 g othe
 r
 s t
 o c
 o
 m
 e u
 p w
 i
 t
 h th
 e solut
 i
 o
 n I want
 . I t
 h
 i
 n
 k t
 h
 ro
 u
 g
 h each situation and I really feel th
 e ideas I come up wi
 th ar
 e usua
 lly th
 e best for everyone. But I feel uneasy
 . I a
 l
 way
 s w
 o
 nd
 e
 r wha
 t o
 t
 he
 r peop
 le really think of me and my ideas.


 


M
 y m
 a
 rriag
 e ha
 s gon
 e flat
 . W
 e don
 '
 t figh
 t o
 r anything
 ; w
 e jus
 t don'
 t l
 ove e
 ach other anym
 ore. We'
 ve gone to counseling; we'
 v
 e tried a num
 ber of th
 ings, but we just can'
 t seem to rekindle the feeling we used to have.



These are deep problem
 s, painful problem
 s -- problem
 s that quick fix approaches can'
 t solve.


 


A few y
 ears ago, m
 y wife San
 d
 ra and I wer
 e stru
 g
 g
 li
 n
 g w
 it
 h thi
 s k
 i
 n
 d o
 f conce
 r
 n
 . On
 e o
 f ou
 r son
 s was having a very difficult tim
 e in school. H
 e w
 a
 s doin
 g poo
 r
 l
 y acade
 m
 ically
 ; h
 e didn
 '
 t eve
 n kno
 w ho
 w t
 o f
 o
 l
 lo
 w th
 e instr
 u
 c
 ti
 on
 s o
 n t
 h
 e t
 e
 s
 t
 s
 , let a
 l
 on
 e do well in th
 em
 . Socially he was imm
 ature, o
 f
 ten e
 m
 bar
 r
 assin
 g thos
 e closes
 t t
 o h
 i
 m
 . Athl
 e
 tically
 , h
 e wa
 s s
 mall
 , s
 kinny
 , a
 nd uncoo
 r
 dina
 t
 e
 d -
 - swing
 i
 n
 g his baseb
 al
 l bat, f
 or e
 xam
 ple, almos
 t befor
 et
 h
 e bal
 l wa
 s eve
 n pitched.
 Others would laugh at him
 .


 


Sandr
 a an
 d I wer
 e c
 onsume
 d w
 i
 t
 h a des
 ir
 e t
 o hel
 p hi
 m
 . W
 e f
 e
 l
 t th
 at if "su
 cc
 ess" we
 re im
 portant in an
 y are
 a o
 f l
 i
 f
 e
 , i
 t wa
 s s
 u
 pr
 e
 m
 el
 y im
 p
 ortan
 t i
 n ou
 r r
 o
 l
 e a
 s paren
 t
 s
 . S
 o w
 e wo
 rk
 ed o
 n ou
 r atti
 tud
 es an
 d behav
 io
 r towar
 d h
 im an
 d w
 e t
 rie
 d t
 o wor
 k o
 n his
 . W
 e att
 em
 p
 t
 ed to psy
 che
 hi
 m u
 p usin
 g positi
 v
 e menta
 l att
 itud
 e techniques
 . "
 C
 o
 m
 e on
 , son
 ! Y
 o
 u ca
 n d
 o it
 ! W
 e kno
 w you
 can
 . Pu
 t you
 r hand
 s a litt
 le highe
 r o
 n th
 e ba
 t a
 n
 d kee
 p you
 r ey
 e o
 n th
 e bal
 l
 . Do
 n'
 t swin
 g til
 l it get
 s clos
 e t
 o you.
 " An
 d i
 f h
 e di
 d a littl
 e better
 , w
 e woul
 d g
 o t
 o grea
 t length
 s t
 o rei
 n
 f
 o
 rce h
 im.
 "That'
 s good, son, keep it up."



Whe
 n other
 s laughed
 , w
 e repr
 i
 m
 ande
 d th
 e
 m
 . "
 Lea
 v
 e h
 i
 m a
 lone
 . Ge
 t o
 f
 f h
 i
 s b
 ac
 k
 . H
 e's j
 us
 t l
 ea
 r
 n
 i
 n
 g
 .
 " An
 d ou
 r so
 n wou
 l
 d c
 r
 y an
 d i
 ns
 i
 s
 t t
 ha
 t he
 '
 d neve
 r b
 e an
 y goo
 d an
 d tha
 t h
 e didn
 '
 t like
 baseball anyway.




Nothing we did seem
 ed to help, and we were r
 ea
 lly worried. W
 e could see the effect th
 i
 s was having on his self-e
 steem. W
 e trie
 d t
 o b
 e enco
 u
 r
 ag
 i
 n
 g an
 d he
 lp
 f
 u
 l a
 n
 d p
 o
 sitive
 , bu
 t a
 f
 ter
 repeate
 d failure
 , w
 e finall
 y dr
 ew bac
 k an
 d trie
 d t
 o lo
 o
 k at th
 e situ
 atio
 n o
 n a d
 iff
 eren
 t lev
 el.



A
 t thi
 s t
 i
 m
 e i
 n m
 y professiona
 l rol
 e I w
 a
 s involv
 ed i
 n leade
 rshi
 p develop
 m
 e
 n
 t wor
 k with
 variou
 s cli
 e
 nt
 s thr
 oughou
 t th
 e count
 r
 y
 . I
 n tha
 t c
 ap
 acit
 y I wa
 s preparin
 g b
 i
 month
 l
 y p
 r
 o
 g
 r
 am
 s on th
 e subjec
 t o
 f co
 mmun
 i
 catio
 n an
 d percept
 i
 o
 n f
 o
 r I
 B
 M'
 s E
 xecutive Developm
 ent Program participants.



A
 s I r
 esearche
 d an
 d prepare
 d thes
 e p
 r
 esen
 tat
 ions
 , I bec
 a
 m
 e particu
 l
 a
 rl
 y i
 n
 t
 e
 r
 es
 t
 e
 d i
 n ho
 w percept
 ions ar
 e f
 orm
 ed, how they behave. Thi
 s le
 d m
 e t
 o a stud
 y o
 f expectancy
 th
 eo
 ry an
 d self
 -
 f
 u
 l
 fillin
 g proph
 ecie
 s o
 r th
 e "Pygm
 a
 li
 o
 n effect,
 " an
 d t
 o a rea
 l
 izatio
 n o
 f ho
 w deep
 l
 y i
 m
 bedde
 d ou
 r p
 ercep
 tion
 s a
 re. It t
 augh
 t m
 e th
 at w
 e mu
 st loo
 k at th
 e l
 e
 n
 s throug
 h w
 hi
 ch w
 e se
 e the world, as well as at the world we see, a
 n
 d t
 h
 at the lens it
 self shapes how we interpre
 t the world.



A
 s Sandr
 a an
 d I talke
 d abou
 t th
 e conc
 ep
 t
 s I w
 as teachin
 g a
 t I
 B
 M an
 d a
 b
 o
 u
 t ou
 r ow
 n situ
 at
 ion, w
 e bega
 n t
 o r
 ea
 li
 z
 e t
 ha
 t wha
 t w
 e w
 e
 r
 e do
 i
 n
 g t
 o he
 l
 p ou
 r so
 n wa
 s no
 t in harm
 ony with t
 he wa
 y we really saw hi
 m
 . When we honestly exam
 ined our deepest f
 eelings, we realized that ou
 r p
 ercept
 io
 n w
 as th
 at h
 e wa
 s basi
 c
 all
 y ina
 d
 equ
 a
 te
 , someho
 w "
 behind.
 " N
 o m
 atte
 r ho
 w m
 u
 c
 h we
 worke
 d o
 n ou
 r attit
 ud
 e and behavior, our eff
 orts w
 ere ineff
 ective be
 caus
 e, d
 e
 s
 p
 it
 e o
 ur ac
 t
 i
 on
 s an
 d ou
 r word
 s, wh
 at w
 e real
 ly communicate
 d t
 o h
 i
 m wa
 s
 , "
 Y
 o
 u aren
 '
 t c
 a
 pable
 . Yo
 u hav
 e t
 o be
 protected."




W
 e b
 e
 ga
 n to r
 ea
 li
 z
 e th
 a
 t i
 f w
 e w
 a
 n
 t
 e
 d t
 o c
 h
 ang
 e the situation, we first had to ch
 ange ourselves. And to change ourselves effectively, we f
 i
 rs
 t ha
 d t
 o chang
 eou
 r percep
 ti
 ons
 .


 






The Personality and Character Ethics



A
 t th
 e sam
 e ti
 m
 e
 , i
 n additi
 on t
 o m
 y researc
 h on percepti
 on
 , I wa
 s als
 o deepl
 y immersed
 i
 n a
 n in-dept
 h study of th
 e succe
 ss li
 tera
 ture publishe
 d i
 n t
 h
 e Un
 it
 e
 d S
 t
 a
 t
 e
 s s
 i
 n
 ce 1776
 . I was
 read
 in
 g o
 r scannin
 g li
 t
 erall
 y hundred
 s o
 f books
 , articles
 , an
 d e
 ssay
 s i
 n fie
 l
 d
 s suc
 h as
 selfi
 mprov
 e
 men
 t
 , popu
 l
 a
 r psychology
 , an
 d se
 l
 f-he
 l
 p
 . A
 t m
 y fingert
 i
 p
 s wa
 s the sum and sub
 stan
 ce o
 f wh
 at a f
 ree an
 d d
 em
 o
 cratic peopl
 e considere
 d t
 o b
 e th
 e key
 st
 o successfu
 l living.



 


As m
 y study took m
 e back through 200 years of writing abo
 ut success, I noticed a startling p
 atte
 rn e
 m
 e
 r
 gin
 g i
 n th
 e conten
 t o
 f th
 e literature
 . Becaus
 e o
 f o
 u
 r ow
 n pain
 , an
 d becaus
 e o
 f similar
 pa
 i
 n I ha
 d s
 e
 e
 n i
 n t
 h
 e li
 v
 e
 s an
 d re
 l
 a
 ti
 onsh
 i
 p
 s o
 f m
 a
 n
 y peop
 l
 e I had worked wit
 h throug
 h th
 e years,
 I began to feel m
 o
 re and m
 o
 re that m
 u
 ch of the su
 cces
 s li
 teratu
 re of the past 50 years wa
 s super
 f
 icial
 . I
 t wa
 s f
 ill
 e
 d w
 ith so
 cia
 l i
 m
 ag
 e co
 n
 sciousne
 ss
 , technique
 s an
 d qui
 c
 k fi
 xe
 s -
 - with
 socia
 l band
 -
 aid
 s an
 d asp
 i
 ri
 n tha
 t add
 r
 esse
 d a
 c
 ut
 e probl
 e
 m
 s a
 n
 d somet
 i
 me
 s ev
 e
 n app
 ea
 r
 e
 d t
 o solve
 t
 h
 e
 m t
 empo
 raril
 y -
 - b
 u
 t l
 e
 f
 t t
 h
 e unde
 r
 lyin
 g chroni
 c proble
 m
 s un
 to
 uche
 d t
 o f
 es
 te
 r a
 n
 d re
 s
 ur
 f
 ace
 ti
 m
 e an
 dagain.




I
 n star
 k contrast
 , a
 l
 m
 os
 t al
 l th
 e literatur
 e i
 n t
 h
 e firs
 t 15
 0 year
 s o
 r s
 o focus
 e
 d o
 n wha
 t coul
 d be




ca
 ll
 e
 d the character ethic as the f
 oun
 dation of su
 ccess -- th
 in
 gs lik
 e in
 teg
 rity, hum
 ility, f
 idelity, tem
 perance, courage, justice, patience, industry, sim
 plicity, m
 o
 des
 t
 y
 , an
 d t
 h
 e Go
 ld
 e
 n R
 u
 l
 e
 . Ben
 j
 a
 m
 i
 n F
 r
 ank
 lin
 '
 s autobiograph
 y i
 s representativ
 e o
 f that literatu
 re. It is, bas
 ica
 lly, the story of one m
 an'
 s eff
 ort to integrat
 e certai
 n principle
 s an
 d h
 abit
 sdee
 p withi
 n hi
 s n
 ature.




Th
 e cha
 racte
 r e
 th
 ic taugh
 t tha
 t the
 re a
 re basi
 c pr
 inciple
 s o
 f e
 f
 fectiv
 e living
 , an
 d tha
 t people
 ca
 n on
 l
 y experience true succes
 s an
 d endurin
 g happines
 s a
 s t
 he
 y l
 ea
 r
 n an
 d i
 n
 t
 eg
 r
 a
 t
 e t
 he
 se p
 ri
 nc
 i
 p
 l
 e
 s i
 n
 t
 o t
 he
 i
 r basic character.



But shortly after W
 orld W
 ar I th
 e b
 asic v
 iew of success sh
 ifted from the ch
 aracter ethic to w
 hat w
 e m
 i
 gh
 t cal
 l th
 e personalit
 y ethic
 . Su
 cces
 s becam
 e mor
 e a functi
 on of person
 a
 lity
 , of publi
 c image
 , o
 f attitude
 s an
 d behavi
 o
 rs
 , skill
 s an
 d techniq
 u
 es
 , tha
 t lub
 rica
 te th
 e pro
 cesses o
 f h
 u
 m
 an in
 te
 r
 action
 . Thi
 s p
 er
 so
 nalit
 y et
 h
 i
 c e
 ss
 e
 n
 tiall
 y t
 o
 o
 k tw
 o p
 at
 hs
 : on
 e w
 a
 s h
 u
 m
 a
 n a
 n
 d p
 u
 b
 lic
 rel
 ation
 s techniques
 , an
 d th
 e othe
 r w
 a
 s positiv
 e menta
 l attit
 ud
 e (PM
 A
 )
 . S
 o
 m
 e o
 f thi
 sphilosophy
 wa
 s expre
 ss
 e
 d i
 n inspirin
 g an
 d so
 m
 e
 tim
 es v
 alid m
 axi
 m
 s suc
 h as "Y
 our attitude determ
 ines your altitude," "Sm
 iling wins m
 o
 re friends than frowning," and "
 W
 hatever th
 e m
 in
 d o
 f m
 a
 n c
 a
 n conceiv
 e an
 dbeliev
 e i
 t ca
 nachieve.




Othe
 r part
 s o
 f th
 e personalit
 y approac
 h w
 ere clearly m
 anipulative, even deceptive, encouraging peopl
 e t
 o us
 e techniqu
 e
 s t
 o ge
 t othe
 r peopl
 e t
 o lik
 e th
 em
 , o
 r t
 o fak
 e interes
 t i
 n the hobbie
 s o
 f other
 s t
 o ge
 t ou
 t o
 f th
 e
 m wha
 t the
 y want
 ed
 , o
 r t
 o us
 e th
 e "powe
 r l
 ook,
 " o
 r t
 o i
 nt
 i
 m
 i
 da
 t
 e thei
 r wa
 y throug
 h li
 f
 e.




S
 o
 m
 e o
 f t
 h
 i
 s lit
 e
 r
 a
 t
 u
 r
 e ackn
 o
 w
 l
 e
 dge
 d cha
 r
 ac
 t
 e
 r a
 s a
 n i
 ng
 r
 ed
 i
 e
 n
 t o
 f success
 , bu
 t tended
 to co
 m
 par
 t
 m
 entaliz
 e i
 t rathe
 r tha
 n re
 c
 ogniz
 e i
 t a
 s foundat
 i
 ona
 l an
 d catalyt
 i
 c
 . Referenc
 e t
 o the charac
 t
 e
 r ethic beca
 m
 e mostly lip s
 ervice; the basic t
 h
 rust was quick-fix i
 n
 fluence tec
 hni
 ques
 , pow
 er strategies, co
 mm
 unicatio
 nski
 lls
 , an
 dposit
 iv
 e attitudes.




Thi
 s personalit
 y ethic
 , I b
 ega
 n t
 o realize
 , w
 as th
 e s
 ub
 con
 sciou
 s sou
 rce o
 f th
 e so
 lu
 tion
 s S
 and
 ra an
 d I wer
 e atte
 m
 ptin
 g t
 o us
 e wit
 h ou
 r son
 . A
 s I though
 t mor
 e dee
 pl
 y abou
 t th
 e difference
 betw
 een the personalit
 y an
 d characte
 r ethics
 , I re
 a
 lize
 d tha
 t Sandr
 a an
 d I h
 a
 d bee
 n gettin
 g s
 o
 cial
 m
 il
 eag
 e ou
 t o
 f ou
 r ch
 il
 d
 r
 e
 n
 '
 s g
 o
 o
 d b
 e
 hav
 i
 o
 r
 , a
 n
 d
 , i
 n ou
 r eyes
 , t
 h
 i
 s so
 n simpl
 y didn
 '
 t measur
 e up.
 Ou
 r i
 m
 ag
 e o
 f ou
 r
 s
 e
 l
 ves
 , an
 d ou
 r rol
 e a
 s good
 , car
 i
 ng parents was even deeper t
 ha
 n o
 u
 r im
 ag
 e of ou
 r s
 o
 n a
 n
 d perhap
 s inf
 l
 uenc
 ed it. There was a lot m
 o
 re wr
 apped up in the way w
 e we
 r
 e s
 e
 e
 i
 n
 g a
 n
 d h
 a
 nd
 li
 n
 g the problem than our concern for our son'
 s welfare.



As San
 d
 ra and I talked, we becam
 e painfully aware of the powerful influence of o
 ur ch
 arac
 ter an
 d m
 otive
 s an
 d o
 f ou
 r pe
 r
 ceptio
 n o
 f h
 i
 m
 . W
 e kne
 w tha
 t soc
 i
 a
 l compariso
 n m
 o
 tiv
 e
 s w
 ere ou
 t o
 f h
 arm
 on
 y w
 i
 t
 h ou
 r deepe
 r value
 s an
 d coul
 d lea
 d t
 o conditiona
 l lov
 e an
 d eventuall
 y to




ou
 r son
 '
 s le
 s
 sene
 d sens
 e o
 f self
 -wo
 rth
 . S
 o w
 e determ
 ined to focus our efforts on us -- not on our techniques
 , bu
 t o
 n ou
 r deepes
 t m
 o
 tiv
 e
 s an
 d o
 u
 r p
 e
 r
 ce
 ptio
 n o
 f h
 i
 m
 . Inst
 e
 a
 d o
 f try
 i
 n
 g t
 o c
 h
 an
 ge him
 , w
 e trie
 d t
 o stan
 d apa
 rt -
 - t
 o sep
 arate u
 s f
 ro
 m h
 i
 m -- an
 d t
 o sens
 e h
 is ide
 n
 tity
 ,indi
 v
 iduality,
 separateness
 , an
 dworth.




Through deep thought and the ex
 ercise of faith and prayer, we began to see our son in term
 s of his ow
 n uniq
 ueness
 . W
 e s
 a
 w wi
 t
 hi
 n h
 i
 m l
 a
 y
 er
 s an
 d l
 aye
 r
 s of potential that wo
 uld b
 e realized at hi
 s ow
 n pac
 e an
 d speed
 . W
 e dec
 i
 de
 d t
 o rela
 x an
 d ge
 t ou
 t o
 f hi
 s wa
 y an
 d le
 t hi
 s ow
 n personality
 e
 m
 e
 r
 g
 e
 . W
 e sa
 w ou
 r natura
 l rol
 e a
 s bein
 g to affirm
 , enjo
 y, and value him
 . W
 e also conscien
 tiou
 sly worked o
 n our m
 o
 tives and cultiv
 ated internal sources o
 f secu
 rit
 y s
 o t
 ha
 t o
 ur ow
 n feeling
 s o
 f w
 ort
 h wer
 e no
 t dependen
 to
 n ou
 r children
 '
 s "acceptable
 " behavior.




A
 s w
 e loos
 e
 ne
 d u
 p ou
 r ol
 d p
 ercept
 i
 o
 n o
 f ou
 r so
 n an
 d d
 e
 ve
 l
 ope
 d value
 -
 base
 d motives
 , new feeling
 s bega
 n t
 o e
 m
 e
 r
 ge
 . W
 e foun
 d ourse
 l
 ve
 s enjoyin
 g h
 i
 m ins
 t
 ea
 d o
 f compar
 i
 n
 g or judgin
 g him
 . W
 e stopp
 ed try
 in
 g to clon
 e h
 im in ou
 r ow
 n im
 age o
 r m
 easu
 re h
 im again
 st social expec
 tation
 s. W
 e stoppe
 d t
 ryin
 g t
 o k
 i
 nd
 l
 y
 , pos
 iti
 vel
 y mani
 pul
 at
 e h
 i
 m into an a
 cceptab
 le social m
 o
 ld. Because w
 e saw hi
 m as fun
 d
 am
 enta
 ll
 y adequat
 e an
 d abl
 e t
 o cop
 e wit
 h li
 fe
 , we
 stopped protecting him against the ridicule of others.



H
 e ha
 d bee
 n nurture
 d o
 n thi
 s protection
 , s
 o h
 e w
 e
 n
 t t
 h
 r
 ou
 g
 h so
 m
 e w
 it
 hd
 r
 a
 wa
 l pa
 i
 ns
 , w
 h
 i
 ch h
 e expresse
 d an
 d wh
 ic
 h w
 e accepted
 , bu
 t di
 d no
 t necessa
 ril
 y respon
 d to
 . "
 W
 e don
 '
 t nee
 d to protec
 t you,
 " w
 as th
 e un
 spok
 en m
 essag
 e. "You'
 re fund
 am
 en
 tally ok
 ay."




As the weeks and m
 onths passed, he began to f
 eel a quiet con
 f
 idence and affir
 m
 ed him
 self. H
 e beg
 a
 n t
 o blossom
 , a
 t hi
 s ow
 n p
 a
 c
 e an
 d spe
 e
 d
 . H
 e b
 e
 cam
 e ou
 tstand
 in
 g as m
 easu
 red b
 y standard soc
 ial criteri
 a -
 - acade
 m
 ical
 l
 y
 , soc
 i
 a
 ll
 y an
 d a
 t
 h
 l
 e
 tic
 a
 ll
 y -
 - at a r
 api
 d clip
 , fa
 r b
 eyond the so
 -ca
 lled na
 tura
 l developm
 ental process. As the years passed, he was elected to several student bod
 y leadersh
 ip positions
 , develope
 d int
 o a
 n all-stat
 e athlet
 e an
 d st
 arted b
 ring
 ing hom
 e stra
 igh
 t A re
 po
 rt card
 s. H
 e develop
 e
 d a
 n e
 ng
 a
 gin
 g an
 d guil
 el
 e
 s
 s personali
 t
 y tha
 t ha
 s enable
 d h
 i
 m t
 o rel
 at
 e i
 n non
 threatenin
 g way
 s t
 o al
 lkind
 s o
 f people.




Sand
 r
 a a
 n
 d I be
 li
 ev
 e t
 ha
 t ou
 r so
 n
 '
 s "
 soc
 i
 a
 ll
 y i
 m
 p
 r
 e
 s
 s
 i
 ve
 " a
 c
 c
 o
 m
 p
 lish
 m
 en
 t
 s w
 e
 r
 e m
 o
 r
 e a serend
 ip
 itou
 s ex
 p
 ressi
 o
 n o
 f th
 e f
 eeling
 s h
 e ha
 d abou
 t hi
 m
 sel
 f th
 a
 n m
 e
 r
 ely a re
 spon
 se t
 o social rew
 ar
 d. Thi
 s wa
 s a
 n amazin
 g experienc
 e fo
 r Sandr
 a an
 d m
 e
 , an
 d a ver
 y instruc
 ti
 ona
 l o
 n
 e i
 n dea
 li
 n
 g wit
 h ou
 r o
 t
 he
 r ch
 il
 d
 r
 e
 n a
 n
 d i
 n o
 t
 he
 r ro
 l
 e
 s a
 s well. It brought t
 o ou
 r awar
 e
 n
 es
 s o
 n a very pe
 rson
 al level th
 e vital d
 iff
 erence between the person
 a
 lity eth
 ic an
 d the char
 ac
 ter e
 thic of success. T
 he P
 salm
 ist expressed o
 ur convictio
 n well
 : "Sea
 r
 c
 h you
 r ow
 n h
 e
 ar
 t wit
 h a
 l
 l di
 lig
 enc
 e for out of it flow the issues of life."



Primar
 y an
 d Secondar
 y Greatness



 


M
 y exp
 eri
 en
 ce w
 it
 h m
 y son
 , m
 y st
 ud
 y o
 f p
 er
 ceptio
 n an
 d m
 y readin
 g o
 f th
 e succes
 s literature
 coalesced t
 o create on
 e o
 f those "
 A
 ha!" expe
 riences in li
 f
 e whe
 n suddenl
 y th
 ing
 s clic
 k int
 o place.
 Iw
 as suddenly able to s
 ee the powerful im
 pact of the person
 ality eth
 ic an
 d to clearly unders
 tand those subtl
 e, ofte
 n c
 onsc
 i
 ousl
 y unid
 e
 ntifie
 ddiscr
 e
 pa
 ncie
 s be
 t
 wee
 n wha
 t I kne
 w t
 o b
 e tru
 e -
 - some t
 h
 i
 ng
 s I ha
 d bee
 n taught m
 any years ago as a ch
 il
 d and things that were deep in m
 y own inner sen
 se o
 f valu
 e -
 - an
 d th
 e quic
 k f
 i
 x philosophie
 s tha
 t surrounde
 d m
 e ever
 y day
 . I understoo
 d at
 a deepe
 r l
 e
 ve
 l why
 , a
 s I ha
 d worke
 d throug
 h th
 e year
 s wit
 h peopl
 e f
 r
 o
 m a
 l
 l w
 alk
 s o
 f li
 f
 e
 , I had
 foun
 d tha
 t t
 h
 e thing
 s I wa
 s tea
 c
 h
 in
 g and knew to be eff
 ecti
 ve w
 ere of
 t
 en at var
 ianc
 e w
 ith thes
 e popular voices.


 


I a
 m no
 t suggest
 i
 n
 g tha
 t el
 e
 m
 ent
 s o
 f th
 e per
 sonalit
 y ethi
 c -
 - personalit
 y g
 rowt
 h, communica
 t
 io
 n skil
 l tra
 i
 ning
 , an
 d e
 ducatio
 n i
 n th
 e fiel
 d o
 f influenc
 e strat
 egies an
 d posi
 tive thinkin
 g -
 - ar
 e no
 t beneficial
 , i
 n fact som
 etim
 es e
 ssential for success. I b
 eli
 eve they are. But th
 ese are se
 co
 nd
 ary
 , no
 t p
 rim
 ary t
 rai
 ts. Perhaps
 , i
 n utilizin
 g ou
 r hu
 m
 a
 n capacit
 y t
 o buil
 d o
 n th
 e foundation of generations befor
 e us
 , w
 e hav
 e inadvertentl
 y beco
 m
 e s
 o focuse
 d o
 n ou
 r o
 w
 n buildin
 g tha
 t w
 e h
 av
 e fo
 r
 gotte
 n t
 h
 e foundatio
 n th
 a
 t hold
 s it up
 ; o
 r in reapin
 g f
 or so long w
 here w
 e have no
 t sown, perhaps we have forgotten the need to sow.



I
 f I tr
 y t
 o u
 s
 e hum
 a
 n inf
 l
 uenc
 e strat
 e
 gie
 s an
 d t
 ac
 t
 ic
 s o
 f ho
 w t
 o ge
 t oth
 e
 r p
 eopl
 e t
 o d
 o wha
 t I want
 , t
 o wor
 k better
 , t
 o b
 e m
 o
 r
 e m
 o
 tivated
 , t
 o lik
 e m
 e an
 d eac
 h othe
 r -
 - wh
 il
 e m
 y charac
 te
 r i
 s fund
 a
 m
 en
 tally f
 la
 w
 ed
 , m
 a
 r
 k
 e
 d b
 y duplicit
 y an
 d insinc
 erit
 y -
 - then
 , in th
 e lon
 g run
 , I cannot
 be succe
 s
 sf
 ul. My duplicit
 y wil
 l b
 r
 ee
 d distrust
 , an
 d everythin
 g I d
 o -
 - eve
 n usin
 g so-called goo
 d hum
 a
 n relati
 on
 s techn
 iqu
 es -
 - will be per
 ceived as manipula
 tive. I
 t sim
 ply m
 akes no difference h
 ow good the rhetoric is or even how good th
 e in
 tention
 s are; if there is little or no trust, there is no foundat
 ion for per
 m
 anent succe
 ss
 . Only basic goodness gives life to technique.



To fo
 cus on technique is like cram
 m
 i
 ng your wa
 y through sch
 ool. You s
 o
 m
 etim
 es get by, perhaps even get good grades, but if you don'
 t pa
 y the price day in and day out, you never achieve true m
 astery of the subjects you study or develop an educated m
 ind.



Did you eve
 r consider how ridiculous it would be t
 o tr
 y t
 o cr
 a
 m o
 n a f
 a
 r
 m -
 - t
 o f
 o
 r
 g
 e
 t t
 o p
 l
 ant
 in t
 h
 e spring, play all summer and then cram in th
 e fal
 l t
 o br
 i
 n
 g i
 n t
 h
 e ha
 r
 ves
 t
 ? T
 h
 e f
 a
 r
 m i
 s a natura
 l syste
 m
 .



The price must be pa
 id and the process followed. You always reap what you sow; there is no shortcu
 t. This princ
 ip
 le is a
 lso tru
 e, ultim
 ately
 , in hum
 a
 n behavior, in h
 u
 ma
 n relationships.
 Th
 ey
 , too
 , are n
 atur
 al sy
 stem
 s b
 as
 ed o
 n th
 e Th
 e L
 aw o
 f th
 e H
 arve
 st. In th
 e sho
 rt run
 , i
 n an
 arti
 f
 i
 cial so
 cial system such a
 s sch
 ool
 , y
 o
 u m
 a
 y b
 e abl
 e t
 o ge
 t b
 y i
 f yo
 u l
 e
 ar
 n ho
 w to m
 a
 n
 ipu
 lat
 e t
 h
 e m
 an
 -
 m
 a
 d
 e r
 u
 l
 es
 , t
 o "
 p
 l
 a
 y t
 h
 e g
 a
 m
 e.
 " I
 n m
 os
 t one
 -
 sho
 t o
 r sho
 rt-li
 ve
 d h
 u
 m
 a
 n i
 n
 t
 e
 r
 actions, you can use the personalit
 y ethic to get by an
 d t
 o ma
 k
 e favor
 a
 b
 l
 e i
 m
 pr
 e
 ssion
 s throug
 h cha
 r
 m a
 n
 d ski
 l
 l an
 d pretend
 i
 n
 g t
 o b
 e int
 e
 reste
 d i
 n oth
 er peopl
 e
 '
 s hobbies
 . Yo
 u ca
 n pic
 k u
 pqui
 c
 k
 , ea
 s
 ytechniqu
 e
 s tha
 t m
 a
 y wor
 k i
 n short-ter
 m situations
 . Bu
 t secondar
 y trait
 s alon
 e hav
 e n
 o pe
 rm
 an
 en
 t wo
 rt
 h i
 n longter
 m relationships
 . Eve
 n
 tually
 , i
 f the
 r
 e i
 s
 n
 '
 t dee
 p i
 n
 t
 eg
 rit
 y a
 n
 d f
 u
 nd
 a
 m
 e
 n
 t
 a
 l cha
 r
 a
 ct
 e
 r s
 tr
 eng
 t
 h
 , th
 e challenge
 s o
 f lif
 e w
 ill cause true m
 o
 tives to su
 rface an
 d hum
 an relation
 shi
 p failu
 re will replace short-term success.



Man
 y peop
 l
 e wit
 h secondar
 y greatnes
 s -
 - tha
 t is
 , s
 o
 cia
 l recognitio
 n f
 o
 r thei
 r talent
 s -
 - lack
 pr
 i
 m
 ar
 y gr
 e
 atnes
 s o
 r goodnes
 s i
 n thei
 r ch
 aracter
 . Soone
 r o
 r la
 ter, y
 ou
 '
 ll see thi
 s in eve
 ry long-term relationsh
 ip t
 he
 y hav
 e
 , w
 h
 e
 t
 he
 r i
 t i
 s w
 it
 h a bus
 i
 nes
 s assoc
 i
 a
 t
 e
 , a spouse, a friend, or a teenage ch
 ild going through an id
 entity crisis
 . It is character that comm
 unic
 ate
 s m
 o
 st eloqu
 ent
 ly
 . A
 s E
 m
 erso
 n on
 ce pu
 t it, "W
 h
 at yo
 u a
 r
 e shout
 s s
 o loudl
 y i
 n m
 y ea
 r
 s tha
 t I canno
 t hear
 wha
 t yo
 usay."




There are, of course, situa
 tions where people have ch
 aracter stre
 ngt
 h bu
 t t
 he
 y l
 ac
 k communica
 t
 io
 n skills
 , a
 n
 d tha
 t un
 d
 oubted
 l
 y affect
 s th
 e qu
 a
 lit
 y o
 f relati
 onships a
 s w
 ell. B
 ut the eff
 ects are still se
 c
 ondary.




I
 n th
 e las
 t analysis
 , wha
 t w
 e ar
 e communicate
 s fa
 r mor
 e el
 o
 q
 uen
 tly tha
 n anythin
 g w
 e say
 o
 r do
 . W
 e al
 l kno
 w it
 . Th
 er
 e ar
 e peopl
 e w
 e trus
 t abso
 lu
 t
 ely b
 ecause we kno
 w thei
 r char
 acter
 . Whether they'
 re eloquent or not, whether t
 he
 y h
 a
 ve t
 h
 e h
 um
 an r
 e
 l
 a
 ti
 on
 s t
 echn
 i
 q
 u
 e
 s or no
 t
 , w
 e tr
 us
 t t
 h
 e
 m
 , a
 n
 d we work successf
 ully with them
 .



I
 n th
 e word
 s o
 f W
 illia
 m Georg
 e Jordan
 , "Int
 o t
 h
 e hand
 s o
 f ever
 y individua
 l i
 s give
 n a marve
 l
 ou
 s powe
 r fo
 r goo
 d o
 r evi
 l -
 - th
 e silen
 t un
 c
 onsc
 i
 ous
 , un
 seen inf
 lu
 en
 ce o
 f hi
 s li
 fe
 . Th
 i
 s is sim
 p
 ly the cons
 t
 an
 t r
 ad
 i
 a
 ti
 o
 n o
 f wha
 t m
 a
 n r
 ea
 ll
 y is, not what he pretends to be."



The Pow
 er of a Paradigm



Th
 e Seve
 n Habit
 s o
 f Highl
 y Effectiv
 e Peopl
 e e
 mbod
 y man
 y o
 f th
 e fund
 a
 m
 enta
 l pr
 in
 ciple
 s of h
 u
 m
 a
 n effectivene
 s
 s. These habits are b
 as
 ic; they are pri
 m
 a
 r
 y
 . T
 he
 y r
 e
 pr
 esen
 t t
 h
 e internalizatio
 n o
 f correc
 t principle
 s upo
 nwhi
 ch endurin
 g h
 app
 in
 ess an
 d su
 ccess are based.



Bu
 t be
 f
 o
 r
 e w
 e ca
 n reall
 y unde
 rstan
 d thes
 e Seve
 n Habit
 s TM
 , w
 e nee
 d t
 o underst
 an
 d our
 o
 w
 n "paradigm
 s" an
 d ho
 w t
 o m
 a
 k
 e a "
 A Paradig
 m Shif
 t TM."




Both the Th
 e Character Ethic The P
 erso
 nality E
 t
 hic are exam
 ples of social paradigm
 s. The word parad
 i
 gm com
 es from the Greek. It was orig
 ina
 lly a sc
 ientif
 ic term
 , and is m
 ore commonl
 y use
 d toda
 y t
 o m
 e
 a
 n a m
 o
 de
 l
 , t
 heo
 r
 y
 , pe
 r
 ception
 , assumption
 , o
 r f
 ra
 m
 e o
 f ref
 eren
 ce. In the m
 ore general sens
 e, it'
 s the wa
 y we "see" th
 e worl
 d -
 - no
 t i
 n ter
 m
 s of our visual sense o
 f sigh
 t, bu
 t in term
 s o
 f p
 er
 ceiving, understanding
 , an
 dinterpreting.



 


For our purposes, a sim
 pl
 e way to understand paradi
 gm
 s is to s
 ee them as m
 aps. W
 e all kn
 ow th
 at "th
 e m
 a
 p i
 s no
 t t
 h
 e t
 erritory.
 " A ma
 p i
 s s
 i
 mp
 l
 y a
 n explan
 a
 tio
 n o
 f certa
 i
 n aspect
 s o
 f th
 e t
 erritory. Tha
 t
 '
 s exactly what a paradigm is. It is a theory, an explanation, or m
 odel of som
 ething else.



Suppose yo
 u wanted to ar
 rive a
 t a specif
 ic locat
 i
 o
 n i
 n centra
 l Chicago
 . A stree
 t ma
 p of
 th
 e c
 ity woul
 d b
 e a grea
 t hel
 p t
 o yo
 u i
 n reachin
 g you
 r destin
 a
 tion
 . Bu
 t suppo
 s
 e yo
 u wer
 e giv
 e
 n th
 e wron
 g map
 . Throug
 h a pr
 int
 i
 n
 g erro
 r, t
 h
 e m
 a
 p label
 e
 d "Chicago
 " wa
 s actual
 l
 y a m
 a
 p o
 f D
 e
 tr
 o
 it
 . C
 a
 n yo
 u i
 m
 agine the frustration, the ine
 ffectiven
 e
 s
 s o
 f tr
 y
 i
 n
 g t
 o r
 e
 ac
 h y
 o
 u
 r d
 e
 s
 ti
 n
 ati
 on
 ?



Y
 ou m
 ight wo
 rk on yo
 ur behav
 ior -- you could try h
 arde
 r, be m
 ore di
 li
 gent, double your sp
 eed
 . Bu
 tyou
 r effort
 s woul
 donl
 y succee
 d i
 ngett
 in
 g yo
 u t
 o th
 ewron
 g p
 l
 ac
 efaster.



 


You m
 ight work on you
 r attitude -- you could th
 ink m
 ore positiv
 ely. You still wouldn'
 t get t
 o th
 e r
 i
 gh
 t p
 l
 ac
 e, bu
 t p
 erhap
 s y
 o
 u wou
 l
 d
 n
 '
 t care
 . You
 r attitud
 e woul
 d b
 e s
 o positive
 , you'd
 b
 e happ
 y wh
 erever yo
 u w
 ere.



The point is
 , you'
 d still be lost. T
 he fun
 da
 m
 e
 ntal p
 r
 ob
 l
 em ha
 s no
 t
 h
 in
 g t
 o d
 o w
 it
 h your




behavio
 r o
 r you
 r attitude
 . I
 t ha
 s everythin
 g t
 o d
 o wit
 hhavin
 g a w
 r
 on
 g m
 ap.



 


I
 f yo
 u h
 a
 v
 e th
 e r
 igh
 t ma
 p o
 f Ch
 i
 c
 a
 go
 , the
 n di
 li
 genc
 e become
 s i
 mport
 a
 nt
 , an
 d wh
 e
 n you encount
 er f
 r
 ustratin
 g obstacle
 s alo
 n
 g th
 e way
 , the
 n attitud
 e ca
 n m
 ak
 e a rea
 l dif
 f
 erence
 . Bu
 t the
 f
 ir
 s
 t an
 d m
 o
 st im
 portant requirem
 ent is the accuracy of the m
 ap.



Eac
 h o
 f u
 s ha
 s m
 a
 ny
 , m
 a
 n
 y map
 s i
 n ou
 r head
 , wh
 i
 c
 h ca
 n b
 e d
 i
 vide
 d in
 t
 o t
 w
 o mai
 n ca
 t
 egories:
 m
 a
 ps of the w
 ay thing
 s are, or real
 itie
 s, and m
 aps of th
 e w
 ay things shoul
 d be
 , o
 r values.
 We interpret everything we experience throug
 h thes
 e m
 en
 t
 a
 l m
 ap
 s
 . W
 e seldo
 m question
 their accuracy; we'
 re usually ev
 en u
 n
 awar
 e th
 at w
 e hav
 e th
 em. W
 e sim
 p
 l
 y assum
 e tha
 t the
 w
 ay w
 e see th
 ing
 s is th
 e w
 ay the
 y reall
 yar
 e o
 r th
 e wa
 y the
 yshoul
 d be.




An
 d ou
 r att
 i
 tude
 s an
 d b
 e
 havior
 s gro
 w ou
 t o
 f thos
 e assump
 ti
 ons
 . Th
 e wa
 y we se
 e thin
 gs
 is the source of th
 e way we think and the way we act.



B
 e
 for
 e go
 i
 n
 g an
 y further
 , I invit
 e yo
 u t
 o hav
 e a
 n in
 t
 ellectua
 l an
 d e
 m
 otion
 al e
 xperience
 . Take
 a fe
 w second
 s an
 djus
 t loo
 k a
 t th
 e pict
 u
 re o
 n th
 e followin
 g page




Now look at the picture belo
 w and carefully describe what you see


 


D
 o yo
 u s
 ee a wom
 an
 ? Ho
 w o
 ld woul
 d yo
 u say she is
 ? W
 h
 a
 t doe
 s sh
 e loo
 k like
 ? W
 ha
 t i
 s she wear
 i
 ng
 ? In what kind of roles do you see her?



Yo
 u probabl
 y woul
 d describ
 e th
 e w
 o
 m
 an i
 n t
 h
 e secon
 d pictur
 e t
 o be about 25 year
 s ol
 d
 -
 - ver
 y lovely
 , rathe
 r fashionabl
 e with a petite nose and demure prese
 nce
 . I
 f yo
 u we
 r
 e a sing
 le m
 an yo
 u m
 igh
 t lik
 e t
 o tak
 e he
 r out
 . I
 f yo
 u we
 r
 e i
 n retailing
 , yo
 u m
 i
 gh
 t hi
 r
 e he
 r a
 s a fashio
 n m
 odel.




Bu
 t wha
 t i
 f I wer
 e t
 o tel
 l yo
 u tha
 t you
 '
 r
 e w
 r
 ong
 ? W
 h
 a
 t i
 f I sai
 d thi
 s pictur
 e i
 s o
 f a woma
 n in he
 r 60
 s or 70s who look
 s sad, has a huge nose
 , a
 n
 d ce
 rt
 a
 i
 n
 l
 y i
 s n
 o m
 ode
 l
 . She'
 s so
 meone you probably would help cross the street.



Wh
 o
 '
 s right
 ? Loo
 k at th
 e pi
 ct
 u
 re ag
 ain
 . C
 an yo
 u see th
 e o
 l
 d wo
 m
 a
 n
 ? I
 f yo
 u can
 '
 t
 , keep
 t
 rying
 . Ca
 n yo
 u se
 ehe
 r bi
 g hoo
 knose
 ? He
 r shawl?




I
 f yo
 u an
 d I wer
 e talkin
 g fac
 e t
 o f
 ace
 , w
 e cou
 l
 d discuss the pi
 cture. You could de
 scribe wh
 a
 t yo
 u se
 e t
 o m
 e
 , an
 d I cou
 ld tal
 k t
 o yo
 u abou
 t w
 h
 a
 t I see. We cou
 ld con
 tinu
 e to
 communicate until you clearly showed m
 e what you see in the pictu
 r
 e an
 d I c
 l
 ea
 rl
 y sh
 o
 w
 e
 d yo
 u wha
 t I see.




B
 ecaus
 e w
 e can
 '
 t d
 o t
 h
 at
 , t
 u
 r
 n t
 o p
 a
 g
 e 4
 5 a
 n
 d s
 tud
 y the p
 ictu
 re the
 re and th
 en loo
 k a
 t this
 picture again. Can you see th
 e old wom
 an now? It'
 s im
 portant that you see her before you continue reading.



I firs
 t e
 n
 countere
 d thi
 s exercis
 e m
 an
 y year
 s ag
 o a
 t th
 e Harvar
 d Bus
 ines
 s School
 . The
 instru
 ctor w
 as usin
 g i
 t t
 o d
 e
 monstr
 a
 t
 e clearl
 y an
 d eloquent
 l
 y tha
 t t
 w
 o p
 e
 opl
 e ca
 n se
 e th
 e s
 a
 me
 thing
 , di
 sagree
 , an
 d ye
 t bot
 h b
 e right
 . It
 '
 s n
 ot logical
 ;it'
 s psychol
 ogical.



 


H
 e brough
 t i
 nt
 o th
 e roo
 m a sta
 c
 k o
 f larg
 e cards
 , hal
 f o
 f wh
 i
 c
 h ha
 d th
 e i
 m
 ag
 e o
 f th
 e you
 ng wo
 m
 a
 n yo
 u sa
 w o
 npag
 e 25
 , an
 dth
 e oth
 er hal
 f o
 fwhic
 h ha
 d th
 eol
 d wo
 m
 a
 n o
 npag
 e 45.




He passed them out to the class, the picture of th
 e youn
 g w
 o
 m
 a
 n t
 o on
 e sid
 e o
 f th
 e ro
 om an
 dt
 h
 e picture of the old wom
 an to the other. He asked us to loo
 k a
 t th
 e cards
 , concentrat
 e on
 the
 m fo
 r abou
 t 1
 0 seco
 nd
 s an
 d t
 h
 e
 n p
 as
 s t
 h
 e
 m b
 ac
 k i
 n
 . H
 e t
 h
 e
 n projecte
 d upo
 n th
 e screen
 the picture you sa
 w on page 26 combining bo
 th i
 m
 ages and aske
 d th
 e clas
 s t
 o de
 scri
 be wha
 t they saw. Al
 m
 o
 st every person i
 n t
 h
 at c
 l
 as
 s w
 h
 o ha
 d f
 ir
 s
 t see
 n t
 h
 e yo
 u
 n
 g w
 o
 m
 a
 n
 '
 s i
 m
 ag
 e on a card saw t
 h
 e y
 o
 un
 g wo
 m
 a
 n i
 n t
 h
 e picture. And alm
 ost e
 ver
 y pers
 on i
 n tha
 t clas
 s w
 ho had firs
 t see
 n th
 e ol
 d wo
 m
 an
 '
 s im
 ag
 e o
 n a card sa
 w a
 n ol
 d wo
 m
 a
 n i
 n th
 epicture.



 


Th
 e prof
 e
 sso
 r the
 n aske
 d on
 e stud
 e
 n
 t t
 o explai
 n w
 h
 a
 t h
 e sa
 w t
 o a studen
 t o
 n th
 e op
 posit
 e side o
 f t
 h
 e roo
 m
 . A
 s t
 he
 y t
 a
 l
 ke
 d bac
 k an
 d f
 or
 th, comm
 unication problem
 s flared up.



"W
 hat do you m
 ean, '
 o
 ld lady'
 ? She co
 u
 l
 dn
 '
 t b
 e m
 o
 r
 e t
 h
 a
 n 2
 0 o
 r 2
 2 ye
 ar
 s o
 l
 d
 ! "Oh, com
 e on. You have to be joking. She'
 s 70 -- could be pushing 80!"



"W
 hat
 '
 s the m
 atter with you? Are you blind? Th
 is lady is young, good looking. I'
 d like to tak
 e he
 r out
 . She
 '
 s lovely."




"Lovely
 ? She
 '
 s a
 n ol
 dhag.



 


Th
 e a
 rgum
 e
 nts wen
 t bac
 k an
 d fo
 rt
 h
 , eac
 h perso
 n sur
 e o
 f
 , a
 n
 d ad
 a
 m
 a
 n
 t i
 n
 , h
 i
 s o
 r h
 er p
 o
 s
 iti
 on
 . A
 l
 l of this o
 ccurred in sp
 ite of one exceedingly import
 ant ad
 vantage the students h
 a
 d -
 - mos
 t of the
 m kn
 e
 w earl
 y i
 n th
 e de
 m
 onstratio
 n tha
 t anoth
 e
 r po
 i
 n
 t of vi
 e
 w did, in fact, exist -- so
 m
 ething m
 any of us would never adm
 it. Ne
 vert
 heless
 , at fi
 rst
 , onl
 y a few st
 ud
 e
 nt
 s reall
 y trie
 d t
 o see
 thi
 s pictur
 e fro
 m anoth
 er f
 ram
 e o
 f ref
 eren
 ce.



A
 f
 te
 r a perio
 d o
 f futil
 e commun
 i
 cation
 , on
 e studen
 t wen
 t u
 p t
 o t
 h
 e scree
 n an
 d pointe
 d t
 o a line
 o
 n the drawing. "There is the young wom
 an'
 s ne
 cklace.
 " Th
 e othe
 r on
 e sa
 i
 d, "No, that is th
 e old wom
 an'
 s mouth." Gradually, they began to calm
 ly discuss speci
 fic points of difference
 , and f
 in
 ally on
 e s
 tud
 en
 t, an
 d the
 n a
 nother
 , experien
 ce
 d sudde
 n recog
 n
 ition wh
 en the im
 ages of bo
 th cam
 e into focus. Throu
 gh continued calm
 , resp
 ectful, and s
 p
 ecific com
 m
 unication, each o
 f us i
 n t
 h
 e ro
 o
 m wa
 s f
 i
 n
 all
 y ab
 l
 e t
 o se
 e
 t
 h
 e o
 t
 he
 r p
 o
 in
 t o
 f v
 i
 ew. B
 u
 t w
 he
 n we looked away and then back, m
 o
 st of us would imm
 ediately see t
 h
 e i
 m
 ag
 e w
 e ha
 d bee
 n conditione
 d t
 o s
 ee in the 10-second period of tim
 e.



I frequ
 e
 ntl
 y us
 e thi
 s perceptio
 n d
 e
 monstratio
 n i
 n w
 orkin
 g wit
 h peop
 l
 e an
 d organizat
 ions becaus
 e it y
 i
 eld
 s s
 o man
 y dee
 p ins
 i
 ght
 s int
 o bo
 t
 h persona
 l an
 d in
 terp
 e
 rso
 n
 al eff
 e
 ctiv
 en
 ess. It show
 s, f
 irst of all, ho
 w powerfull
 y c
 ondition
 i
 n
 g affect
 s ou
 r perceptions
 , o
 ur parad
 igm
 s. If 10 second
 s can h
 av
 e th
 at kin
 d o
 f i
 m
 pac
 t o
 n th
 e w
 a
 y w
 e se
 e things
 , wh
 a
 t abou
 t th
 e conditionin
 g o
 f a li
 f
 e
 t
 i
 m
 e
 ? Th
 e in
 f
 l
 ue
 n
 ce
 s i
 n o
 u
 r live
 s -
 - fam
 ily, school, church, work env
 ir
 o
 n
 m
 e
 nt
 , f
 ri
 e
 nds, associates
 , an
 d curren
 t socia
 l paradigm
 s suc
 h as th
 e person
 ality eth
 ic -- all hav
 e m
 ad
 e thei
 r silent
 unconscious im
 pact on us and help shape our fram
 e of reference, our paradigm
 s, our m
 aps.



It also sh
 ows that these paradigm
 s are the sour
 ce of our attitu
 des and behaviors. W
 e cannot act wit
 h int
 e
 g
 rit
 y outsid
 e o
 f th
 e
 m
 . W
 e s
 i
 mp
 l
 y c
 a
 nno
 t m
 aintain w
 hol
 ene
 ss if w
 e t
 a
 l
 k a
 n
 d w
 al
 k differently t
 ha
 n w
 e see
 . I
 f y
 o
 u w
 e
 r
 e a
 m
 on
 g th
 e 9
 0 percen
 t wh
 o typical
 l
 y se
 e th
 e youn
 g w
 om
 a
 n i
 n th
 e composit
 e pictur
 e whe
 n cond
 i
 tione
 d t
 o d
 o so
 , yo
 u undoubted
 l
 y fo
 un
 d i
 t diff
 ic
 u
 lt t
 o t
 h
 i
 nk
 in t
 e
 rm
 s o
 f hav
 i
 n
 g t
 o hel
 p her cros
 s the st
 reet. Both your attitude abou
 t he
 r an
 d you
 r behavior towa
 rd he
 r ha
 d t
 o b
 e congruen
 t wit
 hth
 e w
 a
 y yo
 usa
 w her.




This brings into focus one o
 f th
 e b
 asi
 c fla
 ws o
 f th
 e personalit
 y ethic
 . T
 o tr
 y t
 o change
 ou
 t
 w
 a
 rd attitudes and behaviors does very little g
 oo
 d i
 n t
 h
 e lon
 g ru
 n i
 f w
 e fai
 l t
 o e
 x
 a
 m
 in
 e t
 h
 e b
 asic p
 arad
 ig
 m
 s f
 r
 o
 m whic
 h thos
 eattitude
 s an
 d behavior
 s f
 l
 ow.




This perception dem
 onstration also shows ho
 w powerfully o
 ur paradigms affect t
 h
 e way we in
 ter
 act wit
 h othe
 r people
 . A
 s clearl
 y an
 d objectivel
 y a
 s w
 e thin
 k w
 e se
 e things
 , w
 e begi
 n to rea
 liz
 e tha
 t other
 s se
 e the
 m d
 i
 fferent
 l
 y fro
 m thei
 r ow
 n a
 pparentl
 y equall
 y c
 l
 ea
 r an
 d obj
 e
 c
 tiv
 e point
 o
 f v
 i
 ew
 . "
 W
 her
 e w
 e stand depends on where we sit."



Each of us tends to thin
 k we see th
 ings as they are, th
 at we ar
 e objective
 . Bu
 t thi
 s i
 s not
 the case. W
 e see th
 e world, not as it is
 , but as we ar
 e -
 - or, a
 s w
 e ar
 e condit
 i
 one
 d t
 o se
 e i
 t
 . W
 h
 en w
 e o
 p
 e
 n ou
 r m
 ouths to describe what we see, we in effect desc
 ribe oursel
 v
 es, our perceptions
 , our paradigm
 s. When other people disagree with us, we imm
 ediatel
 y t
 h
 i
 n
 k so
 m
 et
 h
 i
 n
 g i
 s wro
 n
 g with th
 em
 . But, as th
 e d
 e
 m
 ons
 tr
 a
 t
 io
 n sh
 o
 ws
 , s
 i
 ncere
 , clearheade
 d peop
 l
 e se
 e thing
 s d
 if
 f
 erently,




eac
 h look
 in
 g throu
 g
 h th
 e un
 iqu
 e len
 s o
 f exp
 erien
 ce.


 


This does n
 ot m
 ea
 n that there ar
 e n
 o f
 a
 cts
 . I
 n th
 e de
 m
 o
 nstration
 , tw
 o individual
 s who
 init
 ial
 ly hav
 e bee
 n in
 f
 luence
 d b
 y differen
 t condi
 ti
 onin
 g pic
 tu
 res loo
 k a
 t th
 e th
 ird p
 ic
 tu
 re tog
 ethe
 r. They are n
 o
 w both loo
 k
 ing at the sam
 e iden
 tical facts -- black line
 s an
 d w
 h
 i
 t
 e space
 s -
 - and
 they would both ackno
 wledge thes
 e as facts. But each p
 erson'
 s interp
 retation of these facts repr
 esen
 ts prior experiences, an
 d t
 h
 e f
 a
 c
 t
 s hav
 e n
 o meanin
 g whats
 o
 eve
 r apar
 t fro
 m t
 h
 e interpr
 etation.




Th
 e m
 or
 e awar
 e w
 e ar
 e o
 f ou
 r basi
 c paradig
 m
 s
 , m
 a
 ps
 , o
 r assu
 m
 ptions
 , an
 d th
 e exten
 t to w
 hich w
 e ha
 ve been inf
 luenced by our exper
 ie
 nce, the m
 or
 e w
 e ca
 n ta
 k
 e res
 p
 on
 s
 ib
 ility fo
 r those paradi
 g
 m
 s, examin
 e them
 , tes
 t the
 m a
 g
 ains
 t reality
 , liste
 n t
 o others and b
 e ope
 n t
 o t
 h
 ei
 r perceptions, thereby getting a larger picture and a far m
 o
 re objective view.


 


The Pow
 er of a Paradigm Shift


 


Perhap
 s th
 e mos
 t i
 m
 por
 t
 an
 t insigh
 t t
 o b
 e gaine
 d f
 r
 o
 m th
 e perceptio
 n d
 e
 monstratio
 n i
 s i
 n t
 h
 e are
 a o
 f paradig
 m shi
 f
 ting
 , w
 h
 a
 t w
 e m
 igh
 t cal
 l th
 e "Aha!
 " exp
 er
 i
 enc
 e whe
 n so
 m
 e
 on
 e f
 i
 n
 a
 ll
 y "sees" th
 e composit
 e pictur
 e i
 n a
 nothe
 r way
 . Th
 e m
 o
 r
 e boun
 d a perso
 n i
 s b
 y th
 e initia
 l perc
 e
 p
 tion
 , the
 m
 o
 r
 e p
 owe
 r
 f
 u
 l t
 h
 e "Aha!
 " experienc
 e is
 . It
 '
 s a
 s thoug
 h a li
 gh
 t w
 e
 r
 e su
 d
 d
 e
 n
 l
 y t
 u
 r
 n
 e
 d o
 n i
 ns
 id
 e
 .



Th
 e te
 r
 m P
 a
 radig
 m Shif
 t wa
 s i
 ntroduce
 d b
 y Tho
 m
 a
 s Kuh
 n i
 n hi
 s highl
 y i
 nf
 l
 uentia
 l l
 a
 ndma
 r
 k book
 , Th
 e S
 truct
 u
 re o
 f S
 cien
 tif
 ic R
 evo
 lu
 tion
 s. Kuh
 n show
 s ho
 w al
 m
 o
 s
 t ever
 y signi
 f
 icant
 breakthroug
 h i
 n th
 e fie
 l
 d o
 f scient
 i
 f
 i
 c end
 eavo
 r i
 s firs
 t a b
 r
 e
 a
 k wit
 h tr
 a
 dition
 , wit
 h o
 l
 d w
 a
 y
 s of
 t
 h
 inking, with old paradigm
 s. Fo
 r P
 t
 o
 l
 em
 y
 , t
 h
 e g
 r
 ea
 t Eg
 y
 p
 ti
 a
 n as
 tr
 o
 n
 o
 m
 e
 r
 , th
 e eart
 h w
 a
 s the
 center of the universe. But C
 opernicus created a Paradigm Shift, and a great deal of resistance and persecution as well, by placing the sun at the center. Suddenly, everythi
 n
 g t
 o
 ok o
 n adifferen
 t interpretation.




Th
 e New
 t
 onia
 n m
 ode
 l o
 f physic
 s wa
 s a clock
 wo
 rk pa
 radi
 g
 m a
 nd is stil
 l th
 e bas
 is of mo
 d
 ern engineering
 . Bu
 t i
 t wa
 s partial
 , incomplete
 . T
 h
 e scientific
 world
 was
 revolutionized by the Einsteinium paradigm
 , the relativity paradigm
 , w
 hi
 c
 h ha
 d muc
 h higher
 predictive and explanatory value.



Until th
 e germ theory was deve
 l
 ope
 d
 , a h
 i
 g
 h p
 erc
 e
 n
 ta
 g
 e o
 f wom
 en and ch
 ildren died during childbirth
 , an
 d on
 e c
 oul
 d und
 e
 rstan
 d why
 . I
 n m
 ilita
 ry skirm
 ishes, more m
 en were dy
 ing f
 ro
 m s
 m
 all wound
 s an
 d disease
 s th
 a
 n fro
 m th
 e m
 a
 jo
 r trauma
 s o
 n th
 e fron
 t lines
 . Bu
 t a
 s soo
 n as th
 e ge
 r
 m th
 e
 or
 y wa
 s developed
 , a whol
 e n
 e
 w p
 a
 r
 a
 digm
 , a bett
 e
 r
 , i
 m
 p
 r
 ove
 d wa
 y o
 f und
 e
 r
 stand
 i
 ng
 wha
 t wa
 s happen
 i
 n
 g m
 ade dram
 atic, significant m
 edical im
 provem
 ent possible.



Th
 e Unite
 d State
 s toda
 y i
 s th
 e f
 r
 ui
 t o
 f a Para
 dig
 m Shi
 f
 t
 . Th
 e traditiona
 l concep
 t of
 governm
 e
 n
 t fo
 r cen
 t
 urie
 s ha
 d be
 e
 n a m
 o
 narchy
 , th
 e divin
 e r
 i
 gh
 t o
 f kings. T
 hen a diff
 erent p
 arad
 ig
 m was d
 ev
 elop
 e
 d -- governmen
 t o
 f t
 h
 e people
 , b
 y t
 h
 e peop
 l
 e
 , a
 n
 d fo
 r th
 e people
 . And
 a constitutiona
 l d
 e
 mocrac
 y wa
 s born
 , unleashin
 g tr
 emendou
 s huma
 n ene
 rg
 y and
 ingenuity
 , an
 d c
 r
 ea
 t
 i
 n
 g a s
 t
 an
 d
 a
 r
 d o
 f li
 v
 in
 g
 , o
 f free
 d
 om an
 d liberty, of influence and hope un
 equaled i
 n the history of the world.



Not all Paradigm Shif
 ts are in positive
 directions
 . As we
 have
 observed
 , the
 shift
 f
 rom the character ethic to th
 e p
 ers
 onality eth
 ic has d
 rawn us aw
 ay f
 ro
 m the very roots that nourish true success and happiness.



Bu
 t whethe
 r the
 y shi
 f
 t u
 s i
 n positiv
 e o
 r neg
 ati
 v
 e directions
 , whethe
 r the
 y ar
 e instantaneous o
 r developmental, Paradigm Shifts move us from one wa
 y o
 f seein
 g th
 e worl
 d t
 o another
 . And
 t
 hos
 e shifts create powerful change. Our parad
 igm
 s, correct or incorrect, are the so
 urces of our attitudes and behav
 i
 o
 r
 s
 , an
 d u
 lti
 m
 a
 t
 e
 l
 y ou
 r r
 e
 l
 a
 ti
 onsh
 i
 p
 s w
 it
 h o
 t
 he
 r
 s.



I rem
 e
 m
 ber a m
 ini-Paradigm Shi
 f
 t I experien
 ced one Sunday m
 orning on a subway in New York. People wer
 e sitting quietly -
 - so
 m
 e read
 ing newspapers, som
 e l
 o
 s
 t i
 n tho
 u
 gh
 t
 , som
 e re
 sting with their eyes closed
 . It was a calm
 , peaceful scene.



The
 n suddenly
 , a ma
 n an
 d hi
 s childr
 en entere
 d th
 e subw
 ay ca
 r. Th
 e ch
 ild
 ren w
 er
 e s
 o lou
 d an
 d ra
 m
 bunctiou
 s tha
 t in
 st
 antl
 y th
 e who
 le clim
 ate ch
 ang
 ed
 .



The m
 a
 n sat down next to m
 e and c
 losed his e
 y
 e
 s
 , appa
 r
 e
 ntl
 y obli
 v
 iou
 s t
 o th
 e situation.
 Th
 e childre
 n w
 er
 e yellin
 g bac
 k an
 d forth
 , thr
 o
 win
 g t
 h
 ings
 , e
 ve
 n grabbi
 ng people
 's papers
 . It w
 as v
 ery disturbing
 . An
 dyet
 , th
 e m
 a
 nsittin
 g ne
 x
 t t
 o m
 e di
 d nothing.




I
 t wa
 s di
 ff
 i
 cul
 t no
 t t
 o f
 e
 e
 l ir
 ritat
 e
 d
 . I c
 oul
 d no
 t be
 liev
 e tha
 t h
 e coul
 d b
 e s
 o insen
 s
 it
 iv
 e to
 le
 t hi
 s child
 r
 e
 n ru
 n wi
 l
 d lik
 e tha
 t an
 d d
 o n
 o
 thin
 g a
 bou
 t it
 , takin
 g n
 o responsi
 bilit
 y a
 t all
 . I
 t w
 a
 s eas
 y t
 o see t
 ha
 t every
 o
 n
 e els
 e o
 n th
 e subwa
 y f
 el
 t irrit
 ated
 , too
 . S
 o final
 l
 y
 , w
 it
 h wh
 a
 t I fel
 t wa
 s unusual pa
 tience and restraint, I turned to him a
 nd said, "Sir, your childre
 n ar
 e reall
 y disturbing
 a lot of people. I wonder if you couldn'
 t control them a little m
 o
 re?
 "



The m
 an lif
 ted his gaz
 e as if to come to a co
 n
 sc
 iousness of the s
 itua
 tion f
 o
 r the f
 irs
 t tim
 e
 and said sof
 t
 ly
 , "Oh
 , you'r
 e right
 . I gue
 ss I sho
 u
 l
 d d
 o some
 t
 h
 in
 g abou
 t i
 t
 . W
 e jus
 t ca
 m
 e from
 t
 h
 e ho
 sp
 it
 al where their mother died about an hour ago. I don'
 t kn
 o
 w w
 ha
 t t
 o t
 h
 i
 nk
 , and I guess they don'
 t know how to handle it either."



C
 a
 n yo
 u imagin
 e wh
 a
 t I f
 el
 t a
 t tha
 t m
 o
 m
 e
 n
 t? My p
 arad
 ig
 m shif
 ted
 . Sudd
 en
 l
 y I saw th
 ing
 s d
 ifferen
 tly
 , I fel
 t d
 ifferentl
 y
 , I behave
 d differently
 . M
 y irritatio
 n vanis
 h
 ed
 . I didn
 '
 t have to w
 or
 ry abou
 t controllin
 g m
 y attitud
 e o
 r m
 y behav
 i
 or
 ; m
 y h
 eart w
 as f
 illed with the man's p
 ain. Feelings of s
 y
 m
 p
 a
 t
 h
 y an
 d c
 o
 m
 p
 ass
 i
 o
 n f
 l
 owe
 d f
 r
 ee
 l
 y
 . "
 You
 r w
 i
 fe just die
 d? Oh, I'
 m s
 o sorry
 . C
 an yo
 u tell m
 e abou
 t it
 ? W
 h
 a
 t ca
 n I d
 o t
 o help?
 " Ev
 erythin
 g change
 d in a
 n inst
 ant.




Many peop
 le experien
 ce a sim
 ilar fundam
 ent
 al sh
 i
 f
 t i
 n t
 h
 i
 nk
 i
 n
 g wh
 en t
 he
 y face a life-threatening cr
 isis and suddenly see their pr
 iorities in a different light, or when they sudden
 ly step in
 to a n
 ew ro
 le, su
 ch as th
 at o
 fhu
 sb
 an
 d o
 r w
 if
 e, p
 aren
 t o
 rgrandparent
 , m
 anage
 r o
 rleader.




We could spend weeks, m
 onths, even years la
 boring with the personality ethic trying to ch
 ang
 e ou
 r attitude
 s an
 d behavior
 s an
 d no
 t eve
 n begi
 n t
 o approac
 h th
 e phenomeno
 n of chang
 e tha
 t occur
 s spontaneousl
 y whe
 nw
 e se
 e thing
 s differently.




It becom
 es obvio
 u
 s that if we want to m
 ake relatively m
 inor changes in our lives, we can perhaps app
 r
 opriately fo
 cus on our attitudes and behavi
 ors
 . Bu
 t i
 f w
 e w
 a
 n
 t t
 o m
 a
 k
 e s
 i
 gn
 i
 f
 i
 can
 t
 , qu
 a
 n
 t
 um c
 h
 a
 ng
 e
 , w
 e n
 ee
 d t
 o wo
 r
 k on our basic paradigm
 s.



In the words of Thoreau, "For every thousand h
 ack
 ing at the leaves of evil, there is one strik
 ing at th
 e root.
 " W
 e ca
 n onl
 y a
 chiev
 e qu
 a
 ntu
 m improvement
 s i
 n ou
 r li
 v
 e
 s a
 s w
 e qui
 t hacking a
 t th
 e lea
 v
 e
 s o
 f attitud
 e an
 d behavio
 r an
 d g
 e
 t t
 o wor
 k o
 n th
 e root, the paradigm
 s f
 ro
 m w
 hich our attitudes and behaviors f
 low.


 


Seein
 g an
 d Being



 


O
 f course
 , no
 t al
 l Paradig
 m Shi
 f
 t
 s ar
 e instantan
 e
 ous
 . Unlik
 e m
 y insta
 n
 t i
 n
 sigh
 t o
 n th
 e subway, t
 h
 e paradigm
 -shifting experience Sandra and I had wi
 th our son wa
 s a sl
 ow, di
 fficult
 , an
 d d
 elibe
 rate process
 . Th
 e appr
 o
 ac
 h w
 e ha
 d fir
 s
 t t
 ak
 en wit
 h h
 i
 m wa
 s th
 e out
 growt
 h o
 f year
 s of
 c
 o
 nd
 it
 i
 on
 i
 n
 g a
 n
 d experienc
 e i
 n th
 e personalit
 y ethic
 . I
 t wa
 s th
 e resul
 t o
 f deepe
 r paradig
 m
 s
 w
 e hel
 d abou
 t ou
 r ow
 n succ
 e
 s
 s a
 s parent
 s a
 s wel
 l a
 s th
 e m
 ea
 s
 u
 r
 e o
 f su
 c
 ce
 s
 s o
 f ou
 r c
 h
 ildr
 en
 . A
 nd i
 t wa
 s no
 t u
 n
 ti
 l w
 e change
 d tho
 se b
 asic p
 aradi
 g
 m
 s, quantum change in ourselves an
 d in th
 e situation.



In order to see our son differently, S
 andra an
 d I ha
 d t
 o b
 e d
 i
 fferent
 l
 y
 . Ou
 r n
 ew p
 a
 ra
 d
 ig
 m wa
 s created as w
 e inv
 ested in th
 e g
 row
 than
 d develop
 m
 en
 t o
 f ou
 r ow
 ncharacter.




Our Par
 a
 digm
 s are the w
 ay we "see" the world or ci
 rcum
 stance
 s -- not in term
 s of our visual sense of sight
 , bu
 t i
 n t
 e
 r
 m
 s o
 f pe
 r
 ceiving
 , understanding
 , and int
 erp
 reting. P
 ara
 digm
 s are in
 sep
 ar
 ab
 le f
 ro
 m charac
 t
 er
 . Bein
 g i
 s seein
 g i
 n th
 e hu
 m
 a
 n d
 i
 m
 ens
 i
 on
 . A
 n
 d wha
 t w
 e se
 e is h
 i
 gh
 ly inter
 rela
 ted to what w
 e a
 r
 e
 . W
 e c
 an
 '
 t g
 o ver
 y fa
 r t
 o ch
 a
 ng
 e ou
 r se
 e
 i
 n
 g w
 itho
 u
 t sim
 u
 ltaneously changing our being, and v
 i
 c
 e ve
 r
 sa
 .



Even in m
 y apparently instantaneous paradi
 g
 m
 -sh
 i
 ftin
 g e
 xp
 erienc
 e tha
 t m
 orning on the subway, m
 y chang
 e o
 f v
 i
 s
 i
 o
 n wa
 s a r
 esu
 l
 t o
 f -- and lim
 ited by -- m
 y basic character.



I'
 m sur
 e the
 r
 e ar
 e peopl
 e who
 , eve
 n s
 udden
 l
 y understandin
 g th
 e tru
 e situation
 , woul
 d h
 a
 v
 e f
 el
 t n
 o mor
 e tha
 n a twing
 e o
 f regre
 t o
 r vagu
 e guil
 t a
 s th
 ey cont
 inued to si
 t in em
 ba
 rras
 sed s
 ile
 nc
 e b
 esid
 e th
 e g
 r
 ieving
 , confuse
 d m
 an
 . O
 n th
 e othe
 r h
 a
 nd
 , I am equall
 y ce
 rtai
 n th
 er
 e ar
 e peopl
 e w
 how
 ould have bee
 n f
 a
 r m
 or
 e s
 e
 nsi
 t
 iv
 e i
 n th
 e f
 i
 rs
 t place
 , wh
 o m
 a
 y ha
 v
 e r
 ecogniz
 e
 d tha
 t a deeper proble
 m existe
 d an
 d reache
 d ou
 t t
 o understan
 d an
 d hel
 p befor
 e I did.




Paradigm
 s are powerful because they create th
 e len
 s throug
 h whic
 h w
 e se
 e t
 h
 e worl
 d
 . The
 power of a Paradigm Shift is th
 e essentia
 l po
 w
 e
 r o
 f quantu
 m ch
 a
 ng
 e
 , w
 he
 t
 h
 e
 r t
 ha
 t s
 h
 i
 f
 t i
 s an
 i
 ns
 t
 an
 t
 aneo
 u
 s o
 r a slow and deliberate process.


 


The Principle-Centered Paradigm



Th
 e ch
 aract
 er eth
 ic is b
 ased o
 n th
 e fund
 a
 m
 en
 tal ide
 a tha
 t ther
 e ar
 e p
 rinciple
 s tha
 t govern
 h
 u
 m
 a
 n eff
 ectivenes
 s -
 - natura
 l laws in th
 e hum
 an di
 m
 ension that are jus
 t as real, just as un
 ch
 ang
 in
 g an
 d unarguabl
 y "there
 " a
 s law
 s suc
 h a
 s gravit
 y ar
 e i
 n th
 e physica
 l di
 m
 ension.




A
 n idea of the reality -- and th
 e i
 m
 pac
 t -
 - o
 f thes
 e principle
 s ca
 n b
 e capture
 d in




another paradigm
 -shifting experience as t
 o
 l
 d by F
 r
 a
 n
 k Ko
 c
 k i
 n P
 r
 oc
 eed
 ings, the m
 agazine of the N
 aval Institute.




Tw
 o battleship
 s assigne
 d t
 o th
 e trainin
 g squad
 r
 on had been a
 t sea on m
 aneuvers i
 n heavy weathe
 r fo
 r severa
 l days
 . I wa
 s servin
 g o
 n t
 h
 e lead bat
 tlesh
 i
 p an
 d wa
 s o
 n watc
 h o
 n t
 h
 e b
 ri
 d
 ge a
 s nigh
 t f
 ell
 . Th
 e visibilit
 y wa
 s poo
 r wit
 h patch
 y f
 og
 , s
 o th
 e capt
 ain re
 m
 ain
 ed o
 n th
 e b
 ridg
 e keeping an eye on all activities.




Shortl
 y a
 f
 te
 r dark
 , th
 e lo
 o
 kou
 t o
 n th
 e w
 in
 g o
 f th
 e b
 r
 idg
 e repo
 rted
 , "L
 ig
 h
 t, b
 ea
 rin
 g o
 n th
 e starbo
 ard bow."




"I
 s i
 t st
 ead
 y o
 r m
 ovin
 gastern
 ?
 " th
 e captai
 ncalle
 d out.



 


Looko
 ut replied
 , "St
 e
 ady
 , c
 a
 ptain,
 " wh
 i
 ch m
 e
 an
 t we were on a dangerous collision course w
 it
 h that ship.




Th
 e captai
 n th
 en calle
 d t
 o th
 e signa
 l m
 a
 n
 , "Sign
 al tha
 t ship
 : W
 e ar
 e o
 n a collisio
 n c
 o
 urse,
 adv
 i
 s
 e y
 o
 u change course 20 degrees."



Back cam
 e a signal, "Advisable for you to change cours
 e 2
 0 de
 g
 rees.
 " Th
 e captai
 n said
 , "Send,
 I'
 m a captain, change course 20 degrees."



"I'
 m a seam
 an seco
 nd class," cam
 e the reply. "You had better change course 20 degrees."


 


By that tim
 e, the captain was furious
 . He spat o
 u
 t, "Send, I'
 m a battlesh
 ip. Change course
 20 degrees."


 


Bac
 k ca
 m
 e th
 e flashin
 g li
 ght
 ,"I
 '
 m alighthouse." W
 e changed course



The A Paradigm Shi
 f
 t is the "a-h
 a" experi
 ence asso
 ciated with fin
 ally p
 erceiv
 ing or understanding som
 e aspect of th
 e w
 o
 rld (or a ci
 rcum
 stan
 ce) in a differen
 t way
 . Paradig
 m Sh
 i
 ft experienced by the captain -- and by us as we read this account -- puts th
 e s
 it
 u
 atio
 n i
 n a totall
 y di
 f
 feren
 t light
 . W
 e ca
 n se
 e a reali
 t
 y tha
 t i
 s s
 upe
 r
 sede
 d b
 y hi
 s l
 i
 m
 ite
 d per
 c
 eption
 s -- a r
 eali
 ty tha
 t is as critical fo
 r u
 s to und
 erstan
 d i
 n ou
 r dail
 y live
 s a
 s i
 t wa
 s f
 o
 r th
 e captai
 ni
 n th
 e f
 og.




Principles are like lighthouses. They ar
 e natural la
 ws that ca
 nnot be br
 oken. As Ceci
 l B. deMille observed of the prin
 ciples containe
 d in his monum
 ental m
 ovie, The Ten Comm
 andments, "It is impossible for us to br
 eak the law. We can only break ourselves a
 g
 ainst the law."



Whil
 e indiv
 i
 dual
 s m
 a
 y l
 oo
 k a
 t thei
 r ow
 n live
 s and int
 eract
 ions in te
 rm
 s of parad
 igm
 s o
 r m
 aps e
 m
 erging out of their expe
 rience and condition
 ing, these m
 aps are not th
 e territory.







They are a



"subjectiv
 e reality,
 " onl
 y a
 n attemp
 t t
 o descr
 ibe th
 e territory.



 


Th
 e "objectiv
 e reality,
 " o
 r th
 e territor
 y itself
 , i
 s compos
 ed o
 f "lighthouse
 " principl
 es that
 gove
 rn huma
 n gr
 owt
 h a
 n
 d happine
 s
 s -
 - natura
 l l
 aw
 s tha
 t a
 r
 e wov
 e
 n in
 t
 o th
 e f
 a
 bri
 c o
 f eve
 r
 y civilize
 d societ
 y throughou
 t histor
 y an
 d compris
 e th
 e ro
 o
 t
 s o
 f e
 v
 er
 y fa
 m
 il
 y an
 d instituti
 o
 n t
 ha
 t ha
 s e
 nd
 u
 r
 e
 d an
 d prospered. The degree to which our m
 ental m
 aps accura
 tely d
 escrib
 e the territory does not alter its existence.



The reality o
 f such prin
 ciples o
 r natural la
 ws becom
 es obvious to anyon
 e w
 ho thinks deeply an
 d ex
 am
 in
 e
 s th
 e cyc
 les o
 f so
 cial h
 isto
 ry
 . T
 h
 ese princi
 pl
 es surfac
 e tim
 e an
 d t
 i
 m
 e again
 , an
 d the degre
 e t
 o whic
 h pe
 opl
 e i
 n societ
 y re
 c
 ogni
 ze an
 d l
 i
 v
 e i
 n ha
 r
 m
 on
 y w
 ith the
 m m
 oves them tow
 ar
 d either survival an
 d stabilit
 y o
 r disint
 egratio
 n and destruction.




Th
 e princip
 l
 e
 s I a
 m refe
 r
 rin
 g t
 o ar
 e no
 t esoteric
 , myster
 i
 ous
 , o
 r "re
 li
 g
 i
 ou
 s" i
 d
 ea
 s
 . T
 her
 e i
 s no
 t on
 e pr
 i
 n
 cipl
 e t
 augh
 t i
 n thi
 s boo
 k tha
 t i
 s uniqu
 e t
 o an
 y specifi
 c fai
 t
 h o
 r religion
 , includin
 g my own
 . The
 s
 e principle
 s ar
 e a par
 t o
 f ever
 y m
 ajo
 r endurin
 g reli
 g
 ion
 , a
 s wel
 l a
 s endurin
 g social
 ph
 il
 os
 o
 ph
 i
 e
 s an
 d ethical system
 s. The
 y are self-e
 vident an
 d can easily b
 e va
 li
 da
 t
 ed b
 y an
 y i
 nd
 i
 v
 i
 d
 u
 a
 l
 . It
 '
 s a
 l
 m
 os
 t a
 s i
 f these prin
 ci
 ples o
 r natu
 ral law
 s a
 re p
 art o
 f th
 e h
 u
 ma
 n condi
 t
 i
 o
 n
 , part
 o
 f t
 h
 e hum
 a
 n consciousness, part of the hum
 an conscience. They seem to exist in all hum
 an beings, regardless of social conditioning and loyalty to th
 em
 , even though they m
 ight be sub
 m
 erge
 do
 r nu
 m
 be
 d b
 ycondition
 s o
 r disloyalty.




I am referring, for example, to th
 e princ
 i
 pl
 e o
 f f
 a
 i
 rness
 , o
 u
 t o
 f wh
 i
 c
 h ou
 r who
 l
 e concep
 t of
 e
 q
 uit
 y an
 d justic
 e i
 s developed
 . Littl
 e ch
 ildre
 n see
 m t
 o hav
 e an innate sense of the idea of f
 air
 ness eve
 n ap
 art fro
 m opposit
 e conditionin
 g e
 xp
 e
 riences
 . Ther
 e ar
 e vas
 t d
 i
 fferen
 ce
 s i
 n h
 o
 w f
 a
 ir
 nes
 s i
 s de
 f
 i
 ne
 d an
 d achieved, but there is alm
 o
 st universal awareness of the idea.



O
 th
 er ex
 amp
 les wou
 ld in
 clud
 e in
 teg
 rity an
 d hon
 es
 ty
 . Th
 e
 y creat
 e th
 e foundatio
 n o
 f trust
 whic
 h i
 s essentia
 lt
 o cooperati
 o
 n an
 d l
 o
 ng
 -te
 rm persona
 lan
 d interpersona
 l growth.




Ano
 t
 h
 er p
 r
 incipl
 e i
 s huma
 n dignity
 . Th
 e ba
 sic co
 n
 cep
 t in th
 e Un
 ited S
 tates D
 eclara
 tion of Indep
 e
 nd
 enc
 e besp
 e
 ak
 s thi
 s va
 lue o
 r principle
 . "
 W
 e hold th
 ese t
 ruths to be self-eviden
 t: that all m
 en are created equal and en
 dowed by th
 eir Creato
 r with ce
 rtain inalienable rights, that am
 ong these are life, li
 b
 e
 rt
 y
 , an
 d t
 h
 e pu
 r
 su
 i
 t o
 f happ
 i
 ness.
 "



Ano
 th
 er p
 rin
 cip
 le i
 s serv
 ice, o
 r th
 e id
 ea o
 f m
 ak
 i
 n
 g a contribution
 . Anothe
 r i
 s qualit
 y or




excellenc
 e
 . Ther
 e i
 s th
 e principl
 e o
 f potential
 , th
 e ide
 a tha
 t w
 e a
 r
 e e
 m
 b
 r
 yoni
 c an
 d c
 an gro
 w an
 d develop and release m
 o
 r
 e and m
 ore potential, devel
 o
 p m
 or
 e an
 d m
 o
 r
 e ta
 l
 e
 n
 t
 s
 . H
 i
 g
 h
 l
 y relate
 d t
 o po
 t
 en
 ti
 a
 l is t
 h
 e principle of growth -- the pro
 ce
 ss o
 f relea
 sin
 g po
 ten
 tia
 l an
 d devel
 o
 p
 i
 n
 g talen
 t
 s
 , with the accom
 p
 anying need for principles such as patien
 ce, nurturance, and encouragem
 ent.



Principles are not practices. A practice is a spec
 ific activity or action. A practice that works in on
 e circum
 stan
 ce will no
 t necessa
 rily work in ano
 ther, as par
 e
 nt
 s wh
 o hav
 e t
 rie
 d t
 o raise a second child exac
 tl
 y li
 k
 e t
 he
 y d
 i
 d t
 h
 e f
 ir
 s
 t on
 e ca
 n r
 ead
 il
 y a
 tt
 es
 t
 .



While practices are situationally specific, princi
 pl
 es are deep, funda
 m
 ental tr
 uths that have un
 iv
 ersa
 l a
 pp
 licati
 on
 . Th
 e
 y a
 pp
 l
 y t
 o i
 nd
 i
 v
 i
 d
 uals
 , t
 o m
 a
 rria
 g
 es
 , t
 o f
 a
 m
 ilies
 , t
 o p
 ri
 v
 at
 e a
 n
 d pub
 lic organizations of every kind. W
 hen these t
 r
 ut
 h
 s ar
 e i
 n
 te
 rn
 alize
 d i
 n
 t
 o habits
 , th
 e
 y e
 m
 po
 w
 er p
 eop
 le to create a w
 id
 e variet
 y o
 f practice
 s t
 odea
 l wit
 h differen
 t situations.




While practices are situationally specific, princi
 pl
 es are deep, funda
 m
 ental tr
 uths that have un
 iv
 ersa
 l a
 pp
 licati
 on
 . Th
 e
 y a
 pp
 l
 y t
 o i
 nd
 i
 v
 i
 d
 uals
 , t
 o m
 a
 rria
 g
 es
 , t
 o f
 a
 m
 ilies
 , t
 o p
 ri
 v
 at
 e a
 n
 d pub
 lic organizations of every kind. W
 hen these t
 r
 ut
 h
 s ar
 e i
 n
 te
 rn
 alize
 d i
 n
 t
 o habits
 , th
 e
 y e
 m
 po
 w
 er p
 eop
 le to create a w
 id
 e variet
 y o
 f practice
 s t
 odea
 l wit
 h differen
 t situations.




Princ
 ipl
 es ar
 e no
 t values
 . A g
 an
 g o
 f thi
 eve
 s ca
 n shar
 e val
 u
 es
 , bu
 t the
 y ar
 e i
 n vio
 lation
 o
 f th
 e fund
 a
 m
 enta
 l prin
 ci
 pl
 es w
 e
 '
 r
 e t
 a
 lkin
 g a
 bout
 . Princ
 i
 p
 les are th
 e te
 rri
 to
 ry
 . V
 alu
 es are m
 ap
 s
 . W
 h
 en w
 e valu
 e correc
 t principl
 es, w
 ehav
 e trut
 h -
 - a knowledg
 e o
 f thing
 s a
 s the
 y are.




P
 rinciple
 s ar
 e guideline
 s f
 o
 r hu
 m
 a
 n conduc
 t tha
 t are p
 rov
 en to h
 av
 e en
 du
 ring
 , perm
 anen
 t value. They'
 re fundam
 e
 ntal. They'
 re esse
 ntially unarguabl
 e beca
 use they a
 re s
 elf-e
 vi
 de
 nt
 . O
 ne w
 ay to quickl
 y gra
 s
 p th
 e se
 l
 f
 -ev
 i
 den
 t natur
 e o
 f p
 ri
 nc
 i
 p
 l
 e
 s is to sim
 ply consider the a
 bsurdity o
 f atte
 m
 ptin
 g t
 o liv
 e a
 n effectiv
 e li
 f
 e base
 d o
 n thei
 r opposites
 . I d
 o
 ub
 t tha
 t anyon
 e would seriousl
 y conside
 r unfairness
 , d
 eceit, basen
 ess, u
 sel
 essness, m
 edi
 ocrity, or degeneratio
 n t
 o b
 e a solid foundation for lasting happiness and succe
 ss
 . Althoug
 h peopl
 e m
 a
 y argu
 e abou
 t how
 these principles are defined or m
 anifested or ac
 h
 ieved
 , ther
 e see
 m
 s t
 o b
 e a
 n innat
 e c
 o
 n
 sciou
 sn
 ess
 and awareness that they exist.



The m
 o
 re closely o
 u
 r maps or paradigm
 s are alig
 ne
 d wit
 h thes
 e principl
 e
 s o
 r natura
 l l
 aws
 , the mor
 e a
 c
 cur
 a
 t
 e an
 d f
 un
 ctiona
 l the
 y wil
 l be
 . C
 orrec
 t m
 a
 p
 s w
 il
 l in
 f
 initel
 y i
 m
 pac
 t our
 pe
 r
 sona
 l a
 nd interpersonal effectiveness far more than any am
 ount of effor
 t expende
 d on
 changing our attitudes and behaviors.



Principles of Grow
 th and Change
 Th
 e glitte
 r o
 f th
 e personalit
 y et
 hic, the m
 assive appeal, is that th
 ere is so
 m
 e quick and eas
 y way to achieve quality of lif
 e -- personal e
 ff
 ec
 t
 i
 v
 enes
 s a
 n
 d ri
 ch
 , dee
 p r
 e
 l
 a
 ti
 on
 ships with othe
 r people -- with
 out going through the natural process of wo
 r
 k an
 d g
 r
 ow
 t
 h t
 h
 a
 t m
 a
 k
 e
 s i
 t poss
 i
 b
 l
 e
 It
 '
 s s
 y
 m
 b
 o
 l w
 it
 ho
 u
 t s
 ubs
 t
 anc
 e
 . I
 t
 '
 s t
 h
 e "
 ge
 t r
 i
 c
 h quick
 " sche
 m
 e promisin
 g "
 w
 ealt
 h w
 ithout
 wo
 r
 k.
 " And it m
 ight even appear to succeed -- but the schem
 er rem
 ains.



Th
 e personalit
 y ethi
 c i
 s i
 llusor
 y an
 d deceptive
 . A
 n
 d tryin
 g t
 o ge
 t hi
 gh-qualit
 y result
 s with it
 s techniques and quick fixes is jus
 t abou
 t a
 s effectiv
 e a
 s t
 ryin
 g t
 o ge
 t t
 o s
 om
 e p
 l
 a
 c
 e i
 n C
 h
 i
 cag
 o us
 i
 n
 g a m
 ap of Det
 roit.



In the w
 ord
 s of E
 rich F
 romm
 , an astut
 e observe
 r o
 f th
 e root
 s an
 d f
 ruit
 s o
 f th
 e personalit
 y eth
 ic.



 


Today we com
 e across an individual who behave
 s lik
 e a
 n auto
 m
 aton
 , wh
 o doe
 s no
 t know o
 r underst
 a
 n
 d h
 i
 m
 se
 l
 f
 , an
 d th
 e on
 ly perso
 n tha
 t h
 e kn
 ow
 s is th
 e p
 erso
 n th
 at h
 e is s
 u
 ppose
 d t
 o be,
 who
 se m
 ean
 ing
 less ch
 att
 er h
 as rep
 lac
 ed co
 mm
 un
 i
 ca
 tiv
 e sp
 ee
 c
 h
 , whos
 e syntheti
 c smil
 e ha
 s replaced
 genu
 i
 n
 e laughter, and whose sense of dull despair has taken th
 e place of genuine pain. T
 w
 o statem
 ents m
 ay be sa
 i
 d conce
 r
 nin
 g thi
 s individual
 . On
 e i
 s t
 h
 a
 t h
 e suff
 e
 r
 s fr
 o
 m defec
 ts of
 spontaneity and indiv
 idu
 ality wh
 i
 c
 h m
 a
 y se
 em t
 o b
 e i
 ncu
 r
 ab
 l
 e
 . A
 t the sa
 m
 e time it may be sai
 d of h
 i
 m h
 e doe
 s no
 t d
 i
 ff
 e
 r essen
 ti
 a
 lly f
 rom the m
 illions of the rest of u
 s wh
 owa
 l
 k upo
 n thi
 s earth.




In all of lif
 e, there a
 re se
 quentia
 l stag
 es of gro
 w
 t
 h an
 d develo
 p
 m
 ent
 . A chil
 d learn
 s t
 o turn ov
 er
 , t
 o s
 i
 t u
 p
 , t
 o c
 r
 aw
 l
 , an
 d t
 he
 n to w
 a
 l
 k an
 d ru
 n
 . Eac
 h step is im
 portant and each one takes tim
 e
 . N
 o step ca
 n b
 e skipped.




Thi
 s i
 s tru
 e i
 n al
 l pha
 s
 e
 s o
 f l
 i
 f
 e
 , i
 n al
 l area
 s o
 f d
 ev
 elo
 p
 m
 en
 t, wh
 eth
 er i
 t b
 e l
 earn
 in
 g to p
 l
 ay th
 e piano or co
 mmunicate effectively with a work
 ing assoc
 iat
 e. I
 t i
 s tru
 e wit
 h indi
 v
 iduals
 , with
 m
 arriages
 , wit
 h f
 a
 m
 ilies
 ,an
 d wit
 h organizati
 o
 ns.




W
 e kno
 w an
 d accep
 t thi
 s fac
 t o
 r princip
 le o
 f p
 r
 oces
 s i
 n th
 e are
 a o
 f physica
 l things
 , bu
 t to underst
 a
 n
 d it in e
 m
 otional areas, in hum
 an relation
 s, and even in the area of personal charact
 er is less com
 m
 o
 n an
 d mor
 e difficult
 . An
 d eve
 n i
 f w
 e und
 erstan
 d it
 , t
 o accep
 t i
 t an
 d t
 o liv
 e i
 n ha
 r
 m
 ony w
 it
 h i
 t ar
 e ev
 e
 n le
 s
 s common and more difficult. Co
 nsequently, we som
 e
 ti
 m
 e
 s look for a shortcut, expecting to be able to skip som
 e of thes
 e vital step
 s in ord
 er to save t
 i
 m
 e a
 n
 d e
 f
 f
 o
 r
 t a
 n
 d stil
 l rea
 p th
 e desire
 dresult.




Bu
 t wha
 t happen
 s wh
 e
 n w
 e att
 e
 mp
 t t
 o short
 c
 u
 t a natura
 l proces
 s i
 n ou
 r growt
 h and developm
 e
 n
 t
 ? I
 f yo
 u ar
 eonl
 y a
 n a
 v
 erag
 etenni
 s playe
 r bu
 tdecid
 e t
 o pla
 ya
 t a highe
 r leve
 l i
 norder




t
 o m
 a
 k
 e a bette
 r i
 m
 pression
 , w
 ha
 t w
 il
 l result
 ? W
 oul
 d positiv
 e thinkin
 g alone enable you to com
 p
 et
 e effectivel
 y agains
 t a prof
 essional?



Wha
 t i
 f yo
 u wer
 e t
 o lea
 d you
 r f
 riend
 s t
 o believ
 e y
 o
 u c
 ou
 l
 d p
 l
 a
 y t
 h
 e p
 i
 an
 o a
 t conc
 er
 t ha
 l
 l l
 ev
 e
 l whil
 e you
 r actua
 lpresen
 t skil
 l wa
 stha
 t o
 f abeginner?




The answers are obvious. It is sim
 p
 ly im
 po
 ssibl
 e to violate, igno
 re
 , o
 r shortcu
 t this d
 ev
 elop
 m
 en
 t process
 . I
 t i
 s contra
 ry t
 o nature
 , an
 d atte
 m
 p
 tin
 g t
 o seek such a shor
 tcut o
 nly res
 ult
 s in d
 isappo
 in
 tm
 en
 t an
 d f
 r
 ustration.




O
 n a 10-poin
 t scale
 , i
 f I a
 m a
 t l
 eve
 l tw
 o i
 n an
 y f
 i
 e
 ld
 , an
 d des
 i
 r
 e t
 o mov
 e t
 o leve
 l fiv
 e
 , I m
 ust
 f
 ir
 s
 t t
 ak
 e the step toward level th
 ree. "A thousand-m
 ile journe
 y beg
 i
 n
 s w
 it
 h th
 e f
 ir
 s
 t s
 t
 ep
 " a
 n
 d ca
 n onl
 y b
 e tak
 en on
 e step at a tim
 e.


 


I
 f yo
 u don'
 t le
 t a teache
 r kno
 w wha
 t leve
 l y
 o
 u ar
 e -- by a
 sking a qu
 e
 stion, or re
 vealin
 g you
 r i
 gnoranc
 e -
 - yo
 u w
 il
 l no
 t lear
 n o
 r gro
 w
 . Yo
 u canno
 t preten
 d fo
 r long
 , fo
 r yo
 u w
 il
 l eventually
 b
 e f
 o
 un
 d ou
 t
 . A
 d
 m
 i
 s
 s
 io
 n o
 f i
 g
 n
 o
 r
 a
 n
 c
 e i
 s o
 f
 t
 e
 n th
 e f
 ir
 s
 t s
 t
 e
 p i
 n ou
 r educa
 t
 ion
 . Thorea
 u taught, "Ho
 w ca
 n w
 e re
 m
 e
 mbe
 r ou
 r ignorance
 , whic
 h our growth requires, w
 h
 en w
 e ar
 e usin
 g our
 knowledge all of the tim
 e?
 "



I recall on
 e occasion when two youn
 g wom
 en, daug
 hters of a friend of m
 ine, ca
 m
 e to m
 e tearfu
 lly
 , c
 om
 p
 lainin
 g a
 bou
 t thei
 r f
 a
 ther
 '
 s harshnes
 s an
 d l
 ac
 k o
 f und
 ers
 tand
 ing
 . T
 h
 ey w
 ere af
 raid to o
 p
 en u
 p wit
 h thei
 r parent
 s fo
 r fea
 r o
 f t
 h
 e conseque
 n
 ces
 . An
 d ye
 t the
 y desperately
 neede
 d thei
 r parents
 ' love
 , understanding
 , an
 dguidance.




I talke
 d wi
 t
 h th
 e fa
 t
 he
 r an
 d foun
 d tha
 t h
 e was i
 ntellectually aware of w
 ha
 t w
 a
 s ha
 p
 pen
 ing
 . Bu
 t whil
 e h
 e ad
 m
 itte
 d h
 e ha
 d a tempe
 r probl
 e
 m
 , h
 e re
 f
 use
 d t
 o t
 ak
 e res
 p
 on
 sib
 ilit
 y f
 or i
 t a
 n
 d to
 hon
 estl
 y ac
 c
 ep
 t th
 e fac
 t tha
 t hi
 s emoti
 ona
 l devel
 op
 m
 e
 n
 t l
 ev
 el wa
 s lo
 w. I
 t wa
 s m
 or
 e t
 ha
 n hi
 s p
 rid
 e cou
 ld swallo
 w t
 otak
 e th
 e f
 i
 rs
 t ste
 ptowar
 d chang
 e.



T
 o relat
 e effectivel
 y wit
 h a w
 if
 e
 , a h
 u
 sban
 d, ch
 ildren, friends, or working associates, w
 e m
 us
 t learn t
 o list
 e
 n
 . An
 d thi
 s require
 s emotiona
 l str
 e
 ngth
 . List
 en
 i
 n
 g in
 volve
 s patienc
 e, openness
 , a
 nd th
 e d
 e
 sir
 e t
 o underst
 a
 n
 d -
 - highl
 y devel
 ope
 d quali
 t
 ie
 s o
 f chara
 c
 t
 er. It'
 s so m
 uch ea
 sier to operat
 e from a low em
 otional level and to give high-level advice.



Our level of development is fairly obvious with tennis or piano playing, where it is im
 po
 ssib
 le to pretend
 . Bu
 t i
 t i
 s no
 t s
 o obviou
 s i
 n th
 e ar
 ea
 s o
 f characte
 r an
 d em
 otional




developm
 e
 n
 t
 . W
 e ca
 n "pose
 " an
 d "pu
 t on
 " fo
 r a strange
 r o
 r a
 n associate
 . W
 e ca
 n pre
 t
 end
 . And
 f
 o
 r a whil
 e w
 e ca
 n ge
 t b
 y wit
 h i
 t -
 - a
 t least in public. W
 e m
 ight eve
 n deceiv
 e our
 selves
 . Y
 e
 t I believ
 e tha
 t m
 os
 t o
 f u
 s kno
 w t
 h
 e tru
 t
 h o
 f w
 hat we really are in
 side; and I think m
 any of those we live with and work with do as well.



I hav
 e see
 n th
 e consequence
 s o
 f attemptin
 g t
 o sho
 rtcu
 t thi
 s n
 a
 tura
 l proc
 e
 s
 s o
 f growt
 h oft
 en i
 n th
 e busines
 s wo
 rld
 , w
 her
 e executive
 s atte
 m
 p
 t t
 o "buy
 " a n
 ew cultur
 e o
 f im
 p
 ro
 v
 ed p
 rodu
 ctivi
 ty,
 quality, m
 o
 r
 a
 l
 e
 , an
 d c
 u
 s
 to
 m
 e
 r se
 r
 v
 i
 c
 e w
 i
 t
 h th
 e s
 t
 ron
 g spee
 c
 h
 es
 , s
 m
 il
 e t
 r
 aining
 , a
 n
 d external
 i
 n
 t
 e
 r
 ven
 ti
 ons
 , o
 r throug
 h m
 ergers
 , acquisitions
 , an
 d friendl
 y o
 r unf
 ri
 e
 nd
 l
 y t
 ake
 ov
 e
 r
 s
 . Bu
 t they
 igno
 re th
 e lo
 w
 -trus
 t clim
 ate p
 rodu
 ced b
 y such m
 an
 ipu
 lat
 ion
 s. W
 h
 en thes
 e m
 e
 t
 h
 od
 s d
 on
 '
 t work
 , the
 y loo
 k fo
 r oth
 er p
 ersona
 lity eth
 ic te
 chniques th
 at will -- all the tim
 e ig
 no
 r
 in
 g an
 d vi
 o
 l
 a
 ti
 n
 g t
 h
 e na
 t
 u
 r
 a
 l p
 ri
 nc
 i
 p
 l
 e
 s and processes o
 n which high-trust culture is based.



I rem
 e
 m
 b
 er violating this principle myself as a fathe
 r m
 a
 n
 y year
 s ago
 . On
 e da
 y I r
 eturned
 h
 o
 m
 e t
 o m
 y littl
 e g
 irl
 '
 s third-yea
 r birthd
 ay party to f
 ind he
 r in th
 e corn
 er of the fr
 ont room,
 d
 ef
 ian
 tly clu
 tch
 in
 g al
 l o
 f he
 r presents
 , unwillin
 g t
 o le
 t th
 e ot
 h
 e
 r childr
 e
 n pl
 a
 y wit
 h th
 em
 . T
 he
 f
 irs
 t thin
 g I notice
 d wa
 s sev
 eral pa
 ren
 ts in th
 e roo
 m w
 itn
 essin
 g thi
 s sel
 f
 is
 h display
 . I was
 e
 m
 barrassed
 , an
 d doubl
 y s
 o becaus
 e a
 t t
 h
 e t
 i
 m
 e I wa
 s t
 e
 a
 ch
 i
 n
 g un
 i
 ve
 r
 s
 it
 y c
 l
 asse
 s i
 n hu
 m
 an
 r
 e
 l
 a
 ti
 ons
 . An
 d I knew
 , o
 r a
 t l
 eas
 t f
 e
 lt
 , t
 h
 e expectation of these parents.



Th
 e a
 t
 m
 o
 s
 p
 h
 er
 e i
 n t
 h
 e r
 o
 o
 m w
 a
 s r
 e
 all
 y c
 h
 ar
 ged -- the ch
 ildren were crowding around my lit
 tle daughte
 r wit
 h t
 hei
 r hand
 s ou
 t
 , a
 skin
 g t
 o pl
 a
 y wit
 h the p
 resent
 s they had just given
 , an
 d my daughte
 r w
 a
 s ad
 a
 m
 antl
 y refusing
 . I sai
 d t
 o m
 y
 self
 , "Certa
 i
 nl
 y I shoul
 d t
 eac
 h m
 y daughte
 r to sha
 r
 e
 . Th
 e va
 l
 u
 e of sharing is one of the m
 ost bas
 i
 c t
 h
 i
 ng
 s w
 e be
 li
 ev
 e i
 n.
 "



S
 o I f
 ir
 s
 t tri
 e
 d a s
 i
 m
 p
 l
 e r
 e
 ques
 t
 . "H
 o
 n
 e
 y
 , w
 ou
 l
 d you please share with your friends the t
 oys they'
 ve give
 n you?




"No,
 " sh
 e replie
 d flatly.



 


M
 y s
 e
 c
 on
 d m
 e
 t
 h
 o
 d wa
 s t
 o u
 s
 e a littl
 e r
 ea
 son
 i
 ng
 . "Hon
 ey
 , if yo
 u learn to s
 h
 are you
 r to
 y
 s w
 ith th
 em whe
 n the
 y ar
 e a
 t you
 r home
 , the
 n whe
 n yo
 u g
 o t
 o thei
 r ho
 m
 e
 s the
 y wil
 l shar
 e thei
 r toy
 s with
 you."




Again, the imm
 ediate reply was "No!"


 


I wa
 s becomin
 g a littl
 e mor
 e e
 m
 barrassed
 , fo
 r i
 t wa
 s eviden
 t I wa
 s havin
 g n
 o in
 f
 l
 uence
 . The
 t
 h
 ir
 d m
 e
 t
 h
 o
 d wa
 s b
 ri
 be
 r
 y
 . Ve
 r
 y so
 f
 t
 l
 y I sa
 i
 d
 , "
 Honey
 , i
 f yo
 u share
 , I
 '
 v
 e go
 t specia
 l surpris
 e for
 you. I'
 ll give you a piece of gum
 ."



"
 I don
 '
 t wan
 tgu
 m
 !
 " sh
 e expl
 o
 ded.



 


Now I was beco
 m
 ing exasperated. For m
 y fourth a
 tt
 e
 m
 p
 t
 , I r
 e
 so
 rt
 ed t
 o f
 e
 a
 r a
 n
 d t
 h
 r
 e
 at. "
 Un
 l
 es
 s you share, you will be in real trouble!"



"
 I don
 '
 t care!
 " sh
 e cried
 . "
 T
 hes
 e are m
 y t
 h
 ing
 s. I don'
 t h
 av
 e to share!"


 


Finally
 , I resorte
 d t
 o for
 c
 e
 . I merel
 y too
 k so
 m
 e o
 f th
 e toy
 s an
 d gav
 e th
 em t
 o th
 e othe
 r kids. "Here
 , kids
 ,pla
 y wit
 h these
 .
 "



B
 ut at that m
 o
 m
 ent, I valued th
 e o
 pinio
 n thos
 e parent
 s h
 ad o
 f m
 e m
 or
 e than the g
 row
 th an
 d deve
 l
 o
 p
 men
 t o
 f m
 y ch
 il
 d a
 n
 d o
 u
 r re
 l
 a
 ti
 onsh
 i
 p t
 oge
 t
 h
 e
 r
 . I s
 i
 m
 p
 l
 y mad
 e a
 n initi
 a
 l judgment
 tha
 t I wa
 s right
 ;sh
 e shoul
 d share
 , an
 d sh
 e wa
 s wron
 gi
 n no
 t doin
 g so.




Perhap
 s I super
 i
 mpose
 d a higher-leve
 l expect
 a
 ti
 o
 n o
 n he
 r s
 i
 mpl
 y bec
 a
 us
 e o
 n m
 y o
 w
 n scal
 e I w
 a
 s a
 t a lower level. I was unable or unwillin
 g t
 o giv
 e patienc
 e o
 r understanding
 , s
 o I expected he
 r t
 o giv
 e th
 i
 ngs
 . I
 n a
 n a
 tt
 e
 mp
 t t
 o co
 mp
 en
 sa
 te fo
 r m
 y def
 iciency
 , I borrowe
 d strengt
 h from m
 y po
 sitio
 n an
 d au
 tho
 rity an
 d fo
 rced h
 er tod
 o wh
 at I w
 an
 ted h
 er todo.




Bu
 t bo
 r
 row
 i
 n
 g s
 t
 ren
 g
 t
 h bu
 i
 ld
 s w
 eaknes
 s
 . I
 t builds weakness in the borrower b
 ecause it rein
 forces dependence on extern
 al factors to get thin
 gs do
 ne. It builds weak
 nes
 s i
 n th
 e perso
 n force
 d t
 o acquiesce
 , stuntin
 g th
 e dev
 e
 lo
 p
 m
 ent o
 f independen
 t reasoning
 , g
 r
 owt
 h, an
 d intern
 al d
 is
 ciplin
 e. And f
 i
 na
 ll
 y
 , i
 t buil
 d
 s wea
 k
 nes
 s i
 n th
 e relationship
 . F
 e
 a
 r replac
 e
 s cooperation
 , an
 d bot
 h p
 eopl
 e involv
 ed b
 eco
 m
 e mo
 re arb
 itrary an
 d d
 ef
 en
 siv
 e.



An
 d wha
 t happen
 s wh
 e
 n th
 e sourc
 e o
 f bor
 r
 ow
 e
 d s
 t
 r
 e
 ngth -- be it superior size or physica
 l streng
 th, position
 , authority
 , creden
 t
 i
 als
 , statu
 s s
 y
 mbols
 , appearance
 , o
 r pas
 t achiev
 e
 m
 ent
 s -
 - change
 s o
 r i
 s n
 o longer there?



Ha
 d I bee
 n mor
 e matur
 e
 , I coul
 d hav
 e relie
 d o
 n m
 y ow
 n intrinsi
 c strengt
 h -
 - m
 y understand
 i
 ng
 o
 f s
 ha
 ri
 n
 g a
 n
 d o
 f g
 r
 ow
 t
 h an
 d m
 y ca
 p
 a
 c
 it
 y t
 o l
 ov
 e a
 n
 d nurtur
 e -
 - a
 n
 d allowe
 d m
 y daughte
 r t
 o m
 ake
 a f
 ree choic
 e a
 s t
 o whe
 t
 he
 r sh
 e wante
 d t
 o shar
 e o
 r no
 t t
 o share. Perha
 ps af
 ter atte
 mpting to reason w
 ith her, I coul
 d h
 av
 e turne
 d th
 e att
 ent
 io
 n o
 f th
 e childre
 n t
 o a
 n intere
 stin
 g game
 , t
 a
 k
 i
 ng
 a
 ll tha
 t e
 m
 otiona
 l p
 ressu
 re o
 f
 f m
 y c
 h
 ild
 . I'
 v
 e lear
 ned that once child
 r
 e
 n ga
 i
 n a s
 en
 s
 e o
 f rea
 l possession
 , the
 y shar
 e ver
 y naturally
 , freely
 ,an
 d spontaneo
 u
 sly.




My ex
 p
 erien
 c
 e h
 a
 s b
 een th
 at ther
 e ar
 e t
 i
 me
 s t
 o teac
 h an
 d t
 i
 me
 s no
 t t
 o teach
 . W
 h
 en
 relation
 shi
 ps ar
 e strain
 e
 d an
 d th
 e ai
 r charge
 d wit
 h e
 m
 ot
 i
 on
 , a
 n att
 e
 mp
 t t
 o tea
 c
 h i
 s of
 te
 n perceive
 d a
 s a for
 m o
 f j
 udg
 m
 en
 t an
 d rejection
 . Bu
 t t
 o tak
 e th
 e chil
 d alo
 n
 e
 , qu
 ietl
 y
 , w
 h
 e
 n t
 h
 e r
 e
 l
 ati
 onsh
 ip i
 s go
 o
 d an
 d t
 o discuss the teaching or the v
 alue see
 m
 s t
 o have mu
 c
 h gr
 eater
 im
 pact. It m
 ay have been that the em
 o
 tio
 na
 l maturit
 y t
 o d
 o tha
 t w
 as b
 e
 yon
 d m
 y leve
 l o
 f patie
 nc
 e an
 d interna
 lcontro
 l a
 t th
 eti
 m
 e.




Perhaps a sense of possessing needs to com
 e be
 fore a sense of genuine sh
 aring. Many p
 eop
 le wh
 o g
 iv
 e m
 ech
 an
 ical
 ly o
 r r
 ef
 u
 se to g
 iv
 e an
 d sh
 ar
 e i
 n thei
 r marriage
 s an
 d f
 a
 milies
 m
 a
 y neve
 r h
 av
 e experience
 d wha
 t i
 t mean
 s t
 o possess themselves, the
 i
 r ow
 n s
 e
 ns
 e o
 f identity
 an
 d se
 lf
 -
 wo
 r
 th
 . Reall
 y helpin
 g ou
 r childre
 n gro
 w m
 a
 y involv
 e bein
 g pat
 i
 en
 t enoug
 h t
 o allow
 the
 m th
 e sens
 e o
 f possess
 i
 o
 n a
 s we
 l
 l a
 s be
 i
 n
 g w
 i
 s
 e eno
 u
 g
 h t
 o t
 e
 ac
 h t
 h
 e
 m th
 e va
 l
 u
 e o
 f g
 ivin
 gand
 providing the exam
 ple ourselves.


 


The Way We See the Problem is the Problem



P
 eop
 le are in
 trigu
 ed w
 h
 en th
 ey see goo
 d th
 ing
 s h
 appenin
 g i
 n th
 e live
 s o
 f individu
 als
 , families, an
 d o
 r
 ganiz
 a
 tion
 s tha
 t ar
 e base
 d o
 n soli
 d p
 ri
 n
 c
 i
 pl
 es
 . Th
 ey ad
 m
 ir
 e suc
 h persona
 l strengt
 h and
 m
 aturity
 , such f
 am
 il
 y unity and team
 w
 ork, such adap
 tiv
 e synerg
 isti
 c organi
 zationa
 l culture.




A
 n
 d t
 he
 i
 r i
 mm
 ed
 i
 a
 t
 e r
 eq
 u
 es
 t i
 s ve
 r
 y r
 e
 vea
 li
 n
 g o
 f thei
 r basi
 c paradig
 m
 . "Ho
 w d
 o yo
 u d
 o it?
 Teach m
 e the techniqu
 es." W
 hat they'
 re really saying is, "Give m
 e som
 e quic
 k f
 i
 x a
 d
 v
 i
 c
 e o
 r solutio
 n th
 at wi
 ll reliev
 e th
 epai
 n i
 n m
 y ow
 nsituation."



 


The
 y wil
 l f
 i
 n
 d pe
 o
 pl
 e wh
 o wil
 l m
 ee
 t thei
 r wan
 ts an
 d teac
 h th
 ese things
 ; an
 d fo
 r a sho
 r
 t ti
 m
 e,
 skill
 s an
 d technique
 s ma
 y appea
 r t
 o work
 . The
 y ma
 y elim
 i
 nate som
 e o
 f the co
 s
 m
 e
 t
 i
 c o
 r acut
 e p
 r
 ob
 lem
 s throug
 h socia
 laspiri
 n an
 d band-aids.




Bu
 t th
 e underlyin
 g chroni
 c conditio
 n rem
 ains
 , an
 d eventuall
 y ne
 w a
 cut
 e sy
 m
 p
 tom
 s will a
 pp
 ear
 . Th
 e mor
 e peopl
 e ar
 e int
 o quic
 k fi
 x an
 d focu
 s o
 n th
 e acu
 te problem
 s and pain, the more that very approach contributes to the underlying chronic condition.



The way we see the problem is the problem
 .



Lo
 o
 k aga
 i
 n a
 t s
 o
 m
 e o
 f t
 h
 e conce
 r
 n
 s t
 ha
 t i
 n
 t
 ro
 duced this chapte
 r, an
 d at the impact of personality e
 t
 h
 i
 c t
 h
 ink
 ing.




I'
 v
 e tak
 en cou
 rse a
 f
 ter cou
 r
 se o
 n eff
 ectiv
 e m
 an
 ag
 e
 men
 t train
 ing
 . I exp
 ec
 t a lo
 t ou
 t o
 f my
 e
 m
 p
 l
 oye
 e
 s and I w
 ork h
 ard to be f
 ri
 endly towa
 r
 d t
 h
 e
 m a
 n
 d t
 o tr
 e
 a
 t t
 h
 e
 m ri
 gh
 t
 . Bu
 t I don
 't feel
 an
 y loyalty from the
 m
 . I think if I were hom
 e sic
 k fo
 r a day
 , the
 y
 '
 d sp
 end m
 o
 s
 t of thei
 r t
 i
 me gabbin
 g a
 t th
 e wate
 r f
 o
 un
 t
 a
 i
 n
 . Wh
 y c
 an
 '
 t I tr
 a
 i
 n th
 e
 m t
 o b
 e inde
 pende
 n
 t an
 d responsibl
 e -
 - or
 fin
 d e
 m
 ployee
 swh
 o ca
 n be
 ? Th
 e pe
 r
 s
 onalit
 y ethi
 c t
 e
 ll
 s m
 e I coul
 d tak
 e so
 m
 e kin
 d o
 f dra
 m
 atic
 actio
 n -
 - shak
 e thing
 s up
 , m
 a
 k
 e h
 eads roll -
 - that w
 ould m
 ake m
 y e
 m
 ployees shape up and appreciat
 e wha
 t the
 y have
 . O
 r tha
 t I coul
 d f
 ind som
 e m
 otivational tra
 inin
 g progra
 m tha
 t wou
 l
 d ge
 t t
 h
 e
 m c
 o
 mm
 itte
 d
 . O
 r e
 v
 e
 n t
 h
 a
 t I c
 ou
 l
 d h
 i
 r
 e n
 ew p
 eop
 le that wou
 ld d
 o a b
 etter job.




Bu
 t i
 s i
 t possibl
 e tha
 t unde
 r tha
 t a
 p
 parentl
 y dis
 l
 oya
 l b
 e
 hav
 i
 or
 , thes
 e e
 m
 ployees question wh
 eth
 er I r
 e
 all
 y ac
 t i
 n t
 h
 ei
 r bes
 t interest
 ? D
 o the
 y f
 ee
 l li
 k
 e I
 '
 m t
 reating th
 em as m
 ech
 anical obje
 cts
 ? Is th
 ere so
 m
 e trut
 h t
 o that?




Deep inside, is that really the way I see them
 ? Is there a chance the way I look at the people who work for m
 e is part of the problem
 ?



There'
 s so much to do. And there'
 s nev
 er enoug
 h tim
 e. I fe
 el pressured and hassled all day, every day, seven days a week. I'
 ve attended tim
 e m
 anage
 m
 ent se
 m
 inars and I'
 ve tried half a do
 zen d
 iff
 eren
 t p
 l
 a
 nn
 i
 n
 g s
 ys
 t
 e
 m
 s
 . Th
 ey
 '
 v
 e he
 l
 p
 e
 d s
 o
 m
 e
 , bu
 t I s
 til
 l don'
 t fe
 el I'
 m liv
 in
 g th
 e h
 appy,
 productive, peaceful li
 f
 e I wan
 t t
 o li
 ve
 .



The perso
 na
 lity eth
 ic te
 lls m
 e the
 re must be som
 ething out the
 re -- so
 me ne
 w p
 l
 a
 nne
 r o
 r s
 em
 i
 n
 ar tha
 twil
 l hel
 p m
 e han
 dl
 e al
 lthes
 e pressure
 s i
 n a m
 or
 e e
 ff
 i
 cien
 tway.




But is there a chance that effi
 ciency is not th
 e an
 swer? Is getting m
 o
 re thin
 gs done in less tim
 e going t
 o m
 a
 k
 e a dif
 f
 erenc
 e -
 - o
 r wil
 l i
 t jus
 t i
 n
 creas
 e th
 e pac
 e a
 t whi
 c
 h I reac
 t t
 o th
 e people
 an
 d circu
 m
 stance
 s tha
 t see
 m t
 ocontro
 l m
 y life?




Could there be so
 m
 ething I need to s
 ee in a deep
 er, m
 ore fu
 n
 d
 am
 ental wa
 y -- som
 e pa
 radigm within m
 yself that aff
 ects the way I see m
 y tim
 e, m
 y lif
 e, and m
 y own nature?



M
 y m
 a
 rriag
 e ha
 s gon
 e flat
 . W
 e don
 '
 t figh
 t o
 r anything
 ; w
 e jus
 t don'
 t l
 ove e
 ach other anym
 ore. We'
 ve gone to counseling; we'
 v
 e tried a num
 ber of th
 ings, but we just can'
 t seem to rekindle the feeling we used to have.



The personality ethic tells m
 e there must be so
 me new book or som
 e semi
 nar where people get all t
 h
 ei
 r f
 eelin
 g
 s ou
 t t
 h
 at wou
 l
 d h
 e
 lp m
 y wife understand m
 e better. Or maybe that it'
 s
 useless, and only a new relationship will provide the love I need.


 


Bu
 t i
 s i
 t possibl
 e tha
 t m
 y spous
 e isn
 '
 t th
 e re
 a
 l p
 rob
 lem
 ? Coul
 d I b
 e em
 pow
 eri
 n
 g m
 y s
 pou
 se'
 s weaknesse
 s an
 d m
 a
 kin
 g m
 y lif
 e afunctio
 n o
 f th
 ewa
 y I
 '
 m treated?




Do I have som
 e basic paradigm abou
 t m
 y spou
 s
 e
 , abou
 t m
 a
 r
 r
 iage
 , abo
 ut w
 hat love re
 ally i
 s, th
 at is feedin
 g th
 e proble
 m
 ?



C
 an yo
 u s
 ee ho
 w fund
 am
 en
 tally the p
 arad
 igm
 s o
 f t
 h
 e pe
 r
 s
 o
 n
 alit
 y et
 h
 i
 c af
 f
 e
 c
 t t
 h
 e v
 e
 r
 y w
 a
 y w
 e se
 e our problem
 s as well as the way we attem
 pt to solve them
 ?



W
 h
 e
 t
 h
 er p
 e
 op
 l
 e se
 e i
 t o
 r n
 o
 t
 , m
 a
 n
 y a
 re bec
 om
 ing disillu
 sion
 ed with th
 e e
 m
 p
 t
 y p
 ro
 m
 ise
 s o
 f th
 e personalit
 y ethic
 . A
 s I trave
 l aroun
 d th
 e countr
 y and w
 ork w
 ith organiza
 tions
 , I f
 ind that longter
 m hinkin
 g executive
 s a
 r
 esimpl
 y tu
 r
 ne
 d o
 f
 f b
 y psy
 ch
 e u
 ppsyc
 h
 o
 l
 og
 y an
 d "
 m
 o
 ti
 va
 ti
 ona
 l
 " speake
 r
 s wh
 o have nothing m
 o
 re to share than entert
 aining stories m
 ingled with platitudes.



They want substance; they want process. Th
 ey want m
 o
 re than aspirin and band-aids. The
 y wan
 t t
 o solv
 e th
 e chron
 i
 c underlyin
 g proble
 m
 s an
 d focu
 s on the principles that bring long-term results.


 


A Ne
 w Le
 v
 e
 l o
 f Thin
 king



 


A
 lber
 t Ei
 ns
 tei
 n o
 b
 se
 r
 v
 e
 d
 , "T
 h
 e s
 i
 gn
 i
 f
 ic
 an
 t p
 r
 o
 ble
 m
 s w
 e fac
 e canno
 t b
 e solve
 d a
 t th
 e same
 l
 eve
 l o
 f thinking we were at when we created them
 .



As we look around us and with
 in us and reco
 gnize the probl
 em
 s crea
 ted as we live and interact within the personality ethic, we be
 gi
 n to realize that these are deep, fundam
 ental problem
 s that cannot be solved on the superficial level on which they were created.



W
 e nee
 d a ne
 w leve
 l, a deepe
 r leve
 l o
 f thinkin
 g -
 - a paradig
 m based on the principles that accurately d
 escrib
 e the territory of effective human being an
 d inte
 racting -- to solve these deep co
 ncerns.



Th
 i
 s n
 e
 w l
 e
 ve
 l o
 f t
 h
 i
 nk
 i
 n
 g i
 s wha
 t Seve
 n Hab
 it
 s o
 f Highl
 y Effectiv
 e Peopl
 e i
 s about.




It'
 s a principle-centered
 , character-based
 , "Insi
 de-Out
 " a
 pp
 roac
 h t
 o per
 s
 ona
 l an
 d in
 t
 erperson
 al effectiveness.



"Insid
 e-Out" m
 eans to st
 art f
 i
 rst with se
 lf
 ; ev
 en m
 o
 r
 e f
 undamentally
 , t
 o star
 t wit
 h t
 h
 e most
 i
 ns
 i
 d
 e part of self -- with your paradigm
 s, your character, and your m
 o
 tives.



I
 t say
 s i
 f yo
 u wan
 t t
 o hav
 e a happ
 y marriage
 , b
 e t
 h
 e kin
 d o
 f p
 erso
 n wh
 o generate
 s positive
 ene
 r
 g
 y and sidestep
 s negative energy rather than em
 powerin
 g it
 . I
 f yo
 u w
 an
 t t
 o hav
 e a m
 ore
 pleasant
 , cooperati
 ve teenager
 , b
 e a mor
 e underst
 a
 nding
 , e
 m
 p
 a
 thic
 , cons
 is
 t
 e
 nt
 , lovin
 g parent
 . If yo
 u wa
 n
 t t
 o h
 av
 e mor
 e fr
 eed
 om
 , mor
 e latitud
 e i
 n you
 r jo
 b
 , b
 e a mo
 r
 e respon
 sib
 l
 e, a mo
 re h
 elpfu
 l, a mo
 re contributin
 g e
 m
 p
 l
 oyee
 . I
 f yo
 u w
 a
 n
 t t
 o b
 e trust
 ed
 , b
 e trustworthy
 . I
 f you wa
 n
 t th
 e secondar
 y g
 reatn
 ess o
 f recogn
 ized ta
 len
 t, fo
 cus f
 irs
 t o
 n pri
 m
 ar
 y g
 r
 eatnes
 so
 f character.




Th
 e Ins
 i
 de-Ou
 t approac
 h say
 s that Private Vict
 ories TM p
 r
 ecede Pu
 b
 li
 c Vict
 o
 rie
 s TM
 , that
 m
 aking and keeping prom
 ises to ourselves precedes m
 akin
 g an
 d keep
 i
 n
 g p
 r
 o
 m
 i
 se
 s t
 o o
 t
 he
 r
 s
 . It
 say
 s i
 t i
 s f
 u
 til
 e t
 o pu
 t personalit
 y ahea
 d o
 f character
 , t
 o tr
 y t
 o im
 prove relationsh
 ips w
 it
 h oth
 er
 s before im
 proving ourselves.



Inside-Out is a process -- a continuing process of renewal ba
 sed on the natura
 l l
 aws tha
 t gover
 n h
 u
 m
 a
 n g
 r
 ow
 t
 h an
 d p
 r
 og
 r
 e
 s
 s
 . I
 t
 '
 s a
 n up
 wa
 r
 d sp
 ir
 a
 l o
 f g
 r
 ow
 t
 h th
 a
 t l
 ead
 s t
 o pr
 og
 r
 ess
 i
 ve
 ly
 highe
 r f
 o
 r
 m
 s o
 fresponsibl
 e independenc
 e a
 n
 d eff
 ectiv
 e in
 terd
 ep
 end
 en
 ce.



I hav
 e ha
 d t
 h
 e opportunit
 y t
 o wor
 k wit
 h m
 a
 n
 y peopl
 e -
 - wonde
 r
 fu
 l p
 e
 ople
 , talente
 d people,
 peopl
 e w
 ho deeply w
 ant to ach
 ieve h
 appiness and succe
 ss, pe
 o
 ple w
 ho ar
 e searching
 , peopl
 e who
 ar
 e hurting
 . I'v
 e work
 e
 d wit
 h busines
 s executives
 , colleg
 e student
 s
 , churc
 h an
 d civi
 c groups,
 f
 a
 milie
 s an
 d m
 a
 rriag
 e partner
 s. A
 n
 d in a
 ll of m
 y exp
 eri
 en
 ce, I h
 av
 e n
 ev
 er see
 n l
 ast
 in
 g solutions to problem
 s, lasting happiness and success, that cam
 e from the outside in.



W
 h
 a
 t I h
 a
 v
 e see
 n r
 esu
 l
 t f
 ro
 m t
 h
 e o
 u
 t
 s
 i
 de
 -i
 n paradigm is unhappy people who feel victim
 ized an
 d i
 mmobi
 l
 i
 zed
 , wh
 o focu
 s o
 n th
 e w
 e
 akne
 s
 se
 s o
 f oth
 er peopl
 e an
 d t
 h
 e ci
 rcums
 t
 ance
 s t
 hey
 f
 ee
 l ar
 e responsibl
 e fo
 r thei
 r o
 w
 n stagnan
 t situa
 t
 ion
 . I'
 v
 e s
 ee
 n unhapp
 y marriage
 s wher
 e eac
 h spou
 se w
 ant
 s t
 h
 e o
 t
 he
 r t
 o c
 h
 a
 ng
 e
 , wher
 e eac
 h i
 s c
 o
 n
 f
 essin
 g th
 e o
 t
 he
 r
 '
 s "sins
 ,
 " w
 her
 e eac
 h i
 s tr
 y
 i
 n
 g t
 o shap
 e u
 p th
 e o
 th
 er. I'v
 e see
 n la
 b
 o
 r m
 anag
 e
 men
 t d
 isput
 es wher
 e peopl
 e spen
 d tremendous a
 m
 o
 un
 t
 s o
 f t
 i
 m
 e an
 d energy t
 rying to crea
 te legi
 s
 l
 ation that w
 oul
 d fo
 rce p
 eople to ac
 t as though the foundation of trust were reall
 y t
 h
 er
 e.



Member
 s o
 f ou
 r fa
 m
 i
 l
 y hav
 e live
 d i
 n t
 h
 re
 e o
 f t
 h
 e "
 h
 ottest
 " spot
 s o
 n eart
 h -
 - Sout
 h Afric
 a
 , Israe
 l
 , a
 n
 d Irelan
 d -
 - an
 d I believ
 e th
 e sourc
 e o
 f th
 e co
 n
 tinuing problem
 s in each of these place
 s ha
 s bee
 n th
 e dom
 i
 n
 a
 n
 t so
 ci
 a
 l p
 ara
 d
 i
 g
 m o
 f ou
 t
 s
 i
 d
 e-i
 n
 . E
 ac
 h in
 vo
 l
 v
 ed group is convinced the problem
 is "ou
 t th
 er
 e" an
 d if "th
 ey
 " (m
 ean
 in
 g o
 th
 ers) wou
 ld "shap
 e up
 " o
 r sudd
 e
 nl
 y "
 s
 hi
 p out
 " of
 existence, the problem woul
 d b
 esolved.



 


Inside-Ou
 t i
 s a dra
 m
 ati
 c Paradig
 m Shif
 t fo
 r m
 o
 s
 t people
 , largel
 y becaus
 e o
 f th
 e p
 o
 werful
 im
 pact of conditionin
 g an
 d th
 e curren
 t socia
 lparadig
 m o
 f th
 epersonalit
 y ethic.




But from m
 y own experience -- both personal an
 d i
 n workin
 g wit
 h thousand
 s o
 f othe
 r peop
 l
 e
 -- and f
 rom caref
 ul exa
 m
 ination of successf
 ul individual
 s an
 d societie
 s throughou
 t history
 , I am persuaded tha
 t man
 y o
 f th
 e princ
 i
 ple
 s e
 m
 bod
 i
 e
 d i
 n t
 h
 e Seve
 n Habit
 s ar
 e alread
 y d
 eep w
 ithin us, in our conscience and our comm
 on sen
 se. To recognize and develop them and to use them in m
 eetin
 g our deep
 est concern
 s
 , w
 e nee
 d to t
 h
 in
 k d
 i
 fferent
 l
 y
 , t
 o shi
 f
 t ou
 r paradig
 m
 s t
 o a new,
 deeper, "Inside-Out" level.



A
 s w
 e s
 i
 n
 c
 e
 r
 e
 l
 y se
 ek to u
 nde
 r
 s
 t
 a
 n
 d a
 n
 d in
 t
 e
 g
 rate thes
 e princip
 les into our lives, I a
 m conv
 in
 ced w
 e w
 il
 l d
 i
 scove
 r a
 n
 d re
 d
 i
 scove
 r t
 h
 e tr
 u
 t
 h o
 f T
 . S
 . E
 li
 o
 t
 '
 s obs
 er
 va
 ti
 on
 :
 W
 e mus
 t no
 t ceas
 e fro
 m ex
 p
 l
 oratio
 n an
 d th
 e en
 d o
 f al
 l ou
 r explorin
 g wil
 l b
 e t
 o arriv
 e whe
 r
 e w
 e began and to know the place for the first tim
 e.


 


Th
 e Seve
 n Habit
 s-
 - A
 n Overview



 


W
 e are what we repeatedly do. Excellence, then, is not an act, but a habit.


 



-- Aris
 to
 tl




Ou
 r character
 , bas
 i
 cally
 , i
 s a co
 m
 po
 s
 it
 e o
 f ou
 r habit
 s
 . "Sow a thought, rea
 p a
 n action
 ; sow
 an ac
 tion
 , r
 e
 a
 p a habit
 ; so
 w a habit
 , rea
 p a character
 ; s
 o
 w a character
 , rea
 p a destiny,
 " th
 e m
 a
 xim
 goes.




H
 ab
 its a
 re p
 ow
 erfu
 l f
 acto
 rs in ou
 r liv
 es. B
 eca
 u
 s
 e t
 he
 y a
 r
 e con
 s
 i
 s
 t
 e
 nt
 , oft
 e
 n unconscious
 pattern
 s, t
 h
 e
 y constant
 l
 y
 , dai
 l
 y
 , e
 x
 pres
 s ou
 r c
 haracte
 r an
 d produce our eff
 ect
 iveness or ineffectiveness.



As Horace Mann, the g
 reat edu
 cato
 r, once said, "Habits are like a cable. W
 e weave a strand of it everyday and soon it cannot be broken." I personally do not agree with the last part o
 f h
 is exp
 ression
 . I kno
 w the
 y ca
 n b
 e b
 r
 oken
 . H
 a
 bit
 s ca
 n b
 e learne
 d an
 d unlearned
 . Bu
 t I also
 kno
 w i
 t isn
 '
 t a quic
 k f
 i
 x
 . It invo
 lv
 es a p
 ro
 cess a
 n
 d a trem
 endou
 s comm
 itm
 ent.



Those of us who watched the luna
 r voyage of Ap
 ollo 11 were tr
 ansf
 ixed a
 s we sa
 w the f
 irst m
 en wal
 k o
 n th
 e moo
 n a
 n
 d re
 t
 ur
 n t
 o ear
 t
 h
 . Super
 l
 ative
 s suc
 h a
 s "
 f
 antastic
 " and
 "incredible
 " wer
 e inadequat
 e t
 o desc
 r
 i
 b
 e thos
 e eve
 n
 tfu
 l days
 . Bu
 t t
 o g
 et there
 , thos
 e astronauts
 literall
 y ha
 d t
 o bre
 a
 k o
 ut o
 f th
 e tr
 e
 m
 e
 ndou
 s gr
 a
 vit
 y pul
 l o
 f th
 e earth
 . Mor
 e energy w
 as spen
 t in the f
 irs
 t f
 ew m
 in
 u
 tes of lif
 t-off
 , in the f
 irst f
 ew m
 iles of tr
 avel, than w
 as used ove
 r the next severa
 l days to trave
 l half a m
 illionm
 iles. H
 a
 b
 i
 ts
 , t
 oo
 , hav
 e tre
 m
 e
 ndou
 s gravit
 y pul
 l -
 - more tha
 n mos
 t peopl
 e real
 i
 z
 e o
 r wou
 l
 d ad
 m
 i
 t
 . Breakin
 g deepl
 y i
 m
 bedd
 e
 d habitua
 l tendenci
 es suc
 h as procrastination, im
 patience, criticaln
 e
 ss, or selfishness that violate basic princi
 ples of h
 u
 m
 an effectivenes
 s involve
 s mor
 e tha
 n a littl
 e willpowe
 r an
 d a f
 ew m
 ino
 r ch
 ang
 es in ou
 r liv
 es. "Lift off" takes a trem
 endous effort, but once we break out of the



gravity pull, our freed
 om takes on a whole new dim
 ension.


 


Lik
 e an
 y na
 t
 ura
 l forc
 e
 , g
 r
 avit
 y pul
 l c
 a
 n wor
 k wit
 h u
 s o
 r agains
 t us
 . T
 he g
 r
 avity pu
 ll of som
 e o
 f ou
 r habit
 s m
 a
 y curren
 t
 l
 y b
 e ke
 e
 pin
 g u
 s fro
 m go
 i
 n
 g wher
 e w
 e wan
 t t
 o go
 . Bu
 t i
 t i
 s als
 o gravi
 t
 y pul
 l th
 at keep
 s ou
 r worl
 d together
 , t
 h
 a
 t k
 ee
 p
 s th
 e planet
 s in the
 i
 r o
 r
 b
 it
 s a
 n
 d ou
 r univers
 e i
 n o
 rd
 er. I
 t is a powerfu
 l forc
 e
 , an
 d i
 f w
 e us
 e i
 t effective
 l
 y
 , w
 e ca
 n us
 e th
 e gravit
 y pul
 l o
 f hab
 i
 t t
 o c
 r
 ea
 t
 e t
 h
 e cohesiveness and order necessary to establish effectiven
 ess in our lives.


 


"Habits
 " Defined




Fo
 r ou
 r purposes
 , w
 e wil
 l de
 f
 i
 n
 e a habi
 t a
 s t
 he intersectio
 n o
 f kn
 ow
 ledge
 , skill
 , and
 d
 esire
 . Knowledg
 e i
 s th
 e theoretica
 l paradigm
 , th
 e wha
 t t
 o d
 o an
 d th
 e why
 . Skil
 l i
 s th
 e how
 t
 o do
 . An
 d desire is the motivation
 , the want to do
 . I
 n orde
 r t
 o m
 ak
 e s
 om
 e
 t
 h
 i
 n
 g a h
 ab
 i
 t i
 n our
 li
 ves
 , w
 e hav
 e t
 o hav
 e al
 lth
 ree.



 


I ma
 y b
 e inef
 f
 ectiv
 e i
 n m
 y interaction
 s wit
 h m
 y wor
 k associates
 , m
 y s
 pouse
 , o
 r m
 y c
 hildr
 e
 n becaus
 e I constant
 ly tel
 l th
 e
 m wha
 t I think
 , bu
 t I ne
 ve
 r rea
 ll
 y liste
 n t
 o th
 em
 . Unles
 s I s
 earc
 h ou
 t co
 rrect principle
 s o
 f hu
 m
 a
 n interaction
 , I m
 a
 y no
 t ev
 e
 n kno
 w I nee
 dt
 o listen.




Eve
 n i
 f I d
 o kno
 w tha
 t i
 n o
 rd
 er t
 o int
 e
 r
 ac
 t e
 f
 f
 e
 cti
 v
 el
 y wit
 h oth
 e
 r
 s I reall
 y nee
 d t
 o liste
 n t
 o th
 e
 m
 , I m
 a
 y no
 t h
 av
 e th
 eskill
 . I m
 a
 y n
 o
 t kno
 w h
 o
 w t
 o reall
 y liste
 ndeepl
 y t
 o anoth
 erhu
 m
 a
 n being.




Bu
 t kn
 owi
 n
 g I ne
 ed t
 o l
 i
 ste
 n an
 d know
 in
 g h
 o
 w t
 o liste
 n i
 s no
 t enough
 . Unles
 s I wan
 t to li
 sten
 , unl
 e
 s
 s I hav
 e th
 e desire
 , i
 t w
 on
 '
 t b
 e a h
 a
 b
 i
 t i
 n m
 y li
 f
 e
 . Creatin
 g a habi
 t require
 s wo
 r
 k i
 n al
 l thre
 e di
 m
 ensions.




The bei
 n
 g/seeing change is an upward proce
 ss -- being changing, seeing, w
 h
 i
 c
 h in t
 u
 r
 n ch
 ange
 s being
 , an
 d s
 o forth
 , a
 s w
 e m
 ov
 e i
 n a
 n upwar
 d s
 pira
 l o
 f growth
 . B
 y work
 i
 n
 g o
 n knowledge
 , skill
 , an
 d d
 e
 sire, w
 e can b
 re
 ak th
 ro
 u
 g
 h to n
 ew lev
 els o
 f p
 ers
 on
 al an
 d int
 erp
 erson
 al eff
 ectivenes
 s as w
 e br
 ea
 k w
 ith ol
 d paradigm
 s t
 h
 a
 t m
 a
 y hav
 e bee
 n a sour
 c
 e o
 f ps
 e
 udo-s
 e
 curit
 y for years.




It'
 s som
 eti
 mes a painful process. It'
 s a chan
 g
 e tha
 t ha
 s t
 o b
 e m
 otivate
 d b
 y a highe
 r purpose,
 by the willingnes
 s t
 o subordinat
 e w
 ha
 t yo
 u thin
 k yo
 u wan
 t no
 w fo
 r wha
 t yo
 u wan
 t l
 ater
 . But
 thi
 s proces
 s produce
 s happines
 s
 , "
 t
 h
 e objec
 t a
 n
 d desig
 n o
 f ou
 r exist
 ence.
 " H
 a
 ppines
 s ca
 n be defined, in part at least, as the f
 ru
 it of the desire and ability to sac
 rif
 ice wha
 t w
 e w
 a
 n
 t n
 o
 w for wha
 tw
 e wan
 t eventually.



 


Th
 e Maturit
 y Continuu
 m TM




Th
 e S
 e
 ve
 n Hab
 it
 s a
 r
 e n
 o
 t a se
 t o
 f s
 epa
 r
 a
 t
 e o
 r piecem
 eal psyche-up formulas. In harm
 ony with the natural laws of growth, they provide an in
 crem
 en
 ta
 l
 , sequential
 , h
 igh
 ly integrated
 app
 r
 oa
 ch t
 o t
 h
 e developm
 ent of personal and interpersonal effectiveness. They m
 ove us p
 rogressively on a Maturity Continuum from dependence to interdependence.



W
 e each begin life as an in
 f
 a
 n
 t
 , t
 o
 t
 al
 ly de
 p
 end
 en
 t on ot
 h
 er
 s
 . We ar
 e dire
 ct
 ed, nurture
 d, and susta
 ine
 d by others. W
 ithout th
 is nur
 turi
 ng, we woul
 d only live fo
 r a fe
 w hour
 s o
 r a few
 days at the m
 o
 st.



The
 n gr
 a
 du
 a
 lly
 , ove
 r th
 e ensuin
 g month
 s an
 d years, we become m
 o
 re and more independent
 -- physically
 , m
 entally
 , e
 m
 otionally
 , an
 d fin
 anci
 a
 ll
 y -
 - u
 n
 ti
 l eventuall
 y w
 e c
 a
 n e
 ss
 e
 n
 tial
 l
 y ta
 ke
 ca
 re o
 f ourselves
 , beco
 m
 i
 n
 g inner-directe
 d an
 d self-reliant.




As we continue to grow and m
 at
 u
 re, we becom
 e i
 ncr
 ea
 si
 ng
 l
 y awar
 e t
 h
 at all of nature is int
 erd
 epend
 en
 t, tha
 t th
 ere is an ec
 ologica
 l s
 ys
 te
 m t
 ha
 t govern
 s natur
 e
 , inc
 ludin
 g s
 o
 c
 iety
 . We
 f
 u
 rt
 he
 r discover that the higher reaches of our natur
 e ha
 ve t
 o d
 o wit
 h ou
 r relation
 ship
 s with
 other
 s -
 - tha
 t hu
 m
 a
 n lif
 eals
 o i
 s inte
 rdependent.




Ou
 r grow
 t
 h fro
 m infan
 c
 y t
 o adu
 lt
 ho
 o
 d i
 s i
 n accordanc
 e wit
 h natura
 l law
 . An
 d ther
 e are
 m
 an
 y d
 i
 mension
 s t
 o g
 r
 owth
 . Re
 a
 chin
 g ou
 r ful
 l physica
 l maturit
 y
 , fo
 r exa
 m
 ple
 , doe
 s not
 necessa
 ril
 y assu
 r
 e us of sim
 ul
 t
 aneous e
 m
 otional or m
 ental m
 aturity. O
 n th
 e othe
 r hand
 , a person
 '
 s physica
 l dependen
 ce doe
 s no
 t m
 ea
 n tha
 th
 e o
 r sh
 e i
 s m
 entall
 yo
 r em
 otionall
 y i
 mm
 ature.




O
 n th
 e maturit
 y cont
 i
 nuum
 , d
 e
 pendenc
 e i
 s th
 e paradig
 m o
 f yo
 u -
 - yo
 u tak
 e car
 e o
 f m
 e
 ; you
 co
 m
 e through for m
 e; you didn'
 t com
 e thro
 ugh; I bl
 am
 e you for the results.



Indep
 enden
 c
 e i
 s th
 e paradig
 m o
 f I -
 - I ca
 n d
 o it
 ; I a
 m responsible
 ; I a
 m se
 l
 f
 -re
 l
 i
 ant
 ; I ca
 n choose. Interd
 ependenc
 e i
 s th
 e paradig
 m o
 f w
 e -
 - w
 e ca
 n d
 o it
 : w
 e ca
 n cooperate
 ; w
 e ca
 n c
 o
 mbin
 e o
 u
 r talent
 s an
 d abilitie
 s an
 dcreat
 e so
 m
 ethin
 g g
 reate
 r together.




Dep
 e
 nden
 t peopl
 e nee
 d othe
 rs t
 o ge
 t wha
 t the
 y w
 a
 nt
 . Inde
 p
 enden
 t pe
 o
 p
 l
 e ca
 n ge
 t wha
 t th
 e
 y wan
 t throug
 h thei
 r ow
 n effort
 . I
 nt
 e
 rdependen
 t p
 eop
 l
 e c
 o
 m
 bine their own eff
 orts with the eff
 orts of others to achieve their greatest success.



I
 f I we
 r
 e p
 h
 ys
 i
 ca
 ll
 y de
 penden
 t -
 - p
 a
 r
 a
 l
 yze
 d o
 r d
 i
 sabled or lim
 ited in som
 e physical way -- I would need you to help m
 e. I
 f I w
 ere em
 oti
 onall
 y dependent
 , m
 y sens
 e o
 f wort
 h a
 n
 d sec
 u
 rit
 y woul
 d co
 m
 e fro
 m you
 r opinio
 n o
 f me
 . I
 f yo
 u didn'
 t lik
 e me
 , i
 t coul
 d b
 e devastating
 . If
 I w
 ere inte
 ll
 ectual
 ly dependent
 , I woul
 d coun
 t o
 n yo
 u t
 o d
 o m
 y think
 in
 g fo
 r m
 e
 , t
 o th
 i
 n
 k through




th
 e issue
 s an
 d proble
 m
 s o
 f m
 y lif
 e.


 


I
 f I wer
 e indepen
 den
 t
 , physi
 cally
 , I coul
 d prett
 y wel
 l m
 a
 k
 e i
 t o
 n m
 y own
 . Menta
 lly
 , I cou
 l
 d thin
 k m
 y ow
 n t
 hought
 s
 , I co
 ul
 d m
 o
 v
 e fro
 m on
 e leve
 l o
 f a
 bst
 ractio
 n t
 o a
 nother
 . I c
 oul
 d t
 hink creativel
 y an
 d a
 nalytic
 a
 l
 ly an
 d organiz
 e an
 d e
 xpres
 s m
 y thought
 s i
 n underst
 a
 nd
 a
 bl
 e way
 s
 . Emotional
 l
 y
 , I w
 oul
 d b
 e validate
 d fro
 m with
 i
 n
 . I woul
 d b
 e i
 nne
 r direct
 e
 d
 . M
 y sen
 s
 e o
 f worth woul
 d no
 t b
 e a functio
 n o
 f bein
 g like
 d o
 r treate
 d well.




It'
 s ea
 sy t
 o see t
 h
 at i
 nd
 ep
 end
 en
 ce i
 s muc
 h mo
 r
 e matur
 e tha
 n dependenc
 e
 . Independence is a m
 ajor ach
 i
 eve
 m
 en
 t i
 n an
 d o
 f it
 se
 l
 f
 . B
 u
 t independence is not suprem
 e.



Nevertheless, the current social paradigm enthrone
 s independence. It is the avowed goal of m
 an
 y ind
 i
 v
 i
 dual
 s an
 d soci
 al m
 o
 v
 e
 ments
 . Mo
 st o
 f th
 e se
 lf
 -im
 p
 rov
 em
 en
 t m
 a
 teria
 l pu
 ts ind
 ep
 end
 enc
 e o
 n a p
 ede
 stal, a
 s thoug
 h communi
 cation
 , team
 w
 o
 rk
 , an
 d cooperatio
 n w
 er
 e l
 esse
 r values.




Nevertheless, the current social paradigm enthrone
 s independence. It is the avowed goal of m
 an
 y ind
 i
 v
 i
 dual
 s an
 d soci
 al m
 o
 v
 e
 ments
 . Mo
 st o
 f th
 e se
 lf
 -im
 p
 rov
 em
 en
 t m
 a
 teria
 l pu
 ts ind
 ep
 end
 enc
 e o
 n a p
 ede
 stal, a
 s thoug
 h communi
 cation
 , team
 w
 o
 rk
 , an
 d cooperatio
 n w
 er
 e l
 esse
 r values.




But m
 u
 ch of our current em
 phasis on independe
 n
 ce i
 s a reactio
 n t
 o dep
 endenc
 e -
 - t
 o having
 o
 t
 h
 er
 s control us, define us, use us, and m
 anipulate us.



Th
 e littl
 e understoo
 d concep
 t o
 f inte
 r
 depende
 nce appears to m
 any to s
 m
 ack of dependence, and therefo
 r
 e
 , w
 e fin
 d peopl
 e oft
 e
 n fo
 r se
 lf
 ish re
 asons, leav
 i
 ng the
 ir m
 a
 r
 r
 iages
 , abandonin
 g their children
 , an
 d forsakin
 g al
 l kin
 d
 s o
 f socia
 lrespons
 ib
 ility -- all in the nam
 e of independence.



Th
 e k
 i
 nd o
 f react
 io
 n th
 at result
 s i
 n p
 eo
 p
 l
 e "throwing off their shackles,
 " becom
 ing "liberated,"



"assertin
 g th
 e
 m
 selves,
 " an
 d "doin
 g thei
 r ow
 n thing
 " of
 ten reveal
 s m
 ore f
 u
 ndam
 ental dependencies that cannot be run away from bec
 aus
 e they are internal ra
 ther than ex
 ternal -- dependencies such as letting t
 h
 e weaknesse
 s o
 f othe
 r peopl
 e rui
 n ou
 r e
 m
 otiona
 l live
 s or f
 eel
 ing victim
 ized by people and events out o
 f ou
 r con
 tr
 o
 l
 .



Of cour
 se, we m
 ay nee
 d to ch
 ange our ci
 rcum
 stances
 . Bu
 t th
 e dependenc
 e p
 r
 ob
 l
 e
 m i
 s a persona
 l maturit
 y issu
 e tha
 t ha
 s littl
 e t
 o d
 o wit
 h circumstan
 ce
 s. E
 ven w
 ith bette
 r circum
 stan
 ces, imm
 atu
 rity an
 ddependenc
 e ofte
 n persist.




True independence of character em
 powers us to act rather than be acted upon. It frees us
 f
 ro
 m our d
 e
 pend
 e
 nc
 e o
 n circu
 m
 stan
 c
 e
 s an
 d othe
 r peopl
 e an
 d is a w
 orthy, liber
 ating g
 oal
 . Bu
 t it is not the ulti
 m
 at
 e goa
 li
 n effectiv
 e living.




Indep
 enden
 t th
 inkin
 g al
 on
 e i
 s n
 ot suite
 d t
 o inte
 rd
 ependen
 t reality
 . Independen
 t peopl
 e w
 h
 o d
 o no
 t hav
 e th
 e maturit
 y t
 o t
 h
 in
 k an
 d ac
 t interdependen
 tl
 y ma
 y be goo
 d in
 d
 i
 vidua
 l pr
 o
 d
 ucers
 , but
 t
 he
 y won'
 t be good leaders or team players. They
 '
 re no
 t c
 o
 m
 i
 n
 g f
 r
 o
 m t
 h
 e p
 ar
 ad
 i
 g
 m of
 i
 n
 t
 e
 r
 dependenc
 e necessary to succeed i
 n m
 arriage, fam
 ily, or organizational reality.



Lif
 e is
 , b
 y nature
 , highl
 y interdependent
 . T
 o try to ac
 hiev
 e m
 a
 x
 i
 m
 um ef
 f
 ecti
 v
 e
 n
 es
 s throug
 h i
 ndepend
 enc
 e i
 s li
 k
 e tr
 y
 i
 n
 g t
 o p
 la
 y t
 enn
 i
 s w
 it
 h a go
 l
 f c
 lu
 b -
 - t
 h
 e t
 oo
 l i
 s no
 t s
 u
 i
 t
 e
 d t
 o th
 e reality.




Interd
 ep
 end
 ence is a far m
 ore m
 a
 ture, m
 ore a
 dvanc
 ed concept. If I a
 m physically interd
 epend
 ent, I a
 m self-relian
 t an
 d c
 apable
 , bu
 t I als
 o realiz
 e tha
 t yo
 u an
 d I workin
 g togeth
 er can acco
 m
 plish far m
 ore t
 h
 an
 , ev
 en a
 t m
 y bes
 t
 , I cou
 l
 d ac
 c
 om
 p
 li
 s
 h a
 l
 o
 n
 e
 . I
 f I am emotionally interd
 epend
 ent, I der
 ive a great sens
 e o
 f wort
 h with
 in mys
 e
 lf
 , bu
 t I al
 s
 o recogni
 z
 e t
 h
 e n
 ee
 d f
 o
 r l
 o
 ve
 , fo
 r giving
 , a
 n
 d fo
 r receivin
 g l
 ov
 e f
 ro
 m others. If I am in
 tellect
 ually inte
 rd
 epen
 dent, I re
 alize that I need the best t
 h
 i
 nk
 i
 n
 g o
 f othe
 r peopl
 e to jo
 in w
 ith m
 y own
 .



A
 s a
 n interdepend
 e
 n
 t p
 e
 rson
 , I hav
 e th
 e opp
 o
 r
 t
 unit
 y t
 o sh
 are m
 yse
 l
 f de
 e
 ply
 , mean
 i
 n
 gfully, wit
 h others
 , an
 d I hav
 e acces
 st
 o th
 e vas
 t resource
 s an
 dpot
 entia
 l o
 fothe
 r hu
 m
 a
 n beings.




Interd
 ependenc
 e i
 s a choic
 e onl
 y i
 n
 dependen
 t pe
 opl
 e ca
 n make
 . Dep
 e
 nden
 t p
 e
 o
 pl
 e cannot choos
 e t
 o becom
 e interdependent
 . The
 y don
 '
 t hav
 e th
 e characte
 r t
 o d
 o it
 ; the
 y don
 '
 t own
 enoug
 h o
 f the
 m
 selves.



 


Tha
 t
 '
 s wh
 y Habit
 s 1
 , 2
 , an
 d 3 i
 n t
 he f
 ollowin
 g chapter
 s dea
 l wit
 h sel
 f
 -mastery
 . The
 y m
 ov
 e a perso
 n fro
 m dependenc
 e t
 o ind
 e
 pendence
 . T
 h
 e
 y a
 r
 e t
 h
 e "Private Victories," the essence of ch
 arac
 ter grow
 th
 . Priva
 t
 e Vic
 t
 orie
 s preced
 e Publi
 c Victories
 . Yo
 u can
 '
 t inver
 t tha
 t process
 a
 n
 y
 m
 ore than you can harvest a crop befo
 re you plant it. It'
 s Inside-Out.



A
 s yo
 u beco
 m
 e trul
 y independent
 , yo
 u hav
 e t
 h
 e foundatio
 n fo
 r e
 f
 fectiv
 e interdependence.
 Y
 o
 u have the ch
 aracter base from wh
 ich you can effectivel
 y wo
 r
 k o
 n t
 h
 e m
 o
 r
 e pe
 r
 sona
 lit
 y
 -
 o
 rie
 n
 te
 d "
 Pu
 b
 li
 c V
 icto
 rie
 s
 " o
 f team
 work
 , coop
 era
 tion
 , an
 d co
 mmun
 icatio
 n in H
 ab
 its
 4, 5, and 6.



Tha
 t d
 oe
 s no
 t m
 ea
 n yo
 u hav
 e t
 o b
 e pe
 r
 f
 ec
 t i
 n H
 a
 bi
 t
 s 1
 , 2
 , an
 d 3 befor
 e wor
 k
 in
 g o
 n H
 abi
 ts 4
 , 5
 , an
 d 6
 . Und
 er
 s
 t
 and
 i
 n
 g th
 e se
 quenc
 e w
 il
 l hel
 p yo
 u m
 a
 nage your gr
 owth mor
 e e
 ffectiv
 el
 y,
 but I'
 m not suggest
 i
 n
 g t
 h
 a
 t yo
 u put y
 ourse
 l
 f i
 n i
 s
 olat
 io
 n fo
 r s
 e
 veral year
 s u
 n
 til you fully develop Habit
 s 1
 , 2
 , an
 d 3
 . A
 s pa
 r
 t o
 f a
 n int
 erdependen
 t world
 , yo
 u hav
 e t
 o relat
 e t
 o tha
 t worl
 d every
 day
 . Bu
 t th
 e acu
 t
 e problem
 s of that world can easily obs
 cure th
 e ch
 ronic character caus
 e
 s
 . Und
 erstandin
 g ho
 w wh
 at yo
 u ar
 e i
 m
 pa
 c
 t
 s e
 v
 er
 y i
 n
 t
 er
 d
 e
 p
 ende
 n
 t i
 n
 teracti
 o
 n w
 il
 l h
 el
 p yo
 u t
 o fo
 cus you
 r effo
 rts sequ
 en
 tially
 , in har
 m
 on
 y w
 it
 h th
 e n
 atura
 l la
 w
 s o
 f gro
 w
 th.




Habit 7 is the habit of renewal -
 - a regular
 , balance
 d renewal of the four basic dim
 ensions of lif
 e. It c
 irc
 les and em
 bodies all the other hab
 it
 s
 . I
 t i
 s t
 h
 e habi
 t o
 f continuou
 s i
 m
 prove
 m
 ent
 that creates the upward spiral of growth that li
 ft
 s yo
 u t
 o ne
 w level
 s o
 f u
 n
 de
 r
 s
 ta
 nd
 i
 n
 g a
 n
 d li
 v
 i
 n
 g each of the habits as yo
 u co
 m
 earoun
 d t
 o the
 m o
 n a progressivel
 y highe
 r plane.




Th
 e diagr
 a
 m o
 n th
 e nex
 t pag
 e i
 s a visua
 l representatio
 n o
 f th
 e sequenc
 e an
 d the interdependenc
 e o
 f th
 e Seve
 n Habits
 , an
 d wil
 l b
 e use
 d throughou
 t thi
 s boo
 k as w
 e ex
 p
 lo
 re bo
 th the sequen
 tial re
 lation
 sh
 ip between the habits and also their syner
 gy -- how, in relating to eac
 h other
 , t
 h
 e
 y creat
 e bol
 d ne
 w fo
 r
 m
 s o
 f e
 ac
 h o
 t
 h
 e
 r t
 h
 a
 t a
 d
 d e
 v
 e
 n mo
 r
 e t
 o t
 he
 i
 r va
 l
 u
 e
 . E
 a
 c
 h c
 on
 c
 e
 p
 t o
 r habi
 t wil
 l b
 e highlighte
 d a
 s i
 t i
 s introduce
 d.


 


Effectiven
 ess Define
 d


 


Th
 e S
 e
 ve
 n Hab
 it
 s ar
 e h
 ab
 it
 s o
 f ef
 f
 e
 c
 ti
 veness
 . Because they a
 r
 e based o
 n principles, they bring the maxim
 u
 m long-term beneficial results p
 o
 ssible. They becom
 e th
 e bas
 i
 s o
 f a person'
 s character, creating an em
 powerin
 g center o
 f co
 rrec
 t m
 ap
 s f
 ro
 m whic
 h a
 n in
 d
 i
 vidua
 l can effectivel
 y solv
 e probl
 e
 m
 s
 , max
 i
 m
 i
 z
 e opportunities
 , an
 d contin
 ually le
 arn and in
 te
 grate othe
 r p
 rin
 ciple
 s i
 n a
 n u
 pwar
 d spira
 l o
 f growth.




The
 y ar
 e al
 s
 o habit
 s o
 f effec
 t
 i
 veness because they are based o
 n a paradig
 m of effecti
 v
 eness that is in harmony with a natural law, a prin
 cipl
 e I cal
 l th
 e "P/P
 C Balance,
 " whi
 c
 h ma
 n
 y p
 e
 op
 l
 e b
 r
 ea
 k t
 h
 e
 m
 se
 l
 ve
 s against. This principle can be easily understood b
 y re
 m
 e
 m
 b
 erin
 g Aesop's
 fa
 ble of the Goose and the Golden Egg TM.



This fable is the story of a poor farmer who one day discovers in the nest of his pet goose a glittering golden egg. At first, he thin
 ks it m
 u
 st be so
 m
 e k
 i
 n
 d o
 f tri
 ck
 . Bu
 t a
 s h
 e s
 t
 a
 rt
 s t
 o t
 h
 r
 o
 w t
 h
 e eg
 g as
 ide
 , he has second thoughts and takes it in to be appraised instead.



The egg is pure gold! The farm
 er can'
 t be
 liev
 e hi
 s goo
 d fortune
 . H
 e beco
 m
 es ev
 e
 n m
 ore incredulou
 s th
 e followin
 g da
 y wh
 e
 n th
 e e
 xperience is repeated. Day after day, he awakens to rush to the nest and find another golden egg. He becom
 es fa
 bu
 l
 ous
 l
 y wea
 l
 t
 hy
 ; i
 t al
 l se
 e
 m
 s to
 o goo
 d t
 o b
 e true
 . Bu
 t w
 ith h
 is in
 cr
 eas
 in
 g wealth com
 e
 s greed and impatience. Unable to wait day after day for the golden eggs, the farm
 er decides he will kill the goose an
 d ge
 t th
 e
 m a
 l
 l a
 t once
 . Bu
 t wh
 en he op
 en
 s th
 e goose, he find
 s i
 t e
 m
 pty
 . Ther
 e ar
 e n
 o golde
 n e
 gg
 s -
 - and
 no
 w t
 h
 er
 e i
 s n
 o w
 a
 y t
 o g
 e
 t a
 n
 y m
 o
 re
 . Th
 e far
 m
 e
 r has destroyed the goose that produced them.



But as t
 h
 e story shows, true e
 ffectiveness is a functio
 n o
 f t
 w
 o things
 : wha
 t i
 s produc
 e
 d (the golde
 n eggs
 )an
 d th
 e producin
 g asse
 t o
 r capacit
 yt
 o produc
 e (th
 egoose).



 


I
 f yo
 u adop
 t a patter
 n o
 f lif
 e tha
 t focuse
 s o
 n g
 olde
 n egg
 s an
 d neglect
 s th
 e goose
 , yo
 u will soo
 n b
 e withou
 t th
 e asse
 t tha
 t pro
 duce
 s golde
 n eggs
 . O
 n t
 h
 e o
 t
 he
 r h
 and
 , i
 f y
 o
 u o
 nl
 y ta
 k
 e c
 a
 re
 o
 f th
 e goo
 se wit
 h n
 o a
 i
 m towar
 d t
 h
 e gold
 en e
 ggs
 , yo
 u soo
 n won'
 t hav
 e th
 e wherewitha
 l t
 o fee
 d yourself or th
 e goose.




Effectivenes
 s lie
 s i
 n th
 e bal
 anc
 e -
 - wha
 t I cal
 l th
 e P
 /P
 C B
 alan
 ce T
 M. P stand
 s f
 o
 r p
 rodu
 ction o
 f d
 es
 ired r
 esu
 lts, the gold
 en eggs
 . P
 C s
 tand
 s fo
 r p
 roducti
 o
 n ca
 p
 a
 b
 ilit
 y
 , th
 e a
 b
 ilit
 y o
 r asse
 t tha
 t prod
 u
 ce
 s th
 e golde
 neggs.



 






Three Kinds of Assets


 


Basically
 , ther
 e ar
 e thre
 e kin
 ds o
 f as
 s
 ets
 : physica
 l
 , financial
 , a
 n
 d hum
 a
 n
 . Le
 t
 '
 s lo
 ok at eac
 h on
 e in turn.




A few y
 ears ago, I purchased a physical asset -- a p
 o
 wer lawn mower. I used it over and over ag
 ain withou
 t d
 o
 in
 g anyth
 in
 g t
 o ma
 i
 ntai
 n it
 . Th
 e mowe
 r worke
 d wel
 l fo
 r tw
 o s
 e
 a
 s
 o
 ns
 , bu
 t th
 e
 n i
 t bega
 n t
 o brea
 k down
 . W
 h
 e
 n I tri
 e
 d t
 o reviv
 e i
 t wit
 h ser
 v
 ic
 e an
 d sharp
 ening
 , I d
 i
 s
 covere
 d th
 e engin
 e ha
 d lo
 st ove
 rhal
 f it
 s origina
 lpowe
 r capacity
 . I
 t wa
 s essentiall
 y worthless.




Ha
 d Iinves
 t
 e
 d i
 n P
 C -
 - i
 npreservin
 g an
 d m
 ainta
 i
 ning the asset -- I woul
 d stil
 lb
 e enjoyin
 g its




P -- the m
 o
 wed lawn. As it was, I had to spen
 d f
 ar m
 ore tim
 e a
 n
 d mone
 y replacin
 g th
 e m
 ower tha
 n I eve
 r woul
 dhav
 e spent
 , ha
 d I m
 aintaine
 d it. It sim
 ply w
 asn'
 t eff
 ective.




In our ques
 t f
 or short-
 te
 rm re
 turns, or resu
 lts
 , w
 e ofte
 n rui
 n a prize
 d physica
 l asse
 t -
 - a car, a co
 m
 puter
 , a washe
 r o
 r dryer
 , eve
 n ou
 r bod
 y o
 r o
 u
 r en
 v
 iron
 m
 en
 t. K
 eep
 in
 g P a
 n
 d P
 C i
 n balance m
 akes a trem
 endous differen
 ce in the e
 ffective use of physical assets.



I
 t als
 o powerfull
 y i
 m
 pac
 t
 s t
 h
 e effectiv
 e use of f
 i
 na
 n
 c
 i
 a
 l assets
 . Ho
 w oft
 e
 n d
 o p
 e
 op
 l
 e con
 f
 us
 e principa
 l w
 it
 h inter
 est
 ? Ha
 v
 e y
 o
 u eve
 r i
 n
 vade
 d princ
 i
 pa
 l t
 o i
 n
 c
 reas
 e you
 r s
 tandar
 d of
 living
 , t
 o ge
 t m
 or
 e golde
 n eggs
 ? Th
 e decreas
 i
 n
 g principa
 l ha
 s decr
 ea
 sin
 g powe
 r to p
 rodu
 ce in
 ter
 est o
 r i
 n
 co
 m
 e. An
 d th
 e dwindlin
 g capita
 l become
 s smalle
 r a
 n
 d smalle
 r u
 n
 ti
 l i
 t n
 o longer
 supplie
 s eve
 nou
 r basi
 c needs.




Our m
 ost important financial asset is our ow
 n ca
 pacit
 y t
 o ea
 rn
 . I
 f w
 e don
 '
 t cont
 inually
 i
 nv
 es
 t i
 n i
 m
 proving our own PC, we severely lim
 it our options. We
 '
 re locked in
 t
 o ou
 r p
 resen
 t s
 itu
 a
 ti
 on
 , r
 u
 n
 n
 in
 g sca
 r
 e
 d o
 f ou
 r co
 rp
 o
 r
 a
 t
 i
 o
 n o
 r ou
 r boss
 '
 s opinio
 n o
 f us
 , econo
 m
 ic
 a
 ll
 y depend
 en
 t an
 d de
 f
 ensive
 . Ag
 ain
 , it sim
 p
 ly isn
 '
 t eff
 ectiv
 e.



I
 n th
 e huma
 n area
 , th
 e P/P
 C Bal
 a
 nc
 e i
 s equ
 a
 l
 l
 y fund
 a
 m
 e
 ntal
 , bu
 t eve
 n m
 or
 e i
 m
 portant, b
 ecaus
 e peopl
 econtro
 l physi
 ca
 l an
 d financia
 l assets.




Whe
 n tw
 o peopl
 e i
 n a marriag
 e ar
 e mor
 e concern
 e
 d abou
 t gettin
 g th
 e gold
 e
 n eggs
 , th
 e ben
 e
 fits, tha
 n the
 y a
 r
 e i
 n pre
 s
 e
 r
 vin
 g th
 e re
 l
 at
 ionshi
 p t
 h
 at m
 ak
 es th
 em possible
 , they of
 ten becom
 e insensitive and inconsiderate, neg
 l
 ecting th
 e little k
 indnes
 ses and cou
 r
 te
 s
 i
 e
 s s
 o i
 mpo
 rt
 an
 t t
 o a dee
 p relationship
 . The
 y begi
 n t
 o u
 se contro
 l l
 ever
 s t
 o m
 an
 i
 p
 ulat
 e e
 a
 c
 h o
 t
 h
 er
 , t
 o focu
 s o
 n th
 ei
 r ow
 n needs
 , t
 o ju
 s
 ti
 f
 y t
 he
 i
 r ow
 n positio
 n an
 d loo
 k fo
 r evidenc
 e t
 o sho
 w t
 h
 e w
 r
 o
 n
 gnes
 s o
 f t
 h
 e o
 t
 h
 e
 r p
 erson
 . Th
 e lov
 e, the richn
 es
 s, the so
 f
 t
 ness
 , a
 n
 d spont
 aneit
 y begi
 n t
 o deterior
 ate
 . Th
 e goo
 se get
 s sicke
 rda
 y b
 y day.




An
 d wha
 t abou
 t a paren
 t
 '
 s relationshi
 p wit
 h a child
 ? W
 he
 n ch
 ild
 ren are l
 it
 tle, th
 ey are v
 er
 y d
 e
 p
 e
 n
 d
 e
 n
 t
 , v
 er
 y v
 u
 l
 n
 era
 b
 le
 . I
 t b
 ec
 o
 m
 e
 s s
 o e
 as
 y t
 o negle
 c
 t th
 e P
 C w
 o
 r
 k -
 - t
 h
 e train
 ing
 , th
 e communica
 t
 ing
 , t
 h
 e relating
 , t
 h
 e list
 e
 ning
 . I
 t
 '
 s e
 a
 s
 y t
 o tak
 e ad
 vantage
 , t
 o man
 i
 pulate,
 t
 o ge
 t wha
 t yo
 u wa
 n
 t th
 e wa
 y yo
 u w
 a
 n
 t i
 t -
 - righ
 t no
 w
 ! Y
 ou
 '
 r
 e bigg
 er, you'
 re sm
 arter, an
 d you'
 r
 e right
 ! S
 o wh
 y no
 t jus
 t t
 e
 l
 l t
 h
 e
 m wha
 t t
 o do
 ? I
 f ne
 c
 essary
 , yel
 l a
 t t
 he
 m
 , i
 nt
 imi
 d
 a
 t
 e them
 , insis
 t on
 y
 ou
 r way.




O
 r yo
 u ca
 n indulg
 e them
 . Yo
 u ca
 n g
 o f
 o
 r t
 h
 e golde
 n eg
 g o
 f popularity
 , o
 f pleas
 in
 g th
 em
 , givin
 g the
 m thei
 r wa
 y al
 l th
 e ti
 m
 e
 . The
 n the
 y g
 r
 o
 w u
 p withou
 t a per
 sona
 l commi
 t
 men
 t t
 o being d
 i
 sc
 i
 p
 li
 n
 ed or responsible.


 


Eithe
 r wa
 y -
 - authoritari
 an o
 r pe
 r
 m
 is
 s
 i
 v
 e -
 - yo
 u h
 a
 v
 e th
 e go
 l
 d
 e
 n eg
 g menta
 l
 ity
 . Yo
 u wan
 t to hav
 e y
 o
 u
 r w
 a
 y o
 r y
 o
 u w
 an
 t t
 o b
 e l
 iked
 . B
 u
 t w
 ha
 t happe
 ns, m
 eantime, to the goose? W
 hat sense of r
 e
 sponsibili
 t
 y
 , o
 f self
 -
 dis
 c
 i
 pline
 , o
 f conf
 i
 denc
 e i
 n th
 e abilit
 y t
 o m
 ak
 e goo
 d choice
 s o
 r ach
 i
 ev
 e im
 por
 t
 an
 t goals is a ch
 ild going to have a few years down th
 e ro
 ad? And what about your relationsh
 ip
 ? W
 hen he reaches tho
 se critical teen
 age years, th
 e identity crise
 s
 , wil
 l h
 e kno
 w f
 r
 o
 m h
 is expe
 rien
 ce w
 ith yo
 u th
 at yo
 u w
 il
 l liste
 n w
 ith
 o
 ut judging
 , th
 a
 t yo
 u re
 ally
 , d
 eepl
 y car
 e abo
 u
 t h
 im as a p
 erson
 , tha
 t yo
 u can b
 e t
 r
 us
 te
 d
 , n
 o m
 a
 t
 t
 e
 r wh
 at
 ? W
 il
 l t
 h
 e relati
 on
 sh
 i
 p b
 e s
 tr
 o
 n
 g enough
 fo
 r yo
 u t
 o reac
 h hi
 m
 , t
 o co
 mm
 unicat
 e wit
 h hi
 m
 , toinfluenc
 e hi
 m
 ?



Su
 ppos
 e yo
 u wa
 n
 t you
 rdaughte
 r t
 o hav
 e aclea
 n ro
 o
 m -- tha
 t'
 s P
 , p
 rodu
 ction
 , the go
 ld
 en egg. An
 d suppos
 e yo
 u w
 an
 t h
 er to cl
 ean it -- that'
 s PC
 , P
 rodu
 c
 ti
 o
 n Cap
 a
 b
 ilit
 y
 . You
 r d
 au
 gh
 t
 e
 r i
 s the
 goose
 , th
 e asset
 , tha
 tproduce
 s th
 e golde
 n egg.




If you have P and PC in balance, she cleans the room cheerfull
 y
 , without being rem
 inded, becaus
 e sh
 e i
 s c
 o
 mm
 itt
 e
 d an
 d ha
 s t
 h
 e d
 i
 sc
 i
 p
 li
 n
 e t
 o s
 t
 a
 y w
 it
 h t
 h
 e c
 o
 mm
 it
 m
 e
 nt
 . Sh
 e i
 s a va
 l
 ua
 ble
 asset
 , a goo
 se tha
 tca
 n p
 roduc
 e golde
 n eggs.




But if your paradigm is focused on Producti
 on, on getting the room clean, you m
 ight find you
 rself nagg
 i
 n
 g h
 er t
 o d
 o it
 . Yo
 u m
 igh
 t eve
 n escala
 t
 e you
 r ef
 f
 o
 rt
 s t
 o thr
 eatenin
 g o
 r yelling
 , an
 d i
 n you
 r d
 esir
 e t
 o ge
 t th
 egolde
 n egg
 , yo
 uunder
 m
 in
 e the h
 ealth an
 d w
 elf
 are o
 f t
 h
 e goo
 se.



L
 e
 t m
 e s
 h
 a
 r
 e w
 it
 h y
 o
 u a
 n inter
 es
 ti
 n
 g P
 C e
 xp
 eri
 ence I had w
 ith one of m
 y daughters
 . W
 e w
 er
 e plannin
 g a privat
 e date
 , whi
 c
 h i
 s so
 m
 e
 t
 hin
 g I e
 njo
 y r
 egul
 a
 r
 l
 y wit
 h eac
 h o
 f m
 y chi
 l
 dren
 . We fin
 d tha
 t th
 e anticipatio
 n o
 f th
 e dat
 e i
 s a
 ssatisfyin
 g a
 s th
 erealization.



 


d
 o?
 "






S
 o I approa
 c
 he
 d m
 y daughte
 r a
 n
 d s
 a
 id
 , "Honey
 , t
 o
 nigh
 t
 '
 s you
 r n
 i
 ght
 . W
 ha
 t d
 o yo
 u w
 a
 n
 t to



 


"Oh, Dad, that'
 s okay," she replied



"No
 , really,
 " I said
 , "
 W
 ha
 twoul
 d yo
 u lik
 et
 o do
 ?
 "


 


"
 W
 ell,
 "sh
 e finall
 y said
 ,"wha
 t I wan
 tt
 o do
 , yo
 u don'
 t reall
 ywan
 t t
 o do."



 


"Really
 , honey,
 " I sai
 d earnestly
 , "
 I wan
 t t
 o d
 o it
 . N
 o m
 atte
 r what
 ,it
 '
 s you
 r choice."



 


"
 I wan
 t t
 o g
 o se
 e Sta
 r Wars,
 " s
 h
 e replied
 . "Bu
 t I kno
 w yo
 u do
 n
 '
 t lik
 eSta
 r W
 a
 rs
 . Yo
 uslept




throug
 h it b
 efo
 re
 . Yo
 udon'
 t like these fan
 tasy mov
 ies. Th
 at'
 s ok
 ay
 , D
 ad."
 "No
 , honey
 ,i
 f that'
 s wha
 tyou
 '
 d lik
 e t
 o do
 , I
 '
 d lik
 e t
 o d
 o it."




"
 D
 ad
 , don
 '
 t wo
 rr
 y abou
 t it
 . W
 e don
 '
 t al
 w
 ay
 s h
 av
 e t
 o hav
 e thi
 s date.
 " S
 h
 e pause
 d an
 d then
 added,
 "Bu
 t yo
 u kno
 w wh
 y yo
 u don'
 t lik
 e Sta
 r Wars
 ? It'
 s becau
 s
 e yo
 u don
 '
 t understan
 d th
 e philoso
 p
 h
 y an
 d trainin
 g o
 f a Jed
 iKnight."




"Wh
 at
 ?
 "


 


"Yo
 u kno
 w th
 e th
 i
 ng
 s yo
 u t
 e
 ach
 , Dad
 ? Thos
 e a
 r
 e th
 e sa
 m
 e th
 i
 ng
 s t
 ha
 t go into the training of a Jedi
 Knight."


 


"Really? Let'
 s go to Star W
 ars!"


 


An
 d w
 e did
 . Sh
 e sa
 t nex
 t m
 e an
 d gav
 e m
 e th
 e paradigm
 . I becam
 e her student, her learner. It was totally fascinating. I could begin to see out of a new paradigm the whole way a Jedi Knight'
 s ba
 sic philosophy in training is m
 anifest
 ed in different circum
 stances.



Tha
 t experienc
 e wa
 s no
 t a planne
 d P experien
 ce; i
 t wa
 s th
 e serendipito
 us f
 rui
 t o
 f a P
 C inves
 t
 ment
 . I
 t wa
 s bondin
 g an
 d v
 er
 y satisfy
 i
 ng
 . Bu
 t w
 e enjoye
 d golde
 n e
 ggs
 , too
 , a
 s t
 h
 e goos
 e --
 th
 e qualit
 y o
 f th
 e relation
 sh
 ip -- w
 as sig
 n
 if
 ican
 tly f
 ed
 .


 


Organiz
 ational PC


 


One of the immensely valuable aspects of any correct p
 ri
 nc
 i
 p
 l
 e i
 s t
 ha
 t i
 t i
 s valid and applicab
 le i
 n a wid
 e va
 r
 i
 et
 y o
 f circumstances
 . Throughou
 t thi
 s book
 , I wou
 l
 d lik
 e t
 o s
 h
 ar
 e w
 it
 h yo
 usom
 e o
 f th
 eway
 s i
 n whic
 h t
 hes
 eprinciple
 s a
 p
 pl
 y t
 o org
 a
 n
 i
 zations
 , i
 nc
 l
 u
 d
 in
 g f
 a
 mil
 i
 es
 , a
 s well a
 st
 o indivi
 duals.




When people fail to respect the P/PC Balance in thei
 r us
 e o
 f physica
 l asse
 t
 s i
 n o
 rgan
 i
 z
 a
 ti
 o
 n
 s, t
 he
 y decrease or
 ganizational effectiven
 ess and often leave others with dying geese.



For exam
 ple, a person in ch
 arge of a p
 hysical a
 sset, such as a machine, m
 ay be eager to m
 ake a goo
 d i
 m
 pressio
 n o
 n hi
 s superiors
 . Perhap
 s th
 e co
 m
 pa
 n
 y i
 s i
 n a r
 a
 p
 i
 d g
 r
 o
 w
 t
 h s
 t
 ag
 e a
 nd
 promotion
 s ar
 e co
 m
 ing f
 ast. S
 o h
 e produce
 s a
 t op
 tim
 u
 m lev
 els -
 - n
 o do
 wn
 t
 i
 m
 e
 , no
 m
 a
 intenance
 . H
 e run
 s th
 e m
 achin
 e da
 y an
 d n
 ight
 . Th
 e product
 io
 n is phenom
 enal
 , costs
 ar
 e down
 , an
 d profit
 s skyrocket
 . W
 ithi
 n a sh
 or
 t ti
 m
 e
 , he
 '
 s pro
 m
 oted
 . Golde
 n eggs.




But sup
 p
 ose you are his succe
 ssor on th
 e job
 . Y
 o
 u i
 nhe
 ri
 t a v
 er
 y s
 i
 c
 k g
 o
 ose
 , a m
 ach
 i
 n
 e t
 ha
 t
 , b
 y thi
 s time
 , i
 s ruste
 d an
 d st
 art
 s t
 o brea
 k down
 . Yo
 u h
 av
 e t
 o inves
 t h
 e
 a
 vil
 y i
 n do
 wnt
 i
 m
 e a
 nd
 maint
 e
 n
 anc
 e
 . Cost
 s skyrocket
 ; profi
 t
 s nose-dive
 . An
 d wh
 o get
 s b
 lam
 ed fo
 r th
 e lo
 ss o
 f g
 o
 ld
 en eggs
 ? Yo
 u do
 . You
 r predecesso
 r l
 i
 qu
 i
 da
 t
 ed t
 h
 e asset
 , bu
 t th
 e accounti
 n
 g syst
 em onl
 y reported
 uni
 t prod
 u
 ction
 , cost
 s, an
 d profit.




The P/PC Balance is par
 ticularly im
 portant as it a
 p
 p
 li
 e
 s t
 o t
 h
 e huma
 n a
 s
 se
 t
 s o
 f a
 n organization




-
 - t
 h
 e custom
 ers and the em
 ployees.


 


I kno
 w o
 f a restauran
 t t
 h
 a
 t serve
 d a fantast
 i
 c clam chowder and was pack
 ed with custom
 ers every da
 y a
 t lunch
 t
 im
 e
 . Th
 e
 n th
 e bus
 i
 n
 e
 s
 s w
 a
 s s
 o
 l
 d
 , an
 d th
 e ne
 w owne
 r focuse
 d o
 n golden
 eggs -- he decided to water down the chowder. Fo
 r ab
 ou
 t a mon
 t
 h
 , w
 i
 t
 h cos
 t
 s d
 o
 w
 n a
 n
 d revenue
 s c
 o
 ns
 t
 an
 t, profit
 s zoom
 ed. But little by little, the custom
 ers beg
 a
 n to disappear. Trust wa
 s gone
 , an
 d busines
 s dwindle
 d t
 o al
 m
 os
 t nothing
 . Th
 e ne
 w owne
 r trie
 d desperatel
 y to
 reclaim it, but he had neglected the custom
 ers, vi
 olated th
 eir trust, and los
 t the asset o
 f custom
 er lo
 yalty. Th
 ere was no m
 o
 re goose to produce the golden egg.



Ther
 e ar
 e organization
 s tha
 t t
 a
 lk a lot abou
 t th
 e cus
 to
 m
 e
 r a
 n
 d the
 n c
 o
 mpletel
 y neglec
 t the
 peopl
 e tha
 t dea
 l w
 it
 h th
 e custo
 m
 e
 r -
 - th
 e e
 m
 ployee
 s
 . Th
 e P
 C pr
 in
 cipl
 e i
 s t
 o alway
 s trea
 t your
 e
 m
 p
 l
 oyee
 s exactly as you want them to treat your best custom
 ers.



Yo
 u ca
 n bu
 y a person
 '
 s hand
 , bu
 t yo
 u can
 '
 t bu
 y hi
 s h
 e
 art. His heart is where his enthusiasm, his loyalty is. You can buy his back, but you can'
 t buy his brain. That'
 s where his creativit
 y is, his ingenuity, his resourcefulness.



P
 C wor
 k i
 s treatin
 g employee
 s a
 s volunteer
 s just as you treat customers as volunteers, because that'
 s wha
 t t
 he
 y a
 r
 e
 . The
 yvo
 l
 un
 t
 ee
 r t
 h
 e best part -- their hearts and m
 inds.



I was in a group once where som
 eone aske
 d, "How do you shape up lazy and
 incom
 p
 etent em
 ployees?" One m
 an responded, "Dr
 op hand grenades
 !" Sever
 al other
 s c
 h
 ee
 re
 d th
 at k
 in
 d o
 f m
 ach
 o m
 anage
 m
 en
 ttalk
 , tha
 t "shap
 e u
 p o
 r shi
 pout
 " supervisio
 n approa
 ch.




Bu
 t anothe
 rperso
 n i
 n th
 egro
 u
 p asked
 , "
 W
 h
 o pick
 su
 p th
 e pieces?" "
 N
 o p
 i
 eces.
 "



"
 W
 ell
 , wh
 y don
 '
 t yo
 u d
 o t
 h
 a
 t t
 o you
 rcustomers
 ?
 " th
 e o
 t
 he
 r m
 a
 n repli
 e
 d
 . "
 Jus
 t s
 ay
 , 'Li
 s
 ten
 , i
 f you
 '
 r
 e no
 tintereste
 d i
 n buying
 ,yo
 u ca
 n jus
 tshi
 p ou
 t o
 fthi
 s pl
 ace.
 '
 "



He said, "You can'
 t do that to custom
 ers.
 " "W
 ell, how com
 e y
 o
 u can do it to em
 ployees?
 " "Becaus
 e they
 '
 r
 e i
 n you
 re
 m
 ploy."




"I see. Are your em
 ployees devoted to you? Do they work hard? How'
 s the turnover?
 "


 


"
 A
 r
 e yo
 u kidding
 ? Yo
 u can
 '
 t f
 in
 d goo
 d p
 eopl
 e these d
 ay
 s. Th
 ere'
 s to
 o m
 u
 ch turnov
 er, absenteeism
 , m
 oonlighting. People just don'
 t care anym
 ore."



That focus on golden eggs -- that attitude, th
 at paradigm -- is tota
 lly inad
 equate to tap into the powerful energies of the m
 ind and heart of anothe
 r person
 . A short-t
 e
 r
 m bo
 tto
 m li
 n
 e is
 i
 m
 portant
 , bu
 t i
 t isn
 '
 t all-i
 m
 portant.




Effecti
 v
 enes
 s lie
 s i
 n th
 e balance
 . E
 xces
 siv
 e f
 ocu
 s o
 n P result
 s i
 n r
 u
 ine
 d heal
 th, w
 orn-out m
 achin
 es, deplete
 d ban
 k accounts
 , an
 d b
 r
 oke
 n rel
 a
 tionsh
 i
 ps
 . To
 o m
 uc
 h focu
 s o
 n P
 C i
 s lik
 e a p
 erso
 n wh
 o run
 s fo
 r thre
 e o
 r fou
 r hour
 s a day
 , braggin
 g abou
 t th
 e ex
 tra 1
 0 years of life it creat
 e
 s, unaware he'
 s spending them running. Or a person endlessl
 y go
 i
 n
 g t
 o s
 c
 ho
 ol
 , neve
 r p
 r
 oduc
 i
 ng
 , li
 v
 i
 n
 g o
 n o
 t
 he
 r peop
 l
 e
 '
 s go
 l
 d
 en eggs -- the eternal student syndrom
 e.



T
 o m
 aintai
 n th
 e P/P
 C B
 alance
 , th
 e balanc
 e be
 t
 wee
 n th
 e golde
 n eg
 g (
 P
 roduction
 ) an
 d the healt
 h an
 d welfar
 e o
 f th
 e goos
 e (Productio
 n Capability
 ) i
 s ofte
 n a d
 i
 ff
 i
 cu
 l
 t j
 ud
 g
 m
 e
 n
 t call
 . B
 ut
 I sugges
 t i
 t i
 s th
 e very e
 ssen
 ce of ef
 f
 ect
 iveness. It b
 alance
 s shor
 t te
 rm w
 ith long t
 erm
 . It b
 alan
 ces g
 o
 in
 g fo
 r th
 e g
 rad
 e an
 d pay
 i
 n
 g th
 e pric
 e t
 o g
 e
 t a
 n e
 d
 ucation
 . I
 t balan
 ces th
 e desi
 re t
 o have a room cle
 an and t
 he bui
 l
 di
 ng o
 f a r
 e
 l
 a
 t
 i
 o
 n
 sh
 i
 p i
 n w
 h
 i
 c
 h t
 h
 e ch
 il
 d i
 s i
 n
 t
 er
 na
 ll
 y committed
 to do it -- ch
 eerfully, willingly, without external supervision.



It
 '
 s a principl
 e yo
 u ca
 n se
 e valid
 a
 t
 e
 d i
 n y
 o
 u
 r ow
 n life when you burn the cand
 l
 e at bo
 th end
 s to g
 et mor
 e go
 l
 d
 en eg
 g
 s an
 d win
 d up sick o
 r e
 xh
 aust
 ed
 , un
 able to produce any at all; o
 r wh
 en you g
 et a goo
 d night
 '
 s slee
 pan
 d wak
 e u
 pread
 y t
 o produc
 ethroughou
 t th
 e day.




You can see it when you press to get your own way with so
 m
 eone and som
 ehow feel an em
 ptiness i
 n th
 e relationship
 ; o
 r wh
 e
 n yo
 u reall
 y t
 ak
 e t
 i
 m
 e t
 o i
 nves
 ti
 n a relationshi
 p a
 n
 d yo
 u find th
 e desir
 e an
 d abilit
 y t
 o w
 or
 k togeth
 er
 , t
 o co
 mm
 unicate
 , take
 s a quantu
 m leap.




The P/PC Balance is the very essence of effectiv
 ene
 ss. It'
 s validated in every arena of li
 fe
 . W
 e ca
 n wor
 k wit
 h i
 t o
 r a
 g
 ains
 t it, but it'
 s there. It'
 s a lighthouse. It'
 s the definition and paradigm of effectiveness upon which the Seven Habits in this book are based.


 


How to Us
 e This Book


 


B
 e
 for
 e w
 e begi
 n wo
 r
 k o
 n th
 e Sev
 e
 n Habit
 s o
 f H
 i
 ghl
 y Effect
 i
 v
 e Peop
 l
 e
 , I wou
 l
 d lik
 e t
 o sugge
 s
 t two




Paradigm Shifts that will greatly increase the value you will receive from this m
 aterial.


 


First
 , I wou
 l
 d recommen
 d tha
 t y
 ou no
 t "see
 " thi
 s m
 ateria
 l a
 s a book
 , in the sense th
 a
 t it is so
 m
 eth
 in
 g t
 o rea
 d on
 ce an
 d pu
 t o
 n ashelf.




Yo
 u m
 a
 y choos
 e t
 o re
 a
 d i
 t co
 m
 pl
 e
 tel
 y t
 h
 r
 ou
 g
 h once for a sense of the whole. B
 u
 t the m
 aterial is designed to be a com
 p
 anion in t
 h
 e continua
 l proces
 s o
 f chang
 e an
 d growth.
 It is o
 rgani
 zed increm
 e
 ntall
 y an
 d w
 i
 t
 h suggestion
 s fo
 r appli
 c
 atio
 n a
 t th
 e en
 d o
 f ea
 c
 h habi
 t s
 o that
 yo
 u ca
 n stud
 y and fo
 cus o
 n an
 y p
 ar
 ticular habit as you are ready.



A
 s yo
 u p
 rog
 ress to de
 ep
 er l
 ev
 e
 ls o
 f und
 erstandin
 g an
 d i
 m
 plementation
 , yo
 u ca
 n g
 o bac
 k t
 im
 e an
 d a
 gai
 n t
 o th
 e principl
 e
 s containe
 d i
 n eac
 h habi
 t an
 d w
 or
 k t
 oexpan
 d you
 r kn
 ow
 l
 edge
 , skill
 ,and desire.




Second
 , I woul
 d sugge
 s
 t tha
 t yo
 u s
 hif
 t you
 r p
 a
 rad
 ig
 m o
 f y
 ou
 r ow
 n inv
 o
 lv
 em
 en
 t in th
 is m
 aterial fro
 m the ro
 le o
 f learner to that of teacher. Take a
 n Ins
 i
 deO
 u
 t approac
 h
 , an
 d rea
 d w
 i
 th th
 e purpos
 e i
 n m
 i
 n
 d o
 f sharin
 g o
 r di
 s
 cussin
 g wha
 t yo
 u lear
 n w
 it
 h so
 m
 eo
 n
 e else w
 ith
 in 4
 8 hours
 after yo
 u learn it.



I
 f yo
 u ha
 d kno
 wn
 , fo
 r ex
 a
 mp
 l
 e
 , t
 h
 a
 t yo
 u wo
 ul
 d be t
 each
 i
 ng the m
 aterial on the P/PC B
 a
 lance pr
 i
 ncipl
 e t
 o s
 o
 meon
 e els
 e withi
 n 4
 8 hou
 r
 s
 , woul
 d i
 t hav
 e m
 a
 d
 e a d
 i
 ffer
 e
 nc
 e i
 n your




readin
 g exp
 e
 rience
 ? Tr
 y i
 t no
 w a
 s yo
 u rea
 d th
 e fina
 l sectio
 n i
 n thi
 s chapte
 r. Rea
 d a
 s thoug
 h y
 o
 u ar
 e go
 i
 n
 g t
 o teac
 h i
 t t
 o you
 r spou
 se, you
 r chi
 ld
 , a bu
 sine
 ss assoc
 iate, o
 r a frie
 n
 d t
 oda
 y o
 r to
 m
 orrow
 , whil
 e i
 t i
 s stil
 l fresh
 , an
 d notic
 eth
 e differenc
 e i
 nyou
 r m
 enta
 l an
 d em
 otiona
 l process.




I guaran
 t
 e
 e t
 ha
 t i
 f y
 o
 u a
 p
 proac
 h t
 h
 e m
 a
 t
 er
 i
 a
 l i
 n e
 ach of the following ch
 apters in this way, you will no
 t on
 l
 y be
 tt
 e
 r r
 e
 m
 e
 m
 be
 r w
 h
 a
 t y
 ou read
 , but your p
 erspective will b
 e exp
 anded, your und
 erstand
 in
 g deepen
 e
 d
 , an
 d you
 r m
 o
 tivatio
 nt
 o app
 ly th
 e m
 aterial in
 creased.




I
 n addition
 , a
 s yo
 u openl
 y
 , hon
 estly share wh
 at you'
 re learn
 in
 g w
 i
 th o
 th
 ers, yo
 u m
 ay b
 e surprise
 d t
 o fin
 d tha
 t negativ
 e label
 s o
 r perception
 s others m
 ay have of you tend t
 o disa
 ppear
 . Those you teach w
 il
 l se
 e yo
 u a
 s a c
 ha
 n
 g
 i
 ng
 , g
 r
 o
 w
 in
 g person
 , an
 d wil
 l b
 e m
 or
 e i
 ncl
 i
 ne
 d t
 o be helpfu
 l an
 d s
 upportiv
 e a
 s yo
 u work
 , p
 e
 rhap
 s t
 ogether
 , t
 o integrat
 e th
 e Seve
 n Habit
 s int
 o y
 ou
 r lives.



 


Wha
 t Yo
 u Ca
 nExpect



 


I
 n th
 e las
 t a
 nalysis
 , a
 s Marily
 n Ferguso
 n ob
 s
 e
 r
 v
 e
 d
 , "
 N
 o on
 e ca
 n per
 s
 u
 a
 d
 e ano
 t
 he
 r t
 o change. Ea
 ch o
 f u
 s g
 ua
 r
 d
 s a ga
 t
 e of cha
 n
 g
 e t
 ha
 t ca
 n on
 l
 y b
 e o
 pene
 d fro
 m th
 e inside
 . W
 e canno
 t open
 th
 e g
 ate o
 f another
 , eithe
 rb
 y argu
 m
 en
 t o
 r b
 y e
 m
 otiona
 lappeal.




I
 f yo
 u decid
 e t
 o ope
 n you
 r "ga
 te o
 f change
 " t
 o reall
 y understan
 d an
 d l
 i
 ve the principles em
 bod
 ied in t
 h
 e Sev
 e
 n H
 a
 b
 it
 s
 , I f
 ee
 l co
 m
 f
 o
 rta
 b
 l
 e i
 n a
 ssu
 rin
 g y
 o
 u se
 ve
 ra
 l pos
 itiv
 e t
 h
 i
 ng
 s w
 ill
 happen.




F
 irst
 , you
 rgro
 w
 t
 h w
 it
 h b
 eevolution
 a
 ry
 , bu
 t the n
 et eff
 ect wi
 ll b
 e revo
 lut
 ion
 ary
 . Wou
 ld you
 not agree that the P
 /PC Balance princip
 le alone
 , i
 f fu
 l
 ly lived
 , woul
 d transfor
 m most
 individuals and organizations?



Th
 e ne
 t effec
 t o
 f o
 peni
 n
 g th
 e "gat
 e o
 f change
 " t
 o th
 e firs
 t t
 hre
 e habit
 s -
 - th
 e habit
 s o
 f Private Victory




-- wi
 ll be si
 gnif
 icantly i
 ncreased self
 -conf
 idence. Yo
 u wil
 l com
 e t
 o kno
 w your
 self in a d
 eep
 e
 r, m
 ore m
 ean
 i
 ngfu
 l w
 a
 y -
 - you
 r nature
 , you
 r deepe
 s
 t value
 s an
 d you
 r uniqu
 e contributio
 n capac
 it
 y
 . A
 s yo
 u liv
 e you
 r values
 , you
 r sens
 e o
 f i
 dentity
 , integrity
 , c
 ontrol, and inner-d
 ire
 ctednes
 s wi
 l
 l infus
 e yo
 u wit
 h bot
 h e
 xh
 i
 l
 aratio
 n an
 d peace
 . Yo
 u wil
 l d
 e
 fin
 e yoursel
 f f
 ro
 m w
 ith
 in
 , r
 athe
 r th
 an by
 p
 eop
 le'
 s opin
 ion
 s o
 r b
 y comparison
 s t
 o others
 . "
 W
 r
 ong
 " an
 d "right
 " wil
 l hav
 e littl
 e t
 o d
 o wi
 t
 h
 bein
 g foun
 dout.



 


Ironically
 , you
 '
 l
 l f
 i
 n
 d tha
 t a
 s yo
 u car
 e les
 sabou
 t wh
 at o
 the
 rs thin
 k o
 f you
 ; yo
 u w
 il
 l ca
 re mo
 re abou
 t wha
 t o
 t
 he
 r
 s t
 h
 i
 n
 k o
 f t
 h
 e
 m
 se
 lv
 e
 s an
 d t
 he
 i
 r wor
 l
 d
 s
 , i
 n
 c
 l
 udin
 g thei
 r relation
 s
 hi
 p w
 it
 h you.
 Yo
 u
 '
 l
 l n
 o lo
 nge
 r b
 u
 il
 d y
 ou
 r e
 m
 o
 ti
 on
 a
 l li
 f
 e o
 n o
 th
 e
 r peop
 l
 e
 '
 s w
 eaknesses
 . I
 n addition
 , you
 '
 l
 l f
 i
 nd
 it eas
 ier and m
 o
 re desirable to chan
 ge becau
 se there i
 s somethin
 g -
 - so
 me cor
 e deep withi
 n
 -- that is essentially change
 l
 ess
 .


 


As you open yourself to the next three habits -- the habits of Public Victory -- you will discove
 r an
 d unleas
 h bot
 h th
 e des
 i
 re and th
 e resou
 rces to heal and rebuild im
 portant rela
 tionsh
 ips tha
 t hav
 e de
 t
 e
 ri
 o
 r
 a
 t
 e
 d
 , o
 r eve
 n b
 r
 oken
 . G
 o
 o
 d r
 e
 l
 a
 ti
 on
 s
 h
 i
 ps will improve -- becom
 e deeper, m
 o
 re solid, m
 o
 re creative, and m
 o
 re adventuresom
 e.



The seventh habit, if deeply in
 tern
 alized, w
 i
 l
 l r
 ene
 w t
 h
 e f
 ir
 s
 t s
 i
 x an
 d will m
 ake you tru
 ly independen
 t a
 n
 d c
 a
 pabl
 e o
 f ef
 f
 e
 ctiv
 e interd
 ependen
 ce
 . Throug
 h it
 , yo
 u ca
 n charg
 e you
 r o
 w
 n ba
 tt
 e
 ri
 es
 . Whatever your presen
 t si
 tu
 ation, I assu
 re you tha
 t you are not your habits
 . Yo
 u can
 rep
 lac
 e o
 ld pattern
 s o
 f s
 e
 lf-d
 e
 f
 eat
 i
 n
 g behav
 io
 r wi
 t
 h n
 ew pa
 tt
 erns, new habits of effect
 iveness, happiness, and
 trust-base
 d relationsh
 ips.



 


W
 it
 h genuin
 e caring
 , I encourag
 e yo
 u t
 o ope
 n th
 e gat
 e o
 f chang
 e an
 d gro
 w
 t
 h a
 s yo
 u study
 thes
 e h
 a
 bits
 . B
 e patien
 t wit
 h you
 r
 self
 . Self
 -
 growt
 h i
 s tend
 er; it'
 s h
 o
 ly g
 r
 ound
 . There
 's no greater i
 nves
 t
 m
 en
 t
 .



It
 '
 s obviousl
 y no
 t a quic
 k f
 i
 x
 . Bu
 t I assur
 e yo
 u
 , yo
 u w
 il
 l fee
 l bene
 fit
 s an
 d se
 e immediate
 payoff
 s tha
 t wil
 l b
 e encouraging
 . I
 n th
 e w
 o
 rd
 s o
 f Thoma
 s Paine
 , "
 T
 ha
 t whic
 h w
 e obt
 ain too easily
 , w
 e e
 steem to
 o lightly
 . I
 t i
 s dearnes
 s onl
 y whic
 h g
 i
 v
 es every
 t
 hin
 g it
 s value
 . Heav
 e
 n know
 s h
 o
 w t
 o pu
 t a prope
 r pric
 e o
 n it
 s goods."




Par
 t T
 w
 o




Private Victory



 



Habi

 
t 1
 : B
 eProactiv
 e --
 Principles of Personal Visio



 


I kno
 w o
 f n
 o m
 o
 r
 e encouragin
 g f
 ac
 t tha
 n th
 e unqu
 estion
 ab
 le abil
 ity o
 f m
 an t
 o elevat
 e h
 is life by conscious e
 n
 deavor.




-- Henry David Thorea



 


A
 s yo
 u rea
 d thi
 s book
 , tr
 y t
 o sta
 nd apart from your
 self. Try t
 o project your c
 onsci
 ousnes
 s upw
 ard int
 o a corne
 r o
 f th
 e roo
 m an
 d se
 e yourself
 , i
 n you
 r m
 ind
 '
 s eye
 , re
 ading
 . Ca
 n yo
 u look
 a
 t yoursel
 f al
 m
 os
 t a
 sthoug
 h yo
 u w
 ere so
 m
 eon
 e else?



No
 w tr
 y someth
 i
 n
 g els
 e
 . Thi
 nk abou
 t th
 e moo
 d yo
 u ar
 e no
 w in
 . Ca
 n yo
 u ident
 i
 f
 y it
 ? W
 hat ar
 e you feeling? How would you describe your present m
 ental state



N
 o
 w thin
 k fo
 r a m
 i
 nut
 e abou
 t ho
 w y
 o
 u
 r m
 i
 n
 d i
 s w
 o
 rking
 . Is i
 t qu
 ick an
 d a
 lert
 ? D
 o yo
 u sen
 se t
 h
 at you are torn between doing this m
 e
 ntal exercise and evaluating th
 e point to be m
 ade o
 u
 t of it?



You
 r abilit
 y t
 o d
 o wha
 t y
 o
 u jus
 t di
 d i
 s uniquel
 y h
 u
 man
 . Animal
 s d
 o no
 t posses
 s thi
 s ability. W
 e cal
 l i
 t "
 s
 elfa
 waren
 es
 s
 " o
 r th
 e ab
 i
 lit
 y t
 o th
 in
 k abou
 t y
 o
 u
 r ver
 y tho
 ugh
 t proces
 s. Thi
 s i
 s the reaso
 n wh
 y ma
 n ha
 s d
 o
 minio
 n ove
 r al
 l th
 ing
 s in t
 h
 e wo
 rl
 d an
 d wh
 y h
 e ca
 n m
 ak
 e significant
 adv
 an
 ces f
 ro
 m generatio
 n t
 o generat
 ion.




Thi
 s i
 s wh
 y w
 e ca
 n eva
 l
 uat
 e an
 d le
 a
 r
 n fro
 m oth
 e
 rs' experiences as wel
 l a
 s ou
 r own
 . This
 is also wh
 y w
 e ca
 n m
 ak
 e an
 dbrea
 k ou
 r habits.




W
 e ar
 e no
 t ou
 r feelings
 . W
 e ar
 e no
 t ou
 r m
 oods
 . W
 e ar
 e no
 t eve
 n ou
 r thoughts
 . Th
 e very
 f
 act tha
 t w
 e ca
 n thin
 k abou
 t thes
 e thing
 s sep
 arate
 s u
 s fro
 m th
 em an
 d f
 ro
 m th
 e an
 imal




wo
 rld
 . Self
 -awareness e
 nables us to stand apa
 rt and exam
 in
 e even the wa
 y we "se
 e" o
 u
 rselve
 s -- our pa
 radig
 m
 , t
 h
 e m
 os
 t fu
 nd
 a
 m
 e
 n
 t
 a
 l pa
 r
 ad
 ig
 m o
 f e
 f
 f
 ec
 ti
 v
 e
 ne
 s
 s
 . I
 t aff
 ects not only ou
 r attitud
 es and behaviors, but also how we see other people. It becomes our m
 ap of t
 h
 e basic nature of m
 ankind.



I
 n fact
 , unti
 l w
 e tak
 e ho
 w w
 e s
 e
 e ourselve
 s (an
 d ho
 w w
 e se
 e others
 ) int
 o accoun
 t
 , w
 e wil
 l be unabl
 e t
 o understan
 d ho
 w other
 s se
 e a
 n
 d fee
 l abou
 t themselve
 s an
 d the
 i
 r world
 . Unaware
 , w
 e will b
 e unab
 l
 e to understand how ot
 hers see and feel about them
 selves and thei
 r worl
 d. Una
 ware
 , we will project our intentions on their behavior and call ourselves objective.



This significantly limits our personal potential a
 n
 d ou
 r a
 b
 i
 lit
 y t
 o rel
 a
 t
 e t
 o othe
 r
 s a
 s well.
 B
 ut because of the unique hum
 an capacity of self
 -awaren
 ess, we can exam
 ine our paradigm
 s t
 o determ
 ine whethe
 r the
 y ar
 e reality
 - o
 r prin
 ciple-b
 a
 se
 d o
 r i
 f the
 y are a f
 unctio
 n o
 f condit
 ionin
 g and
 conditi
 o
 ns.



 






The Social Mirror


 


I
 f th
 e onl
 y visio
 n w
 e hav
 e o
 f ours
 elves com
 e
 s fro
 m the s
 o
 cial m
 irror -- from the current social p
 arad
 i
 gm and f
 rom the opinions, percept
 ions, and pa
 radigm
 s of the people ar
 ound us -- our view of ourselves i
 s like the reflection in th
 e crazy m
 irror room at the carnival.



"You'
 re never on tim
 e."


 


"
 W
 h
 y can
 '
 t yo
 u eve
 rkee
 p th
 ing
 s i
 n ord
 er
 ?
 " "Yo
 u m
 us
 t b
 e a
 nartist!"




"You eat like a horse!"


 


"
 I can
 '
 t believ
 e yo
 u won!"



 


"This is so sim
 p
 le. W
 hy can'
 t you understand?
 "


 


Thes
 e vis
 i
 on
 s ar
 e disjointe
 d an
 d ou
 t o
 f p
 roportion
 . T
 hey a
 r
 e of
 ten m
 ore proj
 ection
 s than r
 e
 f
 l
 ec
 tio
 n
 s, projectin
 g th
 e concern
 s an
 d ch
 a
 racte
 r weaknesse
 s o
 f peopl
 e g
 ivin
 g th
 e inpu
 t r
 ath
 er
 than accurately reflecting what we are.



The reflection of the curren
 t social paradigm tells us w
 e are largely determ
 ined by conditioning and co
 n
 d
 itio
 ns
 . Wh
 il
 e w
 e h
 a
 v
 e ackn
 o
 w
 l
 edge
 d t
 h
 e t
 re
 m
 e
 n
 d
 o
 u
 s po
 w
 e
 r of
 cond
 ition
 in
 g in ou
 r lives
 , t
 o s
 ay tha
 t w
 e ar
 e dete
 r
 m
 in
 e
 d b
 y it
 , tha
 t w
 e hav
 e n
 o contro
 l ov
 er t
 h
 at
 infl
 uence, creates qu
 ite a different map. There are actually th
 ree social maps -- three th
 eories of de
 term
 inism w
 id
 e
 l
 y accepted
 , in
 d
 ependentl
 y o
 r i
 n c
 om
 bi
 n
 a
 tion
 , t
 o e
 x
 plai
 n t
 h
 e natur
 e o
 f m
 an. Genetic determ
 inis
 m basicall
 y sa
 ys your grandpar
 e
 nt
 s di
 d i
 t t
 o you
 . T
 hat
 '
 s w
 hy yo
 u hav
 e su
 ch a temp
 er. Y
 ou
 r g
 randp
 aren
 ts h
 ad shor
 t temp
 ers an
 d it'
 s in you
 r DNA
 . It ju
 st go
 es th
 rou
 g
 h th
 e generati
 o
 n
 s an
 d yo
 u inher
 ite
 d it
 . I
 n add
 ition,




you
 '
 r
 e Irish
 ,an
 d that
 '
 s th
 e natur
 eo
 f Iris
 h people.



 


P
 sy
 ch
 ic d
 et
 erm
 inis
 m b
 asica
 lly say
 s you
 r p
 aren
 ts di
 d i
 t t
 o you
 . Y
 o
 u
 r upbringing
 , your
 childhoo
 d experienc
 e essentiall
 y l
 a
 i
 d ou
 t you
 r persona
 l tend
 en
 cies a
 n
 d you
 r characte
 r structu
 re. T
 hat'
 s w
 hy yo
 u
 '
 r
 e a
 f
 r
 a
 i
 d t
 o b
 e in f
 r
 on
 t o
 f a g
 r
 oup
 . I
 t'
 s t
 h
 e wa
 y you
 r parent
 s brough
 t yo
 u up.
 You feel terribly guilty if you m
 a
 k
 e a m
 ista
 k
 e becaus
 e y
 o
 u "re
 m
 e
 mber
 " dee
 p insid
 e the
 em
 otional scripting when you we
 r
 e ve
 r
 y vu
 l
 ne
 r
 ab
 l
 e an
 d t
 end
 er an
 d depend
 e
 n
 t
 . You "rem
 e
 m
 b
 er" the em
 o
 tion
 al pun
 ishm
 en
 t, the rejec
 t
 ion
 , th
 ecompariso
 n w
 it
 h so
 m
 e
 bod
 y els
 e whe
 n you didn'
 t perform as well as expected.



Environm
 ental determ
 inism basically says your bos
 s i
 s doin
 g t
 o yo
 u -
 - o
 r you
 r spouse
 , or
 that br
 atty teenager
 , o
 r you
 r eco
 nom
 i
 c situation
 , o
 r nationa
 l po
 lici
 es. S
 o
 m
 eon
 e o
 r som
 e
 th
 in
 g in you
 r env
 ironm
 ent i
 s responsibl
 e f
 o
 r you
 r situation.




Each of these m
 aps is based on the stim
 ulus/r
 espons
 e th
 e
 or
 y w
 e mo
 s
 t oft
 en t
 h
 in
 k of i
 n c
 onn
 ecti
 o
 n with Pavlov'
 s experi
 me
 nt
 s wit
 h dogs. The bas
 ic idea is tha
 t w
 e ar
 e conditioned
 t
 o respon
 d i
 n a p
 articu
 lar w
 ay to a p
 articu
 lar stim
 u
 lu
 s.



Ho
 w ac
 c
 ur
 a
 t
 el
 y an
 d functionall
 y d
 o the
 se dete
 r
 m
 inistic m
 a
 ps d
 escribe the terr
 ito
 ry
 ? How
 clear
 ly do these m
 irror
 s ref
 lec
 t th
 e true natu
 re of m
 an? Do th
 ey b
 ecom
 e self
 -f
 ulf
 illing prophecies? Are they based on principles we can v
 a
 lidate within ourselves?


 


Betw
 een Stimulus an
 d Response


 


I
 n ans
 w
 e
 r t
 o thos
 equestions
 , le
 t m
 e shar
 ewit
 h yo
 u th
 ecatalyti
 c stor
 y o
 f V
 ikto
 rFrank
 l.


 


Frank
 l wa
 s a det
 er
 m
 inis
 t raise
 d i
 n th
 e tra
 d
 itio
 n o
 f Freudia
 n psychol
 o
 gy
 , whic
 h pos
 t
 ulates tha
 t whatev
 e
 r happen
 s t
 o yo
 u a
 s a chil
 d sha
 p
 e
 s you
 r char
 a
 cte
 r an
 d personalit
 y an
 d basically govern
 s yo
 u
 r w
 hole lif
 e. T
 he l
 im
 its and param
 ete
 rs of yo
 ur lif
 e are set
 , and
 , b
 a
 sically
 , yo
 u c
 an
 '
 t d
 om
 uc
 h abou
 t it.




Frank
 l wa
 s als
 o a psychiatri
 st an
 d a Jew
 . H
 e wa
 s i
 m
 p
 ri
 s
 o
 ne
 d i
 n t
 h
 e dea
 th ca
 m
 p
 s o
 f Nazi
 Germ
 any, w
 h
 er
 e h
 e exp
 e
 rie
 n
 ce
 d t
 h
 in
 g
 s t
 h
 a
 t w
 er
 e s
 o r
 epu
 g
 n
 a
 n
 t to our sen
 se of decency tha
 t we shudder to even repeat them
 .



Hi
 s parent
 s
 , hi
 s brother
 , an
 d hi
 s w
 i
 f
 e di
 e
 d i
 n t
 h
 e cam
 ps or w
 ere sent to the gas ovens. Ex
 cep
 t fo
 r hi
 s sister
 , hi
 s entir
 e f
 a
 m
 il
 y peri
 s
 hed
 . Frank
 l h
 im
 self suff
 ered to
 rtu
 re an
 d innu
 m
 erabl
 e indignities
 , neve
 r k
 n
 o
 w
 i
 n
 g f
 ro
 m o
 n
 e m
 o
 m
 e
 n
 t t
 o th
 e n
 ext if his pat
 h woul
 d lea
 d t
 o th
 e ove
 ns or i
 f he wo
 ul
 d be am
 ong the "s
 aved
 " w
 h
 o w
 oul
 d re
 m
 ov
 e th
 e bodie
 s o
 r shove
 l out
 the ashes of those so fated.



One day, naked and alone i
 n a s
 m
 al
 l roo
 m
 , h
 e b
 e
 ga
 n t
 o bec
 om
 e awa
 r
 e o
 f wha
 t h
 e late
 r called "th
 e las
 t o
 f th
 e huma
 n f
 r
 eedoms
 " -
 - th
 e fre
 e
 do
 m hi
 s Naz
 i captor
 s coul
 d no
 t tak
 e aw
 a
 y
 . Th
 ey coul
 d cont
 r
 o
 l h
 is ent
 ire en
 v
 iron
 m
 en
 t, th
 ey cou
 l
 d d
 o wha
 t the
 y want
 ed t
 o hi
 s b
 ody
 , bu
 t V
 iktor Fr
 ank
 l h
 i
 m
 s
 el
 f wa
 s a se
 l
 f
 -
 a
 war
 e be
 i
 n
 g wh
 o coul
 d l
 oo
 k a
 s a
 n observe
 r a
 t h
 is v
 er
 y involv
 e
 m
 ent. H
 i
 s b
 a
 sic identity was intact. H
 e c
 o
 u
 l
 d dec
 i
 d
 e wit
 h
 i
 n h
 i
 m
 se
 l
 f ho
 w a
 l
 l o
 f th
 i
 s wa
 s going to aff
 ect h
 im
 . B
 etw
 eenwh
 at happ
 en
 ed to him
 , o
 r th
 e st
 i
 m
 u
 l
 us
 , an
 d hi
 s respons
 e t
 o it
 , wa
 s h
 is f
 re
 ed
 o
 m o
 r power to choose that response.



I
 n th
 e m
 i
 ds
 t o
 f hi
 sexper
 i
 ences
 , Fr
 a
 nk
 l woul
 dpro
 j
 ec
 t h
 i
 m
 se
 l
 f i
 nt
 o differ
 e
 n
 t circu
 m
 s
 t
 an
 c
 es
 , such a
 s lecturin
 g t
 o hi
 s student
 s aft
 er his releas
 e fr
 o
 m th
 e death camps. H
 e woul
 d describ
 e hi
 m
 self
 in the c
 lass
 r
 oom
 , in his m
 ind'
 s eye, and give his students th
 e l
 esson
 s h
 e wa
 s learnin
 g durin
 g hi
 s ve
 r
 y
 t
 o
 rt
 u
 r
 e
 . Thr
 ough a series of such disciplines -- m
 ental
 , e
 m
 otional, and moral
 , principall
 y using
 m
 e
 mo
 ry an
 d i
 m
 a
 g
 inati
 o
 n -
 - h
 e exercise
 d hi
 s small
 , e
 m
 b
 r
 yoni
 c f
 r
 ee
 d
 o
 m unti
 l i
 t gre
 w lar
 g
 e
 r an
 d larger,
 unti
 l h
 e ha
 d m
 o
 re f
 reed
 o
 m th
 an h
 is N
 azi cap
 to
 rs
 . T
 hey had m
 o
 re liberty
 , mor
 e opti
 on
 s t
 o cho
 ose
 fro
 m i
 n thei
 r environm
 e
 nt
 ; bu
 t h
 e h
 a
 d m
 or
 e fre
 e
 dom
 , mor
 e i
 n
 terna
 l powe
 r t
 o exercis
 e hi
 s op
 ti
 o
 ns. H
 e bec
 a
 m
 e a
 n inspirati
 o
 n t
 o thos
 e a
 r
 oun
 d h
 i
 m
 , e
 ve
 n t
 o som
 e o
 f th
 e guards
 . H
 e helpe
 d o
 t
 h
 er
 s f
 i
 nd m
 eanin
 g i
 n the
 ir sufferin
 g an
 ddignit
 y i
 n thei
 rp
 riso
 n existence.




I
 n t
 h
 e m
 i
 d
 s
 t o
 f t
 h
 e m
 o
 s
 t d
 eg
 rading circum
 stan
 ces im
 aginable, F
 rankl used the hu
 man endow
 m
 en
 t o
 f se
 l
 f
 -
 a
 wa
 r
 enes
 s t
 o d
 i
 s
 cove
 r a f
 u
 n
 d
 a
 m
 en
 t
 a
 l p
 r
 inc
 i
 p
 l
 e about the nature of m
 an: Between stim
 ul
 us and response, m
 an has the freedom t
 o choose.



With
 i
 n th
 e freedo
 m t
 o c
 hoos
 e ar
 e thos
 e endowment
 s tha
 t m
 ak
 e u
 s u
 n
 iqu
 el
 y h
 u
 man
 . In
 addi
 tio
 n to self-a
 waren
 e
 ss
 , w
 e hav
 e imag
 i
 natio
 n -
 - th
 e abilit
 y t
 o creat
 e i
 n o
 ur m
 i
 nd
 s beyon
 d ou
 r presen
 t real
 i
 t
 y
 . W
 e h
 a
 v
 e conscien
 c
 e -
 - a dee
 p inne
 r awa
 r
 enes
 s o
 f righ
 t an
 d wrong
 , o
 f the
 principle
 s tha
 t gover
 n o
 u
 r b
 eh
 av
 io
 r, an
 d a sen
 se o
 f th
 e d
 eg
 ree to wh
 ich ou
 r tho
 u
 gh
 ts an
 d action
 s are in ha
 r
 m
 on
 y wit
 h th
 e
 m
 . An
 d w
 e h
 a
 v
 e independ
 e
 n
 t w
 i
 l
 l -
 - th
 e abi
 l
 it
 y t
 o ac
 t b
 a
 se
 d o
 n our self-awareness
 , fre
 e o
 f al
 lothe
 r influences.




Even the most intelligent anim
 als have none of these endowm
 ents. To use a computer m
 etaphor, they are programm
 ed by instin
 ct and/or training. They ca
 n b
 e tra
 i
 ne
 d t
 o be
 respons
 ib
 le, bu
 t th
 ey can'
 t ta
 k
 e re
 sp
 o
 ns
 i
 b
 ilit
 y f
 o
 r tha
 t trai
 n
 i
 ng
 ; i
 n o
 t
 he
 r wo
 rds
 , th
 ey can
 't
 direct it. They can'
 t change the programm
 ing. They'
 re not even aware of it.



Bu
 t becaus
 e o
 f ou
 r uniqu
 e hum
 a
 n endowment
 s, w
 e can w
 rite new prog
 ram
 s f
 or ourselves
 t
 o
 tally apart from our i
 nstincts and training. This is why a
 n an
 im
 a
 l
 '
 s capac
 it
 y i
 s r
 e
 l
 ati
 ve
 l
 y li
 m
 ite
 d an
 d man'
 s i
 s unli
 m
 it
 ed
 . B
 u
 t i
 f w
 e liv
 e li
 k
 e a
 n
 i
 m
 a
 l
 s
 , ou
 t o
 f o
 ur ow
 n in
 s
 tinct
 s and
 conditioning and conditions, out of our collective m
 em
 o
 ry, we too will be lim
 ited.



The determ
 inistic paradigm comes prim
 aril
 y fro
 m th
 e stud
 y o
 f a
 n
 imals -- rats, monkeys
 , pigeons, dogs -- and neurotic and psychotic people. While th
 i
 s m
 a
 y m
 ee
 t certai
 n criteri
 a o
 f s
 o
 m
 e r
 ese
 a
 r
 che
 r
 s because it seem
 s mea
 s
 urable an
 d predictable, the hi
 s
 tory of m
 ankind an
 d ou
 r own self-awareness tell us that this m
 ap doesn'
 t describe the territory at all!



Our unique hum
 a
 n endowm
 ents lift us above the an
 im
 a
 l worl
 d. The exte
 nt t
 o whic
 h we ex
 erci
 se an
 d d
 ev
 elo
 p t
 h
 ese end
 o
 wm
 en
 ts empow
 ers u
 s to f
 u
 l
 f
 il
 l ou
 r uniquel
 y human potential
 . Be
 t
 w
 ee
 n sti
 m
 ulu
 s an
 d respon
 se i
 s ou
 r great
 est pow
 er -- th
 e f
 reedo
 m to choo
 se.



"Proactivity" Defined


 


I
 n discover
 i
 n
 g th
 e basi
 c principl
 e o
 f th
 e natur
 e o
 f m
 an
 , F
 rank
 l d
 escrib
 ed an accu
 rat
 e self
 -
 m
 ap f
 ro
 m whi
 c
 h h
 e beg
 a
 n t
 o develo
 p th
 e firs
 t an
 d mos
 t basi
 c habi
 t o
 f a highl
 y e
 f
 fect
 i
 v
 e person i
 n an
 y environ
 m
 ent
 ,th
 e hab
 it o
 fProactivity.




W
 h
 il
 e t
 h
 e w
 o
 r
 d p
 roac
 ti
 v
 i
 t
 y i
 s n
 o
 w f
 a
 i
 rl
 y c
 om
 m
 o
 n in m
 anage
 ment literat
 ure, it is a word you won
 '
 t f
 in
 d i
 n m
 o
 s
 t dictionaries
 . I
 t mean
 s mor
 e tha
 n m
 erel
 y takin
 g initi
 ative
 . I
 t m
 e
 an
 s tha
 t a
 s huma
 n be
 i
 ng
 s, w
 e ar
 e responsibl
 e fo
 r ou
 r ow
 n liv
 e
 s
 . Ou
 r beh
 a
 vio
 r i
 s a f
 unction of our decision
 s, not our con
 d
 itions. W
 e can subordinate feeling
 s to values. W
 e have th
 e initiativ
 e an
 d the respon
 sibility to m
 ake things happen
 .



Loo
 k at the wo
 rd respon
 sib
 il
 ity -- "r
 espon
 se-ab
 i
 l
 ity
 " -
 - th
 e abilit
 y t
 o choo
 se you
 r response.
 High
 l
 y pro
 a
 ctiv
 e peopl
 e recogniz
 e th
 at responsibility
 . T
 h
 ey do no
 t bla
 m
 e circu
 m
 stances
 , condition
 s, or c
 ond
 iti
 on
 i
 n
 g f
 o
 r t
 h
 e
 i
 r behav
 i
 o
 r
 . The
 i
 r b
 e
 h
 av
 i
 o
 r i
 s a produc
 t o
 f thei
 r own
 con
 sciou
 s cho
 ice, b
 ase
 d o
 nvalues
 , r
 a
 the
 r tha
 n a produ
 c
 t o
 f th
 eir con
 d
 itions, based on feeling.



Because we are, by nature, proactive, if our lives a
 r
 e a f
 unc
 ti
 o
 n o
 f condi
 tionin
 g and
 cond
 it
 ion
 s, it is because we have, by conscious d
 ecision o
 r b
 y default
 , c
 h
 ose
 n t
 o emp
 owe
 r tho
 s
 e thing
 s t
 ocontro
 l us.


 


In m
 aking such a ch
 oice, we becom
 e reactiv
 e. Re
 active people are often affect
 ed b
 y th
 ei
 r physical environm
 ent. If the weather is good, they f
 eel good. If it isn'
 t, it affects their attitude an
 d the
 ir perfo
 rmance
 . Proactiv
 e peopl
 e ca
 n c
 a
 rr
 y thei
 r ow
 n wea
 the
 r wit
 h the
 m
 . W
 hethe
 r it ra
 i
 n
 s o
 r s
 h
 ine
 s m
 ake
 s n
 o differenc
 e t
 o the
 m
 . The
 y ar
 e v
 alu
 e drive
 n
 ; an
 d i
 f thei
 r valu
 e i
 s to
 produce good quality wo
 r
 k
 , i
 t i
 sn
 '
 t a f
 un
 cti
 o
 n o
 f wh
 et
 h
 e
 r t
 h
 e we
 at
 he
 r i
 s c
 onduciv
 e t
 o i
 t o
 rnot.




Reactiv
 e peopl
 e ar
 e als
 o affecte
 d b
 y thei
 r socia
 l e
 nvironm
 e
 nt
 , b
 y th
 e "so
 ci
 a
 l weathe
 r
 .
 " Wh
 e
 n peop
 l
 e treat them well, they feel well; when people don'
 t, they becom
 e defensi
 ve or protective. R
 eactiv
 e peopl
 e bui
 l
 d t
 hei
 r e
 m
 otiona
 l liv
 es aroun
 d t
 h
 e b
 e
 havi
 o
 r o
 f o
 t
 h
 ers, em
 p
 o
 w
 eri
 n
 g th
 e weaknesses of other p
 e
 op
 l
 e t
 o con
 tr
 o
 l t
 h
 em
 .



The ability to subordinate an im
 pulse to a value is the essence of the proa
 ctive person. Reactiv
 e peop
 l
 e a
 r
 e d
 riv
 e
 n b
 y fe
 e
 lin
 gs
 , b
 y circum
 stan
 ces, by conditions, by th
 eir environm
 ent. P
 ro
 activ
 e peop
 le ar
 e drive
 n b
 y val
 u
 e
 s -
 - care
 f
 u
 ll
 y though
 t abou
 t, sele
 cted an
 d intern
 aliz
 ed v
 alues.



Proactiv
 e peopl
 e ar
 e stil
 l influen
 c
 e
 d b
 y externa
 l sti
 m
 ul
 i
 , whethe
 r physi
 cal
 , so
 c
 i
 al
 , or psy
 c
 h
 o
 l
 o
 g
 i
 c
 al
 . Bu
 t thei
 r respons
 e t
 o th
 e sti
 m
 uli
 , consciou
 s o
 r u
 n
 conscious
 , i
 s a va
 l
 ue-b
 a
 sed
 choice or response.



A
 s Eleano
 r Roosevel
 t observe
 d, "
 N
 o on
 e ca
 n hur
 t yo
 u withou
 t you
 r consent.
 " I
 n th
 e wor
 d
 s o
 f Gandhi
 , "The
 y canno
 t tak
 e awa
 y ou
 r sel
 f respec
 t i
 f w
 e d
 o no
 t g
 i
 v
 e i
 t t
 o t
 h
 e
 m
 .
 " I
 t i
 s ou
 r willin
 g permission
 , ou
 r consen
 t t
 o wha
 t happ
 ens to us, that hurts us f
 ar m
 ore tha
 n wha
 t hap
 p
 en
 s t
 o u
 s i
 n t
 h
 e first place.



I ad
 m
 i
 t thi
 s i
 s v
 er
 y har
 d t
 o accep
 t emot
 i
 onally
 , especiall
 y i
 f w
 e hav
 e ha
 d yea
 rs and yea
 rs o
 f e
 x
 p
 l
 a
 i
 n
 i
 n
 g ou
 r m
 i
 se
 ry i
 n t
 h
 e n
 a
 m
 e of circum
 stance or som
 eone else'
 s behavior. But until a perso
 n can sa
 y deep
 l
 y an
 d ho
 n
 es
 tl
 y
 , "
 I am wh
 a
 t I am today because of the choice
 s I m
 a
 d
 e yes
 t
 e
 r
 day,
 " t
 h
 at pe
 r
 so
 n cannot say, "I choose otherwise."



Onc
 e i
 n Sacra
 m
 en
 t
 o whe
 n I w
 a
 s speakin
 g o
 n t
 h
 e subjec
 t o
 f Proactivity
 , a woman in the audience st
 o
 o
 d u
 p i
 n th
 e mid
 dl
 e o
 f m
 y presentatio
 n an
 d s
 t
 a
 rt
 ed talking excitedly. It w
 as a large audience, an
 d a
 s a n
 u
 m
 b
 e
 r o
 f p
 e
 op
 l
 e t
 u
 r
 ne
 d t
 o lo
 o
 k a
 t h
 er
 , s
 h
 e sudd
 enly becam
 e aware of wh
 at sh
 e wa
 s doing
 , gre
 w e
 mb
 arra
 ss
 e
 d a
 nd s
 a
 t b
 ac
 k d
 own
 . Bu
 t s
 h
 e se
 e
 me
 d t
 o fin
 d i
 t difficul
 t t
 o restrain herself and started talking to the people around her. She seem
 ed so happy.



I coul
 d ha
 r
 dl
 y w
 ai
 t fo
 r a brea
 k t
 o fin
 d o
 ut w
 ha
 t ha
 d happened
 . W
 h
 e
 n i
 t finall
 y c
 am
 e, I i
 mm
 ediatel
 ywen
 t t
 o he
 ran
 d aske
 d i
 f sh
 ewoul
 d b
 e willin
 gt
 o shar
 e he
 rexperience.




"You just can'
 t im
 agine what'
 s happened to m
 e!" she exclaim
 ed. "I
 'm a full
 -ti
 m
 e nurs
 e t
 o the mo
 st m
 iserable, ung
 r
 atef
 ul m
 an y
 ou can possi
 bl
 y im
 ag
 in
 e. Noth
 in
 g I d
 o i
 s goo
 d e
 noug
 h for h
 i
 m
 . H
 e n
 e
 ve
 r exp
 r
 ess
 e
 s appreciation
 ; h
 e hardl
 y eve
 n acknowledge
 s m
 e
 . H
 e c
 on
 s
 t
 an
 t
 l
 y h
 ar
 p
 s at m
 e and f
 i
 nds f
 ault wit
 h everythin
 g I do
 . T
 h
 i
 s ma
 n ha
 s m
 a
 d
 e m
 y li
 f
 e m
 i
 serabl
 e and I of
 ten take m
 y f
 r
 ustratio
 n ou
 t o
 n m
 y f
 a
 m
 ily
 . T
 h
 e o
 th
 er nur
 se
 s feel th
 e sam
 e way. We al
 m
 o
 st pray for his dem
 ise.



"An
 d fo
 r yo
 u t
 o hav
 e th
 e gal
 l t
 o stan
 d u
 p ther
 e a
 n
 d sugges
 t tha
 t nothin
 g ca
 n hur
 t m
 e
 , tha
 t no on
 e ca
 n hur
 t m
 e withou
 t m
 y con
 s
 en
 t
 , an
 d t
 ha
 t I hav
 e c
 h
 ose
 n m
 y ow
 n emotion
 al lif
 e o
 f being
 m
 i
 serabl
 e -
 - well
 , ther
 ewa
 s jus
 t n
 o wa
 y Icoul
 d bu
 y int
 othat.




"Bu
 t I kep
 t t
 hinkin
 g a
 bou
 t it
 . I re
 a
 ll
 y wen
 t ins
 i
 d
 e m
 y
 se
 l
 f an
 d beg
 a
 n t
 o ask
 , 'D
 o I hav
 e the powe
 r t
 o choose m
 y response?
 "



"
 W
 he
 n I f
 inall
 y r
 ealize
 d tha
 t I d
 o h
 a
 v
 e tha
 t powe
 r, whe
 n I swallowe
 d tha
 t bitte
 r pil
 l and
 r
 ea
 li
 ze
 d t
 ha
 t I ha
 d chose
 n t
 o b
 e m
 i
 se
 r
 ab
 l
 e
 , I a
 l
 s
 o r
 e
 alized that I could choose not to be m
 iserable.



"A
 t tha
 t m
 o
 men
 t I stoo
 d up
 . I fel
 t a
 s thoug
 h I wa
 s bein
 g le
 t ou
 t o
 f S
 an Qu
 en
 ti
 n
 . I wan
 t
 ed t
 o yel
 l t
 o th
 e whol
 e world
 , '
 I a
 m free
 ! I a
 m le
 t ou
 t o
 f p
 rison
 ! N
 o longe
 ra
 m I goin
 g t
 o b
 e controlled b
 y th
 e treat
 m
 en
 t o
 f so
 m
 e person.
 '
 "



It
 '
 s no
 t wha
 t hap
 pen
 s t
 o us
 , bu
 t ou
 r re
 s
 pons
 e t
 o w
 h
 a
 t happen
 s t
 o u
 s tha
 t h
 ur
 ts us. O
 f course, things can hurt us physically or ec
 o
 no
 micall
 y a
 nd ca
 n cau
 se sorro
 w. But our ch
 aract
 er
 , our basic identity, does not have to be hurt at all. I
 n fact
 , ou
 r mos
 t difficul
 t experience
 s bec
 o
 m
 e the cru
 cible
 s that f
 orge ou
 r charact
 e
 r an
 d dev
 e
 lo
 p th
 e interna
 l powers
 , th
 e f
 r
 eed
 o
 m t
 o handl
 e d
 i
 ff
 ic
 u
 l
 t circ
 u
 m
 s
 ta
 n
 ce
 s i
 n t
 h
 e future and to inspire others to do so as well.



Frank
 l i
 s on
 e o
 f m
 a
 n
 y wh
 o h
 a
 v
 e bee
 n a
 bl
 e t
 o d
 e
 velo
 p th
 e persona
 l fre
 e
 do
 m in
 difficul
 t circu
 m
 stan
 ces t
 o lif
 t an
 d inspire oth
 ers. T
 he au
 tobiographica
 l account
 s o
 f Vietn
 a
 m prisoner
 s o
 f wa
 r provid
 e a
 ddition
 al p
 ersuasiv
 e test
 i
 m
 on
 y o
 f th
 e tran
 s
 form
 ing power of such pe
 r
 sona
 l f
 r
 e
 ed
 o
 m a
 n
 d th
 e effec
 t o
 f t
 h
 e responsibl
 e use o
 f that freedom on th
 e p
 ri
 so
 n cu
 lt
 u
 r
 e and
 o
 n th
 e prisoners
 , bot
 h the
 n an
 d now.




W
 e ha
 v
 e al
 l know
 n individ
 u
 al
 s i
 n ve
 r
 y dif
 f
 icul
 t ci
 rcu
 m
 stan
 ces, p
 erh
 ap
 s w
 it
 h a ter
 m
 ina
 l illn
 es
 s o
 r a sever
 e physica
 l handicap
 , wh
 o mainta
 in m
 agn
 ifi
 cen
 t e
 motiona
 l s
 trength
 . Ho
 w ins
 p
 ire
 d w
 e are by the
 i
 r i
 n
 t
 eg
 ri
 t
 y
 ! No
 t
 h
 in
 g ha
 s a grea
 ter
 , longe
 r l
 a
 stin
 g i
 m
 p
 r
 essio
 n upo
 n another
 p
 er
 so
 n t
 h
 a
 n t
 h
 e awarenes
 s tha
 t so
 m
 eon
 e has transcended suffering, has transcended circu
 m
 stan
 ce, an
 d is em
 bo
 dy
 in
 g an
 dexpressin
 g a valu
 etha
 t inspire
 s an
 dennoble
 s an
 d lift
 slife.




On
 e o
 f th
 e mos
 t in
 s
 pir
 i
 n
 g t
 i
 m
 es S
 a
 ndr
 a an
 d I h
 a
 v
 e eve
 r ha
 d t
 oo
 k plac
 e ove
 r a four
 -
 ye
 a
 r period
 w
 it
 h a dear friend of ours nam
 ed Car
 ol, who had a w
 asting ca
 ncer di
 sease
 . Sh
 e had been one of Sandra'
 s bridesm
 aid
 s, and they had been best friends for over 25 years.



W
 he
 n C
 ar
 o
 l w
 a
 s in t
 h
 e v
 er
 y l
 a
 st stages of the disease, Sand
 ra spent time at her bed
 side helping her write her personal history
 . Sh
 e return
 ed f
 ro
 m th
 o
 se protracte
 d an
 d difficul
 t sessions
 alm
 ost transf
 ixed b
 y admiratio
 n fo
 r he
 r fri
 e
 nd'
 s c
 ourag
 e an
 d he
 r desir
 e t
 o writ
 e speci
 a
 l m
 es
 s
 ages
 t
 o b
 e g
 i
 ve
 n t
 o he
 r children at different stages in their lives.



Caro
 l woul
 d tak
 e a
 s littl
 e pain-killin
 g medicatio
 n a
 s possibl
 e s
 o tha
 t sh
 e ha
 d ful
 l acces
 s t
 o her ment
 al an
 d emoti
 o
 na
 l f
 aculties
 . The
 n sh
 e woul
 d whispe
 r int
 o a tap
 e recorde
 r o
 r t
 o Sandr
 a directly
 a
 s sh
 e too
 k no
 tes. C
 ar
 o
 l w
 as so pro
 activ
 e, so b
 rav
 e, a
 n
 d s
 o con
 cern
 ed abou
 t o
 th
 er
 s th
 at sh
 e becam
 e an enorm
 ous source of i
 n
 spiration to m
 any people around her.



I'
 ll never forget the expe
 rience of loo
 king deep
 ly into Ca
 ro
 l'
 s eyes the d
 ay before she passed aw
 ay and se
 nsing out of th
 at deep h
 o
 ll
 ow
 ed ago
 ny a pe
 rson of trem
 endous intrinsic worth. I could see in her eyes a life of character, contribution
 , an
 d ser
 v
 i
 c
 e a
 s w
 e
 l
 l a
 s l
 ove
 , c
 o
 n
 ce
 r
 n
 , a
 n
 d
 appre
 ciation.



 


Man
 y t
 i
 m
 e
 s ove
 r th
 e ye
 a
 r
 s
 , I hav
 e a
 s
 ke
 d group
 s of people ho
 w m
 any have ever exper
 ienced being in the presence of a dying individu
 a
 l wh
 o ha
 d a m
 a
 gn
 i
 ficen
 t at
 titud
 e a
 n
 d c
 o
 mm
 u
 n
 i
 ca
 t
 e
 d l
 ov
 e an
 d co
 m
 pass
 i
 o
 n an
 d se
 r
 ve
 d i
 n u
 n
 m
 a
 t
 chab
 l
 e w
 a
 y
 s t
 o t
 h
 e ver
 y end.
 Usual
 l
 y, about one-fourth of the a
 udienc
 erespon
 d i
 n t
 h
 e a
 f
 fi
 rmative
 . I th
 en as
 k h
 o
 w m
 any of them will never f
 orget these individuals
 -
 - ho
 w m
 a
 n
 y wer
 e tran
 s
 f
 o
 r
 m
 e
 d
 , a
 t leas
 t t
 e
 m
 po
 r
 a
 ril
 y
 , b
 y th
 e inspiratio
 n o
 f suc
 h courage
 , an
 d wer
 e d
 ee
 p
 l
 y m
 o
 v
 e
 d a
 n
 d mo
 tivate
 d t
 o m
 o
 r
 e n
 o
 b
 l
 e act
 s o
 f se
 r
 v
 ic
 e an
 d compassion
 . Th
 e sa
 m
 e people respond a
 g
 ai
 n
 , alm
 os
 t i
 n
 e
 v
 ita
 b
 l
 y
 .



Viktor Frankl suggests that there are three centr
 al values in life -- the experiential, or that wh
 ich happen
 s t
 o us
 ; th
 e creative
 , o
 r tha
 t whic
 h w
 e brin
 g int
 o exis
 tence
 ; an
 d th
 e attitudinal
 , o
 r our
 respo
 n
 s
 e in di
 ff
 i
 cul
 t circu
 m
 stance
 ssuc
 h a
 s ter
 m
 ina
 lilln
 ess.




My ow
 n ex
 p
 erienc
 e w
 it
 h p
 eop
 l
 e confi
 r
 m
 s th
 e po
 in
 t Frank
 l mak
 es -
 - th
 a
 t th
 e highes
 t o
 f the
 t
 h
 r
 e
 e values is a
 ttitudin
 a
 l, in the par
 adig
 m of re
 fram
 ing sense. In oth
 e
 r words, wh
 at m
 atters m
 o
 st is how we respond to what we experience in life.



Difficul
 t circum
 sta
 n
 ces often create Para
 digm Sh
 ifts, whol
 e new fra
 m
 es o
 f reference by whic
 h peopl
 e se
 e th
 e wo
 r
 l
 d an
 d the
 m
 selve
 s a
 n
 d other
 s in it
 , and w
 hat l
 i
 f
 e i
 s ask
 i
 n
 g o
 f t
 h
 e
 m
 . Thei
 r large
 r perspectiv
 e re
 f
 l
 ect
 sth
 e attitudina
 l value
 stha
 t li
 f
 t an
 d in
 spir
 e u
 sall.



 


Taking the Initia
 tive


 


Ou
 r basi
 c natur
 e i
 s t
 o act
 , a
 n
 d no
 t b
 e acte
 d u
 p
 on
 . A
 s wel
 l a
 s enablin
 g u
 s t
 o choos
 e our
 response to particular circum
 stances, this em
 po
 wers us to create circum
 stance
 s
 Ta
 kin
 g initiativ
 e doe
 s no
 t m
 ea
 n bein
 g pushy
 , o
 bnox
 iou
 s, o
 r agg
 re
 ssive
 . It doe
 s m
 ea
 n recogn
 izin
 g ou
 r re
 s
 ponsibilit
 y t
 o m
 a
 k
 e thing
 s happen.




O
 ver the yea
 rs, I h
 a
 ve f
 re
 q
 uently cou
 nseled peop
 l
 e wh
 o wante
 d bette
 r job
 s t
 o sho
 w mor
 e initiative




-
 - t
 o tak
 e int
 eres
 t an
 d aptitud
 e tes
 t
 s
 , t
 o stud
 y th
 e industry
 , eve
 n th
 e spec
 i
 f
 i
 c probl
 e
 m
 s t
 h
 e o
 r
 gan
 i
 za
 tion
 s they are interes
 ted in are facing, and then to develop an effectiv
 e presen
 tati
 o
 n showin
 g ho
 w thei
 r abilitie
 s ca
 n hel
 p sol
 ve th
 e org
 anization'
 s p
 roblem
 . It
 '
 s calle
 d "s
 olution
 selling,
 " an
 d i
 s a ke
 y par
 adigm




in business succe
 ss.


 


Th
 e respon
 s
 e i
 s usuall
 y agre
 e
 m
 en
 t -
 - m
 o
 s
 t peop
 l
 e ca
 n se
 e ho
 w powe
 r
 f
 ull
 y suc
 h a
 n approach wou
 l
 d affec
 t thei
 r opportunitie
 s fo
 r e
 m
 ploy
 m
 e
 n
 t o
 r adva
 nc
 e
 m
 e
 n
 t
 . B
 u
 t m
 a
 n
 y o
 f t
 h
 e
 m f
 a
 il
 t
 o t
 ak
 e th
 e necessar
 y steps
 ,th
 e initiative
 , t
 o m
 ak
 e i
 thappen.




"
 I don
 '
 t kno
 wwhe
 re t
 o g
 o t
 o tak
 eth
 e int
 eres
 tan
 d a
 p
 titud
 e test."



 


"Ho
 w d
 o I stud
 yindustr
 y an
 d organiza
 tio
 na
 l probl
 em
 s
 ? N
 o on
 e want
 st
 o hel
 p m
 e."



 


Man
 y peop
 l
 e wai
 t fo
 r someth
 i
 n
 g t
 o happe
 n o
 r s
 o
 meon
 e t
 o tak
 e car
 e o
 f the
 m
 . Bu
 t peopl
 e who
 en
 d u
 p wi
 t
 h th
 e goo
 d job
 s ar
 e th
 e proactiv
 e on
 e
 s wh
 o ar
 e s
 olution
 s t
 o probl
 e
 m
 s
 , no
 t probl
 e
 m
 s t
 h
 e
 m
 s
 e
 l
 ve
 s, who seize the in
 itiativ
 e to do w
 h
 atever is necessa
 ry
 , cons
 i
 s
 t
 en
 t w
 it
 h co
 rr
 ec
 t principle
 s, t
 o ge
 t th
 e jo
 b done.




Whenever som
 eo
 n
 e in our fam
 ily, even one o
 f th
 e younge
 r children
 , take
 s a
 n irresponsible
 position an
 d wait
 s fo
 r s
 o
 meon
 e els
 e t
 o m
 ak
 e thing
 s happ
 e
 n o
 r provid
 e a s
 olution
 , w
 e t
 el
 l th
 e
 m
 , "Us
 e you
 r R an
 d I!" (re
 s
 our
 cef
 ulness and ini
 tiat
 ive). In fact
 , of
 te
 n b
 e
 fo
 r
 e w
 e ca
 n s
 a
 y it
 , t
 h
 e
 y a
 nsw
 e
 r t
 h
 ei
 r ow
 n com
 p
 laints, "I know -- use m
 y R a
 n
 d I!"



Holdin
 g peopl
 e t
 o th
 e responsibl
 e cours
 e i
 s no
 t d
 e
 m
 e
 a
 n
 i
 ng
 ; i
 t i
 s a
 ff
 i
 r
 m
 ing
 . Pr
 oa
 ctivit
 y is
 par
 t o
 f huma
 n nature
 , a
 n
 d althoug
 h th
 e proactiv
 e m
 us
 cle
 s m
 a
 y b
 e dor
 m
 ant
 , the
 y ar
 e there
 . B
 y respecting the proactive nature of ot
 her people, we provid
 e the
 m wit
 h a
 t l
 e
 as
 t on
 e c
 l
 ea
 r
 , undistorte
 d reflectio
 n fro
 m th
 e so
 cial m
 irro
 r.



O
 f course
 , t
 h
 e maturit
 y l
 eve
 l o
 f th
 e i
 nd
 ividua
 l h
 as t
 o b
 e take
 n int
 o account
 . W
 e can
 '
 t expect hig
 h cr
 e
 ativ
 e cooperatio
 n f
 ro
 m thos
 e wh
 o ar
 e de
 e
 p int
 o e
 m
 o
 tion
 al d
 ep
 en
 d
 en
 ce. Bu
 t w
 e ca
 n
 , at
 least
 , affir
 m t
 he
 i
 r bas
 i
 c n
 a
 t
 u
 r
 e a
 n
 d c
 r
 e
 a
 t
 e a
 n a
 t
 m
 o
 s
 phe
 r
 e whe
 r
 e p
 eople can seize opportu
 nities and so
 lv
 e p
 rob
 lem
 s in a
 n increasingl
 y self-relian
 t way.



 


Act or be Acted Upo
 n



The differen
 ce between people who exercise initi
 ativ
 e and those who d
 on'
 t is litera
 lly the diff
 erence betwee
 n nigh
 t an
 d day
 . I
 '
 m no
 t talkin
 g a
 bou
 t a 2
 5 t
 o 50 percent diff
 erence in
 eff
 ectiv
 en
 es
 s; I'
 m ta
 lk
 in
 g abou
 t a 5000-plu
 s percen
 t d
 i
 ffer
 e
 nce
 , particu
 l
 arl
 y i
 f the
 y ar
 e s
 m
 a
 rt
 , aware
 , an
 dsensitiv
 e t
 o others.




It takes initiative to create the P/PC Balance of effectivenes
 s in your life. It takes in
 itiative to develo
 p th
 e Seve
 n H
 a
 bits
 . A
 s yo
 u stud
 y t
 h
 e othe
 r si
 x habits
 , yo
 u w
 i
 l
 l se
 e tha
 t eac
 h depe
 n
 ds
 o
 n t
 h
 e d
 ev
 elop
 m
 ent o
 f you
 r p
 ro
 act
 iv
 e mus
 cle
 s
 . E
 ach pu
 ts t
 h
 e responsibilit
 y o
 n y
 o
 u t
 o act
 . If
 yo
 u wai
 t t
 o b
 e acte
 d upon
 , yo
 u wil
 l b
 e acte
 d upon
 . An
 d g
 rowt
 h an
 d o
 pportunit
 y consequenc
 e
 s atten
 d eithe
 rroad.




A
 t on
 e t
 i
 m
 e I worke
 d wit
 h a grou
 p o
 f peopl
 e i
 n th
 e hom
 e imp
 r
 ov
 e
 men
 t indust
 r
 y,
 r
 ep
 r
 esen
 t
 a
 tiv
 e
 s from 20 different organizations wh
 o m
 e
 t quarterl
 y t
 o s
 h
 ar
 e t
 h
 ei
 r n
 um
 b
 er
 s an
 d proble
 m
 s i
 n a
 n uninhibit
 ed way.




This was during a tim
 e of heavy reces
 sio
 n
 , and th
 e negative impact on this particular in
 dustry was even heavier than on the economy in general. These people were fairly discouraged as we began.



Th
 e firs
 t d
 a
 y
 , ou
 r di
 s
 cussio
 n quest
 i
 o
 n wa
 s "W
 ha
 t'
 s happening to us? What'
 s the stimulus
 ?
 " Man
 y thing
 s we
 r
 e happening
 . Th
 e environm
 en
 ta
 l p
 ressu
 re
 s wer
 e p
 o
 wer
 ful
 . Ther
 e wa
 s widespread unem
 p
 loyment, and m
 any of these people w
 ere la
 ying of
 f f
 r
 ien
 ds jus
 t t
 o maintai
 n the v
 i
 a
 b
 ilit
 y o
 f t
 h
 ei
 r enterpris
 es
 . B
 y the en
 d o
 f th
 e d
 ay
 , ev
 eryon
 e w
 as ev
 en mo
 re d
 is
 cou
 rag
 ed.




The second day, we add
 ressed th
 e q
 u
 estion, "W
 hat
 '
 s goin
 g t
 o happe
 n i
 n th
 e future?
 " We
 st
 udied environmenta
 l trend
 s wit
 h th
 e und
 erlyin
 g reactiv
 e assumptio
 n th
 at t
 hos
 e t
 h
 i
 ng
 s wou
 l
 d creat
 e th
 eir fu
 tu
 re. B
 y th
 e en
 d o
 f th
 e secon
 d day
 , w
 e wer
 e eve
 n m
 ore depressed. T
 h
 ings were go
 in
 g to g
 et wo
 rse befor
 e the
 y go
 tbetter
 , an
 d every
 o
 n
 e kne
 w it.




So on the third day, we decided to focus on th
 e proactive question, "W
 hat is our response? Wha
 t ar
 e w
 e go
 i
 n
 g t
 o d
 o
 ? Ho
 w c
 an w
 e exercis
 e initiativ
 e i
 n thi
 s situati
 o
 n?
 " I
 n th
 e morning w
 e t
 a
 l
 ke
 d ab
 ou
 t m
 anagin
 g an
 d reducin
 g costs
 . In the aftern
 oon we discussed increasi
 ng m
 ark
 et sh
 a
 re. W
 e b
 r
 ainsto
 r
 me
 d bot
 h areas
 , t
 he
 n conce
 n
 trate
 d o
 n sev
 e
 ra
 l ver
 y practical
 , very
 do
 ab
 le th
 ing
 s. A n
 ew sp
 irit o
 f excit
 e
 ment
 , hope
 , an
 d proacti
 ve awarenes
 s conclude
 d the
 m
 eetings.




A
 t th
 e ever
 y en
 d o
 f th
 e thi
 rd day
 , w
 e summariz
 e
 d th
 e re
 su
 lt
 s o
 f th
 e con
 f
 erenc
 e i
 n a thr
 ee
 -
 part
 answer to the question, "How'
 s business?
 "



P
 art one
 : Wh
 at'
 s h
 app
 en
 in
 g to u
 s is no
 t good
 , an
 d th
 e trend
 s sugges
 t tha
 t i
 t w
 ill g
 et w
 o
 rse bef
 ore it gets better
 Pa
 r
 t t
 wo
 : B
 u
 t w
 ha
 t w
 e a
 r
 e c
 a
 us
 i
 n
 g t
 o happ
 e
 n i
 s ve
 ry good, for we are bett
 er m
 anaging and reducing our costs and increasing our m
 arket share



Part three: Therefo
 re, business is better than ever


 


N
 o
 w wh
 a
 t wou
 l
 d a re
 a
 cti
 v
 e m
 i
 n
 d sa
 y t
 o t
 h
 at
 ? "
 O
 h
 , com
 e on. Face facts. Yo
 u can on
 l
 y carry this p
 os
 iti
 v
 e t
 h
 inki
 n
 g an
 d se
 l
 f
 -
 psy
 c
 h a
 pp
 r
 oac
 h s
 o f
 ar. Soon
 er o
 r late
 r yo
 u h
 av
 e to f
 ace
 reality."



Bu
 t that'
 s th
 e dif
 f
 erenc
 e betwee
 n positiv
 e thinkin
 g an
 d proactivity
 . W
 e di
 d f
 a
 c
 e reality
 . W
 e f
 ace
 d th
 e realit
 y o
 f th
 e curren
 t c
 i
 rcumstanc
 e an
 d o
 f f
 u
 tur
 e project
 i
 ons
 . Bu
 t w
 e als
 o f
 a
 ce
 d t
 h
 e realit
 y tha
 t w
 e h
 a
 d th
 e p
 o
 we
 r t
 o choos
 e a positiv
 e r
 espons
 e t
 o thos
 e circums
 t
 ance
 s an
 d p
 r
 ojections. No
 t f
 ac
 i
 n
 g r
 ea
 lit
 y wou
 ld hav
 e b
 ee
 n to accep
 t th
 e ide
 a tha
 t wha
 t'
 s ha
 p
 pen
 i
 n
 g i
 n ou
 r e
 n
 v
 i
 r
 o
 nm
 e
 n
 t ha
 d t
 odeter
 m
 in
 e us.




Businesses
 , communit
 y groups
 , o
 r
 g
 a
 ni
 zation
 s o
 f ever
 y kin
 d -
 - includ
 i
 n
 g f
 a
 m
 ilie
 s -
 - c
 a
 n be p
 r
 oac
 ti
 ve
 . They can co
 mbine t
 h
 e creativity an
 d resourcefulne
 ss o
 f pr
 oac
 ti
 v
 e indi
 vi
 dua
 l
 s t
 o creat
 e a proactiv
 e culture w
 ithin the organiza
 tion
 . Th
 e organizatio
 n doe
 s no
 t hav
 e t
 o b
 e a
 t th
 e merc
 y o
 f th
 e environment
 ; i
 t ca
 ntak
 e th
 e initi
 ati
 v
 e t
 o accompl
 i
 s
 h th
 e share
 d v
 alu
 es an
 d pu
 rpo
 ses o
 f th
 e individual
 s involved.



 


Listenin
 g t
 o ou
 rLanguage



 


Becaus
 e ou
 r attit
 ude
 s an
 dbehav
 i
 or
 s f
 l
 o
 w ou
 t of o
 ur paradigm
 s, if w
 e us
 e our sel
 f
 -aw
 areness to exam
 ine them
 , w
 e c
 an of
 ten se
 e in them the natu
 re o
 f o
 u
 r u
 nd
 e
 rl
 y
 i
 n
 g m
 a
 p
 s
 . O
 u
 r languag
 e
 , fo
 r ex
 a
 m
 p
 le, is a v
 ery real ind
 ic
 ato
 r o
 f th
 e d
 eg
 r
 ee to wh
 ich w
 e see ou
 r
 selv
 es as pr
 oactive people.



Th
 e languag
 eo
 f reactiv
 e peopl
 e ab
 so
 lv
 es th
 em o
 f responsibility.




"That
 '
 s m
 e
 . That
 '
 s jus
 tth
 e wa
 y I a
 m
 .
 " I a
 m deter
 m
 ined
 . There
 '
 s nothin
 g I ca
 n d
 o a
 b
 ou
 t it.
 "He m
 akes m
 e so m
 ad!
 " I'
 m not responsible. M
 y e
 m
 o
 t
 i
 o
 n
 a
 l li
 f
 e i
 s g
 ov
 erne
 d b
 y so
 me
 th
 ing




out
 s
 i
 d
 e m
 y control.


 


"I can'
 t do that. I just don'
 t have the tim
 e." Som
 ething outside m
 e -- lim
 ited ti
 me -- is controlling m
 e.



"If only m
 y wife were m
 ore p
 a
 tient." Som
 eon
 e else'
 s behavior is lim
 iting m
 y effectiveness.


 


"
 I hav
 e t
 o d
 o it
 .
 " C
 ir
 c
 u
 m
 s
 t
 a
 nce
 s o
 r o
 t
 he
 r peopl
 e ar
 e forcin
 g m
 e t
 o d
 o wha
 t I do
 . I'
 m not
 fre
 e t
 o choose m
 y own actions.



Reactiv
 e L
 a
 nguage
 : Th
 e
 re'
 s no
 t
 h
 i
 n
 g I ca
 n do
 . That
 '
 s jus
 t th
 e wa
 y I a
 m. He m
 ake
 s m
 e so m
 ad. They won'
 t allow that. I have to do t
 ha
 t
 . I can
 '
 t
 . I m
 us
 t
 . I
 f on
 l
 y
 .



P
 r
 oac
 tiv
 e Lang
 u
 age
 : Le
 t
 '
 s l
 oo
 k a
 t ou
 r a
 lter
 na
 ti
 v
 es
 . I ca
 n ch
 o
 os
 e a di
 ffer
 en
 t app
 roach
 . I con
 tr
 o
 l my own feelings. I ca
 n create an effective presentation. I will choose an appropriate respon
 se. I choose
 . I pre
 f
 er
 . I w
 ill.




Tha
 t languag
 e co
 m
 e
 s fro
 m a basi
 c paradig
 m o
 f deter
 m
 inism
 . An
 d th
 e who
 l
 e s
 p
 i
 r
 i
 t of
 it is the transfer of responsibility. I am not resp
 onsible, not able to choose m
 y resp
 onse.



One tim
 e a student asked m
 e, "W
 ill you excuse m
 e fro
 m class? I have to go on a tennis trip." "Yo
 u h
 av
 e t
 o go
 , o
 r yo
 u choos
 et
 o go
 ?
 " I asked.




"
 I reall
 yhav
 e to,
 " h
 eexclai
 m
 ed. "
 W
 ha
 t wil
 lhapp
 en i
 f yo
 u d
 o
 n
 '
 t
 ?
 " "W
 hy, they'
 ll kick m
 e off the t
 eam
 ."



"How would you like that consequence?
 " "
 I wou
 l
 dn
 '
 t
 .
 "



"I
 n othe
 r words
 , yo
 u choos
 e t
 o g
 o becaus
 e yo
 u w
 a
 n
 t th
 e consequ
 e
 nce of stay
 ing on the tea
 m
 . W
 h
 at wil
 l happ
 eni
 f yo
 u m
 i
 s
 s m
 y class
 ?
 "



"
 I don
 '
 t know."




"Think hard. W
 hat do you think would be the natural consequence of not com
 ing to class?
 " "You wouldn'
 t kick m
 e out, would you?
 "



"That w
 ould be a social consequence. Tha
 t woul
 d b
 e artificia
 l. If you don'
 t participate on the tennis team
 , you don'
 t play. That'
 s natural. Bu
 t i
 f y
 o
 u do
 n
 '
 t c
 o
 m
 e t
 o c
 l
 ass
 , wha
 t w
 ould
 b
 e t
 h
 e na
 t
 u
 r
 a
 l consequence?
 "



"I guess I'
 ll m
 iss the learning."


 


"That'
 s right. So you have to weigh that consequence agai
 ns
 t th
 e othe
 r c
 ons
 eque
 nc
 e a
 nd m
 ake a choice
 . I kno
 w i
 f i
 t wer
 e me
 , I
 '
 d cho
 o
 s
 e t
 o g
 o o
 n th
 e tenni
 s tr
 i
 p
 . Bu
 t neve
 r sa
 y you
 hav
 e t
 o d
 o anyth
 ing."




"
 I choo
 set
 o g
 o o
 n th
 e tenni
 strip,
 " h
 e m
 eekl
 yreplied. "An
 d m
 i
 s
 s m
 yclass
 ?
 " Ireplie
 d i
 n m
 oc
 kdisbelief.




A serious problem with reactive language i
 s th
 a
 t i
 t b
 eco
 m
 e
 s a s
 e
 l
 f
 -
 fu
 l
 f
 illin
 g prophecy.
 Peopl
 e becom
 ereinforce
 d i
 n th
 eparadig
 m tha
 t t
 h
 e
 y ar
 e determined
 , an
 d t
 h
 e
 y produc
 eevidenc
 e t
 o suppor
 t t
 h
 e belief
 . T
 h
 ey f
 eel increa
 singly vic
 ti
 m
 ized and o
 ut of contro
 l, no
 t i
 n cha
 rg
 e o
 f t
 h
 ei
 r life or their destiny. They blam
 e out
 side forces -- other people, circum
 st
 ances, even the stars -- for their own situation.



A
 t on
 e s
 e
 m
 i
 na
 r wher
 e I wa
 s speak
 i
 n
 g o
 n t
 h
 e concep
 t o
 f proactivity
 , a m
 a
 n c
 am
 e u
 p a
 n
 d said,



"Steph
 e
 n
 , I lik
 e wha
 t you
 '
 r
 e saying
 . Bu
 t e
 v
 e
 r
 y situatio
 n i
 s s
 o dif
 f
 erent
 . Loo
 k a
 t my
 m
 a
 rri
 age
 . I'
 m r
 ea
 ll
 y wor
 ri
 ed
 . M
 y w
 i
 f
 e an
 d I j
 us
 t do
 n
 '
 t ha
 ve the s
 a
 me feeli
 ngs for eac
 h ot
 he
 r we used to have. I guess I just don'
 t love her anymor
 e an
 d s
 h
 e does
 n
 '
 t l
 o
 v
 e m
 e
 . W
 ha
 t ca
 n I do
 ?
 "



"Th
 e feelin
 gisn
 '
 t ther
 e any
 m
 ore
 ?
 " I asked.



 


"Tha
 t
 '
 s righ
 t
 ,
 " h
 e reaffi
 r
 m
 ed
 . "
 An
 d w
 e h
 a
 v
 e t
 hre
 e childr
 e
 n w
 e
 '
 r
 e real
 l
 y concerne
 d about.
 W
 ha
 t d
 o yo
 usuggest
 ?
 "



"Lov
 e her,
 " I repli
 ed.



 


"
 I tol
 dyou
 , th
 e feelin
 gjus
 t isn
 '
 t ther
 e any
 m
 ore."
 "Love her."



"You don'
 t understand. The fee
 li
 n
 g o
 f l
 ov
 e j
 us
 t i
 sn
 '
 t t
 he
 r
 e.
 "



"
 The
 n lov
 e he
 r
 . If t
 h
 e f
 ee
 li
 n
 g i
 sn
 '
 t t
 h
 ere, that'
 s a good reason to love her." "But how do you love when you don'
 t love?
 "



"My friend, love is a verb. Love -- the feeling -- is a frui
 t o
 f lov
 e th
 e verb
 . S
 o lov
 e her. S
 acrif
 ice. Liste
 n t
 o her
 . E
 m
 pathize
 . Appreciate
 . Affir
 m her
 . Ar
 e yo
 uwillin
 g t
 o d
 othat
 ?
 "



In the g
 rea
 t lite
 ratu
 re of all prog
 ress
 ive soc
 ieties, l
 ov
 e i
 s a v
 e
 r
 b
 . Reac
 t
 i
 v
 e peop
 l
 e m
 ak
 e i
 t a f
 ee
 lin
 g
 . They'
 re dri
 ven by feeli
 n
 gs
 . Hollywood has generally script
 e
 d u
 s t
 obeliev
 e tha
 t w
 e are
 n
 o
 t responsible, t
 ha
 t w
 e a
 r
 e a p
 r
 oduc
 t o
 f ou
 r f
 ee
 lin
 gs
 . Bu
 t t
 h
 e Ho
 lly
 w
 o
 o
 d s
 cr
 i
 p
 t doe
 s n
 o
 t descr
 i
 be
 t
 h
 e realit
 y
 . I
 f o
 u
 r feelin
 g
 s c
 on
 tr
 o
 l o
 u
 r acti
 on
 s
 , i
 t i
 s b
 eca
 u
 s
 e w
 e h
 a
 v
 e abd
 icatedou
 r re
 spon
 sib
 i
 lity and em
 powered them to d
 oso
 .



Proactive people m
 a
 ke l
 ov
 e a verb
 . Lov
 e i
 s so
 m
 eth
 ing you do: the sacrifices you m
 ake, the giving o
 f sel
 f
 , lik
 e a m
 othe
 r bringin
 g a newbor
 n int
 o th
 e w
 orld
 . I
 f y
 ou wan
 t t
 o stud
 y love
 , study
 t
 ho
 se wh
 o s
 acr
 i
 f
 i
 c
 e fo
 r ot
 hers
 , ev
 e
 n fo
 r peop
 l
 e w
 h
 o o
 f
 f
 e
 nd o
 r d
 o not love in return
 . I
 f yo
 u ar
 e a parent
 , loo
 k a
 t th
 e lov
 e yo
 u hav
 e fo
 r th
 e childre
 n yo
 u sacrifice
 d for
 . L
 o
 v
 e i
 s a v
 a
 l
 u
 e t
 h
 a
 t is
 actualize
 d t
 hroug
 h l
 ov
 i
 n
 g a
 ctions
 . Proactiv
 e peopl
 e subo
 r
 dinat
 e feeling
 s t
 o v
 al
 ues
 . Lov
 e
 , t
 h
 e feeling, can be recaptured.


 


Circle of Concern. Circle of Influ
 ence.


 


Ano
 th
 er ex
 c
 ellen
 t w
 ay t
 o b
 eco
 m
 e mo
 re se
 lf
 -awa
 re regardin
 g ou
 r ow
 n d
 egre
 e o
 f pr
 o
 a
 c
 t
 ivit
 y is t
 o lo
 o
 k a
 t wher
 e w
 e focu
 s o
 u
 r ti
 m
 e a
 n
 d energy
 . W
 e eac
 h hav
 e a wid
 e rang
 e o
 f c
 o
 ncern
 s --
 our heal
 th, our children, problem
 s a
 t work
 , th
 e nationa
 l debt
 , nuc
 l
 ea
 r wa
 r
 . W
 e c
 ou
 l
 d se
 p
 arat
 e t
 hos
 e f
 ro
 m t
 h
 i
 ng
 s i
 n w
 h
 i
 c
 h w
 e hav
 e n
 o pa
 rti
 cu
 l
 a
 r m
 en
 t
 a
 l o
 r e
 mo
 tio
 n
 a
 l involve
 m
 en
 t b
 y creatin
 g a "Circle of Concern.



A
 s w
 e loo
 k a
 t tho
 se thing
 s withi
 n ou
 r Circl
 e o
 f C
 oncern, i
 t becom
 es apparent tha
 t t
 here a
 re som
 e th
 i
 ng
 s ov
 er whi
 c
 h w
 e hav
 e n
 o rea
 l cont
 r
 ol an
 d oth
 er
 s tha
 t w
 e c
 a
 n d
 o s
 om
 e
 thi
 n
 g ab
 ou
 t
 . W
 e c
 oul
 d identif
 y thos
 e concern
 s i
 n th
 e latte
 r g
 r
 ou
 p b
 y cir
 c
 u
 m
 s
 cribing them w
 ithin a sm
 aller Ci
 rcle of Infl
 uence. By determ
 ining which of these two circles is the fo
 cu
 s of m
 o
 st of our tim
 e an
 d energy
 , w
 e can d
 iscov
 er m
 u
 c
 h a
 bou
 t th
 edegr
 ee o
 f ou
 r proactivity.




Proactiv
 e people focus their efforts in the Circle of Influence. They wor
 k on th
 e th
 in
 gs th
 ey ca
 n d
 o so
 m
 e
 thin
 g about
 . Th
 e nat
 ure o
 f th
 ei
 r energ
 y i
 s p
 ositi
 ve
 , e
 nla
 rgin
 g an
 d ma
 gni
 fying,
 causing their Circle of Influence to increase.



Reactive people, on the other hand, focus their e
 ffo
 rt
 s in the Circle of Co
 ncern. The
 y focus o
 n the weakness of other people, the problem
 s in the envi
 ronm
 ent, and circum
 st
 ances over w
 hi
 ch t
 hey have no co
 ntrol
 . Th
 ei
 r focu
 s result
 s i
 n bla
 m
 in
 g an
 d accu
 sin
 g attitu
 de
 s, reactive
 language
 , an
 d increase
 d f
 ee
 lin
 g
 s o
 f v
 i
 c
 t
 i
 m
 i
 za
 t
 i
 on
 . T
 h
 e n
 e
 ga
 t
 i
 v
 e ene
 r
 g
 y g
 ene
 r
 a
 t
 e
 d b
 y t
 ha
 t f
 o
 c
 u
 s,
 combine
 d wit
 h neglec
 t i
 n area
 s t
 he
 y coul
 d d
 o someth
 i
 n
 g about
 , caus
 e
 s thei
 r Circl
 eo
 f Influenc
 e t
 o shrink.




As long as we are working in our Circle of Concern, we em
 power the t
 h
 ing
 s w
 i
 th
 i
 n i
 t t
 o contr
 ol us
 . W
 earen
 '
 t takin
 g th
 eproactiv
 e initiativ
 e necessar
 y t
 o effec
 t positiv
 echange.




Ea
 rli
 e
 r
 , I s
 h
 a
 r
 e
 d w
 it
 h yo
 u t
 h
 e s
 t
 o
 r
 y o
 f m
 y so
 n who was having serious problem
 s in school. S
 andra an
 d I we
 r
 e de
 e
 p
 l
 y conce
 r
 n
 e
 d ab
 o
 u
 t h
 i
 s a
 pparen
 t weaknesse
 s a
 n
 d abou
 t th
 e wa
 y other
 people were treating him
 .



Bu
 t t
 ho
 s
 e t
 h
 i
 ng
 s we
 r
 e i
 n ou
 r C
 ir
 c
 l
 e o
 f Conce
 r
 n
 . As long as we focused our efforts o
 n those th
 ing
 s, w
 e accomplish
 e
 d noth
 i
 ng
 , excep
 t t
 o i
 ncreas
 e ou
 r o
 w
 n feeling
 s o
 f in
 a
 d
 e
 quac
 y an
 d helplessness an
 d to reinforce our son'
 s dependence.



I
 t wa
 s onl
 y whe
 n w
 e wen
 t t
 o wor
 k i
 n ou
 r C
 i
 rc
 l
 e o
 f Influence
 , whe
 n w
 e focuse
 d o
 n our
 own paradigm
 s, that we began to create a positiv
 e energy that changed ou
 rselves and eventually influenced our son as well. By worki
 ng o
 n ourselve
 s ins
 t
 e
 a
 d o
 f wo
 rr
 y
 i
 n
 g ab
 ou
 t co
 n
 ditions,
 w
 e w
 ere able to in
 f
 l
 uenc
 e th
 econdit
 ions.




Becaus
 e o
 f position
 , wealth
 , role
 , o
 r relationsh
 i
 p
 s, th
 ere are so
 m
 e circum
 stance
 s i
 n whic
 h a person
 '
 s C
 ircle of Inf
 luence is l
 arger than hi
 s o
 r he
 rCircl
 e o
 f Concern.




Thi
 s situat
 i
 o
 n refl
 e
 ct
 s o
 n a selfi
 nflicte
 d e
 m
 o
 t
 iona
 l myop
 i
 a -
 - anoth
 e
 r r
 eactiv
 e selfi
 s
 h li
 f
 e
 -
 s
 t
 y
 l
 e focused in the Circle of Concern.



Though they m
 ay have to pr
 ioritize the use of t
 h
 e
 i
 r i
 n
 f
 l
 u
 e
 nc
 e
 , p
 r
 oac
 ti
 v
 e p
 eop
 l
 e h
 a
 v
 e a C
 ir
 c
 l
 e o
 f C
 once
 r
 n t
 ha
 t i
 s a
 t l
 e
 a
 s
 t a
 s b
 i
 g a
 s t
 he
 i
 r Ci
 r
 c
 l
 e o
 f In
 f
 l
 uen
 c
 e
 , acce
 ptin
 g th
 e responsibilit
 y to
 us
 e t
 he
 ir influence effectively.



Direc
 t, Indirect, and No Control



The prob
 lem
 s we face fall in on
 e o
 f thre
 e areas
 : direc
 t control (p
 robl
 em
 s involving ou
 r ow
 n behav
 i
 or)
 ; indirec
 t contro
 l (p
 r
 obl
 e
 m
 s i
 nv
 ol
 v
 i
 n
 g o
 t
 he
 r people'
 s behavior); or no control (pro
 blem
 s we can do nothing about, such as our past or situational realities). The proactive approach pu
 ts the f
 irs
 t st
 ep in the solution of all three kinds of problem
 s within our present Circle of Influence.


 


D
 ir
 ec
 t c
 on
 t
 r
 o
 l p
 r
 o
 bl
 e
 m
 s a
 r
 e s
 o
 l
 ve
 d b
 y w
 o
 r
 k
 i
 n
 g o
 n our habits. They are obviously within our C
 ircle o
 f Influence
 . Thes
 e ar
 eth
 e "Privat
 e Victori
 es
 " o
 fHabit
 s 1
 , 2
 , an
 d 3.



 


Indirec
 t con
 t
 ro
 l probl
 e
 m
 s ar
 e solve
 d b
 y chang
 in
 g ou
 r m
 e
 thod
 s o
 f inf
 l
 u
 en
 c
 e
 . Th
 es
 e a
 re t
 h
 e "Publi
 c Vic
 t
 ories
 " o
 f H
 a
 bit
 s 4
 , 5
 , a
 n
 d 6
 . I hav
 e persona
 lly i
 dentif
 ied ov
 er 30 separa
 te m
 ethod
 s o
 f hu
 m
 an in
 f
 l
 u
 e
 nc
 e -
 - a
 s sepa
 r
 a
 t
 e a
 s e
 m
 p
 a
 t
 h
 y i
 s fro
 m c
 o
 n
 f
 r
 o
 ntation
 , a
 s sepa
 rat
 e a
 s e
 x
 a
 mp
 l
 e i
 s fro
 m persuasi
 on. Mo
 st p
 eo
 p
 l
 e h
 ave on
 l
 y th
 ree o
 r fo
 ur o
 f t
 h
 ese m
 ethods in their repertoire, star
 ting us
 ually w
 ith reasoning
 , a
 nd
 , i
 f tha
 t d
 o
 esn
 '
 t work
 , m
 ov
 i
 n
 g t
 o fligh
 t o
 r fight
 . How
 liberatin
 g it i
 s t
 o accep
 t th
 e id
 ea tha
 t I ca
 n le
 ar
 n ne
 w method
 s o
 f huma
 n influenc
 e instea
 d of cons
 t
 an
 tl
 y tr
 y
 i
 n
 g t
 o u
 se o
 l
 d i
 ne
 ff
 ec
 ti
 v
 e m
 ethods to "shape up" som
 eone else!



N
 o contro
 l problem
 s involv
 e takin
 g th
 e respons
 ibilit
 y t
 o chang
 e th
 e lin
 e o
 n the bot
 tom on our face -- t
 o s
 m
 il
 e
 , t
 o genu
 i
 ne
 l
 y an
 d pe
 ace
 f
 u
 ll
 y accept th
 ese pro
 blem
 s and learn to liv
 e with th
 em, eve
 n thoug
 h w
 e d
 o
 n
 '
 t lik
 e t
 h
 e
 m
 . I
 n t
 h
 i
 s w
 ay
 , w
 e d
 o n
 o
 t e
 m
 p
 o
 w
 e
 r t
 he
 s
 e p
 r
 ob
 l
 e
 m
 s t
 o c
 o
 n
 tr
 o
 l us
 . W
 e shar
 e i
 n th
 e spiri
 t e
 m
 bodie
 d i
 n th
 e Alcoholic
 s Anonym
 ou
 s prayer
 , "Lo
 r
 d
 , giv
 e m
 e th
 e c
 ourage t
 o chang
 e t
 h
 e thing
 s wh
 i
 c
 h ca
 n an
 d ough
 t t
 o b
 e chang
 e
 d
 , th
 e serenit
 y t
 o a
 ccep
 t th
 e th
 i
 ng
 s w
 h
 ich canno
 t b
 e changed
 , an
 d th
 e wisdo
 m t
 o kno
 wth
 e d
 i
 fference."




Wheth
 er a probl
 e
 m i
 s direct
 , indi
 r
 ect
 , o
 r n
 o c
 on
 trol
 , w
 e h
 av
 e i
 n ou
 r hand
 s th
 e f
 i
 rs
 t s
 te
 p to th
 e solut
 i
 on
 . Chang
 i
 n
 g ou
 r habi
 t
 s
 , chang
 i
 n
 g ou
 r method
 s o
 f inf
 l
 uen
 ce and changi
 ng the w
 ay we see our n
 o con
 t
 r
 o
 l prob
 l
 e
 m
 s ar
 e a
 l
 l w
 it
 h
 in our Circle of Influence.







Expanding the Circle of Influence



I
 t i
 s i
 n
 sp
 iri
 n
 g t
 o rea
 li
 z
 e t
 ha
 t i
 n ch
 oos
 i
 n
 g ou
 r response to circum
 stance, we powerfully affect our circum
 stan
 ce. W
 he
 n we change one part of the chem
 ical for
 m
 ula, we ch
 ange the n
 ature of the results



I wo
 r
 k
 e
 d w
 i
 t
 h on
 e o
 r
 g
 a
 n
 i
 zati
 o
 n f
 o
 r s
 e
 v
 era
 l y
 ear
 s tha
 t wa
 s heade
 d b
 y a ver
 y dyna
 mi
 c person. H
 e coul
 d rea
 d trends
 . H
 e wa
 s creative
 , talente
 d
 , capable
 , an
 d brillian
 t -
 - an
 d everyon
 e kne
 w it. Bu
 t h
 e ha
 d a ver
 y dictatoria
 l styl
 e o
 f manag
 e
 men
 t
 . H
 e ten
 de
 d t
 o tr
 ea
 t p
 eopl
 e lik
 e "gofer
 s,
 " a
 s i
 f th
 e
 y d
 idn'
 t hav
 e an
 y ju
 dg
 m
 e
 nt
 . Hi
 s m
 a
 nne
 r o
 f speak
 i
 n
 g t
 o tho
 se wh
 o wo
 rk
 ed in th
 e organization w
 as, "G
 o f
 or this
 ; g
 o f
 o
 r that
 ;no
 w d
 o this
 ; no
 w d
 o tha
 t-
 - I
 '
 l
 l m
 ak
 e th
 e decisions.




Th
 e ne
 t effec
 t wa
 s t
 h
 a
 t h
 e ali
 enate
 d a
 l
 m
 o
 s
 t t
 h
 e entire execu
 tive team surrou
 nd
 i
 n
 g h
 i
 m
 . Th
 ey wou
 l
 d gathe
 r i
 n t
 h
 e cor
 r
 idor
 s a
 n
 d c
 o
 mplai
 n t
 o eac
 h o
 t
 he
 r abou
 t h
 i
 m
 . Thei
 r discussio
 n w
 a
 s al
 l ver
 y sophisticated
 , ver
 y articulate
 , a
 s i
 f the
 y wer
 e tryin
 g t
 o hel
 p th
 e situation
 . Bu
 t the
 y did i
 t end
 lessly
 , absolvin
 g the
 m
 selve
 s o
 f responsibilit
 y i
 n th
 e n
 am
 e o
 f th
 e p
 resid
 en
 t'
 s w
 eakn
 esses.



"Yo
 u c
 an
 '
 t i
 mag
 i
 n
 e wha
 t
 '
 s h
 app
 e
 ne
 d t
 h
 is t
 i
 m
 e
 ,
 " s
 o
 meon
 e wou
 l
 d say
 . "T
 h
 e othe
 r d
 a
 y h
 e w
 ent
 int
 o m
 y depar
 t
 m
 ent
 . I ha
 d every
 t
 h
 i
 n
 g al
 l la
 id out
 . Bu
 t h
 e c
 a
 m
 e i
 n a
 nd g
 a
 v
 e t
 o
 tall
 y d
 i
 f
 f
 ere
 n
 t s
 i
 gna
 l
 s
 . Everythin
 g I
 '
 d don
 e f
 o
 r m
 onth
 s wa
 s shot
 , jus
 t li
 k
 e that
 . I don
 '
 t kno
 w ho
 w I'm
 supposed to keep wo
 rkin
 g f
 o
 r hi
 m
 . Ho
 w lon
 g w
 il
 l i
 t b
 e unti
 l h
 e retires?"




"He'
 s only f
 if
 ty-nine,
 " s
 o
 m
 eone else would res
 p
 ond
 . "D
 o yo
 u thin
 k yo
 u ca
 n surviv
 e for
 six m
 ore years?
 "



"
 I don
 '
 t know
 . H
 e'
 s th
 e kin
 d o
 f p
 erso
 n the
 yprobabl
 y won
 '
 tretir
 e anyway."



 


But one of t
 h
 e executives was proactive. He was driven by values, not feelings. He took initiative
 -
 - h
 e anticipated
 , h
 e empathized
 , h
 e rea
 d th
 e situa
 ti
 o
 n
 . H
 e wa
 s no
 t blind to the presiden
 t'
 s we
 a
 knesses
 ; bu
 t instea
 d o
 f cri
 tic
 izing th
 em
 , he would co
 mpensate fo
 r them
 . Wh
 ere th
 e presiden
 t was weak in his sty
 le, he'
 d try to buffe
 r hi
 s ow
 n peopl
 e a
 nd m
 ake such weaknesse
 s irrelevant. A
 nd he'
 d w
 ork w
 ith the president
 '
 sstrength
 s -
 - hi
 svision
 , talent
 , creativity.




This m
 an focused on his Circle of I
 n
 fl
 ue
 nce
 . H
 e wa
 s treate
 d lik
 e a go
 f
 er
 , also
 . Bu
 t he
 would do m
 o
 r
 e t
 ha
 n w
 h
 a
 t wa
 s e
 x
 p
 e
 cted
 . H
 e anticipate
 d th
 e presid
 ent'
 s need. He read with em
 pathy the president'
 s underlying concern, so whe
 n h
 e p
 resent
 e
 d in
 fo
 r
 m
 ation
 , h
 e al
 s
 o gave
 h
 i
 s ana
 l
 ys
 i
 s an
 d h
 i
 s recomm
 en
 d
 ations based on that analysis.



As I sat one day with the president in an a
 dvisory capacity, he said, "Stephen, I just can't believ
 e wha
 t thi
 s m
 an ha
 s done
 . He'
 s no
 t onl
 y give
 n m
 e th
 e in
 for
 m
 atio
 n I r
 equ
 e
 s
 t
 ed
 , bu
 t he
 '
 s provide
 d add
 iti
 ona
 l in
 f
 o
 r
 m
 a
 ti
 o
 n t
 ha
 t
 '
 s exac
 t
 l
 y what we needed. He even gave m
 e hi
 s ana
 l
 ys
 i
 s o
 f i
 t i
 n t
 e
 r
 m
 s o
 f m
 y deepest concerns, and a list of his recomm
 endations.



"Th
 e recommendation
 s ar
 e consisten
 t w
 it
 h th
 e anal
 ysis
 , an
 d th
 e analysi
 s i
 s consisten
 t wit
 h the
 da
 t
 a
 . He'
 s rem
 arkable! W
 h
 at a relief not to have to worry about this part of the busi
 n
 ess."



A
 t th
 e n
 e
 x
 t meeting
 , i
 t wa
 s "
 g
 o fo
 r this
 " an
 d "g
 o f
 o
 r that
 " t
 o al
 l t
 h
 e exe
 c
 utive
 s bu
 t one
 . To thi
 s m
 a
 n
 , i
 t wa
 s"
 W
 hat
 '
 s you
 ropini
 o
 n
 ?
 " H
 is Circl
 eo
 f Influenc
 e ha
 dgrown




This caused quite a stir in the organization. The reactive mi
 nds in the executive co
 rridors began shoo
 ti
 n
 g t
 he
 i
 r v
 i
 nd
 i
 c
 t
 iv
 e a
 mm
 un
 ition at this proactive m
 an.



It'
 s the natur
 e of reactive people to ab
 solve them
 se
 lves of resp
 onsibility. It'
 s so m
 uch saf
 er to say
 , "
 I a
 m no
 t responsible.
 " I
 f I s
 a
 y "
 I a
 m responsible,
 " I m
 igh
 t hav
 e t
 o say
 , "
 I a
 m irresponsibl
 e
 .
 " I
 t woul
 d b
 e ver
 y ha
 r
 d fo
 r m
 e t
 o sa
 y tha
 t I hav
 e th
 e powe
 r t
 o choos
 e m
 y r
 espon
 s
 e an
 d tha
 t th
 e respons
 e I hav
 e cho
 s
 e
 n ha
 s result
 e
 d i
 n m
 y involv
 e
 m
 en
 t i
 n a negative
 , collus
 ive
 environm
 ent, especially if for years I have abso
 lved m
 yself of responsib
 il
 i
 t
 y fo
 r result
 s i
 n the
 nam
 e of som
 eone else'
 s weaknesses.



So these executives focu
 sed on finding m
 o
 re in
 form
 ation, more amm
 unition, m
 o
 re evidence as to wh
 ythe
 y weren
 '
 tresponsible.




Bu
 t thi
 s m
 a
 n wa
 s proactiv
 e towar
 d th
 em
 , too
 . L
 ittl
 e b
 y l
 itt
 le
 , hi
 s Circ
 le o
 f In
 f
 l
 uenc
 e toward th
 e
 m gr
 e
 w a
 l
 so
 . I
 t cont
 i
 n
 u
 ed t
 o exp
 a
 n
 d t
 o th
 e exten
 t tha
 t ev
 entuall
 y n
 o on
 e m
 a
 d
 e an
 y s
 i
 gn
 if
 i
 cant move
 s i
 n th
 e organ
 izatio
 n withou
 t tha
 t m
 an'
 s involv
 e
 m
 e
 n
 t an
 d appro
 v
 al
 , includ
 in
 g the pr
 esident
 . Bu
 t th
 e p
 r
 esiden
 t di
 d no
 t fee
 l threatene
 d becaus
 e t
 hi
 s m
 an'
 s streng
 t
 h com
 ple
 m
 ent
 ed his strength and compensated for h
 is w
 eak
 n
 ess
 e
 s
 . S
 o h
 e ha
 d th
 e s
 trengt
 h o
 f t
 w
 o people
 , a co
 m
 ple
 m
 entar
 y tea
 m
 .



Thi
 s man'
 s succes
 s wa
 s no
 t dependen
 t o
 n hi
 s c
 ircum
 stance
 s. Many o
 t
 hers w
 ere i
 n the sam
 e situation. It was his chosen response to those circum
 stances
 , hi
 s focu
 s on hi
 s Ci
 rcl
 e of Influence, that m
 ade the difference.



Ther
 e ar
 e som
 e p
 e
 opl
 e wh
 o inte
 r
 pr
 e
 t "proactive
 " t
 o m
 e
 a
 n pushy
 , aggressive
 , o
 r insensitive; bu
 t t
 h
 at isn'
 t the case at all. Proactiv
 e people ar
 en'
 t push
 y. They'
 re s
 m
 a
 rt, they'
 re value driven, th
 ey read reality
 ,an
 d the
 y kno
 w what
 '
 s needed.




Loo
 k a
 t Gandhi
 . W
 h
 il
 e hi
 s accuser
 s wer
 e i
 n th
 e legislativ
 e ch
 a
 m
 b
 e
 r
 s criticizin
 g h
 i
 m becaus
 e h
 e wou
 ldn
 '
 t joi
 n in th
 eir Ci
 rcle o
 f Con
 cern rh
 etor
 ic cond
 e
 mn
 i
 n
 g th
 e Britis
 h Emp
 ir
 e for
 th
 ei
 r subjugatio
 n o
 f th
 e Indi
 an people
 , Gandh
 i wa
 s ou
 t i
 n th
 e ric
 e p
 a
 ddies
 , quiet
 l
 y
 , s
 l
 ow
 ly,
 i
 m
 perc
 e
 ptib
 l
 y expandin
 g hi
 s C
 ircle o
 f Inf
 lu
 en
 ce wit
 h th
 e fiel
 d laborers
 . A groun
 d swe
 l
 l of
 suppor
 t
 , o
 f tr
 u
 st
 , o
 f confidenc
 e foll
 o
 we
 d h
 i
 m th
 r
 o
 u
 g
 h th
 e countryside
 . Thoug
 h h
 e hel
 d no
 offic
 e o
 r politica
 l pos
 i
 tion
 , throu
 g
 h co
 m
 passion
 , cou
 r
 ag
 e
 , f
 as
 tin
 g
 , a
 n
 d m
 o
 r
 a
 l pe
 r
 suas
 i
 o
 n h
 e eventuall
 y brough
 t Engl
 a
 n
 d t
 o its knees
 , break
 i
 n
 g pol
 itica
 l dominatio
 n o
 f 30
 0 millio
 n peopl
 e with th
 e powe
 r o
 f hi
 sgreatl
 y expande
 d Ci
 rcl
 e o
 fInfluence.



 


Th
 e "Have's
 " an
 dth
 e "Be's"



 


On
 e w
 a
 y t
 o determin
 e whic
 h circl
 e ou
 r co
 n
 cer
 n i
 s i
 n i
 s t
 o disti
 ng
 uish betw
 een the h
 ave
 '
 s and the be'
 s. Th
 e Circl
 eo
 f Concer
 n i
 s f
 ille
 dwit
 h th
 e have's




"I
 '
 l
 l b
 e happ
 ywhe
 n I hav
 e m
 yhous
 e pai
 d off." "I
 f onl
 y I h
 ad a b
 o
 ss w
 h
 owasn
 '
 t suc
 h adictator." "I
 f onl
 y I ha
 d a m
 o
 re patien
 t husband."




"If I had m
 o
 re obed
 ient kids." "I
 f I ha
 d m
 y degree."




"If I could just have m
 o
 re tim
 e to m
 y
 self."


 


T
 he C
 irc
 le of Inf
 luence is f
 ill
 ed wit
 h the be'
 s -
 - I ca
 n b
 e m
 or
 e patient
 , b
 e wise
 , b
 e loving.
 It
 '
 s t
 h
 e character focus.



Any
 t
 i
 m
 e w
 e t
 h
 i
 n
 k t
 h
 e p
 r
 ob
 l
 e
 m i
 s "o
 u
 t t
 he
 r
 e,
 " tha
 t thought is the problem
 . W
 e e
 m
 p
 o
 wer
 what'
 s out there to control us. The change para
 digm is "outside-in" -- what's out ther
 e ha
 s t
 o
 change before we ca
 n change
 .


 


The proactive approach is to ch
 ang
 e from the In
 side-Out: to be differen
 t
 , and by being different, to effect positive change in wh
 at'
 s out there -- I c
 an be m
 ore resourc
 eful, I can be m
 ore diligent, I can be m
 ore creative, I can be m
 ore cooperative.



On
 e o
 f m
 y f
 avo
 ri
 t
 e sto
 ri
 es i
 s on
 e i
 n th
 e Ol
 d T
 e
 st
 a
 m
 e
 nt
 , p
 art o
 f th
 e f
 und
 a
 m
 ent
 al fa
 bric
 o
 f t
 h
 e Judeo-Chri
 stian tradition. It'
 s the story o
 fJoseph
 , wh
 o wa
 ssol
 d int
 o slaver
 yi
 n Egyp
 t by
 his br
 others a
 t t
 h
 e ag
 e o
 f 17
 . C
 a
 n y
 o
 u im
 ag
 in
 e ho
 w eas
 y i
 t w
 ou
 l
 d have been for him to languish in se
 lf
 -pity as a se
 rvant of Potiphar, to f
 ocus on t
 h
 e weaknesse
 s o
 f hi
 s b
 ro
 th
 ers and hi
 s ca
 ptors
 and on all he didn'
 t have? But J
 o
 se
 ph wa
 s pr
 oa
 ctive
 . H
 e worke
 d o
 n be
 . A
 n
 d withi
 n a s
 h
 ort
 period of tim
 e, he was running Potiphar'
 s household. H
 e wa
 s i
 n charg
 e o
 f al
 l t
 ha
 t Po
 ti
 pha
 r had b
 ecaus
 e th
 e trus
 t wa
 s s
 o high.




The
 n th
 e da
 y cam
 e whe
 n Jos
 e
 p
 h wa
 s caugh
 t i
 n a diff
 i
 cu
 l
 t situatio
 n an
 d re
 f
 u
 se
 d to
 c
 o
 m
 p
 romis
 e hi
 s integrity
 . A
 s a result
 , h
 e wa
 s unjustl
 y imprisone
 d fo
 r 1
 3 years
 . Bu
 t again
 h
 e wa
 s proactive
 . H
 e worke
 d o
 n th
 e inne
 r ci
 rcle
 , o
 n bei
 n
 g instea
 d o
 f having
 , an
 d s
 oo
 n he
 w
 as runnin
 g th
 e priso
 n an
 d eventuall
 y th
 eentir
 e natio
 n o
 f E
 g
 ypt
 , secon
 donl
 y t
 o th
 e Pharaoh.




I kno
 w thi
 s ide
 a i
 s a dramati
 c Para
 dig
 m Sh
 i
 f
 t fo
 r m
 a
 n
 y peopl
 e. I
 t i
 s s
 o muc
 h easie
 r t
 o bl
 a
 m
 e oth
 er pe
 o
 pl
 e
 , co
 n
 diti
 o
 n
 i
 ng
 , o
 r co
 n
 dition
 s fo
 r ou
 r o
 w
 n s
 t
 agnan
 t sit
 u
 ation
 . Bu
 t w
 e are responsibl
 e --




"response-able" -- to contro
 l ou
 r live
 s an
 d t
 o powerfu
 l
 l
 y i
 n
 f
 l
 uen
 c
 e ou
 r ci
 r
 c
 u
 ms
 ta
 nc
 e
 s b
 y wo
 r
 k
 i
 n
 g o
 n be
 , o
 n wha
 t w
 e are.




I
 f I ha
 v
 e a probl
 e
 m i
 n m
 y marriage
 , wha
 t d
 o I r
 e
 all
 y gai
 n b
 y continuall
 y co
 nf
 essin
 g m
 y w
 if
 e'
 s sins
 ? B
 y say
 in
 g I'
 m no
 t resp
 on
 si
 b
 l
 e, I m
 ak
 e m
 y
 sel
 f a powe
 rl
 ess v
 ic
 ti
 m
 ; I im
 m
 obili
 ze m
 yself
 in a n
 ega
 tiv
 e situation
 . I a
 l
 s
 o di
 m
 i
 nis
 h m
 y abi
 lit
 y t
 o inf
 lu
 enc
 e he
 r -
 - m
 y n
 a
 gging
 , ac
 cu
 sing,
 critica
 l attitud
 e onl
 y m
 ak
 es h
 er fee
 l valid
 ate
 d i
 n he
 r o
 wn weakness
 . M
 y criti
 ci
 sm i
 s worse
 than the conduct I want to co
 rr
 ec
 t
 . M
 y a
 b
 ilit
 y t
 o positivel
 y im
 p
 ac
 t t
 h
 e s
 it
 u
 a
 ti
 o
 n wi
 t
 h
 er
 s a
 n
 d dies.



I
 f I reall
 y wan
 t t
 o i
 m
 prov
 e m
 y situa
 t
 ion
 , I c
 an wor
 k o
 n th
 e on
 e thin
 g ov
 e
 r whic
 h I h
 a
 ve con
 tr
 o
 l -
 - myself. I can stop tryin
 g t
 o sha
 p
 e u
 p m
 y w
 i
 f
 e an
 dwo
 rk on m
 y own weaknesses. I can f
 ocus o
 n being a great m
 arr
 iag
 e partn
 er, a source of uncondition
 al l
 ov
 e an
 d su
 p
 p
 ort
 . Hopefull
 y
 , m
 y w
 if
 e w
 ill f
 eel th
 e powe
 r o
 f proact
 i
 v
 e ex
 a
 m
 pl
 e an
 d respon
 d i
 n kind
 . B
 u
 t wh
 eth
 e
 r sh
 e doe
 s o
 r doesn
 '
 t, th
 e mos
 t positiv
 e wa
 y I c
 a
 n i
 n
 f
 l
 uenc
 e m
 y situatio
 n i
 s to wo
 rk o
 n my
 self
 , o
 n m
 y being.



There are so m
 any ways to work in the Circle of Influence -- to be a better listener, to be a m
 o
 re lovin
 g marriag
 e partner
 , t
 o b
 e a bette
 r s
 t
 udent
 , t
 o b
 e a mor
 e cooperativ
 e an
 d d
 e
 d
 icate
 d e
 m
 p
 l
 oye
 e
 . So
 m
 et
 i
 me
 s th
 e mos
 t proa
 c
 ti
 v
 e th
 in
 g w
 e ca
 n d
 o i
 s t
 o b
 e ha
 p
 py
 , j
 us
 t t
 o g
 e
 nuinel
 y s
 m
 il
 e
 . H
 a
 p
 p
 i
 n
 e
 ss
 , l
 i
 k
 e unhappiness
 , i
 s a proactiv
 e choice
 . The
 r
 e ar
 e t
 h
 i
 ngs
 , l
 i
 k
 e t
 h
 e w
 e
 a
 th
 e
 r
 , t
 h
 a
 t our
 Circle of Influence will neve
 r i
 n
 clude
 . Bu
 t a
 s pr
 o
 acti
 v
 e p
 eo
 p
 l
 e
 , w
 e c
 a
 n ca
 rr
 y ou
 r ow
 n physical o
 r soc
 ial w
 eath
 er wi
 th u
 s. W
 e c
 a
 n b
 e happ
 y a
 n
 d ac
 cep
 t thos
 e thing
 s tha
 t a
 t presen
 t w
 e can
 't
 control, while we focus our efforts on the t
 h
 i
 ng
 s t
 ha
 t w
 e can
 .


 


The Other End of the Stick


 


Befo
 re we to
 tally sh
 if
 t ou
 r lif
 e fo
 cus to our Circ
 le of Inf
 luence, we ne
 ed to consider two thing
 s in ou
 r Circl
 eo
 f Concer
 n tha
 t m
 eri
 t deepe
 r though
 t -
 -consequence
 s an
 d m
 i
 stakes.




Whil
 e w
 e a
 r
 e fre
 e t
 o choos
 e ou
 r actions
 , w
 e a
 r
 e n
 o
 t fre
 e t
 o choos
 e th
 e c
 o
 nsequence
 s o
 f those
 a
 c
 ti
 on
 s. Consequences are gov
 erned by n
 atural law. They are ou
 t i
 n t
 h
 e C
 ir
 c
 l
 e o
 f Con
 ce
 r
 n
 . W
 e ca
 n d
 ecid
 e t
 o ste
 p i
 n f
 ron
 t o
 f a f
 a
 stm
 ovin
 g t
 r
 ai
 n
 , bu
 t w
 e cann
 ot decid
 e wha
 t wil
 l happe
 n wh
 en th
 et
 rai
 n hit
 s us.




W
 e ca
 n decid
 e t
 o b
 e dishones
 t in our business dealings. W
 h
 ile the so
 cia
 l co
 nse
 quence
 s of that decisio
 n m
 a
 y var
 y d
 e
 pend
 i
 n
 g o
 n wheth
 e
 r o
 r no
 t w
 e ar
 e foun
 d ou
 t
 , th
 e n
 atu
 ra
 l consequence
 s t
 o ou
 r basic character are a fi
 xed result.



Ou
 r beh
 a
 v
 i
 o
 r i
 s gov
 e
 rne
 d b
 y princi
 p
 les
 . L
 ivin
 g i
 n ha
 r
 mon
 y w
 it
 h the
 m brings
 pos
 iti
 v
 e consequences; violating them brings ne
 gative conseq
 uences. We are free t
 o choose ou
 r respons
 e in an
 y sit
 u
 ation
 , bu
 t i
 n doin
 g so
 , w
 e choos
 e th
 e attendan
 t c
 onsequ
 ence
 . "W
 hen
 w
 e pic
 k u
 p on
 e en
 d o
 f th
 e stick
 , w
 epic
 k u
 p th
 eother."




Undoubtedly, there h
 av
 e been tim
 es in each of our live
 s whe
 n w
 e ha
 v
 e picke
 d u
 p w
 ha
 t we
 late
 r f
 elt wa
 s th
 e wron
 g stick
 . Ou
 r choice
 s hav
 e brough
 t cons
 equences w
 e w
 ould ra
 ther have lived without. If we had the choice to m
 ake over again, we would m
 ake it differently. W
 e call th
 ese cho
 ices m
 istak
 es, an
 dthe
 y a
 re th
 esecon
 d thin
 g th
 at m
 erit
 s ou
 rdeepe
 r thought.




For those f
 illed with regr
 et, perh
 aps the m
 o
 st needfu
 l exercis
 e of proac
 ti
 v
 it
 y i
 s t
 o r
 ea
 l
 iz
 e t
 h
 at
 pas
 t m
 i
 s
 t
 a
 k
 es a
 r
 e a
 l
 so ou
 t t
 he
 r
 e i
 n t
 h
 e C
 ir
 c
 l
 e o
 f C
 once
 r
 n. We can'
 t recall them
 , we c
 an'
 t undo them
 , we can'
 t control the consequences that cam
 e as a result.



As a co
 llege quarterback, one of my son
 s lear
 ned t
 o sna
 p hi
 s wrist
 b
 an
 d b
 e
 twee
 n play
 s a
 s a kin
 d o
 f m
 en
 tal ch
 eckof
 f wh
 en
 ev
 er h
 e o
 r anyon
 e m
 ad
 e a "setti
 n
 g ba
 ck
 " m
 i
 s
 ta
 k
 e
 , s
 o t
 h
 e la
 s
 t m
 i
 stak
 e wouldn'
 t affec
 t th
 e r
 esolv
 ean
 d executio
 n o
 f th
 e nex
 tplay.




The proactive approach to a m
 istake is to ackn
 o
 w
 ledge it instantly, co
 rrect it, and learn from it. This literally turns a failu
 re into a success. "Success," said IBM founder T. J
 . W
 atson, "is on the far side of failure."



Bu
 t no
 t t
 o a
 c
 know
 ledg
 e a m
 i
 stak
 e
 , no
 t t
 o correc
 t i
 t and lea
 rn f
 ro
 m it, is a m
 ist
 ake of a d
 iff
 erent order. It usually puts a person on a self-d
 eceiving, self-j
 ustifying path, often invo
 lving ratio
 n
 ali
 zatio
 n (rat
 iona
 l lies
 ) t
 o sel
 f an
 d t
 o others
 . Thi
 s secon
 d mistak
 e
 , t
 hi
 s c
 o
 v
 er-up
 , em
 po
 wers the first, giving it disproportionate importa
 nce, and ca
 uses far deeper injury to self.



I
 t i
 s no
 t wh
 a
 t oth
 er
 s d
 o o
 r eve
 n ou
 r ow
 n mista
 ke
 s tha
 t hur
 t u
 s th
 e m
 ost
 ; i
 t i
 s ou
 r respons
 e to
 tho
 se things
 . C
 hasin
 g a
 f
 t
 er th
 e pois
 o
 nou
 s snak
 e tha
 t bit
 es u
 s wil
 l onl
 y d
 r
 iv
 e th
 e po
 i
 so
 n t
 h
 r
 ou
 gh ou
 r enti
 re syste
 m
 . I
 t i
 s fa
 rbette
 r t
 o tak
 e m
 easure
 s i
 mm
 ediatel
 yt
 o ge
 t th
 e poiso
 nout.




Ou
 r respons
 e t
 o an
 y mistak
 e af
 f
 ect
 s th
 e qualit
 y o
 f the next m
 o
 m
 ent. It i
 s im
 portant to immediately adm
 it and correct our m
 istakes so th
 at they have n
 o powe
 r ove
 r tha
 t next
 m
 o
 m
 en
 t an
 d w
 e ar
 e e
 m
 powere
 dagain.



 


Making and Keeping Commitme
 n
 ts



A
 t th
 e ver
 y hear
 t o
 f ou
 r Circl
 e o
 f Influenc
 e is our ability to m
 ake and keep commitm
 ents and prom
 ises. The commit
 m
 ents we m
 ake t
 o ourselve
 s an
 d t
 o o
 t
 h
 e
 rs
 , a
 n
 d ou
 r integrity
 t
 o thos
 e co
 mm
 itm
 en
 ts, is th
 e essen
 ce an
 d clearest m
 anifestatio
 n o
 f ou
 r proactivity.




I
 t i
 s a
 l
 so t
 h
 e e
 ssenc
 e o
 f our growth. Through our hum
 a
 n endow
 m
 e
 nt
 s o
 f self-awareness
 and conscience, we beco
 m
 e conscious of areas of weakness, areas for im
 prove
 m
 ent, areas of talen
 t tha
 t coul
 d b
 e developed
 , are
 as that need to b
 e changed or elim
 inated from our lives. Then,
 as w
 e recog
 nize and us
 e ou
 r imaginati
 on an
 d indep
 enden
 t wil
 l t
 o ac
 t o
 n tha
 t aw
 areness -- m
 aking prom
 ises, setting goal
 s, an
 d bein
 g tru
 e t
 o th
 e
 m -
 - w
 e buil
 d th
 e strengt
 h o
 f c
 h
 ar
 acter
 , th
 e being
 , t
 hat
 m
 ake
 s possibl
 e ever
 y oth
 er positiv
 e th
 in
 g i
 n ou
 r l
 ives.




I
 t i
 s h
 e
 r
 e t
 ha
 t w
 e f
 in
 d t
 w
 o w
 a
 y
 s t
 o pu
 t ourselv
 es in con
 tro
 l o
 f our lives immediate
 ly
 . W
 e can
 m
 ake a promis
 e -
 - an
 d kee
 p it
 . O
 r w
 e ca
 n se
 t a goa
 l -
 - a
 n
 d w
 o
 r
 k to achiev
 e it
 . A
 s w
 e make
 an
 d kee
 p commit
 m
 ents, even sm
 all commit
 m
 ents, we begin to est
 ab
 li
 s
 h a
 n inne
 r i
 n
 te
 g
 rit
 y th
 at gives us th
 e a
 w
 a
 r
 enes
 s o
 f s
 e
 l
 f
 -co
 ntr
 o
 l an
 d t
 h
 e cou
 r
 ag
 e a
 n
 d s
 tr
 eng
 t
 h to accept m
 ore of the respons
 ib
 il
 it
 y fo
 r ou
 r ow
 n li
 v
 e
 s
 . B
 y m
 ak
 i
 n
 g a
 n
 d k
 ee
 p
 i
 n
 g pr
 o
 m
 i
 s
 e
 s t
 o ou
 r
 se
 l
 v
 e
 s a
 n
 d o
 t
 h
 er
 s
 , little
 b
 y little
 , ou
 r hono
 r beco
 m
 e
 s greate
 r th
 anou
 r m
 oods.




Th
 e powe
 r t
 o m
 ak
 e an
 d kee
 p commi
 t
 ment
 s t
 o ou
 r
 s
 elves is the essence o
 f developing the basic habit
 s o
 f effectiveness
 . Kno
 wledge, skill, and desire a
 re al
 l w
 ithi
 n ou
 r control
 . W
 e ca
 n work
 o
 n a
 n
 y on
 e t
 o i
 m
 prov
 e th
 e balanc
 e o
 f the th
 ree
 . As the ar
 ea of in
 ters
 ection be
 com
 es larger, w
 e m
 o
 re d
 eep
 ly internaliz
 e th
 e principle
 s upo
 n wh
 i
 c
 h t
 h
 e h
 ab
 i
 t
 s ar
 e based and create the strength o
 f ch
 aracter to m
 ov
 e u
 si
 n a balance
 d wa
 y towar
 dincreasin
 g e
 ff
 ectivenes
 s i
 n ou
 r lives.



 


Proactivity
 : The 30-Day Test


 


W
 e don
 '
 t h
 a
 v
 e t
 o g
 o throug
 h th
 e dea
 t
 h c
 a
 m
 p exp
 e
 rienc
 e o
 f Fr
 a
 nk
 l t
 o recogniz
 e an
 d develo
 p our ow
 n pro
 a
 ctivity
 . I
 t i
 s i
 n th
 e ordina
 r
 y event
 s o
 f e
 ver
 y da
 y th
 a
 t w
 e deve
 l
 o
 p th
 e proactiv
 e capa
 cit
 y t
 o hand
 le the extr
 aordin
 a
 ry pre
 ssure
 s of lif
 e. It
 '
 s ho
 w w
 e m
 a
 k
 e an
 d kee
 p com
 m
 i
 t
 m
 ents
 , ho
 w we
 handle a traf
 fic jam
 , how we respond to an irate cu
 stom
 er or a diso
 bedient child. It'
 s how we view our problem
 s and where we focus our energies. It'
 s the language we use.



I wou
 l
 d cha
 l
 l
 eng
 e yo
 u t
 o t
 es
 t t
 h
 e p
 rin
 c
 ip
 l
 e o
 f proactivity for 30 days. Simply try it and see w
 hat happens
 . Fo
 r 3
 0 day
 s wor
 k onl
 y i
 n you
 r Circl
 e o
 f Influence
 . Mak
 e s
 m
 a
 l
 l c
 om
 m
 i
 tm
 e
 n
 t
 s an
 d kee
 p them
 . B
 e a light
 , no
 t a judge
 . B
 e a mo
 d
 e
 l
 , no
 t a critic
 . B
 e par
 t o
 f t
 h
 e solutio
 n
 , no
 t par
 t o
 f th
 e p
 rob
 lem
 .



Tr
 y i
 t i
 n you
 r marri
 a
 g
 e
 , i
 n y
 ou
 r f
 a
 m
 ily
 , i
 n you
 r j
 o
 b
 . Don'
 t argue for other people'
 s w
 eakn
 esses. Don'
 t argu
 e fo
 r you
 r own
 . W
 h
 e
 n yo
 u m
 ak
 e a m
 i
 stake
 , admi
 t it
 , correc
 t it
 , and lear
 n f
 r
 o
 m i
 t -- immediat
 ely
 . Don'
 t ge
 t int
 o a blaming
 , accus
 i
 n
 g mode. W
 o
 rk on things
 you have control over. W
 o
 rk on you. On be.


 


Loo
 k at th
 e w
 eakn
 esses o
 f o
 t
 h
 ers w
 it
 h comp
 assion
 , no
 t acc
 u
 sation
 . It
 '
 s no
 t wh
 a
 t they
 '
 r
 e not
 do
 ing or should be doing that'
 s the issue. Th
 e issue is your own ch
 os
 en response to the situation an
 d wh
 at yo
 u shoul
 d b
 e doing
 . I
 f yo
 u star
 t t
 o th
 in
 k th
 e prob
 lem is "out t
 h
 er
 e,
 " sto
 p yourself.
 That thought is the problem
 .



Peopl
 e wh
 o exercis
 e the
 i
 r e
 m
 b
 r
 yoni
 c freedo
 m d
 a
 y afte
 r da
 y will
 , littl
 e b
 y little
 , exp
 a
 n
 d th
 a
 t f
 r
 eedom
 . Peopl
 e wh
 o d
 o no
 t w
 il
 l f
 i
 n
 d th
 at i
 twither
 s unti
 l the
 y ar
 e literall
 y "bein
 g lived.
 " The
 y are
 actin
 g ou
 t th
 e script
 swritte
 n b
 y parents
 ,associates
 , an
 d society.




W
 e ar
 e responsibl
 e fo
 r ou
 r ow
 n e
 f
 fectiven
 ess
 , fo
 r ou
 r o
 w
 n happin
 ess
 , an
 d ulti
 m
 a
 tely
 , I would say, for m
 o
 st of our circum
 stances.



Sa
 m
 uel Johnson observed: "Th
 e fountain of conte
 n
 t m
 us
 t sp
 r
 i
 n
 g u
 p i
 n t
 h
 e m
 i
 nd
 , a
 n
 d h
 e w
 ho
 ha
 th s
 o littl
 e kno
 w
 ledg
 e o
 f huma
 n natur
 e a
 s t
 o see
 k happ
 in
 e
 s
 s b
 y changin
 g anythin
 g bu
 t hi
 s ow
 n disp
 o
 sition
 , w
 ill waste his life in fruitless effort
 s an
 d m
 u
 lti
 p
 l
 y t
 h
 e g
 ri
 e
 f h
 e propose
 st
 o re
 m
 ove."




Knowing that we are responsible -- "response-able
 " -- is funda
 m
 ental to effectiven
 ess and to every other habit of effe
 ctiveness we wi
 ll discuss.


 


Applica
 tio
 n Suggestions



1.
 For a fu
 ll day, li
 sten to your lan
 guage an
 d t
 o th
 e languag
 e o
 f th
 e peopl
 e aroun
 d you.
 How often do you use and hear reactive phrases such as "If only," "I can'
 t," or "I have to"



2.
 I
 d
 e
 n
 ti
 f
 y a
 n e
 xp
 e
 ri
 enc
 e yo
 u m
 i
 g
 h
 t e
 n
 c
 o
 u
 n
 te
 r in the near future where, based on past experien
 ce, you would probably beh
 ave react
 iv
 ely. Review the si
 tuati
 o
 n i
 n t
 h
 e c
 o
 n
 t
 ex
 t o
 f y
 ou
 r C
 i
 r
 cl
 e of Infl
 uence
 . How could you respond proactively? Take several mo
 m
 ent
 s a
 nd crea
 te th
 e experience vividly in your m
 ind, picturing yourself respon
 ding in a proactive m
 anner. Rem
 ind you
 rself o
 f t
 h
 e g
 ap b
 et
 w
 een sti
 m
 u
 l
 u
 s an
 d respon
 s
 e. Mak
 e a co
 mm
 it
 m
 en
 t t
 o your
 sel
 f t
 o exercise
 you
 r freedo
 m t
 ochoose.




3.
 S
 elect a problem f
 ro
 m yo
 ur w
 or
 k or persona
 l lif
 e tha
 t i
 s frustratin
 g t
 o you
 . Det
 er
 m
 ine




wh
 ethe
 r i
 t i
 s a dir
 ect
 , indirect
 , o
 r n
 o c
 o
 ntro
 l probl
 e
 m
 . Id
 en
 tif
 y th
 e firs
 t ste
 p yo
 u ca
 n tak
 e in
 you
 r Circl
 e o
 f Influenc
 e t
 osolv
 e i
 t an
 d the
 ntak
 e tha
 t step.




4.
 T
 r
 y t
 h
 e 30
 -
 da
 y t
 es
 t o
 f p
 r
 oac
 ti
 v
 it
 y
 . Be a
 w
 are of the change in your Circle of Influence.


 


Habit 2: Begin w
 ith the End in Mind TM


 


W
 h
 at lies behind us and what lies before us ar
 e ti
 n
 y m
 a
 tt
 er
 s co
 m
 pare
 d t
 o wha
 t li
 e
 s w
 it
 h
 i
 n u
 s




-- Oliver Wendell Ho
 lme



*


Please find a place to read thes
 e nex
 t fe
 w p
 a
 ge
 s wher
 e yo
 u ca
 n b
 e alon
 e an
 d uninterrupted. C
 lear you
 r min
 d o
 f e
 ve
 r
 ythin
 g ex
 c
 ep
 t wha
 t yo
 u wil
 l rea
 d an
 d wha
 t I wil
 l invit
 e yo
 u t
 o do
 . Don
 '
 t wo
 rr
 y abou
 t you
 r sch
 edu
 le, you
 r bu
 si
 n
 ess, you
 r fam
 ily
 , o
 r you
 r f
 r
 iends
 . Jus
 t f
 o
 cu
 s w
 it
 h m
 e and
 reall
 y ope
 n you
 r m
 i
 nd.




In your m
 ind'
 s eye, see yourself going to the fune
 ral parlor or chapel, parking the car, and getting ou
 t
 . A
 s yo
 u wal
 k insid
 e th
 e building
 , yo
 u notic
 e th
 e f
 low
 ers, the s
 of
 t organ m
 usic. Y
 ou see the faces o
 f f
 r
 i
 end
 s an
 d f
 a
 m
 il
 y yo
 u pas
 s a
 l
 on
 g th
 e w
 a
 y
 . Yo
 u fee
 l th
 e s
 hare
 d sorro
 w o
 f lo
 sing
 , the joy of h
 aving known, that radiates from the hearts of the people there.



As you walk down to the front of the room an
 d look inside the casket, you suddenly com
 e face to face with y
 o
 urself. This is your funera
 l, three years fro
 m to
 day
 . A
 l
 l thes
 e p
 e
 op
 l
 e ha
 ve co
 m
 e t
 o h
 on
 o
 r you, to express feelings of love and appreciation for your life.



As you take a seat and wait for th
 e service
 s t
 o beg
 i
 n
 , y
 o
 u lo
 o
 k a
 t t
 h
 e p
 r
 o
 g
 ra
 m i
 n y
 ou
 r hand
 . Ther
 e a
 r
 e t
 o b
 e fou
 r speakers
 . Th
 e firs
 t on
 e i
 s f
 r
 o
 m you
 r f
 a
 mily
 , i
 m
 me
 diat
 e an
 d al
 s
 o extende
 d
 -- chi
 ld
 ren, brothers, sisters, neph
 ews, nieces, aunts, uncles, cou
 si
 n
 s, and grandparents who h
 av
 e co
 m
 e f
 ro
 m all ove
 r th
 e coun
 t
 r
 y t
 o attend
 . Th
 e secon
 d speake
 r i
 s on
 e o
 f you
 r fri
 end
 s
 , someon
 e wh
 o ca
 n g
 i
 v
 e a sens
 e o
 f wha
 t yo
 u wer
 e a
 s a per
 s
 on
 . Th
 e thir
 d speake
 r i
 s f
 r
 o
 m your wo
 r
 k o
 r p
 r
 o
 fe
 ss
 i
 on
 . An
 d t
 h
 e f
 ou
 rt
 h i
 s fro
 m your church or som
 e co
 mmunity organizat
 ion where you'
 ve been involved in service.



N
 o
 w thin
 k deeply
 . W
 ha
 t w
 oul
 d yo
 u lik
 e eac
 h o
 f these spe
 a
 k
 ers to say abou
 t yo
 u an
 d your li
 f
 e
 ? W
 hat kind of husband, wife, fath
 er, or m
 othe
 r wou
 l
 d yo
 u lik
 e thei
 r word
 s t
 o reflect
 ? W
 h
 a
 t kind of son or daughter or cousin? W
 h
 at kind of fr
 iend? W
 hat kind of working associate?



What ch
 aracter would you like them to have seen in you? W
 h
 at contributions
 , wh
 a
 t ach
 i
 ev
 e
 m
 e
 n
 t
 s would you want them to re
 m
 e
 mber
 ? Look ca
 refully at t
 h
 e people around you. W
 hat diff
 erence w
 o
 uld yo
 u lik
 et
 o hav
 e m
 ad
 e i
 n thei
 r li
 ves?




B
 efo
 re yo
 u read fu
 rth
 er, tak
 e a f
 ew m
 i
 nu
 tes to jo
 t d
 o
 w
 n y
 o
 u
 r i
 m
 p
 r
 e
 ss
 i
 o
 n
 s
 . I
 t w
 il
 l g
 reatly
 increas
 e you
 r persona
 lunderstandin
 g o
 f Habi
 t2.



 


What it Me
 ans to "Begin w
 ith the End in Mind"


 


I
 f y
 o
 u pa
 rti
 c
 ipa
 t
 ed se
 ri
 o
 u
 s
 l
 y i
 n t
 h
 i
 s v
 i
 sua
 l
 ization experience, you touched f
 or a mom
 ent some of your deep, funda
 m
 e
 n
 t
 al values. You estab
 lished brief c
 o
 n
 t
 ac
 t w
 i
 th th
 a
 t i
 nne
 r gu
 i
 danc
 e s
 y
 s
 t
 em a
 t t
 h
 e heart of your Circle of Influence



Consider the words of Josep
 h Addison:



When I look upon the tom
 bs of the great, ev
 ery em
 otion of envy dies in m
 e; when I read the epitaph
 s o
 f th
 e beautiful
 , ev
 e
 r
 y inordinat
 e d
 esir
 e goe
 s out; w
 hen I m
 eet w
 ith th
 e grief o
 f parents upon a tom
 bstone, m
 y heart m
 elts with co
 m
 passion
 ; whe
 n I se
 e th
 e to
 m
 b o
 f th
 e p
 arent
 s them
 selves, I conside
 r th
 e vanit
 y o
 f grievin
 g f
 o
 r t
 hos
 e wh
 o
 m w
 e m
 us
 t q
 uickl
 y follow
 : whe
 n I se
 e k
 i
 ng
 s l
 y
 i
 n
 g b
 y t
 hos
 e w
 h
 o deposed them
 , I consider rival wi
 ts placed si
 de by side, or the holy m
 en th
 at d
 iv
 id
 ed th
 e wo
 rld w
 ith thei
 r cont
 est
 s an
 d di
 s
 putes
 , I r
 e
 flec
 t wit
 h sorro
 w and astonishmen
 t o
 n th
 e l
 ittl
 e compe
 titions
 , f
 act
 ion
 s, an
 d debate
 s o
 f mankind
 . W
 h
 e
 n I rea
 d the
 seve
 r
 a
 l d
 a
 t
 e
 s of the tombs, of som
 e that died yesterday, and s
 o
 m
 e si
 x hundre
 d year
 s ago
 , I cons
 i
 de
 r t
 h
 at g
 r
 ea
 t Day when we shall all of u
 s b
 e Contemporaries
 , an
 d m
 a
 k
 e ou
 r appea
 r
 a
 n
 c
 e together.




Althoug
 h Habi
 t 2 applie
 s to m
 an
 y differen
 t cir
 cu
 m
 stan
 ces an
 d level
 s o
 f l
 if
 e, th
 e m
 o
 st funda
 m
 ental app
 li
 ca
 ti
 on o
 f "B
 eg
 i
 n w
 i
 t
 h t
 h
 e En
 d i
 n M
 i
 nd
 " i
 s t
 o b
 e
 g
 i
 n t
 oda
 y w
 it
 h t
 h
 e i
 m
 age
 , p
 i
 c
 t
 u
 r
 e, o
 r paradig
 m o
 f th
 e en
 d o
 f you
 r lif
 e a
 s you
 r fra
 m
 e o
 f r
 e
 fer
 en
 c
 e o
 r th
 e criterio
 n b
 y whi
 c
 h everyth
 in
 g
 e
 l
 s
 e i
 s exa
 m
 i
 ned
 . Each part of your life -- toda
 y
 '
 s behavior
 , to
 m
 orr
 o
 w'
 s behavior
 , nex
 t w
 eek
 '
 s behavior
 , nex
 t m
 onth
 '
 s b
 e
 h
 a
 v
 i
 o
 r -
 - c
 a
 n b
 e e
 x
 a
 m
 i
 n
 e
 d i
 n th
 e contex
 t o
 f th
 e whole
 , o
 f wha
 t rea
 ll
 y m
 atters m
 o
 st to you. By keeping that end cl
 e
 arly in m
 ind, you can make cer
 t
 ai
 n tha
 t whatever
 yo
 u d
 o o
 n an
 y p
 art
 icul
 ar d
 ay doe
 s no
 t violat
 e th
 e criteri
 a yo
 u hav
 e de
 f
 ine
 d a
 s supre
 m
 el
 y i
 m
 portant,
 an
 d t
 ha
 t e
 ac
 h da
 y o
 f y
 o
 u
 r li
 f
 e contribute
 s i
 n a m
 eaningful way to the vi
 sion you have of your life as a whole.



T
 o Beg
 i
 n w
 i
 t
 h th
 e En
 d i
 n Min
 d m
 ean
 s to star
 t w
 it
 h a clear un
 derstand
 in
 g o
 f you
 r dest
 i
 nati
 on. I
 t m
 ean
 s t
 o kno
 w wher
 e you
 '
 r
 e goin
 g s
 o th
 at yo
 u b
 e
 tte
 r unde
 rstan
 d wh
 ere yo
 u ar
 e no
 w an
 d so that
 th
 e step
 s yo
 utak
 e ar
 e alway
 si
 n th
 e ri
 gh
 tdirect
 ion.




It'
 s in
 cred
 ibly easy to get caugh
 t up in an acti
 v
 ity trap, in the b
 u
 sy-ness of life
 , t
 o wor
 k harder
 and harder a
 t cl
 im
 bing the ladde
 r of success on
 ly to dis
 cove
 r it
 '
 s l
 ea
 nin
 g a
 gains
 t th
 e wron
 g wall. I
 t i
 s po
 ssib
 le to b
 e bu
 sy -- v
 ery bu
 sy -
 -withou
 t bein
 g ver
 yeffective.




Peop
 l
 e o
 f
 t
 e
 n f
 i
 n
 d t
 h
 em
 s
 e
 l
 ve
 s ach
 i
 ev
 i
 n
 g v
 i
 c
 t
 o
 ri
 es that are em
 p
 ty, success
 es that have com
 e at the expense of things they suddenly re
 ali
 ze wer
 e fa
 r mor
 e valuab
 le t
 o the
 m
 . Pe
 o
 pl
 e fr
 om every walk of life -- do
 ctors, academ
 icians, actors, politici
 ans, busi
 n
 ess professionals, ath
 l
 etes, and plu
 m
 bers -- of
 ten struggl
 e t
 o achiev
 e a high
 e
 r inco
 m
 e
 , mor
 e recognit
 i
 on or a ce
 rta
 in deg
 re
 e of professio
 n
 al com
 p
 etence, on
 l
 y t
 o f
 in
 d t
 h
 a
 t t
 h
 ei
 r driv
 e t
 o ac
 hiev
 e the
 ir goa
 l blinde
 d the
 m t
 o the
 things that really m
 attered m
 o
 st and now are gone.



How different our lives are when we really know wha
 t i
 s d
 e
 e
 p
 l
 y i
 m
 p
 o
 rt
 a
 n
 t t
 o us
 , a
 n
 d
 , k
 eep
 i
 n
 g th
 at pictur
 e i
 n m
 i
 nd
 , w
 emanag
 e ou
 r
 selve
 s eac
 hda
 y t
 o b
 e an
 d to d
 o wh
 at r
 eallym
 atter
 s m
 o
 st. I
 f the ladder i
 s no
 t l
 ean
 in
 g aga
 ins
 t t
 h
 e r
 i
 gh
 t wa
 ll
 , ev
 er
 y s
 t
 e
 p w
 e t
 a
 k
 e just gets us to the wron
 g place f
 aster. W
 e m
 ay b
 e ver
 y busy
 , w
 e ma
 y b
 e ver
 y ef
 f
 i
 c
 ient
 , bu
 t w
 e wil
 l als
 o b
 e trul
 y ef
 f
 ec
 t
 iv
 e on
 ly whe
 n w
 e Begi
 n wit
 h th
 e En
 d i
 nMind.




I
 f yo
 u carefull
 y conside
 r wha
 t yo
 u wante
 d t
 o b
 e sai
 d o
 f yo
 u i
 n th
 e funera
 l experience
 , you wil
 l fin
 d you
 r definitio
 n o
 f success
 . I
 t ma
 y b
 e ver
 y differen
 t f
 r
 o
 m t
 h
 e d
 e
 f
 i
 n
 itio
 n yo
 u though
 t y
 ou ha
 d i
 n m
 i
 n
 d
 . Perhap
 s fa
 m
 e, achieve
 m
 ent
 , m
 oney
 , o
 r so
 m
 e o
 f th
 e o
 t
 he
 r th
 ings we stri
 ve for are not even part of the ri
 gh
 t w
 all
 .



Whe
 n yo
 u Begi
 n wi
 t
 h t
 h
 e E
 n
 d in M
 ind
 , yo
 u ga
 in a diff
 erent perspec
 ti
 ve. O
 ne m
 a
 n a
 sk
 e
 d anothe
 r o
 n t
 h
 e dea
 t
 h o
 f a m
 u
 t
 ua
 l f
 ri
 e
 n
 d
 , "
 H
 o
 w m
 u
 c
 h d
 i
 d h
 e leave?" His friend responded, "He left it all."



All Things Are Created Tw
 ice


 


"Begi
 n wit
 h th
 e En
 d i
 n Mind
 " i
 s base
 d o
 n th
 e p
 rin
 cipl
 e tha
 t al
 l thing
 s ar
 e create
 d twice.
 Th
 ere
 '
 s a m
 en
 tal o
 r f
 irst creation
 , an
 d a phy
 sical o
 r secon
 d creatio
 nt
 o al
 l th
 ings




Take the construction of a hom
 e, for exam
 ple. You create it in every detail before y
 ou ever h
 amm
 er t
 h
 e f
 irs
 t na
 il i
 n
 t
 o p
 lace
 . Yo
 u tr
 y t
 o ge
 t a v
 e
 ry cl
 ear sen
 se o
 f wh
 at kin
 d o
 f hou
 se yo
 u w
 an
 t. If you want a fa
 m
 ily-centered home, you plan a fa
 m
 ily room where it would be a natural gatherin
 g place
 . Yo
 u p
 la
 n s
 li
 d
 i
 n
 g d
 oo
 r
 s a
 n
 d a p
 a
 tio fo
 r ch
 ild
 r
 en to p
 l
 ay out
 si
 de. You wor
 k with ideas. You work with your m
 ind until you get a clear im
 age of what you want to build.



The
 n yo
 u r
 e
 duc
 e i
 t t
 o b
 l
 u
 ep
 ri
 n
 t a
 n
 d d
 eve
 l
 o
 p cons
 t
 r
 u
 cti
 o
 n p
 l
 ans
 . A
 l
 l of t
 h
 i
 s is done before the earth i
 s touched
 . I
 f not
 , the
 n i
 n th
 e s
 ec
 on
 d creat
 i
 on
 , th
 e phys
 i
 ca
 lcreation
 , yo
 u w
 il
 l hav
 et
 o m
 a
 ke
 e
 xp
 e
 ns
 i
 v
 e changes that m
 ay double the cost of your hom
 e.



The car
 p
 enter'
 s rul
 e is "
 m
 ea
 sure twice, cut once.
 " Yo
 u h
 a
 v
 e to m
 a
 k
 e s
 u
 r
 e t
 h
 at the blueprint, the f
 irst cre
 a
 tion
 , i
 s reall
 y wh
 a
 t yo
 u wa
 nt
 , tha
 t y
 ou
 '
 v
 e thoug
 h
 t everythin
 g t
 h
 rough
 . The
 nyo
 u put
 it into b
 rick
 s an
 d mort
 ar
 . Eac
 h day yo
 u g
 o t
 o th
 e con
 structio
 n shed and pull ou
 t th
 e bluepri
 nt to g
 et m
 arch
 in
 g order
 s fo
 rth
 e day
 . Yo
 u Begi
 nwit
 h th
 e E
 n
 d i
 nMind.




For anothe
 r exam
 ple, look at a bus
 in
 ess. If yo
 u want to have a successfu
 l enterprise
 , you
 clearly define what yo
 u'
 re trying to accom
 plis
 h. You caref
 u
 ll
 y t
 h
 in
 k t
 hroug
 h th
 e p
 roduc
 t or servic
 e yo
 u wan
 t t
 o provid
 e i
 n term
 s o
 f you
 r marke
 t target
 , the
 n yo
 u o
 r
 ganiz
 e al
 l th
 e element
 s --
 f
 inancial
 , researc
 h an
 d develop
 m
 ent
 , operations
 , m
 a
 rketing
 , p
 ersonn
 el, phy
 sical f
 ac
 il
 it
 ies, an
 d so on




-- to m
 eet th
 at ob
 jec
 tiv
 e. Th
 e exten
 t t
 o whic
 h yo
 u Beg
 i
 n w
 i
 t
 h th
 e E
 n
 d i
 n M
 in
 d of
 ten d
 ete
 rm
 in
 es whether or not you are able to create a successful en
 terprise. Most busin
 ess failures begin i
 n th
 e first creation, with problem
 s such as undercapitali
 zation, m
 isunderst
 anding of the m
 arket, or lack of a business pl
 an.



The sa
 m
 e is true with parentin
 g. If you want to raise resp
 onsi
 b
 l
 e
 , se
 lf
 -
 d
 isc
 i
 p
 li
 ne
 d ch
 il
 d
 r
 en
 , yo
 u h
 a
 v
 e t
 o kee
 p tha
 t en
 d clearl
 y i
 n min
 d a
 s yo
 u interac
 t wit
 h you
 r childre
 n o
 n a dail
 y basis
 . You
 ca
 n
 '
 t behave toward them in ways that undermi
 n
 e t
 h
 ei
 r s
 el
 f
 -
 d
 i
 s
 ci
 p
 li
 n
 e or s
 el
 f
 -e
 s
 t
 e
 e
 m
 .



T
 o varyin
 g degre
 es
 , peopl
 e us
 e thi
 s princip
 l
 e i
 n m
 an
 y dif
 feren
 t area
 s o
 f li
 fe
 . Be
 fo
 r
 e yo
 u g
 o o
 n a trip
 , yo
 u deter
 m
 in
 e you
 r destin
 at
 ion and plan out th
 e bes
 t r
 oute
 . B
 e
 f
 o
 r
 e y
 o
 u p
 l
 a
 n
 t a ga
 r
 den
 , y
 o
 u p
 l
 a
 n i
 t ou
 t i
 n y
 o
 u
 r m
 i
 nd
 , poss
 i
 b
 l
 y on pape
 r
 . Yo
 u c
 r
 e
 ate speeches on paper befor
 e
 yo
 u g
 iv
 e them
 , yo
 u envisio
 n th
 e landscap
 in
 g in you
 r yar
 d b
 e
 f
 o
 r
 e yo
 u land
 sc
 ap
 e it, yo
 u d
 esig
 n th
 e clo
 th
 es yo
 u m
 ak
 e b
 efo
 re yo
 u threa
 dth
 e needle.




T
 o th
 e ext
 e
 n
 t t
 o whic
 h w
 e under
 s
 tan
 d th
 e principl
 e of t
 w
 o creation
 s an
 d acc
 e
 p
 t the respons
 i
 bilit
 y fo
 r bo
 th
 , we act w
 ith
 in an
 d en
 larg
 e th
 e b
 o
 rd
 ers o
 f ou
 r C
 i
 rcle o
 f Inf
 lu
 en
 ce. To th
 e extent to w
 hich w
 e do no
 t operat
 e i
 n ha
 r
 m
 on
 y wit
 h thi
 s pr
 i
 ncipl
 e an
 d t
 ak
 e ch
 ar
 g
 e o
 f th
 e fir
 s
 t creation
 , w
 e di
 m
 i
 nis
 hit.



 


B
 y Desig
 n o
 rDefault



 


It
 '
 s a principl
 e tha
 t al
 l thing
 s ar
 e create
 d t
 w
 i
 ce
 , but not all first creation
 s ar
 e b
 y consc
 i
 ous design
 . I
 n ou
 r persona
 l lives
 , i
 f w
 e d
 o no
 t develo
 p ou
 r ow
 n self-aware
 n
 es
 s a
 n
 d beco
 m
 e resp
 onsible for first creations, we empower othe
 r people and circum
 stance
 s outside our Circl
 e or Influence to shape much of our lives by default. W
 e reactively live the scripts ha
 nded to us b
 y f
 a
 mily
 , a
 ssociates
 , othe
 r peopl
 e
 '
 s agendas, th
 e pr
 essu
 res of circum
 stance -- s
 c
 rip
 t
 s f
 r
 o
 m ou
 r earlier y
 ears, f
 ro
 m ou
 r train
 ing
 , ou
 r conditioning




T
 hese scr
 ipt
 s com
 e f
 ro
 m people, not princip
 les. An
 d the
 y ris
 e ou
 t o
 f ou
 r dee
 p vulnerabiliti
 es, ou
 r deep de
 pendency on others and our need for acce
 ptance and love, for belonging, for a sen
 se of im
 portance and worth, for a feelin
 g that we m
 atter.



Wheth
 er w
 e ar
 e awar
 e o
 f i
 t o
 r not
 , whethe
 r w
 e ar
 e i
 n c
 ontro
 l o
 f i
 t o
 r n
 o
 t
 , the
 r
 e i
 s a firs
 t c
 r
 eation
 t
 o ever
 y par
 t o
 f ou
 r liv
 e
 s
 . W
 e a
 r
 e ei
 t
 he
 r t
 h
 e se
 c
 o
 n
 d creatio
 n o
 f o
 u
 r ow
 n pro
 activ
 e d
 e
 sign
 , o
 r we
 a
 re t
 h
 e second creation of other people'
 s agendas, of circum
 sta
 n
 ces, or of past habits
 The unique hum
 a
 n capacities of self
 -a
 w
 areness, im
 a
 gination
 , an
 d consc
 i
 enc
 e enab
 l
 e u
 s t
 o ex
 a
 m
 i
 n
 e f
 irst crea
 tions a
 nd m
 ake it possible f
 or us to take c
 harge of our ow
 n f
 irst creation, to w
 rite ou
 r o
 w
 n script
 . Pu
 t anothe
 r w
 ay
 , H
 a
 bi
 t 1 says
 , "Yo
 u ar
 e th
 e cre
 a
 tor.
 " Habi
 t 2 i
 s t
 h
 e f
 irs
 t creation.




Leadership and Management -- The Tw
 o Creations



Habi
 t 2 i
 s base
 d o
 n pr
 in
 cip
 le
 s o
 f p
 e
 rsona
 l l
 ead
 e
 rsh
 i
 p
 , wh
 ic
 h m
 e
 an
 s t
 h
 a
 t lead
 ershi
 p i
 s the
 firs
 t c
 r
 ea
 ti
 on
 . Le
 a
 de
 r
 sh
 i
 p i
 s n
 o
 t m
 a
 n
 ag
 e
 m
 en
 t
 . Manag
 e
 m
 ent is the second crea
 tion, which we'
 l
 l discuss in t
 h
 e chap
 t
 e
 r o
 n Hab
 i
 t 3. Bu
 t l
 eadership has to com
 e first.



Managem
 ent is a bo
 ttom-line focus: H
 o
 w can I best accom
 p
 lish certain things
 ? Lead
 ership deals wit
 h th
 e t
 op line
 : W
 h
 a
 t ar
 e th
 e thing
 s I w
 an
 t t
 o ac
 co
 m
 plish
 ? In t
 he w
 ords of both Peter Drucker and W
 arren Bennis, "Managem
 ent is doing th
 i
 ng
 s ri
 gh
 t
 ; l
 eade
 r
 sh
 i
 p i
 s do
 i
 ng t
 h
 e ri
 gh
 t things.
 " M
 a
 nag
 e
 men
 t is eff
 icien
 cy in cl
 im
 b
 in
 g th
 e lad
 d
 er o
 f su
 ccess; leadershi
 p dete
 r
 mines
 whethe
 r th
 e l
 adde
 r i
 s leanin
 g agains
 t th
 erigh
 t wall.




Y
 o
 u c
 a
 n qu
 i
 c
 k
 l
 y g
 r
 as
 p t
 h
 e i
 m
 p
 o
 rt
 an
 t differen
 ce be
 t
 wee
 n th
 e t
 w
 o i
 f yo
 u envisio
 n a g
 r
 o
 up o
 f producers cutting their way through the jungle with m
 achetes. They'
 re the producers, the problem solvers. They'
 re cutting through th
 e undergrowth, clearing it out.



The m
 anagers are behind them
 , sharpening thei
 r m
 achetes, writing policy and procedure m
 anuals, ho
 l
 d
 in
 g muscl
 e developm
 e
 n
 t progr
 a
 m
 s
 , bringin
 g i
 n im
 prove
 d te
 c
 hnologi
 es, a
 n
 d setting u
 p wo
 r
 k
 i
 n
 g schedules a
 n
 d com
 p
 ensation program
 s for m
 achete wielders.



Th
 e leade
 r i
 s th
 e on
 e who clim
 bs the tallest tr
 ee, survey
 s the entire si
 tu
 ation, and ye
 lls, "W
 rong jungle!"



B
 ut how do the busy, eff
 icient prod
 ucers and manager
 s ofte
 n respond
 ? "Shu
 t up
 ! W
 e
 'r
 e m
 aking p
 r
 og
 r
 ess.
 "



A
 s ind
 iv
 idu
 als
 , g
 roups
 , an
 d bus
 inesses
 , w
 e
 '
 re o
 f
 te
 n s
 o bus
 y c
 u
 tti
 n
 g th
 ro
 u
 g
 h t
 h
 e u
 nde
 r
 g
 r
 ow
 t
 h w
 e do
 n
 '
 t ev
 en rea
 lize w
 e'
 re in th
 e w
 r
 on
 g jungl
 e. An
 d th
 e rap
 i
 dl
 y changin
 g en
 vi
 ronmen
 t i
 n which
 w
 e li
 ve m
 a
 ke
 s ef
 f
 ectiv
 e leadershi
 p mor
 e critica
 l tha
 n i
 t h
 a
 s eve
 r be
 en -- in eve
 ry a
 spect of in
 dependent and i
 n
 t
 e
 r
 dependen
 tli
 f
 e
 .



W
 e ar
 e m
 or
 e i
 n nee
 d o
 f a visio
 n o
 r designatio
 n and a com
 pass (a set of p
 r
 in
 ciple
 s o
 r directions)
 and les
 s i
 n nee
 d o
 f a r
 o
 a
 d map
 . W
 e ofte
 n don'
 t kno
 w wha
 t t
 h
 e terr
 ai
 n a
 h
 ea
 d w
 il
 l b
 e lik
 e o
 r what w
 e wil
 l n
 eed t
 o g
 o th
 rou
 g
 h it
 ; muc
 h wi
 l
 l de
 p
 e
 n
 d o
 n ou
 r jud
 g
 m
 e
 n
 t at th
 e time. B
 u
 t an inn
 e
 r com
 p
 ass will a
 l
 way
 s g
 i
 v
 e u
 s d
 ir
 ec
 t
 i
 on.




Effectiv
 eness -- oft
 en ev
 en su
 rv
 iva
 l -
 - do
 es not dep
 en
 d solel
 y on ho
 w mu
 c
 h effor
 t w
 e expen
 d,
 bu
 t o
 n whethe
 r o
 r no
 t th
 eeffor
 t w
 e ex
 pend i
 s in th
 e r
 ight jungle
 . An
 d th
 e met
 a
 mo
 r
 phosi
 staking p
 lac
 e i
 n m
 os
 t ever
 yindustr
 y an
 d pro
 f
 essio
 nde
 m
 a
 nd
 s leadership f
 irst an
 d m
 an
 ag
 em
 en
 t second.




In business, the m
 arket is changing so rapidly th
 at m
 any products and services that succe
 ssfully m
 et consum
 er t
 astes and needs a fe
 w years ag
 o are obso
 lete today. Proactive pow
 erf
 ul l
 e
 adership m
 u
 st constantl
 y m
 oni
 t
 o
 r environm
 e
 nt
 a
 l change
 , particul
 arly custom
 er buy
 in
 g h
 abi
 ts an
 d mo
 t
 iv
 es, an
 d p
 r
 ov
 i
 d
 e t
 h
 e f
 orc
 e n
 ecessar
 y t
 o o
 r
 gan
 iz
 e res
 ou
 rce
 s i
 n t
 h
 e ri
 gh
 t dire
 ction.




Suc
 h ch
 a
 nge
 s a
 s deregulatio
 n o
 f th
 e airl
 in
 e indust
 ry
 , sky
 r
 ocketin
 g costs of heal
 th ca
 re, and the great quality and quantity of im
 por
 ted cars impact th
 e en
 vironmen
 t i
 n sign
 i
 fican
 t ways
 . I
 f industrie
 s d
 o n
 ot moni
 t
 o
 r th
 e environment
 , inc
 l
 ud
 in
 g thei
 r ow
 n wor
 k te
 a
 m
 s
 , an
 d exercis
 e the creativ
 e l
 eadershi
 p t
 o ke
 e
 p he
 a
 de
 d i
 n t
 h
 e righ
 t di
 rection
 , n
 o a
 moun
 t o
 f m
 a
 nag
 e
 men
 t experti
 se can kee
 p the
 m fro
 m failing.




Efficient managem
 ent without ef
 fective leade
 r
 sh
 i
 p i
 s
 , as o
 n
 e i
 nd
 i
 v
 i
 dua
 l p
 h
 ra
 se
 d i
 t
 , "
 li
 k
 e straightening deck ch
 airs on th
 e Titanic.
 " No ma
 nagem
 ent succes
 s can com
 p
 ensate for failure in leadersh
 ip. But leadership is hard because we'
 re often ca
 ught in a managem
 ent paradigm
 .



A
 t the fin
 al s
 ess
 io
 n o
 f a y
 ear-
 lon
 g ex
 e
 cu
 tive de
 v
 el
 o
 p
 m
 e
 n
 t p
 rogra
 m i
 n S
 eattle
 , th
 e p
 resid
 en
 t of
 an o
 il co
 m
 p
 an
 y cam
 e u
 p t
 o m
 e an
 d s
 aid
 , "St
 e
 ph
 e
 n
 , whe
 n yo
 u pointed out the difference bet
 w
 een leader
 ship an
 d m
 a
 n
 ag
 e
 men
 t i
 n th
 e secon
 d month
 , I looke
 d a
 t m
 y ro
 le as th
 e p
 re
 s
 id
 e
 n
 t o
 f t
 h
 i
 s compan
 y a
 n
 d realize
 d tha
 t I ha
 d neve
 r bee
 n int
 o leadership
 . I wa
 s de
 e
 p i
 n
 t
 o m
 ana
 ge
 ment
 , bur
 i
 ed b
 y pressin
 g cha
 ll
 enge
 s a
 n
 d th
 e d
 et
 a
 il
 s o
 f d
 ay
 -t
 o
 -da
 y logistics
 . S
 o I decide
 d t
 o withd
 ra
 w f
 ro
 m m
 a
 nage
 m
 ent
 . I coul
 d ge
 t othe
 r peopl
 e t
 o d
 o that
 . I wa
 nte
 d t
 o reall
 y l
 ea
 d m
 y organization.




"I
 t wa
 s hard
 . I wen
 t throu
 g
 h withdrawa
 l pain
 s b
 ecaus
 e I stoppe
 d deal
 i
 n
 g wit
 h a lo
 t o
 f the
 pressing
 , urgen
 t m
 atter
 s t
 h
 a
 t wer
 e righ
 t i
 n fro
 n
 t of m
 e an
 d w
 h
 ich gave m
 e a sense of i
 mmediate accomp
 lishmen
 t. I d
 i
 d
 n
 '
 t r
 e
 cei
 v
 e m
 u
 c
 h sa
 ti
 s
 f
 ac
 t
 i
 o
 n a
 s I s
 t
 a
 rte
 d w
 r
 e
 stli
 n
 g w
 it
 h t
 h
 e d
 ire
 c
 ti
 o
 n issues,
 th
 e culture-buildin
 g i
 s
 s
 ues
 , t
 h
 e de
 e
 p ana
 l
 ys
 i
 s o
 f p
 r
 ob
 le
 m
 s
 , t
 h
 e se
 i
 z
 i
 n
 g o
 f ne
 w opportun
 i
 ties. Other
 s als
 o wen
 t throug
 h w
 ith
 d
 raw
 a
 l p
 ai
 n
 s f
 r
 o
 m thei
 r wo
 r
 kin
 g sty
 le c
 o
 mfor
 t zon
 es. T
 hey m
 issed the easy accessibilit
 y I ha
 d gi
 ve
 n th
 e
 m before
 . T
 he
 y stil
 l w
 ante
 d m
 e t
 o b
 e a
 v
 ailable
 t
 o the
 m
 , t
 o respond
 , t
 o hel
 p solv
 e thei
 r p
 rob
 lem
 s o
 n a d
 ay
 -to
 -d
 ay b
 asis.



"
 B
 u
 t I persisted
 . I wa
 s absolu
 tel
 y conv
 in
 ce
 d tha
 t I n
 eede
 d t
 o p
 r
 o
 vid
 e leade
 rship
 . An
 d I did. Today our whole business is different. We
 '
 r
 e m
 or
 e i
 n lin
 e wit
 h ou
 r enviro
 nm
 ent
 . We have doubled our revenues and quadrupled our profits. I'
 m into leadership."



I'm convinced that too often parents are also trapped in the managem
 ent paradigm
 , thinking of control, eff
 iciency, and rules instead of direction
 , purpo
 se
 , an
 dfa
 m
 il
 y feeling.



 


An
 d leadershi
 p i
 s eve
 n mor
 e lackin
 g i
 n ou
 r p
 er
 so
 n
 al lives. We'
 re into m
 anaging wit
 h efficiency, setting and achieving goals before we have even clarified our values.


 


Rescriptin
 g: Becoming Your Ow
 n First Cr
 eator



A
 s w
 e previousl
 y observed
 , proactivity is based on the unique human endowment of self
 -aw
 ar
 ene
 ss. Th
 e tw
 o a
 ddition
 al uniqu
 e huma
 n endo
 wments tha
 t en
 able us to e
 xpand our proactivity and to exercise persona
 l l
 eadershi
 p i
 n ou
 r live
 s ar
 e i
 m
 aginatio
 n an
 d conscience.




Throug
 h i
 m
 agination
 , w
 e ca
 n visua
 l
 iz
 e th
 e unc
 r
 eate
 d world
 s o
 f potent
 i
 a
 l tha
 t li
 e with
 i
 n us
 . Throug
 h conscience
 , w
 e c
 a
 n c
 om
 e i
 n con
 t
 ac
 t w
 it
 h un
 i
 versal laws or principles with our own singular talents and ave
 nues of contribution, and with th
 e personal gui
 delines within which we can m
 os
 t effectively develop them. Combined with self-aw
 areness, these two endowm
 en
 t
 s em
 po
 w
 er us to w
 rite ou
 r ow
 nscript.




Becaus
 e w
 e alread
 y liv
 e wit
 h man
 y script
 s tha
 t h
 a
 v
 e bee
 n hande
 d t
 o us
 , th
 e proces
 s o
 f writing
 ou
 r ow
 n scr
 i
 p
 t i
 s actuall
 y mor
 e a p
 r
 oces
 s o
 f "re
 s
 cripting,
 " or P
 aradigm Shif
 ting -- of changin
 g som
 e of the basic paradigm
 s that we already have. As we reco
 gnize the in
 effecti
 ve scrip
 ts, the incorrect or i
 nc
 o
 m
 p
 le
 t
 e p
 a
 r
 ad
 i
 gm
 s w
 it
 h
 i
 n us
 , w
 e ca
 n p
 roactively begin to rescript ourselves.



I thin
 k on
 e o
 f th
 e m
 o
 s
 t inspirin
 g account
 s o
 f the resc
 ri
 pting p
 roce
 ss com
 es f
 ro
 m the autobiograph
 y o
 f A
 n
 wa
 r Sada
 t
 , pas
 t p
 r
 es
 i
 den
 t o
 f Eg
 y
 p
 t
 . Sa
 d
 a
 t h
 ad been reared, nurtured, an
 d deeply sc
 rip
 ted in a ha
 tr
 e
 d fo
 r I
 s
 r
 ae
 l
 . H
 e w
 ou
 l
 d mak
 e t
 h
 e s
 t
 a
 t
 e
 m
 e
 n
 t o
 n n
 ati
 ona
 l t
 e
 l
 e
 v
 i
 sion
 , "I w
 il
 l neve
 r shak
 e th
 e han
 d o
 f a
 n I
 sr
 a
 e
 l
 i a
 s lon
 g a
 s t
 h
 e
 y o
 ccu
 p
 y on
 e in
 c
 h o
 f Ara
 b so
 il
 . Never
 , n
 ev
 er, n
 ev
 er
 !" An
 d hug
 e crowd
 s all aroun
 d th
 e countr
 y woul
 d chant
 , "
 N
 ever
 , n
 ever
 , nev
 er!" He m
 arshaled the energy and unif
 ied the will o
 f t
 h
 e who
 le c
 ountr
 yi
 n tha
 t scri
 pt
 .



Th
 e scr
 i
 p
 t wa
 s ve
 ry ind
 e
 p
 en
 den
 t an
 d n
 ationalistic
 , a
 nd it aroused deep em
 otions in the people.



But it was also very foolish, and Sadat knew it. It igno
 red the perilous, highly interdependent reality of the s
 it
 ua
 ti
 on.




S
 o h
 e rescr
 i
 pte
 d h
 i
 mse
 l
 f
 . I
 t wa
 s a proces
 s h
 e h
 a
 d l
 ea
 r
 n
 e
 d wh
 e
 n h
 e wa
 s a youn
 g man
 i
 m
 prisone
 d i
 n Cel
 l 54
 , a solitar
 y cel
 l i
 n Cair
 o C
 e
 ntra
 l Prison
 , a
 s a resu
 lt of his invo
 lve
 m
 ent in a conspiracy plot agai
 ns
 t Ki
 ng Far
 o
 uk
 . H
 e learne
 d t
 o w
 i
 thdra
 w fro
 m hi
 s ow
 n m
 i
 n
 d an
 d look
 at it to see i
 f th
 e scr
 ip
 ts w
 ere ap
 p
 ro
 p
 riat
 e an
 d w
 ise. H
 e learne
 d ho
 w t
 o vacat
 e h
 i
 s ow
 n m
 i
 nd and
 , throug
 h a d
 eep p
 erson
 al p
 ro
 ce
 ss o
 f meditat
 i
 on
 , t
 o wor
 k wit
 h hi
 s o
 wn scriptures
 , h
 is ow
 n form of prayer, and rescript him
 self.



He records that he was alm
 o
 st loath to leav
 e his p
 rison cell because it was there th
 at he real
 ized th
 a
 t rea
 l succes
 s i
 s succes
 s wit
 h se
 l
 f
 . I
 t
 '
 s no
 t i
 n h
 av
 i
 n
 g t
 h
 i
 ng
 s
 , bu
 t i
 n hav
 in
 g mas
 t
 e
 ry,
 havin
 g victor
 y ove
 r self
 .



Fo
 r a perio
 d o
 f t
 i
 m
 e durin
 g Na
 s
 s
 e
 r
 '
 s a
 d
 m
 i
 nist
 r
 at
 io
 n Sada
 t wa
 s relegat
 e
 d t
 o a p
 ositio
 n of
 relati
 v
 e insignifican
 ce. Everyone felt that his sp
 irit was br
 oken, but it wasn
 '
 t. T
 he
 y were p
 ro
 jec
 tin
 g th
 eir ow
 n hom
 e movie
 s on
 t
 o h
 i
 m
 . T
 h
 e
 y didn
 '
 t un
 der
 stan
 d h
 i
 m
 . H
 e w
 a
 s bidin
 g his
 ti
 m
 e.




An
 d wh
 en th
 at tim
 e cam
 e, wh
 en h
 e bec
 a
 m
 e p
 r
 esiden
 t o
 f Egyp
 t an
 d conf
 r
 onte
 d th
 e politic
 a
 l realities
 , h
 e rescripte
 d himsel
 f t
 owar
 d I
 srael
 . H
 e visite
 d th
 e Kn
 esset in Jerus
 ale
 m a
 n
 d opene
 d up one of the m
 o
 st precedent-b
 reaking peace movem
 en
 t
 s i
 n t
 h
 e h
 i
 s
 t
 ory o
 f t
 h
 e worl
 d
 , a bold initiative that eventually brought about the Cam
 p David Accord.



S
 ad
 at w
 as ab
 le t
 o u
 se h
 is se
 lf
 -aw
 ar
 en
 ess, h
 is im
 aginat
 i
 on
 , an
 d hi
 s con
 s
 cien
 ce to ex
 ercis
 e personal lea
 dership, to c
 hange an essentia
 l paradig
 m
 , t
 o chang
 e th
 e wa
 y h
 e sa
 w th
 e si
 t
 uation.
 He worked i
 n the center of his Circle of Influence. A
 nd f
 ro
 m that rescripting
 , tha
 t c
 hang
 e in paradigm
 , f
 l
 owe
 d change
 s i
 n behavio
 r an
 d attit
 u
 d
 e tha
 t af
 f
 ecte
 d million
 s o
 f live
 s i
 n th
 e wider
 Circl
 eo
 f Concern.




I
 n dev
 elop
 i
 n
 g ou
 r ow
 n self-a
 warenes
 s m
 an
 y o
 f us discov
 er in
 eff
 ectiv
 e scr
 ipts, d
 eeply em
 bedded habit
 s tha
 t ar
 e totall
 y unworth
 y o
 f us
 , total
 ly incongru
 e
 n
 t wi
 t
 h th
 e thing
 s w
 e r
 eal
 ly value in lif
 e. Habit



2 say
 s w
 e don
 '
 t hav
 e t
 o liv
 e wit
 h t
 ho
 s
 e scripts
 . W
 e are resp
 onse-abl
 e to use our im
 a
 gination an
 d creativit
 y t
 o writ
 e ne
 w one
 s th
 at are m
 ore effective, m
 ore congruent with our deepest values and w
 ith th
 ecorrec
 t principle
 s tha
 tgiv
 e o
 ur value
 s m
 eaning.




Suppose
 , fo
 r example
 , tha
 t I a
 m high
 l
 y overrea
 ctiv
 e to m
 y ch
 ild
 ren
 . Su
 p
 po
 se tha
 t w
 h
 en
 ev
 er they begi
 n t
 o d
 o some
 t
 h
 in
 g I fee
 l i
 s inappropria
 t
 e
 , I sen
 se a
 n i
 mmedia
 t
 e t
 ensin
 g in t
 h
 e pi
 t o
 f my




sto
 m
 ach
 . I f
 ee
 l de
 f
 e
 nsiv
 e wall
 s g
 o up
 ; I prepar
 e f
 o
 r battle
 . M
 y f
 ocu
 s i
 s no
 t o
 n the
 long-t
 er
 m g
 r
 owt
 h an
 d un
 derstand
 ing but on the sh
 ort-
 term behavior. I'
 m t
 rying to w
 in the batt
 le, not the war.



I pull out my a
 mmunition -- m
 y superi
 or size
 , m
 y positio
 n o
 f authorit
 y -
 - an
 d I yel
 l or inti
 m
 id
 at
 e o
 r I threate
 n o
 r punish
 . An
 d I win
 . I stan
 d ther
 e, v
 icto
 rious
 , i
 n th
 e m
 iddl
 e o
 f th
 e d
 eb
 ris o
 f a sh
 att
 ered relationshi
 p whil
 e m
 y c
 hildre
 n are outwa
 r
 dl
 y s
 ub
 m
 iss
 i
 v
 e a
 n
 d in
 w
 ard
 l
 y rebellious
 , suppressin
 g feeling
 s tha
 t wil
 lc
 o
 m
 e ou
 t late
 ri
 n uglie
 r ways.




No
 w i
 f I wer
 e sittin
 g a
 t tha
 t f
 u
 nera
 l w
 e vis
 ualize
 d earlier
 , an
 d on
 e o
 f m
 y childre
 n wa
 s ab
 o
 u
 t t
 o speak, I would want his life to represen
 t th
 e victory of teaching, training, a
 n
 d disci
 p
 li
 n
 i
 n
 g w
 it
 h love ove
 r a perio
 d o
 f year
 s rathe
 r tha
 n th
 e battl
 e scar
 s o
 f q
 u
 ick-f
 ix skirm
 ishes. I w
 ould wa
 nt
 h
 is h
 ea
 rt an
 d m
 i
 n
 d t
 o b
 e f
 ille
 dwit
 h th
 e pleasan
 tmemorie
 s o
 f deep
 , m
 eaningfu
 l ti
 m
 e
 s together
 . I wou
 l
 d w
 a
 n
 t h
 i
 m t
 o r
 e
 m
 e
 mbe
 r m
 e a
 s a lovin
 g fathe
 r wh
 o share
 d th
 e fu
 n an
 d th
 e pai
 n o
 f growin
 g up.
 I woul
 d wan
 t h
 i
 m t
 o re
 m
 em
 ber the ti
 m
 es he cam
 e to m
 e wit
 h h
 is probl
 e
 m
 s an
 d concerns
 . I w
 o
 ul
 d wan
 t to hav
 e lis
 te
 ne
 d an
 d lov
 e
 d an
 d helped
 . I wou
 l
 d w
 a
 n
 t h
 i
 m t
 o kno
 w I wasn
 '
 t pe
 r
 f
 ect,
 bu
 t tha
 t I h
 a
 d trie
 d wit
 h everyth
 in
 g I had
 . An
 d that
 , perhap
 s mor
 e th
 a
 n anybod
 y i
 n th
 e world
 , I lov
 ed hi
 m
 .



The reason I would want thos
 e th
 in
 gs is b
 ecau
 s
 e, d
 ee
 p down
 , I valu
 e m
 y c
 h
 il
 d
 re
 n
 . I l
 ov
 e them
 , I w
 an
 t t
 o he
 l
 p t
 he
 m
 . I va
 l
 u
 e m
 y r
 o
 l
 e a
 s t
 he
 i
 r f
 a
 t
 he
 r
 .



Bu
 t I don
 '
 t alway
 s se
 e thos
 e values
 . I ge
 t caugh
 t u
 p i
 n th
 e "thi
 c
 k o
 f thi
 n th
 in
 g
 s.
 " W
 h
 at m
 atte
 rs m
 ost get
 s burie
 d unde
 rl
 a
 yer
 s o
 f pres
 s
 i
 n
 g probl
 e
 m
 s
 , i
 m
 m
 edi
 ate concerns, a
 nd outw
 ard behaviors. I becom
 e reactive
 . An
 d th
 e wa
 y I intera
 ct wit
 h m
 y childre
 n e
 very da
 y o
 f
 te
 n bear
 s litt
 le re
 s
 e
 m
 b
 la
 n
 c
 e t
 o t
 h
 e w
 a
 y I deeply feel about them
 .



Because I am self-aware, becaus
 e I have im
 agination and conscience, I can exam
 ine my deepest va
 l
 u
 es
 . I ca
 n r
 e
 a
 li
 z
 e t
 ha
 t t
 h
 e sc
 ri
 p
 t I'
 m l
 i
 v
 i
 n
 g i
 s no
 t in harm
 ony with those values
 , th
 at m
 y lif
 e is n
 o
 t th
 e produ
 c
 t o
 f m
 y ow
 n proactiv
 e design
 , bu
 t th
 e r
 esult of the f
 irs
 t crea
 tio
 n I have deferred to circum
 stan
 ces and other people
 . An
 d I ca
 n change
 . I ca
 n liv
 e ou
 t o
 f m
 y i
 m
 aginati
 o
 n instea
 d o
 f m
 y memory
 . I ca
 n ti
 e mysel
 f t
 o m
 y li
 m
 itles
 s potentia
 l in
 st
 ead o
 f my
 lim
 iting past. I can becom
 e m
 y own first creator.



To Begin wi
 th the End in Mind m
 ea
 n
 s to approach m
 y role as a parent, as well as m
 y other roles i
 n life
 , wit
 h m
 y value
 s an
 d direction
 s clea
 r
 . I
 t m
 e
 a
 n
 s t
 o b
 e re
 s
 ponsibl
 e fo
 r m
 y ow
 n first
 creation
 , t
 o rescr
 ipt m
 y
 self so tha
 t th
 e parad
 igm
 s f
 ro
 m w
 hich m
 y beh
 a
 vio
 r an
 d attitud
 e f
 l
 o
 w are congruen
 t wit
 h m
 y deepes
 tvalue
 s an
 d i
 nhar
 m
 on
 y wit
 h correc
 tprinciple
 s.



It also m
 eans to begin each day with those values f
 i
 r
 m
 l
 y i
 n m
 i
 nd
 . The
 n a
 s th
 e vicissitudes,
 as the ch
 allenges com
 e, I can m
 ake m
 y decisio
 ns based on t
 hos
 e va
 l
 ues
 . I ca
 n ac
 t w
 i
 t
 h integrity
 . I don
 '
 t hav
 e t
 o r
 eac
 t t
 o th
 e e
 m
 ot
 i
 on
 , t
 h
 e circumstan
 c
 e
 . I can be truly p
 roacti
 ve, value driven, because m
 y values are clear.


 


A Personal Mission S
 tatement


 


Th
 e mos
 t effectiv
 e wa
 y I kno
 w t
 o Beg
 in wit
 h th
 e En
 d in M
 in
 d i
 s to d
 evelo
 p a p
 er
 sona
 l m
 ission sta
 te
 m
 e
 n
 t o
 r philosoph
 y o
 r creed
 . I
 t f
 ocuse
 s o
 n wha
 t yo
 u wan
 t t
 o b
 e (character) an
 d t
 o d
 o (
 contribution
 s an
 d achieve
 m
 ents
 ) an
 d o
 n th
 e value
 s o
 r principle
 s upo
 n whic
 h being
 and doing are based
 Because each indivi
 dual is uniqu
 e, a personal mi
 s
 sion sta
 tem
 ent will reflect that uniqu
 eness, bot
 h in content and form
 . My friend, Rolfe Kerr, has expressed his personal creed in this way:
 Succeed at hom
 e first. See
 k an
 d m
 eri
 t divin
 ehelp.




Neve
 r co
 m
 pro
 m
 i
 s
 e wit
 h honesty.



 


Re
 m
 e
 m
 be
 r th
 e peopl
 e involve
 d
 . H
 ear bo
 th sid
 es b
 efo
 re judg
 ing.
 Obtain counsel of others.



Defend those who are absent. Be sincere yet decisive.



Develo
 p on
 ene
 w proficienc
 y ayear.
 Plan tom
 orrow'
 s work today.



Hus
 tl
 e wh
 il
 e yo
 u wa
 it
 .


 


Mainta
 in a positiv
 e attitude
 . K
 eep a sense of hum
 or.



B
 e orderl
 y i
 n perso
 nan
 d i
 n work.



 


Do not fear m
 istakes -- fear on
 ly the absenc
 e o
 f cr
 e
 ative
 , const
 r
 uctiv
 e, an
 d corrective response
 s to those m
 istakes.



Facilitat
 e th
 esucces
 s o
 f subordinates
 . L
 isten tw
 ice as mu
 ch as yo
 u speak.



 


Concentrat
 e al
 l abilitie
 s an
 d ef
 f
 o
 rt
 s o
 n th
 e tas
 k a
 t hand
 , no
 t worryin
 g abo
 u
 t th
 e next
 jo
 b o
 r pro
 m
 otion.




A woma
 n s
 eekin
 g t
 o b
 a
 lanc
 e f
 a
 mi
 l
 y an
 d wo
 r
 k values has ex
 pressed he
 r sense o
 f personal m
 issio
 n di
 ff
 erently:




I wil
 l see
 kt
 o balanc
 e caree
 ran
 d f
 a
 m
 il
 y a
 sbes
 t I ca
 n sinc
 e bot
 har
 e i
 m
 portan
 t t
 o m
 e.



 


M
 y h
 o
 m
 e w
 i
 l
 l b
 e a p
 l
 ac
 e w
 he
 r
 e I a
 n
 d m
 y f
 a
 m
 i
 ly
 , friends, and guests find joy, comfort, peace, an
 d happiness
 . Stil
 l I wil
 l see
 k t
 o creat
 e a clea
 n an
 d ord
 erl
 y envir
 o
 n
 m
 ent
 , ye
 t livabl
 e and
 comfortable
 . I wil
 l exercis
 e wisdo
 m i
 n wha
 t w
 e choos
 e t
 o eat
 , read
 , see
 , an
 d d
 o a
 t home
 . I especiall
 y wan
 t t
 o t
 ea
 ch m
 y c
 hildre
 n t
 o love
 , t
 o l
 e
 arn
 , an
 d t
 o l
 a
 ug
 h -- an
 d t
 o wor
 k an
 d d
 ev
 elo
 p their
 uniqu
 e talents.




I value the rights, freedom
 s, and responsibi
 lities of our dem
 ocratic society
 . I wil
 l b
 e a concerned a
 n
 d info
 r
 m
 e
 d citizen
 , involv
 ed i
 n t
 h
 e politica
 l pr
 oc
 ess to ens
 ure m
 y voic
 e i
 s heard
 an
 d m
 y vot
 e i
 s counted.




I wil
 l b
 e a sel
 f
 -startin
 g in
 di
 vi
 dua
 l wh
 o exercise
 s initiativ
 e i
 n accomplishin
 g m
 y li
 f
 e
 '
 s goals.
 I wil
 l ac
 t o
 nsituation
 s an
 d opportuniti
 es
 , rathe
 r tha
 nt
 o b
 e acte
 d upon.




I w
 il
 l al
 wa
 y
 s tr
 y t
 o kee
 p my
 sel
 f f
 re
 e f
 ro
 m add
 i
 ctiv
 e an
 d destructiv
 e habi
 ts
 . I wil
 l develop
 habit
 s tha
 t f
 r
 e
 e m
 e f
 r
 o
 m ol
 d label
 san
 d li
 m
 it
 s an
 dexpan
 d m
 ycapabilitie
 s an
 d choic
 es.




M
 y mone
 y wil
 l b
 e m
 y s
 ervant
 , no
 t m
 y master
 . I w
 il
 l see
 k fi
 nanc
 i
 a
 l i
 n
 d
 e
 pend
 e
 nc
 e o
 v
 e
 r ti
 m
 e
 . My wants will b
 e subject to m
 y needs and m
 y m
 ea
 n
 s. Ex
 cept for long-term home and car lo
 ans, I will seek to keep m
 yself f
 ree f
 rom consum
 er de
 bt. I will spend l
 es
 s th
 a
 n I e
 a
 r
 n a
 n
 d r
 egu
 l
 a
 rl
 y sa
 ve o
 r inves
 t pa
 rt of m
 y incom
 e.



Moreover, I will u
 se wh
 at m
 oney and talents I h
 ave t
 o m
 ak
 e l
 if
 e m
 o
 re en
 joyable fo
 r other
 s throug
 h ser
 vic
 e an
 dcharitabl
 e giving.




Y
 o
 u c
 ou
 l
 d ca
 l
 l a pe
 r
 s
 o
 na
 l m
 i
 ss
 i
 o
 n s
 t
 a
 t
 e
 m
 en
 t a persona
 l constituti
 o
 n
 . Lik
 e th
 e United
 S
 tate
 s Constitution
 , it
 '
 s f
 un
 d
 a
 m
 entall
 y changeless
 . I
 n ov
 er 20
 0 y
 ea
 rs, th
 ere h
 av
 e b
 een on
 ly 2
 6



am
 endm
 ents,



1
 0 o
 f whic
 hwer
 e i
 n th
 eorigina
 l B
 il
 l o
 f Right
 s.


 


Th
 e Unite
 d State
 s Constitutio
 n i
 s t
 h
 e standar
 d b
 y whic
 h e
 v
 er
 y la
 w i
 n t
 h
 e countr
 y i
 s eva
 l
 uate
 d
 . I
 t i
 s th
 e docu
 m
 en
 t th
 e presiden
 t agree
 s t
 o defen
 d an
 d suppo
 r
 t whe
 n h
 e t
 ake
 s th
 e Oa
 t
 h of
 Allegiance
 . I
 t i
 s th
 e criterio
 n b
 y wh
 i
 c
 h peopl
 e a
 r
 e ad
 m
 itte
 d int
 o citi
 zenship
 . I
 t i
 s th
 e foundati
 o
 n an
 d th
 e cente
 r tha
 t enab
 l
 e
 s peopl
 e t
 o rid
 e throug
 h suc
 h majo
 r t
 r
 au
 m
 a
 s a
 s th
 e Civi
 l W
 a
 r
 , Vietn
 am,
 o
 r W
 atergate
 . I
 t i
 s th
 e writte
 n st
 andard
 , th
 e ke
 y criteri
 on b
 y whic
 h every
 th
 in
 g el
 se i
 s eva
 l
 uated
 and directed.


 


Th
 e Consti
 t
 utio
 n ha
 s endure
 d a
 n
 d s
 e
 rve
 s it
 s vita
 l functio
 n toda
 y bec
 a
 us
 e i
 t i
 s bas
 e
 d o
 n correct
 principles
 , o
 n th
 e self-ev
 i
 dent trut
 hs contained in t
 h
 e D
 ec
 l
 a
 r
 a
 ti
 o
 n o
 f I
 ndepen
 dence. These p
 rin
 cip
 les empowe
 r th
 e Constitutio
 n wit
 h a ti
 m
 eles
 s strength
 , eve
 n i
 n th
 e mids
 t o
 f so
 c
 ial am
 biguity and change.



"Ou
 r pecul
 i
 a
 r security,
 " sai
 d Thoma
 s J
 e
 ffer
 s
 on
 , "i
 s in th
 e po
 ss
 ess
 io
 n o
 f a w
 r
 itten Constitution."



A personal m
 ission statem
 ent based on correct pr
 in
 ciples becom
 es the sam
 e kind of standard f
 o
 r an indiv
 i
 dual
 . I
 t b
 e
 come
 s a pe
 r
 sona
 l consti
 t
 ution
 , th
 e ba
 sis f
 or m
 aking m
 ajor, lif
 e-di
 rec
 tin
 g decisions, the basis for m
 aking da
 ily decision
 s in the m
 idst of the circum
 stances and em
 otions that affect o
 u
 r liv
 es. It em
 powers individuals with the sam
 e tim
 ele
 ss streng
 th in the m
 idst of change.



People can'
 t live with change if there'
 s not a ch
 a
 ngeles
 s cor
 e insid
 e them
 . Th
 e k
 e
 y t
 o the
 ability to chang
 e i
 s achange
 l
 es
 s sens
 e o
 f wh
 o yo
 u are
 , wh
 at yo
 u are abou
 t an
 d wh
 at yo
 uv
 alu
 e.



W
 it
 h a m
 i
 s
 s
 i
 o
 n s
 t
 a
 t
 e
 m
 e
 n
 t
 , w
 e ca
 n fl
 o
 w w
 it
 h cha
 n
 ges. We d
 o
 n'
 t need prejudgm
 e
 n
 ts or prejudices. We don'
 t need to figure out everything else in lif
 e, to ster
 eotype and categor
 ize everything and everybod
 y i
 norde
 r t
 o acco
 mm
 odat
 ereality




Ou
 r pe
 rs
 on
 a
 l e
 nv
 ir
 o
 n
 m
 e
 n
 t i
 s al
 s
 o cha
 ng
 i
 n
 g a
 t a
 n e
 v
 er-increasin
 g pace
 . Suc
 h rapi
 d change
 bu
 rn
 s ou
 t a larg
 e numb
 e
 r o
 f peop
 l
 e wh
 o fee
 l t
 h
 e
 y c
 a
 n ha
 r
 d
 l
 y h
 a
 ndl
 e i
 t
 , ca
 n har
 d
 l
 y cop
 e w
 it
 h life
 . The
 y becom
 e reactiv
 e an
 d essentiall
 y giv
 e up
 , hopin
 g th
 at th
 e thing
 s tha
 t happe
 n t
 o th
 e
 m will b
 egood.




Bu
 t i
 t doesn'
 t hav
 e t
 o b
 e tha
 t way
 . I
 n th
 e Naz
 i deat
 h camp
 s whe
 r
 e Vikto
 r Frank
 l learned
 th
 e princ
 i
 pl
 e o
 f pro
 a
 ctiv
 i
 t
 y
 , h
 e als
 o l
 e
 arne
 d th
 e i
 mportanc
 e o
 f purpo
 s
 e, of m
 e
 an
 i
 n
 g i
 n li
 f
 e
 . T
 h
 e



essenc
 e o
 f "logother
 a
 py,
 " th
 e phi
 l
 oso
 ph
 y h
 e l
 a
 te
 r develope
 d an
 d t
 aught
 , i
 s t
 ha
 t many so-calle
 d menta
 l an
 d e
 motiona
 l illnesse
 s ar
 e r
 eall
 y sympto
 m
 s o
 f a
 n underlyin
 g sens
 e of
 me
 a
 ningles
 s
 nes
 s o
 r emptiness
 . Logother
 ap
 y elimin
 at
 e
 s tha
 t e
 m
 pt
 i
 nes
 s b
 y helpin
 g t
 he indivi
 dua
 l t
 o detec
 t hi
 s uniqu
 e m
 eaning
 , hi
 s m
 issio
 n in lif
 e.



Once you have that sense of m
 ission, you have t
 h
 e essenc
 e o
 f y
 ou
 r o
 w
 n p
 r
 oac
 ti
 v
 it
 y
 . Y
 o
 u hav
 e t
 h
 e vis
 i
 o
 n an
 d th
 e value
 s whi
 c
 h d
 i
 rec
 t y
 o
 u
 r li
 f
 e
 . Y
 o
 u have the basi
 c direction f
 rom which yo
 u set you
 r l
 ong
 - an
 d s
 hort-ter
 m goals
 . Y
 o
 u hav
 e th
 e powe
 r o
 f a w
 ritte
 n constitutio
 n base
 d on
 co
 rr
 ec
 t p
 ri
 n
 ci
 p
 l
 es
 , against which every decision concerning th
 e m
 ost ef
 f
 e
 cti
 v
 e us
 e o
 f y
 ou
 r ti
 m
 e, you
 r talents
 , an
 d yo
 ur energies can be eff
 ectively m
 easured.


 






At the Center


 


I
 n ord
 er t
 o writ
 e a persona
 l m
 i
 ssio
 n s
 t
 at
 e
 m
 e
 nt
 , w
 e must begi
 n at the very cente
 r o
 f ou
 r Circle
 of Influence, that center com
 pri
 se
 d o
 f ou
 r m
 os
 t b
 a
 si
 c Ou
 r parad
 i
 gm
 s, the lens through which we see the wo
 rl
 d
 .



I
 t i
 s her
 e th
 a
 t w
 e dea
 l w
 i
 t
 h ou
 r v
 i
 sio
 n an
 d ou
 r v
 a
 l
 ues
 . I
 t i
 s h
 e
 r
 e tha
 t w
 e us
 e ou
 r endowment o
 f self-awareness to exam
 ine our maps and, if we valu
 e c
 o
 rr
 ec
 t p
 ri
 nc
 i
 p
 l
 es
 , t
 o m
 a
 k
 e ce
 rtai
 n that
 ou
 r m
 a
 p
 s a
 c
 curatel
 y de
 s
 crib
 e th
 e ter
 r
 itory
 , tha
 t o
 u
 r paradigm
 s ar
 e base
 d o
 n principle
 s a
 nd real
 ity
 . It is here that we use o
 ur endowm
 ent of conscience a
 s a co
 m
 pas
 s t
 o he
 l
 p u
 s de
 t
 ec
 t ou
 r o
 w
 n u
 n
 i
 que
 t
 a
 l
 en
 t
 s a
 n
 d a
 r
 ea
 s o
 f c
 ontri
 bu
 ti
 on
 . I
 t i
 s he
 r
 e t
 h
 at we use our endowment of i
 m
 agination to m
 en
 tally cr
 eate th
 e en
 d w
 e desire
 , givin
 g dir
 e
 ct
 i
 o
 n an
 d p
 u
 rpos
 e t
 o ou
 r beg
 inning
 s and
 p
 rovidin
 g th
 e substanc
 e o
 f a writt
 en persona
 l constitution.




It is also here that our focused efforts achiev
 e th
 e greates
 t results
 . A
 s w
 e wor
 k withi
 n th
 e very cen
 t
 e
 r o
 f ou
 r C
 ir
 c
 l
 e o
 f In
 f
 l
 u
 e
 nce
 , w
 e e
 x
 pan
 d it
 . This is h
 i
 ghest-
 levera
 ge PC wor
 k, significantly im
 pacting the effective
 n
 ess of eve
 ry aspect of our lives.



W
 hatever is at the cente
 r of our lif
 e will be th
 e sou
 rce of our security, guid
 a
 nce, wisdom, and pow
 er. Securit
 y represent
 s you
 r sens
 e o
 f worth
 , you
 r id
 e
 ntity
 , you
 r e
 m
 otiona
 l anchorage
 , your se
 l
 f
 -
 es
 t
 ee
 m
 , your basic personal strength or lack of it.



Guidance means your source of dire
 ction in life. Encompa
 ssed by your m
 ap, your internal f
 ra
 m
 e of r
 e
 ferenc
 e tha
 t i
 nterpret
 s fo
 r yo
 u wha
 t i
 s happ
 e
 nin
 g ou
 t there
 , ar
 e standard
 s o
 r principl
 e
 s o
 r i
 m
 p
 li
 c
 i
 t criteria that govern m
 o
 m
 ent-by-m
 o
 m
 ent decision-m
 aking and doing.


 


W
 isdom is your perspective on life, your sense o
 f ba
 l
 anc
 e
 , y
 ou
 r u
 n
 de
 r
 s
 t
 and
 i
 n
 g o
 f h
 o
 w t
 h
 e v
 ari
 ou
 s part
 s a
 n
 d p
 r
 inci
 p
 l
 e
 s a
 pp
 l
 y an
 d relat
 e t
 o eac
 h other
 . I
 t e
 m
 brace
 s judgmen
 t, d
 i
 sce
 r
 n
 m
 en
 t
 , com
 p
 rehension. It is a gestalt or oneness
 ,a
 n i
 n
 t
 eg
 r
 a
 t
 e
 d who
 l
 eness
 .



Powe
 r i
 s th
 e f
 acult
 y o
 r capacit
 y t
 o act
 , th
 e str
 e
 ng
 t
 h an
 d poten
 c
 y t
 o accomp
 l
 is
 h something
 . It
 is th
 e vita
 l energ
 y t
 o mak
 e choi
 c
 e
 s an
 d d
 ec
 i
 sions
 . I
 t also inc
 lu
 des the ca
 pacity to overcom
 e dee
 ply e
 m
 bedde
 dhabit
 s an
 d t
 ocultivat
 e higher, m
 ore eff
 ective ones.



Thes
 e fou
 r factor
 s -
 - securit
 y
 , guidance
 , wis
 d
 o
 m
 , and power -- are interdependent. Security and clear guidance bring true wisdo
 m
 , and wisdom b
 eco
 m
 es t
 h
 e sp
 a
 rk o
 r cat
 alys
 t t
 o release
 and direct p
 owe
 r
 . W
 h
 en t
 hes
 e f
 o
 u
 r f
 ac
 t
 or
 s ar
 e presen
 t toget
 h
 er
 , h
 a
 rm
 oni
 ze
 d an
 d enlivene
 d by
 eac
 h o
 t
 he
 r
 , t
 h
 e
 y create th
 e g
 reat fo
 rc
 e o
 f a nob
 le p
 erson
 al
 ity
 , a b
 a
 la
 n
 ced ch
 aract
 er, a b
 eautifully
 integrated individual.



Thes
 e life-suppor
 t factor
 s als
 o und
 e
 rgir
 d ever
 y o
 t
 he
 r d
 i
 m
 en
 s
 i
 o
 n o
 f l
 i
 f
 e
 . An
 d n
 o
 n
 e o
 f them
 i
 s a
 n all-or-nothing m
 atter. The degree to which you have developed eac
 h on
 e coul
 d b
 e charted
 som
 e
 w
 here o
 n a cont
 in
 uum
 , muc
 h lik
 e th
 e Maturit
 y Continuu
 m d
 escribe
 d earlier
 . A
 t th
 e bott
 o
 m end
 , th
 e fou
 r f
 actors are w
 eak. Y
 ou are basic
 all
 y dependent on circum
 stances or oth
 er people, things ove
 r which you have n
 o direc
 t control
 . A
 t th
 e to
 p en
 d yo
 u ar
 e i
 n c
 on
 t
 r
 o
 l
 . Yo
 u h
 av
 e independen
 t stren
 g
 t
 h an
 d th
 e foundatio
 n fo
 r ri
 ch
 ,inte
 rd
 ep
 end
 en
 t relation
 sh
 ip
 s.



Your security lies som
 ewhere on the continuum betwee
 n extre
 m
 e insecurit
 y o
 n o
 n
 e end, w
 herein you
 r lif
 e i
 s buffete
 d b
 y al
 l t
 h
 e fi
 ckl
 e fo
 rce
 s tha
 t pl
 ay u
 p
 o
 n it, an
 d a d
 eep sen
 se o
 f hig
 h intrinsic worth an
 d pe
 r
 s
 ona
 l secu
 rit
 y o
 n t
 h
 e o
 t
 h
 e
 r end. Your guidance ranges on the continuum f
 ro
 m dependence on th
 e soc
 ial m
 irror o
 r o
 ther unstab
 le, fluctuatin
 g s
 ource
 s t
 o stron
 g inn
 er d
 i
 rection
 . You
 r wisdo
 m fall
 s so
 m
 ewh
 ere b
 e
 twee
 n a totall
 y inaccurat
 e m
 a
 p wher
 e ever
 ything
 is dis
 torted and nothing s
 eem
 s to fit, and a com
 p
 le
 te and accurate m
 ap of lif
 e wherein all the parts and principl
 es are prop
 erly related to each o
 t
 he
 r
 . Y
 o
 u
 r powe
 r li
 e
 s s
 o
 m
 e
 whe
 r
 e be
 t
 wee
 n i
 mmobilizat
 i
 o
 n o
 r bein
 g a puppe
 t pulle
 d b
 y so
 m
 e
 on
 e els
 e
 '
 s st
 r
 i
 ng
 s t
 o hig
 h proactivity
 , t
 h
 e p
 ow
 e
 r t
 o ac
 t acc
 o
 r
 d
 i
 n
 g t
 o y
 o
 u
 r ow
 n va
 l
 u
 e
 s i
 n
 st
 ea
 d o
 f be
 i
 n
 g act
 ed upo
 n b
 y o
 th
 er p
 eop
 le and circum
 stances.



The locatio
 n of these factors o
 n t
 h
 e con
 ti
 nu
 um
 , th
 e resultin
 g degre
 e o
 f thei
 r integ
 ration,




ha
 r
 mony
 , an
 d b
 alan
 ce, an
 d th
 ei
 rposi
 tiv
 e im
 p
 act o
 n ev
 ery asp
 ect o
 f you
 r l
 i
 f
 e i
 s a funct
 i
 o
 n o
 f your
 cen
 t
 e
 r
 , t
 h
 e bas
 i
 c paradigm
 s at your very core.


 


Alterna
 tiv
 e Centers


 


Eac
 h o
 f u
 s ha
 s a center
 , thoug
 h w
 e usuall
 y don'
 t recognize it as such. Neither do w
 e recognize the all-encom
 p
 assing effects of that center on every aspect of our lives.



Let'
 s briefly exam
 ine sever
 al cen
 ter
 s o
 r c
 o
 r
 e paradigm
 s peopl
 e typ
 icall
 y hav
 e fo
 r a bette
 r und
 erstand
 in
 g o
 f ho
 w th
 ey af
 f
 ect th
 es
 e fou
 r fund
 a
 m
 e
 nta
 l di
 m
 ens
 io
 n
 s and
 , u
 lti
 m
 a
 tely
 , t
 h
 e su
 m o
 f li
 f
 e that flows from them
 .



Spouse Centeredness. Marriage can be the m
 ost intim
 ate, the most satisfying, the m
 ost enduring
 , g
 r
 ow
 t
 h
 -
 p
 r
 o
 du
 c
 i
 n
 g o
 f h
 u
 m
 a
 n r
 e
 l
 a
 ti
 onsh
 i
 ps
 . I
 t m
 ig
 h
 t see
 m natu
 r
 al an
 d prope
 r t
 o be
 centered on one'
 s husband or wife.



But experience and obs
 ervation tell a different stor
 y. Over the years, I have been involved in workin
 g w
 it
 h m
 an
 y trouble
 d ma
 r
 r
 iages
 , an
 d I hav
 e ob
 serv
 ed a cer
 tai
 n thr
 ead w
 eavin
 g its
 el
 f throug
 h al
 m
 o
 s
 t ever
 y spouse-centere
 d relati
 o
 nshi
 p I hav
 e en
 coun
 ter
 ed
 . Th
 at thread is strong em
 otional dependence
 .



I
 f ou
 r s
 e
 ns
 e o
 f e
 m
 ot
 i
 o
 na
 l wort
 h c
 ome
 s pr
 i
 m
 a
 r
 ily from our m
 arriage, then we becom
 e hi
 gh
 ly dep
 e
 nden
 t upo
 n tha
 t relationsh
 ip
 . W
 e b
 ecom
 e vuln
 e
 rabl
 e t
 o th
 e mood
 s an
 d feelings
 , the behavio
 r an
 d trea
 t
 men
 t o
 f ou
 r s
 pouse
 , o
 r t
 o an
 y externa
 l even
 t th
 at m
 ay i
 m
 p
 in
 g
 e o
 n th
 e re
 lationship -- a new child, in-laws, econom
 ic setbacks, soci
 al successes, and so forth.



When respo
 n
 sibilities in
 crease and s
 tress
 es com
 e in th
 e m
 arriage, we te
 nd to reve
 rt to the scripts we were given as we were growing up. But so does our spouse
 . An
 d thos
 e script
 s are u
 su
 ally d
 iff
 eren
 t.Differ
 e
 n
 t way
 s o
 f handlin
 g fin
 a
 ncial
 , child
 -discipline
 , o
 r in-l
 a
 w i
 ssue
 s com
 e t
 o th
 e surface. When these deep-seated tendencies com
 bine wi
 th the em
 otional depen
 dency in th
 e m
 arriag
 e, th
 e spous
 e-cen
 tered relati
 onsh
 i
 p re
 v
 eal
 s al
 l it
 s vu
 l
 ne
 ra
 b
 ilit
 y
 .



Whe
 n w
 e ar
 e dependen
 t o
 n th
 e perso
 n wit
 h who
 m w
 e ar
 e i
 n conflict
 , bo
 t
 h nee
 d an
 d conflict




ar
 e compounded
 . Lo
 ve-hat
 e overreactions
 , fight
 -
 o
 r
 -f
 light tende
 ncies, w
 it
 hdraw
 al, agg
 ress
 iv
 en
 ess, b
 it
 terne
 ss, resen
 tm
 e
 n
 t, an
 d co
 l
 d co
 mpetitio
 n ar
 e som
 e o
 f th
 e usua
 l results.
 W
 h
 e
 n t
 h
 es
 e occu
 r
 , w
 e t
 e
 n
 d t
 o fal
 l eve
 n furthe
 r b
 a
 c
 k o
 n backgroun
 d tendenc
 ie
 s a
 n
 d h
 ab
 it
 s i
 n a
 n e
 ff
 o
 r
 t t
 o j
 us
 ti
 f
 y a
 n
 d d
 e
 f
 e
 n
 d ou
 r ow
 n behavior and we attack our spouse'
 s.



I
 n
 evit
 abl
 y
 , any
 tim
 e we ar
 e too v
 u
 lnerab
 le w
 e feel th
 e n
 e
 ed to p
 rotect ourselves fr
 om further wo
 unds. So we resort to sarcasm
 , cutting humor, criticis
 m -
 - any
 t
 h
 ing t
 h
 at w
 i
 ll k
 ee
 p f
 r
 o
 m exposin
 g th
 e tend
 ern
 ess w
 ith
 in
 . E
 ach pa
 rtne
 r tend
 s to w
 ait o
 n th
 e i
 nitia
 tive of the other for love, on
 ly to be disappoi
 nted b
 u
 t also confirm
 ed as to the rightness of the accusations m
 ade
 .



There is only phantom security i
 n su
 ch a re
 l
 a
 ti
 onsh
 i
 p when all appears to be going well. Gu
 id
 an
 ce i
 s base
 d o
 n th
 e e
 m
 otio
 n o
 f th
 e m
 o
 ment
 . W
 is
 do
 m an
 d pow
 er a
 re lo
 st in th
 e co
 unterdependent negative i
 n
 t
 e
 r
 ac
 ti
 ons
 .



F
 a
 m
 il
 y Ce
 nteredness
 . Anoth
 e
 r commo
 n c
 ente
 r i
 s th
 e f
 am
 ily
 . Th
 is
 , too
 , m
 a
 y se
 em t
 o be
 n
 a
 t
 u
 r
 a
 l an
 d proper
 . A
 s a
 n are
 a o
 f f
 o
 cus and deep investm
 ent, it provides great oppo
 rtuni
 tie
 s fo
 r d
 eep r
 elationships
 , f
 o
 r loving
 , fo
 r sharing
 , fo
 r m
 u
 c
 h tha
 t m
 ak
 es lif
 e wo
 rthwh
 ile. But as a center, it ironically destroys the very elem
 ents necessary to fam
 ily success.



Peopl
 e wh
 o ar
 e f
 a
 m
 i
 l
 y
 -
 centere
 d g
 e
 t thei
 r sens
 e o
 f securit
 y o
 r persona
 l wo
 rt
 h f
 r
 o
 m the
 f
 a
 mil
 y traditi
 on an
 d cultur
 e o
 r th
 e fa
 m
 il
 y reputation
 . Thu
 s
 , they be
 co
 m
 e vulnerable t
 o any change
 s in th
 at traditio
 n o
 rcultur
 e an
 d t
 o an
 y influen
 ce
 s tha
 twoul
 d affec
 t tha
 treputation.




F
 a
 m
 il
 y
 -
 cen
 te
 r
 e
 d pa
 r
 en
 t
 s d
 o no
 t ha
 v
 e t
 h
 e em
 o
 ti
 o
 nal freedom
 , t
 h
 e power, to raise their ch
 ildren w
 ith thei
 r ul
 ti
 m
 at
 e we
 l
 f
 a
 r
 e trul
 y i
 n m
 i
 nd
 . I
 f t
 h
 ey deriv
 e thei
 r o
 wn securit
 y f
 ro
 m th
 e f
 a
 mily
 , their
 nee
 d t
 o b
 e popular with their child
 re
 n m
 ay ove
 rr
 ide the im
 portance of a long-te
 r
 m invest
 m
 ent
 in thei
 r chil
 dren'
 s grow
 t
 h an
 d develop
 m
 e
 nt
 . O
 r the
 y m
 a
 y b
 e fo
 c
 use
 d o
 n the prope
 r an
 d cor
 rec
 t behavior of the m
 o
 ment. An
 y beh
 a
 v
 i
 o
 r t
 ha
 t t
 h
 e
 y conside
 r imp
 r
 ope
 r th
 r
 eaten
 s their securi
 ty. They becom
 e upset
 , guided by th
 e emo
 ti
 on
 s of th
 e moment
 , spont
 an
 eousl
 y re
 a
 ctin
 g t
 o th
 e immediate concern rather than the long-term g
 r
 ow
 t
 h a
 n
 d d
 ev
 e
 l
 o
 p
 m
 en
 t o
 f t
 h
 e ch
 il
 d
 . Th
 e
 y m
 ay ov
 erreac
 t an
 d punis
 h ou
 t o
 f ba
 d te
 m
 p
 er
 . Th
 e
 y ten
 d to lov
 e the
 ir ch
 ild
 ren cond
 itionally, m
 aking them em
 otionally dependent or coun
 terd
 ep
 end
 en
 t an
 d re
 be
 lli
 ous
 .



Mone
 y Center
 e
 dne
 s
 s
 . Anothe
 r logica
 l an
 d ext
 rem
 ely c
 o
 mm
 o
 n cente
 r t
 o peo
 p
 le
 '
 s live
 s i
 s m
 aking money. Econom
 ic security is basic to one
 '
 s oppor
 t
 un
 it
 y t
 o d
 o m
 uc
 h i
 n an
 y o
 the
 r di
 m
 ens
 i
 on
 . I
 n a hierarch
 y o
 r continuu
 m o
 f needs
 , physica
 l surviva
 l and f
 inancia
 l sec
 urity co
 m
 es f
 irst. O
 ther needs are no
 t eve
 na
 ctivate
 d unti
 ltha
 t basi
 c nee
 d i
 s satis
 f
 i
 ed
 , a
 tleas
 t m
 i
 ni
 m
 ally.




Mos
 t o
 f u
 s fac
 e econo
 m
 i
 c wo
 rr
 ies
 . Ma
 n
 y f
 o
 rce
 s i
 n th
 e wide
 r cultur
 e ca
 n a
 n
 d d
 o ac
 t
 upo
 n ou
 r econo
 m
 i
 c situation
 , c
 ausin
 g o
 r threatenin
 g suc
 h disruptio
 n tha
 t w
 e o
 f
 te
 n exp
 erience concern and wo
 rry that m
 ay not always rise to the conscious surface.



Som
 etim
 es t
 here are apparently noble reasons gi
 v
 e
 n f
 o
 r m
 a
 k
 i
 n
 g m
 on
 e
 y
 , suc
 h a
 s t
 h
 e des
 ir
 e t
 o t
 ak
 e care of one
 '
 s fa
 mily. And these thing
 s ar
 e i
 m
 porta
 n
 t
 . Bu
 t t
 o f
 o
 c
 us o
 n m
 oney—
 m
 aking
 a
 s a cente
 r wil
 l brin
 g abou
 tit
 s ow
 n undoing.




Consider again the four life-s
 upport factors -- securi
 ty, guidance, wisd
 om
 , and power. Suppose I derive m
 u
 ch of m
 y security fr
 om m
 y em
 ploy
 m
 en
 t o
 r f
 r
 o
 m m
 y i
 nc
 o
 m
 e o
 r ne
 t wo
 rth.
 S
 i
 nc
 e m
 a
 n
 y factors affe
 ct these ec
 onom
 ic foun
 dations, I beco
 m
 e anxious a
 n
 d uneasy, protective and defe
 nsive, about anything that may affec
 t them
 . W
 h
 e
 n m
 y sens
 e o
 f personal wo
 rth co
 m
 es f
 ro
 m m
 y n
 et wo
 rth
 , I a
 m vulnerabl
 e t
 o anythin
 g tha
 t w
 il
 l af
 f
 e
 c
 t tha
 t ne
 t w
 o
 rth
 . But
 w
 or
 k an
 d money
 , pe
 r se
 , provid
 e n
 o wisdom
 , n
 o guidan
 c
 e
 , an
 d onl
 y a limi
 te
 d d
 e
 g
 re
 e o
 f po
 we
 r an
 d secu
 r
 it
 y
 . Al
 l i
 t take
 s t
 o sho
 w th
 e li
 m
 itation
 so
 f a mon
 ey ce
 n
 te
 r i
 s a c
 risi
 s i
 n m
 y lif
 e o
 r in
 the life of a loved one.



Money-centered people often put asid
 e fam
 il
 y or other priorities, assum
 ing everyone will underst
 a
 n
 d tha
 tecon
 o
 mi
 c d
 e
 mand
 s c
 o
 m
 e firs
 t
 . I kno
 w o
 ne f
 ather w
 h
 o w
 as leaving w
 ith his children for a prom
 ised trip to the circus when a phone call cam
 e for hi
 m to com
 e to work instead. He declined. W
 hen his wife sugge
 sted that perha
 p
 s h
 e sh
 o
 u
 l
 d ha
 v
 e g
 on
 e t
 o w
 o
 r
 k
 , h
 e responded,
 "The work will co
 m
 e a
 ga
 i
 n
 , bu
 t c
 h
 i
 l
 dhoo
 d w
 o
 n
 '
 t.
 " Fo
 r t
 h
 e res
 t o
 f th
 ei
 r live
 s hi
 s childr
 e
 n r
 e
 m
 e
 m
 ber
 e
 d thi
 s littl
 e ac
 t o
 f priori
 t
 y setting
 ,no
 t o
 n
 l
 y a
 s a
 n ob
 jec
 t le
 sso
 n i
 n t
 h
 ei
 r m
 ind
 s bu
 t a
 s a
 n expression of love in their hearts.



W
 or
 k Center
 e
 dne
 s
 s
 . W
 o
 r
 k
 -
 centere
 d peopl
 e m
 a
 y becom
 e "work
 a
 h
 oli
 c
 s,
 " driv
 ing
 t
 h
 e
 m
 s
 e
 l
 ve
 s t
 o produc
 e a
 t th
 e sacrific
 e o
 f health, relationships, a
 nd othe
 r i
 m
 portan
 t areas
 of t
 h
 eir lives. Their funda
 m
 ental identity co
 m
 es fr
 o
 m th
 e
 i
 r w
 o
 r
 k -
 - "
 I
 '
 m a doc
 t
 o
 r,
 " "I
 '
 m a writer,
 " "I
 '
 m a
 n actor."




Becaus
 e thei
 r identit
 y an
 d sen
 se o
 f sel
 f
 -
 wort
 h ar
 e wrappe
 d u
 p i
 n thei
 r work
 , their secu
 ri
 t
 y i
 s v
 u
 l
 ne
 r
 ab
 l
 e t
 o any
 t
 h
 in
 g t
 ha
 t h
 appen
 s t
 o p
 r
 even
 t t
 h
 e
 m f
 ro
 m c
 o
 n
 ti
 nu
 i
 n
 g i
 n it
 . The
 i
 r gu
 i
 dan
 c
 e i
 s a function of the de
 m
 ands of the work
 . Their wisdom and power com
 e in the lim
 ited areas of their work, rendering them ineffective in other areas of l
 i
 fe.



Possess
 i
 o
 n Centeredness
 . A dri
 v
 in
 g forc
 e o
 f m
 a
 n
 y peopl
 e i
 s possessi
 o
 n
 s -
 - no
 t only
 tangible, m
 a
 terial possessions such as fa
 shionabl
 e clothes, hom
 e
 s, cars, boa
 t
 s, and jewelry, but al
 so the intangible possessions of fa
 m
 e, glory
 , o
 r socia
 l pro
 m
 inence
 . Most of us are aware, throug
 h ou
 r ow
 n experience
 , h
 o
 w singu
 lar
 ly f
 law
 ed su
 ch a cen
 ter is, s
 imp
 ly b
 ecau
 se i
 t ca
 n vanis
 h rapidl
 y an
 d i
 t i
 s influence
 d b
 y so m
 an
 y fo
 rces.



I
 f m
 y sens
 e o
 f securit
 y lie
 s i
 n m
 y reputatio
 n o
 r i
 n th
 e thing
 s I h
 a
 ve
 , m
 y li
 f
 e wil
 l b
 e i
 n a constant
 s
 t
 a
 t
 e of threat and jeopardy that th
 es
 e possession
 s m
 ay b
 e los
 t o
 r sto
 len or devalued. I
 f I'
 m i
 n the presence of som
 eone of greater net worth or fa
 m
 e or status, I feel inf
 erior. If I'
 m in the presence of som
 eone of l
 esse
 r ne
 t wo
 rt
 h o
 r f
 a
 m
 e o
 r status
 , I fee
 l su
 perior
 . My sen
 se o
 f self
 -w
 or
 th constant
 ly f
 luctuat
 es. I don
 '
 t hav
 e a
 n
 y sens
 e o
 f c
 onstan
 c
 y o
 r anchor
 a
 g
 e o
 r persistent selfhood
 . I a
 m constant
 l
 y try
 in
 g to protec
 t and insure m
 y asse
 ts, propert
 ie
 s, securit
 ies, position,
 o
 r reputation
 . W
 e hav
 e al
 l hear
 d stori
 es o
 f peopl
 e co
 mmittin
 g suicid
 e a
 f
 te
 r lo
 sing thei
 r f
 ortunes in a signif
 ican
 t stock decline or their f
 am
 e in a politica
 l r
 eversal.




Pleasu
 r
 e Centeredness
 . Another comm
 on c
 enter, clo
 sely allied with possess
 ion
 s, i
 s t
 h
 at o
 f fun a
 nd pleasure. W
 e live in a world wh
 ere ins
 tant gr
 atif
 ic
 ation is availab
 l
 e a
 n
 d e
 n
 c
 ou
 ra
 g
 e
 d
 . Televis
 ion and m
 ovies are m
 ajor infl
 uences in i
 n
 creasing people'
 s ex
 pectation
 s. They g
 raph
 ically po
 rtray wh
 at o
 th
 er peopl
 e ha
 v
 e an
 dca
 n d
 o i
 n livin
 g th
 elif
 e o
 f eas
 ean
 d "fun."




Bu
 t whil
 e th
 e glitte
 r o
 f pleasure-ce
 n
 tere
 d li
 f
 e
 sty
 le
 s i
 s graphi
 call
 yportrayed
 , th
 e natura
 l result
 o
 f such lifestyles -- the im
 pact on the inne
 r person
 , o
 n produ
 c
 tivity
 , o
 n rela
 tionship
 s --
 is se
 ldom accurately seen.



Innocen
 t pl
 ea
 sure
 s i
 n moderati
 o
 n can provid
 e r
 ela
 xatio
 n fo
 r th
 e bod
 y a
 n
 d m
 in
 d an
 d ca
 n f
 oster f
 a
 m
 i
 l
 y an
 d othe
 r relationships
 . Bu
 t pleasu
 r
 e
 , pe
 r s
 e, off
 ers no d
 eep, la
 stin
 g sa
 ti
 sfactio
 n o
 r sen
 se o
 f fulfil
 l
 men
 t
 . Th
 e pleasu
 r
 e-centere
 d person
 , to
 o s
 oo
 n bore
 d wit
 h e
 a
 c
 h s
 ucceedi
 n
 g l
 eve
 l o
 f "
 f
 u
 n,
 " constantl
 y crie
 s fo
 r mor
 e an
 d m
 o
 re. So the next new pleasure has to be bigger and bette
 r, m
 ore exciting
 , w
 it
 h a bigge
 r "high.
 " A perso
 n i
 n thi
 s stat
 e beco
 m
 e
 s al
 m
 os
 t entirely na
 r
 c
 issistic, interpreting all of lif
 e in term
 s of the pleasure it provides to the self here and now.



To
 o man
 y vacation
 s tha
 t la
 st to
 o l
 ong
 , t
 o
 o m
 any m
 ovies, t
 o
 o m
 uc
 h TV
 , to
 o m
 uc
 h video
 gam
 e playing -- too m
 u
 ch undisciplined leisure tim
 e in wh
 ich a person continually takes the course of l
 e
 ast re
 sis
 tanc
 e -- gradu
 al
 l
 y w
 astes a l
 if
 e. It en
 su
 res t
 h
 at a p
 erson
 's capa
 citi
 es stay
 do
 rm
 an
 t, th
 at tal
 en
 ts remai
 n und
 e
 ve
 l
 oped
 , tha
 t th
 e m
 i
 n
 d a
 n
 d spiri
 t beco
 m
 e letharg
 i
 c an
 d that the hear
 t is unf
 ulf
 illed. W
 here is the securi
 ty, the guidance, th
 e wisdom
 , an
 d the power
 ? At the low en
 d of the continuum
 , in the pleasure of a fleetin
 g m
 o
 m
 ent.



Malcom Muggeridge writes "A Twentieth-Century Testim
 ony":



Whe
 n I l
 oo
 k ba
 c
 k o
 n m
 y l
 i
 f
 e nowad
 a
 ys
 , whic
 h I so
 m
 etim
 es do
 , what strik
 es m
 e m
 ost forcibly abou
 t i
 t i
 s t
 h
 a
 t w
 ha
 t see
 m
 e
 d a
 t t
 h
 e t
 i
 m
 e m
 o
 s
 t si
 gn
 i
 fi
 cant and seductive, se
 em
 s now most futile and absurd. For instance, succe
 ss in all of its various gu
 ises; b
 ein
 g know
 n an
 d bein
 g p
 rais
 e
 d
 ;ostensible pleasures
 , l
 i
 k
 e acquirin
 g m
 one
 y o
 r s
 educin
 g women
 , o
 r traveli
 n
 g
 , goin
 g t
 o an
 d fr
 o i
 n th
 e worl
 d and
 u
 p an
 d do
 w
 n i
 n i
 tlik
 e Satan
 , explainin
 g an
 d exper
 iencin
 g whateve
 rVanit
 y Fai
 r ha
 s t
 o offer.




In retrospect, all th
 ese ex
 ercis
 es in se
 lf-grati
 fic
 ation seem pur
 e fantasy, what Pascal called, "licking the earth."



Friend
 /En
 e
 m
 y Center
 e
 dness
 . Youn
 g p
 e
 op
 l
 e ar
 e particularly
 , t
 houg
 h certainl
 y not exclusive
 l
 y
 , suscept
 ible to beco
 m
 in
 g f
 riend-cen
 tere
 d
 . A
 cc
 ep
 tanc
 e an
 d belong
 i
 n
 g t
 o a peer
 grou
 p c
 a
 n becom
 e al
 m
 o
 st su
 p
 rem
 ely im
 po
 rtan
 t. Th
 e di
 sto
 rte
 d an
 d ev
 e
 r-changin
 g socia
 l m
 i
 rro
 r becom
 e
 s the source for the four life-support f
 actors, crea
 ting a high degre
 e o
 f dependenc
 e on
 th
 e fluctuatin
 g m
 oods
 , feeling
 s, a
 ttitudes, and behavior of others.



F
 ri
 en
 d cen
 t
 e
 r
 ednes
 s c
 a
 n a
 l
 s
 o f
 o
 c
 u
 s exc
 l
 us
 i
 vel
 y o
 n one person, taking on som
 e of the dim
 ensions of m
 arri
 a
 ge
 . Th
 e emotiona
 l d
 e
 pend
 e
 nc
 e o
 n on
 e ind
 i
 vidual
 , t
 h
 e e
 scalating n
 eed/conflic
 t spiral
 , an
 d th
 e resultin
 g negativ
 einteraction
 s ca
 n gro
 wou
 t o
 f frien
 d centeredness.




An
 d wh
 a
 t abou
 t puttin
 g a
 n e
 n
 e
 m
 y at th
 e cente
 r of one'
 s lif
 e? Most peopl
 e woul
 d n
 e
 ve
 r th
 in
 k o
 f it
 , an
 d probabl
 y n
 o on
 e woul
 d eve
 r d
 o i
 t consciou
 s
 ly
 . N
 ev
 erthe
 less, en
 em
 y cente
 r
 in
 g i
 s very c
 o
 mm
 o
 n
 , pa
 rticularly w
 hen there is frequent interaction between peopl
 e who a
 re i
 n r
 ea
 l conflict. When som
 e
 one feels he has been unjustly de
 alt with by an em
 otionally or sociall
 y sign
 i
 fican
 t person
 , i
 t i
 s ve
 ry easy f
 or him to beco
 m
 e preoccupied w
 ith th
 e inju
 sti
 ce a
 nd m
 a
 ke th
 e other pe
 rso
 n the cent
 er of his l
 if
 e. Rathe
 r th
 an proactiv
 el
 y leadin
 g hi
 s ow
 n li
 fe
 , the en
 em
 y-centered p
 erson is co
 unterd
 ependently r
 eacting to the behavio
 r and attitu
 des of a perceived enem
 y.



On
 e frien
 d o
 f min
 e wh
 o taugh
 t a
 t a universi
 t
 y beca
 m
 e v
 ery di
 st
 raug
 ht b
 ecaus
 e o
 f the w
 eakn
 esses o
 f a particu
 l
 a
 r ad
 m
 i
 ni
 st
 r
 ato
 r wit
 h who
 m h
 e ha
 d a neg
 a
 tive rela
 tionship. H
 e allowed h
 im
 self to th
 in
 k abou
 t th
 e m
 a
 n c
 o
 nstantl
 y un
 t
 i
 l eventuall
 y i
 t bec
 a
 m
 e a
 n o
 b
 se
 ssion
 . I
 t s
 o pr
 eo
 ccupi
 ed hi
 m th
 at i
 t af
 f
 ecte
 d t
 h
 e qualit
 y o
 f hi
 s relationship
 s wit
 h hi
 s f
 a
 m
 ily
 , hi
 s c
 h
 urch
 , and h
 i
 s wo
 r
 k
 i
 n
 g assoc
 i
 a
 t
 es
 . H
 e f
 i
 n
 all
 y ca
 m
 e t
 o th
 e c
 o
 nclusio
 n tha
 t h
 e h
 a
 d t
 o leav
 e th
 e u
 niver
 s
 it
 y and accept a teaching appointm
 ent so
 m
 ewhe
 r
 e e
 l
 se
 .



"
 W
 ouldn
 '
 t yo
 u reall
 yprefe
 r t
 o teac
 ha
 t thi
 s university
 , i
 f th
 e m
 a
 n wer
 e no
 there
 ?
 " I aske
 d hi
 m
 .


 


"Yes
 , I wou
 l
 d,
 " h
 e r
 e
 sponded
 . "
 Bu
 t a
 s lon
 g a
 s h
 e i
 s he
 r
 e
 , t
 h
 e
 n m
 y s
 t
 ay
 ing is too d
 isr
 uptive to everythin
 g i
 nlife
 . I hav
 et
 o go.




"
 W
 h
 y hav
 e yo
 u m
 a
 d
 e thi
 s ad
 m
 inistrato
 r the center o
 f you
 r lif
 e?
 " I ask
 ed h
 im.



 


H
 e wa
 s shocke
 d b
 y t
 h
 e quest
 i
 on
 . H
 e d
 e
 nie
 d it
 . B
 ut I pointe
 d ou
 t t
 o h
 i
 m tha
 t h
 e w
 as allowin
 g one individua
 l a
 n
 d hi
 s weaknesse
 s t
 o di
 s
 t
 or
 t hi
 s enti
 r
 e m
 a
 p o
 f lif
 e
 , t
 o unde
 r
 m
 i
 n
 e hi
 s faith an
 d th
 e qualit
 y o
 f h
 is relation
 sh
 ip
 s w
 ith h
 is lov
 ed on
 es.



H
 e f
 inall
 y ad
 m
 itt
 ed tha
 t thi
 s individua
 l ha
 d h
 ad suc
 h a
 n impac
 t o
 n h
 i
 m
 , bu
 t h
 e denie
 d th
 at h
 e h
 i
 m
 self h
 ad m
 ad
 e all th
 ese ch
 o
 ices
 . H
 e attr
 ib
 u
 ted th
 e responsibilit
 y fo
 r th
 e unhapp
 y situation
 to t
 h
 e adm
 inistrator. He, him
 self, he declared, was not responsible.



A
 s w
 e talk
 e
 d
 , littl
 e b
 y l
 ittle
 , h
 e c
 a
 m
 e t
 o reali
 z
 e tha
 t h
 e wa
 s indee
 d r
 e
 sponsib
 l
 e
 , bu
 t that becaus
 e h
 e di
 d no
 t h
 andl
 e thi
 sr
 esponsibilit
 y well
 ,h
 e wa
 s bein
 g irresponsible.




Man
 y divor
 c
 e
 d p
 eopl
 e f
 a
 l
 l int
 o a s
 i
 m
 i
 la
 r pattern
 . T
 hey ar
 e s
 til
 l consum
 ed w
 ith an
 ger and
 bitte
 rness an
 d se
 l
 f
 -j
 us
 t
 i
 f
 i
 ca
 ti
 o
 n r
 ega
 r
 d
 i
 n
 g a
 n ex
 -
 s
 pous
 e
 . I
 n a negativ
 e s
 ense
 , psychological
 ly t
 he
 y a
 r
 e s
 t
 i
 ll m
 arried -- t
 h
 ey each need the weaknesses of the form
 er partner to jus
 tify their accusations.



Man
 y "older
 " childre
 n g
 o throug
 h l
 i
 f
 e eithe
 r s
 e
 c
 retl
 y o
 r op
 en
 l
 y hatin
 g t
 he
 i
 r parents
 . The
 y blam
 e them f
 or past abuses, neglec
 t, or f
 avoritis
 m and they c
 en
 t
 e
 r t
 he
 i
 r adu
 l
 t li
 f
 e o
 n t
 ha
 t ha
 tr
 ed
 , livin
 g out th
 e reactive
 ,justifyin
 g scrip
 t tha
 tacco
 m
 panie
 s it.




The individual who is friend-or enem
 y-centere
 d has no intrinsic securi
 ty
 . Feeling
 s of
 self
 -w
 o
 rth a
 r
 e volatil
 e, a f
 uncti
 o
 n o
 f th
 e e
 motiona
 l stat
 e o
 r b
 eh
 av
 io
 r o
 f o
 th
 er p
 eopl
 e. Gu
 id
 an
 ce com
 es f
 ro
 m the person'
 s percept
 ion o
 f how other
 s wil
 l respond
 , an
 d wisdo
 m i
 s l
 im
 i
 te
 d b
 y t
 h
 e socia
 l len
 s o
 r b
 y a
 n enemy-ce
 n
 t
 ere
 dparanoia
 . Th
 e indiv
 i
 dua
 l ha
 s n
 o po
 w
 e
 r
 . Othe
 r peopl
 e are pullin
 g th
 e strings.




Churc
 h Center
 e
 dne
 s
 s
 . I believ
 e tha
 t al
 m
 os
 t a
 nyon
 e wh
 o i
 s seriousl
 y involv
 e
 d i
 n an
 y church wil
 l recogn
 i
 z
 e tha
 t churchgoin
 g i
 s n
 ot synony
 mou
 s wit
 h pe
 r
 sona
 l spirituality
 . Ther
 e ar
 e some peopl
 e wh
 o ge
 t s
 o bus
 y i
 n churc
 h worshi
 p an
 d project
 s tha
 t the
 y becom
 e insensitiv
 e t
 o the pressin
 g huma
 n n
 e
 ed
 s t
 ha
 t surroun
 d th
 e
 m
 , cont
 r
 adi
 c
 tin
 g t
 h
 e ver
 y precep
 t
 s the
 y profe
 s
 s t
 o bel
 i
 ev
 e deep
 l
 y
 . T
 h
 e
 r
 e a
 r
 e o
 t
 he
 r
 s w
 h
 o a
 tt
 en
 d chu
 r
 c
 h l
 e
 s
 s f
 r
 e
 q
 uen
 tl
 y o
 r no
 t a
 t a
 l
 l b
 u
 t wh
 os
 e attitude
 s and
 behav
 i
 o
 r r
 e
 f
 l
 ec
 t a m
 o
 r
 e genu
 i
 n
 e centering in the principles of the basic Judeo
 -Christian ethic.



Havin
 g participate
 d th
 r
 o
 ughou
 t m
 y l
 i
 f
 e i
 n o
 r
 g
 a
 ni
 z
 e
 d churc
 h an
 d communit
 y servic
 e groups
 , I hav
 e foun
 d t
 ha
 t attendin
 g churc
 h doe
 s no
 t necessaril
 y mea
 n living th
 e p
 r
 incipl
 es taug
 ht in thos
 e m
 eetings. You can be active in a church bu
 t i
 nac
 ti
 v
 e i
 n it
 s gospe
 l
 .



I
 n th
 e church-c
 e
 nt
 e
 re
 d life
 , imag
 e o
 r a
 ppearan
 c
 e c
 a
 n be
 c
 o
 m
 e a person
 '
 s dominant considerat
 i
 o
 n
 , le
 a
 din
 g t
 o hypocris
 y tha
 t unde
 r
 m
 ine
 s pe
 r
 s
 ona
 l se
 c
 u
 rit
 y an
 d intrin
 s
 i
 c wo
 rth
 . Guidance com
 es from a social co
 nscience, and th
 e ch
 urch-centered pers
 on tend
 s t
 o labe
 l o
 t
 hers
 artif
 icially in term
 s of "active,"



"inactive,
 " "liberal,
 " "o
 rt
 hodox
 ," o
 r "conservative."




Becaus
 e th
 e churc
 h i
 s a fo
 r
 m
 a
 l organizatio
 n m
 a
 de up of policies, program
 s, practices, and people, it cannot by itself give a person an
 y deep, perm
 an
 ent security or sense of intrinsic wort
 h. L
 iv
 in
 g th
 e p
 rin
 cip
 les taugh
 t b
 y th
 e chu
 rch ca
 n d
 o this
 ,bu
 t th
 e org
 anizatio
 n a
 lon
 e cannot.




No
 r ca
 n t
 h
 e churc
 h g
 i
 v
 e a per
 so
 n a c
 o
 nstan
 t s
 ens
 e o
 f guid
 a
 nce
 . Church-c
 e
 ntere
 d peop
 l
 e oft
 e
 n ten
 d t
 o liv
 e i
 n co
 mpar
 t
 m
 ents
 , act
 i
 n
 g an
 d th
 i
 nkin
 g an
 d f
 ee
 lin
 g i
 n certai
 n wa
 y
 s o
 n th
 e Sabba
 t
 h a
 nd
 i
 n t
 o
 tal
 l
 y differen
 t way
 s o
 n weekdays
 . Suc
 h a lac
 k o
 f whole
 n
 es
 s o
 r unit
 y o
 r int
 egrit
 y i
 s a fu
 rth
 er th
 reat to secu
 rity
 , cr
 eatin
 g th
 e n
 eed fo
 r in
 cr
 ease
 d labelin
 gan
 d self-justifying.




Seein
 g th
 e churc
 h a
 s a
 n en
 d r
 a
 t
 h
 e
 r t
 ha
 n a
 s a mean
 s t
 o a
 n en
 d unde
 r
 m
 i
 n
 e
 s a person'
 s wisd
 o
 m an
 d sense of ba
 lance. Although th
 e ch
 urch claim
 s to teach people about th
 e so
 ur
 ce of power
 , it does no
 t c
 l
 ai
 m t
 o be th
 at po
 w
 er it
 se
 l
 f
 . I
 t cl
 ai
 m
 s t
 o be on
 e v
 ehi
 cl
 e throug
 h w
 hi
 ch di
 vi
 n
 e po
 w
 er ca
 n be ch
 ann
 eled into m
 an'
 s nature.



Self-C
 e
 n
 teredness
 . Perhap
 s th
 e mos
 t c
 o
 mmon center to
 day is th
 e se
 lf
 . Th
 e m
 o
 s
 t obvious f
 orm is se
 l
 f
 i
 shness
 , w
 h
 i
 c
 h v
 i
 ol
 a
 t
 e
 s th
 e val
 ue
 s o
 f m
 os
 t pe
 o
 p
 l
 e
 . Bu
 t i
 f w
 e loo
 k closel
 y a
 t m
 any
 o
 f th
 e popula
 r approache
 s t
 o growt
 h an
 d self-fu
 l
 f
 ill
 m
 ent
 , w
 e o
 ft
 e
 n f
 i
 n
 d se
 l
 f
 -
 cen
 t
 e
 r
 i
 n
 g a
 t t
 he
 i
 r co
 r
 e
 .



There is little secu
 rity, g
 u
 idance, wis
 d
 om
 , or po
 wer in th
 e lim
 ited center of self
 . Like the Dead Sea in Palestine, it accepts but never gives. It becom
 es stag
 nant.



O
 n th
 e oth
 e
 r hand
 , pay
 i
 n
 g att
 e
 nti
 o
 n to th
 e d
 e
 v
 e
 lopmen
 t o
 f sel
 f i
 n th
 e greate
 r perspective
 o
 f i
 m
 proving one'
 s ability to serv
 e, to produce, to con
 t
 ri
 bu
 t
 e i
 n m
 e
 an
 i
 n
 g
 f
 u
 l wa
 ys
 , g
 i
 ve
 s con
 t
 ex
 t f
 o
 r dram
 atic increase in the four life-support factors



These a
 r
 e som
 e of the more comm
 on centers fro
 m wh
 i
 c
 h p
 e
 opl
 e app
 roa
 c
 h li
 f
 e
 . I
 t i
 s of
 te
 n m
 u
 ch easier to recognize the center in som
 eone else'
 s life t
 ha
 n t
 o se
 e i
 t i
 n you
 r ow
 n
 . Y
 o
 u probab
 l
 y kno
 w som
 e
 on
 e wh
 o put
 s makin
 g mone
 y ahea
 d o
 f e
 v
 ery
 thin
 g el
 se
 . Yo
 u probabl
 y know someon
 e whos
 e energ
 y i
 s devote
 d t
 o justifyin
 g h
 is o
 r he
 r p
 ositio
 n in a
 n ongo
 in
 g negative
 relationsh
 ip
 . I
 f yo
 u look
 ,yo
 u can so
 m
 etim
 es se
 e beyon
 d beh
 av
 io
 r i
 n
 t
 o t
 h
 ecente
 r tha
 t create
 sit.



 


Identifyin
 g Your Center
 But where do you stand? W
 h
 at is at the center of your own life? Som
 etimes that isn'
 t easy to see Perhap
 s th
 e bes
 t w
 a
 y t
 o id
 ent
 i
 f
 y you
 r own c
 ente
 r is t
 o loo
 k c
 l
 ose
 l
 y a
 t y
 o
 u
 r lifes
 u
 ppor
 t fac
 t
 o
 rs
 . I
 f yo
 u ca
 n i
 d
 entif
 y wit
 h on
 e o
 r m
 o
 r
 e o
 f th
 e d
 escriptio
 n
 s b
 elow
 , yo
 u can trace it back to the cent
 er f
 ro
 m whic
 hi
 t fl
 ow
 s
 , acente
 r whic
 h m
 a
 y b
 e li
 m
 itin
 gyou
 r persona
 l effectiveness.




If you are Spouse Centered... S
 E
 CU
 R
 I
 TY




You
 r feeling
 so
 f securit
 y ar
 ebase
 d o
 n th
 e wa
 y you
 rspous
 e treat
 s you.
 You are highly vulnerable to the m
 oods and feelings of your spouse.



There is deep disappointm
 ent resu
 lti
 n
 g i
 n w
 it
 hdr
 aw
 a
 l o
 r con
 fli
 c
 t whe
 n you
 rspous
 e disagrees w
 ith yo
 u o
 rdoe
 s no
 t m
 ee
 tyou
 r expectations.




Any
 t
 h
 in
 g t
 ha
 t m
 ay i
 m
 p
 i
 ng
 e o
 n t
 h
 e r
 e
 lationship is perceived as a threat. GU
 I
 D
 AN
 C
 E



Your direction com
 es fro
 m your own needs and wants and from those of your spouse.


 


You
 r dec
 i
 sion
 -
 m
 a
 kin
 g cr
 i
 t
 erio
 n i
 s l
 i
 m
 i
 te
 d t
 o w
 h
 a
 t yo
 u thin
 k i
 s bes
 t f
 o
 r you
 r m
 a
 rriag
 e o
 r your
 m
 a
 t
 e
 , or to the preferences a
 n
 d opinions of your spouse.



You
 r dec
 i
 sion
 -
 m
 a
 kin
 g cr
 i
 t
 erio
 n i
 s l
 i
 m
 i
 te
 d t
 o w
 h
 a
 t yo
 u thin
 k i
 s bes
 t f
 o
 r you
 r m
 a
 rriag
 e o
 r your
 m
 a
 t
 e
 , or to the preferences a
 n
 d opinions of your spouse.



WI
 SD
 O
 M


 


You
 r lif
 e pe
 rsp
 ect
 iv
 e su
 rround
 s th
 in
 g
 s wh
 ich m
 ay pos
 iti
 v
 el
 y o
 r n
 e
 gativ
 el
 y i
 n
 f
 l
 u
 e
 n
 c
 e yo
 u
 r spous
 e o
 r you
 r relationship.




P
 O
 WE
 R


 


Your power to act is lim
 ited by weaknesses in your spouse and in yourself.


 


*


 


If you are Fam
 ily Centered... S
 E
 CU
 R
 I
 TY




You
 r securi
 t
 y i
 s found
 e
 d o
 n f
 a
 m
 i
 l
 y acceptanc
 e an
 d fu
 l
 f
 ill
 i
 n
 g f
 a
 mily




expec
 t
 a
 tio
 n
 s
 . Your sense of persona
 l secu
 rity is as vola
 tile as th
 e fam
 ily.



Your feelings of self-worth are based on the fam
 ily reputation. GU
 I
 D
 AN
 C
 E



Fa
 m
 il
 y scriptin
 g i
 s you
 r sourc
 eo
 f correc
 t attitude
 s an
 d behaviors.



 


Y
 ou
 r dec
 i
 s
 i
 on
 -
 m
 ak
 i
 n
 g c
 rit
 e
 ri
 on i
 s w
 ha
 t i
 s good for the fam
 ily, or what fam
 ily m
 em
 bers want. WI
 SD
 O
 M



Yo
 u in
 terp
 r
 et al
 l o
 f l
 if
 e in t
 e
 rm
 s o
 f yo
 u
 r f
 amily
 , creat
 i
 n
 g a partia
 l understand
 i
 n
 g and
 f
 a
 m
 il
 y narcissism
 .



P
 O
 WE
 R


 


You
 r action
 sar
 e li
 m
 ite
 d b
 y fa
 m
 il
 y m
 odel
 stradition
 s.


 


* I
 f yo
 u ar
 e Mone
 y Centered...
 S
 E
 CU
 R
 I
 TY




You
 r persona
 lwort
 h i
 s deter
 m
 ine
 d b
 y you
 rne
 t worth.



 


You are vulnerable to anything th
 at threatens your econom
 ic security. GU
 I
 D
 AN
 C
 E



Profi
 t i
 syou
 r decision—
 m
 akin
 g criterion.
 WI
 SD
 O
 M



Money
 -
 m
 a
 k
 i
 n
 g i
 s t
 h
 e l
 en
 s t
 h
 r
 o
 u
 g
 h w
 h
 i
 c
 h l
 i
 f
 e i
 s see
 n an
 d understood
 , creating
 im
 balanced judgm
 ent.



P
 O
 WE
 R


 


Yo
 u ar
 erestricte
 d t
 o wha
 tyo
 u ca
 n acco
 m
 plis
 h wit
 hyou
 r m
 one
 y an
 dyou
 r li
 m
 ite
 d vision.



 


*



If you are W
 o
 rk Centered... S
 E
 CU
 R
 I
 TY




You tend to define yourse
 lf by your occupational role. Y
 ou are only com
 f
 ortable when you are working.



GU
 I
 D
 AN
 C
 E


 


You m
 ake your decisions based on the needs and expectations of your work.


 


WI
 SD
 O
 M


 


You tend to be lim
 ited to your work role. P
 O
 WE
 R



You
 r action
 s ar
 e li
 m
 ite
 d b
 y w
 ork role mo
 dels
 , or
 g
 anizati
 ona
 l constr
 a
 i
 nts
 , occup
 a
 tional
 oppo
 rtunities
 , you
 r boss'
 s perceptions
 , an
 d you
 r p
 o
 ssibl
 e in
 a
 b
 i
 lit
 y a
 t so
 m
 e point in you
 r lif
 e to do that particular work.



*


 


If you are Possessi
 on Centered... S
 E
 CU
 R
 I
 TY




You
 r se
 c
 urit
 yi
 s base
 d o
 nyou
 r reputa
 t
 ion
 , you
 r social sta
 tus, o
 r the tang
 ibl
 e thing
 s you possess. You tend to com
 p
 are what you have to what others have.



GU
 I
 D
 AN
 C
 E


 


You m
 ake your decisions based on what will protect, increase, or better disp
 lay your possessions.



WI
 SD
 O
 M


 


You see the world in term
 s of com
 p
 arat
 ive econom
 ic and social relationships. P
 O
 WE
 R



You function within the lim
 its of what you ca
 n buy or the social prom
 inence you can a
 chieve.


 


*


 


If you are Pleasure Centered... S
 E
 CU
 R
 I
 TY




You feel secure only when you'
 re on a pleasure "high.


 


You
 r securit
 y i
 sshort-lived
 , anestheti
 zing
 ,an
 d de
 p
 enden
 t o
 nyou
 r environ
 m
 ent.
 GU
 I
 D
 AN
 C
 E



You m
 ake your decisions based on what will give you the m
 o
 st pleasure. WI
 SD
 O
 M



You see the world in term
 s of what'
 s in it for you. P
 O
 WE
 R



Your power is alm
 o
 st negligible.


 


* If you are Friend Centered... S
 E
 CU
 R
 I
 TY




Your security is a function of the social m
 irror. Yo
 u ar
 ehigh
 ly de
 penden
 to
 n th
 e opin
 io
 n o
 f others.
 GU
 I
 D
 AN
 C
 E



You
 r decision—
 m
 akin
 g criteri
 on i
 s "
 W
 ha
 t wil
 lthe
 y think?
 You are easily em
 barrassed.



WI
 SD
 O
 M


 


Yo
 u se
 e th
 e wo
 r
 l
 d throug
 h a so
 cia
 l lens.
 You
 r act
 i
 o
 n
 s ar
 e as




fickl
 e a
 sopinion.
 P
 O
 WE
 R



You are lim
 ited by your social com
 f
 ort zone.


 


*


 


If you are Enem
 y Centered... S
 E
 CU
 R
 I
 TY




You
 r securit
 y i
 s volatile
 , base
 d o
 n th
 e m
 o
 v
 e
 m
 en
 t
 s of
 you
 r en
 emy
 . Y
 o
 u ar
 e alway
 s wonderin
 g wha
 t h
 e i
 s up
 to.




Yo
 u see
 kself-justificatio
 n an
 d validati
 o
 n fro
 m th
 e like—
 m
 i
 nded.
 GU
 I
 D
 AN
 C
 E



Yo
 u ar
 e counter-dependentl
 y gu
 ided b
 y you
 r enem
 y'
 s action
 s.


 


You m
 ake your decisions based on what will thwart your enem
 y. WI
 SD
 O
 M



Your judgm
 ent is narrow and distorted.


 


Yo
 u ar
 e defensive
 , overreactive
 , an
 d ofte
 n paranoid.
 P
 O
 WE
 R



The little power you do have co
 m
 es from anger, envy
 , resentm
 ent, and vengeance -- negative ener
 gy that shrivels and destroys, leaving energy fo
 r littlle else.



*


 


If you are Church Centered... S
 E
 CU
 R
 I
 TY




You
 r securi
 t
 y i
 s base
 d o
 n churc
 h ac
 t
 ivit
 y an
 d o
 n th
 e este
 e
 m i
 n whic
 h yo
 u are h
 eld b
 y tho
 s
 e in authorit
 y o
 r influenc
 e i
 n th
 e chu
 rch.




Yo
 u f
 i
 n
 d identit
 yan
 d securit
 y i
 nreligio
 u
 s label
 san
 d co
 m
 parisons.
 GU
 I
 D
 AN
 C
 E



Yo
 u ar
 e guide
 d b
 y ho
 w o
 ther
 s wil
 l evaluat
 e yo
 u
 r actio
 n
 s in t
 h
 e con
 tex
 t o
 f chu
 rch tea
 ch
 ing
 s and expectations.





	

WI
 SD
 O
 M



	



	

You see the world in term
 s of "believe
 rs" a
 n
 d "non-believers," "non-belongers.



	

"belongers"















	

and






	

P
 O
 WE
 R



	
	



	

Perceiv
 ed power com
 es from your church position or role.



	
	






* If you are Self-Cen
 tered... S
 E
 CU
 R
 I
 TY




You
 r securit
 yi
 s constantl
 y ch
 angin
 g an
 d shifting.
 GU
 I
 D
 AN
 C
 E



You
 r j
 udgmen
 t criteri
 a a
 r
 e
 : "I
 f i
 t fee
 l
 s good...
 " "
 W
 ha
 t I w
 a
 n
 t
 .
 " "
 W
 ha
 t I ne
 ed.
 " "
 W
 ha
 t
 '
 s i
 n i
 t for
 m
 e
 ?



WI
 SD
 O
 M


 


Yo
 u v
 ie
 w t
 h
 e wo
 rl
 d b
 y ho
 w deci
 s
 i
 ons
 , events, or circum
 stances will affect you. P
 O
 WE
 R



Y
 ou
 r abilit
 y t
 o ac
 t i
 s li
 m
 ite
 d t
 o you
 r o
 w
 n r
 esou
 rces,w
 ithou
 t the b
 en
 efit
 s o
 f interdependency.



 


Mor
 e ofte
 n tha
 n not
 , a person
 '
 s ce
 nter is som
 e combinatio
 n o
 f thes
 e and/o
 r othe
 r centers. Mo
 st people are very much a function of a variet
 y of infl
 uences that play upon their lives. D
 ep
 end
 in
 g o
 n externa
 l o
 r interna
 l c
 onditions
 , o
 n
 e parti
 cula
 r cente
 r ma
 y b
 e activate
 d unti
 l the
 underlyin
 g ne
 ed
 s ar
 e satisfied
 . The
 n anothe
 rcente
 r beco
 m
 e
 s th
 eco
 m
 pellin
 g f
 orce.




As a person f
 luctuates f
 rom one center to an
 ot
 her, the resu
 lting r
 ela
 tivism is like roller co
 astin
 g throug
 h l
 if
 e
 . On
 e mom
 e
 n
 t you
 '
 r
 e high
 , th
 e nex
 t mo
 m
 e
 n
 t yo
 u
 '
 r
 e low
 , m
 ak
 i
 n
 g eff
 ort
 s t
 o
 com
 pensate for one weakness by borr
 owing strengt
 h fro
 m anothe
 r weakn
 e
 ss
 . Ther
 e i
 s no consisten
 t sens
 e o
 f direction
 , n
 o pe
 r
 s
 i
 s
 t
 en
 t w
 i
 s
 do
 m
 , n
 o s
 t
 ead
 y powe
 r su
 p
 p
 l
 y o
 r sen
 se o
 f pe
 r
 sona
 l
 , intrinsi
 c wort
 han
 d identity.




The ideal, of course, is to cre
 a
 t
 e on
 e clea
 r cente
 r fr
 o
 m whi
 c
 h you consistently derive a high d
 eg
 ree o
 f security
 , guidance
 , wisdom
 , a
 n
 d p
 o
 wer
 , e
 m
 pow
 e
 rin
 g you
 r p
 roactivit
 y an
 d giv
 ing congruenc
 y an
 d har
 m
 on
 y t
 oever
 y par
 t o
 fyou
 r life.



 


A Princip
 l
 e Center



By centerin
 g our lives o
 n correct principles, w
 e cr
 eat
 e a soli
 d foundatio
 n f
 o
 r develo
 p
 m
 en
 t of
 t
 h
 e f
 ou
 r life-suppor
 t factors
 Ou
 r securit
 y co
 m
 e
 s fro
 m know
 i
 n
 g th
 at
 , unlik
 e o
 t
 her cen
 ter
 s based on pe
 opl
 e o
 r th
 ing
 s which ar
 e subjec
 t t
 o frequen
 t an
 d i
 mm
 e
 dia
 t
 e change
 , c
 o
 rrec
 t p
 rinciple
 s d
 o no
 t change
 . W
 e ca
 n depend o
 n the
 m Princip
 le
 s don
 '
 t reac
 t t
 o anything
 . Th
 ey won
 '
 t divo
 rce us or run aw
 ay w
 ith our bes
 t friend
 . The
 y a
 r
 e
 n
 '
 t o
 u
 t t
 o ge
 t us
 . T
 he
 y c
 an
 '
 t p
 av
 e ou
 r w
 a
 y w
 i
 t
 h sho
 rt
 c
 u
 t
 s an
 d q
 u
 i
 ck f
 i
 xes
 . The
 y don
 '
 t depen
 d on th
 e beh
 a
 vio
 r o
 f o
 t
 h
 e
 rs
 , th
 e e
 nvi
 r
 o
 n
 m
 ent
 , o
 r th
 e cu
 rren
 t fa
 d fo
 r thei
 r valid
 i
 ty.
 Principles don'
 t die. They aren'
 t here one day and gone the next. They can'
 t be destroyed by fire, earthquake, or theft.



Principle
 s ar
 e deep
 , funda
 m
 enta
 l truths
 , cla
 ss
 i
 c t
 r
 u
 t
 hs
 , gene
 r
 i
 c c
 o
 mm
 o
 n d
 e
 n
 o
 m
 i
 n
 at
 o
 r
 s
 . The
 y ar
 e tight
 ly int
 erwove
 n thread
 s runnin
 g wit
 h e
 x
 ac
 tness
 , consist
 e
 ncy
 , beaut
 y
 , an
 d strengt
 h through
 th
 e f
 abri
 c of lif
 e.



Even in the m
 idst of people or circum
 stan
 ces th
 at seem to ignore the principles, we can be secure in th
 e knowl
 edg
 e tha
 t p
 rin
 c
 i
 ple
 s ar
 e b
 i
 gge
 r tha
 n peopl
 e o
 r ci
 r
 cumstance
 s
 , an
 d that thousand
 s o
 f year
 s o
 f his
 t
 or
 y ha
 v
 e se
 e
 n th
 e
 m triumph
 , t
 i
 m
 e a
 n
 d t
 i
 m
 e a
 g
 a
 in
 . Eve
 n mo
 r
 e i
 m
 portant, w
 e ca
 n b
 e secur
 e i
 n th
 e knowl
 edg
 e tha
 t w
 e ca
 n validat
 e t
 h
 e
 m i
 n ou
 r ow
 n lives
 , b
 y ou
 r own
 experience.




A
 d
 m
 itte
 d
 l
 y
 , w
 e
 '
 r
 e no
 t o
 m
 n
 isc
 ie
 n
 t
 . O
 u
 r k
 n
 o
 w
 l
 edg
 e an
 d und
 erstand
 in
 g o
 f correct
 princip
 les is li
 m
 it
 e
 d b
 y ou
 r ow
 n lac
 k o
 f a
 w
 ar
 e
 ne
 s
 s o
 f ou
 r tru
 e natur
 e an
 d t
 h
 e worl
 d aroun
 d u
 s a
 nd
 b
 y th
 e floo
 d o
 f trend
 y ph
 ilosophi
 e
 s an
 d th
 e
 ori
 es tha
 t ar
 e no
 t i
 n harm
 ony w
 i
 th correc
 t principl
 es. These idea
 s will have th
 eir season of accep
 tance, but, lik
 e m
 any befo
 r
 e t
 h
 e
 m
 , t
 he
 y w
 on
 '
 t end
 u
 re because they'
 re built on false found
 ations.



W
 e are lim
 ited
 , bu
 t w
 e can pus
 h b
 ac
 k th
 e bor
 d
 er
 s o
 f ou
 r l
 i
 mitations
 . A
 n underst
 anding o
 f t
 h
 e principl
 e o
 f ou
 r ow
 n growt
 h enable
 s u
 s to search out correct principl
 es with the conf
 idenc
 e t
 ha
 t t
 h
 e m
 ore we learn, the m
 ore clear
 ly we can focus the lens through which we see th
 e wo
 rld
 . Th
 e p
 rin
 cip
 les don
 '
 tchange
 ; ou
 r understandin
 g o
 f the
 m does.




Th
 e wisdo
 m an
 d guidanc
 e tha
 t acco
 m
 pan
 y Princ
 i
 ple-Centere
 d Livin
 g co
 m
 e fro
 m c
 o
 rre
 c
 t m
 aps
 , fro
 mt
 h
 e wa
 y t
 h
 i
 n
 g
 s rea
 ll
 y ar
 e
 , hav
 e b
 e
 en
 , a
 n
 d wil
 lbe
 . Correc
 t m
 a
 p
 s ena
 b
 l
 e u
 s t
 o clearly
 see wh
 ere w
 e w
 an
 t t
 o g
 o an
 d ho
 w t
 o ge
 t there
 . W
 e ca
 n m
 ak
 e ou
 r decision
 s usin
 g th
 e correct
 dat
 a tha
 t wil
 l m
 ak
 e thei
 r im
 plem
 entation possible and m
 eaningf
 ul.



The person
 al power that com
 es fro
 m Princi
 p
 l
 e-Centere
 d Livin
 g i
 s th
 e powe
 r o
 f a self
 -a
 w
 are, knowledg
 eable
 , proactiv
 e individual
 , unrestricte
 d b
 y th
 e attitud
 es
 , behaviors
 , and ac
 ti
 on
 s of o
 t
 he
 r
 s o
 r by m
 any of the circum
 stances and environm
 en
 t
 a
 l inf
 l
 u
 e
 nce
 s th
 a
 t l
 i
 m
 i
 t o
 t
 he
 r people.




The only real lim
 itation of power is the natural c
 onsequences of the principles them
 s
 elves. W
 e are fre
 e t
 o choos
 e ou
 r actions
 , b
 a
 se
 d o
 n ou
 r knowl
 e
 dg
 e o
 f correc
 t principles
 , bu
 t w
 e ar
 e not
 f
 r
 e
 e t
 o c
 h
 o
 o
 s
 e the consequences of those actions
 . R
 e
 m
 e
 m
 b
 er, "If yo
 u pick up one end of the stick
 , yo
 u pic
 k u
 p th
 e other.




P
 rin
 cip
 les a
 lw
 ay
 s h
 av
 e n
 atu
 ral co
 n
 sequ
 en
 ces attache
 d t
 o them
 . Ther
 e ar
 e positive
 conse
 q
 uenc
 es when we l
 ive in harmony with the principles
 . Ther
 e a
 r
 e nega
 ti
 v
 e co
 n
 sequen
 c
 e
 s wh
 en w
 e i
 g
 n
 o
 r
 e t
 h
 em
 . But because these principles apply to everyone, whe
 t
 he
 r o
 r no
 t t
 h
 ey
 a
 r
 e awa
 r
 e
 , t
 h
 i
 s l
 i
 m
 it
 a
 t
 i
 o
 n i
 s univ
 e
 rsal
 . And the m
 ore we know of correc
 t principles
 , the
 greater is our personal freedom to act wisely.



By centering our lives on tim
 eless, un
 changi
 ng principles, we create a fundam
 enta
 l paradigm of effective li
 ving. It is the center that puts all other centers in perspective.



If you are Principle Centered... S
 E
 CU
 R
 I
 TY




You
 r secu
 ri
 ty is b
 as
 ed o
 n co
 rrec
 t p
 rin
 cip
 les th
 at d
 o no
 t chang
 e, r
 e
 gardles
 s o
 f ex
 terna
 l conditions or circum
 stan
 ces.



ow
 n experiences.


 


As a m
 easurem
 ent of self-im
 p
 rovem
 ent, corr
 ect pr
 inciples f
 unctio
 n with exa
 ctness, con
 sisten
 cy
 , beaut
 y an
 dstrength.




Correc
 t principle
 s hel
 p yo
 u understan
 d you
 r ow
 n development
 , e
 ndowin
 g yo
 u w
 ith the conf
 id
 en
 ce to learn m
 o
 re, th
 ereb
 y in
 creasin
 g you
 rkno
 w
 ledg
 e an
 d understan
 d
 ing.



 


You
 r sourc
 e o
 f securit
 y provide
 s yo
 u wit
 h a
 n immovable
 , u
 n
 c
 h
 anging
 , un
 f
 a
 ilin
 g core
 enablin
 g y
 o
 u t
 o se
 e chang
 e a
 s a
 n excitin
 g adv
 entur
 e an
 d opportuni
 t
 y t
 o m
 a
 k
 e s
 i
 gn
 i
 ficant
 contributions.




GU
 I
 D
 AN
 C
 E


 


Yo
 u are guid
 ed b
 y a co
 mp
 ass wh
 ich en
 ab
 les y
 o
 u t
 o se
 e wh
 e
 r
 e yo
 u wan
 t t
 o g
 o an
 d ho
 w you wil
 l ge
 t there.




Yo
 u us
 eaccurat
 e dat
 a whic
 h m
 a
 ke
 s you
 r d
 ecision
 s bo
 th im
 p
 lem
 en
 tab
 le an
 d m
 ean
 ingfu
 l.


 


Yo
 u s
 t
 a
 n
 d apa
 r
 t fro
 m l
 i
 f
 e'
 s s
 it
 ua
 ti
 on
 s
 , an
 d c
 i
 r
 c
 um
 stances a
 n
 d look at the balanced whole. Y
 our decision
 san
 d action
 s reflec
 tbot
 h shor
 t an
 d longter
 m considerati
 on
 s an
 d i
 m
 plications.




I
 n ever
 y situation
 , yo
 u conscious
 l
 y
 , proactiv
 e
 l
 y determ
 in
 e the best altern
 at
 ive, basing decisions on conscience educated by principles.



WI
 SD
 O
 M


 


Your judgment encom
 p
 asses a broa
 d spectru
 m o
 f longter
 m consequences and reflects a wise balance and quiet assurance.



Yo
 u se
 e thing
 s d
 i
 fferent
 l
 y an
 d thu
 s yo
 u thin
 k an
 d act d
 iff
 eren
 tl
 y f
 ro
 m th
 e la
 rg
 ely rea
 ctiv
 e w
 orld. Yo
 u vie
 w t
 h
 e worl
 d t
 h
 roug
 h a fund
 a
 m
 e
 n
 t
 a
 l p
 arad
 ig
 m fo
 r eff
 ectiv
 e, p
 rov
 id
 en
 t living.



You see the world in term
 s of what you can do for the world and its peop
 le. Yo
 u adop
 t a proa
 ctiv
 e l
 i
 festyl
 e
 , se
 e
 k
 in
 g t
 o serv
 e and buil
 dothers.




Yo
 u in
 terp
 ret all o
 f lif
 e'
 s exp
 erien
 ces in ter
 m
 s o
 f o
 p
 portunitie
 s fo
 r learnin
 g an
 dcontribution.




Your power is lim
 ited only by you
 r understandin
 g an
 d observanc
 e o
 f na
 t
 u
 r
 a
 l l
 a
 w an
 d co
 rr
 ec
 t principles and by the natural conseque
 nces of the princi
 ples them
 selves.



Yo
 u be
 c
 o
 m
 e a se
 l
 f
 -
 a
 wa
 r
 e
 , knowledgeable
 , proac
 t
 iv
 e ind
 i
 vidual
 , large
 l
 y unrestricte
 d b
 y the attitudes
 , behaviors, or actions of others.



You
 r abilit
 y t
 o ac
 t reache
 s fa
 r beyon
 d y
 ou
 r o
 w
 n r
 esource
 s an
 d encourage
 s highl
 y d
 e
 ve
 l
 oped
 l
 eve
 l
 s of interdependency.



Your decisions and actions are not driven by your current financial or ci
 rcum
 s
 tan
 tial lim
 itations. You experience an interdependent freedom
 .



Re
 m
 e
 m
 b
 er that your paradigm is the source fro
 m which your attitudes and behaviors flow. A paradig
 m i
 s lik
 e a pai
 r o
 f glasses
 ; i
 t af
 f
 ect
 s th
 e wa
 y yo
 u se
 e everythi
 ng in you
 r l
 ife
 . I
 f you loo
 k a
 t th
 ing
 s th
 r
 oug
 h th
 e p
 arad
 ig
 m o
 f correct pr
 incipl
 es, wh
 at yo
 u see i
 n lif
 e is d
 ram
 aticall
 y d
 iff
 eren
 t f
 ro
 m wha
 tyo
 u se
 e throug
 han
 y othe
 r centere
 d paradig
 m
 .



I hav
 e i
 nc
 lu
 de
 d i
 n t
 h
 e A
 ppend
 i
 x sec
 t
 i
 o
 n o
 f t
 h
 i
 s b
 o
 ok a de
 t
 a
 il
 ed cha
 r
 t w
 hich shows ho
 w each center we'
 ve discussed m
 ight possibly affe
 c
 t th
 e w
 a
 y yo
 u s
 e
 e everythin
 g else
 . Bu
 t fo
 r a qu
 i
 ck understandin
 g o
 f th
 e d
 if
 feren
 ce you
 r cen
 ter m
 ak
 es, let'
 s loo
 k at ju
 st on
 e ex
 am
 p
 le o
 f a sp
 ecific
 problem as seen through the different paradigm
 s. As y
 o
 u read, try to pu
 t o
 n each pair o
 f glasses. Try to feel the response that flows from the different centers.



Suppos
 e tonigh
 t yo
 u hav
 e invite
 d you
 r wif
 e t
 o g
 o t
 o a conce
 r
 t
 . Yo
 u h
 ave the tickets; she'
 s ex
 cited abou
 t going
 . It
 '
 s fou
 r o
 '
 cloc
 ki
 n th
 e aftern
 o
 on.




Al
 l o
 f a sudden
 , you
 r bos
 s call
 s yo
 u int
 o hi
 s offi
 c
 e an
 d say
 s h
 e need
 s you
 r hel
 p thro
 u
 g
 h the evenin
 g t
 o ge
 tread
 y fo
 r a
 n i
 m
 portan
 t m
 eetin
 ga
 t 9 A.
 M
 . to
 m
 orrow.




If you'
 re look
 in
 g throug
 h spou
 se-c
 en
 tered o
 r fa
 m
 ily-centere
 d glasses
 , you
 r m
 a
 i
 n concern
 w
 i
 ll b
 e your wife. You m
 ay tell the boss you ca
 n
 '
 t sta
 y an
 d y
 o
 u tak
 e h
 e
 r t
 o th
 e concer
 t i
 n a
 n ef
 f
 or
 t t
 o pl
 eas
 e her
 . Yo
 u m
 a
 y f
 e
 e
 l yo
 u h
 av
 e t
 o sta
 y t
 o protec
 t you
 r job
 , bu
 t you
 '
 l
 l d
 o so
 grudging
 ly
 , anxiou
 s abou
 t h
 er response
 , tryin
 g t
 o ju
 stif
 y you
 r decisio
 n an
 d pro
 tect you
 rself fr
 o
 m her disappointm
 ent or anger.



I
 f you
 '
 r
 e lookin
 g throug
 h a m
 on
 e
 y-c
 e
 ntere
 d len
 s
 , you
 r m
 ai
 n t
 hough
 t w
 il
 l b
 e o
 f th
 e overt
 i
 m
 e yo
 u
 '
 l
 l ge
 t o
 r t
 h
 e i
 n
 f
 lue
 n
 c
 e wo
 r
 k
 in
 g lat
 e w
 il
 l hav
 e o
 n a po
 t
 en
 tial r
 aise. Yo
 u ma
 y call you
 r w
 ife
 and sim
 ply tell her you have to stay, assum
 ing she'
 ll unders
 tand that econom
 ic dem
 a
 nds come f
 irs
 t.



If you'
 re wo
 rk-cen
 tered
 , yo
 u m
 ay b
 e thin
 k
 in
 g o
 f th
 e opportunity
 . Y
 o
 u ca
 n lear
 n mor
 e about




t
 h
 e job.


 


Yo
 u c
 a
 n m
 a
 k
 e som
 e point
 s wit
 h th
 e bos
 s a
 n
 d fu
 r
 t
 he
 r you
 r ca
 r
 eer
 . Yo
 u ma
 y g
 i
 v
 e yo
 u
 r
 s
 el
 f a pa
 t o
 n th
 e bac
 k fo
 r p
 u
 ttin
 g ho
 u
 rs w
 e
 l
 l beyon
 d wha
 t i
 s requi
 r
 ed
 , evidenc
 e o
 f wha
 t a h
 a
 r
 d wo
 r
 ker
 yo
 u are
 . Y
 o
 u
 r w
 if
 e shou
 ld b
 e p
 rou
 d o
 f you!




If you'
 re possession-centered, you m
 igh
 t b
 e think
 i
 n
 g o
 f t
 h
 e t
 h
 i
 ng
 s t
 h
 e o
 v
 e
 rt
 i
 m
 e i
 nc
 o
 m
 e cou
 l
 d buy
 . O
 r yo
 u m
 igh
 t con
 s
 ide
 r wha
 t a
 n asse
 t t
 o you
 r reput
 ation at the off
 ice it w
 ould be if yo
 u stayed
 . Everyon
 e w
 oul
 d hea
 r tomorro
 who
 w noble, how sacrificing and dedicated you are
 .



I
 f y
 o
 u
 '
 r
 e p
 l
 e
 asu
 r
 e
 -
 cen
 t
 e
 r
 ed
 , y
 o
 u
 '
 l
 l p
 r
 obab
 l
 y ca
 n th
 e wo
 r
 k a
 n
 d g
 o t
 o t
 h
 e co
 n
 cert
 , eve
 n i
 f your
 wife would be happy for you to work late. You deserve a night out!



I
 f you
 '
 r
 e friend-c
 en
 tered
 , you
 r decisio
 n wou
 l
 d b
 e in
 f
 l
 uenc
 e
 d b
 y w
 he
 t
 h
 e
 r o
 r no
 t y
 o
 u h
 ad invite
 d friend
 s t
 o atten
 d th
 e concer
 t wit
 h you
 . O
 r whethe
 r y
 ou
 r friend
 s a
 t wor
 k wer
 e go
 i
 n
 g t
 o st
 ay late
 ,t
 oo.




If you'
 re enemy-centered, you m
 ay stay late because you know it will give you a big edge over that person in the office who thinks he
 '
 s th
 e com
 pany'
 s greatest asset. W
 hile he'
 s off h
 av
 in
 g fun
 , you'
 ll b
 e w
 o
 rkin
 g an
 d slaving
 , doin
 g hi
 s w
 o
 r
 k an
 d yours
 , sacri
 f
 icin
 g you
 r person
 al p
 leasu
 re f
 o
 r th
 e goo
 d o
 f th
 e co
 m
 p
 a
 n
 y h
 e ca
 n s
 o blithel
 yigno
 re.



If you'
 r
 e church-c
 entered, you m
 ight b
 e influen
 ce
 d b
 y p
 l
 an
 s o
 t
 h
 e
 r c
 hu
 rc
 h m
 e
 mb
 er
 s ha
 v
 e t
 o atten
 d th
 e concert
 , b
 y whethe
 r o
 r no
 t an
 y church m
 e
 mb
 ers wo
 rk at y
 o
 u
 r offic
 e
 , o
 r b
 y th
 e n
 a
 t
 u
 r
 e o
 f th
 e concert




-
 - Han
 d
 e
 l
 '
 s Mess
 i
 a
 h migh
 t rat
 e highe
 r i
 n priorit
 y tha
 n a roc
 k con
 cert
 . You
 r deci
 sio
 n m
 ight
 a
 l
 s
 o be affected by what you think a "goo
 d church m
 e
 m
 ber" wo
 uld do and by whether you view the extra work as "service" or "seeking after m
 aterial wealth."



If you'
 re self-c
 entered, y
 ou'
 ll be focused on what will do you the m
 ost good. W
 ould it be b
 ette
 r fo
 r yo
 u t
 o g
 o ou
 t f
 o
 r th
 e evening
 ? O
 r w
 oul
 d i
 t b
 e be
 tt
 er f
 o
 r yo
 u to m
 ak
 e a f
 ew po
 in
 ts w
 ith the boss? How the different options affect you will be your m
 ain concern.



A
 s w
 e conside
 r variou
 s way
 s o
 f lookin
 g a
 t a singl
 e event
 , is it any wonder that we have "young l
 ady
 /
 o
 l
 d l
 ady
 " p
 e
 r
 cep
 ti
 o
 n p
 r
 obl
 e
 m
 s i
 n ou
 r i
 n
 teract
 ions with e
 ach other
 ? Can you see how fundam
 entally our centers affec
 t us
 ? R
 i
 gh
 t dow
 n t
 o ou
 r m
 o
 ti
 va
 tio
 ns
 , ou
 r da
 il
 y dec
 i
 s
 i
 on
 s
 , ou
 r ac
 ti
 on
 s (
 o
 r
 , i
 n to
 o m
 an
 y cases
 , ou
 r reaction
 s
 ), ou
 r in
 terpre
 tati
 on
 s of ev
 ents
 ? That'
 s wh
 y
 understand
 i
 ng your ow
 n cen
 t
 e
 r i
 s s
 o i
 m
 po
 rta
 n
 t
 . An
 d if tha
 t ce
 n
 te
 r do
 e
 s not em
 po
 wer you as
 a proactiv
 e person
 , i
 t beco
 m
 es funda
 m
 enta
 l t
 o your effectiveness to m
 ake the necessa
 r
 y Paradig
 m Shi
 f
 t
 s t
 ocreat
 e a cente
 rtha
 t w
 ill.




A
 s a principle-centere
 d person
 , yo
 u tr
 y t
 o st
 a
 n
 d apar
 t fro
 m t
 h
 e e
 motio
 n o
 f th
 e si
 t
 uat
 i
 o
 n a
 n
 d fr
 om other factors that woul
 d a
 ct on you, an
 d eva
 l
 ua
 te the option. L
 ookin
 g a
 t t
 h
 e balan
 c
 ed
 who
 l
 e -
 - t
 h
 e wo
 rk needs
 , th
 e fa
 m
 ily needs, other needs that m
 ay be involved an
 d the pos
 si
 bl
 e im
 plications of the various alternative decisions -- you'
 ll try to com
 e up with the best solution, tak
 in
 g all f
 acto
 rs in
 to considerat
 ion.




Wheth
 er yo
 u g
 o t
 o th
 e concer
 t o
 r s
 t
 a
 y an
 d wor
 k i
 s reall
 y a s
 m
 al
 l par
 t o
 f a
 n e
 ff
 ec
 ti
 v
 e d
 ec
 i
 s
 i
 on
 . Yo
 u m
 i
 gh
 t mak
 e th
 e s
 a
 m
 e cho
 i
 c
 e w
 it
 h a n
 u
 mb
 e
 r of other centers. But there are several im
 portant differences when you are com
 ing from a p
 r
 inciple-ce
 ntered paradigm
 . First, you are not be
 ing ac
 ted upo
 n b
 y othe
 r peopl
 e o
 r circums
 t
 ance
 s
 . Yo
 u ar
 e proactivel
 y choosin
 g wha
 t you
 de
 t
 e
 r
 m
 i
 n
 e t
 o b
 e t
 h
 e bes
 t alternative
 . Yo
 u m
 ak
 e you
 r de
 c
 i
 s
 i
 on
 s c
 onsc
 i
 ou
 sl
 y a
 n
 d k
 n
 ow
 l
 e
 dg
 e
 ab
 ly.




Second, you know your decision is most effectiv
 e because it is b
 ased o
 n pr
 incip
 les with predictable long-term results.



Third
 , wha
 t yo
 u c
 h
 oos
 e t
 o d
 o contrib
 u
 te
 s t
 o you
 r u
 lt
 i
 m
 a
 t
 e v
 a
 l
 ue
 s i
 n li
 f
 e
 . S
 t
 ay
 i
 n
 g a
 t w
 o
 r
 k t
 o ge
 t th
 e edge on so
 m
 eone at the off
 ice is an entir
 ely diff
 eren
 t even
 i
 n
 g in you
 r l
 i
 f
 e fr
 om sta
 y
 i
 ng b
 eca
 u
 s
 e y
 ou v
 alue you
 r bo
 ss'
 s e
 ffe
 ctivene
 ss a
 n
 d yo
 u g
 enu
 in
 ely w
 a
 n
 t t
 o c
 on
 t
 r
 ibu
 t
 e t
 o the
 co
 mp
 any'
 s w
 el
 f
 are
 . Th
 e experience
 s yo
 u hav
 e a
 s yo
 u carr
 y ou
 t you
 r d
 ecision
 s tak
 e o
 n quality
 a
 n
 d m
 ea
 n
 i
 n
 g i
 n t
 h
 e c
 on
 t
 ex
 t o
 f your life as a whole.



Fourth
 , yo
 u ca
 n communicat
 e t
 o you
 r w
 i
 f
 e an
 d you
 r bo
 s
 s withi
 n stron
 g ne
 t
 work
 s you've create
 d in you
 r interdependen
 t re
 la
 tionships
 . Becaus
 e yo
 u ar
 e in
 de
 pend
 en
 t
 , y
 o
 u c
 an b
 e e
 f
 fective
 ly interdependent
 . Yo
 u m
 i
 gh
 t d
 e
 c
 id
 e t
 o del
 e
 gat
 e wha
 t is delegabl
 e an
 d c
 o
 m
 e i
 n early the next m
 o
 rning t
 od
 o t
 h
 e r
 es
 t
 .



And finally, you'
 ll feel com
 f
 ortable about your decision. Whatever yo
 u c
 h
 oos
 e t
 o do
 , you
 can fo
 cu
 s o
 ni
 t an
 d enjo
 y it.




As a principle-centered person, you see things differently. An
 d becaus
 e yo
 u se
 e things
 differently
 , yo
 u thin
 k differently
 , yo
 u ac
 t d
 i
 ffer
 ently. Becaus
 e you have a high degr
 ee of security
 , gu
 i
 d
 ance
 , w
 isdo
 m
 , and po
 w
 er that f
 low
 s from a solid, unchanging core, you ha
 ve th
 e foundation of a highly p
 r
 oac
 ti
 v
 e an
 d h
 i
 gh
 l
 y eff
 ec
 ti
 v
 e li
 f
 e
 .



Writing an
 d Using a A Personal Mission S
 tatement



As we go deeply within oursel
 v
 e
 s
 , a
 s w
 e understan
 d a
 n
 d r
 ealig
 n ou
 r basi
 c paradigm
 s t
 o bring
 t
 h
 e
 m i
 n harmon
 y wit
 h correc
 t principles
 , w
 e c
 r
 eat
 e bot
 h a
 n e
 ff
 ective
 , e
 m
 powerin
 g cente
 r and
 a clea
 r len
 s throug
 h wh
 i
 c
 h w
 e ca
 n se
 e th
 e world
 . W
 e ca
 n the
 n f
 ocus th
 at le
 n
 s o
 n ho
 w w
 e
 , as
 unique individuals, relat
 e t
 o t
 h
 a
 t wo
 rl
 d
 Frank
 l say
 s w
 e detec
 t rathe
 r tha
 n invent ou
 r m
 i
 ssions in life. I lik
 e that choice of words. I think eac
 h o
 f u
 s ha
 s a
 n i
 n
 ter
 na
 l m
 on
 it
 o
 r o
 r se
 ns
 e
 , a consc
 ience
 , th
 at g
 ive
 s u
 s a
 n awarenes
 s of o
 u
 r own uniqueness and th
 e si
 ngula
 r co
 ntr
 i
 buti
 ons t
 ha
 t w
 e ca
 n m
 ake
 . I
 n F
 ra
 nk
 l'
 s w
 o
 r
 d
 s
 , "E
 v
 eryon
 e ha
 s hi
 s o
 w
 n speci
 f
 i
 c vocatio
 n o
 r m
 issio
 n i
 n li
 f
 e
 . Therei
 n h
 e canno
 t b
 e re
 pl
 aced
 , nor
 ca
 n h
 i
 s li
 f
 e b
 e r
 epea
 t
 e
 d
 . Thus
 , everyone
 '
 s tas
 k i
 s a
 s uniqu
 e a
 s i
 s h
 i
 s spec
 i
 f
 i
 c o
 p
 po
 rt
 un
 it
 y to
 i
 m
 ple
 m
 en
 t it.




I
 n seekin
 g t
 o giv
 e verba
 l expressio
 n t
 o tha
 t uniqueness
 , w
 e ar
 e aga
 i
 n re
 m
 inde
 d o
 f the
 f
 u
 nd
 a
 m
 en
 t
 a
 l i
 m
 portance of proactivity and of working within our Circ
 le o
 f Inf
 luence
 . T
 o seek som
 e abstra
 ct m
 eanin
 g t
 o ou
 r live
 s ou
 t i
 n ou
 r Circl
 e o
 f Concer
 n i
 s to abd
 icat
 e o
 u
 r p
 ro
 ac
 tiv
 e responsibility, to place our ow
 n f
 ir
 s
 t c
 r
 ea
 ti
 o
 n i
 n t
 h
 e hand
 s o
 f c
 ir
 cu
 m
 s
 t
 a
 n
 c
 e an
 d o
 t
 h
 er peop
 l
 e
 .



O
 u
 r m
 e
 a
 n
 i
 n
 g c
 o
 m
 es f
 ro
 m w
 i
 t
 h
 in
 . Aga
 i
 n
 , i
 n t
 h
 e wo
 rds of Frankl
 , "Ulti
 m
 ately
 , m
 a
 n should
 no
 t ask wha
 t th
 e m
 ean
 i
 n
 g o
 f hi
 s l
 i
 f
 e is
 , bu
 t rathe
 r m
 u
 s
 t recogniz
 e tha
 t i
 t i
 s h
 e wh
 o i
 s asked
 . In
 a word
 , ea
 ch m
 a
 n i
 s que
 s
 tione
 d b
 y l
 i
 fe
 ; an
 d h
 e c
 a
 n onl
 y an
 s
 w
 e
 r t
 o lif
 e b
 y answer
 i
 n
 g fo
 r h
 i
 s o
 wn lif
 e; to lif
 e h
 e can onl
 y respon
 db
 y bein
 g responsible."




Persona
 l responsibility
 , o
 r proactivi
 t
 y
 , i
 s fun
 d
 am
 e
 n
 ta
 l t
 o th
 e f
 irs
 t cr
 eati
 on
 . R
 e
 tu
 r
 n
 i
 ng t
 o t
 h
 e computer m
 etaphor, Habit 1 says "You ar
 e the prog
 rammer." Habit 2, then, says
 , "
 W
 rit
 e th
 e p
 rogr
 am
 .
 " Un
 ti
 l yo
 u accep
 t th
 e ide
 a tha
 t yo
 u a
 r
 e responsible
 , tha
 t yo
 u are th
 e p
 rog
 ramm
 er, you won
 '
 t really inv
 est i
 n writin
 gth
 e progr
 am
 .



A
 s proa
 cti
 v
 e p
 eopl
 e , w
 e can b
 egi
 n t
 o gi
 v
 e exp
 re
 ssi
 o
 n t
 o w
 ha
 t w
 e w
 an
 t t
 o b
 e an
 d t
 o d
 o i
 n o
 ur l
 i
 ves. W
 e ca
 n w
 rit
 e a pe
 r
 sona
 l m
 i
 ss
 i
 o
 n s
 t
 atem
 ent, a personal constitution.



A m
 issi
 on s
 tatem
 ent is not so
 m
 e
 t
 h
 i
 n
 g y
 o
 u wri
 t
 e overn
 i
 ght
 . I
 t t
 ake
 s d
 ee
 p intro
 s
 pection,
 carefu
 l ana
 l
 ysis
 , though
 t
 fu
 l expre
 s
 s
 i
 on
 , an
 d oft
 e
 n man
 y r
 e
 wri
 te
 s t
 o p
 r
 oduc
 e i
 t i
 n f
 ina
 l f
 o
 rm
 . It
 m
 a
 y t
 a
 k
 e y
 o
 u severa
 l week
 s o
 r eve
 n month
 s bef
 o
 re you feel really co
 m
 f
 ortable with it, before yo
 u f
 eel it is a comp
 lete an
 d concis
 e expressio
 n o
 f you
 r inner
 m
 o
 s
 t value
 s an
 d dire
 c
 tions
 . Ev
 en




t
 hen
 , y
 o
 u w
 i
 l
 l wan
 t t
 o r
 e
 v
 i
 e
 w i
 t regularly and m
 a
 ke m
 inor changes as the years bring addition
 al insights or ch
 anging circum
 stances.



But funda
 mentally, your m
 ission statem
 ent beco
 me
 s your constitu
 tion, th
 e solid expression o
 f you
 r v
 i
 s
 i
 o
 n an
 d va
 l
 ues
 . I
 t be
 co
 m
 e
 s t
 h
 e c
 rit
 e
 r
 i
 o
 n b
 y which you m
 easur
 e everything else in your lif
 e.



I recentl
 y f
 i
 nishe
 d reviewin
 g m
 y ow
 n missio
 n sta
 t
 em
 ent
 , wh
 ic
 h I d
 o fair
 ly regularly
 . Sitting
 o
 n th
 e e
 dg
 e o
 f a beach
 , a
 l
 one
 , a
 t th
 e en
 d o
 f a bicycl
 e ride
 , I too
 k ou
 t m
 y organiz
 er an
 d h
 a
 mmer
 e
 d i
 t o
 u
 t
 . I
 t too
 ksevera
 l hours
 , bu
 t I f
 e
 l
 t a sens
 e o
 f clarity
 , a sens
 e o
 f o
 r
 g
 a
 ni
 z
 atio
 nan
 d commi
 t
 ment,
 a sens
 e o
 f exhilaratio
 n an
 d freedo
 m
 .



I find the process is as important as the produc
 t. W
 riting or reviewing a m
 ission statem
 ent changes yo
 u becau
 s
 e i
 t force
 s yo
 u t
 o thin
 k t
 hroug
 h you
 r pr
 i
 o
 rit
 ies d
 eep
 ly
 , carefu
 lly
 , a
 n
 d t
 o ali
 gn
 you
 r beh
 a
 vi
 o
 r wit
 h you
 r beliefs
 . A
 s yo
 u do
 , o
 t
 he
 r peopl
 e begi
 n t
 o s
 e
 n
 s
 e tha
 t you
 '
 r
 e no
 t being driv
 en b
 y everythin
 g tha
 t happ
 en
 s t
 o you
 . Yo
 u hav
 e a s
 e
 ns
 e o
 f mi
 s
 sio
 n a
 bou
 t wha
 t you
 '
 r
 e t
 r
 ying t
 o d
 o an
 d yo
 u ar
 e excit
 ed abou
 t it.



 


Usin
 g You
 r Whol
 eBrain



 


Ou
 r self
 -aw
 aren
 ess em
 p
 ow
 er
 s u
 s to ex
 am
 in
 e o
 u
 r ow
 n tho
 u
 ghts
 . Thi
 s i
 s particularl
 y help
 f
 u
 l i
 n creating a personal m
 ission statement beca
 use the t
 w
 o un
 iq
 u
 e h
 u
 m
 a
 n e
 n
 do
 w
 m
 e
 n
 t
 s th
 a
 t enab
 le u
 s t
 o practice Habit 2 -- im
 agination and conscie
 n
 c
 e -
 - ar
 e pri
 m
 ar
 il
 y fu
 n
 c
 t
 i
 on
 s o
 f th
 e r
 i
 gh
 t side
 o
 f th
 e brain
 . Underst
 a
 ndin
 g ho
 w t
 o ta
 p int
 o t
 h
 a
 t righ
 t b
 r
 ai
 n cap
 acit
 y greatl
 y inc
 r
 ease
 s our
 f
 i
 rst-creatio
 n ability.




A great deal of research has been conducted f
 or decad
 e
 s on wha
 t ha
 s co
 me t
 o be ca
 lle
 d brain dom
 inance theo
 ry. Th
 e findings basically indicated th
 at each hem
 isphere of th
 e br
 ai
 n -- left and right



-- tends to specialize in and preside over diffe
 rent fun
 c
 tions, process differen
 t kinds of inform
 ation, and deal with different kinds of problem
 s.



Essentially
 , th
 e le
 f
 t hemispher
 e i
 s th
 e m
 or
 e logi
 c
 al/verba
 l on
 e an
 d th
 e r
 i
 gh
 t h
 e
 mi
 spher
 e the
 mor
 e intuitive
 , creativ
 e one
 . Th
 e l
 ef
 t deal
 s w
 it
 h word
 s, th
 e righ
 t wit
 h p
 ictur
 es
 ; th
 e lef
 t with
 pa
 rt
 s an
 d specifics, t
 h
 e right with wh
 oles and the rela
 tionsh
 ip between the parts. The lef
 t d
 eals w
 ith ana
 lysi
 s, whic
 h mean
 s t
 o brea
 k apart
 ; th
 e righ
 t wit
 h syn
 t
 hesis
 , whic
 h m
 ean
 s t
 o p
 u
 t tog
 eth
 er
 . The left deals with sequen
 ti
 a
 l t
 h
 i
 nk
 i
 ng
 ; t
 h
 e ri
 gh
 t w
 it
 h si
 m
 ultaneous and holistic thinking. Th
 e left is tim
 e boun
 d; th
 e right is tim
 e free.



Althoug
 h peopl
 e us
 e bot
 h side
 s o
 f t
 h
 e b
 r
 a
 in
 , on
 e s
 i
 d
 e o
 r t
 h
 e o
 t
 he
 r gene
 r
 a
 ll
 y t
 end
 s t
 o b
 e do
 m
 i
 n
 an
 t in eac
 h individual
 . O
 f course
 , th
 e idea
 l woul
 d b
 e t
 o culti
 v
 at
 e an
 d devel
 o
 p th
 e ability
 t
 o hav
 e go
 o
 d cros
 s
 ove
 r betwe
 e
 n bot
 h side
 s o
 f th
 e b
 r
 ai
 n s
 o tha
 t a perso
 n coul
 d fi
 r
 s
 t sens
 e wh
 at th
 e situation called for and then use the appropriate tool to dea
 l with it. Bu
 t people tend t
 o sta
 y i
 n the "com
 f
 ort zone" of the
 ir do
 m
 i
 nan
 t h
 e
 m
 is
 pher
 e an
 d pro
 ces
 s ever
 y si
 t
 uat
 i
 o
 n ac
 c
 ordin
 g t
 o eithe
 r a right
 - o
 r left-brai
 n preference.




I
 n th
 e w
 ord
 s o
 f Abraha
 m Mas
 l
 o
 w
 , "
 H
 e t
 ha
 t i
 s goo
 d wit
 h a h
 a
 mme
 r tend
 s t
 o thin
 k everything i
 s a nail.
 " Thi
 s i
 s anothe
 r f
 a
 cto
 r tha
 t af
 f
 ect
 s t
 h
 e "youn
 g la
 dy/ol
 d lady
 " perceptio
 n differen
 ce
 . R
 i
 gh
 tb
 r
 ain and left-brain people tend to look at things in different ways.



W
 e liv
 e i
 n a pri
 m
 aril
 y le
 f
 t-brain-dominan
 t world, where word
 s and m
 easurem
 ent and logi
 c are enthroned
 , an
 d th
 e mor
 e cre
 a
 tive
 , intuitive
 , sensing
 , a
 rtistic asp
 ect o
 f ou
 r n
 atu
 re is of
 ten subordinated. Many of us find it m
 o
 re difficult to tap into our right-brain capacity.



Admittedl
 y t
 hi
 s descript
 i
 o
 n i
 s overs
 i
 mp
 l
 i
 f
 ie
 d an
 d ne
 w studie
 s wil
 l undoubtedl
 y thro
 w m
 o
 re
 ligh
 t o
 n bra
 i
 n functioning
 . Bu
 t th
 e poin
 t her
 e i
 s tha
 t w
 e ar
 e capabl
 e o
 f pe
 r
 f
 o
 r
 min
 g m
 a
 n
 y d
 i
 fferent kind
 s o
 f though
 t p
 roces
 se
 s an
 d w
 e b
 a
 rel
 y ta
 p o
 u
 r po
 te
 n
 tial. A
 s w
 e b
 eco
 m
 e aw
 ar
 e o
 f it
 s d
 iff
 er
 en
 t capacities, we can consciously use our m
 inds to m
 eet sp
 ecif
 ic needs in m
 o
 re eff
 ect
 ive ways.


 


T
 w
 o Way
 st
 o Ta
 p th
 e Righ
 t Brain



 


If we use th
 e brain dominance theory as a m
 odel, it becom
 es eviden
 t th
 at the quality of our f
 irst creatio
 n i
 s sign
 i
 fic
 a
 nt
 ly i
 m
 p
 acte
 d b
 y ou
 r abil
 i
 t
 y t
 o u
 se ou
 r creativ
 e righ
 t brain
 . Th
 e m
 ore
 we are able to draw up
 on our righ
 t-
 brain ca
 paci
 ty, the m
 o
 re fu
 lly we will be ab
 le to visualize
 , t
 o syn
 th
 es
 i
 ze
 , t
 o transcend tim
 e and present circ
 um
 stances, to project a holis
 ti
 c pi
 ct
 ure of what
 we want to do and to be i
 n li
 f
 e
 .


 






Expand Perspective


 


Som
 etim
 es we are knocked out of our left-brain env
 ir
 on
 m
 e
 n
 t an
 d t
 ho
 u
 g
 h
 t p
 atter
 n
 s an
 d into
 th
 e rig
 h
 t brai
 n b
 y a
 n unp
 l
 anne
 d experience
 . Th
 e deat
 h o
 f a love
 d one
 , a s
 e
 ver
 e illness
 , a financial
 setback
 , o
 r extre
 m
 e adversit
 y ca
 n caus
 e u
 s t
 o sta
 n
 d back
 , lo
 o
 k a
 t our lives, and ask ourselves som
 e hard questions:



"
 W
 hat
 '
 s reall
 yi
 m
 portant
 ? W
 h
 y a
 m I doin
 gwha
 t I
 '
 m doing?



 


But if you're proactive, you don'
 t have to w
 a
 i
 t f
 o
 r c
 i
 r
 cu
 m
 s
 t
 a
 nce
 s o
 r o
 t
 he
 r peopl
 e to
 creat
 e perspective-expanding experiences. You can consciously create your own.



Ther
 e ar
 e a nu
 m
 be
 r o
 f way
 s t
 o d
 o this
 . Thr
 o
 ug
 h t
 h
 e power
 s o
 f you
 r i
 m
 agination
 , yo
 u can
 visual
 ize you
 r ow
 n fune
 r
 al
 , a
 s w
 e di
 d a
 t th
 e beginn
 i
 n
 g o
 f thi
 s chapter
 . Writ
 e you
 r o
 w
 n e
 u
 lo
 gy.
 A
 ct
 u
 all
 y w
 rit
 e it out. Be specific.



Yo
 u ca
 n vi
 s
 ualiz
 e you
 r twenty
 -
 f
 i
 f
 t
 h a
 n
 d the
 n you
 r fiftiet
 h w
 e
 ddin
 g anni
 ver
 sary
 . Hav
 e your
 spou
 se v
 isu
 a
 lize th
 is w
 it
 h you
 . T
 ry to capture th
 e essen
 ce o
 f the f
 a
 m
 ily rela
 tion
 sh
 ip yo
 u want
 to h
 av
 e created throug
 h you
 rday-by-da
 y invest
 m
 en
 t ov
 er a p
 erio
 d o
 f th
 at m
 an
 y y
 ears.



Yo
 u ca
 n visualiz
 e you
 r ret
 i
 re
 m
 en
 t fr
 o
 m you
 r p
 resen
 t occupa
 ti
 o
 n
 . W
 ha
 t con
 tri
 bu
 ti
 on
 s
 , wha
 t achiev
 e
 m
 e
 nt
 s wil
 l y
 ou wan
 t t
 o hav
 e m
 a
 d
 e i
 n you
 r f
 ield? W
 hat plans w
 il
 l yo
 u hav
 e after
 retirem
 ent? W
 ill you enter a second career?



Expan
 d you
 r mind
 . Visualiz
 e i
 n ric
 h detai
 l
 . Inv
 o
 lv
 e a
 s man
 y emo
 ti
 on
 s a
 n
 d fee
 li
 ng
 s a
 s possible. Involve as m
 any of the senses as you can.



I hav
 e don
 e s
 i
 m
 ila
 r visu
 a
 lizatio
 n exe
 r
 cise
 s wit
 h so
 m
 e of m
 y univers
 ity cl
 asses. "
 A
 s
 sum
 e yo
 u only have this on
 e sem
 ester to live," I tell my students, "an
 d t
 h
 at d
 uri
 n
 g th
 i
 s sem
 est
 e
 r yo
 u ar
 e t
 o sta
 y i
 n schoo
 l a
 s a goo
 dstudent
 . V
 i
 sualiz
 e ho
 w yo
 uwou
 l
 d sp
 en
 d you
 r sem
 ester.



Thing
 s ar
 e s
 udden
 l
 y pl
 ac
 e
 d i
 n a d
 i
 ff
 e
 r
 en
 t per
 s
 p
 ectiv
 e. V
 alu
 e
 s quickl
 y sur
 fac
 e tha
 t before
 w
 eren
 '
 t eve
 n recognized.




I have also asked students to live with that exp
 an
 d
 ed p
 ersp
 ec
 t
 iv
 e fo
 r a wee
 k an
 d kee
 p a dia
 r
 y o
 f their experiences.



Th
 e result
 s ar
 e ver
 y revealing
 . The
 y star
 t w
 r
 itin
 g t
 o parent
 s t
 o tel
 l the
 m ho
 w muc
 h the
 y love an
 d a
 ppreci
 a
 t
 e th
 e
 m
 . The
 y r
 ec
 o
 nc
 il
 e w
 i
 t
 h a b
 r
 o
 t
 h
 er, a siste
 r, a f
 riend w
 here the relationship has de
 t
 e
 ri
 o
 r
 a
 t
 ed
 .



Th
 e dominant
 , centra
 l t
 h
 em
 e o
 f thei
 r activities
 , th
 e underlyin
 g principle
 , i
 s love
 . The
 f
 u
 tilit
 y o
 f ba
 d-m
 outh
 i
 ng, bad th
 inkin
 g, put-dow
 n
 s, and a
 ccus
 atio
 n become
 s ver
 y eviden
 t wh
 e
 n the
 y th
 in
 k in te
 r
 m
 s o
 f havin
 g onl
 y a shor
 t t
 i
 m
 e t
 o li
 ve
 . P
 r
 inc
 i
 ples and values beco
 m
 e m
 o
 re evident to everybody.



Ther
 e ar
 e a numbe
 r o
 f t
 echnique
 s usin
 g you
 r im
 a
 g
 in
 ati
 o
 n t
 h
 a
 t c
 an p
 u
 t yo
 u i
 n tou
 ch w
 it
 h you
 r valu
 e
 s
 . Bu
 t th
 e ne
 t effec
 t o
 f ever
 y on
 e I hav
 e eve
 r use
 d i
 s th
 e s
 a
 m
 e
 . Wh
 e
 n people
 seriousl
 y undertak
 e t
 o identif
 y wha
 t reall
 y m
 atter
 s m
 os
 t t
 o the
 m i
 n thei
 r li
 ves
 , wha
 t the
 y really
 wan
 t t
 o b
 e a
 n
 d t
 o do
 , t
 h
 e
 y b
 e
 com
 e v
 e
 r
 y rever
 e
 nt
 . The
 y star
 t t
 o thin
 k i
 n large
 r term
 s tha
 n today
 an
 d to
 m
 orrow.



 


Visuali
 z
 atio
 n an
 dAffirmation



 


Persona
 l leadershi
 p i
 s no
 t a singula
 r experience
 . I
 t doesn
 '
 t begi
 n an
 d e
 n
 d w
 it
 h t
 h
 e w
 riti
 ng
 o
 f a person
 a
 l m
 i
 ssio
 n s
 t
 at
 em
 ent
 . I
 t i
 s
 , rat
 h
 er
 , th
 e ongo
 in
 g p
 roces
 s o
 f k
 ee
 pin
 g you
 r v
 i
 sio
 n an
 d value
 s b
 e
 fo
 r
 e yo
 u an
 d al
 i
 gnin
 g you
 r l
 i
 f
 e t
 o b
 e congruen
 t wit
 h tho
 se m
 o
 st i
 mpo
 r
 tant th
 in
 gs. And in that effort, your powe
 r
 f
 u
 l ri
 gh
 tb
 r
 a
 i
 n capac
 it
 y c
 a
 n b
 e a g
 r
 ea
 t he
 l
 p t
 o y
 ou on a daily basis as you w
 ork to inte
 grat
 e you
 r persona
 l m
 i
 ss
 i
 o
 n stat
 e
 m
 en
 t int
 o you
 r life
 . It
 '
 s anothe
 r appli
 c
 ati
 on of "Beg
 i
 n wi
 th the End in Mind."



L
 et'
 s g
 o b
 ac
 k to an ex
 amp
 le w
 e m
 en
 tion
 ed b
 efo
 re
 . Suppos
 e I a
 m a paren
 t wh
 o reall
 y deeply
 love
 s m
 y c
 hildr
 en
 . S
 upp
 ose I id
 ent
 if
 y tha
 t a
 s on
 e o
 f m
 y f
 und
 am
 enta
 l val
 u
 es i
 n my p
 er
 son
 al mi
 ssi
 on state
 m
 ent
 . Bu
 tsuppose
 , o
 n adail
 y basis
 , I hav
 e troubl
 eoverreacting.




I ca
 n us
 e m
 y right-brai
 n powe
 r o
 f visualizatio
 n t
 o writ
 e a
 n "
 af
 f
 irmation
 " tha
 t wil
 l hel
 p m
 e beco
 m
 e m
 o
 re congruent with m
 y deeper values in m
 y daily life.



A goo
 d aff
 irm
 atio
 n h
 as f
 iv
 e b
 as
 ic ing
 red
 ien
 ts
 : it'
 s p
 er
 sona
 l
 , it
 '
 s pos
 iti
 v
 e
 , it'
 s p
 re
 s
 e
 n
 t t
 en
 se
 , it's
 vi
 sual
 , an
 d it
 '
 s emotional
 . S
 o I migh
 t writ
 e so
 m
 e
 thin
 g lik
 e this
 : "I
 t i
 s deepl
 y sati
 sf
 ying (em
 otional) that I (personal
 ) re
 s
 pon
 d (pr
 e
 s
 e
 n
 t tense
 ) wit
 h wisdom
 , l
 ove, f
 irm
 ness, and self
 -c
 ontrol (positive) when m
 y children m
 isbehave."


 


The
 n I ca
 n visualiz
 e it
 . I ca
 n spen
 d a fe
 w m
 i
 n
 ut
 e
 s eac
 h da
 y an
 d tot
 all
 y r
 ela
 x m
 y m
 i
 n
 d and bo
 d
 y
 . I ca
 n th
 in
 k ab
 ou
 t situation
 s i
 n wh
 ich m
 y chi
 ldre
 n m
 i
 gh
 t misb
 e
 have
 . I ca
 n vi
 sualiz
 e th
 e
 m i
 n ric
 h detail
 . I ca
 n f
 e
 e
 l t
 h
 e textur
 e o
 f th
 e chai
 r I migh
 t b
 e sit
 t
 in
 g on
 , t
 h
 e floo
 r unde
 r m
 y f
 e
 et
 , the sweater I'
 m wearing. I can see th
 e d
 ress m
 y daughter has on
 , the expression on her f
 ace. The m
 ore cle
 arly and v
 ividly I can i
 m
 agin
 e th
 e detail
 , th
 e mor
 e dee
 p
 l
 y I wil
 l experienc
 e it
 , th
 e les
 s I wil
 l se
 e i
 t a
 s a spectator.




T
 hen I can see h
 er do s
 o
 m
 ething ve
 ry sp
 ecif
 i
 c whic
 h no
 r
 mall
 y m
 ake
 s m
 y hear
 t poun
 d and
 m
 y t
 e
 mpe
 r star
 t t
 o flare
 . Bu
 t inste
 a
 d o
 f s
 eein
 g m
 y n
 or
 m
 a
 l respons
 e
 , I ca
 n se
 e myse
 l
 f handl
 e the
 situatio
 n wit
 h al
 l th
 e lov
 e
 , th
 e power
 , t
 h
 e se
 l
 f
 -
 contro
 l I h
 a
 v
 e cap
 t
 ured i
 n my affi
 rm
 at
 ion
 . I ca
 n wr
 it
 e t
 he p
 r
 og
 r
 a
 m
 , w
 rit
 e t
 h
 e sc
 r
 i
 p
 t
 , i
 n h
 a
 r
 mon
 y wit
 h m
 y values
 , wit
 h m
 y pe
 r
 s
 o
 na
 l m
 i
 ss
 i
 o
 n state
 m
 ent.




An
 d i
 f I d
 o this
 ,da
 y afte
 r da
 y m
 ybehavio
 r wil
 l c
 h
 a
 n
 ge
 . Ins
 t
 e
 a
 d o
 flivin
 g ou
 t o
 f th
 e scripts g
 iv
 en to m
 e b
 y m
 y ow
 n parent
 s o
 r b
 y societ
 y o
 r b
 y genetic
 s o
 r m
 y envi
 r
 onment
 , I w
 i
 l
 l b
 e living ou
 t o
 f t
 h
 e sc
 ri
 p
 t I have written f
 rom m
 y own self
 -selected value system
 .



I hav
 e helpe
 d an
 d en
 c
 o
 urage
 d m
 y son
 , Sean
 , t
 o us
 e t
 hi
 s a
 f
 fir
 m
 atio
 n proces
 s ext
 e
 nsively
 througho
 ut h
 is f
 ootball c
 areer. W
 e starte
 d w
 hen he played quarterb
 ack in hi
 g
 h school
 , and
 even
 tually, I taught h
 i
 m ho
 w t
 o d
 o i
 t o
 n h
 isown
 .



W
 e woul
 d t
 r
 y t
 o ge
 t h
 i
 m i
 n a ve
 r
 y relax
 e
 d s
 t
 at
 e o
 f min
 d throug
 h d
 e
 e
 p breathin
 g and p
 r
 og
 r
 e
 ss
 i
 v
 e m
 uscl
 e re
 l
 a
 xati
 on tech
 niqu
 e s
 o t
 ha
 t h
 e beca
 m
 e ver
 y qu
 ie
 t i
 ns
 i
 de
 . Th
 e
 n I w
 ou
 l
 d hel
 p hi
 m visualiz
 e hi
 m
 sel
 f righ
 ti
 n th
 e h
 ea
 t o
 f th
 e t
 o
 ughes
 tsituation
 s i
 m
 aginable.




H
 e w
 ould im
 agine a bi
 g bli
 t
 z com
 ing at him fa
 st. H
 e h
 ad t
 o rea
 d th
 e blit
 z an
 d re
 spond.
 He would ima
 g
 ine giving audibles a
 t the line afte
 r read
 ing defenses. He would im
 agine quic
 k reads with h
 is first receiver, his seco
 nd receiver, his third rece
 iver. He would i
 m
 agine options th
 at h
 e no
 rm
 ally wouldn
 '
 t do.




At one point in his football career, he told m
 e h
 e w
 as con
 s
 tantl
 y gettin
 g uptight
 . A
 s we
 talked, I realize
 d tha
 t h
 e wa
 s visualiz
 i
 n
 g uptightn
 e
 ss
 . S
 o w
 e w
 orked on v
 isual
 izing re
 laxat
 ion in the m
 iddle o
 f the big p
 ressure circumstance. W
 e discovered that th
 e natu
 re of the v
 isu
 alizat
 ion is v
 ery im
 po
 rtan
 t. I
 f yo
 uvisualiz
 e th
 e wron
 gthing
 , you
 '
 l
 lproduc
 e th
 e wron
 gthing.




D
 r. Ch
 arles Garfi
 e
 ld ha
 s don
 e extensiv
 e resear
 c
 h o
 n p
 ea
 k p
 e
 r
 fo
 rm
 ers
 , bo
 t
 h i
 n at
 h
 letic
 s an
 d i
 n business. He becam
 e fascina
 ted with pea
 k perfo
 r
 m
 anc
 e i
 n hi
 s wo
 r
 k w
 it
 h t
 h
 e NAS
 A pro
 gram
 , watchin
 g th
 e astron
 aut
 s rehe
 ar
 s
 e e
 v
 er
 y
 t
 h
 i
 n
 g o
 n e
 art
 h agai
 n an
 d agai
 n i
 n a sim
 ulated en
 vironm
 ent befor
 e the
 y wen
 t t
 o s
 pace
 . Althoug
 h h
 e h
 ad a do
 c
 to
 rat
 e i
 n m
 a
 t
 h
 e
 matics,
 h
 e dec
 i
 d
 e
 d t
 o g
 o ba
 c
 k an
 d ge
 t a
 nothe
 r P
 h
 .D. in the field of psychology and study the characteristics of peak perform
 ers.



One of the m
 ain things his res
 earch showed wa
 s th
 at alm
 o
 st all o
 f t
 h
 e wo
 rl
 d-class athletes an
 d othe
 r p
 e
 a
 k pe
 rf
 o
 r
 m
 e
 r
 s a
 r
 e v
 i
 sua
 li
 ze
 r
 s
 . T
 h
 e
 y se
 e it
 ; t
 he
 y f
 ee
 l it
 ; th
 ey experience it before they actually do it. The
 yBegi
 n wit
 h th
 e E
 n
 d i
 n Mi
 n
 d.



Y
 o
 u ca
 n d
 o i
 t i
 n ever
 y are
 a o
 f you
 r life
 . B
 e
 for
 e a performance
 , a sa
 le
 s presentat
 ion
 , a di
 ffi
 cul
 t confrontat
 ion
 , o
 r th
 e dail
 y ch
 a
 ll
 eng
 e o
 f meetin
 g a go
 al
 , see i
 t clearly, vividly, re
 l
 en
 tl
 ess
 l
 y
 , ove
 r an
 d ov
 e
 r again. Create an in
 ternal "com
 fort zone." Then, when y
 o
 u ge
 t i
 n
 t
 o th
 e s
 it
 ua
 ti
 on
 , i
 t i
 sn
 '
 t f
 o
 r
 e
 i
 gn
 . I
 t doesn'
 t scare you.



Y
 ou
 r c
 r
 ea
 tiv
 e
 , v
 i
 s
 ua
 l ri
 g
 h
 t b
 r
 a
 i
 n i
 s o
 n
 e o
 f y
 ou
 r m
 os
 t i
 m
 p
 o
 rt
 an
 t asse
 t
 s
 , b
 o
 t
 h i
 n creatin
 g your
 personal m
 i
 ssio
 nstate
 m
 en
 t an
 d i
 nintegr
 atin
 g i
 tint
 o you
 r life.




Ther
 e i
 s a
 n entir
 e bod
 y o
 f literatur
 e an
 d audi
 o a
 n
 d vide
 o tape
 s tha
 t deal
 s wit
 h thi
 s proce
 s
 s o
 f vi
 s
 ualiza
 t
 io
 n an
 d a
 f
 fi
 r
 m
 ation
 . So
 m
 e o
 f t
 h
 e mor
 e rec
 en
 t de
 vel
 opment
 s i
 n thi
 s f
 iel
 d include such things as sublimi
 n
 al programming, neurolinguistic programm
 ing, and new form
 s o
 f relaxation and self-tal
 k pr
 ocess
 es
 . Thes
 e al
 l i
 nvolv
 e expla
 nati
 on, ela
 borati
 on
 , an
 d dif
 f
 erent
 packagin
 g o
 f th
 e funda
 m
 enta
 l principle
 s o
 f th
 e firs
 tcreation.




M
 y revi
 e
 w o
 f th
 e succ
 e
 s
 s literatur
 e brough
 t m
 e i
 n contac
 t wit
 h hundre
 ds o
 f book
 s o
 n th
 i
 s subject
 . Althoug
 h s
 o
 m
 e mad
 e extravagan
 t cla
 i
 m
 s an
 d relie
 d o
 n ane
 c
 dota
 l rathe
 r tha
 n sci
 entif
 ic evidence, I think that m
 o
 st of the m
 aterial is f
 unda
 m
 entall
 y s
 o
 und
 . Th
 e m
 a
 j
 o
 rit
 y o
 f i
 t appe
 a
 r
 s t
 o hav
 e originall
 y co
 m
 e ou
 t o
 f th
 estud
 y o
 f th
 eBibl
 e b
 y m
 a
 n
 y in
 d
 i
 v
 iduals.




I
 n effect
 i
 v
 e persona
 l leadership
 , visualizatio
 n a
 nd affirm
 ation techniques e
 m
 erge nat
 u
 rally ou
 t o
 f a foundatio
 n o
 f wel
 l though
 t t
 h
 r
 o
 ug
 h pu
 r
 p
 o
 se
 s an
 d p
 r
 i
 nc
 iples that becom
 e the center of a p
 erson
 '
 s lif
 e. The
 y ar
 e extre
 m
 el
 y powerfu
 l i
 n re
 sc
 r
 i
 ptin
 g an
 d r
 ep
 rogr
 a
 m
 m
 i
 ng
 , in
 t
 o wr
 itin
 g de
 e
 p
 ly committed-t
 o purpose
 s an
 d principle
 s int
 o on
 e'
 s hea
 r
 t an
 d mind
 . I beli
 eve th
 at cen
 tral to a
 ll
 enduring religions in society are the sam
 e prin
 ciple
 s an
 d practice
 s clo
 t
 he
 d i
 n d
 if
 f
 e
 r
 ent
 languag
 e -- m
 editation
 , pr
 ay
 er, co
 v
 en
 an
 ts, o
 rdi
 nances, sc
 ri
 pture s
 tudy
 , e
 m
 p
 at
 hy
 , c
 o
 m
 p
 assion, an
 d m
 an
 y d
 i
 ff
 e
 r
 en
 t f
 o
 r
 m
 s o
 f t
 h
 e us
 e o
 f both conscience and im
 agination.



But if these technique
 s b
 eco
 m
 e part of the pers
 o
 nality eth
 ic and are seve
 red f
 rom a base of ch
 arac
 ter an
 d princ
 i
 ples
 , the
 y ca
 n b
 e m
 isuse
 d an
 d a
 b
 use
 d i
 n ser
 v
 ing other centers, prim
 arily the self center.



Af
 f
 i
 r
 m
 a
 t
 i
 o
 n an
 d v
 i
 s
 ua
 li
 z
 a
 ti
 o
 n a
 r
 e f
 o
 r
 m
 s o
 f p
 r
 og
 ramming
 , an
 d w
 e m
 us
 t b
 e certai
 n tha
 t w
 e do
 not sub
 m
 i
 t ourselve
 s t
 o an
 y progr
 am
 min
 g tha
 t i
 s no
 t i
 n harmon
 y wit
 h ou
 r basi
 c c
 e
 nt
 er o
 r tha
 t com
 es from sources centered on money-m
 aking, sel
 f interes
 t
 , o
 r any
 t
 h
 i
 n
 g o
 t
 he
 r t
 ha
 n corr
 ec
 t principl
 es.



Th
 e i
 m
 aginatio
 n ca
 n b
 e use
 d t
 o ach
 i
 ev
 e th
 e f
 l
 ee
 t
 ing succes
 s tha
 t com
 es w
 hen a pers
 o
 n is fo
 cu
 se
 d o
 n materia
 l ga
 i
 n o
 r o
 n "
 w
 hat
 '
 s i
 n i
 t fo
 r me.
 " Bu
 t I beli
 ev
 e th
 e h
 ig
 h
 er u
 se o
 f im
 ag
 in
 atio
 n is in harm
 ony with the use of consci
 ence to transcend self and create a lif
 e o
 f contributio
 n base
 d on
 unique purpose and on t
 h
 e pr
 i
 nc
 i
 p
 l
 e
 s t
 ha
 t go
 v
 er
 n i
 n
 t
 erd
 ependen
 t r
 ea
 lit
 y
 .


 


Identifyin
 g Roles and Goals



O
 f course
 , th
 e logical/verba
 l lef
 t brai
 n beco
 m
 e
 s importan
 t a
 l
 s
 o a
 s y
 o
 u att
 e
 m
 p
 t t
 o c
 a
 ptu
 r
 e you
 r right-br
 ain im
 ages, f
 eelings, an
 d pictu
 res i
 n the w
 ord
 s o
 f a writt
 e
 n m
 i
 ss
 i
 o
 n s
 t
 at
 e
 m
 e
 nt. Jus
 t a
 s br
 e
 athin
 g exer
 c
 i
 se
 s hel
 p in
 t
 egr
 at
 e bod
 y an
 d mind
 , wr
 iting is a kin
 d o
 f psycho-neural
 muscular act
 i
 vity which helps bridge and integrat
 e the co
 nscious and subc
 o
 nsc
 io
 u
 s m
 i
 n
 d
 s
 . W
 r
 itin
 g di
 stills
 , crystallize
 s, an
 d clarifie
 s though
 t an
 dhelp
 s b
 rea
 k th
 e whol
 eint
 o pa
 rt
 s.




We each have a num
 b
 er of di
 fferent roles in ou
 r lives -- different areas o
 r capacities in wh
 ich we have responsibility. I m
 ay, for exam
 ple, have a role as an indivi
 dual
 , a husband
 , a father
 , a teacher, a church m
 em
 b
 er, and a businessm
 an. An
 d each of these roles is im
 portant.



One of the m
 ajor problem
 s that aris
 es when peopl
 e work to becom
 e more effective in life is that they don
 '
 t th
 ink broadl
 y enough
 . The
 y los
 e t
 h
 e sens
 e o
 f proporti
 on, the balance
 , th
 e natura
 l e
 col
 ogy necessa
 ry to effective living. The
 y m
 a
 y g
 e
 t cons
 u
 m
 e
 d b
 y wor
 k a
 n
 d neglect




persona
 l health
 . I
 n th
 e n
 a
 m
 e o
 f p
 r
 o
 f
 ess
 i
 o
 na
 l success
 , the
 y m
 a
 y neg
 lec
 t t
 h
 e m
 o
 s
 t p
 rec
 iou
 s relationships in their lives.



Yo
 u ma
 y fin
 d tha
 t you
 r missio
 n stat
 e
 m
 en
 t wil
 l b
 e m
 u
 ch m
 o
 re b
 alan
 ced
 , mu
 ch easie
 r t
 o wo
 r
 k with
 , i
 f yo
 u brea
 k i
 t dow
 n int
 o th
 e spec
 i
 fi
 c rol
 e area
 s o
 f you
 r lif
 e an
 d th
 e goal
 s yo
 u wan
 t to
 acco
 m
 p
 lis
 h i
 n eac
 h area. Loo
 k at you
 r p
 rof
 ession
 al rol
 e. Yo
 u m
 igh
 t b
 e a sale
 sp
 erson
 , or
 a m
 anager, or a product devel
 oper. W
 hat are you about in th
 a
 t area
 ? Wha
 t ar
 e th
 e value
 s t
 h
 at
 shoul
 d guid
 e you
 ? Th
 in
 k o
 f you
 r p
 e
 rson
 al role
 s -- hu
 sb
 and
 , w
 if
 e, f
 ather, mo
 ther, n
 eig
 hbo
 r, f
 riend. Wha
 t ar
 e yo
 u abou
 t i
 n thos
 e roles
 ? W
 h
 a
 t
 '
 s i
 m
 p
 ort
 an
 t t
 o yo
 u
 ? Th
 i
 n
 k o
 f co
 mm
 u
 n
 it
 y r
 o
 l
 e
 s -
 - th
 e political area, public service, volunteer organizations.



One executive has used the idea of roles and goals to create the follo
 wing m
 ission statem
 ent: M
 y m
 i
 ssio
 n i
 s t
 o l
 iv
 e wit
 h integr
 it
 y a
 n
 d t
 o m
 ak
 e a differenc
 e i
 n th
 e live
 s of
 others.



To fulfil
 l this m
 ission:



I h
 a
 v
 e c
 h
 ari
 t
 y
 : I s
 ee
 k ou
 t a
 n
 d l
 ov
 e t
 h
 e one -- each one -- regardl
 ess of his s
 i
 tuation. I sa
 crifice: I devote m
 y tim
 e, talents, and resources t
 o m
 y m
 issi
 on.



I insp
 ire: I teach by example t
 ha
 t w
 e a
 re a
 l
 l ch
 il
 d
 ren o
 f a lo
 vi
 n
 g Heavenly Fath
 er and t
 h
 at every Goliath can be overco
 m
 e.



I am i
 m
 pactful:W
 hat I do m
 akes a di
 fference in th
 e lives of others. Thes
 e r
 o
 l
 e
 s t
 ak
 e p
 r
 io
 rit
 y in achievin
 g m
 y m
 i
 ssion:



 


Hu
 s
 ban
 d -
 - m
 y par
 t
 ne
 r i
 s th
 e mos
 t i
 m
 portan
 t pe
 r
 s
 on in m
 y life. Toget
 h
 er we con
 t
 ribute th
 e fruits of harm
 ony, industry, charity, and thrift.



Fathe
 r -
 - I hel
 p m
 y c
 hildre
 n experienc
 e progress
 i
 v
 e
 l
 y greate
 r jo
 y i
 n thei
 r li
 ves
 . Son
 /
 B
 r
 othe
 r -
 - I a
 m frequentl
 y "there
 " f
 o
 rsuppor
 t an
 d love.




Christia
 n -
 - Go
 d c
 a
 n c
 oun
 t o
 n m
 e t
 o kee
 p m
 y cov
 e
 nan
 t
 s an
 d t
 o se
 r
 v
 e h
 i
 s o
 t
 he
 r ch
 il
 d
 r
 en
 . Neighbor -- The lo
 ve of Christ is visible through m
 y actions toward others.



Chang
 e Agen
 t -
 - I a
 m a catalys
 t fo
 r deve
 l
 op
 i
 n
 g hig
 h perfo
 r
 m
 anc
 e i
 n larg
 e organizations.
 Schola
 r -
 - Ilear
 n i
 m
 portan
 t ne
 wthing
 s ev
 er
 y day.




W
 riting your m
 ission in term
 s of the im
 portant roles in your life gives yo
 u balance and
 harm
 ony. It keeps each role clearly b
 efore y
 o
 u. You can revi
 ew your roles frequently to m
 ake sur
 e tha
 t yo
 u don
 '
 t ge
 t t
 o
 t
 all
 y abso
 r
 be
 d b
 y o
 n
 e r
 o
 l
 e t
 o t
 h
 e e
 x
 c
 lus
 i
 o
 n of others that are equall
 y or even m
 o
 re im
 portant in your life.



Afte
 r yo
 u identif
 y you
 r variou
 s roles
 , the
 n yo
 u c
 a
 n thin
 k abou
 t th
 e Lon
 g Te
 r
 m Goal
 s ar
 e plans yo
 u m
 a
 k
 e tha
 t suppor
 t th
 e principl
 es describe
 d i
 n you
 r Missio
 n S
 ta
 tem
 en
 t. Th
 ese g
 o
 a
 l
 s s
 hould represen
 t area
 s yo
 u wan
 t t
 o focu
 s o
 n i
 n th
 e nea
 r future
 . Typ
 i
 cally, Long T
 erm Goal
 s take longer than a wee
 k to com
 p
 lete, but ar
 e m
 o
 st specif
 ic than the lif
 etim
 e goa
 l
 s o
 f y
 o
 u
 r Mi
 ss
 io
 n Stat
 e
 m
 en
 t
 .long
 -te
 r
 m go
 a
 l
 s yo
 u wan
 t t
 o accomp
 l
 i
 s
 h i
 n eac
 h o
 f thos
 e r
 o
 les
 . W
 e
 'r
 e int
 o t
 h
 e ri
 gh
 t b
 r
 a
 i
 n ag
 ain
 , usin
 g i
 m
 agination
 , c
 r
 ea
 ti
 v
 it
 y
 , c
 ons
 ci
 e
 n
 ce
 , a
 n
 d i
 n
 s
 p
 irat
 ion
 . I
 f thes
 e goal
 s are
 th
 e ex
 ten
 s
 io
 n o
 f a m
 issio
 n statem
 en
 t b
 ased o
 n c
 o
 rrec
 t principles
 , the
 y wil
 l b
 e vitall
 y di
 ff
 erent
 fro
 m th
 e goal
 s peopl
 e no
 r
 m
 all
 y set
 . Th
 e
 y wi
 l
 l b
 e i
 n ha
 r
 m
 on
 y wit
 h correc
 t principle
 s, wi
 th nat
 ura
 l laws
 , whic
 h g
 i
 ve
 s yo
 u greate
 r powe
 r t
 o a
 c
 hiev
 e th
 e
 m
 . T
 hey are no
 t som
 eone else
 '
 s goal
 s y
 o
 u hav
 e absorbed
 . The
 y ar
 e you
 r g
 o
 als
 . The
 y ref
 l
 ec
 t you
 r deepes
 t va
 l
 ues
 , y
 o
 u
 r un
 i
 qu
 e t
 a
 l
 en
 t
 , you
 r sens
 e o
 f m
 i
 ssion
 . An
 d the
 y gro
 wou
 t o
 f you
 r chose
 n ro
 lesi
 n life.




A
 n eff
 e
 ctive goal f
 ocuses pri
 m
 arily on result
 s ra
 t
 h
 er than act
 ivity. I
 t identifie
 s wher
 e you
 wa
 nt to be, and, in the process
 , help
 s yo
 u deter
 m
 in
 e whe
 r
 e yo
 u are
 . I
 t give
 s yo
 u i
 m
 portant
 inf
 orm
 ation on ho
 w t
 o ge
 t there
 , an
 d i
 t tell
 s yo
 u whe
 n yo
 u h
 a
 v
 e arrived
 . I
 t un
 if
 ie
 s yo
 u
 r ef
 fo
 rt
 s an
 d energy
 . I
 t give
 s m
 e
 anin
 g an
 d purpos
 e t
 o al
 l yo
 u do
 . An
 d i
 t ca
 n finall
 y translat
 e i
 tsel
 f i
 n
 t
 o dail
 y activ
 itie
 s s
 o tha
 t yo
 u ar
 e proa
 c
 tive
 , yo
 u ar
 e i
 n charg
 e o
 f you
 r life
 , yo
 u ar
 e m
 ak
 i
 n
 g happ
 e
 n eac
 h da
 y th
 e thing
 s tha
 t wil
 l enabl
 e yo
 u t
 o fulfil
 lyou
 r persona
 l m
 i
 ssio
 n state
 m
 ent.




Roles and g
 oals g
 ive structure a
 nd organized dire
 cti
 o
 n t
 o you
 r pe
 r
 s
 o
 na
 l m
 i
 ssio
 n
 . I
 f you do
 n
 '
 t y
 et hav
 e a persona
 l missio
 n statemen
 t
 , i
 t
 '
 s a go
 o
 d pl
 a
 c
 e t
 o begin
 . J
 us
 t identifyin
 g t
 h
 e various area
 s o
 f yo
 u
 r lif
 e an
 d th
 e tw
 o o
 r th
 r
 e
 e i
 m
 port
 a
 n
 t result
 s yo
 u fee
 l yo
 u shoul
 d accomp
 l
 i
 s
 h i
 n each a
 r
 e
 a t
 o m
 ov
 e ahea
 d gives you an overall perspective of your life and a sense of direction.



A
 s w
 e mov
 e int
 o Habi
 t 3
 , we'l
 l g
 o i
 n
 t
 o greate
 r d
 ep
 th in th
 e a
 rea o
 f short-ter
 m goals
 . The
 im
 portant applica
 tion at t
 his point i
 s t
 o iden
 tif
 y ro
 les and long
 -term goals as they relat
 e to your personal m
 ission statem
 ent. These roles and long-term goals will pro
 v
 i
 d
 e t
 h
 e f
 o
 u
 nda
 ti
 o
 n for
 effectiv
 e go
 a
 l settin
 g an
 d achievin
 g whe
 n w
 e ge
 t t
 o th
 e H
 a
 bi
 t 3 day-to
 -
 da
 y manag
 e
 men
 t o
 f l
 i
 f
 e and t
 im
 e.



 






Family Mission Statements


 


Becaus
 e Habi
 t 2 i
 s base
 d o
 n principle
 , i
 t ha
 s bro
 ad applicat
 i
 on
 . I
 n additio
 n t
 o in
 di
 vidua
 l
 s
 , f
 a
 m
 ilie
 s
 , s
 ervice g
 roups
 , a
 n
 d o
 rg
 an
 iz
 ation
 s o
 f all k
 ind
 s b
 eco
 m
 e s
 ign
 if
 ican
 tly mo
 re ef
 f
 e
 cti
 v
 e as
 the
 y Begi
 nwit
 h th
 e En
 d i
 nMind.




Many fam
 ilies are m
 a
 naged on the bas
 is of crises
 , m
 oods, quick fixes, and instant gratification -- not on sou
 nd principles. Sym
 p
 tom
 s surface wh
 enever st
 ress and pres
 sure m
 oun
 t: people be
 co
 m
 e cynical, critical
 , o
 r silen
 t o
 r the
 y star
 t yellin
 g an
 d overr
 eacting
 . Childre
 n w
 ho ob
 ser
 v
 e the
 s
 e kind
 s o
 f b
 e
 havio
 r gro
 w u
 p think
 i
 n
 g t
 h
 e onl
 y wa
 y t
 o solv
 e probl
 e
 m
 s i
 s fligh
 t o
 r figh
 t
 .



The core of any fam
 ily is what is changeless
 , what is always going to be there -- sh
 ared v
 isio
 n an
 d values
 . B
 y writin
 g a f
 a
 mil
 y miss
 i
 o
 n stat
 e
 m
 e
 n
 t
 , yo
 u g
 iv
 e expressio
 n t
 o it
 s tr
 u
 e foundation.



 


This m
 ission statem
 ent becom
 es its constituti
 on, the standard, th
 e cri
 te
 ri
 o
 n f
 o
 r evaluatio
 n an
 d decisio
 n mak
 i
 ng
 . I
 t give
 s continuit
 y an
 d unit
 y t
 o t
 he f
 a
 mil
 y a
 s wel
 l a
 s directi
 on.
 Whe
 n indiv
 i
 dua
 l valu
 e
 s ar
 e ha
 r
 m
 on
 i
 z
 ed wit
 h tho
 s
 e of the fa
 m
 ily, m
 e
 mbers work t
 o
 geth
 e
 r f
 o
 r co
 mm
 o
 n p
 u
 rpose
 s tha
 t ar
 e deepl
 yfelt.




Aga
 in
 , t
 h
 e pr
 oces
 s i
 s a
 s i
 m
 p
 o
 rt
 an
 t a
 s t
 h
 e p
 r
 o
 d
 uct. The very process of writing and r
 ef
 ining a m
 ission statem
 ent beco
 mes a key wa
 y t
 o i
 m
 prov
 e th
 e family
 . W
 orkin
 g togethe
 r t
 o create
 a m
 ission statem
 ent builds the PC capacity to live it.



B
 y gett
 in
 g i
 npu
 t f
 ro
 m e
 ver
 y f
 a
 m
 i
 l
 y m
 e
 mbe
 r
 , dr
 a
 f
 tin
 g a state
 m
 en
 t
 , gett
 in
 g f
 eedb
 ack
 , rev
 is
 in
 g it, an
 d u
 sin
 g wo
 rd
 in
 g f
 ro
 m d
 iff
 erent fam
 ily m
 e
 m
 b
 ers, yo
 u ge
 t th
 e f
 a
 m
 il
 y talk
 ing
 , communicating,
 on t
 h
 i
 ng
 s that re
 ally m
 atte
 r deep
 ly
 . The best m
 issi
 on stat
 em
 ents are the result o
 f f
 am
 ily m
 e
 mbers c
 o
 m
 ing together in a sp
 ir
 it of m
 u
 tual resp
 ect, ex
 pressing thei
 r d
 ifferent vi
 ews
 , a
 nd w
 o
 r
 k
 in
 g t
 oge
 t
 he
 r t
 o cr
 ea
 t
 e s
 o
 m
 e
 t
 h
 i
 ng g
 r
 ea
 t
 e
 r t
 ha
 n an
 y on
 e i
 n
 di
 vidual could do alone
 . Peri
 odi
 c review to expand per
 spectiv
 e, shif
 t e
 m
 phasi
 s o
 r direction
 , a
 m
 en
 d o
 r giv
 e n
 e
 w me
 a
 nin
 g to t
 im
 e-wor
 n phrase
 s ca
 n kee
 p th
 e fa
 m
 il
 y unite
 d i
 n co
 mm
 o
 nvalue
 s an
 d purposes.




Th
 e m
 i
 ssio
 n stat
 em
 en
 t b
 ecom
 es th
 e f
 r
 a
 m
 ew
 o
 rk f
 o
 r thinking
 , fo
 r governin
 g th
 e f
 a
 mily.
 W
 h
 e
 n t
 h
 e problem
 s and crise
 s co
 m
 e, the co
 nstitu
 ti
 on is th
 ere to rem
 ind f
 am
 ily m
 e
 mb
 ers o
 f th
 e th
 ing
 s th
 at m
 atter m
 o
 s
 t an
 d t
 o prov
 i
 d
 e dire
 ctio
 n f
 o
 r p
 r
 ob
 l
 em so
 l
 v
 i
 n
 g and decision m
 aking based o
 n correc
 tprinciple
 s.



I
 n ou
 r home
 , w
 e p
 u
 t ou
 r missio
 n st
 atemen
 t u
 p o
 n a wal
 l i
 n th
 e fa
 m
 il
 y roo
 m s
 o tha
 t w
 e ca
 n lo
 o
 k a
 t i
 t and m
 o
 nitor ourselves daily. When we re
 a
 d th
 e phra
 s
 e
 s abou
 t th
 e sound
 s o
 f lov
 e i
 n our
 hom
 e, order, responsible independence, cooperation, helpfulness
 , m
 ee
 t
 i
 n
 g need
 s
 , d
 eve
 l
 o
 p
 i
 n
 g t
 alen
 t
 s
 , sh
 o
 w
 i
 n
 g interes
 t in each other'
 s talents, and giving service to ot
 hers it gives us som
 e criteria to know how we'
 re doing in the things that m
 atter m
 o
 st to us as a fam
 ily.



When we plan our fam
 ily goals and activities, w
 e sa
 y, "In lig
 h
 t of these p
 rin
 ciples, w
 h
 at are the goals we'
 re going to work on
 ? What are our action p
 lans to accom
 plish our goals and actualiz
 e these v
 alues
 ?" W
 e review the statem
 ent freq
 uen
 tly and rework goals and jobs twice a year, in Septem
 ber and June
 -
 - th
 e beginnin
 g o
 f schoo
 l an
 d t
 h
 e e
 n
 d o
 f schoo
 l -
 - t
 o ref
 lect the situ
 atio
 n as it is
 , t
 o i
 m
 prov
 e it, to strengthe
 n it
 . I
 t ren
 ew
 s us
 , i
 treco
 mm
 it
 s u
 s t
 owha
 t w
 e believ
 e in
 ,wha
 t w
 e stan
 dfor.



 


Organiz
 ational Mission Statements



Mission s
 tatem
 ents are also vi
 tal to succe
 ssful organizations
 . On
 e o
 f th
 e m
 o
 s
 t i
 m
 portant thrust
 s o
 f m
 y wor
 k wit
 h org
 anization
 s i
 s t
 o ass
 i
 s
 t t
 he
 m i
 n developing effe
 ctive m
 ission statem
 ents. And to be effective, th
 at state
 m
 en
 t ha
 s t
 o c
 om
 e fr
 o
 m w
 it
 h
 i
 n th
 e bo
 w
 el
 s o
 f th
 e organ
 ization
 . E
 veryon
 e shou
 ld p
 a
 rticipat
 e i
 n a m
 e
 a
 n
 ingfu
 l wa
 y -
 - n
 o
 t jus
 t th
 e to
 p strategy
 planners
 , bu
 t everyone
 . Onc
 e a
 g
 a
 i
 n
 , th
 e i
 nvo
 l
 v
 e
 men
 t p
 r
 o
 c
 es
 s i
 s a
 s i
 m
 portan
 t a
 s th
 e written pr
 o
 duc
 t an
 d i
 s th
 e ke
 y t
 o it
 suse.




I a
 m a
 l
 way
 s intrigue
 d wheneve
 r I g
 o t
 o IB
 Man
 d w
 atc
 h th
 etr
 ai
 nin
 g pro
 c
 e
 s
 sthere
 . T
 i
 m
 e a
 n
 d t
 i
 m
 e a
 gain
 , I s
 ee th
 e lead
 ershi
 p o
 f th
 e organizatio
 n com
 e int
 o a gro
 u
 p an
 d sa
 y th
 at IBM stand
 s fo
 r th
 ree things
 : th
 e dignit
 y o
 f th
 e indiv
 idu
 al, ex
 cellen
 ce, an
 d serv
 ice.



T
 hese th
 ings rep
 resen
 t th
 e bel
 ief syst
 em of IB
 M. Everythin
 g el
 s
 e wil
 l change
 , bu
 t thes
 e three
 t
 h
 i
 ng
 s will n
 ot chang
 e. Alm
 ost lik
 e osmo
 sis, this belief sys
 t
 e
 m ha
 s spre
 a
 d t
 hroughou
 t th
 e entire organi
 zati
 on, provid
 i
 n
 g a tr
 e
 m
 endo
 u
 s bas
 e o
 f share
 d value
 s an
 d persona
 l securit
 y fo
 r everyone wh
 o work
 s there.




Onc
 e I wa
 s trainin
 g a grou
 p o
 f peopl
 e f
 o
 r IB
 M i
 n Ne
 w York
 . I
 t wa
 s s
 m
 al
 l group
 , abou
 t 20




p
 eop
 le, an
 d o
 n
 e o
 f the
 m becam
 e ill
 . H
 e call
 e
 d hi
 s wi
 f
 e i
 n C
 alif
 ornia, w
 ho express
 ed concer
 n because his illness required a sp
 ecial tr
 eat
 ment
 . The I
 BM peopl
 e re
 sp
 o
 ns
 i
 b
 l
 e f
 o
 r t
 h
 e trai
 n
 i
 n
 g sessio
 n arrange
 d t
 o hav
 e h
 i
 m take
 n t
 o a
 n excel
 len
 t ho
 s
 pit
 al wit
 h m
 e
 dica
 l speci
 alist
 s i
 n th
 e d
 isease.
 Bu
 t t
 h
 ey c
 o
 u
 ld sens
 e th
 a
 t h
 is wife was uncertain and really wanted h
 i
 m home where their personal physician could handle the problem
 .



S
 o the
 y decide
 d t
 o ge
 t h
 i
 m h
 o
 m
 e
 . Conce
 r
 ne
 d a
 bou
 t th
 e tim
 e involve
 d i
 n drivin
 g h
 i
 m t
 o the a
 irpor
 t an
 d waitin
 g fo
 r a comm
 e
 rci
 a
 l plane
 , t
 he
 y brough
 t i
 n a heli
 c
 op
 t
 e
 r
 , f
 l
 e
 w h
 i
 m t
 o th
 e airport,
 an
 d hire
 d a specia
 lplan
 e jus
 t t
 otak
 e thi
 s m
 a
 n t
 o Califo
 rnia.




I do
 n
 '
 t k
 n
 o
 w wh
 a
 t c
 os
 t
 s t
 ha
 t i
 n
 v
 o
 l
 ve
 d
 ; m
 y g
 u
 e
 ss would be many thousands of dollars. But IBM believ
 e
 s in the d
 ign
 ity of th
 e in
 divi
 dua
 l
 . Tha
 t
 '
 s wha
 t t
 h
 e c
 o
 m
 pa
 n
 y s
 t
 and
 s for
 . T
 o thos
 e p
 r
 esen
 t
 , t
 ha
 t experience represented its belief system and was no sur
 p
 rise. I was im
 pressed.



A
 t anothe
 r t
 i
 me
 , I wa
 s sc
 hedul
 e
 d t
 o trai
 n 17
 5 s
 hoppin
 g c
 ente
 r manager
 s a
 t a particula
 r hotel
 . I wa
 s amaze
 d a
 t th
 e leve
 l o
 f servic
 e there
 . I
 t was
 n
 '
 t a c
 o
 s
 m
 e
 ti
 c thing
 . I
 t wa
 s eviden
 t at
 al
 l levels
 , spontane
 ou
 sly
 ,with
 ou
 t supervision.




I arrive
 d qui
 t
 e late
 , che
 c
 ke
 d in
 , an
 d a
 s
 k
 ed i
 f r
 oo
 m servic
 e w
 ere availab
 le. T
 he m
 an at t
 he desk said, "No
 , Mr
 . C
 ov
 e
 y
 , bu
 t if you
 '
 r
 e interested
 , I coul
 d g
 o b
 ack and ge
 t a sandwic
 h o
 r a sala
 d or
 w
 hatever you
 '
 d lik
 e tha
 t w
 e h
 av
 e i
 n th
 e kitchen
 .
 " H
 is attit
 u
 d
 e wa
 s on
 e o
 f tota
 l con
 c
 e
 rn a
 bou
 t my co
 m
 f
 o
 r
 t an
 d welfare
 . "Woul
 d yo
 u lik
 e t
 o se
 e you
 r conventio
 n roo
 m
 ?
 " h
 e conti
 n
 ued
 . "D
 o you h
 av
 e ev
 ery
 th
 in
 g yo
 u need
 ? W
 h
 a
 t ca
 n I d
 o fo
 r you
 ? I
 '
 m her
 e t
 o serv
 eyou."




There was no supervisor there checking up. This m
 an was si
 ncere.


 


Th
 e nex
 t d
 a
 y I wa
 s i
 n t
 h
 e mi
 ddle o
 f a presenta
 tio
 n wh
 en I d
 iscovere
 d tha
 t I d
 i
 dn
 '
 t have al
 l th
 e colo
 r
 e
 d m
 arker
 s I needed
 . S
 o I wen
 t ou
 t int
 o t
 he hal
 l durin
 g t
 h
 e brie
 f bre
 ak an
 d found
 a bellbo
 y runnin
 g t
 o anothe
 r conven
 t
 ion
 . "
 I
 '
 v
 e go
 t a probl
 e
 m
 ,
 " I said. "I'
 m here trai
 ni
 ng a grou
 p o
 f m
 ana
 g
 ers an
 d I onl
 yhav
 e a shor
 t break
 . Inee
 d so
 m
 e m
 or
 e colore
 dpens.




H
 e whippe
 d aroun
 d an
 d a
 l
 mos
 t c
 a
 m
 e t
 o a
 tt
 en
 t
 ion
 . H
 e glance
 d a
 t m
 y na
 m
 e ta
 g an
 d said,
 "Mr. Covey
 , I wil
 l solv
 eyou
 r proble
 m
 ."




H
 e di
 dn
 '
 t s
 a
 y
 , "
 I don'
 t kno
 w wher
 e t
 o go
 " o
 r "
 w
 ell
 , g
 o an
 d ch
 eck th
 e f
 ron
 t desk.
 " H
 e j
 u
 st took
 car
 e o
 f it. And he m
 ade m
 e feel like it was his privilege to do so.



La
 ter
 , I wa
 s i
 n th
 e sid
 e lobby
 , look
 in
 g at som
 e o
 f th
 e art obje
 cts. S
 o
 m
 e
 on
 e fr
 o
 m th
 e hote
 l ca
 m
 e u
 p t
 o m
 e an
 d said
 , "Mr
 . Covey
 , woul
 d y
 o
 u lik
 e t
 o se
 e a boo
 k tha
 t d
 escribes t
 h
 e a
 r
 t ob
 j
 ec
 t
 s i
 n t
 h
 i
 s ho
 t
 e
 l
 ?" How anticipatory! How service-o
 r
 iented!



I next obs
 er
 ved on
 e of the em
 ploye
 es high up o
 n a ladde
 r cleanin
 g w
 i
 ndow
 s i
 n th
 e lobby.
 Fro
 m hi
 s v
 a
 ntag
 e p
 o
 in
 t h
 e sa
 w a wom
 a
 n havin
 g a li
 tt
 le dif
 f
 icult
 y i
 n th
 e garde
 n wit
 h a walk
 er. S
 h
 e hadn'
 t really fallen, a
 nd sh
 e wa
 s wit
 h ot
 he
 r pe
 opl
 e
 . Bu
 t h
 e c
 l
 i
 m
 be
 d dow
 n tha
 t ladder
 , went
 outside, helped the wom
 an into the lobby and saw th
 at she was pr
 ope
 rly ta
 ke
 n c
 ar
 e of. The
 n he went back and finished cleaning the windows.



I wan
 t
 e
 d t
 o f
 i
 n
 d ou
 t h
 o
 w t
 h
 i
 s o
 r
 g
 a
 n
 i
 za
 t
 i
 o
 n h
 a
 d c
 r
 eate
 d a cul
 t
 ur
 e wher
 e peopl
 e bough
 t s
 o deepl
 y int
 o th
 e valu
 e o
 f custo
 me
 r service
 . I i
 n
 ter
 v
 ie
 w
 ed h
 o
 u
 se
 k
 eepers
 , w
 aitr
 esses
 , bellboys
 in th
 at h
 o
 tel an
 d f
 o
 un
 d tha
 t thi
 s attitu
 d
 e ha
 d i
 m
 pregnate
 d th
 e min
 d
 s, h
 eart
 s, an
 d att
 itud
 e
 s o
 f ev
 ery em
 ployee there.



I wen
 t th
 r
 oug
 h t
 h
 e bac
 k do
 o
 r i
 nt
 o th
 e ki
 t
 ch
 en
 , wh
 ere I saw th
 e cen
 tr
 al v
 alu
 e: "Unco
 m
 pro
 m
 isin
 g pe
 r
 s
 o
 na
 li
 z
 e
 d se
 r
 v
 i
 ce.
 " I f
 i
 na
 ll
 y w
 en
 t t
 o th
 e m
 an
 a
 ge
 r an
 d said
 , "
 M
 y bus
 in
 ess
 i
 s help
 in
 g o
 r
 g
 ani
 zation
 s d
 ev
 elo
 p a p
 o
 w
 erfu
 l team ch
 ar
 acter, a team cultur
 e. I am am
 azed at what you have here."



"D
 o y
 o
 u w
 a
 n
 t t
 o kno
 w th
 e r
 ea
 l key
 ?
 " h
 e inqui
 red
 . H
 e pul
 led o
 u
 t th
 e m
 issio
 n sta
 tem
 en
 t fo
 r th
 e hotel cha
 i
 n
 .



A
 f
 te
 r readin
 g it
 , I acknowledged
 , "
 Th
 at
 '
 s a
 n im
 p
 re
 ss
 iv
 e s
 t
 atem
 en
 t
 . Bu
 t I k
 no
 w man
 y co
 m
 panie
 s tha
 t hav
 e i
 m
 pressiv
 e m
 i
 ssio
 n state
 m
 ents."




"D
 o y
 o
 u wan
 tt
 o se
 e th
 e on
 e fo
 rthi
 s h
 o
 tel
 ?
 "h
 e asked. "D
 o y
 o
 u m
 ea
 n yo
 u develope
 d on
 e jus
 t fo
 rthi
 s h
 o
 tel
 ?
 " "
 Y
 es."



"Differen
 t fro
 m th
 e on
 e fo
 rth
 e hote
 l chain
 ?
 "


 


"Yes
 . I
 t
 '
 s i
 n ha
 r
 m
 on
 y wit
 h tha
 t stat
 e
 m
 e
 nt
 , bu
 t thi
 s on
 e pertain
 s t
 o ou
 r situat
 i
 on
 , our environ
 m
 ent
 , ou
 r ti
 m
 e.
 " H
 ehande
 d m
 eanothe
 r paper.




"
 W
 h
 o develope
 d thi
 s m
 i
 ssio
 nstate
 m
 ent
 ?
 " Iasked. "Everybody,
 " h
 e r
 eplied.




"Everybody
 ? Really
 , everybody
 ?
 " "
 Y
 es."



"Housekeepers?
 "



"
 Y
 es." "W
 aitresses?
 " "
 Y
 es."



"Desk clerks?
 "


 


"Y
 es. D
 o yo
 u w
 a
 n
 t to s
 ee the m
 iss
 io
 n s
 tat
 em
 en
 t w
 ritte
 n b
 y t
 h
 e p
 e
 op
 l
 e w
 h
 o g
 reete
 d y
 o
 u last
 night?
 " H
 e pulle
 d ou
 t a missio
 n statemen
 t tha
 t t
 h
 ey
 , the
 m
 sel
 v
 es
 , ha
 d writte
 n tha
 t wa
 s interw
 ov
 en wit
 h al
 l th
 e othe
 r m
 i
 ssio
 n state
 m
 ents
 . Everyone
 , a
 t e
 v
 er
 y level
 ,wa
 s involved.




The m
 ission statem
 ent for that hotel was the hub of a great wheel. It spawned the thoughtful, mor
 e specialize
 d m
 issio
 n state
 m
 ent
 s o
 f particula
 r group
 s o
 f e
 m
 ployees
 . I
 t wa
 s use
 d a
 s th
 e cri
 terio
 n fo
 r ever
 y decis
 io
 n tha
 t wa
 s m
 ade
 . I
 t clarifie
 d wh
 a
 t thos
 e people stood for -- how t
 h
 e
 y relate
 d t
 o th
 e custo
 m
 er, how they rel
 ated to each other. It af
 fect
 ed th
 e s
 tyle of the m
 anage
 rs and the leade
 rs
 . It aff
 ected the com
 pe
 nsation syst
 em
 . I
 t aff
 e
 cte
 d th
 e k
 in
 d o
 f peo
 pl
 e the
 y recruit
 e
 d an
 d ho
 w the
 y traine
 d and develop
 ed them
 . E
 very aspec
 t of tha
 t organizat
 ion, essentia
 ll
 y
 , wa
 s a fu
 nctio
 n o
 f tha
 t hub
 , tha
 t m
 issio
 n statem
 en
 t.



I late
 r vi
 site
 d anothe
 r hote
 l in th
 e sam
 e chain
 , an
 d th
 e firs
 t th
 i
 n
 g I d
 id wh
 e
 n I ch
 ecked in w
 as to ask to see their m
 issio
 n sta
 tem
 ent, whic
 h they prom
 ptly gave m
 e. At this ho
 t
 e
 l
 , I c
 a
 m
 e to unde
 r
 s
 t
 an
 d t
 h
 e m
 o
 tto "Uncom
 prom
 ising personalized service" a little m
 o
 re.



Fo
 r a three-da
 y period
 , I watche
 d ever
 y conceivabl
 e situ
 a
 tion where s
 ervice was called for. I alwa
 ys found that service was delivered in a very im
 pressive, ex
 cellent way. But it was alway
 s als
 o ver
 y personalized
 . Fo
 r instance
 , i
 n th
 e swim
 mi
 n
 g a
 r
 e
 a I as
 k
 e
 d t
 h
 e a
 tt
 en
 d
 an
 t w
 he
 r
 e th
 e drink
 in
 g fountai
 nwas
 . H
 ewalke
 d m
 e t
 o it.




Bu
 t th
 e thin
 g tha
 t i
 m
 presse
 d m
 e th
 e ver
 y mos
 t wa
 s t
 o se
 e a
 n e
 m
 p
 l
 oye
 e
 , o
 n hi
 s own
 , a
 d
 m
 i
 t a mi
 s
 t
 a
 k
 e t
 o hi
 s boss
 . W
 e order
 e
 d roo
 m service
 , an
 dwer
 e tol
 d w
 h
 e
 n i
 twoul
 d b
 e delivere
 d t
 o the
 room
 . On the way to our room
 , the room serv
 ic
 e p
 erso
 n sp
 i
 lle
 d th
 e ho
 t chocolat
 e, an
 d i
 t took
 a f
 ew ex
 tra m
 inu
 tes to g
 o bac
 k an
 d c
 hang
 e th
 e l
 i
 ne
 n o
 n th
 e t
 r
 a
 y an
 d repl
 a
 c
 e th
 e drink
 . S
 o the roo
 m servic
 e wa
 s abou
 t fiftee
 n m
 inu
 tes late, wh
 ich w
 as really no
 t th
 at im
 po
 rtan
 t tou
 s.



Nevertheless, the next morning the room serv
 ice m
 anager phoned us to apologiz
 e an
 d invited
 us to have either the buffet breakfast or a room service br
 ea
 kfast, com
 p
 li
 m
 ent
 s o
 f t
 h
 e hotel
 , to
 in so
 m
 e w
 ay co
 m
 pensat
 efo
 r th
 e inconvenien
 ce.




Wha
 t doe
 s i
 t sa
 y abou
 t th
 e cultur
 e o
 f a
 n o
 r
 g
 an
 i
 zatio
 n wh
 e
 n a
 n e
 m
 ploy
 e
 e ad
 m
 its h
 is ow
 n m
 istak
 e, unknow
 n t
 o anyon
 e el
 s
 e
 , to th
 e m
 an
 a
 ge
 r s
 o t
 ha
 t custom
 er or guest is better taken care of!



A
 s I tol
 d th
 e m
 an
 a
 ge
 r o
 f th
 e firs
 t ho
 t
 e
 l I visit
 ed
 , I kno
 w a lo
 t of compan
 i
 e
 s wit
 h i
 m
 p
 r
 essive missio
 n sta
 t
 e
 m
 ents
 . Bu
 t ther
 e i
 s a rea
 l dif
 ference
 , al
 l th
 e diff
 erence in the w
 orld, in the eff
 ectivenes
 s of a m
 i
 ss
 i
 o
 n statemen
 t create
 d b
 y everyon
 e involv
 e
 d i
 n t
 he organ
 i
 zat
 io
 n an
 d one
 writte
 n b
 y a fe
 w to
 p executive
 s behin
 d a m
 ahogan
 y w
 all.




On
 e o
 f t
 h
 e f
 u
 nd
 a
 m
 en
 t
 a
 l p
 rob
 le
 m
 s in o
 r
 g
 a
 n
 i
 za
 tions, includ
 ing f
 a
 m
 ilies, is tha
 t peo
 p
 le are not commit
 t
 e
 d t
 o th
 e de
 t
 e
 rm
 i
 nation
 s o
 f othe
 r p
 e
 opl
 e fo
 r th
 ei
 r lives
 . Th
 e
 y s
 i
 mpl
 y don
 '
 t bu
 y i
 n
 t
 o the
 m
 .



Man
 y t
 i
 me
 s a
 s I wor
 k w
 i
 t
 h organizat
 i
 ons
 , I f
 i
 n
 d peopl
 e whos
 e goal
 s ar
 e totall
 y di
 f
 feren
 t f
 ro
 m t
 h
 e goals of the enterprise. I commonly find reward system
 s com
 pletely out of alignm
 ent wit
 h stated value syste
 m
 s.



W
 h
 e
 n I be
 gi
 n wo
 r
 k w
 i
 th c
 o
 m
 pan
 i
 e
 s t
 ha
 t hav
 e a
 lready developed som
 e ki
 nd of m
 issi
 on statem
 ent, I as
 k th
 e
 m
 , "
 H
 o
 w man
 y o
 f th
 e p
 e
 op
 l
 e her
 e kno
 w tha
 t yo
 u h
 a
 v
 e a m
 i
 ssio
 n stat
 e
 m
 ent? Ho
 w m
 a
 n
 y o
 f yo
 u kno
 w wha
 t i
 t contain
 s? Ho
 w man
 y wer
 e involv
 e
 d i
 n cr
 eatin
 g it
 ? Ho
 w m
 an
 y really buy into it and use it a
 syou
 r f
 ra
 m
 e o
 f re
 f
 e
 renc
 e i
 n m
 a
 kin
 g decisions?"



 


it.






W
 itho
 u
 t involvement
 , ther
 e i
 s n
 o commitment
 . Mar
 k i
 t down
 , asteris
 k it
 , circl
 e it
 , underline



 


N
 o involv
 ement
 , n
 o co
 mm
 it
 m
 ent.



 


Now
 , i
 n th
 e earl
 y stage
 s -
 - whe
 n a perso
 n i
 s ne
 w t
 o a
 n organizatio
 n o
 r w
 he
 n a chil
 d i
 n the f
 a
 mil
 y i
 s youn
 g -
 - yo
 u ca
 n prett
 y wel
 l g
 i
 ve t
 hem a go
 a
 l an
 d t
 h
 ey
 '
 l
 l b
 u
 y it
 , p
 arti
 cu
 larl
 y if t
 he r
 e
 l
 a
 ti
 o
 nsh
 i
 p, orientation, and training are good.



Bu
 t whe
 n peopl
 e becom
 e mor
 e ma
 t
 ur
 e an
 d the
 ir ow
 n liv
 e
 s tak
 e o
 n a separat
 e meaning
 , they
 wan
 t i
 nvo
 l
 v
 e
 men
 t
 , sign
 i
 f
 i
 can
 t inv
 ol
 ve
 m
 ent
 . An
 d i
 f the
 y don
 '
 t ha
 v
 e tha
 t inv
 o
 lv
 e
 m
 ent
 , t
 h
 e
 y do
 n
 '
 t bu
 y it
 . Th
 e
 n yo
 u h
 a
 v
 e a s
 i
 gn
 i
 fican
 t moti
 v
 ationa
 l pr
 ob
 l
 e
 m whic
 h canno
 t be solve
 d a
 t th
 e s
 a
 m
 e lev
 e
 l o
 f thinkin
 g tha
 t create
 dit.




Tha
 t
 '
 s w
 h
 y c
 r
 ea
 ti
 n
 g an o
 r
 g
 an
 i
 za
 ti
 o
 na
 l m
 i
 ss
 i
 o
 n s
 t
 atem
 ent takes tim
 e, patience, involvem
 ent, skill, and em
 pa
 thy
 . A
 ga
 i
 n
 , i
 t
 '
 s no
 t a qu
 ic
 k f
 i
 x
 . I
 t ta
 k
 e
 s tim
 e a
 n
 d si
 n
 cer
 ity
 , c
 o
 rr
 ec
 t p
 r
 in
 ci
 p
 le
 s, an
 d th
 e courag
 e an
 d i
 n
 t
 egr
 it
 y t
 o a
 lig
 n syst
 e
 m
 s
 , structure
 , an
 d m
 a
 nag
 e
 men
 t styl
 e t
 o th
 e sha
 red
 vision and values. But it'
 s based o
 n correct principles and it works.



An organizational m
 ission st
 ate
 m
 en
 t -
 - o
 n
 e tha
 t t
 rul
 y reflect
 s th
 e dee
 p share
 d visio
 n a
 nd value
 s o
 f everyon
 e with
 i
 n tha
 t organ
 i
 zat
 io
 n -
 - crea
 t
 e
 s a grea
 t unit
 y an
 d t
 re
 m
 endou
 s c
 o
 mmi
 t
 men
 t
 .



I
 t cre
 ate
 s i
 n peopl
 e
 '
 s hea
 r
 t
 s an
 d m
 i
 nd
 s a fr
 a
 m
 e o
 f re
 f
 e
 re
 n
 ce
 , a se
 t o
 f criter
 i
 a o
 r g
 ui
 d
 eline
 s
 , b
 y which
 t
 h
 e
 y w
 il
 l gov
 ern the
 m
 selves
 . T
 he
 y do
 n'
 t ne
 ed s
 om
 eon
 e els
 e directing
 , controlling
 , criticizing,
 o
 r t
 ak
 i
 n
 g c
 h
 ea
 p sho
 t
 s. They have bought into th
 e changeles
 s c
 o
 r
 e o
 f w
 ha
 t t
 h
 e o
 r
 g
 a
 n
 i
 za
 ti
 o
 n is
 about.



 


Applica
 tio
 n Suggestions



1.
 Take the tim
 e to r
 ecord the impressions you had in the funeral visualization at the b
 eg
 inn
 in
 g o
 f thi
 schapt
 er
 . Yo
 u m
 a
 y wan
 t t
 o u
 se th
 e char
 tbelo
 w t
 o organiz
 ey
 o
 u
 r thoughts.




2.
 T
 ak
 e a f
 ew m
 o
 m
 en
 ts and w
 rit
 e dow
 n you
 r ro
 le
 s a
 s yo
 u no
 w se
 e the
 m
 . A
 r
 e y
 o
 u satis
 f
 i
 ed
 w
 it
 h that m
 irror im
 age of your life.



3.
 S
 et up ti
 m
 e to com
 pletely sepa
 ra
 te yo
 urself f
 ro
 m dail
 y a
 c
 tivitie
 s an
 d t
 o begi
 n wor
 k on
 you
 r persona
 l m
 i
 ssio
 n stat
 em
 ent.




4.
 G
 o t
 hroug
 h th
 e char
 t i
 n Appendi
 x A show
 in
 g d
 iff
 eren
 t cen
 te
 rs an
 d circle a
 ll thos
 e you
 can ident
 if
 y with. Do they f
 orm a patte
 rn fo
 r th
 e be
 havior in your l
 if
 e
 ? Ar
 e yo
 u comfortable
 with the im
 plications of your analysis.



5.
 S
 t
 a
 r
 t a c
 o
 ll
 ec
 ti
 o
 n o
 f no
 t
 es
 , q
 u
 o
 t
 e
 s
 , a
 n
 d i
 d
 ea
 s you m
 ay wan
 t to use as reso
 urce m
 at
 erial i
 n writing your .personal m
 ission statem
 ent.



6.
 Identi
 f
 y a pr
 oj
 ec
 t yo
 u wil
 l b
 e facin
 g i
 n th
 e nea
 r fut
 ur
 e an
 d appl
 y t
 he prin
 c
 ip
 l
 e
 s o
 f m
 en
 tal creation
 . W
 rite dow
 n th
 e resu
 lts yo
 u d
 es
 i
 re a
 n
 d wh
 a
 t s
 te
 p
 s w
 il
 l lea
 d t
 o t
 ho
 se re
 su
 lt
 s
 .



7.
 Sh
 are th
 e p
 rincip
 les o
 f H
 ab
 it 2 with you
 r f
 a
 mil
 y o
 r wo
 r
 k g
 r
 ou
 p a
 n
 d s
 u
 gges
 t t
 h
 a
 t to
 ge
 t
 h
 er
 yo
 u begi
 nth
 e p
 r
 oces
 so
 f developin
 g a fa
 m
 il
 y o
 rgrou
 p m
 i
 ssio
 nstate
 m
 ent.




Habi
 t 3
 : Pu
 tFirs
 t Thing
 s Firs
 tT
 M -
 - Principle
 s o
 f Persona
 lManagemen



 


Things which m
 atter m
 o
 st m
 u
 st never be a
 t t
 h
 e m
 e
 r
 c
 y o
 f t
 h
 i
 ngs which m
 atter least


 



-- G
 o
 eth



* *


W
 il
 l y
 ou tak
 e jus
 t a momen
 t an
 d writ
 e dow
 n a shor
 t answe
 r t
 o th
 e f
 oll
 owin
 g tw
 o questions? You
 r answers wi
 ll be im
 portant to you as you begin work on Habit 3.



Questio
 n 1
 : Wha
 t on
 e thin
 g coul
 d yo
 u d
 o (yo
 u a
 r
 en
 '
 t do
 i
 n
 g now
 ) tha
 t i
 f yo
 u di
 d o
 n a regular bas
 i
 s
 , would m
 ake a trem
 endous positive differen
 ce in your personal life?



Question 2: What one thing in your business o
 r p
 r
 o
 f
 ess
 i
 o
 n
 a
 l li
 f
 e w
 o
 u
 l
 d b
 ri
 n
 g s
 i
 m
 il
 a
 r re
 su
 lt
 s
 ? W
 e'
 ll com
 e back to these answ
 ers later. Bu
 t f
 i
 rst
 ,let
 '
 s pu
 t Habi
 t 3 i
 n per
 spective



 


Habi
 t 3 i
 s th
 epersona
 l f
 r
 uit
 ,th
 e practica
 l f
 ul
 f
 ill
 m
 en
 t o
 f Habit
 s 1 an
 d 2.



 


Habit 1 says, "You'
 re the cr
 eator. Yo
 u are in ch
 arg
 e.
 " It
 '
 s based o
 n the four unique hum
 an e
 n
 d
 ow
 m
 en
 t
 s o
 f im
 ag
 in
 a
 ti
 on
 , consc
 i
 ence
 , i
 n
 d
 e
 pen
 dent will, and p
 articula
 rly, self
 -aw
 arene
 ss. It em
 p
 o
 w
 ers yo
 u to say
 , "Tha
 t'
 s an unhealth
 y progra
 m I'v
 e bee
 n giv
 en f
 r
 o
 m my
 ch
 ildhood
 , f
 ro
 m m
 y so
 cial m
 i
 rror
 . I don
 '
 t lik
 etha
 t ine
 ff
 ecti
 v
 escript
 . I ca
 nchange."




H
 abi
 t 2 i
 s th
 e f
 i
 rs
 t o
 r m
 e
 nta
 l creation
 . It
 '
 s b
 ase
 d o
 n i
 m
 aginati
 o
 n -
 - t
 h
 e abilit
 y t
 o env
 ision
 , to
 se
 e t
 h
 e potential, to create wit
 h ou
 r m
 ind
 s wha
 t w
 e cann
 o
 t a
 t presen
 t se
 e withou
 t e
 y
 es
 ; and
 co
 nscience -- the abilit
 y t
 o detec
 t ou
 r ow
 n un
 i
 quenes
 s an
 d th
 e personal
 , moral
 , an
 d ethical guideline
 s withi
 n whic
 h w
 e ca
 n mos
 t happil
 y f
 ul
 f
 il
 l it
 . It
 '
 s th
 e dee
 p contac
 t w
 it
 h ou
 r basic
 pa
 r
 ad
 i
 g
 m
 s an
 d values and the visi
 on of what we can becom
 e.



Habi
 t 3
 , th
 e
 n
 , i
 s th
 e s
 e
 con
 d creatio
 n -
 - th
 e physica
 l creat
 i
 on
 . I
 t
 '
 s t
 h
 e fu
 l
 f
 il
 l
 ment
 , the ac
 t
 ua
 li
 za
 ti
 o
 n
 , the natural em
 ergence of Habits 1 a
 nd 2. It'
 s t
 h
 e exe
 r
 c
 i
 s
 e o
 f i
 n
 d
 epe
 n
 dent will tow
 ard becom
 ing principle-centered
 . It
 '
 s th
 e day-in
 ,day-out
 , m
 o
 m
 ent-by—
 m
 o
 m
 en
 tdoin
 g it
 .



Ha
 bit
 s 1 an
 d 2 ar
 e abs
 o
 lutel
 y essentia
 l a
 n
 d prerequisit
 e t
 o Habi
 t 3
 . Yo
 u c
 an
 '
 t
 b
 eco
 m
 e principle-center
 e
 d withou
 t fi
 r
 s
 t bein
 g aw
 ar
 e o
 f an
 d d
 e
 velopin
 g y
 o
 u
 r ow
 n p
 r
 o
 a
 ctiv
 e n
 ature. Yo
 u can'
 t becom
 e principle-cente
 r
 e
 d withou
 t firs
 t bein
 g awar
 e o
 f you
 r paradigm
 s and underst
 a
 n
 din
 g ho
 w t
 o shif
 t th
 e
 m a
 n
 d al
 i
 g
 n th
 e
 m wi
 t
 h p
 r
 in
 ci
 p
 les. Y
 ou can'
 t become
 principle-ce
 n
 t
 e
 r
 e
 d w
 it
 h
 ou
 t a v
 i
 s
 i
 o
 n o
 f an
 d a focus on the unique co
 ntribution that is yours to m
 ake.



Bu
 t wit
 h tha
 t foundation
 , yo
 u ca
 n becom
 e pr
 i
 ncipl
 e-cent
 e
 r
 e
 d
 , day-i
 n and
 day
 -
 ou
 t
 , m
 o
 m
 ent-b
 y-m
 o
 m
 ent, by living Habit 3 -- by p
 r
 ac
 ti
 c
 i
 n
 g e
 ff
 ec
 ti
 v
 e se
 l
 f
 -
 m
 anage
 m
 en
 t
 .



Manag
 e
 ment
 , r
 e
 m
 e
 mber
 , i
 s c
 l
 earl
 y d
 i
 ffe
 r
 en
 t fro
 m leade
 rship
 . Leadershi
 p is pri
 m
 aril
 y a high-po
 w
 ered
 , right
 -b
 rai
 n activity
 . It
 '
 s m
 o
 r
 e o
 f a
 n a
 r
 t
 ; it'
 s b
 ase
 d o
 n a ph
 il
 o
 s
 ophy.
 Y
 o
 u h
 ave to ask the ultim
 ate questions of life whe
 n you
 '
 r
 e dealin
 g wit
 h personal leadership issues.



Bu
 t onc
 e yo
 u hav
 e deal
 t wit
 h thos
 e issues
 , onc
 e yo
 u have resolved them
 , yo
 u the
 n hav
 e to
 m
 anage yoursel
 f e
 f
 fectivel
 y t
 o creat
 e a lif
 e cong
 r
 u
 e
 n
 t wit
 h you
 r answers
 . Th
 e abilit
 y t
 o m
 an
 a
 ge we
 l
 l d
 o
 es
 n
 '
 t m
 ak
 e m
 uc
 h differenc
 e i
 f you
 '
 r
 e no
 t eve
 n in the "ri
 ght j
 ungl
 e." But i
 f you ar
 e i
 n th
 e r
 igh
 t ju
 n
 gle
 , i
 t m
 ake
 s al
 l th
 e di
 f
 ference
 . I
 n f
 act
 , th
 e abilit
 y t
 o m
 an
 a
 g
 e we
 l
 l d
 e
 t
 e
 r
 mine
 s the quality and even the existen
 ce of the second creation. Manage
 m
 en
 t i
 s t
 h
 e b
 reakin
 g do
 w
 n, th
 e analy
 sis, the s
 equ
 en
 cing
 , the s
 p
 ec
 if
 i
 c a
 p
 plication
 , th
 e ti
 m
 e
 -boun
 d le
 f
 t-brai
 n aspec
 t o
 f e
 f
 fective
 self-government
 . M
 y ow
 n m
 a
 x
 i
 m o
 f personal eff
 ectivenes
 s is this: Ma
 nage f
 rom th
 e le
 f
 t; lea
 d from the right.


 


Th
 e Po
 w
 e
 r o
 fIndependen
 t Will



 


I
 n additio
 n t
 o self-awareness
 , imagination
 , an
 d con
 scien
 ce, it is th
 e fo
 u
 rth h
 u
 m
 an endo
 wm
 en
 t -- i
 ndepend
 e
 n
 t w
 il
 l -
 - tha
 t reall
 y m
 a
 k
 e
 s ef
 fectiv
 e sel
 f
 -m
 anag
 em
 en
 t poss
 ible
 . I
 t is
 th
 e abilit
 y t
 o m
 ak
 e decis
 i
 on
 s an
 d cho
 i
 ce
 s an
 d t
 o ac
 t i
 n accordanc
 e wit
 h t
 h
 e
 m
 . It is the a
 bili
 ty to act rather than to be acted upon, t
 o proactivel
 y carr
 y ou
 t th
 e pr
 ogram we have developed through the other three endowm
 ents.



Th
 e h
 u
 m
 a
 n w
 il
 l i
 s a
 n amazi
 n
 g t
 h
 i
 ng
 . T
 i
 m
 e a
 f
 t
 er t
 im
 e, it h
 as triumph
 ed ag
 ains
 t unb
 el
 iev
 able
 odds. The Helen Kellers of this w
 orld give dram
 ati
 c evide
 nc
 e t
 o t
 h
 e va
 l
 ue
 , t
 h
 e p
 owe
 r o
 f t
 h
 e
 i
 n
 d
 epend
 e
 n
 t w
 ill
 . Bu
 t as w
 e ex
 am
 in
 e th
 is endowm
 en
 t in the cont
 ext o
 f eff
 ec
 t
 iv
 e self-m
 an
 agem
 ent, we realize it'
 s usually not the dram
 atic, the visib
 le, the once-in-a-lifeti
 m
 e, up-by-the-boo
 t
 straps effort th
 at brings enduring success. E
 m
 powerm
 e
 n
 t co
 m
 es fro
 m the
 le
 arning how to use t
 h
 is great endowm
 ent in the
 decisions we m
 ake e
 v
 ery day.


 


Th
 e d
 e
 g
 r
 e
 e t
 o wh
 i
 ch w
 e hav
 e dev
 e
 l
 ope
 d ou
 r indep
 endent will in our everyday lives is m
 easured by ou
 r persona
 l integrity
 . I
 n
 tegrit
 y is
 , fund
 a
 men
 t
 ally
 , t
 he value w
 e pl
 ace on ourselves. It'
 s our abil
 it
 y to m
 ake and keep comm
 it
 m
 ents t
 o ou
 rselv
 e
 s, to "w
 al
 k ou
 rtalk.
 " I
 t
 '
 shono
 r wi
 t
 h self
 , a funda
 m
 enta
 l par
 t o
 f th
 echaracte
 r ethic
 , th
 eessenc
 e o
 f proactiv
 e growth.




Effectiv
 e manage
 m
 en
 t i
 s puttin
 g firs
 t thing
 s firs
 t
 . W
 h
 il
 e le
 ad
 ershi
 p d
 ecide
 s wha
 t "
 f
 irst t
 h
 i
 ngs
 " a
 r
 e
 , it is managem
 ent that puts them first, day-by-d
 ay, m
 o
 ment-b
 y-m
 o
 m
 ent. Managem
 ent is discipline, ca
 rr
 y
 i
 n
 g i
 t ou
 t
 .


 


Disciplin
 e derive
 s fro
 m discipl
 e -
 - discipl
 e t
 o a p
 hilo
 sophy, disciple t
 o a se
 t o
 f principles,
 disciple to a set of val
 ue
 s, discipl
 e to an overridin
 g purpose
 , t
 o a s
 upe
 r
 o
 r
 d
 i
 na
 t
 e goa
 l o
 r a pe
 rson
 wh
 o represent
 s tha
 t goal.




In o
 th
 er wo
 rd
 s, if yo
 u are an eff
 ectiv
 e m
 an
 ag
 er o
 f you
 r sel
 f
 , you
 r disciplin
 e com
 e
 s f
 r
 om w
 ithin; it is a f
 unctio
 n o
 f you
 r i
 nd
 ependen
 t w
 ill
 . Y
 o
 u a
 re a di
 scipl
 e, a fo
 llow
 er, o
 f you
 r own d
 eep v
 alu
 e
 s an
 d th
 ei
 r source
 . An
 d yo
 u ha
 v
 e th
 e will
 , th
 e integrity
 , t
 o s
 ubordinat
 e yo
 u
 r feelings,
 you
 r i
 m
 pulses
 , you
 r m
 ood
 s to tho
 se v
 alu
 es.



O
 ne of m
 y favorit
 e e
 ssa
 ys is "T
 he C
 o
 mm
 on D
 eno
 m
 i
 n
 ato
 r o
 f Success,
 " writt
 e
 n b
 y E
 . M
 . Gray. H
 e s
 p
 e
 n
 t h
 i
 s l
 if
 e s
 earc
 h
 i
 n
 g f
 o
 r t
 h
 e on
 e den
 o
 m
 inat
 o
 r t
 h
 a
 t al
 l su
 ccessfu
 l peop
 l
 e share
 . H
 e found
 i
 t was
 n
 '
 t hard work, good luck, or as
 tute hum
 an relations, th
 ough those were all im
 portan
 t
 . Th
 e on
 e fact
 o
 r th
 at s
 eem
 ed to trans
 cen
 d a
 ll th
 e res
 t embod
 ies th
 e essenc
 e o
 f Hab
 i
 t 3
 : P
 u
 tti
 n
 g F
 i
 rst Thing
 s First.




"Th
 e successfu
 l perso
 n ha
 s th
 e habi
 t o
 f doin
 g th
 e thing
 s fai
 l
 u
 r
 e
 s don
 '
 t lik
 e t
 o do
 ," h
 e observed.



 


"
 The
 y do
 n
 '
 t li
 k
 e do
 i
 n
 g t
 h
 e
 m e
 it
 he
 r necessa
 ril
 y
 . Bu
 t t
 h
 ei
 r dislikin
 g i
 s subordinate
 d t
 o the
 strength of their purpose."



That subordination requires a purpose, a m
 i
 ssi
 on, a Habit 2 clear sense of direction and
 value, a burnin
 g "Yes!
 " insid
 e tha
 t make
 s i
 t poss
 i
 bl
 e t
 o sa
 y "n
 o
 " t
 o othe
 r things
 . I
 t al
 so requi
 res independent will, the po
 wer to do som
 ething when yo
 u don
 '
 t wan
 t t
 o d
 o it
 , t
 o b
 e a f
 un
 cti
 o
 n of
 yo
 u
 r value
 s rath
 er tha
 n a functio
 n o
 f th
 e i
 m
 pul
 s
 e o
 r desir
 e o
 f an
 y giv
 en mo
 m
 e
 nt
 . I
 t
 '
 s t
 h
 e pow
 e
 r t
 o ac
 t wit
 h integrit
 y t
 o you
 r proactiv
 e firs
 t creation.



 






Four Generations of Time Management



In Habit 3 we are dealing with m
 a
 ny of the questions addresse
 d i
 n th
 e fiel
 d o
 f lif
 e and
 tim
 e manag
 e
 ment
 . A
 s a longt
 i
 m
 e s
 t
 uden
 t o
 f t
 h
 i
 s f
 asci
 n
 a
 ti
 n
 g f
 iel
 d, I a
 m pers
 on
 all
 y p
 ers
 u
 a
 d
 e
 d t
 ha
 t t
 h
 e essence o
 f th
 e bes
 t thinki
 ng i
 n th
 e are
 a o
 f ti
 m
 e m
 a
 na
 g
 em
 e
 n
 t ca
 n b
 e c
 apt
 u
 re
 d i
 n a s
 i
 ng
 l
 e ph
 r
 a
 s
 e
 : Organize and execu
 te around p
 riorities. That phrase represents the ev
 olutio
 n of thre
 e generation
 s o
 f ti
 m
 em
 an
 a
 g
 e
 m
 en
 t theory
 , a
 nd ho
 w t
 o bes
 t d
 o i
 t i
 s th
 e f
 ocu
 s o
 f a wid
 e v
 ariety of approaches and m
 aterials.



Persona
 l m
 a
 nag
 e
 men
 t ha
 s e
 v
 olve
 d i
 n a patter
 n sim
 ilar to m
 an
 y o
 th
 e
 r are
 as o
 f h
 u
 m
 an endeavor
 . M
 a
 j
 o
 r deve
 l
 o
 p
 m
 en
 t
 a
 l t
 h
 r
 u
 s
 t
 s
 , o
 r "w
 ave
 s
 " a
 s A
 l
 v
 i
 n T
 o
 ffler calls th
 em
 , follow each other in succe
 ss
 io
 n, eac
 h add
 i
 n
 g a vita
 l ne
 w d
 i
 mens
 i
 on
 . Fo
 r e
 xample
 , i
 n s
 ocial dev
 elo
 p
 m
 ent, the agricu
 ltur
 al revolut
 ion wa
 s follow
 e
 d b
 y th
 e i
 n
 dustria
 l revolution
 , whi
 c
 h wa
 s followe
 d b
 y t
 h
 e info
 r
 m
 at
 i
 on
 a
 l revolution
 . E
 ach su
 cce
 ed
 in
 g w
 av
 e creat
 ed a surge of soc
 i
 a
 l an
 d pe
 r
 s
 o
 na
 l p
 r
 og
 r
 ess
 .



Likewise
 , i
 n th
 e are
 a o
 f t
 i
 m
 e managemen
 t
 , eac
 h generatio
 n bu
 ild
 s o
 n th
 e on
 e befor
 e i
 t -
 - each on
 e m
 oves us tow
 ard g
 reate
 r con
 tr
 ol of our li
 ves. T
 he fi
 r
 s
 t w
 a
 v
 e o
 r generatio
 n coul
 d be
 characterize
 d b
 y no
 tes an
 d ch
 eck
 li
 sts, an eff
 o
 r
 t to give som
 e se
 mblanc
 e o
 f recogniti
 on and
 in
 clu
 siv
 en
 ess to th
 e m
 an
 y de
 m
 and
 s place
 do
 n ou
 r ti
 m
 e an
 denergy.




The second generation could be characterized by calendars and appointm
 ent books
 . Thi
 s wave reflects an attem
 p
 t to look ahead, to sch
 edule events and activities in the future.



The third generation ref
 lects the curren
 t tim
 e
 -
 m
 anage
 m
 ent field. It adds to those precedin
 g genera
 ti
 on
 s t
 h
 e i
 m
 por
 t
 a
 n
 t id
 e
 a o
 f pr
 i
 or
 it
 i
 za
 t
 i
 on
 , o
 f clarify
 in
 g valu
 es, an
 d o
 f co
 m
 p
 arin
 g th
 e rela
 tiv
 e wo
 rt
 h o
 f a
 cti
 v
 itie
 sbase
 d o
 n t
 h
 ei
 r r
 elati
 on
 s
 h
 ip t
 o th
 os
 e va
 l
 u
 e
 s
 . I
 n a
 dd
 i
 tion
 , itfocus
 es o
 n setting goals -- specific long-, interm
 ediate-, and short-term targ
 ets toward which tim
 e and
 energy would be directed in harm
 ony w
 ith valu
 e
 s. It also include
 s th
 e concep
 t o
 f dai
 l
 y plann
 ing,




o
 f makin
 g a specifi
 c pla
 n t
 o accomplis
 h tho
 s
 e goa
 ls an
 d activ
 itie
 s determine
 d t
 o b
 e o
 f g
 r
 e
 a
 t
 e
 s
 t worth.



 


Whil
 e th
 e thir
 d g
 eneratio
 n ha
 s m
 ad
 e a signific
 a
 n
 t contributi
 on
 , peopl
 e h
 a
 v
 e begu
 n t
 o reali
 ze t
 ha
 t "efficient" scheduling and control of tim
 e are often coun
 terprodu
 ctiv
 e. The efficiency focus cr
 eates expe
 ctat
 ions tha
 t clash w
 ith t
 he opportun
 i
 ti
 es t
 o deve
 l
 op ric
 h rel
 ationships
 , t
 o me
 e
 t h
 um
 a
 n needs
 , an
 d t
 o enjo
 yspontaneou
 s m
 o
 m
 ent
 s o
 n a dail
 y b
 asis.




A
 s a re
 s
 ult
 , man
 y p
 e
 opl
 e ha
 ve becom
 e turne
 d of
 f b
 y t
 i
 m
 e manag
 e
 men
 t p
 r
 ogr
 a
 m
 s an
 d p
 l
 anners tha
 t mak
 e th
 e
 m fee
 l to
 o schedul
 e
 d
 , t
 o
 o r
 e
 stricte
 d
 , an
 d th
 ey "t
 hr
 o
 w th
 e bab
 y ou
 t wit
 h th
 e bath
 water,
 " r
 e
 v
 e
 rtin
 g t
 o firs
 t
 - o
 r second
 -
 generatio
 n t
 echnique
 s t
 o p
 rese
 rv
 e rel
 at
 ion
 sh
 ips
 , to m
 eet hu
 m
 an n
 eed
 s, an
 d t
 o enjo
 yspontaneou
 s m
 o
 m
 ent
 s o
 n a dail
 y b
 asis.




Bu
 t t
 h
 er
 e i
 s a
 n e
 mer
 g
 i
 n
 g f
 o
 u
 rt
 h g
 e
 n
 erati
 o
 n t
 h
 a
 t is different in kind. It recognizes that "tim
 e m
 a
 nage
 m
 e
 nt
 " i
 s reall
 y a m
 isnome
 r -
 - th
 e c
 h
 alleng
 e i
 s no
 t t
 o m
 a
 nag
 e t
 i
 m
 e
 , bu
 t to m
 an
 a
 ge
 ourselve
 s
 . Satisfactio
 n i
 s a functio
 n o
 f expec
 t
 atio
 n a
 s wel
 l a
 s r
 ealization
 . An
 d expec
 t
 atio
 n (and sa
 ti
 s
 f
 ac
 ti
 on
 ) li
 e i
 n our Circle of Influence.



Rathe
 r tha
 n focusin
 g o
 n thing
 s an
 d ti
 m
 e, four
 th-generatio
 n expectation
 s focu
 s o
 n pre
 s
 e
 r
 ving an
 d enhanc
 i
 n
 g relation
 s
 hip
 s an
 d a
 c
 complishin
 g result
 s -- i
 n short, on m
 aintainin
 g the P
 /P
 C Balance.


 


Quadran
 t II



 


The essen
 tial focus of th
 e f
 ourt
 h generati
 o
 n o
 f m
 anage
 m
 en
 t ca
 n b
 e capture
 d i
 n t
 h
 e Tim
 e Managem
 ent Matrix diagrammed on the next page
 . B
 asically
 , w
 e spen
 d ti
 m
 e i
 n on
 e o
 f four
 ways.



As you see, the two factors that define an activ
 ity are urgent and im
 portant. Urgent m
 ean
 s it requires immediate attention. It's "Now!
 " Urgen
 t t
 h
 ing
 s ac
 t o
 n us
 . A ringin
 g phon
 e i
 s urgent.
 Most peop
 l
 e ca
 n
 '
 t s
 t
 a
 n
 d t
 h
 e th
 ou
 g
 h
 t o
 f j
 us
 t a
 l
 l
 ow
 i
 n
 g t
 h
 e phone to ring. You coul
 d spend hours



prepar
 ing materials
 , yo
 u coul
 d ge
 t a
 l
 l dre
 sse
 d u
 p an
 d tr
 a
 ve
 l t
 o a person
 '
 s o
 ff
 ice to discuss a p
 arti
 cu
 la
 r is
 su
 e, bu
 t if th
 e phon
 e wer
 e t
 o rin
 g whil
 e yo
 u wer
 e there
 , i
 t woul
 d generall
 y take precedenc
 e ove
 r you
 r persona
 l visit.




If you were to phone so
 m
 eone, there aren'
 t m
 an
 y p
 eop
 l
 e w
 h
 o w
 o
 u
 l
 d sa
 y
 , "
 I
 '
 l
 l ge
 t t
 o y
 o
 u i
 n 1
 5 minut
 e
 s
 ; jus
 t hold.
 " Bu
 t t
 hos
 e s
 a
 m
 e pe
 op
 l
 e woul
 d p
 r
 ob
 a
 b
 l
 y le
 t you wai
 t i
 n a
 n of
 f
 ic
 e for
 a
 t leas
 t tha
 t lon
 g wh
 il
 e the
 y co
 m
 p
 lete
 d a telephon
 e c
 onv
 ersatio
 n w
 ith som
 eon
 e else.



U
 rgent m
 atters are usually vis
 ib
 le. Th
 e
 y pres
 s o
 n us
 ; t
 he
 y i
 ns
 i
 s
 t o
 n act
 ion
 . They
 '
 r
 e often
 popular with others. They'
 re usually right in f
 r
 on
 t o
 f us
 . A
 n
 d o
 f
 t
 e
 n t
 he
 y a
 r
 e pleasant
 , easy
 , fun
 to do. But so o
 f
 te
 n t
 h
 e
 y ar
 e un
 i
 m
 po
 rta
 n
 t
 !



Im
 portance, on the other hand, has to do with resu
 lt
 s
 . I
 f s
 o
 m
 e
 t
 h
 in
 g i
 s im
 po
 r
 t
 an
 t
 , i
 t con
 tri
 bu
 t
 e
 s t
 o your m
 issi
 on, your values, your high priority goals.



W
 e react to urgent m
 atters. Important matters that are not urge
 nt require m
 or
 e initiative, mo
 reproact
 i
 vity
 . W
 e mus
 t ac
 t t
 o se
 i
 ze opportun
 i
 ty
 , t
 o mak
 e t
 hing
 s h
 app
 e
 n
 . I
 f w
 e don
 '
 t practice Habi
 t 2
 , i
 f w
 e don'
 t hav
 e a clea
 r ide
 a o
 f wha
 t i
 s im
 por
 t
 an
 t
 , of the results we desire i
 n our lives
 , w
 e are easily diverte
 d int
 orespondin
 g t
 o th
 eurgent.




Loo
 k fo
 r a mom
 e
 n
 t a
 t t
 h
 e fou
 r qu
 a
 drant
 s i
 n t
 h
 e T
 im
 e M
 an
 ag
 emen
 t Ma
 tr
 ix
 . Qu
 ad
 ra
 n
 t I i
 s bo
 t
 h urgent and im
 portant. It deals with signifi
 cant re
 sults that require immediate attention. W
 e usually call the ac
 tiv
 itie
 s in Quad
 rant I "c
 rises
 " or "p
 roble
 m
 s." W
 e all have som
 e Quadrant I activities in our lives. Bu
 t Quadrant I consum
 es m
 any people. They are crisis m
 anagers, problem
 -m
 inded people, the deadline-driven producers.



A
 s lon
 g as yo
 u f
 oc
 us o
 n Q
 uad
 ran
 t I
 , i
 t keep
 s g
 ett
 i
 n
 g bigge
 r an
 d bigge
 r unt
 i
 l i
 t do
 m
 inat
 e
 s you.
 It'
 s like the pounding surf. A huge problem c
 om
 es a
 n
 d kn
 o
 ck
 s y
 o
 u d
 ow
 n an
 d y
 ou
 '
 r
 e w
 i
 pe
 d ou
 t
 . Y
 o
 u struggle back up on
 ly to face ano
 t
 he
 r on
 e t
 h
 a
 t knock
 s y
 ou dow
 n an
 d s
 la
 m
 s yo
 u t
 o t
 h
 e gr
 ound.




Som
 e people are literally beaten up by the problem
 s all day every day. Th
 e only relief they have is i
 n e
 s
 capin
 g t
 o th
 e no
 t i
 m
 portant
 , n
 ot urg
 e
 n
 t activitie
 s o
 f Quadran
 t IV
 . S
 o whe
 n yo
 u look
 a
 t thei
 r tota
 l matrix
 , 9
 0 percen
 t o
 f thei
 r ti
 m
 e i
 s i
 n Qu
 a
 dran
 t I a
 n
 d m
 os
 t o
 f t
 h
 e r
 e
 m
 a
 i
 nin
 g 1
 0 perc
 e
 n
 t i
 s i
 n Quadran
 t I
 V wit
 h o
 n
 l
 y neg
 li
 g
 i
 b
 l
 e a
 tt
 en
 ti
 o
 n p
 a
 i
 d t
 o Quadrant
 s I
 I an
 d III
 . That
 '
 s ho
 w people
 who m
 anage their lives by crisis live.


 


Ther
 e ar
 e o
 t
 he
 r peopl
 e wh
 o spen
 d a grea
 t dea
 l o
 f ti
 m
 e i
 n "urgent
 , bu
 t n
 o
 t importan
 t" Quadrant




III
 , thinkin
 g they
 '
 r
 e i
 n Quadran
 t I
 . The
 y spe
 n
 d mos
 t o
 f the
 ir ti
 m
 e reactin
 g t
 o thing
 s tha
 t are
 urgent
 , assumin
 g the
 y ar
 e al
 so important
 . Bu
 t t
 h
 e realit
 y i
 s th
 at th
 e u
 rg
 e
 n
 cy o
 f th
 ese m
 atter
 s i
 s of
 ten based on th
 eprioritie
 s an
 d expectation
 s o
 f others.




People who spend time alm
 o
 st exclusive
 ly in Quad
 rants III and IV basically lead irresponsibl
 e lives
 . E
 ff
 e
 c
 ti
 v
 e pe
 o
 p
 l
 e s
 t
 a
 y ou
 t o
 f Q
 u
 a
 d
 r
 an
 t
 s I
 I
 I a
 n
 d I
 V because
 , u
 r
 gen
 t o
 r no
 t
 , t
 h
 ey
 ar
 en
 '
 t i
 m
 portan
 t.



The
 y als
 oshrin
 k Quadran
 t I dow
 n t
 osiz
 e b
 y spendin
 g m
 or
 e ti
 m
 e i
 n Quadran
 tII.



 


Qu
 a
 dran
 t I
 I i
 s th
 e hear
 t o
 f e
 f
 fectiv
 e persona
 l m
 a
 n
 a
 g
 e
 ment
 . I
 t deal
 s wi
 t
 h thing
 s tha
 t ar
 e not urgent
 , bu
 t ar
 e i
 m
 port
 a
 nt
 . I
 t de
 a
 l
 s wit
 h th
 i
 ng
 s lik
 e buildin
 g rel
 a
 tionship
 s
 , writin
 g a persona
 l missio
 n st
 a
 t
 e
 m
 en
 t
 , long-rang
 e p
 l
 a
 nning
 , exe
 r
 cising
 , preventiv
 e ma
 i
 ntenanc
 e
 , preparatio
 n -
 - al
 l thos
 ething
 s w
 e kn
 o
 w w
 e n
 eed t
 o do
 , bu
 t som
 e
 h
 o
 w seld
 o
 m g
 et aroun
 d t
 o doing,
 becaus
 e the
 yaren
 '
 t urgent.




To paraphrase Peter Drucker, effective people are not problem
 -
 m
 inded; they'
 re opportunity-m
 inded. They feed opportunities and starve problem
 s. They think prevent
 ively. They ha
 ve genui
 n
 e Quadran
 t I crise
 s an
 d e
 m
 ergencie
 s tha
 t requir
 e their
 immediate attention, but the number is com
 p
 ar
 ativel
 y small
 . The
 y kee
 p P an
 d P
 C i
 n balance
 by f
 ocusing on the im
 port
 ant, but n
 ot the urgen
 t
 , high-lever
 ag
 e capacity-buildin
 g activitie
 s of
 Quadran
 tII.




W
 ith the Tim
 e Ma
 nage
 m
 ent Matrix in m
 ind
 , tak
 e a m
 o
 m
 e
 n
 t no
 w an
 d c
 o
 nside
 r ho
 w you
 an
 sw
 ered th
 e question
 s a
 t th
 e b
 eginn
 in
 g o
 f t
 h
 i
 s c
 h
 a
 pter
 . W
 h
 a
 t quadran
 t d
 o the
 y fi
 t in
 ? Are
 they im
 portant? Are they urgent?



M
 y gues
 s is t
 ha
 t t
 he
 y p
 robab
 l
 y f
 i
 t i
 n
 t
 o Q
 u
 adr
 ant II. They are obviousl
 y i
 m
 por
 ta
 nt
 , d
 eep
 ly i
 m
 portant
 ,bu
 t no
 t urgent
 . An
 d becaus
 e the
 y aren
 '
 t urgent
 , yo
 u d
 on
 '
 t d
 o th
 em
 .



Now look again at the nature of those quest
 ions: W
 h
 a
 t o
 n
 e t
 h
 in
 g co
 u
 l
 d yo
 u do in your personal and professional life th
 at
 , i
 f yo
 u di
 d o
 n a r
 egular basi
 s, would m
 ake a trem
 endous positiv
 e diff
 erence in you
 r life
 ? Qu
 a
 dran
 t I
 I activitie
 s hav
 e tha
 t k
 i
 n
 d o
 f i
 m
 p
 a
 ct. Ou
 r effe
 ctiveness takes the quantum l
 eaps when we do them
 .



I aske
 d a s
 i
 m
 il
 a
 r qu
 e
 s
 ti
 o
 n t
 o a g
 r
 o
 u
 p o
 f s
 ho
 p
 p
 i
 n
 g ce
 n
 t
 e
 r m
 a
 n
 age
 r
 s. "I
 f yo
 u wer
 e t
 o d
 o one
 thing in you
 r pro
 f
 essiona
 l wo
 r
 k tha
 t y
 ou kno
 w w
 oul
 d hav
 e enor
 m
 ou
 s
 l
 y positiv
 e ef
 f
 ect
 s o
 n the
 results
 , wh
 a
 t w
 ould it be?" T
 h
 eir unan
 im
 o
 us respons
 e wa
 s t
 o buil
 d helpfu
 l personal relationsh
 ip
 s wit
 h th
 e t
 e
 nant
 s, th
 e owner
 s o
 f th
 e store
 s insid
 e th
 e shopp
 i
 n
 g center
 , whic
 h i
 s a Quadran
 t I
 Iactivity.




W
 e di
 d a
 n analys
 is o
 f th
 e t
 i
 m
 e t
 h
 e
 y we
 r
 e spe
 n
 din
 g o
 n tha
 t activity
 . I
 t wa
 s les
 s t
 ha
 n 5 percent. They had good reasons -- probl
 em
 s, one right afte
 r a
 n
 o
 t
 he
 r
 . Th
 e
 y ha
 d r
 epo
 r
 t
 s t
 o m
 ake
 out
 , meeting
 s t
 o g
 o to
 , correspondenc
 e t
 o an
 sw
 e
 r
 , phon
 e call
 s to m
 ake, c
 onstan
 t int
 erruptions
 . Quadrant I had consum
 ed them
 .



They were spending ver
 y little tim
 e with the st
 or
 e m
 anagers, and the tim
 e t
 he
 y d
 i
 d s
 p
 e
 n
 d was f
 ille
 d w
 it
 h negativ
 e ene
 rgy
 . Th
 e o
 nl
 y reaso
 n th
 e
 y visite
 d th
 e stor
 e m
 an
 a
 ger
 s a
 t al
 l wa
 s to
 enforc
 e th
 e contrac
 t -
 - t
 o collec
 t th
 e mone
 y o
 r d
 isc
 uss advertising or other practice
 s that were out o
 f h
 arm
 on
 y w
 ith cent
 e
 r guidelines
 , o
 r so
 m
 e si
 m
 ila
 r thing.




The store owners were struggling for surv
 iv
 al
 , le
 t alon
 e p
 r
 ospe
 r
 ity
 . Th
 ey h
 ad em
 ploym
 ent problem
 s, cost problem
 s, inventory problem
 s, and a host of other problem
 s. Most o
 f the
 m h
 ad n
 o trainin
 g i
 n manag
 emen
 t at all
 . So
 m
 e wer
 e fairl
 y goo
 d merchandisers,
 bu
 t the
 y ne
 ed
 e
 d help
 . Th
 e tenant
 s didn
 '
 t e
 v
 e
 n wan
 t to se
 e th
 e shoppin
 g ce
 nte
 r owners
 ; t
 he
 y were just one m
 o
 re problem to con
 t
 en
 d w
 it
 h
 .



S
 o th
 e owner
 s decide
 d t
 o b
 e pro
 active. They determ
 ined th
 eir purpose, their values, their p
 rio
 r
 iti
 es. I
 n harm
 on
 y wit
 h th
 o
 se prioriti
 es, the
 y d
 ecide
 d t
 o spen
 d abou
 t one-thi
 rd o
 f their
 t
 im
 e i
 n he
 lpin
 g relationsh
 ip
 s wit
 h th
 e tenants.



 


I
 n workin
 g wit
 h tha
 t organizatio
 n fo
 r abou
 t a ye
 ar and a half, I saw them c
 lim
 b to around 20 percent, which represented m
 ore than a fourfold increase
 . I
 n addition
 , the
 y change
 d thei
 r role.
 They became li
 s
 t
 eners
 , t
 ra
 i
 ners
 , c
 o
 n
 s
 u
 lt
 an
 t
 s t
 o th
 e t
 enan
 t
 s
 . T
 h
 eir in
 terc
 hanges were filled with positive energy.



Th
 e effec
 t wa
 s dramatic
 , profound
 . B
 y focusin
 g o
 n r
 e
 l
 a
 ti
 on
 sh
 i
 p
 s a
 n
 d r
 esu
 lt
 s r
 a
 t
 he
 r t
 ha
 n tim
 e a
 n
 d m
 e
 thod
 s, the nu
 mbers wen
 t up, the ten
 ants were thr
 illed with the result
 s c
 reate
 d b
 y n
 ew id
 eas a
 n
 d skills
 , an
 d th
 e sh
 o
 ppin
 g cente
 r manager
 s wer
 e m
 or
 e ef
 f
 e
 ctiv
 e an
 d sat
 isfie
 d and inc
 rease
 d thei
 r lis
 t o
 f p
 o
 ten
 ti
 al ten
 an
 ts an
 d lea
 s
 e reven
 u
 e based o
 n incre
 ase
 d sale
 s b
 y th
 e tenant
 stores. They were no longer po
 licem
 en or hovering supervisors. They were problem solvers
 , helpers.



Wheth
 er yo
 u ar
 e a studen
 t a
 t th
 e university
 , a wo
 rk
 er in a
 n assem
 b
 ly li
 n
 e, a hom
 em
 ak
 er
 , fashio
 n designer
 , o
 r presiden
 t o
 f a com
 p
 any
 , I believ
 e t
 h
 a
 t i
 f yo
 u wer
 e t
 o as
 k wha
 t lie
 s in Qu
 ad
 ran
 t II an
 d cultivat
 e th
 e proactivit
 y t
 o g
 o afte
 r it
 , yo
 u woul
 d f
 i
 n
 d th
 e sam
 e re
 su
 lts
 . Y
 ou
 r effectivenes
 s would increase dram
 atica
 lly. Your crises and problem
 s wo
 uld shrink t
 o m
 anageable proportions because yo
 u woul
 d b
 e think
 in
 g ahead
 , w
 orkin
 g on th
 e roots
 , doin
 g t
 h
 e
 p
 reventiv
 e t
 hing
 s t
 h
 at k
 e
 e
 p situation
 s f
 r
 o
 m d
 e
 velopin
 g in
 t
 o crise
 s i
 n th
 e f
 irs
 t place
 . I
 n t
 h
 e t
 ime
 manag
 e
 men
 t jargon
 , thi
 s i
 s calle
 d th
 e P
 aret
 o P
 rin
 cip
 le -
 - 8
 0 pe
 rcen
 t o
 f th
 e resu
 lt
 s flo
 w ou
 t o
 f 2
 0 percent of the activities.


 


Wha
 t i
 t Take
 st
 o Sa
 y "No"



 


Th
 e onl
 y p
 l
 ac
 e t
 o ge
 t t
 i
 m
 e fo
 r Quadran
 t I
 I i
 n t
 h
 e beginn
 in
 g i
 s fro
 m Quadrant
 s II
 I an
 d IV.
 Yo
 u can'
 t ignor
 e th
 e urgen
 t an
 d importan
 t activitie
 s o
 f Quadran
 t I
 , altho
 u
 g
 h i
 t wil
 l shrin
 k i
 n size
 a
 s yo
 u spen
 d m
 o
 re tim
 e w
 ith p
 rev
 en
 tio
 n an
 d pr
 ep
 ara
 t
 io
 n i
 n Quadr
 a
 n
 t II
 . B
 u
 t th
 e initia
 l t
 im
 e fo
 r Quadran
 t I
 I ha
 s co
 m
 e ou
 t o
 f II
 Ian
 d IV.




Yo
 u hav
 e t
 o b
 e proactiv
 e t
 o wor
 k o
 n Quadran
 t I
 I becaus
 e Quadran
 t I an
 d I
 I
 I wor
 k o
 n you
 . To
 s
 ay
 "yes
 " t
 o importan
 t Q
 uadran
 t I
 I priorities
 , yo
 u h
 av
 e t
 o lear
 n t
 o sa
 y "no
 " t
 o othe
 r acti
 v
 ities,
 so
 m
 eti
 m
 e
 s apparentl
 y urgen
 tthings.




Som
 e tim
 e a
 go, m
 y wife was invited to serve as chairm
 an of a comm
 ittee in a community endeavor. S
 he had a number of truly im
 portant th
 ings she w
 as tryi
 ng to work on, and she re
 ally didn'
 t w
 ant to do it
 . Bu
 t sh
 e f
 el
 tpressure
 d int
 o i
 t an
 d f
 i
 nall
 y agreed.




The
 n sh
 e ca
 l
 le
 d on
 e o
 f he
 r dea
 r friend
 s t
 o as
 k i
 f sh
 e w
 oul
 d serv
 e o
 n he
 r comm
 i
 ttee
 . Her
 friend listened for a long tim
 e and then said, "S
 andra, that sounds like a wonderful pr
 oje
 ct
 , a real
 ly w
 orth
 y undert
 a
 ki
 n
 g
 . I a
 ppreciat
 e s
 o m
 uc
 h you
 r invitin
 g m
 e t
 o b
 e a par
 t o
 f it
 . I f
 eel
 honor
 e
 d b
 y i
 t
 . Fo
 r a n
 u
 mb
 er o
 f reason
 s, I won
 '
 t b
 e p
 art
 icipat
 in
 g m
 y
 self
 , bu
 t I wan
 t y
 o
 u t
 o know ho
 w m
 uc
 h I appreciat
 e yo
 ur invitat
 ion."




Sandr
 a wa
 s read
 y fo
 r anythin
 g bu
 t a pleasan
 t "no.
 " Sh
 e turne
 d t
 o m
 e an
 d sighed
 , "
 I w
 i
 s
 h I'd sai
 d that."




I don
 '
 t m
 e
 a
 n t
 o im
 pl
 y th
 a
 t yo
 u shouldn
 '
 t b
 e inv
 olved in sign
 ifi
 cant serv
 ice projec
 ts. T
 hos
 e thing
 s a
 r
 e im
 p
 o
 rt
 an
 t
 . Bu
 t yo
 u hav
 e t
 o decid
 e wh
 at your h
 i
 ghes
 t pri
 o
 r
 itie
 s ar
 e an
 d ha
 ve th
 e cou
 rag
 e -- p
 leasantly
 , smiling
 , nonapo
 l
 og
 etical
 ly -
 - t
 o s
 ay "no
 " t
 o othe
 r things
 . A
 n
 d th
 e way




y
 ou d
 o tha
 t i
 s b
 y h
 a
 vin
 g a bigg
 e
 r "yes
 " burnin
 g in
 si
 de
 . Th
 e en
 e
 m
 y o
 f th
 e "best
 " i
 s o
 f
 te
 n the
 "g
 o
 od."




K
 eep i
 n min
 d th
 at yo
 u ar
 e a
 l
 wa
 y
 s sa
 y
 i
 n
 g "
 no
 " t
 o so
 m
 ething
 . I
 f i
 t i
 s
 n
 '
 t t
 o th
 e ap
 p
 a
 rent,
 u
 rgen
 t things in your life, it is probably to the m
 ore fundam
 enta
 l, highly im
 portant things. Ev
 en wh
 en th
 e urgen
 t i
 s good
 , th
 e g
 o
 o
 d ca
 n kee
 p yo
 u f
 ro
 m you
 r best
 , k
 eep yo
 u f
 r
 o
 m yo
 ur un
 ique
 contributions
 , i
 f yo
 u le
 t it.




W
 he
 n I wa
 s Directo
 r o
 f Universit
 y Relation
 s a
 t a larg
 e un
 i
 versity
 , I hi
 r
 e
 d a ver
 y t
 a
 lented, proactiv
 e, c
 r
 eativ
 e write
 r
 . On
 e day
 , afte
 r h
 e h
 a
 d bee
 n o
 n the job f
 or a fe
 w m
 onths, I w
 ent in
 to his office and a
 sk
 e
 d h
 i
 m t
 o wo
 r
 k o
 n so
 m
 e u
 r
 g
 e
 n
 t m
 atters that were pressing on m
 e.



H
 e said
 , "
 S
 t
 ephen
 , I
 '
 l
 l d
 o what
 e
 ve
 r yo
 u wan
 t m
 e t
 o d
 o
 . Jus
 t le
 t m
 e s
 har
 e wit
 h yo
 u my situation.
 " The
 n h
 e too
 k m
 e ove
 r t
 o hi
 s wal
 l bo
 a
 rd
 , wher
 e h
 e ha
 d liste
 d ove
 r tw
 o do
 z
 e
 n pro
 je
 c
 t
 s h
 e wa
 s workin
 g o
 n
 , togethe
 r wit
 h perfo
 r
 m
 a
 nc
 e criteri
 a a
 n
 d deadlin
 e date
 s t
 h
 a
 t h
 a
 d bee
 n clearly
 neg
 o
 ti
 a
 t
 ed before
 . H
 e wa
 s highl
 y disciplined
 , whic
 h is why I went to see him i
 n th
 e firs
 t place.
 "If you want to ge
 t so
 m
 e
 t
 h
 i
 n
 g d
 one
 , g
 i
 v
 e i
 t t
 o a bus
 y m
 an.
 "



The
 n h
 e sa
 i
 d
 , "Stephen
 , t
 o d
 o th
 e job
 s tha
 t yo
 u wan
 t don
 e righ
 t woul
 d tak
 e severa
 l days.
 W
 hic
 h o
 f thes
 e project
 swoul
 d yo
 u lik
 e m
 e t
 o dela
 y o
 r cance
 l t
 osatisf
 y you
 r request
 ?
 "



W
 ell, I d
 idn'
 t want to tak
 e the respon
 sibility f
 or that
 . I didn'
 t want to pu
 t a co
 g i
 n th
 e wheel
 of one of the m
 ost productive peop
 le on the staff just becaus
 e I hap
 p
 en
 ed to b
 e m
 a
 n
 ag
 in
 g b
 y c
 ri
 s
 i
 s a
 t t
 h
 e t
 i
 m
 e
 . The jobs I wanted done were urgent, bu
 t n
 o
 t i
 m
 p
 o
 rt
 a
 n
 t
 . S
 o I we
 n
 t an
 d foun
 d another
 crisis m
 anager and gave the job to him
 .



W
 e say "y
 es
 " o
 r "
 n
 o
 " t
 o t
 hing
 s dai
 l
 y
 , u
 su
 all
 y man
 y ti
 m
 es a d
 a
 y
 . A cent
 er o
 f corr
 ect p
 r
 in
 ci
 pl
 es an
 d a focus on our personal m
 ission em
 powe
 rs us with wisdom to m
 ake those judgm
 ent
 s effectively.



A
 s I wor
 k wit
 h d
 i
 f
 f
 er
 e
 n
 t grou
 p
 s
 , I t
 e
 l
 l t
 h
 e
 m tha
 t the esse
 nce of eff
 e
 ctive ti
 m
 e and lif
 e manag
 e
 men
 t i
 s t
 o o
 r
 gan
 i
 z
 e a
 n
 d e
 x
 ecut
 e aroun
 d balance
 d priorities
 . The
 n I as
 k thi
 s quest
 ion
 : ifyo
 u w
 er
 e to f
 au
 lt you
 rs
 elf in on
 e o
 f three a
 reas
 , wh
 ich wou
 ld it b
 e: (1
 ) t
 h
 e i
 n
 a
 b
 ilit
 y t
 o p
 ri
 o
 ritize;




(2)
 t
 h
 e i
 n
 a
 b
 ilit
 y o
 r d
 es
 i
 r
 e to o
 rg
 an
 iz
 e aroun
 d th
 os
 e p
 rior
 it
 ies
 ; o
 r (3
 ) th
 e lack o
 f d
 is
 cip
 lin
 e to execute aroun
 d th
 em
 , t
 o sta
 y w
 it
 h you
 r p
 rior
 ities and organization?



Most people say their m
 ain fault is a lack o
 f d
 isc
 ip
 l
 ine
 . O
 n d
 eepe
 r thou
 g
 h
 t
 , I believ
 e tha
 t is
 n
 ot th
 e case. T
 he basic problem is that th
 eir p
 ri
 orit
 ies hav
 e no
 t be
 c
 o
 m
 e deepl
 y plan
 t
 e
 d i
 n their hea
 rt
 s an
 d m
 inds. They haven'
 t really internalized Habit 2.



Th
 ere are m
 an
 y p
 eop
 l
 e wh
 o reco
 gn
 ize th
 e v
 alu
 e o
 f Quadran
 t I
 I activitie
 s i
 n thei
 r lives,
 whe
 th
 e
 r t
 h
 e
 y i
 den
 ti
 f
 y the
 m a
 s suc
 h o
 r no
 t
 . An
 d t
 he
 y a
 ttem
 p
 t t
 o g
 i
 v
 e p
 riorit
 y t
 o thos
 e activities
 an
 d integrat
 e the
 m int
 o thei
 r live
 s throug
 h sel
 f
 -disciplin
 e al
 one
 . B
 u
 t wi
 thou
 t a princ
 ipl
 e c
 enter
 an
 d a persona
 lmissio
 n s
 t
 at
 e
 m
 e
 nt
 , t
 h
 e
 y don
 '
 t hav
 e th
 e nec
 e
 ssa
 r
 y foundati
 o
 n t
 o sustai
 n thei
 r efforts.
 They'r
 e wo
 r
 kin
 g o
 n th
 e leav
 e
 s
 , o
 n t
 h
 e attitud
 es a
 n
 d th
 e behavior
 s o
 f d
 i
 scipli
 n
 e
 , withou
 t ev
 en
 th
 ink
 in
 g t
 o exa
 m
 in
 e th
 e ro
 o
 ts
 , th
 e b
 asic pa
 ra
 di
 gm
 s f
 rom wh
 ich thei
 r natural attitudes and behaviors flow.



A Q
 uadrant II f
 ocus is a paradigm that grow
 s out of a princip
 l
 e center
 . I
 f yo
 u ar
 e cen
 t
 ere
 d on you
 r spou
 se, you
 r mon
 e
 y
 , you
 r f
 riend
 s, you
 r pl
 easu
 re, o
 r a
 n
 y extrinsi
 c f
 actor
 , yo
 u w
 il
 l keep gettin
 g th
 ro
 w
 n bac
 k i
 nt
 o Quadrant
 s I an
 d III
 , r
 e
 a
 ctin
 g t
 o th
 e outsid
 e for
 c
 e
 s you
 r l
 if
 e is cen
 tere
 d on. Even if you'
 re centered on yourself, you'
 ll end u
 p i
 n I an
 d I
 I reactin
 g t
 o th
 e i
 m
 pulse
 of the m
 o
 m
 ent. Y
 o
 ur independ
 en
 t wil
 l a
 l
 o
 n
 e canno
 t effectivel
 y disciplin
 e yo
 u agains
 t y
 o
 ur
 center.




I
 n th
 e word
 s o
 f th
 e architectura
 l max
 i
 m
 , fo
 r
 m fo
 llo
 w
 s f
 un
 c
 tion
 . L
 i
 k
 e
 wise
 , m
 a
 n
 a
 g
 e
 m
 e
 nt f
 o
 llo
 ws leadership. The way you spend your tim
 e is a resu
 lt of the way you see your tim
 e and the w
 ay you reall
 y se
 e you
 r prior
 ities
 . I
 f y
 o
 u
 r prioriti
 es gro
 w ou
 t o
 f a principl
 e cente
 r an
 d a per
 sona
 l m
 i
 ssion
 , i
 f t
 he
 y ar
 e deep
 l
 y p
 l
 ant
 ed i
 n you
 r hear
 t an
 d i
 n you
 r m
 i
 nd
 , yo
 u wil
 l se
 e Qu
 a
 d
 rant I
 I a
 s a na
 t
 u
 r
 a
 l
 , exc
 iti
 n
 g place to invest your tim
 e.



It
 '
 s a
 l
 mos
 t i
 m
 possibl
 e t
 o s
 a
 y
 , "no
 " t
 o th
 e p
 o
 pu
 l
 arit
 y o
 f Qu
 a
 dran
 t II
 I o
 r t
 o the pl
 eas
 ure of escap
 e to Quadran
 t I
 V i
 f yo
 udon'
 t h
 a
 v
 e abigge
 r "yes
 " burnin
 g in
 sid
 e. On
 lywh
 en yo
 u h
 av
 e th
 e self
 -a
 w
 ar
 eness t
 o ex
 a
 m
 in
 e you
 r progr
 a
 m -
 - an
 d th
 e i
 m
 ag
 i
 natio
 n an
 d conscienc
 e to c
 reat
 e a new, uni
 q
 u
 e, pr
 i
 nc
 i
 p
 l
 e-cen
 t
 ere
 d p
 rogr
 a
 m to wh
 i
 c
 h yo
 u ca
 n s
 ay "yes" -
 - only then will yo
 u h
 av
 e suff
 i
 cient independ
 en
 t w
 i
 l
 l pow
 er t
 o sa
 y "no,
 " wit
 h a genuin
 e s
 m
 ile
 , t
 o th
 e uni
 m
 portant.



 






Moving Into Quadrant II


 


I
 f Quadran
 t I
 I activitie
 s ar
 e clearl
 y th
 e hear
 t o
 f eff
 ectiv
 e p
 er
 son
 al m
 an
 ag
 em
 en
 t -- th
 e "f
 irst things" we need to put first -- then how do we or
 ganize and execute around those things



Th
 e firs
 t generati
 on o
 f t
 i
 m
 e man
 a
 g
 e
 men
 t doe
 s n
 ot eve
 n recogniz
 e th
 e co
 ncep
 t o
 f priority
 . I
 t
 g
 i
 ve
 s u
 s note
 s an
 d "t
 o do
 " list
 s tha
 t w
 e ca
 n cross off, an
 d we feel a tem
 p
 orary sense of accom
 p
 lishm
 ent every t
 i
 m
 e w
 e che
 c
 k s
 o
 m
 e
 t
 h
 in
 g o
 ff
 , b
 u
 t n
 o p
 ri
 o
 rit
 y i
 s a
 t
 t
 ac
 h
 ed to it
 ems on th
 e list. In addition, there is no co
 rr
 e
 l
 a
 ti
 o
 n be
 t
 w
 een wha
 t
 '
 s o
 n t
 h
 e li
 s
 t an
 d ou
 r u
 lt
 i
 m
 a
 t
 e va
 l
 ue
 s an
 d p
 u
 r
 pos
 e
 s i
 n lif
 e
 . W
 e s
 i
 m
 p
 l
 y r
 espon
 d t
 o whateve
 r penetrate
 s ou
 r a
 w
 ar
 enes
 s an
 d appa
 r
 en
 tly
 ne
 ed
 s t
 o b
 e done.



 


Many people m
 anage from this f
 irst-generation pa
 r
 ad
 i
 gm
 . It
 '
 s th
 e cou
 r
 s
 e o
 f l
 eas
 t resistance
 . There
 '
 s n
 o pai
 n o
 r s
 t
 rain
 ; it
 '
 s f
 u
 n t
 o "g
 o wit
 h th
 e f
 l
 ow.
 " Externall
 y imposed d
 i
 sc
 i
 p
 li
 ne
 s an
 d schedu
 l
 e
 s g
 i
 v
 epeop
 le t
 h
 e f
 ee
 li
 n
 g t
 ha
 t t
 he
 y aren'
 t responsible for results.



But first-generation m
 anagers, by definition, are not effective people. They produce very little, and t
 he
 i
 r li
 f
 e
 -
 s
 t
 y
 l
 e doe
 s n
 o
 t
 h
 in
 g t
 o bu
 il
 d t
 he
 i
 r P
 r
 o
 d
 uc
 ti
 o
 n Capability. Buff
 eted by outsid
 e fo
 rces, th
 ey are ofte
 n se
 e
 n a
 s und
 e
 p
 e
 ndabl
 e an
 d irresponsib
 l
 e
 , an
 d the
 y h
 a
 v
 e v
 ery lit
 tle sen
 s
 e of
 control and self-este
 em
 . Second-generation m
 anagers assume a little m
 o
 re control. The
 y pla
 n an
 d schedule in advance and generally are seen as m
 o
 re respo
 n
 sible beca
 use they "show up" when they'
 re supposed to.



Bu
 t again
 , th
 e act
 ivitie
 s the
 y schedul
 e hav
 e n
 o pr
 iorit
 y o
 r re
 cognize
 d c
 o
 rrelatio
 n t
 o deeper va
 l
 ue
 s an
 dgoa
 l
 s
 . The
 yhav
 e f
 e
 w s
 i
 gn
 i
 f
 i
 can
 t ach
 ievem
 ents and tend to be schedule-o
 riented.



Third-g
 e
 ne
 r
 atio
 n manager
 s tak
 e a signi
 f
 ican
 t ste
 p f
 orw
 ard. T
 hey clar
 if
 y their valu
 es a
 nd set goals. The
 y pla
 n eac
 h da
 yan
 d pr
 ior
 itize their activities.



As I have s
 aid, this is where m
 o
 st of the tim
 e-manag
 e
 men
 t fiel
 d i
 s tod
 a
 y
 . Bu
 t thi
 s third gene
 rat
 ion ha
 s som
 e critica
 l li
 m
 itations
 . First
 , i
 t li
 m
 it
 s visio
 n -
 - d
 ail
 y p
 l
 ann
 in
 g oft
 e
 n misses
 i
 m
 p
 o
 rta
 n
 t thi
 ng
 s t
 h
 a
 t c
 a
 n onl
 y b
 e see
 n fro
 m a la
 rger pe
 rspec
 tive. The very language "daily planning" focuses on the urgent -- the "now." Wh
 ile third generati
 o
 n prioritizatio
 n p
 rov
 i
 d
 e
 s o
 rde
 r t
 o act
 ivity
 , it do
 es
 n
 '
 t quest
 i
 o
 n th
 e ess
 e
 ntia
 l im
 portanc
 e o
 f th
 e act
 ivit
 y i
 n th
 e f
 irs
 t pla
 c
 e -
 - it doesn'
 t p
 l
 ace the ac
 ti
 vity in the c
 ontext of pri
 nci
 ples
 , persona
 l m
 ission
 , rol
 es
 , a
 n
 d g
 oals
 . Th
 e third-generatio
 n v
 alue-drive
 n dail
 y plann
 i
 ng app
 r
 oac
 h basicall
 y pr
 i
 o
 ritize
 st
 h
 e Qu
 ad
 ra
 n
 t I and III problem
 s and crises of t
 h
 e day.



I
 n addition
 , th
 e th
 ird generat
 io
 n make
 s n
 o provisio
 n f
 o
 r m
 anag
 i
 n
 g role
 s i
 n a balance
 d w
 a
 y
 . It
 l
 ack
 s realis
 m, creating the tend
 enc
 y to over
 -sc
 hedule th
 e d
 ay, resu
 lting in f
 rustr
 ation and the desire to occasionally throw away th
 e pla
 n an
 d escap
 e t
 o Q
 ua
 d
 ra
 n
 t I
 V
 . A
 n
 d it
 s efficiency,
 tim
 e-m
 ana
 g
 em
 ent f
 ocu
 s t
 end
 s t
 o s
 tr
 a
 i
 n r
 e
 l
 a
 ti
 o
 nships rather than build them
 .



Whil
 e e
 a
 c
 h o
 f th
 e thre
 e gen
 eration
 s ha
 s rec
 ogn
 iz
 ed th
 e v
 alu
 e o
 f so
 m
 e k
 i
 n
 d o
 f m
 an
 ag
 em
 en
 t tool, non
 e ha
 s pr
 oduc
 e
 d a too
 l tha
 t e
 m
 pow
 ers a person to li
 ve a prin
 cip
 le-
 cen
 tered
 , Quadran
 t II lif
 e-s
 ty
 le. Th
 e first-g
 e
 neratio
 n no
 t
 e pad
 s an
 d "t
 o do
 " l
 ist
 s g
 iv
 e u
 s n
 o mo
 re th
 an a p
 lace to capture tho
 se th
 ings t
 hat penetrat
 e ou
 r awa
 r
 enes
 s s
 o w
 e won'
 t forge
 t them
 . T
 he seco
 n
 d
 -generatio
 n appoint
 m
 en
 t book
 s an
 d ca
 l
 enda
 r
 s m
 e
 r
 e
 l
 y p
 r
 ov
 i
 d
 e a p
 l
 a
 c
 e t
 o r
 eco
 r
 d ou
 r f
 u
 t
 u
 re
 co
 mm
 it
 m
 en
 t
 s s
 o t
 ha
 t we can be where we have agreed to be at the appropriate tim
 e.



Eve
 n th
 e thir
 d generation
 , wit
 h it
 s vas
 t arra
 y o
 f planners and m
 a
 terials, focuses p
 rimarily on helping peopl
 e pr
 ioritiz
 e an
 d pla
 n thei
 r Quadran
 t I an
 d II
 I ac
 tivities
 . Thoug
 h man
 y tra
 i
 ner
 s and consult
 a
 n
 ts r
 ecogniz
 e t
 h
 e valu
 e o
 f Quadran
 t I
 I a
 c
 tiviti
 es, th
 e act
 ua
 l plannin
 g too
 ls of t
 h
 e t
 h
 ir
 d g
 eneratio
 n d
 o n
 o
 t facilitat
 e organizin
 g an
 dexecutin
 g aroun
 d the
 m
 .



As each gen
 eration bu
 ild
 s on those th
 at hav
 e p
 rec
 e
 d
 e
 d it
 , t
 h
 e s
 tre
 ng
 t
 h
 s a
 n
 d so
 m
 e o
 f t
 h
 e to
 o
 l
 s o
 f eac
 h o
 f th
 e f
 irst thr
 ee g
 en
 erat
 ion
 s p
 rov
 id
 e el
 em
 en
 tal m
 ateria
 l fo
 r th
 e fourth
 . Bu
 t ther
 e i
 s an adde
 d nee
 d f
 o
 r a new dim
 ension, for the paradigm and the i
 m
 p
 l
 e
 m
 e
 n
 tati
 o
 n t
 ha
 t w
 i
 ll e
 m
 p
 o
 w
 er u
 s t
 o m
 o
 v
 e in
 to Qu
 a
 dra
 n
 t II
 , t
 o b
 ecom
 e princ
 i
 pl
 e-centere
 d an
 d t
 o m
 an
 a
 g
 e ourselve
 s t
 o d
 o wha
 t i
 strul
 y m
 os
 t i
 m
 portant.



 






The Quadrant II Tool


 


The obj
 ective of Quadrant II m
 anageme
 nt is to ma
 nage our lives effectiv
 ely -- from a center of sound principles, for a knowledge of our pe
 rs
 onal m
 ission, with a focus on th
 e im
 portant as well as the urgent, and within the fram
 e
 w
 ork of m
 aintainin
 g a balanc
 e betwee
 n increasin
 g our P
 rodu
 ctio
 n an
 d in
 creasin
 g ou
 r P
 roductio
 n Ca
 pability




This is, adm
 ittedly, an am
 bitious objecti
 v
 e f
 o
 r peop
 l
 e ca
 u
 gh
 t i
 n t
 h
 e th
 i
 c
 k o
 f t
 h
 i
 n t
 h
 ing
 s in Quadrant
 s II
 I an
 d IV
 . Bu
 t strivin
 g t
 o achi
 e
 ve i
 t wil
 l hav
 e a phenomena
 l i
 m
 pac
 t o
 n pe
 rsonal e
 ff
 ectiveness
 . A Quadran
 t I
 Iorg
 anize
 r wil
 lnee
 d t
 o m
 ee
 t si
 x i
 m
 portan
 tcriteria.




Coherence: Coherence sugg
 ests that the
 re is ha
 r
 m
 ony
 , unity
 , an
 d integrit
 y be
 twee
 n your
 v
 i
 sio
 n an
 d mission
 , you
 r role
 s an
 d go
 a
 ls
 , you
 r prio
 r
 itie
 s a
 n
 d pl
 a
 ns
 , an
 d you
 r desire
 s an
 d disciplin
 e
 . I
 n you
 r p
 la
 nn
 er, th
 ere shou
 ld b
 e a p
 lace fo
 r you
 r pe
 rson
 al m
 i
 ssio
 n st
 at
 em
 en
 t so th
 at yo
 u can constantly refer to it. There also needs to be a place for your roles and for both short-and
 long-term goals.


 


Ba
 l
 ance
 : Y
 ou
 r t
 oo
 l sh
 ou
 l
 d he
 l
 p y
 o
 u t
 o k
 ee
 p b
 a
 lance in your life, to identify your various roles an
 d ke
 ep them rig
 ht in f
 ron
 t o
 f you
 , so th
 a
 t yo
 u don
 '
 t n
 eglec
 t i
 m
 por
 t
 an
 t area
 s suc
 h a
 s your
 health
 , you
 r f
 am
 ily
 , p
 ro
 f
 ession
 al p
 rep
 aration
 , o
 r p
 erson
 al d
 ev
 elopm
 en
 t.



Many people seem to think that succ
 e
 ss i
 n one ar
 e
 a ca
 n compensat
 e fo
 r failur
 e i
 n othe
 r areas o
 f l
 i
 f
 e
 . But can it really
 ? Pe
 rhaps it can fo
 r a lim
 ited tim
 e in so
 m
 e areas
 . Bu
 t ca
 n succ
 e
 s
 s in
 your profession com
 pens
 ate for a broken m
 arriage, ruined health, or weakness in personal ch
 arac
 ter
 ? T
 ru
 e eff
 ectiv
 en
 es
 s requ
 ires b
 ala
 nc
 e, an
 d you
 r too
 l need
 s t
 o hel
 p yo
 u creat
 e and
 m
 aintai
 n it.




Q
 u
 ad
 r
 an
 t I
 IFocus
 :
 . Y
 o
 u nee
 d a t
 oo
 l t
 ha
 t e
 n
 c
 ou
 rage
 syou
 , m
 otivate
 s you
 ,actuall
 y help
 s you spen
 d th
 e ti
 m
 e yo
 u nee
 d i
 n Qua
 d
 rant II, so th
 at you'
 re dealin
 g w
 it
 h p
 reven
 ti
 o
 n r
 at
 he
 r t
 ha
 n p
 rioritiz
 in
 g crises
 . I
 n m
 y opinion
 , th
 e b
 es
 t wa
 y t
 o d
 o t
 hi
 s i
 s t
 o orga
 n
 ize y
 o
 u
 r l
 if
 e on a w
 eekly bas
 is. You can still adapt and prioritize o
 n a dail
 y basis
 , bu
 t th
 e funda
 m
 e
 ntal thrust is organizing the week.



Organiz
 i
 n
 g o
 n a we
 e
 k
 l
 y basi
 s provide
 s muc
 h g
 reater ba
 lan
 ce an
 d c
 o
 n
 tex
 t th
 an d
 aily p
 lann
 ing
 . Th
 er
 e se
 e
 m
 s t
 o b
 e i
 m
 p
 li
 c
 i
 t c
 u
 lt
 u
 ra
 l recog
 n
 itio
 n o
 f t
 h
 e we
 ek as a s
 in
 g
 le, co
 mp
 lete un
 it of
 tim
 e. Bu
 si
 n
 ess, education
 , an
 d man
 y othe
 r face
 t
 s o
 f so
 ciet
 y op
 erat
 e wit
 h
 i
 n t
 h
 e fra
 m
 e
 wo
 r
 k o
 f th
 e w
 eek
 , de
 sign
 at
 in
 g certai
 n day
 s fo
 r fo
 c
 use
 d inv
 e
 s
 t
 m
 e
 n
 t a
 n
 d oth
 er
 s fo
 r r
 el
 a
 xatio
 n o
 r i
 n
 s
 piration. Th
 e basi
 c Judeo-Christi
 an ethi
 c hono
 rs th
 e Sabbath
 , th
 e o
 n
 e da
 y ou
 t o
 f e
 v
 er
 y seve
 n s
 e
 t asid
 e for upliftin
 g purposes.




Most people think in term
 s of weeks. Bu
 t m
 o
 st third
 -gener
 ation planning tools focus on d
 aily p
 lanning
 . Wh
 ile th
 ey m
 ay h
 elp yo
 u p
 rior
 it
 i
 ze you
 r act
 i
 v
 itie
 s
 , t
 h
 e
 y ba
 s
 icall
 y o
 n
 l
 y h
 el
 p y
 ou o
 r
 g
 a
 n
 iz
 e crise
 s a
 n
 d bu
 sy
 wo
 r
 k
 . Th
 e k
 e
 y i
 s no
 t t
 o p
 ri
 o
 ritiz
 e wh
 at
 '
 s o
 n you
 r schedule
 , bu
 t t
 o s
 ch
 edu
 le you
 r p
 r
 i
 o
 ritie
 s
 . A
 n
 d t
 h
 i
 s ca
 n bes
 t b
 e don
 e in th
 e con
 tex
 t o
 f th
 e w
 eek.




A "People
 " D
 i
 mension
 : Yo
 u als
 o nee
 d a too
 l t
 h
 at deals with people, not just sched
 ules
 . Whil
 e yo
 u ca
 n t
 h
 i
 n
 k i
 n te
 r
 m
 s o
 f efficie
 n
 c
 y i
 n de
 ali
 n
 g w
 it
 h t
 im
 e
 , a p
 rin
 c
 i
 p
 l
 ec
 e
 n
 t
 e
 r
 e
 d p
 er
 so
 n think
 s i
 n ter
 m
 s o
 f eff
 e
 ctiv
 en
 es
 s i
 n d
 ea
 lin
 g with pe
 o
 ple. The
 re are tim
 es when principle-centered Quadrant II livin
 g require
 s th
 e subordinatio
 n o
 f schedu
 l
 e
 s t
 o peop
 l
 e
 . You
 r t
 oo
 l n
 e
 e
 d
 s t
 o reflec
 t tha
 t val
 ue
 , t
 o facilitat
 e imp
 le
 m
 e
 n
 t
 a
 t
 i
 o
 n ra
 t
 he
 r th
 a
 n c
 r
 ea
 t
 e g
 u
 il
 t whe
 n a schedul
 e i
 s no
 t followed.




Flexibil
 it
 y
 : You
 r plann
 in
 g too
 l shoul
 d b
 e you
 r servant
 , ne
 ver you
 r master
 . Sin
 c
 e i
 t h
 a
 s t
 o wo
 r
 k for you, it should be tailored to your style, your needs, your particular ways.



Portabil
 i
 ty
 : You
 r too
 l shoul
 d als
 o b
 e portable
 , s
 o tha
 t yo
 u ca
 n carr
 y i
 t wit
 h yo
 u mos
 t o
 f t
 h
 e t
 i
 m
 e
 . Yo
 u ma
 y wan
 t t
 o revie
 w you
 r persona
 l m
 iss
 ion stat
 em
 ent while riding the bus. You m
 a
 y w
 an
 t to m
 easu
 re the v
 alue o
 f a n
 ew o
 ppor
 tuni
 ty again
 st so
 m
 e
 thin
 g yo
 u alread
 y have
 p
 l
 anned
 . If y
 ou
 r organizer is portable, you w
 ill keep it with you so t
 ha
 t im
 p
 o
 rt
 an
 t data i
 s a
 l
 w
 a
 y
 s withi
 n reach.




S
 ince Q
 uadr
 ant II is the heart of eff
 ecti
 ve s
 elf
 -manag
 e
 m
 e
 nt
 , yo
 u nee
 d a t
 ool th
 a
 t m
 oves you into Quadran
 t II
 . M
 y wor
 k wit
 h t
 h
 e fourth—
 g
 eneratio
 n con
 cep
 t ha
 s le
 d t
 o th
 e creatio
 n o
 f a tool speci
 f
 icall
 y designe
 d accordin
 g t
 o th
 e crite
 ri
 a liste
 d above
 . Bu
 t man
 y go
 o
 d third
 -
 g
 eneration
 t
 o
 ol
 s ca
 n e
 asil
 y b
 e ad
 a
 pted
 . B
 e
 caus
 e th
 e principl
 es ar
 e sound
 , th
 e prac
 tices o
 r sp
 ec
 if
 ic applications can vary from one i
 nd
 i
 v
 i
 dua
 l t
 o t
 h
 e nex
 t
 .


 


Becomin
 g a Quadran
 tI
 I Self-Manager



 


Althoug
 h m
 y effor
 t he
 r
 e i
 s t
 o teac
 h principles
 , n
 o
 t p
 ractic
 es, o
 f e
 ff
 ectiv
 en
 ess, I b
 elie
 v
 e yo
 u can b
 ette
 r understan
 d t
 h
 e prin
 ciple
 s an
 d th
 e empowerin
 g n
 atur
 e o
 f t
 h
 e fourt
 h generatio
 n if yo
 u actuall
 y exp
 erien
 ce o
 rg
 an
 izin
 g a w
 eek f
 ro
 m aprinciple-centered
 , Quadran
 t I
 Ibase.



 


Quadran
 t I
 Iorganizin
 g in
 vol
 ve
 s f
 ou
 r ke
 y activities.



 


I
 den
 tif
 y
 i
 n
 g Ro
 l
 e
 s
 : Th
 e f
 ir
 s
 t t
 a
 s
 k i
 s t
 o w
 r
 it
 e do
 w
 n you
 r ke
 y roles
 . I
 f yo
 u h
 aven
 '
 t r
 eally
 give
 n seriou
 s though
 t t
 o th
 e role
 s i
 n you
 r life
 , yo
 u ca
 n writ
 e dow
 n wha
 t i
 mmediate
 l
 y co
 m
 e
 s to mind
 . Yo
 u hav
 e a rol
 e a
 s a
 n indiv
 i
 dual
 . Yo
 u ma
 y wan
 t t
 o li
 st on
 e o
 r mor
 e role
 s a
 s a f
 a
 m
 i
 ly m
 e
 mbe
 r -
 - a husb
 a
 n
 d o
 r w
 i
 fe
 , mothe
 r o
 r father
 , s
 o
 n o
 r daught
 er
 , a m
 e
 mbe
 r o
 f th
 e ex
 ten
 d
 ed f
 am
 il
 y of grandparents, aunts, uncles, and cousins. Yo
 u m
 ay w
 a
 n
 t t
 o lis
 t a fe
 w rol
 e
 s i
 n you
 r work,
 indica
 ting diff
 erent are
 as in w
 hi
 ch yo
 u wis
 h t
 o inves
 t t
 im
 e an
 d energ
 y o
 n a re
 gu
 la
 r b
 a
 s
 i
 s
 . Yo
 u m
 ay have roles in church or comm
 unity affairs.



Y
 o
 u don
 '
 t nee
 d t
 o worr
 y abou
 t de
 f
 i
 nin
 g th
 e ro
 le
 s in a w
 ay th
 at yo
 u w
 ill live wi
 th fo
 r the rest of your life -- just consider the we
 e
 k an
 d writ
 e dow
 n th
 e area
 s yo
 u se
 e yoursel
 f spendin
 g t
 i
 m
 e i
 n du
 rin
 g th
 e nex
 t seve
 ndays.




Here are two exam
 ples of the way people m
 ight see their various roles.


 


1.
 I
 nd
 i
 vi
 dua
 l


 


2.
 Husband/Father



3.
 Manager New Products



4.
 Manager Research



5.
 Manager Staff Dev.


 


6.
 Manage
 r Ad
 m
 i
 nistration



 


7.
 Chair
 m
 a
 n Unite
 d W
 ay



 


1.
 Persona
 l Develop
 m
 ent



 


2.
 W
 ife



 


3.
 Mother



4.
 Rea
 l Es
 t
 a
 t
 e Sa
 l
 espe
 r
 so
 n



5.
 Sunda
 y Schoo
 l Teacher



 


6.
 Sym
 phony Board Mem
 ber


 


S
 elect
 in
 g Go
 als: Th
 e n
 ex
 t s
 tep is to th
 in
 k o
 f tw
 o o
 r thre
 e i
 mportan
 t re
 sult
 s yo
 u f
 ee
 l you
 shoul
 d accom
 p
 lish in each role during the next seven days. These would be recorded as goals.



A
 t least so
 m
 e o
 f th
 ese go
 als sho
 u
 ld refl
 ect Qu
 a
 dran
 t I
 I activities
 . Ideally
 , thes
 e s
 h
 ort-te
 rm g
 oa
 l
 s would be tied to the longer-term goals yo
 u hav
 e ide
 n
 tifie
 d i
 n conjunctio
 n wit
 h your p
 erson
 al m
 issio
 n state
 m
 e
 n
 t
 . Bu
 t eve
 n i
 f yo
 u ha
 v
 en
 '
 t writt
 enyou
 r mi
 ssi
 o
 n stat
 em
 ent
 ,yo
 u ca
 n g
 e
 t a feeling
 , a s
 ense
 , o
 f wha
 t i
 s i
 m
 portan
 t a
 s yo
 u co
 nside
 r ea
 c
 h o
 f yo
 ur r
 o
 l
 e
 s an
 d tw
 o o
 r thre
 e goals
 for each role.



Scheduling
 : No
 w yo
 u loo
 k a
 t th
 e wee
 k a
 hea
 d wit
 h you
 r goal
 s i
 n min
 d an
 d schedule
 tim
 e to achieve the
 m
 . For exa
 m
 p
 le, if your goal is to produce th
 e firs
 t dra
 f
 t o
 f your
 personal m
 i
 ssion statement
 , yo
 u m
 a
 y wan
 t t
 o s
 e
 t asid
 e a two-hou
 r b
 l
 o
 ck o
 f t
 i
 m
 e o
 n Sunda
 y to
 wo
 r
 k o
 n it
 . Su
 n
 da
 y (
 o
 r som
 e other day of th
 e w
 eek that is special to you
 , y
 o
 u
 r faith
 , o
 r your
 circum
 st
 ances) i
 s of
 ten t
 he ide
 al ti
 m
 e t
 o pl
 an you
 r m
 o
 r
 e personal
 ly upli
 f
 tin
 g activities
 , including weekl
 y organizing
 . It'
 s a goo
 d ti
 m
 e t
 o d
 raw b
 a
 ck
 , to see insp
 irat
 ion
 , to loo
 k at you
 r lif
 e in the co
 ntext of principles and values.



I
 f yo
 u se
 t a goa
 l t
 o becom
 e physical
 l
 y f
 it throug
 h exercise
 , yo
 u m
 a
 y wan
 t t
 o se
 t as
 id
 e a
 n hour
 t
 h
 r
 ee o
 r f
 ou
 r day
 s du
 rin
 g t
 h
 e wee
 k
 , o
 r poss
 i
 b
 l
 y ev
 e
 r
 y da
 y during the week, to accom
 plis
 h that goal. There are som
 e g
 o
 als that you m
 ay only be able t
 o accom
 p
 lish during bu
 siness h
 o
 urs, or s
 o
 me th
 at yo
 u can onl
 y d
 o o
 n Saturd
 a
 y whe
 n you
 r childre
 n ar
 e home
 . C
 an y
 o
 u b
 eg
 in to see so
 m
 e o
 f th
 e advantages of organizing the week instead of the day?



Havin
 g iden
 t
 i
 fie
 d role
 s an
 d se
 t goals
 , yo
 u ca
 n tra
 n
 slate each goal to a spec
 if
 ic day of the week, eithe
 r as a p
 rior
 ity it
 em o
 r, ev
 en b
 et
 ter, as a sp
 e
 cif
 ic appointment
 . Yo
 u ca
 n als
 o chec
 k your
 annua
 l o
 r monthl
 y c
 alenda
 r fo
 r a
 n
 y appo
 int
 men
 t
 s yo
 u ma
 y hav
 e previou
 s
 l
 y m
 ad
 e an
 d evaluate thei
 r i
 m
 por
 t
 anc
 e i
 n th
 e c
 ontex
 t o
 f you
 r goal
 s
 , tran
 sf
 errin
 g t
 h
 ose yo
 u d
 e
 cid
 e t
 o ke
 e
 p t
 o your schedul
 e an
 d m
 akin
 g pl
 an
 s t
 o resch
 edu
 le o
 r can
 cel o
 th
 ers.



A
 s yo
 u stud
 y th
 e followin
 g wee
 kl
 y worksheet
 , o
 b
 serv
 e ho
 w eac
 h o
 f th
 e 1
 9 mos
 t im
 portant,
 o
 f
 te
 n Qu
 adran
 t II
 , goal
 s ha
 s bee
 n schedule
 d o
 r tra
 n
 slate
 d int
 o a specif
 ic ac
 tio
 n p
 lan. I
 n addition,
 not
 ic
 e th
 e bo
 x labele
 d "Sharp
 e
 n th
 e Sa
 w TM
 " t
 h
 a
 t p
 rov
 ide
 s a pla
 ce t
 o pla
 n vita
 l renewing
 Q
 uad
 r
 an
 t I
 I ac
 tivitie
 s i
 n each of the four human dimensions that will be explained in Habit 7.



Ev
 e
 n w
 i
 t
 h t
 i
 m
 e s
 e
 t a
 s
 id
 e t
 o a
 cco
 m
 pli
 s
 h 1
 9 i
 m
 portan
 t goal
 s durin
 g the week
 , look at the amoun
 t o
 f re
 m
 a
 i
 n
 i
 n
 g unsc
 h
 e
 du
 le
 d spac
 e o
 n t
 h
 e wo
 rk
 sh
 eet
 ! A
 s w
 ell as empow
 erin
 g yo
 u t
 o Put
 First Things Fi
 rst, Quadrant II weekl
 y organizin
 g give
 s yo
 u th
 e freedom and the flexibility to handle unan
 ticip
 ated ev
 ents, t
 o shif
 t ap
 poin
 t
 m
 e
 nt
 s if yo
 u nee
 d to
 , t
 o savo
 r relati
 onships and inter
 act
 ions w
 ith other
 s, to deep
 ly en
 joy spontaneou
 s experiences
 , knowin
 g tha
 t yo
 u h
 a
 ve
 proactively organized your week to accom
 p
 lish key goals in every area of your life.



Dail
 y Adap
 t
 i
 ng
 : W
 i
 t
 h Qua
 dran
 t I
 I we
 ek
 l
 y o
 r
 g
 ani
 zi
 ng
 , d
 a
 il
 y plann
 in
 g b
 eco
 m
 e
 s mor
 e a f
 u
 nc
 ti
 o
 n of daily adap
 ting, or p
 rio
 ritizing ac
 tiv
 ities and res
 pond
 in
 g t
 o un
 anticipate
 d events,
 relati
 onsh
 ips
 , a
 n
 d experiences in a m
 eaningful way.



Taking a few m
 inutes each m
 o
 rni
 ng to revi
 e
 w y
 ou
 r sch
 e
 du
 le c
 a
 n pu
 t yo
 u i
 n t
 o
 u
 c
 h w
 it
 h t
 h
 e value-based decisions you m
 ade as you organized th
 e week as well as unanticipated fact
 or
 s that m
 ay hav
 e co
 m
 e up
 . A
 s yo
 u ove
 r
 vie
 w th
 e d
 a
 y
 , yo
 u ca
 n se
 e tha
 t y
 ou
 r role
 s an
 d goal
 s p
 rovide




a n
 atura
 l prioritizat
 io
 n tha
 t g
 row
 s ou
 t of you
 r innat
 e sens
 e of balance. It is a sof
 ter, m
 ore right-brain prioritization that ultim
 ately com
 es out o
 f you
 r sens
 e o
 f persona
 l m
 i
 ssion.




Yo
 u ma
 y st
 i
 l
 l fin
 d tha
 t t
 h
 e th
 ird-generatio
 n A
 , B, C or 1, 2, 3 priori
 tization gives needed orde
 r t
 o da
 il
 y ac
 t
 i
 v
 i
 ti
 es
 . I
 t w
 ou
 l
 d b
 e a f
 a
 l
 s
 e dichot
 o
 m
 y t
 o sa
 y tha
 t acti
 v
 itie
 s ar
 e eithe
 r import
 ant
 o
 r the
 y ar
 e
 n
 '
 t
 . Th
 e
 y a
 r
 e o
 bviousl
 y o
 n a cont
 i
 nuum
 , an
 d som
 e i
 m
 po
 r
 tan
 t activit
 ie
 s ar
 e m
 o
 r
 e i
 m
 p
 ortan
 t t
 h
 a
 n oth
 ers
 . I
 n th
 e contex
 t o
 f wee
 k
 l
 y organizing
 , third-genera
 t
 i
 o
 n priori
 tiz
 ation g
 i
 v
 e
 s order to daily focus.



Bu
 t try
 in
 g t
 o p
 rio
 ritiz
 e activitie
 s befor
 e yo
 u e
 v
 e
 n kno
 w ho
 w the
 y relat
 e t
 o you
 r sens
 e of persona
 l m
 is
 sio
 n an
 d ho
 w th
 ey fi
 t i
 nt
 o t
 h
 e ba
 l
 an
 c
 e o
 f y
 o
 u
 r l
 if
 e i
 s no
 t effective
 . Yo
 u m
 a
 y be
 prioritizing and acco
 m
 plishin
 g thing
 syo
 u don
 '
 t wan
 t o
 r n
 ee
 d t
 o b
 edoin
 g a
 t all.




Can you begin to see the difference between o
 rganizing your week as a princip
 le-centered, Quadran
 t I
 I m
 a
 nage
 r a
 n
 d pla
 nnin
 g you
 r day
 s a
 s a
 n indiv
 i
 dua
 l centere
 d on s
 o
 m
 e
 t
 h
 i
 n
 g e
 l
 se
 ? Ca
 n you begin to sense the trem
 endous difference the Quadran
 t II focus would m
 ake in your current level of effectivene
 ss?



H
 aving exp
 erienc
 ed the pow
 er of princip
 le-
 centere
 d Quadr
 a
 n
 t I
 I organi
 z
 i
 n
 g i
 n m
 y ow
 n l
 i
 fe an
 d havin
 g see
 n i
 t transfo
 r
 m th
 e live
 s o
 f hundr
 e
 d
 s o
 f o
 t
 he
 r people
 , I a
 m persuade
 d i
 t make
 s a d
 if
 f
 e
 r
 e
 nc
 e -
 - a quantum po
 sitive diff
 erence. And the m
 o
 re comple
 tel
 y weekly goa
 ls ar
 e tied in
 to a w
 ider f
 ram
 e
 w
 ork o
 f correc
 t principle
 s an
 d i
 n
 to a persona
 l m
 i
 ss
 i
 o
 n s
 t
 a
 t
 em
 ent, the greate
 r th
 e increase in eff
 ectiveness will be.


 






Living It



Return
 i
 n
 g onc
 e mor
 e t
 o th
 e com
 p
 u
 t
 er m
 e
 t
 a
 pho
 r, if Habit 1 says "You'
 re t
 h
 e programm
 er" and Habit 2 says "W
 rite the program
 ," then Habit 3 sa
 ys "R
 un th
 e progr
 a
 m
 ,
 " "
 Liv
 e th
 e progr
 a
 m.
 " And livin
 g i
 t i
 s pr
 i
 m
 aril
 y a functio
 n o
 f ou
 r ind
 e
 p
 ende
 n
 t will
 , ou
 r se
 lf
 -discipline
 , ou
 r integr
 ity
 , and
 c
 o
 mm
 i
 tm
 en
 t -
 - no
 t t
 o short-term goals and schedules o
 r t
 o th
 e i
 m
 puls
 e o
 f th
 e m
 o
 m
 ent
 , bu
 t t
 o the
 correc
 t pr
 in
 ciples and o
 ur ow
 n deepes
 t value
 s
 , whic
 h giv
 e me
 a
 nin
 g an
 d con
 tex
 t t
 o ou
 r goals
 , our schedules
 , an
 d ou
 rlives.




A
 s yo
 u g
 o throug
 h you
 r week
 , ther
 e wil
 l undou
 b
 te
 d
 l
 y b
 e ti
 m
 es whe
 n you
 r integrit
 y wil
 l be place
 d o
 n t
 h
 e l
 i
 n
 e. Th
 e po
 p
 u
 l
 a
 rit
 y o
 f r
 e
 ac
 ti
 n
 g t
 o t
 h
 e u
 r
 g
 ent but unim
 p
 ortant p
 riorities of ot
 her p
 eop
 le in Quadran
 t II
 I o
 r th
 e pleasur
 e o
 f escapin
 g t
 o Qua
 d
 ran
 t I
 V wil
 l threa
 t
 e
 n t
 o overp
 ower
 th
 e i
 m
 port
 a
 n
 t Quadr
 a
 n
 t I
 I activiti
 es yo
 u hav
 e planned
 . You
 r principl
 e center
 , your self-a
 waren
 e
 ss
 , an
 d you
 r consci
 e
 nc
 e ca
 n provid
 e a hig
 h deg
 re
 e o
 f i
 n
 trin
 si
 c security
 , guidan
 ce, an
 d wisdo
 m t
 o e
 m
 pow
 e
 r y
 o
 u t
 o us
 e you
 r indep
 enden
 t wil
 l an
 d m
 ainta
 i
 n int
 egrit
 y t
 o th
 e truly i
 m
 portant.




But because you aren'
 t o
 m
 niscient, y
 ou can'
 t alwa
 ys know in advance wh
 at is tru
 ly im
 portant. A
 s carefull
 y a
 s yo
 u organiz
 e th
 e week
 , thes
 e wil
 l b
 e tim
 es w
 hen, as a pr
 inc
 iple-
 cente
 re
 d person
 , you will nee
 d t
 o su
 b
 o
 r
 d
 i
 na
 t
 e y
 o
 u
 r schedu
 l
 e t
 o a h
 i
 ghe
 r va
 l
 ue. Because you are p
 rin
 cip
 le-cen
 tered
 , yo
 u can d
 o t
 h
 a
 t w
 it
 h a
 n i
 nne
 r se
 ns
 e o
 f pe
 ace.




A
 t on
 e poin
 t
 , on
 e o
 f m
 y son
 s wa
 s d
 e
 epl
 y int
 o scheduling and e
 fficiency
 . On
 e da
 y h
 e had
 a ver
 y tigh
 t schedule
 , whic
 h include
 d d
 o
 wn
 -to-the-m
 inute tim
 e allocations for eve
 ry activ
 ity, in
 c
 luding pickin
 g u
 p som
 e book
 s
 , wa
 sh
 in
 g his ca
 r, a
 nd "dropp
 in
 g" C
 arol, his girlfriend, a
 m
 on
 g othe
 rthings.




Everything went acco
 rd
 ing to sch
 ed
 u
 le until it ca
 m
 e t
 o Carol
 . The
 y ha
 d bee
 n dati
 ng for
 a lon
 g pe
 ri
 o
 d o
 f t
 i
 m
 e
 , a
 n
 d h
 e ha
 d f
 i
 n
 all
 y c
 o
 m
 e to t
 h
 e con
 clusion that a continued relati
 on
 sh
 ip wou
 ld no
 t wo
 rk out
 . So
 , cong
 r
 uen
 t wit
 h h
 is efficienc
 y mod
 e
 , h
 e h
 ad schedu
 l
 e
 d a 10
 - to 15—
 m
 i
 nut
 e telephon
 e cal
 l t
 o tel
 l her.




Bu
 t th
 e n
 ew
 s w
 as v
 ery t
 rau
 m
 atic to h
 er. On
 e-an
 d
 -a-hal
 f hour
 s later
 , h
 e wa
 s stil
 l d
 eeply
 inv
 ol
 ve
 d i
 n a ver
 yintens
 e conversatio
 n wit
 h her
 . Eve
 n then
 , t
 h
 e on
 e visi
 twa
 s no
 t e
 nough
 . The situatio
 n wa
 s a ver
 yfrustratin
 g experienc
 e fo
 rthe
 m both.




Again
 , yo
 u s
 i
 m
 p
 l
 y can
 '
 t thin
 k efficie
 n
 c
 y wit
 h p
 e
 ople
 . Yo
 u thin
 k ef
 fect
 i
 v
 en
 ess w
 ith peopl
 e and eff
 icien
 cy with th
 in
 gs. I'
 ve tr
 ie
 d to be "
 eff
 icien
 t
 " w
 it
 h a d
 i
 sag
 r
 ee
 in
 g o
 r d
 i
 sag
 r
 e
 ea
 b
 l
 e pe
 r
 s
 o
 n an
 d i
 t simpl
 y do
 esn
 '
 t work
 . I
 '
 v
 e trie
 d t
 o giv
 e 1
 0 m
 i
 nute
 s o
 f "
 q
 ualit
 y ti
 m
 e" t
 o a chi
 ld o
 r an
 e
 m
 p
 lo
 ye
 e t
 o so
 lv
 e a proble
 m
 , onl
 y t
 o discove
 r such "efficiency" crea
 tes new pro
 blem
 s an
 d seldom resolves the deepest conce
 r
 n
 .



I see m
 any parents, particularly m
 others with sm
 al
 l childr
 e
 n
 , o
 f
 te
 n f
 rustrate
 d i
 n thei
 r desire t
 o accom
 p
 li
 sh a lo
 t because all th
 ey seem to do is m
 eet the needs of little ch
 ildren all d
 ay. R
 e
 m
 e
 m
 ber, frustratio
 n i
 s a functio
 n o
 f ou
 r expectations
 , a
 n
 d ou
 r exp
 ectat
 ions ar
 e of
 ten a ref
 lection of the social m
 irror rather than our own values and priorities.



Bu
 t i
 f yo
 u hav
 e H
 a
 bi
 t 2 dee
 p ins
 i
 d
 e you
 r h
 e
 a
 r
 t a
 n
 d m
 i
 nd
 , yo
 u hav
 e t
 hos
 e highe
 r va
 lu
 e
 s driving




you
 . Yo
 u can subo
 rd
 inat
 e you
 r sch
 edu
 le to tho
 se v
 alu
 es w
 i
 th in
 teg
 rity
 . Yo
 u ca
 n adapt
 ; yo
 u can b
 e f
 lexible
 . Y
 o
 u don
 '
 t f
 e
 e
 l guilt
 y whe
 n yo
 u don
 '
 t m
 ee
 t you
 r sch
 edu
 le o
 r w
 h
 en yo
 u h
 av
 e to change
 it.


 






Advances of the Fourth Generation



On
 e o
 f th
 e reason
 s wh
 y peopl
 e resis
 t usin
 g thi
 r
 d-g
 eneratio
 n t
 im
 e m
 anag
 e
 men
 t tool
 s i
 s because
 t
 h
 e
 y l
 o
 se s
 p
 on
 t
 an
 eit
 y
 ; the
 y b
 eco
 m
 e ri
 g
 i
 d an
 d in
 f
 l
 e
 x
 i
 b
 le
 . They subor
 di
 nat
 e pe
 ople to sc
 he
 dule
 s because the efficiency paradigm of t
 h
 e third ge
 n
 eration of managem
 ent is out of harmony wit
 h the principle that peopl
 e ar
 e m
 or
 e i
 m
 portan
 ttha
 n things.




Th
 e fou
 r
 th-generatio
 n to
 ol r
 ecogn
 izes tha
 t pr
 incipl
 e. I
 t also r
 ecognize
 s tha
 t th
 e firs
 t person yo
 u need to consider in term
 s of effect
 iveness rather than efficiency is your
 self. It encourages you to spend tim
 e in Quadrant II, to understand and center your li
 fe on principles, to give clear expressio
 n t
 o th
 e purpose
 s an
 d val
 u
 e
 s yo
 u wan
 t t
 o direc
 t you
 r d
 a
 ily deci
 sions. It helps you create b
 alan
 ce in you
 r life. I
 t h
 el
 p
 s y
 o
 u ri
 s
 e a
 b
 ov
 e th
 e l
 i
 m
 itat
 i
 on
 s o
 f dai
 l
 y plannin
 g a
 n
 d o
 r
 g
 a
 n
 i
 z
 e an
 d s
 c
 hedu
 l
 e i
 n th
 e cont
 e
 x
 t of t
 h
 e w
 e
 ek. A
 nd w
 hen a high
 er valu
 e conf
 lict
 s wit
 h wh
 a
 t yo
 u have p
 l
 ann
 ed, it empowers you to use your self-aware
 ness and your conscience to m
 aintain int
 eg
 rit
 y t
 o th
 e princi
 p
 le
 s an
 d p
 u
 rpose
 s yo
 u hav
 e d
 eterm
 in
 ed are m
 o
 st im
 po
 rtan
 t. In
 stead o
 f usin
 g a r
 o
 a
 d m
 ap
 ,you
 '
 r
 e usin
 g a co
 m
 pass.




Th
 e fourt
 h generatio
 n o
 f self
 -
 m
 a
 n
 age
 m
 e
 n
 t i
 s m
 or
 e a
 dvanc
 e
 d t
 h
 a
 n t
 h
 e t
 h
 i
 r
 d i
 n f
 i
 v
 e i
 m
 p
 or
 t
 an
 t ways.




F
 irst
 , i
 t'
 s p
 ri
 n
 ci
 p
 lec
 e
 n
 tere
 d
 . M
 o
 r
 e t
 h
 a
 n g
 iv
 i
 n
 g li
 p servic
 e t
 o Quadran
 t II
 , i
 t c
 reat
 e
 s th
 e central paradigm that e
 m
 powers you to see your tim
 e in the context of what is really im
 portant and effective
 Second, it's conscience-directed. It give
 s yo
 u t
 h
 e op
 p
 o
 rt
 un
 it
 y t
 o org
 an
 iz
 e you
 r li
 f
 e t
 o the
 bes
 t of your abili
 ty in harm
 ony with your deepes
 t values
 . Bu
 t i
 t als
 o give
 s yo
 u th
 e freedom
 to peacefully subordinate your schedule to higher values.



Third, it defines your unique m
 ission, includin
 g v
 a
 lue
 s an
 d longter
 m goals
 . Thi
 s gives
 direction an
 d purpo
 set
 o th
 e wa
 y yo
 u spen
 deac
 h day.




Fourth, it helps you balance your life by iden
 ti
 f
 yin
 g r
 o
 l
 es
 , an
 d b
 y se
 ttin
 g goals an
 d sch
 eduling activities in each key role every week.



And fifth, i
 t gives greater context through w
 eek
 ly organizing (with daily adaptation as needed), risin
 g abo
 ve th
 e l
 i
 m
 itin
 g pe
 r
 spectiv
 e o
 f a singl
 e da
 y a
 n
 d putt
 in
 g yo
 u i
 n tou
 ch wit
 h your deepes
 t value
 s throug
 h r
 evie
 w o
 fyou
 r ke
 y roles.




Th
 e practi
 c
 a
 l threa
 d runnin
 g th
 r
 oug
 h al
 l fiv
 e o
 f these ad
 vances i
 s a prim
 ary f
 ocus on
 relationsh
 ips and results and a secondary focus on tim
 e.


 


Delegation
 : Increasing P and PC


 


W
 e accomplis
 h al
 l tha
 t w
 e d
 o th
 ro
 ug
 h delegat
 io
 n -
 - eithe
 r t
 o t
 im
 e o
 r t
 o othe
 r peop
 le
 . If
 w
 e del
 e
 gat
 e t
 o t
 i
 me
 , w
 e t
 hin
 k ef
 fici
 en
 cy
 . I
 f w
 e delegate to other people, we think effectiveness.



M
 a
 n
 y peo
 p
 l
 e ref
 us
 e t
 o dele
 g
 at
 e t
 o oth
 e
 r p
 eo
 p
 l
 e because they feel it takes too m
 u
 ch ti
 m
 e and effort and they co
 uld do the job better them
 selves. B
 ut eff
 ectivel
 y delegatin
 g t
 o other
 s is
 per
 hap
 s t
 h
 e s
 i
 ng
 l
 e m
 o
 st powerful high-leverage activity there is.



Transferrin
 g responsibil
 i
 t
 y t
 o othe
 r skille
 d a
 n
 d traine
 d peopl
 e enable
 s yo
 u t
 o g
 i
 v
 e y
 our
 energie
 s t
 o othe
 r high
 -leverag
 e activities
 . De
 legatio
 nmean
 s growth
 , bot
 h fo
 r individual
 s an
 d f
 o
 r o
 r
 gan
 i
 za
 ti
 on
 s
 . Th
 e lat
 e J
 . C
 . Penne
 y wa
 s quote
 d a
 s saying that the wisest decisio
 n h
 e eve
 r made
 wa
 s t
 o "le
 t go
 " afte
 r r
 ea
 lizin
 g tha
 t h
 e could
 n
 '
 t d
 o i
 t al
 l b
 y h
 i
 m
 se
 l
 f an
 y l
 onger
 . T
 h
 a
 t decision, m
 ad
 e lon
 g ago
 , enable
 d th
 e d
 ev
 elop
 m
 ent an
 d g
 row
 th o
 f hundr
 eds o
 f sto
 re
 s an
 d thou
 sand
 s of
 people.



Becaus
 e de
 l
 e
 gatio
 n involve
 s othe
 r peopl
 e, i
 t i
 s a P
 ublic V
 icto
 ry and could w
 ell be inc
 l
 uded in Habi
 t 4
 . Bu
 t bec
 a
 us
 e w
 e a
 r
 e f
 oc
 u
 si
 n
 g her
 e o
 n p
 ri
 nc
 i
 p
 l
 e
 s o
 f pe
 r
 sona
 l m
 a
 nag
 e
 m
 en
 t
 , a
 n
 d th
 e ability t
 o delegat
 e t
 o other
 s i
 s th
 e m
 ai
 n dif
 f
 erenc
 e b
 e
 twee
 n th
 e r
 ol
 e o
 f m
 a
 nag
 er an
 d i
 ndep
 e
 ndent producer
 , I a
 m approachin
 g delegati
 o
 n fro
 m th
 estandpo
 in
 t o
 fyou
 r persona
 l m
 anageria
 lskill
 s.



A producer does whatever is necessary to accomplis
 hdesire
 d results
 , t
 o ge
 t th
 egolde
 n eggs.
 A paren
 t wh
 o washe
 s th
 e dishes
 , a
 n architec
 t wh
 o dr
 a
 w
 s u
 p blu
 e
 print
 s
 , o
 r a secr
 e
 t
 ar
 y who
 t
 ype
 s correspondence is a producer.



But when a person sets up an
 d works with a
 nd through people and syst
 em
 s to produce golden egg
 s, tha
 t perso
 n b
 e
 come
 s a man
 a
 ge
 r i
 n th
 e interdep
 e
 nd
 e
 n
 t sense
 . A par
 e
 n
 t wh
 o del
 e
 gates wash
 i
 n
 g t
 h
 e dishe
 s t
 o a c
 hil
 d i
 s a m
 a
 nager
 . A
 n architec
 t w
 h
 o head
 s a tea
 m o
 f othe
 r architects
 i
 s a m
 a
 nag
 e
 r
 . A secr
 e
 t
 ar
 y wh
 o supervise
 s o
 the
 r secretarie
 s an
 d offic
 e personne
 l i
 s a
 n office
 m
 anager.




A producer can invest o
 n
 e hour o
 f effor
 t an
 d p
 roduc
 e on
 e uni
 t o
 f resul
 t
 s
 , assu
 m
 in
 g no
 loss of efficiency.



A m
 anager, on the other hand, can invest one hour of eff
 o
 rt and produce 10 or 50 or 100 un
 its throug
 h effectiv
 e delegation.




Manag
 e
 men
 t i
 s essentiall
 y m
 ovin
 g th
 e f
 ulcru
 m over
 , an
 d th
 e ke
 y t
 o effective
 m
 anage
 m
 en
 t is delegation.



 


Gofer Dele
 gation



Ther
 e ar
 e b
 a
 sicall
 y tw
 o kind
 s o
 f del
 e
 gation
 : "gofe
 r delegation
 " an
 d "stewa
 r
 dshi
 p de
 leg
 a
 tion."
 G
 o
 f
 e
 r de
 l
 e
 g
 a
 ti
 o
 n m
 ean
 s "
 G
 o f
 o
 r t
 h
 i
 s
 , g
 o f
 o
 r t
 h
 a
 t
 , d
 o t
 h
 is
 , do that, and tell m
 e when it'
 s done." Mo
 st p
 eo
 p
 le wh
 o ar
 e p
 r
 oducer
 s hav
 e a gofe
 r d
 e
 legatio
 n pa
 r
 adigm
 . Rem
 e
 mb
 er th
 e m
 ach
 ete wielders in the jungle? T
 hey are the producers. Th
 ey roll up their sleeves a
 n
 d ge
 t th
 e j
 o
 b do
 n
 e
 . I
 f t
 h
 e
 y ar
 e g
 i
 ve
 n a pos
 iti
 o
 n o
 f s
 u
 pe
 r
 v
 isi
 o
 n o
 r m
 anag
 e
 m
 e
 n
 t
 , t
 h
 e
 y s
 til
 l t
 h
 i
 n
 k li
 k
 e p
 rodu
 cer
 s
 . The
 y don'
 t know how to set up a full de
 l
 ega
 ti
 o
 n s
 o t
 ha
 t ano
 t
 he
 r pe
 rso
 n i
 s c
 o
 m
 m
 itte
 d t
 o ac
 h
 i
 e
 v
 e results. B
 ecause they are focused on m
 ethods, they becom
 e responsible for the results.



I wa
 s involve
 d i
 n a gofe
 r delegatio
 n o
 nc
 e whe
 n o
 u
 r f
 a
 mil
 y wen
 t wate
 r sk
 iing
 . My son
 , wh
 o i
 s an excellen
 t skier
 , wa
 s i
 n t
 h
 e wate
 r bein
 g p
 u
 lle
 d an
 d I wa
 s drivin
 g th
 e boat
 . I h
 a
 nd
 e
 d the
 cam
 er
 a t
 o Sandr
 a an
 daske
 d he
 r t
 otak
 e so
 m
 epictures.




At first, I to
 ld her to be s
 elective in h
 er pictur
 e taking becaus
 e we didn'
 t ha
 ve m
 uch film left
 . The
 n I realize
 d sh
 e wa
 s unf
 a
 milia
 r wit
 h th
 e came
 r
 a
 , s
 o I bec
 a
 m
 e a littl
 e m
 o
 r
 e spec
 i
 f
 i
 c
 . I t
 o
 l
 d he
 r t
 o b
 e sur
 e t
 o wai
 t unti
 l th
 e su
 n wa
 s ahea
 d o
 f th
 e boa
 t an
 d unti
 l ou
 r so
 n wa
 s ju
 m
 p
 in
 g th
 e wak
 e or
 m
 ak
 i
 n
 g a t
 ur
 n an
 d touching his elbow.



Bu
 t th
 e mo
 r
 e I though
 t a
 bou
 t ou
 r l
 i
 mite
 d foo
 tage and her inex
 perienc
 e w
 it
 h the cam
 era, the mor
 e c
 on
 ce
 r
 n
 e
 d I b
 ec
 a
 me
 . I f
 i
 n
 all
 y sa
 i
 d
 , "
 Lo
 ok
 , S
 a
 n
 d
 ra
 , j
 u
 s
 t pus
 h th
 e butto
 n whe
 n I tel
 l you. Okay
 ? An
 d I spen
 t th
 e nex
 t fe
 w m
 inute
 s yelling
 , "Take it
 ! -- T
 ake it! -- Don'
 t take it! -
 - Don't take it!" I was afraid that if I didn'
 t di
 rect her every m
 ove every second, it wo
 uldn't be done right.



That was true gofer de
 legation, on
 e-on-one su
 pervision of m
 ethods. Many peop
 le con
 sist
 en
 tly delegat
 e tha
 t way
 . Bu
 t ho
 w m
 u
 c
 h doe
 s i
 t reall
 y accomplish
 ? An
 d ho
 w m
 a
 ny p
 e
 op
 l
 e i
 s i
 t poss
 i
 b
 l
 e t
 o s
 upervise o
 r m
 anage whe
 n you have to be involve
 d in every move they m
 ake?



Th
 ere'
 s a mu
 ch b
 ett
 e
 r w
 ay
 , a m
 o
 re e
 ff
 ect
 iv
 e w
 ay t
 o delegat
 e t
 o othe
 r p
 eople
 . An
 d i
 t
 '
 s based o
 n a paradigm of appreciation of the self-aware
 n
 ess, th
 e im
 agination, the consci
 ence, and th
 e f
 ree will of other people.


 


Ste
 w
 ardshi
 p Delegation



 


Stewardship delegation is focused o
 n resu
 lts in
 stea
 d o
 f methods
 . I
 t giv
 e
 s p
 eopl
 e a choi
 c
 e o
 f metho
 d a
 n
 d make
 s th
 e
 m re
 s
 ponsibl
 e fo
 r resul
 t
 s
 . I
 t t
 ake
 s mor
 e t
 i
 m
 e i
 n th
 e b
 e
 ginn
 i
 ng
 , bu
 t i
 t
 's
 t
 i
 m
 e we
 l
 l invested. You can m
 o
 ve the fulcr
 u
 m over, you can increase your leverage, through stew
 ardsh
 ipdelegation.




S
 t
 e
 w
 a
 r
 d
 s
 h
 i
 p de
 l
 ega
 ti
 o
 n i
 n
 v
 o
 l
 ve
 s c
 l
 ea
 r
 , up
 -fr
 on
 t m
 utua
 l u
 n
 derstandin
 g an
 d commi
 t
 m
 ent
 regarding expectations in five areas.



Desired Results: Create a clear, mutual unde
 rstandin
 g o
 f wha
 t need
 s t
 o b
 e accom
 p
 lished, fo
 cu
 sin
 g o
 n what
 , no
 t how
 ; re
 s
 ults
 , no
 t m
 e
 t
 h
 o
 ds
 . S
 pe
 n
 d t
 im
 e. B
 e p
 atien
 t. V
 is
 ualize the desired result. Have the person see it
 , describ
 e it
 , m
 ak
 e ou
 t a qua
 lit
 y statemen
 t o
 f wha
 t th
 e results




wil
 l loo
 k like
 , an
 d b
 y wh
 en th
 ey w
 ill be accom
 plished.


 


Guidelin
 es: Identif
 y the par
 ameters wit
 h
 in which t
 h
 e i
 n
 d
 i
 v
 i
 dua
 l sh
 o
 u
 l
 d op
 erate. These shoul
 d b
 e a
 s f
 e
 w a
 s po
 ss
 i
 b
 l
 e t
 o a
 v
 o
 i
 d met
 h
 od
 s de
 l
 ega
 tio
 n
 , bu
 t sh
 o
 u
 l
 d i
 nc
 l
 ud
 e an
 y f
 o
 r
 m
 i
 d
 a
 b
 l
 e restrictions
 . Yo
 u won'
 t wan
 t a perso
 n to th
 in
 k h
 e ha
 d consi
 d
 erabl
 e l
 atitud
 e a
 s lon
 g a
 s he accomplishe
 d th
 e objective
 s, on
 l
 y t
 o vi
 ol
 at
 e som
 e l
 ong-standin
 g traditi
 o
 na
 l practi
 c
 e o
 r value.
 Th
 a
 t k
 ill
 s i
 n
 itiati
 v
 e a
 n
 d se
 nd
 s peop
 l
 e b
 ack to th
 e gof
 er'
 s creed
 : "Jus
 t tel
 l m
 e wh
 at yo
 u w
 an
 t m
 e to do, and I'
 ll do it."



I
 f yo
 u kno
 w th
 e failur
 e path
 s o
 f th
 e job
 , identif
 y th
 e
 m
 . B
 e hones
 t an
 d op
 e
 n -
 - tel
 l a p
 ers
 on
 whe
 r
 e t
 h
 e q
 ui
 cksan
 d i
 s an
 d whe
 r
 e th
 e w
 il
 d an
 im
 a
 l
 s a
 r
 e
 . Yo
 u don'
 t wa
 nt to have to rei
 nve
 nt th
 e wh
 eel ev
 ery day
 . Le
 t p
 e
 opl
 e lea
 rn f
 r
 o
 m y
 o
 u
 r mi
 st
 ake
 s o
 r th
 e m
 istak
 es o
 f o
 th
 ers. Poin
 t ou
 t th
 e potenti
 al f
 ail
 ure paths
 , wh
 at no
 t t
 o do
 , bu
 t don
 '
 t t
 e
 l
 l the
 m wha
 t t
 o d
 o
 . Kee
 p th
 e responsibilit
 y f
 o
 r result
 s wit
 h th
 em -
 - t
 o d
 owhateve
 r i
 s necessar
 y withi
 n th
 e guid
 elines.




Resourc
 es: Identify the hum
 an, f
 inan
 cial, techni
 cal
 , o
 r o
 rg
 anizati
 ona
 l r
 es
 ou
 rce
 s t
 h
 e person can draw on to accom
 p
 lish the desired results.



Accoun
 tability: S
 et up the standards of perf
 orm
 a
 nce that will be used in evaluating th
 e results and the specif
 ic tim
 es w
 hen reporting an
 d evaluatio
 n wil
 ltak
 e place.




Con
 s
 equences
 : Sp
 e
 cif
 y wha
 t w
 i
 l
 l h
 appen
 , bot
 h g
 oo
 d a
 n
 d b
 ad
 , a
 s a r
 esul
 t o
 f t
 h
 e ev
 al
 u
 ati
 on. Thi
 s coul
 d i
 nclud
 e s
 uc
 h thing
 s a
 s f
 i
 nancia
 l rewa
 rds
 , p
 s
 y
 chic rewards, d
 i
 fferent job assignm
 ents, and natural consequences tied into the overall m
 ission of an organization.


 


Som
 e y
 ear
 s ago
 , I ha
 d a
 n interestin
 g e
 xp
 erie
 n
 c
 e i
 n de
 l
 ega
 tio
 n w
 it
 h on
 e o
 f m
 y sons
 . We
 wer
 ehavin
 g a f
 a
 mil
 y meeting
 , a
 n
 d w
 e ha
 d o
 u
 r m
 issi
 o
 n s
 tat
 em
 en
 t u
 p o
 n t
 h
 e w
 al
 l to m
 ak
 e s
 u
 r
 e ou
 r plan
 s were in harm
 ony with our values. Everybody was there.



I se
 t u
 p a bi
 g blackboar
 d an
 d w
 e wrot
 e dow
 n ou
 r go
 a
 l
 s -
 - th
 e ke
 y thing
 s we wanted to do -- and the jobs that flowed out of those goals. Th
 en I asked for volunteers to do the job.



"
 W
 h
 o w
 ant
 s t
 o pa
 y th
 e m
 ortg
 age
 ?
 " Iasked
 . I notice
 d I wa
 s th
 eonl
 y on
 e wit
 h m
 y han
 d up.



 


"
 W
 h
 o w
 an
 t
 s t
 o pa
 y f
 o
 r t
 h
 e i
 ns
 urance
 ? Th
 e food
 ? The cars?" I seem
 ed to have a real monopo
 ly o
 n th
 e opportunities.




"
 W
 h
 o want
 s t
 o fee
 d th
 e ne
 w baby
 ?
 " Ther
 e wa
 s m
 o
 r
 e i
 n
 t
 e
 r
 es
 t he
 r
 e
 , bu
 t m
 y w
 i
 f
 e w
 a
 s t
 h
 e on
 l
 y on
 e with the right qualifications for the job.



As we went down the list, jo
 b by job, it was so
 o
 n eviden
 t tha
 t Mo
 m an
 d Da
 d ha
 d more
 t
 ha
 n s
 i
 x
 t
 y
 -
 h
 o
 u
 r wo
 r
 k weeks
 . W
 it
 h t
 ha
 t parad
 i
 gm in m
 ind, som
 e of the ot
 he
 r job
 s too
 k o
 n a m
 ore
 proper perspective.



M
 y seven-y
 e
 ar-ol
 d son
 , Stephen
 , vo
 l
 unteere
 d t
 o t
 ak
 e ca
 re o
 f th
 e ya
 rd
 . B
 efo
 re I ac
 tu
 all
 y g
 av
 e him a job
 , I bega
 n a thoroug
 h train
 in
 g process
 . I wante
 d h
 i
 m t
 o hav
 e a clea
 r pictur
 e i
 n hi
 s m
 i
 nd o
 f wha
 t a well-cared-for yard was like, so I took him next door to our neighbor'
 s.



"Look
 , s
 on,
 " I sa
 i
 d
 . "
 Se
 e ho
 w our ne
 i
 ghb
 or
 '
 s yar
 d is green and clean
 ? T
 ha
 t
 '
 s w
 hat w
 e
 '
 re af
 ter: gree
 n an
 d clean
 . No
 w co
 m
 e loo
 k a
 t ou
 r yard
 . Se
 e th
 e m
 i
 xe
 d colors
 ? T
 hat'
 s not it; that'
 s not g
 reen
 . G
 reen an
 d cl
 e
 a
 n i
 s wha
 t w
 e want
 . No
 w ho
 w yo
 u ge
 t i
 t gree
 n i
 s u
 p t
 oyou
 . You'r
 efr
 e
 e t
 o d
 o i
 t an
 y wa
 y yo
 u want
 ,excep
 t pain
 t it
 . Bu
 t I
 '
 l
 l tel
 l yo
 u ho
 w I'
 d d
 o it if it w
 ere u
 p to m
 e.
 "



"Ho
 w woul
 dyo
 u d
 o it
 , Dad
 ?
 "


 


"I'
 d tur
 n o
 n th
 e s
 prinkle
 r
 s
 . Bu
 t yo
 u ma
 y wan
 t to use bucket
 s or a hose. It m
 akes no d
 iff
 eren
 ce to m
 e
 . Al
 l w
 e car
 eabou
 t i
 s tha
 tth
 e colo
 r i
 sgreen
 . Okay
 ?
 "



"
 Okay.
 "


 


"Now let'
 s talk abo
 u
 t '
 clean,' Son. Clean m
 eans no m
 esse
 s ar
 o
 un
 d -
 - n
 o pap
 e
 r
 , strings
 , bones,
 stick
 s, o
 r anyth
 in
 g tha
 t m
 e
 sse
 s u
 p th
 e place
 . I
 '
 l
 l tel
 l yo
 u w
 h
 a
 t let'
 s do
 . L
 et'
 s just cle
 an u
 p h
 alf of the yard right now and look at the difference."



S
 o w
 e g
 o
 t o
 u
 t t
 w
 o pa
 p
 e
 r sack
 s a
 n
 d p
 i
 ck
 e
 d u
 p on
 e sid
 e of the yard. "Now look a
 t thi
 s si
 de
 . Look at the other side. See the difference? That'
 s called clean."



"
 W
 ait!
 "h
 e called
 . "
 Ise
 e so
 m
 e pape
 r behin
 dtha
 t bush!"



 


"
 O
 h
 , good
 ! I didn
 '
 t notic
 e tha
 t ne
 ws
 pape
 r b
 ack th
 ere. Yo
 u h
 av
 e goo
 d ey
 es, Son."



 


"Now befor
 e you decide whether or not you'
 re go
 i
 n
 g t
 o ta
 k
 e t
 h
 e j
 o
 b
 , le
 t m
 e t
 e
 l
 l y
 o
 u a f
 e
 w mor
 e things
 . B
 ecaus
 e wh
 e
 n yo
 u t
 a
 k
 e th
 e job
 , I don
 '
 t d
 o i
 t an
 ymor
 e. It'
 s yo
 u
 r job
 . It'
 s call
 ed a st
 ew
 ard
 ship
 . S
 tew
 ardsh
 i
 p m
 eans '
 a j
 ob w
 ith a trust
 .
 ' I trus
 t yo
 u t
 o d
 o th
 e j
 ob
 , t
 o ge
 t i
 t done
 . Now who
 '
 s go
 i
 n
 g t
 o b
 e your boss?
 "



"You
 , Dad
 ?
 "


 


"No
 , no
 t m
 e. You'r
 e th
 e bos
 s
 . Yo
 u bos
 s you
 r
 self
 . Ho
 w d
 o yo
 u lik
 e Mo
 m an
 d Dad
 nagging you a
 l
 l t
 h
 e ti
 m
 e?"



"
 I don
 '
 t
 ."



"W
 e don'
 t like doing it either. It som
 eti
 m
 es cause
 s a bad feeling do
 esn'
 t it? So you boss yourself. Now, guess who your helper is."



"Who
 ?
 "


 


"I am
 ," I said. "You boss m
 e." "
 I do
 ?
 "



"That
 '
 s right
 . Bu
 t m
 y tim
 e t
 o he
 l
 p i
 s l
 i
 m
 it
 e
 d
 . S
 o
 m
 eti
 m
 e
 s I
 '
 m away
 . Bu
 t whe
 n I
 '
 m here,
 yo
 u tell m
 e ho
 w I ca
 n help
 . I
 '
 l
 l d
 o anythin
 gyo
 u w
 an
 t m
 e t
 odo."




"Ok
 ay
 !"


 


"Now guess who judges you." "Who
 ?
 "



"You judge yourself." "
 I do
 ?
 "



"That'
 s right. Twice a week the two of us will walk around the yard and you can show m
 e how it'
 s co
 m
 i
 ng
 . Ho
 w ar
 e yo
 ugoin
 g t
 o judge
 ?
 "



"Green and clean." "
 R
 i
 gh
 t
 !"



I traine
 d hi
 m wit
 h thos
 e tw
 o word
 s fo
 r tw
 o week
 s bef
 o
 re I felt he was ready to take the job. Finally, the big day cam
 e.



"I
 s i
 t a deal
 ,Son
 ?
 " "
 It
 '
 s a dea
 l
 .
 " "W
 hat'
 s the job?
 " "Green and clean." "
 W
 ha
 t
 '
 s g
 r
 een
 ?"




He looked at our yard, which was beginning to l
 o
 ok be
 tt
 e
 r
 . The
 n h
 e po
 i
 n
 t
 e
 d n
 ex
 t door.
 "
 T
 hat'
 s th
 ecolo
 r o
 f hi
 s yard."




"
 W
 ha
 t
 '
 s c
 l
 ean
 ?"
 "No m
 esses." "W
 ho'
 s the boss?
 " "
 I a
 m
 .
 "



"
 W
 ho
 '
 s you
 r helper
 ?
 "


 


"You are, when you have tim
 e." "W
 ho'
 s the judge?
 "



"
 I a
 m
 . W
 e
 '
 l
 l wal
 karoun
 d tw
 o ti
 m
 e
 s a wee
 kan
 d I ca
 n sho
 wyo
 u ho
 w it
 '
 s co
 m
 i
 ng."
 "And what will we look for?
 "



"Green and clean."


 


A
 t tha
 t ti
 m
 e I didn
 '
 t men
 t
 io
 n a
 n allowance
 . Bu
 t Iwouldn
 '
 t h
 e
 s
 itat
 e t
 oatt
 a
 c
 h a
 n all
 owanc
 e to suc
 h a stewardship.




Tw
 o week
 san
 d tw
 o words
 . I though
 th
 e wa
 s ready.



 


I
 t wa
 s Saturday
 . An
 d h
 e di
 d nothing
 . Sun
 day...noth
 i
 ng
 . Monday...nothing
 . A
 s I pulled ou
 t o
 f th
 e d
 r
 ivew
 a
 y o
 n m
 y wa
 y t
 o wor
 k o
 n Tuesd
 a
 y
 , I loo
 k
 ed at th
 e y
 ellow, clu
 tte
 red yard and th
 e ho
 t Ju
 ly su
 n o
 n it
 s w
 a
 y up
 . "Sur
 el
 y h
 e
 '
 l
 l d
 o i
 t t
 od
 ay,
 " I t
 hought
 . I cou
 ld rationali
 ze Saturday
 b
 eca
 u
 s
 e t
 h
 a
 t w
 a
 s th
 e d
 a
 y w
 e m
 a
 d
 e th
 e a
 g
 ree
 m
 e
 nt
 . I c
 oul
 d r
 ati
 onali
 ze Sunda
 y; Sunda
 y was for other things. But I cou
 l
 d
 n
 '
 t rationaliz
 e Monday
 . An
 d no
 w i
 t wa
 s Tuesd
 a
 y
 . Certain
 l
 y h
 e
 '
 d d
 o i
 t t
 od
 a
 y
 . I
 t w
 a
 s summ
 ertim
 e. W
 h
 at else did he have to do?



Al
 l da
 y I coul
 d hardl
 y wai
 t t
 o retur
 n hom
 e t
 o se
 e wha
 t happened
 . A
 s I rounde
 d th
 e c
 or
 n
 er
 , I wa
 s m
 et with the sam
 e picture I left that m
 orn
 ing. And there was m
 y son at th
 e park across th
 e st
 reet playing.




This was n
 o
 t ac
 ceptab
 l
 e. I was upset and di
 sillu
 sioned by his p
 er
 f
 o
 r
 m
 a
 n
 c
 e a
 f
 te
 r tw
 o w
 eeks of trainin
 g an
 d al
 l thos
 e comm
 it
 m
 ents
 . W
 e h
 a
 d a lo
 t o
 f effo
 rt, p
 ride
 , an
 d mone
 y invested i
 n th
 e yar
 d an
 d I coul
 d se
 e i
 t goin
 g dow
 n th
 e drain. B
 esides, m
 y neighbor'
 s yard was m
 an
 icu
 red an
 d b
 eau
 tifu
 l, an
 d th
 esituatio
 n wa
 s beginnin
 g t
 o g
 et e
 m
 barrassing.




I wa
 s rea
 d
 y t
 o g
 o ba
 c
 k t
 o g
 o
 f
 e
 r de
 l
 eg
 a
 ti
 on
 . So
 n
 , yo
 u ge
 t ove
 r her
 e a
 n
 d pic
 k u
 p th
 i
 s garbage
 righ
 t no
 w o
 r else
 ! I kne
 w I cou
 l
 d ge
 t th
 e golde
 n eg
 g tha
 t way
 . Bu
 t wha
 t abou
 t t
 h
 e goo
 s
 e?




W
 ha
 t woul
 d happe
 nt
 o hi
 s intern
 al co
 mm
 it
 m
 ent?



 


S
 o Ifake
 d a s
 m
 il
 e an
 d yelle
 dacros
 s th
 e street
 ,"Hi
 , S
 on
 . How'
 si
 t going
 ?
 " "F
 i
 ne
 !
 " h
 e r
 e
 t
 u
 r
 ned
 .



"How'
 s the yard com
 ing?" I knew the m
 inute I said it I had broken our ag
 reem
 ent. That'
 s not th
 e wa
 y w
 e ha
 d se
 t u
 p a
 naccounting
 . That
 '
 s no
 twha
 t w
 e ha
 d agreed.




"How'
 s the yard com
 ing?" I knew the m
 inute I said it I had broken our ag
 reem
 ent. That
 's no
 t th
 e wa
 yw
 e ha
 d se
 t u
 p a
 naccounting
 . That
 '
 s no
 twha
 t w
 e ha
 d agreed.




S
 o h
 e f
 el
 t justi
 f
 ie
 d i
 n breakin
 git
 , too
 . "Fine
 , Dad."



 


I b
 i
 t m
 y t
 on
 g
 u
 e a
 n
 d wa
 ite
 d un
 ti
 l a
 f
 te
 r d
 i
 nne
 r
 . T
 hen I s
 aid, "S
 on
 , let'
 s d
 o a
 s w
 e agr
 eed
 . L
 et'
 s w
 alk aroun
 d th
 e yar
 dtogethe
 r an
 d yo
 u ca
 n s
 ho
 w m
 e ho
 w it'
 s going in your stew
 ardship."



A
 s w
 e start
 e
 d ou
 t th
 e door
 , hi
 s chi
 n b
 e
 ga
 n t
 o qui
 v
 e
 r. T
 ears w
 elled up in his eyes and, by the tim
 e we got out to the m
 iddle of the yard, he was whim
 pering.



"It
 '
 s s
 o ha
 r
 d
 , Dad
 !
 "


 


W
 hat
 '
 s s
 o hard? I thought to myself. Yo
 u have
 n
 '
 t d
 on
 e a s
 i
 ng
 l
 e t
 h
 in
 g
 ! Bu
 t I kne
 w w
 ha
 t wa
 s hard -- self m
 anagem
 ent, self-sup
 ervision. So I sa
 i
 d
 , "
 Is t
 he
 r
 e an
 yt
 h
 i
 n
 g I ca
 n d
 o t
 o he
 l
 p
 ?
 "



"
 W
 oul
 d you
 ,Dad
 ?
 " h
 esniffed
 "W
 hat was our agreem
 ent?
 "



"Yo
 u sai
 d you
 '
 d hel
 p m
 e i
 f yo
 uha
 d ti
 m
 e."
 "I have tim
 e."



S
 o h
 e ra
 n int
 o th
 e hous
 e an
 d c
 a
 m
 e ba
 c
 k wit
 h tw
 o sacks
 . H
 e hande
 d m
 e one
 . "
 W
 il
 l yo
 u pick
 t
 ha
 t stuff up?" He poin
 ted to the garbage from Saturday n
 ig
 h
 t'
 s barbe
 cue. "It m
 akes m
 e sick
 !"



S
 o I did
 . I di
 d exact
 l
 y wha
 t h
 e a
 ske
 d m
 e t
 o do
 . An
 d tha
 t wa
 s whe
 n h
 e sign
 ed th
 e ag
 reem
 en
 t in hi
 s heart
 . I
 tbeca
 m
 e hi
 s yard
 , hi
 sstewardship.




H
 e onl
 y a
 s
 k
 e
 d fo
 r he
 l
 p tw
 o o
 r thre
 e mor
 e t
 i
 m
 e
 s th
 a
 t entir
 e sum
 m
 er
 . H
 e too
 k care of that yard. He kept it greener and cleaner than it had ever been under m
 y stewardsh
 i
 p
 . H
 e e
 v
 en r
 ep
 ri
 m
 ande
 d h
 i
 s brothers and sisters if they left so m
 u
 ch as a gum wrap
 per on the lawn.



Trust is the highest form of hum
 an motivation
 . I
 t bring
 s ou
 t t
 h
 e ver
 y bes
 t i
 n peo
 p
 le
 . But
 it t
 akes ti
 m
 e an
 d patien
 c
 e
 , an
 d i
 t doesn
 '
 t preclu
 d
 e th
 e n
 e
 cessit
 y t
 o trai
 n an
 d develo
 p people
 s
 o tha
 t the
 ir co
 m
 petenc
 y ca
 nris
 e t
 o th
 eleve
 l o
 f tha
 ttrust.




I a
 m co
 n
 v
 i
 nce
 d t
 ha
 t i
 f s
 t
 e
 wa
 r
 ds
 h
 i
 p de
 l
 ega
 tio
 n is done co
 rrectly, both parties will benefi
 t an
 d ulti
 m
 atel
 y muc
 h m
 or
 e wor
 k wil
 l ge
 t don
 e i
 n muc
 h le
 ss ti
 m
 e
 . I believ
 e tha
 t a f
 a
 m
 ily tha
 t i
 s w
 el
 l organized
 , whos
 e t
 i
 m
 e ha
 s be
 e
 n sp
 e
 n
 t e
 f
 fe
 c
 tivel
 y d
 eleg
 a
 tin
 g on a one-to-one bas
 i
 s
 , ca
 n o
 r
 gan
 i
 ze t
 h
 e work so that everyone can do everyt
 hing i
 n a
 bout a
 n hou
 r a d
 a
 y
 . Bu
 t th
 at take
 s th
 e interna
 l c
 apacit
 y t
 o wan
 t t
 o m
 a
 nage
 , no
 t jus
 t produ
 c
 e
 . Th
 e fo
 c
 u
 s is o
 n effectiveness, not efficiency.



Certain
 ly yo
 u ca
 n pic
 k u
 p tha
 t roo
 m bette
 r th
 a
 n a child
 , bu
 t th
 e ke
 y i
 s tha
 t yo
 u wan
 t to
 e
 m
 powe
 r th
 e chil
 d t
 o d
 o it
 . I
 t t
 a
 ke
 s t
 i
 me
 . Yo
 u h
 a
 v
 e t
 o ge
 t inv
 o
 lve
 d i
 n th
 e tra
 inin
 g and
 d
 evelopment
 . I
 t take
 s time
 , bu
 t ho
 w valuabl
 e tha
 t ti
 m
 e i
 s downstre
 a
 m
 ! It saves you s
 o m
 uch in the long run.



Th
 i
 s appro
 a
 c
 h i
 n
 v
 o
 l
 ve
 s a
 n en
 ti
 re
 l
 y ne
 w parad
 i
 g
 m of delegation. In effect, it changes the natur
 e o
 f th
 e rel
 ations
 h
 i
 p
 : Th
 e ste
 w
 ar
 d beco
 me
 s hi
 s o
 wn b
 o
 ss
 , governe
 d b
 y a con
 science tha
 t contain
 s th
 e commi
 t
 m
 en
 t t
 o ag
 re
 ed upo
 n des
 i
 re
 d results
 . Bu
 t i
 t als
 o rele
 ase
 s h
 i
 s crea
 tiv
 e energies tow
 ard doing w
 hatever is necessary in harm
 ony with correct principles to achieve those desired results.



Th
 e pr
 i
 nciple
 s invo
 l
 ve
 d i
 n st
 ewardshi
 p delegati
 on are cor
 rect and app
 licab
 le to an
 y kind o
 f person o
 r situati
 on
 . Wit
 h i
 mma
 t
 ur
 e people
 , yo
 u spec
 i
 f
 y f
 ew
 er de
 si
 red resul
 ts and m
 ore guidelines, identify mor
 e reso
 urces
 , co
 n
 d
 uc
 t mor
 e f
 requen
 t accou
 n
 tabilit
 y interviews
 , and
 app
 l
 y m
 o
 r
 e i
 mm
 ed
 i
 a
 t
 e consequences
 . W
 ith m
 or
 e m
 atur
 e people
 , yo
 u hav
 e m
 or
 e challenging
 desire
 d results
 , fewe
 r guideline
 s
 , less freque
 nt accountability, an
 d les
 s m
 e
 a
 su
 r
 ab
 l
 e bu
 t m
 o
 re
 discernibl
 e criteria.




Effectiv
 e delegatio
 n i
 s perh
 ap
 s th
 e bes
 t indica
 to
 r o
 f e
 ffectiv
 e m
 a
 nag
 e
 men
 t s
 i
 m
 p
 l
 y be
 c
 ause i
 t i
 s s
 o basi
 ct
 o bot
 h persona
 lan
 d organizationa
 l growth.



 


The Quadrant II Para
 digm



Th
 e ke
 y t
 o eff
 e
 ctiv
 e manag
 e
 men
 t o
 f self
 , o
 r o
 f other
 s throug
 h delegati
 o
 n
 , i
 s no
 t i
 n any
 t
 echn
 iqu
 e o
 r tool or extrinsic factor. It is intr
 ins
 ic -- in the Quadrant I
 I para
 dig
 m tha
 t e
 m
 powers
 you to see through the lens of im
 portance rather than urgency.



I hav
 e include
 d i
 n th
 e Append
 i
 x a
 n exercis
 e calle
 d "
 A Qu
 a
 d
 r
 an
 t I
 I Da
 y a
 t th
 e Office
 " which w
 il
 l enab
 le you to see in a business se
 tting how pow
 erfully this paradigm can i
 m
 pact your effectiveness.



A
 s y
 o
 u wo
 r
 k t
 o d
 e
 v
 el
 o
 p a Qu
 a
 d
 ra
 n
 t I
 I p
 ara
 d
 i
 g
 m
 , you will in
 crease you
 r ability to organize and execute every w
 eek of your lif
 e aroun
 d you
 r deepes
 t priorities
 , t
 o wal
 k you
 r talk
 . You
 will not be d
 e
 p
 e
 nd
 e
 n
 t o
 n a
 n
 y o
 t
 h
 e
 r p
 er
 so
 n o
 r t
 h
 i
 n
 g f
 o
 r the effective m
 anagem
 e
 nt of your life.



Interestingly
 , ever
 y on
 e o
 f th
 e Seve
 n H
 abit
 s i
 s in Qu
 ad
 ran
 t II. Ev
 e
 ry on
 e d
 eals w
 ith funda
 m
 entally i
 m
 po
 rt
 an
 t t
 h
 i
 ng
 s t
 ha
 t
 , i
 f d
 o
 n
 e on a regular basis, would m
 ake a trem
 endous positive diff
 erence in our lives.


 


Applica
 tio
 n Suggestions:


 


1.
 Identif
 y a Quadran
 t I
 I activit
 y yo
 u kno
 w ha
 s bee
 n neglec
 t
 e
 d i
 n you
 r lif
 e -
 - on
 e that
 , i
 f do
 n
 e well
 , woul
 d hav
 e a s
 i
 gn
 i
 fican
 t i
 m
 pa
 c
 t i
 n you
 r l
 i
 f
 e
 , eithe
 r personall
 y o
 r p
 rof
 ess
 i
 on
 al
 ly
 . W
 rit
 e i
 t dow
 n an
 d co
 mm
 i
 t t
 o i
 m
 ple
 m
 en
 t it.




2.
 D
 ra
 w a T
 i
 m
 e Manage
 m
 e
 n
 t Matri
 x an
 d t
 r
 y t
 o esti
 m
 at
 e w
 ha
 t percent
 ag
 e o
 f you
 r tim
 e you
 spen
 d i
 n ea
 c
 h quadrant
 . The
 n lo
 g y
 o
 u
 r t
 i
 m
 e fo
 r t
 hre
 e day
 s i
 n 15
 -
 m
 i
 nut
 e intervals
 . Ho
 w accurate w
 a
 s you
 r estim
 ate? A
 re yo
 u satisf
 ie
 d w
 ith th
 e w
 ay yo
 u sp
 en
 d you
 r ti
 m
 e
 ? W
 ha
 t d
 o yo
 u nee
 d to change.




3.
 Mak
 e a lis
 t o
 f responsibilitie
 s yo
 u coul
 d d
 e
 legat
 e an
 d th
 e peopl
 e yo
 u coul
 d delegat
 e t
 o or tr
 a
 i
 n to b
 e res
 p
 on
 si
 bl
 e i
 n t
 h
 es
 e a
 r
 eas
 . D
 ete
 rm
 in
 e wh
 a
 t i
 s neede
 d t
 o star
 t th
 e proces
 s of
 delegatio
 n o
 r training.




4.
 O
 r
 g
 an
 i
 z
 e y
 o
 u
 r nex
 t w
 e
 ek
 . S
 t
 a
 r
 t b
 y wr
 iting down your roles an
 d goal
 s fo
 r th
 e wee
 k
 , then transfer the goals to a specific action pl
 an. A
 t th
 e en
 d o
 f th
 e week
 , ev
 a
 l
 uat
 e ho
 w well




you
 r p
 lan tr
 a
 n
 slate
 d you
 r dee
 p value
 s an
 d purpose
 s int
 o you
 r d
 aily lif
 e an
 d th
 e d
 eg
 ree o
 f in
 tegr
 ity you were able to m
 aintain to those values and purposes.



5.
 Comm
 it yourself to start organizing on a week
 l
 y bas
 i
 s an
 d se
 t u
 p a r
 egu
 l
 a
 r ti
 m
 e t
 o d
 o it
 .


 


6.
 Eithe
 r c
 onver
 t you
 r curren
 t pl
 a
 n
 nin
 g too
 l in
 t
 o a f
 ourth generat
 ion tool or secure su
 ch a tool.


 


7.
 G
 o th
 r
 oug
 h "
 A Quadran
 t I
 I Da
 y a
 t th
 e Offic
 e" (App
 end
 ix B
 ) f
 o
 r a mo
 re in
 -d
 ep
 th understanding of the im
 pact of a Quadrant II paradigm
 .








Part Three



Public Victory



 



Paradigms of Interdependence



 


Ther
 e ca
 n b
 e n
 ofriendshi
 p w
 ithou
 tconf
 idence
 , an
 d n
 o confid
 enc
 e withou
 tintegr
 it
 y


 



-- Samu
 el Johnso



*

*


B
 e
 f
 o
 r
 e m
 ovi
 n
 g i
 n
 t
 o th
 e a
 r
 e
 a o
 f Pub
 li
 c V
 i
 c
 t
 o
 r
 y
 , we should rem
 ember that effective in
 terd
 ep
 en
 d
 en
 ce ca
 n onl
 y b
 e b
 u
 il
 t o
 n a foundatio
 n o
 f t
 r
 u
 e indepen
 den
 ce. P
 rivat
 e V
 ictor
 y precedes Public Victory. Algebra co
 m
 es before calculus.



A
 s w
 e l
 oo
 k bac
 k an
 d surve
 y t
 h
 e t
 erra
 i
 n t
 o determ
 ine where we'
 v
 e be
 en and where we are in relationship to where we'
 re going, we clearly se
 e tha
 t w
 e coul
 d no
 t hav
 e gotte
 n wher
 e we ar
 e withou
 t c
 o
 m
 i
 n
 g t
 h
 e wa
 y w
 e c
 am
 e
 . The
 r
 e a
 r
 e
 n
 '
 t an
 y o
 t
 h
 e
 r r
 oads
 ; t
 h
 e
 r
 e a
 r
 e
 n
 '
 t an
 y sho
 rt
 cu
 t
 s
 . There
 '
 s n
 o wa
 y t
 o parachut
 e int
 o thi
 s terrain
 . Th
 e landscap
 e ahea
 d i
 s covere
 d wit
 h t
 h
 e fragm
 e
 nts
 of brok
 en relationships of people who have tried. Th
 ey'
 v
 e tried to jum
 p into eff
 ective relationship
 s without the m
 aturity, the strength of character, t
 o m
 a
 i
 n
 t
 a
 i
 n t
 he
 m
 .



Bu
 t y
 o
 u jus
 t can
 '
 t d
 o it
 ; yo
 u s
 i
 mpl
 y h
 av
 e t
 o trav
 el th
 e ro
 a
 d
 . Yo
 u can
 '
 t b
 e successfu
 l with o
 t
 he
 r peopl
 e i
 f yo
 u haven
 '
 t pai
 dth
 e p
 ric
 e o
 f succes
 swit
 h yourself.




A f
 e
 w yea
 r
 s ag
 o whe
 n I wa
 s g
 i
 v
 i
 n
 g a s
 e
 m
 i
 na
 r o
 n the Oregon coast, a m
 a
 n cam
 e up to m
 e and said
 , "
 Y
 o
 u know
 , Stephen
 , I reall
 y don'
 tenjo
 y co
 m
 i
 n
 g to these sem
 in
 ars.
 " H
 e h
 ad m
 y atten
 tion.




"Loo
 k at ev
 e
 r
 yon
 e e
 l
 s
 e here,
 " h
 e con
 t
 in
 u
 ed
 . "L
 o
 ok at thi
 s be
 autif
 ul c
 oast
 line and the sea out th
 ere and all that'
 s happening. All I ca
 n do is sit and wo
 rry about the grilling I'm goi
 n
 g to get f
 ro
 m m
 y w
 if
 e tonigh
 t o
 n th
 e ph
 o
 ne.




"
 S
 h
 e give
 s m
 e th
 e thir
 d degre
 e ever
 y ti
 m
 e I'
 m a
 way
 . W
 h
 e
 r
 e di
 d I ea
 t breakfast
 ? Who
 else w
 asthere
 ? W
 a
 s I i
 n m
 eeting
 s al
 l m
 o
 rning
 ? Whe
 n di
 d w
 e sto
 p fo
 r l
 unch
 ? W
 h
 a
 t di
 d I do durin
 g lunch
 ? Ho
 w di
 d I spen
 d th
 e a
 f
 ternoon
 ? Wha
 t di
 d I d
 o fo
 r entert
 a
 i
 n
 m
 e
 n
 t i
 n th
 e evening?
 W
 h
 o wa
 s wit
 h m
 e
 ? W
 ha
 t di
 d w
 etal
 k about?




"And what she really w
 ants to know
 , bu
 t neve
 r quit
 e asks
 , i
 s who she can call to verify everything I tell her. Sh
 ejus
 t nag
 s m
 e an
 dqu
 e
 stion
 s everythin
 g I d
 o whene
 ver I'
 m aw
 ay
 . It's
 taken the bloom out o
 f thi
 swhol
 e experience
 . Ireall
 y don
 '
 t en
 jo
 y i
 t a
 tall."




He did look pretty m
 iserable. W
 e t
 a
 lk
 e
 d f
 o
 r a w
 h
 il
 e, an
 d t
 he
 n h
 e m
 a
 d
 e a ve
 r
 y i
 n
 t
 e
 r
 es
 ti
 n
 g co
 mm
 e
 nt.




"
 I gues
 s sh
 e know
 s a
 ll th
 equestion
 s to ask
 ," h
 e s
 a
 i
 d a little sheepishly. "It was at a sem
 inar like this tha
 t I m
 e
 t he
 rwhe
 n I wa
 s m
 arrie
 d t
 o so
 m
 eon
 e else!"




I considered the im
 plications of his comm
 ent a
 nd then said, "You'
 re kind of into '
 quick fix,' aren
 '
 t you
 ?
 "



"
 W
 ha
 t d
 o yo
 u m
 ean
 ?
 " h
 e replied.



 


"
 W
 ell
 , you'
 d lik
 e t
 o tak
 e a screwdrive
 r an
 d jus
 t ope
 n u
 p you
 r w
 i
 f
 e
 '
 s h
 e
 a
 d an
 d r
 e
 wir
 e th
 a
 t attitu
 d
 e o
 f her
 sreall
 y fast
 , wouldn
 '
 t you
 ?
 "



"Sure
 , I
 '
 d lik
 ehe
 r t
 o change,
 " h
 e exclai
 m
 e
 d
 . "
 I don
 '
 t thin
 k it
 '
 s righ
 t fo
 r h
 er t
 oconstantl
 y gri
 ll m
 e li
 k
 e she does."



"M
 y friend,
 " I sai
 d
 ,"yo
 u can
 '
 t tal
 kyou
 r wa
 y ou
 t o
 f proble
 m
 s yo
 u behav
 e yoursel
 f into."



 


W
 e
 '
 re dealin
 g wit
 h a ver
 y dra
 m
 ati
 c an
 d ver
 y fundam
 ental Paradigm Shift here
 . You ma
 y try to lubricat
 e y
 ou
 r socia
 l interaction
 s wit
 h personalit
 y techn
 iq
 u
 es an
 d sk
 ill
 s, bu
 t in th
 e p
 ro
 cess, you ma
 y truncate th
 e vita
 l ch
 a
 racte
 r base
 . Yo
 u can
 '
 t hav
 e th
 e f
 ruit
 s withou
 t th
 e r
 o
 ots
 . I
 t
 '
 s t
 h
 e p
 ri
 n
 c
 ip
 l
 e o
 f sequencing
 : Privat
 e Victor
 y prece
 de
 s Publi
 c Vic
 t
 ory
 . Self
 -
 m
 aster
 y and
 self
 -d
 iscip
 lin
 e are th
 e foundatio
 n o
 f goo
 d relationship
 s wit
 h other
 s.



Som
 e peop
 l
 e sa
 y tha
 t yo
 u h
 av
 e t
 o lik
 e yoursel
 f befor
 e yo
 u ca
 n lik
 e others
 . I thin
 k tha
 t id
 e
 a ha
 s m
 erit, bu
 t if yo
 u don'
 t kno
 w you
 rself
 , if yo
 u don
 '
 t contro
 l yourself
 , i
 f yo
 u don
 '
 t h
 av
 e m
 a
 stery
 ove
 r yoursel
 f
 , it
 '
 s ver
 y har
 d t
 o lik
 e you
 rs
 el
 f
 , e
 x
 cep
 t in som
 e sh
 o
 rt-
 term
 , p
 sy
 ch
 -up
 , supe
 rf
 icial w
 ay.




Real sel
 f
 -respect com
 es fro
 m dom
 ini
 on over self
 , f
 ro
 m tru
 e i
 n
 dependence
 . An
 d that
 '
 s the
 fo
 cu
 s o
 f H
 a
 bit
 s 1
 , 2
 , an
 d 3
 . Independenc
 e i
 s a
 n achiev
 e
 ment
 . In
 te
 rd
 ep
 en
 d
 en
 ce i
 s a ch
 o
 ice o
 n
 ly independent people can m
 ake. Unless we are w
 illing to ac
 hieve re
 a
 l i
 n
 dep
 end
 e
 nce
 , it
 '
 s foo
 lis
 h t
 o tr
 y t
 o develo
 p human-relation
 s skil
 ls
 . W
 e m
 ig
 h
 t tr
 y
 . W
 e m
 i
 g
 h
 t eve
 n hav
 e so
 m
 e deg
 r
 e
 e of
 succes
 s whe
 n th
 e su
 n i
 s shining
 . Bu
 t whe
 n th
 e dif
 f
 icul
 t time
 s com
 e -
 - an
 d the
 y wil
 l -
 - w
 e w
 on'
 t h
 av
 e th
 e foundati
 on t
 o ke
 ep thing
 s tog
 ether.




Th
 e mos
 t i
 m
 portan
 t ingr
 e
 di
 en
 t w
 e pu
 t int
 o an
 y r
 e
 lationshi
 p i
 s no
 t wha
 t w
 e sa
 y o
 r wha
 t w
 e do, bu
 t what we are. And if ou
 r word
 s an
 d ou
 r action
 s com
 e f
 r
 o
 m super
 f
 icia
 l human-relations
 technique
 s (th
 e persona
 l
 it
 y ethic
 ) r
 a
 the
 r th
 a
 n f
 r
 o
 m ou
 r o
 wn inne
 r co
 r
 e (t
 h
 e characte
 r ethic),
 other
 s wil
 l sens
 e th
 at duplicity
 . W
 e simpl
 y w
 on
 '
 t b
 e able to cr
 eate and s
 ustain the
 foundation necessary for e
 ffective interdependence.



The techniq
 u
 es and sk
 ills th
 at really m
 ake a di
 ff
 e
 rence in hum
 an interact
 ion a
 re the o
 nes that alm
 o
 st natu
 r
 all
 y f
 lo
 w fro
 m a tru
 l
 y inde
 p
 enden
 t ch
 ar
 acter
 . S
 o th
 e plac
 e t
 o beg
 i
 n buildin
 g a
 ny relationsh
 ip is insid
 e ourselves
 , ins
 i
 d
 e ou
 r Cir
 c
 l
 e o
 f I
 n
 flu
 e
 nce
 , ou
 r ow
 n character
 . A
 s we becom
 e ind
 e
 pend
 e
 n
 t -
 - proactive
 , cen
 t
 ere
 d i
 n correc
 t principles
 , valu
 e drive
 n an
 d abl
 e t
 o organi
 z
 e an
 d execut
 e aroun
 d th
 e prior
 iti
 es in our lif
 e w
 ith integr
 it
 y -
 - w
 e th
 en ca
 n c
 hoo
 s
 e t
 o b
 ec
 ome interd
 epend
 ent -- capab
 l
 e of building rich, e
 nduring
 , highl
 y producti
 v
 e re
 l
 ati
 onsh
 i
 p
 s wit
 h o
 t
 h
 e
 r people.




A
 s w
 e loo
 k a
 t th
 e terrai
 n ah
 ead
 , w
 e s
 ee th
 at w
 e'
 r
 e ente
 r
 in
 g a w
 hole new di
 me
 nsi
 on. In
 terd
 ep
 end
 e
 n
 c
 e o
 p
 e
 n
 s u
 p wo
 rl
 d
 s o
 f po
 ssi
 b
 ilitie
 s fo
 r deep
 , rich
 , m
 e
 aning
 f
 u
 l associa
 tions, f
 or geome
 t
 ricall
 y incr
 e
 ase
 d p
 r
 oduc
 t
 i
 v
 ity
 , fo
 r se
 r
 ving
 , fo
 r contributing
 , fo
 r learnin
 g
 , f
 o
 r growing
 . Bu
 t i
 t i
 s also w
 here w
 e f
 eel th
 e greates
 t pain
 , t
 h
 e g
 r
 ea
 t
 es
 t fr
 us
 tr
 a
 ti
 o
 n
 , the g
 r
 eat
 est roadblocks to happiness and success. And we'
 re very aware of that pain because i
 t is acute.



W
 e can of
 t
 en live f
 o
 r years w
 ith t
 he chronic pain o
 f ou
 r lac
 k o
 f vi
 s
 i
 on
 , lea
 der
 s
 hi
 p or manag
 e
 men
 t in ou
 r persona
 l lives
 . W
 e fee
 l v
 a
 guel
 y uneas
 y an
 d unco
 m
 fortable and occasionally take step
 s to ea
 se the pain, at leas
 t for a tim
 e. Bu
 t th
 e p
 ain i
 s ch
 ro
 nic
 , w
 e ge
 t use
 d t
 o i
 t
 , w
 e le
 a
 r
 n t
 oliv
 e wit
 h it.




But when w
 e have problem
 s i
 n our interactions with oth
 er p
 eople, we'
 re very aware of acute p
 a
 in -- it'
 s often intense, and we want it to go away.



Tha
 t
 '
 s whe
 n w
 e tr
 y t
 o trea
 t th
 e symptom
 s wit
 h quic
 k fix
 e
 s an
 d techn
 ique
 s -
 - th
 e band-aids o
 f t
 h
 e personality e
 thic. W
 e don'
 t understand th
 at the a
 cu
 t
 e pa
 i
 n i
 s a
 n o
 ut
 g
 r
 ow
 t
 h o
 f th
 e deepe
 r, chroni
 c proble
 m
 . An
 d unti
 l w
 e sto
 p treatin
 g th
 e s
 y
 mptom
 s an
 d star
 t tr
 ea
 tin
 g th
 e p
 robl
 em
 , o
 ur
 ef
 f
 ort
 s w
 il
 l onl
 y brin
 g counterprod
 uctiv
 e results
 . W
 e wil
 l onl
 y b
 e succ
 essfu
 l a
 t obs
 cu
 rin
 g the
 chroni
 c pai
 n eve
 n m
 o
 re.



Now, as we think of eff
 ectiv
 e in
 ter
 ac
 tion with o
 t
 hers, let'
 s go back to ou
 r earlier defi
 nition of effectivene
 ss. W
 e'
 v
 e said it'
 s th
 e P/PC Balance, the fundam
 e
 ntal conc
 ept in the stor
 y of th
 e G
 oose and th
 e Golde
 nEgg.




I
 n a
 n interdependen
 t situation
 , th
 e golde
 n egg
 s are the eff
 ectiv
 eness, the wond
 erfu
 l syn
 er
 g
 y,
 th
 e resu
 l
 ts cr
 ea
 ted b
 y op
 e
 n co
 mm
 un
 icatio
 n an
 d positiv
 e i
 n
 teractio
 n w
 it
 h o
 thers
 . An
 d t
 o g
 et those
 egg
 s o
 n a regular basis, we need to take care of the goose. W
 e nee
 d t
 o c
 r
 eat
 e an
 d ca
 re for the relationships that m
 ake those results real
 ities.



S
 o bef
 o
 r
 e w
 e d
 escen
 d fro
 m o
 u
 r poin
 t o
 f reconn
 ai
 s
 sanc
 e an
 d g
 e
 t int
 o H
 a
 bit
 s 4
 , 5
 , an
 d 6
 , I wou
 l
 d li
 k
 e to introduce what I believe to be a very powe
 rf
 ulmet
 a
 pho
 r i
 n describ
 i
 n
 g relat
 ionships and in defining the P/PC Balance in an interdependent reality.



Th
 e Emotiona
 l Ban
 k Accoun
 t TM



 


W
 e al
 l kno
 w wh
 at a f
 i
 nanci
 al ban
 k ac
 coun
 t is
 . W
 e m
 ak
 e deposit
 s in
 to i
 t an
 d b
 ui
 ld u
 p a reserve from which we can m
 ake withdrawals when w
 e nee
 d to
 . A
 n Emotional Bank Account is a m
 etaphor that describes th
 e amount of trus
 t that'
 s been built up in a relation
 sh
 ip
 . It'
 s th
 e f
 eelin
 g o
 f saf
 en
 ess yo
 u hav
 e w
 it
 h anothe
 rhu
 m
 a
 n being.




I
 f I m
 a
 k
 e deposit
 s int
 o an E
 m
 ot
 i
 ona
 l B
 an
 k A
 ccoun
 t wit
 h y
 ou throug
 h courtesy
 , kindnes
 s, h
 onesty
 , an
 d keepin
 g m
 y commi
 t
 m
 ent
 s t
 o you
 , I buil
 d u
 p a r
 eserve. Y
 our t
 rust to
 w
 ard m
 e becom
 es higher, and I ca
 n cal
 l upo
 n t
 ha
 t t
 rus
 t m
 an
 y t
 i
 m
 e
 s i
 f I nee
 d to
 . I can eve
 n mak
 e m
 i
 stak
 e
 s an
 dtha
 t trus
 t level
 ,th
 at emotiona
 l reserve
 , wil
 l compensat
 e f
 o
 r it
 . M
 y c
 o
 mmunicatio
 n m
 a
 y not
 b
 e clear
 , bu
 t yo
 u
 '
 l
 l g
 et m
 y m
 eanin
 g anyway
 . Yo
 u w
 on
 '
 t m
 ak
 e m
 e "
 a
 n offende
 r fo
 r a w
 o
 rd."
 W
 h
 en the trust account is high, co
 mm
 un
 i
 ca
 ti
 o
 n i
 s ea
 sy
 , i
 ns
 t
 an
 t
 , an
 d e
 ff
 ec
 ti
 ve
 .



Bu
 t i
 f I h
 a
 v
 e a habi
 t o
 f showin
 g discourte
 s
 y
 , disrespec
 t
 , cuttin
 g yo
 u off
 , ov
 erreacting, ignoring yo
 u, bec
 o
 m
 i
 n
 g a
 r
 b
 itr
 a
 r
 y
 , b
 e
 tr
 ay
 i
 n
 g y
 o
 u
 r trust, th
 reatening yo
 u, or playin
 g little tin go
 d in you
 r lif
 e,eve
 n
 tuall
 y m
 y E
 m
 otiona
 l B
 a
 n
 k Ac
 coun
 t i
 s overdrawn
 . T
 h
 e t
 r
 u
 st leve
 l gets
 ver
 y l
 ow
 . The
 n wh
 at f
 l
 exibilit
 y do I have?




Non
 e
 . I
 '
 m walkin
 g o
 n m
 in
 e field
 s
 . I h
 a
 v
 e t
 o be very careful of ev
 erything I say. I m
 easure e
 ver
 y w
 o
 rd
 . It
 '
 s te
 ns
 i
 on cit
 y
 , m
 em
 o h
 e
 a
 v
 e
 n
 . It
 '
 s protectin
 g m
 y backside
 , politic
 king.
 An
 d m
 an
 y organization
 s ar
 e f
 ille
 d wit
 h it
 . Man
 y f
 amilie
 s ar
 e fille
 d wit
 h it
 . Man
 y m
 a
 rriage
 s are
 f
 ille
 d wit
 hit.




If a larg
 e rese
 rve of trust is no
 t sustaine
 d b
 y continuin
 g dep
 osits, a m
 arri
 age w
 il
 l deter
 iora
 te. I
 ns
 t
 ea
 d o
 f ri
 ch
 , sp
 o
 n
 t
 a
 n
 eou
 s u
 n
 de
 rst
 and
 i
 n
 g an
 d comm
 unicat
 i
 on, the situation becom
 es one of ac
 c
 ommodation
 , whe
 r
 e tw
 o p
 e
 op
 l
 e s
 i
 m
 p
 l
 y att
 e
 m
 p
 t t
 o l
 ive independen
 t lif
 e-
 styl
 es in a f
 ai
 r
 l
 y respec
 tf
 ul an
 d toleran
 t way
 . Th
 e relationshi
 p m
 a
 y f
 urthe
 r det
 eriorat
 e t
 o on
 e o
 f hostilit
 y and defensiveness
 . The




"figh
 t o
 r flight
 " respons
 e create
 s verba
 l ba
 t
 tle
 s
 , sl
 a
 mm
 e
 d doors
 , r
 e
 fu
 s
 a
 l t
 o talk
 , e
 m
 ot
 i
 on
 a
 l w
 it
 hd
 r
 awa
 l a
 nd self-pity. It m
 ay end up in a cold war at home, sustained only by children, se
 x, and social pressure, or im
 age protection. Or it m
 ay en
 d up in open warfare in the cour
 ts
 , where bitter ego-decimating legal ba
 ttl
 e
 s ca
 n b
 e ca
 rri
 e
 d o
 n f
 o
 r yea
 r
 s a
 s pe
 o
 p
 l
 e en
 d
 lessl
 y confes
 s th
 e sins
 of a form
 er spouse.



An
 d th
 is i
 s in th
 e mo
 st in
 tim
 ate
 , th
 e m
 o
 st potentiall
 y ri
 ch
 , joyfu
 l
 , satisfy
 i
 n
 g and p
 r
 od
 ucti
 v
 e re
 l
 a
 ti
 onsh
 i
 p poss
 i
 b
 l
 e be
 tw
 ee
 n tw
 o p
 eople on this earth. The P/PC lig
 hthouse is there; w
 e can either brea
 k ourselve
 s agains
 t i
 t o
 r w
 e ca
 nus
 e i
 t a
 s a guidin
 glight.




Ou
 r mos
 t constan
 t rel
 ationship
 s, lik
 e marriag
 e, require ou
 r most constant de
 posits. Wit
 h c
 ontinuin
 g expec
 t
 ations
 , ol
 d deposit
 s evapora
 t
 e
 . I
 f yo
 u s
 udd
 e
 nl
 y ru
 n int
 o a
 n ol
 d hi
 gh schoo
 l fri
 e
 n
 d yo
 u h
 a
 ven
 '
 t se
 e
 n fo
 r y
 ears
 , yo
 u c
 a
 n pic
 k u
 p righ
 t whe
 re y
 o
 u lef
 t o
 ff b
 ecause t
 h
 e earl
 ier d
 ep
 o
 sits are st
 il
 l there
 . Bu
 t you
 r ac
 count
 s wit
 h th
 e p
 e
 opl
 e yo
 u i
 n
 t
 e
 ract w
 ith o
 n a regular basis require m
 ore constant investment. Ther
 e are som
 etim
 es auto
 matic withdr
 a
 w
 al
 s in you
 r d
 aily inter
 act
 ion
 s o
 r in th
 eir perceptio
 n o
 f yo
 u tha
 t yo
 u don
 '
 t eve
 n kno
 w about
 . Th
 i
 s is
 especiall
 y true w
 ith teen
 agers in th
 e hom
 e. Suppos
 e yo
 u h
 a
 v
 e a teenag
 e so
 n an
 d yo
 u
 r no
 r
 m
 al
 c
 o
 nversatio
 n i
 s somethin
 g like
 , "
 C
 lea
 n you
 r r
 o
 om
 . Butto
 n y
 o
 u
 r shirt
 . Tur
 n dow
 n t
 h
 e ra
 d
 io. G
 o g
 et a haircut
 . An
 d d
 o
 n
 '
 t f
 o
 rge
 t t
 o t
 a
 k
 e o
 u
 t th
 e g
 arb
 ag
 e!" Ove
 r a perio
 d o
 f ti
 m
 e
 , the
 withdrawals far exceed the deposits.



N
 o
 w
 , su
 p
 p
 o
 s
 e t
 h
 i
 s so
 n is i
 n t
 h
 e p
 r
 o
 c
 es
 s o
 f m
 ak
 in
 g s
 o
 m
 e im
 p
 o
 rt
 an
 t d
 e
 c
 i
 s
 i
 on
 s that will aff
 ect the rest of h
 is life. But th
 e trus
 t l
 eve
 l i
 s s
 o l
 ow a
 n
 d t
 h
 e com
 m
 unicatio
 n proc
 ess so cl
 osed
 , m
 echanical, and unsa
 ti
 s
 f
 y
 i
 n
 g tha
 t h
 e sim
 p
 l
 y w
 il
 l no
 t b
 e ope
 n t
 o your counsel. You m
 ay have th
 e w
 isdo
 m an
 d th
 e knowle
 d
 g
 e t
 o hel
 p h
 i
 m
 , b
 u
 t becaus
 e you
 r accoun
 t i
 s s
 o overdr
 a
 wn
 , h
 e w
 i
 ll
 en
 d u
 p m
 a
 k
 i
 n
 g hi
 s decision
 s fro
 m a short-rang
 e e
 m
 ot
 i
 ona
 l perspective
 , whic
 h ma
 y wel
 l result
 i
 n m
 an
 y negativ
 e long-rang
 e con
 sequ
 en
 ces.



Yo
 u n
 ee
 d a pos
 itiv
 e ba
 la
 n
 c
 e t
 o c
 o
 mm
 un
 i
 cat
 e o
 n these tend
 er issu
 es. W
 h
 at d
 o yo
 udo?



 


Wha
 t woul
 d happe
 n i
 f yo
 u start
 e
 d mak
 i
 n
 g d
 e
 po
 sits in
 t
 o th
 e rel
 atio
 n
 sh
 ip
 ? M
 ay
 b
 e th
 e oppo
 rtuni
 ty co
 m
 e
 s u
 p t
 o d
 o h
 i
 m a littl
 e k
 in
 d
 nes
 s -
 - t
 o br
 i
 n
 g ho
 m
 e a m
 ag
 azin
 e o
 n sk
 atebo
 arding
 , if that'
 s his interest, o
 r just t
 o w
 al
 k up t
 o h
 i
 m wh
 en h
 e'
 s w
 o
 rk
 in
 g o
 n a projec
 t a
 n
 d offe
 r help
 . Perhaps yo
 u coul
 d invit
 e h
 i
 m t
 o g
 o t
 o a m
 ov
 i
 e wit
 h yo
 u o
 r t
 ak
 e hi
 m ou
 t fo
 r so
 m
 e i
 ce c
 ream
 . Prob
 ab
 l
 y t
 h
 e most im
 portant deposit y
 ou could make would be just to li
 sten, with
 out judging or preaching o
 r readin
 g you
 r ow
 n a
 u
 t
 ob
 i
 og
 r
 ap
 h
 y i
 n
 t
 o w
 ha
 t h
 e s
 a
 y
 s. J
 u
 s
 t li
 s
 t
 e
 n an
 d seek to understand. Let him feel your concern for him
 , your acceptance of him as a person.



H
 e m
 a
 y no
 t respon
 d a
 t f
 ir
 st
 . H
 e m
 ay eve
 n b
 e suspic
 ious
 . "
 W
 ha
 t
 '
 s Da
 d u
 p t
 o no
 w
 ? Wh
 at techn
 i
 qu
 e is Mo
 m try
 in
 g o
 n m
 e thi
 s t
 i
 m
 e
 ?
 " Bu
 t a
 s th
 o
 se genuin
 e deposit
 s k
 ee
 p co
 m
 i
 ng, the
 y begi
 n t
 o ad
 d up
 . Tha
 t overdraw
 n balanc
 ei
 s shrinking.




Remembe
 r th
 a
 t qu
 ic
 k f
 ix i
 s a m
 irage
 . Bu
 ildin
 g an
 d repairin
 g relations
 hip
 s take
 s ti
 me
 . I
 f yo
 u bec
 o
 m
 e i
 mpa
 ti
 e
 n
 t w
 it
 h t
 h
 i
 s a
 p
 p
 aren
 t l
 ac
 k o
 f r
 e
 spo
 ns
 e o
 f hi
 s see
 m
 in
 g ingra
 t
 itude
 , yo
 u m
 a
 y m
 ake huge withdrawals and undo all the good you'
 ve done. "Aft
 er all we'
 ve done for you, the
 sacrifices we'
 v
 e made, how can you be so ungrateful? W
 e t
 r
 y to be nice and you act like this. I can'
 t believe it!



It'
 s hard not to get im
 patient. It takes char
 acter to be proactive, to focu
 s o
 n you
 r Circl
 e of
 Inf
 lu
 en
 ce, t
 o nurtur
 e g
 r
 owin
 g things
 , an
 d no
 t t
 o "pul
 l u
 p th
 e f
 low
 ers t
 o see ho
 w th
 e root
 s ar
 e com
 ing."



Bu
 t ther
 e reall
 y i
 s n
 o quic
 k f
 ix
 . Buildin
 g an
 d repairin
 g relati
 on
 ship
 s ar
 e l
 ong-te
 r
 m i
 nve
 s
 t
 m
 ent
 s.


 






Six Major Deposits


 


Le
 t m
 e sugges
 tsi
 x m
 ajo
 r deposit
 stha
 t buil
 d th
 eEmotiona
 l Ban
 k Account Understandin
 g th
 e Individual




Really seeking to understand another person is probably one of the m
 ost important deposits you can m
 a
 k
 e
 , an
 d i
 t i
 s th
 e k
 ey t
 o eve
 r
 y o
 t
 he
 r dep
 o
 s
 it
 . Y
 o
 u simply don'
 t know what constitu
 tes a d
 epo
 si
 t to anothe
 r p
 erso
 n unti
 l yo
 u underst
 a
 n
 d th
 at ind
 ividual
 . W
 ha
 t m
 igh
 t b
 e a deposi
 t fo
 r yo
 u -
 - goin
 g fo
 r a wa
 l
 k t
 o t
 a
 l
 k t
 h
 i
 ng
 s ove
 r
 , g
 o
 i
 n
 g ou
 t f
 o
 r i
 c
 e c
 r
 e
 a
 m t
 oge
 t
 he
 r
 , wo
 r
 k
 i
 n
 g o
 n a c
 o
 mm
 o
 n projec
 t -
 - m
 i
 gh
 t no
 t b
 e p
 e
 rceive
 db
 y so
 m
 e
 on
 eels
 e a
 s a depos
 i
 t a
 t a
 ll
 . I
 t m
 igh
 t eve
 nb
 e perceived
 as a w
 ithd
 raw
 al, if it do
 esn
 '
 t touc
 h th
 eperson
 '
 s dee
 pinterest
 s o
 r needs.




One person'
 s m
 ission is an
 other person'
 s m
 inutia. To m
 ake a deposit, wh
 at is im
 portant to another pe
 r
 s
 o
 n m
 us
 t b
 e a
 s i
 m
 po
 rt
 an
 t t
 o y
 ou as the othe
 r perso
 n i
 s t
 o you
 . Yo
 u m
 a
 y b
 e wo
 r
 k
 ing
 o
 n a hig
 h priorit
 y p
 rojec
 t wh
 e
 n you
 r s
 i
 x-year-o
 ld chi
 ld interrupt
 s wit
 h somethin
 g th
 at seem
 s triv
 ial t
 o you
 , bu
 t i
 t m
 a
 y b
 e ve
 r
 y i
 m
 po
 rt
 an
 t f
 r
 o
 m h
 i
 s p
 o
 i
 n
 t o
 f v
 ie
 w
 . I
 t t
 ake
 s H
 a
 b
 i
 t 2 t
 o r
 ec
 o
 gn
 i
 z
 e a
 nd
 r
 ec
 o
 mm
 i
 t y
 o
 u
 r
 se
 l
 f t
 o th
 e valu
 e o
 f tha
 t perso
 n and Ha
 bit 3 to subordinate your schedul
 e t
 o tha
 t huma
 n prio
 rity
 . B
 y acceptin
 g th
 e valu
 e h
 e place
 s o
 n wha
 t h
 e h
 a
 s t
 o say
 , yo
 u sho
 w an
 understandin
 g o
 f h
 im tha
 t m
 ake
 s a grea
 t dep
 o
 sit.




I hav
 e a fri
 e
 n
 d w
 ho
 s
 e so
 n develope
 d an avi
 d int
 er
 est in ba
 seba
 ll. My f
 rien
 d w
 asn'
 t inte
 rest
 e
 d in basebal
 l a
 t all
 . Bu
 t on
 e su
 mm
 e
 r
 , h
 e t
 oo
 k h
 i
 s so
 n t
 o se
 e ever
 y m
 ajo
 r leagu
 e t
 ea
 m pla
 y one
 gam
 e. The trip took over si
 x week
 s an
 d cos
 t a grea
 t dea
 l o
 f m
 oney, but it becam
 e a powerful
 bonding experience in t
 he
 i
 r r
 e
 l
 a
 ti
 onsh
 i
 p
 .


 


My friend was asked on his return, "Do you like baseball that m
 u
 ch?
 " "No,
 " h
 ereplied
 , "bu
 t I lik
 e m
 y so
 ntha
 t m
 uch."




I hav
 e ano
 t
 he
 r friend
 , a colleg
 e professor
 , w
 h
 o ha
 d a terrib
 l
 e relationsh
 i
 p wi
 t
 h h
 i
 s tee
 n
 a
 g
 e son
 . Thi
 s man
 '
 s entir
 e lif
 e w
 a
 s esse
 n
 tiall
 y aca
 d
 e
 m
 ic
 , a
 n
 d h
 e fel
 t h
 i
 s s
 o
 n w
 a
 s to
 tal
 ly w
 asti
 ng
 hi
 s lif
 e b
 y workin
 g wit
 h thi
 s hand
 s instea
 d o
 f work
 i
 n
 g t
 o develo
 p h
 i
 s m
 i
 nd
 . A
 s a re
 su
 lt
 , h
 e wa
 s a
 l
 m
 os
 t constantly on the boy'
 s back, an
 d, in m
 o
 m
 e
 nts of regret, h
 e woul
 d tr
 y t
 o m
 ake deposit
 s tha
 t jus
 t didn
 '
 t w
 o
 r
 k
 . T
 h
 e b
 o
 y p
 er
 ceive
 d t
 h
 e g
 e
 stur
 es as n
 e
 w fo
 r
 m
 s o
 f reject
 ion
 , comp
 arison
 , an
 d judgment
 , an
 d t
 h
 e
 y prec
 i
 pitat
 ed hug
 e withdrawal
 s
 . Th
 e relationshi
 p w
 as turning so
 ur, and it was breaking the father'
 s hea
 rt
 .



On
 e da
 y I share
 d wit
 h h
 i
 m thi
 s prin
 ci
 pl
 e o
 f makin
 g wha
 t i
 s importan
 t t
 o th
 e othe
 r per
 s
 on a
 s im
 portant to you as t
 he other p
 er
 s
 on is to you. H
 e too
 k i
 t deepl
 y t
 o heart
 . H
 e e
 ng
 a
 ge
 d h
 i
 s so
 n i
 n a project to build a m
 iniat
 ure Wall of Chi
 n
 a around their hom
 e. It wa
 s a co
 ns
 um
 ing project, an
 d th
 ey worke
 d sid
 eb
 y sid
 e o
 n i
 t fo
 rov
 er a yea
 r an
 d a half.




Throug
 h tha
 t bondin
 g experi
 ence
 , th
 e so
 n m
 ove
 d th
 roug
 h tha
 t ph
 ase in hi
 s lif
 e an
 d in
 to an in
 crea
 sed desir
 e t
 o deve
 l
 o
 p hi
 s mind
 . Bu
 t th
 e re
 al ben
 e
 f
 i
 t wa
 s what happened to the re
 lationship. Instead of a sore spot, it becam
 e a source of jo
 y an
 d s
 tr
 eng
 t
 h t
 o bo
 t
 h f
 a
 t
 he
 r an
 d s
 on.




Ou
 r tendenc
 y i
 s t
 o projec
 t o
 u
 t o
 f ou
 row
 n a
 utob
 i
 ographie
 s wha
 t w
 e thin
 k othe
 r peopl
 e wan
 t or
 n
 eed
 . W
 e p
 r
 o
 j
 ec
 t o
 u
 r i
 n
 ten
 ti
 on
 s o
 n th
 e b
 e
 hav
 i
 o
 r o
 f o
 t
 he
 r
 s
 . W
 e i
 n
 t
 e
 rpr
 e
 t wh
 at constitu
 tes a deposit based on our own needs and desires, either now or when we were at a sim
 ilar age or stage in life. If they don'
 t interpret our effort as a deposit, our tendency is to take it as a rejection of our w
 ell-intentioned eff
 ort an
 d giv
 eup.




Th
 e Go
 lden Ru
 le says to "D
 o un
 to ot
 hers as yo
 u w
 ould have others d
 o unt
 o you.
 " While
 on the surf
 a
 c
 e tha
 t coul
 d m
 e
 a
 n t
 o d
 o fo
 r t
 h
 e
 m w
 h
 a
 t yo
 u wou
 l
 d lik
 e t
 o hav
 e don
 e fo
 r you
 , I th
 ink th
 e mor
 e es
 s
 entia
 l me
 a
 n
 i
 n
 g is t
 o understan
 d th
 e
 m deepl
 y a
 s ind
 i
 vidu
 a
 l
 s
 , th
 e wa
 y yo
 u would
 w
 a
 n
 t t
 o b
 e understood
 , an
 d th
 en t
 o trea
 tthe
 m i
 n ter
 m
 s o
 f th
 at und
 ers
 tanding
 . A
 s on
 e su
 ccessful
 parent said about raising children, "Treat them all the sam
 e by treat
 i
 ng them differently."


 






Attending to the Little Things



Th
 e littl
 e kindnesse
 s an
 d courtesie
 s a
 r
 e s
 o i
 m
 port
 a
 nt
 . Smal
 l discourtesies
 , littl
 e unkindnesses,
 littl
 e f
 o
 r
 m
 s o
 f d
 i
 sresp
 ect m
 ak
 e larg
 e w
 ithd
 raw
 als
 . In relati
 o
 nships
 , th
 e littl
 e thing
 s ar
 e th
 e big
 things.




I r
 e
 m
 e
 mbe
 r a
 n even
 i
 n
 g I s
 pen
 t wit
 h t
 w
 o o
 f m
 y son
 s som
 e year
 s ago
 . I
 t wa
 s a
 n organize
 d father
 -and
 -so
 n ou
 ting
 , c
 o
 mp
 lete w
 it
 h gymn
 astics, wrestl
 i
 n
 g m
 a
 tches
 , ho
 t dogs,
 orangeade
 , an
 d a m
 ovie




-- the works.


 


In the m
 iddle of the movie, Se
 an, who was then f
 our years old, fe
 ll asleep in his seat. Hi
 s o
 ld
 er brother
 , St
 e
 phen
 , wh
 o wa
 s s
 i
 x
 , staye
 d awake
 , an
 d w
 e watche
 d th
 e res
 t o
 f th
 e movi
 e togethe
 r
 . W
 h
 e
 n it was over, I picked Sean up in my ar
 m
 s, ca
 rried him o
 u
 t t
 o th
 e ca
 r a
 n
 d lai
 d hi
 m i
 n th
 e back seat
 . I
 t w
 a
 s v
 ery cold th
 at n
 igh
 t, so I too
 k of
 f m
 y co
 at an
 d gentl
 y arra
 nge
 d i
 t ove
 r a
 n
 d aroun
 d hi
 m
 .



Whe
 n w
 e a
 r
 rive
 d home
 , I quickl
 y carrie
 d Sea
 n i
 n and tucked him into bed. After Stephen put on hi
 s "
 j
 a
 mmies
 " an
 d bru
 s
 he
 d h
 i
 s t
 eeth
 , I la
 y do
 w
 n n
 e
 x
 t t
 o h
 i
 m t
 o t
 a
 lk abou
 t th
 e nigh
 t out together.




"How'
 d you like it, Stephen?
 " "Fine,
 " h
 e answere"




"Did you have fun
 ?
 " "
 Y
 es."



"
 W
 ha
 t d
 i
 d yo
 u li
 k
 e m
 os
 t
 ?"



 


"
 I don
 '
 t know
 . Th
 e tra
 m
 poline
 , I guess."



 


"That was quite a thing, wasn'
 t it -- doing th
 ose som
 ersaults and tricks in the air like that?
 "


 


There wasn'
 t m
 u
 ch response on his part. I foun
 d m
 ysel
 f m
 akin
 g conversation
 . I wondered wh
 y Steph
 e
 n wou
 l
 dn
 '
 t ope
 n u
 p m
 o
 r
 e. H
 e u
 s
 u
 a
 ll
 y di
 d w
 h
 en e
 xcit
 in
 g th
 i
 ng
 s h
 app
 ene
 d
 . I was
 a litt
 le disappointed
 . I sense
 d so
 m
 ethin
 g wa
 s wrong
 ; h
 e ha
 d bee
 n s
 o q
 uie
 t o
 n t
 h
 e wa
 y ho
 m
 e and getting ready for bed.



Su
 d
 den
 l
 y S
 t
 eph
 en t
 u
 r
 ne
 d ove
 r o
 n h
 i
 s s
 ide
 , f
 ac
 i
 n
 g t
 he wall. I wondered why and lifted m
 yself
 up just enough to see his eyes welling up with tears. "
 W
 hat
 '
 s wrong
 , honey
 ? W
 ha
 t i
 s it
 ?
 "



H
 e turne
 d back
 , an
 d I c
 oul
 d s
 e
 ns
 e h
 e wa
 s feelin
 g som
 e e
 m
 barras
 s
 men
 t fo
 r th
 e tea
 r
 s and hi
 s quiverin
 g lip
 san
 d chin




"Daddy
 , i
 f I wer
 ecold
 , woul
 d yo
 upu
 t you
 r coa
 taroun
 d m
 e too
 ?
 "


 


O
 f al
 l th
 e event
 s o
 f tha
 t specia
 l nigh
 t o
 ut t
 og
 ether, the m
 o
 st im
 portant was a little act of kindness – a m
 o
 m
 entary, unconscious showing of love to his little brother.



Wha
 t a powerfu
 l
 , persona
 l lesso
 n tha
 t experienc
 e w
 as to m
 e th
 en an
 d is e
 v
 en now
 . P
 eop
 le are v
 ery te
 n
 der
 ,ver
 y sensitiv
 e inside
 . I don
 '
 t bel
 i
 ev
 e ag
 e o
 r e
 xperienc
 e m
 akes m
 uch d
 iff
 erence. Inside, ev
 en withi
 n th
 e mos
 t tough
 e
 ne
 d an
 d cal
 lous
 e
 d ex
 ter
 i
 o
 r
 s
 , are the tender feelings and em
 otions of the heart.


 


Keeping Commitmen
 ts



Keeping a comm
 it
 m
 ent or a prom
 ise is a m
 ajor de
 po
 sit; breaking one is a m
 a
 jor withdrawal. In f
 act, there
 '
 s prob
 a
 bl
 y no
 t a mor
 e mass
 i
 v
 e wi
 t
 hdr
 awa
 l tha
 n t
 o m
 a
 k
 e a pro
 m
 i
 s
 e tha
 t'
 s im
 po
 rt
 ant t
 o s
 o
 m
 e
 on
 e and then not to com
 e through. The next tim
 e a prom
 ise is m
 ade, they won'
 t believe it. P
 eo
 p
 le ten
 d to buil
 d thei
 r hop
 e
 s aroun
 d p
 ro
 m
 is
 e
 s
 , par
 t
 icularl
 y promise
 s abou
 t thei
 r basic livelihood.




I'v
 e trie
 d t
 oadop
 t a phi
 l
 osoph
 ya
 s a paren
 t nev
 er t
 o m
 a
 k
 e a pro
 m
 is
 e I don
 '
 t keep
 . I therefo
 r
 e tr
 y t
 o m
 ake them very carefully, v
 ery spari
 ngly, and to be aware of as m
 any variables and con
 ting
 enc
 ie
 s as possibl
 e s
 o tha
 t somethin
 g d
 o
 e
 s
 n
 '
 tsuddenl
 y co
 m
 e u
 p t
 o kee
 p m
 e f
 r
 o
 m f
 u
 lf
 illing
 it.




Occasi
 onally
 , desp
 ite a
 ll m
 y ef
 for
 t
 , th
 e u
 n
 exp
 e
 cte
 d doe
 s co
 me up
 , creatin
 g a situation
 where it would be unwise or im
 possible to keep a prom
 is
 e I'
 ve m
 ade. But I value that prom
 ise. I eith
 er keep it a
 nyw
 a
 y
 , o
 r e
 xp
 la
 in th
 e s
 itua
 tio
 n thorough
 l
 y to th
 e perso
 n involve
 d an
 d a
 sk to b
 e release
 d fro
 m th
 e p
 ro
 m
 ise.



I believe that if you cultivate the habit of al
 ways keeping the prom
 ises you m
 ake, you build b
 ridg
 es o
 f trus
 t tha
 t s
 p
 a
 n th
 e gap
 s o
 f understandin
 g be
 tw
 een y
 o
 u an
 d you
 r child
 . Then
 , whe
 n you
 r ch
 ild wa
 nt
 s t
 o d
 o so
 m
 e
 thin
 g yo
 u don'
 t w
 an
 t hi
 m t
 o do
 , an
 d ou
 t o
 f you
 r m
 a
 turit
 y yo
 u ca
 n see
 consequenc
 e
 s tha
 t th
 e ch
 i
 l
 d canno
 t see
 , yo
 u ca
 n s
 ay
 , "Son
 , i
 f yo
 u d
 o th
 is, I p
 ro
 m
 ise y
 o
 u th
 a
 t th
 i
 s wil
 l b
 e th
 e result.
 " If that child has cultivated tru
 st in your word, in you
 r pr
 o
 mises
 , h
 e wil
 l ac
 t on you
 r counsel.



 


Clarifying Expectatio
 ns



Im
 agine the difficulty you m
 ight enco
 unter if you and your boss had different assu
 m
 p
 tion
 s regardin
 g whos
 erol
 e i
 t wa
 s t
 o creat
 eyou
 r jo
 b description.




"
 W
 he
 n a
 m Igoin
 g t
 o ge
 t m
 y jo
 bdescription
 ?
 " yo
 u m
 i
 gh
 task.



 


"
 I
 'v
 e bee
 n w
 a
 iti
 n
 g f
 o
 r y
 o
 u t
 o bring one to m
 e so that we could discus
 s it,
 " you
 r bos
 s m
 ight
 reply.



"I thought defining m
 y job was your role."


 


"Th
 at'
 s no
 t m
 y role at al
 l. Don'
 t yo
 u rem
 e
 mb
 er? R
 igh
 t f
 ro
 m th
 e f
 irst
 , I sai
 d tha
 t ho
 w yo
 u do
 i
 n th
 e jo
 b largel
 y depend
 s o
 nyou."




"
 I though
 t yo
 u mean
 t t
 h
 a
 t th
 e quali
 t
 y o
 f m
 y jo
 b d
 e
 pend
 e
 d o
 n me
 . Bu
 t I don
 '
 t eve
 n kno
 w wh
 a
 t m
 y job really is."



"
 I di
 d exactl
 ywha
 t yo
 u aske
 d m
 e t
 o d
 o an
 dher
 e i
 s th
 ereport."




"
 I do
 n
 '
 t w
 an
 t a r
 epo
 rt
 . T
 h
 e goa
 l
 s w
 a
 s t
 o so
 l
 v
 e the problem -- n
 o
 t to analyze it and report on it." "
 I though
 t t
 h
 e go
 al wa
 s t
 o ge
 t a h
 a
 ndl
 e o
 n th
 e p
 rob
 lem so w
 e cou
 ld d
 eleg
 at
 e it t
 o
 som
 eone else." How m
 any tim
 es have we had these kinds of conversations? "Yo
 u said..."




"No, you'
 re wrong! I said..."



"Yo
 u di
 dnot
 ! Yo
 u neve
 rsai
 d I wa
 s suppose
 d to..." "Oh
 , y
 es I did
 ! I clearl
 ysaid..."




"Yo
 u n
 eve
 r eve
 n m
 entioned..."
 "But that was our agreem
 ent..."



The cause of al
 m
 ost a
 ll relationship difficulties i
 s r
 oo
 t
 e
 d i
 n co
 nf
 li
 c
 t
 i
 n
 g or a
 m
 bi
 guous expectations around roles and goals. W
 hether we are dealing wit
 h th
 e questio
 n of who doe
 s what at work, how you communicate with your daughter w
 h
 en yo
 u t
 e
 l
 l he
 r t
 o c
 l
 ea
 n her r
 oom, or who feeds the fish and t
 ake
 s ou
 t t
 h
 e ga
 r
 bage
 , w
 e ca
 n b
 e certai
 n tha
 t unclea
 r expectations
 w
 il
 l lea
 d t
 o m
 i
 sundersta
 nding
 , d
 isappo
 in
 tm
 en
 t, an
 d w
 ithd
 raw
 al
 s o
 f tru
 st.



Man
 y expectation
 s ar
 e implicit
 . The
 y haven
 '
 t bee
 n e
 xplicitl
 y state
 d or announ
 ced
 , but
 peopl
 e neve
 r
 theles
 s br
 i
 n
 g th
 e
 m t
 o a particula
 r situ
 a
 ti
 on
 . I
 n marria
 g
 e
 , fo
 r example
 , a ma
 n an
 d a w
 o
 m
 a
 n h
 av
 e i
 m
 plicit expectations of each othe
 r in their m
 arriage roles. Altho
 ugh these expecta
 tions have not been discussed
 , o
 r so
 m
 eti
 m
 e
 s eve
 n r
 e
 cognize
 d b
 y th
 e perso
 n wh
 o has
 them
 , f
 ulf
 illing them m
 akes great depos
 it
 s in t
 h
 e r
 e
 l
 a
 t
 i
 onsh
 i
 p an
 d v
 i
 o
 l
 a
 ti
 n
 g th
 em m
 ake
 s withdrawals.




That'
 s why it'
 s so important w
 h
 enever you com
 e into a ne
 w situatio
 n t
 o ge
 t al
 l the
 expectation
 s o
 u
 t o
 n t
 h
 e t
 able
 . Peopl
 e wil
 l b
 e
 gi
 n t
 o judg
 e ea
 c
 h othe
 r throug
 h t
 ho
 se e
 x
 pecta
 ti
 ons. An
 d i
 f the
 y fee
 l lik
 e t
 he
 i
 r basi
 c expectation
 s hav
 e bee
 n v
 i
 olated
 , th
 e reserv
 e o
 f trus
 t is d
 i
 m
 i
 nished
 . W
 e creat
 e m
 an
 y n
 eg
 ativ
 e situ
 a
 tions by sim
 ply a
 ssum
 ing that our expe
 ctations are self
 -ev
 id
 en
 t an
 d th
 at th
 ey are clearly understoo
 d an
 dshare
 d b
 y othe
 rpeople.




Th
 e d
 eposi
 t i
 s t
 o m
 ak
 e th
 e expect
 ation
 s clea
 r an
 d explici
 t i
 n th
 e beg
 inning
 . Th
 i
 s tak
 es a r
 ea
 l investm
 ent of ti
 me and effort up front, but it saves great am
 ounts of tim
 e and effort down the road. When expectations ar
 e no
 t clear and shared, peo
 p
 le begi
 n t
 o beco
 m
 e emotionally
 involved and sim
 ple m
 i
 sunderst
 andings become co
 m
 pounded, turnin
 g int
 o personality
 clashes and comm
 unication breakdowns.



Clar
 i
 f
 yin
 g e
 xpect
 ation
 s somet
 i
 m
 e
 s take
 s a grea
 t d
 ea
 l o
 f c
 our
 age
 . I
 t see
 m
 s easie
 r t
 o ac
 t as
 thoug
 h di
 f
 f
 erence
 s don'
 t exis
 t an
 d t
 o hop
 e thing
 s w
 il
 l w
 o
 r
 k o
 ut than it is to f
 ace the d
 iff
 eren
 ce
 s and w
 ork togethe
 r t
 oarriv
 e a
 t a m
 utuall
 y agreeabl
 e se
 t o
 f expectations.




Sho
 w
 i
 n
 g Persona
 l Integrity



 


Pe
 r
 sona
 l i
 n
 t
 eg
 rit
 y gene
 r
 a
 t
 e
 s tr
 us
 t an
 d i
 s t
 he basis of m
 any different kinds of deposits.


 


L
 ac
 k o
 f integrit
 y ca
 n under
 m
 in
 e al
 m
 o
 s
 t an
 y oth
 er e
 ffo
 rt to c
 re
 ate h
 ig
 h trus
 t ac
 coun
 ts. P
 eop
 le can seek to unders
 tand, rem
 e
 m
 ber t
 h
 e little th
 ings, keep their p
 rom
 ises, clarify and fulfill expectations, and stil
 l f
 ai
 l t
 obuil
 d reserve
 s o
 f trus
 t i
 f the
 yar
 e inwardl
 y duplicitous.




Integrit
 y include
 s bu
 t goe
 s beyon
 d honesty
 . H
 o
 n
 es
 t
 y i
 s tellin
 g th
 e trut
 h -
 - i
 n other
 wo
 r
 d
 s
 , c
 o
 n
 f
 o
 rm
 i
 n
 g ou
 r wo
 r
 d
 s t
 o r
 eal
 i
 t
 y
 . I
 n
 te
 gri
 t
 y i
 s c
 o
 nfor
 m
 in
 g realit
 y t
 o ou
 r wo
 rd
 s -
 - i
 n other w
 ords
 , keepin
 g pro
 m
 ise
 s a
 n
 d f
 u
 l
 f
 illin
 g expectations
 . T
 h
 i
 s require
 s a
 n inte
 grate
 d character
 , a o
 n
 eness
 , pri
 m
 aril
 y wit
 hsel
 f bu
 t als
 o wit
 hli
 f
 e.




On
 e o
 f t
 h
 e mos
 t i
 mportan
 t w
 ay
 s t
 o m
 a
 nifes
 t i
 ntegr
 i
 t
 y i
 s t
 o b
 e loya
 l t
 o thos
 e wh
 o ar
 e n
 o
 t present.
 I
 n doing so, we build the trust of th
 ose who are present. W
 hen you defend those who are absent, you retain the trust of those present.



Suppos
 e yo
 u an
 d I wer
 e tal
 k
 in
 g alone
 , an
 d w
 e w
 er
 e criticizin
 g ou
 r superviso
 r i
 n a wa
 y that w
 e would n
 ot dare to if he were presen
 t. No
 w wha
 t w
 il
 l h
 a
 ppe
 n wh
 e
 n you and I have a falling out
 ? Y
 ou kno
 w I
 '
 m goin
 g t
 o b
 e di
 s
 cussin
 g you
 r w
 eaknesse
 s wit
 h som
 e
 on
 e else
 . T
 hat'
 s wh
 at
 yo
 u an
 d I d
 i
 d behin
 d ou
 r supervisor
 '
 s back
 . Y
 o
 u kno
 w m
 y natur
 e
 . I
 '
 l
 l sweet-tal
 k yo
 u t
 o your
 face and bad-m
 outh you behind your back. You'
 ve seen m
 e do it.



That'
 s the essence of duplicity. Does that build a reserve of t
 rust in m
 y account with you.


 


O
 n the o
 the
 r h
 and, supp
 ose you wer
 e to s
 tar
 t cr
 iticizin
 g ou
 r supervi
 s
 o
 r an
 d I basicall
 y to
 l
 d yo
 u I agre
 e wit
 h th
 e c
 onten
 t o
 f som
 e o
 f th
 e criticis
 m a
 n
 d sugges
 t th
 a
 t th
 e tw
 o o
 f u
 s go d
 ire
 c
 tl
 y t
 o h
 i
 m an
 d m
 ake an effective p
 res
 entat
 i
 o
 n o
 f ho
 w thi
 n
 g
 s m
 i
 gh
 t b
 e improve
 d
 . The
 n what
 would you know I would do if som
 eone were to criticize you to m
 e behind your back?



Fo
 r ano
 t
 he
 r ex
 a
 m
 ple
 , s
 uppo
 s
 e i
 n m
 y e
 f
 for
 t t
 o buil
 d a relati
 o
 nshi
 p wit
 h you
 , I t
 o
 ld you
 somethin
 g so
 m
 eone else had shared w
 ith m
 e in c
 onf
 idence. "I reall
 yshou
 ld
 n
 '
 t tel
 l y
 o
 u this,
 " I m
 i
 g
 h
 t sa
 y
 , "
 bu
 t sinc
 e you
 '
 r
 e m
 y friend...
 " W
 o
 uld m
 y betraying anothe
 r perso
 n b
 u
 il
 d m
 y trust
 accoun
 t wit
 h you
 ? O
 r wou
 ld yo
 u wond
 er if the th
 ing
 s yo
 u h
 ad told m
 e in conf
 idence w
 ere b
 eing
 shared with others?



Suc
 h duplicit
 y m
 i
 gh
 t a
 p
 pea
 r t
 o b
 e mak
 i
 n
 g a d
 e
 p
 o
 si
 t wit
 h th
 e perso
 n you
 '
 r
 e wi
 t
 h
 , bu
 t i
 t is
 ac
 t
 ua
 ll
 y a w
 i
 thdrawa
 l becaus
 e yo
 u com
 m
 unica
 t
 e you
 r o
 w
 n la
 c
 k o
 f integ
 r
 ity
 . Y
 o
 u m
 a
 y ge
 t the
 go
 l
 de
 n e
 g
 g of te
 m
 porary pleasure from putting som
 eone down o
 r sha
 ri
 n
 g p
 ri
 v
 il
 ege
 d infor
 m
 ation
 , bu
 t you
 '
 re




stranglin
 g t
 h
 e goos
 e
 , weak
 e
 nin
 g th
 e relationshi
 p t
 h
 at p
 rov
 id
 es en
 d
 u
 rin
 g p
 leas
 u
 re in asso
 cia
 tion
 . I
 n
 te
 g
 rit
 y i
 n a
 n i
 n
 t
 er
 d
 e
 p
 en
 den
 t realit
 y i
 s si
 m
 p
 l
 y th
 is: yo
 u trea
 t ev
 eryon
 e b
 y th
 e s
 am
 e s
 et of principles.



A
 s yo
 u do
 , peopl
 e wil
 l c
 o
 m
 e t
 o t
 r
 us
 t you
 . The
 y m
 ay no
 t a
 t firs
 t appreciat
 e th
 e honest confrontat
 i
 o
 na
 l experi
 e
 n
 ce
 s suc
 h in
 t
 egrit
 y m
 i
 gh
 t generate
 . Con
 f
 rontatio
 n takes considerab
 le courage, and m
 any people would prefer to take the c
 ours
 e o
 f leas
 t resistance
 , belittling
 an
 d criticizing, betrayin
 g co
 n
 f
 i
 d
 enc
 e
 s
 , o
 r pa
 rti
 c
 ip
 a
 ti
 n
 g i
 n g
 o
 s
 s
 i
 p abou
 t other
 s behin
 d thei
 r backs. Bu
 t i
 n th
 e lon
 g run
 , p
 e
 opl
 e wil
 l tr
 us
 t an
 d r
 esp
 ec
 t yo
 u i
 f y
 ou ar
 e hone
 st an
 d o
 p
 e
 n an
 d k
 ind
 wit
 h th
 e
 m
 . Yo
 u ca
 r
 e enoug
 h t
 o confron
 t
 . An
 d t
 o b
 e trusted
 , i
 t i
 s said
 , i
 s greate
 r tha
 n to b
 e lo
 v
 ed.
 I
 n t
 h
 e l
 o
 n
 g run
 , I am con
 v
 i
 n
 ced
 , t
 o be trusted will be also m
 ean to be loved.



Whe
 n m
 y so
 n Joshu
 a wa
 s quit
 e young
 , h
 e w
 oul
 d frequent
 ly ask m
 e a soul-sear
 ching question. Whenever I overreacted to som
 eone else o
 r wa
 s th
 e l
 e
 as
 t bi
 t i
 m
 patien
 t o
 r unkind
 , he
 w
 as so vu
 lne
 rable an
 d s
 o hones
 t an
 d ou
 r relationsh
 i
 p wa
 s s
 o goo
 d tha
 t h
 e w
 ou
 ld simp
 ly loo
 k m
 e i
 n th
 e ey
 e an
 d say
 , "
 Dad
 , d
 o yo
 u lov
 e m
 e?
 " I
 f he thought I was breakin
 g a basic principle of lif
 e towar
 d so
 m
 eon
 e else
 , h
 e wondere
 d i
 f I wouldn
 '
 t brea
 ki
 t wit
 h hi
 m
 .



A
 s a teache
 r
 , a
 s wel
 l a
 s a par
 ent
 , I hav
 e foun
 d th
 at the key t
 o the nin
 ety
 -nine is th
 e one -- parti
 cula
 rly th
 e on
 e tha
 t i
 s testin
 g th
 e patien
 ce an
 d th
 e goo
 d humo
 r o
 f th
 e many
 . I
 t i
 s th
 e lov
 e and
 t
 h
 e d
 i
 sc
 i
 p
 lin
 e o
 f the one student, the one child, that comm
 un
 icates love f
 o
 r t
 h
 e o
 t
 he
 r
 s
 . I
 t
 '
 s how yo
 u trea
 t th
 e on
 e th
 at re
 v
 eals ho
 w yo
 u reg
 ard th
 e n
 in
 ety-n
 ine, b
 e
 cause ev
 er
 yon
 e is u
 ltim
 ately a one.



Integrity als
 o m
 eans avoiding any communication th
 at is deceptive, full of guile, o
 r beneath the dignit
 y o
 f people
 . "A li
 e i
 s a
 n
 y communicatio
 n wit
 h inten
 t t
 o dec
 eive,
 " accordin
 g t
 o on
 e def
 i
 nitio
 n o
 f the w
 ord. W
 hether w
 e comm
 unicate w
 ith w
 ord
 s or be
 havior
 , i
 f w
 e hav
 e integrity,
 our i
 n
 te
 n
 t ca
 nn
 o
 t be to deceive.


 


Apologi
 z
 i
 n
 g Sincerel
 y Whe
 n Y
 ou Make a Withd
 raw
 al


 


W
 h
 en we m
 ake withdrawals fr
 om the Emotional Bank Account, we need to apologize and we need to do it sincerely. Gr
 eat deposits com
 e in the sincere words
 "
 I wa
 s wrong."



 


"Tha
 t wa
 s unkin
 d o
 f m
 e."
 "I showed you no respect."



"
 I gav
 eyo
 u n
 o dignity
 , an
 d I'
 m deepl
 ysorry."



 


"
 I e
 m
 barrasse
 d yo
 u i
 n f
 ron
 t o
 f you
 r friend
 s an
 d I ha
 d n
 o cal
 l t
 o d
 o that
 . Eve
 n thoug
 h I w
 an
 ted to m
 ak
 e apoint
 , I neve
 rshoul
 d ha
 v
 e don
 e it
 . I apologize."




It takes a great deal of charact
 er strength to ap
 ologize quickly out of one
 's heart rather than out of pity
 . A perso
 n mus
 t po
 s
 se
 s
 s h
 i
 mse
 l
 f a
 n
 d hav
 e a de
 e
 p sense of s
 ecuri
 ty in f
 und
 a
 m
 ent
 a
 l principl
 es an
 d value
 s i
 norde
 r t
 o genuinel
 y apologize.




Peopl
 e wit
 h littl
 e interna
 l securit
 y can
 '
 t d
 o it
 . I
 t ma
 ke
 s th
 em to
 o vu
 lnera
 bl
 e
 . The
 y f
 ee
 l it
 make
 s th
 e
 m appea
 r sof
 t a
 n
 d we
 a
 k
 , an
 d th
 e
 y f
 e
 a
 r t
 ha
 t o
 t
 h
 er
 s w
 i
 l
 l tak
 eadvantag
 e o
 f thei
 rweakness. Thei
 r s
 e
 curi
 t
 y i
 s base
 d o
 n th
 e opinion
 s o
 f othe
 r people
 , an
 d t
 he
 y worr
 y a
 bo
 u
 t wha
 t o
 t
 he
 r
 s m
 i
 ght think
 . I
 n additi
 on
 , the
 y usuall
 y f
 ee
 l justi
 f
 ie
 d i
 n wha
 t the
 y did
 . The
 y rationaliz
 e thei
 r ow
 n wrong i
 n th
 e na
 m
 e o
 f th
 e othe
 rperson
 '
 s wrong
 ,an
 d i
 f the
 y apologiz
 e a
 t all
 , it'
 s superficial.




"If you'
 re going to bow, bo
 w low," say Eastern w
 i
 s
 d
 o
 m
 . "
 Pa
 y t
 h
 e u
 tt
 e
 r
 m
 os
 t f
 a
 r
 t
 h
 i
 n
 g
 ,
 " says
 the




Christia
 n et
 hic
 . T
 o b
 e a depo
 s
 it
 , a
 n a
 polog
 y mus
 t b
 e sin
 ce
 re. And it m
 us
 t be perceived as sin
 cer
 e. Le
 o Ro
 s
 ki
 n t
 a
 ught
 , "I
 t i
 s t
 h
 e w
 ea
 k wh
 o a
 r
 e cruel
 . G
 e
 ntlenes
 s ca
 n onl
 y b
 e e
 xp
 e
 cte
 d fr
 om th
 e strong.



 


I was in m
 y office at hom
 e one afternoon writin
 g, of all things, on the subj
 ect of patience. I cou
 ld hea
 r th
 e boy
 s runnin
 g u
 p an
 d dow
 n th
 e hal
 l m
 a
 kin
 g lou
 d bangin
 g nois
 es, an
 d I coul
 d f
 ee
 l m
 y o
 w
 n patienc
 ebeginn
 in
 g t
 owane.




Suddenly
 , m
 y so
 n D
 a
 vi
 d starte
 d poundin
 g o
 n th
 e bathroo
 m door
 , yellin
 g a
 t th
 e to
 p o
 f hi
 s lungs,




"
 Le
 t m
 e in! Let m
 e in!"


 


I rushe
 d ou
 t o
 f th
 e offic
 e an
 d spok
 e to him with great in
 tensity
 . "David
 , d
 o yo
 u hav
 e any
 id
 ea ho
 w disturbin
 g tha
 t i
 s t
 o m
 e? D
 o yo
 u kno
 w ho
 w har
 d i
 t i
 s t
 o tr
 y t
 o c
 o
 ncentrat
 e an
 d write c
 r
 ea
 ti
 ve
 l
 y
 ? N
 o
 w yo
 u g
 o int
 o you
 r roo
 m an
 d sta
 y i
 n t
 h
 er
 e unti
 l y
 o
 u ca
 n beh
 a
 ve your
 sel
 f." So in he went, dejected, and shut the door.



A
 s I turn
 e
 d around
 , I b
 e
 c
 a
 m
 e a
 war
 e o
 f a
 nothe
 r p
 r
 obl
 e
 m
 . Th
 e boy
 s ha
 d bee
 n pl
 a
 yin
 g tack
 l
 e f
 o
 o
 t
 ball in th
 e f
 our-f
 oot-w
 ide ha
 llw
 ay
 , an
 d o
 n
 e o
 f the
 m ha
 d bee
 n e
 l
 bowed in th
 e m
 outh. He was lying there in the hall, bleeding from the m
 outh. David, I dis
 covered
 , ha
 d g
 on
 e t
 o th
 e ba
 t
 h
 r
 o
 om t
 o ge
 t a we
 t towe
 l fo
 r h
 i
 m
 . Bu
 t hi
 s sister
 , Mar
 i
 a
 , wh
 o wa
 s t
 akin
 g a s
 h
 ower
 , wouldn
 '
 t ope
 n the door.




W
 h
 e
 n I r
 ea
 li
 ze
 d t
 ha
 t I h
 ad com
 pletely m
 isinterp
 r
 eted the s
 ituat
 ion an
 d had overreacted, I i
 mm
 ed
 i
 a
 t
 e
 l
 y wen
 t i
 n t
 o apo
 l
 og
 i
 z
 e t
 o Dav
 i
 d
 .



A
 s Iopene
 d th
 e d
 oor
 ,th
 e firs
 t thin
 gh
 e sai
 d t
 o m
 e was
 ,"
 I won
 '
 tforgiv
 e you."



 


"
 W
 ell
 , wh
 y not
 , honey?
 " I replied
 . "Hon
 e
 stly
 , I didn'
 t re
 a
 lize yo
 u w
 ere try
 in
 g to h
 el
 p your
 brother. W
 hy won'
 t you forgive m
 e?
 "



"Becaus
 e yo
 u di
 d th
 e sam
 e th
 i
 n
 g la
 st week,
 " h
 e repl
 ied
 . I
 n oth
 er wor
 ds
 , h
 e wa
 s s
 ayi
 ng. "D
 ad
 , you
 '
 r
 e overdr
 a
 wn
 , an
 d you
 '
 r
 e no
 t goin
 g t
 o ta
 lk you
 r w
 ay ou
 t o
 f a p
 rob
 lem y
 o
 u b
 eh
 av
 ed yourself into."



Sincer
 e apologie
 s m
 a
 k
 e deposits
 ; repeate
 d apol
 og
 ies in
 terpr
 eted as in
 sin
 cer
 e m
 ak
 e w
 ithd
 raw
 als. An
 d th
 e qualit
 yo
 f th
 e relationsh
 ip re
 f
 l
 ect
 s it.




I
 t i
 s on
 e thin
 g t
 o m
 ak
 e a mistake
 , an
 d quit
 e anothe
 r thin
 g no
 t t
 o a
 d
 m
 i
 t it
 . Peopl
 e wil
 l forgive
 m
 i
 s
 t
 ak
 e
 s
 , b
 e
 caus
 e m
 i
 s
 t
 a
 k
 e
 s a
 r
 e usua
 ll
 y o
 f t
 h
 e m
 in
 d
 , m
 i
 s
 t
 a
 ke
 s o
 f j
 ud
 g
 m
 e
 n
 t
 . B
 u
 t peopl
 e wil
 l not
 easil
 y f
 o
 rgiv
 e th
 e m
 istake
 s o
 f th
 e heart
 , th
 e i
 ll in
 t
 en
 ti
 on
 , t
 he bad m
 otives, the prideful justi
 fyi
 ng cover-up of the first m
 istake.


 


The Law
 s of Love and the Law
 s of Life
 W
 h
 e
 n w
 e m
 a
 k
 e deposit
 s of unconditiona
 l l
 ove, w
 hen w
 e live th
 e prim
 ary law
 s of love, we encourage others to live the prim
 ary laws of life. I
 n othe
 r words
 , whe
 n w
 e trul
 y lov
 e others
 without con
 d
 ition, with
 out strings, we help them feel s
 ecu
 re and s
 afe and validated and aff
 ir
 m
 ed in th
 eir essentia
 l worth
 , identity
 , an
 d i
 n
 t
 egr
 it
 y
 . The
 i
 r n
 atura
 l growt
 h proces
 s is
 encouraged. W
 e m
 a
 k
 e it eas
 i
 e
 r f
 o
 r t
 h
 em to li
 v
 e t
 h
 e la
 w
 s o
 f li
 f
 e -
 - c
 o
 op
 erati
 o
 n
 , contribution,
 self
 -disc
 ipline, integ
 rity -- and to d
 i
 scove
 r an
 d liv
 e tr
 u
 e t
 o th
 e highes
 t an
 d b
 es
 t withi
 n th
 em
 . W
 e give them the freedom to act on thei
 r ow
 n i
 nne
 r i
 m
 pe
 r
 a
 ti
 ve
 s r
 a
 t
 he
 r t
 ha
 n r
 eac
 t t
 o ou
 r c
 o
 nditions
 an
 d li
 m
 itations
 . Thi
 s doe
 s no
 t m
 e
 a
 n w
 e becom
 e p
 e
 r
 m
 issiv
 e o
 r soft
 . Tha
 t itsel
 f i
 s a m
 ass
 i
 ve
 wi
 thdrawal. W
 e counsel, we plead, we set li
 m
 its an
 d consequences
 . B
 u
 t w
 e love
 , regardless.




W
 h
 e
 n w
 e v
 i
 o
 l
 a
 t
 e t
 h
 e p
 r
 i
 m
 a
 r
 y l
 a
 w
 s o
 f l
 ov
 e -
 - w
 h
 e
 n we attach strings and condit
 ions to that gift
 -- we actually encourag
 e others to violate the prim
 ary laws of lif
 e. W
 e put them in a rea
 ctiv
 e, d
 ef
 en
 siv
 e positio
 n w
 her
 ethe
 y fee
 l the
 yhav
 e t
 o prov
 e"
 I m
 atte
 r a
 s a person
 ,independ
 en
 t o
 fyou."




I
 n reality
 , the
 y aren'
 t i
 ndep
 e
 nden
 t
 . The
 y ar
 e counter
 -
 d
 ep
 endent
 , wh
 i
 c
 h i
 s anothe
 r fo
 r
 m o
 f d
 e
 p
 e
 n
 denc
 y an
 d i
 s a
 t t
 h
 e lo
 w
 e
 s
 t e
 n
 d o
 f t
 h
 e M
 at
 u
 rit
 y C
 o
 n
 ti
 n
 u
 u
 m
 . T
 he
 y b
 e
 co
 m
 e rea
 c
 ti
 v
 e
 , a
 l
 m
 os
 t enemy-cen
 t
 ered, m
 or
 e concerned about d
 efending their "rights" and producing evidence o
 f their individual
 it
 y tha
 n th
 ey a
 r
 e abou
 t proactive
 ly list
 en
 i
 n
 g to an
 d hono
 rin
 g th
 ei
 r o
 w
 n i
 nne
 r im
 pe
 r
 a
 ti
 ves
 . Rebellion is a knot of the heart, not of the m
 ind. The key is to m
 ake deposits
 -- con
 stan
 t d
 epo
 sits o
 f unconditi
 o
 na
 l love.



 


I onc
 e ha
 d a frien
 d wh
 o wa
 s de
 a
 n o
 f a ver
 y prest
 i
 giou
 s s
 c
 hoo
 l
 . H
 e planne
 d an
 d s
 a
 v
 e
 d for
 ye
 a
 rs t
 o provid
 e hi
 s so
 n th
 e opportunit
 y t
 o atten
 d tha
 t institut
 ion
 , bu
 t w
 h
 e
 n th
 e ti
 m
 e came
 , th
 e boy
 refuse
 d t
 o go.




Th
 i
 s de
 ep
 l
 y c
 o
 nce
 rn
 e
 d h
 i
 s f
 a
 the
 r
 . G
 r
 ad
 ua
 tin
 g from that particular school woul
 d ha
 ve bee
 n a g
 reat asse
 t t
 o th
 e boy
 . Besides
 , i
 t wa
 s a f
 a
 mi
 l
 y tr
 adition
 . Th
 ree g
 en
 erat
 ion
 s o
 f a
 ttend
 an
 c
 e preceded the boy. The father plead
 ed and urged and talked. He also trie
 d t
 o li
 s
 t
 e
 n t
 o th
 e b
 o
 y t
 o underst
 an
 d hi
 m
 , al
 l th
 e whil
 e hop
 in
 g tha
 tth
 e so
 n woul
 dchang
 e hi
 s m
 i
 nd.




The subtle m
 essag
 e bei
 ng comm
 uni
 cate
 d was one of c
 ond
 itio
 na
 l l
 ove
 . Th
 e so
 n fel
 t tha
 t in
 a sens
 e t
 h
 e fathe
 r
 '
 s desir
 e fo
 r h
 i
 m t
 o a
 tt
 e
 n
 d th
 e schoo
 l outweighe
 d th
 e valu
 e h
 e pl
 a
 ce
 d o
 n hi
 m a
 s a perso
 n and a
 s a s
 on
 , w
 h
 ic
 h w
 a
 s t
 erribl
 y threat
 e
 n
 i
 ng
 . C
 ons
 e
 qu
 ently
 , h
 e fou
 gh
 t fo
 r a
 n
 d wit
 h his
 own i
 den
 ti
 ty an
 d integrity, and he increased his re
 solve and his efforts to rationalize his decision not to go.



After so
 m
 e intense soul-searching, the father decided to m
 a
 ke a sacrifice -- to renounce
 condition
 al l
 ove
 . H
 e k
 n
 e
 w t
 ha
 t h
 i
 s s
 o
 n m
 i
 gh
 t c
 h
 oos
 e d
 i
 f
 f
 e
 r
 e
 ntl
 y t
 ha
 n h
 e h
 a
 d w
 i
 sh
 e
 d
 ; n
 eve
 rt
 he
 l
 es
 s
 , h
 e an
 d hi
 s w
 i
 f
 e resolv
 e
 d t
 o lov
 e thei
 r so
 n uncondition
 ally
 , r
 e
 gardles
 s of his cho
 ice. It w
 as an extrem
 ely difficult th
 ing to do becau
 se the value of his educational expe
 rien
 ce was s
 o cl
 ose t
 o their hearts and because it was so
 m
 e
 t
 h
 i
 n
 g t
 he
 y ha
 d planne
 dan
 d wo
 r
 ke
 d f
 o
 r s
 i
 nc
 e h
 i
 s b
 irt
 h
 .



Th
 e f
 a
 t
 he
 r an
 d m
 o
 t
 he
 r w
 en
 t t
 h
 rough a very difficult rescriptin
 g process, struggling to real
 ly understan
 d t
 h
 e na
 t
 ur
 e o
 f unconditiona
 l lov
 e
 . Th
 e
 y c
 o
 mmunicate
 d t
 o th
 e b
 o
 y wha
 t the
 y w
 ere do
 in
 g an
 d why
 , an
 d to
 ld h
 i
 m tha
 t th
 ey ha
 d com
 e t
 o th
 e p
 o
 in
 t a
 t wh
 i
 ch the
 y cou
 l
 d s
 ay i
 n al
 l honest
 y t
 ha
 t h
 is d
 ecisio
 n wou
 ld no
 t aff
 ect the
 ir co
 mp
 lete f
 e
 elin
 g o
 f u
 n
 conditi
 o
 na
 l lov
 e towar
 d h
 i
 m. The
 y d
 i
 dn
 '
 t d
 o thi
 s t
 o manipu
 lat
 e him
 , t
 o tr
 y t
 o g
 e
 t h
 i
 m t
 o "
 s
 ha
 pe up.
 " The
 y d
 i
 d i
 t a
 s th
 e l
 og
 ica
 l extensio
 n o
 f thei
 r gr
 ow
 t
 h an
 d character.




The bo
 y didn'
 t give much o
 f a r
 esponse at the tim
 e, but h
 i
 s parents had such a paradigm o
 f uncondit
 io
 na
 l lov
 e a
 t tha
 t poin
 t tha
 t i
 t woul
 d h
 a
 v
 e m
 a
 de no diff
 erence in the
 ir f
 eeling
 s f
 or h
 im.
 About a week later, he told his parents th
 at he had decided not to go. They were perfectly prepared for his response and continued to show unconditional lo
 ve for him
 . Ever
 yt
 hi
 ng wa
 s settled and life went along norm
 ally.



A shor
 t t
 i
 m
 e later
 , a
 n interest
 in
 g thin
 g h
 appen
 e
 d
 . No
 w tha
 t th
 e bo
 y n
 o longe
 r fel
 t h
 e ha
 d t
 o d
 ef
 e
 n
 d h
 i
 s positi
 on
 , h
 e searche
 d with
 in h
 i
 m
 se
 l
 f m
 or
 e deepl
 y an
 d foun
 d t
 h
 a
 t h
 e r
 e
 all
 y d
 i
 d wa
 nt
 t
 o ha
 v
 e t
 hi
 s educationa
 l experien
 ce. H
 e a
 ppli
 e
 d fo
 r ad
 mission
 , an
 d t
 h
 en h
 e tol
 d h
 i
 s fa
 th
 er, wh
 o ag
 ain showe
 d uncond
 iti
 o
 na
 l l
 ov
 e b
 y f
 u
 ll
 y acce
 p
 tin
 g h
 i
 s s
 o
 n
 '
 s d
 ec
 i
 sion
 . My f
 rien
 d w
 as h
 appy
 , but no
 t ex
 cessiv
 ely so
 , becaus
 eh
 e ha
 d trul
 y learne
 dt
 o lov
 e withou
 t condit
 ion.




Da
 g H
 a
 mmarsk
 j
 o
 ld
 , pas
 t S
 ecre
 t
 ary-Genera
 l o
 f th
 e Unit
 ed Na
 t
 i
 ons
 , onc
 e m
 a
 d
 e a profound
 , far-reachin
 g s
 t
 ate
 m
 ent
 : "
 I
 t i
 s m
 or
 e nobl
 e t
 o giv
 e yo
 ur
 sel
 f completel
 y t
 o on
 e individ
 ual tha
 n t
 o labo
 r diligentl
 y f
 o
 r th
 e salv
 atio
 n o
 f th
 e m
 asses."




I tak
 e tha
 t t
 o mea
 n th
 at I c
 oul
 d devot
 e eight
 , t
 en
 , o
 r twelv
 e hou
 r
 s a d
 ay
 , five, six, or seven d
 ay
 s a wee
 k t
 o th
 e thousand
 s o
 f peopl
 e an
 d project
 s "ou
 t there
 " an
 d stil
 l no
 t hav
 e a deep,
 me
 a
 ningf
 ul r
 elationshi
 p wit
 h m
 y ow
 n spouse
 , w
 i
 t
 h m
 y ow
 n t
 een
 age son, w
 ith m
 y clo
 se
 st w
 ork
 ing associa
 te. And it would tak
 e m
 o
 re nobility of c
 h
 aracter -
 - more hum
 ility, cou
 rage, and s
 treng
 th
 -
 - t
 o rebuil
 d tha
 t on
 e r
 e
 l
 a
 ti
 onsh
 i
 p th
 a
 n i
 t wou
 l
 d to c
 on
 ti
 nu
 e pu
 t
 ti
 n
 g i
 n all those hours for all those people and causes.



I
 n 2
 5 year
 s o
 f co
 n
 sultin
 g wit
 h organizations
 , I have been im
 pressed ove
 r an
 d ove
 r agai
 n by the power of that statem
 ent. Many of the problem
 s in organizations stem from r
 elationship difficulties at the very top -- betw
 een two partners in a com
 p
 any, between the pr
 esid
 ent an
 d an ex
 ecu
 tiv
 e vice-presi
 d
 en
 t
 . I
 t tr
 u
 l
 y t
 a
 ke
 s mor
 e nobilit
 y o
 f chara
 cter to c
 onf
 ron
 t an
 d
 resolve tho
 s
 e is
 sues th
 an it do
 es to c
 ontinue to diligently work for the m
 a
 ny projects and people "out there."



When I first cam
 e across Hamm
 arskjol
 d'
 s statem
 ent
 , I wa
 s workin
 g i
 n a
 n organizatio
 n where
 ther
 e wer
 e unclea
 r expectation
 s be
 t
 wee
 n th
 e individua
 l wh
 o was m
 y ri
 gh
 t-h
 an
 d m
 an a
 n
 d m
 y
 sel
 f. I sim
 ply d
 i
 d no
 t h
 av
 e th
 e cou
 rag
 e t
 o c
 onfro
 nt our diff
 erences r
 eg
 arding rol
 e and go
 al expecta
 tions and valu
 es, particu
 l
 arl
 y i
 n ou
 r m
 e
 thod
 s o
 f administration
 . S
 o I w
 orked f
 or a nu
 m
 ber of m
 onths in a com
 prom
 i
 se mod
 e t
 o avoi
 d wh
 a
 t m
 i
 gh
 t tu
 r
 n ou
 t t
 o b
 e a
 n ugly c
 on
 f
 r
 on
 t
 a
 ti
 on
 . A
 l
 l t
 h
 e w
 h
 il
 e
 , ba
 d f
 ee
 li
 ng
 s w
 e
 r
 e developing inside both of us.



A
 f
 te
 r readin
 g th
 at i
 t i
 s mor
 e nobl
 e t
 o giv
 e y
 o
 u
 rsel
 f completel
 y t
 o on
 e individ
 ua
 l th
 an to
 labo
 r diligentl
 y f
 o
 r th
 e salvatio
 n o
 f th
 e masse
 s
 , I wa
 s deepl
 y af
 f
 e
 cte
 d b
 y th
 e ide
 a of rebuildin
 g tha
 t relationship.




I ha
 d t
 o ste
 e
 l m
 yse
 l
 f fo
 r wha
 t la
 y ahead
 , bec
 a
 us
 e I kne
 w i
 t woul
 d b
 e har
 d t
 o reall
 y g
 et the
 i
 ssue
 s ou
 t a
 nd to achieve a deep, common understandin
 g an
 d c
 o
 m
 mi
 t
 m
 en
 t
 . I r
 e
 m
 e
 m
 be
 r ac
 t
 ua
 ll
 y s
 h
 a
 k
 i
 n
 g in anticipation of the visit. He seem
 ed like such a h
 ard m
 an, so set in his ow
 n w
 ay
 s an
 d s
 o rig
 h
 t in hi
 s ow
 n eyes
 ; ye
 t I neede
 d hi
 s strength
 s an
 d ab
 ilities
 . I wa
 s a
 f
 rai
 d a confront
 atio
 n m
 i
 gh
 t jeopardiz
 e th
 e relationshi
 p an
 dresul
 t i
 n m
 y losin
 gthos
 e strengths.




I wen
 t t
 h
 r
 o
 u
 g
 h a m
 en
 t
 a
 l d
 r
 es
 s r
 ehea
 r
 sa
 l o
 f t
 h
 e a
 n
 ticip
 ated vis
 it, and I fina
 lly b
 ecam
 e settled within m
 yself aro
 und th
 e p
 rinc
 iples rathe
 r than t
 h
 e p
 r
 ac
 ti
 ce
 s o
 f w
 ha
 t I w
 a
 s go
 i
 n
 g t
 o d
 o an
 d sa
 y
 . A
 t l
 as
 t I f
 e
 l
 t peace of m
 i
 nd and the courag
 e to have the comm
 unication.



W
 h
 e
 n w
 e me
 t together
 , t
 o m
 y t
 o
 ta
 l su
 rprise
 , I d
 iscovere
 d t
 ha
 t t
 hi
 s ma
 n ha
 d bee
 n goin
 g t
 hr
 ough
 t
 h
 e very same pr
 oces
 s a
 n
 d ha
 d bee
 n l
 ongi
 ng for suc
 h a conversation
 . H
 e w
 a
 s anyth
 i
 n
 g but
 ha
 r
 d and defensive.



Nevertheless, our adm
 inistrative styles were considerabl
 y differ
 e
 nt
 , an
 d t
 h
 e ent
 ir
 e organiza
 tion w
 as respondin
 g t
 othes
 e differenc
 e
 s
 . W
 e bot
 h acknowl
 edg
 e
 d th
 eprobl
 e
 m
 s tha
 t our disunit
 y h
 a
 d created
 . Ov
 e
 r sev
 er
 al v
 is
 its, w
 e w
 ere abl
 e to confront the deep
 er i
 ssues
 , t
 o ge
 t t
 he
 m al
 l ou
 t on th
 e table
 , an
 d t
 o resolv
 e th
 e
 m
 , on
 e b
 y one
 , w
 i
 t
 h a spiri
 t o
 f hig
 h mutua
 l respect
 . W
 e wer
 e abl
 e t
 o develo
 p a powe
 r
 fu
 l c
 o
 mpl
 e
 m
 enta
 r
 y te
 a
 m an
 d a dee
 p persona
 l affectio
 n whic
 h added tre
 m
 endousl
 y t
 o ou
 r abilit
 y t
 o wor
 k effectivel
 y together.




Creating the unity ne
 ces
 sary to run a
 n eff
 ectiv
 e b
 u
 siness o
 r a fam
 ily or a m
 arriage requires g
 reat pe
 rson
 al st
 reng
 th a
 n
 d cou
 rage. N
 o a
 m
 oun
 t o
 f tec
 hn
 ica
 l ad
 m
 i
 n
 i
 s
 t
 rati
 v
 e sk
 il
 l i
 n la
 bo
 ri
 n
 g f
 o
 r t
 h
 e m
 asse
 s c
 an m
 ake up for lack of nobility of pe
 rsonal ch
 aracter in devel
 oping relationshi
 ps
 . It is at a v
 ery essential
 , one-on-on
 e level
 , tha
 t w
 e li
 v
 e th
 e pri
 m
 ar
 y law
 s o
 f lov
 e an
 d life.



 






P Problems are PC Opportunities


 


This experience also taught m
 e another powerful p
 a
 radig
 m o
 f interdependence
 . I
 t deal
 s w
 ith t
 h
 e way in which we see problem
 s. I had lived for m
 onths t
 ry
 i
 ng t
 o a
 v
 oi
 d th
 e p
 r
 o
 bl
 em, seei
 n
 g it a
 s a sourc
 e o
 f irritation
 , a stu
 m
 bl
 i
 n
 g block
 , an
 d wishin
 g i
 t woul
 d so
 m
 e
 ho
 w g
 o away
 . But
 , a
 s it
 t
 urne
 d ou
 t
 , the very problem created the opportunity to build a d
 eep relationship that em
 powered us to work together as a strong com
 p
 lem
 entary team
 .



I sugges
 t tha
 t i
 n an interdep
 e
 nden
 t situation
 , ev
 er
 y P p
 rob
 lem is a P
 C oppo
 rtuni
 ty -- a ch
 an
 ce to buil
 d th
 e E
 m
 otiona
 l B
 an
 kAccount
 s tha
 t significantl
 y affec
 t interdependen
 t p
 roduction.




W
 hen parents see th
 eir children'
 s problem
 s as o
 p
 p
 o
 rtunitie
 s t
 o buil
 d t
 h
 e relationshi
 p instead o
 f a
 s negative
 , burdenso
 m
 e irritat
 ions
 , i
 t totall
 y change
 s th
 e n
 a
 tur
 e o
 f parent—
 c
 hil
 d inter
 a
 ction.
 Pa
 rent
 s be
 co
 m
 e mor
 e willing
 , e
 v
 e
 n excited
 , a
 bou
 t de
 e
 pl
 y underst
 a
 nd
 i
 n
 g an
 d he
 l
 pin
 g the
 i
 r children
 . Whe
 n a chi
 l
 d come
 s t
 o th
 e
 m wit
 h a probl
 e
 m
 , instea
 d o
 f t
 hin
 ki
 ng
 , "
 O
 h
 , no
 ! N
 o
 t anothe
 r probl
 e
 m
 !
 " thei
 r paradig
 m is
 , "Her
 e i
 s a grea
 t opportunit
 y fo
 r m
 e t
 o rea
 ll
 y h
 elp m
 y child and t
 o inv
 est in our relationship.
 " Man
 y interact
 i
 on
 s chang
 e fro
 m trans
 ac
 tiona
 l to
 tr
 ans
 f
 o
 r
 m
 a
 t
 i
 on
 al
 , an
 d stron
 g bond
 s o
 f l
 ov
 e a
 n
 d tr
 us
 t a
 r
 e c
 r
 ea
 t
 e
 d a
 s c
 h
 il
 d
 r
 e
 n sen
 s
 e t
 h
 e va
 l
 ue parent
 s g
 iv
 e t
 o thei
 r proble
 m
 s an
 d t
 o th
 em a
 s individual
 s.



This parad
 ig
 m is powerful in busine
 ss as well. One departm
 ent store chain that operates from this paradigm has created a grea
 t loyalt
 y a
 m
 on
 g it
 s custo
 m
 e
 r
 s
 . A
 n
 y t
 i
 m
 e a cus
 t
 o
 m
 e
 r come
 s int
 o th
 e stor
 e wi
 t
 h a probl
 e
 m
 , no
 t m
 atte
 r ho
 w small
 , th
 e clerk
 s i
 mm
 ed
 i
 a
 t
 el
 y se
 e i
 t a
 s an
 opportunit
 y t
 o buil
 d th
 e r
 elat
 ion
 sh
 ip w
 ith the cust
 o
 m
 er. T
 h
 ey respon
 d w
 ith a chee
 rfu
 l
 , po
 si
 tiv
 e d
 esire to sol
 v
 e th
 e p
 robl
 em in a wa
 y tha
 t wil
 l mak
 e th
 e custome
 r happy
 . T
 h
 e
 y trea
 t t
 h
 e cu
 s
 to
 m
 er with such g
 r
 ace and resp
 ect, giv
 ing su
 ch secon
 d
 -m
 ile serv
 ice, that m
 any of the cust
 o
 m
 e
 r
 s do
 n
 '
 t eve
 n thin
 ko
 f g
 oin
 g anywh
 er
 eelse.




B
 y recognizin
 g tha
 t th
 e P/P
 C B
 a
 lance is necessary to effectiv
 enes
 s i
 n a
 n interdependent
 reality, we can value our problem
 s as opportunities to increase PC.



Th
 e Habit
 s o
 fInterdependence



 


W
 ith the paradigm of the Em
 otional Bank Acco
 unt in m
 ind, we'
 re read
 y to m
 ove into the habit
 s o
 f P
 u
 b
 li
 c V
 i
 c
 t
 or
 y
 , o
 r succes
 s i
 n work
 i
 n
 g wit
 h o
 t
 he
 r people
 . A
 s w
 e do
 , w
 e ca
 n se
 e how
 th
 ese h
 abi
 ts wo
 rk togethe
 r t
 o creat
 e e
 f
 f
 ectiv
 e inte
 r
 d
 ependence
 . W
 e can als
 o see how p
 ow
 erf
 ully scrip
 ted w
 e are in o
 th
 er pattern
 s o
 f though
 t an
 d behavior.




In add
 ition, we can s
 ee on an ev
 en deeper le
 vel that effective in
 te
 rdependence can only be achieved by truly in
 dependent people. It is i
 m
 po
 ssible to achieve Public Victory with popular "W
 i
 n
 -
 W
 in negotiatio
 n" techniques of "reflec
 t
 i
 v
 e li
 s
 t
 en
 i
 ng
 " t
 echn
 i
 q
 u
 e
 s o
 r "crea
 ti
 v
 e proble
 m
 -solving
 " technique
 s th
 at f
 ocu
 s o
 n personalit
 y an
 d truncat
 e th
 evita
 l characte
 rbase.




Let'
 s now focus on each of the Public Victory habits in depth.


 


H
 ab
 i
 t 4
 : Th
 i
 n
 k W
 i
 n
 -
 W
 i
 n T
 M -
 - Pr
 i
 nc
 i
 ples of Interpersonal Leadership


 


W
 e hav
 eco
 mm
 itte
 d th
 e Gol
 de
 n Rul
 et
 o m
 em
 ory; let us now comm
 it it to lif
 e.


 



-- Edwin Markha



*

*


On
 e t
 i
 m
 e I wa
 s ask
 e
 d t
 o wor
 k wi
 t
 h a co
 m
 p
 a
 n
 y whos
 e presid
 e
 n
 t wa
 s v
 er
 y concern
 e
 d a
 bou
 t the la
 ck o
 f cooperatio
 n a
 m
 on
 g hi
 s people.




"Our basic problem
 , Stephen, is that they
 '
 re selfish,
 " h
 e said
 . "Th
 e
 y jus
 t won'
 t coo
 p
 e
 r
 ate
 . I k
 no
 w i
 f the
 y woul
 d cooperate
 , w
 e cou
 l
 d produc
 e s
 o m
 uc
 h m
 o
 r
 e
 . C
 a
 n y
 o
 u he
 l
 p u
 s d
 eve
 l
 o
 p a hu
 m
 an-relation
 s progra
 m tha
 t wil
 lsol
 ve th
 e proble
 m
 ?"




"Is your problem the people or the paradigm
 ?
 " I asked. "Look fo
 r yourself," he replied.



S
 o I di
 d
 . An
 d I f
 o
 un
 d tha
 t ther
 e wa
 s a rea
 l s
 el
 f
 ishness
 , a
 n
 d u
 n
 willingnes
 s t
 o cooperate
 , a resistanc
 e t
 o authority
 , defensiv
 e communication
 . I cou
 l
 d se
 e t
 h
 a
 t overd
 r
 a
 w
 n E
 m
 otiona
 l B
 ank
 A
 ccount
 s ha
 d created a cu
 ltu
 re o
 f lo
 w tr
 u
 st. Bu
 t I p
 ressed th
 e qu
 estion.




"
 L
 et
 '
 s loo
 k a
 t i
 t deeper,
 " I suggested
 . "
 W
 h
 y do
 n
 '
 t you
 r p
 eopl
 e coop
 erate
 ? Wh
 at is th
 e r
 ew
 ard fo
 r no
 t coope
 rating
 ?
 "



"There'
 s no reward for not cooperating," he assu
 red m
 e. "The rewards are m
 u
 ch greate
 r i
 f th
 ey d
 o cooperate.




"Ar
 e th
 e
 y
 ?
 " I ask
 ed
 . B
 e
 hin
 d a curta
 i
 n o
 n on
 e wall of this m
 an'
 s off
 ice was a chart. On the chart were a num
 ber of racehorses all lined u
 p o
 n a tr
 ack
 . Supe
 r
 i
 m
 p
 o
 s
 e
 d o
 n the face of each horse was th
 e face of one of his m
 anagers. At the end of the trac
 k was a beautiful travel poster of B
 erm
 uda, an idyll
 ic pi
 cture of blu
 e skies a
 nd fleec
 y clou
 ds an
 d a ro
 m
 a
 nti
 c coupl
 e walking
 hand in hand dow
 n a w
 h
 ite sand
 y beach.




Onc
 e a week
 , thi
 s m
 a
 n woul
 d bri
 n
 g a
 ll h
 is p
 eopl
 e in
 to th
 is off
 ic
 e an
 d tal
 k cooperation
 . "Le
 t
 's a
 l
 l work together. W
 e
 '
 ll all m
 ake more m
 oney i
 f we do
 ." Then he would pull th
 e curtain and sho
 w th
 em th
 e chart
 . "No
 w wh
 icho
 f yo
 u i
 s goin
 g t
 o wi
 n th
 etr
 ip t
 o Ber
 m
 uda
 ?
 "



I
 t wa
 s lik
 e tellin
 g on
 e f
 lowe
 r t
 o gro
 w an
 d waterin
 g ano
 t
 her
 , l
 i
 k
 e say
 i
 n
 g "
 f
 i
 rings w
 il
 l co
 ntinue until m
 orale im
 proves." He wanted cooperation. H
 e wante
 d hi
 s peopl
 e t
 o wor
 k together
 , to
 share idea
 s, to all benef
 i
 t f
 rom the eff
 ort. Bu
 t he was setting them up in com
 petition with each other. One m
 anager'
 s success m
 eant failure for the other m
 anagers
 As with m
 any, m
 any problem
 s betw
 een people in business, fam
 ily, and other relationships
 , the problem in th
 is com
 p
 any was the resu
 lt of a flawed paradigm
 . The preside
 nt wa
 s tr
 yi
 ng to g
 et th
 e f
 ru
 its o
 f coope
 ratio
 n f
 ro
 m a p
 arad
 ig
 m o
 f co
 mp
 etition
 . A
 n
 d wh
 e
 n i
 t didn
 '
 t wo
 rk,
 h
 e wan
 t
 e
 d a t
 echn
 i
 que
 , a p
 r
 og
 r
 a
 m
 , a qu
 i
 ck
 -
 f
 i
 x an
 ti
 do
 te to m
 ake his people cooperate.



But you can'
 t change the fruit w
 ithout changing the root. W
 orking on th
 e a
 tt
 it
 ude
 s a
 nd beh
 av
 i
 o
 rs w
 ou
 l
 d hav
 e bee
 n h
 ack
 in
 g a
 t t
 h
 e l
 eaves
 . S
 o w
 e focuse
 d instea
 d o
 n producing p
 erson
 al an
 d organizat
 io
 na
 l excellenc
 e i
 n a
 n entirel
 y diffe
 r
 e
 n
 t wa
 y b
 y develop
 in
 g in
 fo
 rma
 tio
 n an
 d rewar
 d syste
 m
 s whic
 hrein
 f
 orce
 d th
 e valu
 eo
 f cooperation.




Wheth
 er yo
 u ar
 e th
 e presiden
 t o
 f a co
 m
 p
 a
 n
 y o
 r th
 e janitor
 , th
 e m
 o
 m
 e
 n
 t yo
 u ste
 p fr
 om i
 ndepe
 n
 den
 c
 e int
 o i
 n
 terdependenc
 e i
 n an
 y capacity
 , yo
 u ste
 p int
 o a leadershi
 p role
 . You
 are in a position of influencing other people. And the habit of eff
 ect
 ive in
 terpersona
 l leadership is Think W
 i
 n-W
 in.


 






Six Paradigms of Human Interaction



W
 i
 n
 -
 w
 i
 n i
 s no
 t a t
 echn
 i
 que
 ; i
 t'
 s a tot
 a
 l ph
 il
 oso
 p
 h
 y of h
 u
 m
 a
 n i
 n
 t
 e
 r
 ac
 tion. I
 n fact
 , i
 t is one o
 f six parad
 i
 g
 m
 s o
 f inte
 r
 a
 ction
 . Th
 e alternati
 ve paradi
 g
 m
 s are w
 in
 -lose, lose
 -w
 in, l
 ose-los
 e, win, and W
 i
 n
 -
 W
 i
 n o
 r N
 o Dea
 l T
 M


 


Win-Win


 


Win
 -
 wi
 n i
 s a fram
 e o
 f min
 d an
 d hear
 t tha
 t c
 onst
 ant
 ly seek
 s mutua
 l bene
 f
 i
 t i
 n al
 l hum
 a
 n interact
 ions
 . Win
 -
 wi
 n me
 a
 n
 s tha
 t agre
 e
 m
 ent
 s o
 r solution
 s ar
 e m
 u
 tuall
 y bene
 f
 i
 cial
 , m
 u
 tually
 satisfy
 i
 ng
 . W
 it
 h a win-wi
 n solut
 i
 on
 , al
 l par
 t
 i
 e
 s fee
 l goo
 d abou
 t t
 h
 e decisio
 n an
 d f
 e
 el committe
 d t
 o th
 e actio
 n plan
 . W
 in-w
 in sees li
 f
 e as a co
 o
 p
 erat
 iv
 e, n
 o
 t a competiti
 v
 e arena
 . Mos
 t peopl
 e ten
 d t
 o th
 in
 k in term
 s o
 f dicho
 t
 o
 m
 i
 e
 s
 : stron
 g o
 r weak
 , hardbal
 l o
 r softb
 a
 ll
 , wi
 n o
 r l
 o
 se
 . B
 ut t
 ha
 t k
 i
 n
 d o
 f t
 h
 i
 nk
 in
 g i
 f funda
 m
 e
 ntally flawed. It'
 s based on power a
 nd position rathe
 r th
 an o
 n p
 rin
 ci
 p
 le. W
 i
 n
 -w
 in is ba
 sed o
 n th
 e pa
 ra
 dig
 m tha
 t ther
 e i
 s p
 lent
 y f
 o
 r ev
 erybody,
 th
 at on
 e p
 erson
 '
 s su
 cc
 ess i
 s no
 t achieve
 d a
 t th
 e expens
 e o
 rexclusio
 n o
 f th
 esucces
 s o
 f others.




Win
 -
 wi
 n i
 s a belie
 f i
 n th
 e Thir
 d Alternative
 . It
 '
 s no
 t you
 r wa
 y o
 r m
 y way
 ; it
 '
 s a bette
 r way
 , a high
 er way.



 


Win-Lose



On
 e alterna
 t
 iv
 e t
 o w
 i
 n-wi
 n i
 s win-l
 o
 s
 e
 , th
 e par
 a
 d
 ig
 m o
 f th
 e rac
 e t
 o Be
 r
 m
 ud
 a
 . I
 t say
 s "I
 f I win
 , yo
 u lose.



In leadersh
 i
 p style, w
 in-lose is the authori
 tari
 an approach
 : "
 I ge
 t m
 y w
 a
 y
 ; yo
 u don
 '
 t get
 y
 ours.
 " W
 i
 n
 -
 los
 e peopl
 e ar
 e p
 ron
 e t
 o us
 e position
 , power
 , cred
 e
 ntials
 , p
 oss
 e
 ssions
 , o
 r p
 e
 rsonali
 t
 y t
 o ge
 t thei
 r way.




Mos
 t peopl
 e hav
 e bee
 n deepl
 y script
 ed i
 n th
 e w
 in
 -lo
 se m
 en
 talit
 y sinc
 e birth
 . F
 irs
 t and mo
 st impor
 t
 an
 t o
 f th
 e po
 w
 erfu
 l forc
 e
 s a
 t wor
 k i
 s th
 e f
 amily
 . W
 he
 n o
 n
 e chil
 d i
 s co
 m
 p
 ared w
 ith ano
 th
 er -
 - wh
 e
 n pati
 ence
 , underst
 a
 ndin
 g o
 r lov
 e i
 s giv
 en o
 r wi
 thd
 raw
 n o
 n th
 e b
 asi
 s o
 f su
 ch co
 m
 p
 arison
 s -- p
 eopl
 e ar
 e int
 o win-los
 e thinking
 . W
 h
 e
 neve
 r lov
 e i
 s giv
 en o
 n a conditiona
 l basis, wh
 e
 n so
 m
 e
 on
 e ha
 s t
 o ear
 n lov
 e
 , wha
 t
 '
 s bein
 g c
 o
 mmun
 i
 cate
 d t
 o the
 m is tha
 t the
 y are not intr
 insic
 ally valuable o
 r lovable. Value doe
 s n
 ot lie ins
 id
 e th
 em
 , it lies outside
 . It
 '
 s in
 com
 p
 arison with som
 ebody else or against som
 e expectation.


 


An
 d wh
 a
 t h
 app
 en
 s t
 o a youn
 g m
 i
 n
 d an
 d heart
 , highl
 y v
 u
 l
 n
 erable
 , high
 l
 y dep
 e
 nden
 t up
 o
 n t
 h
 e support and e
 m
 otional affir
 m
 ation of t
 h
 e p
 ar
 e
 n
 t
 s
 , i
 n t
 h
 e f
 a
 c
 e o
 f c
 o
 nd
 it
 io
 na
 l lo
 ve
 ? T
 h
 e c
 h
 il
 d is
 m
 olded
 , shaped
 , an
 dprogra
 mm
 e
 d i
 n th
 ewin-los
 e m
 entality.




"If I'
 m better than m
 y brother, m
 y parents will love m
 e m
 ore."


 


"M
 y parent
 sdon
 '
 t lov
 e m
 e a
 s m
 u
 ch as th
 ey lov
 e m
 y sister. I m
 u
 st no
 t b
 e as v
 alu
 ab
 le.
 "


 


Another powerful scripting agen
 cy is th
 e peer group. A child first wants acceptance from his paren
 t
 s and then from his peers
 , whethe
 r the
 y b
 e sibling
 s o
 r friends
 . An
 d w
 e al
 l know
 how cruel p
 eers som
 etim
 es can be. They oft
 en accept or reject totally o
 n th
 e b
 a
 s
 i
 s o
 f conform
 ity to their expectations and norm
 s, providing additional scripting toward win-lose.



The academ
 ic world reinforces win-lose s
 c
 ripting
 . The "no
 rm
 a
 l d
 istribu
 tio
 n cu
 rve" b
 asica
 lly sa
 y
 s tha
 t yo
 u go
 t a
 n "
 A
 " b
 ecaus
 e som
 e
 on
 e e
 l
 s
 e go
 t a "C.
 " I
 t interpret
 s a
 n i
 ndiv
 idual
 '
 s v
 alu
 e b
 y co
 mp
 arin
 g hi
 m o
 r he
 r t
 o everyon
 e else
 . N
 o recognitio
 n i
 s g
 ive
 n t
 o int
 rinsi
 c valu
 e
 ; everyon
 e i
 s extrinsicall
 y defined.




"Oh
 , ho
 w n
 i
 c
 e t
 o se
 e yo
 u her
 e a
 t ou
 r PT
 A meet
 i
 ng
 . Yo
 u ough
 t t
 o b
 e r
 eall
 y prou
 d o
 f your daughte
 r, Caroline
 . She
 '
 s i
 n th
 e uppe
 r 1
 0 percent."




"Tha
 t m
 a
 ke
 s m
 e fee
 l good."



 


"Bu
 t y
 o
 u
 r son
 , Johnny
 ,i
 s in t
 rouble
 . He
 '
 s i
 n th
 e l
 o
 we
 rquartile."
 "Really? Oh, that'
 s terrible! W
 h
 at can we do about it?
 "



W
 ha
 t t
 h
 i
 s k
 i
 n
 d o
 f co
 mp
 a
 rati
 v
 e i
 n
 f
 o
 r
 m
 atio
 n doe
 s
 n
 '
 t tell you i
 s that perhaps Johnny is going on all e
 ight cylinde
 rs w
 hile Ca
 rol
 in
 e is coastin
 g on fou
 r o
 f he
 r eight
 . B
 ut peopl
 e a
 re no
 t grad
 e
 d agains
 t the
 ir potentia
 l o
 r agains
 t th
 e ful
 l us
 e o
 f thei
 r presen
 t capacity
 . The
 y ar
 e grade
 d i
 n relation
 t
 o othe
 r p
 eopl
 e. An
 d g
 r
 ades ar
 e carri
 er
 s o
 f soc
 i
 a
 l v
 alue
 ; the
 y o
 p
 e
 n door
 s o
 f opportunity o
 r th
 ey c
 lo
 se th
 em
 . Competiti
 o
 n
 , no
 t co
 o
 p
 erat
 i
 on
 , lie
 s a
 t th
 e cor
 e of th
 e ed
 ucation
 al proce
 ss.
 C
 ooperation
 , i
 n f
 a
 ct
 , i
 s u
 su
 ally asso
 ciatedw
 ith ch
 eating.




A
 nother pow
 erf
 ul program
 m
 ing ag
 ent is athl
 etics, par
 tic
 ularly f
 or youn
 g me
 n i
 n thei
 r high sch
 oo
 l o
 r co
 l
 l
 eg
 e years
 . Ofte
 n th
 e
 y develo
 p th
 e basi
 c paradig
 m tha
 t l
 i
 f
 e i
 s a bi
 g g
 a
 me
 , a zero su
 m gam
 e w
 here so
 m
 e wi
 nan
 d so
 m
 e lose
 . "
 W
 inning
 " i
 s"beating
 " i
 n th
 eathleti
 c ar
 ena.




Another agen
 t is law. W
 e live in a litigious so
 ciety
 . Th
 e fi
 r
 s
 t th
 i
 n
 g m
 a
 n
 y peopl
 e thin
 k about
 wh
 en the
 y ge
 t in
 t
 o troubl
 e i
 s suin
 g so
 m
 e
 one
 , t
 a
 kin
 g h
 i
 m t
 o co
 urt
 , "winn
 i
 ng
 " a
 t som
 e
 on
 e els
 e
 's expense
 . Bu
 t defensive m
 inds are neither creative nor cooperative.



Certain
 ly we need law or else socie
 ty will deter
 io
 r
 a
 t
 e
 . I
 t pr
 ov
 i
 d
 e
 s s
 u
 rviv
 al
 , bu
 t it do
 es
 n'
 t c
 r
 ea
 t
 e synergy. At best it r
 e
 sult
 s in com
 p
 rom
 ise. Law i
 s base
 d o
 n a
 n adversar
 ial concept. The recent trend of encoura
 g
 ing lawyers and la
 w school
 s t
 o focu
 s o
 n p
 e
 ac
 e
 ab
 l
 e n
 e
 go
 t
 i
 ati
 on
 , the
 techn
 ique
 s o
 f w
 in
 -w
 in
 , an
 d th
 e us
 e o
 f privat
 e courts
 , m
 a
 y no
 t prov
 id
 e th
 e ulti
 m
 a
 t
 e so
 lution
 , but
 i
 t doe
 s reflec
 t a growin
 g aw
 aren
 ess o
 f th
 e p
 rob
 lem
 .



Certain
 ly th
 ere is a plac
 e f
 or win-lo
 se think
 ing in truly competitive and low-trust situations. B
 u
 t m
 os
 t o
 f lif
 e i
 s no
 t a co
 m
 petition
 . W
 e don
 't hav
 e t
 o liv
 e eac
 h da
 y co
 m
 pe
 ti
 n
 g w
 it
 h ou
 r spouse
 , o
 u
 r ch
 ildr
 en
 , o
 u
 r co
 -wo
 rk
 er
 s, ou
 r n
 eig
 h
 bo
 rs, an
 d o
 u
 r f
 r
 iend
 s. "
 W
 h
 o
 '
 s w
 inn
 in
 g in yo
 u
 r m
 arriag
 e?
 " is a ridiculou
 s question
 . I
 f bot
 h peopl
 earen
 '
 t winning
 , bot
 har
 e losing.




Mos
 t o
 f l
 i
 f
 e i
 s a
 n i
 n
 t
 erdepend
 e
 n
 t
 , n
 o
 t a
 n i
 ndep
 e
 ndent
 , reality
 . Mos
 t result
 s yo
 u wan
 t depend




on cooperation between you and others. And the win-lose m
 en
 t
 a
 li
 t
 y i
 s dy
 s
 f
 unc
 t
 i
 on
 a
 l t
 o t
 ha
 t cooperation.



 


Lose-Win



So
 m
 e peop
 l
 e a
 r
 e p
 r
 og
 r
 a
 mm
 e
 d the other way -- lose
 -win. "
 I l
 ose
 , yo
 u w
 i
 n.
 "



"G
 o ahead
 . Hav
 e you
 r wa
 y wit
 h m
 e."
 "Step on m
 e again. Everyone does." "I
 '
 m a loser
 . I
 '
 v
 e alway
 s bee
 n a loser."




"I
 '
 m a p
 eace
 m
 a
 k
 er
 . I
 '
 l
 l do anything to keep peace."


 


Lo
 se-w
 i
 n is wo
 rse th
 an w
 in
 -lo
 se b
 ec
 a
 u
 se it h
 a
 s n
 o standa
 r
 d
 s -
 - n
 o d
 e
 m
 a
 nds
 , n
 o expec
 t
 ations, n
 o v
 i
 sion
 . Peopl
 e wh
 o thin
 k los
 e
 -wi
 n ar
 e u
 s
 uall
 y quic
 k t
 o pleas
 e o
 r appease
 . Th
 e
 y se
 e
 k strengt
 h fro
 m popularit
 y o
 r acceptance
 . The
 y hav
 e littl
 e cou
 r
 ag
 e t
 o ex
 pr
 es
 s t
 h
 e
 i
 r ow
 n f
 ee
 li
 ngs
 an
 d conviction
 s an
 d are easily in
 tim
 id
 ated b
 y th
 e eg
 o streng
 th o
 f o
 th
 ers.



I
 n neg
 otiation
 , lo
 se-wi
 n i
 s see
 n a
 s capitulatio
 n -- gi
 vi
 n
 g in or gi
 vi
 n
 g up
 . I
 n l
 ea
 der
 shi
 p st
 y
 le, it'
 s per
 m
 issive
 ness or in
 dulgence. L
 ose-w
 in m
 ean
 s b
 ein
 g a nic
 e guy
 , e
 ve
 n i
 f "nic
 e guy
 s fini
 s
 h last.




W
 in-lose people love lose-win people because t
 h
 e
 y ca
 n fee
 d o
 n t
 h
 e
 m
 . Th
 e
 y l
 o
 v
 e t
 he
 i
 r weaknesse
 s -- they take advantage of them
 . Such weaknesses com
 p
 lem
 ent their strengths.



Bu
 t th
 e proble
 m i
 s tha
 t lose-wi
 n peopl
 e bur
 y a lo
 t o
 f f
 eeling
 s
 . An
 d unexpress
 e
 d f
 e
 elings
 neve
 r di
 e; they
 '
 r
 e burie
 d aliv
 e an
 d co
 m
 e f
 o
 rt
 h i
 n uglie
 r ways
 . Psychosomati
 c illnesses, pa
 rti
 cu
 l
 a
 rl
 y o
 f th
 e respiratory, nervous, and circulatory system
 s often a
 r
 e th
 e reinca
 rnatio
 n of
 cumulativ
 e resentment
 , dee
 p disappointment
 , a
 n
 d disillusion
 m
 en
 t represse
 d b
 y th
 e lose-win
 mentali
 t
 y
 . Disp
 roporti
 onat
 e rag
 e o
 r anger
 , o
 v
 er
 r
 eactio
 n t
 o mino
 r pro
 v
 ocation
 , an
 d cynici
 s
 m are o
 th
 er em
 bod
 im
 en
 t
 s o
 f supp
 ressede
 m
 otion.




Peopl
 e wh
 o ar
 e constant
 l
 y r
 epressing
 , no
 t transcen
 d
 i
 ng
 , feel
 i
 n
 g
 s toward
 s a highe
 r m
 e
 aning
 f
 i
 n
 d t
 ha
 t i
 t affect
 s th
 e qualit
 y o
 fthei
 r self-estee
 m an
 deventu
 a
 l
 l
 y t
 h
 e qua
 lit
 y o
 f t
 he
 i
 r r
 e
 l
 a
 ti
 onsh
 i
 p
 s wit
 h other
 s.



Both win-lose and lose-win are weak positions, ba
 sed in personal insecurities. In the short run, win-los
 e will produ
 ce m
 o
 re resu
 lts becaus
 e it draws on the often considerab
 le strengths and talen
 ts o
 f th
 e peopl
 ea
 t th
 e top
 . Lose-wi
 n i
 s wea
 kan
 d chaoti
 c fro
 m th
 eoutset.




Man
 y e
 x
 ecutives
 , m
 anagers
 , an
 d p
 a
 rent
 s swin
 g bac
 k an
 d forth
 , a
 s i
 f o
 n a pendulu
 m
 , from
 wi
 n-lose i
 ncons
 i
 de
 ra
 ti
 o
 n t
 o l
 ose
 -
 w
 i
 n i
 n
 dul
 g
 ence. W
 hen they can'
 t stand co
 nfusion and lack of structu
 re, direction
 , ex
 pectation
 , an
 d disciplin
 e an
 y longe
 r
 , the
 y sw
 i
 n
 g bac
 k t
 o win-l
 o
 se -
 - until guil
 t undermin
 es th
 eir reso
 lv
 e an
 d d
 riv
 es th
 em b
 ack to los
 e-w
 in -- unt
 il ange
 r and f
 rust
 ra
 tion drive them back to win-lose aga
 i
 n
 .


 


Lose-Lose


 


When two win-lose people get together -
 - tha
 t i
 s
 , w
 h
 e
 n tw
 o de
 t
 er
 m
 i
 n
 e
 d
 , stubborn,
 ego-inves
 ted individua
 ls inter
 act -- the resu
 lt w
 ill be lose
 -lose. B
 o
 t
 h w
 il
 l lo
 s
 e
 . Bot
 h w
 ill
 becom
 e v
 i
 ndictiv
 e an
 d wan
 t t
 o "ge
 t back
 " o
 r "ge
 t e
 v
 en,
 " bl
 i
 n
 d t
 o th
 e f
 a
 c
 t th
 at m
 u
 rd
 er is su
 icid
 e
 , that revenge is a two-ed
 ged sword.



I kno
 w o
 f a divorc
 e i
 n whic
 h th
 e hu
 s
 ban
 d wa
 s di
 r
 ecte
 d b
 y t
 h
 e judg
 e t
 o sel
 l th
 e asset
 s an
 d turn ov
 er half the proceeds to his ex-wife. In compliance, he sold a car worth over $10,000 for $50 an
 d g
 av
 e $
 2
 5 t
 o th
 e w
 i
 f
 e
 . Whe
 n t
 h
 e w
 i
 f
 e prot
 e
 s
 t
 ed
 , th
 e c
 our
 t cler
 k che
 c
 ke
 d o
 n th
 e si
 t
 uatio
 n and d
 i
 scove
 re
 d t
 ha
 t t
 h
 e husband was pro
 ceeding in the sam
 e m
 a
 nner sys
 t
 e
 m
 a
 ti
 ca
 ll
 y t
 h
 r
 o
 ug
 h al
 l o
 f the assets.




Som
 e people becom
 e s
 o centered on an enemy, s
 o t
 o
 t
 a
 l
 ly o
 b
 sesse
 d wit
 h t
 h
 e behav
 i
 o
 r o
 f ano
 t
 h
 er pers
 on that they becom
 e blind to everyt
 hin
 g e
 x
 cep
 t thei
 r desir
 e f
 o
 r tha
 t perso
 n t
 o l
 ose
 , eve
 n i
 f i
 t mean
 s losin
 g th
 e
 m
 s
 elves
 . Losel
 os
 e i
 s th
 e philosoph
 y o
 f ad
 versar
 ial co
 nf
 lict, the philosophy of war.



Lose-lo
 s
 e i
 s als
 o th
 e phi
 l
 os
 oph
 y o
 f t
 h
 e highl
 y d
 ependen
 t p
 erso
 n withou
 t inne
 r directio
 n who




is m
 iserabl
 e an
 d think
 s e
 veryon
 e els
 e shoul
 d be
 , too
 . "If nobod
 y ev
 er w
 ins
 , p
 erh
 ap
 s bein
 g a lo
 se
 r isn'
 t so bad.


 






Win


 


Ano
 t
 h
 er com
 m
 o
 n a
 lt
 e
 r
 na
 tiv
 e i
 s s
 i
 m
 p
 l
 y t
 o t
 h
 ink win
 . P
 eopl
 e wit
 h th
 e wi
 n mentality
 do
 n
 '
 t necessarily want som
 eone else to lose. T
 h
 at
 '
 s irr
 e
 l
 evan
 t
 . W
 h
 a
 t matter
 s i
 s tha
 t the
 y get
 wha
 t th
 ey want.




W
 hen there is no sense of co
 ntest or co
 mp
 etition
 , wi
 n i
 s pr
 obabl
 y t
 h
 e mos
 t common appr
 oac
 h i
 neveryda
 y negotiati
 on
 . A perso
 n w
 i
 t
 h th
 e wi
 n mentalit
 y th
 ink
 s i
 n term
 s o
 f se
 curing
 hi
 s ow
 n end
 s -
 - an
 d leavin
 gi
 t t
 o oth
 er
 s t
 osecur
 e theirs.



 


W
 hic
 h Optio
 n I
 sBest?



 


O
 f thes
 e fiv
 e philosophie
 s discusse
 d s
 o fa
 r -
 - win-win, win-lose, los
 e-
 wi
 n, l
 o
 se
 -l
 os
 e, a
 nd w
 in -- wh
 i
 c
 h i
 s t
 h
 e m
 o
 s
 t e
 f
 f
 ec
 t
 i
 ve
 ? Th
 e ans
 w
 e
 r is
 , "I
 t depends.
 " I
 f yo
 u wi
 n a footbal
 l ga
 m
 e
 , that m
 eans the other team loses. If you wor
 k in a regional office that is m
 iles away from another regional office, and you don'
 t have any f
 unctional relationship between t
 h
 e offices, you m
 ay want to com
 pete in a win-lose situation to sti
 m
 ulat
 e business
 . However
 , yo
 u woul
 d no
 t wan
 t to se
 t u
 p a win-los
 e situatio
 n li
 ke the




"Race to Berm
 uda" contest within a com
 p
 any or in a situ
 atio
 n where you need cooperatio
 n am
 ong people or groups of people to achieve m
 axim
 u
 m success.



If you value a relationship and the issue isn'
 t re
 a
 ll
 y t
 ha
 t i
 m
 po
 r
 t
 an
 t
 , y
 o
 u m
 a
 y wan
 t t
 o g
 o f
 o
 r lose-wi
 n i
 n som
 e circumstance
 s t
 o genuin
 el
 y af
 f
 i
 r
 m t
 h
 e othe
 r person
 . "
 W
 ha
 t I w
 a
 n
 t i
 sn
 '
 t a
 s i
 m
 portan
 t t
 o m
 e a
 s m
 y r
 e
 lationshi
 p w
 i
 t
 h you
 . Le
 t
 '
 s d
 o i
 t you
 r wa
 y thi
 s ti
 m
 e." Yo
 u migh
 t als
 o g
 o fo
 r lo
 se-w
 in if yo
 u feel th
 e expen
 se o
 f t
 i
 m
 e a
 n
 d ef
 f
 o
 r
 t t
 o ac
 h
 ie
 v
 e a w
 i
 n o
 f an
 y kin
 d would
 violate other higher values. M
 a
 ybe i
 tj
 us
 t i
 sn
 '
 t wo
 rt
 h it
 .



There are circum
 st
 ances in which you would wan
 t t
 o w
 i
 n
 , an
 d y
 o
 u w
 ou
 l
 dn
 '
 t b
 e highly
 con
 cern
 ed wit
 h th
 e relationshi
 p o
 f tha
 t wi
 n t
 o other
 s
 . I
 f you
 r child
 '
 s lif
 e wer
 e i
 n danger
 , for
 exam
 ple, yo
 u m
 ight b
 e peripherall
 y concerne
 d abou
 t othe
 r peopl
 e a
 n
 d cir
 cum
 sta
 n
 ces
 . B
 u
 t saving that life woul
 d be suprem
 ely im
 portant.



The best cho
 ice, then, de
 pends on rea
 lity. The ch
 allenge is to read tha
 t rea
 lity a
 ccura
 te
 ly and not to translat
 e win-los
 eo
 r othe
 r scriptin
 g int
 o ever
 y situation.




Mos
 t situat
 i
 ons
 , i
 n fac
 t
 , ar
 e p
 ar
 t o
 f a
 n interd
 e
 p
 enden
 t reality
 , an
 d the
 n w
 i
 n-wi
 n i
 s rea
 l
 l
 y the on
 l
 y viable alternative of the f
 ive.



Win—
 l
 os
 e i
 s no
 t vi
 ab
 l
 e because
 , al
 t
 h
 oug
 h I a
 pp
 e
 a
 r t
 o wi
 n in a confront
 a
 t
 ion wit
 h yo
 u, your
 f
 eelin
 g
 s, yo
 u
 r attit
 ud
 e
 s to
 w
 ar
 d m
 e an
 d ou
 r relati
 o
 n
 sh
 i
 p hav
 e b
 een aff
 ected
 . If I a
 m a supp
 lier to you
 r co
 m
 pa
 ny
 , f
 o
 r ex
 a
 m
 p
 l
 e
 , an
 d I w
 i
 n o
 n m
 y t
 e
 r
 m
 s i
 n a pa
 rt
 i
 cu
 l
 a
 r n
 e
 go
 t
 i
 a
 ti
 o
 n
 , I m
 a
 y ge
 t wh
 a
 t I wan
 t now
 . B
 ut wi
 ll yo
 u com
 e t
 o m
 e again
 ? M
 y short-ter
 m wi
 n wil
 l rea
 l
 l
 y b
 e a longter
 m lose
 i
 f I don'
 t ge
 t you
 r r
 epea
 t business. S
 o an interd
 ependent w
 in-los
 e i
 s rea
 l
 l
 y l
 o
 se-l
 o
 s
 e int
 h
 e l
 o
 ng run.




If we c
 o
 me up wi
 th a lose-win, you m
 ay appear to get what you want for the m
 o
 m
 ent. But ho
 w w
 il
 l tha
 t af
 f
 e
 c
 t m
 y attitud
 e abou
 t wo
 rk
 in
 g wit
 h y
 o
 u
 , a
 b
 ou
 t fulfill
 in
 g th
 e c
 o
 ntra
 c
 t
 ? I may
 no
 t f
 ee
 l a
 s a
 nxious to please you. I m
 ay carry battl
 e scars wit
 h m
 e i
 n
 t
 o an
 y f
 u
 t
 u
 re n
 e
 go
 ti
 a
 ti
 on
 s
 . M
 y attit
 ud
 e abou
 t yo
 u an
 d you
 r co
 mpan
 y m
 ay b
 e sp
 read as I asso
 cia
 te wi
 th o
 th
 er
 s in th
 e in
 dus
 try. S
 o w
 e'
 re in
 to lose-los
 e again
 . Lo
 se-los
 e obvio
 u
 sl
 y isn
 '
 t viabl
 ei
 n an
 y context.




An
 d i
 f I focu
 s o
 n m
 y ow
 n wi
 n an
 d don
 '
 t eve
 n c
 o
 nside
 r you
 r poin
 t o
 f view
 , there
 '
 s n
 o basis fo
 r an
 y kin
 d o
 f pr
 o
 ductiv
 erelationsh
 ip.




I
 n th
 e lon
 g r
 un
 , i
 f i
 t isn
 '
 t a wi
 n fo
 r bot
 h o
 f us
 , w
 e bot
 h lo
 s
 e
 . Tha
 t
 '
 s wh
 y win
 -
 wi
 n i
 s t
 h
 e on
 l
 y rea
 l alternativ
 e i
 ninterdependen
 t realities.




I worke
 d wi
 t
 h a clien
 t once
 , th
 e presiden
 t o
 f a large chain of retail st
 ores, who said, "S
 tephen
 , this w
 inw
 i
 n ide
 a sound
 s good
 , bu
 t i
 t i
 s s
 o ide
 alistic
 . Th
 e to
 ugh, real
 is
 tic busine
 ss worl
 d isn
 't like that. There'
 s wi
 n-lose everywhere, and if you're no
 t ou
 t t
 h
 e
 r
 e p
 l
 ay
 i
 n
 g t
 h
 e g
 a
 m
 e
 , y
 o
 u j
 us
 t ca
 n
 '
 t m
 ak
 eit."




"Al
 l right,
 " I said
 , "tr
 y goin
 g fo
 r win-los
 e wit
 h you
 r custo
 m
 ers
 . I
 s tha
 t r
 ealistic
 ?
 " "W
 ell, no," he replied.



"
 W
 h
 y no
 t
 ?"



 


"I'
 d lose m
 y custo
 m
 ers."


 


"Then, go for lose-win -- give the store away. Is that realistic?
 " "No. No m
 argin, no m
 ission."



A
 s w
 e considere
 d th
 e variou
 s alternativ
 es, win
 -
 wi
 n appear
 e
 d t
 o b
 e th
 e onl
 y trul
 y realistic
 approach.




"I guess that'
 s true w
 ith custom
 ers,
 " h
 e ad
 m
 itted
 , "bu
 t no
 t wit
 h suppliers."




"You are the custom
 er of the supplier," I sa
 i
 d
 . "
 W
 h
 ydoesn
 '
 t t
 h
 e sa
 m
 e p
 ri
 nc
 i
 p
 l
 e app
 l
 y
 ?
 " "W
 ell, we recentl
 y ren
 eg
 otiated our lea
 se agreem
 en
 t
 s w
 it
 h t
 h
 e m
 a
 l
 l ope
 r
 a
 to
 r
 s an
 d o
 w
 n
 e
 r
 s,
 " h
 e
 said.


 


"
 W
 e wen
 t i
 n wit
 h a win-wi
 n atti
 t
 ude
 . W
 e wer
 e o
 pen
 , reasona
 ble
 , conciliatory
 . B
 u
 t they
 sa
 w t
 ha
 t pos
 iti
 o
 n a
 s be
 i
 n
 g so
 f
 t an
 d weak
 ,a
 n
 d they took us to the cleaners."



"
 W
 ell
 , wh
 y di
 d y
 o
 u g
 o fo
 rlose-win
 ?
 " Iasked.
 "W
 e didn'
 t. W
 e went for win-win."



"
 I though
 tyo
 u sai
 d the
 y too
 kyo
 u t
 o th
 e cleaners."
 "
 The
 y d
 i
 d.
 "



"I
 n oth
 erwords
 , yo
 u lost." "That
 '
 s right."




"An
 d the
 y won." "That
 '
 s right."




"So what'
 s that called?
 "


 


When he realized that what he had called wi
 n-
 win was really lose-win, he was shocked. And as we exam
 ined the long-term i
 m
 pact of that lose-win, the suppressed feelings, the
 tram
 pled val
 ues, the resen
 t
 m
 e
 n
 t tha
 tseeth
 ed und
 e
 r th
 e su
 r
 f
 ac
 e o
 f t
 h
 e relati
 o
 nship, w
 e ag
 reed th
 at it was really a loss for both parties in the end.



I
 f thi
 s ma
 n ha
 d ha
 d a rea
 l win-wi
 n attitude
 , h
 e woul
 d hav
 e staye
 d longe
 r i
 n the
 communica
 t
 i
 on proc
 e
 ss
 , listene
 d t
 o t
 h
 e mal
 l owne
 r m
 o
 r
 e
 , th
 en e
 x
 p
 r
 essed his point of view wit
 h m
 ore courag
 e. H
 e wou
 l
 d hav
 e continu
 ed i
 n th
 e win-wi
 n spiri
 t unti
 l a solutio
 n wa
 s reache
 d and
 the
 y bot
 h f
 e
 l
 t goo
 d ab
 ou
 t it
 . An
 d tha
 t solut
 i
 on
 , tha
 t Thir
 d Altern
 a
 tive
 , wou
 l
 d hav
 e been syn
 erg
 istic -- p
 rob
 ab
 ly so
 m
 eth
 in
 g neithe
 ro
 f the
 m ha
 dthough
 t o
 f o
 n hi
 sown.



 


Win-Wi
 n o
 r N
 o Dea
 l TM



 


I
 f the
 s
 e ind
 i
 vidual
 s h
 a
 d no
 t com
 e u
 p wit
 h a s
 yn
 e
 rg
 isti
 c solutio
 n -
 - on
 e t
 h
 a
 t w
 as ag
 ree
 ab
 le to b
 o
 th -- the
 y coul
 d hav
 e gon
 efo
 r a
 n eve
 n highe
 r ex
 p
 ressio
 n o
 f w
 in
 -w
 in
 , W
 in
 -W
 in o
 r N
 o D
 eal.



N
 o dea
 l bas
 i
 call
 y m
 e
 an
 s tha
 t i
 f w
 e c
 a
 n
 '
 t f
 i
 n
 d a solution tha
 t would benefit us both, we agree t
 o disa
 g
 re
 e agreea
 b
 l
 y -
 - n
 o deal
 . N
 o ex
 p
 ectation
 s h
 av
 e bee
 n created
 , n
 o perfor
 m
 ance
 co
 n
 tract
 s established
 . I don
 '
 t hir
 e yo
 u o
 r w
 e don
 '
 t t
 ak
 e o
 n a p
 art
 icu
 lar assign
 m
 en
 t tog
 eth
 er because it'
 s obvious t
 ha
 t ou
 r v
 al
 ue
 s o
 r ou
 r goa
 l
 s a
 r
 e go
 i
 n
 g in o
 pposit
 e d
 irection
 s. It is so m
 u
 ch bette
 r to rea
 lize this up f
 ront ins
 tea
 d o
 f downs
 t
 rea
 m whe
 n expe
 ctation
 s hav
 e bee
 n created
 and both parties have been disillusioned.



Whe
 n yo
 u hav
 e n
 o dea
 l a
 s a
 n optio
 n i
 n you
 r m
 ind, you feel liberated beca
 use you have no need to manipulat
 e p
 e
 ople
 , t
 o pus
 h you
 r ow
 n ag
 end
 a, to d
 riv
 e f
 o
 r wha
 t yo
 u want
 . Yo
 u ca
 n be o
 p
 en
 . Yo
 u can reall
 y tr
 y t
 o understan
 d th
 e de
 epe
 r issue
 s underlyin
 g th
 e positi
 o
 ns.




Wit
 h n
 o dea
 l a
 s a
 n option
 , y
 o
 u ca
 n hones
 tl
 y say
 , "
 I o
 nl
 y w
 a
 n
 t t
 o g
 o fo
 r w
 i
 n
 -
 win
 . I wan
 t t
 o win,
 a
 n
 d I w
 an
 t y
 o
 u t
 o w
 in
 . I w
 o
 u
 l
 d
 n'
 t w
 an
 t t
 o ge
 t m
 y wa
 y an
 d h
 av
 e yo
 u no
 t fee
 l goo
 d about
 it, because d
 o
 wnstream it would eventually su
 rface a
 n
 d creat
 e a withdrawal
 . O
 n t
 h
 e o
 t
 he
 r h
 an
 d
 , I don
 '
 t th
 ink yo
 u woul
 d fee
 l goo
 d i
 f yo
 u go
 t you
 r wa
 y an
 d I g
 a
 v
 e in
 . S
 o let'
 s wo
 rk fo
 r a w
 in
 -w
 in
 . Let'
 s really hammer it o
 u
 t. And if we can'
 t f
 ind it
 , the
 n let'
 s agre
 e tha
 t w
 e won
 '
 t m
 a
 k
 e a de
 a
 l a
 t all
 . I
 t woul
 d b
 e bette
 r no
 t t
 o dea
 l tha
 n t
 o liv
 e wi
 t
 h a dec
 i
 s
 i
 o
 n t
 ha
 t was
 n
 '
 t righ
 t fo
 r u
 s both
 . Then
 m
 aybe another tim
 e w
 e m
 i
 gh
 t b
 e ab
 l
 e t
 o ge
 t t
 oge
 t
 he
 r
 .
 "



Som
 e tim
 e a
 f
 te
 r learnin
 g th
 e conc
 e
 p
 t o
 f Win
 -
 Wi
 n o
 r N
 o Dea
 l
 , t
 he pr
 esident of a sm
 all com
 p
 uter software co
 m
 p
 any shared with m
 e the following experience:
 "W
 e had developed new software w
 hich we sold on a five-yea
 r contrac
 t t
 o aparticula
 r bank. Th
 e ban
 kpresiden
 t wa
 s excite
 dabou
 t it
 , bu
 thi
 s peopl
 e weren
 '
 t reall
 ybehin
 d th
 e decision.




"Abou
 t a m
 o
 nt
 h later
 , tha
 t ban
 k change
 d president
 s. The new presid
 ent ca
 m
 e to m
 e and said, '
 I a
 m uncomfortable with these software conversions. I have a m
 ess on m
 y hands. My people are al
 l sayin
 g th
 at the
 y can
 '
 t g
 o throug
 h thi
 s an
 d I reall
 y f
 ee
 l I jus
 t can
 '
 t pus
 h i
 t a
 t thi
 s poin
 t i
 n ti
 m
 e
 .'




"M
 y ow
 n comp
 a
 n
 y wa
 s i
 n dee
 p fin
 a
 ncia
 l trouble
 . I kne
 w I ha
 d ev
 ery lega
 l r
 igh
 t t
 o enf
 orc
 e th
 e contract
 . Bu
 t I ha
 d beco
 m
 e co
 n
 vince
 d o
 f th
 e valu
 eo
 f th
 e principl
 e o
 f win-win.




"
 S
 o I t
 ol
 d h
 i
 m '
 W
 e ha
 v
 e a con
 tr
 ac
 t
 . You
 r b
 a
 n
 k has secured our products an
 d ou
 rservice
 s to
 convert yo
 u t
 o thi
 s progra
 m
 . Bu
 t w
 e understan
 d tha
 t you
 '
 r
 e no
 t happ
 y abou
 t it
 . S
 o wha
 t w
 e'
 d li
 k
 e t
 o d
 o i
 s giv
 e yo
 u bac
 k th
 e c
 ontract
 , giv
 e yo
 u bac
 k you
 r dep
 o
 sit
 , an
 d i
 f yo
 u ar
 e eve
 r looking
 for a software solution in the future, com
 e back and see us.'



"
 I literall
 y walke
 d awa
 y fro
 m a
 n $84,00
 0 contr
 a
 c
 t
 . It w
 as clo
 se to f
 in
 an
 cial su
 ic
 id
 e. Bu
 t I f
 elt th
 at, i
 n th
 e l
 o
 n
 g run
 , i
 f th
 e principl
 e w
 er
 etrue
 , i
 t woul
 d co
 m
 e bac
 k an
 d pa
 y divid
 ends.




"Three m
 onths later, the new presiden
 t cal
 led m
 e
 . '
 I
 '
 m no
 w goin
 g t
 o m
 a
 k
 e c
 h
 an
 g
 e
 s in my da
 t
 e processing,' he said, 'and I want to do bus
 i
 n
 ess with you.' He signed a contrac
 t fo
 r $240,000."




Any
 t
 hin
 g les
 s th
 an win-wi
 n i
 n a
 n interdependen
 t realit
 y i
 s a poo
 r secon
 d b
 est tha
 t wil
 l h
 ave
 im
 pact in the long-term relationship. Th
 e cost of t
 h
 e i
 m
 pact needs to be carefull
 y c
 onsidere
 d. If you can'
 t reach a true win-win, you'
 re very often better off to go for no deal.



Win
 -
 W
 i
 n o
 r N
 o Dea
 l provide
 s t
 re
 m
 endou
 s e
 m
 otiona
 l freedo
 m i
 n th
 e famil
 y rela
 ti
 on
 s
 h
 ip
 . I
 f f
 a
 mil
 y m
 e
 mber
 s can
 '
 t agre
 e o
 n a vide
 o tha
 t everyon
 e wil
 l enjoy
 , the
 y ca
 n simpl
 y decid
 e t
 o do so
 m
 ethin
 g els
 e -
 - n
 o d
 eal -- rath
 er th
 an h
 av
 in
 g so
 m
 e en
 jo
 y th
 eevenin
 g a
 t th
 eexpens
 e o
 f others.




I hav
 e a fri
 e
 n
 d whos
 e f
 a
 mil
 y ha
 s be
 e
 n invo
 l
 ve
 d i
 n singin
 g togethe
 r fo
 r s
 e
 vera
 l years
 . W
 he
 n t
 h
 ey were young, she arranged the music, m
 ade the costum
 es, accom
 p
 anied th
 em on the piano, and directed the perform
 ances.



A
 s th
 e child
 r
 e
 n gr
 e
 w old
 e
 r
 , thei
 r tast
 e i
 n musi
 c b
 e
 ga
 n t
 o c
 h
 ang
 e an
 d t
 he
 y w
 a
 nte
 d t
 o hav
 e mo
 r
 e sa
 y i
 n wha
 t t
 he
 y pe
 r
 f
 o
 r
 m
 e
 d an
 dwha
 t t
 he
 y wo
 r
 e
 . They becam
 e less re
 sponsive to direction.



Becaus
 e sh
 e ha
 d y
 ear
 s o
 f experie
 n
 c
 e i
 n pe
 r
 fo
 r
 m
 i
 n
 g h
 erself a
 n
 d f
 elt clo
 ser to th
 e n
 eed
 s o
 f th
 e older peopl
 e a
 t th
 e res
 t home
 s whe
 r
 e the
 y planne
 d t
 o per
 fo
 r
 m
 , sh
 e d
 i
 dn'
 t fee
 l t
 h
 a
 t ma
 n
 y of t
 h
 e i
 dea
 s t
 he
 y wer
 e suggestin
 g wou
 l
 d b
 e appropriate
 . At the sam
 e tim
 e, however, she recognize
 d their need to express them
 selves an
 d to be part of the decision-m
 aking process.



S
 o sh
 e se
 t u
 p a W
 i
 n
 -
 W
 i
 n o
 r N
 o De
 al
 . Sh
 e t
 o
 l
 d t
 h
 e
 m sh
 e wa
 n
 t
 e
 d t
 o arr
 iv
 e a
 t a
 n ag
 ree
 m
 ent
 th
 at everyon
 e fel
 t goo
 d a
 bou
 t -
 - o
 r the
 y woul
 d s
 i
 mp
 l
 y fin
 d o
 t
 he
 r way
 s t
 o enjo
 y thei
 r t
 alent
 s. As
 a r
 esu
 lt
 , everyon
 e fel
 t fre
 e t
 o expr
 e
 s
 s hi
 s o
 r he
 r feeling
 s an
 d i
 d
 ea
 s a
 s the
 y w
 o
 rke
 d t
 o set u
 p a W
 inW
 in Agree
 m
 en
 t
 , know
 i
 n
 g tha
 t whethe
 r o
 r no
 t th
 e
 y co
 u
 l
 d a
 g
 r
 e
 e
 , t
 h
 er
 e wo
 u
 l
 d b
 e no
 e
 m
 otiona
 l strings.




Th
 e Win
 -
 W
 i
 n o
 r N
 o Dea
 l approa
 c
 h i
 s mos
 t reali
 st
 i
 c a
 t th
 e beginn
 in
 g of a busines
 s relat
 i
 on
 sh
 i
 p or enterpris
 e
 . I
 n a cont
 i
 nuin
 g bus
 i
 n
 e
 s
 s relation
 s
 h
 i
 p
 , n
 o dea
 l ma
 y no
 t b
 e a viabl
 e opt
 i
 on
 , whic
 h can crea
 t
 e seriou
 s problem
 s, esp
 ecially for fa
 m
 ily busi
 n
 esses or bu
 sinesses th
 at are begun initially on the basis of friendship.




In an effort to preserve the relatio
 nshi
 p, people som
 eti
 m
 e
 s go on for years m
 aking one com
 prom
 ise after anoth
 er, think
 i
 ng win-lose o
 r lose-win ev
 en wh
 ile talking win-win. This creat
 es seri
 ous prob
 le
 m
 s f
 o
 r th
 e peopl
 e an
 d f
 o
 r th
 e business
 , particular
 l
 y i
 f th
 e competition
 operate
 s o
 n win
 -
 wi
 n an
 d syner
 g
 y
 . W
 i
 tho
 u
 t n
 o deal
 , m
 a
 n
 y su
 c
 h businesse
 s s
 i
 m
 pl
 y de
 t
 eriorat
 e an
 d either fail or have to be turned over to professional m
 anagers
 . Experienc
 e show
 s tha
 t i
 t i
 s often b
 ette
 r in sett
 in
 g u
 p a f
 am
 ily bus
 in
 ess o
 r a busin
 es
 s betwee
 n f
 r
 iend
 s t
 o a
 cknowl
 edg
 e th
 e possibility
 o
 f n
 o dea
 l downstre
 a
 m a
 n
 d t
 o establ
 i
 s
 h so
 m
 e kin
 d o
 f buy/sel
 l agr
 eemen
 t s
 o tha
 t th
 e b
 u
 s
 in
 e
 ss
 ca
 n prospe
 r withou
 t p
 er
 m
 anentl
 y da
 m
 agin
 g th
 e relationship.



 


Of cour
 se there are som
 e relationships where no deal is not viable. I wouldn'
 t abandon m
 y ch
 ild o
 r m
 y spous
 e an
 d g
 o fo
 r n
 o d
 e
 a
 l (i
 t woul
 d b
 e better
 , i
 f necessary
 , t
 o g
 o fo
 r comprom
 is
 e --
 a lo
 w for
 m o
 f w
 in-win)
 . Bu
 t in man
 y ca
 ses
 , i
 t i
 s possibl
 e t
 o g
 o i
 n
 t
 o negotiatio
 n wit
 h a full
 W
 i
 n
 -
 W
 i
 n o
 r N
 o Dea
 l attitude. And the f
 reedom in the attitude is incredible.


 


Five Dimensions of Win-Win
 Th
 i
 n
 k W
 i
 n
 -
 W
 i
 n is t
 h
 e hab
 i
 t o
 f i
 n
 t
 e
 r
 p
 erson
 a
 l l
 ea
 d
 ership
 . I
 t involve
 s th
 e exercis
 e o
 f each
 of the unique hum
 an endowm
 ents -- self-aware
 ness, im
 aginat
 ion, conscience, and indepe
 nde
 nt will -- in ou
 r r
 e
 l
 a
 ti
 onsh
 i
 p
 s w
 it
 h o
 t
 h
 er
 s
 . I
 t i
 n
 vo
 l
 ve
 s m
 u
 t
 ua
 l l
 earning, m
 u
 tual influence, m
 u
 tual benefits.



I
 t take
 s gre
 a
 t courag
 e a
 s wel
 l a
 s c
 on
 s
 ideratio
 n t
 o create these mutual bene
 f
 its, particularly if w
 e'
 re interactin
 g wit
 hother
 s wh
 o ar
 edeepl
 y scripte
 d i
 nwin
 -los.




Tha
 t i
 s wh
 y thi
 s habi
 t in
 volve
 s principle
 s o
 f interpersona
 l leadership
 . Ef
 f
 e
 ctive interpersona
 l leadershi
 p require
 s th
 e vision
 , th
 e proactiv
 e initi
 ativ
 e, an
 d th
 e secu
 ri
 ty
 , gu
 id
 an
 ce, wisdom
 , and power that com
 e from principle-ce
 ntered personal leadership.



Th
 e principl
 e o
 f win-wi
 n i
 s fundamenta
 l t
 o succes
 s i
 n a
 l
 l ou
 r interactions
 , an
 d i
 t embraces
 five interdependent dim
 ensions of life. It begins w
 i
 th character and m
 o
 ves toward relationships
 , ou
 t o
 f wh
 i
 c
 h f
 l
 o
 w a
 g
 r
 ee
 m
 e
 n
 t
 s
 . I
 t i
 s nu
 rt
 u
 r
 e
 d i
 n a
 n e
 n
 viron
 m
 en
 t wher
 e structure
 and system
 s are ba
 sed o
 n w
 i
 n
 -
 w
 i
 n
 . An
 d i
 t invo
 lve
 s proce
 s
 s
 ; w
 e canno
 t achiev
 e w
 in-wi
 n ends
 with win-lose or lose-win m
 ea
 n
 s.



The following diagram shows how these five dim
 e
 nsions rela
 te to ea
 ch other. N
 ow let'
 s consider each of the five dim
 ensions in turn.


 






Character



Cha
 r
 ac
 t
 e
 r i
 s t
 h
 e f
 o
 un
 d
 a
 ti
 o
 n of w
 i
 n
 -
 w
 i
 n
 , an
 d e
 v
 e
 rything else builds on that f
 oundation. There are three character traits essential to the win-win paradigm
 .



INTEGRITY. We've already d
 efined integr
 ity as the value we place on ourselves
 . Habits 1, 2, and 3 help us develop and m
 aintain integrity
 . A
 s w
 e clearl
 y identi
 f
 y ou
 r value
 s a
 n
 d proa
 ctivel
 y organiz
 e an
 d execut
 e aroun
 d t
 hos
 e v
 a
 l
 u
 e
 s o
 n a da
 i
 l
 y basis
 , w
 e develo
 p se
 l
 f-aw
 are
 n
 es
 s an
 d independen
 t wil
 l b
 y m
 akin
 g an
 dkeepin
 g m
 eaning
 f
 u
 l pro
 m
 ise
 san
 d co
 mm
 it
 m
 ents.




There'
 s no way to go for a win in our own liv
 es if we don'
 t even know, in a deep sense, wha
 t constitute
 s a wi
 n -
 - wha
 t is
 , in fact, harm
 onious wi
 th our innerm
 ost values. And if we can'
 t
 m
 ake and kee
 p commi
 t
 m
 ent
 s t
 o ourselve
 s a
 s wel
 l a
 s t
 o other
 s, our comm
 itm
 ent
 s beco
 me
 m
 ean
 ing
 less
 . W
 e kno
 w it
 ; o
 t
 he
 r
 s k
 n
 o
 w it
 . T
 h
 e
 ysens
 e d
 u
 p
 licit
 y an
 d b
 ecom
 e gu
 ard
 ed
 . The
 re'
 s n
 o foundation of trust and win-win becom
 es an i
 neff
 ective superficial technique. I
 n
 teg
 rit
 y is the cornerston
 e i
 n th
 e foundation.




MATURITY. Maturity is the balance be
 tween cou
 rage and co
 nsidera
 tion. If a person can express hi
 s feeling
 s a
 n
 d c
 onviction
 s wit
 h cour
 a
 g
 e balance
 d wit
 h cons
 i
 de
 ratio
 n fo
 r t
 h
 e fee
 l
 ing
 s a
 n
 d conviction
 s o
 f ano
 th
 e
 r p
 erson
 , h
 e is m
 atu
 re
 , p
 articu
 la
 rly if the issue is v
 er
 y i
 m
 portan
 t t
 o both
 parti
 es.




I
 f yo
 u examin
 e m
 a
 n
 y o
 f th
 e p
 sychologi
 ca
 l tes
 t
 s u
 sed fo
 r h
 ir
 ing
 , p
 romo
 ting
 , an
 d train
 ing pu
 rpo
 ses, yo
 u wil
 l fin
 d t
 h
 a
 t th
 e
 y ar
 e d
 e
 s
 ig
 n
 e
 d t
 o e
 v
 al
 u
 a
 te t
 h
 is k
 i
 n
 d of m
 at
 u
 rit
 y
 . W
 h
 et
 h
 e
 r i
 t's
 calle
 d th
 e eg
 o streng
 t
 h/
 em
 pa
 t
 h
 y ba
 l
 ance
 , th
 e sel
 f c
 o
 n
 f
 i
 d
 ence
 /respec
 t fo
 r othe
 rs bala
 nce
 , th
 e concer
 n fo
 r people/concer
 n fo
 r task
 s balance
 , "I
 '
 m o
 kay
 , yo
 u
 '
 r
 e o
 kay
 " i
 n tr
 ansac
 ti
 ona
 l ana
 l
 ys
 i
 s l
 a
 n
 guag
 e
 , o
 r 9
 .
 1
 , 1.
 9
 ,
 5.5, 9.9, in m
 anage
 m
 ent grid language -- the quality s
 o
 ug
 ht for is th
 e b
 alan
 ce o
 f wh
 at I call cou
 rag
 e an
 d considerat
 ion.




Resp
 ec
 t f
 o
 r t
 h
 i
 s qualit
 y i
 s d
 ee
 p
 l
 y in
 g
 r
 ai
 ne
 d i
 n t
 h
 e t
 h
 e
 o
 r
 y o
 f hu
 m
 a
 n in
 teract
 ion
 , m
 an
 ag
 emen
 t
 , and leadership. It is a deep em
 bodim
 e
 nt of th
 e P/P
 C Balance
 . Whil
 e courag
 e ma
 y focu
 s on
 gettin
 g th
 e golde
 n egg
 , c
 onsideratio
 n deal
 s wit
 h t
 h
 e long-te
 r
 m w
 elfar
 e o
 f th
 e othe
 r st
 ak
 eholders. Th
 e basi
 c tas
 k o
 f leadershi
 p i
 s t
 o incre
 as
 e th
 e s
 t
 andar
 d o
 f l
 i
 vin
 g a
 n
 d th
 e quali
 ty o
 f l
 if
 e fo
 r all stakeholders.


 


Man
 y p
 e
 op
 l
 e thin
 k i
 n d
 i
 chot
 o
 mie
 s
 , i
 n either/o
 r t
 e
 r
 m
 s
 . Th
 e
 y thin
 k i
 f y
 o
 u
 '
 r
 e nice
 , you
 '
 r
 e not tough
 . Bu
 t win-wi
 n i
 s ni
 c
 e...
 a
 n
 d t
 ough
 . I
 t
 '
 s t
 w
 ic
 e a
 s toug
 h as w
 in-lose. T
 o go f
 or w
 i
 n-w
 in, you not only have to be nice, you have to be coura
 g
 eous
 . Yo
 u no
 t onl
 y hav
 e t
 o b
 e e
 m
 pathic
 , you
 have to be conf
 ident. Yo
 u no
 t onl
 y hav
 e t
 o b
 e considerat
 e an
 d sensitive
 , y
 ou have to be brave. T
 o do that, to a
 chieve th
 at balanc
 e be
 t
 w
 ee
 n cour
 a
 g
 e an
 d conside
 r
 ation
 , i
 s th
 e essenc
 e o
 f r
 e
 a
 l m
 aturity an
 d i
 s funda
 m
 enta
 l t
 o win-win.




I
 f I
 '
 m h
 i
 g
 h o
 n courag
 e an
 d lo
 w o
 n consideration
 , ho
 w wil
 l I think
 ? W
 i
 nl
 ose
 . I
 'l
 l b
 e strong
 and ego bound. I'
 ll have the courage of m
 y convic
 tions, but I won'
 t be very considerate of yours.



T
 o compen
 s
 at
 e fo
 r m
 y lac
 k o
 f interna
 l mat
 urit
 y an
 d e
 m
 ot
 i
 ona
 l streng
 t
 h
 , I m
 i
 gh
 t borrow strengt
 h f
 rom m
 y p
 o
 sition an
 d pow
 er, or f
 rom m
 y cr
 edentials
 , m
 y seniority
 , m
 y affiliation.




I
 f I'
 m hig
 h o
 n consideratio
 n an
 d l
 ow on cou
 rag
 e, I
 '
 l
 l thin
 k l
 ose-wi
 n
 . I
 '
 l
 l b
 e s
 o c
 on
 si
 d
 erat
 e o
 f you
 r conviction
 s an
 ddesire
 s tha
 t I won
 '
 t hav
 e t
 h
 e cou
 rag
 e to exp
 ress an
 d actu
 alize m
 yown
 .



Hig
 h c
 o
 urag
 e an
 d cons
 i
 d
 erat
 io
 n ar
 e bot
 h essentia
 l t
 o win-win
 . I
 t i
 s th
 e balanc
 e tha
 t i
 s the
 m
 a
 r
 k o
 f r
 ea
 l m
 a
 t
 u
 rit
 y
 . I
 f I hav
 e it
 , I c
 an lis
 te
 n
 , I ca
 n e
 m
 p
 a
 t
 h
 icall
 y u
 n
 d
 e
 r
 stand
 , bu
 t I ca
 n also
 courageously confront.




AB
 UN
 DANC
 E M
 E
 NTAL
 IT
 Y T
 M. T
 he third cha
 ra
 cter trai
 t es
 s
 e
 ntia
 l t
 o win-wi
 n i
 s the
 Abundan
 ce Menta
 lity
 , th
 e p
 arad
 ig
 m th
 at th
 ere i
 s plent
 you
 t ther
 e fo
 reverybody.




Most peop
 le are d
 eeply s
 cript
 ed in w
 h
 at I ca
 ll t
 h
 e Scarcit
 y Mentality
 . The
 y se
 e li
 f
 e a
 s having on
 ly so muc
 h, a
 s though there were only one pie out ther
 e. And if som
 e
 one wer
 e t
 o ge
 t a bi
 g piece of the pie, it would m
 ean lessf
 o
 r every
 body el
 se. The Scarci
 ty Me
 ntality is the zero
 -sum paradigm of life.



Peopl
 e wit
 h a Scarcit
 y Mentalit
 y hav
 e a ver
 y dif
 f
 icul
 t tim
 e s
 h
 arin
 g recognitio
 n an
 d credit,
 powe
 r o
 r p
 r
 ofi
 t -
 - eve
 n wit
 h thos
 e wh
 o hel
 p i
 n th
 e production
 . The
 y al
 s
 o hav
 e a ver
 y har
 d ti
 m
 e be
 i
 n
 g genu
 i
 ne
 l
 y happy for the succe
 sse
 s of othe
 r p
 eople -- ev
 en, and som
 eti
 m
 es es
 pecially, m
 e
 mbers of t
 h
 eir own fam
 ily or close friends and associates. It'
 s almost as if som
 ething is b
 ein
 g tak
 en f
 ro
 m th
 e
 m wh
 en so
 m
 e
 on
 e els
 e re
 c
 ei
 v
 e
 s specia
 l recogniti
 on or wind
 f
 al
 l g
 a
 i
 n o
 r has
 rem
 arkabl
 e success o
 r achievem
 ent.



Although th
 ey m
 ight verbally express happ
 iness for others' success, inwardly they are eating their hearts out. Their se
 nse of wort
 h com
 es from being compared, and som
 eone else'
 s success, to so
 m
 e degree
 , mean
 s thei
 r fai
 l
 u
 r
 e
 . O
 n
 l
 y s
 o m
 a
 n
 y peop
 l
 e ca
 n b
 e "
 A
 " students
 ; onl
 y one
 perso
 n ca
 n b
 e "nu
 m
 be
 rone.
 " T
 o "win
 " si
 m
 pl
 y m
 ean
 s t
 o"beat."




Often, peop
 le with a S
 carcity Men
 tality harb
 o
 r secret ho
 pes that other
 s m
 igh
 t suffer
 m
 is
 f
 o
 rtun
 e -
 - no
 t terrib
 le m
 i
 s
 f
 or
 t
 une
 , bu
 t ac
 c
 ept
 a
 b
 l
 e m
 i
 sf
 o
 rtu
 n
 e that would keep them "i
 n thei
 r place." They'
 re a
 l
 w
 a
 y
 s c
 o
 m
 p
 a
 r
 ing
 , a
 lway
 s competing
 . The
 y giv
 e th
 ei
 r energie
 s t
 o possess
 ing th
 ing
 s o
 r othe
 r pe
 o
 pl
 e i
 n orde
 r t
 o in
 cr
 eas
 e thei
 rsens
 e o
 f worth.




The
 y wan
 t othe
 r peopl
 et
 o b
 e th
 e wa
 y the
 y wan
 t t
 h
 e
 m t
 o be
 . The
 y oft
 e
 n wan
 t t
 o c
 l
 on
 e th
 e
 m
 , an
 d th
 e
 y s
 u
 r
 r
 oun
 d th
 e
 m
 s
 elve
 s wit
 h "
 yes
 " p
 e
 op
 l
 e -
 - p
 eopl
 e wh
 o won
 '
 t ch
 alle
 ng
 e th
 em
 , p
 eo
 p
 l
 e wh
 o ar
 e weake
 r tha
 nthey.




It
 '
 s d
 iff
 i
 cu
 l
 t f
 o
 r p
 eop
 l
 e w
 it
 h a Sca
 r
 c
 it
 y Men
 t
 a
 lity to be m
 e
 mbers of a co
 m
 p
 lem
 entary team
 . Th
 ey loo
 k o
 ndifference
 s a
 s sign
 so
 f insubordinatio
 n an
 d disloyalty.




Th
 e Abund
 a
 nc
 e M
 e
 ntali
 t
 y
 , o
 n th
 e o
 t
 he
 r h
 a
 nd
 , f
 l
 ow
 s out of a dee
 p inne
 r sens
 e o
 f personal wo
 rt
 h an
 d sec
 u
 rit
 y
 . I
 t i
 s t
 h
 e p
 a
 ra
 d
 ig
 m t
 h
 a
 t t
 h
 e
 re i
 s p
 le
 n
 t
 y ou
 t ther
 e an
 d enoug
 h t
 o spar
 e for
 everybody
 . It res
 u
 lt
 s i
 n sharin
 g o
 f prestige
 , o
 f recognition
 , o
 f pro
 f
 its
 , o
 f decisio
 n m
 aking
 . It
 open
 s possibiliti
 es, options, alternatives, and creativity.



Th
 e Abund
 a
 nc
 e Mentali
 t
 y take
 s th
 e persona
 l joy
 , satisfaction
 , an
 d fu
 l
 f
 il
 l
 men
 t o
 f Habi
 t
 s 1
 , 2, an
 d 3 a
 n
 d turn
 s i
 t outwa
 r
 d
 , apprec
 i
 atin
 g th
 e un
 i
 quene
 ss
 , th
 e inne
 r dir
 ection
 , th
 e proact
 iv
 e n
 at
 u
 r
 e o
 f o
 t
 hers
 . I
 t recogni
 ze
 s th
 e unl
 i
 m
 ite
 d possibilitie
 s fo
 r positiv
 e interactiv
 e growt
 h an
 d d
 evelopmen
 t
 , creatin
 g ne
 w Thir
 d Alternatives.




Publi
 c Victor
 y doe
 s no
 t m
 ea
 n v
 i
 c
 t
 or
 y o
 v
 e
 r o
 t
 he
 r peop
 l
 e
 . I
 t m
 e
 a
 n
 s succes
 s i
 n ef
 f
 ec
 t
 i
 v
 e interactio
 n tha
 t bring
 s mutuall
 y bene
 f
 i
 cia
 l result
 s t
 o everyon
 e in
 volved
 . Publi
 c Vic
 t
 o
 ry m
 e
 a
 n
 s work
 i
 n
 g t
 ogether
 , communicatin
 g t
 ogether
 , m
 a
 k
 i
 n
 g thing
 s happ
 e
 n tog
 e
 th
 er th
 at e
 v
 e
 n th
 e sa
 m
 e peopl
 e coul
 dn'
 t m
 ake happe
 n b
 y workin
 g independentl
 y
 . An
 d P
 u
 b
 li
 c V
 ic
 tor
 y i
 s a
 n outgrowth
 of the Abundance Mentality p
 ara
 d
 i
 g
 m
 .



A cha
 r
 ac
 t
 e
 r ri
 c
 h i
 n i
 n
 t
 e
 g
 rit
 y
 , m
 a
 t
 u
 rit
 y
 , an
 d th
 e Abundance Mentality has a genuineness that go
 es f
 ar beyon
 d technique
 , o
 r lac
 ko
 f it
 , i
 n hu
 m
 a
 n interaction.




On
 e th
 i
 n
 g I hav
 e foun
 d particularl
 y helpfu
 l t
 o win-los
 e p
 e
 opl
 e i
 n developin
 g a win-win characte
 r i
 s t
 o associat
 e wit
 h som
 e mode
 l o
 r men
 t
 o
 r wh
 o reall
 y think
 s w
 i
 n-win
 . Wh
 e
 n p
 e
 opl
 e are deep
 l
 y sc
 ri
 p
 t
 e
 d i
 n win-los
 e o
 r othe
 r philosoph
 i
 e
 s an
 d regularl
 y ass
 o
 ciat
 e wit
 h other
 s wh
 o are
 likewise scripted, they don'
 t have m
 u
 c
 h opportun
 i
 t
 y t
 o se
 e an
 d experie
 n
 c
 e th
 e w
 inw
 i
 n ph
 ilosoph
 y i
 n action
 . S
 o I recomm
 e
 n
 d r
 eadin
 g li
 tera
 ture, such as the in
 spiring biograph
 y of
 Anwa
 r Sadat
 , I
 n S
 earc
 h o
 f Iden
 tity
 , a
 nd seeing m
 ovies l
 ike Chario
 ts o
 f Fir
 e o
 r p
 lay
 s lik
 e Le
 s Miserables that expose you to m
 odels of w
 i
 n
 -
 w
 i
 n
 .



Bu
 t re
 m
 e
 mber
 : I
 f w
 e searc
 h deepl
 y enoug
 h w
 ithi
 n ourselve
 s -
 - beyon
 d th
 e scripting
 , beyond
 the learned attitudes and behavior
 s -- th
 e re
 al valida
 tion o
 f win-win, as well as ev
 ery other co
 rrect principle, i
 s i
 n ou
 r own li
 ves
 .


 






Relationships


 


Fro
 m th
 e foundatio
 n o
 f character
 , w
 e buil
 d an
 d mainta
 i
 n w
 i
 n-wi
 n relat
 i
 onships
 . Th
 e trust, th
 e Emotiona
 l Ban
 k Ac
 c
 ount
 , i
 s th
 e essenc
 e o
 f w
 i
 n
 -
 win
 . Withou
 t t
 r
 ust
 , t
 h
 e b
 e
 s
 t w
 e ca
 n d
 o i
 s com
 pro
 m
 ise
 ; withou
 t trust
 , w
 e lac
 k t
 h
 e credi
 b
 ili
 t
 y fo
 r op
 en
 , mut
 ua
 l learnin
 g an
 d communication an
 d rea
 l creativity
 . Bu
 t i
 f ou
 r Emotiona
 l Ban
 k A
 c
 coun
 t i
 s high
 , credibilit
 y i
 s n
 o l
 onge
 r a
 n issu
 e
 .



Enoug
 h deposit
 s hav
 e bee
 n mad
 e s
 o tha
 t y
 ou k
 no
 w an
 d I kno
 w tha
 t w
 e d
 ee
 p
 l
 y re
 sp
 ec
 t eac
 h
 other. W
 e'
 re f
 ocused on the issues
 ,no
 t o
 n person
 alitie
 s o
 r po
 sitions.



 


B
 ecaus
 e w
 e trus
 t eac
 h other
 , w
 e'r
 e open
 . W
 e p
 u
 t ou
 r c
 ard
 s o
 n th
 e ta
 ble
 . Eve
 n t
 hough
 w
 e see thing
 s differ
 e
 nt
 l
 y
 , I kno
 w tha
 t y
 ou
 '
 r
 e wi
 l
 lin
 g t
 o list
 en wit
 h respec
 t whil
 e I describ
 e the youn
 g woma
 n t
 o you
 , a
 n
 d yo
 u kno
 w tha
 t I
 '
 l
 l t
 r
 ea
 t you
 r de
 s
 criptio
 n o
 f the old w
 om
 an w
 ith the sam
 e r
 esp
 ect. W
 e
 '
 re bot
 hcommitte
 d t
 o tr
 y t
 o understan
 d ea
 c
 h othe
 r
 '
 s po
 i
 n
 t o
 f vi
 e
 w deepl
 y and t
 o w
 or
 k tog
 e
 the
 r fo
 r th
 e Thir
 d Alternative
 , th
 e syne
 rgisti
 c solu
 t
 ion
 , tha
 t w
 ill be a better a
 nsw
 er f
 or both of us.



A relationshi
 p wher
 e ban
 k accoun
 ts are h
 ig
 h a
 n
 d bot
 h pa
 r
 ti
 es ar
 e deepl
 y commit
 t
 e
 d to win-wi
 n i
 s th
 e idea
 l spr
 i
 ngboa
 r
 d fo
 r tr
 e
 m
 endou
 s syne
 rg
 y (
 H
 a
 b
 i
 t 6
 ). T
 h
 at r
 e
 la
 t
 i
 on
 s
 h
 i
 p n
 e
 i
 t
 h
 e
 r m
 akes the issues an
 y l
 es
 s r
 ea
 l o
 r i
 m
 p
 o
 rt
 an
 t
 , no
 r e
 lim
 inates the differences in perspect
 iv
 e. But it does elim
 inate the nega
 ti
 v
 e en
 e
 r
 g
 y no
 r
 m
 a
 ll
 y f
 o
 c
 use
 d o
 n d
 if
 f
 e
 r
 e
 n
 c
 e
 s i
 n per
 so
 n
 ality and position and crea
 tes a p
 ositiv
 e, c
 ooperati
 ve en
 e
 r
 g
 y focus
 e
 d o
 n thoroughl
 y unders
 ta
 n
 din
 g the issu
 e an
 d resolvin
 g th
 em i
 n a m
 utuall
 y benef
 icial w
 ay.



Bu
 t wha
 t i
 ftha
 t kin
 d o
 frelationshi
 p i
 sn'
 t the
 re
 ? Wha
 t i
 f yo
 u hav
 et
 o wo
 r
 k ou
 t a
 nagre
 e
 m
 e
 nt
 w
 it
 h s
 o
 m
 e
 o
 n
 e wh
 o h
 a
 sn
 '
 t eve
 n h
 e
 ar
 d o
 f win
 -
 wi
 n an
 d i
 s deepl
 y sc
 r
 ipte
 d i
 n w
 i
 n-los
 e or
 so
 m
 e o
 t
 h
 er philosophy?



Dealing with win-lose is the r
 eal test of wi
 n-win. Rarely is win-win easily achieved i
 n an
 y circu
 m
 sta
 n
 ce
 . Dee
 p issue
 s an
 d fund
 a
 men
 t
 al differences have to be dealt with. But it is m
 uch eas
 ier whe
 n bot
 h partie
 s ar
 e awar
 e o
 f an
 d committe
 d t
 o i
 t and w
 here the
 re is a high
 Em
 otional Bank Account i
 n t
 h
 e r
 e
 l
 a
 ti
 onsh
 i
 p
 .



Whe
 n you
 '
 r
 e dealin
 g wit
 h a perso
 n wh
 o i
 s com
 ing from a paradigm of win-lose, the rela
 tionsh
 ip is stil
 l th
 e k
 ey
 . Th
 e plac
 e t
 o fo
 c
 u
 s i
 s o
 n you
 r Circl
 e of In
 fluence. You m
 ake deposits into the Em
 otional Bank Account throug
 h genuine courtesy, respect, an
 d appreciation for that person and for the other po
 i
 n
 t of v
 i
 ew
 . Yo
 u sta
 y longe
 ri
 n th
 e c
 o
 mm
 unicat
 i
 o
 n pro
 c
 ess. Yo
 u liste
 n mor
 e
 , yo
 u liste
 n i
 n g
 reate
 r d
 e
 pth
 . Yo
 u expre
 s
 s yourse
 l
 f wit
 h greate
 r courag
 e
 . Yo
 u ar
 e
 n
 '
 t reactive
 . Yo
 u g
 o de
 e
 p
 e
 r insid
 e y
 o
 urself fo
 r strength of character to be proactive. Yo
 u kee
 p hammerin
 g i
 t ou
 t unti
 l th
 e othe
 r perso
 n begin
 s t
 o r
 ealiz
 e tha
 t yo
 u genuinel
 y wan
 t th
 e r
 eso
 l
 u
 t
 ion to be a real w
 i
 n for bot
 h o
 f you
 . Tha
 t ver
 y proces
 s i
 s a tremendou
 s deposi
 t i
 n t
 h
 e E
 m
 otiona
 lB
 an
 k Account.



 


And the stronger you are -- th
 e more genuine yo
 ur character
 , th
 e highe
 r you
 r leve
 l of




proactivity, the m
 ore co
 mmitted yo
 u rea
 lly ar
 e to win-win -
 - th
 e m
 ore p
 owerf
 ul you
 r inf
 luence w
 ill b
 e w
 ith tha
 t othe
 r p
 e
 rson
 . Thi
 s i
 s th
 e rea
 l t
 e
 st o
 f interp
 ersona
 l leadership
 . I
 t goe
 s beyond
 transactiona
 l leadershi
 p i
 n
 t
 o tr
 an
 s
 f
 o
 r
 m
 a
 tio
 na
 l l
 ea
 d
 e
 r
 sh
 i
 p
 , tr
 a
 n
 s
 f
 o
 r
 m
 i
 ng t
 h
 e individuals involved as well as the relationship.



Becaus
 e w
 i
 n-wi
 n i
 s a pr
 i
 ncipl
 e peop
 l
 e ca
 n valida
 t
 e i
 n thei
 r ow
 n lives
 , yo
 u wil
 l b
 e abl
 e t
 o bring mos
 t peopl
 e t
 o a realizatio
 n tha
 t the
 y wil
 l wi
 n mor
 e o
 f wha
 t the
 y wan
 t b
 y goin
 g fo
 r wha
 t yo
 u both want. But there will be a few wh
 o ar
 e s
 o deepl
 y embedde
 d i
 n t
 h
 e wi
 n
 -l
 os
 e m
 en
 t
 alit
 y tha
 t th
 ey jus
 t won'
 t Th
 in
 k W
 i
 n
 -W
 in
 . S
 o rem
 e
 mb
 er that n
 o de
 al i
 s alway
 s a
 n option
 . O
 r yo
 u may
 occasionall
 y choo
 se t
 o go f
 or the low f
 orm of w
 in-w
 in -- com
 prom
 ise.



It
 '
 s i
 m
 portan
 t t
 o realiz
 e tha
 t no
 t al
 l decision
 s ne
 e
 d t
 o b
 e win
 -
 win
 , ev
 e
 n when the Em
 otional Ban
 k Acco
 u
 n
 t i
 s h
 i
 gh
 . Ag
 a
 i
 n
 , t
 h
 e ke
 y i
 s t
 h
 e r
 e
 l
 a
 t
 ionsh
 i
 p
 . I
 f yo
 u an
 d I wo
 rke
 d t
 o
 gether
 , f
 o
 r ex
 am
 p
 l
 e
 , a
 n
 d you were to com
 e to me and say, "Stephen, I know yo
 u w
 on'
 t l
 ik
 e t
 h
 i
 s de
 ci
 s
 i
 on
 . I d
 on
 '
 t hav
 e t
 im
 e t
 o expla
 i
 n i
 t t
 o you
 , l
 e
 t alon
 e ge
 t yo
 u involv
 e
 d
 . Ther
 e
 '
 s a goo
 d poss
 i
 bilit
 y you'
 l
 l thin
 k it
 '
 s wrong
 . B
 u
 t wil
 lyo
 u suppor
 t it
 ?
 "



I
 f yo
 u ha
 d a positiv
 e Emotiona
 l Ban
 k A
 ccoun
 t w
 it
 h m
 e
 , o
 f cours
 e I'
 d suppor
 t it
 . I'
 d hop
 e you
 wer
 e righ
 t an
 d I wa
 swrong
 . I
 '
 d wor
 kt
 o m
 ak
 e you
 rdecisio
 n work.




Bu
 t i
 f th
 e Emotiona
 l Ban
 k Accoun
 t weren'
 t there, and if I were reactive, I wouldn'
 t really suppo
 rt it. I m
 i
 g
 h
 t sa
 y I wou
 l
 d t
 o y
 o
 u
 r face
 , bu
 t beh
 i
 n
 d y
 o
 u
 r b
 ack I wou
 ldn'
 t b
 e v
 ery enthu
 sia
 sti
 c. I wouldn'
 t m
 ake the investm
 ent nece
 ssary to m
 ake it succeed. "I
 t didn
 '
 t work,
 " I
 '
 d say
 . "So
 wha
 t d
 o yo
 u wan
 t m
 e t
 o d
 onow
 ?"




If I were overreactive, I m
 ight even t
 o
 rpedo your decision and do wh
 at I could to m
 a
 ke sure others di
 d too
 . O
 r I m
 i
 gh
 t becom
 e "
 m
 alicious
 l
 y obedient
 " a
 n
 d d
 o ex
 a
 ctl
 y an
 d on
 l
 y wha
 t yo
 u tell
 m
 e t
 o do
 , acceptin
 g n
 oresponsibilit
 y fo
 r results.




Durin
 g th
 e fiv
 e year
 s I live
 d i
 n Gre
 a
 t Britain
 , I sa
 w tha
 t countr
 y brough
 t twic
 e t
 o it
 s kne
 e
 s becaus
 e th
 e t
 r
 ai
 n conduc
 t
 or
 s wer
 e ma
 l
 i
 ciousl
 y ob
 e
 dien
 t i
 n f
 ollow
 ing all th
 e rul
 es and procedure
 s written on pape
 r
 .



A
 n agreemen
 t m
 e
 an
 s ver
 y littl
 e i
 n lette
 r withou
 t th
 e characte
 r an
 d relationshi
 p b
 ase to su
 stain it in spirit
 . S
 o w
 e ne
 e
 d t
 o appro
 a
 c
 h win
 -
 wi
 n fr
 o
 m a g
 e
 nuin
 e desir
 e t
 o inves
 t i
 n th
 e re
 l
 a
 ti
 on
 sh
 i
 ps
 tha
 t m
 ak
 e i
 t possible.








Agreements


 


F
 ro
 m relatio
 n
 sh
 ip
 s f
 lo
 w th
 e ag
 reem
 en
 ts th
 at g
 i
 v
 e de
 f
 i
 nitio
 n an
 d direct
 io
 n t
 o w
 in-win
 . They a
 r
 e som
 eti
 mes called p
 erform
 ance agreem
 ents or partnership agreem
 ents, or shifting the paradigm of p
 r
 oduct
 i
 v
 e interactio
 n fro
 m verti
 ca
 l t
 o hori
 z
 on
 t
 al
 , f
 ro
 m ho
 vering supe
 rvision to self-sup
 ervision, from positioning to being partners in success.



Win
 -
 W
 i
 n Agre
 e
 m
 ent
 s c
 ove
 r a wid
 e scop
 e o
 f i
 n
 terdependent interaction. W
 e discussed on
 e i
 m
 portan
 t applicati
 o
 n whe
 n w
 e talke
 d abou
 t delegati
 o
 n i
 n th
 e "
 G
 ree
 n a
 n
 d Clean
 " s
 t
 o
 r
 y i
 n Habit




3
 . Th
 e sa
 m
 e f
 ive elem
 ents we listed ther
 e provide the s
 t
 ructure for W
 in-
 W
 in Agreem
 ents betw
 een em
 ployers an
 d e
 m
 p
 l
 oyee
 s
 , betwe
 e
 n independ
 e
 n
 t p
 e
 opl
 e workin
 g t
 ogethe
 r o
 n project
 s
 , be
 twee
 n group
 s o
 f peopl
 e cooperativel
 y focuse
 d o
 n a commo
 n objec
 t
 ive
 , bet
 wee
 n c
 o
 m
 p
 a
 n
 i
 e
 s a
 nd
 su
 p
 plier
 s -
 - betwee
 n an
 y peopl
 e wh
 o nee
 d t
 o interac
 t t
 o acco
 m
 p
 lish
 . The
 y creat
 e a
 n effectiv
 e way t
 o clarif
 y an
 d m
 anag
 e expectation
 s betwee
 n peopl
 e involve
 d i
 n an
 y .
 in
 terd
 ep
 end
 en
 t end
 eavo
 r.



D
 esired results (no
 t m
 ethod
 s) iden
 ti
 f
 y wha
 t i
 s t
 o b
 e don
 e an
 d wh
 en.



 


Guidelin
 es specif
 y the param
 eters (prin
 cip
 les, policies
 , etc.) within which re
 sults are t
 o b
 e acco
 m
 plished




Resource
 s ident
 i
 f
 y th
 e human
 , f
 i
 n
 a
 nci
 al
 , te
 chnica
 l, o
 r organizationa
 l suppor
 t a
 vailabl
 e to he
 lp accom
 plish the results.



Accoun
 tability sets up the standards of perform
 ance and the tim
 e of eval
 uation.


 


Consequences specify -- good and bad, natural and logical -- what does and will happ
 en as a resu
 lt o
 fth
 e evaluation.




These fi
 ve elem
 ent
 s give W
 in-
 W
 in Agreem
 ents a li
 fe o
 f their own. A clear m
 ut
 ual understandin
 g an
 d a
 g
 r
 e
 e
 m
 en
 t u
 p f
 r
 o
 n
 t i
 n t
 hes
 e a
 r
 ea
 s c
 r
 ea
 t
 e
 s a s
 t
 anda
 r
 d a
 ga
 i
 ns
 t wh
 i
 c
 h pe
 o
 p
 l
 e can
 m
 easur
 e thei
 r o
 w
 n succe
 ss.



Traditional authoritar
 ian supervis
 ion is a win-lo
 se paradigm
 . It'
 s also the result of a
 n overdraw
 n Emotiona
 l Ban
 k Ac
 c
 ount
 . I
 f y
 ou don
 '
 t h
 a
 v
 e trus
 t o
 r commo
 n vis
 i
 o
 n o
 f desir
 ed resul
 ts, yo
 u ten
 d to hove
 r over
 ,chec
 k u
 p on
 , an
 d dir
 ec
 t
 . Trus
 t i
 s
 n
 '
 t there
 , s
 o yo
 u fee
 l a
 s though




yo
 u h
 av
 e to con
 trol p
 eop
 le. Bu
 t if th
 e trus
 t ac
 co
 un
 t is h
 igh
 , wh
 at is you
 r m
 ethod
 ? Ge
 t ou
 t of
 thei
 r way
 . A
 s lon
 g a
 s yo
 u h
 a
 v
 e a
 n up-fron
 t W
 i
 n
 -
 Wi
 n Agre
 e
 m
 e
 n
 t a
 n
 d th
 e
 y kno
 w exa
 c
 tl
 y wha
 t i
 s exp
 ect
 ed
 , yo
 ur ro
 l
 e i
 s t
 o be a so
 ur
 ce o
 f help and to receive their accountability reports.



I
 t i
 s m
 uc
 h mor
 e e
 n
 nob
 l
 in
 g t
 o th
 e hu
 m
 a
 n spiri
 t t
 o le
 t peopl
 e judg
 e th
 e
 m
 selve
 s tha
 n t
 o judge
 t
 h
 em
 . And i
 n a high-trus
 t cultu
 re, it'
 s m
 uch m
 or
 e accurate. In m
 any case
 s peop
 l
 e kn
 o
 w i
 n t
 he
 i
 r heart
 s ho
 w t
 hing
 s ar
 e goin
 g m
 u
 c
 h b
 e
 tte
 r tha
 n th
 e re
 cord
 s show
 . D
 iscernm
 ent is of
 ten f
 ar m
 ore accurate than e
 it
 he
 r obse
 r
 va
 ti
 o
 n o
 r m
 easu
 r
 e
 m
 en
 t
 .


 


Win-Win Management Training


 


Severa
 l year
 s ago
 , I wa
 s i
 ndir
 e
 ctl
 y invo
 l
 v
 e
 d in a consultin
 g projec
 t wit
 h a ver
 y lar
 g
 e b
 ank
 in
 g institutio
 n tha
 t ha
 d s
 core
 s o
 f br
 a
 nches
 . The
 y w
 an
 te
 d u
 s to ev
 alu
 ate an
 d improv
 e the
 ir m
 anag
 e
 m
 en
 t tr
 a
 i
 n
 i
 n
 g progra
 m
 , wh
 ic
 h w
 a
 s suppo
 rted by an annua
 l budge
 t o
 f $750,000
 . The
 program involved sel
 ecti
 ng co
 llege graduate
 s a
 n
 d puttin
 g the
 m throug
 h twelv
 e two-week
 assignm
 ents in various departm
 ents over a six-
 mont
 h perio
 d o
 f ti
 m
 e s
 o tha
 t the
 y cou
 l
 d ge
 t a g
 enera
 l s
 e
 n
 s
 e o
 f th
 e in
 d
 u
 stry
 . The
 y spen
 t tw
 o we
 e
 k i
 n comm
 e
 r
 cia
 l loans
 , tw
 o we
 e
 k
 s i
 n indust
 ri
 a
 l l
 oans
 , t
 w
 o weeks in m
 arketing, two wee
 k i
 n opera
 t
 i
 ons
 , an
 d s
 o forth
 . A
 t th
 e en
 d o
 f th
 e si
 x
 -m
 on
 t
 h period, they were assig
 n
 ed as assi
 stant m
 anagers in the various branch banks.



Ou
 r ass
 i
 g
 nm
 en
 t wa
 s t
 o e
 va
 l
 ua
 t
 e t
 h
 e s
 i
 x
 -
 m
 o
 n
 t
 h form
 al training period. As we bega
 n, we discovered that the m
 o
 st difficult par
 t o
 f th
 e assign
 m
 e
 n
 t wa
 s t
 o ge
 t a clea
 r pi
 cture of t
 he d
 esir
 ed resul
 ts. W
 e ask
 ed th
 e to
 p execut
 i
 v
 e
 s th
 e k
 e
 y ha
 r
 d qu
 estion
 : "
 W
 ha
 t sho
 u
 l
 d th
 ese peop
 le b
 e abl
 e to do when they finish the program
 ?
 " And the answers we g
 o
 t were vague and often contradictory.



Th
 e trainin
 g progra
 m deal
 t w
 it
 h m
 e
 thods
 , no
 t re
 su
 lts
 ; so w
 e sugg
 este
 d th
 at th
 ey set u
 p a pilot training program based on a different paradigm called "learne
 r-controlle
 d instruction." T
 his w
 as a Win
 -
 W
 i
 n Agre
 e
 m
 en
 t t
 h
 a
 t invo
 l
 ve
 d identifyin
 g s
 pecifi
 c obj
 e
 ctive
 s a
 n
 d c
 r
 iteri
 a that wou
 l
 d demonstrat
 e thei
 r acc
 o
 mpli
 s
 hmen
 t an
 d identify
 i
 n
 g the guidelin
 es, r
 esources, ac
 coun
 tability,
 an
 d cons
 eque
 n
 ce
 s t
 h
 a
 t would resu
 lt when the ob
 jectives wer
 e m
 et. The con
 seq
 uences in th
 is case w
 ere pr
 o
 m
 otion to a
 ssist
 ant m
 anager
 , wher
 e the
 y wou
 l
 d receiv
 e th
 e on-the-jo
 b par
 t o
 f t
 h
 ei
 r
 training, and a significant increase in sa
 l
 a
 r
 y
 .


 


W
 e ha
 d t
 o reall
 y pres
 s t
 o ge
 t th
 e objective
 s h
 a
 mmere
 d ou
 t
 . "
 W
 ha
 t i
 s i
 t yo
 u wan
 t th
 e
 m t
 o u
 nde
 r
 s
 t
 a
 n
 d ab
 o
 u
 t ac
 c
 oun
 ti
 ng
 ? W
 h
 at about m
 arketing? W
 h
 at abou
 t r
 ea
 l es
 t
 a
 t
 e l
 oans
 ?" An
 d w
 e w
 e
 n
 t dow
 n t
 h
 e list
 . The
 y finall
 y cam
 e up with over 100 objectiv
 e
 s, which we sim
 plif
 i
 ed, redu
 ced
 , an
 d consolidat
 ed unti
 l w
 e ca
 m
 e dow
 n t
 o 3
 9 sp
 eci
 f
 i
 c behaviora
 l objective
 s wit
 h criteria atta
 che
 d t
 o th
 em
 .



The trainees were highly m
 o
 ti
 va
 ted by both the opportunity and th
 e increase
 d salary to m
 eet the criteri
 a a
 s soo
 n a
 s possible
 . T
 h
 er
 e wa
 s a bi
 g wi
 n i
 n i
 t f
 o
 r them
 , an
 d th
 e
 r
 e w
 as also a big w
 in for the company becaus
 e the
 y would have assis
 tant bran
 ch ma
 nagers who m
 et results-orient
 ed criteria instead o
 f jus
 tsho
 w
 in
 g u
 p fo
 r 1
 2 differen
 t activit
 y traps.




S
 o w
 e explaine
 d th
 e differenc
 e be
 t
 we
 en le
 ar
 n
 er
 -contro
 lled instru
 ction and system
 -con
 trolled instru
 ction to the train
 ees. W
 e b
 a
 sicall
 y s
 a
 id
 , "He
 r
 e ar
 e th
 e obj
 e
 ctive
 s a
 n
 d th
 e criteria
 . Her
 e ar
 e th
 e resources
 , includin
 g l
 ea
 r
 nin
 g fr
 o
 m eac
 h other
 . S
 o g
 o t
 o it
 . A
 s s
 o
 on a
 s yo
 u m
 ee
 t th
 e criteria
 , yo
 u wil
 l be prom
 oted to assistant m
 anagers.



The
 y wer
 e finishe
 d i
 n th
 r
 ee an
 d a h
 a
 lf w
 eek
 s. Sh
 if
 tin
 g th
 e trainin
 g paradig
 m had
 released unbelievabl
 e m
 otivat
 io
 n an
 d cr
 eativity




A
 s w
 it
 h m
 a
 ny P
 aradi
 gm S
 h
 i
 fts
 , ther
 e wa
 s resis
 t
 ance
 . Almos
 t al
 l o
 f th
 e to
 p executives
 sim
 ply wou
 l
 dn
 '
 t beli
 e
 v
 e it
 . W
 he
 n the
 y wer
 e show
 n th
 e evide
 n
 c
 e tha
 t th
 e criteri
 a ha
 d bee
 n met, the
 y basical
 l
 y said
 , "The
 s
 e trainee
 s don
 '
 t hav
 e th
 e experience
 . Th
 e
 y lac
 k th
 e seasonin
 g necessa
 r
 y t
 o g
 i
 v
 e t
 he
 m t
 h
 e kind of judgm
 ent we want them to have as assistant branch m
 anagers."



I
 n talk
 in
 g wit
 h the
 m later
 , w
 e foun
 d tha
 t wha
 t man
 y o
 f th
 e
 m wer
 e r
 eall
 y sayi
 n
 g wa
 s
 , "
 W
 e wen
 t t
 hroug
 h goa
 t we
 e
 k
 ; ho
 w com
 e t
 hes
 e guy
 s don
 '
 t ha
 v
 e to
 ?" Bu
 t o
 f cour
 s
 e t
 h
 ey c
 ou
 l
 d
 n'
 t pu
 t i
 t tha
 t way.




"The
 y lac
 kseasoning
 " wa
 s a m
 uc
 h m
 or
 eacceptabl
 e expression.



 


In addition, for obvious reasons (i
 ncluding the $750,000 budget for a six-m
 onth program
 ), the personnel departm
 ent was upset
 .



S
 o w
 e responded
 , "
 Fa
 i
 r eno
 u
 gh
 . Le
 t
 '
 s dev
 e
 lo
 p som
 e mor
 e objective
 s an
 d atta
 c
 h criteri
 a t
 o t
 h
 e
 m
 . B
 ut let'
 s stay w
 ith the paradig
 m of learner-cont
 ro
 lle
 d instruction.
 " W
 e h
 a
 mmere
 d out
 eight m
 ore objective
 s wit
 h ver
 y toug
 h crite
 ri
 a i
 n o
 rde
 r t
 o g
 i
 ve th
 e ex
 ecu
 tives th
 e a
 ss
 u
 rance tha
 t the people were adequ
 ately p
 repared to be assist
 an
 t branch m
 anage
 rs and continue the on-the-jo
 b par
 t o
 f th
 e trainin
 g prog
 r
 a
 m
 . Af
 ter p
 articipa
 ting in som
 e of the sess
 ion
 s w
 h
 ere these
 criteria were developed, several of the execu
 tives rem
 ar
 k
 ed that if the trainees coul
 d m
 ee
 t the
 s
 e toug
 h crite
 r
 ia, they w
 o
 uld be bett
 er prepare
 d tha
 n a
 l
 mos
 t an
 y wh
 o ha
 d gon
 e throug
 h the six—
 m
 ont
 h progra
 m
 .



W
 e ha
 d p
 r
 e
 pa
 r
 e
 d t
 h
 e tr
 a
 i
 nee
 s t
 o ex
 p
 ec
 t r
 es
 i
 s
 t
 an
 c
 e. W
 e too
 k th
 e additiona
 l objective
 s and
 criteria back to them and said
 , "Jus
 t as we exp
 ected, m
 anagem
 ent wants you to accom
 plish som
 e additional objectives with ev
 en tougher criteria than before. T
 h
 e
 y hav
 e assure
 d u
 s this
 tim
 e that if you m
 eet these criteria, they will m
 ake you assistant m
 anagers."



T
 hey w
 ent t
 o wor
 k i
 n unbeliev
 abl
 e w
 a
 ys
 . T
 h
 e
 y wen
 t t
 o th
 e exec
 u
 ti
 v
 e
 s i
 n depart
 m
 ents
 such as accounting and basically said, "S
 ir, I am a m
 e
 m
 b
 er o
 f thi
 s ne
 w pilo
 t progra
 m called learner-controlle
 d inst
 ru
 ction
 , a
 n
 d i
 t i
 s m
 y unde
 rstandin
 g th
 at yo
 u parti
 cipate
 d i
 n developing
 th
 e ob
 jective
 s an
 d th
 e criteria."




"
 I hav
 e si
 x c
 riteri
 a t
 o m
 e
 e
 t i
 n thi
 s partic
 u
 la
 r d
 e
 part
 m
 ent
 . I wa
 s abl
 e to pa
 ss three of th
 em off w
 ith skill
 s I gaine
 d i
 n college
 ; I wa
 s abl
 e t
 o g
 e
 t anothe
 r on
 e ou
 t o
 f a book
 ; I learne
 d th
 e fif
 t
 h one f
 ro
 m Tom
 , th
 e f
 ello
 w yo
 u train
 e
 d l
 as
 t we
 e
 k
 . I only have one criteri
 on le
 ft to meet, and I wo
 n
 de
 r i
 f y
 o
 u o
 r s
 o
 m
 e
 o
 n
 e e
 l
 s
 e i
 n t
 h
 e depa
 r
 t
 m
 e
 n
 t m
 i
 gh
 t b
 e ab
 l
 e t
 o spend a f
 ew hours with m
 e to show m
 e how." So t
 he
 y spen
 t a ha
 l
 f a da
 y i
 n a d
 epartm
 ent instead of two weeks.



These trainees cooperated with each other, b
 rainstorm
 e
 d with eac
 h other
 , an
 d they
 accom
 p
 lished the additional ob
 jectives in a week and a half. Th
 e six-m
 onth program was reduced to five weeks, and the results were significantly increased.



Thi
 s kin
 d o
 f th
 ink
 in
 g ca
 n s
 i
 m
 ilarl
 y affec
 t ever
 y a
 r
 e
 a o
 f org
 a
 n
 i
 zationa
 l lif
 e i
 f p
 eopl
 e h
 av
 e the
 co
 urage t
 o exp
 l
 o
 r
 e t
 he
 i
 r pa
 r
 ad
 ig
 m
 s an
 d t
 o co
 n
 ce
 ntr
 a
 t
 e o
 n wi
 n-win. I am always am
 azed at th
 e results that h
 a
 pp
 e
 n, bo
 t
 h t
 o in
 d
 i
 v
 i
 d
 ua
 l
 s a
 n
 d t
 o o
 rgan
 i
 z
 a
 ti
 o
 n
 s, when responsible, proactive, self
 -d
 irectin
 g individual
 s ar
 eturne
 d loos
 e o
 n a task.



 


Win-Win P
 erformance Agreements



Creating W
 in-W
 in Perform
 an
 ce Agreem
 ents req
 u
 ires vita
 l Paradig
 m Shi
 f
 t
 s
 . Th
 e f
 oc
 u
 s i
 s o
 n result
 s; no
 t meth
 o
 ds
 . Mos
 t o
 f u
 s ten
 d t
 o s
 u
 pervis
 e m
 e
 tho
 ds
 . W
 e us
 e th
 e go
 f
 e
 r delegation
 di
 scusse
 d i
 n Habi
 t 3
 , th
 e method
 s m
 a
 nag
 e
 men
 t I use
 d wit
 h Sandr
 a whe
 n I aske
 d he
 r t
 o t
 ak
 e pic
 t
 ur
 e
 s o
 f ou
 r s
 o
 n a
 s h
 e w
 a
 s waterskiing
 . Bu
 t W
 i
 n
 -
 W
 in Agree
 m
 ents focus on results, releasing trem
 endous individual hum
 an pot
 e
 n
 ti
 a
 l a
 n
 d cr
 e
 a
 ti
 n
 g grea
 t
 e
 r synerg
 y
 , b
 uil
 d
 i
 n
 g P
 C i
 n th
 e process
 in
 stead o
 f fo
 cu
 sin
 g exc
 lu
 siv
 e
 ly o
 n P W
 it
 h w
 in
 -
 wi
 n accoun
 t
 ability
 , peopl
 e evaluat
 e t
 hem
 selves. T
 h
 e tradi
 tio
 n
 al eva
 lu
 atio
 n g
 am
 es p
 eop
 le pla
 y ar
 e awkwar
 d an
 d e
 m
 ot
 i
 o
 nall
 y e
 xh
 austing
 . In win
 -
 win
 , p
 e
 opl
 e evalua
 t
 e th
 e
 m
 selv
 e
 s
 , usin
 g th
 e criteri
 a tha
 t the
 y th
 e
 m
 se
 lv
 e
 s h
 el
 p
 e
 d to creat
 e up front
 . An
 d i
 f yo
 u se
 t i
 t u
 p correctly
 , peopl
 e c
 a
 n d
 o t
 hat
 . W
 i
 t
 h a Win
 -
 W
 i
 n Del
 e
 gatio
 n Agre
 e
 m
 e
 nt, eve
 n a seven-year-ol
 d bo
 y ca
 n tel
 l fo
 r hi
 m
 sel
 f ho
 w wel
 l he
 '
 skeepin
 g th
 e yar
 d"gree
 n an
 d clean."




M
 y bes
 t experience
 s i
 n t
 eachin
 g universit
 y classe
 s hav
 e com
 e whe
 n I hav
 e create
 d a win
 -
 w
 i
 n share
 d unde
 rstan
 d
 in
 g o
 f th
 e goa
 l u
 p front
 . "
 T
 h
 is i
 s wha
 t we
 '
 r
 e tryin
 g to acco
 m
 p
 lish
 . H
 er
 e are the ba
 si
 c requi
 rem
 e
 nts f
 or an A
 , B
 , or C g
 r
 ad
 e. M
 y goa
 l i
 s t
 o hel
 p ever
 y o
 n
 e o
 f yo
 u get
 an A
 . No
 w yo
 u tak
 e wh
 at w
 e'v
 e talk
 ed abou
 t an
 d an
 alyz
 e it an
 d com
 e u
 p w
 it
 h you
 r o
 w
 n unde
 rstandin
 g o
 f wha
 t yo
 u wan
 t t
 o accomplis
 h th
 at i
 s uniqu
 e t
 o you
 . The
 n let
 '
 s g
 et to
 g
 eth
 er an
 d ag
 ree o
 n th
 e g
 rad
 e yo
 u w
 a
 n
 t an
 d wh
 at yo
 u pla
 n t
 o d
 o t
 o ge
 tit."




Manag
 e
 men
 t phil
 o
 soph
 e
 r an
 d consu
 l
 tan
 t Pete
 r D
 r
 ucke
 r recommend
 s th
 e us
 e o
 f a "
 m
 anage
 r
 's letter
 " t
 o captur
 e th
 e essenc
 e o
 f pe
 rf
 o
 r
 m
 ance agreem
 ents bet
 w
 e
 en m
 ana
 gers and their employees. Followin
 g a dee
 p an
 d thoroug
 h discussio
 n o
 f ex
 pectations, guid
 elines, and resour
 ce
 s t
 o ma
 ke sure they ar
 e in ha
 r
 m
 on
 y w
 i
 th o
 rg
 a
 ni
 za
 ti
 ona
 l g
 o
 a
 l
 s
 , the em
 ployee wr
 ite
 s a letter to th
 e m
 anager tha
 t sum
 m
 a
 rize
 s th
 e discussio
 n an
 d ind
 i
 cate
 s whe
 n th
 e nex
 t perform
 a
 nc
 e p
 l
 a
 n o
 r r
 ev
 i
 e
 w discussio
 n wil
 ltak
 e place.




Developing such a W
 in-W
 in Agreem
 e
 n
 t is the cen
 tr
 a
 l ac
 tivit
 y of m
 a
 n
 a
 g
 e
 m
 en
 t
 . W
 it
 h a
 n agre
 e
 m
 en
 t i
 n place
 , emp
 l
 oyee
 s ca
 n manag
 e them
 selve
 s wi
 t
 hi
 n th
 e f
 ram
 ewo
 rk o
 f th
 at ag
 reem
 en
 t. The m
 a
 n
 a
 ger then can serve like a pace car in a race. He ca
 n ge
 t thin
 gs goin
 g and th
 en get ou
 t of the w
 ay. H
 is job f
 r
 o
 m the
 n o
 n i
 s t
 o r
 em
 ov
 e th
 eoi
 l spills.




W
 hen a boss beco
 m
 es th
 e f
 irst assist
 a
 n
 t t
 o e
 a
 c
 h o
 f hi
 s s
 ubo
 r
 dinates
 , h
 e ca
 n greatl
 y incr
 e
 as
 e his
 spa
 n o
 f control
 . Entir
 e le
 vel
 s o
 f ad
 m
 i
 nistr
 a
 t
 i
 on
 s a
 n
 d ov
 e
 rh
 ea
 d ar
 e el
 i
 m
 inated
 . Instea
 d of
 supervisin
 g si
 x o
 r eight
 ,suc
 h a m
 anage
 rca
 n supervis
 e twenty
 ,thirty
 , fifty
 , o
 r m
 ore.




In W
 in-
 W
 in Agreem
 ents, consequences becom
 e t
 h
 e natu
 ral o
 r logic
 al result
 s o
 f perfor
 m
 an
 c
 e rather tha
 n a re
 w
 ar
 d o
 rpunish
 m
 en
 tarbitraril
 y handed out by the person in charge.



T
 here a
 r
 e basical
 ly f
 our kinds of conseq
 uences (
 r
 eward
 s an
 d penalties
 ) tha
 t m
 a
 nagemen
 t or
 pa
 r
 en
 t
 s ca
 n con
 tr
 o
 l -
 - f
 i
 n
 a
 nc
 i
 a
 l
 , psych
 i
 c, o
 p
 po
 rt
 un
 it
 y
 , an
 d responsibility. Financial



con
 sequ
 en
 ce
 s in
 clud
 e su
 c
 h thing
 s a
 s income
 , stoc
 k options
 , allowances
 , o
 r penalties
 . Psychic o
 r psychologica
 l cons
 e
 quenc
 es i
 nc
 l
 ud
 e recogni
 t
 ion
 , approv
 a
 l
 , r
 espect
 , c
 r
 edibility
 , o
 r t
 h
 e l
 o
 s
 s of
 them
 . Unless peop
 le a
 re in a surv
 ival m
 o
 de
 , p
 s
 ychi
 c compensatio
 n i
 s o
 f
 te
 n mor
 e motiva
 tin
 g th
 an f
 in
 anc
 ial comp
 en
 sation
 . Oppo
 rtun
 ity i
 n
 clud
 e
 s training
 , d
 evelop
 m
 ent
 , per
 k
 s
 , a
 n
 d othe
 r ben
 e
 fits
 . Respons
 i
 bilit
 y ha
 s t
 o d
 o wit
 h scop
 e an
 d authority
 , eithe
 r o
 f wh
 ic
 h ca
 n b
 e e
 nlar
 g
 e
 d or
 d
 i
 m
 inished. W
 in-
 W
 in Agreem
 ents specify consequ
 en
 ces i
 n on
 e o
 r m
 or
 e o
 f tho
 s
 e area
 s an
 d the peopl
 e invo
 l
 v
 ed kno
 w i
 t u
 p front
 . S
 o yo
 u d
 on
 '
 t pla
 y g
 a
 me
 s. E
 verything is clea
 r f
 ro
 m the beginning.



I
 n ad
 ditio
 n t
 o the
 se logical
 , persona
 l c
 onsequenc
 es, it is a
 lso im
 portant to clearl
 y i
 d
 entify wh
 at th
 e natural o
 rganiz
 ationa
 l cons
 equences ar
 e. Fo
 r ex
 am
 p
 le, wha
 t wil
 l happe
 n i
 f I'
 m la
 t
 e t
 o w
 o
 rk
 , if I refu
 se t
 o cooperat
 e wit
 h o
 t
 h
 ers
 , i
 f I don
 '
 t d
 e
 velo
 p goo
 d W
 in
 -
 Wi
 n Agre
 e
 m
 ent
 s wi
 t
 h my subord
 i
 nate
 s
 , i
 f I don
 '
 t hol
 d th
 e
 m a
 c
 countab
 l
 e fo
 r desir
 ed r
 e
 sults
 , o
 r i
 f I don
 '
 t promot
 e the
 i
 r professiona
 l growt
 h an
 d caree
 r develop
 m
 ent.




Whe
 n m
 y daughte
 r t
 urne
 d 16
 , w
 e s
 e
 t u
 p a Win
 -
 W
 in Ag
 reem
 en
 t reg
 ard
 in
 g u
 se o
 f th
 e f
 a
 m
 ily car
 . W
 e agree
 d tha
 t s
 h
 e woul
 d obe
 y th
 e law
 s o
 f th
 e land and that sh
 e would keep the car clean and properly m
 a
 i
 n
 t
 a
 i
 ned
 . W
 e ag
 r
 e
 ed t
 ha
 t sh
 e wou
 l
 d us
 e th
 e ca
 r onl
 y fo
 r respons
 ib
 le purpo
 ses an
 d w
 ould serv
 e as a ca
 b drive
 r fo
 r he
 r mo
 t
 he
 r an
 d m
 e w
 i
 t
 h
 i
 n r
 e
 ason
 . An
 d w
 e als
 o a
 g
 r
 ee
 d th
 a
 t s
 h
 e wou
 ld d
 o all h
 er o
 th
 er job
 s cheerfull
 y withou
 t bein
 gre
 m
 i
 nded
 . Thes
 e wer
 eou
 r wins.




W
 e als
 o agree
 d tha
 t I w
 oul
 d prov
 i
 d
 e som
 e resources -- the car, gas
 , an
 d insurance
 . An
 d we
 agreed t
 ha
 t s
 h
 e w
 o
 u
 l
 d m
 ee
 t week
 ly w
 it
 h m
 e, usua
 lly on Sunday afternoon, to evaluate how sh
 e was d
 o
 ing based on our agreem
 ent. The consequences were clear. As long a
 s sh
 e kep
 t h
 e
 r part
 of the agreem
 ent, she could use the c
 ar. If she didn'
 t keep it, sh
 e would lose the privilege until she decided to.



Thi
 s Win
 -
 Wi
 n Agreemen
 t se
 t u
 p clea
 r expectation
 s fro
 m th
 e beginn
 in
 g o
 n bot
 h ou
 r par
 t
 s
 . It wa
 s a w
 in fo
 r he
 r -
 - sh
 e go
 t to u
 s
 e the car -- and it was ce
 rt
 a
 i
 n
 ly a wi
 n fo
 r Sandr
 a an
 d me
 . Now sh
 e coul
 d h
 a
 ndl
 e he
 r ow
 n tr
 ans
 po
 rt
 atio
 n ne
 ed
 s an
 d eve
 n som
 e o
 f ours
 . W
 e d
 idn
 '
 t have t
 o worr
 y abou
 t m
 a
 intain
 in
 g th
 e ca
 r o
 r keep
 i
 n
 g it clean
 . An
 d w
 e h
 ad a built-i
 n acc
 o
 untability, whic
 h m
 ean
 t I didn
 '
 t hav
 e t
 o hove
 r ove
 r he
 r t
 o m
 a
 n
 ag
 e h
 er m
 e
 thod
 s. He
 r in
 te
 grity
 , her
 conscience
 , he
 r powe
 r o
 f discernmen
 t a
 n
 d ou
 r hig
 h Emotiona
 l Ban
 k Ac
 c
 oun
 t m
 an
 a
 ge
 d h
 er in
 f
 initel
 y better
 . W
 e didn
 '
 t hav
 e t
 o ge
 t e
 m
 otionall
 y strun
 g out
 , try
 i
 n
 g t
 o supe
 r
 vis
 e h
 e
 r ev
 e
 r
 y move and com
 ing up with punishments or rewards o
 n th
 e spo
 t i
 f sh
 e di
 d
 n'
 t do thi
 ngs the w
 a
 y w
 e though
 t sh
 e should
 . W
 e ha
 d a W
 i
 n-W
 in Agree
 m
 ent
 , an
 d i
 t lib
 er
 ate
 d u
 s all.




Win
 -
 W
 i
 n Agre
 e
 m
 ent
 s a
 r
 e tr
 e
 m
 endousl
 y liberating
 . Bu
 t a
 s th
 e produc
 t o
 f isolate
 d technique
 s
 ,
 t
 h
 ey won'
 t hold up. Even if you set them up in the beg
 i
 nn
 i
 ng
 , t
 he
 r
 e i
 s n
 o wa
 y to m
 ai
 ntain the
 m without pe
 r
 sona
 l i
 n
 t
 eg
 rit
 y an
 d r
 e
 l
 a
 ti
 onsh
 ip o
 f tr
 us
 t
 .



A tru
 e W
 inW
 in Ag
 r
 ee
 m
 en
 t i
 s th
 e produc
 t o
 f t
 h
 e pa
 r
 ad
 i
 g
 m
 , th
 e charac
 t
 er
 , a
 n
 d th
 e relationship
 s ou
 t o
 f whi
 c
 h i
 t g
 r
 ows
 . I
 n thi
 s co
 n
 t
 ex
 t
 , i
 t d
 e
 f
 i
 n
 e
 s an
 d direct
 s th
 e interdependent
 in
 teractio
 n o
 f whic
 h i
 t wa
 s created
 .



W
 in-win can only survive in an organiza
 tion wh
 en the system
 s support it. If you talk w
 in
 -w
 in bu
 t rewar
 d win-lose
 , you
 '
 v
 e go
 t a lo
 si
 n
 g progra
 m o
 n you
 r hands.




Yo
 u basicall
 y ge
 twha
 t yo
 u reward
 . I
 f yo
 u w
 an
 t t
 oachiev
 e th
 e goal
 san
 d reflec
 t th
 evalues
 in you
 r m
 i
 ssi
 o
 n state
 m
 ent
 , th
 en yo
 u nee
 d t
 o al
 ig
 n th
 e rewa
 rd sy
 stem w
 ith th
 es
 e goa
 ls an
 d v
 alue
 s. If it isn'
 t aligne
 d s
 yst
 e
 m
 atically
 , yo
 u won'
 t b
 e walk
 i
 n
 g y
 ou
 r tal
 k
 . You'l
 l b
 e i
 n th
 e situatio
 n of
 t
 h
 e m
 an
 a
 ge
 r I m
 en
 tio
 ne
 d ea
 rli
 e
 r wh
 o t
 a
 l
 ke
 d co
 operati
 o
 n bu
 t p
 ract
 iced co
 mpetition by creating a "Race to Berm
 uda" con
 t
 es
 t
 .



I worke
 d fo
 r severa
 l yea
 r
 s wit
 h a ve
 r
 y larg
 e rea
 l es
 tat
 e organi
 za
 tio
 n i
 n th
 e M
 i
 ddl
 e West
 . My
 f
 ir
 s
 t experienc
 e wit
 h thi
 s organiza
 tio
 n wa
 s a
 t a la
 rg
 e sa
 le
 s ra
 lly wher
 e o
 v
 e
 r 80
 0 sale
 s associates g
 ath
 ered fo
 r th
 e annua
 l r
 e
 war
 d progr
 a
 m
 . I
 t wa
 s apsych
 -
 u
 p c
 h
 eerleadin
 g s
 ession
 , comp
 let
 e with
 h
 ig
 h schoo
 l band
 s an
 d a g
 reat d
 eal o
 f f
 renzied scream
 ing.




Ou
 t o
 f th
 e 80
 0 peop
 l
 e there
 , aroun
 d 4
 0 receive
 d award
 s fo
 r t
 o
 p pe
 r
 f
 o
 r
 mance
 , suc
 h a
 s "Most Sales,"




"Greates
 t Volume,
 " "
 H
 i
 ghes
 t Ear
 n
 e
 d Comm
 i
 ss
 i
 ons,
 " a
 n
 d "Mo
 st L
 ist
 i
 ngs.
 " Ther
 e wa
 s a lo
 t of
 hoop
 la -- ex
 cite
 m
 ent
 , cheering
 , applaus
 e -
 - aroun
 d th
 e p
 re
 s
 ent
 atio
 n o
 f th
 es
 e aw
 ard
 s. Th
 ere w
 as no doubt that those 40 people had wo
 n; but there was also the underlying awareness that 760 people had lost.



W
 e i
 m
 med
 i
 at
 el
 y beg
 a
 n e
 ducationa
 l a
 n
 d org
 a
 niza
 t
 i
 ona
 l d
 e
 velopmen
 t wo
 r
 k t
 o alig
 n th
 e s
 yst
 e
 m
 s and struct
 ure
 s of th
 e orga
 niza
 tion towar
 d th
 e wi
 n-
 wi
 n paradigm
 . We involved pe
 ople at a g
 r
 ass
 -r
 oo
 t
 s leve
 l t
 o develo
 p th
 e kind
 s o
 f sys
 t
 em
 s that would m
 otivate them
 . W
 e also en
 cou
 rag
 ed th
 em to cooperat
 e an
 d synergiz
 e w
 i
 t
 h eac
 h othe
 r s
 o tha
 t a
 s m
 an
 y as po
 ssib
 le coul
 d achieve the desired results of their individually tailored perform
 ance agreem
 ents.



A
 t th
 e nex
 t rall
 y on
 e yea
 r later
 , ther
 e wer
 e ove
 r 1,00
 0 sale
 s associate
 s present
 , an
 d abou
 t 800
 of them received awards
 . There were a few individual winners base
 d on com
 p
 arisons, but the program prim
 arily focused on people achie
 vin
 g self-selecte
 d per
 f
 or
 m
 anc
 e objective
 s and
 on groups achieving team object
 ives. Ther
 e wa
 s no need to bring in the h
 i
 g
 h s
 c
 ho
 o
 l band
 s t
 o artificiall
 y contriv
 e th
 e fanfar
 e, th
 e cheerleadin
 g
 , an
 d th
 e p
 s
 yc
 h up
 . Ther
 e wa
 s t
 r
 e
 m
 e
 ndous




natura
 l inte
 r
 es
 t an
 d exci
 te
 m
 e
 n
 t becaus
 e peopl
 e coul
 d shar
 e i
 n eac
 h othe
 rs
 ' happiness
 , an
 d t
 e
 am
 s o
 f sale
 s as
 s
 ociate
 s cou
 l
 d experien
 c
 e reward
 s t
 ogether
 , inc
 l
 udin
 g a va
 c
 atio
 n tri
 p fo
 r th
 e e
 nt
 ire off
 i
 ce.



 


Th
 e r
 e
 m
 ar
 k
 ab
 l
 e t
 h
 i
 n
 g wa
 s t
 ha
 t almo
 st a
 l
 l o
 f th
 e 80
 0 wh
 o receive
 d th
 e award
 s that
 year had p
 r
 oduced as m
 uch p
 er pe
 rs
 on in t
 erm
 s of volum
 e an
 d prof
 it as the pr
 evious year's 40. Th
 e sp
 ir
 it o
 f win
 -
 wi
 n h
 a
 d sign
 i
 fican
 t
 l
 y increase
 d th
 e numbe
 r o
 f g
 ol
 de
 n egg
 s an
 d ha
 d fe
 d th
 e goo
 s
 e a
 s well
 , rele
 a
 sin
 g enor
 m
 o
 us hum
 an energy and t
 ale
 n
 t. Th
 e resul
 tin
 g synerg
 y wa
 s a
 stound
 i
 ng t
 o al
 m
 os
 t everyon
 e involved.




Com
 petition has its place in th
 e m
 arketplac
 e or aga
 inst last y
 ear'
 s perf
 orm
 ance -- pe
 rhaps even against another office or individ
 u
 al where th
 ere is no particular in
 terdependence, n
 o n
 e
 ed t
 o coope
 rate
 . Bu
 t coop
 er
 atio
 n in the wo
 rkp
 lace is as im
 portan
 t to free ente
 rpris
 e as co
 mpetiti
 on in th
 e m
 ark
 etp
 lac
 e. Th
 e sp
 irit o
 f w
 in
 -w
 in canno
 t su
 rvive in an e
 nv
 ir
 o
 nme
 n
 t o
 f co
 m
 petiti
 o
 n a
 n
 d contests.




Fo
 r w
 in
 -w
 in to wo
 rk
 , th
 e sy
 stem
 s h
 av
 e t
 o sup
 p
 o
 rt it
 . Th
 e trainin
 g syst
 em
 , th
 e planning
 sys
 t
 e
 m
 , t
 h
 e comm
 unic
 ation system, the bud
 g
 eting system
 , the in
 form
 ation system
 , the com
 p
 ensation system -- all have to be based on the principle of win-win.



I di
 d so
 m
 e consult
 i
 n
 g fo
 r anothe
 r compan
 y tha
 t w
 ante
 d train
 in
 g fo
 r the
 i
 r peopl
 e i
 n hum
 a
 n r
 e
 l
 a
 ti
 on
 s. The underlying assum
 p
 tion was th
 at the problem was t
 h
 e people.



Th
 e presid
 e
 n
 t said
 , "G
 o int
 o an
 y sto
 r
 e yo
 u w
 a
 n
 t an
 d see ho
 w th
 ey trea
 t you
 . They
 'r
 e just
 o
 rd
 er takers
 . The
 y don'
 t underst
 a
 n
 d ho
 w t
 o ge
 t clos
 e t
 o th
 e customers
 . Th
 e
 y don
 '
 t kno
 w the
 produc
 t an
 d the
 y don
 '
 t hav
 e th
 e knowledg
 e an
 d the ski
 ll in th
 e sal
 es p
 roce
 ss nece
 ss
 ary to cr
 eate a m
 arriag
 e b
 etw
 een th
 e produc
 tan
 d th
 e need."




S
 o I wen
 t t
 o th
 e variou
 s stores
 . An
 d h
 e wa
 s right
 . Bu
 t tha
 t stil
 l didn
 '
 t answe
 r th
 e question i
 n m
 y m
 ind: W
 hat caused the attitude?



"Look, we'
 r
 e on top of the problem
 ," the pres
 iden
 t said. "We have de
 partm
 ent head
 s out there settin
 g a grea
 t example
 . W
 e
 'v
 e tol
 d the
 m thei
 r jo
 b i
 s two-third
 s sellin
 g a
 n
 d one-t
 h
 i
 rd
 manag
 e
 men
 t
 , an
 d they'r
 e outsellin
 g e
 v
 erybody
 . W
 e j
 us
 t wan
 t y
 ou to provide som
 e training f
 or the salespeople.



Those words raised a red flag. "Let'
 s get som
 e m
 o
 re data," I said.



But I pe
 r
 s
 ist
 ed
 , a
 n
 d w
 it
 h
 in tw
 o d
 a
 y
 s w
 e unc
 ov
 e
 r
 e
 d t
 h
 e r
 e
 al problem
 . Because o
 f the job definitio
 n an
 d th
 e c
 o
 m
 p
 e
 nsa
 ti
 o
 n s
 y
 s
 t
 e
 m
 , t
 h
 e m
 a
 nage
 r
 s wer
 e "cre
 a
 m
 ing
 .
 " They'
 d st
 a
 n
 d beh
 i
 nd th
 e cas
 h registe
 r an
 d cream all th
 e bu
 siness dur
 in
 g t
 h
 e slo
 w times
 . Hal
 f t
 h
 e ti
 m
 e i
 n ret
 ai
 l i
 s slow
 an
 d th
 e o
 t
 h
 er hal
 f i
 s f
 rantic
 . S
 o th
 e m
 an
 ag
 ers w
 ou
 ld g
 iv
 e a
 ll th
 e d
 irt
 y j
 o
 b
 s -
 - i
 n
 ventor
 y c
 o
 nt
 r
 o
 l,
 stoc
 k work
 , an
 d c
 leanin
 g -
 - to th
 e sa
 l
 espeople
 . An
 d th
 e
 y woul
 d stan
 d behin
 d t
 h
 e r
 e
 g
 i
 s
 ter
 s a
 nd
 crea
 m
 . Th
 at
 '
 s wh
 y t
 h
 e d
 e
 p
 art
 m
 e
 n
 t heads were top in sales.



So we changed one system -- the com
 pensatio
 n syst
 e
 m -- a
 nd the problem was corr
 ected overnight. We set up a system wher
 eby the m
 a
 nag
 e
 r
 s onl
 y mad
 e mone
 y whe
 n their salespeop
 le m
 ade mone
 y. W
 e overlapped the needs and goals of the managers wi
 th the needs and goa
 ls o
 f th
 e salesp
 eo
 p
 le. An
 d t
 h
 e nee
 d f
 o
 r human-relat
 i
 o
 n
 s tr
 ainin
 g suddenl
 y disa
 p
 peared
 . Th
 e ke
 y w
 a
 s developin
 g a tru
 e win-wi
 n rew
 ard sy
 stem
 .



I
 n anothe
 r instan
 ce, I work
 e
 d wi
 t
 h a ma
 nage
 r i
 n a compan
 y tha
 t r
 equire
 d for
 m
 al
 pe
 rf
 o
 rm
 anc
 e evaluation. He was frustrated over the evaluation rating he had given a particular m
 anager. "H
 e deserv
 e
 d a thre
 e
 ,
 " h
 e said
 , "
 bu
 t I ha
 d t
 o giv
 e him a one" (which m
 eant superior, prom
 otable).



"
 W
 ha
 t di
 d yo
 u g
 iv
 e hi
 m a on
 e for
 ?
 " Iasked.
 "He gets the num
 bers," was his reply.



"S
 o wh
 y d
 o yo
 uthin
 k h
 e des
 erve
 s athree
 ?
 "



"It
 '
 s t
 h
 e wa
 y h
 e ge
 t
 s t
 he
 m
 . H
 e neg
 l
 ec
 t
 s p
 eople; he runs over them
 . He'
 s a troublem
 aker." "I
 t sound
 s lik
 e h
 e
 '
 s tota
 l
 l
 y fo
 cu
 se
 d o
 n P -
 - o
 n p
 roduction
 . An
 d tha
 t
 '
 s wha
 t h
 e
 '
 s being




re
 w
 arde
 d for
 . Bu
 t wh
 a
 t w
 oul
 d happe
 n i
 f yo
 u talk
 ed w
 ith h
 im abou
 t the p
 rob
 lem
 , if yo
 u helped
 him understand the im
 portance of PC?
 "



H
 e sai
 dh
 e ha
 d d
 on
 e so
 ,wit
 h n
 o effect.



 


"
 The
 n wha
 t i
 f y
 o
 u se
 t u
 p a w
 i
 n
 -
 w
 i
 n co
 n
 tr
 ac
 t w
 i
 t
 h hi
 m wher
 e yo
 u bot
 h agree
 d t
 ha
 t t
 wo
 -
 t
 h
 ir
 d
 s o
 f h
 i
 s com
 pe
 nsation would com
 e from P -- fro
 m num
 b
 er
 s -- and the other one-thir
 d would com
 e f
 ro
 m PC -- ho
 w o
 t
 he
 r peopl
 e perce
 i
 v
 e h
 i
 m
 , wh
 a
 t kin
 d o
 f lead
 er, p
 eo
 p
 le bu
 ild
 er, tea
 m bu
 ild
 er h
 e is?"



"No
 w tha
 t woul
 dge
 t hi
 s att
 ention
 ,
 "h
 e replied.




S
 o o
 f
 t
 e
 n t
 h
 e p
 r
 ob
 l
 e
 m i
 s i
 n t
 h
 e sys
 t
 e
 m
 , n
 o
 t i
 n t
 h
 e people. If you put good people in bad syst
 em
 s, you get bad results. You have to water the flowers you want to grow.



A
 s peopl
 e r
 e
 all
 y lear
 n t
 o Thin
 k Win
 -
 Win
 , the
 y can set up the system
 s to create and reinforce it. They can tran
 sform unnecess
 arily com
 peti
 tive situ
 atio
 ns to coop
 erative ones and can powerfully im
 pact their effectiveness by building both P and PC.



In business, executives can align their syst
 em
 s to create teams of highly productive people work
 ing tog
 ether to co
 mpete against external st
 andards of perfor
 mance. In education, teachers can set up grading sy
 stem
 s base
 d on an indiv
 id
 u
 al'
 s perform
 anc
 e in th
 e co
 ntex
 t o
 f agreed-upon criteria and can encourage students to cooperate in productive ways to he
 l
 p e
 a
 c
 h othe
 r lear
 n an
 d achie
 v
 e
 . I
 n f
 a
 milies
 , parent
 s ca
 n shi
 f
 t th
 e f
 o
 cu
 s f
 ro
 m com
 p
 etitio
 n wit
 h eac
 h other t
 o cooperat
 i
 on
 . I
 n act
 i
 vitie
 s suc
 h a
 s bo
 wling
 , f
 o
 r exa
 m
 ple
 , the
 y ca
 n kee
 p a fa
 m
 il
 y scor
 e and
 try to be
 at a p
 rev
 iou
 s o
 n
 e. Th
 ey ca
 n set u
 p hom
 e responsibi
 l
 itie
 s wit
 h W
 i
 n
 -
 W
 i
 n Agr
 ee
 m
 e
 nt
 s that eli
 m
 inat
 e constan
 t n
 aggin
 g an
 d enabl
 e parent
 s t
 o d
 o th
 e thing
 sonl
 y the
 y ca
 ndo.




A friend once shared with m
 e a carto
 on he'
 d seen of two child
 re
 n talkin
 g to each othe
 r. "If m
 o
 mm
 y doesn'
 t get us up soon," on
 e was sayin
 g, "we'
 r
 e g
 o
 in
 g t
 o b
 e lat
 e fo
 r school.
 " These
 wo
 rd
 s b
 ro
 u
 gh
 t f
 o
 r
 c
 i
 b
 l
 y t
 o h
 i
 s a
 tt
 en
 t
 i
 o
 n t
 h
 e na
 tur
 e o
 f t
 h
 e p
 r
 ob
 l
 e
 m
 s created whe
 n fa
 m
 ilie
 s are
 not organized on a responsible win-win basis.



W
 i
 n
 -
 w
 i
 n pu
 t
 s t
 h
 e r
 esp
 on
 s
 i
 b
 ilit
 y o
 n th
 e ind
 i
 v
 i
 d
 u
 a
 l fo
 r accomp
 l
 ish
 in
 g specif
 ied resu
 lt
 s w
 ith
 in clear guidelines and available resources. It m
 a
 kes a pers
 on accountable to perform and evaluate the results and provides conseq
 uences as a natura
 l resul
 t o
 f p
 erfo
 r
 m
 ance
 . An
 d w
 i
 n-win
 sy
 stem
 s cr
 eate th
 e environ
 m
 en
 t whic
 h su
 pport
 s an
 d reinforce
 s th
 e W
 i
 nW
 i
 nAgree
 m
 ents.



 






Processes


 


There
 '
 s n
 o wa
 y t
 o achiev
 e win-wi
 n ends with win-lose or lose-w
 in m
 e
 ans. You can'
 t say, "Y
 ou'
 re goin
 g t
 o T
 hin
 k Win
 -
 Win
 , whethe
 r yo
 u li
 k
 e i
 t o
 r not.
 " S
 o th
 e questio
 n beco
 m
 e
 s how
 to arriv
 e at a win-wi
 n solution.




Roge
 r Fishe
 r an
 d W
 illia
 m Ury
 , t
 w
 o Harvar
 d la
 w pro
 f
 essors
 , h
 a
 v
 e don
 e som
 e outstanding




w
 or
 k i
 n wha
 t the
 y cal
 l th
 e "pri
 n
 cipled
 " approac
 h versu
 s t
 h
 e "positional
 " appro
 ac
 h to
 bargainin
 g in thei
 r trem
 endou
 sly u
 sefu
 l an
 d in
 sigh
 tfu
 l book
 , Ge
 ttin
 g t
 o Ye
 s
 . Althoug
 h the
 w
 ord
 s win
 -
 wi
 n ar
 e n
 o
 t use
 d
 , th
 e sp
 i
 r
 i
 t an
 d unde
 r
 l
 yin
 g philo
 so
 ph
 y o
 f th
 e boo
 k ar
 e i
 n ha
 r
 m
 on
 y with
 the win-win approach.



They suggest that the essence o
 f p
 r
 i
 nc
 i
 p
 l
 e
 d ne
 g
 o
 ti
 a
 ti
 o
 n i
 s t
 o s
 epar
 a
 te the person from the p
 rob
 lem
 , t
 o fo
 c
 u
 s o
 n int
 e
 rest
 s an
 d no
 t o
 n position
 s
 , t
 o inven
 t option
 s fo
 rmutua
 l gain
 , an
 d t
 o ins
 is
 t o
 n objectiv
 e criteria -- so
 m
 e ex
 tern
 al stand
 ard o
 r p
 r
 incip
 le tha
 tbot
 h partie
 s ca
 nbu
 y into.




I
 n m
 y ow
 n wor
 k wit
 h variou
 s peop
 l
 e an
 d org
 an
 ization
 s seek
 i
 n
 g w
 in-w
 i
 n soluti
 o
 ns
 , I sugg
 es
 t th
 at the
 y becom
 e involve
 d i
 n t
 h
 e f
 o
 ll
 o
 w
 in
 g f
 o
 ur
 -s
 t
 e
 p p
 r
 o
 cess: First, s
 ee the problem from the other po
 int of view. Rea
 lly seek to understa
 nd and give expressi
 o
 n to th
 e need
 s an
 d con
 c
 erns
 o
 f t
 h
 e o
 t
 he
 r pa
 rt
 y a
 s well as or better than they can them
 selves. Second
 , i
 d
 e
 n
 ti
 f
 y t
 h
 e ke
 y issues
 an
 d concern
 s (no
 t posit
 i
 ons
 ) involv
 e
 d
 . Third
 , dete
 r
 m
 i
 n
 e wha
 t re
 s
 ult
 s wou
 l
 d cons
 t
 i
 tut
 e a fu
 ll
 y acceptabl
 e solution
 . An
 d fourth
 , id
 en
 tif
 y po
 ssib
 le n
 ew op
 tion
 s to ach
 iev
 e tho
 se resu
 lts.



Habit
 s 5 a
 n
 d 6 dea
 l dir
 e
 ctl
 y wi
 t
 h t
 w
 o o
 f th
 e el
 e
 m
 e
 nt
 s o
 f thi
 s pro
 c
 ess
 , an
 d w
 e wil
 l g
 o int
 o th
 o
 s
 e i
 n dept
 h i
 n th
 e nex
 ttw
 o chapters.




But at this juncture, let m
 e po
 i
 n
 t ou
 t t
 h
 e h
 ig
 h
 l
 y i
 nt
 e
 rr
 e
 l
 a
 t
 e
 d na
 t
 ure of the process of win-win with the essence of win-win itself. You can only achieve win-win solutions with win-win processes – the end and the m
 eans ar
 e the sam
 e.



Win
 -
 wi
 n i
 s no
 t a per
 s
 ona
 l
 it
 y techniqu
 e
 . It
 '
 s a total paradigm of hum
 an in
 ter
 action. It c
 o
 m
 es f
 ro
 m a cha
 r
 acte
 r o
 f i
 n
 te
 g
 rit
 y
 , m
 aturit
 y
 , a
 n
 d th
 e Ab
 u
 n
 d
 a
 n
 c
 e Mentality
 . I
 t grow
 s o
 u
 t of
 hig
 h
 -trust relationships
 . I
 t i
 s e
 m
 bodie
 d i
 n agree
 m
 ent
 s tha
 t eff
 ectiv
 ely cl
 arif
 y and m
 anag
 e expectations as well as accom
 p
 lishments. It thrive
 s i
 n supportiv
 e systems
 . And it is achieved through the process we are now prepared to m
 o
 re fully exam
 ine in Habits 5 and 6.


 


Applica
 tio
 n Suggestions:



1.
 Thin
 k abou
 t a
 n upco
 m
 i
 n
 g interacti
 on where
 in yo
 u wil
 l b
 e att
 e
 m
 ptin
 g t
 o reac
 h an agreemen
 t or negotiat
 e a solut
 i
 on
 . C
 om
 m
 i
 t t
 o m
 a
 i
 n
 t
 a
 in a balance bet
 w
 een coura
 g
 e and
 consideration.


 


2.
 Make a list of obstacles t
 h
 at keep you fr
 om applying the win-wi
 n paradig
 m mo
 r
 e freq
 uently. Determ
 ine what could be done within you
 r Circl
 e o
 f I
 n
 f
 l
 ue
 nc
 e t
 o e
 l
 i
 m
 i
 na
 t
 e s
 o
 m
 e of
 thos
 eobstacles.




3.
 Select a specific relationsh
 ip where yo
 u wou
 l
 d li
 k
 e t
 o d
 e
 velo
 p a W
 in
 -
 W
 i
 n Agree
 m
 ent
 . Try to put y
 ourself in th
 e other p
 ers
 on'
 s place, and write down explicitly how you think that p
 erso
 n sees th
 e solution
 . Th
 e
 n list
 , fro
 m you
 r ow
 n perspectiv
 e
 , wh
 at resul
 ts wou
 ld constitut
 e a wi
 n fo
 r y
 ou
 . App
 r
 oa
 c
 h t
 h
 e o
 t
 he
 r pe
 r
 so
 n an
 d a
 s
 k i
 f h
 e o
 r sh
 e w
 oul
 d b
 e w
 illin
 g to
 co
 mm
 unicat
 e unti
 l yo
 u reac
 h a poin
 to
 f agree
 m
 en
 t an
 d m
 utuall
 y beneficia
 l solution.




4.
 Id
 e
 n
 t
 i
 f
 y thre
 e ke
 y relati
 onship
 s i
 n you
 r lif
 e
 . G
 iv
 e som
 e ind
 icatio
 n o
 f wha
 t y
 o
 u fee
 l th
 e b
 alan
 ce i
 s i
 n eac
 h o
 f t
 h
 e E
 m
 o
 ti
 ona
 l Ba
 n
 k Ac
 co
 un
 ts
 . W
 r
 it
 e dow
 n som
 e specif
 ic w
 ay
 s yo
 u cou
 l
 d m
 ak
 e d
 epo
 sits i
 neac
 h account.




5.
 Deepl
 y conside
 r you
 r own scripting. Is it win-lose
 ? Ho
 w do
 es t
 ha
 t sc
 r
 ip
 ti
 n
 g a
 f
 f
 e
 ct
 yo
 u
 r intera
 c
 tion
 s wit
 h othe
 r peop
 l
 e
 ? Ca
 n yo
 u id
 ent
 i
 f
 y th
 e m
 ain sou
 rce o
 f th
 at s
 crip
 t
 ? D
 eterm
 ine w
 hether o
 r no
 ttho
 se script
 s serv
 ewel
 l i
 n you
 rcurren
 t reality.




6.
 Tr
 y t
 o i
 dent
 i
 f
 y a mode
 l of w
 i
 n-wi
 n think
 i
 n
 g who
 , eve
 n i
 n har
 d sit
 u
 a
 t
 ions
 , reall
 y seeks
 m
 u
 tual benefit. Determ
 ine now to m
 o
 re closely wa
 t
 c
 h an
 d l
 ear
 n f
 ro
 m t
 h
 i
 sperson
 '
 s exa
 m
 p
 l
 e
 .


 


Habi
 t 5
 : See
 kFirs
 t t
 o Understand
 , The
 n t
 o B
 eUnderstoo
 d TM



 



Principles of Empathic Communication




The heart has its reasons which reason knows not of.


 



-- P
 a
 sc
 al



 


Suppo
 se you'v
 e b
 een h
 av
 in
 g t
 roubl
 e w
 it
 h you
 r ey
 es an
 d yo
 u decid
 e t
 o g
 o t
 o an opto
 m
 e
 tris
 t f
 o
 r help
 . A
 f
 te
 r brie
 f
 l
 ylistenin
 g t
 o you
 r co
 m
 p
 laint
 , h
 e tak
 es of
 f h
 is g
 lasses a
 n
 d h
 and
 s th
 em to you.




"Pu
 t thes
 e on,
 " h
 e says
 . "I'v
 e wo
 r
 n thi
 s pai
 r o
 f glasse
 s fo
 r 1
 0 y
 ea
 r
 s no
 w an
 d they'v
 e really
 help
 edm
 e
 . I hav
 ea
 n extr
 a pai
 ra
 t ho
 m
 e
 ; yo
 uca
 n wea
 r these."




So you put them on, but it only m
 akes the problem worse "This is terrible!" you exclaim
 . "I can'
 t see a thing!"



"
 W
 ell
 , what
 '
 swrong
 ?
 " h
 easks
 . "The
 y wor
 kgrea
 t fo
 r m
 e
 . Tr
 yharder." "
 I a
 m trying,
 " yo
 uinsist
 . "E
 verythin
 g i
 s a blur."




"
 W
 ell
 , what
 '
 s th
 e m
 atte
 rwit
 h you
 ? Thin
 k positiv
 el
 y." "Okay
 . I positive
 ly can
 '
 t se
 e athing
 .
 "



"Boy
 , yo
 uar
 e ungrateful!
 " h
 echides
 . "An
 d afte
 ral
 l I
 '
 v
 e don
 e t
 o hel
 pyou!"



 


W
 h
 a
 t a
 r
 e th
 e chan
 c
 e
 s y
 o
 u
 '
 d g
 o bac
 k t
 o t
 ha
 t o
 p
 tom
 etrist the next tim
 e you need help? Not v
 ery good
 , I w
 oul
 d i
 m
 agine
 . Y
 o
 u don
 '
 t hav
 e m
 u
 c
 h con
 f
 id
 ence in some
 on
 e wh
 o do
 esn'
 t d
 iagno
 se before he or she prescribes.



But how often do we diagnose before w
 e prescribe i
 n comm
 unication?


 


"Com
 e on
 ,hon
 ey
 , tell m
 e ho
 w yo
 u f
 eel. I kno
 w it
 '
 s hard
 ,bu
 t I
 '
 l
 l tr
 y t
 ounderstand."
 "Oh
 , I don
 '
 t know
 , Mo
 m
 . You
 '
 d thin
 ki
 t wa
 s stupid."




"
 O
 f c
 ou
 r
 s
 e I w
 o
 u
 l
 d
 n
 '
 t
 ! Yo
 u ca
 n t
 e
 l
 l m
 e
 . Ho
 n
 ey
 , n
 o on
 e c
 are
 s fo
 r yo
 u a
 s m
 uc
 h a
 s I do
 . I'm
 only interested in your welfare. W
 h
 at'
 s m
 aking you so unhappy?
 "



"Oh
 , I don
 '
 t know."



 


"Com
 e on, honey. W
 h
 at is it?
 "



"
 W
 ell
 , t
 o tel
 lyo
 u th
 e truth
 , I jus
 t don
 '
 t l
 ik
 eschoo
 l any
 m
 ore."



 


"
 W
 hat
 ?
 " yo
 u respon
 d in
 c
 redulous
 l
 y
 . "
 W
 ha
 t d
 o yo
 u me
 a
 n yo
 u don
 '
 t l
 ik
 e s
 c
 hool
 ? An
 daft
 e
 r a
 l
 l t
 h
 e sacrifices we'
 ve mad
 e for your education! Education is the foun
 dation of your futur
 e. I
 f you'
 d app
 ly yoursel
 f lik
 e you
 r olde
 r siste
 r does
 , you
 '
 d d
 o bette
 r an
 d th
 en you'
 d lik
 e sch
 o
 o
 l. Tim
 e an
 d tim
 e again
 , we'v
 e t
 o
 l
 d yo
 u t
 o se
 ttl
 e d
 own
 . Y
 ou
 'v
 e go
 t th
 e ability
 , bu
 t yo
 u jus
 t don
 '
 t a
 p
 pl
 y yourself
 . Tr
 y harde
 r. Ge
 t a positiv
 e attitud
 eabou
 t it."








Pause



"Now go ahead. Tell m
 e how you feel.
 "


 


W
 e hav
 e su
 c
 h a tendenc
 y t
 o rus
 h in
 , t
 o fi
 x t
 hi
 n
 g
 s u
 p wit
 h goo
 d advice
 . Bu
 t w
 e o
 f
 te
 n f
 a
 i
 l to tak
 e th
 e ti
 m
 e t
 o diagnose
 ,t
 o r
 eal
 l
 y
 , deep
 ly und
 erstan
 d th
 e p
 rob
 lem f
 irst.



If I w
 ere to summ
 arize i
 n one senten
 ce the sing
 le mos
 t i
 m
 por
 t
 an
 t princ
 i
 pl
 e I hav
 e learne
 d i
 n th
 e fiel
 d o
 f interpe
 rson
 a
 l relations
 , i
 t w
 oul
 d b
 e t
 h
 i
 s
 : See
 k First to Un
 derstand, Then to Be Und
 erstood
 . Th
 is princ
 i
 pl
 e i
 s th
 e ke
 y t
 o e
 ff
 ectiv
 ei
 n
 terpersona
 l co
 mm
 unication.



 






Character and Communication



Right now, you'
 re reading a book I'
 ve wri
 tte
 n
 . Reading and writing are both form
 s o
 f communication
 . S
 o ar
 e speakin
 g a
 n
 d listening
 . I
 n f
 act
 , th
 o
 s
 e ar
 e th
 e f
 ou
 r b
 a
 si
 c types of communication
 . An
 d th
 i
 n
 k o
 f al
 l th
 e hour
 s yo
 u spen
 d do
 i
 n
 g at leas
 t on
 e o
 f thos
 e four
 t
 h
 i
 ngs
 . Th
 e ab
 ilit
 y t
 o d
 o t
 he
 m w
 e
 l
 l i
 s abso
 l
 u
 t
 e
 l
 y critica
 lt
 o you
 r eff
 e
 ctiveness.




Communication is th
 e most im
 portant skill in life. W
 e spend m
 o
 s
 t of our waki
 ng hour
 s co
 m
 m
 un
 icati
 ng
 . Bu
 t c
 ons
 i
 d
 e
 r t
 h
 i
 s
 : Yo
 u
 '
 v
 e sp
 e
 n
 t y
 ea
 r
 s le
 a
 r
 n
 i
 n
 g ho
 w t
 o r
 e
 a
 d a
 n
 d w
 rite
 , year
 s learnin
 g ho
 w t
 o speak
 . Bu
 t wha
 t abou
 t listening
 ? W
 h
 a
 t tr
 ain
 i
 n
 g o
 r educati
 o
 n h
 av
 e you ha
 d tha
 t enable
 s yo
 u t
 o liste
 n s
 o tha
 t yo
 u reall
 y
 , d
 e
 epl
 y unders
 t
 an
 d anothe
 r huma
 n bein
 g fro
 m t
 hat individ
 u
 al
 '
 s ow
 n fra
 m
 e o
 f ref
 eren
 ce?



C
 o
 m
 pa
 r
 a
 t
 i
 v
 e
 l
 y f
 e
 w p
 e
 op
 l
 e hav
 e h
 a
 d a
 n
 y tr
 a
 i
 n
 i
 n
 g i
 n listening at all. And, for the m
 ost part, their trainin
 g ha
 s bee
 n i
 n th
 e personalit
 y ethi
 c o
 f technique
 , truncat
 ed f
 r
 o
 m t
 h
 e cha
 racte
 r base




an
 d th
 e relationshi
 p bas
 eabsolutel
 y vita
 l t
 o a
 u
 thenti
 c understandin
 g o
 f anothe
 r person.



 


I
 f y
 o
 u wan
 t t
 o i
 n
 t
 e
 r
 ac
 t e
 f
 f
 ec
 ti
 ve
 l
 y w
 it
 h m
 e
 , t
 o i
 n
 fluence m
 e -- your spouse, yo
 ur child, your neighbor, your boss, your coworker, your friend -- you first n
 eed to understand m
 e. And you ca
 n'
 t do that with tec
 hnique al
 one
 . I
 f I s
 e
 ns
 e you'r
 e usi
 ng so
 me te
 chnique
 , I sens
 e duplicity,
 man
 i
 pulat
 io
 n
 . I wonde
 r wh
 y you
 '
 r
 e doin
 g it
 , wha
 t you
 r motive
 s are
 . An
 d I don'
 t fee
 l s
 afe enoug
 h t
 o ope
 n m
 ysel
 fu
 p t
 o you.




Th
 e rea
 l ke
 y t
 o y
 ou
 r inf
 l
 uenc
 e w
 it
 h m
 e i
 s you
 r e
 x
 a
 mple
 , you
 r act
 ua
 l conduct
 . You
 r e
 x
 a
 m
 p
 l
 e f
 l
 o
 w
 s naturall
 y ou
 t o
 f you
 r character
 , o
 f th
 e k
 in
 d o
 f perso
 n yo
 u trul
 y ar
 e -
 - no
 t w
 ha
 t o
 t
 her
 s say
 yo
 u ar
 e o
 r wha
 t yo
 u ma
 y wan
 t m
 e t
 o t
 hin
 k yo
 u are
 . I
 t i
 s evid
 e
 n
 t i
 n ho
 w I ac
 t
 uall
 y experi
 e
 nc
 e you.




Your chara
 cter is cons
 tantly r
 adiat
 ing, com
 mu
 n
 i
 cating
 . Fro
 m it
 , i
 n th
 e lon
 g run
 , I co
 m
 e to instinctive
 ly trus
 to
 r distrus
 t yo
 uan
 d you
 r effort
 swit
 h m
 e.




I
 f you
 r lif
 e run
 s ho
 t an
 d co
 ld
 , i
 f you'r
 e bot
 h causti
 c an
 d k
 ind
 , and
 , abov
 e all
 , if your
 p
 ri
 va
 t
 e perform
 ance doesn'
 t square wit
 h your p
 u
 bli
 c p
 erf
 o
 rm
 a
 n
 ce
 , it'
 s v
 er
 y h
 ar
 d f
 o
 r m
 e t
 o op
 e
 n up wit
 h yo
 u
 . Then, as much as I m
 a
 y want and ev
 en need to receiv
 e your love and in
 fluence, I don
 '
 t fee
 l saf
 e enoug
 h t
 o ex
 p
 os
 e m
 y op
 i
 n
 i
 on
 s a
 n
 d ex
 p
 e
 ri
 enc
 e
 s an
 d m
 y t
 e
 nde
 r f
 ee
 li
 ng
 s
 . W
 h
 o kn
 ow
 swha
 t wil
 l happ
 en?




Bu
 t un
 les
 s I ope
 n u
 p w
 it
 h y
 o
 u
 , unless you understa
 nd m
 e and my unique situation and feelings, yo
 u w
 o
 n
 '
 t k
 n
 o
 w ho
 w t
 o a
 dv
 i
 s
 e o
 r c
 ou
 nse
 l m
 e
 . Wha
 t yo
 u sa
 y i
 s g
 oo
 d an
 d f
 ine
 , bu
 t i
 t do
 es
 n
 '
 t q
 u
 it
 e p
 ertai
 n to m
 e.



Yo
 u ma
 y s
 a
 y yo
 u car
 e abou
 t an
 d appreciat
 e m
 e
 . I desperatel
 y wan
 t t
 o be
 l
 i
 ev
 e that
 . Bu
 t how ca
 n you apprecia
 te m
 e when you d
 on'
 t even un
 derstand m
 e? Al
 l I hav
 e are your words, and I can'
 t trust words.



I'
 m to
 o a
 ng
 r
 y an
 d d
 e
 fensiv
 e -
 - perh
 a
 p
 s to
 o guilt
 y an
 d afrai
 d -
 - t
 o b
 e influenced
 , e
 ve
 n though insid
 e I kno
 w I ne
 edwha
 t yo
 u coul
 dtel
 l m
 e.




Un
 less you'
 re inf
 l
 u
 en
 ced b
 y m
 y un
 iq
 uen
 ess, I'm n
 o
 t goin
 g t
 o b
 e in
 f
 luence
 d b
 y you
 r advice.
 S
 o i
 f yo
 u wan
 t t
 o b
 e reall
 y ef
 f
 ectiv
 e i
 n t
 h
 e h
 abi
 t o
 f interpersona
 l communication
 , yo
 u cannot
 d
 o it wit
 h techniqu
 e alone
 . Y
 o
 u hav
 e t
 o buil
 d th
 e skill
 s o
 f e
 m
 p
 a
 thi
 c listenin
 g o
 n a bas
 e of characte
 r th
 a
 t inspire
 s opennes
 s an
 d t
 r
 ust
 . An
 d yo
 u hav
 e t
 o buil
 d th
 e E
 m
 otiona
 l B
 a
 n
 k Accoun
 t
 s tha
 t creat
 e a co
 mm
 erc
 e betw
 een hearts.







Empathic Listening



"Seek first to understand" involves a very deep sh
 ift in paradigm
 . We typically seek firs
 t to b
 e understood
 . Mos
 t p
 eopl
 e d
 o no
 t liste
 n w
 it
 h th
 e in
 t
 en
 t t
 o und
 ers
 tan
 d
 ; t
 h
 e
 y li
 s
 te
 n w
 i
 t
 h t
 h
 e i
 n
 t
 en
 t t
 o reply. They'
 r
 e eithe
 r spe
 aking or prep
 aring to sp
 eak. They're f
 ilte
 ring e
 ve
 r
 y
 t
 h
 i
 n
 g th
 roug
 h thei
 r ow
 n p
 arad
 igm
 s, reading their autobiography into other people'
 s lives.



"Oh, I know exactly how you feel!"


 


"
 I we
 n
 tthroug
 h th
 e ver
 y sa
 m
 e thing
 . L
 et m
 e tell yo
 u abou
 t m
 y exp
 erien
 ce.
 "


 


They'
 re constantly projecting their own hom
 e mo
 vies onto other people'
 s behavior. They p
 rescrib
 e thei
 r ow
 nglasse
 s fo
 r everyon
 ewit
 h who
 m the
 y intera
 ct
 .



I
 f the
 y hav
 e a proble
 m wit
 h so
 m
 eon
 e -
 - a son
 , a daughter
 , a sp
 ouse, an em
 ployee -- their attitude is,



"Tha
 tperso
 n jus
 t doesn
 '
 t understand."



 


A fathe
 r onc
 etol
 d m
 e
 , "
 Ican
 '
 t understan
 d m
 y kid
 . H
 e jus
 t won
 '
 t liste
 nt
 o m
 e a
 t all."



 


"Let m
 e restate what yo
 u just said,
 " I rep
 lied. "
 Y
 o
 u do
 n
 '
 t u
 nde
 r
 s
 t
 a
 n
 d yo
 u
 r so
 n becaus
 e he
 won'
 t liste
 n t
 o y
 ou?"




"That
 '
 s right,
 " h
 e replied.



 


"Le
 t m
 e tr
 yagain,
 " I said
 . "Yo
 u don
 '
 t und
 erstan
 d y
 ou
 r so
 n becaus
 eh
 e won
 '
 t liste
 n t
 o you
 ?
 " "That
 '
 s wha
 t Isaid,
 " h
 e i
 m
 patientl
 yrepli
 ed.




"
 I though
 ttha
 t t
 o understan
 d anothe
 r p
 erson
 ,yo
 u neede
 d t
 oliste
 n t
 o hi
 m
 ,
 " I suggested.



 


"
 OH
 !
 " h
 e s
 a
 i
 d
 . The
 r
 e wa
 s a l
 on
 g p
 ause
 . "
 O
 h
 !
 " h
 e sai
 d a
 gai
 n
 , as t
 he l
 igh
 t bega
 n t
 o d
 awn.
 "Oh
 , ye
 a
 h
 ! Bu
 t I d
 o understan
 d h
 i
 m
 . I kno
 w wha
 t h
 e'
 s go
 i
 n
 g through
 . I wen
 t th
 r
 oug
 h th
 e s
 a
 me
 t
 h
 i
 n
 g m
 y
 self. I guess what I don'
 t understan
 d i
 s wh
 y h
 ewon
 '
 t li
 s
 t
 e
 n to m
 e.
 "



Thi
 s ma
 n d
 i
 dn
 '
 t hav
 e th
 e vagues
 t ide
 a o
 f wha
 t wa
 s reall
 y goin
 g o
 n ins
 i
 d
 e hi
 s boy
 '
 s head. H
 e looke
 d int
 o hi
 s ow
 n h
 ea
 d an
 dth
 ou
 gh
 t h
 e sa
 wth
 e world
 , includin
 g hi
 s boy.




Th
 at'
 s th
 e c
 ase w
 ith so m
 an
 y o
 f us
 . W
 e
 '
 r
 e f
 ille
 d wit
 h ou
 r ow
 n rightnes
 s, ou
 r own autobiography
 . W
 e w
 an
 t to b
 e under
 stood
 . Ou
 r conv
 ersa
 tio
 n
 s b
 ecom
 e co
 llec
 tiv
 e mono
 logu
 es, an
 d w
 e n
 ev
 er really understan
 d what
 '
 s goin
 go
 n insid
 e anothe
 rhu
 m
 a
 n being.




Whe
 n anothe
 r perso
 n s
 p
 eaks
 , w
 e
 '
 r
 e usuall
 y "lis
 t
 en
 ing
 " a
 t on
 e o
 f fou
 r l
 e
 v
 els. W
 e m
 ay be ignorin
 g a
 n
 o
 t
 he
 r p
 er
 so
 n
 , n
 o
 t re
 a
 ll
 y li
 s
 t
 en
 i
 n
 g a
 t a
 ll
 . W
 e m
 ay p
 r
 ac
 tic
 e p
 r
 e
 t
 e
 nd
 i
 ng
 . "
 Y
 eah.
 Uh-huh. Right." W
 e may practice selective list
 ening, hearing only certain parts of the constant ch
 atte
 r o
 f a p
 resch
 oo
 l ch
 il
 d
 . O
 r w
 e m
 a
 y eve
 n p
 rac
 ti
 c
 e a
 tt
 e
 n
 ti
 v
 e li
 s
 t
 en
 i
 ng
 , p
 ayin
 g a
 tten
 ti
 o
 n and
 fo
 cu
 si
 n
 g e
 n
 er
 g
 y o
 n t
 h
 e wo
 r
 d
 s tha
 t ar
 e bein
 g said
 . Bu
 t ver
 y fe
 w o
 f u
 s eve
 r pra
 ctic
 e th
 e f
 i
 f
 t
 h level
 , th
 e highes
 t fo
 rm o
 f listening
 , e
 m
 pathi
 c listening.



 


Whe
 n I s
 a
 y e
 m
 pathi
 c lis
 t
 ening
 , I a
 m no
 t r
 eferrin
 g t
 o the techniques of "acti
 ve" listening or "ref
 lec
 tiv
 e
 " listening
 , whic
 h basica
 l
 l
 y involv
 e m
 i
 mick
 i
 n
 g wha
 t anothe
 r p
 erso
 n says
 . That kin
 d o
 f listen
 in
 g is skill-base
 d
 , truncate
 d f
 r
 o
 m characte
 r an
 d rela
 tionship
 , an
 d of
 ten in
 su
 lts tho
 se "lis
 tened
 " to in such a w
 a
 y
 . I
 t is al
 s
 o e
 s
 sentiall
 y aut
 o
 biographi
 cal
 . I
 f yo
 u practic
 e those
 techniques
 , yo
 u m
 a
 y no
 t projec
 t you
 r autobiogr
 a
 p
 h
 y in th
 e actua
 l interact
 ion
 , bu
 t y
 our m
 otiv
 e i
 n list
 ening is autobiog
 r
 aph
 i
 cal
 . Yo
 u l
 i
 ste
 n wi
 t
 h r
 e
 flectiv
 e skills
 , bu
 t yo
 u lis
 t
 e
 n wit
 h int
 e
 n
 t t
 o rep
 l
 y,
 t
 ocontrol
 , t
 o m
 anipulate.




W
 hen I say em
 pathi
 c l
 isten
 ing, I m
 e
 a
 n listen
 i
 n
 g wit
 h i
 nten
 t t
 o under
 sta
 nd
 . I m
 e
 an s
 ee
 k
 i
 ng
 f
 ir
 s
 t t
 o understand, to really understand. It'
 s an entirely different paradigm
 .



Empathi
 c (
 f
 ro
 m empathy
 ) l
 istenin
 g get
 s insid
 e another person'
 s fra
 m
 e of reference. You look out through it, you see the world the way they see the world, you understa
 nd t
 he
 ir paradigm
 , you understand how they feel.



Empath
 y i
 s no
 t sympa
 t
 hy
 . Sympa
 t
 h
 y i
 s a fo
 r
 m o
 f agree
 m
 e
 nt
 , a for
 m o
 f jud
 g
 m
 ent
 . And
 it is sometime
 s th
 e mor
 e appropriat
 e e
 m
 otio
 n a
 n
 d response
 . Bu
 t peopl
 e oft
 e
 n fee
 d o
 n s
 y
 m
 pa
 t
 h
 y
 . I
 t m
 akes them dependent. The e
 ssence of e
 m
 pathic listenin
 g is not that you agree w
 ith so
 m
 eo
 n
 e; it'
 s tha
 t yo
 u fully
 , deeply
 , unde
 rstan
 d t
 h
 a
 t person
 , e
 m
 otionall
 y a
 s wel
 l a
 s intellectually.




Empathi
 c listenin
 g involve
 s muc
 h mo
 r
 e t
 h
 a
 n r
 eg
 i
 s
 t
 er
 i
 ng
 , ref
 lecting
 , o
 r ev
 en und
 erstanding the wo
 rd
 s t
 ha
 t a
 r
 e sa
 i
 d
 . C
 omm
 un
 i
 c
 a
 tion
 s e
 xpert
 s est
 i
 mate
 , i
 n fac
 t
 , tha
 t only




1
 0 perc
 e
 n
 t o
 f ou
 r co
 mmun
 icatio
 n i
 s rep
 res
 en
 te
 d b
 y th
 e word
 s we say
 . Anothe
 r 3
 0 percen
 t is
 represente
 d b
 y ou
 r sounds
 , an
 d 6
 0 percen
 t b
 y o
 u
 r bod
 y language
 . I
 n empa
 t
 hi
 c listening
 , you liste
 n wit
 h you
 r ears
 , bu
 t yo
 u also
 , an
 d m
 or
 e i
 m
 portantly
 , liste
 n wit
 h you
 r eye
 s an
 d wi
 t
 h you
 r hear
 t
 .



Yo
 u liste
 n fo
 r feeling
 , fo
 r m
 ean
 i
 ng
 . Yo
 ulist
 e
 n fo
 r behav
 i
 or
 . Yo
 uus
 e you
 r righ
 tbr
 a
 i
 n a
 s w
 ell as your lef
 t. You sense, you intuit
 , yo
 u feel
 . E
 mpathi
 c listenin
 g i
 s s
 o powerfu
 l becaus
 e i
 t g
 i
 v
 e
 s yo
 u ac
 c
 ura
 t
 e dat
 a t
 o wor
 k w
 ith
 . Inste
 a
 d o
 f projectin
 g you
 r ow
 n autobiograph
 y an
 d as
 s
 u
 m
 ing
 tho
 ught
 , fee
 l
 ings
 , motiv
 e
 s
 , an
 d inte
 rp
 retation
 , you
 '
 r
 e d
 ealin
 g wit
 h th
 e realit
 y insid
 e another p
 erson
 '
 s hea
 d an
 d heart
 . You
 '
 r
 e listenin
 g t
 o understand.




You'
 re focused on receiving the deep co
 mm
 un
 i
 ca
 ti
 o
 n o
 f ano
 t
 he
 r hu
 m
 a
 n sou
 l
 .


 


I
 n a
 d
 ditio
 n
 , e
 m
 pat
 h
 i
 c li
 s
 te
 n
 in
 g i
 s t
 h
 e ke
 y t
 o m
 ak
 i
 n
 g d
 epos
 its in E
 m
 o
 tion
 al B
 an
 k A
 cc
 oun
 ts,
 because no
 t
 h
 in
 g y
 ou d
 o i
 s a depos
 i
 t un
 l
 es
 s t
 h
 e o
 t
 he
 r pe
 r
 so
 n p
 e
 rceives it as such. You can wor
 k you
 r f
 ing
 ers to th
 e bon
 e t
 o m
 ak
 e a deposit
 , onl
 y t
 o hav
 e i
 t tur
 n in
 to a wi
 th
 d
 raw
 al whe
 n a pe
 rs
 on
 regards you
 r eff
 orts as man
 i
 pulat
 iv
 e
 , self-s
 erv
 i
 ng
 , int
 i
 mid
 a
 ting
 , o
 r conde
 scending b
 ecause you don'
 t understand what really m
 a
 tt
 e
 r
 s t
 o h
 i
 m
 .



E
 m
 pa
 t
 h
 i
 c li
 s
 t
 en
 i
 n
 g i
 s
 , i
 n an
 d o
 f it
 se
 lf
 , a tr
 e
 m
 e
 n
 d
 o
 u
 s d
 e
 pos
 i
 t i
 n the Em
 otional Bank Account. It'
 s deepl
 y therapeuti
 c an
 dhealin
 g becaus
 ei
 t give
 s apers
 o
 n "psychologica
 l air.




I
 f al
 l th
 e ai
 r wer
 e sudd
 e
 nl
 y suck
 e
 d ou
 t o
 f t
 h
 e ro
 o
 m you
 '
 r
 e i
 n r
 igh
 t now
 , wha
 t woul
 d h
 a
 ppe
 n to you
 r interes
 t i
 n thi
 s book
 ? Y
 o
 u wo
 uldn
 '
 t ca
 r
 e abou
 t the book
 ; yo
 u wou
 ldn'
 t care abou
 t any
 th
 ing
 except getting air. Survival would be your only m
 o
 tivation.



Bu
 t n
 o
 w tha
 t yo
 u hav
 e ai
 r
 , it doesn
 '
 t motivat
 e you
 . Th
 is is o
 n
 e o
 f th
 e gr
 eat
 est in
 sig
 h
 ts i
 n th
 e f
 ield of huma
 n motivations
 : S
 atisf
 i
 e
 d need
 s d
 o n
 o
 t m
 o
 tivate
 . It
 '
 s onl
 y th
 e unsatisfie
 d n
 ee
 d t
 h
 a
 t motivates
 . Nex
 t t
 o physica
 l surviva
 l
 , th
 e greates
 t nee
 d o
 f a h
 u
 ma
 n bein
 g i
 s p
 s
 ychological surv
 i
 va
 l -
 - t
 o b
 e understood, to be affi
 rm
 ed, to be validated, to be appreciated.



Whe
 n yo
 u l
 i
 ste
 n wit
 h e
 m
 pa
 t
 h
 y t
 o a
 n
 ot
 he
 r per
 son
 , yo
 u gi
 ve tha
 t per
 so
 n psycho
 l
 og
 i
 ca
 l air. An
 d afte
 r tha
 t vita
 lnee
 d i
 s m
 e
 t
 , yo
 uca
 n the
 n focu
 so
 n influencin
 g o
 r p
 roble
 m solving.




Th
 i
 s nee
 d f
 o
 r psycho
 l
 og
 i
 ca
 l air i
 m
 pa
 cts comm
 unicat
 i
 on in every area of life.


 


I taugh
 t thi
 s conc
 ep
 t a
 t a s
 e
 m
 i
 na
 r i
 n Chic
 a
 g
 o o
 n
 e tim
 e, and I inst
 ruct
 ed the par
 tic
 ipa
 nts to pract
 ice e
 m
 pathi
 c listenin
 g durin
 g t
 h
 e evening
 . Th
 e nex
 t morning
 , a m
 a
 n c
 a
 m
 e u
 p t
 o m
 e al
 m
 o
 st bursting with news.



"Le
 t m
 e tel
 l yo
 u wha
 t h
 a
 ppen
 e
 d las
 t n
 ight,
 " h
 e said. "I w
 as t
 rying to c
 los
 e a big com
 m
 ercial real estat
 e dea
 l whil
 e I wa
 s her
 e i
 n Chicago
 . I m
 e
 t wit
 h th
 e princip
 a
 ls
 , thei
 r attorneys
 , and anoth
 er rea
 l estat
 eagen
 t w
 h
 o ha
 d ju
 s
 t b
 ee
 n b
 r
 ough
 t in w
 ith an alternative proposal.


 


"I
 t look
 e
 d a
 s i
 f I wer
 e goin
 g t
 o los
 e t
 h
 e d
 e
 al
 . I had been working on this dea
 l fo
 r ove
 r si
 x mon
 t
 h
 s and
 , i
 n a ver
 y rea
 l sense
 , al
 l m
 y egg
 s wer
 e i
 n th
 i
 s on
 e bask
 e
 t
 . A
 l
 l o
 f t
 he
 m
 . I panicked. I did everything I could -- I pulled out all the stops -- I use
 d every sale
 s tec
 hni
 que I cou
 ld
 . Th
 e f
 in
 al s
 to
 p w
 a
 s t
 o s
 a
 y
 , 'Cou
 l
 d w
 e d
 e
 la
 y t
 h
 i
 s d
 eci
 s
 i
 o
 n j
 us
 t a littl
 e longer
 ?' Bu
 t the
 m
 o
 m
 e
 ntu
 m wa
 s s
 o stron
 g an
 d th
 ey w
 ere so d
 isg
 u
 sted b
 y h
 av
 in
 g th
 is thin
 g g
 o o
 n s
 o long
 , i
 t was
 obvious they were going to close.



"S
 o I sa
 id t
 o m
 y
 sel
 f
 , '
 W
 ell
 , wh
 y no
 t tr
 y it
 ? W
 hy n
 ot practic
 e wha
 t I lea
 rne
 d toda
 y a
 nd see
 k firs
 t t
 o understan
 d
 , the
 n t
 o b
 e understood
 ? I
 '
 v
 e go
 tnothin
 g t
 o lose.'




"
 I ju
 st s
 ai
 d t
 o th
 e m
 an
 , 'L
 et m
 e s
 ee i
 f I r
 eall
 y un
 d
 erstan
 d w
 ha
 t yo
 ur po
 sitio
 n is an
 d w
 h
 at yo
 u
 r concerns about m
 y recomm
 end
 ations really ar
 e. Wh
 e
 n you feel I understand the
 m
 , the
 n we'
 ll see whether m
 y proposal has any relevance or not.'



"
 I reall
 y trie
 d t
 o p
 ut mysel
 f i
 n hi
 s shoes
 . I tried to verbalize his n
 eed
 s an
 d concerns
 , an
 d he
 began t
 o ope
 n up.




"Th
 e mo
 r
 e I sense
 d an
 d e
 xp
 resse
 d t
 h
 e thing
 s h
 e was worried ab
 out, the resu
 lts he anticip
 ated, the m
 o
 re he opened up.



"F
 inal
 ly, in the m
 iddle of our conv
 ersat
 ion, he stood up, w
 alked ove
 r to th
 e phone
 , and d
 iale
 d h
 i
 s w
 i
 f
 e
 . Pu
 t
 t
 i
 n
 g h
 i
 s h
 a
 n
 d ov
 e
 r t
 h
 e m
 ou
 t
 hp
 iece, he said, '
 Y
 ou'
 ve got the deal.'



"
 I wa
 stotall
 y du
 m
 bfounded,
 " h
 etol
 d m
 e
 . "
 Istil
 l am thi
 s m
 orning.



 


H
 e ha
 d mad
 e a hug
 e deposi
 t i
 n th
 e Emotiona
 l B
 a
 n
 k Accoun
 t b
 y givin
 g th
 e m
 a
 n p
 sychological a
 ir. W
 h
 e
 n i
 t co
 m
 e
 s righ
 t dow
 n t
 o it
 , othe
 r t
 h
 ing
 s bein
 g relativel
 y e
 qual
 , th
 e hu
 m
 a
 n dyn
 amic
 i
 s m
 or
 e i
 m
 portan
 ttha
 n th
 e te
 chnica
 l dim
 ension
 s o
 f th
 e deal.




Seekin
 g firs
 t t
 o understand
 , diagnosin
 g befor
 e y
 o
 u prescrib
 e
 , i
 s hard. It
 's s
 o muc
 h easi
 er in th
 e sho
 rt ru
 n to h
 an
 d so
 m
 eon
 e a p
 air o
 fg
 lasses tha
 t hav
 efi
 t yo
 u s
 owel
 l thes
 e m
 an
 yyears.




Bu
 t i
 n th
 e lon
 g run
 , i
 t severel
 y deplet
 e
 s bo
 t
 h P a
 n
 d PC
 . Yo
 u c
 a
 n'
 t ac
 h
 i
 ev
 e m
 ax
 i
 m
 u
 m interdependen
 t prod
 u
 ctio
 n fro
 m a
 n ina
 cc
 u
 rat
 e under
 standin
 g o
 f wher
 e othe
 r p
 e
 opl
 e a
 r
 e c
 o
 m
 i
 n
 g f
 r
 o
 m
 . An
 d y
 o
 u ca
 n
 '
 t hav
 e i
 n
 t
 e
 r
 pe
 r
 so
 n
 a
 l P
 C -
 - h
 i
 g
 h E
 m
 o
 ti
 ona
 l Ban
 k Account
 s -
 - i
 f the




people you relate w
 ith don
 '
 t reall
 y f
 ee
 lunderstood.



 


Empathi
 c listenin
 g i
 s als
 o risky
 . I
 t t
 ake
 s a grea
 t d
 e
 a
 l o
 f securi
 t
 y t
 o g
 o int
 o a deep li
 s
 t
 en
 i
 n
 g experienc
 e becaus
 e yo
 u ope
 n yoursel
 f u
 p t
 o b
 e influenced
 . Yo
 u beco
 m
 e vu
 ln
 erable.
 It'
 s a paradox, in a sense, be
 cause in order to have influence, you have to be in
 fl
 ue
 nc
 ed. Tha
 t m
 eans you have to really understand.



Tha
 t
 '
 s wh
 y Habit
 s 1
 , 2
 , an
 d 3 a
 r
 e s
 o foundat
 i
 o
 na
 l
 . Th
 e
 y giv
 e yo
 u th
 e c
 h
 angeles
 s inne
 r core,
 th
 e principl
 e cen
 ter
 , f
 ro
 m whic
 h yo
 u ca
 n handl
 e th
 e m
 o
 r
 e outwa
 r
 d vulnerabilit
 y wit
 h peac
 e and
 strength.



 






Diagnose Before You Prescribe



A
 lthoug
 h it
 '
 s risk
 y an
 d hard
 , see
 k f
 i
 rs
 t t
 o und
 e
 rstand
 , o
 r diagnos
 e b
 ef
 o
 re yo
 u p
 resc
 rib
 e, is a co
 rrec
 t principl
 e m
 a
 ni
 f
 e
 stin
 g m
 an
 y ar
 ea
 s o
 f li
 fe
 . I
 t
 's th
 e m
 ar
 k o
 f al
 l tru
 e pro
 f
 essionals
 . It
 's critical for the optom
 etrist, it'
 s critical for the phy
 sician
 . Yo
 u wou
 l
 d
 n
 '
 t h
 av
 e an
 y c
 on
 fi
 denc
 e in
 a do
 ct
 o
 r'
 s p
 re
 s
 cri
 p
 ti
 o
 n unless you had confidence in the diagnosis



Whe
 n ou
 r daughte
 r J
 e
 nn
 y wa
 s on
 l
 y t
 w
 o month
 s ol
 d, she w
 as sick on S
 at
 urday, the d
 ay of a footbal
 l g
 a
 m
 e i
 n ou
 r c
 om
 m
 u
 n
 it
 y th
 a
 t do
 m
 i
 na
 t
 e
 d t
 h
 e c
 o
 nsc
 i
 ou
 s
 ness of a
 lmost everyone.I
 t wa
 s an im
 portant gam
 e -- so
 m
 e 60,000 people were th
 ere. Sand
 ra and I wo
 uld like to have gone, bu
 t w
 e d
 idn
 '
 t w
 an
 t to leav
 e littl
 eJenny
 . H
 er vo
 m
 itin
 g an
 ddiarrhe
 a ha
 d u
 sconcerned




Th
 e doc
 t
 o
 r wa
 s a
 t tha
 t ga
 m
 e
 . H
 e wasn'
 t ou
 r persona
 l phy
 s
 ici
 an
 , bu
 t h
 e wa
 s th
 e on
 e o
 n cal
 l
 . W
 he
 n
 Jenny'
 s situation got worse, we decided we needed som
 e m
 edical a
 d
 vice



Sandr
 a diale
 d th
 e stadiu
 m a
 n
 d ha
 d hi
 m paged
 . I
 t wa
 s righ
 t a
 t a critica
 l tim
 e i
 n th
 e game
 , and
 sh
 e could sense on officious tone in his voice. "
 Y
 es
 ?"h
 e sa
 i
 d b
 ri
 sk
 l
 y
 . "
 W
 ha
 t i
 s it
 ?
 "



"This is Mrs. Covey, Doctor, and we'
 r
 e co
 ncerned about our daughter, Jenny."


 


"W
 hat'
 s the situatio
 n?
 " he asked.


 


Sand
 r
 a d
 es
 c
 ri
 be
 d t
 h
 e s
 y
 m
 p
 to
 m
 s an
 d h
 e said
 , "O
 k
 ay
 . I
 '
 l
 l cal
 l i
 n a pr
 e
 scription
 . Whic
 h is
 you
 r phar
 m
 acy
 ?
 "



Whe
 n sh
 e hun
 g up
 , S
 a
 ndr
 a fel
 t tha
 t i
 n he
 r rus
 h s
 h
 e hadn
 '
 t re
 a
 ll
 y give
 n h
 i
 m ful
 l dat
 a
 , bu
 t that wh
 a
 t she had told him was adequate.



"D
 o y
 o
 u thin
 kh
 e realize
 s tha
 t Jenn
 y i
 sjus
 t a newborn
 ?
 " Iaske
 d her
 "I'
 m sure he does," Sandra replied.



"But he'
 s not our doctor. He'
 s never even treated her." "
 W
 ell
 , I
 '
 m prett
 y sur
 eh
 e kno
 w
 s."




"
 A
 r
 e yo
 u w
 illin
 g t
 o giv
 e he
 r th
 e m
 e
 dicin
 e un
 less you'
 re ab
 so
 lu
 tely su
 re h
 e know
 s?
 " Sandra was silent. "W
 hat are w
 e go
 i
 n
 g t
 o do
 ?
 " sh
 e f
 i
 na
 ll
 y sa
 i
 d
 .



"Call him back," I said.


 


"Yo
 u cal
 lhi
 m back,
 " Sandr
 a r
 eplied.



 


S
 o I d
 id
 . H
 e w
 a
 s page
 d ou
 t o
 f th
 e g
 a
 m
 e onc
 e again
 . "D
 oc
 tor,
 " I sa
 i
 d
 , "whe
 n yo
 u called
 i
 n t
 h
 at prescription, did your realize that Jenny is just two m
 onths old?
 "



"No!" he exclaim
 ed. "I didn'
 t realize that
 . It
 '
 s goo
 d yo
 u calle
 d m
 e back. I'
 ll change the prescripti
 on i
 mm
 ediately."




If yo
 u don'
 t h
 av
 e conf
 id
 en
 ce in th
 e d
 iagno
 si
 s
 , yo
 u won
 '
 t hav
 econ
 f
 idenc
 e i
 n th
 eprescription.



 


This principle is also true in sales. An effect
 ive sal
 e
 sperso
 n firs
 t seek
 s t
 o understan
 d the
 needs, the c
 oncerns, the situat
 ion of the custom
 er
 . Th
 e a
 m
 ate
 u
 r sales
 m
 a
 n sell
 s products
 ; the
 professional sells solutions to needs and problem
 s. It'
 s a to
 tally dif
 f
 erent app
 ro
 ach. Th
 e professional learns how to diagnose, how to understand. He als
 o lear
 ns how t
 o r
 e
 l
 at
 e pe
 ople
 '
 s needs to his products and services. A
 n
 d
 , h
 e h
 as t
 o h
 av
 e t
 h
 e i
 n
 t
 e
 g
 rit
 y t
 o sa
 y
 , "
 M
 y p
 r
 o
 d
 uc
 t o
 r se
 r
 v
 i
 c
 e
 w
 il
 l no
 t m
 e
 e
 t t
 h
 a
 t n
 ee
 d
 " i
 f i
 t w
 il
 l n
 ot
 . D
 iagnos
 in
 g b
 ef
 ore yo
 u p
 rescr
 ibe is als
 o fund
 a
 m
 en
 t
 a
 l t
 o law.
 Th
 e prof
 e
 ss
 i
 ona
 l lawye
 r firs
 t gather
 s th
 e fact
 s t
 o underst
 a
 n
 d t
 h
 e situation
 , t
 o underst
 a
 n
 d the la
 ws and precedents, before p
 r
 eparing a case.



A good lawyer alm
 o
 st writes the opposing a
 tt
 orney
 '
 s cas
 ebe
 f
 or
 e h
 e wr
 it
 e
 s h
 i
 s own
 .


 


It
 '
 s a
 l
 s
 o tru
 e i
 n produc
 t design
 . Ca
 n yo
 u i
 m
 a
 g
 in
 e so
 m
 eo
 n
 e i
 n a comp
 an
 y say
 i
 ng
 , "This cons
 um
 e
 r research stuff is for t
 h
 e birds. Le
 t'
 s design produc
 t
 s.
 " I
 n o
 t
 he
 r w
 o
 rd
 s
 , forget und
 erstandin
 g the consu
 m
 er
 '
 s buyin
 g h
 abit
 s an
 d motive
 s -
 - jus
 t desig
 n products
 . I
 t woul
 d never work.




A goo
 d enginee
 r wil
 l understan
 d th
 e forces
 , t
 h
 e stresses at w
 o
 rk
 , b
 ef
 o
 re de
 sign
 in
 g th
 e b
 ridg
 e. A goo
 d teache
 r wil
 l asses
 s th
 e clas
 s befor
 e teaching
 . A goo
 d studen
 t wil
 l un
 d
 e
 r
 sta
 n
 d b
 efor
 e h
 e app
 li
 es
 . A goo
 d paren
 t wil
 l understan
 d be
 f
 or
 e e
 v
 alua
 t
 io
 n o
 r judging
 . Th
 e ke
 y t
 o g
 ood
 judg
 m
 en
 t i
 s understan
 d
 ing
 . B
 y j
 u
 dgin
 g first
 , a perso
 n wil
 l neve
 r full
 yunderstand.




See
 k firs
 t t
 o understan
 d i
 s a correc
 t princip
 l
 e eviden
 t i
 n al
 l a
 rea
 s o
 f li
 f
 e
 . I
 t
 '
 s a generic, common-denominat
 or pr
 i
 n
 ciple
 , bu
 t i
 t ha
 s it
 s greates
 t powe
 r i
 n th
 e are
 a o
 f interpersonal
 relation
 s.


 






Four Autobiographical Responses



B
 ecaus
 e w
 e liste
 n a
 u
 t
 ob
 i
 og
 ra
 ph
 ically
 , w
 e te
 n
 d t
 o re
 spon
 d in on
 e o
 f fou
 r way
 s. W
 e ev
 alu
 ate
 -- we eith
 er agree or d
 isagree; we pro
 be -- we as
 k question
 s from our own fram
 e of reference
 ; we advise -- we give counsel base
 d on our own experience; or we interp
 ret -- w
 e try to figure people ou
 t, to exp
 lain th
 eir m
 otives
 , thei
 rbehavior
 , base
 d o
 n ou
 r ow
 n m
 otive
 s an
 dbehavior.




These respo
 n
 ses com
 e natura
 lly to us. W
 e are deeply scr
 ipted in the
 m
 ; we live aroun
 d m
 odels of t
 h
 e
 m al
 l t
 h
 e ti
 m
 e
 . Bu
 t ho
 w d
 o t
 h
 e
 y affect our ability to really understand?



I
 f I
 '
 m t
 r
 yin
 g to c
 o
 mmun
 i
 cat
 e wit
 h m
 y so
 n
 , ca
 n h
 e feel free to open hi
 m
 s
 elf up to m
 e when I ev
 alu
 ate everythin
 g h
 esay
 s befor
 e h
 ereall
 y explain
 s it
 ? A
 m Igivin
 g hi
 m psychologi
 cal air?




An
 d ho
 w doe
 s h
 e fee
 l whe
 n I probe
 ? Probin
 g is p
 laying 20 questions. I
 t's




auto
 biograp
 hical, i
 t controls
 , an
 d i
 t inv
 ades
 . It
 '
 s als
 o l
 o
 gical
 , an
 d t
 h
 e languag
 e o
 f logi
 c is differ
 e
 n
 t f
 r
 o
 m th
 e l
 a
 ng
 u
 ag
 e o
 f sent
 i
 men
 t a
 n
 d e
 m
 o
 tion
 . Yo
 u ca
 n pla
 y 2
 0 question
 s al
 l d
 a
 y a
 n
 d no
 t f
 i
 n
 d ou
 t wha
 t
 '
 s i
 m
 portan
 t t
 o som
 e
 on
 e
 . Co
 ns
 tan
 t prob
 in
 g i
 s on
 e o
 f th
 e mai
 n rea
 son
 s par
 ents
 d
 o no
 tge
 t clos
 e t
 o th
 ei
 rchildren.




"How
 '
 s i
 t going
 , s
 o
 n
 ?
 " "F
 i
 n
 e."



"
 W
 ell
 , what
 '
 s bee
 n happenin
 g lately
 ?
 " "
 No
 t
 h
 ing.
 "



"So what'
 s exciting at school?
 " "
 N
 o
 t m
 uch
 ."



"An
 d wha
 t ar
 eyou
 r plan
 s fo
 rth
 e weekend
 ?
 " "
 I don
 '
 t know."




You can'
 t get him off the phone talking with hi
 s friends
 , bu
 t al
 l h
 e give
 s yo
 u i
 s one
 - and
 two-word answers. Your house is a m
 otel where he eats and sleeps, but he never shares, never opens up.



An
 d whe
 n yo
 u thin
 k abou
 t it
 , honestly
 , wh
 y sho
 ul
 d he
 , i
 f e
 v
 e
 r
 y t
 i
 m
 e h
 e doe
 s o
 pe
 n u
 p h
 i
 s so
 f
 t underbelly
 , yo
 uelephan
 t sto
 m
 p i
 t wit
 haut
 o
 biographi
 ca
 l advic
 ean
 d "
 I tol
 dyo
 u so
 '
 s."




W
 e are so d
 eeply sc
 rip
 te
 d in thes
 e re
 spon
 ses tha
 t w
 e don
 '
 t ev
 e
 n realiz
 e whe
 n w
 e u
 s
 e th
 e
 m
 . I hav
 e t
 a
 ugh
 t t
 hi
 s concep
 t t
 o thous
 a
 nd
 s o
 f peopl
 e i
 n s
 e
 m
 i
 nar
 s ac
 r
 os
 s th
 e c
 ountry
 , an
 d i
 t n
 e
 ver f
 ail
 s t
 o sho
 ck the
 m deepl
 y a
 s w
 e rol
 e
 -pla
 y e
 m
 p
 athi
 c listenin
 g situa
 ti
 on
 s an
 d th
 ey f
 inall
 y begi
 n t
 o list
 en t
 o thei
 r ow
 n typica
 l re
 s
 p
 onses
 . Bu
 t a
 s the
 y begi
 n t
 o s
 e
 e h
 o
 w t
 h
 ey n
 o
 rmall
 y respon
 d an
 d lear
 n ho
 w t
 o liste
 n w
 it
 h e
 m
 pathy
 , the
 y ca
 n se
 e th
 e dra
 m
 ati
 c result
 s i
 n co
 m
 munica
 ti
 on. To ma
 n
 y
 , seek first to understand becom
 e
 s the m
 o
 st exciting
 , th
 e m
 o
 s
 t i
 m
 m
 ed
 i
 ate
 l
 y applicabl
 e
 , o
 f al
 l th
 e Seve
 n Habits.




Le
 t
 '
 s tak
 e a loo
 k a
 t wha
 t wel
 l m
 i
 gh
 t b
 e a typ
 ical co
 m
 m
 un
 ica
 ti
 o
 n b
 etw
 ee
 n a fathe
 r a
 n
 d his
 t
 eenag
 e son
 . Loo
 k a
 t th
 e fat
 her'
 s words i
 n term
 s of th
 e four differen
 t response
 s w
 e hav
 e just
 described.



"Boy
 , D
 ad
 , I
 '
 v
 e ha
 dit
 ! Schoo
 l i
 s fo
 r th
 e birds!"




"
 W
 hat
 '
 s th
 e m
 atter
 , Son
 ?
 " (pr
 obing).



 


"It
 '
 s tot
 all
 y i
 m
 practical
 . I don
 '
 t ge
 t a thin
 gou
 t o
 f it."



 


"
 W
 ell
 , yo
 u jus
 t can
 '
 t se
 e th
 e b
 e
 nefit
 s yet
 , S
 o
 n
 . I fel
 t the sam
 e way when I was your age." I remem
 b
 er thinking wh
 at a waste som
 e of the classes w
 ere. But those clas
 ses turned out to be the m
 ost help
 f
 u
 l t
 o m
 elate
 r on
 . Jus
 t han
 gi
 n there
 . Giv
 e i
 t so
 m
 e ti
 m
 e
 " (advising).




"I'v
 e g
 i
 ve
 n i
 t 1
 0 year
 s o
 f m
 y l
 if
 e
 ! C
 a
 n yo
 u tel
 l m
 e wha
 t goo
 d '
 x plu
 s y
 ' i
 s goin
 g t
 o b
 e t
 o me a
 s a
 n auto m
 echanic?"



"A
 n aut
 o m
 echanic
 ? You
 '
 v
 e go
 t t
 o b
 e k
 idding
 " (e
 v
 aluating).



 


"
 N
 o
 , I
 '
 m no
 t. Loo
 k a
 t Joe
 . H
 e'
 s qui
 t s
 chool
 . H
 e'
 s workin
 g o
 n car
 s
 . An
 d h
 e'
 s m
 aking l
 o
 t
 s o
 f m
 oney. Now that'
 s practical."



"I
 t m
 a
 y l
 oo
 k tha
 t w
 a
 y now
 . Bu
 t s
 evera
 l year
 s down the road, Joe'
 s goi
 n
 g to wish he'
 d stayed in school
 . Yo
 u don'
 t wa
 n
 t t
 o b
 e an au
 to m
 ech
 an
 ic. Yo
 u n
 e
 ed an edu
 c
 at
 io
 n to p
 repa
 re yo
 u for
 som
 eth
 ing bette
 r tha
 nthat
 " (advi
 si
 ng).




"
 I don
 '
 t know
 . Joe
 '
 s go
 t a prett
 ygoo
 d set-up."



 


"Look
 , Son
 ,hav
 e yo
 u reall
 ytried
 ?
 " (probing
 , evaluating).



 


"I
 '
 v
 e bee
 n i
 n hig
 h schoo
 l tw
 o years now
 . S
 ure I'
 ve tried. It'
 s just a w
 ast
 e."


 


"That
 '
 s a high
 ly respecte
 d school
 , Son
 . G
 i
 v
 e the
 m alittl
 e cre
 dit
 "(advising
 , evaluating).
 "W
 ell, the other guys feel the sam
 e way I do."



"Do you realize how m
 any sacrifi
 ces your m
 o
 th
 e
 r and I have m
 ade to get you to where you are? You can'
 t quit when you'
 ve com
 e this far" (evaluating).



"
 I kno
 w you
 '
 v
 esacrificed
 , Dad
 . Bu
 t it
 '
 s jus
 t no
 twort
 h it."



 


"Look
 , mayb
 e i
 f yo
 u sp
 en
 t mor
 e t
 i
 m
 e doin
 g yo
 u
 r hom
 ewor
 k and less tim
 e in front of TV." (advising, eva
 l
 ua
 ti
 ng
 )
 .



"Look
 , Dad
 . It
 '
 s jus
 t n
 o good
 . Oh
 , n
 eve
 r m
 i
 nd
 ! I don
 '
 t w
 an
 t t
 o ta
 lk abou
 t thi
 sanyway."



 


Obviously, his father was well-intended. Obv
 iou
 sly
 , h
 e w
 a
 n
 te
 d t
 o help
 . Bu
 t di
 d h
 e ev
 e
 n begi
 n to reall
 yunderstand?




Let'
 s look more carefully at the son -- not ju
 st his words, but his thoughts and feelings (expressed parenthetically below) and the possible effect of so
 m
 e of his dad'
 s autobiographical responses.



"Boy
 , D
 ad
 , I'
 v
 e h
 ad it! S
 choo
 l is f
 or th
 e b
 ird
 s!" (
 I w
 an
 t t
 o ta
 lk w
 it
 h you
 , t
 o ge
 t you
 rattention.)
 "W
 hat'
 s the m
 atter, Son?
 " (You'
 re interested! Good!)
 "It
 '
 s t
 o
 t
 all
 y i
 m
 p
 r
 ac
 ti
 c
 a
 l
 . I d
 on
 '
 t ge
 t a t
 h
 i
 n
 g ou
 t o
 f i
 t." (I'
 ve got a problem wi
 th school, and I feel just terrible.



"
 W
 ell
 , yo
 u j
 us
 t can
 '
 t se
 e t
 h
 e ben
 e
 fit
 s yet
 , son
 . I f
 e
 l
 t th
 e s
 a
 m
 e wa
 y wh
 e
 n I wa
 s you
 r ag
 e
 .
 " (Oh, no
 ! Her
 e c
 o
 me
 s Ch
 a
 pte
 r thre
 e o
 f D
 a
 d
 '
 s au
 t
 obiog
 r
 aphy
 . T
 hi
 s isn
 '
 t wha
 t I wan
 t t
 o ta
 l
 k about
 . I don
 '
 t rea
 lly car
 e ho
 w m
 a
 n
 y m
 ile
 s h
 e ha
 d t
 o trudg
 e th
 roug
 h th
 e sn
 o
 w to schoo
 l withou
 t an
 y boot
 s. I w
 ant to get to th
 e prob
 le
 m
 .
 ) "
 I r
 e
 m
 e
 m
 b
 e
 r th
 i
 nk
 i
 n
 g wha
 t a wast
 e s
 o
 m
 e o
 f the class
 es w
 er
 e. Bu
 t tho
 se c
 lasse
 s tu
 rn
 ed ou
 t t
 o b
 e th
 e mos
 t help
 f
 u
 l t
 o m
 e late
 r on
 . Jus
 t han
 g i
 n there
 . Giv
 e i
 t some
 ti
 m
 e.
 " (Ti
 m
 e won
 '
 t sol
 vem
 y proble
 m
 . I wis
 h I coul
 dtel
 l you
 . I wis
 h I coul
 djus
 t spi
 t i
 t o
 ut.)




"I'v
 e giv
 e
 n i
 t 1
 0 year
 s o
 f m
 y l
 i
 fe
 ! Ca
 n yo
 u tel
 l m
 e wha
 t goo
 d '
 x p
 l
 u
 s y
 ' i
 s goin
 g t
 o d
 o m
 e a
 s a
 n au
 t
 o m
 echanic?"



"A
 n aut
 o m
 e
 chanic
 ? You
 '
 v
 e go
 t t
 o b
 e k
 idd
 i
 ng.
 " ( H
 e wou
 ld
 n
 '
 t li
 k
 e m
 e i
 f I w
 er
 e a
 n a
 u
 t
 o m
 echanic. H
 e wou
 l
 dn
 '
 t li
 k
 e m
 e i
 f I d
 i
 dn
 '
 t f
 i
 n
 i
 s
 h school. I have to justify what I said.)



"
 N
 o
 , I
 '
 m no
 t. Loo
 k a
 t Joe
 . H
 e'
 s qui
 t s
 chool
 . H
 e'
 s workin
 g o
 n car
 s
 . An
 d h
 e'
 s m
 aking l
 o
 t
 s o
 f m
 oney. Now that'
 s practical."



"I
 t m
 a
 y loo
 k tha
 t w
 a
 y n
 o
 w
 . Bu
 t se
 ve
 r
 a
 l yea
 r
 s down the road, Joe'
 s goi
 n
 g to wish he'
 d stayed in school.
 " (Oh
 , Boy
 ! her
 e com
 e
 s lectur
 e numbe
 r 1
 6 o
 n th
 e va
 lu
 e o
 f an educ
 atio
 n.
 ) "Yo
 u don'
 t wan
 t t
 o b
 e a
 n a
 u
 t
 o m
 e
 c
 ha
 n
 ic.
 " (Ho
 w d
 o yo
 u kno
 w that
 , Dad
 ? D
 o yo
 u reall
 y hav
 e any
 ide
 a wha
 t I want?)




"Yo
 u n
 eed an edu
 catio
 n to p
 rep
 areyo
 u fo
 r so
 m
 ethin
 g b
 ette
 r tha
 n that."



 


"
 I don
 '
 t know
 . Joe
 '
 s go
 t a prett
 y goo
 d set-up.
 " (H
 e
 '
 s no
 t a failure
 . H
 e didn
 '
 t finis
 h school an
 d he'
 s not a failure.)



"Look
 , Son
 , hav
 e y
 o
 u reall
 y tried
 ?
 " (
 W
 e
 '
 r
 e beatin
 g aroun
 d th
 e bush
 , Dad
 . I
 f you
 '
 d just
 listen
 , I reall
 y nee
 d t
 o tal
 k t
 o yo
 u abou
 tso
 m
 ethin
 g im
 portant.)




"I
 '
 v
 e bee
 n i
 n hig
 h schoo
 l tw
 o years now
 . S
 ure I'
 ve tried. It'
 s just a w
 ast
 e."



"
 Tha
 t
 '
 s a h
 ig
 h
 l
 y r
 espec
 t
 e
 d sch
 o
 o
 l
 , So
 n
 . G
 iv
 e t
 h
 e
 m a little cre
 dit." (Oh, great. Now we'
 re talking credibility
 . I wis
 h I coul
 d tal
 k abou
 twha
 t I wan
 t t
 o ta
 lkabout.)




"W
 ell, the other guys feel the sam
 e way I do." (I have som
 e credibility, too. I'
 m not a m
 o
 ron.)
 "Do you realize h
 o
 w m
 any sacrifices your mothe
 r an
 d I hav
 e m
 ad
 e to ge
 t y
 o
 u w
 he
 r
 e yo
 u a
 r
 e
 ?
 "
 (Uh-oh, here com
 es the guilt trip. Maybe I am a m
 o
 ron
 . Th
 e schoo
 l
 '
 s grea
 t
 , Mo
 m an
 d Dad
 ar
 e grea
 t
 , and I'
 m a m
 o
 ron.) "You can'
 t quit when you'
 ve com
 e this far."



"
 I kno
 w you
 '
 v
 esacrificed
 , Dad
 . Bu
 t it
 '
 s jus
 t no
 twort
 h it.
 " (Yo
 ujus
 t don
 '
 tunderstand.)



 


"Look, m
 aybe if you spent m
 o
 re tim
 e doing your hom
 ew
 or
 k and less tim
 e in fron
 t o
 f TV..."
 (Th
 at'
 s no
 t th
 e probl
 e
 m
 , Dad
 ! Tha
 t
 '
 s no
 t i
 t a
 t all
 ! I'l
 lneve
 r b
 e abl
 et
 o tel
 l you
 . I wa
 sdum
 b to try.)




"Look
 , Dad
 . It
 '
 s jus
 t n
 o good
 . Oh
 , n
 eve
 r m
 i
 nd
 ! I don
 '
 t w
 an
 t t
 o ta
 lk abou
 t thi
 sanyway."



 


C
 an yo
 u see ho
 w lim
 ited w
 e are wh
 en w
 e try to understan
 d anothe
 r pe
 rso
 n o
 n th
 e b
 asis of
 word
 s alone
 , especiall
 y whe
 n we
 '
 r
 e lookin
 g a
 t tha
 t perso
 n throug
 h ou
 r ow
 n g
 lasse
 s
 ? C
 a
 n yo
 u s
 ee ho
 w li
 m
 itin
 g o
 ur a
 u
 t
 ob
 io
 g
 rap
 h
 ica
 l re
 sp
 o
 n
 se
 s ar
 e t
 o a p
 e
 r
 so
 n w
 h
 o i
 s genu
 i
 ne
 l
 y tr
 y
 in
 g t
 o get
 u
 s t
 o understan
 d hi
 s autobiography?




Yo
 u wil
 l neve
 r b
 e abl
 e t
 o trul
 y ste
 p insid
 e anoth
 e
 r person
 , t
 o se
 e th
 e wor
 l
 d a
 s h
 e see
 s it
 , until yo
 u develop the pur
 e desi
 re, th
 e s
 tren
 gth of perso
 nal cha
 rac
 te
 r, and the po
 sitiv
 e Em
 otional Bank A
 ccoun
 t, a
 s we
 l
 l a
 s t
 h
 e e
 m
 pa
 t
 h
 i
 c li
 s
 te
 n
 i
 n
 g sk
 ill
 s t
 o d
 o it.




Th
 e sk
 ill
 s
 , t
 h
 e ti
 p o
 f t
 h
 e ice
 b
 er
 g o
 f e
 m
 pa
 t
 h
 ic listen
 ing
 , invo
 lv
 e f
 o
 u
 r d
 ev
 elopmen
 tal s
 tag
 es



Th
 e firs
 t an
 d leas
 t eff
 e
 ctiv
 e i
 s t
 o m
 i
 mi
 c cont
 e
 nt
 . Thi
 s i
 s th
 e skil
 l taugh
 t i
 n "acti
 ve
 " or "re
 f
 lectiv
 e" listening
 . W
 ithou
 t th
 e characte
 r an
 d relationshi
 p base
 , i
 t i
 s oft
 e
 n insultin
 g t
 o peop
 l
 e an
 d cause
 s the
 m to clos
 e up
 . It is, how
 ev
 er, a f
 irst
 -
 stag
 e sk
 ill be
 cau
 se it a
 t leas
 t cause
 s yo
 u t
 o listen
 t
 o wh
 at
 '
 s b
 e
 in
 g sai
 d M
 i
 mick
 i
 n
 g c
 o
 nten
 t i
 s easy
 . Y
 o
 u jus
 t liste
 n t
 o th
 e w
 o
 rd
 s tha
 t co
 m
 e ou
 t of
 so
 m
 eone
 '
 s m
 out
 h an
 d yo
 u repea
 t the
 m
 . You
 '
 r
 ehardl
 y ev
 en usin
 gyou
 r brai
 n a
 tall




"Boy
 , D
 ad
 , I
 '
 v
 e ha
 dit
 ! Schoo
 l i
 s fo
 r th
 e birds!" "You
 '
 v
 e ha
 d it
 . Yo
 uthin
 k s
 choo
 l i
 s fo
 rth
 e birds."




Yo
 u hav
 e e
 ssentiall
 y r
 e
 peate
 d b
 a
 c
 k th
 e cont
 e
 n
 t of what was being said. You haven'
 t evaluated or probed or advised or interpreted. You'
 ve at least showed you'
 re paying attentio
 n
 to his words. But to understand, you want to do m
 o
 re.


 


Th
 e secon
 d stag
 e o
 f empathi
 c listenin
 g i
 s t
 o rephras
 e th
 e content
 . I
 t
 '
 s a littl
 e m
 o
 r
 e ef
 f
 e
 ctive,
 bu
 t it
 '
 s stil
 lli
 m
 ite
 d t
 o th
 everba
 l co
 mm
 u
 n
 i
 cation




"Boy
 , D
 ad
 , I
 '
 v
 e ha
 dit
 ! Schoo
 l i
 s fo
 r th
 e birds!" "Yo
 u d
 o
 n
 '
 t wan
 t t
 o g
 o t
 oscho
 o
 l any
 m
 ore."




Thi
 s t
 i
 m
 e
 , you
 '
 v
 e pu
 t hi
 s m
 e
 anin
 g in
 t
 o you
 r o
 w
 n words
 . No
 w you
 '
 r
 e think
 in
 g a
 b
 ou
 t wha
 t he said
 , m
 o
 stly w
 ith th
 e lef
 t sid
 e, th
 e reasoning
 , logica
 lsid
 e o
 f th
 ebrain.




Th
 e thi
 rdstag
 e bring
 s you
 rr
 igh
 t brai
 n int
 ooperat
 ion
 . Yo
 u reflec
 tfeeling. "Boy
 , D
 ad
 , I
 '
 v
 e ha
 d it
 ! Schoo
 li
 s fo
 r th
 e birds!"




"You'
 re feeling really frustrated."


 


Now you'
 re not paying as m
 uch attentio
 n to what he'
 s saying as you are t
 o th
 e wa
 y h
 e feels
 abou
 t wh
 at h
 e'
 s say
 ing
 . Th
 e fou
 rth s
 tage inclu
 de
 s bo
 th th
 e secon
 d an
 d th
 e thi
 rd
 . Yo
 u reph
 rase the content and reflect the feeling.



"Boy
 , D
 ad
 , I
 '
 v
 e ha
 dit
 ! Schoo
 l i
 s fo
 r th
 e birds!"
 "You'
 re really frustrated about school."



Frus
 t
 ra
 ti
 o
 n i
 s t
 h
 e f
 ee
 li
 n
 g
 ; sch
 o
 o
 l i
 s t
 h
 e c
 o
 n
 t
 en
 t
 . You'
 re using both sides of your brain to understand both sides of his comm
 unication.



Now, what happens when you us
 e fourth stage em
 pathic listening skills is really incredible. A
 s yo
 u authenticall
 y see
 k t
 o und
 e
 rstand
 , a
 s yo
 u r
 e
 phras
 e conte
 n
 t an
 d reflec
 t feeling
 , you
 give him p
 s
 ychologica
 l air
 . Yo
 u al
 s
 o he
 l
 p hi
 m wor
 k th
 r
 oug
 h hi
 s ow
 n thought
 s an
 d fee
 l
 ings
 . As
 h
 e gro
 w
 s i
 n hi
 s con
 f
 idenc
 e o
 f you
 r sincer
 e d
 es
 i
 r
 e t
 o reall
 y lis
 ten an
 d und
 erstand
 , the b
 ar
 rie
 r between what'
 s going on inside him and what'
 s actual
 ly bein
 g c
 o
 mmun
 i
 cate
 d t
 o yo
 u d
 isappears.
 I
 t open
 s a soul-to-sou
 l flow
 . H
 e
 '
 s no
 t thinkin
 g an
 d f
 eelin
 g on
 e th
 i
 n
 g an
 d co
 mm
 u
 n
 ic
 atin
 g another.
 H
 e begin
 s t
 o trus
 t yo
 u wit
 h h
 is inn
 erm
 o
 st tend
 er f
 eeling
 s an
 d though
 ts.



"Boy
 , D
 ad
 , I'v
 e ha
 d it
 ! S
 c
 hoo
 l i
 s fo
 r t
 h
 e bi
 r
 ds!
 " (
 I w
 a
 n
 t t
 o t
 al
 k w
 i
 t
 h yo
 u t
 o g
 e
 t your attenti
 on.)




"You'
 re really frustrated about school." (That'
 s right! That'
 s how I feel.)



"I sure am
 . It'
 s totally im
 practica
 l
 . I
 '
 m no
 t ge
 tt
 in
 g a t
 h
 i
 n
 g ou
 t o
 f it
 .
 "



"Yo
 u fee
 llik
 e sch
 ool
 '
 s no
 tdo
 in
 g yo
 u an
 y good
 ." (L
 et m
 e think -- is that w
 hat I m
 ean?
 )



"
 W
 ell
 , yeah
 . I
 '
 m jus
 t no
 t learnin
 g anythin
 g that'
 s goin
 g t
 o hel
 p m
 e
 . I me
 an
 , loo
 k a
 t Joe.
 H
 e
 '
 s dropp
 e
 d ou
 t o
 f s
 c
 hoo
 l an
 d h
 e
 '
 s work
 i
 n
 g o
 n ca
 r
 s
 . He
 '
 s m
 akin
 g money
 . No
 w that
 '
 s practical."



"You feel that Joe really has the right idea." (W
 ell...)



"
 W
 ell
 , I gues
 s h
 e doe
 s i
 n a way
 . He
 '
 s reall
 y m
 akin
 g m
 o
 ne
 y now
 . Bu
 t i
 n a fe
 w y
 ear
 s I bet he'
 ll probably be ticked off at him
 self."



"
 Yo
 u t
 h
 i
 n
 k Joe
 '
 s go
 i
 n
 g t
 o f
 eel he m
 ade the wrong decision."


 


"
 H
 e
 '
 s go
 t to
 . Jus
 t loo
 k a
 t wha
 t he
 '
 s givin
 g u
 p
 . I m
 e
 an
 , i
 f yo
 u d
 o
 n
 '
 t hav
 e a
 n education
 , you
 jus
 t can
 '
 t m
 ak
 e i
 t i
 nthi
 s world."




"Educatio
 n i
 s reall
 y i
 m
 portant."



 


"Oh
 , y
 eah
 ! I m
 e
 a
 n
 , i
 f yo
 u don
 '
 t hav
 e a dip
 l
 oma
 , i
 f yo
 u can
 '
 t ge
 t job
 s o
 r g
 o t
 o c
 o
 l
 l
 ege
 , wha
 t ar
 e yo
 u goin
 g t
 o d
 o
 ? You
 '
 v
 e jus
 tgo
 t t
 o ge
 t a
 n education."




"It'
 s im
 portant to your future.
 "


 


"I
 t is
 . And
 ,yo
 u kno
 w what
 ? I
 '
 m reall
 y worried
 . Listen
 ,y
 o
 u won
 '
 t tel
 lMo
 m
 , wil
 l you
 ?
 " "Yo
 u d
 o
 n
 '
 t wan
 ty
 o
 u
 r m
 othe
 r t
 ofin
 d out."




"
 W
 ell
 , no
 t really
 . Oh
 , I gues
 s yo
 u c
 a
 n tel
 l her
 . Sh
 e
 '
 l
 l p
 r
 ob
 abl
 y f
 i
 n
 d ou
 t any
 w
 ay
 . Look
 , I too
 k th
 i
 s tes
 t today
 , thi
 s read
 ing test
 . And
 , Dad
 , the
 y sai
 d I'
 m readin
 g o
 n a fou
 rth-g
 rad
 e lev
 el
 . Fou
 rth g
 rad
 e! An
 d I
 '
 m i
 n junio
 rhig
 h school!"




Wha
 t a differenc
 e rea
 l understandin
 g ca
 n m
 ake
 ! All the w
 ell-m
 eaning advice in th
 e world won'
 t a
 m
 ount to a hill of beans if we'
 re not even addressing the real problem
 . And we'
 ll never g
 et to th
 e p
 rob
 lem if w
 e
 '
 re so caugh
 t u
 p in ou
 r ow
 n autobiography
 , ou
 r o
 w
 n paradig
 m
 s
 , tha
 t we
 don
 '
 t tak
 e of
 f ou
 rglasse
 s lon
 g eno
 u
 g
 h t
 o se
 eth
 e worl
 d fro
 m anothe
 rpoin
 t o
 f vi
 ew
 .



"I'
 m go
 in
 g t
 o f
 lunk
 , D
 ad
 . I gu
 es
 s I f
 igu
 re if I
 '
 m goin
 g t
 o f
 lunk
 , I m
 i
 gh
 t a
 s wel
 l quit
 . But
 I don
 '
 t wan
 t t
 o quit."




"You feel torn. You'
 re in the m
 iddle of a dilemm
 a." "
 W
 ha
 t d
 o yo
 uth
 in
 k I shoul
 d do
 , Dad
 ?
 "



B
 y seeking f
 irst to un
 derstand, th
 is f
 ath
 er ha
 s ju
 st tu
 rne
 d a t
 ransact
 ional opportunity into a transfor
 m
 ational opportunity. Instead of interacting on a surf
 ace
 , get-the-job-don
 e lev
 el o
 f communication
 , h
 e h
 a
 s create
 d a sit
 uatio
 n i
 n whi
 ch h
 e ca
 n no
 w ha
 ve tr
 ans
 f
 o
 r
 m
 i
 n
 g i
 m
 pac
 t
 , no
 t o
 n
 l
 y o
 n hi
 s so
 n bu
 t als
 o on the relationsh
 i
 p
 . B
 y se
 tti
 n
 g as
 id
 e h
 i
 s o
 w
 n autob
 iog
 raph
 y an
 d real
 ly se
 eki
 n
 g to understa
 n
 d
 , h
 e ha
 s m
 ad
 e a trem
 endou
 s deposi
 t i
 n the
 Emotiona
 l Ban
 k Accoun
 t an
 d ha
 s empowere
 d hi
 s so
 n t
 o op
 en
 , laye
 r upo
 n l
 ayer
 , an
 d t
 o ge
 t t
 o the rea
 l issue.




No
 w fathe
 r an
 d so
 n ar
 e o
 n th
 e s
 a
 m
 e sid
 e o
 f th
 e tabl
 e look
 i
 n
 g a
 t th
 e probl
 e
 m
 , inste
 a
 d o
 f on
 opposit
 eside
 s lookin
 g acros
 s a
 t eac
 h other
 . Th
 e so
 n i
 s o
 p
 en
 in
 g h
 is fath
 er
 '
 s au
 to
 b
 iog
 rap
 hy
 an
 d askin
 g fo
 r advice.



Even as th
 e f
 athe
 r b
 e
 gins to cou
 nsel, how
 ever, he need
 s to be s
 en
 sitiv
 e to his son'
 s commun
 ication
 . A
 s lon
 g a
 s th
 e respons
 e i
 s logical
 , th
 e f
 athe
 r ca
 n e
 ff
 e
 ctivel
 y as
 k que
 stion
 s and giv
 ecounsel
 . Bu
 t th
 e m
 o
 m
 en
 t th
 e re
 spon
 se b
 eco
 me
 s emo
 tion
 al, h
 e need
 s t
 o g
 o bac
 k t
 o e
 m
 pathic
 l
 istening.




"
 W
 ell
 , I ca
 nse
 e so
 m
 e thing
 s yo
 u m
 i
 gh
 twan
 t t
 o c
 o
 nsider."
 "Like what, Dad?
 "



"Lik
 e gettin
 g som
 e specia
 l hel
 p w
 it
 h you
 r r
 e
 ading
 . Mayb
 e th
 ey h
 av
 e som
 e kin
 d of
 tutoring progra
 m ove
 r a
 t th
 etec
 h school."




"I'v
 e alread
 y checke
 d in
 t
 o th
 at
 . I
 t take
 s tw
 o night
 s an
 d al
 l day Saturday
 . Tha
 t wou
 l
 d take s
 o m
 u
 ch tim
 e!"



Sensin
 g e
 m
 otio
 ni
 n tha
 t reply
 , th
 e fathe
 r m
 ove
 s bac
 kt
 o e
 m
 pathy. "That
 '
 s to
 o m
 uc
 h o
 f apric
 e t
 o pay."




"Besides
 , Dad
 , I tol
 dth
 e sixt
 h grader
 sI
 '
 d b
 e thei
 r coach." "Yo
 u d
 o
 n
 '
 t wan
 tt
 o le
 t the
 m d
 o
 wn."




"Bu
 t I
 '
 l
 l tel
 l yo
 u this
 , D
 a
 d
 . I
 f I reall
 y t
 hough
 t th
 at tutorin
 g cours
 e w
 o
 u
 l
 d he
 l
 p
 , I
 '
 d b
 e do
 w
 n ther
 e ever
 y night
 . I
 '
 d ge
 t so
 m
 eon
 eels
 e t
 o coac
 hthos
 e kids."




"You really want the help, but you doubt if the course will m
 ake a differen
 ce." "D
 o y
 outhin
 k i
 t would
 ,Dad
 ?
 "



The son is once m
 o
 re open and logical. He'
 s openin
 g h
 i
 s f
 athe
 r
 '
 s autobiogr
 a
 ph
 y again. No
 w th
 e fathe
 rha
 s anothe
 r opportunit
 y to inf
 lu
 en
 ce an
 d tran
 sfo
 rm.




There a
 r
 e tim
 es when transform
 ation requires n
 o outside counsel. Often whe
 n peopl
 e ar
 e real
 ly give
 n th
 e chan
 c
 e t
 o ope
 n up
 , t
 he
 y unr
 a
 ve
 l thei
 r ow
 n p
 r
 obl
 e
 m
 s an
 d th
 e solution
 s become clea
 r t
 o the
 m i
 n th
 e pro
 cess.




A
 t oth
 er t
 i
 mes
 , th
 ey reall
 y nee
 d addit
 i
 ona
 l p
 erspe
 c
 tiv
 e an
 d h
 elp
 . Th
 e ke
 y i
 s t
 o g
 enuinel
 y seek th
 e we
 l
 f
 ar
 e o
 f th
 e indiv
 i
 dual
 , t
 o list
 en wit
 h e
 m
 pathy
 , t
 o le
 t th
 e perso
 n ge
 t t
 o th
 e problem and the solutio
 n a
 t hi
 s ow
 n pac
 e an
 d ti
 m
 e. Laye
 r upo
 n laye
 r -
 - it'
 s li
 k
 e pe
 eli
 n
 g a
 n onio
 n unti
 l yo
 u get
 t
 o th
 e so
 f
 t inn
 er core.


 


Wh
 en p
 eop
 le are rea
 lly hu
 rtin
 g an
 d yo
 u really li
 sten w
 ith a pu
 re d
 esir
 e t
 o und
 erstand
 , you
 '
 ll
 b
 e amaze
 d ho
 w fas
 t the
 y wil
 l ope
 n up
 . The
 y wan
 t t
 o ope
 n up
 . Chi
 l
 d
 r
 e
 n de
 speratel
 y wan
 t to op
 en up
 , e
 v
 e
 n m
 or
 e t
 o thei
 r pa
 rent
 s tha
 n t
 o thei
 r pe
 ers
 . An
 d t
 he
 y w
 i
 ll
 , i
 f the
 y f
 ee
 l thei
 r parents
 wil
 l lov
 e the
 m uncondit
 io
 nall
 y an
 d wil
 l b
 e faithf
 u
 l t
 o th
 e
 m afte
 r
 ward
 s a
 n
 d no
 t judg
 e o
 r ridicule the
 m
 .



If you really seek to understand
 , withou
 t hyp
 o
 cris
 y an
 d withou
 t guile, there will be tim
 es wh
 en yo
 u wil
 l b
 e lite
 ra
 ll
 y stunne
 d w
 i
 t
 h th
 e pur
 e knowled
 g
 e an
 d understan
 d
 in
 g t
 h
 a
 t w
 il
 l f
 lo
 w to
 y
 o
 u f
 r
 o
 m anothe
 r huma
 n being
 . I
 t isn
 '
 t eve
 n al
 way
 s necessar
 y t
 o t
 al
 k i
 n o
 rde
 r t
 o e
 m
 pathize
 . In
 fact
 , so
 met
 i
 me
 s word
 s ma
 y j
 us
 t g
 e
 t i
 n you
 r way
 . That'
 s on
 e ver
 y i
 m
 por
 tan
 t reaso
 n why techniqu
 e alon
 e wil
 l no
 t work
 . Tha
 t k
 in
 d o
 f u
 nd
 erstan
 d
 in
 g tran
 scen
 d
 s techn
 iqu
 e. Iso
 lated technique only gets in the way.



I hav
 e gon
 e th
 roug
 h th
 e skill
 s o
 f e
 mpathic lis
 ten
 ing b
 ecause skill is an important pa
 rt of any habit
 . W
 e n
 e
 e
 d t
 o h
 a
 v
 e th
 e sk
 ill
 s
 . B
 u
 t l
 e
 t m
 e re
 ite
 ra
 t
 e tha
 tth
 e skill
 s w
 ill not be effective unless the
 y co
 m
 e f
 r
 o
 m a sincer
 e desir
 e t
 o understand
 . People resent an
 y a
 tt
 e
 m
 p
 t t
 o m
 an
 i
 pu
 l
 at
 e th
 em
 . I
 n f
 act
 , i
 f you
 '
 r
 e d
 ealin
 g w
 ith p
 eop
 le you'
 re clo
 se to
 , it'
 s help
 f
 u
 l t
 o tel
 l the
 m wh
 a
 t you
 '
 r
 edoing.




"
 I rea
 d thi
 s boo
 k ab
 ou
 t l
 i
 stenin
 g a
 n
 d e
 m
 path
 y a
 n
 d I though
 t a
 bou
 t m
 y re
 l
 ationsh
 ip w
 i
 t
 h y
 o
 u.
 I realize
 d I haven
 '
 t listen
 e
 d t
 o yo
 u lik
 e I shou
 ld
 . Bu
 t I w
 an
 t to
 . It'
 s h
 ard fo
 r m
 e. I m
 ay b
 lo
 w it at tim
 es, but I'm going to work at it. I really care about you and I want to understand
 . I hope
 you
 '
 l
 l hel
 p m
 e.
 " A
 ff
 irm
 in
 g you
 r mo
 tive is a hug
 e d
 epo
 sit.



Bu
 t i
 f y
 o
 u'r
 e no
 t sincere
 , I w
 o
 uldn
 '
 t eve
 n tr
 y i
 t
 . I
 t ma
 y creat
 e a
 n opennes
 s an
 d a vulnerability
 tha
 t wil
 l late
 r tur
 n t
 o you
 r ha
 r
 m wh
 e
 n a perso
 n discover
 s tha
 t yo
 u reall
 y didn
 '
 t care
 , yo
 u real
 l
 y d
 i
 d
 n
 '
 t w
 a
 n
 t to listen, and he'
 s left open, exposed, and hurt. T
 he t
 echn
 i
 qu
 e
 , t
 h
 e ti
 p of th
 e i
 ceberg,
 has to com
 e out of the m
 assive base of ch
 aracter underneath.


 


Now there are people who protest that em
 pathic li
 stenin
 g tak
 es to
 o muc
 h t
 i
 m
 e
 . I
 t m
 a
 y take
 a litt
 l
 e m
 o
 r
 e tim
 e initi
 a
 ll
 y bu
 t i
 t sa
 v
 e
 s s
 o m
 u
 c
 h ti
 m
 e do
 wnstrea
 m
 . Th
 e m
 os
 t e
 ffi
 c
 ien
 t th
 i
 ng
 yo
 u ca
 n d
 o i
 f yo
 u
 '
 re a do
 cto
 r an
 d w
 an
 t to p
 res
 crib
 e a w
 ise trea
 tm
 en
 t i
 s to m
 ak
 e an accurate di
 agnosis. You can'
 t say,



"I
 '
 m i
 n to
 o m
 uc
 h o
 f ahurry
 . I don
 '
 t hav
 e t
 im
 e t
 o m
 ak
 e adiagno
 sis
 . Jus
 ttak
 e thi
 s tre
 at
 m
 ent."



 


I rem
 e
 m
 b
 er w
 riting one tim
 e in a room on the north shore of Oahu, Ha
 waii. There was a sof
 t breez
 e bl
 o
 wing
 , an
 d s
 o I h
 ad opene
 d tw
 o window
 s -
 - on
 e a
 t the front an
 d on
 e at the si
 de
 -- to keep the room cool. I ha
 d a number o
 f papers laid out, chapter by chapter, on a large table
 .


 


Suddenly, th
 e breeze st
 arted pi
 ckin
 g up and bl
 ow
 in
 g m
 y p
 aper
 s about
 . I re
 m
 e
 m
 b
 e
 r the
 frantic sense of lo
 ss I felt becau
 se things were no longer in orde
 r, includin
 g unnum
 ber
 ed pages, and I began rushin
 g a
 roun
 d th
 e roo
 m tryin
 g desp
 e
 r
 atel
 y t
 o pu
 t th
 e
 m back
 . Final
 l
 y
 , I r
 ealize
 d i
 t wou
 l
 d b
 e be
 t
 t
 e
 r t
 o take 10 seconds and close one of the windows.



Em
 pathic lis
 tening tak
 es tim
 e, bu
 t i
 t does
 n
 '
 t t
 ak
 e anywher
 e nea
 r a
 s m
 u
 c
 h ti
 m
 e a
 s i
 t ta
 k
 e
 s to bac
 k u
 p an
 d corr
 ect m
 isund
 erstand
 i
 ng
 s wh
 en you'
 re alr
 ead
 y m
 ile
 s do
 w
 n th
 e ro
 ad
 , t
 o redo,
 t
 o liv
 e wit
 h un
 e
 xpress
 e
 d an
 d unsolve
 d probl
 e
 ms
 , t
 o dea
 l wit
 h th
 e result
 s o
 f no
 t giv
 in
 g people psychologica
 l air.




A discernin
 g em
 pathic listener can read what
 '
 s happ
 e
 nin
 g dow
 n de
 e
 p f
 a
 st
 , an
 d ca
 n show suc
 h acceptance
 , suc
 hunderstandi
 ng
 , tha
 t o
 th
 er peop
 lef
 eel saf
 e to op
 en u
 p laye
 r afte
 r l
 a
 ye
 r unt
 i
 l t
 he
 y ge
 t t
 o that soft inner core where the problem really lies.



Peopl
 e w
 a
 n
 t t
 o b
 e unde
 r
 stood
 . An
 d what
 e
 v
 e
 r i
 nvest
 m
 en
 t o
 f ti
 m
 e i
 t tak
 es t
 o d
 o tha
 t w
 ill
 bring m
 u
 ch greater retu
 rns of tim
 e as you work fr
 om a
 n accurate understanding of the problem
 s an
 d issu
 es an
 d fro
 m th
 e hig
 h E
 m
 otiona
 l Ban
 k A
 c
 coun
 t t
 ha
 t resu
 lts wh
 en a p
 erso
 n f
 eels d
 eep
 ly understood.


 


Understanding and Perception
 A
 s y
 o
 u l
 e
 a
 r
 n t
 o li
 s
 te
 n deep
 ly t
 o o
 t
 he
 r p
 eople, you will dis
 cover tremendous differences in perception. Yo
 u wil
 l als
 o begi
 n t
 o app
 reciate th
 e im
 pact that these d
 iffer
 en
 ces can have as people try to work together in interdependent situations.



Y
 o
 u se
 e th
 e youn
 g wo
 m
 a
 n
 ; I se
 e th
 e ol
 d la
 dy
 . An
 d bo
 th o
 f u
 s can b
 e righ
 t.


 


You m
 ay look at the worl
 d through spouse-cen
 tered glasses; I m
 ay se
 e it
 through the m
 oney-centere
 d len
 s o
 f econo
 m
 i
 c concern.




Yo
 u m
 a
 y b
 e scripte
 di
 n th
 e Abundanc
 e Mentality
 ; I m
 a
 y b
 escripte
 d i
 n th
 eScarcit
 y Mentality.



 


You m
 ay approach problem
 s from a highly visual
 , intuitive, holistic right-brain paradigm
 ; I m
 ay be ve
 r
 y l
 e
 f
 t b
 r
 a
 i
 n
 , ve
 r
 ysequen
 ti
 a
 l
 , an
 alytical, and verbal in m
 y approach.



Our perceptions can be vastly different. An
 d ye
 t w
 e bot
 h hav
 e l
 ived with our paradigm
 s for y
 ears, thinkin
 g t
 h
 e
 y ar
 e "
 f
 act
 s,
 " an
 d questionin
 g t
 h
 e chara
 cte
 r o
 r th
 e menta
 l competenc
 e o
 f anyone
 wh
 o can
 '
 t
 "se
 e th
 efacts."



 


N
 o
 w
 , w
 i
 t
 h a
 l
 l ou
 r d
 if
 f
 e
 r
 e
 n
 ces
 , w
 e
 '
 r
 e tr
 y
 i
 n
 g t
 o w
 ork togeth
 er -
 - in a m
 arriage, in a job, in a comm
 unity service project -- to m
 anage resources and accom
 p
 lis
 h results. So how do we d
 o it? H
 o
 w d
 o w
 e transcen
 d th
 e li
 m
 it
 s o
 f ou
 r i
 n
 dividual perceptions so tha
 t we c
 a
 n deep
 ly communi
 cate, so that w
 e can cooperatively deal wit
 h th
 e issue
 s an
 d c
 o
 m
 e u
 p w
 i
 t
 h w
 i
 n
 -
 w
 i
 n solutions?




Th
 e an
 swe
 r i
 s Hab
 i
 t 5
 . It
 '
 s t
 h
 e f
 ir
 s
 t s
 t
 e
 p i
 n t
 h
 e process of wi
 n-win. Even if (and e
 specia
 ll
 y when) the other person is not com
 ing from th
 at paradigm
 , seek first to understand.



This principle worked powerfully for one ex
 ecutiv
 e wh
 o share
 d w
 it
 h m
 e th
 e f
 o
 llowing
 experience.




"
 I wa
 s work
 i
 n
 g w
 it
 h a smal
 l comp
 a
 n
 y tha
 t wa
 s i
 n th
 e proce
 s
 s o
 f negotia
 t
 i
 n
 g a c
 o
 nt
 rac
 t wit
 h a larg
 e nation
 a
 l bankin
 g institution
 . Thi
 s instituti
 o
 n f
 le
 w in their law
 yers f
 ro
 m S
 an F
 rancisco, thei
 r negotiator from Ohio, and presidents of two of thei
 r la
 rg
 e bank
 s t
 o creat
 e a
 n ei
 ght-person
 n
 egoti
 a
 tin
 g tea
 m
 . Th
 e compan
 y I worke
 d wi
 th ha
 d d
 e
 cid
 ed t
 o g
 o fo
 r Win
 -
 W
 i
 n o
 r No Deal
 . T
 hey w
 ante
 d to signif
 ic
 antly increas
 e th
 e leve
 l o
 f servic
 e a
 n
 d th
 e cost
 , bu
 t the
 y ha
 d b
 e
 e
 n a
 l
 mo
 s
 t ove
 r
 whe
 l
 m
 e
 d w
 it
 h t
 h
 e de
 m
 and
 s o
 f this large financial institution.



"
 Th
 e p
 res
 i
 den
 t o
 f o
 u
 r c
 o
 m
 pa
 ny sat across th
 e negotiatin
 g table and told th
 em
 , 'W
 e would lik
 e fo
 r yo
 u t
 o writ
 e th
 e contrac
 t th
 e wa
 y yo
 u wan
 t i
 t so that we can m
 ake sur
 e w
 e u
 n
 derstand
 your needs and your concerns. W
 e will respond to thos
 e need
 s an
 d c
 o
 nc
 e
 rns
 . T
 he
 n w
 e c
 a
 n t
 a
 lk
 ab
 ou
 t pricing.'




"T
 he m
 e
 m
 b
 ers o
 f the ne
 gotiat
 ing tea
 m w
 ere overwhe
 l
 m
 ed
 . The
 y wer
 e a
 stound
 e
 d th
 at t
 h
 e
 y wer
 e g
 o
 i
 n
 g t
 o h
 av
 e t
 h
 e o
 p
 p
 or
 t
 un
 it
 y t
 o wr
 it
 e t
 h
 e c
 o
 n
 tr
 ac
 t
 . They took thr
 ee days to com
 e up with the idea.



"
 W
 h
 e
 n t
 h
 e
 y p
 re
 s
 e
 n
 te
 d i
 t
 , t
 h
 e p
 re
 s
 i
 d
 e
 n
 t s
 ai
 d
 , 'N
 o
 w let
 '
 s m
 ak
 e sur
 e w
 e understan
 d wha
 t you w
 ant.' An
 d h
 e wen
 t dow
 n th
 e contrac
 t
 , rephras
 i
 n
 g th
 e cont
 e
 n
 t
 , reflectin
 g th
 e feel
 i
 ng
 , unti
 l h
 e w
 a
 s su
 r
 e and they were sure he und
 erstood what was imp
 o
 rt
 ant to th
 em
 . 'Yes. That
 '
 s right
 . N
 o,
 th
 at'
 s no
 t ex
 actly wha
 t w
 e m
 ean
 t here...yes
 , you
 '
 v
 e go
 t i
 tnow.'




"
 W
 he
 n h
 e thoroughl
 y understoo
 d thei
 r persp
 e
 cti
 ve, he pro
 ceeded to explain som
 e concern
 s from his perspective. . .and they l
 istened. T
 hey w
 ere ready t
 o list
 en
 . The
 y weren
 '
 t f
 ighting
 f
 o
 r a
 ir
 . Wha
 t had started out as a very form
 al, low-trust, alm
 o
 st hostile at
 mos
 pher
 e ha
 d turned into a f
 ertile env
 ir
 on
 m
 en
 t f
 o
 r syn
 er
 gy.




"A
 t th
 e conclusio
 n o
 f th
 e discussions
 , th
 e m
 e
 m
 be
 r
 s o
 f th
 e negotiatin
 g tea
 m basicall
 y said
 , '
 W
 e wan
 t t
 o wor
 k wit
 h you
 . W
 e w
 a
 n
 t t
 o d
 o thi
 s deal
 . Jus
 t l
 e
 t u
 s kn
 o
 w w
 h
 a
 t t
 h
 e p
 ri
 c
 e i
 s an
 d w
 e
 '
 ll
 sign.
 '
 "


 


The
 n See
 k t
 o B
 e Understood



 


See
 k Firs
 t t
 o Understand
 , The
 n t
 o b
 e Understood
 . Knowin
 g ho
 w t
 o b
 e und
 e
 rstoo
 d i
 s t
 h
 e other hal
 f o
 f Habi
 t5
 , an
 d i
 s equall
 y critica
 li
 n reachin
 g win-wi
 nsolutions.




Earlier we defined maturity as the balance be
 tween cour
 age and co
 nsideration. S
 eeking to underst
 a
 n
 drequire
 s con
 s
 iderati
 on
 ; s
 e
 ekin
 g t
 o b
 e understoo
 d t
 a
 ke
 s courage
 . W
 i
 n-win require
 s a h
 i
 gh degre
 e o
 f both
 . S
 o i
 t bec
 o
 m
 e
 s im
 po
 rt
 an
 t i
 n i
 n
 te
 rdepen
 dent situations for us to be understood.



Th
 e earl
 y Greek
 s ha
 d a m
 a
 gn
 i
 f
 icen
 t philosoph
 y w
 h
 ic
 h i
 s embodie
 d i
 n thre
 e sequentially
 a
 rr
 ange
 d words: ethos, pathos, and logos. I su
 ggest the
 se thre
 e word
 s c
 ontai
 n th
 e ess
 e
 nc
 e of seeking first to understand and m
 aking effective presentation
 s.



Etho
 s i
 s you
 r persona
 l credibility
 , th
 e fait
 h peop
 le h
 av
 e in y
 ou
 r in
 teg
 ri
 ty an
 d co
 m
 p
 eten
 cy
 . It'
 s the trus
 t tha
 t yo
 u in
 s
 pire
 , you
 r Emotiona
 l B
 a
 n
 k Ac
 c
 ount
 . P
 athos is t
 he em
 pathic side -- it
 's




the f
 eeling
 . It m
 ea
 n
 s tha
 t yo
 u ar
 e i
 n align
 m
 en
 t w
 it
 h th
 e emotiona
 l t
 r
 u
 st o
 f ano
 th
 er p
 erson's
 commun
 ication
 . Logo
 s is th
 e logic
 , th
 e reasonin
 gpar
 t o
 f th
 e presentation.




No
 tice th
 e s
 equ
 en
 ce: etho
 s, p
 at
 ho
 s, logo
 s -- you
 r character
 , an
 d you
 r rel
 ationships
 , an
 d then th
 e logi
 c o
 f you
 r pr
 ese
 n
 tati
 on
 . Th
 i
 s re
 p
 res
 en
 t
 s ano
 t
 h
 e
 r m
 aj
 o
 r Paradig
 m Shi
 ft
 . Mos
 t people
 , in m
 ak
 in
 g presentation
 s
 , g
 o stra
 igh
 t t
 o th
 e l
 ogos
 , th
 e le
 ft-bra
 in logic
 , o
 f th
 e
 i
 r ideas
 . The
 y try
 t
 o convinc
 e ot
 he
 r peopl
 e o
 f th
 e validit
 y o
 f t
 ha
 t log
 ic withou
 t fir
 st takin
 g et
 ho
 s an
 d p
 a
 tho
 s into consideration.




I had an acquaintance who was very frustrated be
 cause his boss was locked in
 to wh
 at he felt w
 as an unproductiv
 e leadershi
 p style.




"
 W
 h
 y d
 oes
 n
 '
 t h
 e d
 o any
 t
 h
 in
 g
 ?
 " h
 e a
 s
 ke
 d m
 e
 . "
 I
 '
 v
 e talked to him about it
 , he
 's a
 war
 e of it
 , bu
 t h
 e doe
 s noth
 ing."




"
 W
 ell
 , wh
 y don
 '
 t yo
 u m
 ak
 e a
 neffectiv
 e presentat
 ion
 ?
 " I asked. "
 I d
 i
 d,
 " w
 a
 s t
 h
 e r
 ep
 l
 y
 .



"How do you define '
 effective'
 ? Who do they send back to school when the salesma
 n doesn'
 t sell -- the buyer? Eff
 ective m
 eans it works; it m
 eans P/
 PC. Did you create the change yo
 u wanted
 ? Di
 d yo
 u buil
 d th
 e relationshi
 p i
 n th
 e process
 ? W
 h
 a
 t wer
 e th
 e result
 s o
 f your
 presentation?
 "



"I told you, he didn'
 t do anything. He wo
 uldn'
 t listen."


 


"Then make an effective presentation. Y
 ou
 '
 v
 e go
 t t
 o e
 m
 pa
 t
 h
 i
 z
 e w
 it
 h h
 i
 s head
 . Yo
 u
 'v
 e g
 o
 t t
 og
 et int
 o hi
 s fr
 a
 m
 e o
 f mind
 . You
 '
 r
 e go
 t t
 o mak
 e you
 r poi
 n
 t s
 i
 mp
 l
 y an
 d vi
 s
 uall
 y an
 d d
 e
 scrib
 e the
 alter
 n
 ativ
 e h
 e i
 s i
 n f
 av
 o
 r o
 f bette
 r tha
 n h
 e ca
 n himsel
 f
 . T
 h
 a
 t wil
 l tak
 e so
 m
 e homework
 . Are
 yo
 u willin
 g t
 o d
 o that
 ?
 "



"
 W
 h
 y do I hav
 e t
 o g
 o through all that?
 " he asked


 


"I
 n othe
 r words
 , yo
 u w
 a
 n
 t h
 i
 m t
 o chang
 e hi
 s whol
 e leadersh
 i
 p styl
 e an
 d y
 ou
 '
 r
 e no
 t wi
 l
 lin
 g to ch
 ang
 e you
 r m
 etho
 d o
 fpresentati
 o
 n
 ?
 "



"
 I gues
 sso,
 " h
 e replied.



 


"
 W
 ell
 , then,
 " I sai
 d, "jus
 t s
 m
 il
 e abou
 t i
 t an
 d lear
 nt
 o liv
 e wit
 hit."
 "
 I can
 '
 t li
 v
 e w
 it
 h it
 ,
 " h
 e sa
 i
 d
 . "I
 t co
 m
 p
 ro
 m
 i
 se
 s m
 y i
 n
 t
 eg
 rit
 y.
 "



"Ok
 ay
 , th
 en g
 et to wo
 rk o
 n an eff
 ectiv
 e p
 resentation
 . Tha
 t
 '
 s i
 n you
 r Circl
 e o
 f Influenc
 e
 .
 " I
 n t
 h
 e end
 , h
 ewouldn
 '
 t d
 o it
 . T
 he investm
 ent seem
 ed too great.



Anoth
 er acquaint
 ance
 , a uni
 versit
 y pro
 f
 essor
 , wa
 s willin
 g t
 o pa
 y t
 h
 e price
 . H
 e approached
 m
 e o
 n
 e d
 a
 y an
 d sa
 id
 , "S
 t
 eph
 e
 n
 , I ca
 n
 '
 t ge
 t t
 o f
 i
 r
 s
 t bas
 e i
 n getting th
 e funding I need for m
 y researc
 h because m
 y r
 esea
 r
 c
 h i
 s r
 ea
 ll
 y no
 t i
 n t
 h
 e m
 a
 i
 ns
 tr
 eam of t
 h
 is departm
 ent'
 s interests."



A
 f
 t
 e
 r d
 i
 sc
 us
 s
 i
 n
 g h
 i
 s s
 i
 t
 ua
 ti
 o
 n a
 t s
 o
 m
 e l
 e
 n
 g
 t
 h
 , I suggested that he develo
 p a
 n effective p
 resen
 t
 atio
 n usin
 g eth
 o
 s
 , pathos
 , an
 d logos
 . "
 I kno
 w you
 '
 r
 e sincer
 e a
 n
 d th
 e researc
 h yo
 u w
 ant
 t
 o d
 o wou
 l
 d brin
 g g
 reat b
 en
 ef
 its. D
 e
 scri
 b
 e th
 e alterna
 tive the
 y are in f
 av
 o
 r of better than they can th
 em
 selv
 es. Sh
 o
 w tha
 t yo
 u understan
 d th
 e
 m i
 n d
 ep
 t
 h
 . Th
 e
 n carefull
 y explai
 n th
 e logic
 behind your request."



"
 W
 ell
 , I
 '
 l
 l try,
 " h
 e said.



 


"D
 o yo
 u w
 a
 n
 t t
 o practi
 c
 e wit
 h me
 ?
 " I ask
 ed
 . H
 e wa
 s will
 i
 ng
 , an
 d s
 o w
 e d
 re
 ss rehearse
 d hi
 s approach.




W
 h
 e
 n h
 e w
 en
 t in t
 o m
 ak
 e h
 i
 s p
 r
 esen
 t
 a
 ti
 on
 , he started by saying, "N
 ow let m
 e see if I f
 irst understan
 d wha
 t you
 r objective
 s are
 , an
 d wh
 a
 t you
 r con
 cern
 s a
 re abou
 t th
 is p
 resen
 ta
 tio
 n and m
 y recomm
 en
 d
 ation."



H
 e too
 k th
 e t
 i
 m
 e t
 o d
 o i
 t slowly
 , gradually
 . I
 n th
 e m
 i
 ddl
 e o
 f hi
 s presenta
 t
 i
 on
 , d
 e
 mons
 t
 r
 ating hi
 s d
 e
 pt
 h o
 f underst
 a
 nd
 i
 n
 g a
 nd r
 espec
 t fo
 r thei
 r poin
 t o
 f v
 i
 e
 w
 , a s
 e
 nio
 r professo
 r turne
 d t
 o anoth
 er professor
 , nodded
 ,t
 u
 rne
 d bac
 k t
 o hi
 m an
 d said
 , "You
 '
 v
 e go
 tyou
 r m
 oney."




Whe
 n yo
 u ca
 n presen
 t you
 r o
 w
 n idea
 s c
 l
 ear
 l
 y
 , specifically
 , visually
 , an
 d m
 o
 st
 im
 portant, con
 t
 ex
 t
 ua
 l
 ly -
 - i
 n the contex
 t o
 f a dee
 p unde
 rs
 tandin
 g o
 f thei
 r parad
 ig
 m
 s and
 concern
 s -
 - yo
 u significant
 ly increas
 e th
 e credibilit
 y o
 f you
 r ideas.



 


Yo
 u
 '
 r
 e no
 t w
 rapp
 ed u
 p i
 n you
 r "ow
 n thing,
 " d
 eliv
 erin
 g g
 ran
 d
 io
 se rhe
 tori
 c f
 ro
 m a so
 apbox.
 Yo
 u reall
 y understand
 . W
 h
 a
 t you
 '
 r
 e prese
 n
 tin
 g m
 a
 y ev
 en b
 e d
 iff
 ere
 n
 t f
 ro
 m wh
 at yo
 u h
 ad o
 rig
 in
 ally though
 t b
 ecaus
 e i
 n you
 r effor
 t t
 o understan
 d
 , yo
 u learned.




Habi
 t 5 lift
 s yo
 u t
 o gre
 a
 te
 r accuracy
 , greate
 r int
 e
 gri
 t
 y
 , i
 n y
 o
 ur p
 rese
 n
 tati
 on
 s
 . A
 nd p
 eop
 l
 e kn
 ow that
 . Th
 ey kno
 w y
 o
 u
 '
 r
 e p
 r
 esentin
 g t
 h
 e i
 dea
 s whi
 c
 h yo
 u g
 e
 nu
 i
 nel
 y beli
 e
 v
 e
 , takin
 g all know
 n fact
 s an
 d perception
 s int
 o consideration
 , tha
 twil
 l benefi
 t everyone.




One-on-One


 


Habi
 t 5 i
 s power
 f
 u
 l becaus
 e i
 t i
 s righ
 t i
 n th
 e m
 i
 ddl
 e o
 f you
 r Circl
 e o
 f I
 n
 fluence. Many f
 acto
 rs in interdependen
 t situation
 s ar
 e i
 n you
 r Circl
 e o
 f Co
 n
 cern -
 - p
 ro
 b
 lem
 s, d
 isag
 ree
 m
 ents
 , circum
 stances, other people'
 s beha
 v
 i
 or
 . An
 d i
 f yo
 u focu
 s you
 r energie
 s ou
 t there, you deplete them with little positive results.



But you can always seek first to understand. Th
 at'
 s som
 ething that'
 s within your control. An
 d a
 s yo
 u d
 o that
 , a
 s yo
 u fo
 c
 u
 s o
 n you
 r Circl
 e o
 f Influen
 c
 e
 , y
 o
 u really
 , deepl
 y understan
 d other people
 . Yo
 u hav
 e ac
 c
 u
 r
 a
 t
 e inf
 o
 r
 m
 a
 ti
 o
 n t
 o w
 o
 r
 k w
 it
 h
 , yo
 u ge
 t t
 o th
 e h
 ear
 t o
 f matter
 s quickly,
 yo
 u buil
 d Emotion
 al B
 a
 n
 k Ac
 c
 oun
 t
 s
 , a
 n
 d yo
 u giv
 e peopl
 e th
 e p
 s
 ycho
 log
 ical ai
 r the
 y nee
 d so you can work together effectively.



It
 '
 s th
 e I
 ns
 i
 de-Ou
 t approach
 . An
 d a
 s yo
 u d
 o it
 , watc
 h wha
 t h
 a
 ppen
 s t
 o you
 r Ci
 r
 cl
 e of I
 n
 f
 lu
 enc
 e. Because you really listen, you becom
 e influenceable
 . A
 n
 d be
 i
 n
 g in
 f
 l
 ue
 n
 c
 e
 ab
 l
 e i
 s t
 h
 e ke
 y t
 o in
 f
 l
 uencin
 g others
 . You
 r circl
 e begin
 s t
 o expand
 . Yo
 u increas
 e you
 r abilit
 y to i
 n
 f
 l
 uenc
 e m
 an
 y o
 f t
 h
 e t
 h
 i
 ng
 s in your Circle of Concern.



An
 d watc
 h wha
 t h
 a
 pp
 e
 n
 s t
 o you
 . Th
 e mor
 e d
 e
 e
 pl
 y yo
 u understan
 d othe
 r peopl
 e, th
 e m
 ore yo
 u w
 ill appreciate them
 , the m
 o
 re reverent you will feel about them
 . To touch the soul of ano
 th
 er hu
 m
 an bein
 g i
 s t
 o wal
 ko
 n h
 o
 l
 y ground.




H
 a
 bi
 t 5 i
 s so
 m
 e
 thin
 g yo
 u c
 an practic
 e righ
 t now
 . Th
 e nex
 t ti
 m
 e yo
 u communicat
 e with a
 n
 yone
 , yo
 u ca
 n p
 u
 t asid
 e you
 r ow
 n autobiograph
 y a
 n
 d g
 e
 nuinel
 y see
 k t
 o understand
 . Ev
 en
 wh
 en peop
 l
 e don'
 t want to open up about their problem
 s, you can be e
 m
 pathic. You can se
 ns
 e their he
 art
 s, yo
 u can sens
 e th
 e hurt
 , an
 d yo
 u ca
 n resp
 o
 n
 d
 , "
 Y
 o
 u s
 e
 e
 m dow
 n tod
 ay.
 " Th
 e
 y ma
 y sa
 y noth
 ing
 . That
 '
 s al
 l r
 igh
 t. You
 '
 v
 e show
 nunderstandin
 g an
 d respect.




Don'
 t pu
 s
 h
 ; b
 e patient
 ; b
 e respec
 t
 f
 ul
 . Pe
 o
 p
 le do
 n'
 t ha
 v
 e t
 o op
 en u
 p v
 er
 b
 all
 y b
 ef
 o
 r
 e you
 ca
 n em
 pathize. You can em
 pathize all the tim
 e with thei
 r behavior. You can be discerning, sensitive, and awa
 r
 e an
 dyo
 u ca
 n li
 v
 e outsid
 eyou
 r a
 u
 tobiograph
 y w
 he
 ntha
 t i
 s needed.




And if you'
 re highly proactive, you can create opportunities to do preventiv
 e wor
 k. You don'
 t hav
 e t
 o w
 ai
 t u
 n
 ti
 l you
 r so
 n o
 r daught
 er ha
 s a p
 r
 obl
 e
 m wit
 h schoo
 l o
 r yo
 u hav
 e yo
 u
 r n
 e
 xt
 b
 u
 si
 n
 ess negotiat
 io
 n t
 o see
 kfirs
 t t
 o understand.




Spen
 d t
 i
 m
 e wit
 h you
 r ch
 ildre
 n n
 ow
 , one-on
 -
 one
 . Liste
 n t
 o th
 e
 m
 ; underst
 a
 n
 d th
 e
 m
 . Loo
 k at you
 r ho
 m
 e
 , a
 t schoo
 l life
 , a
 t th
 e challenge
 s an
 d th
 e prob
 le
 m
 s th
 ey
 '
 re f
 acing
 , throug
 h their eyes
 . Bu
 ild th
 e E
 m
 otiona
 lBan
 k Account
 . Giv
 e the
 m air.




G
 o ou
 t wit
 hyou
 r spous
 e o
 n a regul
 a
 r basis
 . H
 av
 e dinne
 r o
 r d
 o somethin
 g togethe
 r yo
 u both enjoy
 . L
 iste
 n t
 o eac
 h other
 ;see
 k t
 o underst
 and
 . S
 ee lif
 e th
 roug
 h each other'
 s eyes.



M
 y da
 il
 y ti
 m
 e w
 i
 th Sa
 nd
 r
 a i
 s s
 o
 m
 e
 th
 i
 n
 g I wou
 l
 dn'
 t trade for anything. As well as seek
 ing to understan
 deac
 h other
 , w
 e of
 t
 e
 n tak
 e t
 i
 m
 e t
 o actuall
 y practic
 e em
 pathic l
 isten
 ing sk
 il
 ls to help u
 s in co
 mm
 unicatin
 gwi
 th ou
 r children.




W
 e o
 f
 te
 n shar
 e ou
 r dif
 f
 er
 e
 n
 t p
 e
 rception
 s o
 f th
 e situation
 , an
 d w
 e role-pla
 y m
 ore
 eff
 ective approache
 s t
 o di
 ff
 i
 cul
 tinterpers
 ona
 l f
 a
 m
 il
 yproble
 m
 s.




I m
 a
 y act a
 s i
 f I am a so
 n o
 r daughte
 r request
 in
 g a specia
 l privileg
 e eve
 n thoug
 h I hav
 en't
 fulfilled a basic fam
 il
 y responsibility, and Sandra plays herself



W
 e interac
 t bac
 k an
 d fo
 r
 t
 h an
 d tr
 y t
 o vi
 su
 aliz
 e t
 h
 e situation in a ve
 ry r
 eal way so that we can train ours
 elves to be consisten
 t in m
 odeling an
 d teach
 ing correct principles to o
 u
 r children. Som
 e of our m
 ost helpful role-plays com
 e fro
 m r
 edoing a past difficult or stressful scene in which one of us "bl
 ew it." T
 h
 e t
 i
 m
 e yo
 u inves
 t t
 o deepl
 y und
 e
 rstan
 d th
 e peopl
 e yo
 u l
 ov
 e brings tr
 e
 m
 endou
 s dividend
 s i
 n ope
 n c
 o
 mmunication
 . M
 an
 y o
 f th
 e probl
 e
 m
 s tha
 t plagu
 e f
 a
 milie
 s a
 nd
 m
 a
 rri
 ag
 e
 s s
 i
 m
 p
 l
 y do
 n
 '
 t h
 av
 e t
 i
 m
 e t
 o feste
 r an
 d develop
 . Th
 e communi
 ca
 t
 i
 o
 n bec
 o
 m
 e
 s s
 o ope
 n t
 ha
 t po
 t
 en
 ti
 a
 l p
 ro
 b
 l
 e
 m
 s c
 a
 n b
 e n
 i
 ppe
 d i
 n t
 h
 e bud
 . An
 d t
 h
 er
 e ar
 e grea
 t reserve
 s o
 f trus
 t i
 n th
 e E
 m
 o
 ti
 o
 nal
 B
 an
 k Accoun
 t t
 o handl
 e th
 e proble
 m
 s tha
 t d
 o arise.




In bu
 si
 n
 ess, yo
 u can s
 et u
 p on
 e-o
 n
 -on
 e t
 im
 e w
 it
 h you
 r e
 m
 ployees
 . L
 iste
 n t
 o the
 m
 , underst
 a
 n
 d t
 h
 e
 m
 . Se
 t u
 p hu
 m
 a
 n re
 s
 ourc
 e accou
 n
 tin
 g o
 r Stakeholde
 r Info
 r
 m
 atio
 n Syst
 em
 s i
 n your busines
 s t
 o ge
 t hones
 t
 , a
 ccurat
 e fe
 e
 dbac
 k a
 t e
 ver
 y level
 : fro
 m custo
 m
 ers, sup
 plier
 s, and e
 m
 ployees
 . Mak
 e th
 e h
 u
 m
 a
 n e
 l
 e
 m
 en
 t a
 s i
 m
 p
 o
 rt
 a
 n
 t a
 s th
 e f
 inancia
 l o
 r th
 e tech
 n
 ic
 al e
 lem
 en
 t. Yo
 u sav
 e tre
 m
 endou
 s a
 mount
 s o
 f t
 i
 m
 e
 , e
 n
 e
 r
 gy
 , a
 n
 d m
 o
 n
 e
 y whe
 n y
 o
 u t
 a
 p i
 n
 t
 o t
 h
 e h
 um
 a
 n resour
 ces of a busines
 s at eve
 ry lev
 el. When yo
 u listen
 , yo
 u l
 e
 arn
 . An
 d yo
 u als
 o giv
 e th
 e people wh
 o wo
 r
 k fo
 r yo
 u an
 d w
 i
 t
 h yo
 u p
 s
 ychologi
 cal air
 . Yo
 u inspi
 re loyalt
 y tha
 t goe
 s wel
 l b
 e
 yon
 d the
 eight-to-five physical dem
 ands of the job.



See
 k fir
 s
 t t
 o unde
 rstand
 . B
 e
 for
 e th
 e p
 robl
 e
 m
 s co
 m
 e u
 p, bef
 ore yo
 u try to evaluate a
 nd
 prescr
 ibe, befor
 e yo
 u tr
 y t
 o pr
 esen
 t you
 r ow
 n id
 e
 a
 s -
 - see
 k t
 o understand
 . It
 '
 s a pow
 e
 rfu
 l h
 ab
 i
 t o
 f e
 ff
 ec
 ti
 v
 e interdependence.



W
 he
 n w
 e really
 , deepl
 y under
 s
 tan
 d eac
 h other
 , we op
 en th
 e doo
 r to crea
 tiv
 e so
 lu
 tion
 s and
 Third Altern
 atives. Our differences are no longe
 r s
 t
 u
 m
 blin
 g block
 s t
 o com
 m
 un
 i
 catio
 n and p
 rog
 ress. In
 stead
 , th
 ey b
 eco
 m
 e th
 e st
 eppin
 g stone
 st
 o synergy.



 


Applica
 tio
 n Suggestions



1.
 Selec
 t a relati
 o
 nshi
 p i
 n wh
 ic
 h yo
 u se
 ns
 e th
 e E
 motiona
 l Ban
 k Accoun
 t i
 s i
 n th
 e red.
 T
 r
 y t
 o unde
 r
 stan
 d an
 d writ
 e dow
 n th
 e situatio
 n fro
 m th
 e othe
 r person
 '
 s poin
 t o
 f view
 . In
 you
 r n
 ex
 t i
 n
 teraction
 , liste
 n f
 o
 r understanding
 , co
 m
 p
 arin
 g wh
 a
 t yo
 u ar
 e hearin
 g wit
 h wha
 t yo
 u wrote down. How valid were your assum
 ptio
 n
 s
 ? Di
 d yo
 u reall
 y understan
 d tha
 t individual
 '
 s persp
 ective.



2.
 Sha
 r
 e th
 e con
 cep
 t o
 f e
 m
 pa
 t
 h
 y w
 it
 h so
 m
 e
 on
 e c
 l
 ose to you. Tell him or her yo
 u want to w
 ork on reall
 y listenin
 g t
 o other
 s an
 d as
 k fo
 r fe
 e
 d
 bac
 k i
 n a we
 ek. H
 ow d
 id you do
 ? H
 ow did it m
 ake that person feel.



3.
 The next tim
 e you have an opp
 o
 rtunit
 y t
 o watc
 h peopl
 e communica
 t
 e
 , cove
 r you
 r ear
 s for
 a f
 ew minut
 e
 s an
 d j
 us
 t w
 a
 tch
 . W
 ha
 t emotion
 s ar
 e bei
 n
 g com
 m
 unicate
 d tha
 t m
 a
 y no
 t co
 m
 e across
 i
 n word
 s alone.




4.
 Nex
 t ti
 m
 e yo
 u catc
 h yoursel
 f in
 a
 p
 propriatel
 y usin
 g on
 e o
 f th
 e aut
 obiographical
 response
 s -
 - p
 r
 ob
 i
 n
 g
 , e
 v
 a
 l
 ua
 ti
 ng
 , ad
 v
 i
 s
 i
 ng
 , o
 r i
 n
 t
 e
 r
 p
 r
 e
 ti
 n
 g -
 - tr
 y t
 o t
 ur
 n th
 e situatio
 n into
 a deposi
 t b
 y acknowledg
 m
 e
 n
 t an
 d apology
 . ("I'
 m sorry
 , I jus
 t re
 al
 i
 ze
 d I'
 m no
 t real
 ly try
 i
 n
 g to
 und
 erstand
 . Coul
 d w
 e start again?
 ")
 5.
 Bas
 e you
 r nex
 t p
 r
 esentatio
 n o
 n e
 m
 pa
 t
 hy
 . D
 escrib
 e th
 e o
 t
 h
 er po
 in
 t o
 f v
 iew a
 s w
 ell as or
 b
 ette
 r th
 an it
 s p
 ropon
 en
 ts
 ; then seek t
 o h
 av
 e yo
 u
 r poin
 t und
 erstoo
 d f
 r
 o
 m thei
 r f
 ra
 m
 e o
 f re
 f
 e
 rence.




Habi
 t 6
 : Synergi
 z
 e TM



 



Principles of Creative Cooperation



 


I tak
 e as m
 y gu
 i
 d
 e t
 h
 e hop
 e o
 f a sain
 t i
 n crucia
 lthings
 , unit
 y --




in im
 portant things, diversity -- i
 n al
 l t
 h
 i
 ngs
 , g
 e
 n
 e
 ros
 it
 y
 
-- Inaug
 u
 ral Address of Presiden
 t George Bus



* *


W
 he
 n S
 i
 r W
 inst
 o
 n Churchil
 l wa
 s calle
 d t
 o hea
 d u
 p th
 e w
 ar eff
 o
 rt f
 o
 r G
 re
 at Br
 itain
 , h
 e rem
 ark
 ed th
 at al
 l hi
 s lif
 e ha
 d prepa
 re
 d h
 i
 m fo
 r thi
 s hour
 . I
 n a s
 i
 m
 i
 lar sen
 se, th
 e exe
 rc
 is
 e o
 f al
 l o
 f th
 e o
 th
 er h
 ab
 its prepare
 s u
 s fo
 r th
 ehabi
 t o
 f synergy.




Whe
 n properl
 y unders
 t
 ood
 , synerg
 y i
 s t
 h
 e h
 ighes
 t act
 iv
 it
 y i
 n al
 l l
 if
 e -
 - t
 h
 e t
 rue tes
 t an
 d m
 anifestatio
 n o
 f al
 l th
 eothe
 r habit
 s pu
 ttog
 ether.




The highest form
 s of synergy focu
 s th
 e fou
 r uniqu
 e hu
 m
 a
 n endowments
 , th
 e motiv
 e of w
 in
 -w
 in
 , an
 d th
 e sk
 ill
 s o
 f e
 m
 pathi
 c communica
 t
 io
 n o
 n th
 e t
 ough
 e
 s
 t cha
 l
 lenge
 s w
 e f
 a
 c
 e i
 n l
 i
 f
 e
 . W
 h
 a
 t r
 e
 s
 u
 lt
 s i
 s al
 m
 ost miracu
 lous. We create new alterna
 tives -- som
 ething that wa
 sn'
 t there before.



Synergy is the es
 sen
 ce of Prin
 ciple-Centered Lead
 ers
 h
 ip. It is th
 e es
 sence of princip
 le-centered pa
 r
 en
 ti
 ng
 . I
 t cat
 a
 l
 yz
 es
 , u
 n
 ifi
 es
 , a
 n
 d u
 n
 lea
 she
 s t
 h
 e greatest powers within p
 eop
 le. A
 ll th
 e h
 ab
 its w
 e hav
 e covere
 d prepar
 e u
 s t
 o creat
 eth
 e m
 i
 racl
 eo
 f synergy.




Wha
 t i
 s syn
 e
 rgy
 ? S
 i
 m
 p
 l
 y def
 i
 ned
 , i
 t mean
 s tha
 t th
 e whole is greater than th
 e sum of its parts. It m
 ean
 s tha
 t th
 e relati
 onshi
 p whi
 ch th
 e part
 s hav
 e t
 o eac
 h othe
 r i
 s a par
 t i
 n an
 d o
 f itself
 . I
 t i
 s not
 o
 n
 l
 y a part
 , bu
 t th
 e mos
 t catal
 y
 tic
 , th
 e mos
 t empower
 ing
 , th
 emos
 t un
 i
 fying
 , a
 n
 d th
 e mos
 t excit
 i
 ng part.




The creative process is also the m
 ost terrif
 ying part because you don'
 t know exactly what'
 s goin
 g to happe
 n o
 r whe
 r
 e i
 t i
 s goin
 g t
 o l
 ead
 . Yo
 u don'
 t kno
 w wha
 t n
 e
 w danger
 s an
 d c
 h
 alle
 ng
 e
 s yo
 u
 '
 l
 l f
 i
 nd
 . I
 t takes an enorm
 ous a
 m
 ount of internal security to be
 gin with the spirit of adventure, t
 he spiri
 t of discove
 r
 y
 , th
 e spiri
 t of creativity
 . Withou
 t doubt
 , yo
 u h
 a
 v
 e t
 o leav
 e the comfor
 t zon
 e o
 f b
 a
 s
 e c
 a
 m
 p a
 n
 d confron
 t a
 n enti
 r
 el
 y ne
 w an
 d unknow
 n w
 i
 ldern
 ess. Yo
 u b
 eco
 me
 a t
 rai
 lb
 laz
 er, a p
 ath
 f
 inde
 r. Yo
 u ope
 n ne
 w pos
 sibiliti
 es
 , ne
 w territories
 , ne
 w con
 tin
 en
 ts, so th
 at others can follow.



Synerg
 y i
 s ever
 y
 wher
 e i
 n nature
 . I
 f yo
 u pla
 n
 t tw
 o p
 l
 a
 n
 t
 s c
 l
 o
 s
 e t
 o
 g
 e
 t
 her
 , th
 e roo
 t
 s co
 m
 m
 in
 g
 l
 e a
 n
 d i
 m
 prove the quality of th
 e soil so that bo
 th plants will gro
 w better tha
 n if they wer
 e separ
 ated. If yo
 u pu
 t t
 w
 o p
 iece
 s o
 f wo
 o
 d t
 oge
 ther
 , t
 h
 e
 y w
 il
 l ho
 l
 d m
 u
 c
 h mo
 r
 e t
 h
 an th
 e t
 o
 ta
 l o
 f th
 e w
 eigh
 t h
 eld by each separately. The whole is greater th
 an the su
 m of its p
 a
 rts. One plus one equals three or m
 ore.



Th
 e challeng
 e i
 s t
 o appl
 y th
 e principle
 s o
 f c
 r
 e
 a
 tiv
 e cooperation
 , whic
 h w
 e lear
 n fro
 m nature,
 in our soc
 i
 a
 l i
 n
 t
 e
 rac
 ti
 on
 s
 . F
 a
 m
 il
 y li
 f
 e p
 r
 ov
 i
 de
 s ma
 n
 y o
 pportunities to ob
 serve synerg
 y and to practice it.



Th
 e ver
 y w
 a
 y tha
 t ma
 n a
 n
 d a woma
 n b
 ri
 n
 g a c
 h
 il
 d into the world is synergistic. The es
 sen
 ce of synergy is to value differences -- t
 o respect them
 , to buil
 d on strengths, to com
 p
 ensate for weaknesse
 s.



We obviously value the ph
 ysical differences be
 tween m
 en a
 nd wom
 en, husbands and wives. But what ab
 out the so
 cial, m
 ental
 , and e
 m
 otional differences? Could these differe
 nces not also be sources of cr
 eating new e
 xciting f
 orms of lif
 e -- cr
 eating an en
 vir
 on
 m
 e
 n
 t t
 h
 at i
 s tr
 u
 l
 y f
 u
 l
 f
 illing f
 or each person, that nu
 rtu
 res th
 e self-e
 ste
 em and se
 lf-worth to each, th
 at creates o
 pportuniti
 es for each to m
 ature into i
 n
 d
 epend
 en
 c
 e an
 d t
 he
 n g
 r
 a
 d
 ua
 ll
 y i
 n
 t
 o int
 erd
 ep
 end
 e
 n
 c
 e? Coul
 d syner
 gy not creat
 e a new scrip
 t f
 or th
 e nex
 t gene
 ratio
 n -
 - on
 e tha
 t i
 s m
 or
 e geare
 d t
 o servi
 ce and co
 ntribu
 tion, and is l
 ess protec
 tive, l
 ess adver
 sar
 ial, less self
 ish; one that is m
 ore open
 , m
 o
 r
 e giving
 , and
 is less defe
 nsive, p
 rote
 ctive, and p
 olit
 ical
 ; on
 e that i
 s m
 ore loving, m
 ore caring
 , an
 d i
 s less possessiv
 e an
 d judg
 m
 ental?



 






Synergistic Communication


 


W
 he
 n yo
 u c
 o
 mm
 uni
 ca
 t
 e syne
 rgi
 s
 ti
 ca
 l
 ly
 , y
 o
 u are sim
 ply opening yo
 ur m
 ind and heart an
 d express
 i
 on
 s t
 o ne
 w possibilities
 , ne
 w altern
 a
 ti
 v
 es
 , ne
 w options
 . I
 t ma
 y se
 e
 m a
 s i
 f yo
 u are cas
 ti
 n
 g as
 i
 d
 e H
 a
 b
 i
 t 2 (t
 o Beg
 i
 n w
 it
 h t
 h
 e En
 d i
 n Mi
 nd)
 ; b
 u
 t
 , i
 n f
 act
 , you
 '
 re doing the opposite -- y
 o
 u'
 re f
 ulf
 illing it.



You'r
 e no
 t sur
 e whe
 n yo
 u eng
 ag
 e i
 n synergisti
 c c
 ommunicatio
 n ho
 w thing
 s wil
 l wor
 k ou
 t or
 wha
 t th
 e en
 d wil
 l l
 oo
 k like
 , bu
 t yo
 u d
 o h
 av
 e a
 n inw
 ar
 d sens
 e o
 f excite
 m
 e
 n
 t an
 d securit
 y and
 adv
 entur
 e
 , believin
 g tha
 t i
 t wi
 ll b
 e signi
 f
 icantl
 y bett
 er tha
 n i
 t wa
 s be
 f
 o
 r
 e
 . An
 d tha
 t i
 s t
 h
 e en
 d that yo
 uhav
 e i
 n m
 i
 nd.




You begin with the belief that pa
 rties involved will g
 ai
 n m
 o
 r
 e i
 ns
 i
 gh
 t
 , an
 d t
 h
 a
 t t
 h
 e ex
 cit
 e
 m
 e
 n
 t o
 f th
 at m
 utual lea
 rning and insigh
 t will cre
 ate a m
 o
 m
 ent
 u
 m towar
 d m
 o
 r
 e a
 n
 d mo
 r
 e i
 n
 si
 g
 h
 ts
 , learning, and g
 r
 ow
 t
 h
 .



Many people have not really expe
 rienced even a m
 oderate degree of synergy in their fam
 ily lif
 e o
 r in othe
 r interact
 i
 ons
 . Th
 e
 y
 'v
 e be
 e
 n tr
 a
 i
 ne
 d a
 n
 d sc
 r
 i
 p
 t
 ed into defensive and protective commun
 ication
 s o
 r int
 o believin
 g th
 a
 t lif
 e o
 r oth
 e
 r p
 eo
 ple can'
 t be trusted. As a result, t
 he
 y a
 r
 e
 neve
 r r
 ea
 ll
 y ope
 n t
 o Hab
 i
 t 6 and to these principles.


 


Thi
 s represent
 s on
 e o
 f th
 e grea
 t tragedie
 s a
 n
 d wastes in life, beca
 use so m
 uch potential rem
 ains unt
 a
 ppe
 d -
 - completel
 y und
 e
 velope
 d an
 d unus
 e
 d
 . I
 neff
 ective p
 eople live da
 y af
 ter day with unused po
 t
 en
 ti
 a
 l
 . The
 y expe
 ri
 enc
 esyne
 r
 g
 y on
 l
 y i
 n sm
 all, peripheral ways in their lives.



They m
 ay have m
 e
 m
 o
 ries of som
 e unusual creati
 ve experiences, perhap
 s i
 n athletics
 , where
 the
 y wer
 e involve
 d i
 n a rea
 l tea
 m sp
 iri
 t fo
 r a p
 e
 rio
 d o
 f t
 ime
 . O
 r pe
 rh
 aps they w
 e
 re in an e
 m
 e
 r
 g
 en
 c
 y situatio
 n wher
 e peopl
 e cooperate
 d t
 o an un
 usuall
 y hig
 h deg
 re
 e an
 d s
 u
 bm
 e
 r
 g
 e
 d e
 go
 an
 d p
 ri
 d
 e i
 n a
 n effort to save som
 eone'
 s life or to produce a solution to a crisis.



T
 o many
 , suc
 h event
 s ma
 y se
 e
 m un
 u
 sual
 , a
 l
 mos
 t o
 ut o
 f char
 a
 cte
 r w
 ith l
 if
 e, even mi
 raculous. Bu
 t thi
 s i
 s no
 t so
 . The
 s
 e thing
 s c
 an b
 e prod
 u
 ce
 d regu
 larly
 , c
 onsistently
 , a
 l
 m
 os
 t dail
 y i
 n peopl
 e
 '
 s lives
 . Bu
 t it requ
 ires eno
 rm
 ou
 s p
 erson
 al secu
 rit
 y an
 d opennes
 san
 d a spiri
 t o
 f adventure.




Al
 m
 o
 st all creativ
 e endeavors are som
 ewhat unp
 red
 ictab
 le. They often seem a
 m
 b
 i
 guous
 , h
 it
 -or
 -
 m
 i
 s
 s
 , t
 r
 i
 a
 l an
 d error
 . A
 n
 d un
 l
 es
 s p
 eop
 l
 e ha
 v
 e a h
 i
 g
 h t
 o
 l
 eranc
 e f
 o
 r a
 mb
 iguity
 an
 d ge
 t t
 he
 i
 r secu
 rit
 y f
 r
 o
 m i
 n
 t
 eg
 r
 it
 y t
 o p
 r
 inc
 i
 p
 l
 e
 s an
 d inne
 r va
 l
 u
 es they f
 ind it unnerving and unp
 leasan
 t t
 o b
 e i
 nvolve
 d i
 n highl
 y creativ
 e enter
 p
 rises
 . T
 hei
 r nee
 d f
 o
 r structure
 , certainty
 , and
 predictabilit
 y i
 s to
 o high.



 


Synerg
 y i
 n th
 e Classroom



 


A
 s a teacher
 , I hav
 e com
 e t
 o b
 e
 liev
 e tha
 t man
 y t
 ruly great cl
 a
 sses tee
 ter on the very edge of chaos. Syne
 r
 g
 y t
 est
 s whethe
 r teacher
 s an
 d s
 t
 udent
 s ar
 e reall
 y ope
 n t
 o th
 e principl
 e o
 f the w
 hole being greater than the sum of its parts.



Th
 ere a
 re ti
 m
 es wh
 en n
 eith
 e
 r th
 e tea
 ch
 er no
 r th
 e studen
 t kn
 o
 w fo
 r sur
 e wha
 t
 '
 s goin
 g t
 o h
 a
 pp
 e
 n.
 I
 n the beginning, there'
 s a safe environ
 m
 en
 t tha
 t enable
 s p
 eop
 l
 e t
 o b
 e r
 ea
 ll
 y ope
 n an
 d t
 o l
 ea
 rn an
 d t
 o li
 ste
 n to each oth
 er'
 s ideas. T
 h
 en come
 s b
 rai
 ns
 t
 o
 rm
 in
 g wh
 er
 e t
 h
 e sp
 i
 rit o
 f evaluation is subo
 rd
 ina
 te
 d to th
 e s
 p
 iri
 t o
 f creativity
 , i
 m
 agining
 , an
 d intel
 l
 ectua
 l n
 et
 w
 orking
 . The
 n an
 abso
 l
 u
 t
 ely unusua
 l phen
 o
 m
 enon begins to take p
 lace. Th
 e entir
 e clas
 s i
 s transfo
 rm
 ed w
 it
 h t
 h
 e ex
 citem
 en
 t o
 f a n
 ew th
 ru
 st, a n
 ew id
 ea, a ne
 w directio
 n that'
 s har
 d t
 o def
 i
 ne
 , ye
 t i
 t
 '
 s al
 m
 o
 st
 palpable to the people involved.


 


Syne
 r
 g
 y i
 s al
 m
 os
 t a
 s i
 f a grou
 p coll
 e
 ctivel
 y ag
 rees to subo
 rd
 inate o
 ld scr
 ipts and to w
 rite a new one. I
 '
 l
 l neve
 r forge
 t a universit
 y clas
 s I taugh
 t i
 n l
 eade
 rsh
 ip phi
 losoph
 y and s
 tyle. W
 e w
 ere about three weeks into a sem
 ester when, in the m
 iddle of a pres
 en
 tation, one pers
 on st
 arte
 d t
 o rela
 te so
 m
 e v
 ery po
 w
 erfu
 l p
 e
 rsona
 l experienc
 es w
 h
 ic
 h wer
 e bot
 h em
 otiona
 l an
 d insigh
 tful
 . A sp
 iri
 t o
 f h
 u
 m
 ili
 t
 y an
 d rev
 eren
 ce f
 ell upo
 n th
 e clas
 s -- rev
 eren
 ce tow
 ard th
 is ind
 iv
 idu
 al an
 d appreciation for his courage.



This spirit b
 ecam
 e fertile soil for a s
 ynergis
 tic and creati
 v
 e end
 eavo
 r. O
 t
 hers bega
 n t
 o p
 i
 ck up on it, sharing som
 e of their experiences an
 d in
 sights and even som
 e of their self-doubts. The sp
 iri
 t o
 f tru
 s
 t an
 d safet
 y prompte
 d man
 y t
 o becom
 e extr
 e
 me
 l
 y open
 . Rathe
 r tha
 n p
 r
 esen
 t w
 h
 at the
 y prepared
 , the
 y fe
 d o
 n eac
 h other'
 s insight
 s an
 d idea
 s an
 d starte
 d t
 o creat
 e a w
 hole new scen
 ari
 o a
 s t
 o wha
 t tha
 t cl
 a
 ss cou
 ld m
 ean.



 


I wa
 s deepl
 y involve
 d i
 n th
 e process
 . I
 n fact, I was alm
 ost m
 e
 s
 m
 erize
 d by it bec
 aus
 e it seem
 ed so magica
 l an
 d c
 r
 eative
 . An
 d I foun
 d mysel
 f gradual
 l
 y loosenin
 g u
 p m
 y commi
 t
 men
 t t
 o t
 h
 e s
 tr
 uc
 t
 u
 r
 e of the class and sensing entirely new possi
 b
 il
 it
 ies
 . It w
 a
 sn
 '
 t jus
 t a fligh
 t o
 f fancy; t
 he
 r
 e wa
 s a se
 n
 se o
 f m
 aturity an
 d stab
 ility an
 d substanc
 e whic
 h tra
 nscende
 d b
 y fa
 r th
 e old
 structure and plan.



W
 e a
 bandone
 d th
 e ol
 d s
 yllabus
 , t
 h
 e purchas
 e
 d t
 extbooks
 , an
 d al
 l th
 e pr
 esentatio
 n pl
 a
 ns
 , and w
 e s
 et up new purposes and projects and assignm
 ents. We becam
 e so excited a
 bou
 t wha
 t was happ
 en
 i
 ng that in about three m
 ore weeks, we al
 l sensed an overwhelm
 ing desire to share what was happening w
 it
 h o
 t
 he
 r
 s
 W
 e decide
 d t
 o writ
 e a boo
 k containin
 g ou
 r learning
 s an
 d ins
 ight
 s o
 n th
 e subjec
 t o
 f ou
 r study




-
 - principles of leadership. Assignm
 ents we
 re chan
 ged, new projects under
 t
 ake
 n, ne
 w tea
 m
 s form
 ed. People worked much harder than they ever would h
 ave in the o
 riginal class stru
 ct
 ure, and f
 or an entirel
 y di
 ff
 eren
 tse
 t o
 f reasons




Out of this experience em
 erged an extrem
 ely un
 ique, cohesive, and synergistic culture that did not en
 d w
 it
 h t
 h
 e se
 m
 es
 t
 e
 r
 . F
 o
 r yea
 r
 s
 , a
 l
 u
 m
 n
 i m
 e
 e
 ti
 n
 g
 s wer
 e hel
 d a
 m
 on
 g m
 e
 mber
 s o
 f tha
 t class. Eve
 n today
 , man
 y year
 s later
 , whe
 n w
 e s
 e
 e eac
 h other
 , w
 e tal
 k abou
 t i
 t an
 d oft
 e
 n att
 e
 mpt t
 o describ
 e wha
 t happene
 d an
 dwhy.




On
 e o
 f th
 e interestin
 g th
 ing
 s t
 o m
 e wa
 s ho
 w littl
 e tim
 e ha
 d transpire
 d be
 f
 or
 e ther
 e was su
 f
 f
 i
 c
 i
 e
 n
 t tru
 s
 t t
 o c
 r
 ea
 t
 e s
 uc
 h syne
 rg
 y
 . I t
 h
 i
 n
 k i
 t wa
 s l
 a
 r
 g
 ely because the peopl
 e wer
 e relatively




m
 ature. They were in the final semeste
 r of thei
 r senio
 r year
 , an
 d I thin
 k the
 y wante
 d m
 ore
 than just an
 other good classroo
 m experience
 . Th
 e
 y we
 r
 e hungr
 y fo
 r so
 m
 e
 thin
 g ne
 w and
 exciting
 , someth
 i
 n
 g tha
 t the
 y co
 u
 ld creat
 e tha
 t wa
 s trul
 y mean
 i
 ngful
 . I
 t wa
 s "a
 n ide
 a whos
 e t
 ime ha
 d c
 o
 me
 " fo
 r th
 e
 m
 . I
 n a
 ddition
 , th
 e chem
 istry w
 as right. I felt that experiencing sy
 nergy was mo
 re pow
 erfu
 l th
 an talk
 in
 g abou
 t it
 , tha
 t prod
 uc
 i
 n
 g some
 t
 hin
 g ne
 w w
 a
 s m
 o
 r
 e m
 e
 aning
 f
 u
 l than si
 m
 pl
 y readin
 gso
 m
 ethin
 g old.




I'
 ve also experienced, as I believe most peopl
 e have, tim
 es that were alm
 o
 st synergistic, ti
 m
 e
 s tha
 t hun
 g o
 n th
 e e
 dg
 e o
 f chao
 s an
 d fo
 r so
 m
 e reaso
 n des
 c
 e
 nde
 d i
 n
 t
 o it
 . Sad
 l
 y
 , peop
 l
 e w
 ho
 ar
 e burne
 d b
 y su
 c
 h exp
 e
 rience
 s oft
 e
 n beg
 i
 n th
 e
 i
 r nex
 t n
 e
 w exper
 ien
 ce w
 it
 h tha
 t fa
 ilur
 e in mind
 . T
 h
 ey d
 ef
 en
 d the
 m
 selve
 sagains
 t i
 t an
 d cu
 tth
 em
 selve
 s of
 f fro
 m synergy.




It'
 s like administrators who set up new rules an
 d regulations based on the abuses of a fe
 w peopl
 e i
 ns
 i
 d
 e a
 n o
 r
 gan
 i
 z
 a
 tio
 n
 , t
 hu
 s li
 m
 iti
 n
 g t
 h
 e fr
 eed
 o
 m a
 n
 d c
 r
 ea
 ti
 v
 e p
 o
 ssibilitie
 s f
 or m
 an
 y --
 o
 r bus
 ines
 s partne
 rs who im
 agine the worst sc
 enarios po
 ss
 ible and wr
 ite th
 em up in legal language, killing the whole spirit of creativity, enterprise, and synergistic possibility.



A
 s I thin
 k bac
 k o
 n man
 y consultin
 g an
 d e
 xecutive educatio
 n expe
 ri
 ences
 , I ca
 n sa
 y that the h
 i
 gh
 li
 gh
 t
 s w
 e
 re a
 l
 m
 os
 t a
 l
 w
 ay
 s syne
 rg
 i
 s
 ti
 c
 . T
 h
 e
 re was usually an early mo
 me
 nt that requi
 re
 d considerabl
 e courage
 , perhap
 s in beco
 m
 i
 n
 g e
 x
 tr
 e
 m
 el
 y authentic, in co
 nf
 ronting som
 e inside truth about t
 h
 e i
 n
 di
 v
 i
 dua
 l o
 r t
 h
 e o
 r
 gan
 i
 za
 t
 ion o
 r the fam
 ily whic
 h reall
 y nee
 d
 e
 d t
 o be
 said, but too
 k a com
 bination o
 f cons
 i
 d
 erabl
 e cou
 r
 ag
 e a
 n
 d ge
 n
 u
 i
 n
 e lo
 v
 e t
 o sa
 y it
 . Th
 e
 n others
 beca
 m
 e more authentic, open, and honest, and the synergisti
 c com
 m
 un
 i
 catio
 n pro
 c
 e
 s
 s b
 e
 g
 a
 n.
 It usually beca
 m
 e m
 o
 r
 e a
 n
 d m
 o
 re cr
 eative, an
 d ende
 d u
 p i
 n i
 nsight
 s a
 n
 d pl
 an
 s tha
 t n
 o on
 e h
 a
 d anticipate
 d initially.




A
 s Car
 l Roger
 s taugh
 t
 , "
 Tha
 t whi
 c
 h i
 s mos
 t per
 s
 ona
 l i
 s mos
 t genera
 l
 .
 " T
 he m
 ore authenti
 c you becom
 e, th
 e m
 o
 re genuine in your expressio
 n
 , par
 ti
 cu
 l
 a
 r
 l
 y r
 ega
 r
 d
 i
 n
 g pe
 r
 sona
 l e
 xperiences
 an
 d ev
 en self-doubts, the m
 ore pe
 ople can relate to your expr
 ession and the safe
 r i
 t m
 ake
 s th
 e
 m f
 ee
 l t
 o e
 x
 pres
 s the
 m
 selves
 . Tha
 t expressio
 n i
 n tur
 n feed
 s bac
 k o
 n t
 h
 e o
 t
 h
 e
 r p
 ers
 on'
 s s
 p
 irit
 , an
 d genu
 i
 n
 e c
 reativ
 e empath
 y t
 ake
 s place
 , p
 r
 oduc
 i
 n
 g ne
 w insight
 s an
 d l
 ea
 rning
 s an
 d a sens
 e o
 f exc
 it
 e
 m
 en
 t an
 d adv
 en
 t
 u
 re that keeps the process going.



Pe
 o
 p
 l
 e the
 n beg
 in t
 o i
 n
 t
 e
 r
 ac
 t w
 ith each other alm
 ost in half sent
 ences, s
 o
 m
 etim
 es incoheren
 tly
 , but they g
 et each other'
 s m
 eanings ve
 r
 y r
 ap
 idl
 y
 . The
 n who
 l
 e ne
 w wo
 rl
 d
 s o
 f insights
 , n
 e
 w perspectives
 , n
 e
 w par
 a
 digm
 s t
 ha
 t insur
 e options
 , ne
 w alt
 e
 rnativ
 es ar
 e open
 ed up
 an
 d t
 h
 ought about. Th
 ough occasionally these new ideas are left up i
 n th
 e a
 i
 r
 , t
 he
 y us
 ua
 lly com
 e t
 o som
 e kin
 d o
 f cl
 o
 su
 re th
 at i
 s practica
 l an
 d useful.



 






Synergy in Business


 


I enjoye
 d on
 e particu
 l
 arl
 y m
 ean
 i
 n
 gfu
 l synerg
 i
 st
 ic expe
 rie
 nce as I w
 orked w
 it
 h my
 asso
 cia
 tes to creat
 e th
 e corporat
 e missio
 n statemen
 t fo
 r ou
 r b
 u
 sin
 ess
 . A
 l
 mo
 s
 t al
 l m
 e
 mber
 s o
 f th
 e co
 m
 p
 an
 y w
 en
 t hig
 h u
 p int
 o th
 e mountain
 s wh
 ere
 , surrounde
 d b
 y th
 e m
 agni
 f
 icenc
 e o
 f nature,
 w
 e bega
 n wit
 h a firs
 t d
 raf
 t o
 f wh
 at so
 m
 e o
 f u
 s con
 sid
 ered t
 o b
 e a
 n excellen
 t m
 i
 ssio
 n stat
 em
 ent.




At f
 irst the c
 o
 mm
 unication was resp
 ectf
 ul, careful an
 d p
 r
 ed
 ic
 t
 ab
 l
 e
 . B
 u
 t a
 s w
 e b
 ega
 n t
 o t
 a
 lk abou
 t th
 e v
 a
 riou
 s altern
 a
 tiv
 es, possibilities
 , an
 d opportunitie
 s ahead
 , peop
 l
 e bec
 a
 m
 e v
 e
 r
 y op
 e
 n an
 d au
 t
 hen
 t
 i
 c an
 d s
 i
 m
 p
 ly s
 t
 a
 rt
 e
 d t
 o t
 h
 in
 k o
 u
 t l
 oud
 . Th
 e m
 issio
 n state
 m
 e
 n
 t agend
 a gav
 e way
 to a collective free association, a spontaneous piggybacking of ideas. People were genuine
 l
 y empa
 t
 hi
 c a
 s w
 el
 l a
 s cou
 rageous, a
 nd w
 e m
 o
 v
 e
 d f
 r
 o
 m mu
 t
 u
 a
 l r
 es
 p
 e
 c
 t an
 d un
 d
 er
 standin
 g t
 o creat
 iv
 e synergisti
 c co
 mm
 unication.




Everyone could sen
 se it. It was excitin
 g. As i
 t m
 a
 t
 u
 r
 e
 d
 , w
 e returne
 d t
 o th
 e t
 a
 s
 k o
 f pu
 tti
 n
 g t
 h
 e evolve
 d collectiv
 e visio
 n int
 o wor
 d
 s, eac
 h o
 f w
 h
 ic
 h contain
 s s
 p
 ecifi
 c and
 comm
 itted-to m
 eaning f
 or eac
 h participant.




Th
 e resultin
 g corporat
 e m
 i
 ssio
 nstate
 m
 en
 t reads:



 


Our Mission is to e
 m
 power people and organizat
 ion
 s t
 o sign
 i
 ficantl
 y increas
 e the
 i
 r p
 erf
 o
 rm
 a
 n
 c
 e capability in ord
 er to achieve worthwhile purposes through un
 derstanding and living Pr
 i
 nc
 i
 p
 l
 e-Cen
 t
 ere
 dLeadersh
 i
 p
 .



Th
 e synergisti
 c pr
 o
 ces
 s tha
 t le
 d t
 o th
 e cr
 eatio
 n o
 f o
 u
 r m
 i
 ss
 io
 n s
 t
 a
 t
 e
 m
 e
 n
 t e
 n
 graved it in all the hearts and m
 inds of everyone there, and it has ser
 ve
 d u
 s we
 l
 l a
 s a fra
 m
 e o
 f refere
 n
 ce o
 f wha
 t we
 are abou
 t, as we
 l
 l a
 s w
 h
 a
 t w
 e ar
 e no
 tabout.




Ano
 t
 h
 er high-lev
 el syn
 e
 rg
 y experienc
 e too
 k pla
 ce wh
 e
 n I a
 c
 cepte
 d a
 n inv
 itati
 on t
 o serve a
 s t
 h
 e resource an
 d discussion catalyst at th
 e annua
 l plann
 in
 g m
 e
 e
 ti
 n
 g o
 f a l
 a
 r
 g
 e i
 n
 su
 r
 a
 nce c
 omp
 a
 ny
 . S
 e
 v
 era
 l month
 s ahead
 , I m
 e
 t wit
 h th
 e com
 m
 itte
 e responsib
 l
 e t
 o prepar
 e fo
 r and
 stage t
 he t
 w
 o-day m
 eeti
 ng w
 hi
 ch wa
 s t
 o inv
 ol
 ve al
 l th
 e to
 p executives
 . The
 y in
 for
 m
 e
 d m
 e th
 at th
 e tra
 d
 iti
 o
 na
 l patter
 n wa
 s t
 o id
 en
 tif
 y f
 ou
 r o
 r fiv
 e m
 aj
 o
 r i
 ss
 ue
 s t
 hrou
 g
 h quest
 ionnaires




an
 d i
 n
 t
 e
 r
 v
 i
 e
 ws
 , an
 d t
 o hav
 e a
 lt
 e
 rna
 ti
 ve proposals presented by the executives. Past m
 eet
 i
 ng
 s ha
 d bee
 n generall
 y respectfu
 l excha
 n
 ges
 , occasionall
 y deterioratin
 g int
 o defensive w
 i
 n
 -l
 o
 se ego battles. They were usually predictable, uncreative, and boring.



As I talked with the committee m
 e
 mber
 s about the power of synergy, they could sense its potenti
 al. Wit
 h conside
 r
 abl
 e trepida
 t
 ion
 , the
 y agree
 d t
 o chan
 ge the pat
 te
 rn. T
 hey request
 ed va
 rious exec
 utives t
 o pr
 e
 p
 ar
 e anony
 m
 ous "
 w
 hit
 e papers
 " o
 n eac
 h o
 f th
 e hig
 h pri
 or
 ity issues
 , and then asked all the executives to immerse themselves in these paper
 s ah
 ea
 d o
 f ti
 m
 e i
 n o
 r
 der
 t
 o u
 n
 de
 r
 s
 t
 a
 n
 d t
 h
 e i
 s
 s
 ue
 s an
 d th
 e diff
 e
 rin
 g point
 s o
 f view
 . The
 y wer
 e t
 o co
 m
 e t
 o th
 e m
 eeting prepa
 r
 e
 d t
 o list
 e
 n rathe
 r tha
 n t
 o present
 , prepa
 r
 e
 d t
 o creat
 e an
 d synergi
 z
 e rathe
 r t
 h
 a
 n t
 o de
 fen
 d and protect.



W
 e spen
 t t
 h
 e firs
 t ha
 l
 f
 -da
 y i
 n th
 e m
 eetin
 g teach
 i
 n
 g th
 e principle
 s an
 d p
 r
 acticin
 g th
 e skill
 s of Habit
 s 4
 , 5
 , an
 d 6
 . Th
 eres
 t o
 f th
 eti
 m
 e wa
 s spen
 t i
 ncreativ
 e synergy.




The releas
 e of creat
 i
 v
 e energy was incred
 ible. Excitem
 ent replaced bo
 red
 om
 . People becam
 e very open to each other'
 s influence a
 n
 d generated new insi
 gh
 t
 s an
 d op
 ti
 o
 n
 s
 . By t
 h
 e e
 n
 d of t
 h
 e m
 ee
 t
 in
 g an entirely new understanding of the nature of the ce
 nt
 ral com
 pany challenge ev
 olved. The white paper prop
 osals becam
 e o
 b
 solete. Differences were v
 alue
 d an
 d tr
 ans
 cended
 . A new comm
 on vision began to form
 .



Onc
 e peopl
 e hav
 e experience
 d rea
 l synergy
 , t
 h
 ey are nev
 er q
 u
 ite the sam
 e again. T
 h
 ey kno
 w the poss
 i
 b
 ilit
 y o
 f hav
 i
 n
 g ot
 he
 r su
 c
 h m
 i
 nd
 -e
 xpand
 i
 n
 g adven
 t
 u
 re
 s i
 n t
 h
 e f
 u
 t
 u
 re.




Of
 ten attempts ar
 e m
 ade to re
 cre
 ate a particula
 r synergistic experience, but this seldom can be done.


 


Howeve
 r, th
 e essen
 tia
 l pu
 rpos
 e b
 ehin
 d c
 rea
 tiv
 e wo
 r
 k ca
 n b
 e recap
 tu
 red
 . L
 ik
 e the
 Fa
 r Eas
 t
 ern philosophy, "
 W
 e seek not to i
 m
 itate the m
 asters, rather we seek what they sought," we seek not to im
 itate past creative sy
 nergistic experiences, rat
 her we seek new one
 s around new and different and som
 etim
 es higher purposes.


 






Snergy and Communication



Synerg
 y i
 s exciting
 . Creativit
 y i
 s excit
 ing
 . It'
 s ph
 en
 o
 m
 en
 al wh
 at op
 enn
 ess an
 d co
 mm
 un
 icatio
 n ca
 n produce
 . Th
 e possibiliti
 e
 s o
 f trul
 y signi
 f
 i
 can
 t gai
 n
 , o
 f signi
 f
 i
 cant i
 m
 pro
 v
 e
 m
 en
 t are so real th
 at it'
 s wort
 h th
 eris
 k suc
 h opennes
 sentails.




A
 f
 te
 r W
 orl
 d W
 a
 r II
 , th
 e Unit
 e
 d Stat
 es commis
 sione
 d Davi
 d Lilienth
 al t
 o hea
 d th
 e new
 A
 t
 o
 m
 i
 c Ene
 r
 g
 y Com
 m
 ission
 . Lilientha
 l brough
 t togethe
 r a g
 r
 ou
 p o
 f peopl
 e wh
 o wer
 e high
 l
 y inf
 luentia
 l -
 - celeb
 rities in their o
 w
 n right -- disciples, a
 s i
 t we
 r
 e
 , o
 f th
 e
 i
 r o
 w
 n f
 r
 a
 m
 e
 s o
 f reference.




This very diverse group of individuals had an extr
 em
 e
 l
 y heav
 y a
 genda
 , an
 d th
 e
 y w
 ere
 i
 m
 pa
 ti
 en
 t t
 o ge
 t a
 t it
 . I
 nadd
 iti
 on
 , the press was pushing them
 .



Bu
 t Lilientha
 l too
 k seve
 r
 a
 l we
 e
 k
 s t
 o creat
 e a hig
 h Emotiona
 l Ban
 k Account
 . H
 e h
 a
 d t
 h
 es
 e peopl
 e ge
 t t
 o kn
 ow ea
 c
 h o
 t
 he
 r -
 - thei
 r interest
 s
 , thei
 r hopes
 , thei
 r goals
 , thei
 r conc
 e
 rns
 , t
 h
 e
 i
 r backgr
 o
 un
 d
 s
 , t
 he
 i
 r f
 ram
 es of ref
 erence, th
 eir par
 adigm
 s. He f
 acilita
 te
 d t
 h
 e k
 in
 d o
 f hu
 m
 a
 n interactio
 n tha
 t create
 s a grea
 t bond
 i
 n
 g b
 etwe
 e
 n pe
 ople
 , an
 d h
 e wa
 s heavil
 y criticize
 d fo
 r t
 ak
 i
 ng
 th
 e tim
 e t
 o d
 o i
 t becaus
 e i
 t wasn
 '
 t "efficient."




B
 ut the net r
 esult w
 as tha
 t this grou
 p bec
 a
 m
 e clo
 s
 el
 y kn
 it tog
 ether
 , v
 ery op
 en w
 ith each o
 th
 er, verycreative
 , an
 d syne
 r
 g
 istic
 . Th
 e respec
 t a
 m
 o
 n
 g t
 h
 e m
 e
 mbers o
 f the comm
 issio
 n was s
 o h
 i
 g
 h t
 ha
 t i
 f t
 he
 r
 e was disagreem
 ent, instead of op
 position and defense, there was a genuine effo
 rt t
 o und
 erstand
 . Th
 e attit
 u
 d
 e wa
 s "
 I
 f a per
 so
 n o
 f y
 ou
 r i
 n
 telli
 g
 en
 c
 e a
 n
 d co
 mp
 e
 tence an
 d comm
 it
 ment
 disagre
 es wi
 th m
 e, then t
 he
 r
 e m
 us
 t b
 e s
 o
 m
 e
 t
 h
 i
 n
 g t
 o yo
 u
 r d
 i
 sag
 r
 e
 e
 m
 en
 t th
 a
 t I don
 '
 t understand,
 and I need to understand it. You hav
 e a perspective
 , a fra
 m
 e o
 f referenc
 e I ne
 e
 d t
 o loo
 k at."
 Nonprotecti
 v
 e in
 teractio
 n d
 ev
 elop
 ed
 , an
 d a
 n un
 u
 sua
 lcultur
 e wa
 s born.




The fo
 llowing diagram illu
 str
 ates how closely trus
 t i
 s r
 el
 a
 te
 d t
 o d
 i
 f
 f
 er
 en
 t leve
 ls o
 f communica
 t
 ion
 . Th
 e lowes
 t leve
 l o
 f c
 o
 mmunicat
 i
 o
 n co
 m
 i
 n
 g ou
 t of low
 -tr
 ust si
 tuat
 ion
 s w
 ould be characterized by defensiveness, protectiveness, an
 d ofte
 n legalisti
 c l
 a
 nguage, whic
 h c
 over
 s a
 ll t
 he ba
 ses a
 n
 d spe
 l
 l
 s out qualifier
 s a
 nd th
 e esc
 a
 p
 e clause
 s i
 n th
 e even
 t thi
 n
 g
 s g
 o sour
 . Such
 communication produces only win-lose or lose-lose. It isn'
 t effective -- there'
 s no P/PC Balance
 -- and it creates f
 urt
 h
 er reasons to defen
 d an
 dprotect.



 


Th
 e m
 iddle position is r
 espectfu
 l co
 mmunication. Thi
 s i
 s th
 e leve
 l w
 h
 er
 e fairl
 y mature
 people interact
 . The
 y hav
 e respec
 t fo
 r eac
 h other
 , bu
 t the
 y wan
 t t
 o a
 vo
 i
 d th
 e possib
 i
 li
 ty of ugl
 y conf
 rontatio
 ns, s
 o the
 y c
 o
 mmunicat
 e polite
 ly but no
 t em
 p
 a
 thically
 . The
 y migh
 t underst
 an
 d each
 othe
 r inte
 ll
 e
 ctually
 , bu
 t t
 he
 y reall
 y don
 '
 t de
 e
 pl
 y loo
 k a
 t th
 e pa
 r
 adig
 m
 s an
 d assumption
 s underly
 i
 ng




their own opinions and becom
 e op
 en to new possibilities.


 


Respec
 t
 fu
 l communicatio
 n work
 s i
 n independen
 t si
 tuation
 s an
 d eve
 n i
 n interdep
 endent s
 ituation
 s, bu
 t th
 e creativ
 e possib
 il
 i
 tie
 s ar
 e no
 t opene
 d up
 . I
 n interdependent situations co
 m
 p
 ro
 m
 ise is th
 e pos
 i
 tio
 n u
 suall
 y taken
 . Compr
 o
 m
 i
 s
 e me
 a
 n
 s t
 ha
 t 1 + 1 + 1 = 1
 /2
 . B
 ot
 h giv
 e a
 n
 d take
 . Th
 e commun
 i
 catio
 n isn
 '
 t def
 e
 nsiv
 eo
 r protect
 iv
 e o
 r ang
 ryo
 r m
 a
 n
 ipulativ
 e; i
 t i
 s hones
 t an
 d genu
 i
 n
 e a
 n
 d re
 sp
 ec
 tf
 u
 l
 . Bu
 t i
 t is
 n
 '
 t creati
 v
 e o
 r syn
 er
 g
 i
 stic
 . I
 t prod
 u
 ce
 s a lo
 w for
 m o
 f w
 i
 n-win.




S
 ynergy m
 e
 ans th
 at 1 + 1 m
 ay equa
 l 8
 , 16
 , o
 r eve
 n 1,600
 . Th
 e synergisti
 c positio
 n of
 high tr
 ust produce
 s s
 o
 l
 ution
 s bett
 e
 r tha
 n an
 y originall
 y propo
 sed
 , a
 n
 d al
 l partie
 s kno
 w it. Furthe
 r
 m
 or
 e
 , th
 ey genu
 i
 nel
 y enjo
 y t
 h
 e creativ
 e enterp
 rise
 . A m
 inicultur
 e i
 s f
 o
 r
 m
 e
 d t
 o satis
 f
 y in
 an
 d o
 f it
 se
 l
 f
 . Eve
 n i
 f i
 t is short-lived, the P/PC Balance is there.


 


There a
 r
 e s
 o
 m
 e circum
 stances in which synerg
 y m
 a
 y no
 t b
 e achievabl
 e an
 d n
 o dea
 l isn
 '
 t viable. But even in these circum
 stances, the spirit of sincer
 e trying will usually result in a m
 o
 re effective com
 p
 rom
 is
 e.


 


Fishing for the A Thir
 d Alternative


 


T
 o ge
 t a bette
 r ide
 a o
 f ho
 w ou
 r leve
 l o
 f co
 mmunicat
 i
 o
 n af
 fect
 s ou
 r interd
 ep
 endent
 e
 ff
 ecti
 v
 e
 n
 e
 s
 s, envision the following scenario.



It
 '
 s vacat
 i
 o
 n ti
 m
 e
 , an
 d a husban
 d want
 s t
 o tak
 e hi
 s f
 a
 mil
 y ou
 t t
 o th
 e la
 k
 e countr
 y t
 o enjoy
 ca
 mp
 in
 g an
 d fishing
 . Thi
 s i
 s i
 m
 portan
 t t
 o hi
 m
 ; he
 '
 s be
 en p
 l
 annin
 g i
 t al
 l year
 . H
 e'
 s m
 a
 de
 reserv
 ation
 s at a cottag
 e on th
 e lak
 e and arrang
 ed to rent a boat, and his son
 s ar
 e reall
 y excited
 about going.



Hi
 s w
 i
 fe
 , howeve
 r
 , wan
 t
 s t
 o us
 e th
 e vacatio
 n t
 i
 m
 e t
 o visi
 t he
 r ailin
 g m
 o
 the
 r so
 m
 e 25
 0 m
 iles
 away
 . Sh
 edoesn
 '
 t hav
 e th
 e o
 pportunit
 y t
 o se
 e he
 r ver
 y often
 ,an
 d thi
 s i
 s i
 m
 portan
 t t
 oher




Their differences could be the ca
 use of a m
 ajor negative experience.



"The plans are set. The boys are excited. W
 e should go on the fishing trip," he says.


 


"Bu
 t w
 e d
 o
 n'
 t kn
 o
 w h
 o
 w mu
 ch long
 er m
 y mo
 th
 er w
 il
 l b
 e around
 , an
 d I w
 a
 n
 t t
 o b
 e b
 y her,"
 sh
 e replies
 . "Thi
 s i
 s ou
 r onl
 yoppo
 rtunit
 y t
 ohav
 e enoug
 h ti
 m
 e t
 o d
 othat."




"
 A
 l
 l yea
 r lon
 g w
 e
 'v
 e looke
 d f
 orwar
 d t
 o thi
 s on
 e-w
 eek va
 ca
 tion
 . Th
 e boy
 s wou
 ld be
 m
 iserable sitting around grandm
 othe
 r's hous
 e fo
 r a week
 . T
 h
 ey
 '
 d drive everybo
 d
 y crazy. Besides
 , you
 r m
 other
 '
 s no
 ttha
 t sick
 . An
 d sh
 e ha
 s you
 r siste
 r l
 es
 s t
 ha
 n a m
 il
 e a
 wa
 y t
 o t
 ak
 e c
 are
 o
 f her."




"She
 '
 s m
 y m
 other
 ,too
 . I wan
 t t
 o b
 e wit
 hher."



 


"Yo
 u coul
 d phon
 e he
 r ever
 y night
 . An
 d w
 e
 '
 r
 e plann
 i
 n
 g t
 o spen
 d tim
 e wit
 h he
 r a
 t the Chr
 i
 s
 t
 m
 a
 s fam
 ily reunion. Rem
 em
 b
 er?
 "



"That
 '
 s no
 t f
 o
 r f
 i
 v
 e mor
 e m
 onths
 . W
 e don
 '
 t eve
 n kno
 w i
 f she
 '
 l
 l stil
 l b
 e h
 er
 e b
 y then
 . Besides,
 sh
 e needs m
 e, and she wants m
 e."



"She
 '
 s bein
 g wel
 l take
 ncar
 e of
 . Besides
 ,th
 e boy
 s an
 d I nee
 dyou
 , too." "M
 y m
 othe
 ri
 s m
 or
 e i
 m
 portan
 ttha
 n fishing."




"Y
 our husband and sons are mor
 e i
 m
 portan
 t tha
 nyou
 r m
 other."



 


A
 s the
 y dis
 a
 gree
 , bac
 k a
 n
 d for
 t
 h
 , th
 e
 y f
 i
 nall
 y m
 ay com
 e up w
 i
 th som
 e kind of com
 p
 rom
 ise
 . T
 hey m
 a
 y decid
 e t
 o s
 pl
 i
 t u
 p -
 - h
 e t
 a
 ke
 s t
 h
 e boy
 s fishin
 g a
 t t
 h
 e l
 a
 k
 e whi
 l
 e sh
 e v
 i
 sit
 s h
 e
 r mo
 th
 er
 . An
 d the
 y bot
 h f
 ee
 l guilt
 y an
 d un
 hap
 py
 . Th
 e boy
 s sens
 e it
 , an
 d i
 t af
 f
 ect
 s thei
 r enjoymen
 t o
 f t
 h
 e v
 acation.




Th
 e hu
 sb
 an
 d m
 ay g
 iv
 e in to h
 is w
 if
 e, bu
 t h
 e do
 es i
 t grudgingly
 . An
 d con
 sciou
 sly o
 r unconsciously
 , h
 e produce
 s evidenc
 e t
 o fulfil
 l hi
 s prophecy of how m
 isera
 ble the week will be for every
 o
 ne.



The wife m
 ay give in to her husband, but she'
 s withdrawn and overre
 acti
 ve t
 o a
 ny new deve
 l
 o
 p
 m
 en
 t
 s i
 n he
 r m
 o
 t
 he
 r
 '
 s hea
 lt
 h situa
 tio
 n. If h
 er mother were to b
 ecom
 e serious
 ly ill and die, the husband could never forgive him
 self, a
 n
 d sh
 e c
 ou
 l
 dn
 '
 t f
 o
 r
 g
 i
 v
 e h
 i
 m e
 it
 h
 er
 .



Whateve
 r comp
 r
 o
 m
 i
 s
 e the
 y final
 l
 y agre
 eon
 , i
 t co
 uld be rehea
 rsed ove
 r th
 e year
 s as ev
 idence of insensitivity
 , neglect
 , o
 r a ba
 d priorit
 y decisio
 n o
 n e
 ither par
 t. I
 t could b
 e a source of content
 ion f
 or year
 s an
 d coul
 d eve
 n polariz
 e t
 h
 e f
 a
 mily
 . Man
 y m
 a
 rriage
 s tha
 t onc
 e were beau
 t
 i
 f
 u
 l a
 n
 d so
 f
 t an
 d s
 p
 on
 t
 ane
 o
 u
 s a
 n
 d l
 ov
 i
 n
 g ha
 v
 e d
 et
 e
 ri
 o
 r
 a
 t
 e
 d t
 o t
 h
 e l
 ev
 e
 l o
 f a hostilit
 y through




a series of incidents just like t
 h
 i
 s
 .


 


The husband and wife see the s
 it
 ua
 t
 i
 o
 n d
 if
 f
 e
 r
 en
 t
 l
 y
 . A
 n
 d t
 h
 at d
 i
 fference can polarize them
 , separate them, create we
 dge
 s i
 n th
 e rel
 ati
 ons
 hi
 p. O
 r i
 t ca
 n bri
 n
 g the
 m close
 r togethe
 r o
 n a higher l
 evel. If the
 y hav
 e cultivate
 d th
 e habit
 s o
 f eff
 ectiv
 e in
 t
 erd
 ep
 end
 enc
 e, th
 ey appro
 ach th
 ei
 r differences fro
 m an en
 tir
 e
 l
 y d
 i
 ffe
 r
 en
 t pa
 r
 ad
 i
 g
 m
 . The
 i
 r co
 mm
 unication is on a higher level.



Becaus
 e the
 y hav
 e a hig
 h E
 m
 ot
 i
 ona
 l B
 an
 k Ac
 c
 ount
 , the
 y h
 av
 e trus
 t an
 d ope
 n c
 o
 mmunication
 i
 n their m
 arriage. Because they Think W
 i
 n
 -
 W
 in
 , t
 he
 y be
 liev
 e i
 n a Th
 ir
 d Alterna
 tive, a solution th
 a
 t is m
 u
 tuall
 y b
 e
 n
 e
 f
 i
 cia
 l a
 n
 d i
 s b
 e
 t
 te
 r t
 h
 a
 n wh
 a
 t eit
 h
 e
 r o
 f the
 m o
 ri
 g
 i
 n
 all
 y p
 r
 o
 posed
 . Because t
 he
 y l
 i
 s
 t
 en em
 pathical
 ly and seek first to understand
 , the
 y c
 r
 eat
 e withi
 n the
 m
 se
 l
 ve
 s and
 between them a com
 p
 rehensive picture of the valu
 es and the concerns that need to be taken in
 t
 o acco
 u
 n
 t in m
 ak
 in
 g a decision.




An
 d th
 e comb
 i
 natio
 n o
 f t
 hos
 e ing
 r
 edient
 s -
 - th
 e hig
 h Emoti
 ona
 l B
 a
 n
 k A
 c
 count
 , t
 hink
 i
 ng w
 in-win
 , an
 d seekin
 g firs
 t t
 ounderstan
 d -- create
 sth
 e idea
 l env
 iron
 m
 en
 t fo
 rsynergy.




Buddhism c
 alls this "the m
 iddle way." Middle i
 n thi
 s sens
 e doe
 s no
 t me
 a
 n c
 o
 m
 p
 romi
 se
 ; i
 t m
 ean
 s higher
 ,l
 ik
 e th
 e ape
 x o
 f th
 e triang
 le.



I
 n searchin
 g fo
 r t
 h
 e "
 m
 i
 ddle
 " o
 r highe
 r way
 , th
 i
 s husban
 d a
 n
 d wif
 e re
 alize tha
 t t
 h
 e
 ir love
 , th
 eir relationship
 , i
 s par
 to
 f thei
 r synergy




A
 s the
 y c
 o
 mmunicate
 , t
 h
 e hu
 s
 ban
 d r
 e
 ally
 , d
 e
 epl
 y feel
 s hi
 s w
 i
 fe
 '
 s desire
 , h
 e
 r nee
 d t
 o b
 e w
 i
 th
 he
 r mo
 t
 her
 . H
 e unde
 r
 stand
 s ho
 w sh
 e want
 s t
 o reliev
 e h
 e
 r sister
 , wh
 o ha
 s ha
 d th
 e pr
 i
 m
 a
 r
 y responsibilit
 y f
 o
 r thei
 r mother
 '
 s c
 a
 re
 . H
 e understand
 s tha
 t t
 h
 e
 y reall
 y d
 on'
 t kn
 ow h
 ow lon
 g sh
 e wil
 l b
 e wit
 h the
 m
 , an
 dtha
 t she certainl
 y i
 s m
 or
 e i
 m
 portan
 ttha
 n fishing.




An
 d th
 e w
 i
 f
 e deepl
 y understand
 s h
 e
 r husband
 '
 s d
 e
 sir
 e t
 o h
 a
 v
 e th
 e f
 a
 m
 i
 l
 y togethe
 r a
 n
 d to p
 r
 ovi
 d
 e a great experience for the boys
 . Sh
 e realize
 s th
 e inv
 e
 st
 m
 en
 t tha
 t ha
 s bee
 n m
 ade
 i
 n lesson
 s an
 d equipmen
 t t
 o prepar
 e fo
 r thi
 s fishin
 g vacati
 o
 n
 , an
 d sh
 e f
 eels th
 e im
 p
 o
 rtan
 ce o
 f creating good m
 em
 o
 ries w
 it
 h t
 he
 m
 .



S
 o t
 h
 e
 y p
 oo
 l t
 hos
 e d
 e
 s
 i
 res
 . An
 d t
 he
 y
 '
 r
 e no
 t o
 n opposit
 e side
 s o
 f th
 e proble
 m
 . T
 h
 ey
 '
 r
 e together on one side, looking at th
 e proble
 m
 , understandin
 g th
 e n
 e
 eds
 , an
 d worki
 n
 g t
 o c
 r
 eat
 e a Thir
 d Alternativ
 e tha
 t wil
 lmee
 t the
 m
 .



"
 Mayb
 e w
 e cou
 l
 d a
 rr
 a
 n
 g
 e ano
 t
 he
 r ti
 m
 e w
 it
 h
 i
 n th
 e m
 onth for you to visi
 t wit
 h you
 r mother," h
 e sugg
 es
 ts
 . "I cou
 ld tak
 e ov
 er th
 e h
 o
 m
 e res
 p
 ons
 ib
 ilitie
 s f
 o
 r t
 h
 e we
 e
 k
 en
 d a
 n
 d arra
 n
 g
 e f
 o
 r s
 ome
 he
 l
 p at the first of the week so that you co
 uld go. I kn
 ow it'
 s important to you to have that tim
 e.



"Or m
 aybe we could locate a place to cam
 p and fi
 sh that woul
 d be close to your mother. T
 he area w
 ouldn't be as nice, but w
 e coul
 d stil
 l b
 e outdoo
 r
 s an
 d mee
 t othe
 r need
 s a
 s we
 ll
 . An
 d t
 h
 e b
 o
 y
 s wou
 l
 d
 n
 '
 t b
 e c
 l
 i
 m
 b
 i
 n
 g t
 h
 e wa
 ll
 s
 . W
 e c
 ou
 l
 d e
 v
 e
 n p
 l
 a
 n som
 e r
 ec
 r
 ea
 ti
 on
 a
 l a
 c
 tivities
 wit
 h th
 e cousins
 , aunts
 , an
 duncles
 , whic
 h woul
 db
 e a
 n adde
 d benefit."




They synergize. T
 h
 ey communicate ba
 ck and fo
 rth until th
 ey come up with a so
 lution they bot
 h fee
 l goo
 d about
 . It
 '
 s bette
 r th
 an th
 e solution
 s eith
 e
 r o
 f the
 m o
 rigi
 nall
 y p
 r
 oposed
 . It
 '
 s better t
 h
 an c
 o
 m
 p
 r
 o
 m
 i
 s
 e
 . It
 '
 s a syn
 er
 g
 i
 s
 ti
 c solution that builds P and PC.



Instea
 d o
 f a transaction
 , it
 '
 s a transfo
 r
 mation
 . Th
 ey ge
 t wha
 t the
 y bot
 h re
 a
 ll
 y wan
 t an
 d build
 t
 he
 i
 r relationship in the process.


 


Negative S
 y
 nergy



Seeking the Third A
 ltern
 ativ
 e is a m
 ajor Paradigm Shift f
 rom the di
 chotom
 ous, eithe
 r/or m
 entality. But look at the difference in results.



Ho
 w muc
 h negativ
 e energ
 y i
 s typ
 i
 call
 y exp
 e
 n
 d
 e
 d whe
 n peopl
 e tr
 y t
 o solv
 e probl
 e
 m
 s or mak
 e decision
 s i
 n a
 n interdependen
 t reality
 ? Ho
 w muc
 h tim
 e i
 s sp
 en
 t i
 n con
 f
 essin
 g other people'
 s sins
 , politicking
 , rivalry
 , interperson
 a
 l con
 f
 lict
 , prote
 ctin
 g on
 e'
 s b
 ack
 side
 , m
 aster
 m
 inding, and second guessing? It'
 s like trying to drive down the roa
 d w
 i
 t
 h on
 e f
 oo
 t on
 th
 e ga
 s an
 d th
 e othe
 r foo
 t o
 n th
 e b
 rak
 e.



An
 d instea
 d o
 f gettin
 g a f
 oo
 t of
 f th
 e brake
 , mos
 t peopl
 e giv
 e i
 t m
 or
 e gas
 . The
 y tr
 y t
 o app
 ly m
 o
 re pressure
 , m
 or
 e eloquence
 , m
 or
 e logica
 l i
 nfo
 rm
 atio
 n to streng
 the
 nthei
 r position.




The problem is t
 h
 at highly dependent people ar
 e tryin
 g t
 o succee
 d i
 n a
 n inte
 rd
 e
 pend
 e
 nt
 reality
 . Th
 ey
 '
 re eith
 er d
 ep
 end
 en
 t o
 n bo
 rrow
 in
 g st
 reng
 th fro
 m positio
 n po
 w
 e
 r an
 d th
 e
 y g
 o fo
 r w
 in
 -lo
 se o
 r they
 '
 r
 e dependen
 t o
 n bein
 g popula
 r w
 i
 t
 h other
 s a
 n
 d the
 y g
 o fo
 r lose-win
 . The
 y may tal
 k win
 -
 w
 i
 n techniqu
 e
 , bu
 t the
 y don
 '
 t reall
 y w
 an
 t t
 o listen
 ; the
 y wan
 t t
 o m
 a
 nip
 u
 late
 . And
 syne
 rg
 y can
 '
 t thriv
 e in tha
 t environ
 m
 ent.




I
 ns
 ec
 u
 r
 e pe
 o
 p
 l
 e t
 h
 i
 n
 k tha
 t al
 l r
 ealit
 y shoul
 d b
 e am
 enabl
 e t
 o thei
 r paradigms
 . The
 y have




a h
 i
 g
 h nee
 d t
 o clon
 e others
 , t
 o m
 ol
 d th
 e
 m o
 v
 e
 r in
 t
 o thei
 r ow
 n think
 ing
 . The
 y don
 '
 t realize
 tha
 t th
 e v
 er
 y strengt
 h o
 f th
 e relati
 o
 nshi
 p i
 s i
 n h
 a
 vin
 g an
 o
 t
 he
 r poin
 t o
 f v
 i
 e
 w
 . S
 a
 m
 e
 nes
 s i
 s not
 on
 eness
 ; un
 i
 f
 o
 r
 m
 it
 y is not unity. Unity, or o
 n
 en
 ess, i
 s c
 o
 m
 ple
 m
 entariness
 , no
 t sa
 m
 eness.
 Sam
 eness is uncreative...and boring. The essence of synergy is to value the differences.



I'v
 e com
 e t
 o believ
 e tha
 t th
 e ke
 y t
 o interpersona
 l synerg
 y i
 s intrapers
 on
 a
 l synergy
 , t
 ha
 t i
 s syne
 r
 g
 y within ours
 elve
 s. Th
 e heart of in
 terpe
 r
 sona
 l syne
 r
 g
 y i
 s e
 m
 b
 o
 d
 i
 e
 d i
 n th
 e p
 r
 inciple
 s in
 th
 e f
 i
 rs
 t thre
 e habits
 , whic
 h giv
 e th
 e interna
 l sec
 u
 rit
 y suf
 f
 icien
 t t
 o h
 andl
 e th
 e ri
 sk
 s o
 f b
 e
 in
 g op
 e
 n an
 d vu
 l
 ne
 r
 a
 b
 l
 e
 . B
 y internalizing those principles
 , w
 e dev
 e
 lo
 p th
 e Abund
 a
 nc
 e M
 e
 n
 t
 a
 li
 ty o
 f win-w
 i
 n an
 d th
 e authentici
 ty o
 f Habi
 t 5.




One of the very p
 rac
 tic
 al resu
 lts of being p
 rin
 ciple-centered is th
 a
 t i
 t m
 ake
 s u
 s whole




-- truly integrated. People w
 ho are scripted deep
 ly i
 n logical
 , verbal
 , le
 f
 t-brai
 n thinkin
 g will
 discove
 r ho
 w total
 l
 y in
 adequat
 e tha
 t thinkin
 g i
 s i
 n solvin
 g p
 r
 obl
 e
 m
 s wh
 ich r
 equ
 ire a g
 r
 ea
 t de
 al o
 f creativ
 ity
 . Th
 ey becom
 e awa
 r
 e an
 d begi
 n t
 o op
 en u
 p a ne
 w scrip
 t insid
 e thei
 r righ
 t b
 r
 ain
 . It
 '
 s no
 t tha
 t th
 e r
 i
 gh
 t br
 ain wasn'
 t there
 ; i
 t just l
 a
 y dor
 m
 ant
 . Th
 e musc
 l
 es h
 a
 d no
 t bee
 n deve
 l
 oped,
 o
 r pe
 r
 h
 ap
 s the
 y h
 a
 d a
 t
 ro
 ph
 i
 e
 d after early childho
 od because of the heavy left-brain em
 p
 has
 i
 s o
 f f
 o
 r
 m
 a
 l e
 du
 c
 a
 ti
 o
 n o
 r soc
 i
 a
 l sc
 ri
 p
 ti
 ng
 . Whe
 n a p
 e
 rso
 nha
 s acces
 s to b
 o
 t
 h t
 h
 e i
 n
 t
 u
 iti
 v
 e
 , cr
 e
 a
 ti
 ve
 , an
 d v
 i
 s
 ual right brain, and the analytical, logical, verbal lef
 t brain
 , the
 n th
 e who
 le brai
 n i
 s working.
 In other words, there is psychic syn
 erg
 y takin
 g pla
 c
 e i
 n ou
 r ow
 n he
 ad
 . An
 d th
 i
 s too
 l i
 s bes
 t suited to the rea
 lity of what life is, because life is no
 t j
 us
 t l
 og
 i
 ca
 l -
 - i
 t i
 s a
 l
 s
 o e
 m
 o
 ti
 ona
 l
 .



One day I was presenting a se
 m
 inar which I tit
 led, "M
 anag
 e from the Left, Lead from the R
 igh
 t" to a compan
 y i
 n Orlando
 , F
 l
 orida
 . Dur
 i
 n
 g th
 e break
 , th
 e presid
 e
 n
 t o
 f th
 e com
 p
 an
 y c
 a
 me u
 p t
 o m
 e a
 n
 d said
 , "Stephen
 , thi
 s i
 s intr
 iguing
 . B
 ut I hav
 e bee
 n t
 hinkin
 g abou
 t thi
 s material
 more in ter
 m
 s of its app
 li
 ca
 ti
 o
 n to m
 y m
 arria
 g
 e tha
 n t
 o m
 y business
 . M
 y wif
 e an
 d I h
 av
 e a rea
 l comm
 u
 nicatio
 n probl
 e
 m
 . I wonde
 r i
 f yo
 u woul
 d hav
 e lunc
 h wit
 h th
 e tw
 o o
 f u
 s an
 d just kind of
 watch how we talk to each other?



"Let'
 s do it," I replied.


 


As we sat down together, we exchanged a few pleasantries
 . The
 n thi
 s m
 a
 n turned to his wi
 fe an
 d said
 , "Now
 , honey
 , I'
 v
 e invite
 d S
 tephe
 n t
 o h
 av
 e lunc
 h wit
 h u
 s t
 o se
 e if h
 e c
 o
 u
 l
 d help us in o
 ur communicatio
 n w
 it
 h eac
 h other
 . I k
 n
 o
 w y
 o
 u f
 eel I sh
 o
 ul
 d b
 e a mo
 r
 e sensi
 tive
 , con
 sid
 era
 te hu
 sb
 and
 . Cou
 ld yo
 u giv
 e m
 e so
 m
 e
 thin
 g sp
 e
 cif
 ic yo
 u thi
 n
 k I ough
 t t
 o do?
 " H
 i
 s d
 o
 m
 inant left brai
 n wanted facts, f
 i
 gu
 re
 s
 , sp
 eci
 f
 ic
 s
 , p
 art
 s
 .



"
 W
 e
 l
 l
 , a
 s I'
 v
 e t
 o
 l
 d y
 o
 u bef
 o
 re
 , i
 t'
 s nothin
 g specific. It'
 s m
 o
 re of a general sense I have abou
 t p
 ri
 o
 ritie
 s
 .
 " He
 r d
 o
 m
 i
 n
 a
 n
 t ri
 gh
 t b
 rai
 n wa
 s d
 eali
 n
 g w
 it
 h sens
 in
 g an
 d wit
 h th
 e g
 estalt
 , the




whole
 , th
 e relationshi
 p betwee
 nth
 e parts.



 


"
 W
 ha
 t d
 o yo
 u mean
 , '
 a genera
 l feelin
 g abou
 t pri
 oriti
 es'
 ? Wha
 t i
 s i
 t yo
 u w
 an
 t m
 e t
 o do
 ? G
 i
 ve m
 e so
 m
 ethin
 g specifi
 c I ca
 n ge
 t a handl
 eon."




"W
 ell, it'
 s ju
 st a f
 ee
 ling.
 " H
 er righ
 t brain w
 as d
 ea
 lin
 g i
 n images
 , intuitiv
 e f
 e
 elings
 . "
 I just don
 '
 t thin
 k ou
 r m
 arriag
 e is as impo
 r
 tan
 t to yo
 u as yo
 u tell m
 e it is."



 


on."






"
 W
 ell
 , wha
 t ca
 n I d
 o t
 o mak
 e i
 t mor
 e i
 m
 p
 ortant
 ? Gi
 v
 e m
 e so
 m
 e
 t
 h
 in
 g c
 oncr
 e
 t
 e an
 d spec
 i
 fi
 c t
 o go



 


"It
 '
 s ha
 rd t
 o pu
 t int
 owords."



 


A
 t tha
 t point
 , h
 e jus
 t rolle
 d hi
 s eye
 s an
 d looke
 d at m
 e as if to say
 , "S
 teph
 en
 , cou
 ld yo
 u endu
 re th
 is kin
 d o
 f d
 u
 m
 bnes
 s i
 nyou
 r m
 arriage
 ?
 "



"It'
 s just a feeling," she said, "a very strong feeling."


 


"
 H
 oney,
 " h
 e sai
 d t
 o her
 , "
 that
 '
 s you
 r proble
 m
 . An
 d that'
 s the p
 rob
 lem w
 ith you
 r mo
 ther. In fact, it'
 s the problem with every wom
 an I know."



The
 n h
 ebega
 n t
 o interrogat
 e he
 r a
 s thoug
 hi
 t wer
 e so
 m
 e kin
 d o
 f lega
 ldeposition.
 "Do you live where you want to live?
 "



"That
 '
 s no
 t it,
 " sh
 e sighed
 . "T
 hat
 '
 s no
 t it a
 tall."



 


"
 I kno
 w,
 " h
 e replie
 d wi
 t
 h a for
 c
 e
 d pa
 t
 i
 ence
 . "Bu
 t sinc
 e yo
 u won'
 t tel
 l m
 e exactl
 y wh
 a
 t i
 t is,
 I f
 i
 gu
 r
 e th
 e bes
 t w
 a
 y t
 o fi
 n
 d ou
 t w
 ha
 t i
 t i
 s i
 s t
 o fi
 n
 d ou
 t wha
 t i
 t i
 snot
 . D
 o yo
 u liv
 ewher
 e you
 want to live?"



"
 I guess.
 "


 


"Hon
 e
 y
 , Steph
 e
 n
 '
 s h
 e
 r
 e fo
 r jus
 t a f
 e
 w minute
 s t
 o tr
 y t
 o h
 el
 p us
 . Jus
 t g
 i
 v
 e m
 e a q
 uic
 k '
 ye
 s
 ' o
 r '
 no' answer. Do you live where you want to live?
 "



"
 Y
 es."


 


"Okay. That'
 s settled. Do you have the things you want to have?
 " "
 Y
 es."



"Al
 l right
 . D
 o y
 o
 u d
 o th
 eth
 ing
 s yo
 u wan
 t t
 o do
 ?
 "



This went on fo
 r a little while, an
 d I could see I wasn
 '
 t helping at all
 . S
 o I i
 n
 ter
 v
 e
 n
 ed a
 n
 d said
 , "I
 s thi
 s kin
 do
 f ho
 w i
 t go
 es i
 n you
 r relationship
 ?
 "



"Ever
 y day
 ,Stephen,
 " h
 e replied.



 


"It
 '
 s th
 e stor
 y o
 f ou
 r m
 arriage,
 " sh
 e sigh
 ed.



 


I look
 ed a
 t th
 e tw
 o o
 f th
 e
 m an
 d th
 e t
 hough
 t crosse
 d m
 y min
 d tha
 t the
 y w
 e
 r
 e tw
 o ha
 l
 f
 -brained peopl
 e liv
 in
 g together
 . "D
 o y
 o
 u hav
 ean
 y children
 ?
 " Iasked.




"
 Yes
 , t
 wo.
 "


 


"Really?
 " I asked incredulousl
 y. "How did you do it?
 " "W
 hat do you m
 ean how did we do it?
 "



"
 Yo
 u w
 er
 e s
 yn
 er
 g
 istic!
 " I sai
 d
 . "
 O
 n
 e p
 l
 u
 s on
 e usuall
 y equal
 s two
 . Bu
 t yo
 u m
 a
 d
 e one
 plu
 s on
 e equa
 l four
 . N
 o
 w that'
 s synergy. The w
 hole is grea
 ter than the sum of the parts. So how did yo
 u do it
 ?
 "



"Yo
 u kno
 who
 w w
 e di
 d it,
 " h
 e replied.



 


"You m
 u
 st have valued the differences!" I exclaim
 ed.


 


Valuing th
 e Differen
 ces


 


Valuing the differences is the essence of syne
 rgy -- the m
 ental, the em
 otional, the psychological differences between people. A
 nd the key to valuing th
 ose differ
 ences is to realize that all people see t
 h
 e wo
 rl
 d
 , no
 t a
 s i
 t i
 s
 , bu
 t a
 s t
 he
 y a
 r
 e
 .



I
 f I thin
 k I se
 e th
 e worl
 d a
 s i
 t is
 , wh
 y woul
 d I wan
 t t
 o valu
 e th
 e differen
 c
 e
 s
 ? Wh
 y wou
 l
 d I even wan
 t to bother with someone who'
 s "off tr
 ack
 "
 ? M
 y paradig
 m i
 s tha
 t I a
 m object
 i
 v
 e
 ; I s
 e
 e the
 worl
 d a
 s i
 t is
 . Everyon
 e els
 e i
 s bur
 i
 e
 d b
 y th
 e minutia
 , bu
 t I se
 e th
 e large
 r pictu
 r
 e
 . Th
 a
 t's
 wh
 y t
 he
 y ca
 l
 l m
 e a supervisor -- I have super vision.



I
 f that
 '
 s m
 y paradigm
 , the
 n I wil
 l neve
 r b
 e eff
 ectively interde
 pendent, or even
 eff
 ectiv
 ely independ
 ent
 , f
 o
 r tha
 t matter
 . I wil
 l b
 e li
 m
 i
 te
 d b
 y th
 e paradigm
 s o
 f m
 y o
 w
 n conditioning.




Th
 e per
 so
 n wh
 o i
 s trul
 y effectiv
 e ha
 s th
 e hum
 i
 lit
 y an
 d reverenc
 e t
 o r
 e
 cogniz
 e hi
 s own perceptua
 l l
 i
 mitation
 s an
 d t
 o apprec
 i
 at
 e th
 e ric
 h r
 esource
 s availabl
 e throug
 h interactio
 n wit
 h the h
 eart
 s an
 d mind
 s o
 f oth
 e
 r hum
 a
 n b
 e
 ings
 . Tha
 t perso
 n va
 l
 u
 e
 s t
 h
 e di
 fferences b
 eca
 use those diff
 er
 ences add to hi
 s knowl
 e
 dg
 e, t
 o hi
 s underst
 a
 ndin
 g o
 f rea
 l
 ity
 . W
 h
 e
 n w
 e
 '
 r
 e l
 e
 f
 t t
 o ou
 r own expe
 ri
 ences
 , w
 e cons
 t
 a
 n
 tl
 y suffer from a shortage of data.



I
 s i
 t logica
 l tha
 t t
 w
 o peopl
 e ca
 n dis
 ag
 r
 e
 e an
 d tha
 t bot
 h ca
 n b
 e right
 ? It
 '
 s n
 o
 t logical
 : i
 t
 's p
 sycho
 l
 og
 ical. And it'
 s very real. You see the young lady; I see t
 h
 e old w
 om
 an. W
 e'
 r
 e both look
 in
 g a
 t t
 h
 e sa
 m
 e pic
 t
 ure
 , an
 d bo
 t
 h o
 f u
 s ar
 e right
 . W
 e s
 e
 e t
 h
 e sam
 e b
 lack lines
 , th
 e s
 a
 m
 e white spaces
 . B
 u
 t we interpret them differen
 t
 ly because we'
 v
 e been c
 ond
 i
 tione
 d t
 o int
 e
 rpre
 t th
 e
 m differently.




And unless we v
 a
 lue t
 he differences i
 n our pe
 rceptions, unless we v
 a
 lue each other an
 d g
 iv
 e cr
 e
 d
 enc
 e t
 o th
 e possibilit
 y tha
 t we
 '
 r
 e bot
 h right
 , th
 at lif
 e is not a
 lw
 ays a d
 ichoto
 m
 ou
 s eithe
 r/or, th
 at there are alm
 ost always Third Alternativ
 es, we will neve
 r b
 e ab
 l
 e t
 o transcen
 d th
 e li
 m
 it
 s o
 f th
 at conditi
 o
 ning.




Al
 l I ma
 y se
 e i
 s th
 e ol
 d woman
 . Bu
 t I reali
 z
 e th
 a
 t yo
 u se
 e so
 m
 ethin
 g else
 . An
 d I value
 you. I value your perception. I want to understand.



S
 o whe
 n I beco
 m
 e awar
 e o
 f t
 h
 e differenc
 e i
 n ou
 r perceptions
 , I say
 , "Good
 ! Yo
 u s
 e
 e it
 differe
 ntly! Help m
 e see what you see."



I
 f tw
 o peop
 l
 e hav
 e th
 e s
 a
 m
 e opinion
 , on
 e i
 s unn
 e
 c
 essary
 . I
 t
 '
 s no
 t goin
 g t
 o d
 o m
 e an
 y goo
 d at a
 l
 l t
 o communicate with som
 eone else who sees onl
 y th
 e ol
 d wo
 m
 an also
 . I don
 '
 t w
 ant
 t
 o t
 al
 k
 , t
 o c
 o
 mm
 u
 n
 i
 ca
 t
 e
 , w
 it
 h so
 m
 e
 o
 n
 e w
 h
 o ag
 r
 e
 e
 s w
 it
 h m
 e
 ; I w
 a
 n
 t t
 o c
 o
 m
 m
 un
 icat
 e w
 it
 h you becaus
 e you see it d
 i
 ff
 e
 r
 en
 tl
 y
 . I va
 l
 u
 e t
 ha
 t d
 i
 ff
 e
 r
 ence
 .



B
 y doin
 g that
 , I n
 o
 t onl
 y inc
 rease m
 y o
 w
 n awar
 en
 ess
 ; I a
 lso aff
 irm you
 . I giv
 e you psychologi
 c
 a
 l air
 . I tak
 e m
 y foo
 t of
 f th
 e brak
 e an
 d relea
 s
 e th
 e negat
 i
 v
 e energ
 y yo
 u ma
 y h
 a
 ve investe
 d i
 n defen
 d
 in
 g a particula
 r position
 . I creat
 e a
 nenviron
 m
 en
 t fo
 r syn
 ergy.




The im
 portance of valuing the difference is ca
 pt
 ured in an often-quoted fable called "The Anim
 al School," written by educator Dr. R. H. Reeves.



Once upon a tim
 e, the anim
 als decided they m
 u
 st do som
 ething heroic to m
 eet the problem
 s o
 f a "Ne
 w Wor
 l
 d,
 " s
 o t
 he
 y org
 a
 niz
 e
 d a school
 . The
 y a
 dop
 t
 ed an ac
 tiv
 i
 t
 y cu
 rr
 icu
 lu
 m con
 sistin
 g o
 f running, climbing, swimming, and flying. To m
 ake it easier t
 o a
 d
 m
 i
 n
 i
 s
 t
 e
 r
 , a
 l
 l an
 i
 m
 a
 l
 s t
 oo
 k a
 l
 l t
 h
 e subjects.




Th
 e du
 ck w
 as ex
 cel
 l
 en
 t in sw
 im
 m
 in
 g
 , b
 ett
 er in f
 ac
 t tha
 n h
 i
 s in
 st
 ructor
 , a
 n
 d mad
 e e
 x
 c
 ellent grade
 s i
 n f
 l
 ying
 , bu
 t h
 e wa
 s ver
 y poo
 r i
 n ru
 nning
 . Sinc
 e h
 e w
 a
 s low in runn
 in
 g h
 e ha
 d t
 o s
 ta
 y af
 ter scho
 o
 l an
 d als
 o dro
 p swi
 mmin
 g t
 o practic
 e ru
 nn
 i
 ng
 . T
 h
 i
 s wa
 s kep
 t u
 p unti
 l hi
 s we
 b feet
 were badly worn and he was only average in swimming
 . B
 u
 t averag
 e wa
 s a
 ccep
 t
 ab
 l
 e i
 n sch
 o
 o
 l
 , s
 o nobod
 y worrie
 d abou
 t tha
 t ex
 cep
 t th
 e du
 ck
 .



Th
 e rabbi
 t s
 t
 arte
 d a
 t th
 e to
 p o
 f th
 e clas
 s i
 n runn
 i
 ng
 , bu
 t ha
 d a nervou
 s breakd
 ow
 n b
 eca
 u
 s
 e o
 f s
 o m
 uch m
 ak
 eup in swimm
 ing.



Th
 e squirre
 l wa
 s ex
 cellen
 t i
 n cli
 m
 bin
 g unti
 l h
 e develope
 d f
 rustration
 s i
 n th
 e f
 ly
 in
 g c
 lass where his teacher m
 ade him start from the ground up instea
 d of from th
 e tree-t
 op down. He also deve
 lop
 ed charle
 y horse
 s fro
 m over-exertio
 n an
 d h
 e go
 t a C i
 n cl
 i
 m
 bin
 g an
 d a D i
 n runnin
 g.



The eag
 le w
 as a problem ch
 ild and ha
 d t
 o b
 e disci
 p
 line
 d severely
 . I
 n climbin
 g clas
 s h
 e beat
 all th
 e other
 s t
 o th
 e to
 p o
 f th
 e tree
 , bu
 tinsiste
 d o
 n usin
 ghi
 s o
 w
 n wa
 y o
 fgettin
 g there.




A
 t t
 h
 e en
 d o
 f th
 e yea
 r
 , a
 n a
 bno
 r
 ma
 l ee
 l tha
 t c
 o
 u
 l
 d s
 w
 i
 m exc
 e
 edingl
 y wel
 l an
 d al
 s
 o coul
 d r
 un, cli
 m
 b an
 d f
 l
 y alittl
 e ha
 d th
 ehighes
 t av
 er
 ag
 e an
 dwa
 s valedictorian.




Th
 e prairi
 e dog
 s staye
 d ou
 t o
 f schoo
 l an
 d fough
 t th
 e t
 a
 x l
 e
 v
 y b
 e
 caus
 e th
 e adminis
 t
 r
 ation wou
 l
 d no
 t a
 dd digging and burrowing to the curriculum
 . T
 hey apprentice
 d thei
 r childre
 n t
 o the badge
 r an
 d late
 r joine
 dth
 e groundhog
 s an
 dgopher
 s t
 o star
 t a successfu
 l privat
 eschool.



 






Force Field Analysis


 


I
 n a
 n interdepend
 e
 n
 t si
 t
 uation
 , s
 yn
 e
 rg
 y i
 s par
 ticularly powe
 rf
 ul in deali
 ng w
 ith neg
 ative forces th
 at work against growth and change.



Sociol
 o
 g
 i
 s
 t Kur
 t L
 e
 wi
 n develope
 d a "F
 o
 rc
 e Fie
 ld Analysis
 " mode
 l i
 n whi
 c
 h h
 e describe
 d any




curren
 t leve
 l o
 f per
 f
 ormanc
 e o
 r bein
 g a
 s a stat
 e o
 f eq
 u
 ilibriu
 m betwee
 n t
 h
 e drivin
 g fo
 rce
 s th
 a
 t en
 cou
 rag
 e upwar
 d m
 ove
 m
 en
 t an
 d th
 erestrainin
 g for
 ce
 s tha
 t discourag
 e it.




Drivin
 g force
 s generall
 y ar
 e pos
 iti
 ve, re
 asona
 ble, logical
 , conscious
 , an
 d economic
 . In juxtaposit
 i
 on
 , restrainin
 g force
 s ar
 e ofte
 n neg
 a
 tiv
 e, e
 m
 ot
 i
 o
 nal
 , illogi
 ca
 l
 , unconscious
 , and social/psy
 c
 h
 ological
 . B
 ot
 h sets of forces a
 re ver
 y real and m
 ust betake
 n int
 o acc
 oun
 t i
 n deal
 ing wit
 hchange.




I
 n a family
 , fo
 r examp
 l
 e
 , yo
 u hav
 e a certai
 n "cl
 im
 ate" in the hom
 e -- a certai
 n leve
 l of
 positiv
 e o
 r negativ
 e interaction
 , of f
 e
 elin
 g saf
 e o
 r unsaf
 e i
 n exp
 ressing f
 eel
 ings or ta
 lki
 n
 g a
 bout
 concerns, of respect or disrespect in comm
 unication am
 ong fam
 ily m
 em
 b
 er
 s.


 


You m
 ay really want to change th
 at level. Yo
 u m
 a
 y w
 a
 n
 t t
 o creat
 e a cl
 im
 at
 e tha
 t is m
 o
 re positiv
 e, mor
 e respect
 f
 ul
 , m
 or
 e ope
 n an
 d trusting
 . Y
 ou
 r lo
 gica
 l reaso
 n
 s f
 o
 r doi
 n
 g t
 ha
 t ar
 e t
 h
 e drivin
 g f
 orce
 s tha
 tac
 t t
 o rais
 e th
 e level..




Bu
 t increas
 i
 n
 g tho
 se drivin
 g f
 orc
 e
 s i
 s no
 t enough
 . You
 r effo
 rts are op
 p
 o
 sed b
 y rest
 rain
 in
 g forces -- by the com
 petitive sp
 irit between childr
 en in the fam
 ily, by the different scripting of h
 o
 m
 e lif
 e y
 o
 u an
 d you
 r s
 pous
 e hav
 e brough
 t t
 o th
 e relationsh
 ip
 , b
 y habit
 s tha
 t hav
 e d
 e
 velope
 d in th
 e fa
 m
 ily
 , b
 y wor
 k o
 r othe
 r de
 m
 and
 s o
 n yo
 u
 r ti
 m
 e an
 denergies.




I
 nc
 r
 eas
 i
 n
 g th
 e d
 ri
 vi
 n
 g f
 o
 r
 ce
 s m
 a
 y b
 rin
 g r
 esu
 lt
 s -
 - fo
 r a while
 . Bu
 t a
 s lon
 g a
 s th
 e restraining
 fo
 rces are th
 ere, i
 t becom
 es i
 n
 creasingly hard
 er. It'
 s lik
 e push
 i
 n
 g aga
 i
 ns
 t a sp
 ri
 ng
 : t
 h
 e ha
 r
 de
 r yo
 u push
 , t
 h
 e harder it is to push until the force of th
 e spring suddenly thrusts the level back down.



Th
 e re
 su
 ltin
 g u
 p an
 d d
 o
 wn
 , yo
 -
 y
 o eff
 ect cause
 s yo
 u to f
 eel, af
 ter s
 ev
 eral a
 ttemp
 ts, that p
 eop
 le are "jus
 t th
 e wa
 y the
 yar
 e" an
 d th
 at "it
 '
 s to
 o di
 ff
 i
 cul
 t t
 ochange."




But when you introduce synergy, you use th
 e m
 o
 tive of Habit 4, the skill of Habit 5, an
 d th
 e int
 e
 ractio
 n o
 f Habi
 t 6 t
 o wor
 k directl
 y o
 n th
 e restra
 i
 nin
 g for
 c
 es
 . Yo
 u unfr
 e
 ez
 e the
 m
 , loose
 n th
 e
 m up
 , an
 d c
 r
 eat
 e n
 e
 w insight
 s tha
 t a
 ctuall
 y tran
 s
 f
 or
 m tho
 se restrainin
 g f
 orce
 s in
 t
 o drivin
 g ones
 . Yo
 u i
 nv
 ol
 v
 e p
 eop
 le in th
 e p
 ro
 b
 lem
 , im
 m
 erse them i
 n it
 , s
 o t
 h
 a
 t the
 y soa
 k i
 t i
 n and
 f
 eel it is th
 eir p
 rob
 lem an
 d th
 ey ten
 d t
 o beco
 m
 e a
 n i
 m
 portan
 t par
 to
 f th
 e solution.




As a result, new goals, s
 hared goals, are create
 d, and the whole enterprise m
 oves upward, of
 ten in way
 s t
 h
 a
 t n
 o on
 e coul
 d hav
 e a
 n
 ticipate
 d
 . An
 d th
 e excitemen
 t containe
 d wi
 th
 i
 n th
 a
 t m
 o
 v
 e
 m
 e
 n
 t create
 s a new culture. The people invo
 lved in it are en
 m
 eshed in each other'
 s hum
 anity and em
 powere
 d by new
 , f
 r
 es
 h t
 h
 ink
 i
 n
 g, b
 y n
 e
 w c
 r
 e
 a
 ti
 v
 e alternative
 s an
 d opportunities.




I'v
 e bee
 n involve
 dsevera
 l ti
 m
 e
 s i
 n ne
 g
 o
 tiati
 o
 n
 s b
 e
 twee
 n peop
 l
 e wh
 o wer
 e angr
 y a
 t ea
 c
 h oth
 e
 r an
 d hire
 d l
 a
 wyer
 s t
 o d
 e
 fen
 d thei
 r positions
 . An
 d al
 l that d
 id w
 as to e
 xacerba
 te th
 e problem b
 eca
 u
 se th
 e in
 terp
 ersona
 l commun
 icatio
 n d
 et
 erio
 rated as i
 t w
 en
 t throug
 h t
 h
 e lega
 l pro
 c
 ess
 . But th
 e trus
 t leve
 l wa
 s s
 o lo
 w tha
 t th
 e partie
 s f
 el
 t the
 y ha
 d n
 o othe
 r alternativ
 e tha
 n t
 o tak
 e th
 e issue
 s to court.




"
 W
 o
 u
 l
 d y
 o
 u b
 e i
 n
 t
 e
 r
 es
 t
 e
 d i
 n go
 i
 n
 g f
 o
 r a w
 i
 n
 -
 w
 i
 n so
 lutio
 n tha
 t bot
 h partie
 s fee
 l real
 l
 y good
 about?
 " wou
 l
 d ask
 .



The response was usually affi
 rm
 ative, but m
 os
 t peop
 l
 e d
 i
 dn
 '
 t rea
 ll
 y t
 h
 i
 n
 k i
 t wa
 sposs
 i
 b
 l
 e
 .


 


"I
 f I ca
 n ge
 t t
 h
 e o
 t
 he
 r pa
 rt
 y t
 o agr
 e
 e
 , w
 o
 ul
 d yo
 u b
 e w
 illin
 g t
 o sta
 rt th
 e p
 r
 oces
 s of
 reall
 y co
 mm
 unicatin
 g wi
 theac
 h other?"




Again, the answer was usuall
 y "yes."


 


The results in alm
 ost ever
 y case have been ast
 o
 unding. Problems t
 h
 at had been leg
 al
 ly an
 d psycholog
 ic
 all
 y wrangl
 e
 d abou
 t fo
 r month
 s hav
 e bee
 n settle
 d i
 n a m
 atte
 r o
 f a f
 ew hour
 s o
 r days
 . Mo
 st o
 f th
 e so
 lu
 t
 ion
 s w
 eren'
 t the cou
 rthou
 se c
 o
 mp
 ro
 m
 ise solution
 s ei
 ther
 ; the
 y w
 ere syne
 rg
 isti
 c, be
 tte
 r th
 an th
 e solu
 t
 i
 o
 n
 s propos
 e
 d independ
 e
 ntl
 y b
 y eithe
 r party
 . A
 n
 d
 , in m
 o
 st cases, th
 e relati
 onship
 s c
 ontinu
 e
 d ev
 e
 n thoug
 h i
 t ha
 d a
 ppeare
 d i
 n th
 e beginn
 in
 g tha
 t the t
 rust level was so lo
 w and the rupture in the relati
 onsh
 i
 p s
 o lar
 g
 e a
 s t
 o b
 e a
 l
 m
 os
 t irre
 p
 ar
 ab
 l
 e
 .



At one of our developm
 e
 nt program
 s, an execu
 tiv
 e reporte
 d a situatio
 nwher
 e a m
 a
 nuf
 a
 cturer wa
 s bein
 g sue
 d b
 y a longti
 m
 e indust
 rial custom
 er for lack o
 f pe
 rf
 o
 rm
 a
 nce
 . Bo
 t
 h par
 t
 ie
 s felt
 totally jus
 tif
 ied in the rightness of their positio
 n and perceived each o
 t
 he
 r a
 s une
 th
 i
 ca
 l a
 n
 d c
 o
 m
 pletel
 yuntrustworthy.




A
 s t
 he
 y be
 g
 a
 n t
 o p
 r
 ac
 ti
 c
 e Hab
 i
 t 5
 , t
 w
 o t
 h
 i
 ng
 s becam
 e clear. First, early comm
 un
 ication problem
 s resulted in a m
 isunderstanding which was later ex
 acerbated b
 y accusation
 s and
 coun
 tera
 ccu
 sation
 s. Se
 c
 ond
 , bot
 h wer
 e initiall
 y actin
 g i
 n g
 oo
 d f
 a
 it
 h an
 d d
 idn'
 t like th
 e co
 st an
 d hass
 l
 e o
 f a l
 ega
 l f
 i
 gh
 t
 , bu
 t saw no other way out.



Once th
 ese two thing
 s b
 ecam
 e clear, th
 e spirit of Habits 4, 5, and 6 took over, the p
 r
 obl
 em w
 as rapidl
 y re
 solved
 , an
 dth
 e relationshi
 p continue
 s t
 o prosper.




I
 n a
 no
 t
 he
 r circu
 m
 sta
 n
 ce
 , I recei
 ve
 d a
 n earl
 y m
 o
 rn
 in
 g phon
 e ca
 ll f
 ro
 m a l
 an
 d d
 eve
 lop
 er despera
 tely searchin
 g fo
 r help
 . Th
 e ban
 k w
 a
 n
 te
 d t
 o fo
 rec
 lo
 s
 e becaus
 e h
 e wa
 s no
 t com
 p
 lying
 w
 i
 th th
 e prin
 cip
 al an
 d inter
 es
 t paymen
 t sch
 e
 d
 u
 le
 , an
 d h
 e wa
 s suin
 g th
 e b
 a
 n
 k t
 o avoi
 d the
 fore
 clo
 su
 r
 e. H
 e n
 eed
 ed additiona
 l fundin
 g t
 o f
 i
 n
 i
 s
 h a
 n
 d m
 a
 rke
 t th
 e lan
 d s
 o tha
 t h
 e coul
 d rep
 ay
 th
 e bank
 , bu
 t th
 e ban
 k r
 e
 fu
 s
 e
 d t
 o provid
 e addit
 i
 ona
 l f
 u
 nd
 s u
 nt
 i
 l schedule
 d pay
 m
 ent
 s wer
 e m
 et.
 It w
 as a chicken-and-egg problem wit
 hundercapitalization.




I
 n t
 h
 e m
 ean
 ti
 m
 e
 , t
 h
 e p
 r
 o
 j
 ec
 t wa
 s l
 an
 g
 u
 i
 sh
 i
 ng
 . The streets w
 ere beginning to look like weed fields, and the owners of the few hom
 es that ha
 d been built were up in arm
 s as the
 y sa
 w t
 he
 i
 r p
 r
 ope
 rt
 y va
 l
 ue
 s drop
 . Th
 e cit
 y wa
 s als
 o upse
 t over the "prim
 e land" project falling behind sch
 edu
 le an
 d beco
 m
 in
 g a
 n eyesore
 . Ten
 s o
 f t
 housand
 s o
 f dollar
 s i
 n l
 ega
 l cost
 s ha
 d alread
 y been spen
 t b
 y th
 e ban
 k an
 d t
 h
 e d
 e
 velope
 r an
 d th
 e ca
 s
 e w
 as
 n
 '
 t sche
 d
 u
 le
 d t
 o co
 m
 e t
 o cour
 t for
 several m
 onths.



I
 n desperat
 i
 on
 , thi
 s develope
 r reluc
 t
 antl
 y agre
 e
 d t
 o tr
 y th
 e principle
 s o
 f Habit
 s 4
 , 5
 , and




6.
 H
 e arrange
 d a m
 eetin
 gwit
 h eve
 n m
 or
 e reluctan
 t ban
 kofficials.



 


Th
 e m
 eeti
 n
 g start
 e
 d a
 t 8 A.
 M
 . i
 n o
 n
 e o
 f t
 h
 e ban
 k conferenc
 e roo
 m
 s
 . Th
 e tensio
 n and
 m
 istrust wer
 e palpable. The a
 tto
 rn
 ey fo
 r th
 e bank had committed the bank off
 ici
 als to say nothing
 . T
 he
 y wer
 e on
 l
 y t
 o li
 s
 te
 n an
 d h
 e alon
 e w
 oul
 d speak
 . H
 e w
 ante
 d noth
 i
 n
 g t
 o happen
 tha
 t woul
 d co
 m
 pro
 m
 i
 s
 e th
 e bank
 '
 spositio
 n i
 n court.




Fo
 r th
 e firs
 t hou
 r a
 n
 d a half
 , I ta
 u
 gh
 t Habit
 s 4
 , 5
 , an
 d 6
 . A
 t 9:3
 0 I w
 e
 n
 t t
 o th
 e blackboar
 d a
 n
 d wrot
 e dow
 n th
 e bank'
 s c
 oncern
 s b
 a
 s
 e
 d o
 n ou
 r pr
 i
 o
 r underst
 a
 nding
 . Init
 i
 all
 y th
 e ban
 k officials sai
 d nothing
 , but the m
 ore w
 e comm
 unicated wi
 n-w
 in in
 tent
 ions an
 d sough
 t firs
 t t
 o understan
 d
 , th
 e m
 or
 e the
 y opene
 du
 p t
 o explai
 n an
 d clarify.




A
 s the
 y beg
 a
 n t
 o f
 e
 e
 l understood
 , t
 h
 e whol
 e at
 m
 os
 phere chang
 ed and a sen
 se of m
 o
 m
 e
 ntum
 , o
 f ex
 cit
 em
 e
 n
 t ov
 er t
 h
 e p
 ro
 sp
 ec
 t o
 f peacefull
 y settlin
 g t
 h
 e proble
 m wa
 s cle
 ar
 l
 y evident.
 Over th
 e attorney'
 s objections the bank offici
 als open
 ed up even m
 o
 r
 e, eve
 n abou
 t personal concerns
 . "
 W
 he
 n w
 e wal
 k ou
 t o
 f her
 e t
 h
 e fir
 s
 t thing th
 e ba
 nk pres
 ident will say is, '
 D
 id we ge
 t our m
 oney?
 ' W
 h
 at are we go
 i
 n
 g t
 o s
 a
 y
 ?
 "



B
 y 11:00
 , th
 e ban
 k officer
 s wer
 e stil
 l convince
 d o
 f t
 he
 i
 r ri
 gh
 t
 ness
 , b
 u
 t t
 h
 e
 y f
 e
 l
 t u
 nde
 rst
 o
 od
 an
 d we
 r
 e no longer defensive and officious
 . A
 t tha
 t point
 , the
 y we
 r
 esuff
 i
 c
 i
 en
 tl
 y o
 pe
 n t
 o lis
 ten
 t
 o th
 e d
 e
 ve
 lo
 pe
 r
 '
 s c
 onc
 e
 rns
 , whic
 h w
 e wrot
 e dow
 n o
 n t
 h
 e other side of the blackboard. This resul
 ted in d
 eep
 er m
 u
 tu
 al understa
 n
 din
 g a
 n
 d a collectiv
 e awarenes
 s o
 f ho
 w poo
 r ea
 r
 ly
 c
 o
 mm
 u
 n
 i
 ca
 t
 i
 o
 n ha
 d r
 esu
 lt
 e
 d i
 n m
 isunders
 t
 a
 nding and unrealistic expectations
 , an
 d how continuou
 s communica
 t
 io
 n i
 n a win-wi
 n spiri
 t could have prevented the subseq
 uent m
 ajor problem
 s from developing.



The shared s
 ense of both chronic and acute pain com
 bined with a sense of genuine progress k
 ep
 t everyon
 e co
 mm
 unica
 t
 ing
 . B
 y noon
 , wh
 e
 n th
 e m
 eetin
 g w
 as sch
 edu
 led to end
 , th
 e p
 eop
 le
 were positive, creati
 v
 e
 , a
 n
 d syn
 er
 g
 i
 s
 ti
 c a
 n
 d w
 a
 n
 te
 d t
 o k
 ee
 p tal
 king.



 


The very first recomm
 e
 ndation m
 ade by the develope
 r wa
 s see
 n a
 s a beginning win-win approach b
 y all
 . I
 t wa
 ssynergiz
 e
 d o
 n an
 d i
 m
 pr
 oved
 , an
 d a
 t 1
 2
 :4
 5 P.
 M. the developer and the two bank officers l
 e
 f
 t w
 i
 t
 h a p
 l
 an t
 o p
 r
 esen
 t t
 oge
 t
 he
 r t
 o th
 e Ho
 m
 e Owners
 ' Associa
 t
 io
 n an
 d the
 city. Despite subseq
 uent com
 plicating developm
 ents
 , th
 e lega
 l figh
 t wa
 s ab
 o
 rt
 e
 d an
 d the
 bu
 il
 d
 i
 n
 g pro
 j
 ec
 t con
 t
 inue
 d t
 o a succe
 ssful conclusion.



I a
 m no
 t suggestin
 g tha
 t peo
 p
 l
 e shou
 l
 d no
 t us
 e l
 ega
 l process
 e
 s
 . Som
 e s
 i
 t
 u
 ation
 s ab
 s
 o
 lutely requir
 e it
 . Bu
 t I se
 e i
 t a
 s a cour
 t o
 f last
 , no
 t f
 i
 rst
 , resort
 . I
 f i
 t i
 s use
 d to
 o ea
 rly
 , eve
 n i
 n a p
 re
 v
 e
 n
 ti
 v
 e se
 ns
 e
 , sometim
 es fear and the lega
 l paradigm create subseq
 uent thought and actio
 n processes that are not synergistic.


 


All Nature is Synergis
 tic



Ecolog
 y i
 s a wor
 d whic
 h basicall
 y describe
 s the synergism in nature -- everything is related to everything else. It'
 s in th
 e r
 ela
 ti
 onship tha
 t cr
 ea
 tiv
 e power
 s a
 r
 e m
 ax
 im
 iz
 e
 d
 , ju
 s
 t a
 s the rea
 l pow
 er in thes
 e Seve
 n Habit
 s i
 s i
 n thei
 r rel
 ationsh
 ip t
 o e
 ac
 h other
 , no
 t jus
 t i
 n th
 e individual habit
 s the
 m
 selves.



 


The rela
 tion
 ship of the p
 arts is also the power in creating a sy
 nergis
 tic cu
 lture in
 side a f
 a
 m
 ily o
 r an organ
 i
 zation
 . Th
 e m
 or
 e g
 e
 nuin
 e th
 e involv
 e
 men
 t
 , th
 e m
 or
 e sincer
 e an
 d sustaine
 d the pa
 rti
 c
 i
 pa
 ti
 o
 n i
 n ana
 l
 yz
 in
 g an
 d so
 l
 v
 i
 n
 g p
 r
 ob
 l
 e
 m
 s
 , t
 h
 e g
 rea
 t
 e
 r t
 h
 e releas
 e o
 f everyone
 '
 s creativity, and of thei
 r comm
 i
 tm
 en
 t to wh
 at th
 ey create
 . This
 , I'
 m convinc
 e
 d
 , i
 s th
 e essence
 o
 f th
 e powe
 r i
 n th
 e Japanes
 e approac
 h t
 obusiness
 , whic
 h ha
 schange
 d th
 e worl
 d m
 arketplace.




Synergy works; it'
 s a co
 rrect p
 rincip
 le. It is the crowning achievem
 en
 t of all th
 e previous habits. I
 t i
 s effectiv
 e
 n
 e
 s
 s i
 n a
 n in
 t
 erd
 epend
 e
 n
 t realit
 y -
 - i
 t i
 s te
 a
 m
 work
 , tea
 m building
 , t
 h
 e develop
 m
 en
 t o
 f unit
 y an
 d creativit
 yw
 it
 h othe
 r hu
 m
 a
 n beings.




Althoug
 h yo
 u c
 anno
 t co
 nt
 ro
 l th
 e pa
 radig
 m
 s o
 f others in a
 n in
 te
 rd
 epe
 nden
 t inter
 a
 ctio
 n or




th
 e syn
 erg
 istic p
 ro
 cess itse
 lf
 , a g
 reat d
 eal o
 f sy
 nerg
 yi
 s withi
 n you
 rCircl
 e o
 f Influence.



 


You
 r ow
 n inte
 rn
 al synerg
 y is co
 m
 pletel
 y with
 in the circle. You can respec
 t bot
 h side
 s of you
 r ow
 n n
 a
 t
 u
 r
 e -
 - t
 h
 e ana
 l
 y
 ti
 ca
 l s
 i
 d
 e an
 d t
 h
 e c
 r
 ea
 t
 i
 v
 e s
 i
 de
 . Y
 o
 u ca
 n va
 l
 u
 e t
 h
 e d
 if
 f
 e
 r
 e
 n
 c
 e be
 t
 w
 e
 e
 n the
 m an
 d us
 e tha
 t differenc
 e t
 o cata
 lyz
 ecreativity.




You can be synergistic within yourse
 l
 f eve
 n i
 n t
 h
 e m
 i
 ds
 t o
 f a ver
 y a
 dve
 r
 sar
 i
 a
 l env
 i
 r
 on
 m
 e
 n
 t
 . Yo
 u don'
 t hav
 e t
 o tak
 e insult
 s person
 a
 lly
 . Yo
 u c
 a
 n sid
 este
 p negativ
 e energy
 ; y
 o
 u ca
 n loo
 k fo
 r the go
 od in o
 t
 h
 e
 r
 s an
 d utiliz
 etha
 t good
 , a
 s differ
 e
 n
 t a
 s i
 t m
 a
 y be
 , t
 o i
 m
 prov
 e yo
 u poin
 t o
 f vie
 w an
 d to
 enlarg
 e you
 r p
 ersp
 ectiv
 e.



You can exercise the cou
 rage in in
 terdependent si
 tuation
 s to b
 e open, to express your ideas, you
 r f
 eel
 ings
 ,an
 d you
 r experience
 s i
 n a wa
 ytha
 t wil
 l encourag
 e othe
 r peopl
 e t
 o b
 e ope
 nalso.




Yo
 u ca
 n va
 l
 u
 e t
 h
 e d
 if
 f
 e
 r
 enc
 e i
 n o
 the
 r peop
 l
 e
 . W
 hen som
 e
 one disag
 r
 ee
 s wit
 h you
 , yo
 u can
 say
 , "Good
 ! Yo
 u se
 e i
 t differently.
 " Yo
 u don
 '
 t hav
 e to ag
 ree with them
 ; yo
 u ca
 n simpl
 y affi
 r
 m th
 em
 . An
 d yo
 u ca
 n see
 kt
 o understand.




Whe
 n yo
 u se
 e onl
 y tw
 o alternative
 s -
 - your
 s an
 d th
 e "wrong
 " on
 e -
 - yo
 u ca
 n loo
 k fo
 r a syn
 er
 g
 i
 s
 ti
 c T
 h
 ir
 d A
 lter
 n
 a
 ti
 v
 e
 . Th
 er
 e
 '
 s a
 l
 m
 o
 s
 t a
 l
 w
 a
 y
 s a Th
 i
 r
 d Alternative
 , an
 d i
 f yo
 u wo
 r
 k wit
 h a win-wi
 n philosoph
 y an
 d reall
 y see
 k t
 o un
 d
 ersta
 n
 d
 , yo
 u u
 sually can f
 ind a soluti
 on th
 at w
 il
 l b
 e bette
 r fo
 r everyon
 e concerned.



 


Applica
 tio
 n Suggestions


 


1.
 Th
 in
 k abou
 t a per
 s
 o
 n wh
 o typical
 ly see
 s th
 ing
 s d
 iff
 eren
 t
 ly than yo
 u do
 . Con
 sid
 er w
 ays
 in whic
 h thos
 e difference
 s m
 i
 gh
 t b
 e use
 d a
 s s
 t
 epping-
 st
 o
 n
 e
 s t
 o Thi
 rd Alternat
 iv
 e solutions. Perhap
 s yo
 u coul
 d se
 e
 k ou
 t hi
 s o
 r he
 r view
 s o
 n a c
 urr
 en
 t proje
 c
 t or problem
 , valuing the diff
 erent views you are li
 k
 el
 y t
 o h
 ear
 .



2.
 Mak
 e a lis
 t o
 f peopl
 e wh
 o irr
 i
 tat
 e you
 . D
 o the
 y r
 epresen
 t d
 i
 fferen
 t v
 ie
 ws tha
 t coul
 d lead to synerg
 y i
 f yo
 uha
 d g
 reate
 r intrinsi
 c securit
 yan
 d value
 d th
 edifferences.




3.
 Identif
 y a situatio
 n i
 n whic
 h yo
 u desir
 e greate
 r teamwor
 k an
 d synergy
 . W
 h
 a
 t
 condition
 s woul
 d nee
 dt
 o exis
 t t
 osuppor
 t synergy
 ? Wha
 t ca
 n y
 o
 u d
 o t
 ocreat
 e thos
 e condit
 ions.



 


4.
 Th
 e nex
 t t
 i
 m
 e yo
 u hav
 e a disagre
 e
 men
 t o
 r confront
 a
 ti
 on wit
 h someone
 , att
 e
 mp
 t to
 underst
 a
 n
 d t
 h
 e concern
 s underly
 i
 n
 g t
 h
 a
 t p
 erson
 '
 s posit
 i
 on
 . Address those concerns in a creativ
 e and m
 u
 t
 u
 ally beneficial way.


 


Par
 t Fou
 r -
 -RENEWAL



 



Habi

 
t 7
 : Sharpe
 nth
 e Sa
 w TM




 



Principles of Balanced Self-Renew
 al



 


S
 o
 m
 etim
 es wh
 en I co
 n
 sid
 er wh
 at trem
 endou
 s cons
 equ
 enc
 es com
 e f
 ro
 m littl
 e thi
 ngs
 ....
 I a
 m te
 m
 pte
 d t
 o think..
 .the
 re ar
 e n
 o littl
 ethings.





-- Bruce Barton



*

*


Su
 ppos
 e yo
 u w
 er
 e t
 o com
 e upo
 n so
 m
 e
 on
 e i
 n t
 h
 e wood
 s wo
 rkin
 g f
 ev
 erishly to saw dow
 n a tr
 ee. "
 W
 ha
 t ar
 e yo
 udoing
 ?
 " yo
 uask.




"Can
 '
 t yo
 u see
 ?
 " co
 m
 e
 s th
 e i
 m
 patien
 t reply. "I'
 m saw
 ing dow
 n this tree." "Yo
 uloo
 k exhausted!
 " yo
 uexclai
 m
 . "Ho
 wlon
 g hav
 e yo
 ubee
 n a
 t it
 ?
 " "Over five hours," he returns, "and I'
 m beat! This is hard work."



"
 W
 ell
 , wh
 y don
 '
 t yo
 u tak
 e a brea
 k fo
 r a f
 e
 w m
 in
 u
 t
 e
 s an
 d sharpe
 n the saw
 ?
 " yo
 u inqu
 ire. "I'm
 su
 re i
 t woul
 d g
 o a lo
 tfaster."




"
 I don
 '
 t hav
 eti
 m
 e t
 o sharpe
 n th
 esaw,
 " th
 e m
 a
 n say
 s e
 m
 phatically
 . "I
 '
 m to
 o bus
 y sawing!"



 


H
 ab
 i
 t 7 i
 s ta
 k
 i
 n
 g t
 im
 e to Sh
 ar
 p
 en t
 h
 e S
 a
 w
 . I
 t surround
 s th
 e oth
 er habit
 s o
 n th
 e Seven
 H
 abits paradig
 m becaus
 e i
 t i
 s th
 ehabi
 t t
 h
 at m
 akes all the others possible.


 


Four Dimensions of Renew
 al



Ha
 bi
 t 7 i
 s perso
 n
 a
 l PC
 . It
 '
 s preservin
 g an
 d e
 nhancin
 g th
 e greates
 t ass
 et yo
 u h
 a
 v
 e -- you.
 I
 t'
 s renewing the four dim
 ensions of your natur
 e -
 - p
 h
 ys
 i
 ca
 l
 , sp
 irit
 ua
 l
 , m
 en
 t
 a
 l
 , a
 n
 d social/
 em
 otional.




Althoug
 h differen
 t word
 s ar
 e used
 , m
 os
 t philosophi
 e
 s o
 f li
 f
 e d
 ea
 l e
 it
 he
 r exp
 li
 c
 i
 tl
 y o
 r i
 m
 p
 licitl
 y wit
 h these fou
 r d
 im
 ens
 ions
 . P
 h
 i
 losoph
 er H
 er
 b Sh
 ephe
 rd des
 cr
 ib
 es t
 h
 e h
 ealthy b
 alan
 ced lif
 e aroun
 d fou
 r v
 alu
 es: p
 ersp
 ec
 tive (
 sp
 iri
 tual
 ), au
 tonom
 y (
 m
 en
 tal
 ), connectedne
 s
 s (s
 o
 cial)
 , a
 n
 d t
 o
 n
 e (
 ph
 y
 s
 ical)
 . G
 e
 o
 rg
 e Sheehan
 , th
 e runnin
 g guru
 , describe
 s fou
 r r
 o
 les
 : be
 i
 ng
 a good anim
 al (physi
 cal), a good craftsm
 an (m
 ental), a good friend (social), and a saint (spiri
 t
 u
 a
 l)
 . S
 ou
 n
 d m
 oti
 va
 t
 io
 n an
 d o
 rgan
 i
 za
 ti
 o
 n t
 h
 eo
 r
 y embrace t
 h
 ese four dimensions or motivations -- the e
 co
 nom
 ic (phy
 sical); how people are treated (
 s
 oc
 i
 a
 l)
 ; ho
 w peopl
 e ar
 e develope
 d an
 d u
 se
 d (
 m
 e
 n
 tal
 ); an
 d th
 e service
 , th
 e job
 , th
 e con
 tri
 bu
 ti
 o
 n th
 e organiza
 tio
 n give
 s (spiritual).



"Sharpe
 n th
 e Saw
 " basicall
 y m
 e
 an
 s exp
 r
 essing all four motivations. It m
 eans exercising all four d
 i
 m
 e
 ns
 i
 on
 s o
 f ou
 r n
 at
 u
 re
 , re
 gu
 larl
 y a
 n
 d c
 o
 nsistently, in wise and balanced ways.



To do this, we mu
 st be proactive. Taking tim
 e to sharpen the saw is a definite Quadra
 nt I
 I activity, an
 d Qu
 ad
 r
 an
 t I
 I m
 us
 t b
 e ac
 t
 e
 d on
 . Q
 u
 ad
 r
 an
 t I
 , be
 caus
 e of its urgency, acts on us; it presses up
 on us constantly. Personal PC m
 u
 st be pressed upon until it becom
 es second nature, unti
 l i
 t becom
 e
 s a kin
 d o
 f hea
 lth
 y a
 dd
 i
 c
 ti
 on
 . B
 e
 caus
 e it
 '
 s a
 t the center of our Circle of I
 n
 fluence, no one else can do it for us. W
 e m
 u
 st d
 o it for ourselves.



This is t
 h
 e single m
 o
 st powerful invest
 m
 ent w
 e ca
 n eve
 r m
 ak
 e i
 n lif
 e -
 - inves
 t
 men
 t i
 n ou
 r
 se
 l
 ve
 s
 , i
 n the only instrum
 ent we have with wh
 ich to dea
 l with lif
 e and to co
 ntribu
 te. W
 e are th
 e instru
 m
 e
 nt
 s o
 f ou
 r o
 w
 n pe
 r
 f
 o
 r
 m
 a
 nce
 , a
 n
 d t
 o b
 e ef
 f
 ec
 ti
 ve
 , w
 e nee
 d t
 o recognize the i
 m
 portance of taking tim
 e regularly to sharpen the saw in all four ways.


 


The Physical Dimens
 i
 on


 


The physical dim
 ension involves caring effectiv
 e
 l
 y fo
 r ou
 r physica
 l body -- eating the right k
 ind
 s o
 f f
 oods
 , gettin
 g su
 ff
 icien
 t res
 t an
 d r
 e
 laxat
 ion
 , an
 d exercisin
 g o
 n a regu
 lar b
 asis.



Exercis
 e i
 s on
 e o
 f tho
 s
 e Quadr
 a
 n
 t II
 , high-le
 vera
 g
 e activitie
 s tha
 t mos
 t o
 f u
 s don
 '
 t do
 cons
 i
 s
 t
 en
 t
 ly because it isn'
 t urgent. And because we d
 o
 n'
 t do it, sooner or later we find ou
 rselv
 e
 s in Qu
 ad
 ran
 t I, dealin
 g wit
 h th
 e healt
 h pr
 ob
 l
 em
 s an
 d c
 ri
 se
 s t
 h
 at com
 e as a natural resu
 lt of our neglect.



Mos
 t o
 f u
 s thin
 k w
 e don
 '
 t ha
 ve enoug
 h ti
 m
 e t
 o e
 x
 e
 r
 cise
 . W
 ha
 t a distorte
 d paradigm
 ! W
 e don
 '
 t hav
 e t
 i
 m
 e no
 t to
 . W
 e
 'r
 e talkin
 g abo
 ut thre
 e t
 o si
 x hou
 rs a w
 eek -- o
 r a m
 ini
 m
 u
 m o
 f thirty m
 inu
 tes a d
 a
 y
 , ev
 ery oth
 er d
 ay
 . T
 h
 at h
 ardl
 y seem
 s an in
 ordinat
 e am
 oun
 t o
 f tim
 e cons
 i
 d
 er
 in
 g the
 tr
 emendou
 sbene
 f
 it
 s in term
 s o
 f th
 e im
 p
 act o
 n th
 e o
 th
 er 162
 -16
 5 hou
 rs o
 f th
 e w
 eek.




An
 d y
 ou don
 '
 t ne
 ed an
 y spec
 ia
 l equipmen
 t t
 o d
 o i
 t
 . I
 f yo
 u w
 a
 n
 t t
 o g
 o t
 o a gy
 m o
 r a sp
 a t
 o u
 se th
 e equipm
 e
 n
 t o
 r enjo
 y so
 m
 e skil
 l sport
 s suc
 h a
 s tenni
 s o
 r racquetball
 , tha
 t
 '
 s a
 n adde
 d opp
 ortunity.
 But i
 t isn'
 t necessary to sharpen the saw.



A goo
 d exercis
 e progr
 a
 m i
 s on
 e th
 a
 t yo
 u ca
 n d
 o i
 n you
 r ow
 n hom
 e an
 d on
 e tha
 t wil
 l build you
 r bod
 y in th
 ree areas: en
 du
 ran
 ce, f
 lex
 ib
 ility, and strength.



Endu
 rance c
 o
 m
 es f
 ro
 m aerob
 ic exer
 c
 is
 e, f
 ro
 m car
 d
 i
 ovas
 c
 u
 la
 r ef
 f
 icienc
 y -
 - t
 h
 e a
 b
 ilit
 y o
 f yo
 ur
 hear
 t t
 o pu
 m
 pbloo
 d throug
 h you
 rbody.




Although the heart is a muscle, it cannot be exer
 cised directly. It can only be exercised throug
 h the lar
 g
 e m
 uscl
 e groups
 , particularl
 y th
 e le
 g mu
 scles
 . That
 '
 s wh
 y exer
 cise
 s l
 i
 k
 e rapi
 d walking, running, biking, swimm
 ing, cross-country skiin
 g, and jogging are so beneficial.



You are considered m
 inim
 ally fit if you can incr
 ease your heart rate to at least 100 beats per m
 inute an
 d kee
 p i
 t a
 t tha
 tle
 vel fo
 r 3
 0 m
 i
 nutes.




Ideall
 y yo
 u shoul
 d tr
 y t
 o rais
 e you
 r hear
 t rat
 e t
 o a
 t least 6
 0 p
 ercen
 t o
 f yo
 u
 r m
 ax
 i
 m
 u
 m pu
 lse rat
 e, th
 e to
 p spee
 d you
 r hear
 t ca
 n bea
 t a
 n
 d s
 til
 l pum
 p bloo
 d t
 h
 r
 oug
 h you
 r body
 . Y
 ou
 r max
 i
 m
 um hear
 t ra
 t
 e i
 s generall
 y accepte
 d t
 o b
 e 22
 0 les
 s you
 r age
 . S
 o
 , i
 f yo
 u are 40
 , yo
 u shou
 ld aim fo
 r an ex
 ercise heart rate of 10
 8 (22
 0 - 4
 0 = 18
 0 x .
 6 = 108
 ). The "train
 ing effect" is generally considered to be between 72 and 87 percent of your personal m
 axim
 u
 m rate.



F
 l
 ex
 i
 b
 il
 it
 y c
 o
 m
 e
 s throug
 h st
 re
 t
 c
 hing
 . Mos
 t e
 xp
 ert
 s re
 c
 o
 m
 m
 e
 n
 d w
 ar
 m
 i
 n
 g u
 p b
 e
 fo
 r
 e a
 n
 d cooling down/str
 etchin
 g aft
 er aerobi
 c exercise
 . B
 e
 f
 o
 r
 e
 , i
 t help
 s loose
 n an
 d war
 m th
 e m
 uscles
 to prepare for m
 ore vigorous exercise. After, i
 t h
 elps to diss
 i
 pate th
 e lacti
 c aci
 d s
 o tha
 t yo
 u don
 '
 t f
 ee
 l so
 r
 e an
 d s
 tif
 f
 . Strength com
 es from m
 uscle resistance ex
 ercis
 e
 s -
 - li
 k
 e si
 mpl
 e cali
 st
 heni
 cs, push-ups
 , a
 n
 d sit
 -ups
 , and f
 rom working w
 ith w
 eights. H
 ow m
 uch em
 phasi
 s yo
 u pu
 t on deve
 l
 o
 p
 i
 n
 g s
 tr
 eng
 t
 h d
 ep
 end
 s o
 n you
 r situation
 . If you'
 re involved in physical la
 bor or athletic activities, increased strength will improv
 e you
 r skill
 . I
 f yo
 u hav
 e a basically s
 ed
 en
 ta
 ry jo
 b an
 d su
 cce
 s
 s in you
 r lif
 e-s
 ty
 le doe
 s no
 t requir
 e a l
 o
 t o
 f s
 t
 re
 ng
 t
 h
 , a litt
 le t
 on
 i
 n
 g throug
 h calisthenic
 s i
 n additio
 n t
 o you
 r aerobi
 c an
 d stretchin
 g exercise
 s m
 ight be suff
 icient.



I was in a gym one tim
 e with a friend of m
 ine who has a Ph. D. i
 nexercis
 e physiology
 . He w
 a
 s fo
 c
 usin
 g o
 n buildin
 g strength
 . H
 e aske
 d m
 e t
 o "sp
 ot
 " h
 i
 m whi
 le h
 e di
 d s
 o
 m
 e b
 e
 nc
 h pres
 se
 s an
 d to
 ld m
 e a
 t a certai
 n po
 in
 t h
 e
 '
 d as
 k m
 e t
 o tak
 e th
 e weight
 . "Bu
 t don
 '
 t tak
 e i
 t unti
 l I tel
 l you,
 " he
 sai
 d f
 i
 r
 m
 ly.




S
 o I watche
 d an
 d waite
 d an
 d prepare
 d t
 o tak
 e t
 h
 e we
 i
 gh
 t
 . T
 h
 e we
 i
 gh
 t w
 e
 n
 t u
 p an
 d down
 , up
 an
 d down
 . An
 d I c
 oul
 d se
 e i
 t beg
 i
 n t
 o ge
 t ha
 rde
 r
 . Bu
 t h
 e k
 ep
 t g
 o
 ing
 . H
 e w
 o
 ul
 d st
 a
 rt to p
 u
 sh i
 t up an
 d I
 '
 d think
 , "T
 he
 r
 e'
 s n
 o wa
 y he'
 s goin
 g t
 o ma
 k
 e it.
 " Bu
 t h
 e
 '
 d mak
 e it
 . The
 n he
 '
 d slo
 w
 l
 y brin
 g i
 t bac
 k dow
 n an
 dstar
 t bac
 k u
 pagain
 . U
 p an
 ddown
 , u
 p an
 ddown.




Finally, as I looked at his face, straining with the effort, his blood vessels practically ju
 mping
 ou
 t o
 f hi
 s skin
 , I though
 t
 , "T
 hi
 s i
 s go
 in
 g t
 o fal
 l an
 d c
 o
 ll
 aps
 e hi
 s chest
 . Mayb
 e I s
 houl
 d tak
 e th
 e w
 eigh
 t. Mayb
 e h
 e
 '
 s los
 t cont
 ro
 l an
 d h
 e d
 o
 e
 s
 n
 '
 t eve
 n kno
 w wha
 t h
 e
 '
 s doing.
 " B
 ut h
 e
 '
 d ge
 t it safel
 y down
 . The
 n he
 '
 d star
 t bac
 ku
 p again
 . Icouldn
 '
 t believ
 eit"




"A
 l
 m
 os
 t al
 l th
 e benefi
 t o
 f th
 e exercis
 e co
 m
 e
 s a
 t t
 h
 e v
 e
 r
 y e
 n
 d
 , S
 t
 e
 p
 hen,
 " h
 e replied
 . "I'm
 tryin
 g to buil
 d strength
 . An
 d tha
 t doesn'
 t h
 appe
 n u
 n
 ti
 l th
 e muscl
 e fibe
 r rupture
 s an
 d th
 e ner
 v
 e f
 i
 be
 r r
 e
 g
 i
 s
 t
 e
 r
 s t
 h
 e pa
 i
 n
 . The
 n na
 t
 u
 r
 e ove
 r
 c
 o
 mp
 e
 nsa
 t
 e
 s an
 d w
 it
 h
 in 48 hours, the fiber is m
 ade stronger."



I could see his point. It'
 s the sa
 m
 e princi
 pl
 e t
 h
 at wo
 rk
 s wit
 h e
 m
 otiona
 l m
 uscle
 s a
 s well,
 such as patience
 . Whe
 n yo
 u exercis
 e you
 r pati
 e
 nc
 e beyon
 d you
 r p
 a
 s
 t l
 i
 m
 i
 ts
 , th
 e e
 m
 ot
 i
 ona
 l fiber i
 s broken
 , natur
 e overco
 m
 pensates
 ,an
 d n
 ex
 t ti
 m
 e th
 e fibe
 ri
 s stronger.




No
 w m
 y frien
 d wante
 d t
 o buil
 d m
 u
 scular s
 treng
 t
 h
 . An
 d h
 e kn
 e
 w h
 ow t
 o d
 o it
 . Bu
 t no
 t all o
 f u
 s ne
 e
 d t
 o d
 evelo
 p th
 at kin
 d o
 f strengt
 h t
 o b
 e effectiv
 e
 . "N
 o pain
 , n
 o gain
 " ha
 s v
 alidity
 i
 n so
 m
 e circum
 stan
 ces, but it i
 s not the essence of an effective exercise program
 .



The essence of renewing the physical dim
 ension i
 s t
 o s
 h
 arpe
 n th
 e saw
 , t
 o exercis
 e our
 bod
 ies o
 n a re
 gu
 la
 r bas
 i
 s i
 n a wa
 y t
 h
 a
 t w
 il
 l p
 re
 s
 er
 v
 e a
 n
 d en
 h
 a
 n
 c
 e ou
 r ca
 p
 acit
 y t
 o wor
 k an
 d adapt
 an
 denjoy.




An
 d w
 e ne
 e
 d t
 o b
 e wis
 e i
 n developin
 g a
 n exe
 r
 cise program
 . There'
 s a tendency, especially if you haven'
 t been exercising at all, to overdo. And that can create unn
 ecessa
 ry pain, inju
 ry, an
 d ev
 en p
 erm
 an
 en
 t d
 am
 ag
 e. It'
 s b
 est to st
 ar
 t slow
 ly
 . A
 n
 y exe
 r
 ci
 s
 e progr
 a
 m s
 houl
 d b
 e in
 ha
 r
 mon
 y wi
 t
 h th
 e lates
 t researc
 h f
 i
 nd
 i
 ngs
 , wi
 t
 h you
 r docto
 r
 '
 s r
 e
 comm
 e
 ndat
 i
 on
 s an
 d wi
 t
 h you
 r own self-awareness.




I
 f yo
 u haven
 '
 t bee
 n exercising
 , you
 r bod
 y w
 i
 l
 l undoubt
 e
 dl
 y protes
 t thi
 s chang
 e i
 n i
 t
 s comfortabl
 e downhi
 ll di
 r
 ection
 . Yo
 u won'
 t lik
 e i
 t a
 t first
 . Yo
 u m
 a
 y eve
 n hat
 e it
 . B
 ut b
 e p
 r
 oa
 cti
 ve. Do i
 t anyway. Even if it
 's rainin
 g on th
 e morni
 ng you've schedule
 d t
 o jog
 , d
 o i
 t anyway
 . "O
 h g
 o
 o
 d
 ! It
 '
 s raining
 ! I ge
 t t
 odevelo
 p m
 ywillpowe
 r a
 s wel
 la
 s m
 y body!"




You'r
 e no
 t dealin
 g wit
 h quic
 k f
 i
 x
 ; you
 '
 r
 e d
 e
 ali
 n
 g wit
 h a Quadran
 t I
 I activit
 y tha
 t will brin
 g phenomena
 l longt
 e
 r
 m result
 s
 . As
 k anyon
 ewh
 o ha
 s don
 e i
 t consistently
 . Littl
 e b
 y little,
 you
 r restin
 g puls
 e rat
 e wil
 l g
 o dow
 n a
 s you
 r h
 ear
 t an
 d oxyg
 e
 n pr
 o
 cessin
 g syst
 e
 m become
 s mo
 r
 e efficient
 . A
 s yo
 u i
 nc
 r
 eas
 e you
 r body
 '
 s abilit
 y t
 o d
 o m
 or
 e d
 e
 mandin
 g things
 , you
 '
 l
 l fin
 d your no
 r
 m
 a
 l activitie
 s m
 u
 c
 h m
 o
 r
 e co
 mfo
 rtab
 l
 e an
 d p
 leas
 an
 t. You'
 l
 l h
 av
 e mo
 re af
 ternoo
 n en
 ergy
 , and
 the f
 at
 igu
 e you'v
 e f
 elt th
 at'
 s m
 ad
 e y
 o
 u "t
 o
 o ti
 red
 " t
 o e
 x
 e
 rci
 s
 e i
 n t
 h
 e pas
 t w
 il
 l b
 e re
 p
 lace
 d b
 y a
 n ene
 rg
 y th
 at wil
 l invigorat
 e everythin
 g y
 o
 u do.




Probably th
 e greatest benefit you will experience from exercising will b
 e the develo
 pm
 ent of your Habit 1 m
 uscles of proactivity. As you ac
 t base
 d o
 n t
 h
 e va
 l
 u
 e o
 f p
 hys
 i
 ca
 l w
 e
 l
 l-being
 i
 ns
 t
 ead o
 f reacting to a
 ll the fo
 rces th
 at keep yo
 u f
 rom exercisi
 ng, your paradigm of yourself, your self-esteem
 , your self-c
 onfidence, and your integrity will be profoundly affec
 t
 ed.


 


The Spiritual Dimen
 sion


 


Ren
 e
 win
 g th
 e spiritua
 l dimensio
 n provi
 de
 s leade
 r
 shi
 p t
 o you
 r life
 . It
 '
 s highl
 y relat
 e
 d to Hab
 i
 t 2
 . Th
 e sp
 irit
 ua
 l di
 m
 ens
 i
 o
 n i
 s y
 o
 u
 r c
 o
 re
 , y
 ou
 r c
 en
 ter
 , you
 r comm
 i
 tm
 ent to your value sy
 stem
 . It'
 s a v
 ery p
 riv
 ate ar
 ea o
 f lif
 e an
 d a sup
 rem
 ely importan
 t o
 n
 e
 . I
 t draw
 s upo
 n the
 sources th
 at inspir
 e and upli
 f
 t yo
 u an
 d ti
 e yo
 u t
 o t
 h
 e ti
 m
 eles
 s truth
 s o
 f al
 l h
 um
 anity. And people do it very, very differently.



I f
 i
 n
 d renewa
 l i
 n dail
 y prayerfu
 l m
 e
 ditatio
 n on th
 e scripture
 s bec
 a
 us
 e the
 y represen
 t m
 y value system
 . As I read and m
 editate, I f
 eel re
 newed, stren
 g
 thened, cen
 tered, and re
 committed to serve.



Immersio
 n i
 n gre
 at literatur
 e o
 r grea
 t m
 usi
 c ca
 n provide a si
 m
 ilar renew
 al of the sp
 iri
 t fo
 r som
 e. There are others who find it in the wa
 y they communicate with nature. Nature bequeath
 s it
 s ow
 n blessin
 g o
 n thos
 e wh
 o immers
 e t
 h
 e
 m
 selves in it. W
 h
 en you'
 re able to leave th
 e n
 o
 ise an
 d th
 e di
 scor
 d o
 f th
 e cit
 y an
 d giv
 e y
 o
 urse
 l
 f u
 p t
 o t
 h
 e ha
 r
 m
 o
 n
 y a
 n
 d rhyth
 m o
 f na
 ture
 , you co
 m
 e ba
 ck renewed. For a tim
 e, you'
 r
 e undi
 sturbable, almost unflappable
 , un
 t
 i
 l g
 r
 adua
 l
 l
 y th
 e nois
 e an
 d th
 e dis
 cor
 d fro
 m outsid
 e star
 t t
 o in
 v
 ad
 e tha
 tsens
 e o
 f inn
 erpeace.




A
 rthu
 r Go
 rd
 o
 n sha
 res a wond
 erfu
 l, in
 tim
 ate s
 tor
 y o
 f h
 i
 s ow
 n sp
 irit
 u
 a
 l re
 n
 ewa
 l i
 n a lit
 t
 l
 e s
 t
 o
 ry
 calle
 d "
 T
 h
 e Tu
 r
 n o
 f th
 e T
 i
 d
 e.
 " I
 t t
 el
 l
 s o
 f a t
 i
 m
 e in h
 i
 s li
 f
 e when he began to feel that everything was stale and flat. His enthusiasm waned; his writing efforts wer
 e fruitless
 . An
 d th
 e situatio
 n was
 growing worse day by day.



F
 i
 na
 ll
 y
 , h
 e de
 t
 e
 r
 m
 in
 e
 d t
 o ge
 t hel
 p fro
 m a m
 e
 dical doctor. Ob
 serving nothing physically w
 ro
 n
 g
 , th
 e docto
 r aske
 d hi
 m i
 f h
 ewoul
 d b
 e abl
 et
 o follo
 w hi
 sinstruction
 s fo
 r on
 eday.




Whe
 n Gordo
 n replie
 d tha
 t h
 e could
 , th
 e docto
 r tol
 d hi
 m t
 o spen
 d th
 e f
 o
 llowin
 g da
 y i
 n the




plac
 e wh
 ere h
 e w
 as h
 app
 iest a
 s a ch
 il
 d
 . H
 e cou
 l
 d tak
 e f
 o
 o
 d
 , bu
 t h
 e wa
 s n
 o
 t t
 o tal
 k t
 o an
 y
 one o
 r t
 o rea
 d o
 r writ
 e o
 r liste
 n t
 o th
 e radio
 . H
 e th
 e
 n wrot
 e ou
 t fou
 r p
 re
 s
 cr
 ip
 ti
 o
 n
 s an
 d to
 ld h
 im to
 ope
 n on
 e a
 t nine
 , twelve
 , three
 ,an
 d si
 x o
 '
 clock.




"Are you serious?
 " Gordon asked him
 .


 


"Yo
 u won
 '
 t thin
 kI'
 m jokin
 g whe
 n yo
 u g
 et m
 y bill!
 " wa
 s th
 e reply.



 


S
 o th
 e nex
 t m
 o
 rn
 ing
 , Gord
 o
 n wen
 t t
 o th
 e beach
 . As h
 e o
 pene
 d th
 e fi
 rs
 t prescription
 , he
 re
 ad "Liste
 n carefully.
 " H
 e though
 t t
 h
 e docto
 r w
 a
 s insane
 . Ho
 w c
 oul
 d h
 e liste
 n fo
 r th
 r
 e
 e hours
 ? But h
 e ha
 d ag
 reed to follow the doctor'
 s orders, so he listened. He heard the usual soun
 ds of the sea and the bi
 rds. After a w
 hile, he could hear the other sounds that weren'
 t s
 o appa
 r
 en
 t a
 t f
 ir
 s
 t
 . A
 s he list
 ened
 , h
 e bega
 n t
 o th
 i
 n
 k o
 f lesson
 s th
 e se
 a ha
 d taugh
 t h
 i
 m a
 s a chil
 d -
 - pati
 e
 n
 ce
 , re
 sp
 e
 c
 t
 , an awareness of the interdependence of things. H
 e bega
 n t
 o liste
 n t
 o th
 e sound
 s -
 - an
 d t
 h
 e silence




-- and to feel a growing peace.


 


A
 t noon
 , h
 e open
 ed th
 e s
 econ
 d sli
 p o
 f pape
 r an
 d r
 ea
 d "Tr
 y re
 a
 chin
 g ba
 c
 k.
 " "Reachin
 g bac
 k to wh
 at?
 "h
 e wond
 ered
 . Perhaps to ch
 ildhood
 , perh
 aps to m
 em
 o
 rie
 s o
 f happ
 y ti
 m
 e
 s
 . H
 ethought
 abou
 t hi
 s past
 , abou
 t th
 e m
 an
 y lit
 t
 l
 e m
 o
 m
 ent
 s o
 f joy
 . H
 e trie
 d t
 o re
 m
 e
 mbe
 r the
 m with
 exactness. And in rem
 em
 b
 erin
 g, he found a growing warm
 th inside.



At three o'
 clock, he open
 ed the th
 ird piece of pap
 er. Until n
 o
 w, the pres
 cr
 iptio
 ns ha
 d been easy to t
 ake
 . Bu
 t t
 h
 i
 s o
 n
 e wa
 s d
 i
 ff
 e
 r
 en
 t
 ; i
 t s
 ai
 d "
 E
 xa
 m
 in
 e you
 r m
 otives.
 " A
 t firs
 t h
 e was
 d
 ef
 en
 siv
 e. H
 e though
 t a
 b
 ou
 t wha
 t h
 e w
 a
 nte
 d -
 - success
 , r
 ec
 ognitio
 n
 , sec
 u
 rity
 , an
 d h
 e justi
 f
 ied
 t
 h
 e
 m a
 ll
 . Bu
 t t
 he
 n t
 h
 e thought occ
 urred to hi
 m tha
 t tho
 s
 e motive
 s weren'
 t goo
 d enough
 , a
 n
 d tha
 t perhap
 s therei
 n w
 as th
 e answe
 r t
 o hi
 s stagnan
 tsituation.




H
 e co
 n
 s
 i
 de
 r
 e
 d h
 i
 s mo
 t
 i
 v
 e
 s deep
 l
 y
 . H
 e though
 t a
 b
 ou
 t p
 a
 s
 t happin
 e
 s
 s
 . An
 d a
 t l
 ast
 , the
 answe
 r cam
 e to him
 .



"I
 n a flas
 h o
 f certa
 inty,
 " h
 e w
 ro
 te, "I saw that if one'
 s m
 otives are wrong, nothing can be right. It m
 akes no difference whether you are a m
 ail
 m
 an, a hairdresser, an insurance salesm
 an, a hou
 sew
 if
 e -- wh
 atever
 . A
 s lon
 g a
 s yo
 u f
 ee
 l yo
 u ar
 e servin
 g o
 th
 ers, yo
 u d
 o the jo
 b w
 ell. Wh
 en yo
 u a
 re conc
 erne
 donl
 y w
 it
 h helpin
 g you
 r
 sel
 f
 , yo
 u d
 o i
 t les
 s wel
 l -
 - a la
 w a
 s in
 exorabl
 e as
 gravity."




W
 h
 e
 n s
 i
 x o
 'c
 l
 oc
 k c
 a
 m
 e
 , t
 h
 e f
 i
 na
 l p
 r
 e
 sc
 ri
 p
 ti
 o
 n did
 n
 '
 t take long to f
 il
 l. "
 W
 rite your worries o
 n th
 e sand,
 " i
 t said
 . H
 e knel
 t an
 d wrot
 e sev
 e
 ra
 l word
 s w
 i
 t
 h a piec
 e o
 f broke
 n sh
 e
 l
 l
 ; t
 h
 e
 n he turne
 d an
 d walke
 daway
 . H
 edidn
 '
 t loo
 k b
 ack
 ; h
 e kn
 ew th
 e tid
 ewoul
 d co
 m
 e in.




Spiritu
 al ren
 ewal tak
 es a
 n inves
 tm
 ent of tim
 e. But it'
 s a Quadrant II ac
 tiv
 it
 y w
 e do
 n
 '
 t r
 ea
 ll
 y hav
 e tim
 e to neglect.



The great refor
 m
 er Martin Luther is quoted as saying, "I have so m
 uch to do t
 od
 ay
 , I'
 ll nee
 d t
 o spen
 d anothe
 r hou
 r o
 n m
 y knees.
 " T
 o h
 i
 m
 , praye
 r wa
 s no
 t a me
 c
 hanica
 l dut
 y bu
 t rathe
 r a source o
 f powe
 r i
 n releasing and m
 u
 ltiplying his energies.



S
 o
 m
 e
 o
 n
 e o
 n
 c
 e i
 n
 quir
 e
 d o
 f a Fa
 r Ea
 s
 t
 e
 r
 n Ze
 n m
 a
 ster, who had a great se
 renity and peace about him no m
 atter what pressu
 res he faced, "How do you main
 t
 a
 i
 n t
 ha
 t se
 r
 en
 it
 y an
 d p
 ea
 ce?" He replied, "I n
 ever leave my p
 l
 ace of m
 e
 d
 i
 tation." He m
 editated early in t
 h
 e m
 o
 r
 n
 i
 n
 g an
 d f
 o
 r th
 e r
 es
 t o
 f t
 h
 e d
 ay
 , h
 e ca
 rri
 e
 d the peace of those m
 o
 m
 ents with h
 i
 m i
 n h
 i
 s m
 i
 n
 d an
 dhea
 rt
 .



The idea is that when we take time to d
 raw o
 n the leader
 sh
 ip cen
 ter of our live
 s, what lif
 e is u
 ltimately a
 ll abo
 ut, it sp
 read
 s like an um
 brel
 l
 a ove
 r everythin
 g else
 . I
 t renew
 s us
 , it
 ref
 reshes us, particularly if we reco
 mm
 it to it.



Thi
 s i
 s wh
 y I b
 el
 i
 ev
 e a pe
 rsona
 l mi
 ssio
 n s
 t
 ate
 men
 t i
 s s
 o i
 mportant
 . I
 f w
 e have
 a dee
 p understandin
 g o
 f ou
 r cente
 r and our purpose, we ca
 n review a
 nd recomm
 it to it frequently. In our daily spiri
 tual ren
 ew
 al, w
 e ca
 n vi
 sual
 ize and "l
 ive ou
 t" th
 e even
 t
 s of the day in harm
 ony with those values.



Re
 ligiou
 s leade
 r D
 a
 vi
 d O
 . Mc
 Ka
 y taught
 , "
 T
 h
 e g
 reates
 t b
 att
 les o
 f lif
 e ar
 e fough
 t ou
 t d
 aily in the silent cha
 m
 bers of t
 h
 e soul." If you win t
 h
 e battles th
 ere, if you se
 ttle the is
 sues that inwardly co
 nflict, you feel a sense of peace, a sense of knowing what y
 ou
 '
 r
 e a
 b
 ou
 t
 . An
 d y
 ou
 '
 l
 l f
 in
 d tha
 t th
 e Publi
 c Victorie
 s -
 - wher
 e y
 ou ten
 d t
 o thin
 k c
 oop
 er
 atively
 , t
 o p
 r
 omot
 e th
 e we
 lf
 a
 re an
 d goo
 d o
 f othe
 r p
 eop
 l
 e
 , an
 d t
 o b
 e genuine
 l
 y h
 a
 pp
 y fo
 r oth
 e
 r p
 eop
 le'
 s successe
 s -
 - wil
 l fol
 l
 o
 w naturally.


 


The Mental Dimensio
 n


 


Mos
 t o
 f ou
 r m
 e
 nta
 l develop
 m
 en
 t an
 d stud
 y d
 isc
 ip
 lin
 e com
 es th
 roug
 h fo
 r
 m
 a
 l education
 . Bu
 t a
 s soo
 n a
 s w
 e leav
 e th
 e externa
 l disciplin
 e o
 f school
 , m
 an
 y o
 f u
 s le
 t ou
 r m
 ind
 s atrophy
 . We
 don'
 t do any m
 o
 re serio
 u
 s reading, we don'
 t explore ne
 w subject
 s i
 n an
 y r
 ea
 l dep
 t
 h o
 u
 t
 sid
 e our




actio
 n field
 s
 , w
 e don
 '
 t t
 hin
 k a
 nalyt
 i
 cal
 ly
 , w
 e don
 '
 t writ
 e -
 - a
 t leas
 t no
 t criticall
 y o
 r i
 n a way
 tha
 t test
 s o
 u
 r abilit
 y t
 o expres
 s our
 s
 elve
 s i
 n dist
 i
 lled
 , clear
 , an
 d con
 c
 is
 e l
 a
 nguage
 . Instead
 , w
 e spen
 d ou
 r tim
 e watchin
 g TV
 . Conti
 n
 uin
 g surv
 e
 y
 s indicat
 e tha
 t televisio
 n i
 s o
 n i
 n m
 os
 t ho
 m
 e
 s some
 3
 5 t
 o 4
 5 hour
 s a week
 . Tha
 t'
 s a
 s mu
 c
 h ti
 me a
 s m
 a
 n
 y peopl
 e pu
 t int
 o thei
 r jobs
 , mor
 e than
 mos
 t pu
 t i
 n
 t
 o sch
 oo
 l
 . I
 t
 '
 s t
 h
 e m
 o
 s
 t powerfu
 l socializin
 g influenc
 e t
 he
 r
 e is
 . An
 d whe
 n we
 w
 atch, w
 e'
 re subjec
 t t
 o al
 l th
 e value
 s tha
 t ar
 e bein
 g t
 a
 ugh
 t throug
 h it
 . Tha
 t ca
 n powerfully
 i
 n
 f
 luence us in very subtle and im
 perceptible ways. W
 isdom in watching television requires the e
 ff
 ective self
 -m
 a
 n
 agem
 ent of Hab
 i
 t 3
 , wh
 i
 c
 h e
 n
 ab
 l
 e
 s yo
 u to disc
 rim
 inate and to selec
 t the in
 fo
 rm
 ing
 , in
 sp
 iring
 , an
 d en
 te
 rt
 ain
 in
 g p
 rog
 ram
 s wh
 ich b
 est s
 erv
 e an
 d expres
 s you
 r pur
 pos
 e a
 n
 d values.




I
 n ou
 r f
 a
 m
 i
 l
 y
 , w
 e l
 i
 m
 i
 t t
 e
 l
 ev
 i
 s
 i
 o
 n wa
 t
 ch
 i
 n
 g t
 o around seven hours a week, an average of about an hour a day. W
 e had a fa
 mil
 y c
 ounci
 l a
 t wh
 i
 c
 h w
 e talke
 d abou
 t i
 t a
 n
 d l
 ooke
 d at s
 o
 me of the data regarding what'
 s happening in hom
 e
 s b
 eca
 use o
 f telev
 i
 sion. W
 e found th
 at by discussin
 g i
 t a
 s a f
 a
 m
 il
 y whe
 n n
 o on
 e wa
 s defen
 s
 ive or argum
 entative, people started to realize th
 e dependen
 t sicknes
 s o
 f b
 e
 c
 o
 m
 i
 n
 g add
 i
 c
 t
 e
 d t
 o s
 o
 a
 p opera
 s o
 r t
 o a s
 tea
 d
 y die
 t o
 f a particular
 program
 .



I'
 m g
 rat
 efu
 l f
 o
 r tel
 ev
 isio
 n an
 d fo
 r t
 h
 e man
 y high-qualit
 y educationa
 l an
 d entertain
 m
 ent
 p
 r
 og
 r
 am
 s
 . They can en
 rich our lives and contri
 bute m
 eaningfully to ou
 r purpose
 s an
 d goals
 . But
 the
 re a
 re man
 y p
 r
 og
 r
 am
 s t
 h
 a
 t s
 i
 m
 p
 l
 y w
 a
 s
 t
 e o
 u
 r ti
 m
 e a
 n
 d mind
 s a
 n
 d m
 a
 n
 y tha
 t influenc
 e u
 s i
 n n
 egativ
 e way
 s i
 f w
 e le
 t the
 m
 . L
 ik
 e th
 e body
 , televi
 sio
 n is a goo
 d servan
 t bu
 t a poo
 r m
 aster. We
 need to practice Habit 3 and m
 ana
 ge ourselves effectively to maxim
 ize the use of any resource in accom
 p
 lishing our m
 issions.



Educat
 i
 o
 n -
 - cont
 inu
 i
 n
 g ed
 u
 cation
 , c
 ontinuall
 y h
 onin
 g an
 d e
 xpand
 in
 g th
 e m
 i
 n
 d -
 - i
 s vital m
 e
 nt
 al ren
 e
 wal
 . Somet
 i
 m
 e
 s tha
 t involv
 e
 s th
 e externa
 l disc
 ipl
 ine of the c
 la
 ssroom or syste
 m
 atize
 d stud
 y pr
 o
 gr
 a
 m
 s
 ; mor
 e o
 f
 t
 en i
 t doe
 s not
 . P
 roactiv
 e p
 e
 opl
 e ca
 n f
 igur
 e ou
 t m
 an
 y
 , m
 an
 y way
 s t
 o educat
 e the
 m
 selves.




I
 t i
 s ext
 re
 m
 el
 y valuabl
 e t
 o trai
 n th
 e min
 d t
 o st
 and apart and exam
 ine its ow
 n program
 . That, to m
 e, is the definition of a liberal educatio
 n -
 - th
 e a
 b
 ilit
 y t
 o exa
 m
 in
 e th
 e p
 rogra
 m
 s o
 f li
 fe agains
 t large
 r ques
 ti
 on
 s an
 d pu
 r
 po
 se
 s an
 d o
 t
 h
 er parad
 i
 g
 ms
 . Tra
 i
 n
 i
 ng
 ,withou
 t suc
 h e
 d
 ucation,
 narrows and closes t
 h
 e m
 in
 d s
 o t
 ha
 t t
 h
 e ass
 u
 m
 p
 tion
 s u
 n
 de
 rl
 yi
 n
 g t
 h
 e t
 r
 aining are never exami
 n
 ed. Th
 at'
 s wh
 y it is so valuabl
 e t
 orea
 d broadl
 y an
 d t
 o expos
 e yoursel
 ft
 o grea
 t m
 i
 nds.




There'
 s no better way to info
 r
 m and expand your m
 ind on a regular basis th
 an to get into the h
 ab
 it o
 f readin
 g goo
 d li
 terature
 . That'
 s anothe
 r high-lever
 a
 g
 e Quadran
 t II activity
 . Yo
 u can




ge
 t int
 o th
 e bes
 t m
 i
 nd
 s tha
 t ar
 e no
 w o
 r tha
 t hav
 e eve
 r bee
 n i
 n th
 e world
 . I highl
 y reco
 mm
 end s
 tarti
 n
 g w
 it
 h a go
 a
 l of a book a m
 ont
 h then a book ev
 er
 y tw
 oweeks
 , the
 n a boo
 k a w
 e
 ek
 . "The p
 erso
 n wh
 o do
 esn
 '
 t read is n
 obette
 r of
 f tha
 nth
 e perso
 n wh
 ocan
 '
 t read."



 


Quality literature, such as the Great Books, t
 h
 e H
 a
 rv
 ar
 d C
 l
 ass
 i
 cs
 , au
 t
 ob
 i
 o
 gr
 a
 phies
 , Na
 ti
 ona
 l Geographic and other pub
 lications that expand our cu
 ltural awareness, and current lite
 ratu
 re in various f
 i
 e
 l
 d
 s ca
 n ex
 pa
 n
 d ou
 r pa
 r
 ad
 i
 g
 m
 s an
 d sh
 a
 r
 p
 en ou
 r m
 en
 tal saw, particu
 lar
 ly if w
 ep
 ract
 ice H
 ab
 it 5 a
 s w
 e read an
 d s
 eek f
 irst to und
 erstand
 . If w
 e u
 se ou
 r o
 w
 n au
 t
 obiog
 raph
 y to
 m
 a
 k
 e ea
 rl
 y ju
 d
 g
 m
 en
 t
 s b
 e
 f
 o
 r
 e w
 e reall
 y understan
 d wha
 t a
 n autho
 r ha
 s t
 o say
 , w
 e li
 m
 i
 t t
 h
 e ben
 e
 f
 it
 s o
 fth
 e readin
 g exp
 erience.




W
 ritin
 g i
 s anothe
 r power
 f
 u
 l wa
 y t
 o sharpe
 n th
 e menta
 l saw
 . Keepin
 g a journa
 l o
 f our thoughts
 , ex
 perienc
 es, i
 nsights, and learning
 s prom
 otes m
 e
 ntal clarity
 , ex
 actnes
 s
 , an
 d c
 on
 te
 x
 t
 . Writin
 g go
 o
 d letter
 s -
 - c
 o
 mmunicat
 i
 n
 g o
 n th
 e de
 epe
 r leve
 l o
 f thought
 s, f
 e
 e
 lings
 , an
 d idea
 s r
 a
 ther
 th
 an o
 n th
 e sh
 al
 lo
 w
 , super
 f
 icia
 l leve
 l o
 f event
 s -
 - als
 o af
 f
 ect
 s ou
 r abilit
 y t
 o thin
 k clearly
 , t
 o reason
 acc
 u
 ra
 t
 e
 l
 y
 , a
 n
 d t
 o b
 e und
 erstoo
 d eff
 ectivel
 y.




Organi
 zi
 n
 g an
 d p
 lannin
 g re
 presen
 t oth
 er fo
 r
 m
 s o
 f m
 e
 nta
 l r
 e
 newa
 l associate
 d wit
 h Habit
 s 2 an
 d 3
 . I
 t
 '
 s b
 e
 ginn
 in
 g wit
 h th
 e e
 n
 d i
 n m
 i
 n
 d an
 d b
 e
 in
 g abl
 e mentall
 y t
 o org
 a
 n
 i
 z
 e t
 o accomplis
 h that
 end
 . It
 '
 s e
 xercisin
 g th
 e visualizing
 , i
 m
 ag
 i
 nin
 g powe
 r o
 f you
 r mi
 nd to see th
 e end f
 rom the begi
 nning and to see t
 h
 e en
 ti
 r
 e journey
 , a
 t l
 eas
 t i
 n pr
 i
 nc
 i
 p
 l
 es
 , i
 f no
 t i
 n s
 t
 eps
 .



It is said th
 at wars a
 re won in th
 e general'
 s t
 ent
 . Sharp
 e
 nin
 g th
 e sa
 w i
 n th
 e f
 ir
 st th
 ree dim
 ensions -- th
 e physi
 c
 al
 , th
 e spi
 ri
 t
 ual
 , a
 n
 d th
 e m
 e
 nta
 l -
 - i
 s a practic
 e I cal
 l th
 e "Da
 il
 y P
 ri
 va
 t
 e Victory.
 " An
 d I c
 o
 mm
 e
 n
 d t
 o yo
 u th
 e si
 mpl
 e pr
 a
 c
 ti
 c
 e of spe
 n
 d
 i
 n
 g o
 n
 e hour a day every day doing it -- one hour a day for the rest of your life.



There'
 s no other way you coul
 d spend an hour th
 at would begin to com
 p
 are with the Daily P
 riv
 ate Victor
 y i
 n term
 s o
 f valu
 e an
 d results
 . I
 t wil
 l af
 f
 ec
 t ever
 y decision
 , ever
 y relationship
 . It
 w
 il
 l grea
 tl
 y improv
 e the quality, the effectiveness, of every o
 t
 he
 r hou
 r o
 f th
 e d
 a
 y
 , including
 t
 h
 e dep
 t
 h an
 d restfulness of your sleep. It will build th
 e long-term physical, spiritua
 l
 , an
 d m
 enta
 l strengt
 h t
 o enabl
 e yo
 u t
 ohandl
 e difficul
 t challeng
 es i
 n life.




I
 n th
 eword
 s o
 f Phillip
 s B
 ro
 oks:



 


S
 o
 m
 e day
 , i
 n th
 eyear
 s t
 o come
 ,yo
 u w
 il
 l b
 e w
 r
 es
 tli
 n
 g w
 it
 h th
 e g
 r
 ea
 t te
 m
 pt
 a
 t
 i
 on
 , o
 r t
 re
 m
 bling
 unde
 r t
 h
 e g
 r
 ea
 t sorro
 w o
 f you
 r life
 . Bu
 t th
 e rea
 l struggl
 e i
 s here
 , now
 . No
 w i
 t i
 s be
 i
 n
 g decid
 e
 d whether
 , i
 n t
 h
 e da
 y o
 f you
 r supr
 e
 m
 e sorro
 w o
 r temptat
 i
 on
 , yo
 u sh
 al
 l m
 i
 serab
 l
 y fai
 l or




gloriousl
 y conquer
 . Ch
 aracter canno
 t b
 e m
 ad
 e ex
 cep
 t b
 y a steady
 , lon
 g con
 tinu
 ed p
 ro
 cess.


 


The Social/Emotional Dimension



Whil
 e th
 e physical
 , spir
 i
 t
 ual
 , a
 n
 d m
 e
 nta
 l d
 i
 m
 e
 ns
 i
 on
 s ar
 e c
 l
 o
 s
 el
 y relat
 e
 d t
 o Habit
 s 1
 , 2
 , a
 n
 d
 3 -
 - center
 e
 d o
 n th
 e principle
 s o
 f p
 ersona
 l vision
 , leadership
 , an
 d m
 an
 a
 g
 e
 m
 e
 n
 t -- the social/em
 otional dim
 ension focuses o
 n Habits 4
 , 5
 , an
 d 6 -
 - ce
 n
 t
 e
 r
 e
 d o
 n th
 e pr
 i
 nciple
 s of
 i
 n
 t
 e
 r
 pe
 r
 sona
 l l
 eade
 r
 sh
 i
 p
 , em
 pathic comm
 unicat
 i
 on, and creative cooperation.



Th
 e socia
 l a
 n
 d th
 e e
 m
 ot
 i
 ona
 l d
 i
 mens
 i
 on
 s o
 f ou
 r live
 s ar
 e tie
 d togethe
 r bec
 a
 us
 e ou
 r e
 m
 otional lif
 e i
 s pr
 i
 m
 a
 r
 ily
 , bu
 t no
 t exclusive
 l
 y
 , develope
 d o
 u
 t o
 f a
 nd manifested in ou
 r relationship
 s with
 others.



Renewing our social/emotional dim
 ensio
 n does not take tim
 e in the sam
 e sense that ren
 ew
 in
 g th
 e othe
 r d
 i
 m
 e
 nsion
 s do
 es. W
 e ca
 n d
 o i
 t i
 n ou
 r no
 r
 ma
 l eve
 r
 yda
 y inter
 ac
 tion
 s with othe
 r p
 e
 ople
 . Bu
 t it de
 f
 initely requir
 es exerc
 ise. W
 e m
 ay ha
 ve to push ourselves beca
 use m
 any o
 f u
 s hav
 e no
 t achieve
 d th
 e l
 eve
 l o
 f P
 r
 i
 va
 t
 e V
 i
 c
 t
 o
 r
 y an
 d th
 e skill
 s o
 f Publi
 c Victo
 ry n
 ecessary f
 o
 r Habits 4, 5, and 6 to com
 e naturally t
 o u
 s i
 n al
 l ou
 rinteractions.




Su
 ppos
 e tha
 t yo
 u ar
 e a ke
 y perso
 n i
 n m
 y li
 f
 e. Yo
 u m
 igh
 t b
 e m
 y bo
 ss, m
 y subo
 rd
 in
 ate, my coworker, m
 y friend, m
 y neighbor, m
 y spouse, m
 y child, a m
 e
 m
 ber of m
 y extended fa
 m
 ily



-
 - anyon
 e w
 it
 h wh
 o
 m I w
 an
 t o
 r nee
 d t
 o i
 n
 t
 e
 r
 ac
 t
 . Su
 p
 pos
 e w
 e nee
 d t
 o c
 om
 m
 u
 n
 i
 ca
 t
 e t
 ogether
 , to
 wor
 k t
 ogethe
 r, t
 o discu
 s
 s a j
 ugula
 r i
 ssue
 , t
 o accompli
 s
 h a pu
 rpo
 s
 e o
 r solv
 e a proble
 m
 . Bu
 t we see th
 ings differently; we'
 re looking through different glasses
 . Yo
 u s
 e
 e th
 e yo
 u
 n
 g l
 a
 d
 y
 , an
 d I s
 e
 e th
 eol
 d wo
 m
 an.



 


S
 o I practic
 e Habi
 t 4
 . I c
 o
 m
 e t
 o yo
 u an
 d I say
 , "
 I ca
 n s
 e
 e t
 ha
 t w
 e
 'r
 e a
 pproach
 in
 g this
 s
 it
 ua
 t
 ion dif
 ferently. W
 hy don'
 t we agree to communicate until we can f
 ind a solution we both feel good about.



W
 oul
 d yo
 u b
 ewillin
 g t
 o d
 o th
 at?
 " Mos
 t peo
 p
 l
 ewoul
 d b
 e willin
 gt
 o sa
 y "yes
 " t
 othat.




Th
 e
 n I m
 ov
 e t
 o H
 a
 bi
 t 5
 . "
 L
 e
 t m
 e liste
 n t
 o yo
 u f
 ir
 st.
 " Instea
 d o
 f listenin
 g wit
 h i
 n
 ten
 t t
 o rep
 l
 y,
 I li
 s
 t
 e
 n e
 m
 p
 a
 thicall
 y i
 n orde
 r t
 o deeply
 , tho
 r
 oughl
 y understan
 d you
 r para
 d
 i
 g
 m
 . W
 he
 n I ca
 n explai
 n you
 r po
 in
 t o
 f v
 ie
 w as w
 ell as yo
 u ca
 n
 , th
 en I fo
 cu
 s o
 n co
 mm
 unicatin
 g m
 y po
 in
 t o
 f vi
 ew t
 o yo
 u s
 o tha
 t yo
 u ca
 n understan
 d i
 t a
 s well.




Base
 d o
 n th
 e c
 o
 mmi
 t
 m
 en
 t t
 o searc
 h fo
 r a so
 l
 utio
 n t
 ha
 t w
 e bo
 t
 h fe
 e
 l goo
 d abo
 ut an
 d a dee
 p understanding of each other'
 s points of view, we m
 ov
 e t
 o H
 a
 b
 i
 t 6
 . W
 e wo
 r
 k t
 oge
 t
 he
 r t
 o produc
 e Thi
 r
 d A
 lternativ
 e solut
 ions t
 o our diff
 ere
 nces tha
 t w
 e both recogniz
 e a
 re bette
 r th
 an t
 h
 e ones either you or I propose
 d initially.




Succes
 s i
 n Habit
 s 4
 , 5
 , an
 d 6 i
 s no
 t pr
 i
 m
 aril
 y a matt
 er o
 f intellect
 ; it
 '
 s pri
 m
 aril
 y a matte
 r of
 e
 m
 otion
 . It'
 s highly related to our sense of personal security.



If our perso
 nal secu
 ri
 ty com
 es f
 ro
 m sources w
 it
 hin ourselv
 e
 s
 , the
 n w
 e h
 av
 e th
 e strengt
 h to pr
 actic
 e th
 e habit
 s o
 f Publi
 c Victory
 . I
 f w
 e ar
 e e
 m
 otional
 ly in
 secure
 , eve
 n thoug
 h w
 e m
 a
 y be intellectuall
 y ver
 y adv
 a
 nced
 , practic
 i
 n
 g Habit
 s 4
 , 5
 , an
 d 6 wit
 h peopl
 e w
 h
 o thin
 k differentl
 y on
 ju
 gula
 r issue
 s o
 f lif
 e ca
 n b
 e terribl
 y th
 reatening.




Where does intrin
 sic security com
 e fro
 m
 ? It do
 esn'
 t com
 e fr
 om the scripts they'
 ve handed us. It doesn'
 t com
 e from o
 u
 r circum
 st
 ances or our position.



It com
 es from within. It com
 es from accurate p
 a
 r
 ad
 ig
 m
 s an
 d co
 rr
 ec
 t p
 ri
 nc
 i
 p
 l
 e
 s d
 e
 e
 p i
 n o
 u
 r ow
 n m
 ind a
 nd heart. It co
 m
 es from Insi
 de-Out congruence, from living a life of i
 n
 tegrity in which our daily habits reflect our deepest values.



I believ
 e tha
 t a li
 f
 e o
 f integrit
 y i
 s th
 e mos
 t f
 un
 d
 a
 m
 enta
 l sourc
 e o
 f person
 al worth
 . I d
 o not
 ag
 r
 e
 e with the popular succe
 ss literature that says that self-esteem is prim
 arily a m
 a
 tt
 e
 r of m
 i
 ndse
 t
 , o
 f a
 ttit
 ud
 e -- tha
 t yo
 u ca
 npsych
 e you
 rse
 lf in
 topeac
 e o
 f m
 ind.




Peace of m
 i
 nd com
 es when your life is in harm
 ony with true principl
 es an
 d values an
 d in n
 o other way
 .



There is als
 o the intrins
 ic secu
 rity that com
 es as a re
 su
 l
 t o
 f ef
 f
 e
 ctiv
 e i
 n
 ter
 d
 ependent living. Th
 ere is se
 c
 urit
 y i
 n knowin
 g tha
 t win-wi
 n solut
 i
 on
 s d
 o exist
 , tha
 t lif
 e i
 s no
 t alway
 s "either/or,"
 tha
 t ther
 e ar
 e alm
 ost alw
 ays m
 utually b
 enef
 ici
 al T
 hi
 rd Al
 terna
 tives. Ther
 e i
 s securit
 y in
 know
 in
 g th
 at yo
 u can st
 ep ou
 t o
 f you
 r o
 w
 n f
 ram
 e o
 f re
 f
 e
 renc
 e w
 ithou
 t givin
 g i
 t up
 , tha
 t yo
 u can
 really, deeply understand another h
 u
 m
 a
 n be
 in
 g
 . T
 h
 e
 r
 e is secu
 rit
 y t
 hat com
 es when you au
 th
 en
 tically
 , creatively
 , an
 d coope
 r
 ativ
 ely interac
 t wit
 h oth
 e
 r peopl
 e an
 d reall
 y experi
 ence these interdependent habits.



There is in
 trins
 ic secu
 rity tha
 t com
 es f
 rom service, f
 ro
 m helping ot
 her peop
 le in a m
 eaningful way. One important sourc
 e i
 s you
 r w
 o
 rk
 , whe
 n yo
 u se
 e yoursel
 f i
 n a contr
 i
 butiv
 e and
 creative m
 ode, really m
 aking a difference. A
 nother source is anonym
 ous service -- no one know
 s it and n
 o on
 e ne
 cess
 ari
 ly e
 v
 e
 r w
 ill
 . An
 d t
 h
 at
 '
 s no
 t th
 e c
 on
 cer
 n
 ; t
 h
 e c
 onc
 er
 n i
 s b
 less
 in
 g th
 e lives of other people. Influence, not recognition, becom
 e
 s the m
 o
 tive.



V
 i
 k
 t
 o
 r Fr
 ank
 l f
 o
 cus
 e
 d o
 n t
 h
 e need for m
 eaning and purpose in ou
 r li
 ves
 , s
 o
 m
 e
 t
 h
 i
 n
 g t
 ha
 t tr
 a
 ns
 ce
 n
 d
 s ou
 r ow
 n live
 s an
 d tap
 s th
 e bes
 t e
 n
 ergie
 s withi
 n us
 . Th
 e lat
 e Dr
 . H
 a
 n
 s S
 el
 y
 e
 , i
 n h
 i
 s m
 o
 n
 u
 m
 e
 n
 t
 a
 l re
 s
 earc
 h o
 n s
 tr
 e
 ss
 , b
 a
 s
 ica
 ll
 y say
 s that a l
 ong, healthy
 , an
 d ha
 p
 p
 y li
 fe i
 s the resu
 lt of m
 aking contribu
 tion
 s, of having m
 ean
 ingfu
 l p
 ro
 jec
 ts th
 at are pe
 rsonall
 y e
 x
 citing
 an
 d c
 on
 tri
 bu
 t
 e t
 o a
 n
 d b
 le
 s
 s t
 h
 e lives of others. His ethic was "earn thy neighbor'
 s love.



This is the tr
 ue joy in lif
 e -- that being used for a p
 u
 rpose recogni
 z
 ed b
 y yourse
 lf as a m
 ighty one. Tha
 t bein
 g a forc
 e o
 f nature
 , instea
 d o
 f a f
 e
 veris
 h, sel
 f
 is
 h littl
 e clo
 d o
 f ailment
 s and
 grievance
 s complainin
 g tha
 t th
 e worl
 d wil
 l no
 t d
 evot
 e itsel
 f t
 o m
 akin
 g yo
 u happy
 . I a
 m of the
 op
 i
 n
 i
 on th
 a
 t m
 y life belongs to the whole community an
 d a
 s lon
 g a
 s I liv
 e i
 t i
 s m
 y pr
 ivil
 eg
 e t
 o d
 o fo
 r i
 t whateve
 r I can
 . I w
 a
 n
 t t
 o b
 e tho
 r
 ough
 l
 y u
 s
 e
 d u
 p wh
 e
 n I d
 i
 e
 . Fo
 r t
 he harder I w
 ork the m
 ore I liv
 e. I rejo
 ice in l
 if
 e fo
 r it
 s ow
 n sake
 . L
 i
 f
 e i
 s n
 o brie
 f candl
 e t
 o m
 e
 . It
 '
 s a s
 o
 r
 t o
 f s
 p
 le
 nd
 id torc
 h whi
 c
 h I'v
 e go
 t t
 o hol
 d u
 p fo
 r th
 e m
 o
 m
 en
 t an
 d I w
 an
 t t
 o m
 ak
 e i
 t bu
 r
 n a
 s b
 r
 ig
 h
 tl
 y as
 po
 ssi
 bl
 e befor
 e handin
 g i
 t o
 n t
 o futur
 e g
 en
 eration
 s.



N
 . El
 d
 o
 n Tanne
 r ha
 s s
 aid
 , "Servi
 c
 e i
 s th
 e ren
 t w
 e p
 ay fo
 r th
 e privileg
 e o
 f l
 i
 vin
 g o
 n t
 hi
 s earth." An
 d ther
 e a
 r
 e s
 o man
 y way
 s t
 o s
 e
 rve
 . Wh
 e
 t
 he
 r o
 r n
 o
 t w
 e be
 l
 on
 g t
 o a chur
 c
 h o
 r service o
 r
 g
 a
 n
 izati
 on o
 r have a job that provides m
 eaningful service opportunities
 , no
 t a d
 ay go
 e
 s b
 y t
 h
 a
 t w
 e can'
 t a
 t leas
 t serv
 e on
 e othe
 rhu
 m
 a
 n bein
 g b
 y m
 akin
 g deposit
 so
 f uncondi
 ti
 ona
 l love.



 






Scripting Others


 


Most people are a function of the social m
 irror, scripted by th
 e opinions, the perceptions, the parad
 igm
 s of the people around th
 em
 . As interdepe
 n
 den
 t people
 , yo
 u an
 d I c
 o
 m
 e fr
 o
 m a paradigm wh
 i
 c
 h i
 nc
 l
 ude
 s t
 h
 e r
 ea
 li
 za
 ti
 o
 n t
 ha
 t we are a part of that social m
 irror.



W
 e c
 a
 n choos
 e t
 o r
 e
 fle
 c
 t bac
 k t
 o other
 s a c
 l
 ear
 , undistort
 e
 d v
 isi
 o
 n of t
 h
 em
 sel
 ves
 . W
 e c
 an



affi
 r
 m thei
 r pro
 activ
 e natur
 e an
 d tr
 ea
 t t
 h
 em as respo
 n
 sib
 le people
 . W
 e c
 an he
 lp sc
 ript
 th
 e
 m a
 s principle-center
 e
 d
 , value-b
 as
 ed
 , i
 ndependent
 , wort
 h
 w
 hile indivi
 duals. A
 nd
 , w
 ith the Abund
 an
 ce Men
 t
 alit
 y
 , w
 e realiz
 e t
 h
 a
 t g
 i
 v
 i
 n
 g a po
 siti
 v
 e re
 f
 lecti
 o
 n to o
 th
 ers in n
 o w
 ay dim
 in
 ishes
 us. It increases us because it increases the opportunities for effe
 ctive interac
 tion w
 ith othe
 r proactive people.



A
 t so
 m
 e ti
 m
 e i
 n you
 r life
 , yo
 u probabl
 y ha
 d som
 eone believe in you when you didn'
 t believe in yourself. He or she scripted you. Did that m
 ake a difference in your life.



What if you were a p
 ositiv
 e scrip
 ter, an affi
 rme
 r, of other people? When they'
 re being d
 irec
 ted b
 y th
 e so
 cia
 l m
 irro
 r to ta
 k
 e th
 e low
 e
 r path
 , yo
 u inspir
 e th
 e
 m tow
 ar
 d a hi
 gh
 er p
 a
 th becaus
 e yo
 u believ
 e i
 n t
 h
 e
 m
 . Y
 o
 u li
 s
 t
 e
 n t
 o t
 h
 e
 m an
 d e
 m
 pa
 t
 h
 i
 z
 e w
 it
 h t
 h
 em
 . Yo
 u don
 '
 t absolve
 them of responsibility; you encourage them to be proactive.



Perhap
 s yo
 u ar
 e fa
 m
 ilia
 r wit
 h th
 e m
 usical
 , Ma
 n o
 f L
 a Mancha
 . It
 '
 s a beau
 ti
 fu
 l s
 t
 o
 r
 y about a m
 edieval knight who m
 eet
 s a wom
 an of the street, a prostitute. She
 's bei
 ng valid
 ate
 d in h
 er li
 f
 e-sty
 le b
 yal
 l o
 f th
 e peopl
 e i
 n he
 r life.




Bu
 t thi
 s poe
 t kn
 i
 gh
 tsee
 s somethin
 g e
 l
 s
 e i
 n h
 er
 , s
 o
 methin
 g beauti
 f
 u
 l an
 d lov
 e
 ly
 . H
 e a
 l
 s
 o sees
 he
 r virtue, and he affirms it, ove
 r and over again. He gi
 ve
 s he
 r a ne
 w na
 m
 e -
 - Dulcine
 a -
 - a n
 ew n
 am
 e associate
 d wit
 h a ne
 w paradig
 m
 .



A
 t f
 i
 r
 s
 t
 , s
 h
 e u
 tter
 l
 y den
 ie
 s it
 ; he
 r o
 l
 d sc
 ri
 p
 t
 s are ov
 erpow
 ering
 . Sh
 e w
 rites h
 im of
 f a
 s a w
 i
 ld-eyed fantasizer
 . Bu
 t h
 e i
 s persistent
 . H
 e make
 s cont
 i
 nua
 l depos
 i
 ts o
 f un
 c
 o
 nd
 iti
 on
 a
 l l
 ove an
 d gradual
 l
 y i
 t penetrate
 s he
 rscripting
 . I
 t go
 es dow
 n i
 nt
 o he
 r tru
 e nature
 ,he
 r pot
 e
 ntial
 , an
 d sh
 e s
 tar
 ts to respond
 .L
 ittl
 e b
 y little
 , s
 h
 e be
 g
 i
 n
 s t
 o c
 h
 a
 ng
 e he
 r li
 f
 es
 t
 y
 l
 e
 . Sh
 e b
 elieve
 s it an
 d sh
 e a
 cts f
 rom her new paradigm
 , t
 oth
 e initi
 al dis
 m
 a
 y o
 f everyon
 eels
 e i
 n he
 rlife.




Later
 , whe
 n sh
 e begin
 s t
 o rever
 t t
 o he
 r ol
 d paradigm
 , h
 e call
 s he
 r t
 o hi
 s deathbe
 d an
 d sings
 t
 ha
 t beautiful song, "The Im
 possible Dream
 ," lookshe
 r i
 n th
 e eyes
 ,an
 d w
 hispers
 , "Neve
 r forget,
 you'
 re Dulcinea."



One of the c
 lassic s
 tor
 ies in th
 e f
 ield of self
 -f
 u
 l
 fillin
 g prophecie
 s i
 s o
 f a compute
 r i
 n E
 ngland
 that w
 as accidentall
 y programme
 d i
 n
 correctly
 . I
 n academi
 c t
 e
 r
 m
 s, it labe
 led a c
 lass o
 f "bright
 " kid
 s "du
 m
 b
 " an
 d a c
 l
 as
 s o
 f s
 up
 p
 osed
 l
 y "d
 u
 m
 b
 " k
 i
 d
 s "brigh
 t
 .
 " An
 d t
 ha
 t co
 m
 puter r
 epor
 t wa
 s th
 e prim
 ary criterion that created the teachers' para
 digm
 s about thei
 r students at the beginning of the year.



Whe
 n th
 e a
 d
 m
 i
 nistratio
 n f
 i
 nall
 y di
 s
 covere
 d t
 h
 e m
 i
 stak
 e f
 iv
 e-and
 -a
 -h
 alf mon
 th
 s later
 , th
 ey decided t
 o tes
 t th
 e kid
 s aga
 in withou
 t te
 llin
 g an
 y
 o
 n
 e wha
 t ha
 d happ
 e
 ned
 . An
 d th
 e resul
 ts w
 ere
 am
 azing. The "
 b
 ri
 gh
 t
 " k
 id
 s ha
 d g
 o
 n
 e do
 w
 n s
 i
 gn
 i
 f
 i
 can
 t
 l
 y i
 n I
 Q t
 es
 t p
 o
 i
 n
 t
 s
 . Th
 e
 y ha
 d be
 en
 s
 ee
 n a
 n
 d treate
 d a
 s m
 e
 ntally lim
 ited, uncooperativ
 e, and difficult to teach. The teachers
 ' p
 arad
 ig
 m
 s h
 ad b
 eco
 m
 e a self-fulfillin
 g prophecy.



 


Bu
 t th
 e score
 s i
 n th
 e supposedl
 y "dumb
 " grou
 p ha
 d gon
 e up
 . Th
 e teache
 r
 s ha
 d treate
 d th
 e
 m a
 s thoug
 h th
 ey wer
 e bright
 , an
 d th
 e
 i
 r energy
 , thei
 r hop
 e, thei
 r opt
 i
 m
 i
 s
 m
 , thei
 r excite
 m
 e
 n
 t h
 a
 d ref
 lecte
 d hig
 hindividua
 l expectation
 s an
 dwort
 h fo
 r thos
 ekids.




Thes
 e t
 e
 ac
 h
 er
 s wer
 e as
 k
 ed wha
 t i
 t wa
 s lik
 e d
 u
 r
 ing the f
 irst f
 e
 w weeks of the term
 . "For so
 m
 e rea
 s
 on
 , ou
 r method
 s weren'
 t working,
 " the
 y repli
 ed
 . "S
 o w
 e ha
 d t
 o chang
 e our
 m
 e
 th
 ods.
 " Th
 e inf
 orm
 ation showed that the kid
 s we
 r
 e brigh
 t. If thing
 s weren'
 t worki
 n
 g we
 ll
 , the
 y f
 i
 gure
 d i
 t ha
 d t
 o b
 e th
 e teach
 i
 n
 g m
 e
 t
 hods
 . S
 o the
 y work
 e
 d o
 n methods
 . The
 y we
 r
 e proac
 ti
 ve
 ; t
 he
 y worke
 d i
 n t
 he
 i
 r C
 i
 rc
 l
 e of Inf
 luence. Apparent learner dis
 ability was no
 t
 h
 i
 n
 g m
 o
 r
 e o
 r les
 stha
 n teache
 r inflexibility.




Wha
 t d
 o w
 e reflec
 t t
 o other
 s abou
 t th
 e
 m
 selve
 s
 ? A
 nd how m
 uch does th
 at ref
 lection infl
 uenc
 e th
 eir liv
 es
 ? W
 e h
 av
 e so m
 u
 ch w
 e can inv
 est in th
 e Em
 o
 tio
 na
 l B
 a
 n
 k A
 c
 c
 ount
 s o
 f o
 t
 he
 r peo
 p
 le. Th
 e m
 o
 r
 e w
 e can see people in t
 erm
 s of thei
 r unseen potential, the m
 o
 re we c
 an use our im
 agination rathe
 r than o
 u
 r m
 e
 mory, with our spo
 u
 se, our children, our co-work
 ers o
 r emp
 l
 oyees
 . W
 e ca
 n r
 e
 f
 u
 s
 e t
 o la
 b
 e
 l t
 h
 e
 m -
 - w
 e ca
 n "see
 " the
 m i
 n ne
 w fres
 h way
 s eac
 h ti
 m
 e w
 e
 '
 r
 e w
 i
 th
 t
 h
 e
 m
 . W
 e ca
 n he
 l
 p the
 m b
 ec
 o
 m
 e ind
 e
 penden
 t
 , fulfilled people capab
 l
 e o
 f deepl
 y s
 atis
 fy
 ing,
 enri
 ching
 , an
 d p
 roductiv
 e relationship
 s wit
 h others.




Goeth
 e taught
 , "T
 rea
 t a ma
 n as h
 e i
 s an
 d h
 e wil
 l rem
 ai
 n a
 s h
 e i
 s. Trea
 t a m
 a
 n a
 s h
 e ca
 n a
 n
 d shoul
 d b
 e an
 d h
 e wil
 lbeco
 m
 e a
 s h
 e ca
 n an
 dshoul
 d be."



 


Balance in Renew
 al


 


The self-ren
 ewal proces
 s m
 u
 st includ
 e ba
 lanced renewa
 l i
 n al
 l fou
 r di
 m
 en
 s
 i
 on
 s o
 f ou
 r n
 a
 t
 u
 r
 e
 : t
 h
 e physical, the spiritual, the m
 ental, and the social/em
 otional.



Althoug
 h r
 e
 newa
 l i
 n ea
 c
 h d
 i
 m
 e
 nsio
 n i
 s importa
 nt, it o
 n
 ly bec
 o
 m
 es op
 tim
 all
 y e
 ffectiv
 e a
 s we
 dea
 l wit
 h al
 l fou
 r d
 i
 m
 e
 n
 s
 ion
 s i
 n a wi
 s
 e an
 d balan
 c
 e
 d w
 a
 y
 . T
 o negl
 e
 c
 t an
 y on
 e are
 a negative
 l
 y i
 m
 pact
 s th
 e rest.



I hav
 e f
 oun
 d thi
 s t
 o b
 e tru
 e i
 n organiz
 a
 tion
 s a
 s w
 ell as in ind
 ivi
 dual l
 ives. I
 n a
 n organ
 i
 zation,
 th
 e physica
 l d
 i
 m
 e
 nsio
 n i
 s expres
 s
 e
 d i
 n econ
 omi
 c t
 e
 rm
 s. The men
 t
 al or psychological d
 im
 en
 sio
 n d
 eals wit
 h th
 e r
 ecogniti
 o
 n
 , development
 , an
 d us
 e o
 f talent
 . Th
 e social/e
 m
 o
 tional d
 i
 m
 ensio
 n ha
 s t
 o d
 o wit
 h huma
 n rela
 t
 ions
 , wi
 t
 h f
 i
 ndin
 g mean
 i
 n
 g t
 hroug
 h pur
 pos
 e o
 r c
 o
 ntribution an
 d throug
 h organi
 zation
 al integrity.




Whe
 n an o
 r
 g
 aniz
 atio
 n negle
 ct
 s a
 n
 y on
 e o
 r m
 or
 e of these areas, it negatively im
 pacts the entire organization. The crea
 tive energies that could resu
 lt in trem
 endous, positive synergy are instead use
 d t
 o figh
 t a
 g
 ai
 ns
 t th
 e organizati
 on an
 d becom
 e r
 estrainin
 g f
 o
 rce
 s t
 o growt
 h a
 n
 d productivity.




I hav
 e foun
 d organizati
 o
 n
 s whos
 e o
 nl
 y t
 h
 r
 us
 t i
 s e
 con
 o
 m
 i
 c -
 - t
 o m
 a
 k
 e m
 o
 ney. T
 hey usuall
 y don'
 t pu
 b
 liciz
 e tha
 t purpose
 . The
 y s
 o
 m
 e
 ti
 m
 e
 s eve
 n publi
 ciz
 e so
 m
 e
 thin
 g else
 . Bu
 t i
 n thei
 r hearts, t
 he
 ir on
 l
 y desire is to m
 ake m
 oney.



Wheneve
 r I fin
 d this
 , I als
 o fin
 d a g
 r
 ea
 t dea
 l o
 f n
 egativ
 e s
 ynerg
 y i
 n th
 e culture
 , generating suc
 h thing
 s a
 s interdepartmenta
 l ri
 v
 alries
 , def
 e
 nsi
 ve an
 d pro
 t
 ect
 iv
 e communication,
 p
 o
 litick
 ing
 , an
 d maste
 r
 minding
 . W
 e c
 a
 n
 '
 t effectivel
 y thriv
 e withou
 t m
 ak
 in
 g m
 o
 n
 e
 y
 , bu
 t t
 ha
 t
 's
 not suff
 ici
 ent rea
 son f
 or organizat
 iona
 l existence
 . W
 e c
 a
 n
 '
 t l
 i
 v
 e withou
 t e
 ating
 , bu
 t w
 e don
 '
 t live
 t
 o eat
 .



A
 t th
 e othe
 r en
 d o
 f th
 e spectrum
 , I'v
 e see
 n organization
 s tha
 t focus
 e
 d a
 l
 m
 o
 st exclu
 siv
 ely on the social/em
 o
 tional dim
 ension. They are, in a s
 e
 n
 se
 , s
 om
 e kin
 d o
 f socia
 l experi
 m
 en
 t and
 t
 he
 y h
 av
 e n
 o econom
 ic criteria to th
 eir value sys
 t
 em
 . They have no m
 e
 asur
 e o
 r g
 a
 u
 g
 e o
 f t
 h
 eir
 eff
 ecti
 veness, and as a re
 sult, they los
 e all kind
 s of eff
 iciencies an
 d eventua
 l
 l
 y thei
 r viabilit
 y i
 n the
 m
 arketplace.




I have fo
 und m
 any organizations th
 at develop as m
 any as three of the di
 mensions -- they m
 a
 y h
 av
 e goo
 d servic
 e criteria
 , goo
 d econo
 m
 i
 c criteria
 , an
 d goo
 d hu
 m
 an-relation
 s criteria
 , bu
 t t
 h
 e
 y are
 no
 t reall
 y committe
 d t
 o i
 dent
 i
 fying
 , deve
 loping
 , util
 i
 zing
 , an
 d recogn
 izi
 n
 g t
 h
 e tale
 n
 t of p
 eop
 le
 . An
 d i
 f t
 h
 e
 s
 e psychologica
 l force
 s ar
 e m
 issing
 , th
 e style will be a benevole
 nt autocracy a
 nd t
 h
 e resulting culture will
 ref
 lec
 t d
 ifferen
 t form
 s of collectiv
 e resis
 tance, ad
 vers
 arialism
 , excessive turnover
 , an
 d other
 deep, chronic, cultural problem
 s.



Organi
 z
 ationa
 l a
 s wel
 l a
 s indiv
 i
 du
 a
 l eff
 e
 cti
 ven
 e
 s
 s re
 qu
 ire
 s de
 ve
 lo
 p
 m
 e
 n
 t an
 d renewa
 l o
 f all
 f
 ou
 r dimension
 s i
 n a wis
 e an
 d balance
 d way
 . An
 y d
 imensio
 n tha
 t i
 s neglecte
 d w
 il
 l create
 nega
 ti
 v
 e f
 o
 rc
 e field res
 is
 tance that p
 ushes agains
 t eff
 ectiv
 en
 e
 ss an
 d growth
 . Organi
 z
 ation
 s a
 nd
 i
 nd
 i
 v
 i
 d
 u
 a
 l
 s t
 ha
 t g
 i
 ve recognition to each of thes
 e four dim
 ensions in th
 eir m
 ission statem
 ent provide a powerful fram
 ework for balanced renewal.


 


Thi
 s proces
 s o
 f continuou
 s i
 m
 provemen
 t i
 s th
 e h
 all
 m
 ar
 k o
 f th
 e Tota
 l Q
 u
 alit
 y m
 ovemen
 t an
 d a ke
 y t
 o Japan'
 s eco
 n
 o
 m
 ic asce
 ndancy.


 


Synergy in Renew
 al



Balance
 d renewa
 l i
 s opti
 m
 all
 y s
 yne
 r
 getic
 . Th
 e thing
 s yo
 u d
 o t
 o sharpe
 n th
 e sa
 w i
 n any on
 e d
 i
 m
 e
 ns
 i
 o
 n hav
 e pos
 i
 t
 iv
 e impac
 t i
 n o
 the
 r d
 im
 e
 nsion
 s bec
 a
 us
 e the
 y ar
 e s
 o high
 ly int
 errela
 te
 d.
 Y
 o
 ur physical health affects your m
 ental h
 ealth; your spiritual st
 rength affects your social
 /em
 otional strength
 . A
 s yo
 u i
 m
 prov
 e i
 n on
 e d
 i
 mens
 i
 o
 n
 , yo
 u inc
 reas
 e you
 r abi
 l
 it
 y i
 n o
 ther di
 m
 ension
 sa
 s well.




The Seven Habits of Highly Effective People creat
 e opt
 i
 m
 u
 m synerg
 y a
 m
 on
 g the
 s
 e d
 i
 m
 e
 nsion
 s. Ren
 e
 wa
 l i
 n an
 y d
 i
 mens
 i
 o
 n increase
 s you
 r abilit
 y t
 o liv
 e a
 t leas
 t on
 e o
 f th
 e Seven Hab
 it
 s
 . An
 d a
 lt
 h
 o
 u
 g
 h th
 e habit
 s ar
 e seque
 ntial, im
 provem
 ent in one habit sy
 n
 e
 r
 ge
 ti
 ca
 l
 ly i
 n
 crea
 s
 e
 s y
 o
 u
 r a
 b
 ilit
 y t
 o li
 v
 e t
 h
 e res
 t
 . Th
 e mo
 re p
 ro
 active yo
 u are (H
 abi
 t 1
 ), the mo
 re eff
 ective
 ly yo
 u can exer
 cise p
 ersona
 l lead
 ersh
 ip (
 H
 abi
 t 2
 ) an
 d m
 a
 nagem
 e
 n
 t (Habi
 t 3
 ) i
 n you
 r li
 f
 e
 . Th
 e mo
 re eff
 ect
 ively yo
 u man
 a
 g
 e you
 r lif
 e (Habi
 t 3
 ), th
 e mo
 r
 e Quad
 ran
 t I
 I renew
 i
 n
 g activitie
 s yo
 u ca
 n do
 (Habit 7). The m
 ore you seek first to understand (Habit 5), th
 e m
 or
 e effectivel
 y yo
 u ca
 n g
 o f
 o
 r synerge
 ti
 c w
 i
 n
 -
 w
 i
 n so
 l
 u
 t
 i
 on
 s (
 Ha
 bits 4 and 6). T
 he m
 ore yo
 u i
 m
 prov
 e i
 n an
 y o
 f th
 e ha
 b
 it
 s t
 h
 a
 t lea
 d t
 o i
 nd
 ep
 end
 en
 ce (H
 abi
 t
 s 1
 , 2
 , an
 d 3
 ), the m
 o
 re eff
 ec
 tive yo
 u w
 il
 l b
 e i
 n i
 n
 ter
 d
 e
 p
 e
 n
 de
 n
 t s
 it
 ua
 ti
 ons (Habits 4, 5, and 6). And renewal (H
 abit 7) is the process of renewing all the habits.



As you renew your physical dim
 ension, you rein
 f
 o
 r
 c
 e y
 ou
 r pe
 r
 sona
 l v
 i
 s
 i
 o
 n (
 H
 a
 b
 i
 t 1
 )
 , t
 h
 e pa
 r
 ad
 i
 g
 m o
 f you
 r ow
 n self-awarenes
 s an
 d fre
 e wil
 l
 , o
 f proactivity
 , o
 f knowin
 g tha
 t yo
 u ar
 e fr
 e
 e t
 o act in
 stea
 d o
 f bein
 g a
 c
 te
 d upon
 , t
 o choos
 e you
 r o
 w
 n re
 s
 pon
 s
 e t
 o an
 y st
 i
 m
 ulus
 . Thi
 s i
 s probab
 l
 y t
 h
 e g
 r
 ea
 t
 es
 t ben
 e
 f
 i
 t o
 f p
 h
 ys
 i
 ca
 l exe
 r
 c
 i
 se
 . E
 ac
 h Dail
 y P
 ri
 v
 at
 e V
 ict
 o
 r
 y m
 a
 ke
 s a deposi
 t i
 n your
 personal in
 trinsic security account.



A
 s yo
 u rene
 w you
 r spiritua
 l di
 m
 ension
 , yo
 u r
 e
 i
 n
 f
 o
 r
 c
 e y
 o
 u
 r p
 e
 r
 sona
 l l
 ea
 d
 e
 r
 sh
 i
 p (
 Hab
 i
 t 2
 )
 . Yo
 u increas
 e you
 r abilit
 y t
 o liv
 e ou
 t o
 f you
 r imag
 inati
 o
 n an
 d con
 s
 cienc
 e in
 stea
 d o
 f onl
 y yo
 u
 r me
 m
 o
 ry, to deeply unde
 rstand you
 r innerm
 ost para
 digm
 s and values, to creat
 e with
 i
 n yourself a center of correct pr
 i
 nc
 i
 p
 l
 es
 , t
 o d
 e
 f
 i
 n
 e you
 r ow
 n uni
 q
 u
 e mi
 s
 sio
 n i
 n li
 f
 e
 , t
 o rescrip
 t you
 r
 sel
 f to
 liv
 e you
 r lif
 e i
 n ha
 r
 m
 on
 y w
 it
 h corr
 e
 c
 t pr
 i
 nc
 i
 p
 l
 e
 s an
 d t
 o dr
 a
 w u
 p
 o
 n y
 ou
 r person
 a
 l s
 ource
 s of
 strength
 . Th
 e rich p
 r
 iv
 a
 te lif
 e yo
 u cr
 eate in spi
 ritu
 al ren
 ew
 al m
 ak
 es tre
 m
 e
 ndou
 s deposit
 s i
 n your persona
 l securit
 yaccount.




A
 s yo
 u ren
 ew you
 r m
 en
 tal d
 im
 en
 sion
 , yo
 u reinf
 o
 rc
 e you
 r persona
 l m
 a
 nage
 m
 e
 n
 t (
 H
 abi
 t 3).
 A
 s yo
 u pl
 a
 n
 , yo
 u forc
 e you
 r m
 i
 n
 d t
 o re
 c
 ogniz
 e high-lever
 a
 g
 e Quad
 r
 an
 t I
 I acti
 vities
 , prio
 rity goa
 l
 s
 , a
 n
 d a
 ctivitie
 s t
 o m
 ax
 i
 m
 iz
 e th
 e us
 e o
 f you
 r ti
 m
 e an
 d e
 n
 ergy
 , an
 d yo
 u organiz
 e an
 d execute
 your ac
 tivi
 ti
 es around y
 our prio
 ri
 tie
 s. As y
 o
 u becom
 e involved i
 n c
 on
 t
 inu
 i
 n
 g edu
 cati
 o
 n, yo
 u increas
 e you
 r kno
 wledg
 e b
 ase an
 d yo
 u incre
 ase you
 r options
 . You
 r econo
 mi
 c securit
 y does
 no
 t li
 e i
 n you
 r job
 ; i
 t lie
 s i
 n you
 r own powe
 r t
 o pr
 od
 uce -
 - t
 o think
 , t
 o l
 ear
 n
 , t
 o c
 r
 e
 ate
 , t
 o a
 dapt
 . That'
 s tru
 e f
 i
 nanci
 al ind
 e
 pend
 ence
 . I
 t
 '
 s no
 t hav
 i
 n
 g wealth
 ; i
 t
 '
 s h
 a
 vin
 g th
 e pow
 er to produce w
 e
 alth
 . It
 '
 s intrinsic.




T
 he D
 ail
 y P
 rivate V
 icto
 r
 y -- a m
 ini
 m
 u
 m o
 f one h
 our a da
 y i
 n renewa
 l o
 f th
 e physi
 c
 al
 , spiritua
 l
 , an
 d menta
 l d
 i
 m
 ens
 i
 on
 s -
 - i
 s th
 e ke
 y t
 o th
 e de
 v
 elopmen
 t o
 f t
 h
 e Sev
 e
 n H
 a
 bit
 s an
 d it
 '
 s completely
 w
 it
 h
 in y
 ou
 r Circle of Influence. It is th
 e Quadrant II focus tim
 e necess
 ary to in
 teg
 r
 ate these habits into your life, to becom
 e pri
 n
 ciple-centered.


 


It
 '
 s al
 s
 o th
 e foundat
 i
 o
 n fo
 r th
 e Dail
 y Publi
 c Victo
 r
 y
 . It'
 s th
 e sou
 rce o
 f intr
 in
 sic secur
 it
 y y
 o
 u n
 eed to sharp
 en the saw in the socia
 l/emo
 tiona
 l di
 m
 ens
 ion
 . I
 t give
 s y
 o
 u th
 e person
 al stren
 gt
 h to fo
 cu
 s o
 n you
 r C
 ircl
 e o
 f In
 f
 luenc
 e i
 n int
 erd
 ep
 ende
 n
 t s
 itu
 a
 tion
 s -- to loo
 k at o
 the
 rs th
 rough
 th
 e Abund
 an
 ce Men
 t
 alit
 ypa
 ra
 d
 ig
 m
 , t
 o genu
 i
 ne
 l
 y va
 lue thei
 r d
 i
 ffe
 ren
 ces an
 d to b
 e happ
 y f
 o
 r the
 ir su
 ccess. It g
 iv
 es yo
 u th
 e founda
 t
 i
 o
 n t
 o wor
 k fo
 r g
 e
 nuin
 e unders
 t
 a
 nd
 i
 n
 g an
 d fo
 r syn
 erg
 et
 ic w
 in
 -w
 in so
 lu
 tion
 s, to p
 ractice Habit
 s 4
 , 5
 , an
 d 6 i
 n a
 n interdep
 enden
 t reality.




Th
 e Up
 w
 ar
 d Spiral



 


Renewa
 l is the principle -- an
 d the process -- th
 at em
 powers us to m
 ove on an upward spiral of growth and change, of continuous im
 provem
 ent.



T
 o mak
 e m
 e
 aningfu
 l an
 d consisten
 t progres
 s alo
 n
 g tha
 t spiral
 , w
 e nee
 d t
 o conside
 r on
 e other aspec
 t o
 f r
 e
 newa
 l a
 s i
 t applie
 s t
 o th
 e uniqu
 e huma
 n en
 dowm
 ent that di
 rect
 s t
 his upw
 ard move
 m
 ent -- our conscience. In th
 e words of Madam
 e de Sta'
 l, "The v
 o
 ice of cons
 cience is s
 o d
 elicate th
 at it is easy to sti
 f
 l
 e it
 :bu
 t i
 t i
 s als
 o s
 oclea
 r th
 at it is im
 po
 ssib
 le to m
 istak
 e it.
 "



Conscienc
 e i
 s th
 e endowmen
 t tha
 t sen
 se
 s ou
 r co
 ngruenc
 e o
 r disparit
 y wit
 h correc
 t princip
 l
 es
 an
 d li
 f
 t
 s u
 s towar
 dthe
 m -
 - whe
 n it
 '
 s i
 nshape




Just a
 s th
 e e
 ducation of nerve and sinew is v
 ita
 l to the exce
 llent a
 thle
 te a
 nd educatio
 n of the m
 ind is vit
 a
 l t
 o th
 e scholar
 , educat
 i
 o
 n o
 f th
 e conscienc
 e i
 s vita
 l t
 o th
 e trul
 y proact
 i
 ve
 , high
 l
 y effectiv
 e p
 e
 rson
 . T
 rain
 in
 g an
 d ed
 u
 catin
 g th
 e con
 scienc
 e, how
 ev
 er, req
 u
 ires ev
 en g
 re
 ate
 r concentratio
 n, m
 ore balan
 ced d
 i
 sc
 ipli
 ne
 , m
 o
 re con
 s
 istentl
 y hones
 t living
 . I
 t requir
 es regu
 lar f
 easting on i
 nspiring li
 te
 ratur
 e, th
 ink
 ing nobl
 e tho
 ugh
 t
 s a
 nd
 , abov
 e all
 ,l
 i
 vin
 g i
 n ha
 r
 m
 on
 ywit
 h it
 s stil
 l s
 m
 al
 lvoice




Jus
 t a
 s j
 un
 k f
 oo
 d an
 d lac
 k o
 f exercis
 e c
 a
 n rui
 n a
 n athlete
 '
 s condition
 , tho
 se th
 ing
 s t
 h
 at are obscene, crude
 , o
 r p
 ornographi
 c ca
 n bree
 d a
 n inne
 r darknes
 s tha
 t nu
 m
 b
 s ou
 r highe
 r sensibilities
 a
 n
 d su
 b
 s
 tit
 u
 t
 es t
 h
 e so
 cia
 l cons
 cie
 n
 c
 e o
 f "
 W
 il
 l I b
 e foun
 d out
 ?
 " fo
 r th
 e n
 atu
 ra
 l o
 r div
 in
 e cons
 cien
 ce of "W
 hat is right and wrong
 ?
 "



I
 n th
 eword
 s o
 f Da
 gHa
 mm
 arskjold,



 


Yo
 u canno
 t pla
 y wit
 h th
 e an
 i
 m
 a
 l i
 n yo
 u wi
 th
 out becom
 ing wholly anim
 al, pla
 y with f
 alsehoo
 d w
 i
 thou
 t f
 o
 r
 f
 eitin
 g you
 r righ
 t t
 o truth
 , pla
 y w
 it
 h c
 ruelt
 y w
 ithou
 t losin
 g you
 r sensitivity
 o
 f m
 i
 nd
 . H
 e wh
 owant
 s t
 o kee
 phi
 s garde
 n tid
 ydoesn
 '
 t reserv
 e a plo
 t fo
 rweeds.




Once we are self-a
 ware, we must choose purposes and principles to live by; otherwise the va
 cuum will be f
 illed, a
 nd we will lose our self-
 awareness a
 n
 d becom
 e lik
 e grovelin
 g anim
 als w
 ho live pri
 m
 arily fo
 r surviva
 l an
 d p
 r
 opagation
 . Peopl
 e wh
 o exis
 t o
 n tha
 t le
 ve
 l aren
 '
 t living
 ; they
 a
 r
 e "be
 i
 n
 g l
 i
 ved.
 " The
 y are reacting, unaware of th
 e uniqu
 e endow
 m
 en
 t
 s t
 ha
 t li
 e do
 r
 m
 an
 t a
 nd




und
 evelope
 dwithin.



 


An
 d ther
 e i
 s n
 o shortcu
 ti
 n developin
 g them
 . T
 h
 e La
 w o
 f th
 eHarves
 t go
 v
 erns
 ; w
 e wil
 l always r
 ea
 p what we sow -- no more, no less. The law of justic
 e i
 s immutabl
 e, and the closer we a
 lign ou
 rselve
 s wi
 th co
 rrec
 t p
 r
 in
 cipl
 es, th
 e b
 et
 ter ou
 r ju
 dgm
 en
 t wi
 l
 l b
 e abou
 t ho
 w th
 e w
 or
 l
 d op
 erate
 s an
 d t
 h
 e m
 o
 r
 e accurate our paradigm
 s -- our m
 aps of the territory -- will be.



I be
 li
 ev
 e t
 h
 a
 t a
 s w
 e g
 ro
 w an
 d deve
 l
 o
 p o
 n t
 h
 i
 s upward spir
 al, we m
 u
 st show diligen
 ce in th
 e process o
 f r
 enewa
 l b
 y educatin
 g a
 n
 d obeyin
 g ou
 r consc
 i
 ence
 . A
 n increasingl
 y educa
 t
 ed
 c
 ons
 cie
 n
 c
 e w
 il
 l p
 r
 ope
 l u
 s alon
 g th
 e p
 ath o
 f p
 e
 rson
 al f
 reedom
 , s
 ecurity
 , w
 isdom
 , an
 d pow
 er.



Movin
 g a
 l
 on
 g th
 e upwa
 r
 d spira
 l require
 s u
 s t
 o le
 a
 r
 n
 , commit
 , an
 d d
 o o
 n incr
 easingly h
 igher planes. W
 e decei
 v
 e ourselve
 s i
 f w
 e thin
 k tha
 t an
 y on
 e o
 f these is s
 uff
 ici
 ent. T
 o keep progressing, we m
 ust learn, comm
 it, and do -- learn, comm
 it, and d
 o -
 - a
 n
 d learn
 , commit
 , a
 n
 d do again.



 


Applica
 tio
 n Suggestions:



1.
 Mak
 e a lis
 t o
 f activi
 t
 ie
 s tha
 t woul
 d hel
 p y
 ou kee
 p i
 n go
 od physica
 l sh
 a
 p
 e
 , tha
 t wo
 ul
 d f
 i
 t yo
 u
 r lifestyl
 e an
 d tha
 t y
 o
 u coul
 denjo
 y ove
 r ti
 m
 e.




2.
 Select one of the act
 ivities and list it as a goal in your personal role area for the com
 ing w
 eek
 . A
 t th
 e en
 d o
 f th
 e w
 eek eva
 lua
 te you
 r p
 erf
 o
 r
 m
 an
 ce. I
 f yo
 u didn
 '
 t m
 a
 k
 e you
 r goal
 , wa
 s it
 becaus
 e yo
 u subordinate
 d i
 t t
 o a g
 enuinel
 y highe
 r v
 a
 lue
 ? O
 r di
 d yo
 u fai
 l t
 o ac
 t wit
 h integ
 rit
 y to you
 rvalues.




3.
 Mak
 e a si
 m
 ila
 r lis
 t o
 f rene
 w
 in
 g activitie
 s i
 n you
 r spiritua
 l an
 d menta
 l d
 im
 ensions
 . In
 you
 r social—
 e
 mot
 i
 ona
 l ar
 e
 a
 , lis
 t relationship
 s yo
 u wou
 l
 d lik
 e t
 o im
 prove or spec
 if
 i
 c cir
 cum
 stances in which Pu
 blic Victory would bring greater effectiv
 eness. Select on
 e i
 t
 em i
 n each area t
 o l
 i
 st as a go
 al fo
 r the
 week. Im
 plem
 ent and evaluate.



4.
 Comm
 it to write down specific "sharpen th
 e sa
 w
 "activiti
 es i
 n al
 l fou
 r dim
 ensions every w
 eek
 , to d
 o the
 m
 , an
 d t
 o eval
 u
 at
 e you
 r perfor
 m
 anc
 e an
 d results.



 


Inside-Ou
 tAgain



 


The Lord w
 orks fr
 om the inside ou
 t. T
 he w
 or
 l
 d w
 orks f
 ro
 m t
 h
 e outside in. The world would take people out of the slum
 s. Christ tak
 es the slum
 s out o
 f people
 , an
 d the
 n the
 y take
 them
 selves out of the slum
 s. The world would m
 old m
 e
 n by changing the
 i
 r env
 ir
 o
 nm
 en
 t
 . Chri
 st change
 s m
 en
 , wh
 o the
 n chang
 e th
 ei
 r e
 nvironment
 . Th
 e wor
 l
 d woul
 d s
 h
 a
 p
 e hum
 a
 n behavior
 , bu
 t Chris
 t ca
 n chang
 e hu
 m
 a
 n n
 atu
 re.




-- Ezra Taft Benson



*

*


I would like to share with you a personal story which I feel contai
 ns the essence of this book. In doin
 g so
 , i
 t i
 s m
 y hop
 e tha
 t yo
 u wil
 l relat
 e to the underlying principles it contains.



Som
 e year
 s ago
 , ou
 r f
 a
 mil
 y too
 k a s
 a
 bbatica
 l l
 eave f
 rom the univers
 ity w
 h
 ere I taugh
 t s
 o that
 I coul
 d write
 . W
 e live
 dfo
 r a ful
 l yea
 r i
 nLai
 e o
 n th
 e nort
 h shor
 eo
 f Oahu
 , Hawaii.




Shortl
 y a
 f
 te
 r gettin
 g settled
 , w
 e develope
 d a li
 v
 in
 g an
 d workin
 g routi
 n
 e whic
 h wa
 s no
 t only ver
 y productiv
 e bu
 t extre
 m
 el
 ypleasant.




Afte
 r a
 n earl
 y m
 ornin
 g ru
 n o
 n th
 e beach
 , w
 e w
 oul
 d sen
 d tw
 o o
 f ou
 r child
 r
 en
 , barefoo
 t an
 d in short
 s, t
 o school
 . I w
 e
 n
 t t
 o a
 n isolate
 d buildin
 g nex
 t t
 o th
 e can
 e field
 s wher
 e I ha
 d a
 n offic
 e t
 o d
 o m
 y w
 r
 i
 ti
 n
 g. It was very quiet, very beautiful, ver
 y serene -- n
 o phone
 , n
 o meetings
 , n
 o pr
 essing




eng
 age
 m
 ents.



 


My office was on the ou
 tside edg
 e of the colle
 ge
 , an
 d on
 e d
 a
 y a
 s I wa
 s wanderin
 g between s
 t
 ack
 s o
 f book
 s i
 n th
 e bac
 k o
 f t
 h
 e college library, I cam
 e acros
 s a boo
 k tha
 t dre
 w m
 y i
 n
 terest
 . As
 I opened it, m
 y e
 y
 e
 s f
 el
 l u
 p
 o
 n a s
 i
 ng
 l
 e p
 ara
 g
 ra
 p
 h t
 h
 a
 t pow
 er
 fully influenced the rest of m
 y life.



I rea
 d th
 e paragrap
 h ove
 r an
 dove
 r again
 . I
 t b
 asi
 cally cont
 ain
 ed th
 e sim
 p
 le id
 ea th
 at th
 ere is a gap or a space between stim
 ulus and response, and that the key to both our growth and happiness is how we use that space.



I ca
 n hardl
 y describ
 e t
 h
 e effec
 t tha
 t ide
 a ha
 d o
 n m
 y m
 in
 d
 . Thoug
 h I ha
 d bee
 n nurtured
 i
 n t
 h
 e philosophy of self-det
 erm
 inism, the way the ide
 a wa
 s phrase
 d -
 - "
 a g
 a
 p be
 t
 w
 e
 e
 n st
 i
 m
 u
 l
 u
 s an
 d res
 p
 ons
 e" -- hit m
 e wi
 th fresh, almost unbel
 i
 evab
 le for
 ce. It was alm
 o
 st like "knowing it for the first tim
 e," like an inward revol
 ution, "an idea whose tim
 e had com
 e."



I reflecte
 d o
 n i
 t agai
 n an
 d again
 , an
 d i
 t bega
 n t
 o h
 a
 v
 e a po
 werfu
 l e
 f
 fec
 t o
 n m
 y pa
 ra
 d
 ig
 m o
 f li
 fe.
 I
 t was as if I had becom
 e an observer of my own pa
 rti
 cipation
 . I bega
 n t
 o s
 tan
 d i
 n t
 h
 a
 t ga
 p a
 n
 d t
 o loo
 k outsid
 e a
 t th
 e sti
 m
 uli
 . I revele
 d i
 n t
 h
 e in
 wa
 r
 d sens
 e o
 f f
 reedo
 m t
 o choos
 e m
 y re
 spon
 se
 -- ev
 e
 n to becom
 e the stim
 ulus, or at least to inf
 luence it -- even to reverse it.


 


Shortl
 y thereafter
 , an
 d partly as a resu
 lt of this "
 revolutionary" id
 ea, Sandra and I began a p
 ract
 ice o
 f d
 eep comm
 u
 nicat
 ion
 . I wou
 ld p
 ick h
 er u
 p a lit
 tl
 e b
 ef
 o
 r
 e noo
 n o
 n a
 n ol
 d r
 e
 d H
 ond
 a 90 t
 ra
 i
 l cy
 cl
 e
 , an
 d we woul
 d take our two preschool children with us -- on
 e betw
 een us and the othe
 r o
 n m
 y lef
 t kn
 ee -
 - as w
 e rod
 e ou
 t in th
 e can
 ef
 ield
 s b
 y m
 y o
 ff
 ice. W
 e ro
 d
 e slo
 w
 l
 y alon
 g fo
 r about
 a
 n hour
 ,jus
 t talking.




Th
 e childre
 n look
 ed fo
 r
 w
 ar
 d t
 o th
 e rid
 e an
 d ha
 r
 d
 ly ever m
 ade any noise. W
 e seldo
 m sa
 w another v
 ehicle, and the cycle was so quiet we c
 ould easily hear each other. W
 e usually ended u
 p o
 n an isolate
 d bea
 c
 h wher
 e w
 e p
 a
 rke
 d th
 e H
 o
 nd
 a a
 n
 d wa
 l
 ke
 d a
 bou
 t 20
 0 ya
 r
 d
 s to a seclude
 d spot w
 here w
 e at
 e a picni
 c lunch.




Th
 e s
 a
 nd
 y beac
 h an
 d a freshwate
 r r
 i
 ve
 r comin
 g of
 f t
 h
 e islan
 d t
 otall
 y abs
 o
 rbe
 d th
 e interest
 o
 f th
 e child
 r
 en
 , so Sand
 r
 a an
 d I wer
 e abl
 e t
 o continu
 e ou
 r talk
 s unint
 errup
 t
 ed
 . Perhap
 s i
 t doesn
 '
 t tak
 e to
 o mu
 c
 h i
 m
 a
 ginati
 o
 n t
 o envisio
 n th
 e leve
 l o
 funderst
 anding and trus
 t w
 e w
 ere abl
 e to rea
 ch b
 y sp
 end
 in
 g a
 t leas
 ttw
 o hour
 s a day
 , ever
 yday
 , fo
 r a ful
 l yea
 ri
 n dee
 p co
 mm
 unication.




A
 t th
 e ver
 y firs
 t o
 f th
 e year
 , w
 e talke
 d abou
 t al
 l kind
 s o
 f i
 nt
 e
 restin
 g topi
 c
 s -
 - people
 , ideas, events
 , th
 e childr
 en
 , m
 y w
 r
 iting
 , ou
 r f
 a
 m
 il
 y a
 t h
 o
 m
 e
 , f
 u
 tur
 e plan
 s, a
 nd s
 o fort
 h. Bu
 t little
 b
 y little
 , ou
 r c
 o
 mm
 u
 ni
 c
 a
 tio
 n deep
 e
 n
 e
 d an
 d w
 e be
 ga
 n t
 o tal
 k mor
 e an
 d mor
 e abou
 t ou
 r intern
 a
 l wo
 rld
 s -- ab
 ou
 t ou
 r upbr
 ing
 ing
 , ou
 r scrip
 ting
 , ou
 r f
 eeling
 s, an
 d self
 -dou
 bts
 . A
 s w
 e w
 er
 e



deep
 ly i
 m
 mersed in th
 ese comm
 unications, we also observed them and observed oursel
 ves i
 n them
 . W
 e began to use that sp
 ace between stim
 ulus and res
 ponse in som
 e new and interesting ways which caused us to think about how we wer
 e pr
 ogrammed and how t
 hose program
 s shaped how we saw the world.



W
 e be
 g
 a
 n a
 n excitin
 g adventur
 e int
 o ou
 r inter
 i
 o
 r world
 s an
 d foun
 d i
 t t
 o b
 e mor
 e exciting,
 mor
 e fascin
 a
 ting
 , m
 or
 e a
 bsorbing
 , mor
 e co
 m
 p
 ell
 i
 ng
 , mor
 e fille
 d wit
 h dis
 c
 over
 y an
 d insigh
 t t
 ha
 n any
 t
 h
 i
 n
 g we'
 d even known in the outside world.



It wasn'
 t all "sweetn
 ess and light.
 " W
 e occasi
 onally h
 it s
 o
 m
 e raw nerves and had some painful experiences, embarrassing experiences, self-revealin
 g experienc
 es -- expe
 riences tha
 t m
 ade us ext
 rem
 ely ope
 n an
 d vul
 nerabl
 e t
 o eac
 h oth
 er
 . An
 d ye
 t w
 e foun
 d w
 e had be
 en wantin
 g to go into th
 ose thingsf
 or years. Whe
 n w
 e di
 d g
 o int
 o th
 e d
 eep
 er, m
 o
 re tender issu
 es and then ca
 m
 e out of them
 , we felt in som
 e w
 a
 y hea
 l
 ed
 .



W
 e wer
 e s
 o initiall
 y supportiv
 e an
 d help
 f
 ul
 , s
 o e
 n
 couragin
 g an
 d empathi
 c t
 o eac
 h other
 , that w
 e nurture
 d an
 dfacilitate
 d thes
 e interna
 ldiscoverie
 s i
 n eac
 hother.




W
 e graduall
 y evolved tw
 o unspoken ground ru
 le
 s. The first was "n
 o probing.
 " A
 s soon
 as we unfolded the inner layers o
 f vulnerability
 , w
 e wer
 e n
 o
 t t
 o questio
 n eac
 h o
 the
 r, on
 l
 y to e
 m
 path
 ize
 . Probin
 g wa
 s s
 i
 m
 pl
 y to
 o invasive
 . I
 t wa
 s als
 o to
 o controllin
 g an
 d to
 o log
 i
 cal
 . We wer
 e cover
 i
 n
 g new
 , d
 i
 fficul
 t terrai
 n tha
 t w
 as scar
 y a
 n
 d uncerta
 i
 n
 , an
 d i
 t stir
 r
 e
 d u
 p fear
 s a
 n
 d doubts. W
 e wante
 d t
 o cove
 r mo
 r
 e an
 d mor
 e o
 f it
 , bu
 t w
 e gre
 w t
 o r
 esp
 e
 c
 t t
 h
 e nee
 d t
 o le
 t eac
 h othe
 r ope
 n up
 in our own tim
 e.



Th
 e secon
 d groun
 d rul
 e wa
 s tha
 t wh
 e
 n i
 t hur
 t to
 o mu
 c
 h
 , wh
 e
 n i
 t wa
 s painful
 , w
 e woul
 d s
 i
 m
 p
 l
 y qui
 t fo
 r th
 e day
 . The
 n w
 e woul
 d eithe
 r begi
 n th
 e nex
 t day w
 here w
 e le
 f
 t of
 f or w
 ai
 t unti
 l the
 pe
 r
 so
 n w
 h
 o was sharing felt ready to continue. We carried aro
 und the loose ends, knowing that we wanted to deal with them
 . But because we h
 ad th
 e tim
 e and the environm
 ent conduc
 ive to it, and becau
 se we wer
 e so e
 xc
 it
 e
 d t
 o ob
 s
 e
 r
 v
 e ou
 r ow
 n invol
 ve
 m
 en
 t an
 d t
 o gro
 w w
 ith
 in ou
 r m
 arriag
 e, we sim
 ply knew that sooner or later we would deal wit
 h al
 l thos
 e loos
 e end
 s an
 d b
 r
 in
 g t
 h
 e
 m to
 so
 m
 e kin
 do
 f closure.




The m
 ost difficult, and eventua
 ll
 y t
 h
 e m
 o
 st frui
 t
 f
 ul p
 art o
 f th
 i
 s kin
 d o
 f co
 mm
 u
 nic
 atio
 n ca
 m
 e wh
 en my vulnerability and Sandra'
 s vulnerability touched. Then
 , becaus
 e o
 f ou
 r subjective
 involvem
 en
 t, we found that the space between stim
 ulu
 s an
 d respons
 e wa
 s n
 o longe
 r there
 . A fe
 w ba
 d fe
 e
 ling
 s surfaced
 . Bu
 t ou
 r dee
 p desir
 e and our implicit agreem
 ent was to prep
 are ourselves to st
 art where we lef
 t of
 f and deal with those f
 eelings until we resolved them
 .



On
 e o
 f thos
 e difficul
 t time
 s h
 ad t
 o d
 o wit
 h a b
 a
 s
 i
 c t
 endenc
 y i
 n m
 y pers
 o
 na
 lity
 . M
 y f
 ather
 wa
 s a ver
 y privat
 e indiv
 i
 dua
 l -
 - ver
 y controlle
 d an
 d ver
 y car
 ef
 ul
 . My mothe
 r wa
 s an
 d i
 s very public
 , ver
 y open
 , ver
 y spontane
 o
 u
 s
 . I fin
 d bo
 th set
 s o
 f tendencie
 s i
 n me
 , an
 d w
 h
 en I f
 eel i
 nsecu
 r
 e
 , I t
 en
 d t
 o becom
 e pri
 v
 ate, like m
 y father. I live inside m
 y
 self and safely observe.


 


S
 andra is m
 ore like m
 y m
 other -
 - so
 cial, auth
 entic
 , an
 d sp
 on
 t
 aneous
 . W
 e ha
 d gon
 e through man
 y exper
 i
 ence
 s ove
 r t
 h
 e year
 s i
 n whic
 h I f
 e
 l
 t he
 r op
 e
 nn
 es
 s wa
 s inapp
 r
 opriate
 , a
 n
 d s
 h
 e f
 el
 t my constrain
 t wa
 s dy
 s
 functional
 , bot
 h s
 ociall
 y an
 d t
 o m
 e a
 s a
 n individua
 l becaus
 e I woul
 d become
 insensitive to the f
 ee
 li
 n
 g
 s o
 f o
 th
 e
 r
 s
 . Al
 l o
 f thi
 s and m
 uch m
 o
 re cam
 e out during those deep visits. I cam
 e to va
 lu
 e Sandr
 a
 '
 s insigh
 t an
 d wisdo
 m a
 n
 d th
 e wa
 y s
 h
 e helpe
 d m
 e t
 o b
 e a m
 or
 e open
 , g
 iv
 i
 ng, sensitive
 , socia
 l person.




Ano
 t
 h
 er o
 f thos
 e diffi
 c
 u
 l
 t ti
 m
 e
 s ha
 d t
 o d
 o wit
 h wha
 t I perceive
 d t
 o b
 e a "han
 g up
 " Sandr
 a had wh
 i
 c
 h had bothered m
 e for years. She seem
 ed t
 o have an obsess
 i
 o
 n ab
 out F
 ri
 g
 i
 da
 ir
 e app
 li
 anc
 es wh
 i
 c
 h I w
 as a
 t a
 n absolut
 e los
 s to understand. She would not eve
 n cons
 i
 de
 r b
 u
 yin
 g anot
 h
 e
 r br
 an
 d o
 f appl
 iance
 . Eve
 n whe
 n w
 e wer
 e jus
 t star
 t
 i
 n
 g ou
 t an
 d o
 n a ve
 r
 y t
 i
 gh
 t budge
 t
 , s
 h
 e insiste
 d that we dr
 iv
 e the f
 if
 ty m
 il
 e
 s t
 o th
 e "bi
 g city
 " wher
 e Frigidair
 e appliance
 s w
 ere sold, sim
 ply beca
 use no dea
 l
 er in our sm
 all university town carried them at that tim
 e.



This was a m
 atter of co
 nsiderab
 le a
 gitation to m
 e
 . Fortunately
 , th
 e situatio
 n cam
 e u
 p only
 when w
 e p
 u
 r
 chase
 d a
 n a
 p
 p
 li
 ance
 . Bu
 t w
 he
 n i
 t d
 i
 d c
 o
 m
 e u
 p, it was like a stim
 ulus that trigg
 ered of
 f a ho
 t bu
 t
 to
 n response
 . Th
 is singl
 e issue se
 em
 ed to b
 e sym
 boli
 c o
 f al
 l irrationa
 l thinking
 , and i
 t genera
 t
 e
 d a whole range of negative feelings within m
 e.



I usuall
 y resorte
 d t
 o m
 y dys
 f
 unc
 tiona
 l privat
 e behavior
 . I suppos
 e I f
 ig
 u
 re
 d t
 ha
 t th
 e onl
 y w
 ay I coul
 d dea
 l wit
 h i
 t wa
 s no
 t t
 o dea
 l wit
 h it
 ; o
 t
 herwise
 , I f
 elt I wou
 ld lo
 s
 e con
 tro
 l an
 d say th
 ing
 s I shouldn'
 t say. Ther
 e were ti
 m
 es when I did slip and say s
 o
 me
 t
 h
 i
 n
 g nega
 tiv
 e
 , a
 n
 d I ha
 d t
 o g
 o bac
 k an
 d apologize.




Wha
 t bo
 t
 he
 r
 e
 d m
 e th
 e mos
 t w
 a
 s no
 t t
 ha
 t sh
 e like
 d Frigidaire
 , bu
 t tha
 t sh
 e persiste
 d i
 n making
 wh
 at I cons
 i
 der
 ed utterl
 y illogica
 l an
 d indef
 e
 nsibl
 e stat
 e
 m
 e
 nt
 s t
 o defen
 d Frigidair
 e whic
 h ha
 d no basi
 s i
 n fac
 t whatsoever
 . I
 f sh
 e h
 a
 d on
 l
 y agr
 e
 e
 d tha
 t he
 r respons
 e w
 a
 s irrationa
 l an
 d pure
 ly e
 m
 otional
 , I thin
 k I coul
 d hav
 ehandle
 d it
 . Bu
 t he
 r justificatio
 n wa
 s upsetting.




It was som
 etim
 e in early spring when the Fr
 ig
 idaire iss
 ue cam
 e up. All our prio
 r communication had prepared us. T
 h
 e ground rule
 s ha
 d bee
 n deepl
 y es
 t
 ab
 li
 she
 d -
 - no
 t t
 o probe
 an
 d t
 o leav
 e i
 t alon
 e i
 f i
 t go
 t t
 o b
 e to
 o painfu
 l fo
 r eithe
 ro
 r both.




I wil
 l neve
 r f
 o
 rge
 t th
 e da
 y w
 e talke
 d i
 t through
 . W
 e didn'
 t en
 d u
 p o
 n th
 e b
 each th
 a
 t d
 ay
 ; we
 just continued to ride throug
 h th
 e canefields
 , perhap
 s becaus
 e w
 e d
 i
 d
 n
 '
 t wan
 t t
 o l
 oo
 k each othe
 r in the eye. There had been so m
 u
 ch psychic hist
 or
 y an
 d s
 o m
 an
 y b
 a
 d feeling
 s assoc
 i
 a
 t
 e
 d w
 i
 t
 h t
 h
 e i
 ssue
 , an
 d i
 t ha
 d bee
 n sub
 m
 erge
 d fo
 r s
 o long
 . I
 t ha
 d neve
 r bee
 n s
 o c
 r
 itica
 l a
 s t
 o ruptur
 e the
 relationsh
 ip, but when you'
 re trying to cultivate a beauti
 ful unified relationsh
 ip, any divisive issue i
 s im
 portant.



Sandra and I were a
 mazed at what we learned throug
 h the interaction. It was truly syn
 erg
 is
 tic. It wa
 s a
 s i
 f Sa
 ndr
 a we
 r
 e learning
 , alm
 o
 s
 t fo
 r th
 e firs
 t t
 i
 m
 e herself
 , th
 e reaso
 n for
 he
 r so-calle
 d hang
 -
 up
 . Sh
 e starte
 d t
 o tal
 k abou
 t he
 r father
 , a
 bou
 t ho
 w h
 e ha
 d worke
 d a
 s a hig
 h school histo
 ry teacher and coach for years, an
 d h
 o
 w, to h
 elp m
 ake ends m
 eet, he ha
 d gon
 e in
 to t
 he a
 pp
 l
 i
 anc
 e b
 us
 i
 ness
 . D
 u
 ri
 n
 g a
 n e
 cono
 m
 i
 c downturn
 , h
 e ha
 d experie
 n
 ced serious financial diff
 iculties, an
 d t
 h
 e on
 l
 y t
 h
 ing t
 ha
 t ena
 b
 l
 e
 d him to sta
 y i
 nbusines
 s durin
 g t
 ha
 t tim
 e w
 a
 s th
 e f
 ac
 t tha
 t Frigidai
 re woul
 d financ
 e hi
 sinventory.




Sandr
 a ha
 d a
 n unusuall
 y dee
 p a
 n
 d swee
 t relationshi
 p wit
 h he
 r f
 ather
 . W
 h
 e
 n he returned ho
 m
 e a
 t th
 e en
 d o
 f a ver
 y tirin
 g day
 , h
 e w
 o
 ul
 d li
 e o
 n th
 e couch
 , an
 d Sandr
 a wou
 l
 d ru
 b hi
 s fee
 t and
 sin
 g to h
 im
 . I
 t wa
 s a beautifu
 l t
 i
 m
 e the
 y enjoy
 ed togethe
 r a
 l
 mos
 t dail
 y fo
 r years
 . H
 e woul
 d al
 s
 o ope
 n u
 p a
 n
 d t
 a
 l
 k throug
 h hi
 s worrie
 s an
 d concern
 s abou
 t th
 e business
 , a
 n
 d h
 e share
 d wit
 h Sandra
 his d
 eep ap
 precia
 tion fo
 r Frigidair
 e financin
 g h
 i
 s invento
 r
 y s
 o tha
 t h
 e cou
 l
 d mak
 e i
 t th
 roug
 h t
 h
 e d
 iff
 i
 cul
 tti
 m
 es.




This communication between father and daught
 er had taken place in a spontaneou
 s way du
 rin
 g ver
 y natura
 l ti
 m
 e
 , whe
 n th
 e mos
 t power
 f
 u
 l kin
 d o
 f s
 criptin
 g t
 ak
 es place
 . Du
 r
 i
 n
 g those relaxe
 d t
 i
 m
 e
 s guard
 s ar
 e dow
 n an
 d al
 l kind
 s o
 f i
 m
 a
 g
 e
 s a
 n
 d t
 hought
 s a
 r
 e plante
 d d
 ee
 p i
 n t
 h
 e sub
 c
 onsciou
 s m
 ind
 . P
 e
 rh
 ap
 s S
 a
 nd
 r
 a h
 a
 d f
 o
 rg
 o
 tt
 e
 n ab
 ou
 t al
 l o
 f t
 h
 i
 s un
 ti
 l t
 h
 e sa
 f
 e
 t
 y o
 f t
 h
 a
 t yea
 r of
 co
 mm
 un
 i
 ca
 ti
 o
 n whe
 n i
 t cou
 l
 d co
 m
 e ou
 t a
 l
 s
 o i
 n ve
 r
 y natural and spontaneous ways.


 


Sandr
 a gaine
 d tr
 e
 m
 e
 ndou
 s ins
 i
 gh
 t in
 t
 o herse
 l
 f a
 n
 d int
 o th
 e e
 m
 ot
 i
 ona
 l roo
 t o
 f he
 r fe
 eling
 s about Fri
 g
 i
 d
 aire
 . I als
 o gaine
 d in
 sight an
 d a whol
 e ne
 w l
 eve
 l of resp
 ect
 . I ca
 me t
 o rea
 liz
 e that S
 and
 ra wasn'
 t talkin
 g abou
 t app
 l
 iances
 ; sh
 e wa
 s talkin
 g abo
 ut her f
 at
 her, and abo
 ut loya
 lty -- about loyalty to his needs.



I r
 em
 e
 m
 ber bo
 t
 h o
 f us b
 ec
 omi
 n
 g t
 earful o
 n t
 h
 at d
 ay
 , n
 ot so much b
 ecause o
 f t
 h
 e i
 n
 si
 gh
 t
 s, but becaus
 e of the increased sen
 se of reveren
 ce w
 e had fo
 r each other. We dis
 covered that ev
 en seem
 i
 n
 gly t
 r
 i
 v
 i
 a
 l t
 h
 ing
 s o
 f
 t
 e
 n h
 av
 e r
 oo
 t
 s in deep em
 otional experiences. To deal on
 ly wit
 h th
 e superficial trivia withou
 t seeing the deeper, m
 o
 re tender issues is to tram
 pl
 e on the sacred ground
 of another'
 s heart.


 


Ther
 e we
 r
 e ma
 n
 y ri
 c
 h f
 ru
 it
 s o
 f thos
 e m
 onth
 s
 . Ou
 r communicatio
 n beca
 m
 e s
 o powerful
 th
 a
 t we cou
 ld al
 m
 os
 t instan
 tl
 y con
 nec
 t wit
 h eac
 h othe
 r'
 s thou
 ghts
 . Whe
 n w
 e le
 f
 t H
 a
 w
 aii
 , w
 e resolved to continu
 e th
 e practic
 e
 . Duri
 n
 g t
 h
 e m
 a
 n
 y y
 e
 a
 r
 s s
 i
 n
 ce
 , w
 e hav
 e cont
 i
 nue
 d t
 o go
 regularl
 y o
 n ou
 r Hon
 da trail cycl
 e, o
 r in th
 e c
 ar if t
 he w
 ea
 ther'
 s bad, ju
 st t
 o talk
 . W
 e fee
 l the
 key to st
 ay
 ing in love is to talk, pa
 rt
 i
 cu
 l
 a
 rl
 y abo
 u
 t f
 ee
 li
 ngs
 . We tr
 y t
 o c
 om
 m
 un
 i
 ca
 t
 e with eac
 h othe
 r severa
 l ti
 m
 es ever
 y day
 , eve
 n wh
 e
 n I
 '
 m t
 r
 av
 e
 ling
 . It
 '
 s l
 i
 k
 e touchin
 g i
 n t
 o ho
 m
 e b
 a
 s
 e
 , which accesses all th
 e happiness, security, and values it represents.



Thom
 as Wolfe was wrong. You can go hom
 e again -- if your hom
 e is a treasured relation
 sh
 ip
 , a preciou
 s co
 m
 panionship.



 


Intergenerational Liv
 ing


 


A
 s Sandr
 a an
 d I discovere
 d tha
 t wond
 er
 f
 u
 l y
 e
 ar
 , th
 e abilit
 y t
 o us
 e wisel
 y th
 e ga
 p between st
 i
 m
 ulu
 s an
 d response
 , t
 o exercis
 e th
 e fou
 r uniqu
 e endowm
 ents of our hum
 an natu
 re, em
 pow
 ered us f
 ro
 m the Inside-Out.




W
 e ha
 d trie
 d th
 e outside-i
 n approach
 . W
 e lov
 e
 d ea
 c
 h o
 t
 her
 , an
 d w
 e ha
 d at
 t
 e
 m
 pte
 d t
 o wo
 rk throug
 h o
 u
 r dif
 f
 erence
 s b
 y controllin
 g ou
 r attitude
 s an
 d ou
 r behaviors
 , b
 y practicin
 g us
 eful t
 echn
 i
 q
 u
 e
 s o
 f h
 u
 m
 an i
 n
 teraction
 . Bu
 t ou
 r band
 -
 aid
 s an
 d aspir
 i
 n onl
 y laste
 d s
 o lo
 n
 g
 . Until
 w
 e wo
 rked an
 d co
 m
 municate
 d o
 n th
 e leve
 l o
 f ou
 r essentia
 l p
 a
 radig
 m
 s, th
 e chroni
 c underlying
 problem
 s were still there. W
 h
 en we began to work from the Inside-Out, we were able to buil
 d a rela
 tionsh
 i
 p of trust an
 d openn
 e
 s
 s a
 n
 d t
 o re
 s
 o
 lve dy
 s
 functiona
 l diffe
 r
 enc
 e
 s i
 n a dee
 p a
 n
 d lasting
 wa
 y tha
 t n
 e
 ve
 r coul
 d h
 av
 e com
 e b
 y work
 in
 g fro
 m t
 h
 e ou
 t
 s
 id
 e in
 . Th
 e de
 li
 c
 i
 ou
 s f
 r
 u
 it
 s -
 - a ri
 c
 h w
 i
 n
 -
 w
 i
 n r
 e
 l
 a
 ti
 onsh
 i
 p
 , a d
 e
 ep understand
 ing of each other, and a m
 arvelous sy
 nerg
 y -- grew out of the roots we nurtured as we exam
 ined our program
 s, rescrip
 ted our
 selves, and m
 a
 n
 aged
 ou
 r live
 s s
 o tha
 t w
 e cou
 l
 d creat
 e t
 i
 m
 e fo
 r the im
 portant Q
 ua
 drant II ac
 ti
 vity o
 f c
 o
 mm
 u
 ni
 c
 a
 ti
 n
 g dee
 p
 l
 y with each other.



An
 d ther
 e wer
 e othe
 r fruits
 . W
 e wer
 e abl
 e t
 o se
 e o
 n a muc
 h deepe
 r leve
 l t
 h
 at
 , jus
 t as
 pow
 erf
 ully as ou
 r ow
 n live
 s ha
 d b
 e
 e
 n aff
 e
 cte
 d b
 y ou
 r par
 e
 nts
 , t
 h
 e l
 i
 ve
 s o
 f ou
 r childre
 n were




being influenced and shaped by us, often in wa
 y
 s w
 e didn
 '
 t e
 ve
 n beg
 i
 n t
 o r
 eali
 z
 e.
 Understand
 i
 n
 g th
 e pow
 er o
 fscript
 in
 g in ou
 r ow
 n l
 iv
 es, w
 e f
 elt a ren
 ew
 ed d
 esire to d
 o ev
 erything w
 e c
 ou
 l
 d t
 o m
 a
 k
 e certa
 in t
 h
 a
 t wh
 a
 t w
 e p
 a
 ss
 e
 d on to future generations, by both precept an
 d exam
 ple, was based on correct principles.



I hav
 e d
 r
 aw
 n p
 a
 rti
 cu
 l
 a
 r a
 tt
 en
 ti
 o
 n i
 n thi
 s book to those scripts we have been given which we proactively w
 ant to ch
 ange. But as we exa
 m
 ine our scripting carefully, many of us will also begin to se
 e be
 a
 u
 ti
 f
 u
 l sc
 ri
 p
 t
 s
 , pos
 iti
 v
 e sc
 r
 i
 p
 t
 s t
 ha
 t h
 a
 v
 e bee
 n passed down to us which we have blindly taken for granted. Real sel
 f
 -aware
 ness h
 elps u
 s to apprec
 ia
 t
 e t
 hos
 e sc
 r
 i
 p
 t
 s an
 d to app
 r
 ec
 i
 a
 t
 e t
 hos
 e wh
 o h
 a
 v
 e gon
 e befor
 e u
 s an
 d nu
 r
 ture
 d u
 s i
 n principle-base
 d li
 v
 in
 g
 , m
 irro
 r
 ing
 bac
 k t
 o us not only what we are, but what we can beco
 m
 e.



Ther
 e i
 s transcend
 e
 n
 t pow
 er i
 n a stron
 g inte
 r
 g
 enerationa
 l f
 a
 m
 i
 l
 y
 . A
 n ef
 fe
 c
 tively
 i
 n
 t
 e
 r
 depe
 n
 d
 e
 n
 t fa
 m
 ily of children, parents, gran
 dparents
 , aunts
 , u
 n
 cle
 s, an
 d cousin
 s ca
 n b
 e a pow
 erfu
 l for
 ce in he
 lp
 in
 g peopl
 e h
 av
 e a sens
 e o
 f wh
 o t
 he
 y a
 r
 e an
 d wher
 e th
 ey cam
 e f
 ro
 m an
 d what they stand for.



It
 '
 s grea
 t fo
 r chi
 ldre
 n t
 o b
 e abl
 e t
 o i
 d
 enti
 f
 y th
 em
 selves wi
 th the "
 tr
 ibe
 ,
 " t
 o f
 ee
 l t
 h
 a
 t m
 a
 n
 y peop
 l
 e kn
 o
 w t
 h
 e
 m an
 dcar
 e ab
 ou
 t the
 m
 , ev
 e
 n t
 hou
 g
 h th
 ey'
 r
 e s
 pread all over the country. And that can be a trem
 endous benefit as you nurtur
 e your fa
 m
 ily. I
 f on
 e o
 f y
 o
 u
 r ch
 il
 d
 r
 e
 n i
 s hav
 i
 n
 g d
 i
 f
 f
 i
 c
 u
 lt
 y an
 d do
 esn
 '
 t reall
 y relat
 e wit
 h yo
 u a
 t a particula
 r ti
 m
 e i
 n hi
 s l
 i
 fe
 , may
 b
 e h
 e ca
 n r
 e
 l
 a
 t
 e t
 o y
 our brot
 her or sister who can becom
 e a surrogate father or m
 o
 ther, a m
 entor, or a hero for a period of tim
 e.



Grandparents who show a great in
 teres
 t i
 n the
 i
 r g
 r
 andch
 il
 d
 r
 en a
 r
 e a
 m
 o
 n
 g th
 e m
 os
 t precious
 people o
 n thi
 s earth
 . Wha
 t a marvel
 o
 us positiv
 e socia
 l mi
 r
 ro
 r the
 y ca
 n be
 ! M
 y mot
 he
 r i
 s like
 that
 . Eve
 n now
 , i
 n h
 er lat
 e 80s
 , sh
 e t
 ake
 s a dee
 p pe
 r
 sona
 l in
 t
 e
 r
 est in every one of her descendants. S
 he w
 rites u
 s lov
 e letters
 . I wa
 s readin
 g on
 e th
 e othe
 r da
 y o
 n a plane w
 ith tears st
 ream
 ing dow
 n m
 y ch
 eek
 s. I coul
 d cal
 l he
 r u
 p ton
 igh
 t an
 d I k
 n
 o
 w sh
 e'
 d say
 , "St
 e
 ph
 en
 , I wan
 t yo
 u t
 o know
 ho
 w m
 uc
 h I lov
 e y
 o
 u an
 d ho
 w w
 onderfu
 l I thin
 k yo
 uare.
 " She
 '
 sconstantl
 y r
 eaffir
 m
 ing.




A stron
 g intergen
 er
 ationa
 l f
 a
 mil
 y i
 s potentiall
 y one of the m
 ost f
 ruitf
 ul, rewarding
 , and satisfy
 i
 n
 g in
 t
 erdependen
 t relati
 onship
 s
 . An
 d man
 y peopl
 e fee
 l th
 e i
 m
 port
 a
 nc
 e o
 f tha
 t r
 e
 lationsh
 i
 p. Lo
 ok a
 t t
 h
 e fascination we all had with Roots so
 m
 e years ago. Each o
 f u
 s ha
 s root
 s an
 d the
 ability to trace those roots, to identify our ancestors.



The highest and most pow
 erf
 ul m
 o
 tivatio
 n i
 n do
 in
 g tha
 t i
 s n
 o
 t fo
 r ourselve
 s o
 n
 ly
 , bu
 t for
 ou
 r pos
 t
 e
 r
 ity
 , fo
 r th
 e posterit
 y o
 f al
 l mankind
 . A
 s so
 me
 on
 e onc
 e observed
 , "
 Th
 e
 r
 e ar
 e only
 two lasting beques
 t
 s w
 e ca
 n g
 i
 v
 e ou
 r ch
 il
 d
 r
 e
 n -- one is roots, the other wings."


 


Becoming a Transitio
 n Person


 


Amon
 g othe
 r things
 , I believ
 e th
 a
 t givin
 g "
 w
 i
 ngs
 " t
 o ou
 r childre
 n a
 n
 d t
 o othe
 r
 s me
 a
 n
 s em
 po
 w
 e
 ri
 n
 g them with t
 he freedom to rise above negative scripti
 n
 g t
 h
 at h
 ad bee
 n pa
 sse
 d down
 to us. I believe it m
 eans becom
 ing what m
 y friend and as
 sociate, Dr. Terry W
 arner, calls a "transition" person. Instead o
 f tr
 a
 n
 s
 f
 e
 rri
 ng t
 ho
 s
 e sc
 ri
 p
 t
 s t
 o t
 h
 e ne
 x
 t generation
 , w
 e ca
 n change
 the
 m
 . An
 d w
 e c
 a
 n d
 o i
 t i
 n a wa
 y tha
 twil
 l buil
 d relati
 on
 ship
 si
 n th
 e process




I
 f you
 r parent
 s abuse
 d yo
 u a
 s a child, that does not m
 ean that yo
 u hav
 e t
 o abus
 e you
 r own
 childr
 en. Ye
 t there
 '
 s plent
 y o
 f evidenc
 e t
 o indicat
 e t
 h
 a
 t yo
 u wil
 l ten
 d t
 o li
 ve ou
 t tha
 t scrip
 t
 . But becaus
 e you'r
 e proact
 i
 ve
 , yo
 u ca
 n r
 e
 writ
 e th
 e scr
 i
 pt
 . Yo
 u ca
 n choos
 e no
 t on
 ly n
 ot t
 o abus
 e yo
 u
 r children
 , bu
 t t
 o a
 ff
 i
 r
 m the
 m
 , t
 o scrip
 t the
 m inpositiv
 e ways.




Y
 o
 u ca
 n w
 rit
 e i
 t i
 n you
 r persona
 l m
 i
 ssio
 n sta
 t
 emen
 t an
 d int
 o you
 r m
 in
 d an
 d heart
 . You
 ca
 n visualize yourself living in harmony with that m
 issi
 on statem
 ent in your Daily Private V
 ictory. Y
 ou ca
 n tak
 e step
 s t
 o lov
 e an
 d for
 g
 iv
 e you
 r ow
 n parents
 , an
 d if the
 y ar
 e st
 il
 l living,
 t
 o buil
 d a p
 ositiv
 e relationsh
 ip wit
 hth
 em b
 y seekin
 g t
 ound
 erstand.




A tenden
 cy that'
 s ru
 n th
 roug
 h you
 r fam
 ily fo
 r generation
 s ca
 n sto
 p w
 it
 h you
 . You
 '
 r
 e a tr
 ans
 iti
 o
 n pe
 rson -- a link between the past and th
 e future. And your own change can affect m
 any, m
 any lives downstream
 .



On
 e p
 o
 we
 r
 f
 u
 l trans
 i
 tio
 n perso
 n o
 f th
 e tw
 entieth centu
 ry, Anwar Sadat, lef
 t u
 s a
 s par
 t o
 f his
 legacy a profound understanding of the nature of ch
 ange
 . S
 ada
 t stoo
 d betwee
 n a pas
 t th
 a
 t had
 created a "huge wall of suspici
 on
 , fear
 , hat
 e an
 d m
 isunders
 t
 and
 ing
 " bet
 w
 ee
 n Arab
 s an
 d Israelis,
 an
 d a f
 u
 tu
 re in wh
 i
 ch increase
 d conflic
 t an
 d isolatio
 n s
 ee
 m
 e
 d inevitable
 . Effort
 s a
 t ne
 go
 ti
 a
 tion
 h
 ad bee
 n m
 e
 t w
 it
 h ob
 j
 ec
 ti
 on
 s on every scale -- ev
 en to f
 orm
 alitie
 s and pro
 cedural points
 , t
 o a
 n i
 ns
 i
 gn
 i
 f
 ica
 n
 t c
 o
 mm
 a o
 r p
 eri
 o
 d i
 n t
 h
 e text of proposed agreem
 ents.



Whil
 e ot
 her
 s att
 e
 mpte
 d t
 o resolv
 e t
 h
 e t
 ens
 e situat
 i
 o
 n b
 y hack
 in
 g a
 t th
 e l
 eave
 s
 , S
 a
 da
 t dr
 e
 w upon hi
 s earlie
 r c
 e
 nterin
 g exp
 e
 ri
 enc
 e i
 n a lonel
 y pris
 on c
 el
 l an
 d wen
 t t
 o wor
 k o
 n th
 e root
 . An
 d i
 n doing so
 , h
 e ch
 ang
 ed th
 e cou
 rse o
 f h
 istor
 y f
 o
 r m
 illion
 s o
 f people.




H
 e record
 s i
 n hi
 sautobiography:



 


It was then that I drew, alm
 o
 st unconsciously, o
 n th
 e in
 n
 er stre
 ngt
 h I ha
 d develope
 d i
 n Cell
 5
 4 o
 f Cairo Central Pr
 is
 on -
 - a s
 tren
 gth, c
 all it a talen
 t o
 r c
 ap
 acity, fo
 r ch
 ang
 e. I fo
 u
 n
 d tha
 t I f
 aced a h
 igh
 ly c
 o
 mple
 x situation
 , an
 d tha
 t I couldn
 '
 t h
 op
 e t
 o cha
 n
 g
 e i
 t unti
 l I h
 a
 d arme
 d mysel
 f wit
 h t
 he nec
 essar
 y psycholog
 ica
 l an
 d in
 tellectua
 l capacity
 . My cont
 e
 m
 p
 latio
 n o
 f l
 i
 f
 e a
 n
 d huma
 n n
 at
 u
 r
 e i
 n tha
 t seclude
 d plac
 e ha
 d taugh
 t m
 e tha
 t h
 e wh
 o canno
 t chang
 e th
 e ver
 y f
 abri
 c of hi
 s though
 t will
 neve
 r b
 e ab
 l
 e t
 o change reality, and will never, theref
 ore, m
 ak
 e any progress.



Change -- real chang
 e -- com
 es from the Insid
 e-Out. It doesn'
 t co
 m
 e fro
 m hackin
 g a
 t the
 leav
 es o
 f attitud
 e an
 d behavio
 r wit
 h quick-f
 i
 x personalit
 y ethi
 c techniqu
 es. It com
 es f
 r
 o
 m striking at the root -- the fabric o
 f our thought, the funda
 m
 ent
 al
 , essenti
 a
 l p
 a
 r
 ad
 i
 g
 m
 s
 , w
 h
 i
 c
 h g
 ive
 def
 i
 nitio
 n t
 o ou
 r characte
 r an
 d creat
 e th
 e len
 s th
 r
 oug
 h whi
 ch w
 e see th
 e wo
 rld
 . In th
 e wo
 r
 d
 s of
 Am
 iel:
 Mo
 r
 a
 l t
 r
 u
 t
 h ca
 n b
 e con
 c
 e
 i
 ve
 d i
 n t
 h
 o
 u
 g
 h
 t
 . O
 n
 e ca
 n h
 a
 v
 e f
 eeli
 ng
 s a
 b
 ou
 t it
 . On
 e ca
 n wil
 l to
 li
 v
 e it
 . But moral truth m
 ay have been penetrated an
 d possessed in all these ways, and escape us stil
 l. D
 eep
 er eve
 n tha
 n consciousnes
 s ther
 e i
 s ou
 r bein
 g its
 e
 l
 f -
 - ou
 r ver
 y subst
 a
 nce
 , ou
 r n
 at
 u
 re
 . Onl
 y thos
 e truth
 s whic
 h ha
 v
 e entere
 d int
 o thi
 s l
 as
 t r
 eg
 i
 on
 , w
 h
 i
 c
 h ha
 ve becom
 e ourselves, becom
 e s
 p
 o
 ntaneous and invo
 l
 unta
 r
 y a
 swel
 l as volunta
 ry
 , unconsc
 i
 ou
 s a
 s wel
 l a
 s conscious, a
 re real
 ly o
 u
 r lif
 e -- tha
 t is to say
 , someth
 i
 n
 g mor
 e tha
 n property
 . S
 o lon
 g a
 s w
 e ar
 e a
 ble to distingu
 ish any space whatever bet
 w
 een T
 r
 u
 t
 h a
 n
 d u
 s w
 e re
 m
 a
 i
 n ou
 t
 s
 i
 d
 e i
 t
 . Th
 e t
 h
 ou
 ght
 , th
 e f
 ee
 lin
 g
 , t
 h
 e des
 ir
 e o
 r t
 h
 e consciousness of life ma
 y not b
 e quit
 e life
 . T
 o becom
 e divin
 e i
 s the
 n th
 e ai
 m o
 f life
 . The
 n o
 n
 l
 y c
 an t
 r
 u
 t
 h b
 e sa
 i
 d t
 o b
 e ou
 r
 s be
 y
 o
 n
 d t
 h
 e possibilit
 y o
 f loss
 . I
 t i
 s no
 longe
 r outsid
 e us, nor in a sense even in us, but w
 e are it, and it is w
 e.



Achieving unity -- oneness -- with ourselves, with our loved ones, w
 ith our friends and w
 orking associates
 , i
 s t
 h
 e highes
 tan
 d bes
 t a
 n
 d mos
 t deliciou
 s frui
 t o
 f t
 h
 e Seve
 n H
 a
 bi
 t
 s
 . Mos
 t of
 u
 s hav
 e taste
 d thi
 s f
 rui
 t o
 f tru
 e u
 n
 it
 y f
 r
 o
 m tim
 e t
 o tim
 e i
 n th
 e p
 a
 st
 , a
 s w
 e hav
 e als
 o taste
 d th
 e bitter, l
 one
 l
 y f
 ru
 i
 t o
 f disunity -- and we know how precious and fragile unity is.



Obviously b
 u
 ilding char
 acter of tota
 l in
 tegr
 ity a
 nd li
 ving th
 e lif
 e of lov
 e and s
 ervic
 e tha
 t creates su
 ch unit
 yisn
 '
 t easy
 . I
 t isn
 '
 t quic
 k fix.




Bu
 t i
 t
 '
 s poss
 i
 ble
 . I
 t beg
 i
 n
 s wit
 h t
 h
 e desir
 e t
 o cente
 r ou
 r live
 s o
 n correc
 t pr
 i
 n
 ci
 p
 les
 , t
 o b
 rea
 k ou
 t o
 f the paradigm
 s created by other centers an
 d the com
 f
 ort zones of unworthy habits.



Som
 etim
 es we m
 a
 ke m
 i
 stakes, we f
 eel awkward. But if we star
 t with the Daily Private V
 icto
 ry an
 d wor
 k f
 ro
 m th
 e Inside-Out
 , th
 e result
 s wil
 l surel
 y come
 . A
 s w
 e p
 lan
 t th
 e see
 d and




pa
 ti
 en
 tl
 y w
 e
 e
 d an
 d nouris
 h it
 , w
 e be
 gin to feel th
 e ex
 citement of rea
 l g
 r
 ow
 t
 h an
 d even
 t
 ua
 lly
 t
 as
 t
 e t
 h
 e i
 nco
 m
 parab
 l
 y delicious fruits of a congruent, effective life.



Again, I quote Em
 erson: "That whic
 h we persist in do
 ing becom
 es easier -- not that the nature of the task has changed, but our ability to do has increased."



B
 y cen
 teri
 n
 g o
 ur li
 ves o
 n co
 rr
 ect p
 ri
 nci
 pl
 e
 s an
 d creatin
 g a balanc
 e
 d f
 ocus betw
 een doing
 and increasin
 g ou
 r abilit
 y t
 o do
 , w
 e beco
 m
 e e
 m
 power
 e
 d i
 n the task of creat
 ing eff
 ecti
 v
 e
 , useful, and peaceful li
 ves...for ourselves, and for our posterity.


 






A Personal Note


 


A
 s I conclud
 e thi
 s book
 , I woul
 d lik
 e t
 o shar
 e m
 y ow
 n person
 a
 l convicti
 o
 n concern
 in
 g wha
 t I belie
 v
 e to be the source of correct principles. I believe tha
 t correc
 t prin
 c
 i
 ple
 s ar
 e n
 at
 ural la
 ws
 , and that G
 o
 d, th
 e Crea
 t
 o
 r an
 d Fath
 e
 r o
 f u
 s all
 , i
 s th
 e sourc
 e o
 f th
 e
 m
 , and also th
 e so
 urce of our
 consc
 i
 ence
 . I b
 e
 liev
 e t
 ha
 t t
 o t
 h
 e d
 e
 g
 r
 e
 e pe
 o
 p
 l
 e li
 v
 e b
 y t
 h
 i
 s i
 nsp
 i
 r
 e
 d c
 o
 n
 s
 c
 ience
 , the
 y wil
 l grow
 t
 o f
 ulfil
 l thei
 r natures
 ; t
 o th
 e degre
 e tha
 tthe
 y d
 o n
 ot
 , the
 y wil
 l no
 t ris
 eabov
 e th
 e ani
 m
 a
 lplane.




I be
 li
 ev
 e t
 ha
 t t
 he
 r
 e a
 r
 e pa
 rt
 s t
 o h
 u
 m
 a
 n na
 t
 u
 r
 e tha
 t canno
 t b
 e reached by either legislation or education, but requi
 r
 e th
 e powe
 r o
 f Go
 d t
 o d
 ea
 l with
 . I believ
 e tha
 t a
 s hu
 m
 an beings
 , w
 e canno
 t perfec
 t ourselves
 . T
 o th
 e degre
 e t
 o wh
 ic
 h w
 e a
 lign ourselves w
 ith co
 rr
 ect principles, divine endowme
 nt
 s wil
 l b
 e release
 d withi
 n ou
 r natur
 e i
 n e
 n
 ablin
 g u
 s t
 o fulfill
 the m
 easure of our creation. In the words of Teilhard de Chardin, "W
 e are not huma
 n bei
 ngs h
 av
 in
 g a sp
 iritu
 al exp
 erien
 ce. W
 e are spiritua
 lbeing
 s havin
 g a hu
 m
 a
 n experience."




I personally struggle with m
 uch of what I have shared in this book. But the struggle is w
 orthw
 hile an
 d f
 u
 l
 f
 illing
 . I
 t g
 i
 v
 es meanin
 g t
 o m
 y li
 f
 e an
 d enable
 s m
 e t
 o love
 , t
 o serve
 , an
 d t
 o try
 again.




Again, T
 . S. E
 liot expresses so beau
 tifully my own personal discov
 ery an
 d conviction
 : "W
 e mus
 t no
 t ce
 a
 s
 e fro
 m exp
 l
 oration
 . An
 d th
 e en
 d o
 f al
 l ou
 r ex
 p
 loring wi
 ll b
 e to a
 rri
 ve w
 here we




began and to know the pl
 ace for the first tim
 e."


 






Appendix




Appendi

 
x A



 


Possibl
 e Perception
 s Flowin
 g ou
 t o
 fVariou
 s Center



 


These are alternative ways you m
 ay tend to perceive other areas of your lif


* *


If your center is Spouse...


 


SPOUSE: The m
 ain source of need satisfaction.


 


FAMILY: Good in its place. Less im
 portant. A comm
 on project. MONEY
 :Necessar
 y t
 o prop
 erl
 y tak
 ecar
 e o
 f spouse.




W
 ORK
 : Necessar
 y t
 o ear
 n m
 one
 y t
 o car
 e fo
 r spouse.
 POSSESSIONS: Means to bless, im
 press, o
 r m
 anipulate.


* *


I
 f you
 rcente
 r i
 s Fa
 m
 ily...
 SPOUSE: Part of the fam
 ily. FAMILY
 : Th
 e highes
 t priority.




MONEY
 : Fa
 m
 il
 y econo
 m
 i
 c support. W
 O
 RK: A m
 eans t
 o an end.



POSSESSIONS: Fam
 ily com
 f
 o
 rt and opportunities.


* *


I
 f you
 rcente
 r i
 s Money...



 


SPOUSE
 : Asse
 t o
 rliabilit
 y i
 n acquirin
 g m
 oney. FAMILY
 : Econo
 m
 i
 c drain.




MON
 E
 Y
 : Sourc
 e o
 f securit
 yan
 d f
 ul
 f
 ill
 m
 ent.
 W
 ORK
 : Necessar
 y t
 o th
 e acquisitio
 n o
 f m
 oney.
 POSSESSIONS: Evidence of econom
 ic success.


* *


I
 f you
 rcente
 r i
 s W
 ork...



 


SPOUSE: Help or hindrance in work.


 


FAM
 I
 LY
 : He
 l
 p o
 r i
 n
 t
 e
 rr
 up
 ti
 o
 n t
 o wo
 rk. People to instruct in work ethic. MONEY: Of secondary im
 portance. Evidence of hard work.



W
 O
 RK: Main source of f
 ulf
 illm
 en
 t an
 d sa
 ti
 s
 f
 ac
 t
 ion
 .Highes
 t ethic. P
 O
 SSESS
 I
 ON
 S
 : Too
 l
 s t
 o i
 nc
 r
 eas
 e w
 o
 r
 k effectiveness. Fruits, badge of work.


* *


If your center is Possessions...


 


SPOUSE: Main possession. Assi
 stant in acquiring possessions.


 


FAMILY: Possessi
 on to use, exploit, dom
 inate, sm
 other, control. Showcase. MONEY: Key to increasing possessions. Another possession to control. W
 ORK
 : Opportun
 it
 y t
 o poss
 es
 s status
 ,authority
 , r
 ecogniti
 o
 n.
 POSSESSIONS: Status sym
 bol
 s.


* *


If your center is Pleasure...



SPOUSE
 : Co
 m
 panio
 n i
 n fu
 n an
 dpleasur
 e o
 r obstacl
 et
 o it. FAMILY
 : Vehicl
 e o
 r interference.




MONEY: Means to increase opportunities for pleasure. W
 O
 RK: Means to an end. "Fun" work OK. POSSESSIONS: Objects of fun. Means to m
 ore fun.


* *


If your center is A Friend or Friends...


 


SPOUSE: Possible f
 riend or possibl
 e co
 m
 p
 etitor. Social status sym
 bol. FAM
 I
 LY
 : F
 ri
 end
 s o
 r obs
 t
 ac
 l
 e to developing friendships.



MON
 E
 Y
 : Sourc
 e o
 fecono
 m
 i
 c an
 d socia
 lgood.
 W
 O
 RK
 : Socia
 l opportunity.




POSSESS
 I
 ONS
 : M
 ean
 s o
 f buyin
 g friendship
 . M
 e
 an
 s o
 f enter
 t
 ainin
 g o
 r p
 r
 o
 v
 idin
 g s
 oc
 i
 al p
 l
 easu
 r
 e
 . Thes
 ear
 e alternativ
 e way
 syo
 u m
 ay tend you perceive other areas of your life


* *


If your center is Spouse...


 


PLEASURE
 : Mutual, unif
 yin
 g activit
 yo
 r uni
 m
 portant.



 


FR
 I
 ENDS
 : S
 pous
 e i
 s bes
 t o
 r onl
 y f
 rie
 nd
 . On
 ly f
 riend
 s are "ou
 r" f
 riend
 s.


 


E
 N
 EM
 IE
 S
 : Sp
 o
 us
 e i
 s m
 y d
 e
 f
 e
 n
 de
 r
 , o
 r c
 om
 m
 o
 n ene
 m
 y prov
 i
 de
 s sourc
 e o
 f m
 arriage
 definition.



CHURCH
 : Activit
 yt
 o enjo
 y tog
 ether
 . Subordinat
 e t
 o relation
 ship.



 


SELF: Self-
 w
 orth is spouse based. Highly vulnerable to spouse attitudes and behaviors. PR
 IN
 C
 I
 P
 L
 E
 S
 : i
 dea
 s wh
 i
 c
 h cr
 eat
 e an
 d m
 a
 intai
 n relationshi
 p with
 spouse.



* *


I
 f you
 rcente
 r i
 s Fa
 m
 ily...




PLEASURE: Fam
 il
 y activities or relatively unim
 portant.


 


FRIE
 ND
 S
 : Frien
 d
 s o
 f th
 efa
 m
 ily
 , o
 r co
 m
 petition
 .Threa
 t t
 o stron
 gfa
 m
 il
 y life.



 


ENEMIES
 : Define
 d b
 y f
 a
 m
 ily
 . Sourc
 e o
 f f
 a
 m
 il
 y strengt
 h an
 d unity
 . Po
 s
 sibl
 e threa
 t t
 o f
 a
 mi
 l
 y strength.




CHURCH
 : Sourc
 e o
 f help.



 


SELF
 : V
 ita
 l par
 t o
 f bu
 tsubordin
 ate to f
 am
 ily
 .Subo
 rd
 in
 ate tof
 am
 ily.
 PRINCIPLES
 : Rule
 swhic
 h kee
 p fa
 m
 il
 yunifie
 d an
 d strong.



* *


I
 f you
 rcente
 r i
 s Money...



 


PLEASURE: Econom
 ic drain or evidence of econom
 ic stress. FRIENDS: Chosen because o
 f econo
 m
 i
 c statu
 s o
 r influence.
 ENEMIES: Econom
 ic com
 p
 etitors. Threat to econom
 ic security. CHURCH
 :Ta
 x write-off
 . Han
 di
 n you
 r pocket.




SELF
 : Sel
 f
 -wort
 hi
 s deter
 m
 ine
 d b
 y ne
 t worth.



 


PR
 INC
 IPLES
 : W
 ays that w
 ork i
 n m
 akin
 gan
 d m
 ana
 gi
 n
 g m
 oney.



* *


I
 f you
 rcente
 r i
 s W
 ork...



 


PLEASURE: W
 ast
 e of tim
 e. Interf
 eres with work.


 


FR
 I
 E
 ND
 S
 : D
 eve
 l
 ope
 d f
 r
 o
 m w
 o
 r
 k se
 tti
 n
 g o
 r shared interest. Basically unnecessary. ENEMIES: Obstacles to work productivity.



CHURCH
 : I
 m
 portan
 t t
 o corporat
 e i
 m
 age
 . I
 m
 po
 s
 i
 t
 io
 n o
 n y
 o
 u
 r t
 i
 m
 e
 . Oppor
 t
 unit
 y t
 o ne
 t
 wo
 r
 k in profession.



SELF: Defined by job role.


 


PRINCIPLES: Ideas that m
 ake you successful in your work. Need to adapt to work conditions.


* *


If your center is Possessions...


 


PLEASURE: Buyi
 ng, shopping, joining clubs. FRIENDS: Personal objects. Usable.



ENEMIES: Takers, thieves. Others with m
 o
 re posse
 ssions or recognition.


 


CHURCH
 : "
 My
 " chu
 r
 ch
 , a s
 t
 a
 t
 u
 s sy
 m
 bo
 l
 . Sou
 r
 c
 e of unfair criticism or good things in life. SELF
 : Define
 d b
 y th
 ething
 s I own
 . Define
 db
 y socia
 l status
 ,recognition.




PR
 I
 NC
 I
 PLES
 : concep
 t
 s wh
 i
 c
 h enab
 l
 e you to acquire and enhance possessio
 n
 s.


* *


If your center is Pleasure... PLEASURE: Supr
 em
 e end in life. FRIENDS
 : Co
 m
 panion
 si
 n fun.




ENEMIES: Take lif
 e too seriously. Guilt trippers, destroyers. CHURCH
 : Incon
 v
 enient
 ,obstacl
 e t
 o recreation
 . Guil
 t trip.
 SELF: Instrum
 ent for pleasure.



PRINCIPLES
 : Natura
 ldrive
 s an
 d instinct
 s whic
 h n
 ee
 d t
 o b
 esatis
 f
 i
 ed.



* *


I
 f you
 rcente
 r i
 s Friends...



 


PLEASURE: Enjoyed always with friends. Prim
 arily social events.



FRIENDS: Critical to personal happiness. Belonging, acceptance, popularily is crucial. ENE
 MIES
 : O
 utside the social cir
 cle
 . C
 o
 m
 m
 o
 n en
 e
 m
 ie
 s provid
 e unit
 y o
 r d
 ef
 initio
 n f
 o
 r
 friendship.


 


CHURCH
 :Plac
 e fo
 r socia
 lgathering.



 


SELF: Socially defined. Afraid of em
 barrassm
 ent or rejection.



PR
 INC
 IPLES
 : B
 asic law
 s wh
 ich en
 abl
 eyo
 u t
 o ge
 t a
 lon
 gwit
 h others.



* *


This is the way you m
 ay tend to perceive other areas of your life.


* *


If your center is Enem
 ies...


 


FRIEND OR PLEASURE: Rest and relaxation tim
 e bef
 ore the next battle.


 


ENE
 MY O
 R FRIENDS
 : Emotiona
 l s
 u
 pporte
 r
 s an
 d symp
 ath
 ize
 rs. Po
 ssib
 l
 y d
 e
 fin
 e
 d by
 comm
 on enem
 y.



ENEMIES: Objects of hate. Source of pers
 onal problem
 s. Sti
 m
 uli to self-protection and self-j
 ustific
 ation.



CHURCH
 : Sou
 rce o
 f s
 elf
 -j
 us
 ti
 f
 ica
 tion
 . SELF
 : V
 i
 c
 ti
 m
 ize
 d
 . I
 mm
 ob
 ilize
 d b
 y e
 n
 e
 m
 y
 . PR
 I
 N
 C
 I
 PLES
 : Jus
 t
 if
 i
 ca
 ti
 o
 n f
 o
 r l
 abe
 li
 n
 g e
 nem
 ies. Source of your enem
 y'
 s wr
 ongness.


* *


If your center is Church...


 


FR
 IEN
 D O
 R P
 LE
 ASURE
 : "Inno
 cent
 " p
 l
 easure
 s a
 s a
 n opportunit
 y t
 o gathe
 r wit
 h other
 chu
 r
 c
 h m
 em
 b
 ers. Others as sinful or tim
 e wasters, t
 o be self-ri
 g
 h
 teously denied.



ENE
 MY O
 R FRI
 E
 NDS
 : O
 ther m
 em
 b
 ers of the church.


 


ENEMIES
 : Nonbelieve
 r
 s
 ; thos
 e wh
 o disagre
 e w
 i
 t
 h church teachings or whose live
 s ar
 e i
 n b
 l
 atan
 t oppositi
 o
 n t
 o the
 m
 .



CHURCH
 : High
 est priority
 . Sourc
 eo
 f g
 uidance.



 


SELF
 : Sel
 f
 -wort
 h i
 s deter
 m
 ine
 d b
 y activit
 y i
 n t
 he church, cont
 ributions to the church, or perform
 ance of deeds that reflect the church ethic.



PRINCIPLES: Doctrines taught by the church. Subo
 rdinate to the church.


* *


If your center is Self...



FR
 IEN
 D O
 R PLEASURE
 : D
 eserv
 ed sen
 sat
 esatisfactions
 . "M
 y rights.
 " "
 My needs.
 ENEMY OR FRIENDS: Supporter, provider for "m
 e".



ENEMIES: Source of se
 lf-de
 f
 i
 n
 ition, self-justification. CHURCH: Vehicle to serve self-interests.



SELF: Better, sm
 arter, m
 ore righ
 t. Justif
 ied in f
 ocusin
 g all r
 esou
 rces on pe
 rsonal gratification.



PRINCIPLES: Source of justif
 icatio
 n. Those idea
 s that serve m
 y best interests; can be adapted to need
 .


* *


If your center is Principles...


 


FRIEND OR PLEASURE: Joy that com
 es from alm
 o
 s
 t an
 y activit
 y i
 n a fo
 c
 use
 d l
 i
 fe
 . True recreatio
 n a
 s a
 n i
 m
 portan
 tpar
 t o
 f abalance
 d integrat
 ed lifestyle.




ENE
 MY OR FR
 IEN
 DS
 : C
 o
 m
 panions in in
 terd
 ependen
 t li
 v
 ing
 . Confi
 da
 nt
 s -
 - th
 ose t
 o share with
 , serve
 , an
 dsupport.




ENEMIES
 : N
 o rea
 l per
 c
 eive
 d "en
 e
 mies"
 ; jus
 t peopl
 e wit
 h d
 i
 fferen
 t par
 a
 digm
 s an
 d a
 gend
 a
 s t
 o b
 e understoo
 d an
 dcare
 d about.




CHURCH
 : V
 eh
 icle fo
 r tru
 e p
 rin
 cip
 les. Opportunit
 y fo
 rservic
 e an
 d contri
 bu
 tion.



 


SELF
 : On
 e unique
 , ta
 l
 ented
 , creat
 i
 v
 e individu
 a
 l in th
 e mids
 t o
 f man
 y unique
 , t
 a
 lented, creativ
 e ind
 i
 vidual
 s who
 , wo
 r
 kin
 g i
 ndep
 e
 ndent
 l
 y and i
 nterdep
 end
 e
 ntly
 , c
 an accomplis
 h gr
 ea
 t th
 ings.




PRINCIPLES: Immutable natural laws which cannot be violated with i
 m
 punity. Whe
 n honored, p
 r
 ese
 r
 v
 e i
 n
 t
 eg
 rit
 y an
 d t
 hu
 s l
 ea
 d t
 o tr
 u
 e g
 r
 ow
 t
 h an
 d h
 app
 i
 ness
 .



Appendi
 x B


 


A Quadran
 t I
 I Da
 y a
 t th
 e Office



 


Th
 e f
 o
 ll
 ow
 i
 n
 g ex
 er
 c
 i
 s
 e an
 d ana
 l
 y
 s
 i
 s i
 s des
 igne
 d t
 o hel
 p yo
 u se
 e th
 e i
 m
 pac
 t o
 f a Quadrant II paradigm in a business setting on a very practical level.



Suppose that you are the director of m
 arketin
 g f
 o
 r a m
 a
 j
 o
 r p
 ha
 r
 m
 a
 ceu
 ti
 c
 a
 l fir
 m
 . Yo
 u are
 abou
 t to be
 gi
 n a
 n averag
 e da
 y a
 t th
 e o
 f
 fice
 , an
 d a
 s yo
 u loo
 k ove
 r th
 e ite
 m
 s t
 o atten
 d t
 o tha
 t day
 , you es
 ti
 m
 a
 t
 e t
 h
 e am
 ount of tim
 e each one will take.



You
 r unprioritize
 d lis
 t incl
 ude
 s th
 e following:



 


1.
 You
 '
 d lik
 et
 o hav
 e lunc
 hwit
 h th
 e g
 enera
 l m
 a
 nage
 r (1-
 11/
 2 hours).



 


2.
 You we
 re instructed the day before to prepare your m
 edia budget for the foll
 owing yea
 r (2 or 3 days).



3.
 Your "IN" basket is overflowing into your "OUT" basket (1-1 1/2 hours).


 


4.
 Yo
 u nee
 d t
 o t
 al
 k t
 o th
 e s
 a
 le
 s manage
 r a
 b
 o
 u
 t las
 t m
 onth
 '
 s sales
 ; hi
 s off
 i
 c
 e i
 s dow
 n the
 hall (4 hours).



5.
 You have several item
 s of correspondence that your secretary says are urgent (1 hour).


 


6.
 You'
 d like to catch up on the m
 edical journals piled upon your desk (1/
 2 hour).


 


7.
 Yo
 u nee
 d t
 o prepar
 e a presen
 t
 a
 ti
 o
 n fo
 r a sales m
 eeting slated for next m
 onth (2 hours).


 


8.
 Th
 ere'
 s a ru
 m
 o
 r th
 at th
 e last b
 atc
 h o
 fproduc
 t X didn
 '
 t pas
 squalit
 y control.



 


9.
 Som
 eone from the FDA wants you to return his call about product X (1/2 hour).


 


10.
 Ther
 e i
 s a m
 eetin
 g a
 t 2 P.M
 . fo
 r th
 e execu
 t
 iv
 e board
 , bu
 t yo
 u don
 '
 t kno
 w wha
 t i
 t i
 s about
 (1 hour).



Take a few m
 inutes now and use what you have l
 ea
 r
 ne
 d f
 ro
 m H
 ab
 it
 s 1
 , 2
 , an
 d 3 th
 a
 t m
 ight
 hel
 p yo
 u t
 oeffectivel
 y schedul
 e you
 rday.




B
 y askin
 g yo
 u t
 o pla
 n onl
 y on
 e day
 , I hav
 e automaticall
 y elimin
 ated th
 e wide
 r contex
 t o
 f the




w
 eek s
 o f
 u
 n
 d
 a
 m
 e
 n
 ta
 l t
 o f
 o
 u
 rt
 h g
 e
 ne
 rati
 o
 n ti
 m
 e manag
 emen
 t. Bu
 t yo
 u wil
 l b
 e abl
 e t
 o se
 e the
 powe
 r o
 f Quadran
 t II
 , pr
 i
 nciple-cente
 r
 e
 d paradig
 m eve
 n i
 n the context of one nine-hour period of tim
 e
 I
 t i
 s f
 a
 irl
 y obviou
 s t
 h
 a
 t mos
 t o
 f th
 e ite
 m
 s o
 n th
 e lis
 t ar
 e Quadran
 t I activities
 . W
 i
 t
 h the
 exceptio
 n o
 f it
 e
 m numb
 e
 r si
 x -
 - catchin
 g u
 p o
 n medi
 c
 a
 l journal
 s -
 - everythin
 g els
 e i
 s se
 e
 m
 ingly bot
 h i
 m
 portan
 t an
 d urgent.




I
 f y
 o
 u w
 e
 r
 e a t
 h
 ir
 d
 -
 gene
 r
 a
 ti
 on t
 i
 m
 e m
 anage
 r
 , us
 in
 g prioritized valu
 es and goals, you woul
 d have a framework for making such sch
 eduling deci
 sions and wo
 uld per
 h
 aps assign a letter such as A, B
 , or C next to each item and then num
 ber 1
 , 2
 , 3 unde
 r eac
 h A
 , B
 , an
 d C
 . Yo
 u would
 also conside
 r t
 he circumsta
 n
 ces
 , suc
 h a
 s th
 e availa
 bilit
 y o
 f oth
 e
 r peopl
 e inv
 olved, and t
 he logica
 l am
 oun
 t o
 f tim
 e requ
 ired t
 o ea
 t lunch
 . F
 i
 na
 ll
 y
 , base
 d o
 n al
 l o
 f thes
 e f
 actors
 , yo
 u w
 o
 ul
 d schedule th
 e day.




Man
 y thir
 d
 -
 gene
 ra
 tio
 n t
 i
 m
 e m
 an
 a
 g
 ers who hav
 e don
 e thi
 s exercis
 e do exactl
 y what I have d
 escrib
 ed
 . The
 y schedul
 e whe
 n the
 y wil
 l d
 o what
 , an
 d ba
 s
 ed on va
 rio
 us assum
 p
 tions w
 hic
 h are m
 ad
 e a
 n
 d explicitl
 y identi
 f
 ied
 , the
 y woul
 d a
 ccomplis
 h o
 r a
 t lea
 st beg
 i
 n m
 os
 t o
 f th
 e ite
 m
 s in
 tha
 t d
 ay an
 d pus
 h th
 e re
 m
 ainde
 r ont
 oth
 e n
 ex
 t da
 y o
 r t
 o so
 m
 e othe
 rti
 m
 e.




For instance, m
 o
 st peopl
 e indicate th
 at they would use the tim
 e between 8 and 9 A.M. to find out exactly what was on the agenda for t
 h
 e e
 x
 ec
 u
 t
 i
 v
 e bo
 a
 r
 d m
 e
 eti
 n
 g s
 o t
 h
 a
 t they could prepare f
 or i
 t, to se
 t u
 p lunc
 h wit
 h th
 e genera
 l m
 a
 nage
 r aroun
 d noon
 , a
 n
 d to retu
 rn th
 e call f
 ro
 m th
 e FDA
 . Th
 ey u
 su
 al
 ly pla
 n t
 o sp
 en
 d th
 e nex
 t hou
 r o
 r tw
 o talk
 in
 g t
 o t
 h
 e sale
 s m
 an
 ag
 er
 , handling th
 ose correspondence it
 em
 s wh
 i
 c
 h a
 r
 e mo
 s
 t i
 m
 po
 rt
 an
 t an
 d ur
 gen
 t
 , an
 d checkin
 g ou
 t the
 rumor regard
 ing the last batch of pro
 d
 uc
 t X whic
 h apparentl
 y di
 d
 n
 '
 t pas
 s qualit
 y cont
 r
 o
 l
 . The
 res
 t o
 f tha
 t mornin
 g i
 s spen
 t i
 n pr
 e
 parin
 g fo
 r th
 e lunch
 e
 o
 n vi
 si
 t wit
 h th
 e ge
 n
 era
 l m
 an
 ag
 e
 r a
 nd
 /
 or
 f
 o
 r th
 e 2 P.M. executive board m
 eeting, or de
 alin
 g wit
 h wha
 t
 e
 ve
 r p
 r
 ob
 l
 e
 m
 s we
 r
 e un
 c
 ove
 r
 ed re
 g
 ar
 d
 ing product X and last m
 onth'
 s sales.



Afte
 r lunch
 , th
 e a
 f
 t
 ernoo
 n is usuall
 y sp
 e
 n
 t attend
 i
 n
 g t
 o t
 h
 e u
 n
 f
 in
 ish
 ed m
 a
 tter
 s ju
 st m
 ent
 ioned a
 nd/o
 r at
 te
 mptin
 g to fin
 i
 s
 h th
 e othe
 r m
 os
 t i
 m
 portan
 t an
 d u
 r
 gen
 t correspondence,
 m
 ak
 i
 n
 g so
 m
 e headwa
 y int
 o th
 e overflowin
 g "
 I
 N" basket, and handling other im
 portant and urgent item
 s that m
 ay have com
 e up during the course o
 f the day.



Mos
 t peopl
 e fee
 l th
 e m
 edi
 a budge
 t pr
 e
 paration
 s f
 o
 r th
 e follow
 i
 n
 g yea
 r an
 d th
 e preparatio
 n for th
 e nex
 t m
 onth
 '
 s sale
 s meetin
 g coul
 d probab
 l
 y b
 e pu
 t o
 f
 f unti
 l ano
 the
 r day
 , whi
 c
 h m
 a
 y no
 t h
 a
 ve a
 s m
 an
 y Qu
 a
 dran
 t I ite
 m
 s i
 n it
 . Bo
 t
 h o
 f thos
 e ar
 e obviousl
 y mor
 e Quad
 r
 an
 t I
 I a
 ctivities
 , h
 aving
 t
 o d
 o w
 it
 h long-te
 rm th
 in
 k
 i
 n
 g a
 n
 d pl
 a
 nn
 i
 ng
 . T
 h
 e m
 ed
 ica
 l j
 ou
 r
 nal
 s continu
 e t
 o b
 e s
 e
 t aside




because they are c
 l
 ea
 rl
 y Quad
 ran
 t I
 I an
 d a
 r
 e p
 r
 ob
 a
 b
 l
 y l
 e
 s
 s i
 m
 por
 t
 a
 n
 t tha
 n th
 e othe
 r t
 w
 o Quadran
 t I
 I m
 atter
 s jus
 t m
 entioned.




Wha
 t approac
 h d
 id yo
 u tak
 e a
 s yo
 u schedu
 l
 e
 d those it
 em
 s? W
 as it sim
 ilar t
 o the th
 ird
 -g
 en
 era
 tio
 n approach
 ? O
 r di
 d yo
 u tak
 e a Q
 ua
 dran
 t II
 , f
 o
 urth-gen
 eratio
 n app
 ro
 ach
 ? (ref
 e
 r t
 o th
 e T
 im
 e Man
 ag
 em
 en
 t Matri
 x o
 n pag
 e 151).



 


Th
 e Quadran
 t I
 IApproach



 


Le
 t
 '
 s g
 o th
 r
 oug
 h th
 e it
 e
 m
 s o
 n th
 e l
 i
 s
 t usin
 g a Q
 u
 adran
 t I
 I approach
 . Thi
 s i
 s o
 nl
 y one
 poss
 i
 b
 l
 e sce
 nario; others could be created, which m
 ay also be consisten
 t w
 it
 h th
 e Quadran
 t II p
 ar
 ad
 i
 g
 m
 , bu
 t t
 h
 is is illustrative of the kind of thinking it em
 bodies.


 


A
 s a Q
 uadr
 a
 n
 t I
 I m
 anag
 e
 r
 , yo
 u woul
 d recogniz
 e t
 h
 a
 t mos
 t P activitie
 s ar
 e i
 n Qu
 a
 dran
 t I and mos
 t P
 C act
 i
 vitie
 s ar
 e i
 n Qu
 a
 dran
 t II
 . Yo
 u wou
 l
 d kno
 w th
 at th
 e on
 ly wa
 y to m
 ak
 e Quadran
 t I m
 an
 ag
 eab
 le i
 s t
 o giv
 e considerabl
 e attentio
 n t
 o Quadran
 t II
 , pri
 m
 aril
 y b
 y work
 i
 n
 g on preventi
 on an
 d oppo
 rtunit
 y an
 d b
 y ha
 v
 i
 n
 g th
 e co
 u
 r
 ag
 e t
 o sa
 y "no
 " t
 o Quadrant
 s II
 Ian
 d IV.




Th
 e 2:0
 0 P.M
 . boar
 dmeeting
 . W
 e wil
 l assum
 e th
 e 2 P.M
 . executiv
 e boar
 d m
 eet
 i
 n
 g di
 d not h
 av
 e a
 n age
 nd
 a f
 o
 r t
 h
 e atte
 nd
 i
 n
 g e
 x
 ec
 u
 ti
 v
 e
 s
 , o
 r per
 h
 a
 p
 s y
 o
 u wou
 l
 d no
 t s
 e
 e t
 h
 e a
 g
 end
 a unti
 l you
 arrive
 d a
 t th
 e m
 eet
 i
 ng
 . Thi
 s i
 s no
 t uncommon
 . A
 s a res
 u
 lt
 , peopl
 e ten
 d t
 o c
 o
 m
 e unp
 re
 pare
 d and t
 o "shoo
 t fr
 o
 m th
 e hip." S
 uch m
 eetings are usual
 ly disorg
 anize
 d and f
 o
 cus pr
 i
 m
 aril
 y o
 n Qu
 a
 drant
 I issu
 es whi
 ch are b
 o
 th importan
 t an
 d urgen
 t
 , a
 n
 d aroun
 d whic
 h ther
 e i
 s oft
 e
 n a gr
 ea
 t dea
 l of
 sharin
 g o
 f i
 g
 norance
 . Thes
 e m
 eeting
 s generall
 y resul
 t i
 n waste
 d t
 i
 m
 e an
 d i
 nfer
 i
 o
 r resul
 t
 s an
 d a
 r
 e o
 f
 te
 n littl
 e m
 or
 e tha
 n a
 n eg
 o tri
 p f
 o
 r th
 e ex
 ecu
 tiv
 e in ch
 arg
 e.



In m
 o
 st m
 e
 etings, Quadrant II item
 s are usua
 lly catego
 rized as "other business.
 " Because "w
 o
 rk expa
 n
 d
 s t
 o f
 il
 l t
 h
 e ti
 m
 e a
 ll
 o
 tte
 d f
 o
 r it
 s c
 o
 m
 p
 l
 e
 tio
 n
 " in acco
 rdanc
 e w
 ith Pa
 rkin
 son'
 s L
 a
 w, th
 ere u
 su
 all
 y isn
 '
 t ti
 m
 e t
 o discus
 s the
 m
 . If the
 re is
 , peopl
 e hav
 e bee
 n so beate
 n an
 d sm
 ash
 ed
 b
 y Quad
 r
 an
 t I
 , t
 h
 ey have little or no energy lef
 t to address them
 .


 


S
 o yo
 u migh
 t m
 o
 v
 e int
 o Qu
 a
 dran
 t I
 I b
 y firs
 t att
 emptin
 g t
 o g
 e
 t yourse
 l
 f o
 n th
 e ag
 end
 a s
 o th
 a
 t yo
 u ca
 n m
 a
 k
 e a pres
 e
 nta
 t
 i
 o
 n rega
 r
 d
 in
 g ho
 w t
 o op
 ti
 m
 i
 z
 e the value o
 f executive bo
 ard m
 eetings. Y
 ou m
 ight als
 o spen
 d a
 n hou
 r o
 r tw
 o i
 n th
 e m
 o
 r
 n
 in
 g p
 reparin
 g f
 o
 r tha
 t presentat
 ion
 , eve
 n i
 f you
 ar
 e onl
 y all
 ow
 ed a fe
 w m
 i
 nute
 s t
 o stimulat
 e everyon
 e
 '
 s interes
 t i
 n h
 earin
 g a mor
 e extended p
 r
 epa
 r
 a
 ti
 o
 n a
 t t
 h
 e nex
 t boa
 r
 d meeting. This pr
 esentation woul
 d focus on the importance of al
 w
 ays havi
 ng a c
 learl
 y specif
 ied purpos
 e fo
 r eac
 h m
 e
 etin
 g an
 d a well-thought
 -ou
 t a
 g
 e
 n
 d
 a t
 o which each person at th
 e m
 eeting has had t
 h
 e op
 p
 o
 rt
 u
 n
 it
 y t
 o con
 tri
 bu
 t
 e
 . Th
 e f
 i
 na
 l a
 g
 end
 a wo
 ul
 d b
 e deve
 lo
 pe
 d b
 y th
 e chair
 m
 a
 n o
 f th
 e executiv
 e b
 o
 ar
 d a
 n
 d w
 o
 u
 l
 d f
 o
 c
 u
 s f
 i
 r
 s
 t i
 n Quad
 r
 a
 n
 t I
 I i
 ssu
 e
 s th
 at u
 sua
 lly requ
 ire mo
 re creativ
 e t
 h
 ink
 in
 g rath
 er tha
 n Q
 u
 a
 dran
 t I issue
 s tha
 t gen
 e
 rall
 y involve m
 o
 re m
 echanical thinking.



The presen
 tation would also stress the im
 po
 rtance of having m
 inutes sent out imme
 d
 iately f
 o
 llowin
 g th
 e meet
 i
 ng
 , speci
 f
 y
 in
 g assignment
 s give
 n an
 d date
 s o
 f accountability.
 The
 se it
 e
 m
 s w
 o
 u
 l
 d then be placed on appropriate futur
 e agendas which would be sent out in plenty of tim
 e for others to prepare to discuss them
 .



No
 w thi
 s i
 s wha
 t migh
 t b
 e don
 e b
 y l
 o
 ok
 i
 n
 g at one item on the schedule -- the 2 P.M. executiv
 e boar
 d meetin
 g -
 - throug
 h a Quadran
 t I
 I fram
 e o
 f referen
 ce
 . Th
 i
 s require
 s a hig
 h level o
 f p
 roacti
 v
 i
 t
 y
 , including the cou
 rage to challenge th
 e assum
 p
 tion that you even need to schedule the item
 s in t
 he f
 irs
 t place
 . I
 t als
 o require
 s cons
 i
 der
 atio
 n i
 n orde
 r t
 o avo
 id the kind of crisi
 s atm
 o
 sph
 ere th
 at of
 ten surround
 s a boar
 d m
 eeting.




A
 l
 mos
 t eve
 r
 y othe
 r it
 e
 m o
 n th
 e lis
 t ca
 n b
 e approache
 d wi
 t
 h th
 e s
 a
 m
 e Quadran
 t I
 I thinking, w
 it
 h perhaps the exception of the FDA call.



Re
 t
 urnin
 g th
 e F
 D
 A call
 . Base
 d o
 n th
 e ba
 c
 kg
 r
 oun
 d o
 f th
 e qualit
 y o
 f th
 e relationsh
 ip wit
 h the FDA
 , yo
 u mak
 e tha
 t cal
 l in t
 h
 e mo
 r
 n
 in
 g s
 o th
 at what
 e
 ve
 r i
 t reve
 a
 l
 s ca
 n b
 e deal
 t with appropriate
 l
 y
 . Thi
 s migh
 t b
 e d
 i
 ff
 i
 cul
 t t
 o delegate
 , sinc
 e anothe
 r o
 r
 gan
 i
 zati
 on i
 s involve
 d t
 hat
 m
 a
 y ha
 v
 e a Q
 u
 a
 d
 r
 an
 t I cu
 lt
 u
 r
 e an
 d a
 n individua
 l wh
 o want
 s you
 , a
 n
 d no
 t s
 o
 m
 e de
 l
 eg
 atee
 , to
 respond.




Whil
 e yo
 u ma
 y att
 e
 mp
 t t
 o directl
 y influenc
 e th
 e cultur
 e o
 f you
 r ow
 n organizatio
 n a
 s a m
 e
 m
 b
 e
 r o
 f th
 e ex
 ecu
 tiv
 e bo
 ard
 , you
 r C
 irc
 le o
 f Inf
 lu
 en
 ce i
 s prob
 abl
 y no
 t l
 arg
 e enoug
 h t
 o real
 l
 y infl
 u
 enc
 e th
 e cultu
 re o
 f th
 e FDA
 , so y
 o
 u sim
 p
 ly c
 o
 m
 p
 ly w
 ith th
 e reque
 st. I
 f yo
 u fin
 d t
 h
 e natu
 r
 e o
 f t
 h
 e p
 r
 obl
 em unc
 ove
 r
 e
 d in the phon
 e call is persistent or chronic, then you m
 ay approach it from a Quadrant II m
 entality in an effort to prev
 en
 t su
 ch p
 ro
 ble
 m
 s i
 n th
 e future
 . T
 h
 i
 s ag
 ai
 n would require considerable proactivity to sei
 ze the opportun
 ity to tran
 sform the quality of t
 h
 e
 relationsh
 ip with the FDA or to work on the problem
 s in a preventive way.


 


Lun
 c
 h wit
 h th
 e genera
 l manager
 . Yo
 u migh
 t s
 e
 e havin
 g lunc
 h wit
 h th
 e genera
 l m
 a
 nag
 e
 r a
 s a rar
 e opportunit
 y t
 o discus
 s som
 e longer-range
 , Qu
 a
 dran
 t I
 I m
 atters in a f
 ai
 rly inf
 orm
 al atm
 o
 sph
 ere. Th
 is ma
 y als
 o tak
 e 3
 0 t
 o 6
 0 m
 i
 nut
 e
 s i
 n th
 e mornin
 g t
 o ade
 q
 uatel
 y prep
 ar
 e for
 , or
 yo
 u ma
 y s
 i
 mpl
 y dec
 i
 d
 e t
 o hav
 e a go
 od socia
 l int
 e
 r
 a
 ctio
 n an
 d lis
 t
 e
 n ca
 reful
 l
 y
 , p
 erhap
 s wi
 t
 h
 ou
 t any pl
 an a
 t all
 . E
 ithe
 r poss
 i
 bilit
 y m
 a
 y p
 r
 esen
 t a goo
 d opportunit
 y t
 o buil
 d y
 ou
 rrelationsh
 i
 p wit
 h t
 he genera
 l m
 anager.




Preparin
 g th
 e m
 edi
 a budge
 t
 . R
 e
 gardin
 g it
 e
 m n
 u
 m
 be
 r t
 wo
 , yo
 u migh
 t cal
 l i
 n tw
 o o
 r thre
 e o
 f you
 r as
 s
 ocia
 t
 e
 s m
 os
 t directl
 y conn
 e
 ct
 e
 d t
 o m
 edi
 a budge
 t preparatio
 n a
 n
 d a
 sk th
 e
 m t
 o bri
 ng t
 h
 ei
 r recom
 m
 e
 n
 d
 ation
 s i
 n th
 e for
 m o
 f "co
 m
 p
 l
 e
 te
 d s
 taf
 f wor
 k
 " (
 wh
 ic
 h m
 a
 y on
 l
 y requir
 e your
 in
 it
 ials to fin
 ally approve
 ) o
 r pe
 r
 h
 ap
 s t
 o ou
 tlin
 e tw
 o o
 r thre
 e well-th
 ought-ou
 t opt
 i
 on
 s yo
 u c
 a
 n choos
 e f
 r
 o
 m an
 d id
 e
 nti
 f
 y the consequ
 ences of each option
 . This m
 ay take a full hour som
 eti
 me durin
 g th
 e da
 y -
 - t
 o g
 o ove
 r desire
 d results
 , guidelines, resources, accountability, an
 d con
 sequ
 en
 ce
 s. Bu
 t b
 y inv
 estin
 g the on
 e hou
 r, yo
 u ta
 p th
 e be
 s
 t thinkin
 g o
 f concerne
 d peopl
 e who ma
 y h
 a
 v
 e d
 i
 fferen
 t poin
 t
 s o
 f vi
 e
 w
 . I
 f yo
 u haven
 '
 t t
 a
 ke
 n thi
 s approa
 c
 h befor
 e
 , yo
 u m
 ay n
 ee
 d t
 o sp
 en
 d m
 o
 r
 e ti
 m
 e t
 o tr
 ai
 n the
 m i
 n wh
 at thi
 s app
 ro
 ac
 h involves
 , wha
 t "complete
 d staf
 f work"
 m
 eans, how to synergize around differences a
 n
 d w
 h
 a
 t identi
 f
 yin
 g alternativ
 e option
 s a
 n
 d consequence
 s invol
 v
 es.




The "In" basket and correspondence. Instead of diving in
 to th
 e "IN" ba
 sket, you would spen
 d so
 m
 e t
 i
 m
 e
 , pe
 r
 h
 ap
 s 3
 0 t
 o 6
 0 mi
 nu
 t
 es
 , beg
 in
 n
 i
 n
 g a tr
 a
 i
 n
 i
 n
 g p
 roces
 s wit
 h you
 r secre
 t
 ar
 y so
 that he or s
 he could graduall
 y be
 c
 o
 m
 e e
 m
 powere
 d t
 o handl
 e th
 e "
 I
 N
 " baske
 t a
 s wel
 l a
 s t
 h
 e correspond
 e
 nc
 e unde
 r i
 t
 e
 m nu
 m
 ber five. T
 his training program m
 ight go o
 n fo
 r seve
 r
 a
 l wee
 k
 s,
 eve
 n m
 o
 n
 ths, until you
 r secre
 tary o
 r ass
 istan
 t is really cap
 ab
 le of being results-m
 inded rath
 er than m
 ethods-m
 inded.



Y
 ou
 r secretar
 y coul
 d b
 e traine
 d t
 o g
 o th
 roug
 h all corresponden
 ce item
 s an
 d all "
 IN
 " b
 asket item
 s, to analyz
 e th
 e
 m a
 n
 d t
 o h
 a
 ndl
 e a
 s m
 a
 n
 y a
 s poss
 i
 ble
 . It
 e
 m
 s t
 ha
 t coul
 d no
 t b
 e h
 a
 ndle
 d wi
 t
 h confiden
 ce c
 oul
 d b
 e car
 e
 f
 ull
 y o
 r
 ganiz
 e
 d
 , prioritized
 , an
 d broug
 h
 t t
 o yo
 u wit
 h a recommendati
 o
 n or
 a not
 e fo
 r you
 r ow
 n action
 . I
 n t
 h
 i
 s w
 ay
 , w
 it
 h
 in a fe
 w mon
 t
 h
 s y
 ou
 r secretary or executive a
 ssi
 st
 an
 t co
 u
 l
 d h
 an
 d 8
 0 t
 o 9
 0 percen
 t o
 f al
 l t
 h
 e "IN
 " ba
 s
 ke
 t item
 s an
 d cor
 respon
 dence
 , ofte
 n muc
 h better
 t
 ha
 n y
 o
 u c
 o
 u
 l
 d ha
 n
 d
 l
 e t
 h
 e
 m yourself
 , s
 im
 pl
 y bec
 a
 us
 e you
 r m
 in
 d i
 s s
 o focuse
 d o
 n Qu
 a
 d
 ra
 n
 t I
 I opportunitie
 s instea
 d o
 f burie
 d i
 n Quadran
 t Iproble
 m
 s.




The sales manage
 r and last m
 onth'
 s sales. A possibl
 e Qu
 a
 dran
 t I
 I app
 r
 oac
 h t
 o it
 e
 m numb
 e
 r fou
 r woul
 d b
 e t
 o thin
 k t
 h
 roug
 h t
 h
 e en
 t
 i
 r
 e relat
 ionshi
 p an
 d p
 erfo
 rm
 an
 ce ag
 reem
 en
 t w
 ith th
 at sa
 le
 s
 m
 anager to see if the Quadrant I
 I approac
 h i
 s bein
 g used
 . Th
 e exercis
 e doesn'
 t ind
 icate what you need to talk to the sales m
 anager about, but assum
 ing it'
 s a Quad
 rant I item
 , you could ta
 ke the Quad
 ran
 t II app
 roach an
 d wo
 rk o
 n t
 h
 e ch
 ron
 i
 c na
 t
 u
 re o
 f t
 h
 e prob
 l
 em as well as th
 e Quadran
 t I approach to solve the imm
 ediate need.



Possib
 l
 y yo
 u cou
 l
 d tra
 i
 n yo
 u
 r secr
 e
 t
 ar
 y t
 o h
 a
 n
 d
 l
 e th
 e matte
 r withou
 t y
 o
 u
 r invo
 l
 v
 e
 men
 t and brin
 g t
 o you
 r attentio
 n on
 ly tha
 t wh
 i
 c
 h yo
 u ne
 e
 d t
 o b
 e a
 w
 ar
 e of
 . Th
 i
 s m
 a
 y invo
 lv
 e some Qu
 adran
 t I
 I activit
 y w
 it
 h you
 r sale
 s m
 a
 nage
 r an
 d other
 s reportin
 g t
 o yo
 u so they under
 stan
 d tha
 t your prim
 ary function is l
 eade
 r
 sh
 i
 p r
 a
 t
 he
 r t
 ha
 n m
 a
 nag
 e
 m
 en
 t
 . The
 y ca
 n beg
 in t
 o underst
 a
 nd
 t
 ha
 t t
 he
 y ca
 n ac
 t
 ua
 ll
 y so
 l
 v
 e t
 h
 e p
 r
 o
 b
 l
 e
 m be
 tt
 e
 r w
 i
 t
 h y
 o
 u
 r sec
 r
 e
 t
 a
 r
 y t
 ha
 n w
 i
 t
 h y
 o
 u
 , an
 d f
 r
 e
 e yo
 u f
 o
 r Quadrant II leadership activity.



If you feel that the sales m
 anager m
 ight be offended b
 y havin
 g you
 r secretar
 y mak
 e the
 con
 tact, then yo
 u cou
 l
 d begi
 n th
 e proces
 s o
 f buildin
 g th
 at relationsh
 ip so th
 at yo
 u can ev
 en
 tu
 ally
 w
 in th
 e conf
 idenc
 e o
 f th
 e sale
 s manage
 r towar
 d you
 r bo
 t
 h ta
 king a m
 o
 re beneficial Q
 u
 adrant II approach.



Catching up on m
 edical journals. Reading m
 e
 dica
 l journal
 s i
 s a Qu
 adrant II item you ma
 y wan
 t t
 o p
 r
 oc
 r
 as
 ti
 n
 a
 t
 e
 . Bu
 t y
 o
 u
 r o
 w
 n lon
 g
 -te
 rm professio
 n
 a
 l co
 m
 petenc
 e an
 d confidenc
 e may
 l
 a
 r
 ge
 l
 y b
 e a function of staying abreast of this lite
 rature. So, you m
 ay dec
 ide to put the subject o
 n th
 e agend
 a fo
 ryou
 r ow
 n staf
 f meeting
 , wher
 e yo
 u coul
 d sugges
 t t
 ha
 t a sys
 t
 e
 m
 a
 ti
 c approach
 t
 o r
 ead
 i
 n
 g th
 e m
 e
 d
 i
 ca
 l journals be set up am
 ong your staff. Mem
 bers o
 f th
 e s
 t
 a
 f
 f coul
 d study
 diff
 eren
 t journ
 al
 s an
 d teac
 h th
 e rest t
 he essen
 ce o
 f w
 h
 at th
 ey learn at fu
 tu
 re staf
 f m
 eetin
 g
 s. In additi
 on
 , th
 e
 y coul
 d suppl
 y other
 s wit
 h ke
 y artic
 l
 e
 s o
 r exce
 r
 pt
 s whi
 c
 h ev
 e
 r
 yon
 e really needs to read and understand.



Preparing f
 o
 r next m
 o
 nth'
 s sales m
 eeting. R
 ega
 r
 d
 i
 n
 g it
 e
 m nu
 m
 b
 e
 r seven
 , a poss
 i
 b
 l
 e Qu
 a
 d
 r
 an
 t I
 I app
 r
 oa
 c
 h m
 i
 gh
 t b
 e t
 o c
 a
 l
 l t
 o
 ge
 t
 he
 r a s
 m
 a
 l
 l g
 r
 o
 u
 p o
 f th
 e peopl
 ewh
 o repor
 t t
 o yo
 u and
 ch
 arge th
 em to m
 a
 k
 e a thoroug
 h ana
 lysi
 s o
 f th
 e n
 eed
 s o
 f t
 h
 e sales
 p
 eople
 . Yo
 u coul
 d assig
 n th
 e
 m t
 o b
 ri
 n
 g a c
 om
 p
 l
 e
 t
 e
 d staff work recommend
 ation to yo
 u b
 e a specifie
 d d
 a
 t
 e w
 it
 h
 i
 n a w
 ee
 k o
 r 10
 days
 , givin
 g yo
 u e
 no
 ug
 h t
 i
 m
 e t
 o adap
 t i
 t an
 d hav
 e i
 t impl
 e
 m
 ent
 e
 d
 . Thi
 s m
 a
 y involv
 e their interview
 i
 n
 g eac
 h o
 f t
 h
 e sales
 p
 eopl
 e to discov
 er th
 eir rea
 l co
 n
 cern
 s an
 d ne
 ed
 s, o
 r i
 t migh
 t in
 volve
 s
 a
 mplin
 g th
 e sa
 le
 s grou
 ps
 o tha
 t th
 esale
 s m
 eetin
 g agend
 a i
 s re
 l
 e
 van
 t an
 d i
 s sen
 t ou
 t i
 n p
 len
 ty o
 f tim
 e so th
 at th
 e salesp
 eop
 le can p
 rep
 are an
 d ge
 t involv
 edi
 n i
 t i
 n appropriat
 e ways.




Rathe
 r th
 a
 n prep
 are th
 e s
 ale
 s m
 eet
 i
 n
 g yourse
 l
 f
 , yo
 u coul
 d del
 e
 gat
 e th
 at tas
 k t
 o a s
 m
 al
 l group o
 f peopl
 e wh
 o represen
 t differen
 t point
 s o
 f vie
 w a
 n
 d d
 iff
 erent kinds of sales problem
 s. L
 et them inter
 act constructivel
 y an
 d creativel
 y an
 d brin
 g t
 o yo
 u a fini
 s
 h
 e
 d recommendation
 . I
 f the
 y ar
 e not




use
 d t
 o t
 hi
 s kin
 d o
 f ass
 i
 gnment
 , y
 o
 u m
 a
 y s
 pen
 d som
 e o
 f tha
 t m
 eetin
 g challengin
 g a
 n
 d t
 raining th
 e
 m
 , tea
 c
 h
 i
 n
 g th
 e
 m wh
 y yo
 u ar
 e usin
 g thi
 s app
 r
 oac
 h an
 d ho
 w i
 t wil
 l ben
 efi
 t t
 h
 e
 m a
 s well
 . In
 do
 i
 n
 g so
 , you a
 r
 e beg
 i
 nn
 i
 n
 g to train your people to thin
 k lo
 ng-term
 , to be responsible for com
 pleting st
 aff work or other desired results
 , to creativ
 ely in
 teract with each ot
 her in inte
 rdependen
 t ways
 , an
 d t
 o do a qualit
 y jo
 b with
 in specif
 ied deadlines.



Produc
 t "X
 " an
 d q
 ualit
 y c
 ontr
 ol
 . No
 w let
 '
 s loo
 k a
 t i
 te
 m num
 b
 e
 r eigh
 t regardin
 g p
 ro
 d
 uc
 t "X,"
 whic
 h didn
 '
 t pas
 s qualit
 y control
 . Th
 e Quadran
 t I
 I approa
 ch woul
 d b
 e t
 o s
 tud
 y th
 at proble
 m to
 se
 e i
 f i
 t ha
 s a chroni
 c o
 r persisten
 t d
 i
 mensio
 n t
 o it
 . I
 f so
 , yo
 u co
 u
 l
 d d
 eleg
 at
 e to o
 th
 er
 s th
 e car
 efu
 l analysi
 s of that chroni
 c p
 robl
 e
 m wi
 t
 h instruction
 s t
 o brin
 g t
 o yo
 u a r
 e
 commendation
 , o
 r pe
 r
 h
 a
 p
 s s
 i
 m
 p
 l
 y t
 o i
 m
 p
 l
 e
 m
 en
 t w
 ha
 t t
 he
 y co
 m
 e u
 p w
 it
 h an
 d info
 rm you of the results.



Th
 e ne
 t ef
 f
 e
 c
 t o
 f thi
 s Quadran
 t I
 I da
 y a
 t t
 h
 e o
 ff
 i
 ce i
 s th
 at yo
 u a
 re sp
 e
 ndin
 g mo
 st o
 f yo
 ur tim
 e delega
 t
 i
 ng
 , training
 , preparin
 g a boar
 d presentation
 , m
 akin
 g on
 e p
 h
 on
 e call
 , an
 d havin
 g a product
 i
 v
 e l
 unch
 . B
 y takin
 g a long-te
 r
 m P
 C a
 pproach
 , hopefu
 lly in a m
 atter of a f
 ew w
 eeks, per
 h
 aps m
 onths, you won'
 t face such a Qua
 d
 rant I schedu
 li
 n
 g p
 rob
 l
 e
 m aga
 i
 n
 .



A
 s yo
 u g
 o throug
 h thi
 s analysis
 , yo
 u m
 a
 y b
 e th
 i
 nkin
 g thi
 s a
 pproac
 h s
 ee
 m
 s idealisti
 c
 . Y
 ou
 ma
 y b
 e wo
 n
 d
 erin
 g if Qu
 ad
 ran
 t I
 I m
 a
 n
 ag
 ers ev
 e
 r wo
 rk in Q
 u
 ad
 ran
 t I
 . I admi
 t i
 t i
 s idealisti
 c. Thi
 s boo
 k i
 s n
 o
 t abou
 t th
 e habit
 s o
 f highl
 y ineffe
 c
 tiv
 e people
 ; it
 '
 s abou
 t habit
 s o
 f high
 l
 y effect
 i
 v
 e peop
 l
 e
 . An
 d t
 o b
 e highly effective is an ideal to work toward.



O
 f cou
 r
 s
 e yo
 u
 '
 l
 l ne
 e
 d t
 o s
 pe
 n
 d ti
 m
 e i
 n Q
 u
 adrant I. E
 ven the b
 est
 -l
 aid pla
 ns in Quadran
 t I
 I s
 o
 m
 e
 t
 i
 m
 e
 s a
 r
 e
 n
 '
 t r
 ea
 li
 z
 ed
 . Bu
 t Quadran
 t I ca
 n b
 e significant
 ly reduce
 d into
 mor
 e man
 a
 gea
 ble proporti
 ons s
 o th
 a
 t you
 '
 r
 e no
 t a
 lway
 s int
 o th
 e stress
 f
 u
 l cris
 is at
 m
 o
 s
 ph
 er
 e th
 a
 t n
 eg
 atively aff
 ects you
 r j
 udg
 m
 en
 t a
 s we
 l
 l a
 s you
 r health.




Undoubtedly it will take consid
 erabl
 e patienc
 e an
 d persisten
 ce, and you m
 ay not be able to tak
 e a Q
 uad
 r
 an
 t I
 I a
 p
 p
 r
 o
 a
 c
 h t
 o a
 l
 l o
 r ev
 e
 n m
 os
 t o
 f t
 hes
 e it
 e
 m
 s a
 t this tim
 e. But if you c
 an begin to m
 ake so
 me headw
 ay o
 n a f
 ew of th
 em and help creat
 e m
 ore of a Qu
 a
 dr
 a
 n
 t I
 I m
 i
 nd-s
 e
 t i
 n other p
 eopl
 e a
 s wel
 l a
 s yourself
 , the
 n downst
 rea
 m ther
 e wil
 l b
 e quant
 u
 m im
 prov
 em
 ents in perform
 ance.



Again, I ack
 nowledg
 e that in a f
 am
 ily setting or a sm
 all business setting, such delegation m
 ay no
 t b
 e possible
 . B
 u
 t thi
 s doe
 s no
 t preclud
 e a Quadr
 an
 t I
 I mind-se
 t whic
 h wou
 ld produce
 interestin
 g a
 n
 d creativ
 e way
 s withi
 n you
 r Circl
 e o
 f Influen
 c
 e t
 o redu
 c
 e t
 h
 e siz
 e o
 f Qu
 ad
 ra
 nt
 I crise
 s throug
 h th
 e ex
 ercise o
 f Qu
 ad
 ran
 t II initiative.
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