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For Emma


Introduction
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You’ve made it! Your life’s perfect and you’re so successful at everything you do that it hurts.

No?

I’m guessing that’s why you’ve picked up this book. You’re dissatisfied. You know there’s more and you’d like some of it. And why not? When you look at highly successful people you don’t get jealous, you take a moment to consider how they did it. You want to know what it is that makes them special. What gives them the Edge?

Success leaves tracks, and they become more visible the more you look for them. The more you ask questions, the more you probe and the deeper you go, the more you realise that there is no magic bullet. But you will find formulas, ideas and strategies that you can learn, master and then apply in your own life. And you can do it right now.

This book is packed with those ideas and they will work – if you test them. Reading the book may inspire you but it’s doing what I share that will define you. Most of the ideas you’ll read about come from years of studying people who have what I’m referring to in this book as the Edge. You can label the Edge as many things; success, achievement, brilliance, genius, talent. They all work.

DEFINING YOUR OWN EDGE

I don’t know which of the ideas here will work best for you but I do know many of them will have a dramatic effect on your ability to find and define your own Edge. You’ll read about lots of super successful people from business, sport, the military, TV and a host of other disciplines. My goal isn’t for you to become just like them; you can’t. No one ever emulated someone just by reading a book about them. I want you to find your own Edge, to discover what it is that makes you brilliant and then use these pages as the inspiration to go for it.

THE INTERVIEWS

Writing about people who have the Edge is of course very subjective. Your idea of someone who has the Edge may be completely different from mine. When I started this project I decided to interview as many people with the Edge as possible. During the interviews one of the questions I often asked was, ‘Who do you believe has the Edge?’ And if my interviewee personally knew the person they named then I’d ask for an introduction to further my research. Some very interesting names came up; people who you may or may not consider to have the Edge.

Does Sir Richard Branson have the Edge? I think so but perhaps you don’t. You may be more a fan of sports personalities than of champions in business. That’s great. In fact I encourage you to find the examples you agree with and aspire to be more like them. But be careful not to read this book with blinkers on. Humility was one key characteristic of most people with the Edge and a constant search for knowledge was another. Keeping one eye on the future while being in the present was identified as a key skill. Even some of the smaller things like taking notes and following things through were seen as classic attributes.
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Many of the ideas that were shared were practised by almost everyone I interviewed. Should I say who they are and share their opinions? When I asked my interviewees if they would mind being cited alongside particular ideas or thoughts, almost all said they would rather not be quoted and some asked not to be named at all. It wasn’t because they didn’t stand by what they had said: it was because they didn’t want people to think that they professed to have the Edge.

THE RESEARCH

My research isn’t scientific. I didn’t partner with a university or have a team of people carry out multiple diagnostics on thousands of participants. I carried out thirty-seven formal interviews and I’ve informally interviewed hundreds of amazing people while working in personal development for the last eighteen years. I did read a bunch of research papers and occasionally posted a quick question on Facebook or Twitter, then took inspiration from the responses.

Many of the examples come from my own life experiences. I don’t claim to have the Edge but I have had lots of things happen in my life that range from tragic to fantastic. Some of those experiences and what I learned from them had to be included in this book. They were defining moments for me. The big stuff and the unforgettable, such as remembering the moment I discovered what living by your values really means, or how I felt when, with my class, I watched our teacher jump out of a window because he thought the school was about to blow up.

Towards the end of the project I gave the whole book to two members of my team and asked them to throw in their ideas. It’s the first time I’ve done that and I’m delighted to say the results were brilliant. Throughout the whole process my brilliant wife, business and writing partner Christine came up with dozens of examples, insights, thoughts, corrections (plenty of them) and generally contributed with content. So when I say ‘I’, think ‘we’.

WHY IT’S LIKE A BABY CROCODILE

In the past I’ve been criticised for making concepts too complicated or too easy. ‘Too much detail.’ ‘Not enough depth.’ So let’s just say from the off that though I am writing this book for you I don’t know you. I don’t know how much depth or detail you want so I’ve written it in a way that will give you lots of information but in short bursts rather than pages and pages of detail. The reason for this is that I’ve made an assumption. The assumption is that you don’t have a lot of time. I want to respect that, so I’ll do my very best not to repeat the same point or illustrate an idea with a further six stories that only slightly differ from the last. If you want to find out more, you’ll find out more, and that’s why I’ve made it short and snappy.

KNOWING WHAT YOU KNOW VS DOING WHAT YOU KNOW

I also know that you want to find your Edge quickly and that one of your overriding passions is to make your life better. Some of the ideas here, then, are very simple. In fact you may read them and wonder how they’ll help you to find your Edge when you already knew that! Here’s the thing: for every ten people who read The Edge there will be ten different opinions of what’s basic, advanced, easy or hard. So when you do find one of those sections where you already know it (and you will), take a step back to check in on how well you’re performing in that area right now.

One of the key characteristics of people with the Edge is this: they are open to new ideas and concepts first – they’ll do the detail later. So will we. I’ve created this book to focus on the key areas of finding the Edge. I’m sure I’ve missed some and I’m sure some will interest you more than others. That’s why this book is designed for you to jump in and out of the content. You can just read the chapters which interest you most (if you’re picky), read the ones you need right now (if you’re in a hurry) or read everything from cover to cover (the preferred option of the non-picky reader with a little more time).

EDGERS

Early in the writing process I found myself getting frustrated with having to write ‘those who have the Edge’ each time I wanted to describe a person who had the Edge. Through various brainstorms we came up with the name ‘Edger’ to describe a person who has the Edge. It’s not perfect and if you can think of a better name then please let me know. I have to go with something, so Edger it is. If you like it, great, you’ll see it a lot. If not, I’m sure it’ll grow on you.

As you read this book you’ll repeatedly see this Edge-It symbol.
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It indicates what I’ve called ‘Edge-Its’: sound bites of information that go with the piece you’re reading. Some are there to focus key points, others to make you question what you’re reading. Some are there just to break the page up. I wouldn’t advise you read the whole book just using the Edge-Its but if you want the essence of a chapter then you’ll get it from the Edge-Its fairly quickly.

Finally, and I’ve put this in every book I’ve written, I’m afraid that just reading the book isn’t enough. You’ve got to test the ideas, question the concepts and practise the principles. One of the first people I interviewed during the research phase challenged me on precisely this point, saying, ‘Do you really think people can just read a book and get the Edge?’

‘No I don’t,’ I replied, ‘but I do passionately believe that with your insight and the help of others there will be enough in my book for the reader to feel inspired by what they read. Then, when they test the ideas, they will find improvements in every area of life where they choose to apply them. It’s only by encouraging readers to take action that we will help them to find their Edge.’

‘I like it,’ he said.

The secret isn’t in the knowing – it’s in the doing! So let’s begin.
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Instinct, Intuition and Insight
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It’s 11 p.m. and you’re heading back to your hotel. It really has been one of those days and the prospect of walking through reception, heading straight to your room, flicking on the TV and climbing into your nice warm bed has spurred you on for the last half-mile or so.


You didn’t plan to be out so late; a combination of circumstances, including a last-minute decision to grab a pizza, a glass of something with the new team you have been working with today, was the final piece of the jigsaw which means you’re arriving back at the hotel five hours later than planned.


You walked this route this morning. You didn’t choose the hotel; your office has a logistics department which makes sure they get the best deal at any hotel they can find within a two-mile radius of the city office. It’s clean and reasonably comfortable and you know you’ll sleep well as you’ve been up for hours.


As you walk you suddenly feel a slight pang of anxiety. There’s no logical reason for this feeling. The road is well lit and cars pass every couple of minutes. You can’t quite place it but you know something isn’t quite right. You look over your shoulder expecting to see someone. There’s nobody there but you do see a black cab coming towards you. Its light is on. You could stop it, hop in and be at your hotel in a few minutes.


Should you hail it? It’s only another quarter of a mile to the hotel. You can walk that in five minutes. What will the driver think? Your anxiety builds. If you do want the cab you’ll need to stop it quickly; you have two seconds to decide.


What would you do?


After reading the last few paragraphs, most people would say I’d stop that cab and dive straight into it. But would you? Really? Or might the embarrassment of telling the driver the name of your hotel, then him pointing out that it’s ‘just around that corner’, be too much?


A few years ago I ran a leadership programme for the Metropolitan Police’s High Performance Officers scheme. There were some very bright men and women on that programme from all ranks and parts of the force. Over lunch one day I was talking to one officer about personal safety. We discussed knife crime, muggings, gang fights and a whole bunch of other subjects which, on reflection, weren’t best suited to the lunch table. He passionately believed that learning self-defence in the traditional sense was useless. ‘The idea that you could take a few classes and think you’ll remember what you’ve learned in the middle of an attack is farcical. We shouldn’t be teaching self-defence, we should be teaching self-preservation.’


I asked him to explain what he meant by ‘self-preservation’ and this was his explanation. ‘You know when you’re walking down a street and suddenly you get that feeling that you shouldn’t be there? Well, you’re right: you shouldn’t.’
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He believed that if this simple explanation was taught to young people and reaffirmed later in life then there would be a significant reduction in the amount of unprovoked attacks in the Metropolitan Police area.


What do you think?


Those with the Edge know how to listen to and act on their intuition. It often screams, sometimes whispers, but it’s always there, keeping them safe and helping them to make the right decisions.


Edgers use their intuition live. By this I mean they are constantly making decisions using their intuition rather than having the ‘aha’ moment where they recalled their intuitive instinct but perhaps didn’t act on it.
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Intuition comes from the Latin word ‘intueri’ meaning ‘to look inside’ or ‘to contemplate’. I love the simplicity of that. And there are scales of intuition, from common sense to insight. The more often you use your intuition (even forcing yourself to do so) the easier it becomes to act on it. Highly intuitive people have fewer instances where they say ‘I knew that’ (past tense) and more where they just know it (in the now). You could look at it like this:
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The Intuition Grid is a simple way to explore the way you use your intuition. Let’s take a look at the four quadrants:




	Common Sense – Low Frequency. This person wouldn’t be described as very intuitive. On the rare occasions when they have to make a decision they need data, and plenty of it. They can often be heard saying, ‘I don’t know.’


	Common Sense – High Frequency. This person eats up data and can take in vast amounts of knowledge. They’re the ones who’ll have finished reading a spreadsheet while you’re still working out the headings.


	Insight – Low Frequency. These people have their moments of genius and when they do have an ‘aha’ moment they are pleasantly surprised to discover how right they were. Unfortunately ‘were’ is the key word here. They know they have insight but, because they rarely use it, they tend not to act on it as often as they should.


	Insight – High Frequency. These people are constantly using their intuition and making decisions based on feelings. They have an uncanny knack of being able to visualise future events and outcomes and act on their gut instinct. Many Edgers fall into this quadrant.





The more you explore intuition the more you realise it’s linked to every part of your life. For example:




	Health: I knew I shouldn’t have eaten that last slice.


	Relationships: I think we need to talk.


	Finding relationships: It was an instant attraction.


	Business: I knew we should have changed our supplier.


	Parenting: OK, what is it?


	Friendships: There was just something odd about him.


	Money: It felt too good to be true – and it was!


	Career: I should have gone for that job. I’d have got it.


	Safety: Hail the cab.
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What I mean here by emotional radar is that Edgers are constantly scanning their environment, those connected to them and the data they have. I had lunch the other day with a guy who spent seven years training the Special Forces to be special. I’d tell you who he was but then I (or probably he) would have to kill you. He taught the very best how to be better. Some of his ideas made absolute common sense. I’d like to think I would automatically apply them in a survival situation. Others were much more subtle, such as tuning into smells and how to know when it’s actually best to get rid of your weapon. What was most interesting was his belief that intuition can be learned. He would drill into soldiers, ‘What are you feeling during an exercise?’ ‘Why didn’t it feel right?’ Sometimes they knew exactly why, other times they couldn’t put their finger on it, but it felt as real as pages of data. On one field exercise he would encourage soldiers to predict when they would be infiltrated by an outside group. Some were able to do this well but didn’t know how they did it. On closer examination it came down to sound and smell. After three days in the field the smell of a clean person can travel for miles. Alterations in birdsong and the slightest ambient change can be felt. Being able to identify, tap into and fine-tune these signs helps Special Forces to develop their intuitive nature to the next level.


One of the most famous examples of intuition occurred in the 1950 Monaco Grand Prix. A massive accident had occurred but it was hidden around a bend. Before the marshals had a chance to stop the race two other cars had ploughed into it. Racing legend and undoubted Edger Juan Manuel Fangio rounded the bend next, but something caused him to slow down. This split-second decision enabled him to avoid the crash and go on to win the race. Fangio was one of the greatest drivers of all time, winning five world championships and still holds the highest percentage of wins in Formula One. When he was asked why and how he knew he needed to reduce his speed he put it down to intuition. In Fangio’s case, this was based on his years of experience combined with a brilliant brain which was able to decipher minute details that other drivers would have seen but failed to interpret.


As he approached the corner he noticed there was something different in the crowd of spectators. Instead of seeing thousands of blurred faces he noticed darkness where the pink of faces should have been. His deep intuition instantly registered that the crowd weren’t looking at him but at what was ahead of him, and he instinctively knew that this meant they must be looking at something serious, so he slowed down. He reacted in a fraction of a second, travelling at well over 100 mph while racing on one of the most difficult circuits in the world. Incredible.


Perhaps the most exciting part of your intuition is how naturally brilliant it is to start with. A simple study carried out by University College London discovered that, in certain circumstances, by removing the opportunity to analyse a situation for too long and thus making it necessary to go straight to using intuition you are more likely to make a better decision.
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The researchers demonstrated this by presenting subjects with 650 identical symbols on a screen. Amongst them they would place a single odd symbol. When each set of symbols flashed onto the screen the subject was asked to find the odd one and indicate if it was on the left- or right-hand side of the screen. Eye-tracking software followed the subject’s eye movement. The length of time the images were shown was increased and decreased.


Amazingly, researchers discovered a higher accuracy rate when subjects were given ‘no scrutinising time’ – i.e. a fraction of a second when their intuition took over – compared to when they were given over one second and felt they had time to consider.


Edgers have brilliant intuition because they listen to it, feed it and question it every day. They trust their instinct and know that invariably it is correct. The more often they use it, the more finely tuned their intuition becomes. The more finely tuned your intuition is, the easier it is to make instinctive incisive decisions. The most important part of this virtuous circle is in its beginning.
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The Edger’s Cycle
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The more you study those with the Edge the more you notice a constant cycle which drives them to ever-greater things. I believe it looks like this.
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It really doesn’t matter where this cycle starts but often it starts with being dissatisfied.


DISSATISFACTION


Edgers are dissatisfied, believing there has to be a better way. James Dyson invented the cylinder vacuum cleaner because he was dissatisfied with the poor suction from traditional bag-based machines. Charles Kettering was motivated to create the starter motor because so many people were being injured (and even killed) using a crankshaft to start a car.
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And it goes beyond physical invention. The desire to improve ways of working, administrative tasks, quality of life, justice, the internet and the law have all come from a dissatisfaction with the ‘old’ way of doing things.


SOLUTION


Being dissatisfied is a common trait. We all feel dissatisfied at one time or another. What begins to set the Edger apart is their desire to find a solution. Their solution-based thinking takes many forms. Some are fervent note-takers, others ask questions, most probe deeply into the situation for a greater understanding.


When the creative mind takes over, the solution becomes apparent. It’s rarely perfect, usually it’s just the outline of an idea, but the Edger knows that thinking about a solution is never enough. There’s no right or wrong time, but once they feel they have a solution they are driven to take action.


[image: Logo Missing]


ACTION


The actions come quickly. Inventors will fashion a version of their idea from anything they can find. Drawers are ransacked, utensils are commandeered and Gaffa (duct/duck) tape is seized while the budding inventor creates their prototype. It’s the same with web development. Waiting until the idea is fully formed is a misnomer for a web entrepreneur. Get something online and start testing it – live, now.


These actions can often create a series of problems of their own. Especially as Edgers could be better at sharing what it is they are trying to achieve. Those close to them report seeing chaos reign as they desperately attempt to get what’s in their head into some kind of working model. Their frustration can boil over, as was frequently the case with Steve Jobs while creating Apple products. It must have been very frustrating for Jobs when he knew exactly how he wanted something to be but could not always articulate it. On countless occasions he would scream at software and hardware developers, as they came to him with their version of his vision, ‘Why don’t you get it?’


It is of course taking action that really sets the Edger apart. I wish I had a pound for everyone who has shared with me his or her next big idea but didn’t do anything with it. I’ve met the person who claims it was really him who came up with the world wide web and met also the ‘true inventor’ of satnav. I bet you’ve met a few of these ‘great thinkers’ too – the one’s who had the great idea but just couldn’t execute it.
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SUCCESS


For the few who become dissatisfied, find a solution, take action and have it all come together the reward is success. But for the Edger it is rarely about the success. In fact for many people with the Edge, success is a distraction. As they experience success, their lives and businesses change and, with change, new problems become visible. They can’t ignore the issues; they’re real, something needs to be done and once again they are dissatisfied.


This cycle can be seen in many areas of life:


In sports




A successful natural athlete wins everything at a low level.


She becomes dissatisfied and needs a new challenge.


She needs to compete at a higher level but to do this she needs to train.


She takes action, trains hard and finds the right people to support her.


Success!


She starts winning everything . . .





In politics




A local person sees what’s wrong.


They campaign for change.


They believe the best way to make a difference is to be elected.


They run a campaign and win the power to influence change.


They actively influence change – but they want to do more.





In business




The entrepreneur sees a ‘gap’.


They work out what needs to change.


They test solutions and get some buy-in.


They take it to the next level.


They enjoy some success.


It’s good but there has to be a better way – right?





In relationships




You want a partner.


You realise you’re not going to find them sitting in front of the TV.


You get out and about and meet people.


You find someone.


You take action to make the sparks fly and the romance blossoms.


They commit to you, you commit to them.


You’re in a relationship!


You realise the relationship won’t thrive if you just sit together in front of the TV.





Edgers are aware of this cycle and believe that the faster it spins the better. They constantly want to reinvent and reinvigorate their lives, because they really do believe there’s always a better way.


HOW TO GET THE BEST OUT OF EACH PHASE OF THE EDGE CYCLE


Dissatisfied


Don’t you just hate it when people are dissatisfied but they: (a) don’t know why, or (b) do know why but aren’t prepared to do anything about it?


When you find yourself feeling dissatisfied take a moment to consider where the solution lies. Is it inside or outside your circle of influence? If it’s outside and you feel there is nothing you can do then perhaps it’s time to change your focus and busy your mind with something that you can change, even if it’s just a small part of the overall problem or another challenge you face. If it’s inside your circle of influence then get to work and find a way to change how you’re feeling. This is all about taking action.
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Solution


Some people are lucky. Their brains are wired in such a way that they find themselves constantly thinking of new ideas and better ways to do things. Others need a jolt. One of the most effective ways to work through the above problem is to use a few well-placed questions such as:


Have I experienced something similar to this problem before?


How can I change a part of it?


What would [fill in a thinker you admire] do?


Who else can help me with this?


Why did I just think of them?


Where can I get knowledge on this?


What’s a small variation I could try?


What’s a major modification I could make?


Many Edgers find thinking on paper a great way to tackle their problems. Mind Maps, graphs, quadrants, sketches, doodles and lists all get the brain thinking differently.


Take photographs and videos of things that inspire you. Find out how stuff works and set aside a bit of time to review your results. Mix it up. Put yourself in some new situations. Meet some people from outside of your sector or social group. Visit a new country, town or city.
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Action


Having brilliant ideas means nothing unless you’re prepared to take some action. Often the magnitude of the challenge stops people from taking action, but not the Edger. It doesn’t matter what they do so long as they do something to kick-start the process. Facebook didn’t start as Facebook; Mark Zuckerberg used the basic concepts of the site in other formats first. And the mobile phone you use today is unrecognisable compared to the bricks we carried in the 1990s.


By taking action you breathe life into an idea. The old doctrine of ready, aim, fire has been replaced by fire, fire, fire! You’re far better off taking action – adjusting; taking action – assessing; taking action and adjusting, rather than just planning, planning, planning.


One of the most impressive things I noticed about Edgers was their speed when it comes to taking action. They call rather than email. They ask for decisions now. They make a commitment and go for it. They shrink timescales. They’ll adjust on the fly. They do it fast. They do it now.
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Success


It worked! You’ve turned your dissatisfaction into success. Here’s where the advice changes a little. While the other sections of this book are all about what to do next, this is the time to stop and take stock of what you’ve achieved up to this point. Think about what you’ve accomplished in your lifetime. Give yourself a moment to enjoy what you’ve done. As an Edger it won’t be too long before you’ll find something else to be dissatisfied about, but for now you’ve got to the top. Take a moment to enjoy the view.

OEBPS/images/img008.jpg





OEBPS/images/img026.jpg





OEBPS/images/img005.jpg





OEBPS/images/img027.jpg





OEBPS/images/img028.jpg





OEBPS/images/img020.jpg





OEBPS/images/img001.jpg





OEBPS/images/img005a.jpg
success

"

Action Dissatisfaction

\\./

Solution





OEBPS/images/logo.jpg
H

HODDER &
STOUGHTON





OEBPS/images/img018.jpg





OEBPS/images/cover.jpg
Bestselling author of Flip It

EDGE






OEBPS/images/img015.jpg





OEBPS/images/img016.jpg





OEBPS/images/img032.jpg





OEBPS/images/img033.jpg





OEBPS/images/img031.jpg





OEBPS/images/img004.jpg
infuition Gria

Low Frequency ——- High Frequency

Habitual Totally Intuitive

Methodical Acts on impulse

Abliity to transiate data quickly Feels confident
Has ways of working that work Future based

Never looks back.

Needs data Occaslonally has ‘ahal’ moments
Constant information required Recognises they have used
for decision making intuition after the event.
Doesn't stretch their Wishes they ‘listened to thelr
Intuitive reasoning Intuition more often

Commonsense———— 5 nqant





