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Introduction



We desire success almost as much as we need to breathe. From the moment we are born we want to do more, get more, be more. While we may have a mental picture of success as striving hard toward perfection, in truth it is more natural. Success can be described as the courage to let out the potent dreams and potentialities already in us, simply to give them air. Most people don’t do this because it seems dangerous, it is not routine. Yet those who have gone this way do see it simply as the normal path of life. It feels more like home, a place that should be everyone’s experience.


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


Authentic achievement


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


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


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


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


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


Characteristics of successful people


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


Optimism


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


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


A definite aim, purpose, or vision


Success requires a concentration of effort. Most people disperse their energies over too many things and so fail to be outstanding in anything. In the words of Orison Swett Marden:


“The world does not demand that you be a lawyer, minister, doctor,
farmer, scientist, or merchant; it does not dictate what you shall do, but
it does require that you be a master in whatever you undertake.”


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



Willingness to work


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


A law of success is that, once first achieved, it can create a momentum that makes it easier to sustain. As the saying goes, “Nothing succeeds like success.”


Discipline


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


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


An integrated mind


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


Prolific reading


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


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


Risk taking


The greater the risk, the greater the potential success. Nothing ventured, nothing gained. Be action oriented.



Realizing the power of expectation


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


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


Mastery


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


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


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


Well-roundedness


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


A quick tour of the literature


Below is an overview of titles covered in 50 Success Classics, divided into four categories:


[image: Image] Motivation


[image: Image] Fulfilling your potential


[image: Image] Prosperity
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Motivation


Horatio Alger Ragged Dick


Frank Bettger How I Raised Myself from Failure to Success in Selling


Claude M. Bristol The Magic of Believing


Robert Collier The Secret of the Ages


Stephen R. Covey The 7 Habits of Highly Effective People


Les Giblin How to Have Confidence and Power in Dealing with People


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


Tom Hopkins The Official Guide to Success


Orison Swett Marden Pushing to the Front


Anthony Robbins Unlimited Power


David J. Schwartz The Magic of Thinking Big


Florence Scovel Shinn The Secret Door to Success


Brian Tracy Maximum Achievement


Zig Ziglar See You at the Top


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


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


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


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


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


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


Fulfilling your potential


Chin-Ning Chu Thick Face, Black Heart


Jim Collins Good to Great


W. Timothy Gallwey The Inner Game of Tennis


Baltazar Gracian The Art of Worldly Wisdom


Earl G. Graves How to Succeed in Business without Being White


Muriel James & Dorothy Jongeward Born to Win


Spencer Johnson Who Moved My Cheese?


Jim Loehr & Tony Schwartz The Power of Full Engagement


Cheryl Richardson Take Time for Your Life


Sun Tzu The Art of War


John Whitmore Coaching for Performance


Richard Wiseman The Luck Factor


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


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


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


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


Prosperity


George S. Clason The Richest Man in Babylon


Russell H. Conwell Acres of Diamonds


Benjamin Franklin The Way to Wealth


John Paul Getty How to Be Rich


Napoleon Hill Think and Grow Rich


Robert Kiyosaki Rich Dad, Poor Dad


David S. Landes The Wealth and Poverty of Nations


Catherine Ponder The Dynamic Laws of Prosperity


Thomas J. Stanley The Millionaire Mind


Wallace D. Wattles The Science of Getting Rich


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


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


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


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


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


Leadership


Warren Bennis On Becoming a Leader


Kenneth Blanchard & Spencer Johnson The One Minute Manager


Edward Bok The Americanization of Edward Bok


Warren Buffett (by Roger Lowenstein) Buffett


Andrew Carnegie The Autobiography of Andrew Carnegie


Michael Dell Direct from Dell


Henry Ford My Life and Work


Abraham Lincoln (by Donald T. Phillips) Lincoln on Leadership


Nelson Mandela Long Walk to Freedom


J. W. Marriott Jr. The Spirit to Serve


Eleanor Roosevelt (by Robin Gerber) Leadership the Eleanor Roosevelt Way


Ernest Shackleton (by Margot Morrell & Stephanie Capparell) Shackleton’s Way


Sam Walton Made in America


Jack Welch Jack


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


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


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


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


Last but far from least, a book mostly written while its author was in prison is Long Walk to Freedom, Nelson Mandela’s often painful story of a life diverted into a struggle to transform a whole nation—on the way creating perhaps the most admired leader of our time.


Notes on the text


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


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


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


Two final notes:


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


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


So, onward to the classics. I hope you find as many usable ideas in these works as I have. What is provided here is only a taste of the literature (the main ideas, context, and impact of each title), which sits within a tradition of criticism and review; I have not provided book summaries as such. Scholars of success will want to feast on the real thing, so don’t hesitate to acquire those titles that inspire you.
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1867
Ragged Dick


“But Dick was too sensible not to know that there was something more
than money needed to win a respectable position in the world. He felt
that he was very ignorant. Of reading and writing he knew only the
rudiments, and that, with a slight acquaintance with arithmetic, was all
he did know of books. Dick knew he must study hard, and he dreaded
it. He looked upon learning as attended with greater difficulties than it
really possesses. But Dick had good pluck. He meant to learn,
nevertheless, and resolved to buy a book with his first spare earnings.”


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





In a nutshell


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


In a similar vein
Andrew Carnegie The Autobiography of Andrew Carnegie (p. 56)
Russell H. Conwell Acres of Diamonds (p. 86)
Benjamin Franklin The Way to Wealth (p. 108)
Orison Swett Marden Pushing to the Front (p. 204)
Samuel Smiles Self-Help (50SHC)








CHAPTER 1
Horatio Alger



The New York City of the mid-nineteenth century was an awful place for many of its inhabitants. Areas such as Five Points (the setting for the movie Gangs of New York) were dangerous and filthy, filled with abandoned or neglected children. Many slept outside at night, and most wore badly fitting, ragged clothes. During the day they hawked matches, sold newspapers, shined shoes, or picked pockets in order to get money to eat. The authorities did little to alleviate the situation, and in one celebrated incident a street urchin found naked was represented in a court case by the Society for the Prevention of Cruelty to Animals.


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


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


The story


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


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


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


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


Make your own luck


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


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


Whatever you do, do it to your utmost


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



Become a reader



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


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


Be a saver, but be generous


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


Never cheat, steal, or lie


Though temptations to do otherwise are often great, Dick has a personal code that “stealin’ is mean.” His sense of honor and fair play, which appears naive to “sophisticated” types, finally proves to be the source of his success. For someone who lives from day to day, his belief in “doing right” is remarkably farsighted. The character Mr. Whitney tells Dick: “Remember that your future position depends mainly upon yourself, and that it will be high or low as you choose to make it.”


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



Don’t drink or smoke



Long before medical evidence of its harm was available, Alger was calling smoking a “filthy habit” that gave no dignity to the smoker. Drinking, of course, was even worse. It was the enemy of frugality because you could blow your week’s savings in a night on the grog, and the enemy of industry because the inevitable hangovers affected your working day.


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


Final comments


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


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


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



Horatio Alger



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


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


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


1989
On Becoming a Leader


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


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





In a nutshell


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


In a similar vein
Abraham Lincoln (by Donald T. Phillips) Lincoln on Leadership
(p. 186)
Eleanor Roosevelt (by Robin Gerber) Leadership the Eleanor
Roosevelt Way (p. 234)
Ernest Shackleton (by Margot Morrell & Stephanie Capparell)
Shackleton’s Way (p. 252)








CHAPTER 2
Warren Bennis



Bennis is a major figure in the academic study of leadership, but has also popularized the subject through bestsellers. In 1985 he co-authored Leaders, based on observation and interviews with 90 of America’s leaders, ranging from astronaut Neil Armstrong to McDonald’s founder Ray Kroc. The book’s conclusion was that leadership is more crucial than we know, yet can be learned by anyone.


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


What is a leader?


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


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


According to Bennis, becoming a leader involves:


[image: Image] Continuous learning and never-dying curiosity.


[image: Image] A compelling vision: leaders first define their reality (what they believe is possible), then set about “managing their dream.”


[image: Image] Developing the ability to communicate that vision and inspire others to follow it.


[image: Image] Tolerating uncertainty and taking on risk: a degree of daring.


[image: Image] Personal integrity: self-knowledge, candor, maturity, welcoming criticism.


[image: Image] Being a one-off, an original: “Leaders learn from others, but are not made by others.”


[image: Image] Reinvention: to create new things sometimes involves recreating yourself. You may be influenced by your genes and environment, but leaders take all their influences and create something unique.


[image: Image] Taking time off to think and reflect, which brings answers and produces resolutions.


[image: Image] Passion for the promises of life: a belief in the best, for yourself and others.


[image: Image] Seeing success in small, everyday increments and joys, not waiting years for the Big Success to arrive.


[image: Image] Using the context of your life, rather than surrendering to it.


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


You can see your context as the backdrop for your particular genius to develop, or you can let it enslave your mind. In many ways the path of a “driven” person is an easy one, since it does not require much thought. The leader’s path is consciously taken, may be more challenging, but involves infinitely greater potential and satisfaction, not to mention better health. To lead, you have to make a declaration of independence against the estimation of others, the culture, the age. You have to decide to live in the world, but outside existing conceptions of it. Leaders do not merely do well by the terms of their culture, they create new contexts, new things, new ways of doing and being.


Some examples


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


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


A world of leaders


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


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


Final comments


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


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


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



Warren Bennis



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


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


Bennis is founder and Distinguished Professor of the Leadership Institute, Marshall School of Business, at the University of Southern California in Los Angeles.
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How I Raised Myself from Failure to Success in Selling


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


“Talk about walking a mile to get a cigarette—when I started out to
sell, I would gladly have walked from Chicago to New York to get a
copy of this book, if it had been available.” Dale Carnegie





In a nutshell


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


In a similar vein
Dale Carnegie How to Win Friends and Influence People (50SHC)
Benjamin Franklin Autobiography (50SHC)
Les Giblin How to Have Confidence and Power in Dealing with
People (p. 126)
Tom Hopkins The Official Guide to Success (p. 156)








CHAPTER 3
Frank Bettger



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


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


Confidence through speaking well


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


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


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


The greatest selling secret


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


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


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


Getting organized


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


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


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


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


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


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