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Introduction


It’s All about People


What makes people tick?


Why do some people succeed tremendously while others fail or are just frustrated with where their lives are?


Why do some people feel good about themselves and others simply just don’t like who they are?


Why are some people always positive, upbeat, enthusiastic? They can’t wait for the next day, while others are down, discouraged, and often feel like going back to bed.


Why do some people attain great self-fulfillment and satisfaction in their lives and eagerly await their next dream, while others sit on the sidelines and watch and wonder, “Why not me? Life isn’t fair.”


And, finally, why is there no stopping some people? They’re always on a roll, seeking and creating new opportunities, solving problems, and converting potential challenges into huge business opportunities and personal wins. And they have great fun along the way, while others have all the desire, smarts, and talent, yet somehow they never truly experience great success and the feeling of self-satisfaction and winning.


*   *   *


The “people game” is an extremely fascinating topic. Something I’ve been hugely curious about ever since I was a child.


I’ve always wondered why some people do so well and are so motivated and fulfilled while others just can’t put it all together and make it happen.


Back in 1970, I took my minuscule $2,200 savings out of the bank and created a consulting firm called Motivational Systems dedicated to learning what makes people tick and helping them maximize their potential abilities and career success. Specifically, to train and develop people in key interpersonal communications and leadership areas. Skills needed to be successful in business, in real life, but for some unknown reason we’re not taught in school. To this day, I still can’t understand why.


Very quickly I learned something that was a bit shocking and totally contrary to what we all were told as kids. That was, the foundation and most important ingredient to optimal achievement and personal and professional success:




• did not relate to how brilliant, knowledgeable, or skilled you are.


• did not correlate with the high grades you received in school.


• had little or nothing to do with whether you had attended a great Ivy League institution, a small local college, or some unknown school in the boonies.




It wasn’t how far you went with your education or what degrees you attained or getting A’s in all your courses or taking advanced-level high-honors courses.


Instead, it all depended upon:




• how effectively you communicated with people,


• your ability to engage and influence people of all kinds, backgrounds, needs, wants and personality types,


• establishing strong chemistry, rapport, and trust with people,


• creating mutually beneficial long-lasting win-win relationships with people,


• having passion, purpose and energy that invigorates you throughout your life,


• how much credibility you establish with people and how skilled you are to leverage and maintain that credibility, and


• knowing how and when to play the game.




And not at all whether you got all A’s or were no doubt a born rocket scientist.


I quickly met with so many people who are running companies and also met with high-potential vice presidents heading to the top. Big shots in my young, inexperienced mind, big-time execs. I was in awe of them. Totally.


I always wondered what they did to get to the top of their fields, and surprisingly, so many of these honchos told me that they had barely made it through college or didn’t do that well in school.


Say what?


Running a billion-dollar company and yet a borderline student at best.


How enlightening that was.


More than that, how shocking that fact was.


My father and most of my teachers had constantly drilled the same thing over and over again into my little head: “Roger, it is critical to get top grades. It is so important to be at the very top or near the top. And if you want to be successful in life, you’d better get all A’s or almost that, young man.”


This completely stressed me out way before the word “stress” was commonly used and gave me agita as a kid, three decades before the word “agita,” meaning “heartburn or indigestion” first appeared in American English. But how quickly I realized what the game of life was all about.


It’s not about how much of a genius you are. Nope, not even close.


Not about the teacher telling you, “You’re a model student whose intelligence will take you a very long way.” Nope.


Incidentally, I never heard that from any teachers. Just from my grandmother, and that was only after I cleaned up my room.


So what’s it all about?


It’s simple.


It’s all about people. All about how well you communicate with people, how you read them, adapt to them accordingly, learn what they need, and subsequently win them over.


Not just about what you say but how you say it.


What a startling finding, and all that parental stress and agita for naught, but a lifetime lesson learned very early.


What I Mean By “the Game of Life”


Don’t be misled by my frequent mentioning of the term “game of life” as you read on.


It’s not meant to be a negative term at all. 


It’s not intended to imply negativity such as manipulative behavior, coercing, deceiving, winning at any cost, constantly playing head games with people. Nope.


It’s meant to connotate a positive, upbeat, inspiring life experience. To give you keen insights. The edge. The inside track. A strategy and game-winning plan.


Life can and should be a wonderful and challenging journey for people, a fulfilling fun experience. And great excitement along the way.


But don’t kid yourself one moment. Life is an ongoing, unpredictable game we often experience—and that’s just the way it is.


If you don’t realize that truism, I hate to say it, but you’re a little naive and unrealistic. You could be outstanding, the very best at what you do, but if you don’t understand the subtle things that exist around you, you could find yourself swimming upstream, frustrated, even angry.


FLAXSEED FACT 1: People consciously or subliminally play games with other people regarding their intentions, situations, purposes, behaviors, agendas, hidden agendas, inferences, actions. That’s human behavior—what they say versus what they really mean. Getting others to yes, to make their point and get their way to ultimately enjoy and win their own game of life. Come on. We all do it, some more than others. Some even do it all the time, 24/7, but we all play it.


I remember saying the same thing to a young client, back in the seventies. Peter Nathan was his name. He was around twenty-three or so and he stared at me as if I were from Mars.


“Peter, you are very intelligent, well read, well spoken, much informed, credible and very down to earth, and so sincere. You’re a terrific guy, Peter, but unfortunately you might be missing the boat. You’re naive to all of the manipulative and subtly persuasive things all around you. You’re also spending too much time in the weeds, Peter. Drowning in the data and the tactical stuff, demonstrating how hard-working, brilliant, and well-schooled you are as other people are swimming rapidly and passing you by quickly. You’ve got to focus on the big picture of life and the obvious or subtle games that are played. You’ve got to wake up now and realize that part of the game of life… IS A GAME ITSELF!”


Peter looked at me as if I were a Martian, but somehow he totally got it. He ended up going to the top, as did many other clients I’ve had the pleasure to work with, as you’ll read later in this book.


It All Started After Our First or Second Breath


That game I allude to actually began when we were around 4.7 seconds old, right out of the womb, maybe even a bit earlier for some! We cried to gain attention or attain something we needed. To be held, cuddled, fed, to get what we desired and needed. Even then, after the very first breath, craving to win, to attain something, and when we got what we wanted, we stopped crying—most people, at least. We wanted something from our parents and acted a certain way with them to get it. We manipulated them, wheedled them in our own way, and they eventually gave in to fulfill our need. It felt so good to win.


Yes, we play the game from birth, from breath number one, constantly negotiating with people as soon as we realized that it could get us something in return. You’ve seen a child in their terrible twos, haven’t you? Who bawls, screams, whines, cries like crazy until they get what they want and suddenly that rage of fit and anger turns into a gentle, lovable smile and a child who all of a sudden is fine and dandy. I see it all the time with my wonderful grandkids and love it. All of us have played that game since birth, and we keep playing it today in some way, whether we admit it or not or even realize it. We’re negotiating all the time, sometimes all day long. We’re just not always aware that we’re doing it. Well, I take that back: some people negotiate and try manipulating others 24/7. But in life, as we get older, there are tricky, unexpected, unpredictable, and even unfair obstacles that get in the way, that potentially damage or impede what can and should be an exciting journey and result.


And some people know how to deal with those obstacles and counteract them, but unfortunately many people don’t.


So winning the game of life relates to gaining great peace of mind, fulfillment, and contentment in life. It’s a positive, not a negative or a manipulation tactic. It’s feeling self-actualized and accomplished. Meeting your dreams, visions, goals, experiencing the energy, enthusiasm, and passion that fuel the journey. Truly feeling good about yourself and feeling good along the way. When all that happens, there’s no stopping you as you travel down the road, and incidentally, contrary as it may seem, the fun is in the chase. The journey. Never forget that fact.


But It All Begins and Ends with People


Think about it. So many of life’s challenges, problems, and difficulties revolve around people. With all the humongous changes in technology, health care, social media, innovations, one thing remains constant: The most important thing in our life is people.


If things are going well, it’s all about people.


If things are going poorly, it’s all about people.


Dealing comfortably and effectively with people in a positive, productive, mutually beneficial way, that’s the goal. It’s living and working well with people of all kinds, beliefs, backgrounds, building trustful lasting relationships with people. Figuring out why some relationships just aren’t working and making them work as well as possible and being an outstanding communicator, a relationship creator, a bridge builder, a very credible and likable people person.


When these positive attributes exist and you truly feel good about yourself and the life you’re living, you’re clearly winning the game of life. Or you’re on the way. And that game can and should be an exhilarating, exciting experience with more fulfillment and more fun and less agita.



What is winning? 


In sports, there’s usually a winner and a loser in a game or a contest.


Winning is often described as “gaining, resulting or relating to victory in a contest or a competition.” It’s funny, young athletes dream of getting to the Super Bowl, the World Series, the World Cup, the Davis Cup, the Final Four in NCAA basketball, or wherever.


And for the few who amazingly get there, when they don’t win the final game, many of them feel like a loser. Number two in the world, not that shabby, and yet some feel that way. That’s ridiculous. Second in the world is no loser at all, but life is different than sports in many ways. It’s not just finishing first, when you cross the finish line. It’s not how much money you make, how far you go in your career, if and when you get to the top. Not whether or not your house is nicer than the Joneses’ house, on the beach versus four doors down. The clothes you wear, the car you drive, or materialistic things you can display.


Not at all, not even close.


It’s about truly feeling good about who you are, what you’ve accomplished, and what you’re doing with your life. Feeling content and at peace with how your life is going. Liking yourself! liking who you are! Having great peace of mind.


That, my friend, is winning. That truly is winning the game of life. And trust me, it’s not about how ridiculously rich you are. All of those motivational studies show that money is not nearly at the top of the list of what motivates people. Some of those Wall Street mega millionaires and billionaires are actually miserable and lost. They’ve got all the money in the world and don’t know what to do with it. All of the materialistic things imaginable, but have they really won the game? I’m not so sure. The wise ones have taken a step back and realized there’s much more to life than all that money. Sadly, some found that out too late and bemoan all they missed out on.


I had a friend in our town who made hundreds of millions of dollars but told me one afternoon that he had missed everything his kids did, all the games, school plays, concerts, bike riding, and if he could turn back the clock, he would in a second.


But he can’t!


To optimize your enjoyment in winning the game of life, you should master the relevant tools, techniques, rules, and subtleties that are all actionable and establish your own playbook on dealing effectively with people. You need to first know what truly makes people tick and how to optimize your relationships with them. That’s what this book is all about. That’s what winning the game of life is truly about, and it all begins and ends with people.


Why I Wrote This Book


I love helping people. I love bringing out the best in them and, even more, helping them achieve their dreams, goals, ambitions.


I’m passionate about coaching and advising people and giving them insights and advice on how to get where they want to be in their lives, developing them to the fullest. That brings me great joy. Watching them get it, grow, achieve, and excel to the fullest.


Some people have all the goods in their DNA to live a wonderful, very fulfilling and productive life, but yet something is missing. Sometimes they go through life and never know what’s missing, why they’re missing the boat, exactly why that’s been the case.


Do you know any people like that? They seem to have so much going for them and they want it badly, but something is dramatically missing.


Could that person even be you? There’s certainly nothing to be ashamed of, and admitting this to yourself is half of the battle.


For well over thirty years, my clients and friends have repeatedly encouraged me to write a book about all the tools, techniques, and life lessons I’ve shared with them in my seminars, speeches, and coaching sessions. I just didn’t have the time, but they told me to make the time. I finally did, and I’ve really enjoyed writing this book.


Hopefully the messages in No Stopping You! How to Win the Game of Life will give you many real-life insights, tools, and techniques that you can immediately apply. Some you already know and possibly use. That’s expected. Others will be new thoughts, ideas, and actions to explore and apply. Some will be stretches, so please keep an open mind as you read.


I have a few clients who initially look at me as if I have horns growing out of my head. They can’t fathom what I’m suggesting they do will work for them. Too hard to do, too risky, or they’ve been doing the same thing over and over again for years. So why change the status quo? For example, so many of them initially give weak oral presentations that are canned and monotonous with a gazillion slides and have little or no impact on listeners.


They’re not doing any justice to their careers. In fact, their mediocre or subpar presentations are actually hurting their careers, but nobody tells them. And when I tell them they’re going to learn how to speak just the opposite way, spontaneously, not canned at all with no need for rehearsals, notes, or other outdated crutches, they wince. “Can I do that?”


But all of them quickly learn how to master new techniques for dynamic, spontaneous speaking and go out and successfully apply them. And when they learn and own this brand-new approach, there’s no stopping them and everybody wins.


My goal for you is simple. To gain as many useful, practical, and actionable ideas, tools, and techniques as possible and to apply them immediately to give you powerful insights that help you win the game of life and thrive immensely along the way.


How You Get the Most Out of This Book


So many books have outstanding content but people don’t apply what they read or what they heard to real-life experiences.


So what good is the content? So many training programs and feedback tools are the same. They’re very interesting, very well done, but simply not actionable. Two months later, what have participants applied? And more importantly, what are they now doing differently?


Here’s what I suggest you do to maximally benefit from this book and make the ideas actionable and life-changing. You’ll be hearing many tips, “how to” techniques, action tools, and ideas to consider. They’re based on around half a century of my real-life experiences, thoughts, and lessons learned over the years, with a myriad of valuable personal and professional examples I’ve witnessed firsthand that drive home the key points being made. I’ll also present you many thoughts, suggestions, and specific recommendations I have based on spending my entire adult life in training, development, coaching, and mentoring people.


As you read, think about how you can immediately apply to your life these new ideas and insights that make sense to you both at work and at home.


I emphasize the words “immediately apply.” As the expression goes, “If you don’t use it, you’ll lose it.” That means if you don’t go out and apply these tools quickly, they become only theory and not actionable ideas and you forget them, and that theory eventually gets lost in the thousands of things you’ve learned over the years and continue to learn each day.


You’ll also read about scenarios, situations, challenges, and problem areas that are real-life examples. They actually happen to people like you and me. I introduced most examples with a “FLAXSEED FACT,” so after you read the principle, you quickly read examples that back up its rationale, strength, and applicability. Please do more than just passively hear these potentially valuable and actionable ideas, including the tools and the techniques to consider.


Dive into the actual examples and prescribed recommendations for improvement and personal growth. Put yourself in the shoes of the people and the challenges described. Specifically the incidents that occurred, the effective and ineffective ways that they were approached, how they would be approached by you if you were that person described.


And ask yourself:




1. How would I have handled these situations if they had happened to me?


2. What are my lessons learned from them?


3. What specifically am I going to do with this information to make it actionable and when am I going to do it? Or if they have already occurred in my life, how did I handle them then? And how would I handle them differently now after reading the book?




The key is to immediately apply the skills and techniques you’re about to learn.


Stop and pause if you read something that resonates with you and ponder it a bit. Just read it, experience it, and once again, go out and apply it. Try incorporating it into your personal and your work lives. That’s how you’re going to truly grow from this book and get the most out of it quickly.


Who is this book intended for?


Not just for people who are entering the work world for the first time. Yes, it’s definitely a must-read for these newbies, barely in their twenties or thirties and trying to figure it all out. And no doubt that these people will get a jump-start on their careers and subsequent performance communication and interpersonal excellence. They’ll learn things that some people don’t learn until they’re up there in years.


But the book is really geared to anybody at any age who wants to learn enlightening new insights and ideas on how to be the most effective and successful person possible. That includes experienced, seasoned people who want to take a good hard look at themselves and further enhance their careers or people who might be in a career rut or slump and desire fresh new ideas on how to optimally grow and excel in their journey.


In fact, a new client who I recently began coaching told me she was in her late fifties and still hadn’t figured out the game of life and how to truly win it. She was getting really frustrated with her career growth and lack thereof. And was making the same mistakes over and over again, getting real down on herself and considering throwing in the towel.


I wouldn’t accept that at all!


She immediately learned several new interpersonal communication tools, how to listen, not just hear, and techniques and strategies that she never had previously thought of. The light bulb suddenly went on, and she soon felt that there was no stopping her. Now she’s knocking it out of the ballpark for her company, and top management recognizes her for it.


Ditto a twenty-four-year-old I recently worked with. These new tools resonated with him so quickly that he’s killing it, as he immediately put into use new insights and new approaches. People tell him they can’t believe how savvy he is for a kid barely two years out of school. Senior management quickly put him on a fast track.


So in short, this book is intended for anybody who wants to be the very best in the ongoing challenging and exciting game of life.


Their experience and age is irrelevant. All examples in the book are based on real-life people, situations, and actual experiences. For many of these people, we see where they began, what their challenges and obstacles were, how they overcame them, and what skills, techniques, and new tools they acquired, applied, and put into action. The names have been changed to protect the author!


That’s right. Real-life people, real-life incidents and examples, proven tools and techniques, but made-up fictitious names for the most part. To keep people totally anonymous.


They come from the hundreds of global companies I’ve had the honor and pleasure of consulting for and training, developing, and coaching their employees.


Okay, here we go. Enjoy the book, enjoy the journey, and enjoy the game. There’s no stopping you, my friend.














Chapter 1


Who Even Knew It Was All a Game?




“Those who give up never win, those who win never give up.”


—Roy T. Bennett




August 3, 1970


My first day in the business world. My first phone call: “Good morning. Mr. Ross’s office. This is Nora speaking. May I help you?”


“Hi, Nora. This is Roger Flax. May I please speak with Mr. Ross?”


“Who’s calling, please?”


“Roger Flax.”


“One moment, please… Mr. Flax. May I tell Mr. Ross what this is in reference to?”


“Sure. I’d like to speak with Mr. Ross about a new, experiential leadership development and communications training program for your company.”


“Okay. One moment, please… Mr. Flax, I’m sorry, but Mr. Ross is in a meeting. Please call back later. Thank you.”


“Yes, ma’am. Thank you very much.”


Later that day


“Good afternoon. May I please speak with Mr. Ross?”


“Yes. Who’s calling?”


“Roger Flax.”


“Mr. Flax, didn’t I clearly tell you earlier that Mr. Ross was in a meeting? And he’ll call you back when he gets to it?”


“Well, no, you didn’t tell me that. You told me to call back later. But I am so sorry to bother you. My number is 201-762-7331.”


“Thank you, Mr. Flax”


“Thank you, ma’am. Oh, what is your name again, please?”


“Nora Oddick!”


“Thank you, Nora. Goodbye.”


The next morning


“Good morning, Nora. This is Roger Flax again. May I please speak with Mr. Ross?”


“I’m sorry, but Mr. Ross is in an all-day meeting. Can you call back tomorrow morning?”


“Yes. Thank you.”


The following morning


“Hello. I’m Mr. Flax and I was told to call back this morning to speak with Mr. Ross. Is he available, please?”


“Mr. Ross is on a call right now. Another caller is on hold.”


“Thank you, Mrs. Oddick.”


“Excuse me, sir. This isn’t Nora Oddick. This is Wanda Balski.”


“Thank you, Miss Balski.”


“My name is Mrs. Balski! Thank you!” Slam!


Nobody used headphones back then, and man, she almost blew out my eardrum from that phone slam! But I did get a kick out of her last name: Balski!


That afternoon


“Hello again. This is Roger Flax. I’m sorry to bother you again. I’ve called several times for Mr. Ross. May I please speak with him?”


“Mr. Ross just stepped out for a meeting. Can you try him at four thirty this afternoon?”


“Sure, thanks.”


Late that afternoon


“Hello. May I please speak with Mr. Ross? I was told to call back at four thirty this afternoon. Is he possibly available?”


“He’s gone for the day. But thank you.”


*   *   *


Okay. I’m zero for six. This is utterly ridiculous! Absurd! And totally annoying! Am I a boring-sounding guy? Am I a comatose consultant putting them in a coma with my dull voice? Am I just a loser? Are they playing games with my head? Why can’t I get through to the guy?! This clearly is no fun!


The next day


“Yes, hello. May I please speak with Mr. Ross? This is Mr. Flax calling and I’ve tried several times this week to reach him.”


“Sir, for the very last and final time: I told you he’d call you back. Don’t you listen? Now, what is your number again?”


“201-762-7331.”


“Mr. Ross will call you when he gets around to it! Uh, what is this in reference to?”


“Sure. Like I mentioned the other day, it regards a new experiential leadership development and communications program for your company.”


“I don’t remember hearing that, but I will mention this to him. Goodbye!” Slam!


*   *   *


“This sucks!” I screamed to myself. “This is one big game! It’s like climbing a big brick wall!”


And, of course, I never heard back from him or her. Very frustrated, annoyed, and totally confused at this first-week failure, I took the day off Friday, went to the beach, caught some rays, and didn’t call him. Enough is enough.


As I lay on the beach that weekend wondering what had hit me, I realized I had my choice of doing one of three things the next week: one, throw in the towel on my attempt to meet with this person and his company. Two, give it one more try on Monday and then call it quits. Or, three, perhaps alter how I come across. Be different this time. Play the game a little.


I decided on number three.


The following Monday, with a deeper, firmer, more decisive, and professionally sounding voice: “Good morning and how are you today? This is Dr. Flax for Mr. Ross. May I please speak with him?”


“One moment please, Doctor.”


“Ross here. What can I do for you?”


“Hello, Mr. Ross. This is Dr. Roger Flax, president of Motivational Systems, and I’d appreciate setting up time with you to discuss a new, experiential leadership development and communications program for you and your organization.”


“Sure, Doctor. I think we can arrange that. When would you like to come in, Doctor? I’m free eight a.m. this Wednesday morning and at four p.m. Thursday afternoon.”


“Wednesday morning at eight a.m. is fine, Mr. Ross. And I very much look forward to meeting with you.”


“I look forward to meeting with you, Doctor, and hearing about your program. Sounds quite interesting.”


“And it will be my pleasure meeting you, Mr. Ross. Have a great day and week.”


“Thank you, Doctor. And you, too, have a good week. Bye, now.”


*   *   *


Are you kidding me?! I tried calling this guy around seven times and couldn’t even get to first base no matter what I said and did! And then I played the game a bit, changed “Mr.” to “Dr.” Made my voice fuller and more decisive and confident-sounding, more dramatic. I tell his assistant: “This is Dr. Flax for Mr. Ross.” Not “Mr. Flax” or just plain “Roger Flax.” And bingo! Get through to him in 4.5 seconds. Actually had a short but very cordial phone conversation with the elusive Mr. Ross. He couldn’t have been friendlier. And he said it sounded quite interesting.


Hello?


And Mr. Ross and Dr. Flax subsequently had a positive and upbeat meeting the following week, connected nicely, and decided to do a little exploratory business together: a three-day trial program he offered me to be conducted for eight of his high-potential people. By the end of the trial program, he told me that there were ninety-seven people on the waiting list, people who had called in and requested to be in my next group of eight.


He assigned me twelve more of his division companies to conduct this three-day trial program for, three days that ultimately would lead to several thousand conducted programs training over thirty thousand people, around five decades of consulting and executive coaching with that company, and leadership development, and communications programs that are still being conducted for them.


Yes, a real lesson learned from Day 1 of entering the “real” world. That is: because there are many brick walls facing you and many people challenges, you’ve got to play the game a little, or at least be fully aware of the game being played around you, or both.


How quickly I realized that part of this journey would be a game. A challenging and energizing game, but definitely a game. A “people” communication game. What I subsequently have called “the game of life.”




Flaxseeds of Success—10 Takeaways




1. Never take a door slammed in your face personally. Even CEOs and presidents get hung up on by people who don’t know them.


2. Realize that other people are busy, too, or they might be in the middle of something important, or they may have a lot on their plate, or just not in the mood to talk. That’s life. Never take it personally. It happens to all of us.


3. Don’t be defensive when a person is rude or abrasive, callous or cold. Who cares? But when you’re striking out or being shut down, stop for a moment and carefully ponder what you might have to do differently the next time. Benefit from this irritating experience. Learn something from it. Grow.


4. No bridge is ever worth burning. Never. No rude or nasty person is ever worth letting them know they’re a jerk. Nothing gained by telling them so except possibly two seconds of irrelevant, meaningless pleasure you get.


5. Never say anything impulsively that you might regret later. Take a deep breath. Count to four and pause. And then, and only then, respond.


6. Remember what your overall purpose is when striving for anything, and let that purpose totally guide you. Remind yourself of it and don’t get sidetracked.


7. Maxima enim patientia virtus. Patience is a virtue. One of the key things gained from taking Latin in school. It means to be able to patiently wait for something without getting frustrated—a priceless message.


8. Welcome to the game of life. Everybody plays it in some way. Don’t kid yourself. And it’s not good, bad, or indifferent. It’s life!


9. There’s no stopping you if you truly get it: understanding the games played by people, directly or indirectly, obviously or subtly, intentionally or unintentionally, and how to effectively deal with these games or behaviors.


10. If you believe in yourself and are fully passionate and driven by your mission and goal, you will achieve it.



















Chapter 2


Walls Are Meant to Be Climbed




“The best view comes after the hardest climb.”


—Anonymous




Here’s a question for you: Have you ever been in a similar-type situation as described in the previous chapter, where you’ve been jerked around a ton, by a person or persons, but for no obvious reason? Whether they’re intentionally or unintentionally giving you a hard time, they’re a royal pain in the butt. Extremely difficult, to say the least, and clearly blocking you. You simply can’t get around them. They’re blockers. For whatever reason, personally or politically, you’ve got to be ultra-careful not to offend them, even though they’re acting like a rude, insensitive big shot. You actually walk on eggshells. And yet you haven’t done one thing wrong.


Has this scenario happened to you in the past? Is it actually happening to you right now?


Specifically, you want something very badly. You believe in it and feel certain you’re right for it, but somebody is blocking the way and for no apparent logical reason! They’re just being constantly difficult! To be more specific, they’re acting like a condescending, abrasive, insensitive ass. Sorry for the language. You’ve heard that word before! They’re putting up a big, ugly wall.


Did you reluctantly back off and rationalize that it’s not worth the time, effort, and aggravation to go after it with a vengeance? Thrown the towel in on the idea or goal? Said to yourself maybe it’s time to move on. Enough is enough.


Or have you told yourself how important this is to you? That you’re not giving up easily and not taking it personally. It’s life. Just another wall to climb! 


Specifically, if they’re going to put up a wall against you, you plan to climb it, because you truly believe in yourself and your ideas.


Plus, those kinds of walls are meant to be climbed anyway. Part of the game of life. Really, what do you have to lose, other than a little time and maybe some hurt pride?


Lost time? It’s a long journey we’re all on, so who cares about a little lost time.


That, incidentally, is what I tell kids who have just graduated from college in May. By June, their neurotic, crazed parents are making them nuts, because they don’t already have a job. They’re afraid their kid’s going to miss the boat because they don’t already have a job in one month. That’s a book in itself about those crazy neurotic parents. What’s a little time anyway, in this long journey we’re on?


Hurt pride? That’s all in your mind. Nothing wrong with once in a while getting kicked to the curb, being let go, beaten up a little, having your pride hurt.


Some of the world’s most famous and enormously successful people were once beaten down to the ground. Enormously successful. That’s right. You probably don’t believe me. Well, just ask Oprah Winfrey, Michael Bloomberg, Mark Cuban, Harry Potter creator J. K. Rowling, Jerry Seinfeld, Madonna, or Walt Disney (if he were still alive!). All were let go, terminated, pushed to the side, or read the riot act, and all are legendary.


Incidentally, a Baltimore TV producer told Oprah that she was unfit for TV news. I wonder where he is today. Walt Disney was terminated from a Missouri newspaper for not being creative. Whoops. Oh, Steve Jobs cofounded Apple out of his garage in 1976 and was fired by the board of trustees in 1985, only to be rehired in 1997. Then he only developed the iPod, iPhone, and iPad. Apple’s made a few bucks from them.


I guess those guys climbed a few walls! So can you!


FLAXSEED FACT 2: When you’re feeling frustrated over something that’s eating you up alive, don’t just keep it inside and brood over it.


Focus on it, manage it immediately, or at least productively channel the anxiety it’s causing!


How do you do that? If you’re in your car or alone with nobody around you, perhaps let out a big holler. If at home, jump in the shower and sing loud like an opera singer or just raise your voice a few notches. Just make sure nobody is around or can hear you. They might call the cops!


If you’re outside, kick a soccer ball as hard as you can or bang a tennis ball high into the sky or take a jog or an uninterrupted long walk.


Better yet, take four deep breaths, firmly bringing your shoulders up to your ears and then letting your shoulders slowly drop, while lowering your chin to the top of your chest. Count to seven silently to yourself, as you deep breathe and let the stress created by this frustration dissipate.


It will!


I’ve got a client, Dee Merritt, who calls me all the time, which is fine. But once a week, usually a Friday at lunch, hysterically sounds like she’s on the verge of a stroke, totally bent out of shape because of some ridiculously trivial matter, and usually about another person or people. Nine out of ten times, it’s nothing!


Before Dee completely loses it, we talk out the problem. I kiddingly raise my voice over the phone and say, “Stop. Stop, Dee. Now, close your eyes. Take four deep breaths and bring your shoulders all the way up to your ears. When you slowly exhale and let the air out of your lungs, silently moan to yourself. Yes.”


When she does, she often says, “Hey, I’m fine now! Thank you, coach. Have a good weekend!”


*   *   *


HERE’S A REAL-LIFE APPLICATION: Stop right now. Think of two to three things that you gave up on in the past, really wanted them badly but there was a wall put up to block you.


Subsequently, you didn’t put up a strong battle to pursue what you believed in and very much wanted. How easily where you demoralized, defeated, or both?


Internalize this mental exercise for a few moments, right now, before I ask you a few questions.




• What could you have done differently to further pursue that idea, climb that wall, achieve that goal, make it happen?


• What made you stop going after it? Was there really a tall wall, or was it climbable and you simply gave up too quickly?




Now turn to something in the present. Is there something right now that you want badly and you truly believe in, but something is stopping you? There’s clearly a wall and you’re not sure you want to climb it. If so, ask yourself, “Why?”


Are you questioning and doubting yourself if it’s really worth the time, effort, and BS aggravation to attain it and climb that wall?


Are you rationalizing all the reasons why this probably is not right for you? Yes, “rationalizing,” a very negative word versus “actualizing,” making it happen. Well, if I hadn’t pondered those same questions back in 1970, challenged myself and put up a battle with that rude, dismissive assistant who blocked me for a week from meeting my potential business client, Mr. Ross, who knows where I would’ve ended up? One thing’s for sure—my entire life would have been enormously different than how it’s turned out. But I persisted relentlessly. Learned and played along with the game that week. It subsequently has resulted in the biggest, most rewarding, most inspiring break in my career. A wall very worth climbing!


You too must relentlessly persist, especially if you feel passionate about something.


FLAXSEED FACT 3: Treat walls that must be climbed as a challenge, not a problem. We all have walls to climb, all of us, but they’re meant to be climbed, especially when you believe strongly in something and you believe in yourself.


When I was twelve, everything seemed to me like a wall to climb. 


I was just about the smallest and skinniest kid in the grade. Girls were a foot taller than me, it seemed. When we slow danced at parties, I came up to their bosom. Where other taller kids were dancing cheek to cheek with them, I was so tiny that I rested my head on the girl’s right breast—kind of weird, as I look back. My schnoz, at age twelve, was starting to hook down like a bald eagle. One of the teachers called me Flaxenstein and thought I didn’t know where he was coming from. I did.


My dad had a sudden heart attack right in front of me. I thought he was going to die when they took them out of our home in a stretcher, to the hospital. I can still see his frightened face. I thought that was the last time I’d see it.


Finally, one day while taking a tennis lesson, a person whispered something to the pro. Suddenly my mom and I were asked to leave the club immediately after the lesson because of ethnic reasons. We were told never to return to that elitist club.


I thought my world was coming to an end with all of those woes and harrowing experiences, like one massive wall after the next. Pretty hard to understand for any young kid. But I quickly learned that life is filled with frustration and pain, with many walls to climb that you can actually grow from and learn something. Always the resulting pain would somehow soon go away. It did each time, before I even knew it! It still does today!


Question: Have you ever watched young kids in a playground, at a rock climbing wall? Even though it’s tough to climb, they’re driven to get to the top of that wall. When they do, they feel good about themselves and usually crack a smile. They love to climb that wall and succeed. That wall-climbing drive is innate in all of us! We’re all big kids!


When you passionately believe in something you know is right for you to do, and it’s right for others to receive and you know you’re fully qualified to do, you must go for it and don’t even think about giving up! Expect a wall or two to climb. Consider it a challenge, not a problem.


FLAXSEED FACT 4: Don’t let resistance or any unsubstantiated or irrational pushback that you received from people bring you down or discourage you. If it does, stop for a while. Step back. Take a deep breath or two and then resume going after it. Tell yourself that perhaps something can be learned from it.


*   *   *


My buddy for over five decades, Donny Oriolo, wanted to be an artist, writer, and rock and roll musician.


The kid had enormous talent, passion, and drive and wasn’t afraid to take a risk. But all he heard from his uncle Dominick and aunt Jeanie and other relatives were verbal pushback, resistance, and smart-ass comments, like “Donny, so, you’re not going to be a doctor, huh? Come on, Paisano, that’s where the money’s at, you know? Doctors get rich, Donny, not painters.” Then they’d continue: “You’re gonna draw things for a living, Donny? Be an artist? Come on, boy. You’re going to play your silly guitar and write hit songs? Huh? Good luck, dreamer. Not much money in that arena, unless you’re one of the Beatles or Beach Boys.”


To shut these relatives up one day and to get them off his back, Donny told them he decided to become an ophthalmologist. It kind of quieted them down and got them off his case. Donny had a huge wall to climb and felt the pressure as a young adolescent.


He knew he could make it but got nothing but grief and negative vibes from people.


They constantly reminded him that art, guitar playing, and songwriting weren’t the best things for him to do to make a great living. They told him he’d go nowhere if he pursued them. I remember like yesterday looking in his eyes and telling him, when we were both barely in our twenties and writing and producing songs together, “Donny, go for it, man. If you believe in yourself, don’t think twice about pursuing your dream. If you don’t give it a try now, you’ll regret it the rest of your life. Trust me. You’ll be sorry if you don’t go for it. I know you’re going to be successful.”


I told him, “I’m leaving the songwriting and record producing field and going into leadership development consulting, to pursue my dream. See you in thirty to forty years, buddy.”


Donny went on to write many rock and roll songs, create cartoon characters, play his silly guitar, and build businesses—very successful businesses.


He climbed wall after wall of challenges, obstacles, disappointments, false promises, and painful duress. But did he do well? Very well indeed. He’s owned over ten businesses, a real estate firm with hundreds of acres of property, and to this day still writes music, sketches out cartoon characters, and performs with his guitar. He was involved with Bon Jovi early on in his career, Meat Loaf, gold-record singer Gloria Gaynor, and countless other stars. By the way, after drawing hundreds of sketches, he took over the rights to the cartoon character Felix the Cat in the eighties. Recently sold it to DreamWorks Animation for more money than you and I can ever imagine.


Donny was and still is the consummate wall climber. He passionately believed in himself, climbed the wall a hundred times, and is still climbing it. Yes, it’s a game at times and often a tough, frustrating, even ugly game. Many people say they don’t like to play games or have no time for them.


Most of these folks are rationalizing that decision, because the wall seems too high to climb and they give up. But if you believe in yourself, you cannot give up. This life game is yours to enjoy and win. Especially if you know the rules and tools and, most importantly, how to play. You might have to climb a wall or two, but they’re meant to be climbed. As Theodore Roosevelt wisely once said, “Believe you can and you’re halfway there.”


When you truly believe you can, there’s no stopping you!




Flaxseeds of Success—6 Takeaways




1. We constantly face walls that get in the way of the plans, dreams, and goals we have. Don’t let these walls deter you from your plan of action. Figure out a way to climb them and get past the blatant frustration they cause.


2. Be relentless in climbing the wall. It’s easy to rationalize that climbing it is not worth the time and effort it takes. If you believe in your idea and yourself, don’t let that easy way out—rationalization—ever occur.


3. Some of the most successful people of all time have been seriously rejected. People like Walt Disney, Oprah Winfrey, Michael Bloomberg, J. K. Rowling, and many more. It happens to all of us. Part of the game of life entails rejection, frustration, pain, disappointment, and disillusionment. Accept that obstacle as a given, not a surprise.


4. Think of a past experience where you gave up too easily. Ponder what caused you to give up and grow from that experience.


5. Think of a present experience that’s causing you to climb a wall to attain your goal. If you’re feeling frustrated or angry, close your eyes and take a few deep breaths. Regroup your thinking on how to overcome this temporary challenge.


6. Realize that various sizes and types of walls confront us all the time, but they’re all part of the game of life. They are meant to be climbed.
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