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Foreword


Don M. Green, Executive Director of Napoleon Hill Foundation


When W. Clement Stone, former chair of the Napoleon Hill Foundation, was given a copy of Think and Grow Rich, he was surprised that the principles listed in that book aligned with what he was already doing.


Mr. Stone was raised by his mother and learned two of Napoleon Hill’s principles at an early age. His mother was a seamstress and W. Clement worked on the streets of Chicago to earn money as a newspaper boy. At the age of six, he was much smaller than most of the other newspaper boys and was often bullied for selling newspapers on what the other boys referred to as “their corner.”


One day, W. Clement went into a restaurant and after selling a few newspapers was escorted to the door by the restaurant owner. Shortly thereafter, he returned to the same restaurant and began selling newspapers again. However, the owner forced him to leave for the second time. He returned to the restaurant for the third time, and the customers thought the ordeal was unacceptable, so they asked the restaurant owner to leave him alone.


His persistence, though, stood out. It is easy to see that Mr. Stone began practicing persistence at an early age. Apple founder Steve Jobs said that persistence was the most valuable trait he possessed.


W. Clement Stone’s mother also taught him the importance of faith. No matter how tough the day had been, W. Clement and his mother always knelt at the foot of their beds and gave thanks. Practicing his faith helped him immensely as founder of Combined Insurance, a large and successful insurance broker, today known as Aon.


Even though Mr. Stone read Think and Grow Rich at a later age, he had already applied all the success principles to his insurance business. Starting with only $100, he built a fortune so large that he gave away hundreds of millions of dollars prior to his death at age 100.


In 1952, W. Clement Stone met the 69-year-old Napoleon Hill at a dental convention. At Mr. Stone’s insistence, they formed an alliance and worked together for ten years, spreading the success principles that Napoleon Hill is known for the world over.


W. Clement Stone invested $500,000 to publish books with Napoleon Hill. Together, they wrote Success through a Positive Mental Attitude in 1960, which continues to sell well today.


Hill and Stone completed numerous speaking engagements and seminars all across the country. Many times, Mr. Stone would hold private conventions for his employees and hire well-known motivational speakers. He would record their lectures and furnish them to his employees for encouragement. This book is a composition of advice from some of these well-known speakers, enhanced by content and context for today’s entrepreneur from the editors at Entrepreneur Media. Together, these two powerhouse brands showcase some of the best-known tenets of what it means to truly master success.
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Introduction


By the Editors of Entrepreneur Media Inc.


Success is a shapeshifter. It looks different on each of us. What might exemplify success for one person may be anathema to another. One person’s success may be wrapped in the temporal realm of money, power, or even fame. Another person’s success may be defined by how they spend their time, or the connection between their work and passion. Yet another’s may be defined in terms of what they don’t have, as much as what they do.


No matter how you define it, we all seek success in one form or another. And the journey to find it can be long and often daunting. We hope for quick solutions; we don’t often find them. We set our goals; often, too high. We depend on others to lay a path toward success for us, but it’s not on them to do so. Ultimately, we find that the true key to success lies within.


Napoleon Hill knew this. He knew that success was entirely dependent on one element: you. And what YOU bring to the table is all you need to master the art of success, however you choose to define it.


Many well-known and trusted writers and speakers in the personal growth universe also knew that success is entirely dependent on the person who seeks it. That’s why they have been chosen by The Napoleon Hill Foundation as “Masters of Success.” In this book, personal development visionaries like W. Clement Stone, Earl Nightingale, and Dr. Norman Vincent Peale share their time-honored insights into success: how you can define it, how you can achieve it, and how you can hold onto it. Though each author approaches success differently, they all agree that the key to mastering success is inside each of us.


HOW TO USE THIS BOOK


The selections in this book from some of Napoleon Hill’s timeless visionaries run the gamut from inspirational to practical. As you read, keep in mind that each essay is a product of its time and place. As such, some language usage and sentence construction may seem unfamiliar to you. We have opted to retain as much of the original tone and voice of the authors as possible, providing some updates for modern sensibilities, including headings to help you navigate the content. Our editors have also included some brief editorial comments as needed, which are noted in brackets.


Each selection includes a brief introduction, tips for the reader from our editors, and an “Entrepreneur Action Item” section to help you apply the lesson from each visionary to your own life and experience in a practical, actionable way. At the end of the book, you’ll find a brief reader’s guide packed with thought-provoking questions you can use in your reading group, class, or even for yourself to keep the conversation on success going.


HARNESS THE POWER OF YOUR IMAGINATION


Hill famously said, “All the breaks you need in life wait within your imagination … Imagination is the workshop of your mind, capable of turning mind energy into accomplishments and wealth.” So what are you waiting for? Use your imagination to broaden your own idea of success. Think about what YOU want your life to look like. Do you want to grow in your position at work as an intrapreneur? Perhaps you want to forge a path outside the confines of your office and break out on your own as an entrepreneur. Maybe you want to create passive income that will allow you to focus more on goals. Or perhaps you want to focus on nonwork-related success: quality time with your family, honoring your interests and passions, or even having more time to volunteer and change your corner of the world. Success can look any way you want it to—all it takes is your imagination and the drive to make it happen. Let’s get started!
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CHAPTER ONE


Developing the Habits of a Winner


Dr. Denis Waitley


Dr. Denis Waitley entered the Napoleon Hill universe when he was hired by W. Clement Stone, founder of Combined Insurance, to speak to 7,000 salespeople at the company. Dr. Waitley went on to produce recorded lectures that have been listened to by millions, and he became one of the world’s premiere motivational speakers and writers. Some of his most well-known works include the essay “Developing Winner’s Habits” and his bestselling audio, “The Psychology of Winning.”


Waitley graduated from Annapolis and was a pilot with the Blue Angels, the Navy’s precision flying team. He was a psychologist for the Apollo moon program and was a rehabilitating coordinator for America’s returning Vietnam prisoners of war. He is also a member of the International Speakers Hall of Fame and developed the following ten attitudes and actions to help people become total winners:


[image: Image]  Positive Self-Awareness
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[image: Image]  Positive Self-Motivation


[image: Image]  Positive Self-Expectancy
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[image: Image]  Positive Self-Direction
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[image: Image]  Positive Self-Discipline


[image: Image]  Positive Self-Projection


In this landmark essay, Waitley uses anecdotes from his own life to drive home some of the classic habits of winning that can elevate your level of success, including self-awareness and self-esteem.
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SELF-AWARENESS


I teach a program called POW, which everyone thinks means Prisoner of War. But I did it in Cambridge, England, and the little boys applauded when I put it up on the wall. They thought I meant the Prince of Wales. Later, I was in New York and Gloria Steinem saw me put POW up on the board, and she thought it meant Power of Woman! But in reality, the meaning of POW is Psychology of Winning. It always has been.


My father was right. He spent two years with me, age 7 to 9, and then he left home, but it didn’t make any difference because my personality had already been formed. My dad came in and gave me the precious gift that too few parents today give. A new Harvard study shows we spend less than 60 seconds a day alone, one-on-one, with each child when they’re most receptive to input, just before they go to bed. Less than 60 seconds a day alone with each child. Well, I spend time at the dinner table, and I spend time around the television set, and I tuck them in. My dad gave me more: 15 minutes a night, for two years. That was enough. He sat on my bed and told me the greatest thing I’ve ever heard. He said, “You know, I love you.” And he also said, “By the way, you’re born of special stuff, that’s all. Your mother and I played Russian Roulette, and your chamber came up with the best of both of us. I don’t know how you did it.” He said, “Maybe it’s our ancestry.” He said, “I missed my ship. You’ll catch yours.” He said, “By the way, when I turn out the light for you, my son, it goes out all over the world. You see, light is to the eyes of the beholder, to the eyes of the receiver. It doesn’t make any difference what’s going on. It’s how you take it. Keep your eyes open. Keep them shiny. Go for it. Don’t worry about what I did. You don’t have to be like me. You can choose to be different.” Well, he’s the greatest winner I’ve ever known. He gave me the encouragement to understand that it’s my world, too, and that it’s OK to feel good no matter where we came from.


Just when I get to thinking I’m great—and I do about once every two months—I remember I was honored by both houses of Congress as the new speaker on the circuit. I came in from the back of the room late. I was wearing my bank-loan suit (my sincere suit), which I always wear. It has a vest to hold my stomach in (I’m 46 and need all the help I can get.). I walked in from the back of the room, nervous. When I get nervous, I get a good grip on myself and I rock back and forth, toes to heels. When I really got nervous I broke into my Bob Newhart shtick, a nervous laugh, and I went, “Ha, ha, ha, ha, ha,” because no one cared that I was there, and I finally got their attention.


As I looked out in the audience, the Senator from Massachusetts recognized me on sight for who I really am. He looked up from his seat, and he said, “Come on down.” Just like Bob Barker on The Price is Right, he said, “Come on down.”


Well, I walked down like Vince Lombardi. I was the Marlboro man in the NFL, leather-on-leather. I thought, What do you know. I finally made it. I walked down and I said, “Senator Kennedy and Senator Mansfield, how you gentlemen doing today?”


Senator Kennedy said, “We need some more rolls and butter here.”


You don’t think it happened, but it really did. They thought I was the maître d’ and so did someone outside, who asked me to show them to their seats.
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Waitley’s anecdote is a good reminder that self-awareness is often dependent on reading the room and remembering that, sometimes, people’s perceptions of you may not match your own sense of self-awareness.





WINNING


What is winning? Winning is never whining. Winning is picking up a beer can you didn’t throw on the beach. Winning is coming in fourth when you came in fifth last time. Winning is treating animals like people and people like brothers and sisters. Winning is all in the attitude, no question. Talent is cheap. The world is full of talented winos on every corner. Education, you can get. Educated derelicts are wandering around. Instead, I’d give every child in the world a box of attitude for Christmas and keep it going.


The program I teach is called Psychology of Winning: The Ten Traits of the Total Person. I’ve never seen one [a total person], but if there could be one, he or she would be like this. They’d have self-awareness that the world is abundant. They’d look at the environment as a candy store that you couldn’t live in a thousand years and tap out any of it. They’d look at the flowers instead of stepping on the weeds. They’d see that the abundance is there for all of us in the environment.


They’d look at their body, not like I looked at mine. In my awareness, I looked at my body as an old clunker to get me from birth to death with the least number of overhauls. I got a ’33 Dodge Caravan, and if you and I went out to eat, I would eat a salad in front of you, but up in my room I’ve got Twinkies, Ding Dongs, and M&M’s. I’m a closet eater; there’s no question about it.


I thought life was a race to come in first, and I’m darn near there already. I’ve got some self-awareness about my body. Try it sometime.


Once, I walked into my room. I locked the door, I thought. I listened for footsteps; there weren’t any. I locked my bedroom door, took off all my clothes, put a grocery bag over my head, and cut eye holes right in it. I slipped it over my head and looked at myself in front of a full-length mirror for the first time in my life. I didn’t see an old friend. I looked full length at a stranger with a bag over his head, and I saw the Incredible Hulk. I gave myself a side view, and I started laughing. I gave myself a rear view, and I said, “I don’t know who you are, but get dressed and get out.”


Just then my wife walked in, and she said, “Ha, ha, ha!”


And I said, quickly recovering, “Trick or treat, dear.”


And she said, “I’ll take the trick.”


She said, “Be kind to yourself. If you’re going to go into a self-awareness nude-cult movement, go ahead and be nude, but don’t cut eye holes in the bag. You’ll like yourself better that way.” But now, I know what’s happening (and what was happening then): self-awareness. I’ve been selling myself short. The environment is a candy store. My body is a Ferrari. You’re supposed to tweak and tune it to win at the Grand Prix at LeMans. It’s an Apollo spacecraft. You can’t fly the environment unless you feel good. You cannot do good unless you feel good.


I’m lazy. I know 500 songs but only the first four notes. If you think I know anything special, no, I don’t; it’s garbage in, garbage out. I’m lazy. What am I afraid of? I’m afraid to win. Why? Winning is heavy. You have to act responsibly and set an example. People try to knock you off. I’m not afraid to fail. I do it every day. I’m afraid to win because winning is heavy. Self-awareness. Abundance. Moment of truth. Step back.
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Take five minutes to do a quick self-assessment of your own self-awareness. Focus on one area of your life whether it’s physical, mental, or emotional, and jot down a quick bulleted list of what you notice. You can take these mini self-awareness inventories as frequently as you like. Chart them in your journal so you can see how they change over time.





SELF-ESTEEM


Aside from self-awareness, self-esteem is the single most important human quality. I realize I could have been Paul Newman instead of looking like Alfred E. Neuman. I realize I’m 46. I weigh about 190 with “gusts” to 210. I realize I coulda-woulda-shoulda-mighta-oughta and if only Ida, and, someday, I’ll. But now I know where the action is. If the spiritual love comes through and you feel it, then you give it away.


Why? You wouldn’t know it if you didn’t feel it. How could you love anyone else unless you love yourself? You couldn’t. So then, self-love isn’t narcissism or hedonism. Self-esteem is the single most important quality because skyjackers have none, assassins have none, criminals have none. The winners have it. Why? They want to give it away. They realize happiness is the by-product of a good life, with nothing to be sought. They’re happy in building the best self in order to give it away.


I’ve been able to spot self-esteem early in children. Why? I raised mine the wrong way. I’ve got six children, all boys—except four girls. I want my children to be winners, so I’ve raised them every way I can. I’ve given them all the great “encouragement” a parent can. Big boys don’t cry. Don’t you get angry with me. I’ll give you something to cry about. Don’t take the biggest piece of cake, either. That’s not the way to draw a cow. Cows have bags with fingers on them. Stay inside the lines. Here, let Dad show you how to do it.


My daughters crawled all over me at night when I was watching Walter Cronkite. I said, “Don’t coddle me.” How did I know it was a rejection of affection?


My daughter said, “Why don’t you come out and see our store?”


I said, “I will as soon as I watch Monday Night Football.” It was the last quarter. They had to go to bed. Too bad. I didn’t see what they’d done. Pretty soon, I got the message [intended for me, and not for them]. I needed to grow up. Quick.


I grew up to be humble and sometimes humiliated. Why? I don’t like to indulge myself in praise or feel it. On my birthday, I like to barbecue. I don’t like to open my presents because I don’t want people to feel so special. I’ve been able to spot self-esteem now growing up in two ways. People with high self-esteem never lead with their chin; they always lead with their best self, and people with high self-esteem can accept a compliment with a simple “thank you.”


Here’s an example. My wife and I ate out in Atlanta, Georgia, on our anniversary. Here’s how you can spot self-esteem quickly. People need to understand that your little inner R2-D2 from Star Wars (self-image) is listening every day, making blips on the tape; it doesn’t care what’s right or wrong. We went the full anniversary route: waterfalls, candlelight, violins, my wife and I dressed up for each other. She looked at the waiter and stared at him. He was 28 years old; looked good, good self-esteem, good smile. He walked up and gave me his self-worth smile, which prequalified himself in advance right away in the negative. He came up and said, “What’ll it be?”


I said, “Veal Diane flambé prepared at the table.”


He said, “You want Veal Diane flambé’?”


I said, “That’s right.”


He said, “It’s my first week on the job. I’ve never prepared anything like that. I might splatter grease all over your wife, maybe set her on fire.” He said, “Why don’t you order something simple from the menu? I can’t do it.”


I said, “What? You don’t want to play the anniversary waltz for us? Is that what you said?”


He said, “No, I said don’t order that stuff. I can’t do it. Maybe I can get my buddy to help us. Smoke will fill the room.”


I said, “I’ll forget you said it, because my wife and I are easy. We wouldn’t have known had you not mentioned it, and besides we just want to have a good time. Go ahead and try. You’ll have to experiment someday, and we’re easy.”
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Need to boost your self-esteem? Talk yourself into it! Take a few moments each morning to do a little positive self-talk. Think of three things you really like about yourself, then try to notice those in action as you move through your day.





He said, “What a weirdo.”


He went ahead and struggled with it. I gave him the self-esteem afterward. I gave him $30 as a tip. He backed away from his self-esteem and said, “It wasn’t worth that much.” I took $25 right back off the tray.


He said, “It was worth more than that.”


I said, “If it wasn’t worth it to you, how could it be worth it to me?” He said, “Well, I just didn’t think I did that good a job.”


I said, “Well, but it was worth it, wasn’t it?” I laid $10 on the table, on his tip tray.


He said, “Thank you. It hurts.”


I said, “It’s like a gold medal that goes around your neck, isn’t it?” And your shoulders go forward, and you pull them back and say thank you, and your little R2-D2 from Star Wars inside your head goes, Huh! I didn’t think he was worth it, either, but he said thanks. I guess he accepted it.


I laid another $10 on it, and he said, “Thank you very much.”


I laid down the other $5. He said, “Thank you.”


I said, “By the way, winners never prequalify in advance, in the negative, and always say thank you to accept the value paid every day.”
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Know the Eight Habits of Highly Effective Entrepreneurs


Dr. Waitley’s approach to winning with self-awareness and self-esteem puts an exclamation point on the idea that most often success comes from within. Let’s explore that further and link it to entrepreneurship. One measure of entrepreneurial success is your efficacy as a leader. Effectiveness comes down to producing desired results. The most successful entrepreneurs have mastered being effective because it makes them work smarter, eliminating unnecessary effort and wasted time. Success cannot happen with any consistency when approached in a lazy, haphazard, hit-or-miss fashion. Effectiveness is rooted in discipline and routine, not talent or genius. Successful entrepreneurs make sure to be detailed, organized, and fully prepared before executing any goal or plan. Self-awareness and self-esteem are the programs running in the background of your mind (like the R2-D2 Waitley mentions) that help make it all happen.


So what does that look like in practice? Here are eight characteristics of effective entrepreneurs that are connected to Waitley’s winning mindset:


Visionary Mindset


Successful entrepreneurs spend a significant amount of time thinking, creating, and visioning. Being innovative comes naturally to all of us if we can discipline ourselves to enjoy the process of being in constant discovery. A successful entrepreneur’s most powerful asset is their imagination. The most effective entrepreneurs dare to dream, act, and turn their dreams into a reality. This visionary quality sets them apart from those who do not dare to dream as big. Standout entrepreneurs do not see a limit to their creativity, success, or ability to make money. They also have a positive and lasting impact on others and involve themselves in new ventures.


Embrace the Day Early


The most effective entrepreneurs are early risers. They support the belief that the early bird gets the worm. They start their day visualizing what they want to achieve and speak affirmations of success over their mindset. Many also start their day with some form of physical activity. It’s the method they use to wake themselves up, and get their blood pumping and their mind alert and active. Getting up early and getting a jump on their day allows them to get into the office before others arrive. This gives them some time to settle themselves, collect their thoughts, and generate lists of priorities to most efficiently organize and tackle their day.


Scheduled


One of the easiest ways successful entrepreneurs increase effectiveness is by being scheduled. They live a schedule based on putting their responsibilities first and leisure activities second. Socializing is important and life-giving. Successful entrepreneurs recognize the value in getting out to be around people, not just for the human interaction and feelings of interconnectedness, but because being around others reduces stress and increases innovation. The most effective entrepreneurs schedule social time at the end of their day when work pressures are off. When responsibilities are put first, this type of discipline helps successful entrepreneurs enjoy their free time unencumbered by nagging responsibilities that were not met during the day.


Honor the Power of Sleep


To be effective, successful entrepreneurs appreciate the importance of sleep. The more sleep they get, the sharper, more emotionally available, and mentally on point they tend to be. A lack of sleep creates an increase in emotional reactivity and a decrease in frustration tolerance, which contributes to another night of poor sleep. It’s a horrible cycle. If poor sleeping patterns are left unmanaged, effectiveness and success become impossible.


Simplicity


Simplicity is the secret weapon successful entrepreneurs swear by to increase their effectiveness. They live nearly obsessively by simple yet practical routines. Creating simple routines helps them avoid taking on workloads that are beyond what they can reasonably handle. They are the most productive when they are not too overwhelmed with stress. So they set protective and firm limits around themselves and their time, understanding even superheroes need a day off.


Prioritize Journaling


One of the easiest ways to increase effectiveness is to develop the habit of journaling. The most effective entrepreneurs put pen to paper and write down what is important to them, the things that were good and bad during their day, and ideas on how they can improve. They write lists and goals, express their gratitude, and sometimes write simply to vent their frustrations. Journaling calms the emotions caused by stress or conflict. It provides a much-needed disconnect from the daily grind of consistent talking, emailing, and other distractions resulting from electronic devices that never allow us to fully unplug. Successful entrepreneurs value participating in an active dialogue with their inner critic as it helps them to transmute this negative voice into a positive coaching voice that is all about overcoming odds. Entrepreneurs are the most effective when they’re strategizing ways to beat a challenge.


Flexible


As important as routine is, successful entrepreneurs also understand how imperative it is that they are flexible enough to pivot on demand in response to unforeseen or changing circumstances. Being flexible enough to change direction greatly increases their chances at success, and it also enhances their own learning, growth, and education. The routines they live by are simple by design because this simplicity makes it easy for them to maintain their life and career no matter their circumstances. Effective entrepreneurs make it a habit to only need the bare essentials. This increases their productivity because their setup to work and communicate doesn’t require anything special from them to be effective, whether they are at the beach or in the office.


Curious


The most effective entrepreneurs view boredom as the great success killer, which is why they make sure never to be bored. They happily spend endless hours working and doing what they love. They have made it a habit to be open and curious about everything in life and in their field of work. This curiosity keeps them asking questions and generating ideas for what their next steps are going to be. Because they choose to remain open and curious, it is impossible to drain their creative reservoirs. Curiosity is just another aspect that contributes to their effectiveness.


Do you have any of these characteristics? How does your self-awareness help you identify what you have inside you as an entrepreneur and what you can work on to level up your winning game?
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CHAPTER TWO


Every Problem Has a Solution


Dr. Norman Vincent Peale


Dr. Norman Vincent Peale was a minister who spent many years at the Marble Collegiate Church in New York City until his death in 1993 at age 95. Dr. Peale was also a bestselling author, whose themes radiated around the power of positive thinking.


One of Peale’s books, The Power of Positive Thinking, was first published in 1960 and is still popular today. It has sold over 7 million copies and has been published in 15 different languages. This book has been credited with restoring the faith of millions of people.


Peale also gave a speech titled “Every Problem has a Solution” to a live audience of thousands, which focused on the principle of having a positive attitude. In this selection from that speech, Peale’s background in storytelling and is evident as he makes his case for the power of positivity.
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THE SOLUTION IS RIGHT IN FRONT OF YOU


The street crowds in an English Cathedral town were going about their ordinary activities. Suddenly, someone spotted a woman who’d crawled out on a narrow ledge near the top of the central tower of the cathedral. Policemen quickly climbed the tower and attempted to bring her back. A minister came and prayed with her, pleading with her to let him talk with her about whatever was on her mind that inspired this last, desperate act. A great crowd gathered below, hushed and horrified. After some 30 minutes of indecision, she flung herself from the tower down onto the street. Now nobody knows what problem the woman had that drove her to this desperation. But there was one thing she apparently didn’t know or to which she gave no concern. It’s a great, powerful truth, and had she known it, she wouldn’t have thrown herself off the tower. She didn’t know that every problem contains its own solution.


One of the wisest statements I have heard in many a day is one that I have quoted before, I’m quite sure. It deserves to be and is a classic. This quote comes from Stanley Arnold, one of the top idea men in the country. He services a number of the great industries of the United States with sales and merchandising ideas, and his services come very highly recommended. Why? Because he’s a thinker. He thinks up ideas, and he knows how to praise them.


Now this one is worth its weight in gold if he could sell it. Every problem, he says, contains the seeds of its own solution, not the seeds of its dissolution, but the seeds of its solution. I’ve quoted that before and perhaps it ought to be repeated from time to time until at last the thought, the truth, really grabs us. That whenever you have a problem, buried right at the heart of this problem, however difficult it may seem to be, is the solution thereof.


When you’re talking about thinking and ideas and truth, you’re in the right place right here in this church because the Bible is quite a book. Every smart thing that exists is right here in these pages. It is full of ideas that are as modern as tomorrow morning’s newspaper. The 119th Psalm, the 18th verse, is one of them. It goes something like this: Open my eyes that I may behold wondrous things out of thy law. What law? Why the basic law of the universe, not the law of aerodynamics, not the law of mechanics—the law of the spirit of the mentality. Open my eyes that I may see wondrous things out of thy law.


One of these wondrous things is (and it is truly a wondrous thing) that every problem that you or I can have contains the seeds of its own solution. Right up here in your head is to be found the answer to everything. Epictetus, the ancient thinker [a Greek Stoic philosopher] said, “When you shut your door and darken your room, always remember you are not alone. God is in you and, therefore, genius is within you.” What a truth. So what’s your problem? Hold it out there in front of you. Give it a good look over. Rip it apart. Break it up. Get to the center of it. Dissect it. Analyze it. Right at the center of it, buried like a gem, is its solution.


“Well,” you say, “that’s great, but how do you do it?”


I like to suggest three principles for so doing. First, think—really think. Second, believe—really believe. Third, pray—really pray [which Peale explains later is more akin to a form of relaxation or meditation]. Now there you have three dynamic principles, and with those principles, you can, I do believe (in fact, I know), find an answer. The end—the right answer to any human problem.


THINK YOUR WAY TO A SOLUTION


Let’s take that first one: Think, really think. Let me ask you something. How long has it been since you really thought? I might ask that of myself. When did I last think? I don’t like to think, do you? It’s painful. It’s one of the most painful things known to man. Thinking, deep thinking—we shrink from it. We like to be relieved of the necessity of it, so we think off the top of our heads. The trouble with those thoughts off the top of the head is that they do not go down into the depths, so you have to agonizingly think. But when one gets over the first hump of thinking and gets into the area where it’s creative, actually it’s a delightful and inspiring experience.


Be “Quick,” not “Dead”


John Burroughs was one of the greatest naturalists that this country ever produced, probably THE greatest. [In fact, Burroughs was very active in the U.S. conservation movement.] He said that there are just two classes of people in the world. He said he doesn’t mean men and women, those two classes. Or young and old or rich and poor or black and white or Republicans or Democrats. He said those aren’t the two classes that he refers to, but the two classes in his mind are what he calls the “quick” and the “dead.” The quick are people who look at the world and see it. They are people who listen to the world and hear it. They get a message from it. The quick are people who are sensitive, sensitized. They send up an antenna. They get the meaning of the world. They see what they’re looking at. They’re alive; they’re alert; they’re vibrant. Those are the quick. The other people aren’t dead physically, but they’re dead from the standpoint of sensitivity. They live on the surface. So there are two classes—the quick and the dead, and the quick see the wondrous things [in the world].
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