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2 BRIANTRAGY

Becoming an expert in your ficld, continually upgrad-
ing your skills—which 1 will talk about in Chapter S—is
ke physical fitness. If you stop cxercising for any period
of time, you don’t maintain your fitness at the same level.
You begin to declinc. Your body and your muscles be-
come softer and weaker. You lose your strength, fexibil-
ity, and stamina. In order to maintain them, you must kecp
working at them cvery day, cvery weck, and cvery month.

Become All You Can Be

“There is an cven more important reason for you to prac-
tiee the sclf-discipline that leads onward and upward
tothe great successes that are possible for you. The prac-
tice of sclf-disciplin cnables you to change your charac-
fer, t0 become 1 stronger and better person. The excreisc
of sclf-disciplin has a powerful cffect on your mind and
emotians, developing you into a diffcrent person from the
onc that you would have been without sclf-disciplinc.

Imaginc yoursclf in a chemistry lab. You mix a scrics of
chemicals in a Petri dish and put it over a Bunsen burnce
The Bunsen bumer heats the chemicals to the point at
‘which they erystallize and become hardened. But onex you
have crystallized these chemicals using intcnsc heat, they
‘cannot be transformed back into liquid form.

In the same way, your personalicy begins like a liquid:
soft, fuid, and formless. But as you apply the heat of sclf-
discipline, as you exert yoursclf to do what is hard and
necessary rather than what is fun and casy, your person-
ality erystallizes and hardens at a higher level as well.
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‘my audio programs on sales, time management, and per-
sonal saccess. At the beeak, seveal people came up to me:
10 ask e questions about the serminar contet, One sales-
man pushed his way forward and said, “When yoo ca-
conrage people to buy your programs, you should tell
thern the whol truth.

Lasked, *How do you mean?™

He went on to say, “You arc not telling the whole truth
‘about your programs. You should tell people that they
only work for 2 certain period of time, and then they stop
working.”

Again, 1 asked, “How do you mean?”

He said, "Well Learnc to your scminar sbout five years
ago, and I was completcly convinced by your presenta-
tion. 1 bought all your programs and began listcning to
thern. Lsead cvery day in sales. And you were right, over
the next three years, | ripled my income and becarme the
top seller in my company. But then my income fattened
out and has not increased at all over the last two years.
The fact s that your materials stop working afcr 2 cer-
tain point.”

Tthen asked him, “What happened to you two years ago,
‘when your income flattencd out and stopped increasing?™

He scasched his memory, thought for a while and then
said, “Wel, 1 was selling 50 much that I was hired away
by another company. Bver since | startcd my new job, my
income has semainca flat.”

Tasked him, “What did you do diffcrently in your new
job i comparison with yous previons job?™

He started to answer. He then stopped. A shocked look
came over his face. Finally he replicd, “Oh my gosh! [
stopped doing it. When 1 changed jobs, | stopped reading
in sales. 1 stopped listening to andio progeams. I stopped
attending scminars, I stopped doing it!™

He walked away shaking bis head, muttcring to him-
sclf, “I stopped doing it. 1 stopped doing it. T stopped
doing 7
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3 BRIANTRAGY

Yowve heard it said that “nothing succeeds like suc-
ccss.” What this means is that the greatest reward of
sucecss s nof the money you make but rather the excel-
lent persom you become in the process of striving toward
success and cxcrting sclf-discipline cvery time it is requircd.

In the next chapter, T will cxplain how you can become
the truly exeellent person. you are capable of becoming.

Action Exercises:

Take out 2 pen sight now and write down your answees to the

questions below.

1. If your work life and carcer were ideal, what would they
look like? What onc discipline could you develop that
would elp yon to achicve it?

2. If your family life were ideal, what would it Jook like, and
what one discipline wonld help you the most to make it 2
reality?

3. 1f your health were perfoct in cvery way, what disciplines
would you have that make it possible?

4. If your financial situation wers ideal today, what onc disci-
plinc would you have that would help you the most?

5. Why arce’t yoo already as saccessful as you would like
1o be, and what onc discipline would help you the most to
achicve all your goals?

6. What onc skill could you develop that would help yoa to
realize more of your goals?

7. If you could wave a magic wand and be completly disci-
plined in onc arca, which onc discipline would have the
preatest positive impact on your life?
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The greatest bencfit you enjoy from excrting self-
discipline in the pursuit of your goalsis that you become
a different person. You become stronger and more res-
olutc. You develop greater self-control and determination.
You actuslly shape and strengthen your personality and
‘ansform yourself into a better person.

“The rule is that “to beeome someone that you have
never been before, you must do something that you
have never done before.” This means that to develop
superior character, you must exert cver higher levels of
sclf-discipline and sclf-mastery on yoursclf. You must do
the things that average people don’t like to do.

Another success principle is that “to achicve something
that you have never achieved before, you must lcarn and
practice qualitics and skills that you have never had
before.”

By practicing sclf-disciplinc, you become a new per-
son. You become better, stronges, and more clearly defincd.
You develop higher levels of sclf-cstcem, sclf-respect,
and personal pride. You move yoursclf up the ladder of
buman evolution and become a person of higher charac-
ter and resolve.

Success Is [ts Own Reward

The wonderful thing about the achicvement of success is
that cvery stcp in that dircction is rewarding in itsclf. Each
step you take toward becoming a better person and ac-
complishing more than you cver have before makes you
fecl happicr, more confident, and more fulflled.
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cosmctic sargery that improved the appearance of tocth
and enabled people to look handsome or beautifal indefi-
nitcly.

H retumed to San Dicgo and immediately began using
the new technique in his practice. Soon, be became cxcel-
Ient in this arca and developed a national rcputation.
Within a couple of ycars, people were coming to him
from all over southwestern United Stats for this trat-
ment. Because he had developed this expertise, he coold
raisc his fecs again and again. Eventually, he had made so
much moncy that he was able to retire at the age of fifty-
five, financially independent and able to spend the rest of
his lifc with his family, traveling and falilling bis drcams.

“The point of this story is that, by continually secking
out ideas and adviec from other cxperts in his ficld, he
came across a new technology that helped him become
the leader in his ficld and saved him ten years of hard
work in order to reach the same level of financial sucecss.
“This could happen to you as well, but only if you become
a lifclong student of your craft.

‘Mental and Physical Fitness
Need to Be Ongoing

Achicving succcss is like achicving physical fimess. It is
like bathing, brushing your tecth, and cating It is somc-
thing that you nced to do continuously, cvery day. Onee
you begin, you never stop until your life and earcer arc
over and you have achicved all the success you desire.

Not long ago, [ was giviog a scminar in Scattle. Just be-
fore the break, | encouraged people to buy and listen to
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eafeteria, where you can choose whatever you want, but
‘you must pay for it before you cat .

Motivational speaker Zig Ziglar says, “The clevator to
success is out of order, bu the stairs arc always open.”

Learn from the Experts

Kop Kopmeycr, who [ mentioned in the Introduction, also
told me that the sccond most important sucecss principle,
aficr self-discipline, is that you must “learn from the cx-
perts. You will never live long cnough to leam it all for
yoursclf.”

TF you want to be successful, your first job is to leamn
‘what you need to learn in order to achicve the suecess you
desire. Learn from the experts. Read their books. Listen
to their audio programs. Attend their seminars. Write to
them or approach them dircetly and ask them for advice.
Somctimes, one idca is all you ned to chang the dircction
of your lfc. Let me give you an cxample of what 1 mean:

Some years ago, [ was referred by a fricad to an cxcellent
dentist. I lcarned later that b had a superb reputation. e
was called the *dentist's dentist.” He was the denist that
the other dentists went to when they necded excellent
dental work. He told me that he attended cvery major
dental conference. that he could. When he was there, he
attended every session, listeniog to dentists from all the
over the country, and all over the world, discuss the Latest
becakthroughs in dental technology.

One week, at great sacrifice in time and moncy, he at-
tended an intemational dental confrence in Hong Kong.
At that confrence, he sat in on  scasion given by 2 Jap-
ancsc dentist who had discovered a new technology in
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4 BRANTRACY

Unfortunately, the majority of people—the bottom B0
perecnt—make little or no effort to upgrade their skills.
Most people, according to Geoffrcy Colvin’s 2009 book
Tulet Is Overrated, lcarn their jobs in the first ycar of
their employment, and then they never get any betecx It
is only the top people in cvery ficld who arc committed
to continuous improvement.

Beeausc of this increasing disparity of productive abil-
ity, bascd on knowledge, skill, and hard work, the top 1
perecent of people in American today control as much as
33 percent of the financial asscts.

Starting with Nothing

Interestingly, alost cveryone starts out the same in life—
‘with littlc or nothing, Almost all fortuncs in America (and
worldwidc) arc first gencration. This means that most in-
dividuals started with little or nothing and camcd cvery-
thing they own in their current lifctime.

The wealthicst people in America arc almost all first-
generation multbillionaircs. This is the casc with wealthy
Amcricans such as Bill Gates, Warren Buffett, Larry Elli-
son, Michacl Del, and Paul Allcn. Fully B0 percent of mil-
lionaires and multimillionaircs startcd with littlc moncy,
ofica pennilcss, and sometimes decply in debt and with fow
advantages, such as Sam Walton, who died worth more
than $100 billion. Why have these people been able to
achicve so much when so many have achicved so lirtle?

In their book, The Millionaire Next Door, Thomas
Stanley and William Danko interviewed more than 500
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‘millionaires and surveyed 11,000 morc over a twenty-
five-year period. They asked them why they felt they had
been able to achicve financial independence when most
of the people around them, who started at the same
‘place, were still struggling. Fully 85 percent of this new
gencration of millionaires replicd by saying something
like “I didn’t have a better education or more intelligenee,
but T was willing to work barder than anyone clsc.”

‘Hard Work Is the Key
The indispensable requircment for hard work is sclf-

disciplinc. Success is possiblc only when you can over-
come the natural tendency to cut corners and take the
casy way. Lasting success is possible only when you can
discipline yoursclf to work hard for a long, long time.

As I mentioned in the Introduction, I started my own
life with no money or advantages. For years, [ worked at
Iaboring jobs, at which I camed just cnough to get from
‘payeheek to paycheck. [ stumbled into sales when Lcould
nolonger find a laboring job, where [ spun my wheels for
‘many months before [ began asking that question: *Why
is it that some people arc more successful in selling than
others?”

Onc day, a top salcsman then told me that the top 20
‘percent of salespeople carn 80 percent of the moncy.
Ihad never heard that before. This meant that the bottom
80 percent of salespeople had to be satisficd with the rc-
‘maining 20 pereent, with what was left over after the top
‘people had taken the lion’s share. [ decided then and there
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Describe Your Ideal Life

1f your business, work, and career were ideal in cvery
way, what would they look like? What would you be
doing? What sort of company would you work for? What
position would you have? How much moncy would you
carn? What kind of people would you work with? And,
especially, what would you need to do more or less of to
create your perfect carcer?

If your family kife were perfect in cvery way, what
would i look like? Where would you live, and how would
you be living? What kind of a lifcstylc would you have?
‘What sort of things would you want to have and do with.
the members of your family? If you had no limitations
and you could wave a magic wand, in what ways would
you change your family lifc today?

If your bealth were perfect, how would you describe
it? How would you fecl? How much would you weigh?
How would your levels of health and fitmcss be different
from what they arc today? Most of all, what stcps could
you take immediately to begin moving toward your ideal
levels of health and energy?

If your fimamcial situation were ideal, how much
would you have in the bank? How much would you be
caming cach month and cach year from your invest-
‘ments? 1f you had cnough moncy that you never had to
‘worry about finances again, how much would that be?
‘What steps could you take, starting today, to ereate your
ideal financial life?
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Do Your Own Thing

A popular definition of sucecss is "being able to live your
life in your own way, doing only thosc things that you
want to do, with the people who you choose, in the situ-
ations you desirc.”

In cach easc, when you begin to definc what “success”
means to you, you can immediatcly sce things that you
should be doing more of or less of in order to begin crc-
ating your ideal lifc. And the biggest thing that holds you
back from moving in the dircction of your drcams is usu-
ally your favoritc cxcuscs and a lack of sclf-disciplinc.

s not that you don’t know what to do, but rather that
you don’t have the discifline to make yoursclf do what
you should do, whether you fecl like it or not.

Join the Top 20 Percent

In our socicty, the top 20 peraent of people carn 80 per-
cent of the moncy and enjoy 80 percent of the riches and
rewards. This “Parcto Principle” has been proven over
and over again since it was first formulated in 189S by
Vilfredo Parcto. Your first goal in your carcer should be
to getinto the top 20 percent in your chosen ficld.

In the twenty-first century, there is a premium on
knowledge and skill. The more knowlcdge you acquire
and the greater skill that you apply, the more competent
and valuable you become. As you get bettcr at what you
do, your income-carning ability incrcascs—like com-
pound interest.
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determinc the price that you arc going to have to pay to
get the things you want. And third, and this is most im-
portant, resolve o pay that price.”

One of the most important requircments for success,
once you have decided what it is that you want, is the
quality of willingness. Succcssful people arc willing to
pay the price, whatever it is and for as long as it takes,
until they achieve the results they desire.

Everyone wants to be sucecssful. Everyone wants to be
healthy, happy, thin, and rich. But most people arc not
willing to pay the pric. Occasionally, they may be willing
to pay part of the pric, but they arc not willing to pay
the whole pricc. They always hold back. They always
have some cxcusc or rationalization for not disciplining
themsclves to do cverything that they need to do to
achicve their goals.

Pay the Price

How can you tell when you have paid the full priec of
success? I’s simple: Look around you. There it is! You
can always tell how much of the priec of success you have
paid by looking at your current lifestyle and your bank
‘account. By the Law of Correspondence, your outer world
will, like a mirror, always reflect the person you arc and
the pricc you have paid on the inside.

‘There is an intcresting point about the price of success:
It must always be paid in full—and i advanee. Suceess,
however you define i, is not like a restaurant where you
pay after you have cnjoyed your meal. Instead it is like a
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that I was going to be in the top 20 percent. This decision
changed my lifc.

'The Great Law

Then [ learned the “Tron Law of the Universe,” which
‘made getting into the top 20 percent possible. It was the
Law of Cause and Effect, or sowing and reaping. This law
says that “for every effect, there is a specific c
ries of causes.”

“This law says that if you want to achicve success in any
arca, you must detcrmine how success is achicved in that
arca and then practice those skills and activitics repeat-
edly unsil you achieve the same results.

Here’s the rule: “If you do what other suceessful people
do, over and over again, nothing can stop you from cven-
tually enjoying the same rewards that they do. But if you.
dowt do what successful people do, nothing can help
you.”

‘The law of sowing and reaping, from the Old Testa-
ment, is a variation of The Law of Causc and Effcct. It
says that “whatsocver a man soweth, that also shall he
reap.” This law says that whatcver you put in, you get
out. It also says that whatcver you are reaping today is a
result of what you have sown in the past. So if you arc
not happy with your current “crop,” it is up to you, start-
ing today, to plant a sew crop, to begin doing morc of
those things that lead to success—and to stop engaging,
in those activitics that lead nowhere.

sc or sc-
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Success Is Predictable

Success s not an accident. Sadly, failure is not an accident
cither. You succced when you do what other successful
‘people do, over and over, until thesc behaviors become a
habit. Likewise, you fail if you don’t do what successful
people do. In cither case, nature is newtral. Nature docs
not take sides. Nature docsn’t eare. What happens to you
is simply a matter of law—the law of cause and cffect.

You can look at yoursclf as a machin with a defawlt
mechanism. Your default mechanism is the almost irre-
sistiblc attraction of the cxpediency factor and the path
of lcast resistance that I described in the Introduction. In
the absenee of sclf-discipline, your default mechanism
gocs off automatically. This is the main cause of under-
achicvement and the failure to realize your true potential.

When you arc not working deliberately, consciously,
and contimuousty to do, be, and have those things that
constitutc success for you, your default mechanism is at
work. You end up doing thosc fun, casy, and low-valuc
things in the short term that lead to frustration, financial
‘worrics, and failure in the long term.

The Secrets of Success

The great oil man, H. L. Hunt, who was at onc time the
richest sclf-made billionairc in the world, was once asked
by a telcvision journalist for his "sccrets of success.” He
replicd: “There arc only three requircments for success.
First, decidc cxactly what it is you want in lifc. Sccond,
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Chapter 1

Self-Discipline
and Success

"The first and best victory is to conguer self
—Puro

y do some people accomplish so much more in
their personal and professional lives than others?

This question has occupicd some of the very best minds
throughout human history. More than 2,300 ycars ago,
Aristotle wrotc that the ultimate aim of humas life is to be
happy. He said that the great question that cach of us must
answer is, “How shall we live in order to be bapry?™

Your ability to ask and answer that question corrcetly
for yourself—and then to follow where your answer leads
you—will largely determine whether you achicve your
own happincss, and how soon.

Begin with your own personal definition. How do you
define suceess? If you conld wave a magic wand and make
your life perfet in cvery way, what would it look like?
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