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Intro

Welcome to the video book, audio book, and E-book,
“Create The Life You Crave: 7 Keys ToThriving Every
Day”.

Have youever wondered why some people seem tohave
all the success youonly dream about?

You wonder if there’s something in their water that's not
in yours? Orif they were born with advantages or silver
spoons you weren't.

Nonsense. The vast majority of highly successful people
-did itontheirown - grinding it outevery day, picking
themselves up from defeat, taking initiatives most won't,
living by a code othersdon’t

Would you like to know their secreis? Sure you would.
Who wouldn’t?

Hi,I'm Rick Houcek, president of Soar With Eagles. I
helpambitiousleadersand teams to be successful self-
motivated achievers. And today,I'd like to share with
youin this videoand audio book, 7 keys tothriving
everyday,sovyoucancreateand livethelife youcrave,
thelife you hunger for.

I'll break it down into 7 chaptiers, each discussing one
success point.. with examples and illusirations.. AND
lessons and actions you can put into practice today. Right
NOW.

Areyouready? Let’sgetmoving.
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There'sastoryabouta
world-famous violinist who had

just completed a concertto the
thunderous applause of an adorin

audience.



Backstage,a very nicelady --anadmirer from the
audience --approached the violinist and said, "Your
concerttonight was soinsgpiring tome. I'd give
anything to play like that.”

He thoughtfor a brief moment, smiled at the woman
and said, "No you wouldn'."

He wasn't beingarrogantor rude. Just truthful

You mightfeel he could have been more cordialtoa
worshipping fan. Perhaps youTreright.

Butforamoment, let's getinside his head. To
understand hisresponse. And his frustration.

The factis, thisaccomplished violinist who, on this
night, in this hall, played tothe delight of morethana
thousand, spent much of his life getting to that point..
to that moment.

tothat very instant when the notes leapt from his
sirings with a staggering raw power. With warm,
rich inflections.

Andamelodious sound that broughtall to their feet
in several standing ovations.

Noone would foolishly argue that the violin played
itself.

Nor that he picked up the violin for the first time last
week.

No. He was a master violinist. A musician of elite
status.

A titleand position earned with years, perhaps decades,
of solitary practice when other kids were playingin the
street, waiching TV, or laughing at parties.

99 would not makeallthe sacrifices he made to play like
he plaved.

No. They want his success. Without the work.

Thelady was merely being complimentary to her idol.
But truthfully, had she known everything he went
through to master his instrument, would she REALLY
have been willing to do it?

There'sa99in 100 chance theanswerisno. And he knew
11

Psychologisis and social scientists have long claimed it
takes 10,000 hourstoachieve mastervinany endeavor.

In his book, "Outliers: The Story of Success”, author and
gociologist Malcolm Gladwell talks atlength aboutthe
10,000-hourrule, and how it applies virtually anywhere.

To become a chessgrand master. A Wimbledon tennis
champion. Or a musician dazzling thethrongs at Carnegie
Hall

In hisexceptional book "Mastervy", author George
Leonard discusses hisfindingsasan instructor of aikido,
generally considered the most difficult of the martial arts
to master.

Leonard debunksthe thinking that success evolvesover
timeinan ever-increasing straightline. It comes instead,
in spurts.




He diagramsitlike this. In yourearly daysof new
learning, when vour knowledge and skill is zero,and
you apply asmall amount of teaching, your progress
is dramaltic.

It leaps. Ithasto. Because yvou're going from nothing

tosomething. Anditcreates high levelsof excitement.

Butyou'llreach a point very soon wherea continued
increasein knowledge and skilldoesnotreap the
same impressive joltin growth.

It flattensintoa plateau. Nothing seems to happen.
Frustration ensues.

Butif you stick with it long enough, continuing to
work hard to gain new knowledge and added skill
--thoughitappearsito be having no positive effect
--you'll eventually reach a point when everything
seems {o “click™,and another gratifying spurt occurs.

And more excitement. Followed again by another
long plateau.

This cycle continues ad infinitum .. spurtfollowed by
long plateau ..spurtfollowed by long plateau.

Leonard made two profound observations about his
aikido classes:

(1) When his students quit, they always quit on the
plateau, succumbing to the frustration.

(2) But his students who gutied it out through the
extended maddening plateaus, believing the next

acceleration of growth wasrightaround the corner,
became champions.

His message: Learntolovethe plateau. It's your friend,
not your enemy. It'son the plateau thatall of your
growth really happens.

Youcan't become achampion without it. IT'saninevitable
element of success.

Admittedly, 10,000 hourscan be daunting. It breaks
downto 40 hoursa week forfive years. Or20 hoursa
week for 10 years.

But those who stick itout enjoy rewards most only dream
about.

LESSONS & ACTIONS FOR YOU:

So it boilsdown o this...

Whateveritisyou want, how badly do you wantit?
Whatare you willing todo --and to sacrifice -- to get it?

Those are the million dollar questions.
Author, speaker,and personaldevelopmentcoach Earl
Nightingale once said, "Success isunusual. Soittakes

unusual behaviorsioachieveit®

Would-beauthorsdon'treally wantto write. They want
to have written.

They wanttheinstant success, fame, glory, perks,
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and interview with Oprah that comes from the
completed task. Without the effort.

Employees want promotions, exalted titles, and more
money -- while doing littletoearn it.

Our culture has becomeone that grabsforimmediate
gratification. And shunsactivitiesthattake extended
time to learn, master,and profit from.

Butthereareexceptions. Theyarethel Some
examples

Afterevery maich, world champion tennis plaver
Rafael Nadal practices for 45 minutes hitting 135 mph
serves. Intherain,if hemust. Youread itright.. after
the match.

Nooneseeshimdoil. ESPN's Scott Van Pelt called it:
thetraining of the elite.

Nadal'sresult: Mastery.

Ireadrecently that Koreansaretheethnic group
enjovying the most success in the United States, per
capita. Moreso than natural born Americans.

Why? Becausethey come here with one purpose: to
open a businessand makea new life for themselves.
Focused and clear.

And youdon'tseethemonthenightly newstorching
theflag,complaining about unfair practices and
discrimination,and how nooneislookingout for
them.
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Nope. They just puttheir head down and quietly go
about their business, working long hours, creating the
lifethey dreamed of that wasimpossiblein Korea.

Theresull: Mastery.

Former NFL star and future Hall of Famer Jerry Rice was
known for his grueling, legendary off-season workouts
--not forced upon him by theteam. They were self-
created, self-imposed.

When most playersshowed up at pre-season {raining
camp to getinshape, Rice wasalready in tip-top, mid-
season condition.

Ina Men's Fitness magazine interview, he said, "A lot of
guys came toitrain with meover the course of my career,
and a lot of guysfell by the wayside.” They couldn't hack
it.

And because these workouts happened inthe off-season
--noton game day -- noone saw them.

Jerry Rice'sresull: Mastery.

Personally,I'vealways been fine with people who make
non-success choices. It's their life, their right, their
privilege. Irespectthat.

But wherelIdraw the line--whatI won'tstand for --
whatirritates me beyond comprehension -- what boils

my blood until steam jettisons out of my ears -

--igwhenthey whineand moan and complain: "It's

11




not fair so-and-so has more than me.”
Crymeariver.
So, back tovyou..

If you wantto bea brilliant leader,an accomplished
master, an elite craftsman, a world-class performer
inanything, here'sthe 3-part formula:

(1) Putin 10,000 hours when noone‘slooking. (As
a favorite baseball coach once told me, "Success is
determined by what youdo beiween games.”

(2) Be willing to sacrifice other things you'd like to
door have. (You'll be tempted by friendsand family,
but you mustresistif yvouitruly want mastervy.)

(3) Learntolovethe plateau. (That grueling time
when no progress seems to occur and othersare
throwinginthe towel,is when the greatest gainsare
made.)

Andif youwon'tdothosethree,that’'sfine. Your
choice. Noill judgmentfrom me. Aslongasyoudon'
bellyachetomeabout how youdeserveitanyway.
I'm notlistening.

Oh,and in your leadershiprole, if youcaveinto
thecry baby who works for you, who expecis the

accolades, the jumpin pay, therespect, the grand title,

the bigger bonus, the corner office -- when you know
i's undeserved, unearned,and unworthy --thenrip

the stripes off your sleeve and demote yourself until
theday youcanlook himintheeye and proclaim this
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with confidence:

“No privileges, no meriis,and no honors will come to
anyoneonmy waich who doesn't master every siep
necessary toearn it. Period.”

Thai's whata high achieving, high-integrily leader
would savy.

Work eagerly and diligently
toachieve mastery in those
endeavors of highest passion
for you.
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Listen tothis: Business consultant
Dan Kennedvy tellsthisimpressive
Storv:

Early in his sales career when he
didn‘t havea potto vyou-know-what

in, he wanted to getan appointment
with a prospective customer, butl
despite several attempts, couldn't.
He was stalled.




So he sent the prospectaletier via FedExona
Tuesaday morning telling him he was flying to his city
that Wednesday morning foranimportant meeting.
(Notirue, this was fabricated.)

The letier said hismeeting was attheairportand his
schedule was so tight, he didn‘t have time to come
intothecity, but hereally wanted to talk with him in
person, so (the letter read)...

“I'vearranged fora limo to pick youup in front of
your officeatl pm, bring yvou to theairport hotel
whereI haveaconferenceroom.

We can meet for just 45 minutes,and the limo will
have you back at your office by 3:30 pm.

And there will bea nicesandwich and beveragesin
thelimo, in case this forces you to skip lunch. If this
isn‘tokay, please call by noon tocancel.”®

The prospectcame. And they met.

I'd callthatdoing whateverittakes.

Question for yvou: If you had wanted that
appointmentas badly as Kennedy, would you have

gone tothe lengths hedid to getit? Be honest.

Then there's Thomas Edison, inventor and original
pateni-holder on more than 1000 useful devices.

He had morethan 10,000 recorded failures (or {ries)

ontheroadtoinventing the first commercially
practical incandescent electriclight.
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Butthat'snotall. He alsoiried more than 3000 filaments
before settling on his practical version of the light bulb.

Holy cow... 10,000 failed attempts??? And then.. 3000
more???

Ithink we could agree,thattooisdoing whatever it takes.

Again,aquestion for you: Would you have stuck with it
tothat exireme? Or given up long before?

Dietguru Jennvy Craigsaid: “It's not what youdoonceina
while. It's what youdoday inand day out that makes the
difference.”

Amen. A weightlossexpert would know.

Roger Bannister,first persontoruna 4-minute mile, said
itthisway: "The man who can drive himself further once
the effort gets painfulis the man who will win.”

Double amen.

A few yearsago,Isatinona how-tosalesiraining
presentation. The trainer showed empirical evidence
thatsalespeople whodon't get the order often make two

or three or four attempts with a prospect,then give up.

But those who do gettheorder, stayed with it for, on
average, 12 contacts.

Thail's why there aresofew salespeople inthe upper
echelon of money earners. Mostgiveup way too soon.
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Butthose more determined stick with it longer and
enjoy alifestyle theothersonly dream about

A key pointtoremember aboutdetermination
igillusirated in the words of photographer and
journalist Jacob Riis...

“When nothing seemsto help,I goand look atthe
stonecutier hammering away at hisrock, perhapsa
hundred times withoutas much asa crack showing
on it

Yetat the hundred and first blow, it will splitin two.
AndIknow it wasnotthatblow that did it, butall that
had gone before.”

His point? Persisience. Doing whatever it takes.

Itried tofixaleaky kitchen faucetlast week. Aftera
few minutesof tinkering, my inept fumbling turneda
weak, slow dripintoa jetspray across the room.

I picked up the phone and called a plumber.

For those keeping scoreat home...that'sone attempt,
one failure,thenI waved the whiteflag.

Notrealimpressive, butIadmit unashamedly,a
Mr. Fix-I{,I'm notl. On home repair projects, Thomas
Edisonisin nodanger of losing his persisience
record to me.

On other thingsthough..thingsI'm wildly passionate

aboul..I'm proudtosay my wife callamea Cats
Hurricane.
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“Tjustmoveoutof your way, because I know nothing will
stop vou," she says, plastered against the wallasI steam

IehYA

“Notacompany policy, nota difficult or unwilling
person,notalOz2’fever,nota brick wall. Nothing will
stop you.”

Yes, I'm very proud of that.

Factis, I nevercease to beamazed and impressed atthe
length some people will go toaccomplish their goal.

Accenton ‘some’. Inactuality, very very few people.

Just whatisitthatdrivesthat small percentage of
determined people to stick withitand grind it out
through failure after frustrating failure...

... disappointment after grueling disappointment.. many
times through theridicule, criticism and point-and-laugh
mockery of colleagues, friends and family?

I'm notsurel know. It'ssomeintangible,invisible
qualily.

ThisIdo know: If I could bottleand sellif,I'd bea
bazillionnaire.

ThisIalso know. Market-driving enirepreneurs,
category leaders, successfulinventors, repeatedly-
winning teams,...

... triumphant armies,and othersat the ‘top of their game’

in sports, business, entertainment, families, military,
education..
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..allhaveil.

Or they wouldn't be standing at the peak of the
pyramid.

I'm certain passion plavsa key role. The things
we're intensely passionateaboul, we're alsodeeply
stubborn about,and willing to gotomostany length
to get what we want.

LESSONS & ACTIONS FOR YOU:

Areyouoneof these people who will stop at virtually
nothing, marshal every resource youcan muster, use
every tool at your disposal (including some you have
tomanufactureonthespob,toaccomplish what you
wantdone?

Said another way, can you channel your ‘inner
MacGyver:when you need to?

I hopeso. If youcan, youre a leader people will
follow into battle.

Edison once said, "Many of life‘'sfailures are people
who did notrealize just how close they wereto
success whenthey gave up.”

IrememberamovielIsaw whenlIwasa young kid,
maybe8or9S. A planecrashed ina snow-covered
area. One of thesurvivorsirekked out looking for
food when a horrendous blizzard hit

In hissnow-blindness, he got

20

disoriented, wandered aimlessly,and couldn't see his way
back tothe plane. Nightfell, he grew weary, the frigid
temperatures overtook him,and he died in his tracks.

The camera slowly pulled back toreveal he was only
a few feet from the wing tip, but couldn‘t see it through the
blinding blizzard.

The other survivors were nomorethan 50 yardsaway, on
the other side of the plane, with aroaring fire.

Justa few more stepstosafety. Thatimageis forever
efchedin my mind.

This trait thisdo-whatever-it-takes attitude is one it would
behooveevery leader, every high achiever,anyone who
wants to thrive including you to fully develop.

Requireit of yourself. And expectit of those you lead too.

-

Do whatleverittakes-climbany
L' mountain, push through any
*‘;__rj gpstacle,ignoreany adversity -
- toachievetheoutcome you want.
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Onedav notlongago,Iwasangry. 1
mean vein-popping angry.

Theday in gquestion was an office
day --Idon'tgetmany --andI hada
very importantlist of calls,

appointments, and tasks that were
all time-blocked in.




I use time-blockingto pre-setallactivities into
projected amounts of time, then domy bloody well
bestto stick toeach block. It helps me stay focused
and not distracted,soI meet my deadlines,and can be
compliant with promises I've made to others.

So, what had me seeingred thatday? Well, three
other people missed their scheduled appointments
with me.

The first wasan 8:30 call. He said he’d call me, and
didn't. A calll had prepared for extensively,to
fulfill a promiseof helpI had offered him. He wasa
colleague, nota client,and I was happy to help him on
a project.

He accepted my offer, we seta time for him to call me
--and he didn'. Rude at best. Ungrateful at worst.
Notthe kind of clientIseek, notcolleagueor friendI
wandt.

The second, alsoacall, wasa vendor handling a
project of critical importance to me. He missed our
pre-agreed 11:00 update meeting. Wasntinwhenl
called.

Hisassistant didn't know where he was and said he
didn‘t haveour call on hiscalendar. By now, smoke is
comingoutof my ears.

And the third wasmy cable provider -don’t get

me started - whose technician missed his second
consecutiveappointiment for the second consecutive
day,toinstall new cable wiring. They give you what
I calla‘4-hour window of inconvenience’. Butthis
time, nocall,noshow.
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Three,count ‘em, three. Not one of them had the decency
toadvance-calltosay a problem came up and could we
re-schedule. Never heard a peep fromany of them.
Nothin'. Nada. Zilch.

This makes me sick. Thefirst two are business

owners. Good grief,do they not know the meaning of
“commitment®. Peopleactually follow their lead. If
they treat meetingsand appointmentsinside their own
companies with the same neglect, they won't keep their
star performers long.

And thecable providerisacompany thatclaimsiobea
communications LEADER. They've proven to me, time
and again, that the left hand hasno clue what theright
hand is doing.

Commitmentisan ugly 4-letter word tothem. AndI'm
being kind. They've broken promises to me more times
than Larry the Cable Guy says “git-r-done®"ina l15-minute
stand-up routine.

I consider "time” to beone of the greatest gifts weare all
granted on this planet. Andin my view, no one hasthe
righttoabuseanother's.

Missing a pre-planned appointment with noadvance
warning --oratleastacalltosay youTrestuck in traffic --
with a sincere apology --is bad for a reason much greater
than tardiness. It'san abuse of trust.

In business, that'sacardinalsinand areputation killer.
Asaconsuliant,if Idid thistoany client,I would be
overjoyed to get a second chance, but frankly, it wouldn't
surprise me to beterminated. And I would deserveit

25




I'm nota saint-- yes, I've stupidly missed a handful
of appointmentsover the years. ButassoonaslI
realized my oversgight, I wason the phone bending
over backwards with anapology. Not with a fake
excuse, butan honest "I screwed up and I take full
responsibility.”

Peoplecantell when vourelying. Body language and
voiceinflection giveitaway. I {reatappointmentis
and meetings --and other time commitments -- as
sacred becauseI'm playing with someone else’'s
precious minutes. They deserverespect.

Some people treat phoneappoinimenis more casually
than face-to-face. Idont. When bookingthem,I
oftensay, “I'm writing our 4:30 phonecallintomy
calendar and will treatitasif it werea face-to-face
meeting in your office. Please dothesame. I'llbeon
time with mvy call”™

S0, back tomvy original 3stories, whatdid I doabout
eachabuse? Well,thefirst guy would have gotien

a second chance,if I had heard from him withina
few hours with a sincereapology. Never did. So, no
second chance. (Remember,I wasdoing hima favor.)

The second, the vendor, had just used his second
chance,and didn‘t geta third. He had messed up
other details too. Istill had to conclude the project
with him - but once done, so was he.

I sure would loveto have gotienareference call from

someone inquiring about his services. That would be
karma.
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And thethird, the cable company? Well, I'm stuck.
Because cable companies haveexclusive geographies
thateliminate competition,I can only work with one.
Them.

But becausethey offer mulliple services, and because
they arerepetitiveabusers,Ilongago terminated them
from allother servicesthey don't haveexclusiverighits
to. I'm notone of their fans.

LESSONS & ACTIONS FOR YOU:

Asfrustratingasall thisis, it'salso very instructive. For
{tworeasons.

First,it'stime totakealong, hard look in the mirror,and
ask yourself: AmIanabuser?

Yourealeader .. peoplelook to you for direction, follow
your example,and see you asarolemodel. If youhave

a casual attitude toward keeping appointmenis and
meeting times, you areatimeabuser. And your trust will
be questioned in ALL areas.

So how you treattimeand deadlinesis paramounttothe
message you send your followers. If you abuse it, you
give everyone else permission toabuse it by default.

The worst time-abuser of all ..isthat ego-driven leader
who thinks he'sroyally, isintentionally late,and thrives
on “makingan enirance”into the meeting with everyone
elsealready in place, ears perked, pens poised to write,
waiting with baited breath for hisor herarrivaland
golden words. Please,don'tbe THAT leader.

27




By the way, yvoumay not be the best judge of yourself
agsa time complier or time abuser. Betler ask someone
else who will tell you the truth.

One more noteon this: In the strategic planning
workIdo with companies,I have confidential
conversations with top executives and senior staff
aboul “"company goings-on".

Can't countthe number of times I'm told the CEO has
a habitual problem meeting time consiraints. Missing
deadlines, late for meetings, breaking commitments.

If thisdescribes you, yourean abuser. Time {o clean
up your act. Yesterdavy!

And second, vou havetodecide how much “time
abuse” you're willing toacceptfrom other people in
your life. We get what we tolerate.

If youTrTerunning a business that'sconstantly a

day lateand adollar short, you won't keep your
customersvery long. Nor your star performers. If
yourerunningadeparimentorteam or family, you’ll
have problems too.

Some people havea short fuseaboutiimeabuse

and terminate relationships after one or two or, at
most, three violations. I'm one of them. I understand
humansare flawed (I'm flawed too),and I'm plenty
forgiving when called for. But mulliple abuses of the
same kind signifiesa patiern of behavior that will
repeatitself ad nauseum untilor unless you stop it.

How many of those are you willing toallow? When
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does your forgiveness end and the conseguences begin?

If youthinkI'm being too harsh about this, then chances
are, you placea low valueon keeping time commitmendts.
Over the long haul, this won't just mildly hurt you, it will
virtually destroy your ability to lead effectively.

Yes,some people will forgive you..they won'tcare..and
you'll belulled intoa false sense of security thattime
abusesare no big deal. Well,they AREa big deal. A huge
deal.

Repeat of fenders trumpet their own unreliability to the
world with each minute they‘re late. Don't join their ranks.
Andif youTealready IN their ranks, get out today.

You'Trea leader. It'sincumbent upon you to be a stellar role
model. And tolerate noless from others.
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Look Around Yow. Who's There?

Ever wonder why our justice
system, when paroling an inmate,
requiresthat he have no contact
with ex-convicts, wanted fugitives,

Or shady characters®



Simple. Because statistics show a high likelihood of
becomingre-involved with crime if hanging around
other criminals. Weallow ourselvesto be influenced
by our peers. But you knew that --it's hardly rocket
science.

I's why smart parents pay attention to who their kids
run with, getto know their parents, and ask "who else
will be there?” when kids are headed to parties.

It'swhy smartemployversdo background checkson
jobcandidates,and why policeask who'sin a victim's
circleof influence wheninvestigating a crime.

It's onereason private schoolsdoin-depth parental
interviews before admitting a child,and why

many couniry clubsresirict new membership to
individuals nominated by current members.

Isallof this short-sightedness, beingoverly
cautious, ordownright snobbery? Hardly. The old
axiom isirue: we're judged by the company we keep.

Here'smy point: Who you associate with saysas
much about you, your ethics, yvour integrity, your
beliefs, your tendencies, your value system and your
future intentions..as yourownactual behavior does.

And because yourea leader, youreunderag24/7
microscope. Relentlessly being scrutinized, watched,
listened to, modeled, and copied -- by those who you
influence. Thesunnever setson the leader.

If yourun with an honorablecrowd during business
hours -- but thugs after 5:30 -- guess what
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your followers will think? The judgmenitsand rumors
will fly.

Butit's not justassociation with criminalsthat does
theleaderin. It'snegative influencesofany kind. A

CEO clienttold me one of her bestfriendsisa chronic
complainer whoselife isa mess, can‘t hold a relationship,
blames others for all her misfortune, frequently seeks
adviceshe won'tuse, then moans thatthe world is
turningagainst her.

After yearsof listening totheincessant whining, she
finally said, "Enough!” and terminated the friendship.
Good move. Notsoon enough.

Yes, it's difficult and painful to break off relationships --
especially long-standing ones -- with friends, colleagues,
and emplovees who have played a significantroleinour
life.

And vet, effective leaders, relentless winners, and

high achievers get to those exalied positions,in part,by
rigorousselection of who they associate with. Pick losers
..and loser attitudes will rub off on you because loser
languageisall you'll hear.

The harsh realitly is,as you progress up the ladder

of success, many of your childhood friends, college
buddies and closest business associates will not make the
upward journey with you. They'llfallaway.

The "masses™are stuckinatime warp of theirown
choosing, refusing tolearn, grow and improve. Their
stagnancy will infect you --the high achiever --if you
continually fraternize.
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And younow havea difficult choice tomake:
maintain the friendshipsand sabotage your own
growth ..or moveon from the relationshipsand leap-
frog your progress. Only you can choose. But you
can‘thaveit both wavys.

LESSONS & ACTIONS FOR YOU:

S0, stopand lookaround you. Who'sthere? Areyou
surrounded by anvy losers, malcontents, complainers,
blamers, whiners, gripers,low achievers?

Mavybeil'stime to take stock of your forward
movementand ask if these peopleare helpersor
hindrances, builders or desiroyers, acceleratorsor
roadblocks.

TheolderlI get,themore selectivel becomeatwhol
allow intomy inner circle. Life'stoo short,and I wish
I'd learned this lesson younger -- like my teens or
twenties.

It's your lifetoo. And yvou get tochoose. Areyou
making wise choicesor dumb ones? If youdon't take
conirol of the words and ideas thatenter yvour mind,
the world will select them for youand noteven ask
your permission.

S0, pick your life friends and associates much like

you'd hirean emplovyee... with careful, thorough
attention todetail... and a biastoward the positive.
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Asaleader,youcan'tafford tode-value one nanosecond
of your precious time with anvyone else.

To getahead, surround

yourself with winners,

encouragers, and positive

can-doinfluences..and

let go of negative whiners,
_~moaners,and complainers.
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| Ever haveanepiphany -a sudden,
striking understanding of
something? Kind of a blinding
glimpse of the obvious®?




Inthelate1980s,I had a monsirousone. It came
throughariveting story thatforevershaped my
thinking aboutthe proper way to set goals. A siory
I'vere-told often. Itslessons can benefit you and
every leader and high achiever.

I was attending theannual franchise conference of
oneof my companyv's bestclients.

Atthe podium wasone of the clientcompany's most
successfuland respected franchisees who owned
several storesin Oklahoma.

He wasalsoa former professional football plaver
who had been part of the Miami Dolphins*three
consecutive Super Bowlteamsin 1971, "72,and 73.

His story wasabout goal setting --and how the
Dolphins completely blew it.

A yvoung team inonly their sixth NFL season, the 1971
Dolphinscompiled an impressive 10-3-1record and
earned a berthin the Super Bowl,the sporti'scrown
jewel -- but suffered a humiliating loss to the Dallas
Cowbovs.

He said in the lockerroom afier the game, they

realized their mistake. Atthe beginning of the season,

they all had unified around the team goal: {o make it
to the Super Bowl

Butnow, with the season complete and in shock over
an embarrassing lossin the premier game, they sat at
their lockersdazed and confused. Then..it hit them
likea lightening bolt from the heavens: the problem
was the goalthey set. It wasn'thigh enough.
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By merely qualifying for the Super Bowl --not
winning it -- they had reached their pre-stated goal.
Inadveriently and unintentionally, they had caused
their own "mental melt-down.” Consciously, of course,
they plaved the game to win. Butunconsciously, their
minds had already uncorked thechampagne before the
opening kickoff.

Wait..isthat possible? Doesthe human brainactually
have the power tooverride and “derail” physical effort?
Answer: you better believe it.

When the subconscious mind must choose between a
deeply-rooted belief and logic, the belief will almost
always win.

You see,the Dolphin players believed subconsciously
they had already fulfilled their goal, even though logic
told them the game had yet to be played.

And because belief and emotion can trump logic, YOU
need tomakesure YOU are setting YOUR goals properly.
Doingitwrong can take youdown the Dolphins® path.

Fortunately for them, they realized their mistakeand, as
the story was told tous, they corrected it immediately.
In the misery of thelocker room that same day, they
mustered their resolve to set next season's goal: to win
the Super Bowl.

Now, it was properly worded, and there would be no
“mental celebrations” before the final game was over.
And win it they did, in stellar fashion.

The 1972 Miami Dolphins finished with an unblemished
17-Orecord -- no losses,noties--anda
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Super Bowl victory. In fact, tothisday, they are
theonly NFLiteam in history tohavean undefeated
season.

Oh..and for good measure,they won the Super Bowl
againin 1973.

LESSONS & ACTIONS FOR YOU:

Does this sound unfathomable to you? That the
human mind is such a dominating force that if it
believes the goal already has been reached, it will

allow a slide in further performance? Well, believe it.

The subconscious mind hasincredible power over
the conscious mind --in factit'sthe kingand queen
rolled intoone --and therefore it conirols our
outward choices and behaviors.

Soit'stime fora quick tutorial on proper goal-setiing.
Make sure your goals are specific, measurable..and
notsettoolow! Don‘t wimp out--you'rea leader, a
highachiever -- so beambitious and go for the gusto.

It was Michelangelo who said: "The greatest danger
for mostof usisnotthatouraimisitoohighand we
misgit. Butthatitistoolow and wereach it”™

S0, let's start with business. Hereare some examples
of poorly-worded business goals, followed by the
same goal worded properly -- gpecific, time-dated
and ambitiousasall get-oul.
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Poor Goal: Toincreasesalesby 7% next year.

Good Goal: By 12-31-XX, we will haveachieved minimum
year-end gross sales of $32 million, with minimum pre-
tax profit of $1.8 million after bonus and contributionto
profit-sharing.

Poor Goal: Toadd new productstoour line.

Good Goal: By 12-31-XX, we will have successfully
rolled outone new Thing-A-Ma-Jig in the Health Care
verticalasevidenced by closing one major contract,and
successfully rolled out one new Razz-Ma-Tazzin the
Manufacturing vertical,as evidenced by installationat 3
major customers.

Poor Goal: Toimproveour financial planning and
analysisarea.

Good Goal: By 6-30-XX, we will have successfully
installed a new financial software system, fully trained
all appropriate staff,and will be producing rolling
3-year financial forecasis, by division, by product,ona
quarterly basis.

See the vast difference? It'snightand day. Now lel's
turn to personal life goals. Again, lousy first; better ones
follow.

Poor Goal: Tolearnto play piano.

Good Goal: By 12-31-XX,I will have mastered 3 jazz piano

pieces of my choiceand performed them at our family
Christmas gathering.
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Poor Goal: To vacation more with the family.

Good Goal: By 9-30-XX, we will have taken 6 major,
week-long family vacations (2 per year) -- 2 out of the
countiry,2inthecontinental U.S.,and 2 to the coast.

Poor Goal: Tospend quality time with my kids.

Good Goal: By 12-31-XX,I will have beeninvolvedin
S major activities (of their choice) for each of my kids
thairequireustospend considerable one-on-one
time together.

Okavy, you getthe gist. There'sresearch thatsays
over 907%of peopledon‘tset goals of any kind.
(Appliestocompaniestoo.) And of the less-then-10%
who do,thelion's share of those written goals suck. (I
know. I teach this stuff and seeitall the time)

Don't feel too bad if you plead guilty toauthoring
some stinkers--atleastyoureinthetopl0 who
set goals of some kind. Butdon'lighttheapplause
sign just yet either. First vou need toadopt proper
technique. And be willing to stretch. Like the goals
just mentioned.

By the wavy,itmay haveoccurred to you that well-
written goals can be frightening -- because they
allow no wiggleroom. You either makeitor voudon®.
Vervy little is left tointerpretation. High achievers
already know thisand welcome the challenge. It's
whatimakesthem high achievers.

Bottom line: effective leaders setlofty, high-gquality

goals that are specific, measurable,and downright
scary.

42

Your palmsoughttosweat. In sodoing, you'll push other
peopleinto their “zone of discomfort.”

But hey,that's what leadershipisallabout. If it were
easy,everybodv'd be doing it.

Set specific, measurable,
lime-dated goals - realistic
yes, but big and bold
enough tomake you sweal.
Go for the gold.
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Do You Take.

For starters,thereare no English
teacherslined upatmy door
begging for grammar advice, given
my cardinal sin in the chapter title -
Who Do You Take Advice From? -
ending a sentence with a
preposition.




o Don't You?

And vet, having fully-authored and co-authored
more than 10 books, self-publishing 2 newslettiers,
and writien hundreds of advertisements, wannabe
authorsand writers seek me out with questionson
evervything from:

how do you getthe inspiration to write?.. and when
do youfind time?..and how do you siructure your
writing? ... to whati's the proper use of humor?..and
whatare the merits of self-publishing vs.{raditional
methods?

Kind of funny actually. The same person getsasked
foradvice by some. Andrefused by others. On
essentially thesame subject.

Go figure. And it begsthe question..

How do you determine who igsareliable source of
wisdom ..and who isn't?

It'san importantdecisionevery leader and high
achiever must make.

Andit's paramountinthe questforsuccessinany of
life'sarenas: in business, with family and friends,
when buvying a car, investing your monevy, hittinga
golf ball, and cooking a souffle’.

Eventolearn the proper wedding dressand tuxedo

attire for outdoor morning nuptialsafter Labor Davy.
Inthesouth. Ona weekday.
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Or frankly,anything about which you are unsure.
Faceit,you'vetaken bad advice before, acted on it,

and failed. You know how it feels. Me {oo.

Leaders havetiogetthisright. Wecannotoperate
successfully --for very long -- without sound,
pragmatic,intelligentadvice.

In business, leaders make lofty decisions thatimpact
marketis, create success or failure for products, and

affectthelivelihoods of emploveesand their families.

The questionis..whoshould a leader takeadvice from?
And who not?

Parenisare leadersof thefamily --and make important
decisions daily thatimpactthe health, intelligence, social
skills, behavior,and well-being of their children.

Who should parentstakeadvice from? And who not?
Coachesare leaders of teams. Teachersare leaders of
studenis. Generalsare leaders of soldiers. Governorsare
leaders of their states. And film directorsare leaderson
the setl.

Who should all these people takeadvice from?

And..howabout you? From whomdo YOU takeadvice?
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o Don't You?

LESSONS & ACTIONS FOR YOU:

Opinionsarea dimeadozen. Everybody has one.
Butasaleader -- whose decisions weigh heavy
and impact many -- yvou better have very clear and
sgelective criteria for determining who you allow {o
influence you.

Doyou? Orare you winging it?

My criteria are simple. I have one primary criterion.
With two sub-points. Andithasserved me well for
many years.

It's simply this...

Onany subjecton which I seek advice, with only
minor exceptions,Ilisten only tosomeone who has
ACTUALLY DONEIT. With equal weighting going
to(hereare the two sub-points) those who have
succeeded and those who have failed. (Because
failure provides somany valuable lessons.)

AndIirytodrilldownasdeeplyasIcan. Let me be
more specific.

Forathleticinjuries, I will only gotoadoctor who

ig a specialistin that particular injury or body part
Anddrilling down further,adoctor whoisan athlete
himself, preferably in the same sport...

(Non-athletesmay be excellent doctors, butthey

don‘tunderstand what mentally drivesme. Another
athlete does.)
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For CEOadvice,Igotoother CEOs who've been
there,done that. Nottoatenured college professorin
B-school who'snever had a job ouiside academia. Nor to
an execulive who'snever Tun the show'and never had
CEO-level pressure, vision, or experience.

Forinvesiments,Ifrequently ask myadvisor, “Do

you have your money where you're suggesting I put
mine?” If not, I seldom do it.

For marketing issues, I seek outonly other highly
successful marketers who havedoneexactly whatl
intendtotry. And preferably havefavorableresulisio
proveit.

Forlegaladvice,Ionly gotospecialistsin the kind of
matier I'minvolved, nota generalist. And preferably one
who hasdealt with the same issue on a personal level, or
hasgspecial "insider knowledge® othersdon't

(Inmydivorcemany yearsago,lintentionally chose
a woman lawvyer. She did fine, but in retrospect, I wish
I had drilled down even deeper and selected one who
herself had beenthroughadivorce. Would have
enhanced her ‘been there myself® perspective.)

Concerned parentstalk to their yvoung children about
thedangersof drug use. Butlet'sfaceit,there'san even
betler source.

If they hearitfroman ex-addict whose life was
destroyed by drugs -- who lost family, friends, jobs,and
maybeeven did prison time -- it packs tons more wallop
thanevenalovingmomand dad can.
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For fitness, I take health/workout/nutritionadvice
only from gurus who take thesameadvicethey
preach. And mostimportantly, who look likeI want
tolook. That seems sological, buthave youever
seen peoplein gyms taking private instruction from
frumpy,overweight personalirainers?

T have..and I wonder exactly which screw isloosein
their decision-making thought process. (That's not

a knock onoverweight people.. but fora personal
trainer, let's face it, it's the death knell)

For writing books and newsletiers,I seekoutonly
accomplished authors who have done one or both.

For parentaladvice, if youre going toask a friend or
neighbor, wouldn' you go to someone who has kids
va8.8omeone who doesn't? Andif it'sa problem with

your daughter,don't you ask someone who hasa girl?

Digging deeper still, if theissueisaboutdating,do
you ask someone whosedaughter is6? Or 187

And for maritaladvice --and I apologizeinadvance
for steppingonreligioustoes here--that's truly not
my intent--butI justdon't see the logic in seeking
wisdom from someone who's never been married. I
may listen,and I'll be polite, butin the end, I want
someone who's been there.

It hasalwayssiruck measodd that people will allow
themselvesto beinfluenced by others who have
never walked a mile in their shoes. Orinthe shoes
they wish to walk.
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Quiz time...

If you wanttoclimb Mt Kilimanjaro, who's a better
source of wise counsel: (a) your plumber, (b)a high
school track coach, or (c) someone who's actually scaled
that mountain, or tried to?

Isthatreally such a tough question®?

Would you take wealth-building advice from someone
who dressessloppily,livesin aseedy, run-down
neighborhood,and drives a beai-up car?

I'm notslamming them if that's the bestthey can do at
themoment, butc'mon .. wealth advice? Don't you want
someone who,at minimum, looks financially astuteand
successful?

If you Google the biographies of sportscasiersand
commentators, you'll find most have never played --in
either the prosor college --the sportthey cover, despite
their criticism of,and advice for, plavyers.

Whatthey've gotisa broadcast journalism degreeand
a microphone. Neither of which qualifiesthem tobean
expertinthesport. Yet foolish listeners often take their
critiquesas gospel. Why?

Contrastthat withanexor current pro player who's
doing game analysis--and you have instant credibility,
actual game experience,and real storiesthey were a part
of. Much better.
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2 And YWho Don't Youw?

Same with theater critics. Many have never acted
professionally or directeda movieor play,oreven
attended acting school. Yet some actors gointoa blue
funk whenthey geta bad review from one of these
critics. Huh? Consider the source, folks.

Then there's the deception factor you've got to waich
out for.

Bernie Madoff appeared to havethe necessary
credentials to give sound financialadvice. Maybe
heevendid. It's just that hisintegrity tank wason
“empty”.

Cultleadersclaim brilliance ..usually in the form

of adirecthotlinetoadivine higher power. Some
even claim to BE that power. Yetintheend, they
often lead their followers to grisly deathsor prison.
Likein Jonestown. Or Waco. Andremember Charles
Manson.

The wackosaren‘talwayseasy tospotl. Many
“deceivers®“dressimpeccably well, speak
articulately,and fool many.

So beware. My pointinall thisis simple..

Decide YOUR criteria foraccepting advice. And for
turning itaway. It's worth deep thought.

Alwaysremember.. many of historv's most brilliant

and ingspiring achievementis came from someone
actingontheadviceof another..
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..and sodid many of the most tragic and horrific
blunders.

Which onesdo YOU want to beremembered for?

Give deep thoughtto

deciding your crileria

for who you will -and

won't -acceptadvice from.

Successor failuremay ride
~-on your criteria.
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=57 fool with a plan will beat a genius
_withouta planevery time.®

Thoseare the words of oilman
entrepreneur T. Boone Pickens in his
book, “The First Billion Is The
Hardest." He said it was advice his
dad gave him as a kid.




Asaresull, Pickens grew up to bea planner, thinking
importantdecisions throughinadvanceand
mapping out a course of action before jumpingin
willy-nilly. It hasserved him well.

In Delta's flight magazine some time back, CNN's Wolf

Blitzer was quoted: "For inspiration and political
perspective, I vigitthe Jefferson Memorialand
the Lincoln Memorialtoreflect on the words in the
historical speeches and writings.”

It helps him think..sort..decide.

A personal friend of mine has had trouble building
positiverelationships. She invites weepVy losers

into her circle of influence that ultimately bring her
down. She found inspirationin the words of Oprah
Winfrey:“Lots of people wanttoride with youin the
limo. But what you wantis someone who will take the
bus with you when the limo breaks down.”

Armed with thatas her new manira, my friend is
now much more discerning in her people choices.
Shecreated high-integrity selection criteria and has
becomeadeptatidentifying winners.

WhatI've justdescribed in these three quick
vignetiesisnothing new. People being inspired by

the words of others. And improving theirlivesasa
result.

I callthem.. voicesin your head.
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They giveusinspiration. Hope. A
guiding light. And a path to follow.

Often they are words spoken by someone importantto
us.Like parenisor other family members. Sometimesa
famous person you admire but have never met. Could
be a long-lost grammar school teacher. Or athletic coach.
Mavybeeven afictional characterina book with whom
you identified.

Weall havethem. You. Me. Everyone.

The voicesinour head are best, of course, when the
wordsare positive, elecirifving,and success-oriented. Or
the person was a heroicrole model. Those helplead usin
therightdirection.

Unfortunately, wordscan have justas much impact --
though negative -- when they are destructive, degrading,
and hurtful of others.Or the person whospokethema
monaster.

Who vouletinto your head tellsalotabout you. Asa
leader,itmay evendefine you.

Thelatenewsman Tim Russert was so moved by the life
lessons from his father, he wrote the book "Big Russ®,
that deified his dad. Russertanchored "Meet The Press”®
for many years before hisdeath, and often told stories of
hisdad onair that punctuated whatever integrity point
he was making.

Big Russisa voice in his head.
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My good client Dave Boivin, CEO of Sto Corp., world
leader in cladding, coating and restoration systems
for buildings, told me...

“Someday I will be judged by my two fathers.
My Father,God,and my father,dad, who died
in 1986. If I cannot justify what I think,door
say tothosetwo, I belter not bedoing it. That
has stood me well.

Iteach my children thesame.I have been called
names because of it, nearly been fired because
of if,and maybe missed out on a few good times
because of it. ButI won't ever have trouble
sleeping at night because of it."

Voicesin his head.

Dr.RobertSchuller, speaker,author and minister
of the Crystal Cathedral, talks of having "walks
with God™ when facing a difficult problem. These
introspective conversations create spiritual
partnerships. Life'sthorniestissues seem less
dauntiing, lessdebilitating when you have words of
wisdom to guide you.

A voicein his head.
In her TV commercials,aciressJane Seymour has
introduced a jewelry lineinspired by her mother

who told her asa little girl, "Keep your heartopen and
love will find its way in.”
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A voicein her head.

Sometimes the filter, the screen, the words that
guide you come not from others, but from personal
experience.. your very own college of hard knocks.

My wife Robbiesays, for years, sheovercomplicated
thingsin herlife.Oneday she had had enough and came
to this personalrealization:

Easy isnot justan option. It'sa chosen attitude and
intentional approach.”

Simplification is now her order of theday. It was
reinforced recently, when she heard a colleague savy:
“Just because something isdifficultto do doesn't mean
it's intrinsically more valuable. Simple is often better.”
Validation.

Athleticcoacheshavea iremendous opportunity to
influence young people. Twoin particular are Pat
Summit, former head coach of the University of
Tennessee women's basketball team, and John Wooden,
former UCLA men’'s basketball coach.

Student-athletes too numerous to mention by name,

who were lucky to play under these legends, say they
learned as much aboutlife off thecourtas they did about
improving their jump shot percentage. They hear the
coach talking in their ear, decades later.

Voicesin their heads.
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A businesscolleague of minelives by "Always take
the highroad”, wordsshe says her grandmother
drilled into her asa little girl. They guide her
decisions and actionstothisday.

A voicein her head.

LESSONS & ACTIONS FOR YOU:

Inspirational words from others can only be usefulio
you.. here‘'sthe caich..if youremember the words at
the precise moment you need them.

Makes sense, right? Forget them and they're useless.

Soit'simportant youemploy memorization
techniques. Thisrequires going to a bit of trouble, but
theresultis worth the work. I never said it would be
easy. Butit IS worth it.

I've been a collector of powerful quotes for decades
(and proudly proclaim the volume of my quote
library wouldrivalanvy). Inmvy line of work, I need
andrely on them.

Asanauthor of booksand newsletiers,a frequent
speaker toaudiences,a husband, father and leader in
business..

I collect, catalog, retirieve and use quotes from famous
people often. I postfavoriteson my office
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wall. Icarryafileinmy briefcase foriravel Ire-read
them often -- likeimmediately beforea speech --so they
are “topof mind*whenIneed them.

Nothing new about that method of memorization.
It's likely you've been using it for years yourself, evenif
modified.

Youdo (or did) something similar to study for tests.
Write term papers. Prepare for business presentations.
Givespeeches. Author memos.Inspire the iroops. Have
difficulttalks with a child or emplovee.

Once memorized, the words become... well, voicesin your
head. Ready toswingintoactionata momentsnotice.

What words drive me? Lots. Butin particular, these
inspirational quotes from four iconic leadersareon my
office walland have guided my thinkingand actions for
years..

“To get what you want, first help enough other people get
what they want™ Zig Ziglar.

“Youcan'tsirengthen the weak by weakening the strong.”
Abraham Lincoln.

“Improve the process constantly and forever." W.
Edwards Deming, founder of the Total Quality
Managemeni movement.

“Never doubtthatasmall group of commitited people can

change the world.Indeed, itistheonly thing that
ever has.” Margaret Meade, anthropologist.
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Andoneof myown,learned through personal

experience.. "Find your passionand liveitevery day.

Andnever missaday.”

Thoseare justa few of the voicesin MY head.
Invigorating me virtually on command.

How about you? Are you clearor fuzzy on what
voices light your fire? Can you recall them in the heat
of the moment?

Here'sanaction plan. Spend the nextsevendays

collecting,organizing, writing, editing, and cataloging.

Post yvour final selections in multiple visible places.
(Hey,it'sokay if youonly have one or iwo.) Then
memorize, memorize, memorize.

And before you know it.. the voices
in YOUR head will bethere when
YOU need them.
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Make note of motivational
quotes from people whoinspire
you. Postthem, memorize
them, seethem often. Sothe
electrifying words will be

‘Voicesin your head when you
nheed a jolt.




Well therethevy are: 7 Keys to

Thriving Every Day,So You Can
Create The Life You Crave.

To close, let’sdoa guickreview.
Herethey areagain-all 7 -rapid

fire-in theorder discussed:

Life & Leadership Success Kevy #1

Work eagerly and diligently toachieve masiery in those
endeavors of highest passion for you.

Life & Leadership Success Key #2
Do whateverittakes-climbany mountain, push through

any obstacle, ignoreany adversity - toachieve theouicome
you want.

Life & Leadership Success Key #3
Treatalltimeappointmentsas firm commitments- not
maybes -and expect the same from others.

Life & Leadership Success Key #4

'*- To getahead, surround yourself with winners,

\l encouragers,and positive can-doinfluences..and let go of
negative whiners, moaners,and complainers.

Life & Leadership Success Kevy #5
Set specific, measurable, time-dated goals -realistic yes, but
big and bold enough tomake you sweal. Go for the gold.

Life & Leadership Success Key #6 4
Give deep thought to deciding your criteria for who you
will-and won’t-acceptadvice from. Success or failur
may ride on your criteria.

Life & Leadership Success Key #7 .
Make note of motivational quotes from pe
you. Postthem, memorize them, see the
elecirifying words will be v01ces in you
need a jolt. |

itect of your own
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Here’'s some of what he’sdone...and is still doing...

B Hasled nearly 300 high-stakes strategic planning retreats
for smalland mid-size companies with his proprietary
Power Planning™ Strategic Retreat process

B Delivered more than 600 live keynote and workshop

presentationstoaudiences of all sizesin the U.S,, Canada,

England, Scotland, and Northern Ireland on high

achievement and peak performance themes

Led/participated in more than 610 CEO and senior

executive peer group meetingsover 25 years

Runs his Leadership Excellence Academy for peoplein

charge

Served more than 460 advertising clientsinan 18-year ad

agency career

Authored 1l audio/ebooks

Co-authored 7 print books

Writesan ongoing e-newsletter for growth-driven leaders,

change agents,and high achievers

Was president of Ross Roy Advertising,an Atlanta ad

agency and division of the $700 million Ross Roy Group

Ismember of National Speakers Association

Recognized in Who’'s Who Among U.S. Executives

Recognized in Who’s Whoin Georgia

Recognized in Who’s Who Among American Student

Leaders
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Aﬁwfwn CEOs -

Are YouOperating Without A Strategic Plan?

You're playing blind archery if you are. Worse, there’s debilitating
confusion among your staff and it’s doubtfulanyone’s telling you.
How canthey performina fog? How can your desired results be
achieved when your leadership team isn’t boughtintoa common
vision? Here’s how to fix it: Rick Houcek leads strategy retreats for
small & mid-size businesses using hisdynamic Power Planning™
process. His Escape-Proof Accountability™ system overcomes the
crippling effects of lousy execution - the single biggest cause of plan
failure. Everyone leaveson the same page. For details, visit
www.SoarWithEagles.com. Be suretoread the priceless praise from
prestigious CEO clients about value they gained.

Adlention MMM@MA/:
Looking For AnInnovative Way To Grow Your People?

Consider bringing in Rick Houcek’sdynamic “Self-Motivation For
Winners” personal goal workshop for your employees. This is ‘life
planning’atits best - not business goal setting - and it assures staff
members you care about them, their families, their lives. Invite
sSpouses too. For details, go to www.SoarwWithEagles.com.

Atlention Meeling Planners :
Need a High-Energy Speaker For Your Next Conference®?

Could your team use a jolt of inspiration? How about content-rich,
battle-tested ideas on leadership excellence, self-motivation, winner
behavior, or personal goal setting? Why not bring in Rick Houcek to
speak at your annual meeting, team offsite, or industry conference?
For topicsand information, go to www.SoarWithEagles.com. Read
what clients have said about value they gained — their words are gold!
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A WEE BIT MORE ABOUT RICK...

- Rick Houcek’s smgular company purpose is: To provide
high-octane, world-class strategic planning systems for
business and life, helping top gun leaders, teams and
individuals to succeed ‘on purpose, most of the time,” rather
than ‘by accident, some of the time.’

A University of Missouri graduate, Rick has 4 fanatical life ¢
passions: family, health/fitness, helping others prosper

through his business and friendships, and playing

competitive baiseballT
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wWww.soarwitheagles.com
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