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it’s meditation, yoga, tai chi, or any
combination of practices, through
which we can stay centered. When
we’re centered, we're in touch with
our natural rhythm, and we know
naturally how to balance our lives.
It’s different for different people.
Some people need to stop every
hour and take ten minutes to relax.
Others work solidly for days, but
then take three or four days off.
Some people work intensely for a
month and follow it with a three-
week vacation. We all have these dif-
ferent rhythms of contact and with-
drawal, and if we’re paying atten-
tion, we can honor them. There is a
great Buddhist saying, “You know
you are enlightened when you eat
when you’re hungry, you sleep when
you're tired, you drink when you’re
thirsty, and you work when you feel
like it.” The idea is that when you are
in touch with who you really are,
you are naturally following your
inner spiritual directives.

The second way I create balance
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in my life, and something I teach, is
a structured way of setting goals in
seven different areas of one’s life.
Most people set goals in the finan-
cial and career areas. If they meet
these goals, they consider them-
selves successful. I believe setting
goals in the additional five areas is
essential because it forces us to focus
time and effort into these areas that
are naturally nurturing.

The first area is body—physical
fitness, and health. We can establish
goals that support our vitality and
well-being. The second area is recre-
ation and fun time. Unfortunately,
most people schedule their work
goals and not their fun time. My wife
and I schedule our vacations at the
beginning of the year; then we build
our work around them. Otherwise,
our play-time gets filled up with
work. We also schedule ways to
stretch into new kinds of recreation,
so we might take tennis lessons, salsa
dancing lessons, or a cooking class.

The third area is called personal
goals. This includes things you want
to do just because you want to do
them. You might want to visit the
Great Wall of China, or learn to play
the piano, or grow a garden, or
maybe act in a play.

The fourth area covers relation-
ships with family and friends. We
examine which relationships we
may want to increase in number or
deepen in depth. So one year, every
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Friday, we took someone we wanted
to meet out to lunch. Another year,
we went on hikes with people we
already knew but with whom we
wanted a deeper relationship. This
year my relationship goal was to
deepen my relationship with my two
oldest sons who were very young
when I got divorced. I've reconnect-
ed with them over the last eight years,
but not as deeply as I've wanted, so I
recently took one of them to Ireland
for a week. Last summer, I took my
youngest son to Europe for twelve
days, and next year, we're taking the
oldest to Africa with us. I've also been
reaching out in other ways, like call-
ing and visiting them more often.
The fifth area is called contribu-
ton—what legacy do you want to
leave—for example, we've given
away millions of dollars to eliminate
illiteracy, stop child abuse, and pro-
vide prosthetic devices and wheel-
chairs for kids in need. We also do
volunteer consciousness-raising work
for prisoners, so they don’t re-offend.

What you've said reminds me of one of
Yyour success principles, “You have lo say
no lo the good in order to say yes to the
great.” What does that mean?

This idea is based on what is called
the Pareto Principle, the 80/20 rule,
which says that 80 percent of every-
thing we want comes from 20 per-
cent of the things we do. We get 80
percent of our satisfaction from 20

percent of our friends, we get 80 per-
cent of our payoff from 20 percent of
our activities, 80 percent of accidents
are created by 20 percent of drivers.
In other words, many of our activities
are nonproductive. The more we can
prune those things away the more
space we have for what we love. A
friend of mine writes in his book, we
must have “say-no-to lists.” For exam-
ple, “I'm not going to open joke e-
mails,” or “I'm not going to deal with
certain client questions that can be
answered by my staff.”

One statistic I saw recently stated
that 50 percent of Americans don’t
like their jobs. When you feel dissat-
isfied, resentful, or envious because
“they have it and I want it,” that’s a
sign there’s something you want that
you're not willing to risk creating.
Many people are afraid to take the
risk. Life’s already a risk. Every
morning you get up is a risk. Why
not say, “no” to the job that provides
you with an income, but isn’t provid-
ing passion and fulfillment, so you
can say “yes” to something better.
I've seen hundreds of people who in
retirement finally feel free to do
what they really want and end up
making ten times more money than
at the job they left.

Right now, for example, I have a
great life and I've always wanted to
impact the world on a much bigger
level than I am currently. ’'m being
courted by Fox television to do my

DECEMBER 2005 Scienceof Mind 23




SANDELLA

Once you take action, you must be open to feedback; if you're

taking the wrong action and it’s not working, you have to adjust.

own talk show. Although I don’t know
if it will come to fruition, if it did, I
would have to say “no” to my speaking
schedule, my books, and my ability to
go grocery shopping without being
recognized. On the other hand, I
would have the opportunity to affect
millions of lives every day. It would
allow me a platform for doing even
greater philanthropic work.

What is the one most important thing
someone can do today to foster personal
success?

The one thing is actually a system.
It’s like opening a combination lock.
You have to have all the numbers to
the combination. If there are four
numbers on that lock, but you only
have two, you're not going to open
that lock. If you've got all four but
you've got them in the wrong order,
the lock’s still not going to open.
Basically, you must have a system of
interlocking principles and strategies
carried out in some kind of orderly
fashion to produce extraordinary suc-
cess. The most important ones are
clarity of purpose, vision, and goals.

Next, you must learn how to
enroll other people into supporting
your vision. Build the needed com-
munication skills or team up with
someone who has them. Then take
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action. Many people know what they
want, but are afraid to act. If fear is
stopping you, then you must learn
how to overcome fear. If negative
beliefs are stopping you, you have to
change those beliefs. The Science of
Mind principles and my success prin-
ciples really come into play here,
because they teach how to do this.
Once you take action, you must be
open to feedback; if you're taking the
wrong action and it’s not working,
you have to adjust. After that, you
must persevere. Most people give up
too soon. One hundred forty-four
publishers rejected the Chicken Soup
book, but the one hundred forty-fifth
publisher said, “yes.” If we’d given up
after seventy attempts and said, “This
is too hard, no body wants it,” we
wouldn’t have a bestselling series.

Seek out those who have already
done what you want to do and find
out what the steps are. If you want to
open a beauty salon and don’t know
how to begin, find people who have a
beauty salon and ask how they got
their start. Buy a book on it, listen to
a set of tapes on it, and interview
someone who has been there. If you
do all those things, generally that’s
enough to initiate some major move-
ment toward getting what you want
in life. ®




