SUCCESS IS A HABIT AND A J0URNEY 

DEVELOPING THE SUCCESS HABIT

       You have learned that self-confidence is built on a series of smail successes and each success opens the road to a new and rewarding experience resulting in a more positive self-image. Self-confidence and a positive self-image are important contributors to the.acquiring of the success habit. Let us take a closer look at the characteristics leading to the habit of success. 

       One of the most significant things that will take place is that you will begin to notice a change. At first you will notice new ideas coming to you and you will become receptive to the change. What you are really experiencing is seif-realization, or more specifically, selfacceptance. This is probably one of the most rewarding periods of adjustment when you attain the feeling of success. •Vhat you have actually done is given up some bad habits or discarded a good share of your faulty thinking. This whole area of attitude development could further be illustrated by the analogy of the individual that has given up smoking. The individual that no longer smokes becomes more aware of the taste and smell of foods that have previously been dulled by his smoking habit. 

       We develop habits that dull our sensitivity to new ideas, to the needs of others and to our own personal needs. The change that we see and feel in ourselves could best be described as awareness, or better still, an awakening of our sensitivities. At this point it becomes apparent that the success habit is developed and cultivated through your conscious effort. It is the end result of your positive planning and attainment of your goals. 

       Some people have difficulty recognizing their progress in the area of self development until they take a serious look at themselves. In the case of one individual it was necessary for his wife to point out some of the improvements he had made in his quest for self improvement. 

  This is the way self improvement takes place if it is natural and gradual. 

  In the case of this person he became aware that he knew and liked more people. In addition he became more involved in his community and was promoted in his job. When he probed deeper into his living pattems he became aware that he was smoking less and the pains in his stomach were gone. The changes that were pointed out to this man is the beginning of self realization which is important in developing the success habit. 

          The above illustration exhibits the importance of team work in the family unit for recogn•irlg development and how gradual and natural it can be. Your experience in self-realization may come as it did to one of our former graduates named Tenry. 

          Teny belonged to an unusually enthusiastic class while attending residence school. He regarded the progress of his classmates as superior and himself as a rather reserved individual. It was a struggle to keep him enthused and attending class. With hesitating and stumbling steps he plodded his way through the course and graduation. About two years after he had graduated he appeared in the placement office a noticeably different person. He had finally decided to give sales a try. He related that after graduation he realized that he wasn't just like his classmates but he also found that he liked his job better, he had started to feel better about himself in general and the future was bright and hopeful. 

 What he had recognized in himself was that he grew differently and at a different rate than his classmates. 

          Many people fail to recognize this important fact that all people do not grow or learn at the same rate. The important fact is that with application of the principles of positive growth we will all grow and will continue to grow at our own rate of deve!opment. 

         SVhen given proper direction and the right encouragement a person can develop far beyond his wildest expectations. Attainments that 

become noticeable to the individual are feelings of self-confidence, self-esteem, or more specifically RESPECT OF ONESELF. 

           Selfconfidence seems to be the most sought after quality among all professional fields. Just what is self-confidence? How do we know when we have self-confidence? Why do you need it? 

THE WHAT, HOW AND WHY OF SELF-CONFIDENCE

           Self-confidence was defined by one professional salesman in this way: "A total committment to the knowledge and abilities that you POSSeSS.••• 

           By definition, the possibility of doubt, fear, indecision, or the greatest crippler of mankind, failure, does not exist. This could be considered the ultimate in confidence in self. Self confidence is also connected with great feats of courage such as the landing of Astronauts on the Moon. When asked if they had any fears regarding the Moon landing, the answer was, "No, we were confident of our training and preparation and felt ready for any eventuality." Thev indicated they had no fears, but were anxious to be on their way to one of man's greatest adventures in space. 

          How do we know when we have self-confidence? The simplest and most basic answer wouid be: When you have the ability to face any situation and you know that you have the ability to handle it regardless of the obvious difficulty. 

          To illustrate the realization of self-confidence, a young saiesman named Roger was confronted with a prospect who had a reputation for being an extremeiy "tough" customer. Roger was aware of the challenge and was confident that his product could fill an important function in this man's company. Because of his strong belief in both his product and himself, Roger accepted the challenge and delivered a brilliant sales 

prt3sentation. The would-be tough customer was impressed with Roger's knowledge and command of the situation. Roger's self confidence resulted in a sale of over $100,000. Roger's success was perpetuated on successive calls. Self-con6dence was achieved through Roger's faith and sincere belief in himself, his product and the needs which his product filled. 

           Why do we need self-confidence? No matter what our self-image or direction, people have a need to feel accepted. Feelings of adequacy are paramont in the enhancement of self-confidence. People tend to look up to the confident individual and have confidence in them. For example, our elected officials are jimply an estension of our confidence in them. 

  l\'e need confidence in ourselves to daily communicate with our fellow workers, our customers, our employers a•d our loved ones. Confidence in this case reinforces the feeling that you are doing the right thing at 

  the right time. 

           Success is a combination of many things. Just as self-confidence plays an important role in achieving success so does the right attitude. 

  The right attitude for the professional salesman is an optimistic one. 

 Being optimistic in the field of sales is a must. The optimistic individual is the person people like to be around. He seems to like everyone and he radiates good feeling and love for his fellow man. One such professional related that the reason for his success in the insurance business was that he loved his clients to death. Peopie bought from him because he really cared about them. He is one of the most optimistic and well liked people in his profession. He is optimistic in his faith in people and enjoys helping them. At the same time he is helping himself by eaming a more than substantial living. 

           The opposite side of the coin is the extreme pessimist. He is totally incapable of loving his fellow man because he first of all doesn't love himself. He is suspicious and uncooperative with his fellow workers and is probably known as the company complainer. This individual is apathetic in his relationship with others. Continuation of his prophecy of dcom is poison to the atmosphere of any companv. If for an instant 

you recognize any of these characteristics in your personality, you may have an insight into the reason for any inconsistency in your achievement 

     of success. 

             The loss of direction can cause a negative attitude of pessimism. If this has occured in your sales career, new goals can be established and you will be back on the right track. The salesman that recognizes problems in his customer and takes action to effect a cure is showing 

     proper concem. 

         Concern could best be defined as the sincere expression of feeling for others. It is the ability to respond to the needs of people and extend to them the charity that you •eel for yourself. In order to have concern for others you must have respect, esteem, charity, and above all love for yourself. 

              Upon entering the Army the young military novice is subjected to many lectures conceming what his conduct tviil be as a representative of the United States Armed Forces. One particular lecture was given by a 

     Battalion Chapiin. As his major point he stated, "If you want to get along in the Army gentlemen, you must maintain your sense of humor.'' 

     He was right, and he was right for civilian life as well. Too many
 

      people take themselves too seriously and have great difficulty seeing the 

      humor in life because of their total preoccupation with self. The key 

      would be to involve yourself outside of your present realm of 

      knowledge and expand your area of concem. 

               With a good sense of humor and real concern for others, we can 

      develop a good sense of direction. In the establishment of a worthwhile 

      life it is important to know where you are going. It is not necessary to 

      be totally planned but a general description of the direction you are 

      heading is important. Somehow with a direction in mind and some of the basic steps before you, the rest will fall into place as you take your 

      journey in forming the habit of success. 

