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lems or setbacks occur, they 
don’t waste time complaining and they 
don’t dwell on the past or on what they’ve 
lost. Instead they focus their energies on 
getting things to turn out as well as possi-
ble. They don’t get mad at the world for not 
treating them better, but they do have an 
extensive menu of activities they can 
choose from, depending on the situation.  
   Did you know that successful people are 
option-thinkers instead of black-and-white, 
either/or, one-way kinds of people? They 
believe that they are the ones who are ulti-
mately in charge of their own destinies. 
They are stubborn in their refusal to give up 
on themselves or on their vision, persisting 
in spite of every conceivable mishap and 
misfortune, in spite of their own occasional 
bouts of uncertainty and even doubt.  
   They also have a wonderful ability to 
laugh at difficulty, because they know that 
even if they lose everything else, they will 
still have themselves. They can head confi-
dently into the unknown, because they fully 
expect to find a way to make things work 
out.  
   Successful people have a motto: We’re 
not afraid to try because we’re not afraid 
to fail. For us, the only real failure is not try-
ing at all. Failure is only failure if you let it 
cause you to quit. If you choose to let it 
help you, it is information you can learn 
from. Even if things go wrong, even if out-
side influences you can’t control force you 
to adjust your goals or your timetable, even 
if others see you as a failure, they’ll be 
wrong. As long as you are determined to 
learn and grow from your mistakes, to use 
everything that stands in your way as a 
coach/mentor/spouse/parent, you’ll never 
be a failure.  
   Think about the time and energy you 

Are You the Carpenter?  Are You  
Building Your Career?  

What You Make of It… It makes You 
   The other day I was talking 
with some of our salespeople 
about their goals and the im-
portance of holding on to their 
“picture” especially when things 
aren’t going the way they want 

them to go. Sometimes our desire to re-
cruit, train and help our new salesperson 
succeed is stronger than theirs. You see the 
opportunity that is there for the taking, 
they see making you happy and making a 
sale, then a paycheck. All of the entrepre-
neurial talk is still swirling around in their 
heads as they go about their day to day 
attempts to make something happen. We 
sure wish we could give them our first few 
years of struggle so they wouldn’t have to 
endure the bumpy road we traveled. But, it 
doesn’t happen that way… does it?  
   After all my years of study and work, I can 
tell you one thing with the utmost confi-
dence: Everyone likes to think that they 
have what it takes to survive difficulty and 
tough times, but when the chips are down, 
some people definitely do better than oth-
ers. The secret of getting through tough 
times and achieving eventual success is atti-
tude. That’s it, and it’s really not a secret.  
   People who survive and succeed don’t 
have fewer problems than other people. 
They don’t start out with greater brainpow-
er, better looks, exceptionally loving par-
ents or more money, either. As a matter of 
fact, they often start out having to work 
against challenging odds. But, they have 
developed characteristics that allow them 
more options. They have a strong, clear in-
tention to grow and succeed, and to do it in 
good shape. They seem to have a way of 
looking at things, a way of seeing the dia-
monds of opportunity embedded in the 
mountains blocking their path. When prob-
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   What a shock! What a shame! If he had only 
known he was building his own house, he would 
have done it all so differently. Now he would be liv-
ing in the home he had built none too well.  
   So, it is with us. We build our lives in a distracted 
way, reacting rather than acting, willing to put up 
less than the best maybe thinking tomorrow’s the 
day for the A+ performance. At important points, 
we do not give the job our best effort perhaps be-
cause it’s a job, not a career. Then with a shock we 
look at the situation we have created and find that 
we are now living in the house we have built. If we 
had realized that we would have done it differently. 
It just gradually happened… one day became a 
week, then a month, then a year and another year 
and here we are. What have we allowed ourselves 
to get used to?  
   Think of yourself as the carpenter. Think about 
your house. Each day you hammer a nail, place a 
board, or erect a wall. Build wisely. It is the only life 
you will ever build, even if you live it for only one 
day more, that day deserves to be lived graciously 
and with dignity. The plaque on the wall says, "Life 
is a do-it-yourself project." Your life tomorrow will 
be the result of your attitudes and the choices you 
make today.  
   Remember, it’s in your hands.  David 

spend working with the folks you recruit and train… 
how you agonize over the things you’ve become so 
good at, that in the beginning were obstacles you 
never imagined you’d accomplish…then you did. I’m 
reminded of the many conversations with Gene and 
Mark regarding what they felt were a few of the 
special ingredients to a successful career in the mo-
tor club business… and it’s attitude with a strong 
picture of winning big and the ability to overcome 
setbacks. That reminds me of a story about a con-
tractor and his long-time carpenter friend. The el-
derly carpenter was ready to retire. He told his em-
ployer-contractor of his plans to leave the house 
building business and live a more leisurely life with 
his wife visiting children and grandchildren, enjoy-
ing traveling, and getting to his wish list, things he 
never had the time to do.  
   The contractor was sorry to see his good worker 
go and asked if he could build just one more house 
as a personal favor. The carpenter said yes, but in 
time it was easy to see that his heart was not in his 
work. He resorted to shoddy workmanship and 
used inferior materials. It was an unfortunate way 
to end his career.  
   When the carpenter finished his work and the 
contractor came to inspect the house, the contrac-
tor handed the front-door key to the carpenter. 
"This is your house," he said, "my gift to you."  


