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Becoming a Leader 
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�  The Big Idea                    
 
Ninety-five people out of every hundred are far 
greater than they realize. Most people, therefore, 
have great abilities – indeed, genius – within them 
that they don’t even realize they possess. Why, then, 
can’t most people recognize their innate skills and 
talents and qualities, let alone use these abilities to 
get ahead?  
 
It’s well-known that ability and conscious effort alone 
aren’t enough to get a man ahead in life. Something 
else is needed – which is why not everybody who 
strives becomes successful at what he or she wants 
to do. 
 
We need to learn to develop each and every one of 
our faculties as Nature intended us to do, in order to 
be successful. 
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Why You Need This Book 
This inspiring book contains principles to help anyone develop their inner 
potential and accomplish far greater things than they ever thought possible, 
through teaching its readers the Science of Leadership in business, professional, 
or social life.  
 
This book will help you create the opportunities you want, develop your mental 
powers, gain control over others, and get other people to help you achieve. 
 
 
 

Creating the Opportunity You Want 
A well-known magazine once featured a wealthy manufacturer who made this 
startling statement: "I know of lots of things that are easy to do, but the easiest of 
all is to become rich." In only nine years, he had leapt from obscurity into a 
position of national importance.  
 
This man seemed to have unusual powers. He was successful at just about 
everything he tried his hand at. In the course of the interview mentioned above, 
he was asked about his secret of acquiring wealth; in response, he picked up a 
pencil and a sheet of paper and drew a chart, entitled ‘Personal Achievement and 
the Accumulation of Wealth’ to illustrate this. 
 
The contents of the chart he drew can be summed up as follows: 
 

Principle 1 : Think – first get an idea, and then fasten the idea to an object. 
 
Principle 2 : Know – know all about the object; make a definite plan of 
action; adapt it to meet new conditions which may arise; make sure you 
know people, because all success is won with, through, or by people. 
 
Principle 3 : Act – act on only one thing at a time, concentrating on the 
immediate job before you; drive it through 
 
Principle 4 : “Futurise” – your opportunities are limited only by your range 
of action, so broaden your outlook; develop your mental powers to the 
fullest 
 
And the basic principle is that every thought you t hink and every 
move you make must be done with the fixed determina tion to win. 
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THE KNACK OF GETTING WINNING IDEAS 
Developing winning ideas isn’t as tough as you might think. Here are some 
simple steps to help you do so: 
 

1. Figure out how you can render a genuine service to the person or 
persons connected with the proposition you have in mind.  The 
greater the service, the better. This is not philanthropy; it is sound 
business sense. 

 
2. Thoroughly think your proposition through.  Talk with people who know 

something about it in order to learn more from them and develop your 
ideas further. Dig up facts. Get all your facts and ideas down on paper. 
Study them carefully. Soon you’ll find ideas beginning to come. This 
process is usually slow at first, but it speeds up over time. 

 
3. Consider using the “Flash” method of getting ideas.  This consists of 

determining the kind of idea you need, then making your mind a blank and 
waiting for the idea to dawn on you. 

 
 
Here’s a sample blank chart on which you can record the time it takes you to get 
ideas. This method will help you wonderfully in the development of your idea-
getting powers. You will find that as you proceed you will be able to get ideas 
much quicker than when you first started.  
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Turning Your Ideas into Money 
Even the best idea in the world will never get you anywhere until you put it to 
work. Many people have brilliant ideas stuck in their desks and/or running around 
in their brains which just might make them rich if put into action. But of course, it’s 
not just what you think, but the actions you do based on those thoughts that 
count! 
 
Part and parcel of applying these good ideas is to learn how to persuade other 
people. The subject of persuasion is of course a big one. But stripped of all its 
technicalities and boiled down, it amounts to this: 
 
 

Step 1: Making the Other Man Eager to Listen to You 
 
 
Step 2: Getting Him Interested in Your Proposition 
 
 
Step 3: Overcoming His Objections 
 
 
Step 4: Getting Him to say “Yes” 
 
 
Step 5: Inducing Him to Take the Immediate Action You Want 

 
 
 
On the following page is a chart which will be of great help to you in applying your 
persuasive powers. It’s based on the successful closing of many thousands of 
sales.  
 
This chart covers every fundamental condition which can possibly come up in 
selling, or, more importantly, when you seek to win a man over to your way of 
thinking. 
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HOW TO INFLUENCE EVERYONE YOU MEET 
We start by discussing people’s personality types. Broadly speaking, all human 
beings fall naturally into three distinct types. These are: 
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Type 1: The “Think” Man.  This man lives a mental life. He’s interested 
mainly in thought and ideas on anything and everything. To interest him 
you’ve got to present your proposition from a thought viewpoint. So boil 
down your talk and deal with him on a thought and idea basis. 
 
Type 2: The “Act” Man.  Men of this type are interested in ideas, 
provided these ideas are expressed in terms of action. In dealing with 
these people it would help if you were to hand them a small model of the 
article you are selling. This would give their minds the action it needs to 
generate interest. 
 
Type 3: The “Feel” Man.  They are strong on feeling, although they do 
not necessarily show it. They are sensitive and have rich emotional 
qualities. When a man of this type tells you that a thing is so, you can 
generally rely on it BEING so. 

 
So classify your prospect by type and then act accordingly. 
 
 
MAKING “LUCK” PULL STRONGLY FOR YOU 
Luck is a necessary part of success – yes! But did you ever look at it this way? 

 
 

 
 

LUCK 
 
 

No one ever yet got anything worthwhile without exerting a lot of effort to do so – 
and keeping after it. That’s persistence. Take the “P” of “persistence” and add it 
to “luck” and you have:  
 

 
 
 

PLUCK 
 
 

There you have it! Luck really leads to pluck. One comes from the other.  
 
Keep on working hard and luck will surely come your way. 



 The Secrets of Success 
By W. G. Clifford 

 
 

  
Published by BusinessSummaries, 7891 W Flagler St, # 346 Miami Florida, 33144   @2008 BusinessSummaries. All rights reserved. No 
part of this summary may be reproduced or transmitted in any form or by any means, electronic, photocopying, or otherwise, without prior 
notice of BusinessSummaries.com.        

[ 7 ]

 

Developing Brilliant Mental Powers 
Here are some important points to remember: 
 

·  Develop your mental powers on a physical basis and you 
have a firm foundation which nothing can shake. 

 
·  Develop your sense organs to the highest possible degree of 

efficiency or responsiveness: Strengthen your sense of 
sight, improve your sense of hearing, develop your sense 
of smell, increase your delicacy of taste, and develop 

your fineness of touch.  
 

·  When you come right down to it, all the faculties of the brain can be 
classified under four master-faculties, as follows: PERCEPTION, 
IMAGINATION, DECISION, ACTION. 

 
 
 
 

Getting Other People to Help You Achieve 
 “Always associate with people who know more than you.” This is very easy to 
do, because some people may excel in topics which you are not expert in. 
 
Your future success in any area depends to a large extent upon what you’ve 
done in the past and what you’re doing now. It is possible to make the things you 
are doing now automatically create future success for you.  
 
The way the world is going to treat you will depend upon the way you treat other 
people. “We get back what we give out” is the old adage, and this is something 
that has remained true over the years. 

 
Here’s a note regarding attitudes and the importance of positivism. Get close to 
the man who is regularly positive and constructive. He will go far in the world and 
will carry you along with him. The negative man – keep away from him. He’s 
headed for certain failure and if you associate with him, he’s going to drag you 
down with him.  
 
Be continually on guard yourself and see to it that whatever you think, say and do 
is always positive, helpful, and constructive. 
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The Secret of Control Over Others 
 
CONTROLLING OTHERS BY PERSUASION 
Your success in using this method will depend very largely upon your skill in 
finding the “weak spot” of the individual you are dealing with, and then 
concentrating all your effort on this weak spot. 
 
 
CONTROLLING OTHERS BY STRATEGY 
It’s always wise to avoid arguments whenever possible when influencing people. 
If your man can reason logically, then reason with him. If you know your position 
thoroughly – as you of course must – you will soon be able to win him over to 
your views. 
 
 
CONTROLLING OTHERS BY MENTAL DOMINATION 
This method is applied by “sweeping the other man off his feet.” You work 
yourself up to a high enthusiastic pitch, and then literally swoop down upon the 
person you want to influence. 
 
 
CONTROLLING OTHERS BY “WEARING THEM DOWN” 
Have the person all tangled up and tired out by giving him disconnected facts and 
thoughts. When he tires, drive home some points and solid facts about your 
proposition, and try to push him to a decision.  
 
 
SAFEGUARDING YOURSELF AGAINST THE CONTROL OF OTHERS  
If you keep your will right on the job of controlling your faculties – which is what it 
is supposed to do – no one in the world can influence you in the slightest.  
 
 
Practice of the methods described will speedily give you POISE and CONTROL 
under all conditions – in other men’s surroundings as well as in your own. 
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The Master Mind in Action 
In getting anything done, the hardest thing is always to start. More men fail 
through their inability to start ventures than through inability to finish them. That is 
why initiative brings such big rewards. 
 
Be your own natural self at all times. Get your mind focused on the thing you are 
doing or saying. Throw off all restraints and inhibitions; “let yourself go”. 
 
The only way to get anything done, to do it quickly and well, is to concentrate 
upon it and drive it through. You cannot successfully divide your thought. You’ve 
got to do one thing at a time. 
 
You CAN do it if you WILL! 
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