
"I Can Do That!"
Of all the thousands words in the English language, Four little ones can make a
whale of a difference.

Those words? "I can do that."

Those four words are the difference between an optimist and a pessimist. The
optimist says "I can do that," and then does it.

The pessimist, meanwhile, has a number of different phrases to use, all of which
say the same thing.

I doubt you'd ever use any of these "Can't Do" phrases, but perhaps you
recognize them from someone in the office. If you recognize them in your own
speech, now's the time to change.

• "That's the way we've always done it."
This powerful little phrase can kill a lot of projects, but nobody is ever sure how.
Can you imagine the mother of a three-year-old saying it about her still-crawling
kid? "Oh, that's the way he's always done it. We don't see a reason why he
needs to walk." How about an automobile company, confronted by foreign
companies with better, cheaper cars: "Oh, we've always made them badly, and
we've made them expensively. I can't see much reason to change." Carry this
phrase to its natural conclusion, and you see that it's just "I can't do that," cached
in terms to make it sound like you respect history.

• "That's not in my job description."
Here is the phrase of the person who spends his entire day watching the clock.
He'll be watching it from that same desk until he's gone, because companies
promote people who contribute more than they're paid for. The person who
stretches a bit, keeps volunteering, and keeps learning is the person a company
values.

• "We've already tried that, and it didn't work."
This phrase is a bit trickier. It's possible that your idea is a bad one -- but it's
more likely that the person who uses it is a "nay-sayer." Just because an idea
was tried ten years ago doesn't mean that it won't work now. Of course, it doesn't
mean it will work, either, but unless you've got a road map of the future, you
might as well give it a shot. Times change, and if the idea is a bad one, it'll soon
become apparent. Most of the time, though, this phrase is used against good
ideas that are only remotely related to what was once tried, and dropped.
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• "That's never going to work."
"Never" is a long, long time. What they mean is "I won't make it work."
History is full of people who cut the "never" out of this phrase, and made
something work.

The truth is -- most of the reasons why things "don't work" is because of people.
If people don't commit to making something work, they're right -- it'll never, ever
work.

Face it -- most offices have a few people who are "can do" sorts, and a bunch of
people who are "can't do" people. An organization succeeds to the extent that the
optimists outweigh the pessimists.

Being a "can do" person is largely a matter of deciding you can do it.

The noted poet Edgar Guest, in his poem "Equipment," says this:

You are the handicap you must face,
You are the one who must choose your place,
You must say where you want to go,
How much you will study the truth to know.

For many of us, we are the major obstacles in our life, or the major facilitators.
We choose to decide if we "can do" or "can't do." We choose whether we will be
the optimist or the pessimist, the contributor or the detractor, the leader or the
ballast.

Choose wisely and become a "can do" kind of person.
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