
Learning to believe in yourself
Last week, we talked a bit about the positive effects of being a "can do" kind of
person -- one who never lets anything stop them, no matter what -- and the
dangers of having a negative attitude.

Often, the reason why people choose a "can't do" attitude over a positive choice
is that they don't really believe in themselves.

This week, we're going to deal with how to develop the ability to believe in
yourself.

It's perhaps the most difficult thing that many of us learn. Some of us will struggle
with it each day of our lives. Others of us will never have a problem with it -- we
believe "right out of the box."

One way or the other, wherever you may find yourself, it's something that can be
learned, with a few techniques, and a lot of practice.

We'll hammer those techniques out into a few "rules" to follow:

Rule number one: Never speak badly of yourself, even in jest.
Some of us will have problems with this rule. We have what is called a "self-
deprecating" style of humor. We cut ourselves down in order to make people like
us.

Each time we use that style of humor, we cut ourselves down in our own eyes --
and sometimes, we weaken others' view of us as well. Choose to speak well of
yourself; or if you're too modest to try that, at least don't cut yourself down.

Rule number two: Don't attack what you do.
If you don't like what you're doing, then change it -- but don't attack it. Many
people subconsciously judge themselves by what they do professionally. When
you cut that down, you attack yourself as well -- heaven knows, only a useless
person would do what you do, right? Make a decision right this instant -- do not
attack what you do. Change it if it needs it, choose a different path if you must.
Analyze where you can do better, and resolve to become better, smarter, and
contribute more. Don't attack what you do, or you'll attack yourself as well.

Rule number three: Use positive words and phrases.
"He's a customer, not a moron." When you change your terminology, your
approach to people, and yourself, changes. Refer to your problems as
challenges, your difficulties as growth experiences. Sure, it's corny, but it works.
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Rule number four: Look for the potential upsides.
For each person who "bails out of a money-losing stock," there's another person
who buys a "bargain."  Professional investors know that the best time to buy is
when stocks are temporarily low; they'll most likely go back up, and the price will
rebound as well. These savvy investors count on the pessimists who dump the
stock when it's low.

In a similar way, people give up hope altogether too soon. Life is cyclical, and
today's downturn is tomorrow's opportunity.

Learn to look for the "silver lining potentials" in each "dark cloud" that comes your
way. Learn to look for the positive, and you'll find it. Learn to see the opportunity,
and you'll start to find it, everywhere you look.

Rule number five: Trust your instincts.

When you get "down and out," it's easy to look for cure-alls -- but often the
solution to your problems is deep within you. Most of us have an "instinct" when
something is right or wrong for us. We call it our "gut-level" feeling. Learning to
"trust your gut" is something that will help build up our self-esteem.

Earl Nightingale taught that this "gut feeling" was essentially your mind weighing
all of its experience, learning, and observations, and coming up with a conclusion
-- usually without us ever being conscious of it.

Trust your instincts, and you'll learn to trust yourself more.

Rule number six: Trust your loved ones.
If your wife or husband is telling you you're good at something, why discount it?
Many of us will take the advice of total strangers, and yet ignore the impressions
of the people who know us best. Trust those people who care about you.  Sure,
they're biased, but that doesn't mean they're not right.

Rule number seven: Learn to make your voice heard.
You wouldn't really think this belongs here, but it does. As long as you consider
yourself a "voice crying in the wilderness," you're going to discount your
contributions. Learn to "play the games," in order to make your voice heard. You
may need to have a co-worker show you how it's done.

Rule number eight: Never cast yourself as a victim.
People feel sorry for victims -- and that's something you can't afford. You want to
ensure you're seen as a contributor -- as someone who can "take all they can
dish out." Most of all, you need to ensure you don't see yourself as a victim --
you'll lose all respect for yourself.



Rule number nine: Learn constantly, and never shy away from change.
Why is this rule here? Well, if you're just full of old information, you're not going to
be able to apply some of the other rules effectively. Constantly re-inventing
yourself through learning and training is dramatically important in today's day and
age.

Rule number ten: Remember you're in charge.
You're the cause behind your growth, or your lack of growth. Remember you
have the ability to make yourself better, or worse. Remember you're in charge.

These ten simple rules can help each of us develop a better self-image, more
self respect, and a better belief in our own abilities. Each of them is a little bit
challenging, but each of us has innately within us the ability to rise to any
challenge we deem important.

Believe in yourself.
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