
Moving on
As a teenager of about 15 years old, I recall sitting in a church youth group
meeting, and listening to a local woman tell the story of how the Western United
States was settled.

About all I remember about her was she considered herself an actress, she wore
too much makeup, and she kept using the phrase "Move On," said in a dramatic
voice, of course, to illustrate how the western pioneers would go across the
plains, stopping each night, and then "moving on."

Every time I hear the phrase, "Move On," I can't help but hear it in her distinctive,
over-dramatized voice -- and yet it's an important phrase to remember.

A recent article in The Wall Street Journal about the conglomerate "GKN"
chronicled the number of changes the company has made. Sir David Lees, who
has been chairman of the company since 1988, talked about how the company
has faced unsuccessful business ventures: it quits them. "You're sentencing
yourself to death if you don't move on," he told the Journal.

This quote easily combines with another article I cut out some days later. In this
case, the speaker was Mikhail Gorbachev, former premier of the now-defunct
Soviet Union. Talking to reporters about the now-fallen Berlin Wall, Gorbachev
told them, "Dangers await only those who do not react to life."

Put these two excellent statements together, and what do you have? A recipe for
(turn on dramatic voice) moving on. (dramatic voice off).

So many of us remain mired in the past or the present, stuck in whatever
quagmire we've gotten ourselves into. It may be something we did 20 years ago;
it may be something we should have done 20 years ago. It may be some
situation we're in right now. It really doesn't matter. We should move on from
those areas that don't work right.

If you're reading this, please be assured that I'm not suggesting you should go
out and divorce your spouse. I'm not suggesting you should get life-altering
surgery. I am suggesting that you put your demons behind you, stop messing
around, and get on with the living you should be doing.

All of us have demons of one sort or another deep within us -- at times, those
demons paralyze us with inaction, fright, or indecision. Most of the time, our
personal demons are made up of fears and regrets that have long since passed
by the wayside.
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To many of us, we allow our current happiness to be eclipsed by the regrets of
yesteryear. We allow our future growth to be stymied by the poor decisions of the
past.

Each day is a new beginning -- a new chance to start afresh and put our
mistakes behind us. With each dawn, a new chance grows. With each night, our
deeds of that day are wiped away.

Moving on is good for the soul. Many of us spend life feeling as if we're
imprisoned, as was Ebenezer Scrooge's partner Jacob Marley, in the chains we
forged in life. In reality, the "chains" of past and present fall away as we move on.
We find that the chains were easily broken -- our imprisonment is easily
overcome. The doors to the future swing open for the person who knows where
he or she is going, and is not bound by the chains and fetters of the past.

For altogether too many of us, "moving on" is something we avoid at all costs --
and yet it's essential for us to move to a greater position in life.

As Sir David Lees said, we sentence ourselves to death -- emotional and spiritual
death -- if we refuse to move on to the better future that can await us.

Maybe "move on" should be said with dramatic effect -- it can have extremely
dramatic results.  After all, where would the American West be today if the
pioneers had refused to "move on?"
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