
Overcoming the fears that stop
your progress
Over the last few weeks, we've been talking a bit about those things that stand in
the way of our ultimate progression and happiness, success and growth.

Oddly enough, one of the biggest stumbling blocks is a reflex we naturally
possess, which under the best of circumstances will save our life -- and under the
worst of circumstances, may actually help end it.

That stumbling block is fear.

Fear is a natural response to a usually unseen foe.

When confronting dangerous situations, fear often works to our advantage. It
keeps us from doing really stupid things, and it helps us moderate the stupid
things that we eventually decide to do.

Fear our body's response to something it thinks will harm it. Sometimes, it's
rational, sometimes it's irrational, sometimes, it's even psycho. One way or the
other, it's something we have to learn to deal with, especially when there's a lot
of change in the air.

What are you afraid of?

Most people have one or two fears, lurking around in the back of their minds.

For example, did you know that more people are afraid of public speaking than
they are of death? Given a choice, they may choose to be hit over the head with
a microphone, rather than have to stand before that same microphone to give a
speech.

Others are afraid of dogs, spiders, lizards, lightning, small children, bees, people
of another color or background, heights, open spaces, closed spaces, groups,
loneliness, roller coasters, falling and mother-in-laws.

Fact of the matter is, most fears don't help people -- they paralyze them. Even
ones that have beneficial side effects are more likely to harm than help.
Therefore, it's important to get a grasp on what you're afraid of -- and put it
behind you on your road to success.
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We're not going to fix everyone's fears today, but we're going to look at some of
the fears that may be standing in your way, and what to do about them.

1. Fear of Failure.  This pervasive fear is one shared by many people.

It appears, at first blush, this would be a good fear to have. If you're afraid of
failure, you're going to succeed, right?

Wrong! Too often, people who are afraid of failure never do anything at all. Chief
among the paralyzing fears, the Failure Fear stops people right in their tracks.
Few who have this fear ever take the first step toward success.

Why is this fear so damaging? Why is it so paralyzing?

People with the Failure Fear quickly learn it's easy to slide along without taking
that first important step. Plagued by thoughts such as "It'll never work out" and "I
can't do that," FF'ers choose inaction, rather than taking a chance on their future.
They go by the motto, "If I never try, I can never fail." Unfortunately for the
FF'ers, choosing to never try is choosing to fail, right out of the box. Sure, you
may fail when you try something new -- but then you didn't learn how to walk by
staying in that crib all of your life.

"Behold the turtle," the old adage goes, "He never gets anywhere unless he
sticks his neck out." In this case, we should all be turtles.

Like most fear-holders, FF'ers can learn to deal with this fear by forcing
themselves to take action. A task list is a good method to use. Form a task list,
put the feared action at the top of the list, and resolve to take the first step before
moving onto anything else.

If you're a leader, you will likely find that FF'ers will make good followers, but
poor instigators. They'll do all right, as long as their butt isn't on the line. With
training and enough success, though, FF'ers often turn around, and start to
believe in their abilities. It can take a lot of work, hand-holding, and caring -- but if
they're turned around, they can become successful -- and they're usually loyal
workers in the meantime, if you can afford the time to help them out.

2. Fear of Success.
You wouldn't think that people would have this fear, but it's a common one, as
well. Like many fears, including the Failure Fear, Success Fear seems to have
its root in a poor self-image. In fact, it's likely that a poor self-image is more at the
root of this fear than any other. SF'ers may actually contribute a lot of good to a
company. They're usually able to start doing something -- but rarely finish it.
SF'ers will get part way through a project, and seemingly lose interest in it -- but



what they're afraid of is the "end game," and they're secretly afraid they won't
measure up.

SF'ers have good ideas, but they have poor follow-through.

If you're a leader, you can use them well as instigators and "Idea People." Give
the actual follow-through to someone else, with a bit of oversight by the SF'er
himself. When the idea proves successful, many of these fearholders will learn to
trust more in themselves -- they need the rush that comes with external praise
and motivation. Soon, they will develop a core competency in their areas of
expertise.

If you're the SF'er, you have to learn to treat yourself like a leader would. Realize
that you've got a slight challenge here, and then when it manifests itself, learn to
deal with it. Breaking a project into smaller parts may help. You might be able to
get through the smaller parts, without having your fear response kick in.

Few people have an overall SF for all areas of their life. If you're the SF'er, then
work in areas you feel comfortable in -- or learn to leverage off those areas to
develop new competencies in other areas. Once you know you're good, you'll be
more prone to choose to succeed. You depend on external motivation -- so ask
opinions of friends, customers, and co-workers from time-to-time during the
timeline of your project or goal. If you're doing a good job, they'll tell you, and that
motivation will help you continue to your successful outcome. (Just don't keep
bothering them too much.)

3. Fear of the Unknown
UF'ers are our most recognizable fear in our little discussion here -- and it
bothers most of us to some extent. Change is difficult for most of us to take --
and the more radical the change, the harder it may be to accept.

Still, when you get right down to it, change is inevitable -- and the future is always
unknown. Heck, the past was unknown until you lived through it. Today's status
quo was yesterday's "change."

Life is change and Change is not necessarily bad. Most changes eventually
work out to be for the better -- even when they appear to be bad on the face of it.

UF'ers are the ones who have problems traveling at night, because they can't
see that far ahead of the car's headlights. They worry about every dark alley,
every strange face, and every odd sound -- but most of all, they worry about
changes.

UF'ers are usually all right with the change, after it's been implemented. They
often become its most ardent supporters. They are inherently supporters of the



status quo -- and since once a change has been implemented, it become the
status quo, as a leader, UF'ers are your friend. They require a bit of handholding
over the hump, but beyond that, they rarely need any help at all.

If you're a UF'er, just keep telling yourself that "it'll be all right." If it's not, and
your worst fears are realized -- well, at least you were prepared. You can't say
that for the other people on this list. If things get worse, you can always try
something else -- and it may be just what you're looking for.

4. Fear of Confrontation. This fear could also be known as "Fear of
embarrassment," because they're two sides of the same coin. This fear is the
bane of salespeople, politicians, and reluctant fund raisers.

CF'ers who are salespeople will spend a lot of time talking to the customer, but
never ask him/her to buy. They will happily golf and schmooze, but never actually
say "Jim, I'd like to get your business -- how about it?"

CF'ers are the politicians who hate to ask for money or for votes (unfortunately,
there aren't that many of them who get elected). They apologize when they ask
for funds for a worthy cause -- even when the cause needn't apologize.

There are two neat ways to deal with this problem for you CF'ers out there.

The first involves looking on the process as a game. When the object is to win a
game, gamers often do things that are otherwise out of character. Mild-mannered
accountants suddenly become raving, competitive fireballs, when they are in a
racquetball game. Housewives suddenly turn into plutocrats when they play
Monopoly. Truck drivers become strategists when they watch or play football.

Gaming is a useful solution when change is in the air. If a leader or a CFer can
turn it into a game, it often makes change an invigorating experience, instead of
a potentially debilitating one.

Our second method for CFers among us is the Actor approach.
If you just can't deal with closing the sale, look around you at someone who can
do it. Mimic their techniques. Model your approach after them. Perhaps ask to go
on sales calls with them. When the time comes for you to close that sale, pretend
you are them -- pick one of their physical quirks, for example, and mimic it (as
long as it's not too bizarre) for just a second. A second is usually all you need to
throw that mental switch and "become" them.

It's silly to think about it when you first consider it, but for many of us, choosing to
emulate someone else through the Actor approach is a useful method to learn
how to defeat your CF-ness. Tony Robbins, for example, calls this approach



"modeling" and uses it extensively in his life-changing seminars. It's a very useful
method, and can streamline your growth in this area.

Fear is not our friend -- not now, not ever -- but neither is it anything to be
"afraid" of. We can put our fears behind us, simply and easily.

As Ralph Waldo Emerson said: "Do the thing you fear, and the death of fear
is certain."
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