
You can defeat "I Can't"
The words we habitually use in our daily life have more of an effect than you
might think.

I'm certain most of you already know this, but  simply by choosing different words
and phrases, we can remake our life and our moods.

For example, we can choose to look on a situation as a "challenge" or a "project,"
instead of a "problem." Choose one of the two positive words, and our problems
suddenly become more manageable, and they take on a whole new, more
positive, meaning.

In the same way, customers are "quality-conscious," not "picky," and your spouse
is "particular," not "stubborn" or "mulish." (Definitely not mulish)!

I was talking with an associate one day, and she was down on herself. "I'm too
much of a perfectionist," she said. "You're quality-conscious," I replied. "You're
looking at this virtue from the wrong side of the tracks."

Many of us do similar things. We choose to look at our lives as problem-strewn,
not full of possibilities. Like my associate, we look at the events in our lives from
the wrong side, and by so labeling them, actually squeeze all the life out of the
opportunities that arise.

Many of the words and phrases that we use have unforeseen effects in our lives.
Studies tell us that the "subconscious" part of our brain listens to the labels that
are applied to us. It then uses those labels as filters to view our self-image.

This knowledge helps us to understand how simple negative words and phrases
can impact our lives in massive, unforeseen ways.  When we fall into the
"negative" phrasing trap, we bring all sorts of problems into our lives.

Of all the negative phrases that we might choose to use in our lives, however,
there is one that rules above all others -- the simple phrase "I can't."

We usually get into using "I can't" as a defense mechanism. As an example,
when I was a child, I was never very good at playing softball. I'm sure it was just
because I had never taken the time and energy to become good at it -- but other
boys in my school had expended the time to develop a good swing, or had
worked on building up their catching and throwing skills. It left me a bit behind the
others -- and as a defense mechanism, I decided "I can't" play softball.
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Heaven knows, I'm still not much good at it -- but pretty soon, I learned that I
"couldn't do" other sports, either. Pretty soon, I was saying "I can't do that,"
whenever any new challenge came along. As a child, that started me down the
road to where "I can't" became my watchword -- until I straightened myself out.

The big problem with "I can't" is that we really don't know what we're capable of.
Our assessment that something "can't be done" is rarely accurate -- and other
people will set out to prove that our assessment is wrong.

Fifty years ago, men said we would "never get to the moon." They were wrong.
Others said the "Iron Curtain will never fall." They were wrong, too. Time and
time again, ordinarily people set about attempting to accomplish the "impossible,"
and, through their efforts, make the "impossible" possible.

When you learned how to walk, you couldn't do it right off the bat. You fell, and
got up, and fell again, and got up, and fell again, and got up. I've watched babies
learning how to walk -- and from the expression on their faces, many of them are
convinced that it's "simply impossible."

The key in learning how to walk, however, is not in the falling -- it's in getting up
after you've fallen, and trying again.

When we make "I can't" our watchword, we choose to stay down when we fall.
We choose to become a victim. We choose to self-limit our life, and as a result,
we limit our future. "I can't" becomes a cancer that takes over our being.

A reader sent in a story last week that is particularly useful here, but the
terminology takes some explaining for our international readers.

In the United States, we refer to a hole in a roadway as a "pothole" or a
"chuckhole." I believe other countries use other terminology for it.

With that in mind, this reader explained that a small pothole appeared in the
roadway in front of their home. At the time the hole first appeared, a simple daub
of asphalt could have repaired it -- but as time went on, more and more cars went
over the pothole, breaking it a little bit bigger each time. The rains came, and
more and more water came in contact with the hole. The rain would hide the hole
from the drivers, and more drivers would hit it, making the pothole bigger and
bigger.

Before long, the hole was massive, and cars avoided it. A simple encounter with
such a hole would easily send an automobile to the shop for repairs.

Careless use of "I can't," and other defeatist language, is like this hole. At first, it
causes minimal damage, but the more we come in contact with the "I can't"



pothole, the bigger it becomes. Soon, the hole we have caused in our self-
esteem is larger, and we have done major damage.

The truth is that we never know what is possible until we've gone beyond it.

Sure, there are going to be some things that you don't do very well. It's part of
adulthood to recognize areas where we might be weak, and choose to either fix
those weak areas, or concentrate on our strengths. There are going to be other
things that you're physically incapable of doing -- no man is going to give birth to
a baby, for example; he just isn't physically capable of it. Those natural limits are
always going to be there -- but they aren't limits that will negatively impact our
lives.

What I'm referring to is an attitude -- the "I can't" attitude. The more you say "I
can't do that," the more you cut yourself out of life.

I bet you know people in your office that "can't" do anything. Perhaps you have a
friend who "can't" help others, or an acquaintance who "can't" manage his
money. Maybe you have a family member who "can't" stop drinking, or a boss
who "can't" stop belittling her employees. Perhaps you know someone who
"can't" call a customer, or another who "can't" get to work on time. I know people
who "can't" stop eating chocolate (I'm one of them).

The truth is that all of these "can'ts" aren't "can'ts" at all. They're just plain
"won'ts."

Face it -- we live in a society where victims seem to get all the press. When we
start to whine a lot, saying, "I can't do that," we pour ourselves into the "victim"
mold. We expect the people around us to take a look, and say "poor baby."

I've said it before, but I'm repeating it here -- when you were learning to walk,
your mother didn't say: "Oh, poor baby -- you fell down. You must just not be
made to walk. Just stop trying, and I'll carry you around for the rest of my life."
No...she picked you up, patted you on the behind, and you tried to walk again.
She actively encouraged you to learn. She told you that you could do it. She
helped you turn a defeat into a triumph. Never again did you think "I can't walk --
I just can't do it."

Contrast this triumph with the sounds you hear every day: "Oh -- I can't do that."
"I was never good at that." "I don't know how to do that." "It's not in my job
description." "It's not the way we do it around here."

When you choose to say, "I can't," you make a self-fulfilling prophecy.

If you say "I can't" enough, then pretty soon you're right. You can't do it. Soon,
you'll find you can't do anything.



Henry Ford said it best: "Whether you think you can or
    Whether you think you can't, you are right"

Yes, the words we use do make a difference. They dictate the thoughts we
choose, the future we see, and the opportunities we accept.

"Change your thoughts, and you change your world," said the esteemed author
and minister, Norman Vincent Peale. Choose "I can," and all of a sudden, you'll
find your thoughts are positive, your life unfettered. Choose "I can't," and you'll be
a helpless victim for the rest of your life.
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