
 

Do You Want It Enough? 
Some People Will Do Anything, But… 

 
“There are many shortcuts to failure, but there are no shortcuts to true success.”   

-Orrin Woodward 
 
 
A Heavy Question 
I have historically been a very thin person.  I was nicknamed “String Bean” when I was 
a teenager. I could eat anything for years and never gain much weight.  But several years 
ago, I started gaining weight. My wife noticed and started encouraging me to lose weight 
for my health’s sake.  
 
It is hard to change a life-long habit of consuming any sugar or starch and not show it 
when you weigh in the morning.  I am still struggling to change my free eating lifestyle. 
I appreciate Laura’s encouragement, but I know that I won’t change until I am 
uncomfortable with my weight enough to make the sacrifices.   
 
It’s the same with changes that we are hesitant to implement in our habits. We don’t 
change until we want to change, and we don’t want to change until we are uncomfortable 
enough with the way present circumstances are.  
 

“Eighty percent of all choices are based on fear. Most people don't choose what they 
want; they choose what they think is safe.” 

-Dr. Phil McGraw 
 
Dr. Phil also says people don’t change when what they are doing is still “working” for 
them. Why don't you lose weight? Why don't you exercise? Why don't you stop eating 
junk food? Why don’t you quit smoking? Why don’t you put in the effort and changes 
to grow your business?  
 
Because you don't want to put in the effort it easier to play it safe and not work harder 
or smarter. You are satisfied, or someone above you is satisfied with the way things are 



and doesn’t want to either put in the extra effort, OR fears the extra work when things 
change for the better. 
 
Are you afraid of the change that success would bring you?  What if you were having to 
handle more clients? What if you had higher attendance at your meetings? What if you 
had to fly more to do more work? Is it too tough to imagine how your life will change? 
… and it will! 
 
 
Size Doesn’t Matter 
So why don't you improve your sales skills? Why don't you learn new (or refresh old) 
management techniques? Why don't you try something new to revitalize your trade 
association? Because it would be work, and you hate your job when it really comes down 
to it. Either that or you hate the effort and time it would take to do the job BETTER. 
 
I have spoken in both North and South Dakota many times.  The majority of associations 
in these less populated states have great leadership and bring in the best speakers. They 
pay top dollar because they want a value for their people’s hard-earned money.   
 
Remember, these are sparsely populated states, so the base is small. However, there are 
states where the same organizations in those states can’t get more than a few people 
together to show up to a meeting. What’s the difference?  It goes to one word: 
Leadership.   
 
I remember one executive director I spoke with over several years. Every time we spoke, 
he would tell me he wasn’t sure if the organization would be in business another three 
months.  I used to call him just to feel better about myself when I was down. Today his 
organization is thriving. Do you know what they did? They replaced him for a can-do 
executive to lead them to greater things. Today they are a strong organization with a 
positive outlook. 
 
Why are some associations run like a well-oiled machine in states with small populations, 
but put on great programs and have strong organizations?  Meanwhile others in larger 
states with a hundred times the population can't get anyone to participate in their 
functions? 
 

“The speed of the leader determines the rate of the pack.”  
-Ralph Waldo Emerson 

 
Your leadership determines the attendance. Your leadership determines the participation. 
Your leadership determines the pace. Your leadership determines the results and 
outcomes. Leaders who want to do the least and have the least influence have the worst 
participation, pace, results and outcomes.  
 
 



Your organization either has leadership that wants to do the job right or leadership that 
doesn't want to make waves and get out of their comfort zone to do the hard tasks. Be the 
one who sets the pace for everyone in your organization. Show people how to get out of 
their zones of complacency, comfort and contentment. 
 
A group I worked with recently reported that 20% of their people were doing 80% of the 
work in the organization. A great leader can point those 20% in the right direction and 
motivate the other 80% to do a little more. They had a great leader and great participation. 
 
Why aren't some of your sales account executives doing their best, while others are just 
showing up, surfing the internet and schmoozing people who won't buy from them? It 
goes down to working out of your comfort zone vs. staying there and eking out a 
living... and blaming or complaining about the economy. It shows in their results.    
 

“Your ability to succeed is in direct proportion to  
your willingness to get out of your comfort zone.” 

-Joe Bonura 
 
The Price of Success 
I attend many conferences and conventions. People take notes when they hear great ideas 
or concepts that they want to adopt when they return home. I can tell you that most people 
don’t read their notes ever again, unless they wish to implement some of the ideas they 
were inspired to put on paper or on their tablets.  
 
I have attended several personal growth conferences that changed my life because I re-
read the notes over and over again. I often purchased CDs and recordings of the speakers 
to hear the ideas over and over again. I applied what I heard to my situation and tweaked 
them to suit present circumstances. I made the ideas “mine” then implemented them. 
 
But many times, if I didn’t want to make changes, I just threw the notes in a file or box 
and never looked at them again. Sadly, most people think the ideas are great. They even 
may go home and talk up the ideas. But the first resistance they encounter, they decide 
the price is too high to pay for the change to take place. 
 
The value of your leadership is directly tied to the price you are willing to pay for the results 
you want.  Do you think success just falls into people’s laps?  It doesn’t. 
 
Mark Zuckerberg didn’t just launch Facebook and it became an instant hit. It took years to 
become the giant it is today.  The same is true for Starbucks, Google and Microsoft. 
 
Ruth’s Chris Steakhouse didn’t form overnight. As a divorced mother of two, Ruth Fertel 
mortgaged her home to buy a small restaurant in New Orleans, Louisiana 
named Chris Steak House. Shortly thereafter, a fire forced her to change the original 
location and she renamed the restaurant, “Ruth's Chris Steak House.” Today it is known as 
a premiere eating establishment.   
 



George McKerrow owned a small steakhouse in Atlanta, Georgia across the street from a 
very popular large restaurant. His break came when he stayed open during a freak Southern 
snowstorm and many patrons were trapped there. He offered $1 drinks and menu specials 
to the stranded customers. Two guests were writers for the Atlanta Journal-Constitution 
and started writing about the restaurant. Purchased by Darden Restaurants, Inc. in 2007 it 
is the national chain, LongHorn Steakhouse. 
 
Ruth and George are people who were willing to pay the price for success. They invested 
heavily in their dreams. They put in their own efforts. They worked when others weren’t 
working. They stayed up late nights. They believed enough to work hard for what they 
wanted.  
 
 
Success isn’t cheap, but it is valuable. It costs more than most people are willing to pay to 
attain. Are you willing to pay the price? Are you willing to invest in your own future to 
make a difference?  Can you inspire others with your dedication to the task? Someone is 
always watching you to see if they like you and want to be like you. Be the person who 
motivates others to participate and invest their lives in you and your efforts. 
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