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The Motorvational Secret

We want to share our Positive Story with you, 
plus a great Motorvational Secret we hope that you will read it, 

think it and share it.
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“The Secret to Bettering Your Life. 
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NARRATOR: The 40-year joyride lived by a hard-working Canadian 
kid who started with two gas pumps, one used car and a pocketful of 
hope is reflective of a timeless, universal story, rich in its emotional 
truth.

And it serves to remind all of us that when you can actually discover, 
tell and more importantly live your own story, the universe responds 
by flinging open doors and windows of opportunities and creating 
riches most only dream about. But, the greatest of fortunes lies in the 
level of self-respect that can’t be measured by mere dollars for having 
taken that journey, that leap of faith that allows anyone and their 
business or career to discover the strangest secret of them all.

The ability and capacity always lies within each and every one of us to 
apply the principle of A.B.L. – Always Be Learning and if we possess 
the willingness of a certain Jimmy the Kid from Durham Bridge, 
anyone can ReCreate and ReImaginate the business, career or life they 
deserve.

“Life is a classroom. Only those who are willing to be lifelong learners will 
move to the head of the class” - ZIG ZIGLAR
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Some History about Canada’s Huggable Car Dealer
Reinventing Life, Love & Business (One Hug at a Time!)

The following is a re-construction and re-telling of true life events that 
occurred in the tiny province of new brunswick, Canada more than 40 
years ago.

NARRATOR: It was 1976. Small-town Jimmy was setting out to take 
on the world in a big-time way. But, the young Canadian kid knew it 
would take a little time.

And a lot of hustle.

After barely graduating high school, Jimmy grasped the blindingly 
obvious. Academic prowess was not going to be his ticket to ride. 
Report cards never lie and with no post-secondary options to speak 
of, Jimmy the Kid quickly realized the only way he was going to make 
something of himself was by learning the ways of the real world from 
the ground up.

So at the age of 21, he opened a business.

At least that’s what Jimmy and his friend Rod called it when they 
setup shop with a combination gas station/used-car lot on the corner 
of a tiny village called Durham Bridge, just outside of Fredericton, 
New Brunswick.
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The wide-eyed wonder boys started with an inventory of exactly two 
gas pumps, one car, a hefty bank loan and a pocketful of hope. And 
now that he was being forced to grow up quickly, Jim needed to be 
true to his entrepreneurial aspirations since he had been courting 
Rod’s older sister, Dawna. He HAD to make a go of this business or 
risk losing the girl he was crazy about. Short on means but long on 
dreams, there came a day when Jim dropped to one knee, popped 
THE question and on May 5, 1979 he and Dawna were married at 
the Nashwaak Valley Church with reception to follow at the Durham 
Bridge Orange Hall.

NARRATOR: Newly married, Jim and Rod laboured at the corner 
lot in Durham Bridge, pumping gas and selling the odd used car 
now and again. For six solid years they toiled from 7 o’clock in the 
morning until 9 o’clock at night –with only one day off every two 
weeks.

JIM: “I still tell Dawna to this day, I wish I could have met her sooner, 
so I could have loved her even longer”

The school of hard knocks was offering plenty of lessons to the 
two young men as they began to master a strange new curriculum 
the real world of small business was offering. Each day Jim was 
enrolling in classes like Customer Service, Accounting, Budgeting, 
Inventory Management, Negotiation and most of all Commitment 
and Integrity.

JIM: “No one gave us anything for free. We knew we had to work 
hard to build and grow a business and there were many bumps in 
the road, but we learned quickly the value of actually doing what you 
said you were going to do. Being in such a small town meant people 
would only buy from you if they could trust you and figured out the 
best marketing we could ever do was just keeping our promises”.

NARRATOR: After saving enough for a down payment on their 
first home Jim and Dawna moved to the big city of Fredericton and 
established their first Wheels and Deals Used Car lot at the corner 
of King Street and Westmorland Street. Rod stayed in Durham 
Bridge and kept running that show while Dawna left her secure 
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government job and made the leap into the business full time with 
her husband, managing to juggle all that went with the company 
while raising two small children, following the recent arrivals of 
Alex and Chelsea.

JIM: “I still don’t know how Dawna did it. We were flying on a wing 
and a prayer, depending on sales from one week to the next just to 
buy groceries – and now we had two mouths to feed. Alex was just 
two and Chelsea was a newborn, but Dawna believed in me so much 
that she was willing to risk her full-time job to make a go of it at our 
tiny little used car lot. I honestly don’t know how we could have done 
anything of what we’ve done together without her”. 

NARRATOR: Despite having his 
adoring wife at his side as they 
worked the business shoulder-
to-shoulder, it wasn’t easy. It was 
becoming routine each week to 
be robbing Peter to pay Paul and 
his other brother Bill as banks 
were calling each week looking 
for money to make up for late 
payments. Cash flow was a daily 
issue as they depended on each 

used car sale to buy more inventory and stay a step or two ahead of 
their creditors.

For the better part of a dozen years or more Jim and Dawna eked 
out a living that became a grind called a daily existence. Restless, 
frustrated and feeling like a bit of a failure, Jim grew resentful that 
business wasn’t better. He was getting weary battling with banks, 
the tax collectors, the other dealers and the negative perceptions 
people already had about the used car industry. Jim wondered what 
was the point of working so hard and risking so much if you could 
just barely get by financially while getting crapped on publicly?

Jim began to tire inside. 

There were days when he had to fight himself just to get up. 

Then everything changed in 1998 when a friend invited 
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Jim and Dawna to attend 
an Amway presentation. The 
Gilbert’s took their seats with 
about 20 other people in a hotel 
conference room listening to an 
animated pitchman paint a picture 
of wildly exciting success that was 
theirs for the taking; bucket loads 
of cash, lavish homes, exotic travel 
and much, much more - on a part-

time basis! All they had to do was sign up to buy cleaning products 
that they could market to their friends and family members who 
would form part of their “down line”.

Along with the glossy brochures and fancy folders, the MLM 
pitchman handed Jim and Dawna a cassette tape series featuring 
motivational author and speaker Zig Ziglar.

The universe was about to knock on Jim’s door. Quietly.

While Jim politely turned down the MLM opportunity, he hung on 
to those cassette tapes and began getting hooked on the words and 
message of Zig Ziglar. Every day, Jim attended what he now calls 
“Automobile University” listening to the Ziglar tapes over and over 
and over again.

Magically, the student who had once struggled in school was giving 
up things like alcohol and other time-wasting activities and falling 
in love with learning as tiny seeds of personal and professional 
reinvention were being planted in Jim’s fertile imagination.

JIM: “I’ll never forget the first time I heard Zig talk about “How to be 
a Winner” and realized I was the one at fault for my lack of success. I 
recognized what Zig Ziglar was saying was true – If it is to be, it’s up 
to me. I had to stop blaming the economy, blaming the government, 
blaming everyone else for why we weren’t selling more used cars. 
I really took to heart Zig’s messages about how there are no traffic 
jams on the extra mile;and how Attitude, not Aptitude, determines 
Altitude. And after listening for hours and hours to Zig, I went on 
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the internet and ordered all the books and tapes I could from people 
like Tony Robbins, Brian Tracy, Tom Hopkins and many others. I 
would literally drive around for hours listening to these cassettes and 
learning what it meant to become a true professional – no matter 
what industry you are in. I learned about truly helping others; 
listening to their concerns and solving their problems. Before too long, 
I noticed we were starting to get more customers visit our tiny lot and 
we were getting more sales as people started sending their friends. 
I also noticed that the more I listened to those tapes and read those 
books,, the more good things and good people started coming into my 
life”.

NARRATOR: Inspired by all this new found knowledge, Jim 
started building his library of books, cassettes and VHS training 
tapes so he could share what he was learning with the two other 
salesmen he had hired.

He also coined a three-letter phrase he still uses to this day: 
A.B.L., which means Always Be Learning. 

And no one was more surprised than he was when all the 
good vibes he was sharing and communicating walked into the 
dealership one day in the form of a man wearing a fancy suit. Jim 
nearly fell off his chair when the man told him he was from the 
insurance company with a refund cheque for $25,000 following 
some policy over payments.
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JIM: “The day that man walked in with that cheque was the day I 
knew there was something to be said about what I was learning from 
all those tapes. Even today, someone could give me a cheque for a 
million dollars and it would not mean as much as that $25,000 shot 
in arm that me and Dawna needed to help make the business really 
go”.

NARRATOR: After the “money from heaven” windfall, Jim and 
Dawna decided to sell their home and bet the farm on a brand 
new building for the business. In 2002, they moved Alex, Chelsea, 
business and life to St. Mary’s Street, settling into the apartment 
nestled above the dealership. With a team of about 6 or 7 people, 
they kept reinvesting their profits back into the business hoping it 
would all pay off one day.

In early 2003, Jim attended a Fredericton Chamber of Commerce 
breakfast seminar to learn more about sales strategies for small 
businesses. While the other 60 or so people hustled off to begin 
their regular workday, Jim stayed behind to talk with the speaker 
about implementing some of his sales training ideas with his small 
business. Before too long, the speaker was visiting the dealership 
for monthly training sessions which started to bear even more fruit 
and the “little business that could” kept growing.
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Soon there was a “new look” in the form of a new logo.

And then everything changed again in April of 2006.

That’s when Jim, Dawna and the speaker had a serious conversation 
about the size of the monthly invoices being paid to the media 
companies in town for their advertising. Radio stations, newspapers 
and others were charging hefty sums for these ads and the question on 
the table became one which is familiar to many small business owners.

DAWNA: “How much return are we really getting on our advertising 
budget”? These media people are always after us to spend more and 
more, but these are getting to be pretty big invoices. How do we really 
know if this stuff works?” 

NARRATOR: The speaker replied that he didn’t know the answer to 
the eternal Advertising R.O.I. Return on Investment) question, but 
he knew where they could find it. Within days, flights were booked 
and Jim and the speaker were traveling thousands of miles to attend 
a rather unconventional business school on a 30-acre campus, 
20-minutes outside of Austin, Texas. Together at world-renowned 
Wizard Academy they wound up learning some counterintuitive 
theories of why great ads worked from NY Times best-selling author, 
Roy H. Williams (The Wizard of Ads) and one of his partners Ray 
Seggern.
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One day, in a conversation with Seggern over Texas burgers with baked 
beans, Jim related his philosophy about being good to people, going the 
extra-mile for his customers and operating a business with integrity, to 
which Seggern replied “Oh, you just want to be known as the huggable 
guy”?

Drop the fork.

In that moment, more seeds of brand reinvention were sown.

In September of 2006, a tiny acorn that became an oak tree of 
transformation was planted when the first radio spots touting Jim 
as “Canada’s Huggable Car Dealer” hit the Fredericton airwaves.

JIM: “I was really apprehensive about those first ads especially since 
they didn’t talk about the cars or the prices or anything you would 
hear on the typical car commercials. These ads just told stories about 
me being the “Casanova of Customer Focus” or the “McDreamy 
of Drive” and all these crazy things that really got people in town 
talking.  In many ways, the ads started to tell a much different story 
than all the other car dealers in our area because as we all know our 
industry gets tarred and feathered each day. We never wanted to be 
painted with same brush as those loud-talking, fast-walking, plaid-
jacket hustlers a la Herb Tarlek and these ads served to remind folks 
that are still good people in the world. People you can trust”.  
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NARRATOR: Within six weeks, Jim and Dawna knew they had a 
marketing tiger by the tail. Or, to be more accurate, a teddy bear.

JIM: “It was really Dawna’s idea to start bringing teddy bears into the 
dealership and putting them in all the cars. She was the one who figured 
out we just couldn’t talk about being “huggable” on the radio or in the 
newspaper, we actually had to walk our own talk or people wouldn’t 
believe it. In my own mind, it took some getting used to because with 
my Irish background, I didn’t grow up hugging lots of people, but the 
more I listened to Dawna the more I knew she was right. Otherwise we’d 
be just spreading more advertising B.S. like everybody else. So we did 
the “huggable” thing to be different, but it was Dawna who helped me 
understand we did it to be true to ourselves and what we believed”.

NARRATOR: Stuffed teddy bears were soon followed by 101 
other things that captured the spirit of what being a “huggable” car 
dealership was all about. Never content to rest on their laurels, Jim and 
Dawna kept the magic alive with everything from the “HugShuttle” 
to birthday gifts for every customer to mascots dubbed “Hugs” and 
“Kisses” to an internet TV show called “Motorvationally Speaking” on 
CHCD-TV.  
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In 2010, Jim and Dawna reinvested in the business again, building 
a brand new $3 million dollar showroom on what has been called 
“Five Acres of Fabulous” to allow for even more inventory to fuel 
more growth.
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And through it all, Jim never stopped learning.

In 2005 he joined TEC Canada (The Executive Committee), a 
round-table for like-minded CEO’s committed to growing their 
companies in a proactive, responsible fashion. Not only did Jim 
learn valuable lessons from fellow CEO’s about how to work ON 
the business and not just IN the business, the TEC monthly forums 
also featured appearances from some of the world’s top speakers 
and thought leaders, packing their knowledge punches with even 
more ideas that could be used to differentiate Wheels & Deals and 
keep it miles ahead of the competition.

JIM: “If there was one strangest secret to all this success that began 
with those Zig Ziglar cassettes, it was something called A.B.L. – 
Always Be Learning. After Zig and Tony Robbins along came Gair 
Maxwell and what he brought to the table and it was Gair who 
introduced us to Ray Seggern and the Wizard and then Mike Mallory 
was good enough to bring TEC Canada in our lives. Dawna and I 
learned the hard way that there is no better education than being 
sincerely interested in self learning. Through the right books, tapes, 
seminars and people, we learned how to run a business, how to grow 
a business, how to sell, how to stay motivated, how to be a positive 
role model. In our minds we are still humble and grateful students 
who fell in love with learning, being around positive mentors and 
always appreciating how lucky we are to have taken this crazy, 
unpredictable journey together”.
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NARRATOR: More than anything, Jim and Dawna Gilbert are 
shining examples of what it means to never be afraid of standing in 
your own truth.

Becoming “Canada’s Huggable Car Dealer” was never a marketing 
gimmick, but more of a poetic way to capture a timeless, emotional 
truth that was already there. With courage of conviction and faith 
in themselves, Jim and Dawna were able to discover their own 
truth. Then they told that truth, but more importantly lived it each 
day on series of used car lots that led to the Five Acres of Fabulous 
that currently sits proudly on the Northside of Fredericton, 
New Brunswick, Canada. In this age of unparalleled digital 
transparency, Jim Gilbert’s Wheels & Deals clearly demonstrates 
how any company can bypass competitors, leap tall buildings and 
stop speeding locomotives just by discovering, telling and living its 
own truth. And if you can’t tell a truth you can proud of, then there 
is always a choice to change what you’re doing so you can.

And now you know the real truth behind the success of a man that 
Alex and Chelsea still call “Dad”, the man that three grandchildren 
call “Grampy” and the man that Frederictonians and rest of the 
world refer to as Jim Gilbert, “Canada’s Huggable Car Dealer”. 
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When the “Huggable” story first stuck back in 2006, it demanded 
more emotional courage than you can possibly imagine for Jim and 
Dawna to go way out on a limb. Finding that level of fortitude is the 
ultimate hero’s journey all its own. But, proof as they say, is always 
in the story pudding as Wheels & Deals grew from a team of about 
5 or 6 employees to more than 30; from selling 10-12 cars a month 
to over 100 and becoming the largest independent used car dealer 
in all of Atlantic Canada.

JIM: “Still to this day, I live by the Zig Ziglar philosophy to get ahead 
you must first help others succeed. The strangest thing is the more you 
give, the more you receive. It’s the only way I can explain all the good 
things that have happened to me and Dawna.   

DAWNA: In 2005, we were the first Used Car Dealer to win The 
Fredericton Chamber of Commerce, Small Businesses of Excellence 
Award. All the community involvement that went back to the early 
90’s when we were working 24-7 and had no money was paying off. I 
remember we donated 12 sets of hockey jerseys for every child playing 
mites & tykes hockey in our town and then running around the rinks 
and ball fields to help coach, support and cheer on Alex, Chelsea 
and their friends. In May of 2010 our story got published in Gair 
Maxwell’s business book, Nuts, Bolts And A Few Loose Screws and 
since then we’ve been profiled in 5 other business books including 
Jeremy Miller’s, Sticky Branding. But, whether it was supporting 
our Canadian troops and their families through the Military Family 
Resource Centre at CFB Gagetown, or helping causes like Cycling 
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for the Cure or the building of a children’s playground at the new 
elementary school on the Fredericton Northside we’ve always been 
proud to pitch in and help where we can and maybe be the catalyst to 
help others achieve their dream and their goals. And nothing makes 
us prouder as parents as passing the torch to Alex and Chelsea and 
seeing them do such a wonderful job at taking over the day-to-day 
running of the business and keeping the magic alive”.
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International Speaker and Author, Specializing in 
Business, Brand & Personal Reinvention

Gair didn’t follow a safe or 
conventional path to get where 
he is today. Not since the day 
he was fired from a two-decade 
career, with the news plastered on 
the front page of his hometown 
paper. Few back then, would 
have bet a plug nickel that he 
would rise from the ashes of the 
unemployment line and become 
an internationally-recognized 
author, speaker and entrepreneur. 
His story is one of going from 
flat broke to flat out successful; 
earning national awards from 
highlevel CEO organizations 
and sharing conference stages 
with business superstars such as 
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Richard Branson and Gene Simmons.

If nothing else, Gair has the hard-earned cred from investing 10,000+ 
hours learning how to reinvent, recreate and blaze trails of one’s own 
making.

Described as a shock stick of energy, this self-made, self-starting 
outlier, discovered tried-and-true methods to forge a new destiny; 
inspiring thousands of people and companies to build the business, 
life or brand they deserve. Combining fanatical levels of research, 
multi-media demonstrations, hustle, heart and in-the-trenches 
experience (with a twist of humour!), Gair has shown multitudes 
of individuals and organizations how to dream bigger, eliminate 
needless drama, build brands that stick and turn wishful thinking into 
concrete action and results.

Beginning in 2006 when Gair’s counter-intuitive theories on  
“Branding With Distinction”™ were first applied, some independent 
business owners were astounded to see their enterprises grow more 
than 10-fold over a 5-year period. Some of those theories were 
sprinkled through his critically acclaimed book, Nuts, Bolts And A 
Few Loose Screws, which first appeared on book shelves in 2010. A 
former broadcaster, Gair racked up more than 10,000 interviews and 
30,000 broadcasts in a two-decade radio and television career. The 
son of a former pro golfer, Gair struggles to break 90, grooves on ’80s 
classic rock’ and became a lifelong fan of the Pittsburgh Steelers back 
in the ’70s. He also completed his first marathon in 2005 with less 
than a week of preparation.

Like we said, the path he follows leans sharply to the 
unconventional…



19

The Motorvational Secret

The Strangest Secret

Do you know what will happen to 100 individuals who start even at 
the age of 25, and who believe they will be successful? By the age of 
65, only five out of 100 will make the grade! Why do so many fail? 
What happened to the sparkle that was there when they were 25? 
What became of their dreams, their hopes, their plans ... and why 
is there such a large disparity between what theses people intended 
to do and what they actually accomplished? That is ... The Strangest 
Secret. 

Some years ago, the late Nobel prize-winning Dr. Albert Schweitzer 
was asked by a reporter, “Doctor, what’s wrong with men today?; 
The great doctor was silent a moment, and then he said, “Men 
simply don’t think!” 

It’s about this that I want to talk with you. We live today in a golden 
age. This is an era that humanity has looked forward to, dreamed 
of, and worked toward for thousands of years. We live in the richest 
era that ever existed on the face of the earth ... a land of abundant 
opportunity for everyone. 

However, if you take 100 individuals who start even at the age of 25, 
do you have any idea what will happen to those men and women 
by the time they’re 65? These 100 people believe they’re going to be 
successful. They are eager toward life, there is a certain sparkle in 
their eye, an erectness to their carriage, and life seems like a pretty 
interesting adventure to them. 
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But by the time they’re 65, only one will be rich, four will be 
financially independent, five will still be working, and 54 will be 
broke — depending on others for life’s necessities.

Only five out of 100 make the grade! Why do so many fail? What 
has happened to the sparkle that was there when they were 25? 
What has become of the dreams, the hopes, the plans ... and why is 
there such a large disparity between what these people intended to 
do and what they actually accomplished?

THE DEFINITION OF SUCCESS

First, we have to define success and here is the best definition I’ve 
ever been able to find: “Success is the progressive realization of a 
worthy ideal.”

A success is the school teacher who is teaching because that’s what 
he or she wants to do. A success is the entrepreneur who start his 
own company because that was his dream — that’s what he wanted 
to do. A success is the salesperson who wants to become the best 
salesperson in his or her company and sets forth on the pursuit of 
that goal.



21

The Motorvational Secret

A success is anyone who is realizing a worthy predetermined ideal, 
because that’s what he or she decided to do ... deliberately. But only 
one out of 20 does that! The rest are “failures.”

Rollo May, the distinguished psychiatrist, wrote a wonderful 
book called Man’s Search for Himself, and in this book he says: 
“The opposite of courage in our society is not cowardice … it is 
conformity.” And there you have the reason for so many failures. 
Conformity — people acting like everyone else, without knowing 
why or where they are going.

We learn to read by the time we’re seven. We learn to make a living 
by the time we’re 30. Often by that time we’re not only making 
a living, we’re supporting a family. And yet by the time we’re 65, 
we haven’t learned how to become financially independent in the 
richest land that has ever been known. Why? We conform! Most of 
us are acting like the wrong percentage group — the 95 who don’t 
succeed.

goals

Have you ever wondered why so many people work so hard 
and honestly without ever achieving anything in particular, and 
why others don’t seem to work hard, yet seem to get everything? 
They seem to have the “magic touch.” You’ve heard people say, 
“Everything he touches turns to gold.” Have you ever noticed that a 
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That’s why it’s so easy to make a living today. It takes no particular 
brains or talent to make a living and support a family today. We 
have a plateau of so-called “security.” So, to succeed, all we must do 
is decide how high above this plateau we want to aim. Throughout 
history, the great wise men and teachers, philosophers, and 
prophets have disagreed with one another on many different things. 
It is only on this one point that they are in complete and unanimous 
agreement — the key to success and the key to failure is this:

person who becomes successful tends to continue to become more 
successful? And, on the other hand, have you noticed how someone 
who’s a failure tends to continue to fail? 

The difference is goals. People with goals succeed because they 
know where they’re going. It’s that simple. Failures, on the other 
hand, believe that their lives are shaped by circumstances ... by 
things that happen to them ... by exterior forces. 

Think of a ship with the complete voyage mapped out and planned. 
The captain and crew know exactly where the ship is going and 
how long it will take — it has a definite goal. And 9,999 times out of 
10,000, it will get there.

Now let’s take another ship — just like the first — only let’s not put 
a crew on it, or a captain at the helm. Let’s give it no aiming point, 
no goal, and no destination. We just start the engines and let it go. I 
think you’ll agree that if it gets out of the harbor at all, it will either 
sink or wind up on some deserted beach — a derelict. It can’t go 
anyplace because it has no destination and no guidance.

It’s the same with a human being. However, the human race is fixed, 
not to prevent the strong from winning, but to prevent the weak 
from losing. Society today can be likened to a convoy in time of 
war. The entire society is slowed down to protect its weakest link, 
just as the naval convoy has to go at the speed that will permit its
slowest vessel to remain in formation.
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We Become What We Think About

This is The Strangest Secret! Now, why do I say it’s strange, and 
why do I call it a secret? Actually, it isn’t a secret at all. It was first 
promulgated by some of the earliest wise men, and it appears again 
and again throughout the Bible. But very few people have learned it 
or understand it. That’s why it’s strange, and why for some equally 
strange reason it virtually remains a secret.

Marcus Aurelius, the great Roman Emperor, said: “A man’s life is 
what his thoughts make of it.”

Disraeli said this: “Everything comes if a man will only wait ... a 
human being with a settled purpose must accomplish it, and nothing 
can resist a will that will stake even existence for its fulfillment.”

William James said: “We need only in cold blood act as if the thing in 
question were real, and it will become infallibly real by growing into 
such a connection with our life  that it will become real. It will become 
so knit with habit and emotion that our interests in it will be those 
which characterize belief.” He continues, “ ... only you must, then, 
really wish these things, and wish them exclusively, and not wish at 
the same time a hundred other incompatible things just as strongly.”

My old friend Dr. Norman Vincent Peale put it this way: “If you 
think in negative terms, you will get negative results. If you think in 
positive terms, you will achieve positive results.” 
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George Bernard Shaw said: “People are always blaming their 
circumstances for what they are. I don’t believe in circumstances. The 
people who get on in this world are the people who get up and look for 
the circumstances they want, and if they can’t find them, make them.”

Well, it’s pretty apparent, isn’t it? We become what we think 
about. A person who is thinking about a concrete and worthwhile 
goal is going to reach it, because that’s what he’s thinking about. 
Conversely, the person who has no goal, who doesn’t know where 
he’s going, and whose thoughts must therefore be thoughts of 
confusion, anxiety, fear, and worry will thereby create a life of 
frustration, fear, anxiety and worry. And if he thinks about nothing 
... he becomes nothing.

As ye sow — So shall ye reap

The human mind is much like a farmer’s land. The land gives the 
farmer a choice. He may plant in that land whatever he chooses. 
The land doesn’t care what is planted. It’s up to the farmer to make 
the decision. The mind, like the land, will return what you plant, 
but it doesn’t care what you plant. If the farmer plants two seeds — 
one a seed of corn, the other nightshade, a deadly poison, waters 
and takes care of the land, what will happen?

Remember, the land doesn’t care. It will return poison in just as 
wonderful abundance as it will corn. So up come the two plants — 
one corn, one poison as it’s written in the Bible, “As ye sow, so shall 
ye reap.”

The human mind is far more fertile, far more incredible and 
mysterious than the land, but it works the same way. It doesn’t care 
what we plant ... success ... or failure. A concrete, worthwhile goal ... 
or confusion, misunderstanding, fear, anxiety, and so on. But what 
we plant it must return to us.

The problem is that our mind comes as standard equipment at 
birth. It’s free. And things that are given to us for nothing, we place 
little value on. Things that we pay money for, we value.
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The paradox is that exactly the reverse is true. Everything that’s 
really worthwhile in life came to us free — our minds, our souls, 
our bodies, our hopes, our dreams, our ambitions, our intelligence, 
our love of family and children and friends and country. All these 
priceless possessions are free.

But the things that cost us money are actually very cheap and can 
be replaced at any time. A good man can be completely wiped out 
and make another fortune. He can do that several times. Even if 
our home burns down, we can rebuild it. But the things we got for 
nothing, we can never replace.

Our mind can do any kind of job we assign to it, but generally 
speaking, we use it for little jobs instead of big ones. So decide now. 
What is it you want? Plant your goal in your mind. It’s the most 
important decision you’ll ever make in your entire life. 

Do you want to excel at your particular job? Do you want to go 
places in your company ... in your community? Do you want to get 
rich? All you have got to do is plant that seed in your mind, care for 
it, work steadily toward your goal, and it will become a reality.

It not only will, there’s no way that it cannot. You see, that’s a law 
— like the laws of Sir Isaac Newton, the laws of gravity. If you get 
on top of a building and jump off, you’ll always go down — you’ll 
never go up.

And it’s the same with all the other laws of nature. They always 
work. They’re inflexible. Think about your goal in a relaxed, positive 
way. Picture yourself in your mind’s eye as having already achieved 
this goal. See yourself doing the things you will be doing when you 
have reached your goal. 

Every one of us is the sum total of our own thoughts. We are 
where we are because that’s exactly where we really want or feel we 
deserve to be — whether we’ll admit that or not. Each of us must 
live off the fruit of our thoughts in the future, because what you 
think today and tomorrow — next month and next year — will 
mold your life and determine your future. You’re guided by your 
mind.
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I remember one time I was driving through eastern Arizona and I 
saw one of those giant earth-moving machines roaring along the 
road with what looked like 30 tons of dirt in it — a tremendous, 
incredible machine — and there was a little man perched way up on 
top with the wheel in his hands, guiding it. As I drove along I was 
struck by the similarity of that machine to the human mind. Just 
suppose you’re sitting at the controls of such a vast source of energy. 
Are you going to sit back and fold your arms and let it run itself 
into a ditch? Or are you going to keep both hands firmly on the
wheel and control and direct this power to a specific, worthwhile 
purpose? It’s up to  you. You’re in the driver’s seat. You see, the very 
law that gives us success is a double-edged sword. We must control 
our thinking. The same rule that can lead people to lives of success, 
wealth, happiness, and all the things they ever dreamed of — that 
very same law can lead them into the gutter. It’s all in how they use 
it … for good or for bad. That is The Strangest Secret!

Do what the experts since the dawn of recorded history have 
told us to do: pay the price, by becoming the person you want to 
become. It’s not nearly as difficult as living unsuccessfully.

The moment you decide on a goal to work toward, you’re 
immediately a successful person — you are then in that rare group 
of people who know where they’re going. Out of every hundred 
people, you belong to the top five. Don’t concern yourself too 
much with how you are going to achieve your goal — leave that 
completely to a power greater than yourself. All you have to do is 
know where you’re going. The answers will come to you of their 
own accord, and at the right time.

Start today. You have nothing to lose — but you have your whole 
life to win.
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30 - Day Action Ideas for Putting the Strangest Secret 
to Work for You

For the next 30-days follow each of these steps every day until you 
have achieved your goal.

1. Write on a card what it is you want more that anything else. It 
may be more money. Perhaps you’d like to double your income or 
make a specific amount of money. It may be a beautiful home. It 
may be success at your job. It may be a particular position in life. It 
could be a more harmonious family.

Write down on your card specifically what it is you want. Make sure 
it’s a single goal and clearly defined. You needn’t show it to anyone, 
but carry it with you so that you can look at it several times a day. 
Think about it in a cheerful, relaxed, positive way each morning 
when you get up, and immediately you have something to work for 
— something to get out of bed for, something to live for.

Look at it every chance you get during the day and just before going 
to bed at night. As you look at it, remember that you must become 
what you think about, and since you’re thinking about your goal, 
you realize that soon it will be yours. In fact, it’s really yours the 
moment you write it down and begin to think about it. 

2. Stop thinking about what it is you fear. Each time a fearful or 
negative thought comes into your mind, replace it with a mental 
picture of your positive and worthwhile goal. And there will come 
a time when you’ll feel like giving up. It’s easier for a human being 
to think negatively than positively. That’s why only five percent are 
successful! You must begin now to place yourself in that group.

“Act as though it were impossible to fail,” as Dorothea Brande said. 
No matter what your goal — if you’ve kept your goal before you 
every day — you’ll wonder and marvel at this new life you’ve found.
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3. Your success will always be measured by the quality and quantity 
of service you render. Most people will tell you that they want to 
make money, without understanding this law. The only people who 
make money work in a mint. The rest of us must earn money. This 
is what causes those who keep looking for something for nothing, 
or a free ride, to fail in life. Success is not the result of making 
money; earning money is the result of success — and success is 
in direct proportion to our service. Most people have this law 
backwards. It’s like the man who stands in front of the stove and 
says to it: “Give me heat and then I’ll add the wood.” How many 
men and women do you know, or do you suppose there are today, 
who take the same attitude toward life? There are millions.

We’ve got to put the fuel in before we can expect heat. Likewise, 
we’ve got to be of service first before we can expect money. Don’t 
concern yourself with the money. Be of service ... build ... work 
... dream ... create! Do this and you’ll find there is no limit to the 
prosperity and abundance that will come to you.

Don’t start your test until you’ve made up your mind to stick 
with it. If you should fail during your first 30 days — by that I 
mean suddenly find yourself overwhelmed by negative thoughts 
— simply start over again from that point and go 30 more days. 
Gradually, your new habit will form, until you find yourself one of 
that wonderful minority to whom virtually nothing is impossible.
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Above all ... don’t worry! Worry brings fear, and fear is crippling. 
The only thing that can cause you to worry during your test is 
trying to do it all yourself. Know that all you have to do is hold your 
goal before you; everything else will take care of itself. Take this 
30-day test, then repeat it ... then repeat it again. Each time it will 
become more a part of you until you’ll wonder how you could have 
ever have lived any other way. Live this new way and the floodgates 
of abundance will open and pour over you more riches than you 
may have dreamed existed. Money? Yes, lots of it. But what’s  more 
important, you’ll have peace ... you’ll be in that wonderful minority 
who lead calm, cheerful, successful lives.

Start today. You have nothing to lose. But you have a life to win.
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About the original author

As a Depression-era child, Earl Nightingale was hungry for 
knowledge. From the time he was a young boy, he would frequent 
the Long Beach Public Library in California, searching for the 
answer to the question, “How can a person, starting from scratch, 
who has no particular advantage in the world, reach the goals 
that he feels are important to him, and by so doing, make a major 
contribution to others?” His desire to find an answer, coupled with 
his natural curiosity about the world and its workings spurred him 
to become one of the world’s foremost experts on success and what 
makes people successful.

About “The Strangest Secret” This amazing message was first played 
for a group of salespeople at Earl Nightingale’s insurance agency. 
They were utterly electrified. Word of it spread like wildfire, and 
everyone who heard it was positively ignited into action. Requests 
for a recording of the message came pouring in—thousands of 
requests per week. Within no time, more than 200,000 people had 
called, written, or just walked right into Earl’s office to request a 
copy. As years went by, that number soared above 1,000,000.
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