
- Although these scenarios cover different areas of your life, they all have one thing in 

common: the person who desires them is not there yet. Each of these goals is valuable, and 

each will require a different way of conceptualizing and acting upon them in order to attain 

them. All of them can be defined as extraordinary if they exceed what you have come to know 

as ordinary. While it might not be “exceptional” compared with what others are seeking, the 

goal you set should always move you to a better place—or toward an objective you've not yet 

achieved. 

- An interesting thing about success is that it's like a breath of air; although your last breath of 

air is important, it's not nearly as important as the next one. 

- Extremely successful people know that their efforts must continue in order for them to 

realize new achievements. Once the hunt for a desired object or goal is abandoned, the cycle 

of success comes to an end. 

- I am most unhappy when I am not accomplishing and most happy when I am in quest of 

reaching my full potential and abilities. My disappointment or dissatisfaction with where I am 

at this moment does not suggest that something is wrong with me but rather that something 

is right with me. 

- Regardless of the goal you are striving to accomplish, you will be required to think differently, 

embrace a die-hard level of commitment, and take massive amounts of action at 10 times the 

levels you think necessary—followed by more actions. 

- When people start limiting the amount of success they desire, I assure you they will limit 

what will be required of them in order to achieve success and will fail miserably at doing what 

it takes to keep it. 

- You must set targets that are 10 times what you think you want and then do 10 times what 

you think it will take to accomplish those targets. Massive thoughts must be followed by 

massive actions. 

- The 10X Rule is about pure domination mentality. You never do what others do. You must 

be willing to do what they won't do—and even take actions that you might deem 

“unreasonable.” 

- you can cut your grass once and be successful in doing so, but it's going to grow back 

eventually. You will have to constantly maintain the yard in order for it to continue to be 

defined as a success. This isn't about attaining one goal one time but rather about what we 

can persist in creating. 

- A person who limits his or her potential success will limit what he or she will do to create it 

and keep it. 

- For the sake of this book, success can also be defined as accomplishing the next level of what 

it is you desire—and in ways that will forever change how you perceive yourself, your life, the 

use of your energy, and—perhaps most significantly—how others perceive you. 



- Regardless of how superior your product, service, or proposition is, I assure you that there 

will be something you don't 

- anticipate or correctly plan. Economic changes, legal matters, competition, resistance to 

converting, too new of a product, banks freezing up, market uncertainty, technology changes, 

people problems . . . more people problems, elections, war, strikes—these are just a few of 

the potential “unexpected events.” 

- If this was going to work, it would depend on my ability to increase my efforts—not my 

excuses. Once I quit calculating all the wrong reasons, I committed to making this work by 

increasing my efforts 10 times. And as soon as I did that, everything started to change—

immediately. I went back into the marketplace with the right estimation of effort and started 

seeing results. 

- When I ramped up my full commitment and aligned the correct levels of thought and action, 

the market started responding to me. 

- When you miscalculate the efforts you need to make something happen, you become visibly 

disappointed and discouraged. This causes you to incorrectly identify the problem and sooner 

or later assume that the target is unattainable and ultimately throw in the towel. Most 

people's—including managers'—first response is to reduce the target rather than increase 

their activity. I have watched sales managers in organizations 

- manager will push a person to do more at the risk of coming up short, not target less. This 

idea of changing targets to make everyone feel good will lead to a further weakening of 

morale, hope, expectations, and skills, and everyone will start assigning reasons—better 

known as excuses—as to why the team is unable to attain its targets. Never reduce a target. 

Instead, increase actions. 

- The 10X Rule assumes the target is never the problem. Any target attacked with the right 

actions in the right amounts with persistence is attainable. 

- And if it doesn't take 10 times more than anticipated, great. It is better to be pleasantly 

surprised than greatly disappointed. 

- Manage every action as though you have a camera on you every step of the way. 

- And always remember to follow through completely: That is the great common denominator 

of all winners. 

- However, wherever you find it, the most crucial things to know about success—in order to 

have it and keep it— are the following: 1. Success is important. 2. Success is your duty. 3. There 

is no shortage of success. 

- Success provides confidence, security, a sense of comfort, the ability to contribute at a 

greater level, and hope and leadership for others in terms of what is possible. 

- Success is equally important to a person's sense of self. It promotes confidence, imagination, 

and a sense of security and emphasizes the significance of making a contribution. 



- One of the greatest turning points in my life occurred when I stopped casually waiting for 

success and instead started to approach it as a duty, obligation, and responsibility. I literally 

began to see success as an ethical issue—a duty to my family, company, and future—rather 

than as something that may or may not happen to me. 

- Let's face it, there are plenty of people living mere existences, 

- Ask yourself how close you are to your full capability. You might not like the answer very 

much. 

- luck is just one of the byproducts of those who take the most action. 

- Lucky people don't make successful people; people who completely commit themselves to 

success seem to get lucky in life. 

- “The harder I work, the luckier I get.” 

- Our definition of ethics can certainly be expanded from that—perhaps even to include the 

notion that we are required to live up to the potential with which we've each been blessed. 

- “How can one person get paid so much money?” But money is created by man and printed 

by machines. Not even money exists in shortages; it merely suffers from reductions in value. 

- Success for anyone or any group is ultimately a positive contribution to all people and all 

groups as it provides validation of the possibilities to all. That 

- You and I can get as much as we want—at the same time. The moment you start thinking 

someone else's gain is your loss, you limit yourself by thinking in terms of competition and 

shortages. 

- success is not something that happens to you; it's something that happens because of you 

and because of the actions you take. 

- Anyone who uses blame as the reason why something happened or did not happen will never 

accumulate real success in life and only further his or her status as a slave on this planet. 

- To get where you want to go in life, you must adopt the view that whatever is going on in 

your world—good, bad, or nothing—is something caused by you. 

- Good things don't happen to victims; 

- There are four consistent factors in the life of the victim: (1) bad things happen to them, (2) 

bad things happen often, (3) they are always involved, and (4) someone or something else is 

always to blame. 

- I am both the problem and the solution. 

- I started to believe that although I may not always have a say in what happens to me, I always 

have a choice about how I respond to it. 



- Success isn't just a “journey,” as countless people and books suggest it is; rather, it's a state—

constant or otherwise—over which you have control and responsibility. You either create 

success or you don't—and it isn't for whiners, crybabies, and victims. 

- Disciplined, consistent, and persistent actions are more of a determining factor in the 

creation of success than any other combination of things. 

- Unfortunately, a majority of the workforce takes normal degrees of action; it's those 

managers, executives, and companies that blend in more than they stand out. 

- Taking normal action is the most dangerous of the levels, because it is the most accepted by 

society. 

- I spent all my energy on phone calls, traditional mail, e-mail, cold calls, return calls, visits, 

and more calls. This level of massive action may sound—and is indeed—exhausting at times. 

However, it will create more certainty and security for you than probably any other education 

or training you will ever receive. 

- You will know you are stepping into the realm of massive action when you (1) create new 

problems for yourself and (2) start to receive criticism and warning from others. 

- The goal is to be seen, thought of, and considered—in one way or another. Your only problem 

is obscurity, not talent. 

- This demonstrates that although the quality of the product is clearly important, the 

individuals who work for an organization are truly the force that will make the most difference. 

- The things upon which your life depends most are based on the actions you take daily. That 

is why I make sure to always do two things: (1) I write my goals down every day and (2) I 

choose objectives that are just out of reach. 

- Your goals are there to fuel the actions you will need to take—so make them big and make 

them often and then tie them in with your other greater purposes. 

- I truly despise the word “realistic” because it is based on what others—who have probably 

been operating at only the first three degrees of action—have accomplished and believe 

possible. Realistic thinking is based on what others think is possible—but they are not you and 

have no way of knowing your potential and purposes. 

- Forward thinkers don't copy. They don't compete—they create. 

- If you are going to duplicate the best of what others do, then hammer away at them, 

champion that practice, and make it yours. Hone their “specialties” until they become your 

advantage. 

- won't penetrate by using reasonable levels of activity. Your biggest problem is obscurity—

other people don't know you and aren't thinking about you. 

  este es nuestro problema. 



- Two things will happen when you take the right amount of action: (1) You will get a new set 

of problems and (2) your competition will start promoting you. 

- I love it when I have made such an impact that others who don't even know me are having 

conversations that raise awareness about my business, my products, and what I am up to. 

  dominio capital 

- The dictionary defines the term “obsessed” as “the domination of one's thoughts or feelings 

by a persistent idea, image, or desire.” 

- obsession is like a fire; you want to build it so big that people feel compelled to sit around it 

in admiration. And as with a fire, you have to keep adding wood to sustain the heat and the 

glow. You obsess over how to keep your fire burning—or it will turn to ashes. 

- Most people make only enough effort for it to feel like work, whereas the most successful 

follow up every action with an obsession to see it through to a reward. 

- Countless truly successful people agree with the sentiment that their careers do not feel like 

work but rather something they love to do. That is obsession at its best. 

- It is my fervent wish that my daughter becomes obsessed with whatever her dreams are, 

never gives up achieving them, and then spends the rest of her life improving on them! 

- As soon as other people see the intention, conviction, and commitment in the passionate 

individual's thoughts, eyes, and movements, they quickly get out of the way. 

- I suggest that you become obsessed about the things you want; otherwise, you are going to 

spend a lifetime being obsessed with making up excuses as to why you didn't get the life you 

wanted. 

- What if the world admired, expected, and even demanded that we all operate every single 

day with an obsessive focus on our goals? What if we punished the people who didn't act with 

passion and commitment and rewarded those who saw their projects through to the end? Our 

society would be overwhelmed with inventions, solutions, new products, and increased 

efficiency. 

- It is vital that you get your head completely reworked about taking action and that you 

understand that there is no limit to how many times you can continue to take action. You can 

fail or succeed as many times as you want and then do it over and over again. Also, you can't 

ever hit it out of the park if you don't initially make contact and swing for the fences, and you 

will never hit it big if you don't discipline yourself to be all in when you don't take action. 

- There are no shortages of how many times you can get up and continue! There is no failure 

unless you quit! 

- If a client comes to you or you get a chance to get in front of a client and talk about your 

product but never present a proposal, I assure you that you will not get the business 100 

percent of the time. 



- I'll tell you what I do: I am willing to go for it with every customer, every time, and have the 

lowest closing ratio of everyone but the highest production! 

- Now, you might worry—as so many people do—about not being able to deliver. And that is 

certainly a problem; however, as we discussed earlier, you need new problems. 

- One of the major differences between successful and unsuccessful people is that the former 

look for problems to resolve, whereas the latter make every attempt to avoid them. 

- Regardless of what is happening in the world at any given time, most people are not taking 

massive action. 

- Even more important than the money I spent were the demands I made on my staff and 

myself to repeatedly expand the use of our most valuable resources: energy, creativity, 

persistence, and contact with our clients. 

- It's always intriguing to me that when people start saving money, they immediately begin 

saving everything else—almost automatically. 

- “I would rather die in expansion than die in contraction. I would rather fail pushing forward 

than in retreat.” 

- It's easiest and most natural to continue taking massive actions when you are winning—and 

winning is only possible with massive actions. 

- Andy Grove, one of Intel Corporation's first employees, coined the saying, “Only the paranoid 

survive.” 

- One of the problems with success is that it demands continuous attention. Success tends to 

bless those who are most committed to giving it the most attention. 

- I would rather be overexposed than face obscurity. 

- Go all the way—and then keep going until your fire burns so hot that people stand in 

admiration of your ability to take action. Don't worry about the resistance you're afraid you'll 

face from either the market or your competitors. They'll get right out of your way once they 

see that you're a force to be reckoned with. 

- Most of the time, what you fear doesn't even occur. It's been said that FEAR stands for False 

Events Appearing Real, which aptly implies that most of what you're afraid of doesn't ever 

come to pass. 

- The 10X Rule compels you to separate yourself from everyone else in the market. And you 

do that by—as I emphasized earlier—doing what others refuse to do. 

- Nothing happens without action. 

- Every successful person I know of has used fear as an indicator to determine which actions 

will provide the greatest return. 

- The first thing you must do is make success your duty by setting distinct and definitive 

priorities. 



- I personally am not interested in balance; I am interested in abundance in every area. 

- Quit thinking in terms of either/or and start thinking in terms of all and everything. 

- Try to take this approach: Be grateful to go to work, and see how much you can get done in 

the time you have. Make it a race, a challenge—make it fun. 

- This very same client now tells people with admiration and praise that “those guys follow up 

like maniacs.” 

- Notice how executives become concerned about customer satisfaction and then start 

initiatives to conduct customer satisfaction surveys of the individuals who became 

customers—and completely ignore surveying those who did not become customers. This is a 

huge miss and a great example of an “only practice” (discussed in chapter 10) that will show 

you immediately how to acquire more customers. 

- When you're building a business, your primary target is not customer satisfaction (yet); it's 

acquisition, referral, and loyalty and then more acquisition using the customers you've 

attained. 

- This line of thinking differs from concentrating so intensely on customer satisfaction that 

members of the sales team worry about upsetting, pressuring, and pressing hard for fear that 

doing so may damage their clients' opinion of them. 

- If you truly want to find out what your organization's customer acquisition and loyalty 

weaknesses are, then survey the people who you do not acquire. The sooner you can ask them 

questions, the better—ideally, as they leave or refuse the business. 

- And be sure to ask them about the processes— 

- Companies fail not because they offend customers but because they don't take enough 

action to make these individuals customers in the first place. 

- Remember the operative order of importance: customer acquisition is the primary target, 

followed by customer loyalty, followed by customers who spread the word about you. This 

approach allows a company to continue to invest in product development and improvement, 

enhance processes, and increase promotion—which ultimately creates real customer 

satisfaction. 

- Are you operating at the right level of targeting, and thinking big enough? If you're not 

already, you need to expand your approach and enlarge your footprint with the goal of 

dominating and being everywhere. 

- The mere commitment to doing something this big will be an adventure in and of itself. Even 

before I'm able to fully attain my goal, I will achieve some greater level of success in the 

attempt. Will money come as a result? Absolutely! Will people buy my products? For sure! 

Will I create success for my ideas and get support for whatever I am trying to accomplish? 

Guaranteed! 

- “The best revenge is massive success.” 



- Your name, brand, and reputation are your most valuable assets only if enough people know 

of them and use them. 

- the best way to even the score against those who have it in for you is to make yourself so 

well known that every time they look up—each morning when they wake and right before 

they go to sleep at night—they see evidence of you and your success. 

- Man would do nothing exceptional if it were not for the willingness to be unreasonable. So 

be one of the unreasonable ones. They are usually the people who make a huge difference in 

our world. 

- The very successful realize that they're not bound by shortages. They know that money exists 

in abundance and flows to those who create products, services, and solutions—and that 

wealth is not limited to a monetary supply. The closer you are to the massive flows of money, 

the better chance you have of creating wealth for your own endeavors. 

- Think in terms of creating money and wealth, not salaries and conservation of funds. 

- The unsuccessful, on the other hand, spend money on things that affluent individuals use to 

create wealth. 

- You will be amazed how much you can get done when you quit thinking, calculating, and 

procrastinating and just get on with it and make a habit of acting now. 

- Whatever the method may be, the successful don't think in terms of hard work (even though 

they are, of course, willing to work hard). Instead, they figure out how to work “smart” and 

handle the situation by finding and using the right approach until they succeed. 

- Successful people invest time, energy, and money in improving themselves. 

- If you don't stay focused on your goals, you will spend your life achieving the objectives of 

other people—particularly those who are goal-oriented. 

- Commit First—Figure Out Later 

- However, I would suggest that any disparity between what you know you can do and what 

you are achieving is an ethical issue. 

- Be Dedicated to Continuous Learning 

- Although the media often discuss the disparity between the rich and the poor, they 

frequently fail to cover the amount of time and energy the wealthy have committed to 

reading, studying, and educating themselves. 

- The most successful people I know read everything they can get their hands on. They 

approach a $30 book as though it has the potential to make them a million dollars. 

- Discipline is what you use to complete any activity until the activity—regardless of how 

uncomfortable—becomes your normal operating procedure. 

- Whatever—or whoever—drives you, go get it now—and quit being reasonable with yourself. 



- Once I clarified the right-sized target and avoided overwhelming myself with technicalities 

and “how” minutiae, I then allowed the target to determine which actions would be most 

consistent with its size. It seemed as though a big enough goal would automatically move me 

to the right actions. A little trick I used was to ask myself quality questions like “What do I have 

to do to become the name people think of when it comes to the topic of sales?” I immediately 

began writing down answers and ideas: (a) Get 6 billion people to know who I am. (b) Get a 

TV show. (c) Get a radio show. (d) Get my books into every book store and library. (e) Get on 

all the major talk shows and news shows. (f) Make If You're Not First, You're Last a New York 

Times best-seller. (g) Make a major push using social media to have people around the world 

become acquainted with my name. Again, I didn't know how to do any of this at this point—

nor did I want to figure it out during these early steps. 

- Everyone was scared, but I kept one important point in mind: that the most successful 

expand while others get smaller. They take risks while others conserve. 

- The goal has to be more valuable than the risk—or you have determined the wrong target. 

- Successful people commit first and figure the rest out later. 

- Fear is an indicator that you are moving in the right direction. 

- Big thinking, massive actions, expansion, and risk taking are necessary for your survival and 

future growth. 

- When you're choosing the people whom you will learn from, look for the exceptional—those 

who stand out because of the way they approach their lives. Don't worry about how they are 

special or different from you. Focus on how they think and act and how you can duplicate that. 


