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Author’s Note

I often find myself thinking how incredible it is that I 
exist at all. 

There is an amazingly improbable series of events that 
ledto this moment. It started with the birth of our universe 
13.8 billion years ago, which led, through many chance 
events, to the formation of our solar system out of the 
remains of generations of forgotten stars. 3.8 billion years 
ago sees the first life on earth, followed by the fits and 
starts of evolution, punctuated by mass extinctions wip-
ing out just the right creatures at the just the right time, 
and ending up with the human species as we know it. 
Innumerable events could have turned out differently and 
we wouldn’t be here. 

Whenever I question what is going on in my life, I always 
come back to this starting point – we are incredibly lucky 
just to be here.

Given that we are here, now what? “Why are we here?” is 
a question that has been pondered for thousands of years. 
My short answer? Nobody knows. And if nobody knows, 
the best we can do is come up with our own guess and 
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enjoy as best we can this curious adventure called life.

I’ve spent the last couple of decades working on my best 
guess, sifting through ideas to find those that helped me 
figure out who I wanted to be and how to get there.

Once I had kids, I wanted to give them a head start by 
assembling my best guess and sharing it with them. The 
idea was that they could use it to get a jump start on what 
is, as far as we know, a journey with a limited time. 

Having shared it with them, I found myself sitting on 
this material which has been very helpful to us. I thought 
that there might be people out there who could also use a 
starter kit for their own guess and suggestions on what to 
do about it. 

That’s the beauty of life. If we are still here, we have a 
chance to re-think our current guess and improve our 
lives and the lives of those around us. 

How exactly to do that is not always clear, but I have 
found that a little hard work and the right toolkit can 
make a significant difference.

If you are someone who has wondered about what to do 
with this life of yours, or could use some help building 
your own toolkit, then this book is for you. I hope you 
find something in here of value.



This Curious
Adventure

A Perspective on How to Live a
Successful and Fulfilling Life
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Chapter 1

My best guess of how to get the most out of this cu-
rious adventure starts and ends with four simple 
questions. I believe each one is an important ingre-

dient in a successful and fulfilling life. Each one can have both 
simple as well as thoughtful and deep answers. I’ve found that 
as time goes on, I spend more time trying to sort out the deep 
answers. I’m also convinced that I will run out of time before I 
get fully satisfactory answers - and that’s ok. The adventure is 
the journey, not the destination. 

Here are the four simple questions:

1. Do you have a theory on how the world works? 

Humans are both amazing and limited creatures. Any under-
standing of life needs to start with an understanding of how 
the world works and how we ourselves work. Did you know 

My Best Guess

“Take a chance because you’ll never know how 
absolutely great something can turn out to be.”

- Unknown
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that we have programming errors built into our brains where 
we will consistently and predictably make mistakes in certain 
situations? These “cognitive biases” are a rich field of study 
in psychology. Section I explores this and other topics to help 
you develop your own theories of how both you and the world 
work. Like a scientist, if you have a theory, you can test it over 
time and refine it as you learn more.

2. Do you have a strong foundation?

To get the most out of life, I’m convinced you need a strong 
base of mental and physical health. These areas form the core 
of daily activity and need to be tended to regularly to maintain, 
and hopefully improve, your life. This is where a “little bit of 
hard work” comes in. Most people have heard of the basics of 
eating right, exercising, sleeping well, and managing stress. 
The trick, which works for most things, is to work on it a lit-
tle bit every day. Section II provides a summary of what I’ve 
learned about our minds, our bodies, and our environment. 
I’ve also included a fourth foundation – money – as it is hard 
to operate in today’s world without a basic understanding and 
philosophy of how to approach your finances.

3. Do you know what you want (and how much you want it)?

Once you have the basic building blocks, it’s time to start 
thinking about what you want out of life. This is harder than 
it sounds. Most people only have a vague sense of what they 
want – they want to be “healthy”, “successful”, or “rich”. I’ve 
found those kinds of wants are not specific enough to be use-
ful. Understanding what you want at a deep level, and why 
you want it, will do wonders for your ability to get it. Section 
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III provides the perspectives and tools that I have found most 
helpful for figuring out what I want.

4. Do you know how to get it?

Knowing what you want is only the start. The key is how to get 
it. This includes knowing what tasks need to be done, as well 
as what resources and skills you need and how to get them. 
While you can do a lot of it yourself, you will most likely need 
other people to help you and there are tips and tricks for that as 
well. 

Section IV covers a basic toolkit, which comprises six key 
skills that I believe everyone should have.  I’ve also collect-
ed several additional techniques that have helped me on my 
journey. These are either more advanced (e.g. techniques for 
improving memory) or for specific situations (such as network-
ing and selling ideas), so rather than include them in this book, 
I have made them available on thiscuriousadventure.com. As 
long as my own adventure continues, you can check the site 
periodically to see if I’ve added any new ones. 

And that’s it. If you can answer yes to each of those 4 ques-
tions, your chances for success are probably higher than 95% 
of the population, and you should put down this book and get 
started. If you need some tips on how to answer these ques-
tions, keep reading.

As a final note, re-ask these questions at least once every six 
months to see if your answer changed. I have seen what I want 
(#3) in particular change over time. 





Section I

How The World Works
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Chapter 2

Reality. It’s not what you think.

“Reality is merely an illusion, 
albeit a very persistent one.”

- Albert Einstein

When trying to get a better handle on reality, I 
must admit that I can’t prove we aren’t in a 
Matrix-like simulation. But let’s ignore that for 

now by assuming that the input we get from our senses is 
an accurate indication of the world around us.

When you look at that input, you might be surprised to 
find that scientists have calculated that we are exposed to 
400,000,000,000 bits of information a second, but only 
2,000 of those bits register with the conscious human 
mind. The brain is an amazing filtering machine that auto-
matically selects down to the “pertinent” information that 
it determines you need to know (“is that a speeding car 
heading right for us?”).

No matter how well it filters (which we know is a bit 
questionable), we have to accept that we process a small 



- 12 -

THIS CURIOUS ADVENTURE

percentage of reality. This means that reality, as you see 
it, is uniquely yours. Put two people in the same room 
and through different filters accumulated over a lifetime, 
the 2,000 bits of data that get through will be different, 
sometimes radically different.

In other words, reality is subjective. And often, such as 
when you are exposed to advertising, the input is crafted 
to make you experience reality in a specific way, so not 
only is it subjective, others are actively taking advantage 
of that to influence you.

Daniel Khaneman summed this up nicely in his book 
Thinking Fast and Slow: in the end, “what you see is all 
there is”. What makes it past your filters is your reality. 
If it didn’t, it might as well not exist. Think about this the 
next time you get into an argument with someone and 
wonder if they live in their own reality. In fact, they do. 
But then again, so do you!

1st Piece of Advice: AccePt the ideA thAt reAlity is not 
An indePendent And objective concePt. exPect every-
one’s sense of reAlity is uniquely their own.
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Chapter 3

It’s An Unpredictable World

“If life were predictable, it would cease to be life, 
and be without flavor.”

- Eleanor Roosevelt

In his book, Team of Teams, General Stanley Mc-
Chrystal defines the difference between complicated 
environments and complex ones. Complicated envi-

ronments have many different moving parts, but are ulti-
mately deterministic - in other words, predictable. If you 
put in the same inputs, you get the same outputs. Think 
of a mechanical watch. It has many moving parts, but if 
it works properly, it will produce a very consistent and 
predictable output. If it breaks down, you call a subject 
matter expert, in this case a watchmaker, who repairs it 
back to predictable outcomes.

It’s not so straightforward with a complex environment. 
The pieces of complex environments are highly interde-
pendent, non-linear, and ultimately unpredictable. If it 
doesn’t work as expected, there is no expert to call, since 
nothing is clearly broken. Think of the break in a game 
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of pool. Even if you know the locations of the balls, the 
angle of the cue stick and the force of the strike, there are 
too many variables to be able to calculate where all the 
balls will go. Small changes in input lead to large changes 
in output. It is, in effect, unpredictable. Reality falls in 
this category.

Not only is the world complex, but your ability to process 
it is hindered by “cognitive biases” which are a set of 
mental errors built into our brain. These had an evolution-
ary advantage at some point, but prompt you to incor-
rectly lean towards some outcomes, while overlooking 
others. Sometimes, you won’t see it coming.

So what should you do?

First, spend some time learning about the human brain 
and influence. Learn about cognitive biases and how they 
affect a person’s thinking. This is particularly important 
in a situation where you are being influenced by others 
(think shopping, politics, etc). Remember that your reali-
ty is actively being shaped by someone else. You want to 
be aware of when and how that is happening.  

When you understand how the input is coming in, the 
next thing is to get better at figuring out what happens 
next. An effective way to do that is to build a set of “men-
tal models” that can help you find a more likely outcome 
in various situations that others may miss. An example is 
the concept of “regression to the mean”, which basically 
says that large deviations are often anomalous and future 
results will come back to the mean (i.e. average) results. 
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A simple example is that tall people will have shorter 
kids, while short people, on average, will have taller kids 
- in effect bringing the average height closer to the mean. 
While this is clearly not true in all situations, it provides 
a quick and simple mental model you can use to create a 
probable outcome in many situations.

Even with an understanding of how the brain works and a 
good collection of mental models, you should anticipate 
unexpected outcomes. How to prepare for that type of 
world? Focus on resiliency and anti-fragility - the ability 
to survive, and even thrive, through unpredictable change. 
The less you “need” to be a certain way and the more 
options you have for what you consider “successful”, the 
greater resiliency you have.

2nd Piece of Advice: reAlity is comPlex And unPredict-
Able, so think in ProbAbilities rAther thAn Absolutes. if 
you do, you will be much less surPrised At Any PArticu-
lAr outcome.
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Chapter 4

Being Human: An Owner’s 
Manual

“When dealing with people, remember you are not 
dealing with creatures of logic, but creatures of emotion.”

- Dale Carnegie

Why do human beings do what they do? There 
are entire fields of study dedicated to answer-
ing this age-old question. Most of what drives 

the world is a net result of individual actions people have 
taken. Understanding why people do what they do (in-
cluding you), will help you understand why the world 
works as it does, and provide opportunities to improve 
yourself, build and maintain relationships, and potentially 
lead to new and exciting places. 

Consider the following models of how humans work as a 
starter kit on your journey.

the simPlest humAn model

The most basic model says: Humans move towards plea-
sure and away from pain (“the carrot and the stick” theory 
of motivation). When both are present, pain avoidance 



- 20 -

THIS CURIOUS ADVENTURE

tends to be the stronger motivator.

the six humAn needs model

Tony Robbins’ interesting model identifies six human 
needs that everyone has in common. In this model, all 
behavior is simply an attempt to meet these six needs:

1. certAinty: assurance you can avoid pain and gain 
pleasure

2. uncertAinty/vAriety: the need for the unknown, 
change, and new stimuli

3. significAnce: feeling unique, important, special, or 
needed

4. connection/love: a strong feeling of closeness or 
union with someone or something

5. growth: an expansion of capacity, capability, or un-
derstanding

6. contribution: a sense of service and focus on help-
ing, supporting, and giving to others

While people need all six, most individuals will have 
two that dominate their behavior. The last two - growth 
and contribution - have a unique place in the model as he 
believes they are the keys to having a fulfilling life. Are 
they one of your top two?

Try this simple exercise: Look at your friends, your fami-
ly, or other people in your life, can you identify their two 
primary needs? Make and test a prediction on how people 
will behave in future situations. Then use that to under-
stand why they do what they do.
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system 1 vs system 2
Once you have a basic understanding of what drives 
individuals, the next step is to figure out how people, in-
cluding yourself, process information. Daniel Kahneman, 
in his book Thinking Fast and Slow, describes a 2-tier 
system of mental processing, which is a little more com-
plicated, but worth understanding.

System 1 operates automatically and quickly, with little 
or no effort and no sense of voluntary control. We use 
this system to detect that one object is more distant than 
another, orient to the source of a sudden sound, or answer 
routine questions (“What is 2+2?”).

System 2 turns on for specific demanding mental activi-
tes, including solving complex computations (“What is 
17 x 24?”) and making “big” choices. We use System 2 
when we maintain a faster walking speed than normal or 
count the occurrences of the letter “a” on a page of text.

Think of System 1 as associated with skills, knowledge or 
habits. When a skilled response is available, that process 
automatically starts. So if no skill, knowledge, or habit is 
available, then you might assume that System 2 automati-
cally kicks in. It turns out that is not quite how it works.

It is rare for System 1 to not have an answer. When 
searching for the answer to a question, it simultaneously 
generates answers to related (and often easier) questions 
and offers these up as answers. For example, when asked 
“How much would you contribute to save an endangered 
species?”, System 1 might actually answer the easier 
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question “How much emotion do I feel when I think of 
dying dolphins?”

The problem? There is no simple way for System 2 to 
distinguish between a skilled (accurate) answer and a 
hueristic (guesstimate) one. System 1 answers can be 
“endorsed” with minimal checking, which is how it gets 
a bad reputation as a source for errors. You can see this in 
the classic “bat and ball” question:

A bat and ball cost $1.10. The bat costs one dollar 
more than the ball. How much does the ball cost?

What was the first answer that came to mind? For most 
people, it was 10 cents. Think about it for a minute (by 
using System 2) and you’ll see why that is wrong.

Once you understand the basic differences, there are tech-
niques you can use to improve how your brain handles 
everyday life.

Take the Muller-Lyer illusion:
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If you’ve never seen it, you might think the lines are 
different lengths. If you have, you “know” they are the 
same length meaning you’ve trained System 1 to give the 
correct answer (if you still can’t see it, move a standard 
object such as your finger between the two). You can also 
set rules for System 1 to follow. A simple example in the 
world of finance is to “always take the highest insurance 
deductible”. 

While they are not perfect, if you spend time thinking 
about these models, you can begin to understand, and 
ultimately predict likely behavior for yourself and others, 
which will be a critical skill in getting what you want in 
life (of course, that’s after you figure out what that is). 

3rd Piece of Advice: unlike reAlity, think of humAns As 
often PredictAble in wAys thAt you cAn leArn.
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Chapter 5

Being Human II: 
The Troubleshooting Guide

“Being human means being flawed. Perfectly flawed.”
- Rhonda Britten

When asked about their driving skills, 93% of 
US drivers put themselves in the top 50%. If 
that sounds mathematically impossible, it is. 

It’s also a great example of a cognitive bias, which is the 
human brain’s tendency to draw incorrect conclusions. 
This one is called the “superiority bias”, based on an over 
assessment of our own skill set. Most people are subject 
to it (but not you, right?)

Cognitive biases have always existed and many of these 
are recognizable cultural norms. Doing things just be-
cause others are (“herd mentality”), buying something 
you shouldn’t have and convincing yourself it was a good 
idea (“post-purchase rationalization”) and underestimat-
ing the time to complete tasks (“planning fallacy”) are all 
examples of common cognitive biases.
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Prior to the 1970s most scientists treated humans as 
“rational beings”, meaning they believed that if we had 
all the appropriate information, we would make logical 
decisions. Sounds reasonable. Unfortunately, it is simply 
not true. We constantly make decisions that make sense 
in our own minds, but seem suspect when viewed through 
an objective lens. Amos Tversky and Daniel Kahneman 
were the first scientists to define and study these phenom-
enon back in 1972.

Since then, they have identified a lot of biases (105 at 
last count). Thankfully, Eric Fernandez has put together 
a study guide on all of them with links to Wikipedia for 
details. In general, there are four main groupings:

• 19 sociAl biAses: Biases related to personal interac-
tions and groups, such the tendency to engage in be-
haviors that will confirm existing attitudes (“self-ful-
fulling prophecy”)

• 8 memory biAses: Biases that affect how we remem-
ber things, such as the idea we are responsible for de-
sirable outcomes but not responsible for undesirable 
ones (“self-serving bias”)

• 42 decision mAking biAses: Biases that impact how 
we choose and make decisions, such as the tendency 
to underestimate task-completion times (“planning 
fallacy”)

• 36 ProbAbility & belief biAses: Biases associated 
with why we believe something happened or whether 
it will happen in the future, such as the tendency to 
perform or perceive differently when one knows they 
are being observed (“Hawthore effect”)
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If you look at the full list, you will find a few that sound 
familiar, but probably quite a number that you didn’t 
realize existed. 

The good news is these “bugs” in our brain software are 
predictable and you can learn to recognize them, and 
ultimately counteract them, so you can make better deci-
sions. It’s also helpful to understand why others make the 
choices that they do. So go take a look. It will give you 
another peek at how the world really works.

4th Piece of Advice: understAnd how humAns cAn be 
PredictAbly wrong in mAny situAtions (including you). 
mAke A PrActice of looking for new scenArios where 
this hAPPens.
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Section II

Building a Strong Foundation



- 30 -

THIS CURIOUS ADVENTURE



- 31 -

Chapter 6

Crafting Your Mind

“We are shaped by our thoughts;
we become what we think.”

- The Buddha

Words matter. In particular, the words you say to yourself 
every day are the most important words in your life. 

As you’ll learn later in the toolkit section, learning is 
about regular repetition, grooving patterns into your mind 
over time. As a simple example, think of the majesty of 
the Grand Canyon. How could water – that gentle, soft, 
and flexible substance - carve such awe-inspiring grooves 
in the earth? It is just a tiny bit of force applied consis-
tently over a very long time. That’s all it takes. Words 
are like the water of your mind, continually reinforcing 
patterns. 

This means that you should spend a lot of time thinking 
about the words that echo in your head daily. These are 
the words your life is built on, so it is best to choose them 
wisely.
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“What do I want?” is one of my favorite questions and I 
find it to be a great starting point for almost any situation. 
In the case of our minds, I asked myself that question and 
eventually settled on the following:

I want to have a vibrant mind with enough grati-
tude, mental energy, focus, discipline, and joy to 
do any activity I want at any time. 

Let’s look at that in detail, so you can see why I specifi-
cally chose those words:

• grAtitude: This is the first and most important build-
ing block. I tell myself that I am lucky to be here. I 
have been given a gift of a short time to pursue this 
curious adventure and I intend to take advantage of 
it. The great times are easy. The not-so-great times, 
while difficult to go through, are part of the package. 
I tell myself that if I don’t have the lows, I won’t 
realize how great the highs are. Groove the habit of 
gratitude. If you choose to do one thing after reading 
this book, this is the one.

• mentAl energy: Energy is the fuel of activity. The 
more mental energy I possess, the more I can do in 
the limited time I have. I want to find ways to culti-
vate that energy. 

• focus:  I want to do something meaningful as part of 
my adventure and I believe that great things require 
focus, so this is a word that I want running through 
my mind daily. 

• disciPline: A successful and fulfilling life requires 
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work. Our family has adopted the mantra “short term 
hard, long term easy”, which means that if you do the 
hard work today, tomorrow will be easier. Easier said 
than done, I know. To help, I often remind myself that 
my future self will thank me for doing it now. Train 
your mind to think of yourself as someone who gets 
things done.

• joy: I believe that joy is one of the reasons that this 
adventure is worth taking and I want as much of it as 
I can get.

With that as what I want, I’ve also come up with instruc-
tions for myself that I try to follow every day:

1. be comPAssionAte: Just like me, everyone is trying 
to figure out this thing called life. Just like me, they 
make mistakes. Since reality is subjective, I want 
to choose compassion. People were short with me 
because they are busy, not because they are mean. 
Someone cuts me off in traffic? I’ll assume they just 
didn’t see me or they have an emergency. Whether 
it’s true in their reality or not, I can assume it’s true in 
mine. Life is much more pleasant this way.

2. be Present: When I am with someone or engaged in a 
focused activity, I try to be in the moment, not think-
ing of things that happened yesterday or things that 
might happen tomorrow. The only moment that exists 
is “now”. The more time I can spend there in the mo-
ment, the more fulfilling my life becomes.

3. be observAnt: Life is fascinating if you just open 
your eyes and look around. Look for the small things 
that most people miss. Whether unique sights, expres-
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sions, or entire worlds that unfold in the corner of a 
park or high up in the trees, there is something new 
that you can see everyday. 

4. be Active: It’s your life. Whether your current cir-
cumstances are what you want or not, the only choice 
you have is what you are going to do next. Own that 
decision.

5. be courAgeous: Life is an adventure without a rule 
book. The only way to find out how it works is to try. 
Try and fail. Then get up and try again. 

6. be resilient: Life won’t always do what you want it 
to. Get comfortable with boundaries and not getting 
what you want. Counterintuitively, if you are com-
fortable not getting what you want, you have a better 
chance of getting it.

7. And most important… be yourself: You are the only 
one on your specific adventure so live it as the person 
you want to be.

5th Piece of Advice: crAft your internAl diAlog Pur-
Posely And with cAre. your mind is the most imPortAnt 
tool you hAve, And you Are shAPing it every second of 
every dAy.
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Chapter 7

“Physical fitness is the basis for 
all other forms of excellence.”

- John F. Kennedy

Your mind does not live in a vacuum. In fact, it 
lives in a very specific place – your body. So just 
like you need to tend your mind, you also need to 

tend your body. And like the mind, I start with the ques-
tion of what I want. Here’s what I came up with:

To be pain and disease free with enough physical 
energy, strength, and mobility to do any activity I 

want at any time.

This one is a bit more straightforward. I want my body 
to be an enabler of my life and those are the ingredients I 
believe are needed to do so.

Achieving that by following health news can be both fas-
cinating and frustrating as there are often competing ideas 
about the “right” way to be healthy. Sifting through all 

Crafting Your Body
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that I have learned it comes down to 3 basic concepts:

• Eat well: Your body is literally constructed out of 
what you eat. Use the best building material you can 
find.

• Move well: Your body follows the old maxim of “if 
you don’t use it, you lose it.” Use it as often as you 
can.

• Sleep well: Being awake is actually a low-grade de-
structive process. Sleep is your recovery mechanism. 
Give your body what it wants.

In terms of what that means in practice, here is what I do.

eAt well

There are many delicious things that are not good for you 
and it is hard to cut them all out, so I’ve adopted an 80/20 
rule to eating. 

If I eat “well” 80% of the time, I can indulge a little. For 
me, eating well for 80% means the following:

First, the things that are universally true, or at least I’ve 
never heard anyone disagree with:

• Eat wild, whole, minimally processed, fresh, local, 
organic foods (in that order if I can’t get it all). 

• Read the labels. Go for the food with the least in-
gredients (5 or less is best). If I don’t know what the 
ingredient is, I avoid it.

• Use olive oil, avoid vegetable oils, and don’t eat any 
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partially hydrogenated oils. 
• Avoid sugar. 

After that it tends to get a bit murky as to what your mix 
of food should be. I currently take the middle ground 
– lots of veggies (salad for lunch, green veggies with 
dinner), a moderate amount of high-quality protein, and 
medium to low carbs.

Supplements are even more complicated. Here, you need 
to do your own research, but it’s clear that no one really 
gets enough sun exposure these days, so Vitamin D is the 
one thing that almost everyone should take and is consid-
ered very safe.

move well

Each of us will have a different definition of what “any 
activity” means. For me, I enjoy going rock climbing, but 
have no interest in climbing Mount Everest, so my base-
line will be more moderate than a mountain climber. 

This means that you need to do a little work in the begin-
ning to determine what your baseline needs are, but the 
good news is, once you get there, maintaining it is pretty 
easy.

I have found it useful to define a baseline using the fol-
lowing categories:

1. Posture: This is one of the most important and least 
thought about aspects of physical fitness. Posture, by 
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definition, is the position your body is in most of the 
day, and therefore has the most potential for long term 
effects. The simple advice? Make sure you sit, stand, 
and walk using the posture that you wish to have 
when you are 90 years old.

2. breAth: Another underappreciated aspect of the 
body. There are plenty of practices that will teach you 
breathing from yoga to meditation. In short, breath as 
slow and as deep as you can as often as you can.

3. strength: This is what most people think of when 
they think of a healthy body. It’s a measure of how 
much work your muscles can do.

4. bAlAnce: Strength is not much good if you can’t keep 
your balance.

5. flexibility: Gradual restriction of motion as you get 
older is not inevitable and you shouldn’t accept it. 
Stretch, reach, and move to the full extent of normal 
human motion.

6. conditioning: The other “common” view of physical 
health, it is basically how long can you keep up an 
activity. Back to the original definition, you want it to 
be high enough to do any activity that you want to do.

So how do you build up the baseline that you want?

Start with posture, breath, balance, and flexibility. These 
are things that should be a daily practice and only take 
a few focused minutes a day for each to make continual 
progress.

Building strength has two major approaches:
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1. build AdditionAl muscle fibers: Work out hard 
enough to stress your existing muscle fibers which 
will convince your body that it needs to build more 
of them. Give yourself enough time to recover before 
trying again (the growth comes in the recovery). How 
do you know if you gave enough recovery time? You 
should have more work output (last time you did 10 
pushups? Next time you should be able to do 11 or 
more). If not, rest more.

2. “greAse the groove” to imProve the neuromusculAr 
PAtterns: Do the exercise in minimal doses (half of 
what your max is), often. For example, if you can do 
10 pushups, do 5 pushups 3-5 times per day, focusing 
on form.

Conditioning can be done periodically (every week or 2 
weeks), with incremental improvement, until you reach 
your target state. Then you can do as little as required to 
maintain.

Once you have hit your baseline, you can test it period-
ically to ensure that it is still in place. I do have specific 
suggestions of what a good baseline fitness is, but given 
the variety of activities people may want to engage in, I 
didn’t include it here. If you are interested, you can email 
me at drew@thiscuriousadventure.com and I would be 
happy to share.

sleeP well 

If you really want to know why you should get a good 
night’s sleep, you should read Why We Sleep by Matthew 
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Walker. Suffice it to say, it’s critically important to almost 
every major body system. 

A simple test to see if you are getting enough sleep is 
whether you can wake up regularly without an alarm and 
feel refreshed. 

Honestly, this is an area where I get close but don’t quite 
meet. Modern work schedules mean it is hard to get as 
much as I need while working full time, but close is not 
too bad.

Here is some advice that I’ve found helpful:

• Quality is more important than quantity, so focus on 
sleeping well first

• Go to bed at the same time each night
• Avoid caffeine after 2 pm
• Start winding down 2 hours before bed (that means 

putting the phone and other electronics away)
• Avoid eating big meals or doing a hard workout near 

bedtime
• Write a “grateful” log before bed
• Avoid bright lights, particularly LEDs and strong blue 

lights (you can use orange glasses and install F.lux on 
your computer – ie. You want to create a “sunset” or 
“fireside” feeling)

• Sleep in a pitch black room 

 6th Piece of Advice: eAt well, move well, And sleeP 
well. your body is the only PlAce you hAve to live, so 
treAt it Accordingly.
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Chapter 8

Crafting Your Environment

“The environment is everything that isn’t me.”
- Albert Einstein

As discussed in the background section, your real-
ity is determined by the input you receive, and in 
turn, your input is based on the environment you 

are in. Given the importance of our environment, we also 
want to make sure it is well positioned to help us. As usu-
al, I start with “what I want”. In this case, I came up with:

To have a healthy, safe, secure, and enjoyable en-
vironment that gives me freedom from worry and 
supports me in living the life I want.

Much of this is determined by where your environment is, 
so choose the best environment that you can find. Money 
is clearly an important ingredient in providing more op-
tions for where that is, which is one of the reasons I chose 
it as the last foundation piece.
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Wherever your environment is, you have a significant 
influence on what is in it and how it is structured.

In the past few years I have adopted many of the concepts 
of minimalism, with the idea of having less stuff, but 
more meaning for each thing I own. Here are the general 
guidelines I’ve adopted:

1. As much as possible, everything in our house makes 
us happy and joyful. 

2. Simplify. The fewer things I have, the more time I can 
spend appreciating and enjoying each specific item 
and the less time I spend maintaining it (cleaning, 
etc).

3. Everything should have a place, preferably visible 
(limit storage to as small a space as possible).

4. Everything should have a purpose (memento, growth, 
fun, functional, or security).

5. Everything should be used within the year - If I hav-
en’t used it within one year, I give it to someone who 
will get better use out of it.

I also like to keep a small list of the “precious few” assets 
that mean the most to me and have systems in place to 
recover them from loss. These days, they are mostly in 
the form of memories – photographs and videos of both 
the extraordinary experiences I’ve enjoyed as well as the 
ordinary days with my family and friends. Thankfully, 
there are many backup options today that can cover this.

Ultimately, I often remind myself that if my house burned 
down, but my family and I are healthy and safe, all is still 
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well with the world. The rest can be replaced.

7th Piece of Advice: your mind And body Are in your 
environment All dAy, every dAy, so design your environ-
ment to helP you, not hinder you.
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Chapter 9

...And Your Money

“That man is richest whose pleasures are cheapest.”
- Henry David Thoreau

Money is an interesting concept and can mean 
lots of different things to different people. 
“What do I want?” Here’s what I came up with:

The ability to do anything I want, anytime I want, 
without having to worry about the money to 
finance it. 

Read that again carefully. Note that it doesn’t say I want 
to have lots of money. Just that I don’t want money to be 
an inhibitor to what I want to do.

In my family, we often talk about “rich” versus “weath-
ly”. Rich means having lots of money. Wealthy means 
having enough money to cover everything you want to 
do. I often make the point to my kids that the wealthiest 
person I know is their great grandmother. Why? Rather 



- 50 -

THIS CURIOUS ADVENTURE

than having the most money, she went the other way and 
wants the least of anyone I know. “Want to go on a cruise 
or travel?” “No, been there done that.” “Want new stuff?” 
“Why would I want new things? The stuff I have is per-
fectly functional.” The main thing I’ve seen her want to 
do is pay for or make big family dinners, which is well 
within her means. I can’t think of a single thing that she 
wants that money is preventing her from getting. That’s 
what it means to be wealthy.

Now for myself, I must admit that my wants are a bit 
bigger than hers. I don’t need a private jet, but I do like 
to travel. I generally don’t need new stuff, but there are a 
few gadgets that I like and tend to buy. 

In terms of an actionable strategy, I’ve done the following 
4 step process and have found it very useful.

1. Figure out what I want in life (see Section III).
2. Determine how much income is needed to sustain that 

life.
3. Determine how to achieve that income in the most 

effective way possible. 
4. If I can’t yet achieve that income, start over at step 1 

and want a little bit less for now. 

So where does income come from? Most people think 
“job”, but that’s only one of the ways. Particularly once 
you start to save and invest some money, other options 
become available. 

Your goal should be to move up the ladder of these major 
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income categories over time, with full passive income 
being the ultimate objective. If you make it there, what 
you do with your time is solely based on what you love to 
do and what kind of contribution you want to make to the 
world. I’m personally not there yet but continue to work 
on it. Here are the categories:

1. full PAssive income: Financial agreements that guar-
antee you income, this includes pensions, annuities, 
and some government bonds such as TIPs.

2. PAssive ownershiP: Investing in a broad portfolio of 
assets, such as index funds, looking for both growth 
(appreciation in value) and dividends (actual cash that 
you get on a regular basis). You don’t do much work 
here, only decide on how to allocate your money at 
the highest level such as what percentage to stocks, 
bonds, or real estate.

3. Active ownershiP: This is investing in a specific 
set of assets where you spend time thinking about 
them and specifically choosing them. In the words of 
Warren Buffet, try to invest in businesses that are “so 
wonderful that an idiot can run them. Because sooner 
or later, one will”. To do this well requires a lot of 
time and a love for numbers and digging into minute 
details. 

4. Active ownershiP & mAnAgement: Own and manage 
a business, such as a store, real estate, or other ven-
ture.  

5. work for hire: Get paid for your time. This is where 
most people start out. 

As you can see, each of these levels requires more and 
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more of your time. I’ve also found several general pieces 
of advice that I think everyone should follow:

• Protect yourself. Have an emergency fund to cover 6 
or 12 months of expenses. Reduce your expenses until 
you can build up a cushion.

• Invest in yourself. For any money you get (salary, 
gifts, odd jobs), save 10%, invest 10% and give away 
10%. Live off the rest. If your emergency fund is full, 
invest 20%

• Avoid fees whenever possible. Put the 20% invest-
ment into a total stock market index fund. 

• If you can’t afford what you want, want less, or devel-
op patience to wait until you can afford it.

• Have the money in the bank before you buy some-
thing. Avoid all debt, especially credit card debt (a 
potential exception is a mortgage). Credit cards are 
actually a good strategy to protect yourself from 
fraud, but be sure to pay them off every month.

8th Piece of Advice: understAnd how money works. it 
cAn’t buy A successful life, but it cAn certAinly helP.



Section III

Figuring Out What You Want
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Chapter 10

What Do You Want?

“The first secret of getting what you want 
is knowing what you want.”

- Arthur D. Hlavaty

As the world becomes smaller and more intercon-
nected, our choices of what to do with our time 
are rapidly expanding. It’s understandable that 

when someone asks “What do you want in life?” many 
of us have difficulty knowing how to answer. As David 
Allen put it, “you can do anything, just not everything.” 
So where to start?

First, set the goal posts. 

These should be the guiding principles that you use to 
align your life path. They are a good check to make sure 
you are making progress. I’ve picked five key “goal 
posts” for myself:

• leArn: Life is not static. You either grow or decay. 
What do I know today that I didn’t know yesterday? 
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What skills will I need to address a probable future?  I 
want to keep expanding my view of the world.

• creAte: I want to make a mark on the world by creat-
ing something new.  Whether it lasts or not, creation 
is a powerful human drive. 

• build strong relAtionshiPs: Humans are wired to be 
social beings. Study after study has found the impor-
tance of strong relationships in maintaining health and 
well being. Go for quality over quantity. And like ev-
erything else in life, it takes work to maintain them. I 
would suggest you make this one of your focus areas.

• hAve fun & AmAzing exPeriences: That’s the essence 
of life. Enjoy it. 

• contribute: While amazing experiences make life en-
joyable, in the end, I believe we are part of something 
bigger than ourselves and contributing back is a key 
goal post for me. I think about how I am contributing 
and how I can do more. If I can combine it with one 
of the other four goal posts, even better.

This is my current list. If they don’t work for you, create 
your own - just make sure you have them.

Then think about what you want in each area. It can be 
long term or short term. Brainstorm as many possibilities 
as you can. If you are stuck, you can do an 80/20 analysis 
of your life.  For example, what small subset of things 
(the 20%) is driving the majority (the 80%) of the happi-
ness (or stress, income, etc) in your life right now? What 
is causing that? Why? What can you do differently that 
could improve it?
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Once you have a list, go make it happen. Getting started 
is often the hardest part, so do something - do anything - 
to move towards your goals. Don’t wait. Do it now. If you 
do, you’ll find that it makes all the difference.

9th Piece of Advice: be As sPecific As Possible when de-
fining whAt you wAnt. set goAl Posts for whAt you wAnt 
to mAke sure you Are covering All the key AreAs.
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Chapter 11

Why Wanting Something is 
Not Enough

“If you really want to do something, you’ll find a way.
If you don’t, you’ll find an excuse.”

- Jim Rohn

So now you have a list of what you want. Unfortu-
nately, that by itself doesn’t do much. To get what 
you want, it helps to first do some homework. 

When you “want” something, you are looking for a spe-
cific outcome that is somehow different than what you 
have today. That may seem simple, but it is hard to do 
well. If you look at New Year’s resolutions, people often 
want to be “rich”, “happy”, “famous”, or something simi-
lar, only to end up in the same place a year later.

So why do so many people fail to achieve their outcomes 
and how can you do it differently? At its heart, there are 
three questions to consider:
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1. how cleAr is your outcome?

Unclear outcomes are inherently unhelpful. Let’s take 
Joe, who wants to be “healthier” this year. After six 
months, Joe can run a mile (up from no running at all), 
but has gained 10 pounds after eating too much junk 
food. Is Joe “healthier”? Well, that depends on what Joe 
meant by “healthier”, which he never defined. After six 
months, he doesn’t know if he’s achieved his desired 
outcome!

You can avoid Joe’s fate if you set it up properly, which 
requires just two key ingredients: 1) be as specific as pos-
sible and 2) have a way to measure progress and achieve-
ment. In this case, if Joe had set a goal to “run a mile in 
under eight minutes by the end of the year while main-
taining his weight within five pounds”, he could easily 
determine whether he achieved it.

2. how hArd is it to Achieve?

The sweet spot for an outcome is “moderately challeng-
ing”. If it’s too easy, it won’t motivate you. If it’s impos-
sible, you will stop. Try to make it just beyond what you 
think you can comfortably do.
 
The objective is to make it “winnable” while also achiev-
ing something meaningful. If you do the same with the 
next outcome, and the next, and so on, you will create 
a “winning” streak that will help you drive through the 
inevitable rough patches that will come up along the way.
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3. how much do you wAnt it?

There is a fable of a young man who asks Socrates how 
he could get wisdom, Socrates replied, “Come with me” 
and walked along the path to the river. They waded in 
until he and the man were waist deep. Without saying 
anything, Socrates grabbed the back of the man’s head 
and pushed him under water. At first, thinking it was a 
joke, the man waited patiently to be let up. After a while 
he became concerned as his air supply dwindled. He 
started struggling to get up. Socrates continued to hold 
his head under water. When his struggles became frantic 
and he thought he would black out, Socrates finally let 
him up. When the man regained his composure, Socrates 
asked him “what did you desire most when you were un-
der water?” The man said simply, “air”. Socrates told the 
man, “When you want wisdom as much as you wanted 
air, you will receive it.”

“Wanting” something is an important first step, but you 
need to know how much you want it. To get a better idea 
of how much you want it, rate your “wanting it” from 1 to 
10, with 1 you have almost no motivation (ie. “If it shows 
up for free on my doorstep, I’ll take it”); 5 you want it 
enough to do something (but not too much), and 10 you 
are willing to do anything (like wanting “air” in the story 
above). 

Want to be successful? Make sure the most impactful 
activities rate a 9 or 10 on the “want it” scale.
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If your goals are currently on the low side, the good news 
is that you can “program” yourself (to use a coding anal-
ogy) to want it more. You can try to entice yourself (ie. 
“the carrot” - visualize the great party you are going to 
throw when you achieve your outcome) or force yourself 
(ie. “the stick” - commit out loud to all your family and 
friends so you’ll do it just to avoid the embarassment). 
Each enforcing thought, assuming it’s strong enough, can 
raise your score. Keep adding stronger and more compel-
ling reasons to do it, and eventually you will get there.

And if you want it enough, you will find a way to get 
it. If, however, you find you don’t want it enough, then 
that’s great too! You just learned something about your-
self and you have one less thing on your to do list. Now 
go back and think of something else you want more!

10th Piece of Advice: know how much you wAnt some-
thing (And thAt you cAn chAnge how much with just 
your mind). your Actions Are the true indicAtion of how 
much you wAnt something.
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Chapter 12

Sometimes it’s hard to figure out what you want be-
cause it means making a big decision that might be 
very impactful to your life - such as getting married, 

having kids or changing jobs. The same ideas apply, but I 
find a bit more structure can help. 

The first thing to keep in mind is that life is complex, 
which means there is no single “right” answer to the 
question you are pondering, so don’t expect to find one. 
Instead, you are trying to find the answer with the highest 
probability of success. 

It is also important to think about your mindset. Even if 
you are struggling with a difficult situation, don’t dwell 
on it as a “problem”. It is simply the next chapter in your 
grand adventure, and a lot of people (myself included) 
find that the current “problems” often become the best 

What to Do When Faced With 
a Big, Uncertain Decision?

“In any moment of decision, the best thing you can do is 
the right thing, the next best thing is the wrong thing, 

and the worst thing you can do is nothing”
- Teddy Roosevelt
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stories once you get past them.

Once you have the right mindset and approach, it’s time 
to get to work:

1. What information do you have to work with?

Do an inventory of what resources and information you 
have that can help you make your decision. It’s import-
ant to differentiate what pieces you are confident in (the 
“facts”) and what is less so (the “assumptions”). 

Think of additional pieces of information that would be 
helpful. How can you get those? Ask “journalist” ques-
tions: Who, What, When, Where, Why and How? 

More specifically, if you want to launch a successful busi-
ness, study other successful businesses. The same goes 
for marriages, job changes, or other complex decisions. 
Find ones that worked and look at the facts and assump-
tions in those situations. Compare the two for likenesses 
and differences, with the goal of finding items that can 
help in making your decision.  Be sure you cast a wide 
net to find potentially useful information. 

2. What are the potential options and associated out-
comes?

Start brainstorming potential action options (“what could 
I do?”). List them out without worrying about the out-
come. The goal here is quantity over quality. Even if you 
think it’s a bad idea, write it down anyway. Often great 
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creative solutions come from what looked like bad ideas 
at the beginning. 

Once you have your list of potential actions, go through 
and write up 3 possible outcomes – the most likely out-
come, best possible outcome, and worst possible out-
come. 

Now filter the list and improve. You want to find the 
outcome with a likely scenario that you consider “good”, 
a high (or at least medium) probability of an amazing out-
come, and a low probability of a negative outcome. Go 
through the list of possible actions and pick the 3-5 that 
seem like the best matches to that criteria.

Once you have those ideas, see how you can make them 
better. Specifically ask two questions: “What can I do to 
increase the probability of the best-case scenario?” and 
“What can I do to limit the downside risk (or make the 
worst-case scenario less likely)?” This is a great place to 
ask family, friends, or your network for advice on how to 
improve the options. 

After you have the options flushed out, comes the most 
important part – you need to make the decision.

If you are having difficulty deciding, remind yourself that 
stalling or otherwise not deciding is actually a decision. 
There is a cost to not making the decision, so make sure 
you know what it is.

11th Piece of Advice: if there is A decision to be mAde, 
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mAke it Actively. no decision is A decision.



Section IV

How to Get It:
The Essential Toolkit
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Chapter 13

Learn How to Learn

“What you don’t remember,
you might as well not have learned.”

- Harry Lorayne

From the day you were born, you have been learn-
ing. Much of it was done via school or other 
formalized education, but a lot of this was done 

organically – you just kept picking up stuff along the way. 

Two things I’ve concluded  about learning. First, no one 
else truly knows what you need to learn. This goes back 
to the idea that your reality is your own and that it is also 
unpredictable. Therefore, the skills and knowledge you 
need to be successful in your life are uniquely your own 
and you should take charge of building them appropriate-
ly. Second, learning is a skill and can be improved just 
like any other and you should treat it that way.

To get started, let’s talk about what learning is, which 
requires that you understand a little about how your 
brain works. As far as we are aware, the brain is the most 
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complex object in the universe. This means we don’t fully 
understand how it works, but we do have some pretty 
good ideas. The main idea you need to know for learning 
is that your brain contains tens of billions of cells called 
neurons that are connected to thousands of others through 
structures called dendrites. Scientists estimate that there 
are 100 trillion connections, or circuits, in the brain.

Any input received to your brain through your senses 
causes a response. Which response? Whichever circuit is 
the strongest and most deeply grooved. Some are so deep, 
like your heart rate or body temperature, that we don’t 
have any meaningful control over them, and they operate 
independently.  

Why does that matter to learning? Because learning is the 
act of creating new neural circuits and strengthening them 
over time. To learn better, you need to get better at creat-
ing those circuits. 

Here are the best tips that I’ve picked up:

Step 1: Link the concept, idea or task to something you 
already know

It’s much faster to copy a circuit than to create a new one. 
Anytime you are faced with a new task or concept, find 
an analogy to something you already understand to get a 
jump start. This is a particularly useful skill across disci-
plines, as many of the same models will apply. I suggest 
you think of an analog scenario and start by asking “How 
is A like B?” Once you understand how the two scenarios 
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are alike, then ask the question “How is A different from 
B?”

Let’s take an example from science, and say you want 
to understand the structure of an atom. A good starting 
analogy is the solar system.  Most people are aware of 
how the planets orbit around the sun. So first, how are 
they alike? As a first pass, you can think of an atom as a 
mini solar system, with the protons and neutrons bundled 
in the center as the sun, and the electrons orbiting around 
as planets. And how are they different? In this case, it’s 
mostly the electrons that are different, and they are differ-
ent in a couple of major ways. One is that their orbits are 
not circles like the planets, but rather 3-d shapes that vary 
from simple spheres, to much more complicated objects 
like donuts and barbell shapes. 

In just a few simple sentences you can get the gist of how 
something new works if you base it on something you 
already know. 

Step 2: Groove the neural pattern

Once you have laid down an initial pattern of understand-
ing or skill, you need to strengthen it. Here are a few 
ideas for how to do that:

• PrActice for whAt you wAnt to do: Understanding 
is different than action. If you want to play the pia-
no, you can’t just read about it, you must play. This 
means that you often may need to build multiple 
circuits – first an understanding circuit and then an ac-
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tion circuit. The same applies if you want to become 
a better public speaker or anything else that requires 
action.

• recognize you hAve two modes of leArning And both 
Are imPortAnt: Most people think of focused learning 
as “the” way to learn. Diffuse, or unfocused time, 
where you let the concepts float around your brain 
while relaxing or being otherwise engaged, is just as 
important. One of the more common methods to do 
this is the Pomodoro Technique, which formalizes this 
by breaking up a session into a 25-minute focused 
time followed by a 5-minute break, repeated for as 
long as you are working.

• PrActice sPAced rePetition: Neural circuits fade over 
time. The best way to convince your brain that a 
circuit is important and should be kept is to use that 
circuit right before it is discarded. Flash cards have 
been around a long time, but now there are more 
sophisticated ways. There are formal “spaced recog-
nition systems”, such as Anki, that use a scientifically 
determined reminder period based on how well you 
remember each piece of information. Tools like these 
can greatly accelerate knowledge learning.

• use deliberAte PrActice: Practicing a very specific 
aspect of what you are trying to learn enables fo-
cused learning. The more specific the better. Learning 
tennis? Once you have the basic serve down, get more 
specific – practice just the toss. Or even more specific, 
practice the toss height. This deliberate practice also 
gives you something very measurable to see if you are 
making improvements. 

• PrActice to mAke bigger circuits: Once you have the 
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basic parts of a concept down, work at grouping them 
into larger and larger chucks. Taking the piano exam-
ple, once you learn the keys, practice chords, once 
you practice cords, practice sections of a piece. You 
keep making the chucks larger and larger until you 
can play a whole piece as a single circuit.

• sleeP: One of the core functions of sleep is to take 
short term memories and turn them into long term 
memories – in effect, build the stronger neural circuits 
that will last. Don’t short your sleep.

Given memory is the basis of knowledge, I have also 
learned several memory techniques that I’ve found very 
useful. You can check these out under the advanced tool-
kit at thiscuriousadventure.com.

Once you have the tools and approach down, you can 
apply this to your life in general. Here’s the general ap-
proach I use:

• Pick a broad topic that I think will contribute to my 
life

• Find a knowledge source (book, article, person, etc – 
Google works wonders here)

• Digest that knowledge source into an easily consum-
ble form (such as a mind map)

• Categorize each piece of infomation and store it based 
on how I’m going to use it:

1. For frequently used information, my goal is to 
keep it in my head, at which point I generally use 
memory techniques as noted above.

2. If it’s something I want to do (versus just know), 
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I then create a practice schedule to get it up to my 
desired level of competence.

3. For concepts that I might come back to later, I 
make sure I have the general idea in my memory 
and then store the mind map or other material in a 
central place (I have found Evernote to be a great 
tool for this purpose).

It’s safe to assume that at least one thing that you want 
out of life requires new knowledge or a new skill to get it. 
Learning how to learn is the first step in that process.

12th Piece of Advice: get better At leArning. it’s A 
skill just like Any other.
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Chapter 14

Learn How to Manage 
Your Habits

“People do not decide their future. They decide their
habits and their habits decide their future.”

- F.M. Alexander

Habits are those neural circuits that you have 
grooved so strongly that they will execute with-
out you even thinking about them, or perhaps 

even being aware that you are doing them at all! If you 
have good habits, they will protect you from many of the 
inherent problems with being human. If you have bad 
habits, they can do a significant amount of harm.

That means that habits are the most important neural 
circuits in your life and you should manage your habits 
closely. Managing your habits allows you to make your-
self the person you want to be.
 
At its core, behavior change requires “focus and disci-
pline over time”. Habits are simple and powerful. You can 
read more about them in The Power of Habit by Charles 
Duhigg, but in short, they are made up of three phases:
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1. cue: A trigger that tells your brain to go into automat-
ic mode and which habit to use

2. routine: What you do (can be physical, emotional, or 
mental)

3. rewArd: What you get out of it (which helps your 
brain figure out if this loop is worth remembering for 
the future)

In order to change a habit you need to do a little thinking 
about what is going on in your life and start to introduce 
very specific changes. Specifically, you can use the fol-
lowing four steps to change a habit:

1. Identify the routine (What happens step-by-step?)
2. Experiment with rewards (What is it really? find a 

substitute)
3. Isolate the cue (Location, time, emotional state, other 

people immediately preceding action)
4. Have a plan (What exactly will you do to reengineer 

the routine/habit?)

In many respects, humans can be considered a collection 
of habits. And unfortunately, habits we like might fade 
over time and habits we’d rather avoid start creeping into 
our lives. I find it useful to check in every once in a while 
and do an inventory of my daily habits to see if it needs 
any maintenance. 

13th Piece of Advice: Actively creAte your hAbits to 
suPPort whAt you wAnt.
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Chapter 15

Learn How to Manage
Your Time

“All we have to decide is what to do 
with the time that is given to us.”

- J.R.R. Tolkien

Rich or poor, young or old, there is one thing that 
all people have in common every day – time 
(1,440 minutes to be exact). Time is the great 

equalizer. If you want to make a difference at work or in 
life, the only real question is how to spend your time. 

The challenge is that there are significant forces that can 
throw you off course by having you spend time on tasks 
that don’t impact things that are important to you. It is a 
constant battle, but if you build the right skills and habits, 
you can significantly increase the amount of time that you 
spend the way you want. 

Here are some of my favorite tips and techniques for pri-
oritizing and being productive. 
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Pure focus: the one thing by gAry keller

If you don’t know what you want to accomplish, spend 
some time thinking about that first. It can be a life goal, 
a career goal, or even a goal for this week. The more 
important it is and the more you want it, the easier it will 
be to cut away the rest of the clutter and keep your focus 
on that item. 

Once you have it in mind, ask yourself “What is the ONE 
thing that I can do that will make everything else easier or 
unnecessary?”

Then do that thing above all others until it is done. Then 
move on to the next one.

This is the simplest method, but also the hardest, as it 
requires an iron discipline to say no to the million other 
things that demand your time. Give it a try!

multiPle focuses: how to sort whAt you’ve got on your 
PlAte now

Most of us will find the ONE Thing approach a little too 
intense, as we have several things on which we need to 
focus. However, I think it’s a valuable, if not quite attain-
able, philosophy. The more often I ask this question and 
the closer I can come to one core focus, the more produc-
tive I am.

Day-to-day, I use a similar but broader context of focus-
ing on the three Most Important Tasks (MITs), which is 
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a commonly recommended approach. I personally have 
MITs for the year, MITs for the week, and MITs for each 
workday, which all tie together. Having three “must do” 
things a day keeps me focused on making sure I don’t 
get distracted by incoming action items, emails and other 
noise. I try to get them done as early in the day as possi-
ble, ideally first thing.

If you are not sure which are your three most important 
tasks, you can use a technique called the “Eisenhower 
Box” to sort them. It’s a very simple concept: a 2x2 grid 
with Important/Not Important on one axis and Urgent/Not 
Urgent on the other. The meaning of the quadrants are 
pretty straightforward:

1. Not Important / Not Urgent - Tasks to eliminate
2. Not Important / Urgent - Tasks to spend as little time 

as possible on (or delegate if possible)
3. Important / Urgent - Where most people spend their 

time
4. Important / Not Urgent -  Where most people should 

spend their time

I’ve found that most of the truly meaningful impacts that 
we make fall in the “Important / Not Urgent” quadrant. 
Exercise is a simple example of one of these items. If you 
don’t exercise, nothing bad will happen immediately or 
even in the near future, but it is well recognized that it is 
needed for long-term health.  A simple goal is to increase 
the amount of time spent on these activities. I aim for 
30% of my time here. Ideally, it would be more like 50%, 
but if I can keep it above 25%, I can see material move-
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ment on my key objectives.

how to deAl with incoming requests

To spend appropriate time on your key wants, you need to 
be able to keep the rest of the world in line while you do 
so. There are plenty of organizational systems out there, 
but I have had the most success with David Allen’s Get-
ting Things Done, which is essentially:

What is it and is it actionable now (as opposed to “some 
day”)?

• If it is actionable, then:
1. Will it take less than 2 minutes? If so, do it now.
2. Are you really the best person to do it? If not, 

delegate it to someone else (and do it now).
3. Defer for now - either schedule time when it will 

be done or put it on your “to do” list.
• If it is not actionable, then there are 3 possibilities:

1. It is not needed - trash it.
2. It is reference material (you might need to look 

this up at some point) - file it in a good system.
3. It’s a maybe/someday item - add it to an “ideas” 

list that you check periodically.

Then, once a week, look at your overall lists of projects 
and actions to make sure you have everything (thoughts, 
ideas, projects, to do’s) captured in one of those catego-
ries.

There is a bit more to it than that, but this gives you the 
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basic idea. Many similar systems exist, which one you 
use doesn’t particularly matter. What matters is that you 
have a system and use it.

check uP question: “How much offense am I playing (vs 
defense)?”

Offense is when you are doing things on your agenda. 
Defense is when you are doing things on someone else’s 
agenda. Look back over your activities this past week. 
How much time was on offense? This is a good “check 
up” question you can ask yourself periodically.

Here are some other general tips and tricks I use:

emAil scAnning

Email is by far the biggest drain of time in the corporate 
world. When scanning email, I find it useful to use the 
following filter:

• Look for what action you must take, including date/
deadline

• If there is one, check that it meets the following 
CLEAR requirements:

 - Connected to current projects
 - Lists next steps - what to do
 - Expectations are clear - what does success look 

like?
 - Ability to execute - you know how to get it done
 - Return - What’s in it for me? (WIIFM)

If there is no action or the action is not clear, it is not par-
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ticularly useful. Be smart, but I’ve found there is a high 
probability that you can ignore the email.

This is also useful when you are writing an email that 
requires action from others. Make sure you hit all the 
CLEAR requirements to increase the likelihood that the 
recipient will actually do it.

meetings

For those of you who work in a typical corporation, meet-
ings tend to be the second biggest drain of time. The first 
question to ask is why are you attending the meeting? 
Often the same thing can be accomplished with a quick 
phone call or email. I find that there are only a few types 
of meetings that deserve attendance, in order of impor-
tance:

1. Outcome Driven (Brainstorming/discussion or deci-
sion making that can’t be done over email)

2. Relationship Building (Building your network and 
relationships)

3. Information Sharing (Although consider if there is 
a more efficient way to get the information, such as 
reading the material)

4. Required/mandatory (Ideally these should not exist, 
although they tend to in the corporate environment. 
First check your assumption - why do you assume 
it’s mandatory? Can you catch up later with someone 
who did attend?) 

If you can’t figure out which one it is, my advice is just 
don’t go.
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Even if you know why you are attending a meeting, you 
should also filter based on how well run the meeting is. 
Does it have clear objectives and material with action 
items and follow ups as appropriate? If not, you can talk 
to the organizer to make sure that it does going forward. 
If it still doesn’t happen, avoid the meeting if possible.

sPeed things uP

Given the prevelance of email and computer-based activ-
ities, two simple things you can do are: 1) learn to touch 
type (go for 50 words per minute or greater) and 2) for 
any repetitive actions, learn or create keyboard shortcuts 
(I use a lot of them in Outlook, since that’s where I spend 
the majority of my computer-based work time).

know whAt not to do

If there are items that you tend to do, but know you 
shouldn’t, you can create a “not to do” list. Just like a to 
do list, you keep this with you and check it occasional-
ly. Only in this case, you want to make sure you aren’t 
spending time on any activities that are on the list.

14th Piece of Advice: PurPosefully mAnAge your time. 
the rest of the world will inevitAbly try to tAke you 
off tAsk. resist it.



- 90 -

THIS CURIOUS ADVENTURE



- 91 -

Chapter 16

Learn How to Plan for a Goal

“Plans are useless, but planning is indispenaible.”
- Dwight Eisenhower

Most goals require more than one step, sometimes 
quite a few.  If you are not the planning type, 
the advice I have for achieving a goal is to pick 

something that moves you towards it and go do it. Repeat 
as necessary. 

That works often enough, but I have made significantly 
more progress towards my goals by setting out a plan and 
using some form of external system for support.

There are many systems out there, but if you are just 
starting, choose a simple option. One of those is the “Kan 
Ban” method, which keeps tasks in one of three buckets:

• To Do - The queue of things left to do
• Doing - Things being actively worked on
• Done - All of the completed items
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Many tools, such as Trello, (which I use) provide easy 
and intuitive implementations that you can use for free. 
You can use these tools for many different methods, 
whether Kan Ban or David Allen’s “Getting Things 
Done”.

Once you have a system in place and know where you are 
going to keep all your tasks and associated material, you 
can start planning how to achieve your goal. Here are the 
basic steps:

1. double check thAt your outcome is cleAr enough: 
Before you go too far, make sure “what you want” is 
as clear as possible. 

2. list All the tAsks for your goAl: Use SMART 
criteria (Specific, Measurable, Achievable, Relevant 
and Time-bound) to define tasks, which you can think 
of as mini-goals. If you are not sure what steps are 
needed, the best way is to find someone who has done 
what you want to do and start with their steps. If you 
can’t find any good examples, another good question 
to ask yourself is “What’s working and how can I do 
more of it?” 

3. think About dePendencies: Are there some tasks that 
need to be done before others? Put the tasks in the 
order that makes the most sense.

4. think About whAt could go wrong: Do some contin-
gency planning. A useful technique here is the pre-
mortem: “Imagine a year into the future. We imple-
mented the plan as it now exists. The outcome was a 
disaster. Take 5-10 minutes to write a brief history of 
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that disaster.”
5. go do some of those tAsks:  Somewhat obvious, but 

this is both the hardest and most important part.
6. check in on your Progress: After doing a few things 

(can be daily, but at a minimum after a week or two 
of activity), look back. Revisit steps 1-4 to see if any 
changes are needed. Was the scope clear enough? Did 
any new tasks come up? Did any key dates change? 
Once you make your updates, continue with Step 5. 
Repeat until you’ve achieved your goal.

The amount of detail needed for a plan depends on both 
your personal preferences and what you are trying to 
achieve. I personally go for the minimum detail needed 
that will allow me to make notable progress. How do you 
eat an elephant? One bite at a time. If you are moving in 
the right direction, getting things done, you are making 
progress and will eventually get there.

15th Piece of Advice: hAve A PlAn to get whAt you wAnt. 
A PlAn will mAke you much more PrePAred to deAl with 
the inevitAble chAnges.
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Chapter 17

Learn How to Tell a Story

“It has been said that next to hunger and thirst, 
our most basic human need is for storytelling.”

– Khalil Gibran

For thousands of years humans have communicated 
through stories. You are a storyteller whether you think of 
yourself that way or not. The only question is, how good 
a storyteller are you? 

There are two main reasons to tell a story: to entertain or 
to influence. While having entertaining stories is import-
ant for a rich life, this section will focus on influence, as 
that is generally more applicable to getting what you want 
out of life.

steP 1: Figure out why you are telling a story

To influence is to get someone to behave differently as a 
result of what you just did. Bill Jensen in his book Sim-
plicity Survival Handbook recommends four main dimen-
sions to consider:
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• know: What will they know (and more specifically, 
retain) after your story?

• feel: How will their feelings change?
• do: What will they do as a result of hearing your 

story?
• whAt’s in it for them? (wiift): What will they get 

out of your story? How you can make it worthwhile 
to listen?

Covering all four makes for a powerful story, but the 
third (do) is by far the most important in achieving your 
objectives.

The process for figuring out your “why” is iterative. You 
won’t get the best answer the first time:

1. Write out (or think out) a short summary of why you 
are spending the time and effort to tell a story.

2. Edit it to make it simpler, shorter and more precise 
(you can use the standard “SMART” goal technique).

3. Repeat. note: This is by far the most powerful step. 
The more important the story, the more times you 
should repeat the editing exercise.

Sales Example (this is an “easy” domain): When I finish 
telling my story, the client will understand our product’s 
capability (know), will be excited that it will solve their 
problem (feel) and will sign the purchase order (most 
imPortAnt - do).
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steP 2: Gather and prioritize your core content by how 
well it supports your “why” 

Following the sales example, here are a few pieces of 
content in priority order:

1. Our product will replace product X for ½ the cost 
(clear value, clear WIIFM, high influence ability)

2. Our product has successfully saved Y companies Z% 
of their costs annually (clear value, but for someone 
else, moderate influence ability)

3. Our product has won “best design” awards (marginal 
value, limited influence ability)

steP 3:  Make it relatable to your target audience
We all tend to create stories for people “like us”. Be con-
scious and try to avoid a personal bias (just because you 
like it, doesn’t mean your audience will). For each piece 
of content that makes the cut, determine the best “frame” 
for presenting the information. Who is your audience? 
What form do they respond to best?

Here is an example borrowed from Made to Stick, trying 
to convince people to donate to a charity. Which is the 
more powerful influencer?

• There is a 35-year-old weaver in India - a master 
craftsman with 20 years of experience. He earns a 
good living and uses his income to send his kids to 
school. As he ages, his eyesight begins to degenerate, 
and he is increasingly unable to accomplish the “up-
close” work that’s the heart of weaving. He begins 
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to rely on his children to help, which means they 
miss days at school, and it just gets worse from there. 
Here’s a man who is at the height of his skills, but can 
no longer provide for his family - and the solution is 
as simple as a pair of reading glasses that you could 
buy at a drug-store for $5.

• There are 900,000 poor adults with declining eyesight 
in Mumbai, and we need your help to start solving the 
problem.

Most people would say the first one (it is specific, person-
al, emotional, and has lots of detail), and in general they 
would be right. However, if you were talking to finance 
people, or a highly analytical group, then a numbers-driv-
en presentation might be more effective (although you 
would need to rewrite that bullet to focus on insights, not 
just the raw data).

bonus Point: When looking at communication styles, 
most people are visual (versus auditory or kinesthetic). 
One key reason most people respond well to the first sto-
ry is that it creates an image in your head. The best stories 
cover all three.

The better you understand who you are trying to influ-
ence, the better job you will do. Be as specific as possible 
- named individuals are best (e.g. I want Jane Smith to do 
X.)

A good way to verify if you are communicating with your 
audience is to think about “what questions do I want my 
audience to ask?” If they start to ask them, it’s a good 
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sign you are on the right track.

steP 4: Create your story 
There are many ways to tell a story, but you can generally 
use the same structure they teach in grade school:

• “the hook”: What is the opening and how will it grab 
people’s attention enough to listen to the rest of what 
you have to say. If people don’t already know why 
they are there (ie. it’s not a charity dinner), the open-
ing hook should make the “why you are here” clear.

• “Proof Points”: Weave your content from steps 2 & 
3 into the story based on a “U” shape of influence 
power (or “W” shape if it’s a long presentation so you 
don’t lose people in the middle). If you had 5 points, 
point 1 would be used for “the hook”. The rest would 
be arranged as follows: point 3, point 5 (weakest 
point in the middle), point 4, then save point 2 (anoth-
er high powered point) for “the ask”. 

• “the Ask”: Finish with a strong recap of what you 
want them to do, weaving in another high-powered 
persuasive point. If your “hook” is by far the most 
powerful point, you can also recap your “hook” point 
as part of the ask.

steP 5: Practice the story and then make it better
By practice, I mean “deliberate practice”. You will also 
get more out of practice if you can do it in front of some-
one who can give you honest feedback and role play. For 
example, if it’s a teammate and you will be presenting to 
your manager, ask them to try to play your manager on a 
bad day. If you practice in a challenging setting, the real 
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thing can often seem easy.   

Good storytelling is a lifelong skill and one that you can 
continually get better at forever. You can do it formally 
or informally, with coworkers, family, or friends. In the 
end, it is a journey in trying to figure out what influences 
people and how you can use that to make a lasting contri-
bution to your company, your community, and your life. 

The most important habit to create for storytelling is 
observation. When you tried an influence tactic in your 
story, what was the reaction? Did it work? If not, why 
not? If it did, could you have made it stronger? Continue 
to ask those questions and you will continue to improve.

16th Piece of Advice: when you wAnt someone else to 
do something, stArt with A story. All communicAtion is 
ultimAtely storytelling.
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Chapter 18

Learn How Persuasion and
Influence Works

“Nothing is as important as you think it is while
you are thinking about it.” 

-Daniel Khaneman

When making a decision, everything revolves 
around your focus. As an independent-minded 
person, you probably believe that when decid-

ing, you focus on the important decision points. Surprise 
- it’s the opposite. As Robert Cialdini described in Pre-
suasion, whatever has our focus (regardless of how it got 
it) determines what is important. 

Even more so, we often make a connection subconscious-
ly that what we focus on is causal as well (meaning that 
was the thing driving the decision). For example, if we’re 
watching a conversation of a couple deciding where to 
go to dinner, we will assume that whoever we are look-
ing at was more influential in the subsequent decision, 
regardless of what was said by whom. This is yet another 
example of the cognitive biases in our brain.
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That means that if you can shape what people focus on, 
you can shape their decisions. Like many things, this type 
of influence can be used for good (a coach making an 
athlete better) or bad (a slick car salesman trying to sell a 
car at an inflated price). While we should only use it for 
good, there are others out there who might not, so it is 
important to understand these forces, as they are used on 
you every day.

So how exactly do you influence people’s decisions? In 
short, you use evolutionary and social cues to activate 
links and set an individual up for what Cialdini calls a 
“privileged moment”, where you can make your request 
for action with the greatest chance of acceptance.

Let’s start with the evolutionary cues. 

• ProliferAting our genes:  We have a natural interest 
in anything that promotes our genetic material. It’s 
a common theme in advertising - just check out any 
clothing or perfume ads. It must be relevant though. 
Coke once tried using that kind of advertising. As is 
probably no surprise, it didn’t really work. 

• Avoiding dAnger: Self-preservation is a key instinct 
that drives behavior. As a simple example, scientists 
have found that after watching a horror movie, peo-
ple are more likely to engage in group behaviors (the 
“herd” mentality where we want to blend in with 
others). On the flip side, a romatic movie will make 
us want to stand out more.

• orientAtion resPonse: Hear a loud noise from behind? 
Most people will automatically swivel towards it. 
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Something new and unexpected will take our focus 
whether we really want it to or not.

• self-orientAtion: We are very interested in our-
selves (no surprise there). If we are about to speak 
in a group, we generally stop listening to the person 
speaking to prepare ourselves. Have the same birth-
day as someone? They instantly become more inter-
esting and take up more of our focus. 

• eAsy to remember: Our brains are built to remember 
some things more easily than others. Think of adver-
tising jingles and rhyming words. Simpler is almost 
always easier and therefore more influential. 

• solving mysteries: We don’t like to “not know”, be-
cause, back to the second point, it could be something 
that will cause us harm. We want to solve mysteries 
and we will keep our focus on them until they are 
solved. 

There are also several social conventions that affect our 
influencability. Cialdini calls out 7 of them:

• reciProcAtion: We will naturally try to reciprocate, 
even if we didn’t want the gift in the first place (why 
do you think companies give you all those “free-
bies”?). Meaningful, unexpected, and customized 
gifts work most effectively.

• liking: The more we like someone the more we trust 
them and will do what they suggest. Counterintuitive-
ly, to build trust in yourself, show how much you are 
interested in them. As an old sales adage says, people 
don’t care how much you know until they know how 
much you care.
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• sociAl Proof: We assume “the crowd” knows what it 
is doing. Label something as the “most popular dish” 
at a restaurant and more people will start ordering it 
(in a sense, a self-fulfilling prophecy). 

• Authority: We are a society that links expertise and 
trustworthiness. Think of doctors and police officers 
as prime examples.

• scArcity: We want what we can’t have. Think of the 
late-night commercials with offers “only good for the 
next 30 minutes”. They work.

• consistency: We naturally try to be self-consistent. 
If I said yes to you before, there is a higher chance I 
will say yes again later. This is why salespeople will 
try to get you to agree to a small thing first. Similarly, 
at doctors’ offices, if people write down their own 
appointments (as opposed to getting a pre-filled card), 
they will be more likely to attend, since they them-
selves took the first action. 

• unity: Extending the “self-orientation” noted above, 
anything that is “like us” has more influence. That 
can be kinship, a hometown, a region or even people 
just acting together such as in a dance, march, or song 
(why do you think armies march in formation?)   

There are also a whole set of cultural metaphors than 
can direct people one way or another. As one example, if 
there is a crime wave in a city, the preferred response of 
many people will depend on the metaphor used. Is crime 
a “wild animal” (likely answer = lock it up) or a “virus” 
(likely answer = clean up the environment).
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Similarly, scientists took a group of Asian girls taking 
a math test and divided them into two groups. The ones 
they reminded that they were Asian (who are culturally 
“better” at math) by writing ethnicity on the test did bet-
ter than the ones reminded that they were girls (who are 
culturally “not as good” at math) by writing their gender. 
Remember, your focus defines what is important, not the 
other way around.

There is also a whole field of “micro-persuasion” which 
are small environmental factors that can influence behav-
ior. Holding a warm cup of coffee makes you more agree-
able. Sitting on a hard chair makes you a tougher negotia-
tor. Visit a furniture website with a cloud background and 
you will tend to look for comfortable chairs, change the 
background to pennies and you will tend to look for the 
“best value”.

There is one last thing to be aware of, as it is so prevalent 
in our society - the so-called “chute” questions. These 
are questions that direct you to a specific answer based 
on how they are addressed. “Do you consider yourself an 
adventurous person?” Most people will say yes as they 
think of moments where they were adventurous. “Do you 
consider yourself a cautious person?” Those same people 
may say yes to that as well, as they think of times where 
they were cautious. Selling exotic travel? Ask the first 
question. Selling home safety systems? Ask the second. 
When approached, you should listen carefully to the first 
question asked as that may give you a clue as to what the 
other person wants from you. 
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While none of these individual items can force you into 
a decision, if engineered correctly, they can layer on top 
of each other to nudge you in a specific direction. And if 
enough engineering is there, it can nudge forcefully.

This can be useful in getting yourself to do something, 
getting others to do something, or being aware of how 
others are getting you to do something. The basic formula 
is simple:

1. Activate as many links as possible.
2. Make a request for action or change. The stronger the 

commitment, the better.
3. Reinforce behavior for lasting change.

You can make stronger commitments by using “When-
Then” statements (I find this very helpful for getting 
myself to do something). “When I wake up in the morn-
ing, then I will go running for 30 minutes” is much more 
effective than “I will run more”. You can also reinforce 
the behavior by having reminders of the commitment 
prominently displayed.  

I find persuasion to be a fascinating topic. Here are some 
interesting anecdotes I’ve come across:

“you will ProbAbly refuse, but...”: A study got more 
people to donate (40% vs 25%) if they prefaced the ask 
with that statement. The underlying idea is that people 
don’t like to have their choices restricted, so will act in 
the opposite way to show they can. 
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How to Get It: tHe essentIal toolkIt

give them A heAdstArt: People were more likely to com-
plete a free car wash with 3 of 10 stamps (2 “bonus”) than 
1 of 8. Similarly, charities don’t announce a full campaign 
until it’s 50% full (to send the message that many people 
support it already).

identity beAts All: When trying to persuade someone, 
Scott Adams argues that identity beats analogy, analo-
gy beats reason, reason beats definition, and definition 
beats nothing. He uses the example of a Steve Jobs story 
in which he convinced John Sculley to leave Pepsi and  
work for Apple. Jobs allegedly asked Sculley, “Do you 
want to sell sugared water for the rest of your life? Or 
do you want to come with me and change the world?” In 
other words, what is your identity?

focus is cAusAl: In police interrogations, as the camera is 
usually pointed at the suspect, which can imply guilt. The 
camera should be on the side, facing both (although that 
is apparently not standard practice). Advice from Cialdini 
is if you ever find yourself in such a situation then say: 
“I’d like to fully cooperate, but I read a book that urged 
me to consider extended police questioning unsafe, even 
for innocent individuals”.

vulnerAbility drives trust: Refer to weakness early, 
then finish with strength comes across as more honest. “I 
am not experienced, but I am a very fast learner”. Histor-
ically, Elizabeth I used this approach when she said, “I 
may have the frail body of a woman, but I have the heart 
of a king”.
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“let me in line, becAuse....”: The idea that people will 
automatically assume that the “because” phrase has 
legitimate meaning, even if it doesn’t. So “can you let me 
in line because I need to make a copy” will work a good 
bit of the time even though it shouldn’t (if you’re in line, 
don’t you need to make a copy too?).

Look around at your daily life, particularly with adver-
tisements. How many of these persuasion techniques can 
you find? Once you start to look for them, you will see 
more and more. Particularly in today’s world of social 
media, advertising, and connectivity, most of the content 
you will see is carefully crafted to influence you, which is 
why becoming proficient in this area will pay significant 
dividends.

17th Piece of Advice: leArn All you cAn About Per-
suAsion And influence to mAke your storytelling more 
effective And to be AwAre of when your reAlity is being 
shAPed by others.
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Summary

When you put it all together, my best guess can be 
summed up in 17 pieces of advice:

1. Accept the idea that reality is not an independent and 
objective concept. Expect everyone’s sense of reality 
is uniquely their own.

2. Learn to think in probabilities, not absolutes, building 
a set of mental models to help you do so. Reality is 
complex and unpredictable, and this way you will be 
much less surprised at any particular outcome. 

3. Unlike reality, think of humans as often predictable in 
ways that you can learn.

4. Understand how humans can be predictably wrong in 
many situations (including you). Make a practice of 
looking for new scenarios where that is the case.

5. Craft your internal dialog purposely and with care. 
Your mind is the most important tool you have, and 
you are shaping it every second of every day.

6. Eat well, move well, and sleep well. Your body is the 
only place you have to live, so treat it accordingly. 

7. Design your daily environment to help you, not hin-
der you. 

8. Understand how money works. It can’t buy a success-



ful life, but it can certainly help. 
9. Be as specific as possible when defining what you 

want. Set goal posts for what you want to make sure 
you are covering all the key areas.

10. Know how much you want something (and that you 
can change how much with just your mind). Your 
actions are the true indication of how much you want 
something. 

11. If there is a decision to be made, make it actively. No 
decision is still a decision.

12. Get better at learning. It’s a skill just like any other. 
13. Actively create your habits to support what you want. 
14. Purposefully manage your time. The rest of the world 

will inevitably try to take you off task. Resist it.
15. Have a plan to get what you want. Having it will 

make you much more prepared to deal with the inevi-
table changes.

16. When you want someone else to do something, start 
with a story. All communication is ultimately story-
telling.

17. Learn all you can about persuasion and influence to 
make your storytelling more effective and to be aware 
of when your reality is being shaped by others.
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Final Thoughts

Wherever this curious adventure takes you, I hope that 
you find success. If any of the thoughts or tools in this 
book help you on your way, even better. I’ve put all of 
this material on a web-site at www.thiscuriousadventure.
com, with links to additional resources if you’d like to 
explore these concepts further.

If you’d like to share any part of your story with me, I’d 
love to hear it. You can send me a note at drew@thiscuri-
ousadventure.com.

Happy adventuring!




