


'WHAT IS YOUR FAVOURITE BOOK?'
We’re Adam and Adam, two young Aussie blokes that love reading great books. Since

June 2016, we've hosted a weekly book podcast called What You Will Learn. Every

week, we share the best bits of the best books, pul l ing out the most important need-to-

know information from the greatest authors and packaging i t into a nice 20-30min

episode. 

Almost every day someone asks us "what's your favouri te book?". That's l ike picking your

favouri te child... We've each read over 350 books now, so in 2018 we decided to

compile a l is t of our 50 "favouri te" books. This is our "Top 50 Best Books Of All Time"

( that we've read... so far). We've updated i t a couple of t imes since, and you're now

holding the newest version, the February 2021 edit ion.

The cost of a book is about $25 and a few hours of your t ime. Now imagine that book

teaches you a new ski l l that leads to higher productivi ty at work, or gives you a new

idea for marketing your business, or gives you an empathic view that saves a marriage.

For a small ini t ial investment, the potential return can be enormous.

In the document below, we've given a l i t t le taste of what you'l l f ind in each of our

favouri te books. I f you l ike the sound of i t, you can lis ten to our podcast episode on i t

to hear more. I f you REALLY l ike the sound of i t, cl ick the book cover and you should be

linked straight through to where you can buy the book for yourself. I f you have a fr iend

that l ikes reading or wants to read more and learn more, forward this document on to

them as a thoughtful gif t from you.

LINKS:

Website: ht tps://www.whatyouwil l learn.com/ 

Listen on Spotify: ht tps://open.spotify.com/show/1oQ6gWZqHHBgsrpIISZiAr

Listen on Apple Podcasts: ht tps://podcasts.apple.com/au/podcast/what-you-wil l - learn

Listen on YouTube: ht tps://www.youtube.com/c/whatyouwil l learn

Our Book Shelf: ht tps://www.whatyouwil l learn.com/book/

Buy from Amazon: amazon.com/whatyouwil l learn

Buy from Book Depository: bookdepository.com

Sign Up for our monthly emails: ht tps://www.whatyouwil l learn.com/email/

Get in touch: whatyouwil l learn.com/contact -us or email podcast@whatyouwil l learn.com
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&
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I t  goes wi thout  saying that  the Nazi concent ra t ion camps of  the WWII
holocaus t  are among the most  hor r i f ic a t roci t ies of  human his tory.
Upon ar r iva l ,  the guards shaved thei r  heads, took every possess ion
away and ass igned numbers ins tead of names to remove thei r  sense
of se l f .  They were forced to ra t ion out  bread crumbs, to work
t i re less ly in the f reezing cold and they were separated f rom thei r
fami l ies.

Those who could not  f ind a 'meaning',  or  see a fu tu re goal,  fe l l  in to
deeply re t rospect ive thoughts,  c los ing thei r  eyes and jus t  th ink ing of
the pas t .  Thei r  l ives became meaningless.  Most  didn' t  surv ive. One
pr isoner,  for  example was convinced that  they would be re leased on
' the 30th of  March' .  He died that  n ight ,  as soon as he los t  a l l  hope.

Vik tor  F rank l  shows us that ,  even in the most  hopelessness of
s i tuat ions, we s t i l l  have the abi l i ty  to choose our response. He found
purpose in the darkes t  of  moments -  he decided that  he would l ive
and surv ive long enough to one day te l l  h is  s tory and help everyone
f ind meaning in thei r  l i fe.  This  book has t imeless pract ical  wisdom,
showing that  no mat ter  how hard l i fe can be, we always have the
abi l i ty  to choose our response and f ind a deeper meaning.

50. MAN'S SEARCH FOR MEANING -

BY VICTOR FRANKL

Motivat ion 1.0 = Bio logical  mot ivat ion: hunger,  th i rs t ,  sex. As hunter -
gatherers,  th is  was al l  we needed in order to surv ive and perpetuate
our species. 

Mot ivat ion 2.0 = Ex t r ins ic Mot ivat ion: the car ro t  and the s t ick.  The
leaders of  the indus t r ia l  revolu t ion real i sed they got bet ter  resu l t s  i f
they rewarded 'good' behaviour and punished 'bad' behaviour.   

Mot ivat ion 3.0 = In t r ins ic Mot ivat ion. Carro ts  and s t icks only seem to
work for  repet i t ive manual labour – they can' t  improve creat iv i ty or
o ther in te l lec tual  work of  the 21st  century (and somet imes have a
negat ive impact ) .  Ins tead, we need to look for  the in t r ins ic mot ivat ion
that  comes f rom a sense of  Autonomy (cont ro l  over what we do and
how we do i t ) ,  Mastery (cont inuous improvement toward an asymptot ic
goal )  and Purpose (a fee l ing that  what we' re doing actual ly mat ters ) .

Our mot ivat ions have evolved considerably f rom caveman t imes through to
the modern workplace.   

Human beings have come a long way s ince we were once apes. We
evolved in many di f feren t  di rec t ions -  surv iva l  in the snowy plains of
nor thern Europe requi red di f feren t  t ra i t s  than those needed to s tay al ive
in Indonesia's  s teaming jungles.  We quick ly dispel led our o ther human
brothers,  such as the Neander thals,  because we were given a unique
gi f t :  the 'T ree of  L i fe Mutat ion'  sparked a cogni t ive revolu t ion that
a l lowed us to communicate in unique ways. We quick ly jumped to the
top of the food chain, and by evolu t ionary s tandards, we dominated the
planet  in no t ime. Yuval  Noah Harar i  i l lus t ra tes an exci t ing and
educat ional  ta le as our journey cont inued through the agr icu l tu ra l ,
sc ien t i f ic and indus t r ia l  revolu t ions.

49. DRIVE - BY DAN PINK

48. SAPIENS - BY YUVAL NOAH

HARARI

https://www.bookdepository.com/The-Obstacle-is-the-Way/9781781251492/?a_aid=adamsbooks
https://www.bookdepository.com/Mate-Tucker-Max/9780316349437?ref=grid-view&qid=1547628859412&sr=1-1/?a_aid=adamsbooks
https://www.bookdepository.com/Getting-Yes-Roger-Fisher/9781847940933/?a_aid=adamsbooks
https://www.awin1.com/cread.php?awinmid=10920&awinaffid=766963&clickref=WYWL_website&ued=https%3A%2F%2Fwww.bookdepository.com%2FMans-Search-for-Meaning-Viktor-E-Frankl%2F9780807014295%3Fref%3Dgrid-view%26qid%3D1547629536796%26sr%3D1-1
https://www.awin1.com/cread.php?awinmid=10920&awinaffid=766963&clickref=WYWL_website&ued=https%3A%2F%2Fwww.bookdepository.com%2FDrive-Daniel-H-Pink%2F9781594484803%3Fref%3Dgrid-view%26qid%3D1547629058236%26sr%3D1-1
https://www.awin1.com/cread.php?awinmid=10920&awinaffid=766963&clickref=WYWL_website&ued=https%3A%2F%2Fwww.bookdepository.com%2FSapiens-Yuval-Noah-Harari%2F9780099590088


High qual i ty  work is  a funct ion of  t ime spent  and the in tens i ty of  our
focus. As our t ime is  l imi ted, the bes t  way to y ie ld greater  resu l t s  i s
to increase our focus. Newpor t  cal l s  these per iods of  focus ‘Deep
Work’ ,  descr ibed as: 

"Profess ional  act iv i t ies per formed in a s ta te of  dis t rac t ion - f ree
concent ra t ion that  push your cogni t ive capaci t ies to the l imi t . "  

Deep Work is  necessary to wr ing out  every las t  drop of value out  of
your cur ren t  in te l lec tual  capaci ty.  The menta l  s t ra in that
accompanies Deep Work is  the bes t  bet  to be the benef ic iary of
scarce sk i l l s  that  are valuable in today's economy.  We are los ing
our fami l iar i ty  wi th Deep Work due to new tools such as emai l ,  SMS
and socia l  media that  are cons tant ly in ter rupt ing us. Cal leads the
way and gives pract ical  advice to se t  yourse l f  up for  success fu l
deeper work ing habi ts  and produce high qual i ty  work.

47. DEEP WORK - BY CAL NEWPORT

Hyper tens ion (h igh blood pressure)  and angina (a symptom of i schemic
hear t  disease)  are ser ious medical  condi t ions that  af fec t  a ser ious ly
enormous por t ion of  adul t s .  The drug company Pf izer was t ry ing to create
medicine that  could ef fec t ive ly t reat  these issues. The c l in ical  t r ia ls  of
'S i ldenaf i l '  showed l i t t le impact on angina, but  the pi l l s  had an unin tended
side-e f fec t  that  kept  pat ien ts  coming back for  more. In 1998 i t  was
approved for sa le, and Pf izer now se l l s  a lmos t  $2,000,000,000 ( two
BILL ION dol lars )  every year of  these l i t t le b lue 'b lood pressure '  pi l l s . . .    

S i ldenaf i l  i s  more commonly known as Viagra. The pi l l  des igned for b lood
pressure that  unexpectedly did qui te a good job of giv ing blokes s t i f f ies i s
now sold to t reat  'erec t i le dys funct ion'  (an ai lment  created by market ing
consu l tan ts ,  not  ident i f ied doctors ) .   

This  jus t  s tory goes to show that  success is  random. And i f  success is
random, i t  should be our aim to add as much randomness in to our l ives
and cour t  randomness at  every oppor tuni ty poss ib le. His method involves
placing Purposefu l  Bets,  creat ing Cl ick Moments,  then al lowing Complex
Forces to take over.

I f  you walked pas t  a chi ld drowning in a pond, would you jump in and save
her? What i f  i t  meant get t ing your brand new shoes wet? What i f  i t  meant
you would be la te to your meet ing? What i f  i t  meant you might  not  be able
to order an ex t ra beer wi th your pizza tonight?

Compar ing these cos ts  to the benef i t  o f  saving a l i fe seems r id icu lous, but
Pe ter  Singer sugges ts  we are making s imi lar  phi losophical  decis ions each
day but  we don’ t  even real i se i t .  S inger shows us that  i t  can be easy and
re la t ive ly cheap for us to save a l i fe ( to save MANY l ives! ) .

Every s ingle year,  there are 18 mi l l ion people dying unnecessar i ly.
According to UNICEF, 10 mi l l ion k ids die under the age of 5 each year
due to causes re la ted to pover ty.  I f  those of  us in the developed wor ld
s iphoned of f  a t iny f rac t ion of  what we earn, we could so lve the problems
of pover ty in a re la t ive ly shor t  t ime f rame. I f  you want to cont r ibu te, th is
book wi l l  show you the most  e f fec t ive ways to reduce pain and suf fer ing.
You can save a l i fe for  a lo t  less than you might  th ink.

46. THE CLICK MOMENT - BY FRANS

JOHANSSON 

45. THE LIFE YOU CAN SAVE - BY

PETER SINGER
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Efforts to deepen
your focus will
struggle if you don’t
simultaneously wean
your mind from a
dependence on
distraction.

Cal
Newport
, Deep     
 Work



44. OUTLIERS - BY MALCOLM GLADWELL

Most bus iness cases look more l ike they are planning to launch a rocket
sh ip ra ther than dr ive a car.  But  i t  doesn' t  have to be that  way. Taichi
Ohno and Shegeo Shingo of Toyota are credi ted wi th the ' lean'
manufactur ing model:  reducing waste, shr ink ing batch s izes,
accelera t ing cyc le t imes and ' jus t - in - t ime' product ion ( ins tead of ' jus t - in -
case' ) .  Inspi red by lean manufactur ing, R ies explores how you can apply
th is  to a l l  projec ts  th rough the process of  ‘va l idated learning’:  bui ld,
measure, learn, repeat.   

In every idea and every bus iness case there are the ' fac ts '  and there are
the ' leap of fa i th assumpt ions ' .  I t  i s  impor tant  to know the di f ference
between the two, then tes t  your assumpt ions before you overcommi t
t ime, money, ef for t ,  or  o ther f in i te resources. How do you tes t? R ies
sugges ts  you bui ld a 'Minimum Viable Product ' .  An MVP is  the smal les t ,
cheapes t ,  quickes t ,  eas ies t  vers ion of  a product  that  enables you to
repl icate the main feature. The react ion f rom the market  provides
valuable data, and te l l s  you what your nex t  move is .  I f  i t  goes wel l :
persevere. I f  not :  pivot  ( lucky you didn' t  a l ready spend al l  that  t ime and
money on something people don' t  want! ) .

Give a gi f t  ins tead of giv ing cash, by unders tanding the di f ference
between socia l  norms and market  norms 
How we use re la t iv i ty  in decis ion making 
Reduce procras t inat ion, by se t t ing up the r igh t  sys tems; and 
Pay at ten t ion to oppor tuni ty cos t ,  by unders tanding the cos t  of  ' f ree'

Roy is  an in te l l igent  and accompl ished s tudent ,  jus t  the k ind of  guy you'd
l ike your daughter  to marry.  But  when he was locked in a room wi th a
laptop, mois tu r i ser  and t i ssues -  a l l  o f  a sudden he tu rned in to a di f feren t
man. Roy isn ' t  the only one, in a s ta te of  arousal  we are al l  capable of
bizar re th ings. Research shows that  we are more l ike ly to have sex
wi thout  pro tec t ion, engage in orgies,  s leep wi th a grandma, and be
turned on by animals or 12 year o ld gi r l s .  These are th ings that  our
normal composed se lves would never ever th ink of .   

Dan Ar ie ly i s  a behavior economis t ,  and shows that  arousal  i s  jus t  one of
the many ways human beings can become i r ra t ional .  The book has
pract ical  wisdom, showing us why we should:  

43. LEAN STARTUP - BY ERIC RIES

42. PREDICTABLY IRRATIONAL - BY DAN

ARIELY

The book 'Out l ie rs '  looks beyond indiv idual  achievement.  Gladwel l
i s  less concerned wi th what the people who achieve success are
l ike, and more in teres ted in where they come f rom, who thei r
parents are, and what oppor tuni t ies they are af forded.

What seemingly arbi t rary fac t  i s  common amongst  the top
Canadian Hockey players? Why are al l  o f  today’s sof tware
bi l l ionai res born between 1954-1956? Why did Jews dominate the
New York legal landscape in the 1980s, when they s t ruggled to
get  jobs in the pr ior  decade? Why are Asians so good at  math??

Gladwel l  explores a l l  th is  and more in h is  famous s tory te l l ing s ty le -
tak ing seemingly unre la ted anecdotes and weaving them together to
f ind uncommon commonal i t ies.
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When you don' t  have an ef fec t ive product iv i ty sys tem, your brain has
to cons tant ly be keeping t rack of  your to -do l i s t .  You' l l  a lways fee l
l ike you should be doing something e lse. That  means you aren' t  g iv ing
your comple te focus to the impor tant  task at  hand.    

Al len presents a thorough pract ical  sys tem to boos t  your product iv i ty
and le t  you enjoy the present  moment of  whatever you are doing. I t ' s
a l l  about  get t ing every th ing out  of  your brain and captur ing i t  in a
re l iable p lace, so you aren' t  wast ing precious focus and energy on
the wrong th ings. The f ive s teps of  managing work f low -  capture,
c lar i fy,  organise, re f lec t  and engage -  i s  an ex ternal  sys tem that  wi l l
ensure every thought  that  comes in to your mind wi l l  eventual ly get
deal t  wi th.  This  wi l l  leave you wi th the fee l ing of  calm cont ro l  in your
l i fe and al low you to enhance your product iv i ty and get  more done.

41. GETTING THINGS DONE - BY

DAVID ALLEN

Howard Marks is  the Founder of  Oakt ree Capi ta l  Management,  who hold
US$122 bi l l ion in asse ts  under management.  This  book is  a compi la t ion
of a l l  h is  inves tment  phi losophies, which can be appl ied to help you
make bet ter  decis ions when inves t ing money, t ime or energy. There aren' t
any s tep-by -s tep ins t ruc t ions, jus t  advice on ways to th ink to avoid the
many pi t fa l l s  that  mos t  inves tors fa l l  in.  A few of the ‘Most  Impor tant
Things’  you wi l l  learn in the book:
-  Second leve l  th ink ing, a game theory approach to inves t ing
-  Unders tanding market  e f f ic iency
-  Unders tanding, recognis ing and cont ro l l ing r i sk
-  Combat ing the negat ive in f luences of  human nature, and
-  Knowing what you don' t  know

A company cal led 'Creat ive '  developed a revolu t ionary 5GB por table
MP3 player,  but  was never able to capture the wor ld 's  a t ten t ion. Apple
came along almost  2 YEARS LATER and changed every th ing. Thei r
product  wasn' t  bet ter ,  bu t  S teve Jobs had a to ta l ly di f fe ren t  message: i t
was a '5GB por table MP3 player ' ,  i t  was '1000 songs in your pocket ' .
Jobs chose to S tar t  With Why.  

Sinek, shows there are three e lements to explain ing a message: 

WHY -  purpose/bel ie f  
HOW - unique se l l ing proposi t ion 
WHAT -  features of  the product   

Most  messaging s tar t s  by highl ight ing the remarkable features ( the
'what ' ) ,  they ta lk about  thei r  processes ( the 'how' )  and las t ly  c lose wi th a
'why' .  But  th is  i s  a l l  wrong – we should be te l l ing s tor ies in the EXACT
OPPOSITE di rec t ion.   

"People don' t  buy what you do, they buy why you do i t " .

40. THE MOST IMPORTANT THING - BY

HOWARD MARKS

39. START WITH WHY - BY SIMON

SINEK
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Lurk ing behind the mys tery of  ancient  ru ins i s  the mys tery wi th the nagging
thought:  might  such a fa te eventual ly befa l l  our own weal thy socie ty? Wil l
tour is t s  someday s tare mys t i f ied at  the New York skyscrapers,  much as we
s tare at  the jungle overgrown ru ins of  Maya ci t ies? Perhaps we can s t i l l  learn
f rom the pas t ,  bu t  on ly i f  we th ink carefu l ly  about  i t s  lessons. 

The book has a 5 poin t  f ramework of  poss ib le cont r ibu t ing col lapse to
socie t ies:
1 -  Envi ronmenta l  damageCould be except ional  imprudence of the people and
except ional f ragi l i ty  in aspects of  the envi ronment,  or both.
2 -  Cl imate changeToday we refer  to human induced. But  in the pas t  i t
wasnatura l  c l imate change, inc luding the advance and re t reat  of  cont inenta l
icesheets dur ing ice ages f rom about 1400-1800 AD, or the global cool ing
f rom theenormous volcanic erupt ion of  Indonesia's  Mt Tambora in 1815
3 -  Hos t i le neighboursRela t ionships might  be in termi t ten t ly or chronical ly
hos t i le.A socie ty may be able to hold of f  i t s  enemies as long as i t  i s  s t rong,
only tosuccumb in a moment of  weakness. The proximate cause is  the
conques t ,  bu t  theu l t imate cause that  leads to the col lapse is  the temporary
weakening
4 -  Decreasing suppor t  by f r iendly neighboursEi ther depend on impor ts  of
essent ia l  t rade goods .  I f  yourpar tner comes weak for  any reason, then they no
longer can supply the essent ia lgoods
5 -  The response of  the socie tyDi f feren t  socie t ies respond di f feren t ly to s imi lar
problems.Defores ta t ion for  example has arose in many cu l tu res -  some went
down, somedeveloped sus tainable management pract ices 

In the book Jared Diamond explores the col lapse of  var ious socie t ies inc luding
Eas ter  I s land, the Great Maya Civ i l i sa t ion and The Vik ings, and the r i sk of
col lapse of  modern -day Aus t ra l ia and China through the 5 poin t  f ramework. By
unders tanding the c iv i l i sa t ions of  our pas t ,  we can get  a bet ter  unders tanding
of the greates t  r i sks today of our cur ren t  socie ty col laps ing.

38. COLLAPSE - BY JARED DIAMOND

We al l  face obs tac les.  They come in many shapes and s izes. But
whatever we face, we have a choice: wi l l  we be blocked by obs tac les,
or wi l l  we advance through them. Hol iday, th rough the lens of  s to ic ism,
gives us a f ramework: percept ion, act ion and wi l l .  We can turn our
greates t  chal lenges in to our greates t  oppor tuni t ies.  And of course, every
t ime you overcome one obs tac le, there’s another one coming r ight  around
the corner…

This book is  in th ree par ts :  Percept ions, Act ion, Wil l .  Percept ions involve
shi f t ing your perspect ive f rom viewing obs tac les as a negat ive to an
oppor tuni ty,  Act ion is  a l l  about  tak ing act ion, and Wil l  i s  about  s taying
on the path and keeping yourse l f  on t rack.

One of the bigges t  lessons we learned f rom th is  book is  the ‘ Law of
Leadership’ :  i t ’ s  bet ter  to be f i r s t  than to be bet ter .  The authors
sugges t  that  the top product  in a given indus t ry was probably a lso the
f i r s t  product  to market .  That  said, i f  you’ re NOT al ready the f i r s t  to
market ,  you s t i l l  have hope. The ‘ Law of the Mind’ says that  some
products may be f i r s t  to market ,  bu t  you can s t i l l  be the f i r s t  that
comes to mind. The ‘ Law of Category’  shows you that  i f  you’ re not  f i r s t
in your market ,  you can create an ent i re ly new sub-category that  you
CAN be the f i r s t  in.  

This  book presents some fundamenta l  market ing knowledge and you
should read i t  before launching your new
idea/product/serv ice/business.

37. THE OBSTACLE IS THE WAY - BY

RYAN HOLIDAY

36. THE 22 IMMUTABLE LAWS OF

MARKETING - BY AL RIES & JACK

TROUT
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35. DARING GREATLY - BY

BRENE BROWN

The phrase 'Dar ing Great ly '  i s  taken f rom Theodore Roosevel t ' s  speech "Ci t izenship in a

Republ ic"  or  bet ter  known as "The Man in the Arena":

"It is not the critic who counts; not the man who points out how the

strong man stumbles, or where the doer of deeds could have done better. 

The credit belongs to the man who is actually in the arena, whose face is

marred by dust and sweat and blood; who strives valiantly; who errs, who

comes short again and again.

Because there is no effort without error and shortcoming; but who does

actually strive to do the deeds; who knows great enthusiasms, the great

devotions; who spends himself in a worthy cause.

Who at the best knows in the end the triumph of high achievement, and who

at the worst, if he fails, he fails daring greatly"  

When we s tep in to the arena, we expose ourse lves to the r i sk of  fa i lu re, show the wor ld

who we real ly are and we leave ourse lves exposed to at tack f rom those on the

s idel ines. Brown sugges ts  that  in order to t ru ly dare great ly,  we need to take of f  our

armour and embrace vu lnerabi l i ty .    

Vu lnerabi l i ty  i s  not  knowing v ic tory or defeat ,  i t ' s  unders tanding the necess i ty of  both;

i t ' s  engaging, i t ' s  being 'a l l  in ' .  Our wi l l ingness to emot ional ly expose ourse lves to th is

vu lnerabi l i ty  determines our t rue depth of  courage and our c lar i ty of  purpose. The

measure in which we avoid vu lnerabi l i ty  i s  a measure of  our fear and disconnect ion.

When we give in to th is  fear,  we might  become per fec t ionis t s ,  wai t ing unt i l  the day that

our creat ion is  f lawless before enter ing in to the arena. But  when we spend our l ives

wai t ing unt i l  we are bul le tproof before we walk in,  we u l t imate ly sacr i f ice oppor tuni t ies

that  may not  be recoverable, we squander our precious t ime, and we turn back on our

gi f t s ,  those cont r ibu t ions that  on ly we can make. 'Per fec t '  and 'bu l le tproof '  are

seduct ive, but  they don' t  ex is t  in the human exper ience.

“COURAGE STARTS WITH SHOWING

UP AND LETTING OURSELVES BE

SEEN.”
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S ix  f i nanc ia l  l e s sons  v ia  t he  ana logy  o f  two dads  wi t h  two d i f f e ren t  approaches  to

l i f e :  

Dad 1 -  H igh l y  educa ted,  had a  success f u l  ca ree r  as  an  academic  and educa to r ,  and

the  ph i lo sophy  to  s t udy  ha rd  so  you  can f i nd  a  g rea t  company to  work  fo r  

Dad 2 -  neve r  f i n i shed 8 th  g rade,  was  an  en t rep reneu r  and s t ud ied ha rd  to  f i nd  a

good company to  buy  

 

The  Dad wi th  a l l  o f  t he  degrees  and d ip lomas  and the  ho t - sho t  job  t u rned ou t  to  be

the  Poo r  Dad. . .  

 

Where  t he  poor  dad sa id  'money  i s  t he  roo t  o f  a l l  ev i l ' ,  r i ch  dad sa id  ' t he  lack  o f

money  i s  t he  roo t  o f  ev i l ' .  One s ta ted  ' I  can ' t  a f fo rd  i t '  wh i l e  t he  o the r  asked 'how

can I  a f fo rd  i t ? ' .  The  two dads  have  en t i r e l y  d i f f e ren t  a t t i t udes  towards  money  and in

t u rn  l i ved t he i r  l i ve s  i n  ve ry  d i f f e ren t  ways .   

 

Le s son  1 -  The  r i ch  don ' t  work  fo r  money   

Robe r t  and h i s  f r i end Mike  bo th  wan ted to  l ea rn  how to  make money ,  so  t hey  wen t  to

work  fo r  t he  r i ch  dad.  They  were  o f fe red a  meagre l y  10c an  hou r  unde r  t he  p romi se

tha t  t hey  wou ld  be taugh t  impor tan t  l e s sons .  A f t e r  on l y  a  few weeks ,  t hey  wen t  back

to  R ich  Dad comp la in ing  abou t  t he i r  ea rn ings ,  ask ing  fo r  a  pay  r i se .  The  R ich  Dad

remarked tha t  " i n  l e s s  t han  a  mon th  you  sound l i ke  mos t  o f  my emp loyees " .  He to ld

them he was  push ing t hem a round de l ibe ra te l y ,  j u s t  l i ke  l i f e  w i l l ,  and i t  i s  how you

reac t  i n  such  t imes  t ha t  w i l l  de te rm ine  you r  wea l t h .  He to ld  t hem,  " i f  you  lea rn  t h i s

l e s son  you  wi l l  g row in to  a  wi se ,  happy wea l t hy  man.  I f  you  don ’ t ,  you  wi l l  spend

you r  l i f e  b laming a  job,  o r  b laming you r  boss  fo r  you r  p rob lems " .   

 

Mos t  peop le  w i l l  go  t h rough l i f e  p lay ing i t  sa fe ,  b laming o the r s  fo r  any th ing  t ha t  goes

wrong.  Fo r  t h i ngs  to  change,  YOU need to  change.  Pa radox ica l l y ,  t he  soone r  you

fo rge t  you  need the  pay  check ,  t he  eas ie r  money  wi l l  come to  you .  When you r  b ra in

i sn ' t  gove rned by  t he  fea r  o f  t he  lack  o f  money ,  i t  w i l l  show you  ways  o f  mak ing a

fo r t une  beyond you r  w i ldes t  d reams.  F rom the  day  you  recogn i se  you r  f i r s t

oppor t un i t y ,  you  wi l l  see  oppor t un i t i e s  a l l  a round you  fo r  t he  re s t  o f  you r  l i f e .    

34. RICH DAD, POOR

DAD -

BY ROBERT KIYOSAKI

“Winners are not afraid of losing.
But losers are. Failure is part of the

process of success. People who
avoid failure also avoid success.”  
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Driv ing through the count rys ide, you might  marve l  a t  the beaut i fu l
landscape and the farm animals that  seem to be everywhere. A
brown cow is exci t ing at  f i r s t ,  especia l ly when you' re f rom the c i ty
and havent  seen a real  cow before. But  af ter  a whi le,  you' l l  be
seeing more and more brown cows. You real i se that  brown cows
are everywhere, and they' re actual ly k ind of  bor ing.   

Bu t  what i f  you then saw a PURPLE COW?! Now that  would be
remarkable! That ' s  something you' l l  go and te l l  a l l  o f  your f r iends
about.    

This  market ing masterpiece by Seth Godin wi l l  show you how to
bui ld purp le cows in your bus iness that  wi l l  take you f rom your
in i t ia l  cus tomer th rough to the mains t ream market .  T radi t ional
market ing (ads on mains t ream media l ike TV and radio)  doesn' t  work
any more. Today people re ly on 'word of  mouth '  in order to s i f t
th rough the thousands of  of fers and adver t i sements we face
everyday. By creat ing something ' remarkable ' ,  you' re giv ing people
something to ta lk about .

33. PURPLE COW - BY SETH GODIN

We al l  learn t  a l i t t le bi t  about  evolu t ion at  school.  However,  in The Sel f i sh
Gene, R ichard Dawkins takes i t  to the next  leve l  wi th br i l l ian t  metaphors
that  explain how th ings went f rom the ‘pr imordia l  soup’ or pro te ins and
enzymes, u l t imate ly to become you reading th is  book. He shows us that
we aren’ t  super specia l .  We are big lumber ing robots whose purpose is  to
pass on genes. The gene i t se l f  somet imes generates se l f i sh behaviour of
the animal i t  inhabi ts .  Bu t  i t  can also use al t ru is t ic behaviour,  even
sacr i f ice i t se l f  on the behal f  o f  fami ly who may share the same genes. In
th is  book you’ l l  learn about  evolu t ion, compet i t ion, human purpose and
memes.

2,500 years of  wisdom packed in to 81 shor t  powerpackets of  knowledge.
More than a few of these made us s top, put  the book down, and ref lec t  on
l i fe.  Ideas around s t r iv ing, leadership, l i s tening, being open, achievement,
hubr is  and humi l i ty  abound. 

‘He who rushes ahead doesn’ t  go far.  He who t r ies to sh ine dims his  own
l ight . ’

‘The Master  doesn' t  t ry to be power fu l ;  thus he is  t ru ly power fu l .  The
ordinary man keeps reaching for  power; thus he never has enough.’

‘Those who know don' t  ta lk.  Those who ta lk don' t  know.’

32. THE SELFISH GENE - BY RICHARD

DAWKINS

31. TAO TE CHING - BY LAO TZU
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What makes a great  company?  Good to Great i s  a comprehensive
s tudy, that  ident i f ies companies that  made the leap f rom good resu l t s
to great  resu l t s  and sus tained those resu l t s  for  a t  leas t  15 years.
Col l ins ident i f ied three key areas common among the great
companies: Disc ip l ined People, Disc ip l ined Thought,  Disc ip l ined
Act ion.   

The concept,  'F i r s t  Who and Then What '  i s  one of  the under ly ing
factors of  'Disc ip l ined People '  that  a l lows a company to make the
leap to be great .  I t  i s  the abi l i ty  of  the humble leader to say, " I  don’ t
real ly know where we should take th is  bus. But  I  know i f  we get  the
r ight  people on the bus, the wrong people of f  the bus, and put  the
r ight  people in the r igh t  seats,  then we can f igure out  how to dr ive
some place great " .     

Other surpr is ing factors ou t l ined in the research inc lude  the
impor tance of purpose, the cumulat ive process of  the smal l  th ings,
and focus ing on one unique met r ic ( the 'hedgehog concept ' ) .

30. GOOD TO GREAT - BY JIM

COLLINS

Cialdin i ’s  f i r s t  book, In f luence, was al l  about  the CONTENT -  what
do you put  in your message to make people more wi l l ing to take on
your idea or buy your product .  Pre -Suasion is  a l l  about  the
CONTEXT -  what can you do BEFORE they even encounter  your
message that  wi l l  make them more favourable to your sugges t ion.
This book ta lks about  a t ten t ion and presents a range of th ings that
can f i r s t  a t t rac t  a t ten t ion and then magnet ise that  a t ten t ion. Cialdin i
a lso br ings together the s ix weapons of  in f luence f rom his f i r s t  book
and t ies them in to one u l t imate persuasion s t ra tegy -  that  s ingle
page alone is  wor th the $30 to buy the book.

29. PRE-SUASION - BY ROBERT

CIALDINI

Jo rdan Peterson has spent  a l i fe t ime s tudying psychology, and
combines i t  wi th ancient  mythology to syn thes ise h is  ‘12 Ru les for
L i fe ’ .

Pe terson draws the psychological  s igni f icance of s tor ies l ike Hansel
and Grete l ,  Jesus,  P inocchio and Noah's Ark to deal wi th 21st
century problems, showing that  our psychological  i ssues apply across
cu l tu res and centur ies.  

The Ru les wi l l  he lp us a l l  on our var ious journeys, wi th pract ical
'an t idotes to chaos' :Ru le 1 -  S tand Up St raight  (we can t r ick our
neurochemis t ry in to conf idence and super ior i ty )Ru le 2 -  Make Fr iends
wi th People Who Want the Bes t  for  You (you are not  moral ly obl iged
to make f r iends wi th everyone, so choose wise ly )Ru le 10 -  Be Precise
in Your Speech (every th ing c lar i f ied becomes v is ib le )

28. 12 RULES FOR LIFE - BY JORDAN

PETERSON
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Letting the wrong people hang

around is unfair to all the right

people, as they inevitably find

themselves compensating for the

inadequacies of the wrong

people. Worse, it can drive away

the best people. Strong

performers are intrinsically

motivated by performance, and

when they see their efforts

impeded by carrying extra

weight, they eventually become

frustrated.

Jim Collins,
Good to
Great



Many of the bes t  l i fe phi losophies contained in th is  top 50 books, are boi led down in to

a shor t  k ids s tory by Dr Seuss:   

27. OH, THE PLACES

YOU'LL GO!

BY DR SEUSS

We're cal led to go on an adventure in to the unknown, but  the path we choose is  up to

us: 

I t ' s  bet ter  ou ts ide of  your comfor t  zone: " I t ' s  opener there in the wide open ai r " .  

Good th ings happen to those wi l l ing to take r i sks outs ide of  thei r  comfor t  zone,

especia l ly i f  they've developed thei r  sk i l l s .

Go wi th the f low, al low yourse l f  to get  caught up in the moment even i f  you' re not

100% ready yet  and you fee l  l ike you' re bi t ing of f  more than can chew: "When th ings

s tar t  to happen, don' t  worry,  don' t  s tew. Jus t  go r ight  a long – YOU'LL  s tar t  happening

too".  

Not every th ing wi l l  go your way al l  o f  the t ime – somet imes th ings jus t  don' t  work out :

" I 'm sor ry to say but ,  sadly, i t ' s  t rue that  Bang Ups and Hang Ups can happen to

you".  

There wi l l  be di f f icu l t  and t imes that  you can' t  jus t  snap yourse l f  ou t  of :  "When you' re

in a s lump, you' re not  in for  much fun. Un-S lumping yourse l f  i s  not  eas i ly done".  

You wi l l  face much uncer ta in ty a long your journey: "You' l l  come to a place where the

s t ree ts  are not  marked. Some windows are l igh ted, but  mos t ly they' re dark" .    

There is  a place, 'The Wai t ing P lace' ,  where people get  t rapped because they' re

always wai t ing for  something and they never take any act ion to move forward 

You wi l l  eventual ly have to face your fears:  "When you' re a lone, there 's  a very good

chance, you' l l  meet th ings that  scare you r ight  ou t  of  your pants " .  

There are many t imes in l i fe where you' l l  fee l  a l l  a lone: "Al l  A lone! Whether you l ike i t

or  not ,  a lone is  something you' l l  be qui te a lo t " .  

Bu t  don' t  le t  the fear and the uncer ta in ty s top you – keep pushing on toward your

goal:  "On and on you wi l l  h ike, and I  know you' l l  h ike far  – you' l l  face up to your

problems whatever they are" 

But  give l i fe your bes t  shot ,  and you should achieve every th ing you want:  "Wil l  you

succeed? Yes! You wi l l ,  indeed. (98 and ¾ per cent  guaranteed) " .    

You can change the wor ld: "K ID, YOU'LL  MOVE MOUNTAINS". 

The bes t  t ime to s tar t  was yes terday. The second bes t  t ime? "You' re of f  to Great

P laces! TODAY is your day! Your mountain is  wai t ing, so get  on your way!"  

 

“You're off to Great Places!
Today is your day!

Your mountain is waiting,
So... get on your way!” 
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Wind ext inguishes a candle but  energises f i re.  L ikewise wi th
randomness/uncer ta in ty/chaos, you want to be able to use
them, not  to h ide f rom them. You want to be the f i re and wish
for the wind. Most  people th ink the opposi te of  f ragi le is
robus t ,  res i l ien t  or  so l id. But  the res i l ien t  and robus t  are i tems
that  nei ther break nor improve. The opposi te of  f ragi l i ty  should
be negat ive f ragi l i ty  – there is  not  ye t  a word for  i t ,  so Taleb
terms i t  ‘Ant i f ragi l i ty ’ .

The cent ra l  theme of the book is  ant i f ragi l i ty ,  which Nass im
def ines as:“Some th ings benef i t  f rom shocks; they thr ive and
grow when exposed to vola t i l i ty ,  randomness, disorder,  and
s t ressors and love adventure, r i sk,  and uncer ta in ty.  Yet ,  in spi te
of  the ubiqui ty of  the phenomenon, there is  no word for  the
exact  opposi te of  f ragi le.  Le t  us cal l  i t  an t i f ragi le.  Ant i f ragi l i ty
i s  beyond res i l ience or robus tness.  The res i l ien t  res is t s  shocks
and s tays the same; the ant i f ragi le gets bet ter .”

26. ANTIFRAGILE - BY NASSIM

TALEB

Whenever we' re creat ing something, we' re walk ing a f ine l ine between
'get  i t  done' and 'get  i t  r igh t ' .  Ear ly in your career,  i t  may be a good
st ra tegy to 'get  i t  done' -  make a lo t  of  s tu f f ,  make i t  quick ly,  and get  i t
ou t  there. But  i f  you want something to las t  forever,  you need to take
the t ime to 'get  i t  r igh t ' .  You should focus on the th ings that  wi l l  never
change, make something of the absolu te h ighes t  qual i ty  poss ib le, and
then do every th ing you can to generate word-of -mouth that  wi l l  keep i t
moving for  months,  years and decades.   

The goal of  the perennia l  se l le r  i s  to make work that  las ts ,  bu t  mos t
people never give themselves a real  shot  a t  i t .  We focus on the
immediate pay-of f s  and quick cash grabs ins tead of making something
t imeless.  Hol iday out l ines the process of  creat ing, packaging and
market ing your idea in order to give i t  the bes t  poss ib le chance at
becoming perennia l .

We al l  want some k ind of  change. But  for  mos t  of  us,  there is  a painfu l
gap between what people want and what they actual ly do. 

I f  you have at tempted to do something di f feren t  in the pas t  and haven’ t
seen the resu l t s ,  you’ve probably f igured out  by now that  change is
hard.  I f  you t r ied to put  together a ches t  of  drawers wi th fau l ty
ins t ruc t ions and par ts  miss ing, you would fee l  f rus t ra ted. But  you
probably wouldn’ t  b lame yourse l f .  You would blame the manufacturer
ins tead. Simi lar ly,  any habi ts  you’ re not  happy wi th aren’ t  en t i re ly your
fau l t ,  you jus t  haven’ t  ye t  been taught  how to ef fec t ive ly change your
behaviour.  

B J  Fogg’s behaviour model boi l s  any act ion down to three s imple
components:  Mot ivat ion, Abi l i ty ,  Prompt.  B=MAP is the combinat ion
lock to ins ta l l  long term habi ts .

25. PERENNIAL SELLER – BY RYAN

HOLIDAY

24. TINY HABITS - BY BJ FOGG
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Scot t  Adams is  the creator of  the ‘Di lber t ’  car toon ser ies.  Before th is
wor ld -wide phenomenon though, Adams is  happy to admi t  the looong
l is t  o f  th ings he t r ied (and fai led at )  before eventual ly achieving
success. Each fai led at tempt gave him a lesson, something he could
take wi th h im and apply to the next  th ing he t r ied. Even as Di lber t
was growing in success,  he s t i l l  worked fu l l  t ime for  10 years,
drawing Di lber t  a t  5am before work.

This book provides some impor tant  ideas and approaches for
achieving (eventual )  success.  In th is  episode, we’ l l  ta lk about :  the
downside of  pass ion, goals VS sys tems, managing your a t t i tude and
energy, pr ior i t i s ing and making decis ions, and ‘sk i l l  s tacking’.  Check
out  our mini  b log pos t  for  more thoughts on our f ive big ideas we took
f rom th is  book: h t tps://www.whatyouwi l l learn.com/book/how- to - fa i l -
a t -a lmos t -every th ing-and-s t i l l -win -big/

23. HOW TO FAIL AT ALMOST

EVERYTHING AND STILL WIN BIG - SCOTT

ADAMS

Angela Duckwor th s tudied success fu l  people and found that  the mega-
success fu l  weren’ t  the smar tes t ,  the f i t tes t  or  the most  ta len ted, but  the
ones who had the most  gr i t .  Gr i t ,  th is  combinat ion of  pass ion and
perseverance, tu rned out  to be the s t ronges t  indicator and predicator of
eventual  success.

The good news? Even i f  you score pre t ty poor ly on the Gri t  Assessment
( l ike we both did) ,  you can grow your Gr i t .  Through in teres t ,  purpose,
pract ice and hope, you can actual ly improve your gr i t  score and learn to
achieve more.

Take Angela Duckwor th ’s  Gr i t  Assessment by fo l lowing the l ink on our b log
pos t :  h t tps://www.whatyouwi l l learn.com/book/gr i t/

I f  you' re looking to achieve anyth ing, especia l ly something creat ive, you
almost  def in i te ly have the sk i l l s  and abi l i t ies to be able to do i t .  For
example, i f  you want to be a wr i ter ,  based on the fac t  that  you' re
reading th is ,  you have the abi l i ty  to read and wr i te.  But  being able to
wr i te isn ' t  the be-a l l -and-end-a l l  o f  actual ly wr i t ing a book.

"There 's  a secre t  that  real  wr i te rs  know that  wannabe wr i ters  don' t . . .  I t ' s
not  the wr i t ing par t  that ' s  hard. What 's  hard is  s i t t ing down to wr i te. "

What keeps us f rom s i t t ing down to wr i te? The Res is tance. This book is
a l l  about  The Res is tance, and is  broken in to three par ts :  Def in ing the
Enemy, Combat t ing Res is tance, The Higher Realm. For anyone who wants
to pursue a creat ive endeavour but  has never been able to actual ly s i t
down and do the work, th is  serves as a great  k ick in the arse.

22. GRIT - BY ANGELA DUCKWORTH

21. THE WAR OF ART – BY STEPHEN

PRESSFIELD
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Th i s  i s  Hara r i ’ s  t h i rd  book ;  h i s  book  'Sap iens '  was  abou t  t he  pas t ,  'Homo Deus '  i s

abou t  t he  f u t u re ,  now ‘21 Les sons  fo r  t he  21s t  Cen tu ry ’  i s  abou t  ou r  p resen t .  He asks

t he  ha rd  ques t ions  and ge t s  u s  t h i nk ing  abou t  wha t  ou r  wor ld  shou ld  look  l i ke .  We’ re

a t  a  p i vo ta l  po in t  i n  h i s to ry ,  and we’ve  a l l  go t  some impor tan t  dec i s ions  to  make.

D IS I L LUS IONMENT

Humans  t h ink  i n  s to r ie s ,  ra the r  t han  number s  fac t s  o r  equa t ions .  I n  t he  20 th  Cen tu ry ,

we had a few majo r  s to r ie s  to  choose  f rom -  t he  fasc i s t ,  commun i s t  o r  l ibe ra l  s to r i e s .

A f t e r  a  bunch  o f  war s ,  we were  le f t  w i t h  one  -  cap i ta l i sm.  Bu t  t ha t  sy s tem requ i re s

exponen t ia l  g rowth  on  a  f i n i t e  p lane t ,  and wi t h  t he  sho r t comings  t ha t  came to  l igh t

du r i ng  t he  GFC,  we a re  lo s ing  fa i t h  i n  t h i s  f i na l  s to ry .  Wi thou t  a  s to ry  t ha t  b inds  u s

toge the r ,  we ' re  l e f t  d i s i l l u s ioned.      

WORK  

"When you  g row up,  you  m igh t  no t  have  a  job " .  Du r i ng  t he  I ndus t r ia l  Revo lu t ion ,

many jobs  were  lo s t  to  t he  mach ine .  Bu t  fo r  each  one t ha t  was  lo s t ,  ano the r  was

c rea ted.  Today,  we ' re  unde rgo ing ano the r  revo lu t ion ,  bu t  t h i s  t ime i t ' s  d i f f e ren t .  Our

two human ab i l i t i e s  a re  cogn i t i ve  and phys ica l  -  mach ines  have  taken  ove r  t he

phys ica l  ta sk s ,  and wi t h  modern  A I  on  t he  ve rge  o f  ou tpe r fo rm ing us  i n  t he  cogn i t i ve

a rena,  we a re  lo s ing  ou r  advan tage ove r  t he  robo t s .      

MEANING  

In  ou r  sea rch  fo r  t he  mean ing o f  l i f e ,  we wan t  a  s to ry  t ha t  w i l l  exp la in  wha t  t he

rea l i t y  i s  a l l  abou t ,  and wha t  ou r  pa r t i cu la r  ro le  i n  t he  cosmic  d rama migh t  be .  I n

o rde r  to  cons t r uc t  a  v iab le  iden t i t y ,  t he  s to ry  doesn ' t  need to  be  devo id  o f  b l i nd  spo t s

and con t rad ic t ions .  I t  j u s t  needs  to  g i ve  you  a  ro le  to  p lay ,  and ex tend beyond you r

own ho r i zons .  No th ing much remains  o f  you r  g rea t  g randmo the r  -  no  cu l t u ra l  c rea t ion ,

poem,  d ia ry  o r  even  a  g roce ry  l i s t… and i t  w i l l  p robab ly  be  t he  same fo r  you .  I f  you

canno t  l eave  some th ing  tang ib le  beh ind,  t hen  pe rhaps  i t ' s  enough to  j u s t  make t he

wor ld  a  l i t t l e  be t t e r?   

Yuva l ’ s  ponde r ings  and in s igh t s  t ha t  cou ld  change how you  see  t he  wor ld .

20. 21 LESSONS FOR THE

21ST CENTURY - BY

YUVAL NOAH HARARI

“Questions you cannot answer are
usually far better for you than

answers you cannot question.” 
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Th i s  i s  an  abso lu te  b ib le  fo r  soc ia l l y  and po l i t i ca l l y  nav iga t i ng  t he  wor ld  o f

re la t ionsh ips .  I n  eve ry  s i ng le  i n te rac t ion ,  one  ind i v idua l  w i l l  have  more  power  and

more  s ta t u s ,  and the  o the r  w i l l  have  le s s .  Be  t ha t  i n  you r  work ,  bus ines s ,  romance,

f r i endsh ips ,  fami l y ,  o r  o the rw i se ,  t h i s  book  wi l l  show you ’ re  t he  'dos  and don t s ' .  You

can read th i s  book  to  bes t  su i t  you :  you  can use  i t  t o  he lp  you  in  s i t ua t ions  when you

have le s s  power ,  i t  can  he lp  you  ge t  more  power ,  o r  i t  can  he lp  you  use  you r  power

on  o the r s .

Warn ing:  P roceed wi t h  cau t ion .  Th i s  i s  a  power fu l  book  wi t h  power fu l  laws  –  igno re

them a t  you r  pe r i l .   

 

 

Law 1 –  Neve r  Ou t sh ine  The  Mas te r .  "A lways  make t hose  above you r  fee l  comfo r tab ly

secu re .  I n  you r  des i re  to  p lease  o r  impres s  t hem,  do no t  go too  fa r  i n  d i sp lay ing you r

ta len t s  o r  you  m igh t  accomp l i sh  t he  oppos i t e " .  

 

Law 4 –  A lways  say  le s s  t han  necessa ry .  " The  more  you  say ,  t he  more  common you

appear ,  and the  le s s  i n  con t ro l . . .  Power fu l  peop le  impres s  and in t im ida te  by  say ing

les s " .  

 

Law 9 –  Win  t h rough you r  ac t ions ,  neve r  t h rough a rgumen t .  "Any  momen ta ry  t r i umph

you t h ink  you  have  ga ined th rough a rgumen t  i s  rea l l y  a  Py r rh i c  v i c to ry :  t he  re sen tmen t

and i l l  w i l l  you  s t i r  up  in  s t ronge r  t han  any  momen ta ry  change o f  op in ion " .  

 

Law 13 –  When ask ing  fo r  he lp ,  appea l  to  peop le ' s  se l f - i n t e re s t ,  neve r  to  t he i r  me rcy

o r  g ra t i t ude .  "Uncove r  some th ing  in  you r  reques t ,  o r  i n  you r  a l l iance ,  t ha t  w i l l  bene f i t

t hem,  and emphas i se  i t  ou t  o f  a l l  p ropor t ion " .  

 

Law 46 –  Neve r  appear  too  pe r fec t .  "Appear ing  be t t e r  t han  o the r s  i s  a lways

dangerous ,  bu t  mos t  dange rous  o f  a l l  i s  to  appear  to  have  no fau l t s  o r  weaknesses " .  

19. THE 48 LAWS OF

POWER - BY ROBERT

GREENE

“Do not leave your reputation to
chance or gossip; it is your life's

artwork, and you must craft it, hone
it, and display it with the care of an

artist.”
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There are two paths to success.  One is  ‘specia l i sa t ion’ :  commi t t ing to
a f ie ld ear ly,  get t ing a head s tar t  on your peers,  r igorous del iberate
pract ice, re f in ing a narrow focus on speci f ic sk i l l s .  

This  approach is  popular ised in many books and many biographies.
The other approach is  ‘general i sa t ion’ .  This  means going wide not
deep, going through an ear ly ‘sampl ing per iod’ where you tes t  a lo t
of  di f fe ren t  potent ia l  paths forward, then recognis ing that  swi tching
careers la ter  in l i fe i sn’ t  career su ic ide but  you can actual ly combine
di f feren t  ideas f rom di f feren t  f ie lds to get  an advantage.

I f  you’ve been fo l lowing a path of  general i sa t ion, don’ t  s t ress about
being behind your specia l i s ing peers.  In the long run, you can
over take them!

18. RANGE - BY DAVID EPSTEIN

Overal l ,  we’ re real ly bad at  making decis ions. The wors t  par t  about  that  i s
the fac t  that  we don’ t  know that  we’re bad at  making decis ions. This  book
presents the idea that  every decis ion we have to make should be f ramed
as a ‘bet ’ .  I f  we conf ident ly made a s ta tement and someone asked us
‘Wanna bet?’ ,  we’d quick ly search our memor ies for  in format ion to ei ther
suppor t  or  cont radic t  that  poin t  of  v iew. Ins tead of being comple te ly
cer ta in, now we’re maybe only 70% sure. But  of ten, we don’ t  have to
make a bet ,  so we’re conf ident ly wrong.

In th is  book, former poker pro Annie Duke ta lks about  th ings that  are
otherwise inv is ib le to us when i t  comes to decis ion making, th ings l ike
“resu l t ing” where we judge the qual i ty  of  the decis ion based on the qual i ty
of  the outcome (but  ins tead we should look at  the decis ion in iso la t ion)
and “hinds ight  bias” where af ter  something happens i t  seems l ike i t  was
always inevi table (we neglec t  o ther p laus ib le outcomes when we look
back) .  This  i s  a great  book to unders tand why our decis ion making is
f lawed and provides tools for  bet ter  assess ing poss ibi l i t ies.

There are two paths to success:  be a conformis t  or  be an or iginal .  Both
can lead to eventual  success,  but  that  success is  very di f fe ren t ,  takes a
di f feren t  amount  of  t ime and each requi re a di f feren t  approach to l i fe.
This book is  a l l  about  how everyone can be more creat ive and br ing new
ideas to the table by being an ‘or ig inal ’ .  

The book breaks down some of h is tory ’s  greates t  success fu l  ‘or ig inals ’
and ta lks about  how they were able to achieve thei r  big success.
Surpr is ingly,  we learn t  that  some of the greates t  leaders weren’ t  the bold,
courageous, conf ident  r i sk - takers we’ve imagined them to be, but  in fac t
requi red the coaxing or the push f rom others to put  thei r  bu t t s  on the l ine.
We also learned that  some of h is tory ’s  greates t  ar t i s t s  wi th the most
famous works of  ar t  (Shakespeare, P icasso, Mozar t ,  e tc )  a lso made a lo t
of  crap that  i sn’ t  wor th ment ioning. 

This book is  about  giv ing you the tools and the at t i tudes you need to
have bet ter  ideas, and also guide you in how you should share these
ideas wi th the skept ical  masses and how you can manage your
enthus iasm when th ings aren’ t  going in your favour a t  f i r s t .

17. THINKING IN BETS - BY ANNIE

DUKE

16. ORIGINALS - BY ADAM GRANT
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According to Cal Newpor t ,  the common saying of ' fo l low your
pass ion'  and 'do what you love'  i s  bad advice, and can even be
dangerous. He te l l s  the s tory of  Thomas who qui t  h is  corporate job to
become a Buddhis t  monk, or F leur who le f t  her job as a market ing
execut ive to become a yoga ins t ruc tor ,  under the guise that  they were
' fo l lowing thei r  dreams'.  This  i s  a fa ta l  mis take.   

There are two poss ib le mindsets you can adopt in your career:

Craf t smen mindset  -  focus on what you can of fer  the wor ld Pass ion
mindset  -  focus on what the wor ld can of fer  you  

Adopt ing the pass ion mindset  means you' l l  a lways be hyperaware of
every th ing that ' s  wrong wi th your job, but  the craf t sman mindset  pu ts
fa te in your own hands. You need to under take del iberate pract ice to
cont inuous ly s t re tch and grow, bui ld ing career capi ta l  a long the way,
and eventual ly you wi l l  'become so good they can' t  ignore you' .

15. SO GOOD THEY CAN'T IGNORE

YOU - BY CAL NEWPORT

Original ly wr i t ten as a diary a lmos t  2000 years ago, the s t ruggles people
faced then are almos t  ident ical  to the ones we are facing today. This i s  one
of the core books of  s to ic phi losophy.

Some of the key themes inc lude: di f fe ren t ia t ing between the th ings you can
cont ro l  and the th ings you can’ t ,  responsibi l i ty  and tak ing ownership, being
indi f feren t  toward th ings l ike death and change, and l iv ing in the present
ins tead of the pas t  or  the fu tu re.

I f  you want to buy th is  book, make sure you get  the r igh t  vers ion ( Jonesy got
the wrong one -  some of the other t rans la t ions are harder to unders tand).
Grab the vers ion we recommend by c l ick ing on the book cover -  th is  one is
the bes t  we’ve found that  mixes the t rue essence of Marcus’s sent iments wi th
modern day unders tandable language.

14. THE EFFECTIVE EXECUTIVE - BY PETER

DRUCKER

13. MEDITATIONS - BY MARCUS

AURELIUS

Every organisat ion has people who rush around in a f renzy of  busyness.  But
there is  noth ing less p leas ing, and less product ive than engineers who rapid ly
tu rn out  beaut i fu l  b luepr in ts  of  the wrong product .   

For manual work wi th c lear ly def ined tasks,  you only need ef f ic iency to do
th ings r igh t .  However,  today i t  i s  more impor tant  for  the knowledge worker to
get  the r igh t  th ings done and be ef fec t ive.  In te l l igence, imaginat ion and
knowledge are essent ia l  resources, but  i t  i s  on ly ef fec t iveness that  conver ts
them in to resu l t s .  Knowledge work is  not  def ined by quant i ty ,  on ly by resu l t s .
E f fec t iveness is  not  a t ra i t  you are born wi th,  i t  i s  something that  mus t  be
learned.   

Drucker shows us a f ramework for  becoming ef fec t ive, th rough f ive essent ia l
habi ts :   Know thy t ime, focus on cont r ibu t ion, make s t rength product ive, put
f i r s t  th ings f i r s t  and make ef fec t ive decis ions.
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Don’t cri t icise, condemn or complain

Give honest and sincere appreciation

Become genuinely interested in other people

Be a good listener

Make the other person feel important - and do i t sincerely

Show respect for the other person’s opinion

If you’re wrong, admit i t quickly and empathetically

Let the other person feel the idea is theirs

Start with questions to which the other person wil l say yes

Begin with praise and honest appreciation

Talk about your own mistakes before cri t icising the other person

Let the other person save face

Give the other person a fine reputation to l ive up to

"With over 30 MILLION copies sold worldwide, this is one of the best sel l ing books of al l

t ime. And rightful ly so! Writ ten in 1934, the principles of interpersonal relationships stand

the test of t ime. 

Take a look at some of our favouri te sections of the table of contents:

1) Fundamental techniques for handling people

2) Six ways to make people l ike you

3) Twelve ways to win people to your side of thinking

4) Be a leader: How to change people without arousing resentment

This is a must -read if you have any relationships at any level with any other humans. A lot

of the concepts are common sense, but that’s the beauty of i t: we already KNOW all of

these things, we just need to be reminded of the best way to bring them all together. Yes,

these techniques have been adopted by con-art is ts and sl imy salespeople, but we trust that

you’l l use them for good, not evi l. 

12. HOW TO WIN FRIENDS

AND INFLUENCE PEOPLE – BY

DALE CARNEGIE

“You can make more friends in two
months by becoming interested in
other people than you can in two

years by trying to get other people
interested in you”
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https://www.bookdepository.com/How-to-Win-Friends-and-Influence-People/9781439199190/?a_aid=adamsbooks


Most people bel ieve that  they are incapable of  tor tu r ing another human being. But

S tan ley Mi lgram conducted an exper iment  a t  Yale that  concluded that  we could al l

per form heinous acts,  under the r igh t  c i rcumstances. Exper iment  subjec ts  were found to

wi l l fu l ly  e lec t rocute someone who made a mis take, and ramped up the power of  the

elec t r ic shock to dangerous leve ls  – even whi l s t  the v ic t im was screaming for mercy,

they kept the shock going i f  they were ins t ruc ted to do so by a sc ien t i s t  in a lab coat.

They were fooled by a weapon on in f luence and persuasion, as in Cialdin i ' s

masterpiece, In f luence. 

 

1) Reciproci ty – We repay in k ind any favours we receive. Whenever someone gives

us a gi f t  or  does something for  us,  even i f  we didn' t  ask for  i t  or  want i t ,  our brain

subconscious ly regis ters an unpaid debt.

2) Consis tency & Commitment – We l ike to appear cons is ten t  wi th what we say or

what we've done in the pas t .  Once we have made some k ind of  v is ib le publ ic

commi tment ,  we fee l  compel led to fo l low through. We encounter  in ternal  pressure to

jus t i fy  any previous decis ions we've made by being congruent .  

3)  Socia l  Proof – In t imes of  uncer ta in ty,  we general ly look to what o thers are doing.

We assume that  i f  a large number of  people are doing something, we should do i t  too.

This i s  a menta l  shor tcu t  – by fo l lowing others,  we don' t  need to p lace to cogni t ive

load of making a decis ion ourse lves. 

4) L ik ing – We do th ings for  people we l ike. I f  we th ink that  we l ike them, we seem to

at t r ibu te them wi th many other good t ra i t s .  We also tend to l ike people who we th ink

are most  s imi lar  to us.  

5) Author i ty – When someone has perceived author i ty,  we take thei r  reques ts  more

ser ious ly.  This  i s  inherent  in fami ly s t ruc tures,  s tor ies,  songs, and is  car r ied through the

educat ion, legal,  mi l i tary and pol i t ica l  sys tems we l ive wi th in.  Smal l  th ings, l ike a lab

coat or a su i t  and t ie,  give an aura of  author i ty.

6) Scarci ty – We value th ings that  are unavai lable, or that  we fear may become

unavai lable in the near fu tu re. Much of today's adver t i s ing and sales tac t ics are based

on creat ing a fa lse sense of  urgency and scarc i ty.  

11. INFLUENCE – BY

ROBERT CIALDINI 

“We all fool ourselves from time
to time in order to keep our

thoughts and beliefs consistent
with what we have already

done or decided” 

https://www.awin1.com/cread.php?awinmid=10920&awinaffid=766963&clickref=WYWL_website&ued=https%3A%2F%2Fwww.bookdepository.com%2Finfluence%2F9780061241895
https://www.bookdepository.com/influence/9780061241895/?a_aid=adamsbooks


Conditions are never

perfect. "Someday" is a

disease that will take

your dreams to the grave

with you. Pro and con

lists are just as bad. If it's

important to you and you

want to do it

"eventually," just do it

and correct course along

the way.

Tim Ferris,
4 Hour
Work
Week



I f  you to ld a l i fe long smoker that  qui t t ing was not  on ly easy but  a lso
enjoyable, they would probably recommend you get  a ser ious
psychia t r ic assessment as they see i t  as ' imposs ib le ' .  Bu t  'The Easy
Way To Stop Smoking' has an almos t  spooky abi l i ty  to make readers
become a non-smoker,  and has tu rned mi l l ions of  smokers in to ex -
smokers.    

Most  a t tempts to beat the nicot ine t rap involve 'giv ing up cold tu rkey' ,
gradual ly cu t t ing down, or replacing cigare t tes wi th n icot ine gum or
patches. Al l  o f  these methods have one under ly ing theme in common,
that  'g iv ing up' involves a genuine sacr i f ice. Throughout  the book,
Carr  obl i te ra tes a l l  o f  the cons t ruc ted reasons and fake excuses
smokers use to jus t i fy  thei r  behaviour,  l ike 'we enjoy i t ' ,  for  boredom
or i t  he lps you re lax. He wi l l  show that  you are real ly 'g iv ing up'
noth ing, but  ins tead f reeing yourse l f  f rom l i fe long s lavery.

10. THE EASY WAY TO STOP

SMOKING - BY ALLEN CARR

The t radi t ional  path involves general ly involves work ing hard doing
something that  you don' t  necessar i ly  l ike, put t ing money as ide every
month and then f inal ly doing what you enjoy when you re t i re.  But
why not  jus t  choose what you want to do in the f i r s t  p lace? Then
you'd never have to ' re t i re ' .  

T im Fer r i ss  burs t  on to the scene by present ing a whole new way of
l i fe – what he termed ' l i fes ty le des ign' .  He says that  wai t ing for
re t i rement i sn ' t  wise and ins tead we need to become responsib le our
own income and enjoy our l i fe NOW. I f  you real ly want to l ive in
your own terms, then pass ive income is  the goal.  Fer r i ss  gives
pract ical  advice on how to avoid the t rap of t rading t ime for  money,
outsourc ing l i fe to v i r tua l  ass is tan ts ,  se t t ing up a bus iness
independent of  you and e l iminat ing busy work f rom your l i fe.  The
book is  a mus t  read for anyone who is  a l i t t le unsure of  the t radi t ional
path.

Al l  o f  us are born wi th an essent ia l ly s imi lar  brain, wi th more or less the
same conf igurat ion and potent ia l  for  mastery. Why is  i t  then that  in
his tory only a l imi ted number of  people seem to t ru ly excel  and real i se
th is  potent ia l  power? Think about  Mozar t ,  E lon Musk, Michael  Jordan
and Oprah Whinf rey -  what i s  the di f ference between you and them? 

We are a one t ime phenomenon in the universe -  our exact  genet ic
makeup has never occur red before nor wi l l  i t  ever be repeated. At  your
bi r th a seed is  p lanted, that  i s  your uniqueness. In Mastery, Rober t
Greene shows us how to cu l t iva te th is  seed and le t  i t  b lossom in to the
greates t  vers ion of  our potent ia l .  We need to be carefu l  of  the conspi r ing
agains t  us;  such as the socia l  pressures to conform which pose the
bigges t  r i sk for  our development towards Mastery.

9. THE FOUR HOUR WORK WEEK - BY

TIM FERRISS

8. MASTERY - BY ROBERT GREENE

https://www.bookdepository.com/Daring-Greatly-PhD-Lmsw-Brene-Brown/9781592408412?ref=grid-view&qid=1547629002295&sr=1-2/?a_aid=adamsbooks
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https://www.awin1.com/cread.php?awinmid=10920&awinaffid=766963&clickref=WYWL_website&ued=https%3A%2F%2Fwww.bookdepository.com%2FAllen-Carr-s-Easy-Way-to-Stop-Smoking%2F9781405923316
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Before the discovery of  Aus t ra l ia, the common unders tanding was that
'a l l  swans are whi te ' .  Al l  i t  took was the s ight ing of  a s ingle swan that
was black and al l  prev ious ly he ld assumpt ions were shat tered. Taleb
uses th is  analogy to shows us that  B lack Swans are everywhere -  they’ re
highly improbable, random events that  can have enormous impacts.

I f  we asked you in 2019 what the most  impact fu l  technologies today
are, you’d probably ment ion computers,  lasers and the in ternet .  30 years
ago, you could not  have predic ted these, ye t  they have changed the
wor ld beyond comprehension. These technologies are Black Swans. In a
s imi lar  way, 30 years f rom now i t  wi l l  be Black Swans that  impact the
wor ld -  r igh t  now they are inconceivable, but  in the fu tu re we’ l l  look
back and th ink i t  was comple te ly obvious.

Taleb gives pract ical  advice on how indiv iduals can exploi t  th is
uncer ta in ty,  open themselves up to more randomness, and seek to
harness more posi t ive b lack swans in thei r  l ives.

7. THE BLACK SWAN - BY NICHOLAS

NASSIM TALEB

In  2007, Joshua Bel l ,   widely regarded as one of the greates t  music ians in
the wor ld, so ld out  a ser ies of  shows for  over $100 a t icke t  in Bos ton. A
few days la ter ,  he played at  the t ra in s ta t ion dur ing the morning rush.
Thousands of  people walked pas t  the wor ld’s bes t  music ian on thei r  way
to work, but  even that  couldn’ t  i l luminate the depths of  the ra te race. 

L i fe does not  have to begin on a Fr iday night  and end on a Monday
morning. MJ shows us that  we have al l  chosen one of th ree poss ib le lanes
in l i fe:   

S ide walk: l iv ing paycheck - to -paycheck, spending more than you earn,
fue l led by credi t ,  sa t i s fy ing your immediate needs wi th no concern for  the
fu ture 
S low lane: go to school,  get  good grades, graduate f rom col lege, get  a
job, save 10% of every th ing you earn and someday re t i re when you are
about 65.  
Fas t lane: a bus iness sys tem which al lows you to divorce your weal th f rom
t ime and make money fas t  ( i t ' s  'get  r ich quick ' ,  bu t  i t  cer ta in ly i sn ' t  'get
r ich easy' )

Our brain fools us a l l  the t ime. Think ing is  hard, and Kahneman (wi th h is
la te f r iend la te f r iend Amos Tversky)  ident i f ied two modes of  th ink ing:
Sys tem 1 ( ' fas t '  th ink ing) -  ins tant ,  au tomat ic,  wi thout  vo lun tary cont ro l
Sys tem 2 ( ' s low' th ink ing) -  e f for t fu l ,  del iberate th ink ing, employing
concent ra t ion

'Think ing, Fas t  and Slow' is  a dense book that  shows us how the two
modes of  th ink ing work together (and how we can fool  ourse lves ) .  You
wi l l  learn how the brain t r icks you in pract ical  ways,  l ike why you under
al locate t ime for  new projec ts  in the 'p lanning fa l lacy' ,  how to negot ia te
for your advantage in 'anchor ing'  and why the news mis represents the
wor ld in the 'avai labi l i ty  cascade'.

6. MILLIONAIRE FASTLANE - BY MJ DE

MARCO

5. THINKING FAST AND SLOW - BY

DANIEL KAHNEMAN

https://www.bookdepository.com/The-Click-Moment/9781591846833/?a_aid=adamsbooks
https://www.bookdepository.com/Thinking--Fast-and-Slow/9780141033570/?a_aid=adamsbooks
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When you develop your

opinions on the basis of

weak evidence, you will

have difficulty

interpreting subsequent

information that

contradicts these

opinions, even if this new

information is obviously

more accurate.

Nassim
Taleb, The
Black Swan



At school/univers i ty:  The f ixed mindset  means you t ry to ro te learn (and you quick ly

forget  the mater ia l ) ,  bu t  wi th the growth mindset ,  the s tudent  wi l l  look for  under ly ing

themes and pr incip les,  going over mis takes un t i l  i t  i s  t ru ly unders tood. They s tudy to

learn, not  jus t  to t ry to pass the tes t .

In  bus iness:  Many employers today are looking to f i l l  thei r  s tocks wi th ex t raordinary

ta len t .    By focus ing on f ixed abi l i ty  ra ther than potent ia l ,  new employees may be

af raid to show thei r  weakness, which in tu rn discourages the fai lu re that  i s  inherent ly

requi red for  innovat ion. Real  se l f -conf idence, Dweck argues, i s  not  in pre tending to

be per fec t .  I t  i s  by reveal ing your ignorance and opening up yourse l f  to growth.  

Michael  Jordan was to ld he was too shor t ,  he didn' t  make his h igh school basketbal l

team, and he wasn' t  draf ted by the f i r s t  two NBA clubs that  had the oppor tuni ty to snap

him up. He was unders tandably devas ta ted, but  luck i ly he had a mother who to ld h im to

go back, keep t ra in ing, and become more disc ip l ined. He t ra ined at  6am every morning,

cons tant ly work ing on al l  aspects of  h is  game, cons tant ly s t r iv ing to improve. We l ike to

th ink of  our champions and idols as superheroes that  are natura l ly born and are created

di f feren t ly f rom us, but  that ' s  not  the case -  they jus t  have a di f feren t  mindset .  

 

Carol  Dweck says that  there are two ways you can look at  the wor ld: 

1) 'F ixed Mindset '  -  Our abi l i t ies are f ixed, they were determined at  bi r th,  there is  l i t t le

we can do to change or improve, we jus t  aren' t  good at  cer ta in th ings 

2) 'Growth Mindset '  -  Every sk i l l  i s  learnable, th rough ef for t  and pract ice and pers is tence

we can grow and improve, the th ings we aren' t  good yet  a t  are the th ings we haven' t

worked on 

 

Obvious ly,  the Growth Mindset  i s  what we want to fos ter .  I t  g ives us the bel ie f  that  a l l

human qual i t ies can be cu l t iva ted through ef for t .  With the growth mindset ,  i t  i s  not

poss ib le to des i re improvement in some area of your l i fe but  a lso th ink that  there is

noth ing you can do about  i t .  The f ixed mindset ,  on the other hand, is  the bel ie f  that  your

qual i t ies are carved in s tone. Think ing in th is  way means there are l imi t s  to your potent ia l

achievement,  which makes ef for t  d isagreeable. 

 

The at t i tudes appear in a l l  areas of  l i fe and dramat ical ly in f luence the path you fo l low in

l i fe.   

4. MINDSET

BY CAROL DWECK

“No matter what your ability is,
effort is what ignites that ability

and turns it into
accomplishment.”

https://www.bookdepository.com/Mindset/9780345472328/?a_aid=adamsbooks
https://www.bookdepository.com/Mindset/9780345472328/?a_aid=adamsbooks


'Qui t te rs  never win and winners never qui t '  i s  ac tual ly bad advice. Winners qui t  a l l  the

t ime -  they jus t  qui t  the r igh t  s tu f f  a t  the r igh t  t ime. Most  people qui t  unsuccess fu l ly ,

and we need to recognise the t r icks and t raps that  socie ty has se t  up to make us qui t .  

CURVE 1: The Cul-de-sac.

For some projec ts ,  no mat ter  how long you work on i t ,  you don' t  real ly go anywhere. I t

doesn' t  get  bet ter  or  worse, i t  jus t  i s .  The shape of the cu l -de -sac is  jus t  f la t  –

increased ef for t  has no impact on resu l t s .    This  i s  the c lass ic dead end job. Every day

you are on th is  curve, i s  another day of  learning something that  i sn ' t  usefu l .   

CURVE 2: The Cliff.

For some act iv i t ies you may make l i t t le improvements,  i t  may be enjoyable at  the t ime,

but  sooner or la ter  you wi l l  encounter  a big drop. Smoking is  an example of  a c l i f f .

Avoid c l i f f s  a t  a l l  cos ts .

CURVE 3: The Dip.

At the beginning of any new projec t ,  i t  i s  fun and very engaging. You wi l l  have some

ear ly wins – you' l l  see rapid improvement,  people wi l l  g ive you a pat on the back, you

might  make your f i r s t  sa le. But  whenever you work on something wor thwhi le,  you wi l l

h i t  The Dip. The Dip is  the long, hard s log between beginning and mastery, the poin t

where ex t ra ef for t  doesn' t  lead to an ins tant  tangib le improvement in resu l t s .  The Dip is

where most  people qui t .  Because i t ' s  hard and because most  people qui t ,  i t  becomes

scarce. The dip creates scarc i ty,  and scarc i ty creates value. Qui t t ing in the middle of

The Dip is  the wors t  th ing you can do, because you wasted al l  o f  that  t ime and energy

and never achieved the resu l t s .  You have to recognise the dip, know that  i t ' s  coming,

and then decide BEFORE you s tar t :  are you commi t ted to pushing through the dip al l

the way to the end? I f  not ,  i t ' s  bet ter  to qui t  before you s tar t .

 

In the f ree market ,  we dispropor t ionate ly reward the except ional .  Zipf ' s  Law te l l s  us

that  #1 in the wor ld gets more than ten t imes the rewards of  #10. In order to be

success fu l ,  you mus t  become the Bes t  in the Wor ld ( the subjec t ive 'bes t '  a t  what you

do in your immediate 'wor ld '  of  people you care about ) .  The 'en t repreneur '  on his  12th

projec t  i s  cons tant ly seeking but ,  because he's a ser ia l  qui t te r ,  he wi l l  never real ly get

anywhere. The only way to is  f ind the r igh t  Dip and commi t  to get t ing through i t .   

"Quit the wrong stuff. 
Stick with the right stuff. Have

the guts to do one or the
other"

3. THE DIP 

BY SETH GODIN

https://www.bookdepository.com/The-Dip/9780749928308/?a_aid=adamsbooks
https://www.bookdepository.com/The-Dip/9780749928308/?a_aid=adamsbooks


A paradigm shif t occurs when you get quit hacking at the leaves of your behaviours and get to

work on the roots of your att i tudes. Covey offers a way to transform our l ives, f irs t ly by

achieving Private Victory (habits 1-3), then Public Victory (habits 4-6), then bringing i t al l

together and constantly improving yourself.  

 

Habit 1: Be Proactive.

Humans the unique abil i ty of self -awareness – there is a gap between stimulus and response.

That means we have time to think before we act and therefore we are ful ly responsible for our

own lives. 

Habit 2: Begin With The End In Mind.

Getting caught up in the activi ty trap and the 'busy-ness' of l i fe can lead us to keep climbing

the ladder, only f ind i t is leaning against the wrong wall. To begin with the end in mind is to

know where you're going, so that the steps you take are always in the right direction.  

Habit 3: Put First Things First.

The Eisenhower Matrix distr ibutes our activi t ies across two variables: Importance and Urgency.

 We need to train ourselves to stop doing the things that are unimportant, and spend time on

'Quadrant 2' activi t ies that aren't urgently tugging at us to act immediately but are important

long-term, high- leverage, high-impact opportunit ies.  

Habit 4: Think 'Win/Win'.

This is a frame of mind that constantly seeks benefi t for al l part ies in interactions. Sport usually

dictates 'win/lose' att i tudes, and some people approach their work or relationships as

' lose/win' ( they don't mind losing as long as their partner feels good about winning). To be

co-operative rather than competi t ive, we must look for mutually beneficial arrangements where

all part ies 'win'. 

Habit 5: Seek First To Understand, Then To Be Understood.

Most people do not l is ten with the intent to understand, they l is ten with the intent to reply.

They're just thinking about what they want to say next rather than actually l is tening.   

Habit 6: Synergize.

The whole is greater than the sum of i ts parts. When someone has a different perspective,

there is a lot of value to be gained.   To synergize is to value differences, build on strengths

and compensate for weaknesses. 

Habit 7: Sharpen The Saw.

The single best powerful investment we can ever make in l i fe is an investment in ourselves. We

need to replenish ourselves where possible to deal with l i fe and continue to contribute. 

2. THE SEVEN HABITS OF

HIGHLY EFFECTIVE PEOPLE –

BY STEPHEN COVEY 

 
"We are what we repeatedly do.

Excellence, then, is not an act but a
habit" 
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Human Nature is  the forces that  push and pul l  us f rom deep wi th in, i t  s tems f rom the

par t icu lar wir ing of  our brains,  the conf igurat ion of  the nervous sys tem, and the way we

process our emot ions -  a l l  o f  which developed and emerged through our evolu t ion. Greene

exposes the bes t  and the wors t  of  human nature. This book f i r s t ly  makes you conscious of  the

18 t rai t s  wi th in you, which then al lows you to make conscious changes to your behaviour,

and i t  le ts  you begin to see the human nature sh ine through in o thers around you too. 

  

The Law of Defensiveness [Soften People's Resistance by Confirming Their

Self-Opinion]

From ear ly on in l i fe we develop a defens ive and se l f  pro tec t ive s ide to our personal i ty .

As we grow older,  we bui ld a percept ion of  ourse lves: our se l f  opin ion. I t ’ s  how we

judge our own character  and wor th iness.  I f  you v io la te someone’s se l f -opin ion, they wi l l

ins tan t  c lose themsel f  o f f  to you. Ins tead, you mus t  f i r s t  conf i rm thei r  se l f -opin ion to get

them on your s ide. Whi ls t  we have our own unique se l f  opin ions, there are three speci f ic

at t r ibu tes that  we al l  share: (1)  ‘ I  am act ing of  my own f ree wi l l ’ ,  (2)  ‘ I  am in te l l igent ’ ,

and (3)  ‘ I  am a good person’.  

 

The Law of Repression [Confront Your Darkside]

You have created a publ ic persona that  accentuates your s t rengths and conceals your

weaknesses. You have repressed the less socia l ly acceptable t ra i t s ,  and have become

ter r ib ly n ice and pleasant .  You have a dark s ide or a ‘shadow’ that  you loath to admi t  to

and examine. In the course of  our l ives we meet people who appear especia l ly

comfor table at  themselves, and have an in tegrated shadow sel f  (S teve Jobs, for  example) ,

but  a lso those who have suppressed i t .  You can rec laim your authent ic i ty and

asser t iveness by seeing, embracing, explor ing and showing your shadow.

The Law of Envy [Beware the Fragile Ego]

We compare ourse lves to one another,  cont inual ly measur ing our s ta tus agains t  o thers.

Envy, one of  the most  painfu l  emot ions, ar ises when we have to admi t  that  someone e lse

is  super ior  to us in some way. We turn i t  quick ly in to hos t i l i ty  and at tempt to r igh t  the

supposed unfai rness,  but  we should ins tead seek to t ransmute th is  in to something posi t ive

-  move c loser to what you envy in order to mimic thei r  e f for t s  and achievements,  learning

to admire human greatness a long the way.

1. THE LAWS OF HUMAN

NATURE

BY ROBERT GREENE

“We tend to think of our behaviour
as largely conscious and willed. To
imagine that we are not always in

control of what we do is a
frightening thought, but in fact it is

the reality.”
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