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How Much Are You
Worth?

Before the Atomic Age, chemistry professors
used to say that a person’s worth—from a
strictly chemical standpoint—was about

thirty-two dollars on the going market.  In recent years,
this view has undergone a startling change.  Scientists
now calculate that if the electronic energy in the
hydrogen atoms of your body could be utilized, you
could supply all the electrical needs of a large, highly
industrialized country for nearly a week.  A DuPont
scientist said that the atoms of your body contain a
potential energy of more than eleven million kilowatt-
hours per pound.  The average person, by this
estimate, is worth about EIGHTY-FIVE BILLION
DOLLARS.

Moreover, the electrons in the atoms of your body
are not just particles of matter; they are waves of living
energy.  And these waves ripple out and spread
themselves in patterns of light, and as they move, they
sing!  If you had the proper hearing aid, you could
hear a great symphonic concert as these waves play
and flow, merging with the waves of neighboring
atoms.  And they not only sing; they shine.  If you
stand in front of an infrared television camera in a
completely dark room, the screen will show you, from
top to toe, as a glistening, radiating, gleaming form.

In short, you’re a whole lot more than meets the
casual eye.

Add to this the fact that to try to reproduce your
mind mechanically would cost billions of dollars and
you begin to see yourself for what you really are.  AN
AMAZING, INFINITELY VALUABLE CREATURE.  And
not only are you  immensely valuable as a human
being, you are unlike any other human who ever lived,
or ever will live.  YOU ARE UNIQUE.
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Notes

The New Lead the Field Coaching

After studying this “Lead The Field” Program
and working with it worldwide for close to 40
years, I  am total ly convinced the average
individual walking up and down the street has
absolutely no idea of the awesome power that
resides within them.  You truly can create the
world you imagine when you believe it.  Your
belief about anything is based upon evaluation
and frequently when you re-evaluate something,
your belief will change.  The more you study
“Lead The Field,” the more you look at yourself.
As you continually use this program you will find
yourself constantly re-evaluating yourself.  Your
belief about what you are capable of doing will
keep changing and your results will continually
improve.

You must understand that everything is
energy ... everything.  Energy can be neither
created nor destroyed.  It is in a constant
evolution of change.  Imagine yourself holding
a glass of water.  Your hand, the glass and the
water—all are energy.  When the glass was
sand, it was the same energy, but it was  at a
different level of vibration.  If you were to add
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heat to the water, you would no longer call it
water, you would call it steam ... but it would
still be the same energy.  And soon the steam
would turn into pure, thin air ... again, it would
be the same energy.  The graphic on this page
illustrates this concept.

We must learn to look at the world and
everything in it—ourselves included—with an
inner eye of understanding.  Your physical
senses will deceive you.  As was brought to your
attention in the lesson, “The Miracle Of Your
Mind,” each level of vibration is a frequency and
as is illustrated, each frequency is hooked up
to the one above and the one below.  There is
no line of demarcation where one starts and the
other stops.  There is no point where it stops
becoming water and it starts becoming steam.
All levels of vibration are joined together like
the colors of a rainbow.

Now let’s extend this beautiful truth further
and personalize it.  We were given the mental
faculties that will enable us to cast a light of
understanding on what has been considered
“deep hidden secrets.”
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The mental faculties were brought to your
attention in the lesson, “Miracle Of Your Mind.”
They are your intellectual factors.  We’ve also
mentioned that we are all spiritual beings living
in physical bodies and, of course, have been
blessed with an intellect.  Spirit is omnipresent;
it is 100% evenly present in all places at all
times and when we go to study ourselves and
think of what we are worth, there are only two
sources of reference to which we can refer—
one is science, the other is theology.

For years it was thought that these two
sources were antagonistic ... on the contrary,
they’re related.  With one you study the cause
and the other you study the effect.  Spirit is the
basis for everything.  We have been blessed
with creative faculties.  By using these creative
faculties which are resident in our conscious
mind, we have the ability to tap into this non-
physical world of which we are a part.  We can
choose our thoughts, form whatever ideas we
choose, because we are free.  And, by holding
the idea in our mind and depositing that idea in
our heart, which is the way the early Greeks
referred to as our subjective mind or our sub-
conscious mind, that idea begins to move into
form.  In scientific terms, that would be referred
to as the transmutation of energy.  In theological
terms, it would be referred to as prayer.  Prayer
is the movement that takes place between spirit
and form—with and through us.  Prayer is also
someth ing that  few people  unders tand.
However, all prayers are answered—that is the
law.  The graphic illustration along with this
explanation should be reviewed numerous
times.  I can guarantee you, as sure as it’s going
to get dark out tonight, the more you review this
lesson, the greater will be your understanding,
and the results you get in your life are the
physical manifestations of your understanding.
What has just been described can be referred
to as a creative process.
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Now, what are you selling all this for?  All human

beings  are priceless, but the payments—tangible and
intangible—they receive from life vary greatly.  The
purpose of this message is to help you decide just
WHAT YOU’RE WORTH—as a human being—right
now, in today’s society.  And what you intend to be
worth say, one to five years from now.

In the last analysis, every person is in reality in
business for themselves—in that they are building their
own life, regardless of who happens to write their pay
check.  So, for the purpose of this particular message,
I want you to think of yourself as A BUSINESS—as,
let’s say, A CORPORATION.  You hold the office of
pres ident  o f  th is  corporat ion,  in  that  you are
responsible for its success or failure.  You and the
members of your family are stockholders in your
corporation and it’s your responsibility to see that the
value of the stock increases in the years ahead.  Your
family has evidenced faith in you—and it ’s your
responsibility to prove their faith is justified.  This is
the job not only of the breadwinner, but of any
employed family member.

Now, while the operations of a corporation are
multitudinous and complex, they can be reduced to
four basic functions:

1) Finance
2) Production
3) Sales
4) Research

Without proper f inancing, there would be no
production.  Without production, the company would
have nothing to sell.  Without sales, it would have to
completely stop production.  Without research, it could
not hope to keep abreast, or ahead, of our rapidly
changing times.

Now, slight any one of these four vital functions
and you have a deformed—a crippled company and,

How Much Are You Worth? (continued)
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if you slight it long enough, you’ll commit corporate
suicide.

A number of years ago I read the following
in Reader’s Digest; I found it rather interesting.
“I am not who I think I am.  I am not who you
think I am.  I am who I think you think I am.”

In the space provided, write the names of
three good friends.

_________________________________________________

______________________________________________

_____________________________________________

I want you to imagine that I asked any one
of these three people to write to me and
describe you to me, in as much detail as
possible.  It would be a very candid and truthful
description.  Some of the issues I would ask
them to address would be:  your business
competency;  punctual i ty ;  dependabi l i ty ;
integrity; character; what they would estimate
your annual income to be; creativity; what kind
of a friend you would be; if you are a family
person, what kind of a spouse/parent you
would be.

I AM WHO I THINK YOU THINK I AM

___________________________________________________

_______________________________________________

_____________________________________________

_______________________________________________

_______________________________________________
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_____________________________________________

_____________________________________________

_______________________________________________

___________________________________________________

_______________________________________________

_____________________________________________

_______________________________________________

_______________________________________________

_____________________________________________

_____________________________________________

_______________________________________________

___________________________________________________

_______________________________________________

__________________________________________________

____________________________________________

___________________________________________________

____________________________________________________

________________________________________________

_________________________________________________

___________________________________________________

________________________________________________

__________________________________________________

____________________________________________

________________________________________________

_______________________________________________
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We discuss finance—the money part of the whole 
thing—in another message.  For now, let’s concentrate 
on research, production, and sales.  They are the 
head, hands, and legs of a company.  We could say 
that the head handles research; the hands take care 
of production; and the legs handle sales.  Cut off any 
one of these parts—and you’re left with a shocked, 
staggering organization.  How many once large  
companies and trade names can you think of which 
became giants—then disappeared entirely from the 
economic scene?  Names which once were world 
leaders in their fields and are now only memories. 
They failed to KEEP IN BALANCE these three crucial 
functions.

What  about  research for  your  personal  
corporation?  Research can be said to exist in two 
areas—present and future.  That is, the research of a 
company should be devoted to ways and means of 
improving its present products—or services—present 
production—and present sales.  Future research is 
concerned with ways and means of developing new 
products and services—new methods of production—
and new methods of marketing.  But, while this  
research is going on, present product ion must  
continue at as high a level as sales warrant.

In short, a corporation—your corporation—has two 
factors to consider:  the present and the future.  How 
successful we are in meeting these challenges will 
determine our PRESENT PROFITS—and our FUTURE 
GROWTH.

Why are all companies concerned with growth—
even when they seem to be doing well today?  It’s 
because of a law which operates with companies, just 
as it does with human beings.  NOTHING IN THE 
WORLD STANDS STILL—nothing in the ent i re  
universe stands still.  A law of physics goes:  “A body 
in motion tends to remain in motion, until acted upon 
by an outside force.”
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A company which is growing has a tendency to

continue to grow.  Conversely, a company which is
going backwards—or shrinking—has a tendency to
continue to go backwards, or shrink—until acted upon
by an outside force.

All responsible company officers know that unless
a company is growing—it’s developing the first signs
of death.  Well, you’re the head of your personal
corporation—and you should realize that this same
law applies to you as well.

Dan Sullivan is the CEO of a very successful
organizat ion cal led The Strategic Coach.
Although I have not met him, I know of his work
and I have a high regard for both he and his
company.   I  was l is ten ing to  a recorded
message of his one day and I would like to share
the idea with you as I remember it.  Begin by
thinking of your “self.”  You have your past self,
your present self and your future self.  Begin
by asking yourself which of these three is in
control of you.  If it’s your past self, you will
continue getting the same results year after
year.  The present self is a little more difficult
to deal with—it is a moving target and is
constantly changing or, at least, it should be.

Take a look at your future self.  What will
you be doing in three years?   Answering that
question will give you a great opportunity to
draw on your native intelligence, your life’s
experience and your imagination.  Effectively
employing all three will give you a fairly accurate
picture of where capital Y.O.U. Corporation will
be in three years.

To make this exercise as easy and as
pleasant as is possible, we will separate Y.O.U.
Corporat ion in to  the four  d iv is ions Ear l
Nightingale suggested.  In the space provided
for each, describe in as much detail as possible,

How Much Are You Worth? (continued)
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where you will be in three years.

Financial - where will you be financially in
three years?  What will your net worth be?  What
will your annual income be?  How many MSIs
(Multiple Sources of Income) will you have?

___________________________________________________

_________________________________________________

_______________________________________________

______________________________________________

______________________________________________

__________________________________________________

________________________________________________

____________________________________________________

__________________________________________________

_______________________________________________

_____________________________________________

_________________________________________________

Product ion—What wi l l  your product ion
department look like in three years?  How will it
be operating?  What will you be producing?

___________________________________________________

__________________________________________________

_______________________________________________

_____________________________________________

_________________________________________________

________________________________________________
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________________________________________________________________________________________________

_______________________________________________

_____________________________________________

_________________________________________________

________________________________________________

________________________________________________________________________________________________

_______________________________________________

Sales—What will your sales volume be in
three years?  How will you be making your
sales?  Will someone else be selling for you?
Where will you be selling?  What will you be
selling?

___________________________________________________

__________________________________________________

_______________________________________________

_____________________________________________

_________________________________________________

________________________________________________

________________________________________________________________________________________________

_______________________________________________

_____________________________________________

_________________________________________________

________________________________________________

________________________________________________________________________________________________

_______________________________________________

_____________________________________________

How Much Are You Worth? (continued)
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Research—How much of your time will you
be spending on research?  What percentage of
your  revenue wi l l  you p lough back in to
research?

___________________________________________________

__________________________________________________

_______________________________________________

_____________________________________________

_________________________________________________

________________________________________________

________________________________________________________________________________________________

_______________________________________________

_____________________________________________

_________________________________________________

________________________________________________

________________________________________________________________________________________________

_______________________________________________

_____________________________________________

Now, just for a minute let’s take a look at the next
ten years.  Before we do, keep this in mind:  If anyone
had predicted  just ten years ago that we would be
living in the kind of world we have today, they would
have been ridiculed.  This includes everything—from
our basic industrial technology to the luxuries and new
products we now take for granted—along with our
present average income.  We’re reaching a point in
the expansion of  human knowledge where our
advance is more than dynamic—it’s EXPLOSIVE.  Any
prediction for the next ten years is very likely to be far
on the ultra-conservative side.  But let’s take a look
at what the experts have to say.
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According to many recent research studies—the

next ten years are going to offer business and the
individual unlimited rewards.

In the next eight to ten years, the bulk of spending
in the highly developed nations, believe it or not, will
be for things, products and services—over and above
the necessities, which are food, clothing, shelter,
transportation, and medical care.  Imagine—most of
the spending will be for things above and beyond the
necessities!

This will be the first time this has happened in the
entire history of the human race!

It’s estimated the consumer market will expand fifty
percent and more in the next eight to ten years—an
astounding increase soaring into the hundreds of
billions of dollars.

In the next thirty years, alongside every building
now in existence—a new building must be built.

And what about research and development—which
is the future of our economy?  Today, more money is
being spent for research and development in a single
year—than was spent during the past 150 years.

Think for a moment—what does all of this mean to
you and your own individual company—the one of
which you are president?  It means YOUR FUTURE
IS UNLIMITED, if you’ll see yourself in relation to the
present and the future.

Earl Nightingale mastered most everything
he got involved with.  In studying this program,
decades after he wrote it, you would have to
admit he was a visionary.  “Lead the Field” is
such a powerful program and has such broad
appeal.  It is prepared in such a way that a
student can use it and yet is appreciated and
effectively used by the most erudite executive.

How Much Are You Worth? (continued)
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Keep in mind this program was written and
recorded in the early 60’s.  Today we can look
back at his predictions and see how shockingly
accurate they were.  When I think of the first
“Lead the Field” program that I invested in, it
was recorded on small 7 inch plastic records
that I played on a portable battery operated
record player in my car.  When I joined the
Nightingale-Conant organization years later, we
began producing it on cassette tapes.  However,
when we sold the tapes to a person, we also
had to sell them a cassette player, because
hardly anyone owned one.

Then I look at our means of communicating
this information today, and by comparison, it is
pure magic.  We can beam the message,
bouncing it off of a satellite onto a handheld
computer on the other side of the globe.  What
is my point?

Just this:  Earl Nightingale’s directives are
as effective today as they were when they were
first written.  They are timeless because they
are based on natural laws.  The world we live
in is in a constant evolution of change, but the
laws never change and cannot be altered.  To
the best of my ability, I align my life with these
teachings that  Ear l  Night ingale promises
throughout the program, and the rewards for
doing so I have received.  You will as well.  You
will enjoy a truly abundant life by making these
ideas a part of your way of thinking, a part of
your way of life.

The most profound directive Earl Nightingale
gave us, was to act like the person you want to
become.  You have, at this point, predicted what
Y.O.U., as a company, will be like in three years,
in all four departments.  In the space provided,
state the changes you must begin making NOW
to begin acting, walking, talking and studying
like the person you want to become.
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_________________________________________________

______________________________________________

____________________________________________

__________________________________________

____________________________________________

_________________________________________________

________________________________________________

____________________________________________

______________________________________________

____________________________________________

_________________________________________________

_________________________________________________

______________________________________________

____________________________________________

__________________________________________

____________________________________________

_________________________________________________

________________________________________________

1.

2.

3.

4.

5.

6.
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____________________________________________

______________________________________________

____________________________________________

_________________________________________________

________________________________________________

______________________________________________________

Never before, throughout all of the centuries of
humanity, has a person faced as bright a future as
yours.

Our population isn’t just exploding—it’s getting a
lot SMARTER.  Educational advances during the past
ten years have been remarkable; during the next ten,
they’ll be amazing!  The customer is getting smarter
every day.  And if we’re going to continue to meet
their demands and sell them our products, we’d better
get smarter every day, too.  Because, if we don’t—
they’re not going to buy from us.

The market  o f  the next  ten years  wi l l  be
characterized by diversity—not uniformity.  It will also
be dominated by taste—not necessity.  There’ll be a
great increase in the quality as well as the quantity of
consumer choices.

There are many signs of the rising urge for the
better things in life.  Many millions of adults are
currently interested in after-hours study programs, and
this number is growing by MILLIONS each year.

Well, that’s just a glance at a few of the things going
on around us, and what life will be like in eight to ten
years.

7.

8.
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Now,  each one o f  us—as pres ident  and

unquestioned manager of our own corporation—can
decide what to do about it.  We can either grow with
it—or go backward.  WE CAN’T STAND STILL—even
if we’d like to!

This gives us an opportunity to stand back and look
at ourselves and our futures objectively—as an
intelligent stranger might.

Ask yourself, “How much am I worth—right now—
today—as a corporation?  What is my value today, to
myself, my family ... and my company?  If I were an
outside investor, a stranger, would I invest in this
corporation?

A company growing at the rate of 10% a year will
double in size in about eight years.  What attention
are you giving to the production of your personal
corporation?  Can you grow and improve as a person
at least 10% a year?  Of course you can.  In fact, if
we go along with the expert’s estimates, a person can
increase their effectiveness anywhere from 50% to
100% and more WITHIN THIRTY DAYS!

Our files are filled with reports from people who
exceeded their previous performance to an almost
unbelievable extent; people in management and in
production who multiplied their effectiveness many
times;  students who moved from failing grades to
straight A’s and the dean’s list; people in sales who
found they could, through the proper management of
their abilities, minds and time—sell as much of their
company’s products in a single month as they had
previously sold in AN ENTIRE YEAR!  Think what this
means!  It means being TWELVE TIMES as effective
as a human being, and getting back to the law of cause
and effect:  it means putting out twelve times as much
service, which must and will guarantee our receiving
eventually twelve times THE REWARD we formerly
knew.  Twelve times the reward!

How Much Are You Worth? (continued)
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Remember, please, if we do twice as much, we 
have to receive twice as much.  And nothing on earth 
can keep it from us.  And the same thing applies if we 
triple our effectiveness.  Now, you and I know this—
everyone should know it—but remember that fully 
ninety-five percent of the people do not know this. 
Think of the advantage this gives to us.  It isn’t that 
we want to take advantage of anyone—and we’re 
not—but it dramatically demonstrates the truth of the 
saying:  “Knowledge is power.”

Become aware of how this new information
you have been studying has caused your
perception of your self and your worth to be
greatly improved.  Take a few moments right
now and consciously and deliberately let the
image of this new person you have evolved into
being, flow freely onto the screen of your mind.
When the picture is clear, begin to paint your
new se l f  image wi th  words in  the space
provided.  Begin by writing ...

I am so happy and grateful now that ...

__________________________________________________

______________________________________________

____________________________________________

____________________________________________

_______________________________________________

__________________________________________________

______________________________________________

____________________________________________

____________________________________________

_______________________________________________
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__________________________________________________

______________________________________________

____________________________________________

____________________________________________

_______________________________________________

__________________________________________________

______________________________________________

____________________________________________

____________________________________________

_______________________________________________

__________________________________________________

Tomorrow is  a  brand new day—the great
equalizer—no more, nor less time than anyone else
on earth can have to work with.  Right now, begin to
think of ways in which you can begin to INCREASE
YOUR EFFECTIVENESS,  RAISE YOUR
PRODUCTION, knowing that by so doing you’re
automatically pre-setting your rewards.  Each day that
comes to you, beginning with tomorrow, offers you a
clean, brand new page on which to write the story of
your life.  Forget the past:  it’s gone.  Don’t concern
yourself with the opportunities you may have missed
in the past—this is true of everyone—but reach out
and take each new day as it comes and ask yourself,
“How can I best use this day?”  You know, we’re going
to run out of them eventually.

If we waste an hour of productive time every day,
i t  adds up to about 250 hours a year that  our
corporation, our plant, is shut down.  We can earn
nothing with the doors closed.  What is your time worth
an hour?  Multiply this by 250 and you can see what

How Much Are You Worth? (continued)
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you’re throwing away.  Now, whether your employer 
pays for this wasted hour or not is unimportant.  LIFE 
WILL NOT PAY FOR IT.

Learn to enjoy every minute of your life.  BE HAPPY 
NOW.  Don’t wait for something outside of yourself to 
make you happy in the future.  Think how really 
precious is the time you have to spend, whether it’s 
at work, or with your family—every minute should be 
enjoyed, savored. A human life is really nothing more 
than a collection of minutes, hours, and days—these 
are the building materials ... and it’s left strictly up to 
us to determine the kind and size of structure we build.

You see, a person has a tremendous advantage 
over even the largest corporation.  Think of any large 
corporation.  Can it double its production in a single 
day?  No. Can it double its sales in a single day?  No. 
It would like to, but its growth must be a gradual, 
steady th ing because o f  the in terconnect ing  
complexities of operating so large an organization. 
Yet a person can DOUBLE, TRIPLE, QUADRUPLE, 
their effectiveness IN A MONTH OR LESS.  It’s like 
comparing the movement of a single scout to the 
movement of a great army.

How have you been handl ing the three vi tal  
functions of your business:  Research, Production and 
Sales?  How much time and effort are you giving to 
RESEARCH—to the study of your work, your career?
Can th is  be improved?  And what  about  
PRODUCTION? Is there a way in which you can vastly 
improve the way in which you conduct your work?  And 
SALES—how can that be improved?  Sales is more 
than selling a product or service:  it’s the way in which 
we sell ourselves to everyone with whom we come in 
contact.  It’s the way we get along with our associates, 
our spouses and children, our neighbors.

And if our business happens to be selling, how can 
we see more people every day, or improve the  
effectiveness of every part of our contact?  One extra
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call a day comes to 250 calls a year.  How many
additional sales could we make with 250 additional
contacts?  In five years that comes to 1,250 calls we
would not otherwise have made.  It’s the difference
between being average or above average—good, OR
GREAT.

Robert Russell is one of my favorite authors.
He wrote a wonderfu l  book,  “God Works
Through Faith.”  He said there is no secret to
becoming great at anything.  All that is required
is for you to do little things in a great way every
day.  You could most certainly multiply your
effectiveness overnight, merely by making a few
decisions and ... understand this increase in
effectiveness can be accomplished with less
effort and less work.  The old idea of work
harder ... try harder were rules for the old
economy.  There is no room for them in the new
economy.

Mark Victor Hansen is a good friend and
business associate of mine. In a telephone
conversation with him, Mark mentioned he takes
one week out of each month for holidays.  He
said he has been doing this for the past three
years and the success at his numerous business
ventures reflect it.  He explained each time he
comes back from his frequent vacations, he is
invigorated and has numerous breakthrough
ideas which he acts on immediately.

Shortly after I got off the phone with Mark,
Brian Biro phoned me.  Brian is a successful
individual, a great public speaker, author and
corporate consultant.  However, before he
ventured into the business world, he was one
of America’s top swimming coaches.  I was
telling him about Mark’s concept for renewal.
Brian then shared something very interesting
with me.  He explained, when a swimmer is
bringing their arm down through the water, that

How Much Are You Worth? (continued)
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is referred to as a resistance stroke.  When they
take their hand out of the water, bring their arm
back over getting ready to go back in the water,
he called that a recovery stroke.  Then he
explained that it didn’t matter how strong a
swimmer’s resistance stroke was, if they didn’t
have a good recovery stroke, they would never
make it in competitive swimming.  An effective
recovery  is  someth ing we a l l  requ i re—
frequently.

Taking this new active approach to life brings
peace to our mind, absolute security to our future,
great new stature as human beings.  In this way, we
can work toward reaching full maturity.  With this
attitude toward life, we need never for a moment
concern ourselves with its outcome.  It will begin to
become successfu l  tomorrow,  and i t  w i l l  pour
ABUNDANCE upon us for the REST OF OUR YEARS.

This is a powerful lesson, one you want to
review time and time again ... it is without
question, one of my favorites.  It has not only
helped me become better acquainted with my
true self, it has turned me into a real friend of
mysel f  and made me,  many t imes,  more
effective in my chosen calling.

I would expect, by now, the one hour that
you have selected for your own research and
development is gaining strength and will soon
be a new part of your chosen paradigm .
Focusing on the benefits that we gain from
forming new habi ts  a lways prov ides the
motivation that’s necessary.
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In the space provided, state how you are
benefiting from your one hour brainstorming
sessions.

___________________________________________________________

_______________________________________________________

_______________________________________________________

________________________________________________________

_______________________________________________________

_________________________________________________________

__________________________________________________________

______________________________________________________

_______________________________________________________

__________________________________________________________

_________________________________________________________

__________________________________________________________

______________________________________________________

_______________________________________________________

__________________________________________________________

_____________________________________________________
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