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 الإستهلاه

 

 الوؽ٘ن الوؽوي الله ثَن

 

 قبه تؼبىى:

ٌَ دَسَجَبدٍ  {      َِ أوُتىُا اىْؼِيْ ٌْ وَاىهزٌِ ْنُ ٍِ ْىُا  ٍَ َِ آ ُ اىهزٌِ  }ٌشَْفغَِ اللَّه

 صلق الله الؼظ٘ن 

 (11)ٍْهح الوغبكلخ اٟٗخ 
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 الإهذاء

 والحنانإلى من أرضعتنً الحب 

 إلى رمز الحب وبلسم الشفاء

 إلى القلب الناصع بالبٌاض

 إلى الغالٌة التً لا نرى الأمل إلا من عٌنٌها ) أمً الحبٌـــــبة(.

 

رحمه الله رحمة واسعة وجعله من الذٌن تقول لهم الملائكة إلى روح والدي أهدي هذا البحث 

دائما, وأشكر ربً على وصولً هذه  ٌحثنً على التقدمأدخلوا الجنة بغٌر حساب. فقد كان 

 المرحلة المتقدمة من العلم.

 

 إلى أبً الثانً وسنــــــــــــدي 

 فً هذه الحٌاه )أخً الغالً(.

 

 إلى أخواتً العزٌــــــــــزات.

 

 حمد النٌل حمدانإلى الدكتور: أٌمن 

 

 المتواضع,,,إلى كل شخص دعمنً ومد لً ٌد العون وساهم فً إنجاز هذا العمل 

 إلٌهم جمٌعا اهدي هذا العمل البسٌط... 
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 شنش وػشفبُ

 

أخص بشكري كل من زرعوا التفاؤل فً دربً وقدموا لً المساعدات والتسهٌلات والأفكار 

 والمعلومات, فهم اناس ٌعتزّ بهم قلبً فلهم منً كل الشكر والتقدٌر.

 

لج فً صدره من تشكرات لأشخاص لحظات ٌقف المرء حائرا عاجزا عن التعبٌر كما ٌخت

 امدونا بالكثٌر والكثٌر.

 

 أخص بالتقدٌر والشكر:

 حمد النٌل حمدان الذي أشرف على هذا البحث. الدكتور: اٌمن

 

وكذلك أشكر كل من ساعد على اتمام هذا البحث وقدم لً العون وٌد المساعدة , وذودنً 

 بالمعلومات اللازمة لإتمام هذا البحث المبسط.
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 ٍقذٍخ اىَتشجٌ

رلؼت الزوعوخ كّها فؼّبٟ فٖ الزْاصل ث٘ي اٟهن ّالشؼْة ّعو٘عغ اٟعٌعبً الوقزل عخ فعٖ  بفعخ 

اهعبء الؼبلن؛ ُّٖ روضل الٍْ٘لخ الزٖ رٌقل الؼلن ّالضقبفبد ّالؼ٠قعبد الؼبهعخ ثع٘ي العلّنا ٌُعب  

 .ٍّبئل ػلٗلح للزوعوخ هٌِب الوَوْػخا ّالوكزْثخا ّاٗضب الووئ٘خ

قبم الوزوعن ثبفز٘به  زبة " أٗقظ قْا  اللافل٘خ" ًز٘غخ ٟؽزْائَ ػلٔ ؽقبئق ػلو٘خ ػعي روعْٗو 

ّالعٌ ٌا هضعل الزوعْٗو ػعي  وٗعق اٟػزقعبكاد القْٗعخ الزعٖ روٌؾٌعب القعْح ّالضقعخ ثعبلٌ ٌا العناد 

ٌٗب. ٗزٌبّن الكزبة اٗضب  ٘ ٘خ ا زَبة القٌبػخ فعٖ ؽ٘برٌع ّْ ب الْ٘ه٘عخ ّ ٘ف ٗوكٌِب اى رلهوًب اّ رق

 هي ف٠ن افكبهًب ّ هوعؼ٘برٌب ّرغبهثٌب الشقص٘خ ّرغبهة افوٓ.

 .( 154-107( ص ؾخ ا هي ص ؾخ )48ػول الوزوعن ػلٔ روعوخ )

ػوثععٖ(ا ّهؼغععن -اًغل٘ععيٕ/ اًغل٘ععيٕ-قععبم الوزععوعن ثبٍععزقلام هؼغععن الوععْهك القوٗععت )ػوثععٖ

ػوثعٖ(ا ّاٗضعب هؼغعن العْافٖ -اٟلكزوًّٖ)اًغل٘عيٕػوثٖ(ا ّهؼغن قْقعل -ا َ ْهك)اًغل٘يٕ

ػوثعٖ(ا -ػوثٖ(ا ّهؼغعن قْلعلى ك شعٌوٕ اٟلكزوًّٖ)اًغل٘عيٕ-النُجٖ اٟلكزوًّٖ )اًغل٘يٕ

 لوَبػلرَ فٖ اٗغبك الكلوبد الوواكفخ هي اللغخ الوصله.

الزعٖ ٟ ٗوكعي هؼوفعخ هؼبًِ٘عب هعي فع٠ن اٍعزقلام  هٌِب ثؼعض الكلوعبد الصؼْثبدٌُبلك ثؼض 

الوؼبعن ؽٌ٘وب ٗقضغ الوزوعن لؼول٘خ الزوعوخ ا ثؾ٘ش اًَ ٗؾلك اللغخ الوصله ا ّاللغخ الوٌقعْن 

 ٗوكي اٗغبك هكبفئِب فٖ الوؼغن. الِ٘ب. هي رلك الصؼْثبد اى ثؼض الكلوبد الوو جخ ٟ
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Translator Introduction 

 

Translation has a great role throughout the connection among the nations and 

different nationalities in the world; it is the facility which transposes science, 

cultures, and public relations between the states. There are many means of 

translation like: written, spoken, audible, and a visible. 

The translator has selected a book of “A waken The Giant Within” because it 

contains science facts which related to the self-mastery, as improving through 

strong beliefs that curves us the power and self-confidence, and how it can 

destroy or strengthen us. The book contains also how we can acquire the 

conviction in our daily life; through our ideas, references, our personal 

experiences, and experiences of other people. 

The translator has translated (48) pages, from (107-154). 

He had used dictionaries such as:MawredElgreeb(Arabic/English 

English/Arabic), Exford(English/Arabic), electronic dictionary Google 

(English/Arabic),  electronic dictionary Golden Wafi (English/Arabic), and 

golden electronic dictionary (English/Arabic), to assist him finding an equivalent 

words in SL language. 

There are some difficulties the translator faced during the process of translation. 

The first one there are difficult words had I not had dictionaries, I wouldn’t have 

translated them. The second one there exists compound words that were difficult 

to find their meaning in dictionaries, also another uses idiomatic expressions and 

many English proverbs which were so difficult to find their equivalent in Arabic. 
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 جذوه اىَحتىٌبد

 سقٌ اىصفحخ اىَىضىع

 I اٍٝز٠ِن

 II اُٝلاء

 III الشكو ّالؼوفبى

 IV هقلهخ الوزوعن

Translator Introduction V 

 1 ًظن اٟػزقبك

 2 هب ُْ اٝػزقبك

 3  ٘ف ٗوكٌٌب رؾْٗل فكوح إلٔ إػزقبك؟

 10  ٘ ٘خ رغ٘٘و اٝػزقبك
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 13 اٛلن ُْ اٟكاح الؾبٍوخ لزؾوٗك إٔ إػزقبك

ّقبثلخ لًٞغبى الزوْهاد الصغ٘وح هقجْلخ 

 أٗضبً !

22 

 اٝػزقبكاد الوؾ يح 

 اٝػزقبكاد غ٘و الوؾ يح

24 

 26 الق٘بكح ّقْح اٝػزقبك
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 اىفصو اىشاثغ

 ّظٌ الإػتقبد

 لكن الإٌمان بالشفاء –"العقاقٌر لٌست دائماً ضرورٌة 

 هو الضروري"

وقدد حدالفنً الحدظ كان لً جدٌر الشرف بالتعرف على نورمان كوسنس لإمتداد سبع سنوات، 

وفدً تلدك المقابلدة عبدر فٌهدا عدن التدأثٌر بأن اجري معه مقابلة قبل شهر واحد فقط قبل وفاته. 

 أفكارنا.القوي لمعتقداتنا على أجسادنا و

شددهدت إحدددى ضددواحً لددوس انجولددوس مبدداراة كددرة قدددم بتعددرض مجموعددة مددن الأشددخاص 

لتسمم غذائً بدالقرب مدن حددائو مدونتري. حٌدث رجدي الطبٌدب المخدتص أن السدبب فدً ذلدك 

ٌعددود لشددراء المرضددى لددبعض المشددروبات الغازٌددة مددن ماكٌنددات التوزٌددع قبددل تعرضددهم لتلددك 

عبر مكبر الصدوت عدن عددم شدراء هدذه المشدروبات مدن ماكٌندة الحالة، ومن قبله تم الإعلان 

التوزٌع تلك قائلاً: ان البعض تعرضوا للمدرض وواصدفاً أعراضده فٌدها ممدا أدى إلدى حددوث 

حالددة مددن الهلددع فددً المدددرجات فددور سددما  الإعددلان مصددٌباً فٌدده عدددد مددن المشددجعٌن لحددالات 

مشددروبات الغازٌددة مددن تلددك الماكٌنددة إغمدداء وتقددًء. لددم تحدددث تلددك الحددالات للددذٌن تندداولوا ال

 فحسب بل امتد الأمر إلى الذٌن لم ٌدنو منها أٌضاً.

قامت فرو الإسعاف بددور فعدال تجداه هدذه الحادثدةا إذ هرعدت إلدى الملعدب حداملٌن عددد مدن 

الجماهٌر الذٌن اغمً علٌهم، إذاً فنحن بحاجة إلى الإدراك بأن اعتقاداتنا لها القدرة على جعلنا 

أو مرضددى فددً لحظددة، وأٌضدداً لهددا تددأثٌر علددى أجهددزة المناعددة لدددٌنا. فالشددًء الأكثددر أصددحاء 

 أهمٌة أنها تستطٌع أن تمنحنا القوة أو تدمرنا.

تشددكٌل إعتقاداتنددا كٌفٌددة مدددى اسددتٌعاب ماقرأندداه، ومددا أنددت بصدددد تطبٌددو مددا تعلمتدده فددً هددذا 

وة، علدى سدبٌل المثدال، كٌدف ٌكدون الكتاب. وٌمكنها أٌضاً أن تخلو العوائو لدٌنا أو تمنحنا القد

 شعورنا عندما نغنً أو نرقص، أو نقود سٌارة.
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إن القناعددات عمومدداً هددً تلددك التددً نعتقدددها تجدداه كٌاننددا، والندداس، والعمددل، والوقددت، والمددال، 

والحٌاة بالعموم. لا تعتقد إلا بما ٌنفعك وٌقودك، وٌحسدن مدن حاضدرك ومسدتقبلك، لدذلك تعبدر 

امة كـ:)هو/ هً/أنا /هم/ هدن( "الحٌداة هً.....،أنا......النداس هدم". ولدك أن تلك المعتقدات الع

تتصددور أن إعتقددادات بهددذا الحجددم و السددعة ٌمكنهددا أن تشددكل وتكددون كددل ركددن فددً حٌاتندداا إذ 

بالشًء الشٌو فدً ذلدك هدو أنده بنمكانندا تغٌٌدر معتقدد محددود مدع العمدوم فدً الوقدت الحاضدر 

 أوجه حٌاتك كلٌاً فً لحظة. بقبضة واحدة ٌمكن به تغٌٌر 

وعلٌه فنن قناعاتندا متدى مدا تقبلناهدا فننهدا غٌدر قابلدة للسدؤال، إذ ٌتلقاهدا نظدام المناعدة كحقٌقدة 

غٌدر قابلدة للسدؤال، ولدذلك فهدذه القناعدة او القناعدات تملدك القدوة فدً تحسدٌننا او تحطٌمندا فدً 

نسدٌطر بدوعً نحدو معتقدداتنا. ولكدً  الحاضر والمستقبل. إذا أردنا التحكم فً حٌاتنا، علٌنا أن

 نقوم بذلك علٌنا أولاً أن ندرك ما هً تلك المعتقدات، وكٌف تتكون؟

 ماهو الإعتقاد؟

ماهو الاعتقاد؟ غالباً مدا نتحددث عدن أشدٌاء فدً حٌاتندا دون أن تملدك أدندى فكدرة عنهدا حقٌقدة، 

 شعور بالٌقٌن بشًء ما.ومعظم الناس ٌعاملون الاعتقاد أو القناعة بحٌث كل ذلك ٌمثل فً ال

فلنقل أنك تؤمن بانك ذكً، كل الذي ٌمكنك قوله هو"أنا على ٌقٌن بأننً ذكدً" ا ذلدك الشدعور 

 بالٌقٌن ٌسمي لك بالحصول على مصادر تقوم بنحداث عواقب مذهلة.

نحدن جمٌعدداً نملدك الأجوبددة بدداخلنا مطلقدداً علدى أي شددًء، أو قدد نحتدداو مددخل لتلددك الأجوبددة، 

عدم القدرة على استخدام المقدرة التدً توجدد  ٌسببان لناالاعتقاد وقلة الشعور بالٌقٌن ولكن قلة 

 كامنة داخلنا.

هنالدك طرٌقددة مبسددطة لمعرفددة مفهدوم الاعتقدداد وهددو التفكٌددر حدول اللبنددة الأساسددٌة او تركٌبتدده 

دعندا نأخدذ الأساسٌة وهً: الفكرة، قد تكون هناك العدٌد من الأفكار لدٌك ولكنك لا تؤمن بهدا. 

الدذي  فدذلك ٌتوقدف علدى قددر الاعتقداد  مثالاً لذلك وهو أنك مثٌر، سواء كانت فكرة أو اعتقداد

فمدا ٌمكندك قولده  "لست مثٌراً حقاً  أنا“جٌداً: إذا فكرت  وانت تلفظها.هذه العبارة  عن شعر بهت

 هو :"أنا لا أشعر حقاً بأننً مثٌر".
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 كٌف ٌمكننا تحوٌل فكرة إلى اعتقاد؟

الاعتقاد كالطاولة! التً لها أرجل، والفكرة لٌست لها أرجل، وإنما الاعتقاد له أرجل، إن 

وهً عبارة عن أركان تؤٌد قوة هذه الفكرة، هذا هو الفرو بٌن الاعتقاد والفكرة، وحتى 

تجعل الفكرة إعتقاداً فننك بحاجة إلى أن تدعمها بالأدلة والبراهٌن أي الأركان، إن القناعات 

 عالة، الإعتقاد ٌجعل الانسان الصحٌي سقٌماً والسقٌم صحٌحاً فً لحظات.قوٌة، ف

اذا كنت تؤمن حقا بعبارة " انا مثٌر" كٌف ٌمكنك معرفة ذلك؟ ألٌس صحٌحا انك تملك بعض 

المصادر أو الأدلة لتدعٌم الفكرة! دعنً أقدم مجازاً مبسطاً لتوضٌي هذه العملٌة. إذا قمت 

ة ، وهذه الطاولة بلا ارجل ، فننك ستتصور بطرٌقة منصفة فً أنه بالتفكٌر فً شًء كالطاول

لماذا لا نشعر بالفكرة كالٌقٌن أو الاعتقادا فبدون أٌة أرجل لا ٌمكن لتلك الطاولة الاستناد 

 وحدها.

هنالك بعض التجارب فً حٌاتنا تعضد هذا الأمرا تلك هً الأرجل / الدعامات التً تجعل 

 لتً تجعل اعتقادك ٌقٌناً.طاولتك صلبة، وتلك هً ا

ماهً التجارب المسبقة لدٌك؟ ربما قام البعض من الرجال والنساء بنخبارك أن مثٌر، أو 

ربما تنظر إلى نفسك فً المرآة، قم بمقارنة تخٌلك لتلك الأشٌاء بأولئك الذٌن ٌعتبرونك مثٌراً، 

المارة فً الطرٌو، إذاً  ثم قل:"ٌاهذا، إننً أبدو مثلهم!" ، أو ربما ٌصٌي او ٌلوح لك بعض

فكل تلك التجارب تعنً أنه لا شًء ٌمكنه الخضو  لفكرة أنك مثٌر مالم تقم بادراكهاا 

فالأرجل جعلتك تشعر بالصلابة كفكرة، وإبقاءها سبب فً أنك تؤمن بها. إذاً فكرتك تذوقت 

 الإٌمان، وهً الآن بمثابة الإعتقاد.

علك تستدرك كٌف تكونت معتقداتك، وتشٌر الى كٌفٌة مدى استٌعابك لهذا التعبٌر المجازي ٌج

تغٌٌر تلك المعتقدات إلى الأفضل، مع ذلك، فمن الضروري ملاحظة استطاعتنا فً تطوٌر 

 –عند إٌجاد تجارب مسبقة كافٌة  –اعتقاداتنا فً كل الامور مع توفر أرجل /دعامة كافٌة 

تك؟ الٌس واقعٌاً أنك تعرفت على فكر به ملٌاً! انه لدٌك تجارب كافٌة فً حٌا –لتنمو 

أشخاص مروا بأوقات عصٌبة مقارنة بأشخاص أخرٌن؟ وإن أردت حقاً فننك تستطٌع وبكل 
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سهولة أن تنمً ذلك الاعتقاد الذي ٌبٌن أنو الناس انتهازٌون، وإنهم إذا ما سنحت لهم فرصة 

، ألم تكن لدٌك قاموا باستغلالك، وقد سبو مناقشة هذا الأمر وأنه ٌمكن تضعٌفك. ولكن

تجارب تقوم بدعم هذه الفكرة؟ وتمنحك الشعور بالٌقٌن حولها؟ إذا أمكن ذلك؟ الٌس من 

الصحٌي أٌضاً انه لدٌك مرجعٌات فً حٌاتك وتدعم فكرة أنك حقاً تهتم بشؤون الاخرٌن 

 وتعاملهم جٌداً ، وأنهم فً الأساس لٌسوا بسٌئٌن، وبنمكانهم مساعدتً حتما؟ً

ٌطرح نفسه هو: أي من تلك الاعتقادات تعتبر صحٌحة؟ الجواب هو: أن لا السؤال الذي 

 ٌتعلو الأمر بالحقٌقة وإنما الاعتقادات تكون أكثر تحفٌزاً.

جمٌعنا قد نجد من ٌدعم اعتقاداتنا وٌجعلنا نشعر أكثر صلابة به، الشًء الذي ٌمكنهم من أن 

ذا الاعتقاد ٌضعفنا أو ٌقوٌنا إذاً ماهً ٌكونوا عقلانٌٌن، جوهر المسألة، ثانٌاً: سواء كان ه

 المصادر المحتملة للمرجعٌات فً حٌاتنا؟

أحٌاناً ٌمكننا أن نقتطف من تجاربنا الشخصٌة، بلا شك، كاستجما  مرجعٌانا من خلال 

المعلومات التً نحصل علٌها من الاخرٌن، أو الكتب، أو المقطوعات المسجلة، أو الأفلام 

صل علٌها من خلال تخٌلاتنا فقط، فالعواطف الثائرة التً نشعر بها وغٌرها، وأحٌاناً نتح

حٌال أي من تلك المرجعٌات فننها ستؤثر حتماً على طول وعرض الطاولة. حٌث أن 

الأرجل/الدعامة الأكثر صلابة تنبع من التجارب الشخصٌة المغمورة بالعواطف لإحتوائها 

 على السعادة او الألم.

وضوح على عدد المرجعٌات التً تملكها، فكلما كانت تجاربك ٌحتوي العامل الآخر ب

المرجعٌة داعمة لفكرة ما ، كلما كان اعتقادك أقوى فٌهاا حٌث ٌمكن لإعتقادك الأقوى التحكم 

 فٌها.

هل من الممكن لمرجعٌاتك بأن تكون دقٌقة من أجل ان تكون قادراً لإستخدامهم؟ لا، قد تكون 

ر دقٌقة، فبقدرة قوة شعورنا حولها، تكون وجهة نظرنا مشوهة حقٌقة أو خٌال، دقٌقة او غٌ

لها. الكل قادر على التطوٌر أو التدمٌر، فالدعامات المرجعٌة التً تستخدمها لجمٌع اعتقاداتنا 

تكون غٌر محدودة، ولكن الجانب السلبً فً هذا الامر وبغض النظر عن انه من أٌن تأتً 

ٌقة غٌر قابلة للنقاش! تستطٌع أن تكون لدٌها عواقب سلبٌة مرجعٌاتنا فنننا نبدأ بقبولها كحق



 
 
 

5 

 

وخٌمة اعتمادنا على القناعات التً تتنبأها. وبنفس القدر تكون لدٌنا القابلٌة على استخدام 

 مراجع تخٌلٌة تدفعنا صوب أحلامنا.

باستطاعة المرء أن ٌنجي بسهولة، إذا تخٌل شٌئا ما بوضوح كما لو انه كانت لدٌه تجارب 

 قٌقٌة! وذلك لأن عقولنا لا تستطٌع التمٌٌز بٌن أشٌاء تخٌلناها وأشٌاء قمنا بتجربتها فعلٌاً.ح

من الممكن لأنظمتنا العصبٌة القٌام بتجربة ما، كما لو انها حقٌقة حتى وإن لم ٌحدث بعد، من 

 خلال الكثافة الشعورٌة الكافٌة وكذلك التكرار.

دٌه القدرة على تحمل نفسه شعور الٌقٌن بالنجاح. إن كل ناجي عظٌم قمت بمقابلته كانت ل

 حتى وإن لم ٌقم احد من قبل بهذا النجاح.

أي شخص ٌقوم باستخدام الكمبٌوتر لا بد منه من معرفة الماٌكرسوفت، ولكن معظم الناس لا 

ٌعلمون أن "بٌل قٌتس" هو شرٌك لتلك الشركة. لم ٌحظى بأن ٌكون من العباقرة، ولكنه ممن 

ه دون أٌة مرجعٌات تدعم اعتقاداته. عندما تبٌن له أن شركة )البوكٌرك( تقوم طور نفس

 BASICباخترا  شًء ما ٌدعى )الحاسب الشخصً( الذي بحاجة البرامج الأساسٌة)

SOFTWARE ًقاموا باستدعاءهم واعداً لهم بتطوٌرها، حتى وان كان لا ٌملك شٌئا )

حٌث أن عبقرٌته الحقٌقٌة تكمن فً صنع احساس آنذاكا فقد عزم نفسه على إٌجاد وسٌلة ما، 

 او الشعور من الٌقٌن.

أعتقد البعض أنه ذكً، ولكنه قام باستعارة ٌقٌنه لٌتمكن من استغلال مصادره الخاصة، ثم 

شارك هو وصدٌقه لغة ما جعلت من الحاسب الشخصً شٌئاً حقٌقً او واقعً فً ظرف 

 إٌجاد وسٌلة.أسابٌع قلٌلة فقط عن طرٌو التحدي لنفسه و

ذات ٌوم وضع "بل قٌتس" مجموعة من الاقتراحات فً سلسلة من الاحداث التً قد ٌكون 

غٌر فٌها من مسار الناس للقٌام بالاعمال التجارٌة. حتى اصبي ملٌاردٌراً فً الوقت الذي كان 

 ٌبلغ فٌه الثلاثٌن من العمر. إذاً فالٌقٌن ٌحمل السلطة!
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أربع دقائو" منذ ألاف السنٌن اعتقد الناس انه من المستحٌل  هل تعلم بقصة " سرعة مٌل فً

م توصل العالم "روقر 1954للانسان ان ٌجري مٌلاً فً أقل من اربع دقائو، ولكن فً عام 

بانٌستر" بنفً هذا الافتراض باعتباره اعتقاداً معٌقاً. الزم هذا الرجل نفسه على تحقٌو 

مادٌة وإنما عن طرٌو التروٌض المستمر للؤحداث المستحٌل لٌس فقط من خلال الممارسة ال

فً ذهنه، محاولا فٌه كسر الحاجز خلال الأربع دقائو عدة مرات، مما أدى إلى ظهور تفاعل 

عالٍ شكل علامات فعالة حتى أصبي الأمر غٌر قابل للنقاش بالنسبة للؤجهزة العصبٌة لدٌه 

من أن أعظم اختراقاته هو ما كان ٌفعله لحٌن إثبات النتائج. قد لا ٌدرك البعض، على الرغم 

للآخرٌن، فقد كان ٌبدو ان من الصعب ان اختراو مٌلا واحدا خلال أربع دقائو، ولكن فً 

غضون عام واحد من نفٌه لهذا المعتقد تمكن سبعة وثلاثون متسابقاً من اجتٌازه أٌضاً. 

الٌقٌن لدٌهم وهو  خضعت لهم تجربته هذه كنو  من المرجعٌات المسٌطرة بخلو شعور من

 أن "ٌصنع المستحٌل".

 فً العام التالً تمكن أٌضاً حوالً ثلاثمائة متسابو من القٌام بنفس التجربة.

 "الشًء الذي ٌسمح لً باستخدام إرادتً بطرٌقة فعالة،

 وأفضل وسٌلة لوضع فضائل لً فً العمل، هو الإعتقاد

 اندري قاٌضالذي ٌعتبر حقٌقً بالنسبة لً" 

م نهالبعض أحٌاناً أنهم ٌصنعون معتقدات محدودة عن هوٌاتهم ومقدراتهما وذلك لأٌعتقد 

فً الماضً، فٌتخٌلون أنهم غٌر قادرٌن على النجاح فً المستقبل، طبقاً لذلك وخوفاً  فشلوا

 من الآلم الذي ٌحٌط بهم أصبحوا بالتفكٌر مراراً فً التركٌز على )الواقعٌة(.

واقعٌٌن ( فهم ٌعٌشون حالة من الخوف، أي ٌخافون من خٌبة معظم الذٌن ٌقولون: )لنكن 

الأمل مرة أخرى. بعٌداً عن ذلك الخوف فننهم غرسوا بشدة إعتقادات تسبب لهم التردد، 

وكأهم لا ٌستطٌعون الحصول على كل شًء، وإنما ٌجنون عواقب معدودة. من الزعماء 

دقٌقون، ولكنهم لٌسوا واقعٌٌن وفقاً لمعاٌٌر الكبار نادراً ما ٌتمتعون بهذه السمة، فهم أذكٌاء، 

 الأخرٌن، فمرجعٌاتهم تختلف من شخص لآخر.
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كان غاندي ٌعتقد أنه ٌستطٌع للحكم الذاتً دون اللجوء إلى العنف، مخالفاً لمملكة برٌطانٌا 

العظمى عن طرٌو شًء لم ٌسبو القٌام به من قبل، ولكنه أثبت بالتأكٌد أن ٌكون دقٌقاً عن 

التمسك بٌقٌن. على صعٌد واحد، تبٌن انه لٌس واقعٌاً للمرء الأعتقاد بانه ٌصنع طرٌو 

السعادة للعالم عن طرٌو بناء منتزه فً وسط بستان للبرتقال، فً الوقت الذي لم ٌكن هناك 

مثل هذه الحدٌقة فً العالم، ومع ذلك، كان والت دٌزنً ٌملك الشعور بالٌقٌن مثله كمثل قلة 

 ا من قبل، حتى تغٌرت أحواله إلى الافضل.من الذٌن كانو

 فنتهام الناس لٌس فً ركوبهم الخٌل، وإنما فً حصولهم علٌه.

 

إما قوععذ ثتهركععبة فوععي هععب فععٖ ؽ٘برععكا ّقععبك  ػلععٔ الوجبلغععخ فععٖ رقععلٗو قععلهارك )فيًِععب ٟ رِععلك 

ؽ٘برك ثووٗقخ أّ ثيفوٓ( ّثِناا فيًَ هي الصؼت ععلاً الق٘عبم ثعنلكا ٛى هقعلهح اًَٝعبى أػظعن 

 ض٘ععو هوععب رؾلععن ثععَ فععٖ الْاقععغا ثٌ٘ععذ ثؼععض اللهاٍععبد أّعععَ اٝفععز٠  ثعع٘ي الععنٗي ٗؼععبًْى هععي 

ّأّلئععك الععنٗي ٗزوزؼععْى ثبلز ععبدن إلععٖ ؽععل ثؼ٘ععل. ّثؼععل هؾبّلععخ عِ٘ععلح لععزؼلن هِععبهاد  اٝ زئععبة

علٗلحا رْصلْا فِ٘ب إلٖ أى العنٗي ٗؼعبًْى هعي الزشعبدم ّالج ٍعبء كائوعبً هعب ٗكًْعْا كق٘قع٘ي ؽعْن 

 ٘ ٘خ رْصلِن لنلكا ثٌ٘وب ٗوٓ الوز بئلْى ٍلْ ِن ثيًَ أ ضو ريص٘واً هي هب  عبى ػل٘عَ فعٖ الْاقعغ. 

زبلٖ ٗؼزجو ُنا الزق٘٘ن اليائف ٛكائِعن القعبه ُعْ ٍعو ًغعبؽِن فعٖ الوَعزقجل. لعنلك كائوعبً هعب ثبل

ٗزو٘ي الوز بئلْى ثبٝرقبى فٖ ًِبٗعخ اٛهعوا ثٌ٘وعب ٗ شعل الوزشعبئوْى ف٘عَ. لوعبما؟ ػلعٔ العوغن هعي 

ػععلم رععْفو هقْهععبد الٌغععبػ أّ ؽزععٔ ال شععلا إٟ أى الوز ععبئلْى ُععن أّلئععك الععنٗي قععبكهّى ػلععٔ 

غبُل رلعك الووعؼ٘عبد لزعو  اٛفكعبه الو ككعخ هضعل الوبّلعخ اٝكها ٘عخ  عل )لقعل فشعلذ(ا أّ )ٟ ر

أٍزو٘غ الٌغبػ(. ًظواً لنلك ٗضوعو الوز عبئلْى إرعبهاد الضقعخا ّإٍعزلػبء ف٘عبلِن ثصعْهح أفضعل 

ًٛ َِنا أّ ٗزق٘لْى الق٘بم ثصٌغ رئ هقزلف فٖ الوَزقجل؛ فِعنٍ ُعٖ القعْح الوو٘عيحا ّالزو ٘عي 

وو٘يا النٕ َٗوؼ لِن ثبلوضبثوح ؽزٔ الٌِبٗخا ٝ زَبة ملك اٝفز٠  أّ الزو٘٘ي النٕ ٗضعؼِن ال

فٖ القوخ. هؼظن اٛرقبه ٗ شلْى ًِٛن  بى للِٗن هوعؼ٘بد  بف٘خ للٌغبػ فٖ الوبضٖا ّلكعي 

الوز ععبئلْى ٗؼزوععلّى ػلععٔ هؼزقععل ) الوبضععٖ ٟ ٗؼععبك إلععٖ الوَععزقجل(ا إماً  ععل القععبكح ّاليػوععبءا 

النٗي رْصلْا للٌغبػ فعٖ إٔ هغعبن هعي هغعبٟد الؾ٘عبحا ّفعٖ  عل عبًعتا لعلِٗن الوبقعخ ػلعٔ ّ

اٍٝزوواها ٍؼ٘بً لودٗزِنا ؽزٔ ّأى  بًذ ر بص٘ل رلك اًٝغبىاد غ٘عو هزعْفوح ثؼعل. إما أهكد 
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اى رٌوٖ الشؼْه الوولق ثبل٘ق٘ي الٌبرظ ػي اٝػزقبكاد القْٗخا هكيّ ً َك الؾصْن ػلعٔ إًغعبى 

 ػلٔ ٍج٘ل الْاقغا رلك اٛهْه رزْقف ػلٔ ري ل الجؼض هي ال٘ق٘ي ثبلوَزؾ٘ل.إٔ رئ 

 مَب رمش جىصٌف مىّشد:

) قل ركوي الؾق٘قخ فٖ هق٘لخ الوعبن فقط ثووٗقخ فؼبلخا ّٟ ٗوكي اًكبه ّعْكُب ؛ فبلق٘بن لعٌ٘ 

 افزواػبا ّاًوب أػلٔ  جقبد ال ي(.

الزؾلٗبد فٖ ؽ٘بح  ل رقص. ٘ف رزؼبهعل هعغ  ٘ ٘خ ر َ٘و ه ِْم ال شل ػوْهب ٗؼزجو هي أ جو 

)ُيائن( الؾ٘بحا ّهب رقْم ثزؾلٗلٍ ُْ الٌز٘غعخ الزعٖ ٍزشعكل هصعبئوًب. ػلٌ٘عب أى ًزعن و أى  ٘ ٘عخ 

الزؼبهعل هععغ الشععلائل ّالزؾعلٗبد ُععٖ الزععٖ ٍزشععكل هَعبه ؽ٘برٌععب أ ضععو هعي إ رععئ  افععو. ٗوكٌٌععب 

رغوع٘ؼِن رؾعذ إػزقعبك اًعَ ٟ ٗوكٌٌعب أى الؾصْن ػلٔ هوعؼ٘بد هي اٛلن ّال شل ا صعن رجعلأ فعٖ 

ً ؼل رئ ٗوكي اى ٗغؼل اٛهْه افضلي ثؼض الٌعبً ٗشعؼوّى أى رلعك اٛرع٘بء ربفِعخ ّٟ ق٘وعخ 

لِععبا الشععئ الععنٕ ٗغؼلِععن ػععبعيّىا أّ أًِععن هِوععب ؽععبّلْا فععتًِن فبٍععوّى ػلععٔ إ ؽععبن. ُععنٍ 

غعبػ ّاًٝغعبى ؽقعبً فعٖ ؽ٘برٌعب هغوْػخ هي اٝػزقبكاد الزٖ ٟ ٗغت اًٝغوبً فِ٘ب إما أهكًعب الٌ

.رقْم رلعك اٝػزقعبكاد ثزغوٗعلًب هعي قعْح الشقصع٘خ اّ رعله٘و قواهرٌعب ػلعٔ فؼعل اٟرع٘بء.ٌُبلك 

ًٔ هب فٖ ػلن الٌ ٌ ٗولق ػلَ٘ الؼقل٘خ الولهوح:الؼغي الوكزَت. ػٌلهب ٗزؼعو  الٌعبً فعٖ  هَو

جؼض ػعلح هعواد ا ال شل فٖ رئ هب ا ّأًذ فعٖ كُشعخ هعي أهعو  ا  ٘عف ٗؾعلس ُعنا الشعئ للع

 ُّن ٗوّى عِْكُن  وب لْ أًِب ػق٘وخا ّٗوْه اٝؽجب  هي هؾوخ الؼغي الوكزَت.

قبم الل زْه هعبهري ٍع٘لغوبى ػلعٔ الؼوعل فعٖ ثؾضعَ الوكضعف فعٖ عبهؼعخ ثٌَعل بً٘ب ػعي هبُ٘عخ     

ى رقوٗواً فعٖ  زبثعَ ثؼٌعْاى الز عبدن الوكزَعت أّ الوَعز بك ػلعٔ  ّْ هكْى الؼغيالوكزَتا ؽ٘ش  

َ٘و ص٠صخ أًوب  هؾلكٍ هي الوؼزقلاد الزٖ رَجت لٌب الشعؼْه ثعبل قوا ّٗوكعي اى رعلهو ثبلكعبك ر 

. الإّتشةبس -اىشخصةٍخ -ىذٌَىٍةخ ل عبًت هي عْاًت ؽ٘برٌب. أ لق ػلٔ ُنٍ ال ئعبد العض٠س : ا

 إ زَؼ ثؼض القبكح الؼظوبء فٖ ث٠كًب ثبلوغن هي الوشب ل ّالؼقجبد القبٍ٘خ؛ فبل وق ثٌِ٘ن ّث٘ي

أّلئعععك العععنٗي َٗزَعععلوْى للعععلّهاى ؽعععْن هؼزقعععلارِن ػعععي اللٗوْهعععخ اّ ػعععلم ّعْكُعععب هعععي هعععي 

هشب لِن.ًبكهاً هب ٌٗظو الٌبعؾْى للوشكلخ ػلٔ أًِعب كائوعخ الزو ٘عيا ثٌ٘وعب أّلئعك العنٗي ٗ شعلْى 

 ٌٗظوّى ؽزٔ ٛثَط الوشب ل ّ يًِب كائوخ.
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هعبا فعنلك ثجَعب خ ًٟعَ لعٌ٘ ٌُبلعك  ثوغوك رجٌ٘عك إػزقعبك أًعَ ْٟٗععل رعئ للق٘عبم ثعَ لزغ٘٘عو رعئ

هبقوذ ثَ ؽزٔ اٙى ّرغ٘وا فقل ثلأد رؼو٘ل ًظبم اٝػزقعبك لعلٗك. هٌعن صوعبًٖ ٍعٌْادا  ٌعذ قعل 

ثلغععذ الؾضعع٘ضا ّٗئَععذ هععي أًععَ ٟ رععئ ٗزغ٘ععو أّ ٗزؾععْن هععي ؽععْلٖا إػزقععلد اى هشععك٠رٖ 

قجعل. رؼلوعذ هثعط   بًذ كائوخا ّثلأد لٖ أقوة للوْد الؼب  ٖ. أّ الؾَٖ النٕ لن أػ٘شَ هعي

الكض٘و هي اٛلعن للزوَعك ثِعنا اٝػزقعبك العنٕ روكٌعذ هعي رعله٘وٍ. ّاًعَ ٟ ٗوكٌٌعٖ اًٝغوعبً ف٘عَ 

هغلكاً . ػل٘ك ث ؼل اٛصٌع٘ي. إما  ٌعذ رَعوغ لٌ َعك أّ ٕٛ رعقص ِٗوعك فبثعلأ ثزغ٘٘عو اٝػزقعبك 

لشعقص( فعْهاً. النٕ ٗقْن أى الوشكلخ ركْى كائوخ. ُنا ّقذ الزقلص هعي رلعك الشقصع٘خ أّ )ا

ٟ ِٗن هب ٗؾلس فٖ ؽ٘بركا ػل٘ك أى رَزو٘غ اٝٗوبى ثل "ُنا  لعَ ؽزوعبً ٍع٘زن"ا ّإما ربثؼعذ فعٖ 

 هقبّهزخ ثتٍزوواه ٍززوكي هي إٗغبك ٍّ٘لخ هب.

اهععب ال ععوق الضععبًٖ ثعع٘ي ال ععبئيٗي ّالقبٍععوٗيا أّلئععك الععنٗي ٗز ععبئلْىا ّالععنٌِٗن ٗزشععبئوْىا الععنٗي 

ه الوشعب ل. الٌعبعؾْى ٟ ٌٗظعوّى إن الوشعكلخ ػلعٔ اًِعب إًزشعبهاً إٔ رلّه هؼزقلارِن أىاء إًزشب

أى هشكلخ ّاؽلح رَزو٘غ الَ٘ووح ػلٔ  ل ؽ٘برِن ثل أًِن كائوبً هعب ٗوًِّعب  شعئ ٍعبئلاً أّ أًِعب 

ػجبهح ػي هغوك رؾلِا قل٘ل هغ أّلئك النٗي أفو ْا فٖ رٌبّن الوؼبما أًِعن ٟ ٗعوّى فِ٘عب عولعخ 

ًٌعٖ أثعبلي فعٖ رٌعبّن الوؼعبم. ّكهعود ؽ٘عبرٖ  لِعب " أًعَ ٟٗعوٓ ً َعَ ُعْ " أًب ُْ الوشعكلخ" ٛ

الشجت ًَٛ أفو  فٖ رٌبّن الوؼبم. ّفٖ الوقبثلا أّلئك ُن النٗي ٗزشبئوْى. أّلئك النٗي رؼلوعْا 

 ْهّا إػزقبك أًِن فشلْا فٖ عبًت هعب. أًِعن ٗؾققعْى. ٗؼزقعلّى أى لعلِٗن رؾعلٗبد هبل٘عَ  -الؼغي

٘بً اٙى. لي رغل أ  بلِن إٔ هػبٗخا أّ أىّاعِن ٍ٘زو ًِْن ُكناا قوٗجبً  ععلاً ؽ٘برِن رؾووذ  ل

 ٍ٘ؼلوْى أى اٟهْه رقوط ػي ًوبق الَ٘ووحا ّٗشؼوّى ػي الؼغي روبهبً.

رق٘ل ريص٘و اللٗوْهعخ ّالٌؼع٘ن هؼعبً! فبلؾعل لك٠ُوعب ُعْ أى رعوٓ رع٘ئبً ٗوٌكعك الَع٘ووح ػل٘عَ فعٖ 

صعْثَ.  وعب  ٌعذ ر ؼعلا ثؼعض الوؼزقعلاد الوؾعلكح ٟ ثعل لِعب  ؽ٘بركا ّالجلء فٖ إرقبم القواهد

 هي ااٝفز بء.

أهب ال ئخ اٛف٘وح هي اٝػزقبك ُْملك النٕ ٗعلعػٔ "ٍع٘ل وبى" الشعقص. ّأى  ٌعب ٟ ًعوٓ ال شعل 

ثتػزجبهٍ رؾلٗبً لزؼلٗل هٌِغٌبا ّإًوب ثْصع ِب هشعكلخ هعغ أً َعٌبا  ْععْك ػ٘عت فعٖ الشقصع٘خا 

لععٔ ال عْها ثؼعل  عل ُععناا  ٘عف ٗوكٌعك رغ٘٘عو ؽ٘برععك  لِعب؟ ألَ٘عذ أ ضععو فيًٌعب ًشعؼو ثبلزغعبّى ػ
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صؼْثخ هي هغعوك الزغ٘٘عو فعٖ رصعوفبرك فعٖ عبًعت هعب أ عي ؽعنهاهًي رجٌعٖ إػزقعبك أى الوشعكلخ 

 رجقٔ رقص٘خ!  ن هي اٝلِبم ٗوكي أى رشؼو ػي  وٗق رؼنٗت ً َك؟

ي الععيهً٘ـا ّهععغ هععوّه الزوَععك ثٞػزقععبكاد الوؾععلكح ٗؼععبكن رٌععبّن عوػععبد ًظبه٘ععخ ضععئلخ هعع

الْقذ رصل إلٖ عوػبد قبرلخا فيًٌب ٟ ًوعْد فعْهااً ّإًوعب رجعلأ الوعْد ػب  ٘عباً فعٖ اللؾظعبد 

الزٖ ًزشبه ِب. إمى ػلٌ٘عب أى ًزغٌِعب هِوعب  لعف اٛهعو. ػل٘عك أى رزعن وا أًعك ثوغعوك اى رع هي 

ا ّالجؾش ػي هوعؼ٘عبد ثشئ هبا فيى ػقلك ٗجلأ ثبلزؾكن فَ٘ آل٘بً. ّرص ٘خ إٔ هَبُوخ هي الج٘ئخ

 للزؾقق هي صؾخ إٗوبًك ثغض الٌظو ػي هبُ٘زَ.

 ٗقْن إٗلهٌ٘ل ٍجٌَو: " ّهب هي الؼقل هي ٍْءا النٕ ٗوكش ثبئَبً أّ ٍؼ٘لااً غٌ٘بً أّ فق٘واً".

 مٍفٍـــــــخ تغٍٍـــــش الإػتقـــــــبد

ًزغ٘ععو؟ الووٗقععخ اٛ ضععو رجععلأ عو٘ععغ اٝفزواقععبد الشقصعع٘خ هععغ رغ٘٘ععو فععٖ الوؼزقععلاد. إمى  ٘ععف 

فؼبل٘خ لِنا ُْ أى رغؼل ػقلك ٗقْم ثوثط اٛلن الِبئل لٞػزقبك القلٗن. فٖ ُنٍ الؾبلعخ ػل٘عك ثقعْح 

الشؼْه كافلك أًَ لن ٗكز عٖ ثِعنا اٝػزقعبك العنٕ ٗكل عك اٛلعن فعٖ الوبضعٖ فقعطا إًوعب ٗكل عك فعٖ 

قجل. ّهعي صعن ٗوكٌٌعك هثعط قعله الؾبضوا ّفٖ الٌِبٗخ ٟٗوكي أى ٗغلت لك ٍْٓ اٛلن فٖ الوَز

ُبئععل هععي الَععؼبكح لزجٌععٖ فكععوح علٗععلحا لزؾ ٘ععي اٝػزقععبكا  ُععنا ُععْ الععٌوط اٍٟبٍععٖ الععنٕ ٗوكٌٌععب 

الوعْع إلَ٘ هوٍ رلْ اٛفوٓ ٝؽلاس رغ٘٘و فٖ ؽ٘برٌب. رن وا ٟ ٗوكٌٌب أثلاً ًَع٘بى  عل هعب ًقعْم 

وغجزٌب فعٖ الؾصعْن ػلعٔ الَعؼبكح. ّإما ثَ؛ فٌؾي ٟ ً ؼل رئ٘بً إٟ هي ؽبعزٌب لزغٌت اٛلنا أّ ل

إٍععزوؼٌب هثععط أّ رق٘٘ععل قععله  ععب   هععي اٛلععنا فيًٌععب ٍععٌزغ٘و. هثععط اٛلععن الِبئععل لؼععلم اٝٗوععبى أّ 

 الَؼبكح الِبئلخ ٝثقبئِب ػلٔ ق٘ل الؾ٘بح ُْ الَجت الْؽ٘ل ٝػزقبكًب ثشئ  هب.

ذ ٌُبلععك هؼزقععلاد قوععذ صبً٘ععبً: فلععق الشععؼْه ثبلشععك. إما  ٌععذ ؽقععبً صععبكقبً هععغ ً َععكا ألَ٘عع

ثتٍزقلاهِب كفبػبً ػي القلت ّالوّػ هٌن ٌٍْاد قل ركْى إفوعذ لٞػزوا  الْ٘م رقوٗجب؟ً هعبما 

 ؽلس؟ رئع هب قبك  للشكا قل ركْى رغوثخ علٗلحا ّ هثوب هٌب   ٝػزقبك  القلٗن.

هثوععب قبثلععذ ثؼععض الوٍّعع٘يا ّرجعع٘ي لععك أًِععن  ععبًْا أًععبً هضلععك ّلَ٘ععْا عععيءاً هععي ثؼععض 

إهجوا ْهٗخ الشو". أػزقل اى الؼلٗل هي اٛهوٗكبى الْ٘م ٗشعؼوّى ثبلوأفعخ الؾق٘ق٘عخ للوعْا ٌ٘ي "
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الَْفبر٘ي؛ ّملك ًِٛن فٖ ًظوُن ٗؾبهثْى هي أعل هػبٗخ أٍعوُن. هعب هأٌٗعبٍ هعي هشعبه خ لٌعب 

 هي قجِل الوًّا ّثواهظ الزجبكن النٕ رعن ثبل ؼعل ػٌعل لقبئٌعب ثِعنا فِعنا ٗؼزجعو ععيء هعي الؼْاهعل

 الزٖ غ٘ود ه بُ٘وٌب.  

قل ٗشكل فوْهح لٌب ًٌٛب لٌَب هَزؼلّى للٌظعو ؽزعٔ أّ افعز٠  اٟؽزوعبٟد فعٖ إٔ ّقعذ ثعيى 

هؼزقلارٌب غ٘و كق٘قخ ا فٌقغ ثيً ٌَب فعٖ الصع٠ثخ الزعٖ ٗوكعي أى رعلٌٌٗب فعٖ ًِبٗعخ اٛهعو إلعٔ فشعل 

  ْٗل اٛعل. 

 هي القٌبػخ.أؽ٘بًب ٗ ضل اى ٗكْى ٌُب  اػزقبكا ػي رٖء هب ثلٟ 

القٌبػخا هي الغبًت اٝٗغعبثٖ ا رؼزجعو هعي الؼْا عف الزعٖ رلِعن فعٖ كّافلٌعبا ٗوكٌِعب اٝضعؼب  

 ًِٛب هغولخ للٌٗب ثبل ؼل.

ٗقْن الل زْه هّثود.ة. أث٘لَْىا أٍزبم ػلن الٌ ٌ ّالؼلْم الَ٘بٍ٘خ ثغبهؼخ ٗ٘ل :)الوؼزقعلاد 

ّ ق٘وخ أ ضو. ّالزٖ رَوؼ لل عوك أى ٗؼوعل ُٖ هضل الووزلكبدا ّالقٌبػبد ُٖ ثجَب خ هوزلكبد م

ثؾوععبً ًؾععْ اٛص٘ععو )اٙفععبق( ػلععٔ ًوععبق ّاٍععغ اّ اًغععبى فععوكٕ هععي اُٛععلا ا ّالوشععبهٗغ 

 ّاٛهٌ٘بدا ّالوغجبد(.

غبلجبا أفضل ٍّ٘لخ ٗوكٌعك الق٘عبم ثعَ لقلعق اٝرقعبى فعٖ إٔ هغعبن هعي هغعبٟد ؽ٘برعك ُعْ هفعغ 

قٌبػخ للِٗب  بقخ لزقْك  ًؾْ اًٝغبى ّالؼوعلا ل٘علفؼك اٟػزقبك إلٔ هَزْٓ القٌبػخ. رن وا أى ال

فٖ  ل أًْاع الؼقجبدا الوؼزقلاد أٗضب ٗوكٌِب فؼعل ملعكا ّلكعي قعل رزولعت ثؼعض ىّاٗعب ؽ٘برعك 

الٔ  بقخ ػب  ٘خ لقٌبػبد ىائلح أّ هضبفخ. هض٠: القٌبػخ ٟ رَوؼ لٌ َك الزؾول فْق  بقزِعب ا 

ك ثبٍزوواها ػلٔ اى رَوؼ لعك ػلعٔ الزوزعغ أ ضعو هعي ّرغجو  ثبى رصٌغ ف٘بهاد هؼبفخ  لؾ٘بر

ف٠ن ؽ٘بركا ّهثوب قل رٌقن  ؽزٔ هي ًْثبد القلتا فقٌبػخ اًك رقص م عٖ قعبكه ػلعٔ إٗغعبك 

ٍّ٘لخ هب كائوب لزغ٘٘و اٛر٘بء هي ؽْلَا فِنا َٗبػل  فٖ رْعِ٘ك هي ف٠ن اّٛقعبد الؼصع٘جخ 

 الزٖ روو ثِب فٖ ؽ٘برك.

 ق قٌبػخ؟إمىا  ٘ف ٗوكٌك اى رقل

 إثلأ ثبلوؼزقل اٍٛبٍٖ (1
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هضعل: اٝفزعوا  ثيًعك قعوهد ا عل اللؾعن هعوح رؼيٗي إٗوبًك ثتضعبفخ هوعؼ٘عبد أ ضعو قعْح.  (2

افوٓا فٖ ػيٗوخ ا رؾلس إلٔ النٗي قبهْا ثبفز٘به أٍلْة ؽ٘بح ًجبر٘خ ا ّهب ُٖ اٍٛعجبة الزعٖ 

ٔ صعؾزِن ا ّفعٖ عْاًعت كفؼزِن إلٔ رغ٘٘و ًظبهِن الغعنائٖ .ّهعبما ٍعزكْى الٌزعبئظ الٌبعوعخ ػلع

افوٓ هي ؽ٘برِن ؟ ثبٝضبفخ الٔ ملعك؟ اثعلأ فعٖ كهاٍعخ الزعيص٘و ال ٘يٗعبئٖ للجعوّر٘ي الؾ٘عْاًٖ ؛ 

فبلووعؼ٘بد الزٖ رقْم ثزوْٗوُب ّالووعؼ٘بد الزٖ ركْى أ ضو ػب  خ ا ُٖ الزٖ ٍزشكل أقعْٓ 

  وق إٗوبًك.

بػل ً َعك روبهعب ثبلزَعبدن: ) إٗغبك آصبه الؾلسا أّ قن ثبًشبء ّاؽعلح هعي ػٌعل . ٍع هؾبّلخ (3

هبما ٍ٘كل ٌٖ اى لن افؼل؟( ا ا عوػ ثؼعض اٍٛعئلخ الزعٖ رقعْم ثقلعق اٛؽبٍعٌ٘ القْٗعخ لعلٗك اّ 

ثععلافلك. فوععض٠ً: اما  ٌععذ روغععت فععٖ روععْٗو قٌبػععخ هععبا اثععلا ثزؼععب ٖ الوقععلهادا ّاصععٌغ هٌِععب 

ّ  ععوق افضععل ا ػْاقععت ه لوععخ هععي رؼب ِ٘ععب لزشععؼو  ثبلؾق٘قععخا ّملععك ػععي  وٗععق اٛفعع٠م ا أ

 ّاٗضب قن ثيٗبهح هلغب لزوٓ ػي قوة آصبه اللهبه النٕ ًزظ ػي ملك الزؼب ٖ.

اما رؼِععلد ثععبٝق٠ع ػععي الزععلف٘ي ا قععن ثيٗععبهح عٌععبػ الؼٌبٗععخ الوكض ععخ فععٖ إؽععلٓ الوَزشعع ٘بد ا 

لوواقجخ هوضٔ اًز بؿ الوئخ ا النٗي ٗقزصوّى ث٘ي ف٘بم اّٛ َغ٘يا أّ ػعو  الشعؼخ الَعٌ٘٘خ 

ٌٖ العوئز٘ي الَعْكاء .  عل ُعنٍ اًٛعْاع هعي الزغعبهة لعلِٗب القعلهح لزعلفؼك ػلعٔ الؾبفعخ هي هلف

 ّاًشبء قٌبػخ ؽق٘ق٘خ.  

الووؽلخ اٟف٘وح إرقبم القواه. )ػوعل ّاهك(.  عل ػوعل رقعْم ثعَ ثقعْٓ الزياهعك ّٗوفعغ هعي  (4

 هَزْٓ  ضبفزك الؼب  ٘خ قْا ( ّقٌبػزك.

ٌٔ ػلعٔ ؽوعبً اٛفعوٗي ٝػزقبكارعك. لعنا ٗؼزوعل  ض٘عو هي إؽلٓ رؾلٗبد القٌبػخ اًَ غبلجبً هي ٗج

هي الٌبً رع٘ئبً هعب ٛى الكعل ٗؼزقعلّى ثعَ )ٗ هٌعْى(. ُّعنا هعب ٗؼعو  فعٖ ػلعن العٌ ٌ ثبلجوُعبى 

 اٝعزوبػٖا ّلكي الجوُبى اٟعزوبػٖ ٟ ٗكْى كق٘قبً كائوب.

قع٘نّ للعل زْه ػٌلهب ٗغِل الجؼض هب ٗغت ػلِ٘ن فؼلَا ٗلغيّى لٚفوٗي ٝهرعبكُن. ّفعٖ  زعبة 

هّثود  ٘بللٌٖٗ العنٕ ٗصعف ف٘عَ رغوثعخ  ٠ٍع٘ك٘خا ثصعوٗـ أؽعلُن )اغزصعبة(ا ثٌ٘وعب ٌُعب  

رقصععبى ٗزغب٠ًُععَ َّٗععزوواى فععٖ الوشععٖ. إًععَ ٟ ٗععلهٕ أى ٌُععب  رغععبّة للٌععلاء أم ٟ ّلكععي 

ػٌلهب هأٓ الشقص٘ي اللنٗي رغب٠ٍُ ٗزصعوفبى ّ عيى رعٖء لعن ٗكعي أكه  اى الٌعلاء للوَعبػلح 

 لٗخ. فقبم ٗزغب٠ُُوب أٗضبً.غ٘و هغ
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اٍععزقلام الجوُععبى اٟعزوععبػٖ أفضععل  وٗقععخ لزؾلٗععل ؽ٘برععك لزصععجؼ هضععل اٛفععوٗي. هععي أقععْٓ 

الجعععواُ٘ي اٟعزوبػ٘عععخ الزعععٖ َٗعععزقلهِب الٌعععبً ُعععٖ رلعععك الوؼلْهعععبد الزعععٖ ٗؾصعععلْى ػلِ٘عععب 

جععو هي)القجععواء(. ّلكععي ُععل كائوععب هععب ٗكععْى القجععواء ػلععٔ ؽععق؟ فكععو هل٘ععبً ثشععيى هؼبلغٌ٘ععب ػ

الَععٌْاد. ُععل ُععنا هععب  ععبى ػل٘ععَ هٌععن ػِععل قععلٗن. ػلوععبً ثععيى أ ضععو ػِععل  ععبى ٗعع هي ف٘ععَ اٛ جععبء 

ثبلقصبئص الؼ٠ع٘خ اّ الشعبف٘خ للوَعزٌيف٘ي! ّفعٖ ع٘لٌعب القعبه  عبى اٛ جعبء ٗؼوعْى الٌَعبء 

الؾْاهل كّاء هشبثِبً للغض٘بى ػٌل الصعجبػ. ُّعنا الؼع٠ط اٍعوَ)الجٌ٘لٗكز٘ي(. ُّعْ ٗوضعل صعْد 

بء اّ الجو خ النٕ ٗؾْن ّٗزغ٘و ل٘ورجط ثبلؼْ٘ة القلق٘خ. ثبلوجغ قعبم ُع ٟء اٛ جعبء ثتػعبكح اللػ

ّصف ُنا الوقله ٛى القجواء الص٘لل٘٘ي لشو بد اٛكّٗخ هٌؾُْن ٗقٌ٘بً ثعيى ُعنا الوقعله ُعْ 

اٛعْك ّالوزعبػ لعلِٗن. هعب الؾكوعخ؟ الْصعْق ثصعْهح ػو٘عب ثعبلقجواء لعٌ٘ ثبلشعٖء اٛفضعل. أًعب 

نا ٟ رقن ثزقجل إٔ رٖء  بى ثووٗقخ ػو٘عبءا إى لعن رؼزجعو رلعك اٟرع٘بء ضعوي ٍع٘بق ؽ٘برعك أقْ

القبصخ. ُل ٗصجؼ ه ِْهعب لعلٗك؟ ؽزعٔ ّلعْ  عبى كل٘عل اؽبٍَ٘عك ٟ ٗوكٌِعب أى رع روي أؽ٘بًعباً 

 قصععخ  ْثوٌٗكًْ)الق٘بل٘ععخ(ا فععٖ ػِععل ملععك ال لكععٖ الجْلٌععلٕ الوعع صوا ػلعّعن  ععل رععقص ثععيى 

ه ا لوبما؟ ًَٟ ثتهكبى إٔ رقص أى ٗش٘و إلٔ الَعوبء ّٗقعْن: اًظعوا الشوٌ رلّه ؽْن اٛ

أّ أروٓ؟ لقل رؾو ذ الشوٌ ػجو الَوبء. هي الْاضؼ اى اٟه  ُٖ هو ي الكعْىا لكعي فعٖ 

ما قععبم  ْثوٌٗكععًْ ثزوععْٗو أّن ًوععْمط كق٘ععق لٌظبهٌععب الشوَععٖا لزؾععلٕ )ؽكوععخ( 1543ػععبم 

 قجْٟ  ج٘وا هي الغو٘غ.  القجواءا ّأف٘واً ّعلد ًظوٗبرِن الؾق٘ق٘خ

 الأىٌ هى الأداح اىحبسَخ ىتحشٌل أي إػتقبد:

للوععوح الضبً٘ععخا ٟ ٗععيان اٛلععن ُععْ الووٗقععخ اٛقععْٓ لزغ٘٘ععو اٟػزقععبك. ٌُععب  رْضعع٘ؼ  ج٘ععو للقععْح 

الوغ٘وح للوؼزقلاد الزٖ روضل فٖ ػو  ٍبلٖ عَٖ٘ هافبث٘ل ػٌلهب ث٘ي أى اهوأح هب  بًذ رقعْم 

اٍٟزْكُْٗبد ّعوبُ٘و الؼبلن ٗزو ًِْب رزؾبلف هغ عوبػخ  ْ  لًْ  ٠ى الَعوٗخ أهبم اؽلٓ 

الؼٌصوٗخ. هي ٍقوٗخ القلها فقل  بًذ ػلٔ ُنا الؼو  قجل رِو هي ملكا  بًذ هشبه خ فعٖ 

لغٌععخ ًَععبء  ععٖ  ععٖ ضععل  ععل اللععنٗي لععن ٗشععبه ْ ثقٌبػععبرِن ؽععْن الؼععوقا غبضععجخ اى اٟفععز٠  

٘غععخ ٍععقْ  ًظععبم الععج٠ك ّرجؼععبد ثشععكل روثععْٕ اّ اقزصععبكٕ اّ الؼوقععٖ )اٟػععوا ( ٍعع٘كْى ًز

 اعزوبػٖ. هب النٕ عؼل اػزقبكارِب رزغ٘و ثشلح؟ الَجت ُْ ص٠صخ أر٘بء:
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: ًِضععذ ّاؽععلح هععي الٌَععبء الٚرععٖ  ععيّ فععٖ الؼععو  اٛصععلٖ ّأعِشععذ ثبلجكععبء ًّبرععلد أولُ 

زو٘غ اى رعع هي ثععيى هْضععؾخ اى ىّعِععب ّ  لِععب  ععبًْ َُععجبً٘يا ًّبرععغذ )ّثكععذ( أًِععب ٟ رَعع

 ٌُب  هغوْػخ هي الٌبً ٗوكي اى رؼ٘ش فٖ  وٍ.

: ُغو اللاها صوفذ فعٖ اثٌِعب العنٕ  ِعو هؼِعبا هغعن أًعَ لعن ٗشعبه ِب العوإٔ لظِْهُعب ثبٍّب  

ػلععٔ القٌععْاد القْه٘ععخ. أهععب ثق٘ععخ الٌَععبء فقععل ػبقجٌععَ ًٛععَ  ععبى ػععلٗن اٟؽزععواما هقزجَععبد لععَ هععي 

فوك اثٌِب الجبلي هي الؼوو ٍزخ ػشو ػبهبً قبئ٠: ثيى العوة ٟ  الزْهاح: )اًذ رو  اٛم ّاٛة(ا

ٌْٕٗ لَ أى ٗؾزوم الشو النٕ  بًذ رؼزٌقَا ُّجط فْهاً هي الوبئوح كاًٟا هزؼِلاً ثؼعلم الؼعْكح 

للج٘ذ هوح افوٓا ثٌ٘وب اٍعزوود رلعك الَع٘لح فعٖ الِعوّة هعي الوٌعينا هاّكرِعب اٛفكعبه ؽعْن 

ٖ الؾوّة الزٖ رَْك ث٠كُب فٖ الشوق اٍّٛط. رن ود قْن أؽعل أؽلاس الْ٘ما ّأٗضبً ثلأد ف

الغوعبُ٘و فعٖ ملعك ال٘عْم: "رععجبة ًَّعبء الكلعْه ٌُعب  هعي ٗؾععبهة ٟ هعي أععل اً َعِنا ّلكععي 

كفبػبً ػٌكن أٗضبً"ا فكود ثشيى اثٌِبا  ن أؽجزعَا ّ ٘عف  بًعذ ؽقعْكح هؼعَا ُعل ٍزَعوؼ لعنلك 

ى ركعْى ُعٖ أفعو الكلوعبدا ؽزعٔ الز ك٘عو ف٘عَ  عبى الزجبكن الجَ٘ط هعي الكلوعبد إلعٔ هعي رؾعت ا

ه لوععبً عععلا ٛى رزؾولععَ.  ععبى ػلِ٘ععب الزغ٘٘ععو هععي ُععنا الشععٖء فععْهااً ًز٘غععخ لِععنٍ الزغوثععخا ّأًِععب 

أفجعععود الؾشعععل ثيًِعععب قبهعععذ ثزلقعععٖ هٍعععبلخ هعععي العععوة الزعععٖ اؽزوهزِعععب ؽعععبًٟ: لزعععو  عوؼ٘عععخ 

فْارِعبا ثبلزب ٘عل ُعٖ ٍعز قل أصعلقبئِبا الكْ لْ ٌا ّالجلء فٖ هؾجخ الٌبً عو٘ؼباً  يفْاًِب ّأ

ّلكي أًِب رقْن ثيى هّؽِب أصجؾذ  بُوح اٛىا ّأًِب ٍزجلأ ؽ٘برِب هعوح  –ٍزٌجنُب الوغوْػخ 

 أفوٓ ثٌ٘خ صبكقخ.

هي الؾْ٘ٗخ أى ًزؾقق ؽْن اػزقبكارٌبا ّػْاقجِب )أصبهُعب(ا لٌزي عل هعي صعؾخ روكٌِ٘عب لٌعب.  ٘عف 

اة ُْ أى ًغعل رقصعبً هعب ٗقعلم لعك الٌزعبئظ الزعٖ روٗعلُب فعٖ رؼو  ػوب رزجٌبٍ اٟػزقبكاد؟ الغْ

 ؽ٘برك ؽقبً. ُ ٟء ُن النٗي ٗوضلْى الٌوبمط الزٖ ثبٍزوبػزِب هٌؼ أعْثزك.

 كائوب هب ٗكْى ّهاء اّلئك الٌبعؾْىا لوؾبد هغوْػخ هؼٌ٘خ هي اٟػزقبكاد الزشغ٘ؼ٘خ. 

اًِعب القعْحا ّالوعوػا ّ عل ٌْجحىُ: طشق تَذٌذ حٍبتْب هً َّىرج ىحٍبح أوىئل اىزٌِ ػبدح  ٍب 

ُعع ٟء الٌععبً ٗؾ٘وععْى هععي ؽْلععكا اًِععب فقععط هَععيلخ هغوْػععخ هععي الزَععبدٟد: )هععبما رؼزقععل اى 

ٗغؼلععك هقزل ععب؟ً هععب ُععٖ اٟػزقععبكاد الزععٖ ٗغععت اى ر صععلك هععي اٟفععوٗي؟ لقععل قععوأد قجععل ػععلح 
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رٖ. هٌن ملك الؾع٘ي ٌٍْاد  زبثبً َٗؤ: الزْاػل هغ الوائؼْىا ّاٍزقلهزَ  وغيٓ ػي ركل ؽ٘ب

ّأًععب أصععجؾذ صعع٘بك الجواػععخا أثؾععش ػععي الوعععبن الجععبهىٗي ّالٌَععبء ثبٍععزوواه فععٖ صقبفزٌععب 

ٟ زشععب  اػزقععبكارِن أّ قعع٘وِنا ّإٍععزوٗغ٘برِن فععٖ رؾق٘ععق الٌغععبػ. ػولععذ ػلععٔ روععْٗو هغلزععٖ 

ا ٌُعب  الصْر٘خ الشِوٗخ قجل ٌٍ٘ي ّقْح الك٠م! الزعٖ قبثلعذ فِ٘عب ُئعْٟء الؼوبلقعخ. فعٖ الؾق٘قعخ

الؼلٗل هي الزو٘٘ياد الزٖ ٗوكٌٌٖ هشبه زك إٗبُعب فعٖ ُعنا الكزعبة  ٌز٘غعخ للوقعبث٠د هعغ ثؼعض 

 ُ ٟء اٟرقبه النٗي ُن هي اٛ  بء فٖ عْاًجِن الوؾلّكح هي الوَؼٔ. 

فععبهز٠  اٝلزععيام للوشععبه خ فععٖ رلععك الوقععبث٠دا ّهععغ أفكععبهٕ الؾلٗضععخا ّف٠صععخ أ ضععو  زععبة 

ٗبا  ععْهد فوععخ صبثزععَ لععٌ٘ فقععط لزشععغ٘غ اٙفععوٗي ّإًوععب لزٌو٘ععخ ً َععٖ ّ ٌععٖ هائععل ٗجععبع رععِو

)روْٗو( أٗضبً ثشكل صبثذ. ٍي ْى ٍؼ٘لاً لوَعبػلرك لعٖ فعٖ رقعلٗن الٌعبعؾ٘ي فع٠ن ثوًعبهغٖا 

 ّلكي رن و: اًذ لن رؾلك لٖا ّإًوب الٌوبمط الزٖ رؾزبط إلِ٘ب ْٗه٘بً:

 ( :DUDDHAٗقْن الجْما: )

 "ًؾي ً ؼل هبً كو ثَ.

 النٕ ًؼزقلٍ ل 

 ثيفكبهًب

 ثيفكبهًبا

 ًضغ ػبلوٌب."

ُيًناا ارؾلس إلٔ الٌبً هٌن ػقعل رقوٗجعبً ػعي ؽ٘عبرٖ الصعؾ٘خ فعٖ ؽلقعخ كهاٍع٘خ ؽعْن اٝهرجعب  

الوجبرو ث٘ي أ جو ًَجخ هي الجوّر٘ي الؾ٘عْاًٖ فعٖ الؾو٘عخ اٛهوٗك٘عخ الوضبل٘عخ ّالوَعزْٓ الؼعبلٖ 

َو بى. ّثِعنا الؼوعلا ًبقضعذ أؽعل ًظعن اٟػزقعبك هي أ جو هقبر٠ ُنٍ اٛهخ: أهوا  القلت ّال

النٕ ركل أ ضو أُو٘خ ٛقلاهًب الوج٘ؼ٘خ قجل فوعٌ ّص٠صعْى ٍعٌخ. فوعخ "الوغوْػعبد الغنائ٘عخ 

اٍٛبٍعع٘خ اٛهثععغ" الزععٖ رْصععٖ ثقععلهبد ْٗه٘ععخ هععي اللؾععن ّ الَععوك ّ الععلعبط لِععنا ال٘ععْم قععبم 

اًٖ ّفوعْهح روعْهٍ ثبٝصعبثخ ثوعو  الؼلوبء ثزيٌٍ٘ رْعَ٘ ػ٠قخ ثع٘ي أ عل الجعوّر٘ي الؾ٘عْ

 القلت ّالَو بى كّى أكًٔ رك.
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فععٖ ّاقععغ اٛهععو  لجععذ لغٌععخ اٛ جععبء للوععت الوقععزص الوكععْى هععي ص٠صععخ الععف ػضععْ هععي قَععن 

اليهاػخ ثتٍقب  )إلغعبء(ا اللؾعنا ّالَعوك ا ّالعلّاعي ا ّالجع٘ضا ّهٌزغعبد اٛلجعبى هعي قبئوعخ 

هععخ ً َععِب ُععٖ الزععٖ ٍععزقْم ثزغ٘٘ععو ٍلَععلخ الغععناء الؼعع٠ّاد الْ٘ه٘ععخ الوْصععٔ ثِععبا ّأى الؾكْ

اٍٛبٍ٘خ اٟهثغ إلٔ ٍذا ًبف٘خ فِ٘ب اللؾنا ّالَوك ا ّالعلّاعيا ثٌَعجخ صعغ٘وح ععلاً فقعط ػعي 

الوؾصل الكلٖ. ُنا الزغ٘٘و الِبئل فٖ اٟػزقبكاد ٍجت غضجبً  ج٘عواً لغِعبد هزؼعلكح. أًعب ادهعي 

رٌبا ّ بفعخ أًؾعبء الزعبهٗـا ّملعك ثجَعب خ:  وعب م عو ثيى  ل ُنٍ رزجغ  بثؼبً روٓ هي ف٠لَ صقبفب

ال ٘لَْ  اٛلوبًٖ أهصو: "  ل الؾقبئق روو ثض٠س هواؽل: أًّٟ: ٍبفوحا صبً٘عبً: رؼعبه  ثقعْحا 

 صبلضبً: ركْى هقجْلخ  ْضْػ الٌ ٌ".

ُنٍ الو بُ٘ن ؽْن الجوّر٘ي الؾْ٘اًٖ  بًذ فٖ هٌزِٔ الَقوٗخا ّاٛى أصجؾذ رؼبه  ثشعلحا 

ِبٗخ اٛهو ٍزكْى هقجْلخا ّلكي لٌ٘ قجل أى ٗزؼو  الكض٘و هعي الٌعبً للوعو  أّ ؽزعٔ ّفٖ ً

الوعْدا ثَعجت اػزقعبكارِن الوؾعلّكح ؽعْن الكو٘عبد الو و عخ الولزِوعخ ٛعَعبكُن هعي الجعوّر٘ي 

 الؾْ٘اًٖ.

ػلععٔ صععؼ٘ل الؼوععلا أٗضععبً لععلٌٗب هغوْػععخ هععي اٟػزقععبكاد القب ئععخ الزععٖ رقْكًععب إلععٔ اًٟؾعع٠ن 

 بكٕا فبلجؼض ٗقْن اى ٌُب   بهصخ هب ٗؾزول ّقْػِب.اٟقزص

رقوٗجبً ْٗاعَ اقزصبكًب رؾلٗبد فٖ  ل قوبعا ّملك لوبما؟ ًٌٖٛ ّعلد كل٠ً٘ فعٖ هقعبن  ٌعذ قعل 

م. ُععنٍ الوقبلععخ رْضععؼ ٍععؾت ٍعع٘بهربى  واَٗععلو ل٘ععيه 1991قوأرععَ فععٖ هغلععخ فععْهثٌا هععبهً

الكواَٗعلو ص٠صعخ ػشعو فقعطا ثٌ٘وعب ثلعي ّاٟفوٓ ه٘زَْث٘شٖا ٠ّٗؽظ أى هزٍْط الوج٘ؼبد فٖ 

 هزٍْط هج٘ؼبد ه٘زَْث٘شٖ أ ضو هي هبئخ..! هثوب ٍزقْنا " هبُٖ أفو الزوْهاد؟".

قععبم ال٘بثععبًْ٘ى ثضععوة الشععو بد اٛهوٗك٘ععخ فععٖ ث٘ععغ الَعع٘بهادا ّلكععي الشععٖ الوو٘ععي فععٖ ُععبر٘ي 

عوؼعذ ثع٘ي الشعو ز٘ي. الَ٘بهر٘ي اًِوب هزَبّٗزبى روبهب؛ً ًز٘غخ ًٟشعبئِوب رؾعذ ػ٠قعخ صعلاقخ 

اٟفز٠  الْؽ٘ل ث٘ي الل٘يه ّاٟ لجٌ ُْ اٍٟعن ّاٍعن الشعو خ الزعٖ رقعْم ثج٘ؼِوعب.  ٘عف ٗؼقعل 

ُنا؟ هثوعب اقزوؽعذ الجؾعش فعٖ الزؾعوٕ ػعي ٍعجت الزٌعبقض فعٖ الوج٘ؼعبد العنٕ ثع٘يّ أى الٌعبً 

الوشكلخ فٖ ُعنٍ روغت ثشواء الَ٘بهاد ال٘بثبً٘خ ًِٛن ٗؼزقلّى أًِب هي الٌْػ٘خ اٛػظنا ركوي 
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الؾبلخ أى ُنا اػزقبك فب ئ؛ فَ٘بهاد الشو خ اٟهوٗك٘خ ُٖ هي ً ٌ الٌْػ٘خ ًِٟعب روضعل ً عٌ 

 الَ٘بهاد روبهبً. 

لوبما ٗؼزقل الوَزِلكْى ُنا؟ ًَٟ هي الْاضؼ أى الَ٘بهاد ال٘بثبً٘عخ فلقعذ ٍعوؼَ لِعنٍ الٌْػ٘عخ 

أًٌععب لَععٌب ثؾبعععخ إلععٔ الَعع ان أّ  اّ الوبه ععخا ريّكًععب ثووعؼ٘ععبد ػلٗععلح لععلػوِبا ؽزععٔ رجعع٘ي

الوؼوفخ ػي ص٠ؽ٘زِب. قل ٗ بعئك اى اٟلزيام ال٘بثبًٖ فٖ ىٗبكح الغْكح فٖ الْاقغ ٍججَ رصعلٗو 

 أهوٗكٖ ٗوضل الل زْه. ّ . اكّاهكً كٗوٌظ.

م علت فج٘و لوواقجخ الغْكح إلٔ ال٘بثبى ػي  وٗعق الغٌعوان هعب ضوا العنٕ أؽع٘ط 1950فٖ ػبم 

ٗبثبً٘ععخ هععي هٌكْثععخ ثععبلؾوة افععٖ صععؼ٘ل أًععَ لععن ٗؼععل َٗععزو٘غ  إ وععبن هكبلوزععَ ثقبػععلح صععٌبػ٘خ 

الِبر ٘خ. ثلا كٗوٌظ فٖ رلهٗت ال٘بثعبً٘٘ي ػلعٔ هجبكئعَ الكل٘عخ فعٖ هواقجعخ الغعْكح ّملعك ثٌعبءً ػلعٔ 

 لت اٟرؾبك ال٘بثبًٖ للؼلوبء ّالوٌِلٍ٘يا ُعل فكعوح ثعبل ْه ثعيى ُعنا ٗشع٘و إلعٔ هواقجعخ الغعْكح 

ٟرٖء ثؼل الؾق٘قخا قبم كٗوٌظ ثزؼل٘ن الوجبكئ اٟهثؼخ ػشعو لل٘بثعبً٘٘يا ّاٟػزقعبك  لوٌزظ  ج٘ؼٖ؟

الوئَٖ٘ ُْ رقوٗجبً أٍبً  ل القواهاد الٌبثؼخ هي إٔ ه ٍَخ ٗبثبً٘خ كّل٘خ هئَ٘ع٘خ ًبعؾعخ إلعٔ 

 ْٗهٌب ُنا.

لزؼوعِ٘ن إى اٟػزقبك الوئَٖ٘ ثجَب خ ُْ: الزيام غ٘و هؾلّك ليٗعبكح ععْكح ػلوِعن ثضجعبد ْٗه٘عبً 

كافؼبً للَ٘ووح ػلٔ اٍْٟاق الؼبلو٘عخ. إى هَعيلخ رؼلعن كه٘عٌظ لزلعك الغعْكح لعن ركعي هَعيلخ الزقعبء 

ثؼض الوؼبٗ٘و فقطا ّإًوب ثبٛؽوٓ  بًذ ػجبهح ػي ؽ٘بحا ّػول٘عخ رعٌ ٌ لٌوعبء ٟ ٌٗزِعٖ. ػِعل 

زغعبد الغ٘علح فعٖ ال٘بثبًْ٘ى اًِن اما ػبرْا ثبلوجبكئ الزعٖ رؼلوُْعبا فعتًِن ٍع٘غوقْى الؼعبلن ثبلوٌ

غضْى فَوخ أػْاما ّفٖ ف٠ن ػقل اّ اصٌبى ٍ٘صجؾْا هي أقْٓ اٟقزصعبكاد الوَع٘ووح فعٖ 

 الؼبلن.

اػزقل الكض٘وّى أى اٟػ٠ًبد  بًذ هغًٌْخ "هزِْهح" ّلكي ال٘بثبًْ٘ى الزيهعْا ثك٠هعَا ّال٘عْم 

ال٘بثبً٘خ اى رَزلن ععبئيح ُبُْ ما ٗؾزوم  بٛة " الوؼغيح ال٘بثبً٘خ". الؾق٘قخا ثبٍزوبػخ الشو خ 

م. ُععنٍ الغععبئيح هؼوععبٍ ػلععٔ قٌععْاد الزل ععيٍ القْه٘ععخا ّرَععزقلم 1950كٗوععٌظ الْ ٌ٘ععخ هٌععن ػععبم 

لٞقعععواه ثبلشعععو خ الزعععٖ روضعععل الؾعععل اٟقصعععٔ هعععي اٟهثعععبػ ّاليٗعععبكاد فعععٖ ععععْكح الوٌزغعععبدا 

 ّالقلهبدا ّاٟكاهحا ّكػن الؼبهل فٖ  بفخ أًؾبء ال٘بثبى.
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عو الل زْه كٗوٌظ رو خ فْهك للَ٘بهاد ٟكاهح ٍلَلخ الؾلقبد اللهاٍع٘خ. م اٍزب1983فٖ ػبم 

 بى هي ث٘ي الؾبضوٗي "هًّبلل ث٘زوٍي" النٕ اصجؼ هئَ٘بً ل عْهكا ّاضعؼبً  عل هجعبكئ كٗوعٌظ 

 رؾذ إ به الؼول فٖ  بفخ اقَبم الشو خ.

ا  بًعذ فعْهك ر قعل قوه ث٘زوٍي قبئ٠ً: "ًؾزبط إلٔ ُنا الوعل ٝكاهح رو زٌب"ا ّفٖ الْقذ مارعَ

 ث٠ٗ٘ي اللّٟهاد فٖ الٌَخ.

ػٌلهب أرٔ كٗوعٌظ قعبم ثزغ٘٘عو اػزقعبكُن الغوثعٖ الزقل٘علٕ هعي ) ٘عف ًيٗعل هعي ؽغوٌعب ًّقلعل هعي 

ركبل٘ ٌب؟( إلٔ )  ٘ف ًيٗل هي عْكح هب ً ؼلَا ّالؼول ثعَا ثووٗقعخ ثؾ٘عش ٟ ٗوكعي لزلعك الغعْكح 

 اى ركلف الكض٘و ػلٔ الولٓ الجؼ٘ل؟(.

فععْهك رٌظعع٘ن ث هرععَ  بهلععخ لغؼععل الغععْكح ُععٖ اّٛلْٗععخ القصععْٓ " بًؼكععبً لشععؼبه  اٍععزؼبكد

اػ٠ًِن" الغْكح ُعٖ هِوزعٖ ّروج٘قِعب لعٌظن كٗوعٌظا ُّكعنا اًزقعل هعي ػغعي هعلُش إلعٔ هْقعغ 

الصٌبػَ الوِ٘وٌخ فٖ ص٠س ٌٍْاد ثيهثعبػ ثلغعذ ٍعزخ ثل٘عْى.  ٘عف فؼلعْا ملعك؟ لقعل ّععلّا أى 

ثبً٘خا ٗؾوعل الكض٘عو للٗعَ لزؼلع٘وِن أصٌعبء اؽجعب ِنا ػلعٔ ٍعج٘ل الوضعبنا فِن اٟهوٗكبى للغْكح ال٘ب

رؼبقلد رو خ فْهك هغ رو خ ٗبثبً٘خا لصٌغ ًوْمط ٟؽلٓ ٍع٘بهارِن هقبثعل ؽ عظ الؾقعْق. لقعل 

ّعععلّا اى الوَععزِلك٘ي اٟهوٗكععبى هوععبلج٘ي الٌوععْمط ال٘بثععبًٖا ثووٗقععخ ػول٘ععخ. الؾق٘قععخا  ععبًْا 

ٔ قبئوعخ اًٟزظعبها هقبثعل أى ٗعلفؼْا لِعن هجلغعبً  ج٘عواً! رعِل ُعنا ٗوغجْى فٖ ّضغ أٍعوبئِن ػلع

اًٟيػبط الؼلٗل هي الوْ  ٘ي الزٌ ٘نٗ٘ي فٖ فْهكا  عبى اّن هكح فؼعل لِعنا: "ؽَعٌباً اًعَ هغعوك 

اػزقبك فب ئ هي ثؼض الٌبً فٖ صقبفزٌب! اًِن هِ٘ع ّى للزغعبّة هعغ ُعنٍ الووٗقعخا ّلكعي  عبى 

اروا  كٗوٌظا ّا زش ْا اى ًبق٠د فْهك  بًذ ا جو ثكض٘عو هعي قل اعوٕ اهٍبن الٌوْمط رؾذ 

الزٖ رن ًقلِبا ؽون الوقن الق٘بٍٖ غبلجباً ّلقل اػ٘ل الكض٘و فٖ الغبلت أ ضو هي الٌبق٠د ال٘بثبً٘عخا 

الزععٖ لععن ركععي رْاعععَ أٗععخ هشععكلخ رقوٗجععباً ٟ رصععله صععْربً ّٟ رزؼععو  لُٞزععياى. ػلععن كٗوععٌظ 

كح كائوب هب ركعْى ركل زِعب أقعل. ُّعنا  عبى ًظ٘عواً لوعب ٗع هي ثعَ أ ضعو أػضبء فوٗق فْهك أى الغْ

 الٌبً: ٗوكٌك اى رصل إلٔ ثؼض الوَزْٗبد هي الغْكح قجل اى ركل ك القوّط ػي الَ٘ووح.

ػٌلهب قبم القجواء ثز ك٘ك ًوْمط فْهك ّقبٍْا فِ٘ب عو٘عغ اٛععياء ا زشع ْا اًِعن عو٘ؼعبً كهٍعْا 

ل فععْهكا ً ععٌ الوؼععبٗ٘و الزععٖ  ععبى قععل رععن اهٍععبلِب لل٘بثععبً٘٘ي. ّلكععي الوؼععبٗ٘و الزععٖ رجٌ٘ععذ فععٖ كل٘عع
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ػٌلهب قبهْا ثق٘بً الٌوْمط ال٘بثعبًٖا ّععلّا اًعَ هعي ًبؽ٘عخ ػول٘عخ ٟ رْععل أٗعخ افز٠فعبد قبثلعخ 

للق٘ععبً ثعع٘ي إٔ هععٌِن! فععٖ الؾق٘قععخا  ععبى ٟ ثععل هععي اؽضععبه الٌوععبمط اّ الؼٌ٘ععبد إلععٔ الوقزجععوا 

فز٠فبد. لوبما ػلوذ ُنٍ الشعو خ ال٘بثبً٘عخ ػلعٔ اؽزغعبى ً َعِب ّرقبً رؾذ الوغِو لكشف اٟ

لوؼ٘به ػبلٖ الغْكح أ ضو هي ُئْٟء الووبلج٘ي ثبلؼقل؟ ّاػزقلّا اى الغْكح ركلف القل٘لا ثؾ٘عش 

اًععَ اما صععٌؼْا هٌععزظ الغععْكح فععبًِن لععي ٗؾصععلْا ػلععٔ اهضععبء اليثععبئي ّاًوععبء ىثععبئي هععْال٘٘ي. 

كفغ ًَجخ  ج٘وح هي الوبن لوٌزغِن؛ فقل  بًْا ٗؼولْى ثٌ ٌ اٟرقعبك ىثبئي ٗوغجْى فٖ اًٟزظبه ّ

الوئَ٘ععٖ الععنٕ كفؼِععن إلععٔ ّاؽععل هععي ا جععو اٍٟععْاق الؼبلو٘ععخ: اٟلزععيام ثععبلزوْٗو ال٠هؾععلّكا 

 ّاليٗبكح الوؾلكح فٖ عْكح الؾ٘بح ليثبئٌِن. 

لوعْع إلٔ الْ ي هعي اػزقل ثبًَ هي اؽلٓ اؽز٘بعبرِن ل –ُنا اٟػزقبك هضل الزصلٗو اٟهوٗكٖ 

اعل رغ٘٘و ارغبٌُب فٖ هَزقجلٌب اٟقزصبكٕ. هي اٟػزقبكاد الَبهخ الزٖ قل ركْى هعلهوح لوبقزٌعب 

اٟقزصععبكٗخ  يهخ) لّلععخ( ُععْ هبقععبم ثزَعععو٘زَ كٗوععٌظ اكاهح اٟػععلاك الووئ٘ععخا اٟػزقععبك الوزلعععق 

 ئلاد اٟضبف٘خ. ثبلشو بد الزقل٘لٗخ الزٖ ركْى اهثبؽِب ػي  وٗق قوغ الزكبل٘ف ّالؼب

ٌُب  هضبن ثعبهى ؽعلس ػٌعلهب رعوأً لع٘ي ربًَّعل أصٌعبء ه عْك الوج٘ؼعبد فعٖ القوعبع الصعٌبػٖ. 

ؽبّن ربًَّل ىٗبكح الؼبئعلاد فعٖ الؾعبنا ّلكعي ّثعي ضو أُو٘عخا قلعل هعي الزكعبل٘ف.  ٘عف؟  عوك 

ّلكعي صلضٖ هْ  ٖ الٌِلٍخا ػلٔ الولٓ القوٗتا ثلأ ُنا  برقعبمٍ لقعواه صعؾ٘ؼ. لقعت ثبلجوعلا 

ف٠ن ثضغ ٌٍْاد ؽشود  واَٗعلو هعوح افعوٓ فعٖ الوضعبٗق الوبل٘عخ. هعبما ؽعلس؟ ؽَعٌباً لعن 

ٗكععي ٌُععب  إٔ ػبهععل ثبلزي ٘ععلا ّلكععي هثوععب  بًععذ رلععك القععواهاد الزععٖ ارقععنُب ربًَّععل هؾووععخ 

ٌٍٛ الغْكح الزٖ  بًذ ٗؼزول ػلِ٘ب ًغبػ الشو خ. غبلجباً النٗي ٗقْهعْى ثتٗعناء ه ٍَعبرٌب ُعٖ 

 كبفئخ ًِٛب رصٌغ ًزبئظ فٖ هلح ىهٌ٘خ قص٘وح.رو بد ه

أؽ٘بًبً رؼبلظ أػوا  الوشكلخ فٖ ؽ٘ش أًعَ ًؾعي هعي ًَعجِب. ػلٌ٘عب أى ًكعْى ؽعنهٗي هعي ر َع٘و 

الٌزبئظ. هي أُن الؼْاهل الزٖ لؼجذ كّهاً ُبهبً فٖ رغ٘٘و )هٌؼوعف( رعو خ فعْهك للَع٘بهاد ُعٖ 

ػٔ)الضْه(. اى فبص٘خ رلعك الَع٘بهح روضعل هْ  ُْب الوصوو٘ي؛ النٗي افزوػْا ٍ٘بهح علٗلح رل

فٖ اًِن صٌؼْا هؼبٗ٘و علٗلح للشو خ )فْهك(. ّٗقْم الوَزِلكْى ثشوائِب. ثوغوْع ُبئل. هعبما 

ٗوكي أى ًزؼلن هي  ل ُنا؟ اٟػزقبكاد الزٖ ًزوَك ثِب فٖ الؼول ّفٖ الؾ٘بح. ُعٖ الزعٖ رَع٘وو 
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ػزقعبكاد الؼبهعخ "الؼبلو٘عخ" الزعٖ ٗوكٌٌعب اًعب فٖ عو٘غ قواهارٌب. ّأٗضبً فعٖ هَعزقجلٌب. هعي أُعن اٟ

ّاًععذ رجٌِ٘ععب ُععْ اٟػزقععبك الععنٕ ٗكععْى فععٖ ٍععج٘ل اى ًكععْى ٍععؼلاء ّ ًععبعؾْىا ػلٌ٘ععب اى ًزوععْه 

 ثووٗقخ صبثزخ فٖ رؾَ٘ي عْكح ؽ٘برٌب. لكٖ ًٌوْ ًّزوْه ثبٍزوواه.

ٌز٘غعخ لزعيص٘و كٗوعٌظا فٖ ال٘بثبىا ٗز ِوْى ُنا الوجلأ ع٘لاً. فعٖ الْاقعغا فعٖ اٟػوعبن الزغبهٗعخا  

. Kaizen ٌُعب   لوعخ رَعزقلم كائوعبً فعٖ الوٌبقشعبد ؽعْن الؼوعل ّالؼ٠قعبد. رلعك الكلوعخ ُعٖ 

رؼٌٖ ُنٍ الكلوخ ؽوف٘بً روْه ث٠ ؽلّك. رَزقلم ُنٍ الكلوخ فٖ لغزِن ثووٗقعخ كائوعخا ّغبلجعبً هعب 

 فٖ ؽبلخ الؼغي الزغبهٕ.  Kaizen ٗزؾلصْى ان

Kaizen  لقط اًٟزبطاKaizen  .لؼ٠قبرِن الشقص٘خا فِن ٌٗظوّى إلٔ  ٘ف رزوعْها  ٌز٘غعخ

َٗعععزٌل ػلعععٔ هجعععلأ الزوعععْه الزعععلهٗغٖا روعععْهاد ثَععع٘وخا ّلكعععي  Kaizen ثبلوٌبٍعععجخا اى ان

ثعلأد رقلعق روعْهاد هو جعخ ْٗه٘عبً ػلعٔ  َٗزْػت ال٘بثبًْ٘ى ملكا اى الزص ٘بد الصغ٘وح ععلاً 

 هَزْٓ لن ٗكي ٗؾلن ثَ اؽل.

ثبً٘خ رقْن:" اى لن ٗوٓ اؽل اصلقبءٍ ف٠ن ص٠صعخ أٗعبما ػل٘عَ الجؾعش ػعٌِن ع٘علااً ٌُب  هقْلخ ٗب

ّأى ٗكزشف الزغ٘٘واد الزٖ ؽلذ ثِن". ثووٗقخ هائؼخا ّلكي كّى اٍزغواة ًؾي ٟ ًولعك  لوعخ 

 فٖ اللغخ اًٟغل٘يٗخ. Kaizenهواكفخ لل 

هب أكه ععذ ثيًععَ  ععبى هجععلاً ػلععٔ صقبفععخ الؼوععل ال٘بثبً٘ععخ أ ضععوا ػٌععل Kaizen ثععلأد أهٓ رععيص٘و ان

رٌظ٘و٘ععبً فلععق رععيص٘وا  ج٘ععواً فععٖ ؽ٘ععبرٖ. الزياهععٖ القععبه للوععْه ثشععكل كائععنا لوفععغ هؼععبٗ٘وٕ 

القبصخ ثشكل صبثذ لؾ٘عبح هَعزقوح ُعْا هعبعؼلٌٖ ٍعؼ٘لاً ًّبعؾبً.لقعل اكه عذ اًٌعب عو٘ؼعب ًؾزعبط 

 الٔ  لوخ هب لزؤٍ اً ٌَب الِ٘با فٖ ٍج٘ل الزوْه ال٠هؾلّك.

 ّْ ى  لوخا فبًٌب ًقْم ثزش ٘و الوؼٌعٔ ا ًّصعٌغ  وٗقعب للز ك٘عو. الكلوعبد الزعٖ رَعزقلهِب ػٌلهب ًك

كائوب ركْى ًَ٘ظ هي  ٘ف ً كوا ّ ٘ف ر صو ػلٔ ارقبم قواهرٌب.  ٌز٘غخ لِعنا الز َع٘وا صعٌؼذ 

(ا العنٕ ٗشع٘و إلعٔ الضجعبد اّ Khun)ٍٖا إٔا اىا إٓ(! )رٌوعق ػع٘ي  CANIم وٓ ثَ٘وخ: 

ٗو ال٠هؾعلّك. اػزقعل اى هَعزْٓ الٌغعبػ العنٕ رْاعِعَ فعٖ الؾ٘عبح فعٖ ًَعجخ اٍٟزوواها ّالزوعْ

 ( ُّْ كٟلخ ػلٔ اٍٟزوواه ّالزوْه.CANIهجبروٍ لوَزْٓ الزياهٌب ن)
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CANI  ٗزؼلق ثبلؼول فقطا ّاًوب ثكعل ّععَ هعي اّععَ ؽ٘برٌعب. فعٖ ال٘بثعبى غبلجعب هعب ٗزؾعلصْى ٟ

فعٖ ؽ٘برٌعب الؼول٘عخا  CANIقعل اى ًو عي ػلعٔ ػي هواقجخ الغعْكح فعٖ  بفعخ اًؾعبء الشعو خا اػز

CANI  فععٖ ػ٠قبرٌععب الشقصعع٘خاCANI  فععٖ ارصععبلٌب الوّؽععٖاCANI  فععٖ صععؾزٌبا ّاٗضععب

CANI .فٖ رو٠ْٗرٌب 

 ٘ف ٗوكٌٌب اى ًصٌغ روْها صبثزب ث٠ ؽلّك فعٖ  عل هعي رلعك الغْاًعت؟ ُعنا ٗغؼعل الؾ٘عبٍ هل٘ئعخ 

 ب فٖ الوَزقجل للوَزْٓ الوقجل.ثبلوغبهواد الونُلخ فٖ  ل هب ًزولغ الَ٘ كائو

CANI ٗغت اى ٗكْى ٌُب  الزياهعب صبثزعب زواد ىهٌ٘خػجبهٍ ػي هجلا ؽق٘قٖ ٟ ٗوبهً ػلٔ ف .

رلهٗغٖا ّكق٘عق ا فعبلزوْه الوَعزوو العنٕ  CANIٗلػن ثبلؼولا ػٌلهب رشؼو ثنلكا عُْو ان 

ٌٗؾذ فٖ ّقذ ا عْن ٗؼزجعو قوؼعخ ًعبكهٍ هعي اٟثؼعبك الِبئلعخ. اى  ٌعذ قعل قوعذ ثيٗعبهح العْاكٕ 

رِل ػبلن هي الغوبن النٕ صٌغ هٌن ه٠ٗع٘ي الَعٌ٘ي هعي فع٠ن الكج٘وا فَزؼلن ػي هبما ارؾلس. 

ؼعلكح الزعٖ رؼعبًق الصعقْه ثبٍعزوواه الزغ٘٘واد الزلهٗغ٘عخ   أًِعبه  ْلعْهّاكّا ّالوّافعل الوز

 لزصٌغ إؽلٓ الؼغبئت الوج٘ؼ٘خ الَجؼخ فٖ الؼبلن. 

هؼظععن الٌعععبً ٟ ٗشععؼوّى ثبٛهعععبىا ًِٟععن كائوعععبً هبٗشععؼوّى ثعععبلقلق ػععي فقعععلاى ّ عععبئ ِنا اّ 

أهْالِنا اّ اىّاعِنا اّ صؾزِن. ُّكنا. اٟهبى الْؽ٘ل النٕ ٗكْى صعؾ٘ؾبً فعٖ الؾ٘عبح ُعْ هعب 

وفخ الزٖ ٍزوْه ثِب ً َك  ل ْٗم ثووٗقخ هب؛ ًٛك ريٗل هي هقلهح الزؼو  ػلعٔ ٗيرٖ هي الوؼ

هي أًذا ّأًك رٖء صوع٘ي ثبلٌَعجخ لشعو زك "ه ٍَعزك"ا ّأصعلقبئكا ّػبئلزعكا أًعب لَعذ قلقعبً 

ػلٔ إثقبء عْكح ؽ٘برٖا ًَٟ فٖ  ل ْٗم أػول فَ٘ ػلٔ روْٗوُعبا اعبُعل ٛرؼلعن ثووٗقعخ صبثزعخا 

ّقععْح أ ضععو ؽععْن  ععوق اضععبف٘خ ق٘وععخ لؾ٘ععبح اٟفععوٗي؛ ّملععك ٗوٌؾٌععٖ ّصععٌغ قععواهاد علٗععلح 

الشؼْه ثبل٘ق٘ي النٕ ٗغؼلٌعٖ اى أرؼلوعَ كائوعبا ّالعنٕ ٗوكٌٌعٖ اهزعلاكٍ كائوعباً ّالعنٕ ٗوكٌٌعٖ اى 

 اًوَ٘ كائوبً.

CANI  ٗؼٌٖ اًك ٟ رقْ  رؾلٗبد؛ ف عٖ ؽق٘قعخ اٛهعوا ٗوكٌعك رٌو٘عخ رعٖء هعب اما اكه عذ ٟ

ُعْ ا زشعب  الوشعب ل CANI ٌ٘ فٖ الوَزْٓ الوٌبٍعت ثؼعل. الغعو  هعيثؼلم صؾزَا ّاًَ ل

ثوهزِب ّهؼبلغزِعب قجعل اى رشعكل أىهعبد هعغ ملعكا أفضعل ّقعذ لقزعل العْؽش ُعْ ػٌعلهب ٗكعْى 

 للٗك الكض٘و هي ال وه.
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! CANI اًب اٍين ً َٖ ُنٍ اٍٟعئلخ فعٖ ًِبٗعخ  عل ٗعْم  ؼٌصعو هكوعل ٝلزياهعٖ الشقصعٖ ن

ف٘وعبما ٍعبُوذ اّ  عْهد؟ ثوعبما اٍعزوزؼذ؟ اما قوعذ ثزؾَع٘ي قعلهارك ُٖ: هبما رؼلوذ الْ٘م؟ 

ْٗه٘بً لٍٞزوزبع ثؾ٘برك ثبٍعزوواها فتًعك ٍزصعل ثزغوثزِعب إلعٔ هَعزْٓ اٛغٌ٘عبء العنٕ لعن ٗكعي 

 ٗؾلن ثَ الكض٘وّى ؽزٔ.

 اىتطىساد اىصغٍشح ٍقجىىخ وقبثيخ

 ىلإّجبص أٌضب !

ً ٍععبثقباً أفضععل هععلهة فععٖ رععبهٗـ  ععبد ثععبد هاٗلععٖ هععي أّائععل ه ٍَععٖ هٌظوععخ لععٌْٗ اًغلععْ

 . الجؼض ٗقْن أًَ هؾظْ  ًَٛ  بى ٗولك هضل ُ ٟء اٛ  بء.NBAان

 ععبى ٗولععك ٟػجععْى هائؼععْى ؽقععباً ّلكععي هؼظععن الٌععبً ٗولكععْى هصععبكه الٌغععبػ ّٟ ٗؼلوععْى ثععَ 

 كائوبً.

 ! فعٖ الْاقعغا رعِل أًعَ  بًعذ للٗعCANIَ إى هقعلهح ثعبد ػلعٔ الؼوعل ثِعنا هعورجط ثبلزياهعَ ن

هب ععبى  م. أػوععٔ ثؼععض الؼوبلععخ )ال٠ػجعع٘ي(1986رؾععلٗبد هئَ٘عع٘خ ثعع٘ي مهاػ٘ععخ فععٖ ثلاٗععخ ػععبم 

َْٗك ث كوُنا اًَ هي افضل ال صْن للِٗن فٖ الٌَخ الوبض٘خا لكعٌِن هعبىالْا ٗ زقعلّى لجٍْعزي 

 لزكٌ. لقل رن اًزقبن الؼوبلخ إلٔ هَزْٓ هزيُل ؽَت هب صجذ فٖ ثؾش لقوخ هقجْلعخا قعوه ف٘عَ 

هْضْع لزوْهاد صغ٘وح. أقٌغ ال٠ػجع٘ي ثبٟهر عبع هعي ععْكح أكائِعن فعْق الْاؽعل  ػلٔ  وػ

ثبلوبئخ هي رقص٘برِن الوو٘يحا لؼلِن ٗؾوىّى فبهقبً هٗئَ٘ب ف٠ن هٍْعِن ُعنا. ُعنا ٗجعلّ قلع٠ً٘ 

% هي هِعبهارِن القْٗعخ 1للغبٗخا ّلكي ػٌلهب ًقْم ثبلز ك٘و ػي اصٌٖ ػشو ػبه٠ً ٗيٗلّى ثٌَجخ 

% أ ضعو 60ب قا فِنا ٗ كٕ إلٔ اهر بع هغِعْكُن الوشعزو  ثووٗقعخ فؼبلعخ ثٌَعجخ فٖ فوٌ هٌ

هوب بًْا ػل٘عَ هعي قجعلا ّٗؼزجعو الؼشعوح ثبلوبئعخ هعي الزجعبٗي الكلعٖ أى ٗكعْى  بف٘عبً لعوثؼ ثوْلعخ 

أفععوٓا ػلععٔ أٗععخ ؽععبن الق٘وععخ الؾق٘ق٘ععخ لِععنٍ ال لَعع خ ُععْ اػزقععبك إٔ رععقص ثععبى ُععنا  ععبى قععبث٠ 

% ػلععٔ افضععل 1ٌِن ثععبل٘ق٘ي ثععبًِن َٗععزو٘ؼْا الزوععْٗوػلٔ اٟقععل ثٌَععجخ ل٠ًغععبى. اؽععٌ  ععل هعع

الشقص٘بد فٖ الوٌب ق الوئَ٘ع٘خ القوعٌ هعي اللؼجعخا ّملعك اٟؽَعبً ثعبل٘ق٘ي فعٖ الجؾعش ػعي 

اُععلافِن عؼلِععن ٗزَععججْى فععٖ ًقواهكبً٘ععبد هععي اػظععن الوَععزْٗبد. ّالٌز٘غععخ؟ ىاك اٟغلععت هععٌِن 
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م 1987%.ّفقعب لظِْه)ثعبد هاٗلعٖ( فعٖ ػعبم 50ثوقلاه % ػلٔ اٟقلا ّالؼلٗل هٌِن 5ؽْالٖ 

 اما قوذ ثبٟلزيام ثَ. CAINلكٖ ٗكْى الوٍْن اٍِٟل للِٗن ل٠ثل. ٗزن ان

رن وا اى الو زبػ ان الٌغبػ ُْ روْه اٟؽَبً ثبل٘ق٘يا ًْع اٟػزقعبك العنٕ َٗعوؼ لعك لززٍْعغ 

الؼظوعبء. قعل رؼزقعل رع٘ئب صعؾ٘ؾب  شقصا ّافن القعواه الع٠ىم لجعلء ؽ٘برعك ّهعي ؽْلعك ؽزعٔ 

ال٘ععْما ّلكععي اًععب ّاًععذ ًؾزععبط ٟى ًزععن و ثععبى رلععك الَععٌْاد الزععٖ هضععذ ًّؾععي ًٌوععْ فِ٘ععبا 

ٍزؼو  لزغبهة علٗلحا ّهثوب قعل روعْه اػزقعبكاد ضعؼ٘ خا ٗزعو  آصعبها  ٌعب ًشعؼو ثصعؾزِب. 

 ّاػلن اى اػزقبكارك ٗوكٌِب اى رزغ٘و اصٌبء رغو٘ؼك لووعؼ٘بد اضبف٘خ.

 اٟهو اٟى ؽقبً ُْ اٟػزقبكاد الزٖ رشغؼك الْ٘م اّ ٟ رشغؼك. هيهثِن

اثلأ الْ٘م لزوْه ػبكح الزو ٘ي ػلعٔ ًزعبئظ عو٘عغ اػزقبكارعك. ُعل ُعٖ ٍعزولك اٍبٍع٘برك ثبًزقبلعك 

 للزٌ ٘ن فٖ اٟرغبٍ النٕ روٗلٍ أم ُل ٍزْق ك؟

 ) ؽكوخ/ هضل(." ْر٘شي" 

رَ٘وو ػلٔ ؽ٘برٌبا ٗغت اى ًؼلن هب رْاعٌِعب إل٘عَ  لقل ا زش ٌب الكض٘و ػي اٟػزقبكادا ّلكي لكٖ

اػزقبكارٌععب الزععٖ ًَععزقلهِب ّاٟى ارْقععف ػععي إ رععٖ آفععو ًقععْم ثععَ ّأفععن الؼشععو كقععبئق الزبل٘ععخ 

 ل٘كْى للٗك قَوبً هي الولػ.

 اثلأ اٝثلاع فٖ عو٘غ اػزقبكارك الزٖ رولكا فك٠ُي ملك ٗوكٌِب اى رشغؼك أّٟ:

الصغ٘وح الزٖ ٟ رظِو فٖ اٛهو ّاٟػزقعبكاد الؼبهعخ الزعٖ ركعبك اى رصعٌغ ػلٔ  ل اٟػزقبكاد 

: "اما اػو٘عذ  عل مٕ ؽعق ؽقعَا فعتًٌٖ (إمى هضعل -إما )فوقب  ج٘وااً ري ل أًعك رغوعٖ: اػزقعبكاد

 ٍيًغؼ إمى" أّ " إما  ٌذ ػب  ٘ب علاً هغ ُنا الشقصا إما اًَ ٍ٘زو ٌٖ".

 ٌبًا الٌبً أّف٘بءا أّ الٌبً ػجبهح ػي اٛلعن ثؾعل اػزقبكاد ػبهخا هضل اٟػزقبكاد ؽْن ال

 مارَ. اػزقبكاد ؽْن ً َكا ػي ال وها ّػي الْقذا ّػٌل الٌلهٍ ّالْفوح. 

 كق٘قخ الزبل٘خ. 15أر٘بء صغ٘وح  ِنٍ النٕ ٗوكٌك رق٘لِب فٖ ان 
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ك قعْٓ اػزقبكارعرهعبءً اػط ً َك ُلٗخ هي ُنٍ اٛػوبن اٙىا ّػٌل اًٟزِبء هٌِب ٍبهٗك  ٘ف 

 هٌِب. فلز ؼلَ اٟى. الغ٘و هؾ يحا ّإىالخ لوؾ يحا

 الإػتقبداد اىَحفضح :*    

 الإػتقبداد غٍش اىَحفضح:*     

ّالغ٘عو  وؾ عيحُل اٍزغوقذ ىهٌبً  بف٘عبً للزب عل هعي اًعك  زجعذ  ع٠ً هعي القعبئوز٘يا اٟػزقعبكاد ال

 ح؟ ّإما لن رقن ثنلك فؼل للؼول ثَ.ؾ يه

 ثوُخ لوواعؼخ اػزقبكارك اٙى.هبما رؼلوذ هي ُنا؟ فن 

فععٖ قبئوزععك. ٘ف ٗؾضًْععك؟ ّ ٘ععف ٗؼععيىّى  ؾ ععيحقععوه ّقععن ثزععلّٗو أُععن ص٠صععخ قععواهاد ه .1

ؽ٘برك؟ فكو هل٘بً ػي اٛصبه اٝٗغبث٘خ الزٖ ٍز صو ػل٘ك. لقل صٌؼذ قبئوخ هضل ُنٍ هٌن ٍعٌْادا 

ٍععيد إٍععزغ٠ن ملععك لكٌعٖ ّعععلرِب صوٌ٘ععخ للغبٗععخ اّٟ رقععله ثععضويا ًٌٛععٖ ا زشعع ذ ثععيًٖ  ٌععذ قععل أ

اٟػزقبك. ععبى اٟػزقععبك ُععْ: "كائوععب هععب ركععْى ٌُععب   وٗقععخ لزغ٘٘ععو اٛرعع٘بء إما  ٌععذ هليهععب ثععَ". 

ػٌععلهب قععوأد قععبئوزٖا فكععود ة) ُععنا ُععْ اٟػزقععبك الععنٕ ٗغععت اى ٗكععْى قْٗععب ا ّٗزؾععْن الععٔ 

الشعٖء  قٌبػخ(. اًب هَوّه علا ث ؼل ملك ا ًَٟ فع٠ن ٍعٌَ ّاؽعلٍ فقعط  بًعذ رلعك القٌبػعخ ُعٖ

الؾبفظ لؾ٘بٍ آهٌِي الزٖ ٍغٌذ فِ٘ب ٟقَٔ اللؾظبد ا فٖ الْقذ النٕ اصجؼ ف٘عَ  عل رعئ هعي 

ؽْلٖ ا  بلغوق ) هؼلّهب(.اًِب لي روْ  هّؽٖ فؾَت ا ّاًوب ٍبػلرٌٖ فٖ اٟر بق هغ ا ضعو 

الزععٖ ّ الشقصعع٘بد الصععبههخ ّالزؾععلٗبد الزغبهٗععخ الزععٖ ّاعِزِععب . ُععنٍ هععي اؽععلٓ اٟػزقععبكاد

وكٌزٌععٖ هععي اٗغععبك  ععوق لزؾْٗععل اّ رغ٘٘ععو اٟرعع٘بء هععي ؽععْلٖا ثٌ٘وععب  ععبى لز ٌٖ ثععبل٘ق٘ياؽََععز

الغو٘ععغ ٗقْلععْى ػٌععَ اًععَ هععي الوَععزؾ٠٘د. فبًععب لععن اؽععْن اٟرعع٘بء هععي ؽععْلٖ فقععطا ّاًوععب قوععذ 

ثزغ٘٘و رؾلٗبرٖ ّفوصٖ الكج٘وح. امى ُل ٗوكٌك هواعؼخ ُنٍ القبئوخ ا ّرقْٗخ اؽَعبً الؼب  عخ 

 ك اٟػزقبكاد ؽق٘ق٘خ ّّاقؼ٘خ. ّال٘ق٘ي ثبى رل

اٟى كػٌب ًلقعٖ ًظعوٍ ػلعٔ اػزقبكارعك الوؾعلّكٍ.  وعب قوعذ ثوواعؼزِعب ا هعب ُعٖ ثؼعض الٌزعبئظ 

الزٖ رؾولِب  ل هي رلك اٟػزقبكاد؟ قن ثزلّٗو ا ضو اػزقعبكٗي هشعغؼ٘يا قعوه ع٘علا اٟى هعوٍ ا 

روعٜ ؽ٘برعك. رعن وا اًعك اما  ّثشكل  ًِبئٖا ثبًك لَذ هاغجعب لزعلفغ صوعي رلعك اٟػزقعبكاد الزعٖ
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رككذ فٖ رلك اٟػزقبكاد ّرَعبءلذ ػعي صع٠ؽ٘زِب؛ فبًعك رَعزو٘غ ُعي اهععل هوعؼ٘برِعب لعنا 

فبًِب لي ر صو ػل٘ك هولقعبا اٍعقط رلعك اٟهععل هعي اٍع ل اػزقبكارعك الغ٘عو هشعغؼَ ػعي  وٗعق 

 ٍ الك لٌ َك ثؼض اٍٟئلخ الزبل٘خ:

  ٘ف ٗكْى اٟػزقبك ٍق٘ ب اّ هضؾكب؟ -1

 ُل  بى الشقص النٕ رؼلوذ هٌَ ُنا اٟػزقبك ًوْمعب ػظ٘وب ) صوٗب( فٖ ُنا الغبًت؟ -2

 هبما ٍ٘كل ٌٖ اٟهو ػب  ٘ب فٖ ًِبٗخ اٟهوا اما قوذ ثزو  ُنا اٟػزقبك؟ -3

 هبما ٍ٘كل ٌٖ اٟهو فٖ ػ٠قبرٖ فٖ ًِبٗخ اٟهوا اما قوذ ثزو  ُنا اٟػزقبك؟  -4

 فٖ ًِبٗخ اٟهوا اما قوذ ثزو  ُنا اٟػزقبك؟ هبما ٍ٘كل ٌٖ اٟهو عَلٗب -5

 هبما ٍ٘كل ٌٖ اٟهو هبل٘ب فٖ ًِبٗخ اٟهوا اما قوذ ثزو  ُنا اٟػزقبك؟  -6

 هبما ٍ٘كلف ػبئلزٖ ّاؽجبثٖ فٖ ًِبٗخ اٟهوا اما قوذ ثزو  ُنا اٟػزقبك؟. -7

اػزقبكارك ُعنٍ فقعلد اُو٘زِعب اما اٍزغوقذ ىهٌب لزغبّة فَ٘ ػلٔ ُنٍ اٍٟئلخ ؽقب ا قل رغل اًك 

رؾذ رلق٘ق ُعنٍ اٍٟعئلخ. اٟى اصعجؾذ هورجوعخ  ل٘عب ثزلعك اٟػزقعبكاد الزعٖ ركل عكا ّالزكعبل٘ف 

الؾق٘ق٘خ ٍزكْى فٖ هَزقجلك اى لن رزغ٘و. قن ثوثط ثؼعض اٟٟم الؾعبكح الزعٖ روٗعل رغوٗعل ً َعك 

وكٌٌب العزقلص هعي ملعك العٌوط كّى هٌِب ل٠ثلا هي صن قوه لز ؼل ملك هي اٟى. فٖ الٌِبٗخ فتًٌب ٗ

اٍزجلالَ ثبفو. امى اٟى قن  ثزلّٗي اٍزجلان اػزقبكٗي هؾلكٗي قعل قوعذ ثتىالزِوعب ا ّهعبما ٗكعْى 

ًق٘ضععِن؟ ػلععٔ ٍععج٘ل الوضععبن: اما  ععبى لععلٗك اػزقععبك) ٟ ٗوكٌٌععٖ الٌغععبػ اثععلا ًٌٛععٖ اهععوأحا لععلٕ 

ّٕ هعععل أى ٗؾلععن ثِععب!(. هععبُٖ الووعؼ٘ععب د الزععٖ ٗغععت أى رععلػن ثِععب ُععنٍ هقْهععبد َٟٗععزو٘غ ا

ال كوحا لزجلأ ثشؼْه ال٘ق٘ي ؽْلِب؟  وب رقْم ثزؼيٗي ّرقْٗخ ُنا اٝػزقبكا ٍ٘قْم ثزْعَ٘ اٍعلْثك 

 ثووٗقخ علٗلح  ل٘بً ّأ ضو رشغ٘ؼبً.

ّٔ فؼلعَ  إما لن رؾصل ػلٔ الٌزبئظ الزٖ روٗلُب فٖ ؽ٘بركا أقزوػ ػل٘ك أى رَعين ً َعك )هعبما ػلع

ّٖ أدهي هي أعل ال ٌغعبػ؟( أّ )هعي العنٕ ٗعٌغؼ غبلجعبً فعٖ ُعنا الغبًعت؟ ّهعب العنٕ ٗ هٌعْى ثعَ  

ثووٗقععخ هقزل ععخ ػععي الوؾزوععل ؽلّصععَ هقبهًععخ ثععٖ؟ ( اّ)هععب الضععوّهح هععي اٟٗوععبى فععٖ ٍععج٘ل 
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الٌغععبػ؟( قععل ركزشععف ع٘ععلا ه زععبػ اٟػزقععبك الععنٕ ٗواّغععك اما  ٌععذ رْاعععَ اٟلععن اّ  ٌععذ رشععؼو 

ّٔ فؼلَ لٞٗوبى هعي أععل  ثبلزؾلٕ ا اّ اٟؽجب  ا اّ الغضت. هثوب روٗل اى رَين ً َك) هبما ػل

الشععؼْه ثععبلووٗق الععنٕ أٍععلكَ؟( الوؼغععيح فععٖ ُععنٍ الؼول٘ععخ الجَعع٘وخ ُععٖ أًععَ ٍععزكْى ٌُععب  

إػزقععبكاد هؾغْثععخ ؽزععٖ أًععذ لععي رععله  ثِععب. هضععل: إما  ٌععذ رشععؼو ثبٟ زئععبة ّرقععْم ثَعع ان 

 زئبة؟( فيًذ هي الوؾزول ٍعزقْم ث ؼعل ً َك)هبما ٗغت أى أفؼل فٖ ٍج٘ل إؽَبً الشؼْه ثبٟ

أر٘بء لعي رزؾَعي( أّ )لعٌ٘ ٌُعب  أهعل( ػٌعلهب رقعْم ثَعوبع رلعك ل )رئ هب هورجط ثبلوَزقجل هض

اٝػزقبكاد قل روذ ثبل ؼلا هثوب ٍزؾَي الز ك٘و أًب ٟ أػزقعل ملك!)أثعلّ ٍع٘ئب اٟىا ّلكعي أػلعن 

أّ هثوعب َٗعْك ر ك٘عو  فعٖ إػزقعبك هشعب ل أى ُنا اٛهو لي َٗزوو  ٠ًْٗ. فؾزوبً  ل ُنا ٍ٘وو( 

 كائوخ. هلهوح  ل٘باً ّأًك لَذ هَزؼلاً لزكْٗي إؽزوبٟد آفوٓ.

ٟؽظ  ٘ف رزغ٘و أؽبٍَ٘ك أصٌبء رؾلٗل  لزلعك اٟػزقعبكاد الوؾعلكحا اػلعنا ّصعق ثيًعك إما قوعذ 

ٍع٘قْك   ثزغ٘٘و الوؼبًٖ لغو٘غ اٛؽلاسا ٍزغ٘و هب رشؼو ثَ ّهب ر ؼلَ فعٖ الؾعبنا الشعٖء العنٕ

لزغ٘٘و أؽلاصك ُّكنا ٗزؾْن قعله . رجعلٗل هعب ٍع٘غ٘و قواهارعك الزعٖ رضعؼِب. رعن و ٟ رعٖء مّ 

امى ري عل ثووٗقعخ ّاػ٘عخ هعي افز٘عبه  للوؼعبًٖ هؼٌٖ فٖ الؾ٘بح ػلا الوؼٌٔ النٕ أػو٘زِعب اٗعبٍ. 

 الزٖ ركْى أ ضو اًؾ٘بىا هغ القله النٕ رقزبهٍ لٌ َك.

لزيٌٍ٘ اّ الزؾو٘ن. اػزقل اًك اقزو ذ ُنا الكزعبة ًٛعك قعوهد اٟػزقبكاد للِٗب قلهٍ ػظ٘وخ ل

ّثؼوق ثيًك لي رقجل ثيقل  هي النٕ ر ؼلَ ّرؼوفَ ع٘لاً. ُل اًذ روٗل رَعق٘و القعْح ؽقعب لزكعْٗي 

الودٗعخ الزععٖ روٗععلُب  ثععلٟ هععي رؾوعع٘ن اؽ٠هععك ؟ امى رؼلععن اى رقزععبه اٟػزقععبكاد الزععٖ رؾ ععي ؛ 

ارغعبٍ ملعك القعله العنٕ ٗعلػْ للَعوْ ثعلافلك. ثؼبئلزعكا ثؼولعكا  ّفلق القٌبػبد الزٖ رقعْك  فعٖ

 ثوغزوؼكا ّث٠ك  الزٖ ٟ رَزؾق اقل هي ملك.

 اىقٍبدح وقىح الػتقبد

اليػوبء ُن اّلئك النٗي ٗؼ٘شْى ثزوكع٘ي اٟػزقعبكاد ّٗؼلوعْى اٟفعوّى ًقعو هقعلهارِن الكبهلعخ 

ٗي ٗؼغجًْٖ رلك الوؼلوعخ الزعٖ رلػعلٔ ) ثزؾْٗل اٟػزقبكاد الزٖ رؾلكُن. هي اؽلٓ اليػوبء الن

هبهفب  ْلٌٌ٘(. هثوب قوذ ثوشبُلح ثوًبهظ ٍعز٘ي كق٘قعخ اّ ال لعن العنٕ رؾعلس ػٌِعبا قجعل صع٠س 

ٍععٌْاد هضععذا اٍععزقلهذ هبهفععب قععْح رقصعع٘زِب ّعجوّرِععب ّقععوهد لععز٠هٌ الوَععزقجل ػععي 
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هؽلخ رؼل٘و٘خ لِعبا   وٗق صٌغ افز٠  ؽق٘قٖ فٖ ؽ٘بح اٟ  بن . رؾلِٗب: ػٌلهب مُجذ فٖ اّن

فٖ ر٘كبغْ. غ٘زْا النٕ  بى هي ٗؼجو هعي قعواهاد  ٠ثِعب الغ٘عو ًبضعغ٘ي هعي اللهععخ الضبً٘عخ 

ثعبًِن ٟ ٗوٗععلّى رؼلععن إ رععٖء. هغعن ملععك  بًععذ هِوزِععب اى رعزلوٌ ؽ٘ععبح ُعع ٟء اٟ  ععبن؛ فلععن 

ٌبػخ ػو٘قعخ ثبًِعب ٗقوو ثجبلِب هغوك اػزقبك اًِب ٗوكي اى ر صو ػلِ٘ن. اًِب ػب  ٘خا لنلك رولك ق

ٍععز صو  ػلععِ٘ن ع٘ععلاً. لععن ٗكععي ٌُععب  ؽععلّكا للووٗععق الععنٕ ٍزَععلكَ. رْاعِععذ رْاعِععذ ثبّلئععك 

اٟ  بن النٗي اػزجعورِن ٗؼعبًْى هعي هعو  ) اللَٗل٘كَع٘ب(ا اّ ٗشعكْى هعي صعؼْثخ فعٖ قعواءح 

خ ٟ الك٠ما ّإ ًْع هي اًْاع الزؼل٘ن ّاٟضوواثبد الَلْ ٘خ. لقل قعوهد ّاكه عذ اى الوشعكل

ركوععي فععٖ اٟ  ععبن ا ّاًوععب فععٖ الووٗقععخ الزععٖ رؼلوععْا ثِععب اّ رؼلوُْععب. ٟ لععن َٗععزوغ اؽععل هععي 

هْاعِزِن ا  ٌز٘غخ ؽبٍعوخا ُع ٟء اٟ  عبن ٟ ٗو٘لعْى ٟٕ اػزقعبك فعٖ اً َعِن. ٟ ٗو٘لعْى ٛٗعخ 

بً هوعؼ٘بد رلفؼِن لكَو الؾْاعيا ّهؼوفخ هي ُن  بًْا ؽقبا اّ هبما  بًْا ٗ ؼلعْى. رقجعل الٌع

ُععنا الزؾععلٕ ُّعع ٟء اٟ  ععبنا الزععٖ اػزقععلد ّآهٌععذ ثِععنا الزععٖ ثؾبعععخ الععٔ ملععك ا ضععو هععي إ 

" ا " رؼعبل٘ن ّهٌعبُظ See spot runرٖء. لنا قبهذ ثوهٖ عو٘غ الكزت القلٗوخ الزعٖ قوأرِعب " 

ركَععج٘و الجلٗلععخ" ا ٍععْفْ لٌ٘ هععي اػظععن الكزععبة الوَععوؽ٘٘ي ال٘ععْما ّرْلَععزْٕا قععبن ثق٘ععخ 

ُنا اٟهو هضل: " ٟ رْعل  وٗقخا ٟ  وٗقخ ل ِن ُ ٟء اٟ  بن لنلك". ّهثوب قعل  الوؼلوْى فٖ

بهفب رقص٘باً ٗقْن اًِب ثقْن اًِعب  بًعذ ٍعزلهو رقْم ثزقو٘ي اى ثؼضب هٌِن ٗقْهْى ثوْاعِخ ه

ؽ٘ععبح ُعع ٟء اٟ  ععبنا ّلكععي  عع٠ة هبهفععب لععن ٗ ِوععْا الععلهًّ اّ الوععْاك فقععط ا ثععل ّاهزععلّا 

لوععبما؟ ًِٟععب اػزقععلد ّثكععل ؽوععبً ّفععٖ رو٘ععي ثععوّػ  ععل   ععلا ّهقلهرععَ اّ  ّامكُععوّا فِ٘ععب.

هقلهرِب لزؼلن إ رٖء.  بًذ هزصلخ ثزوبثق  ج٘وا ّافزقود ثبًِب هٌؾزِن اٟٗوعبى فعٖ اً َعِن 

 بى الجؼض هٌِن فٖ هقزجل الؼوو. اٍزوبػذ هي الؾصْن ًزعبئظ فبئقعخ ّهو٘عيح  -ثووٗقخ ػ ْٗخ

 ف٠ن رلك الؼقْك.

ثوقبثلخ هبهفب اّٟ فٖ هلهٍخ )َّٗذ ٍعبٗل( الزؾضع٘وٗخا رلعك الولهٍعخ القبصعخ الزعٖ لقل قوذ 

 بًذ رقْم فِ٘ب ثزوج٘ق ًظعبم هلهٍعخ هلٌٗعخ رع٘كبغْا ّثؼعل هقعبثلزٖ لِعب ا قعوهد اٗضعب ثوقبثلعخ 

ثؼضب هي  ٠ثِب ا ّ بى اّن  بلت اقْم ثوقبثلزَ ٗجلي الواثؼخ هي ػووٍا قبثلزَ ثبثزَبهخ هؼجعّوٍ 

 ث٘لٍ قبئ٠ً: " هوؽجبا اًب اكػٔ رًْٖ هّثٌي".ّاهَكذ 
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قبن: " هوؽجعب ٍع٘ل هّثٌعيا اًعب رلوعلط إٕ. قعوٗ ٘ي. ّاًعب فعٖ الواثؼعخ هعي ػوعوٕا هعب العنٕ رعْك 

 هؼوفزَ؟".

 " ؽٌَباً رلولط ا أفجوًٖ امى هبما رلهً ُنٍ اٟٗبم؟".

 " اكهً ار٘بءً  ض٘وحا ٍ٘ل هّثٌي".

 فوا؟"." ؽٌَبا هب ُٖ الكزت الزٖ قوأرِب ه 

 فقطا للكبرت عْى ٍزٌجب ". Mice and Men" لقل اًِ٘ذ قواءح 

ٟ ِٗوٌٖ القْن ثبًٌٖ  ٌذ ؽَعي اًٟوجعبع . ٍعيلزَ ػوعب  عبى ٗزؾعلس ملعك الكزعبةا اػزقعلد اًعَ 

 ٍ٘قْن ر٘ئب هضل اًَ  بى ػي ربثبى ا اؽلُوب عْهط ّاٟفو لٌٖ٘.

 قبن:" ؽٌَب ا الجول الوئَٖ٘ ُْ ...".

  ٌذ اًب الو هي ! صن ٍيلزَ ػي الشٖء النٕ رؼلوَ هي الكزبة.فٖ ُنا الْقذ 

 هّؽٖ". رَلذأعبة:" ٍ٘ل هّثٌيا اًب ا ضو هي ٗزؼلن هي ُنا الكزبة ؛ لقل 

 "?Permeatedثلأد ثبلضؾك ٍّيلزَا هبما رؼٌٖ ة" 

 قبن:" إٔ ٌٗزشو هي ف٠ن" ا صن ػوّ  لٖ رؼوٗ ب  به٠ً هقبهًخ ثزؼوٗ ٖ.

 َّ  ك ا ضو فٖ ُنا الكزبةا رلولط؟"." هب الشٖء النٕ ه

"هَععزو هّثٌععيا ٟؽظععذ فععٖ ُععنٍ القصععخا اى اٟ  ععبن ٟ ٗؾكوععْى ػلععٔ اؽععل هععي فعع٠ن لععْى 

ثشععورَا الشععجبة فقععط هععي ٗ ؼلععْى ملععك. هععب رؼلوزععَ هععي ُععنا الكزععبة ُععْ اًععَ هِوععب ثلغععذ هوؽلععخ 

 هزقلهخ هي الؼوو ْٗهب هبا فبًب لي أًَ هب رؼلوزَ فٖ   ْلزٖ".

ك ُععنا الو ععل ّافععوّى هضلععَ ثععلأد ػٌ٘ععبٕ  ّّ رععلهغ ًٌٟععٖ اؽََععذ اى هبهفععب  ععْلٌ٘كٌ  بًععذ رععن

ثبًْاع هي اٟػزقبكاد القْٗخ الزٖ ٍزَزوو لزشكل قواهارَا لٌ٘ ال٘عْم فقعطا ّلكعي فع٠ن ؽ٘برعَ 

 ثب ولِب.
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ػولععذ هبهفععب ثزيّٗععل عععْكح ّفبصعع٘خ الؾ٘ععبح لععلٓ ر٠ه٘ععنُب اٟ  ععبن ػععي  وٗععق اٍععزقلاهِب 

الوٌزظوععخ الععنٕ رؾععلصذ ػٌععَ فععٖ ثلاٗععخ ُععنا الكزععبة : لقععل غوٍععذ فععٖ اً َععِن الضععْاثط الض٠صععخ 

الزوَك ثبلوؼبٗ٘و ّالوجبكئ الق٘وّخ ا ٍبػلرِن فٖ اٟػزوبك ػلعٔ اػزقعبكاد علٗعلح هؾ عيّح روكعٌِن 

هعععي فعععوق ق٘عععْكُن الَعععبثقخ .  وعععب روكٌعععذ اٗضعععب هعععي كػعععن  عععل ُعععنا ثقلعععق هِعععبهاد هؾعععلكح 

ائن. ّالٌزبئظ ُعٖ ؟ لعن ٗكزَعت ر٠ه٘عنُب الضقعخ ثعبلٌ ٌ فقعطا ّاٍزوار٘غ٘بد ضوّهٗخ لًٞغبى الل

ثل اصجؾْا هزٌبفَع٘ي اٗضعب. ؽ٘عش  بًعذ الٌزعبئظ اّٟلعٔ فعٖ  ْهٍعبرِن اٟ بكٗو٘عخ ثبهػعخ ععلاً 

؛)رلؼت ضوثخ ر ْق(ا ّاصجؾذ الزيص٘واد الؼول٘خ الزٖ رزْلعل ّرعيكاك فعٖ ؽ٘عبرِن الْ٘ه٘عخ ا ضعو 

حً ّصجبد . ّْ  ق

 هب ُْ اُن رٖء رؼلوزَ هي اًَٙخ  ْلٌٌ٘؟". اف٘وا ٍيلذ رلولط :"

 "اُن رٖء ػلوزٌٖ اٗبٍ اًَٙخ  ْلٌٌ٘ ُْ: قل ٗزٌجي الوغزوغ ا ّلكي اًب هي ٗؾلك قلهٕ !"

هعغ اٟػزقعبكاد الزعٖ ّضعؾِب ؛ عو٘ؼٌب قل ًؾزبط ٟى ًزن و اللهًّ الزٖ رؼلوٌبُب فعٖ الو ْلعخ 

  بن اٟفوٗي النٗي للِٗن ال عوه الؼظ٘وعخ رلولط ثووٗقخ هائؼخا اًب اضوي اًَ ٍ٘كْى هضل اٟ

لز َعع٘و ؽ٘ععبرِن ثبٍععزوواها ّثووٗقععخ روضععل لِععن الوَععزقجل الععنٕ ٗوٗلًّععَ ا ضععو هوععي ٗزؼوضععْى 

 للقْ  ثقْح.

كػٌب ًواعغ هب رؼلوٌبٍ قجلا لقل اّضعؾٌب اى ٌُعب   بقعخ هكوًْعخ ثعلافلٌبا ُعٖ فقعط  رؾزعبط ٟى 

اهاد ّاػ٘عخ هٌوق٘عخ رقعْم ثزشعك٘ل قعلهًب ا ّلكعي رْقظ ؛ رلك الوبقعخ رجعلأ القعلهح ػلعٔ صعٌغ قعو

 عُْو اٟػزقبك النٕ ٟ ثل لٌب هي ا زشبفَ ًّؼيم ػلَ٘ قل ٗكْى هْعْكاً فٖ اعبثزك للَ ان...
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Chapter Four 

"Drugs are not always necessary, [but] belief in 

recovery always is." 

                                -ORMAN COUSINS 

 

I had the privilege of knowing Norman Cousins for almost 

seven years, and I was fortunate enough to have the last 

taped interview with him just one month before he passed 

on. In that interview, he shared a story about how strongly 

our beliefs affect our physical bodies. At a football game in 

Monterey Park, a Los Angeles suburb, several people 

experienced the symptoms of food poisoning. The examining 

physician deduced that the cause was a certain soft drink 

from the dispensing machines because all of his patients had 

purchased some prior to becoming ill. An announcement was 

made over the loudspeaker requesting that no one 

patronize12 the dispensing machine, saying some people had 

become ill and describing the symptoms. Pandemonium 

immediately broke out in the stands as people retched and 

fainted in droves. Even a few people who had not even gone 

near the machine became ill! Ambulances from local hospitals 

did a booming business that day, as they drove back and 

forth to the stadium, transporting multitudes of stricken fans. 

When it was discovered that the dispensing machine was not 

the culprit13, people immediately and "miraculously" 

recovered. We need to realize that our beliefs have the 

capacity to make us sick or make us healthy in a moment. 
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Beliefs have been documented to affect our immune systems. 

And most importantly, beliefs can either give us the resolve 

to take action, or weaken and destroy our drive. In this 

moment beliefs are shaping how you respond to what you've 

just read and what you're going to do with what you're 

learning in this book. Sometimes we develop beliefs that 

create limitations or strengths within a very specific context; 

for instance, how we feel about our ability to sing or dance, 

fix a car, or do calculus. Other beliefs are so generalized that 

they dominate virtually every aspect of our lives, either 

negatively or positively. I call these global beliefs. Global 

beliefs are the giant beliefs we have about everything in our 

lives: beliefs about our identities, people, work, time, money, 

and life itself, for that matter. These giant generalizations are 

often phrased as is/am/are: "Life is . . ." "I am . . ." "People 

are ..." As you can imagine, beliefs of this size and scope can 

shape and color every aspect of our lives. The good news 

about this is that making one change in a limiting global 

belief you currently hold can change virtually every aspect of 

your life in a moment! Remember: Once accepted, our beliefs 

become unquestioned commands to our nervous systems, 

and they have the power to expand or destroy the 

possibilities of our present and future. 

   If we want to direct our lives, then, we must take conscious 

control over our beliefs. And in order to do that, we first need 

to understand what they really are and how they are formed. 
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WHAT IS A BELIEF? 

What is a belief, anyway? Often in life we talk about things 

without having a clear idea of what they really are. Most 

people treat a belief as if it's a thing, when really all it is is a 

feeling of certainty about something. If you say you believe 

that you're intelligent, all you're really saying is, "I feel 

certain that I'm intelligent." That sense of certainty allows 

you to tap into resources that allow you to produce intelligent 

results. We all have the answers inside of us for virtually 

anything—or at least we have access to the answers we need 

through others. But often our lack of belief, our lack of 

certainty, causes us not to be able to use the capacity that 

resides within us. 

    A simple way of understanding a belief is to think about its 

basic building block: an idea. There are a lot of ideas you 

may think about but not really believe. Let's take, for 

example, the idea that you're sexy. Stop for a second and say 

to yourself, "I'm sexy." Now, whether it's an idea or a belief 

will come down to the amount of certainty you feel about this 

phrase as you say it. If you think, "Well, I'm not really sexy," 

what you're really saying is, "I don't feel very certain that I'm 

sexy." How do we turn an idea into a belief? Let me offer you 

a simple metaphor to describe the process. If you can think 

of an idea as being like a tabletop with no legs, you'll have a 

fair representation of why an idea doesn't feel as certain as a 

belief. Without any legs, that tabletop won't even stand up by 

itself. Belief, on the other hand, has legs. If you really 
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believe, "I'm sexy," how do you know you're sexy?         Isn't 

it true that you have some references to support the idea—

some experiences in life to back it up? Those are the legs that 

make your tabletop solid, that make your belief certain. 

What are some of the reference experiences you've had? 

Maybe men and women have told you that you're sexy. Or 

maybe you look at yourself in the mirror, compare your 

image to that of those whom other people consider sexy, and 

say, "Hey, I look like them!" Or maybe strangers on the 

street call out and wave14 to you. All these experiences 

mean nothing until you organize them under the idea that 

you're sexy. As you do this, the legs make you feel solid 

about the idea and cause you to begin to believe it. Your idea 

feels certain and is now a belief. 

 Once you understand this metaphor, you can begin to see 

how your beliefs are formed, and get a hint of how you can 

change them as well. First, though, it's important to note that 

we can develop beliefs about anything if we just find enough 

legs—enough reference experiences—to build it up. Think 

about it. Isn't it true that you have enough experiences in 

your life, or know enough other people who have gone 

through tough times with other human beings, that if you 

really wanted to you could easily develop the belief that 

people are rotten and, given half a chance, would take 

advantage of you? Maybe you don't want to believe this, and 

we've already discussed that it would be disempowering, but 

don't you have experiences that could back up this idea and 
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make you feel certain about it if you wanted to? Isn't it also 

true that you have experiences in life—references—to back up 

the idea that if you really care about people and treat them 

well, they are basically good and will want to help you too? 

The question is: which one of these beliefs is the true belief? 

The answer is that it doesn't matter which one is true. What 

matters is which one is most empowering. We all can find 

someone to back up our belief and make us feel more solid 

about it. This is how human beings are able to rationalize. 

The key question, again, is whether this belief is 

strengthening or weakening us, empowering or 

disempowering us on a daily basis. So what are the possible 

sources of references in our lives? Certainly, we can pull from 

our personal experiences. Sometimes we gather references 

through information we get from other people, or from books, 

tapes, movies, and so on. And sometimes we form references 

based solely on our imagination. The emotional intensity we 

feel about any of these references will definitely affect the 

strength and width of the leg. The strongest and most solid 

legs are formed by personal experiences that we have a lot of 

emotion attached to because they were painful or pleasurable 

experiences. The other factor is the number of references we 

have—obviously, the more reference experiences supporting 

an idea, the stronger your belief will be in it.  

Do your references have to be accurate in order for you to be 

willing to use them? No, they can be real or imaginary, 

accurate or inaccurate—even our own personal experiences, 
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as solidly as we feel about them, are distorted by our own 

personal perspective. 

Because human beings are capable of such distortion and 

invention, the reference legs we can use to assemble our 

beliefs are virtually unlimited. The downside of this is that, 

regardless of where our references come from, we begin to 

accept them as real and thus no longer question them! This 

can have very powerful negative consequences depending 

upon the beliefs we adopt. By the same token, we have the 

ability to use imagined references to propel us in the direction 

of our dreams. People can succeed if they imagine something 

vividly enough just as easily as if they had the actual 

experiences. That's because our brains can't tell the 

difference between something we've vividly imagined and 

something we've actually experienced. With enough 

emotional intensity and repetition, our nervous systems 

experience something as real, even if it hasn't occurred yet. 

Every great achiever I've ever interviewed has had the ability 

to get themselves to feel certain they could succeed, even 

though no one before them had ever accomplished it. They've 

been able to create references where no references existed 

and achieve what seemed to be impossible. 

Anyone who uses a computer is likely to recognize the name 

"Microsoft." What most people don't realize is that Bill Gates, 

the co-founder of that company, was not just some genius 

who got lucky, but a person who put himself on the line with 

no references to back up his belief. When he found out that 
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an Albuquerque company was developing something called a 

"personal computer" that needed BASIC software, he called 

them up and promised to deliver it, even though he had no 

such thing at the time. Once he had committed himself, he 

had to find a way. His ability to create a sense of certainty 

was his real genius. Many people were just as intelligent as 

he was, but he used his certainty to be able to tap into his 

resources, and within a few weeks he and a partner had 

written a language that made the personal computer a 

reality. By putting himself on the line and finding a way. Bill 

Gates set in motion that day a series of events that would 

change the way people do business, and became a billionaire 

by the time he was thirty years old. Certainty carries power! 

Do you know the story of the four-minute mile? For 

thousands of years, people held the belief that it was 

impossible for a human being to run the mile in less than four 

minutes. But in 1954, Roger Bannister broke this imposing15 

belief barrier. He got himself to achieve the "impossible" not 

merely by physical practice but by constantly rehearsing16 

the event in his mind, breaking through the four- minute 

barrier so many times with so much emotional intensity that 

he created vivid references that became an unquestioned 

command to his nervous system to produce the result. Many 

people don't realize, though, that the greatest aspect of his 

breakthrough was what it did for others. It had seemed no 

one would ever be able to break a four-minute mile, yet 

within one year of Roger's breaking the barrier, 37 other 
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runners also broke it. His experience provided them with 

references strong enough to create a sense of certainty that 

they, too, could "do the impossible." And the year after that, 

300 other 

runners did the same thing! 

 

"The belief that becomes truth for me ... is that which allows 

me the best use of my strength, the best means of putting 

my virtues into action." 

                                     ANDRE GIDE 

 

People so often develop limiting beliefs about who they are 

and what they're capable of. Because they haven't succeeded 

in the past, they believe they won't be able to succeed in the 

future. As a result, out of their fear of pain, they begin to 

constantly focus on being "realistic." Most people who 

constantly say, "Let's be realistic," are really just living in 

fear, deathly afraid of being disappointed again. Out of that 

fear, they develop beliefs that cause them to hesitate, to not 

give their all—consequently they get limited results. Great 

leaders are rarely "realistic." They are intelligent, and they 

are accurate, but they are not realistic by other people's 

standards. What is realistic for one person, though, is totally 

different from what is realistic for another person, based 

upon their references. Gandhi believed he could gain 

autonomy for India without violently opposing Great Britain—

something that had never been done before. He wasn't being 
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realistic, but he certainly proved to be accurate. By the same 

token, it certainly wasn't realistic for a man to believe he 

could give the world happiness by building a theme park in 

the middle of an orange grove and charging people not only 

for the rides, but even to get in! At the time, there was no 

such park in the world. Yet Walt Disney had a sense of 

certainty like few people who have ever lived, and his 

optimism transformed his circumstances. 

If you're going to make an error in life, err on the side of 

overestimating your capabilities (obviously, as long as it 

doesn't jeopardize your life). By the way, this is something 

that's hard to do, since the human capacity is so much 

greater than most of us would ever dream. In fact many 

studies have focused on the differences between people who 

are depressed and people who are extremely optimistic. After 

attempting to learn a new skill, the pessimists are always 

more accurate about how they did, while the optimists see 

their behavior as being more effective than it actually was. 

Yet this unrealistic evaluation of their own performance is the 

secret of their future success. Invariably17 the optimists 

eventually18 end up mastering the skill while the pessimists 

fail. Why? Optimists are those, who, despite having no 

references for success, or even references of failure, manage 

to ignore those references, leaving unassembled such 

cognitive tabletops as "I failed" or "I can't succeed." Instead, 

optimists produce faith references, summoning19 forth their 

imagination to picture themselves doing something different 
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next time and succeeding. It is this special ability, this unique 

focus, which allows them to persist until eventually they gain 

the distinctions that put them over the top. The reason 

success eludes20 most people is that they have insufficient 

references of succeeding in the past. But an optimist operates 

with beliefs such as, "The past doesn't equal the future." 

All great leaders, all people who have achieved success in any 

area of life, know the power of continuously, pursuing their 

vision, even if all the details of how to achieve it aren't yet; 

available. If you develop the absolute 

sense of certainty that powerful beliefs provide, then 

you can get yourself to accomplish virtually anything, 

including those things that other people are certain are 

impossible. 

 

"Only in men's imagination does every truth find an effective 

and undeniable existence. Imagination, not invention, is the 

supreme master of art, as of life." 

                                  JOSEPH CONRAD 

 

One of the biggest challenges in anyone's life is knowing how 

to interpret "failures." How we deal with life's "defeats" and 

what we determine is the cause will shape our destinies. We 

need to remember that how we deal with adversity and 

challenges will shape our lives more than almost 

anything else. Sometimes we get so many references of 

pain and failure that we begin to assemble those into a belief 
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that nothing we do can make things better. Some people 

begin to feel that things are pointless, that they're helpless or 

worthless, or that no matter what they try they'll lose 

anyway. These are a set of beliefs that must never be 

indulged in if we ever expect to succeed and achieve in our 

lives. These beliefs strip us of our personal power and destroy 

our ability to act. In psychology, there is a name for this 

destructive mindset: learned helplessness. When people 

experience enough failure at something—and you'd be 

surprised how few times this is for some people—they 

perceive their efforts as futile and develop the terminal 

discouragement of learned helplessness. 

Dr. Martin Seligman of the University of Pennsylvania has 

done intensive research on what creates learned 

helplessness. In his book Learned Optimism he reports on 

three specific patterns of beliefs that cause us to feel 

helpless and can destroy virtually every aspect of our lives. 

He calls these three categories permanence, 

pervasiveness, and personal. Many of our country's 

greatest achievers have succeeded in spite of running into 

huge problems and barriers. The difference between them 

and those who give up revolves around their beliefs about the 

permanence, or lack thereof, of their problems. Achievers 

rarely, if ever, see a problem as permanent, while those who 

fail see even the smallest problems as permanent. Once you 

adopt the belief that there's nothing you can do to change 

something, simply because nothing you've done up until now 
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has changed it, you start to take a pernicious poison into your 

system. Eight years ago, when I had hit rock bottom and 

despaired of ever turning things around, I thought my 

problems were permanent. That was the closest thing to 

emotional death I've ever experienced. I learned to link so 

much pain to holding that belief that I was able to destroy it, 

and I've never indulged in it again. You must do the same. If 

you ever hear yourself or anyone you care about starting to 

express the belief that a problem is permanent, it's time to 

immediately shake that person loose. No matter what 

happens in your life, you've got to be able to believe, "This, 

too, shall pass," and that if you keep persisting, you'll find a 

way. 

The second difference between winners and losers, those who 

are optimistic and those who are pessimistic, is their beliefs 

about the pervasiveness of problems. An achiever never sees 

a problem as being pervasive, that is, that one problem 

controls their whole life. They always see it as, "Well, it's just 

a little challenge with my eating pattern." They don't see it 

as, "I'm the problem. Because I overeat, my whole life is 

destroyed." Conversely, those who are pessimistic—those 

who have learned helplessness—have developed a belief that 

because they screwed up in one area, they are a screw-up! 

They believe that because they have financial challenges, 

their whole life is now destroyed: their kids 

won't be taken care of, their spouses will leave them, and so 

on. Pretty soon they generalize that things are out of control 
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and feel completely helpless. Imagine the impact of 

permanence and pervasiveness together! The solution to both 

permanence and pervasiveness is to see something you can 

take control of in your life, and begin to take action in that 

direction. As you do this, some of these limiting beliefs will 

disappear. The final category of belief, which Seligman calls 

personal, I refer to as the problem being personal. If we don't 

see a failure as a challenge to modify our approach, but 

rather as a problem with ourselves, as a personality defect, 

we will immediately feel overwhelmed. After all, how do you 

change your entire life? Isn't that more difficult than just 

changing your actions in a particular area? Be wary of 

adopting the belief of the problem being personal. How 

inspired can you get by beating yourself up? 

Holding these limiting beliefs is equivalent to systematically 

ingesting minute doses of arsenic that, over time, build up to 

a  fatal dose. While we don't die immediately, we start dying 

emotionally the moment we partake of them. So we have to 

avoid them at all costs. Remember, as long as you believe 

something, your brain operates on automatic pilot, filtering 

any input from the environment and searching for references 

to validate your belief, regardless of what it is. 

 

"It is the mind that maketh good of ill, that maketh wretch or 

happy, rich or poor." 

                                  EDMUND SPENSER 
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                               HOW TO CHANGE A BELIEF 

  

All personal breakthroughs begin with a change in 

beliefs. So how do we change? The most effective way is to 

get your brain to associate massive pain to the old belief. You 

must feel deep in your gut that not only has this belief cost 

you pain in the past, but it's costing you in the present and, 

ultimately, can only bring you pain in the future. Then you 

must associate tremendous pleasure to the idea of adopting a 

new, empowering belief. This is the basic pattern that we'll 

review again and again in creating change in our lives. 

Remember, we can never forget that everything we do, we 

do either out of our need to avoid pain or our desire to gain 

pleasure, and if we associate enough pain to anything, 

we'll change. The only reason we have a belief about 

something is that we've linked massive pain to not believing 

it or massive pleasure to keeping it alive. 

Secondly, create doubt. If you're really honest with yourself, 

aren't there some beliefs that you used to defend heart and 

soul years ago that you'd be almost embarrassed to admit to 

today? What happened? Something caused you to doubt: 

maybe a new experience, maybe a counterexample to your 

past belief. Perhaps you met some Russians and found out 

that they were people just like you, not part of some "evil 

empire." I think that many Americans today feel a genuine 

compassion for Soviet citizens because they see them as 

people who are struggling to take care of their families. Part 
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of what changed our perceptions was exchange programs in 

which we actually met Russians and saw how much they 

share in common with us. We got new experiences which 

caused us to question, interrupted our patterns of certainty, 

and began to shake our reference legs. 

However, new experience in and of itself doesn't guarantee a 

change in belief. People can have an experience that runs 

directly counter to their belief, yet reinterpret it any way they 

want in order to bolster their conviction. Saddam Hussein 

demonstrated this during the Persian Gulf War, insisting that 

he was winning despite the destruction that surrounded him. 

On a personal level, a woman at one of my seminars started 

to experience some rather unique mental and emotional 

states, claiming that I was a Nazi and was poisoning the 

people in the room with invisible gases flowing through the 

air conditioning vents. As I tried to calm her down by slowing 

my speech patterns—a standard approach in causing 

someone to relax—she pointed out, "See, it's already 

beginning to slur your speech!" No matter what happened, 

she managed to use it to back up her conviction that we were 

all being poisoned. Eventually I was able to break her 

pattern. How do you do that? We'll talk about that in the next 

chapter. New experiences trigger change only if they 

cause us to question our beliefs. Remember, whenever 

we believe something, we no longer question it in any 

way. The moment we begin to honestly question our beliefs, 

we no longer feel absolutely certain about them. We are 
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beginning to shake the reference legs of our cognitive tables, 

and as a result start to lose our feeling of absolute certainty. 

Have you ever doubted your ability to do something? How did 

you do it? You probably asked yourself some poor questions 

like "What if I screw up?" "What if it doesn't work out?" 

"What if they don't like me?" But questions can obviously be 

tremendously empowering if we use them to examine the 

validity of beliefs we may have just blindly accepted. In fact, 

many of our beliefs are supported by information we've 

received from others that we failed to question at the time. If 

we 

scrutinize them, we may find that what we've unconsciously 

believed for years may be based on a false set of 

presuppositions. 

If you use a typewriter or computer, I'm sure you'll 

appreciate this example. Why do you think the traditional 

arrangement of letters, numbers, and symbols on 99 percent 

of all typing devices is universally accepted around the world? 

(By the way, that arrangement of characters is known as 

QWERTY. If you type, you know that these are the characters 

on the top left row of your keyboard.) Obviously this 

arrangement was devised as the most efficient configuration 

to bolster typing speed, right? Most people never question it; 

after all, QWERTY has existed for 120 years. But in fact, 

QWERTY is about the most inefficient configuration you can 

imagine! Many programs such as the Dvorak Simplified 

Keyboard have been proven to cut errors and increase speed 
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radically. The truth is, QWERTY was deliberately designed to 

slow down the human typist at a time when typewriter pans 

moved so 

slowly that they would jam if the operator typed too fast. 

 Why have we clung to the QWERTY keyboard for 120 years? 

In 1882, when almost everyone typed with the hunt-and-

peck method, a woman who had developed the eight-finger 

typing method was challenged to a typing contest by another 

teacher. To represent her, she hired a professional typist, a 

man who had memorized the QWERTY keyboard. With the 

advantage of memorization and the eight finger method, he 

was able to beat his competitor, who used the four-finger 

hunt-and-peck method on a different keyboard. So from then 

on, QWERTY became the standard for "speed," and no one 

even questioned the reference anymore to see how valid it 

was. How many other beliefs do you have in daily life about 

who you are, or what you can or cannot do, or how people 

should act, or what capabilities your kids have that you're 

failing to question also—disempowering beliefs you've begun 

to accept that limit your life, and you're not even aware of it? 

If you question anything enough, eventually you'll 

begin to doubt it. This includes things that you absolutely 

believe "beyond the shadow of a doubt." Years ago, I had the 

unique opportunity of 

working with the U. S. Army, with whom I negotiated a 

contract to reduce certain training times for specialized areas. 

My work was so successful that I also went through top-
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secret clearance and had a chance to model one of the top 

officials in the CIA, a man who'd worked his way up from the 

bottom of the organization. Let me tell you that the skills that 

he and others like him have developed for shaking another 

person's convictions and changing their beliefs are absolutely 

astounding. They create an environment that causes people 

to doubt what they've always believed, and then give them 

new ideas and experiences to support the adoption of new 

beliefs. Watching the speed at which they can change 

someone's belief is almost scary, yet it's powerfully 

fascinating. I've learned to use these techniques on myself to 

be able to eliminate my disempowering beliefs and replace 

them with empowering ones. Our beliefs have different levels 

of emotional certainty and intensity, and it's important to 

know just how intense they really are. In fact, I've classified 

beliefs into three categories: opinions, beliefs, and 

convictions. An opinion is something we feel relatively 

certain about, but the certainty is only temporary because it 

can be changed easily. Our cognitive tabletop is supported by 

wobbly, unverified reference legs that may be based on 

impressions. For example, many people originally 

perceived21 George Bush as a "wimp," based solely on his 

tone of voice. But when they saw how he was able to 

galvanize support from leaders around the world and 

effectively deal with Saddam Hussein's invasion of Kuwait, 

there was a clear shift in the public opinion polls. Bush soared 

to one of the highest levels of public popularity of any 
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president in modem history. But by the time you read this 

paragraph, this cultural opinion may have changed. Such is 

the nature of opinions: they are easily swayed, and usually 

based on only a few references that a person has focused on 

in the moment. A belief, on the other hand, is formed when 

we begin to develop a much larger base of reference legs, 

and especially reference legs about which we have strong 

emotion. These references give us an absolute sense of 

certainty about something. And again, as I've said before, 

these references can come in a variety of forms: anything 

from our personal experiences to information that we've 

taken in from other sources, or even things we've imagined 

vividly. 

People with beliefs have such a strong level of certainty that 

they are often closed off to new input. But if you have rapport 

in communicating with them, it's possible to interrupt their 

pattern of closing off, and get them to question their 

references so they begin to allow for new input. This creates 

enough doubt to destabilize old references and make room 

for a new belief. A conviction, however, eclipses a belief, 

primarily because of the emotional intensity a person links to 

an idea. A person holding a conviction does not only feel 

certain, but gets angry if their conviction is even questioned. 

A person with a conviction is unwilling to ever question their 

references, even for a moment; they are totally resistant to 

new input, often to the point of obsession. For example, 

zealots22 through the ages have held the conviction that 
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their view of God is the only correct one, and they will even 

kill to maintain those beliefs. The conviction of true believers 

has also been exploited by would-be saviors cloaking their 

murderous intent under holy guises23; it's what caused that 

group of people living in Guyana to poison their own children, 

and then themselves, by drinking cyanide-laced Kool-Aid at 

the direction of the messianic madman Jim Jones. 

Of course, fervent conviction is not the exclusive property of 

fanatics. It belongs to anyone with a high enough degree of 

commitment and dedication to an idea, principle, or cause. 

For example, someone who disagrees strongly with the 

practice of underground nuclear testing has a belief, but 

someone who takes an action—even an action others do not 

appreciate or approve, such as demonstrating in a protest 

march at the facility, has a conviction. Someone who bewails 

the state of public education has a belief, but someone who 

actually volunteers in a literacy program to try to make a 

difference has a conviction. Someone who fantasizes about 

owning an ice hockey team has an opinion about their desire, 

but someone who does whatever it takes to gather the 

necessary resources to buy a franchise has a conviction. 

What's the difference? 

Clearly, it's in the actions that one is willing to take. In fact, 

someone with a conviction is so passionate about their belief 

that they're even willing to risk rejection or make a fool of 

themselves for the sake of their conviction. 
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Probably the single biggest factor separating belief and 

conviction, though, is that a conviction has usually been 

triggered by significant emotional events, during which the 

brain links up, "Unless I believe this, I will suffer massive 

pain. If I were to change this belief, then I would be giving up 

my entire identity, everything my life has stood for, for 

years." Holding the conviction thus becomes crucial to the 

person's very survival. This can be dangerous because 

anytime we're not willing to even 

look at or consider the possibility that our beliefs are 

inaccurate, we trap ourselves in rigidity which could 

ultimately condemn us to long-term failure. Sometimes it 

may be more appropriate to have a belief about something 

rather than a conviction. 

On the positive side, convictions—by the passion they inspire 

in us—can be empowering because they compel us to act. 

According to Dr. Robert P. Abelson, professor of psychology 

and political science at Yale University, "Beliefs are like 

possessions, and convictions are simply more valued 

possessions which allow an individual to passionately work 

toward either large-scale or individual completion of goals, 

projects, wishes, and desires." 

Often the best thing you can do to create mastery in any area 

of your life is to raise a belief to the level of conviction. 

Remember, conviction has the power to drive you to action, 

to push you through all kinds of obstacles. Beliefs can do this 

as well, but some areas of your life may require the added 
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emotional intensity of conviction. For example, the conviction 

to never let yourself become overweight will compel you to 

make consistently healthy lifestyle choices, allowing you to 

get more enjoyment out of your life, and perhaps even saving 

you from a heart attack. The conviction that you are an 

intelligent person who can always find a way to turn things 

around can help steer you through some of 

the toughest times in your life.  

So how can you create a conviction? 1) Start with the basic 

belief. 2) Reinforce your belief by adding new and more 

powerful references. For example, let's say you've decided 

never to eat meat again. To strengthen your resolve, talk to 

people who've chosen a vegetarian or vegan lifestyle: what 

reasons prompted them to change their diet, and what have 

been the consequences on their health and in other areas of 

their lives? In addition, begin to study the physiological 

impact that animal protein has. The more references you 

develop, and the more emotional the references are, the 

stronger your conviction will become. 3) Then find a 

triggering event, or else create one of your own. Associate 

yourself fully by asking, "What will it cost me if I don't?" Ask 

questions that create emotional intensity for you. For 

example, if you want to develop a conviction never to abuse 

drugs, make the painful consequences of drug abuse feel real 

to you by viewing films or, better yet, visiting a shelter to see 

firsthand the devastation wrought by drug abuse. If you've 

vowed to give up smoking, visit the intensive-care wing of a 
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hospital to observe emphysema patients confined to oxygen 

tents, or view an X-ray of a smoker's black lungs. These 

kinds of experiences have the power to push you over the 

edge and establish true conviction. 4) Finally, take action. 

Each action you take strengthens your commitment and 

raises the level of your emotional intensity and conviction. 

One of the challenges with convictions is that they're often 

based on other people's enthusiasm for your beliefs. So often 

people believe something because everybody else believes it. 

This is known in psychology as social proof. But social proof 

is not always accurate. When people are not sure what to do, 

they look to others for guidance. In Dr. Robert Cialdini's book 

Influence, he describes a classic experiment in which 

someone yells "Rape!" for a subject's benefit while two 

people (psychological plants) ignore the cries for help and 

keep walking. The subject doesn't know whether to respond 

to the pleas or not, but when he sees the other two people 

act as if nothing is wrong, he decides that the 

cries for help are insignificant and to ignore them also. 

Using social proof is a great way to limit your life—to make it 

just like everybody else's. Some of the strongest social proof 

that people use is information that they get from "experts." 

But are experts always right? Think about our healers 

throughout the years. It wasn't that long ago that the most 

upto- date doctors believed absolutely in the curative 

properties of leeches! And in our own generation, doctors 

gave pregnant women a soothing-sounding medication for 
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morning sickness—Bendectin, which sounds like 

"benediction"—which turned out to be linked to birth defects. 

Of course, these doctors were prescribing this drug because 

the drug companies—pharmaceutical experts—gave them 

certainty that this was the finest drug available. What's the 

lesson? Trusting experts blindly is not well-advised. Don't 

blindly accept everything I say, either! Consider things in the 

context of your own life; does it make sense for you? 

Sometimes even the evidence of your senses can't be 

trusted, as the story of Copernicus illustrates. In the days of 

this seminal Polish astronomer, everyone knew that the sun 

moved around the earth. Why? Because anyone could walk 

outside, point to the sky and say, "See? The sun has moved 

across the sky. Obviously the earth is the center of the 

universe." But in 1543 Copernicus developed the first 

accurate model of our sun-based solar system. He, like other 

giants through the ages, had the courage to challenge the 

"wisdom" of the experts, and eventually the truth of his 

theories gained acceptance in the general populace, although 

not during his lifetime. 

 

PAIN IS THE ULTIMATE TOOL FOR 

SHIFTING A BELIEF 

 

Again, pain is still the most powerful way to change a belief. 

A great illustration of the power of changed beliefs occurred 

on the Sally Jessy Raphael show when a brave woman stood 
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before a studio and world audience to renounce24 her 

alliance with the Ku Klux Klan. Ironically, she had been on the 

same show only a month before, participating in a panel of 

KKK women railing against all who didn't share their 

convictions 25about race, angrily shouting that racial 

mixing—educationally, economically, 

or socially—would be the downfall of the country and its 

people. What made her beliefs change so drastically? Three 

things: First, a young woman in the audience during the 

original show had stood up, crying, and pleaded for 

understanding. Her husband and child were Hispanic, and she 

sobbed that she couldn't believe a group of people could be 

so hateful. 

Second, flying home, she yelled at her son (who had 

appeared with her, yet didn't share her views) for 

"embarrassing" her on national television. The rest of the 

women chastised him for being disrespectful, and quoted to 

him from the Bible: "Thou shalt honor thy mother and 

father." Her sixteen-year-old son responded by saying that 

God certainly didn't intend for him to respect the evil she was 

espousing, and he immediately got off the plane in Dallas, 

vowing never to come home again. As the woman continued 

her flight home, her mind raced over the day's events, and 

also began to think about the war that her country was 

fighting in the Middle East. She remembered what another 

member of the audience had said to her that day: "Young 

men and women of color are over there fighting not only for 
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themselves, but also for you." She thought about her son, 

how much she loved him, and how spiteful she had been with 

him. Would she allow that brief exchange of words to be their 

last? Even the thought of it was too painful for her to bear. 

She had to make a change immediately. 

As a result of this experience, she told the audience, she 

received a message from God which she heeded immediately: 

to quit the Klan and to begin to love all people equally, as her 

brothers and 

sisters. Certainly she will miss her friends—she'll be 

ostracized by the group—but she says that her soul is now 

cleansed and that she will begin her life anew with a clear 

conscience. It's vital to examine our beliefs, and their 

consequences, to make sure that they're empowering us. 

How do you know what beliefs to adopt? The answer is to find 

someone who's producing the results you truly want in your 

life. These people are the role models who can give you some 

of the answers you seek. Invariably, behind all successful 

people lies a specific set of empowering beliefs. 

The way to expand our lives is to model the lives of 

those people who are already succeeding. It's powerful, 

it's fun, and these people are available all around you. It's 

just a matter of asking questions: "What do you believe 

makes you different? What are the beliefs you have that 

separate you from others?" Years ago I read a book called 

Meetings with Remarkabk Men, and used that as a theme to 

shape my life. Since then I've become a hunter of excellence, 
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constantly seeking out the leading men and women in our 

culture to discover their beliefs, values, and strategies for 

achieving success. Two years ago I developed POWERTALK™ 

my monthly audio magazine in which I interview these giants. 

In fact, many of the key distinctions I'm sharing with you in 

this book were made as a result of interviews with some of 

these people who are the finest in their particular areas of 

endeavor. By having a commitment to share these 

interviews, my newest thoughts, and a summary of a national 

best-selling book with you each month, I've developed a 

consistent plan not only for empowering other people but for 

constantly improving myself as well. I'll be happy to help you 

in your modeling of successful people through my program, 

but remember: you're not limited to me. The models that you 

need are surrounding you every single day.* 

 

"We are what we think. 

All that we are arises 

With our thoughts. 

With our thoughts, 

We make our world." 

BUDDHA 

 

For almost a decade now I've talked to people in my Living 

Health™ seminars about the direct correlation between the 

high percentage of animal protein in the typical American diet 

and the high incidence of this nation's top two killers: heart 
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disease and cancer. By doing this, I contradicted one of the 

belief systems that has most significantly shaped our physical 

destiny for the past thirty five years: the "Four Basic Food 

Groups" plan that recommends generous daily servings of 

meat, chicken, or fish. 

Yet today, scientists have now established beyond the 

shadow of a doubt a direct relationship between eating 

animal protein and being at risk of developing heart disease 

and cancer. In fact, the 3,000- member Physicians 

Committee for Responsible Medicine has asked the 

Department of Agriculture to drop meat, fish, poultry, eggs, 

and milk products from the recommended daily allowances. 

And the government itself is considering changing the four 

basic food groups to six, relegating meat, chicken, and fish to 

just a tiny proportion of the whole. This massive shift in 

beliefs has caused outrage in many quarters. I believe this 

follows a pattern that we see throughout history and 

throughout our culture, and that is simply this: 

As the German philosopher Arthur Schopenhauer stated, all 

truth goes through three steps.  

First, it is ridiculed. 

Second, it is violently opposed. 

Finally, it is accepted as self-evident26. 

These ideas about animal protein used to be ridiculed; now 

they're being violently opposed. Eventually they'll be 

accepted—but not until a lot more people become sick or 
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even die because of their limiting beliefs about how important 

excessive amounts of animal protein is for their bodies. 

In business, too, we have a set of false beliefs that are 

leading us down a road of economic frustration, and some 

say potential disaster. Our economy faces challenges in 

virtually every sector. 

Why? I found one clue in an article I read in the March 1991 

Forbes magazine. This article describes two cars—the 

Chrysler-Plymouth Laser and the Mitsubishi Eclipse—and 

notes that Chrysler averaged only thirteen sales per 

dealership of their car while Mitsubishi averaged over 100! 

You may say, "What else is new? The Japanese are beating 

the pants off the American companies in selling cars." But the 

unique thing about these two cars is that they're exactly the 

same—they were built in partnership between these two 

companies. The only difference between the Laser and the 

Eclipse is the name and the company who's selling it. How 

can this be? As you may have guessed, research investigating 

the cause of the discrepancy in sales has shown that people 

want to buy Japanese cars because they believe they are of 

greater quality. The problem in this case is that it's a false 

belief. The American company's car is of the same quality 

because it's the very same car. 

Why would consumers believe this? Obviously, it's because 

the Japanese have created a reputation for quality, providing 

us with numerous references to back it up—even to the point 

where we no longer question its validity. It may surprise you 
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that the Japanese commitment to increasing quality is 

actually the result of an American export in the person of Dr. 

W. Edwards Deming. In 1950 this renowned quality-control 

expert was brought to Japan by General MacArthur, who was 

frustrated with a war-ravaged Japanese industrial base where 

he couldn't even count on being able to complete a phone 

call. At the request of the Japanese Union of Scientists and 

Engineers, Deming began to train the Japanese in his total 

quality-control principles. When you hear this, do you 

immediately think it refers to monitoring the quality of a 

physical product? Nothing could be further from the truth. 

Deming taught the Japanese fourteen principles and a basic 

core belief that is the foundation of virtually all decisions 

made in every successful, major, multinational Japanese 

corporation to this day. 

The core belief, simply, is this: a constant, never-ending 

commitment to consistently increase the quality of their 

business every single day would give them the power to 

dominate the markets of the world. Doming taught that 

quality was not just a matter of meeting a certain standard, 

but rather was a living, breathing process of never-ending 

improvement. If the Japanese would live by the principles 

that he taught, he promised them, within five years they 

would flood the world with quality products 

and within a decade or two become one of the world's 

dominant economic powers. 
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Many thought Deming's proclamations were crazy. But the 

Japanese took him at his word, and today he is revered as 

the father of the "Japanese miracle." In fact, each year since 

1950, the highest honor a Japanese company can receive is 

the National Deming Prize. This award is given on national 

television and is used to acknowledge the company that 

represents the highest level of increases in quality of 

products, service, management, and worker support 

throughout Japan. 

In 1983 Ford Motor Company hired Dr. Deming to conduct a 

series of management seminars. One of the attendees was 

Donald Petersen, who would later become chairman of Ford 

and put Deming's principles into practice throughout the 

company. Petersen decided, "We need this man to turn our 

company around." At the time. Ford was losing billions of 

dollars a year. Once Deming was brought in, he changed their 

traditional Western belief from, "How can we increase our 

volume and cut our costs?" to "How can we increase the 

quality of what we're doing, and do it in such a way that 

quality would not cost more in the long term?" Ford 

reorganized its entire focus to make quality the top priority 

(as reflected in their advertising slogan, "Quality is Job I"), 

and by implementing Deming's systems. Ford within three 

years moved from a staggering deficit to the dominant 

industry position with a $6 billion profit! 

How did they do it? They found that Americans' perception of 

Japanese quality, while frustrating, had much to teach them. 
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For example, Ford contracted with a Japanese company to 

make half the transmissions for one of their cars in order to 

keep the volume up. In the process, they found that 

American consumers were demanding the Japanese 

transmission. In fact, they were willing to put their names on 

a waiting list, and even pay more money for them! This upset 

many of the executive staff at Ford, whose first reaction was, 

"Well, it's merely a false belief on the part of people in our 

culture; they're conditioned to respond this way." But under 

Deming's supervision the transmissions were tested, and they 

found that in fact the Ford transmission was much louder, 

broke down much more often, and was returned more often 

than the Japanese transmission, which had virtually no 

trouble, no vibration, and no sound. Deming taught the 

members of the Ford team that quality always costs less. This 

was directly the opposite of what most people believed: that 

you could only achieve certain levels of quality before costs 

got out of hand. When the experts took the Ford 

transmissions apart and 

measured all the parts, they found that all of them met the 

standards set forth in the Ford manual, the same standards 

that had been sent to the Japanese. But when they measured 

the Japanese transmissions, they found virtually no 

measurable differences among any of them! In fact, the 

transmissions had to be brought into a laboratory and 

measured under a microscope in order to detect differences. 
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Why did this Japanese company hold themselves to a higher 

standard of quality than even their contract required? They 

believed that quality costs less, that if they created a quality 

product they would not just have satisfied customers but 

loyal customers—customers who would be willing to wait in 

line and pay more money for their product. They were 

operating from the same core belief that propelled them to 

one of the top market positions in the world: a commitment 

to never-ending improvement and a constant increase in the 

quality of life for their customers. This belief was an 

American export—one I believe we need to repatriate 

in order to change the direction of our economic future. 

One toxic belief that may be destroying our economic 

strength as a nation is what Deming calls managing by the 

visible numbers, the conventional corporate belief that profits 

are made by cutting 

costs and increasing revenues. A notable example occurred 

when Lynn Townsend took charge of Chrysler during an 

industry-wide sales slump. Townsend immediately tried to 

increase revenues, but more importantly, he cut costs. How? 

He fired two-thirds of the engineering staff. In the short term, 

it looked like he'd made the right decision. Profitability shot 

up, and he was dubbed a hero. But within a few years 

Chrysler was again in financial straits. What happened? Well, 

there certainly wasn't any one 

factor. But in the long term, the decisions Townsend made 

may have been destroying the basis of quality upon which the 
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company's success depended. Often the very people who are 

injuring our companies are rewarded because they produce 

results in the short term. Sometimes we treat the 

symptoms of a problem while we nurture the cause. We've 

got to be careful how we interpret results. By contrast, one of 

the most important factors in turning Ford Motor Company 

around was their design staff, who came up with a new car 

called the Taurus. The quality of that car set a new standard 

for Ford, and consumers bought it in droves. 

What can we learn from all this? The beliefs that we hold in 

business and in life control all of our decisions, and therefore 

our future. One of the most important global beliefs that you 

and I can adopt is a belief that in order to succeed and be 

happy, we've got to be constantly improving the quality of 

our lives, constantly growing and expanding. 

In Japan, they understand this principle well. In fact, in 

Japanese businesses, as a result of Deming's influence, there 

is a word that is used constantly in discussions about 

business or relationships. That word is kaizen. This word 

literally means constant improvement, and the word is 

constantly used in their language. They often speak of the 

kaizen of their trade deficit, the kaizen of the production line, 

the kaizen of their personal relationships. As a result, they're 

constantly looking at how to improve. By the way, kaizen is 

based upon the principle of gradual improvement, simple 

improvements. But the Japanese understand that tiny 

refinements made daily begin to create compounded 
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enhancements at a level that most people would never dream 

of. The Japanese have a saying: "If a man has not been seen 

for three days, his friends should take a good look at him, 

and see what changes have befallen him." Amazingly, but not 

surprisingly, we have no equivalent word for kaizen in 

English. 

The more I began to see the impact of kaizen in the Japanese 

business culture, I realized that it was an organizing principle 

that made a tremendous impact in my own life. My own 

commitment to constantly improve, to constantly raise my 

own standards for a quality life is what's kept me both happy 

and successful. I realized that we all need a word to anchor 

ourselves to the, focus of Constant and Never-ending 

Improvement. When we create a word, we encode meaning 

and create a way of thinking. The words that we use 

consistently make up the fabric of how we think and even 

affect our decision making. 

As a result of this understanding, I created a simple 

mnemonic: CANI! (pronounced kuhn-EYE), which stands for 

Constant And Never-ending Improvement. I believe that the 

level of success we experience in life is in direct proportion to 

the level of our commitment to CANI!, to constant and never-

ending improvement. CANI! is not a principle related merely 

to business, but to every aspect of our lives. In Japan, they 

often talk of company-wide quality control. I believe we have 

to focus on CANI! in our business, CANI! in our personal 

relationships, CANI! in our spiritual connection, CANI! in our 
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health, and CANI! in our finances. How can we make constant 

and never-ending improvement in each of these areas? This 

makes life an incredible adventure in which we're always 

looking forward to the next level. 

CANI! is a true discipline. It can't just be practiced every once 

in a while, when you feel like it. It must be a constant 

commitment backed up by action. The essence of CANI! is 

gradual, even minute, continuous improvement that over the 

long term sculpts a masterpiece of colossal proportions. If 

you've ever visited the Grand Canyon, you know what I'm 

talking about. You've witnessed the aweinspiring beauty 

produced by millions of years of gradual change as the 

Colorado River and numerous tributaries have continually 

chiseled the rock to create one of the Seven Natural Wonders 

of the World. 

Most people never feel secure because they are always 

worried that they will either lose their job, lose the money 

they already have, lose their spouse, lose their health, and so 

on. The only true security in life comes from knowing 

that every single day you are improving yourself in 

some way, that you are increasing the caliber of who you 

are and that you are valuable to your company, your friends, 

and your family. I don't worry about maintaining the 

quality of my life, because every day I work on 

improving it. I constantly strive to learn and to make new 

and more powerful distinctions about ways to add value to 

other people's lives. This gives me a sense of certainty that I 
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can always learn, that I can always expand, that I can always 

grow. CANI! doesn't mean you never experience challenges. 

In fact, you can only improve something if you realize that 

it's not quite right, that it's not yet at the level it should be. 

The purpose of CANI! is to discover problems in the making 

and handle them before they become crises. After all, the 

best time to kill a "monster" is while it's still little. As an 

integral part of my personal commitment to CANI!, at the end 

of each day I ask myself these questions: What have I 

learned today? What did I contribute or improve? What did I 

enjoy? If every day you constantly improve your ability to 

enjoy your life, then you'll experience it at a level of richness 

most people never even dream of. 

 

SMALL IMPROVEMENTS ARE 

BELIEVABLE AND THEREFORE 

ACHIEVABLE! 

 

Pat Riley, formerly of the Los Angeles Lakers organization, is 

the winningest coach in NBA history. Some say he was 

fortunate because he had such incredible players. It's true 

that he had incredible players, but many people have had the 

resources to succeed and have not done so consistently. Pat's 

ability to do this has been based on his commitment to CANI! 

In fact, he said that at the beginning of the 1986 season he 

had a major challenge on his hands. Many of the players had 

given what they thought was their best season in the 
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previous year but still had lost to the Boston Celtics. In 

search of a believable plan to get the players to move to the 

next level, he decided upon the theme of small 

improvements. He convinced the players that increasing the 

quality of their game by a mere 1 percent over their personal 

best would make a major difference in their season. This 

seems ridiculously small, but when you think about twelve 

players increasing by 1 percent their court skills in five areas, 

the combined effort creates a team that's 60 percent more 

effective than it was before. A 10 percent overall difference 

would probably be enough to win another championship. The 

real value of this philosophy, however, is that everyone 

believed that it was achievable. Everyone felt certain that 

they could improve at least 1 percent over their personal 

bests in the five major areas of the game, and that sense of 

certainty in pursuit of their goals caused them to tap even 

greater potentials. The result? Most of them increased by at 

least 5 percent, and many of them by as much as 50 percent. 

According to Pat Riley, 1987 turned out to be their easiest 

season ever. CANI! works if you commit to it. 

Remember, the key to success is developing a sense of 

certainty—the kind of belief that allows you to expand as a 

person and take the necessary action to make your life and 

the lives of those around you even greater. You may believe 

something is true today, but you and I need to remember 

that as the years go by and we grow, we'll be exposed to new 

experiences. And we may develop even more empowering 
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beliefs, abandoning things we once felt certain about. Realize 

that your beliefs may change as you gather additional 

references. What really matters now is whether the beliefs 

you have today empower or disempower you. Begin today to 

develop the habit of focusing on the consequences of all your 

beliefs. Are they strengthening your foundation by moving 

you to action in the direction you desire, or are they holding 

you back? 

"As he thinketh in his heart, so is he." 

—PROVERBS 23:7 

We've discovered so much about beliefs, but in order to truly 

take control of our lives, we've got to know what beliefs we're 

already using to guide us. So right now, stop everything else 

you're doing and take the next ten minutes to have some fun. 

Begin to brainstorm all the beliefs you have, both those 

that empower you and disempower you: little beliefs that 

don't seem to matter at all and global beliefs that seem to 

make a big difference. Make sure you cover; 

• If-then beliefs like, "If I consistently give my all, then I will 

succeed," or "If I'm totally passionate with this person, then 

they'll leave me 

• Global beliefs, like beliefs about people—"People are 

basically good" or "People are a pain"—beliefs about yourself, 

beliefs about opportunity, beliefs about time, beliefs about 

scarcity and abundance. Jot down as many of these as you 

can imagine for the next ten minutes. Please give yourself the 

gift of doing this right now. When you're done, I'll show you 
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how you can strengthen your empowering beliefs and 

eliminate the disempowering ones. Do it right now. 

 

EMPOWERING BELIEFS: 

 

DISEMPOWERING BELIEFS: 

 

Did you take enough time to make sure you wrote out both 

lists, both the empowering beliefs and disempowering beliefs? 

If not, go back and do it now! 

What have you learned by doing this? Take a moment now to 

review your beliefs. Decide upon and circle the three most 

empowering beliefs on your list. How do they empower 

you? How do they strengthen your life? Think about the 

positive processional effects they have upon you. Years ago, I 

made a list like this, and I found it invaluable because I 

discovered that I had a belief that was underemployed. It was 

the belief "There's always a way to turn things around if 

I'm committed." When I read my list, I thought, "This is a 

belief that needs to be strengthened and turned into a 

conviction." I'm so glad I did because only about a year later 

that conviction was a life preserver that pulled me through 

one of the toughest times, a time when everything around 

me seemed to be sinking. Not only did it buoy my spirit, but 

it also helped me deal with one of the most difficult personal 

and business challenges I had yet faced. This one belief, this 

sense of certainty, enabled me to find ways to turn things 
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around when everybody around me said it couldn't be done. I 

not only turned things around, I turned my biggest 

challenges into my biggest opportunities—and so can you! 

Review this list and strengthen your emotional intensity and 

sense of certainty that these beliefs are true and real so they 

can guide your future behaviors. 

Now let's take a look at your limiting beliefs. As you review 

them, what are some of the consequences that these beliefs 

carry with them? Circle the two most disempowering 

beliefs. Decide right now, once and for all, that you're no 

longer willing to pay the price that these beliefs are charging 

your life. Remember that if you begin to doubt the beliefs and 

question their validity, you can shake their reference legs so 

they no longer impact you. Knock those legs of certainty out 

from under your disempowering beliefs by asking yourself 

some of the following questions: 

1. How is this belief ridiculous or absurd? 

2. Was the person I learned this belief from worth modeling 

in this area? 

3. What will it ultimately cost me emotionally if I don't let go 

of this belief? 

4. What will it ultimately cost me in my relationships if I don't 

let go of this belief? 

5. What will it ultimately cost me physically if I don't let go of 

this belief? 

6. What will it ultimately cost me financially if I don't let go of 

this belief? 
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7. What will it cost my family/loved ones if I don't let go of 

this belief? 

If you've taken the time to really answer these questions, you 

may find that your beliefs have been significantly weakened 

under the scrutiny of these questions. Now become fully 

associated to what these beliefs have been costing you and 

the real costs in your future if you do not change. Link such 

intense pain that you'll want to rid yourself of them forever, 

and then, finally, decide to do so now.  

Finally, we can't get rid of a pattern without replacing it with 

a new one. So right now, write down the replacements 

for the two limiting beliefs you've just eliminated. What 

is their antithesis? For example, if you had a belief that "I can 

never succeed because I'm a woman," your new belief might 

be, "Because I'm a woman, I have resources available to me 

that no man could ever dream of!" What are some of the 

references you have to back up this idea so you begin to feel 

certain about it? As 

you reinforce and strengthen this belief, it will begin to direct 

your behavior in an entirely new and more empowering way. 

If you're not getting the results you want in your life, I 

suggest you ask yourself, "What would I have to believe in 

order to succeed here?" Or "Who is already succeeding in this 

area, and what do they believe differently than I do about 

what's possible?" Or "What's necessary to believe in order to 

succeed?" You may very well discover the key belief that's 

been eluding you. If you're experiencing pain, if you feel 
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challenged or frustrated or angry, you may want to ask 

yourself, "What would I have to believe in order to feel the 

way I do?" The miracle of this simple process is that it will 

uncover beliefs you aren't even aware you have. For 

example, if you're feeling depressed and ask yourself, "What 

would I have to believe in order to feel depressed?" you'll 

probably come up with something that relates to the future, 

like, "Things will never get better," or "There's no hope." 

When you hear these beliefs verbalized, you might well think, 

"I don't believe that! I feel bad right now, but I know it's not 

going to be bad forever. This, too, shall pass." Or you may 

just decide that a belief about having problems permanently 

is totally destructive and one you're not willing to ever 

consider again. 

While you're examining these limiting beliefs, notice how your 

feelings change. Realize, believe, and trust that if you change 

the meaning of any event in your mind, you will immediately 

change how you feel and what you do, which will lead you to 

change your actions and thus transform your destiny. 

Changing what something means will change the decisions 

you make. Remember, nothing in life has any meaning 

except the meaning you give it. So make sure that you 

consciously choose the meanings that are most in alignment 

with the destiny you've chosen for yourself. 

Beliefs have the awesome potential to create or destroy. I 

believe you picked up this book because deep down you've 

decided you will not settle for less than the best you know 
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you're capable of. Do you truly want to harness the power to 

create the vision you want rather than destroy your dreams? 

Then learn to choose the beliefs that empower you; create 

convictions that drive you in the direction of the destiny that 

calls to the highest within you. Your family, your business, 

your community, and your country deserve no less. 

 

           LEADERSHIP AND THE POWER OF BELIEF 

 

Leaders are those individuals who live by empowering beliefs 

and teach others to tap their full capabilities by shifting the 

beliefs that have been limiting them. One great leader who 

impresses me is a teacher by the name of Marva Collins. You 

may have seen the 60 Minutes program or the movie that 

was made about her. Thirty years ago, Marva utilized her 

personal power and decided to touch the future by making a 

real difference in the lives of children. Her challenge: when 

she got to her first teaching job in what many considered to 

be a ghetto of Chicago, her second-grade students had 

already decided that they didn't want to learn anything. Yet 

Marva's mission is to touch these children's lives. She doesn't 

have a mere belief that she can impact them; she has a 

passionate, deep-rooted conviction that she will influence 

them for good. There was no limit to the extent she would 

go. Faced with children labeled as dyslexics and every other 

kind of learning or behavioral disorder, she decided that the 
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problem was not the children, but the way they were being 

taught. No one was 

challenging them enough. As a result, these kids had no 

belief in themselves. They had no references of ever being 

pushed to break through and find out who they really were or 

what they were capable of. Human beings respond to 

challenge, and these children, she believed, needed that 

more than anything else. So she threw out all the old books 

that read, "See Spot run," and instead taught Shakespeare, 

Sophocles, and Tolstoy. All the other teachers said things 

like, "There's no way it can happen. There's no way these 

kids can understand that." And as you might guess, many of 

them attacked Marva personally, saying that she was going to 

destroy these children's lives. But Marva's students not only 

understood the material, they thrived on it. Why? Because 

she believed so fervently 27in the uniqueness of each child's 

spirit, and his or her ability to learn anything. She 

communicated 

with so much congruency and love that she literally got them 

to believe in themselves—some of them for the first time in 

their young lives. The results she has consistently produced 

for decades have been extraordinary. 

I first met Marva and interviewed her at Westside Preparatory 

School, the private school she founded outside the Chicago 

city school system. After our meeting, I decided to interview 

some of her students. The first young man I met was four 
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years old, with a smile that would knock your socks off. I 

shook his hand. 

"Hi, I'm Tony Robbins." 

"Hello, Mr. Robbins, my name is Talmadge E. Griffin. I am 

four years old. What would you like to know?!" 

"Well, Talmadge, tell me, what are you studying these days?" 

"I'm studying a lot of things, Mr. Robbins." 

"Well, what books have you read recently?" 

"I just finished reading Of Mice and Men, by John Steinbeck." 

Needless to say, I was pretty impressed. I asked him what 

the book was about, figuring he'd say something like it was 

about two guys named George and Lenny. 

He said, "Well, the main protagonist is ..." 

By this time I was a believer! Then I asked him what he had 

learned from the book. 

"Mr. Robbins, I more than learned from this book. This book 

permeated28 my soul." 

I started to laugh, and asked, "What does 'permeate' mean?" 

"To diffuse through," he said, then gave me a fuller definition 

than I could give you. 

"What touched you so much in this book, Talmadge?" 

"Mr. Robbins, I noticed in the story that the children never 

judge anyone else by the colour of their skin. Only the adults 

did that. What I learned from this is that although I will 

someday become an adult, I'll never forget the lessons of a 

child." I started to get teary-eyed because I saw that Marva 

Collins was providing this young man and so many others like 
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him with the kinds of powerful beliefs that will continue to 

shape his decisions not only today, but throughout his life. 

Marva increases her students' quality of life by using the 

three organizing principles I talked about in the beginning of 

this book: she gets them to hold themselves to a higher 

standard, she assists them in adopting new, empowering 

beliefs that enable them to break through their old 

limitations, and she backs all this up with specific skills and 

strategies necessary for lifelong success. The results? Her 

students become not only confident, but competent. The 

immediate results in terms of their academic excellence are 

striking, and the processional effects generated in their 

everyday lives are profound. Finally I asked Talmadge, 

"What's the most important thing that Mrs. Collins has taught 

you?" 

"The most important thing Mrs. Collins has taught me is that 

SOCIETY MAY PREDICT, BUT ONLY I WILL DETERMINE MY 

DESTINY!" 

Maybe we all need to remember the lessons of a child. With 

the beliefs young Talmadge expressed so beautifully, I 

guarantee that he, as well as the other children in the class, 

will have a great opportunity to continuously interpret their 

lives in a way that will create the future they desire, rather 

than the one that most people fear. Let's review what we've 

learned so far. We're clear that there's a power inside us that 

needs to be awakened. That power starts with the capability 

to make conscious decisions that 
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shape our destiny. But there is one core belief that we must 

explore and resolve, and this belief can be found in your 

answer to the question . . . 

 

 


