
How to Motivate Yourself and Others Every Time 

 

Winning isn’t everything, but wanting to win is. 

       —VINCE LOMBARDI 

 

     Motivation is everything to a great persuader. Motivation is critical not only for 

achieving the big, milestone steps toward your objectives, but also for making all the 

little steps in between. If you’re not driven or motivated, then not only will nothing be 

accomplished, but you probably won’t even get started. Motivation takes on a dual role in 

the world of persuasion mastery. Motivation is first and foremost about keeping yourself 

motivated. Then, once you are a consistently self-motivated person, your focus turns to 

inspiring and motivating others to take action. Since great persuaders have mastered each 

of these skills, this chapter is about mastering both of them.  

 

      Notice that I said, “once you are a consistently a self-motivated person.” 

Consistency is the key. You can probably think of countless examples of times when 

you’ve gotten really excited about something and felt gung-ho about it, ready to take on 

the world—and then what happened? After a little while, your enthusiasm, excitement, 

and commitment wore off. Great persuaders stay consistently and predictably motivated. 

 

 We have to understand human nature and the psychology of why we do what we 

do. Sometimes we’re super-motivated, and sometimes we can’t get out of bed in the 

morning. Why is this? So often, we don’t have a system or understanding in place to keep 

the motivation going after the initial spark. Motivation doesn’t serve us when it comes 

exclusively in sporadic bursts. The initial spark is important, but then we need to make 

sure there’s a way to keep the flame going. Motivation is another one of those key 

success skills that are not taught in school. 

 

 Part of keeping motivation constant is being honest with ourselves and realizing 

that our emotions, our circumstances, and our discipline will all fluctuate every hour and 

every day. It is inevitable that we’re all going to have some bad days. You have to be 



prepared with a motivation safety net. You’ve got to have a system. When your energy, 

excitement, and motivation are high, think through the ways you’re going to keep the 

motivation alive on a consistent, daily basis. Envision it as a steady stream rather than a 

big wave that hits all at once. This concept may sound simple—and it is—but it is its very 

simplicity that makes it one of the most commonly overlooked persuasion tools. Studies 

through the Persuasion Institute found that when persuaders were asked about their 

ability to motivate and energize themselves on a daily basis, over 50 percent felt it was a 

problem. I believe this statistic is as high as it is because people just don’t realize that 

motivation must be maintained day by day, sometimes even moment by moment.  

 

 A lot of our motivation challenges would be remedied if we treated them like 

physical nourishment. We never say, “Well, I’ve had a big meal. That should do me for 

the rest of the month.” Obviously, our bodies need nourishment day in and day out. 

Motivation is the same. Our greatest successes will always occur when they have been 

accompanied by clear and steady motivation.  

 

 We live in a world where we want everything now. We want a quick fix. We want 

instant gratification and quick results. Not only do we want instant gratification, but we 

also want it with minimal effort. For example, if you were to ask a random group of 

people off the street if they wanted to be financially independent, to lose weight, or to 

have better relationships, most everyone would say yes. But how many of them would 

then be able to outline a detailed action plan they are actually following to make those 

things happen? Few, if any, I’d bet. This lack of follow-through is just uneducated human 

nature. When encouraged, most of us feel the sparks, but we don’t ever actually get the 

fire started. Or if we do, we don’t have a plan for keeping the fire alive.  
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