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IBD'S 10 SECRETS TO SUCCESS

Investor's Business Daily has spent years analyzing leaders and suc-
cessful people in all walks of life. Most have 10 traits that, when com-
bined, can turn dreams into reality. Each day, we highlight one,

HOW YOU THINK IS EVERYTHING: Always be positive. Think
success, not failure. charc ofa negahve envi ronment.

DECIDE UPON YOUR TRUE DREAMS AND GOALS: Write down
your ﬁpeciﬁc gna]s and develnp a plnn to reach them

 TAKE ACTION: Goals are nothing without action. Don't be afraid to

getstarted. Just do it.

NEVER STOP LEARNING: Go back to school or read books. Get

training and acquire skills.

BE PERSISTENT AND WORK HARD: Success is 2 marathon, not a

sprint. Never give up.

" LEARNTO ANALYZE DETAILS: Get all the facts, all the input. Learn

from your mistakes,

* FOCUS YOURTIME AND MONEY: Don't let other people or things

distract you.

) DON'T BE AFRAID TO INNOVATE; BE DIFFERENT: Following the

h:-.nl isa sure way to mcdmcrlty

| DEALAND COMMUNICATE WITH PEOPLE EFFECTIVELY: No person
isan island. Learn to understand and motivate others.

| BEHONEST AND DEPENDABLE; TAKE RESPONSIBILITY: Otherwise,

Nos. 1-9 won't matter,

DON'T BE AFRAID TO INNOVATE; BE DIFFERENT

How To Sell Your Ideas

Fresh from the drawing

board, you've finally gut that

peach of an idea that'll get

people talking about your

products or services. The
hard part's done, right? Now every-
one can go home,

Mot so, says best-selling business
author Seth Godin,

Top innovators think about how
they'll sell the idea before they get
it. They imagine their brainstorms
blowing around in the real world,
and anticipate what their co-work-
erswill have to say about them.

“Knowing how to sell your idea—
make it happen — is the step you
must take before you bother invent-
ingit," Godin said. “If you can't fig-
ure out how to implement your
idea, there’s no point inventing it, is
there?

In his latest book, “Free Prize In-
side,” Godin teaches the impor-
tance of what he calls “solt innova-
tions.”

Most often, these are subtle and
fairly inexpensive changestoa prod-
uet or service, but edgy enough w
create abuzz.

Ideas Taking Shape

Take the way Chef Boyardee gen-
erated big sales by cranking out di-
nosaur-shaped macaroni.

Or the way Brownie Wise revolu-
tionized the sales method for Tup-
perware, bringing plastic bowls
into living rooms for punch-drunk
sales pitches.

Not only did the people behind
these innovations have minds open
enough to turn the everyday on its
ecar, but they were also able to cham-
pion their ideasinto life.

To that end, Godin offers these
hints for championing your win-

ning tweak:
¥ Start acting like a champion,
Your brainstorm could lose steam if
your bosses don't think you have
the chops to pull it off. Solution?
Build your reputation as a capable
shepherd, even with small projects.
Prove you can successfully morph
a boring, annual company lunch
into an anticipated fete. Or that you
can turn customers into fans with a
new systen. You will build your con-
fidence and build your identity as
someone who makes things happen
before you yell “Eurekal”
¥ Paint a picture of what's bro-
ken. While you might be able to
see what's wrong with the status
quo, there's a good chance the lead-
ersin your organization will have to
be persuaded to change.
“Before you try to sell the organiza-
tion on why your new innovation is
worth doing, you need to invest
time in denigrating the status quo,"
Godinsaid,
Complaining won't work, Instead,
find specific customers who walked
away because your firm couldn't
wow them. Look for case studies,
numbers and other facts that help
you show — not just tell about —
your company’s need for thisidea.
1 Help lEern help you. Already
tasting your innovation's sweet suc-
cess? Youmight have to back up and
give in to a bit of red tape to get the
decision-makers on board. If your
supervisors ask for a focus group
study, give it to them. Answer ques-
tions. Write up reports.
“The goal is to go through the
steps necessary for your colleagues

to believe ... that it will work”
Godin said. “It's an emotional ticket
youneed stamped.”

Amy Alexander

‘A True Master Of Invention

Focus On Vision: Scientist Ray Kurzweil keeps his eye trained on tomorrow

BY BRIAN DEAGON
INVESTOR'S BUSINESS DAILY

Ray Kurzweil believes that to be suc-
cessful, he has to look far into the fu-
ture.

And the only way to do that well is
to try to understand the past,

“At the age of 5, I decided I would
be an inventor and by age 12 1 was
heavily involved with computers,”
Kurzweil recalled recently. “1 quick-
ly realized that timing was the most
important thing to invention. Most
inventions fail because the timing is
wrong."

In order to get the timing right,
Kurzweil became an ardent student
of evolution. He began developing
mathematical models about the evo-
lution of humans, biology, technolo-
gy, communications and more. He's
become one of the most respected
inventors of our time, and is consid-
ered one of the great thinkers of the
last 100 years. And he has dramatic
predictions.

“Most futurists have a bad reputa-
tion because they have no methodol-
ogy,” said Kurzweil. “Some just take
ideas out of thin air. But what's
amazing to me is how remarkably
predictable certain trendsare.”

In the early 1980s when the Inter-
netwas mainly contained to univer-
sity labs, he predicted it would be-
come a global phenomenon by the
late 1990s. He was right.

How did he know? Kurzweil
makes it his habit to chart his obser-
vations. He studies them over and
over before making a prediction.

The Times, They Are A Changin’

Ifhisother calculations are asaccu-
rate, hold on to your seats, The fu-
ture looks tobe a wild ride indeed.

At the current pace of change, he
says, progress in this century will be
the equivalent of 10 centuries of
work.

His research shows that “the rate
of progress is doubling every de-
cade,” Kurzweil said. And he isn't
afraid to make startling predictions
based on that research.

Within 30 years, he says, enough
will be known about the human
brain so that humans can essentially
build one. Computers will outper-
form the brain in all categories of
logic and conclusions.

To keep pace with this change, hu-
mans will supplement their bodies
with technology. Among other
things, computer nanobots will be
injected into the bloodstream and
be able to interact with neurons in
the brain, All this will let humans
download knowledge and think
much faster,

His other predictions are equally
unnerving: Computers will be em-
bedded everywhere. Virtual reality

will become reality. Computers will
become companions and caretakers
to the point where there will no long-
er be a clear distinction between
computers and humans,

He knows that some of his predic-
tions seem outrageous. To tackle
some of the disbelief and skepti-
cism, Kurzweil wrote two books —
“The Age of Intelligent Machines”
and “The Age of Spiritual Ma-
chines: When Computers Exceed
Human Intelligence” — to explain
his position and share what he's
learned.

The books have a dual purpose.
“The benefit of writing books is
thereisno better way to learn some-
thing or update yourself than to
write aboutir,” he said.

An eager optimist, Kurzweil hasn't
seen an opportunity he didn't like or
achallenge he wouldn't take on.

His interest in biotechnology and
medicine blossomed after his father
died of heart disease atage 58. Kurz-
weil became concerned thathe'din-
herited his father’s genetic profile,
making him prone to heart disease
aswell, Also, he was diagnosed with
Type 11 diabetes atage 35.

Traditional treatment methods
waorsened his condition, Kurzweil
says. So he set out to solve his health
problem on his own. He studied, de-
vised his own diet regimen and im-
proved his condition.

“ quickly realized that timing was the most important thing to invention,”
says Ray Kurzweil. “Most inventions fail because the timing is wrong.”

But he didn't quit just because he
felt better. Realizing that the direc-
tion of biotechnology and medicine
fitlike a hand in glove with the evo-
lution of technology, he continued
his studies on health and living.

He's just published his fifth book,
“Fantastic Voyage: Live Long
Enough to Live Forever,” which he
co-authored with his friend and col-
league, Dr. Terry Grossman.

Kurzweil is 56, but claims that ex-
tensive studieson hisown body sug-
gestheisonly 40.

He sees inventing as a way to help
otherswhile keeping his mind occu-
pied. Many of his inventions have
benefited disabled people.

One of his most notable inventions
is the Kurzweil Reading Machine,
introduced in 1976. The idea came
about when Kurzweil was on a

lane flight sitting next to a blind

usinessman. He told Kurzweil that
business was good and how he
could sitinon meetings without peo-
ple even knowing he was blind.

“The one wish he had,” said Kurz-
weil, “was for the ability to read ordi-
nary printed material, It was the
only area in which he was not able
to match the abilities of sighted peo-
pll\"

No such machine existed at the
time, but Kurzweil had something
like it. Two years earlier, he'd been
working on getting computers to

Kurzweil At A Glance
Born: 1948 in Queens, N.Y.
Education: B.S. in computer
science and literature from
the Massachusetts Institute of
Technology.
Achievements:
¥ Invented the first print-to-
speech reading machine for
blind and the first flathed
scanner,
¥ Received the Lemelson-
MIT Prize in 2000, the larg-
est in the U.S. in invention
and innovation. Inducted into
the Inventor's Hall of Fame in
2002. Received the National
Medal of Technology in 1999.

recognize all manner of type.

Building on what he knew, Kurz-
weil blended that work with two
other technologies he'd developed
— flatbed scanners and a text-to-
speech synthesizer, The Kurzweil
Reading Machine was a synthesis of
those ideas. It was the first system
that could transform random text
into computer-spoken words,

The machine had a dramatic im-
pacton the lives of blind people and
garnered Kurzweil entry into the
National Inventors Hall of Fame in
2002. He received the National
Medal of Technology in 1999, In
2000, he won the Lemelson-MIT
Prize, The $500,000 prize is the
largest in the U.8. for invention and
innovation.

For Kurzweil, each of his develop-
ments gives him material to explore
a new direction. He's founded nine
firms since his first one in 1973,
Most of his work focuses on genet-
ics, nanotechnology and robotics,
with an eye toward what the world
willbe like 40 years from now.

Tapping All Resources

Kurzweil gets much of his inspira-
tion when he's lying down on the
job — literally.

Each night, before he goes to sleep,
Kurzweil directs himself to think
about some specific issue or prob-
lem he has yet to solve. As soon as he
awakes in the morning, while still
half-awake, he continues to dwell
on the issue. Research shows that a
dreamlike state allows for more cre-
ative thoughts because the usual re-
strictions people place on their
thought processes are constrained.

Once fully awake, he mulls over
how he can apply his dreams to his
currentwork. Then it's on to anoth-
er day of new discoveries.

“My profession, in one word,
would be that I'm an inventor,” said
Kurzweil. “My passion is to create
things that have an impact on peo-
ple'slives.”




