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Preface
Our Promise

The promise of this book is simple. If you apply the principles and 

tactics we outline, you can rapidly, profoundly, and sustainably 

change your own behavior (even  long-  standing bad habits). And by 

learning how to change your own behavior, you can dramatically 

improve results in most any area of life.

To discover what it takes to change how one behaves, we at the 

Change Anything Labs examined the struggles and strategies, trials, 

and triumphs of more than five thousand  people—  all of whom were 

searching for ways to overcome personal challenges. These intrepid 

searchers were looking to

Accelerate their careers.  Eighty-  seven percent of the 

employees we surveyed reported that they have been passed 

over for promotions or pay increases because they were 

unable to make the changes their bosses had requested. All 

understood that they needed to change their behavior, but 

they weren’t sure how to do it.1
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Become financially fit. Fewer than one in five adults 

believe that they are tending to their personal finances in a 

way that will secure their  futures—  and their primary barrier 

to success is their own behavior. All knew they needed to 

spend less and save more, but none were certain how to get 

themselves to do that.2

Save a struggling relationship. Our research into 350 

relationships on the brink of failure revealed that relationships 

don’t fail because of chemistry; they fail because of behavior. 

Those who regain and deepen their friendship or intimacy 

succeed by changing how they treat their friends and loved 

ones.3

Thrive in the midst of organizational change. Many sub-

jects were struggling to adapt to challenging changes imposed 

on them by their employers. Many felt like victims of these 

involuntary  demands—  but some examined the changes strate-

gically and adapted to them in ways that restored their sense of 

control and even improved their professional prospects.

Lose weight, get fit, and stick with it. The  number   one 

cause of illness and death today is neither viral nor genetic. 

It’s behavioral. Individuals who succeed at getting off the diet 

treadmill don’t discover a magic pill or an  all-  powerful tool; 

instead, they create a robust plan for change that creates life-

long habits of health and wellness.

Break free of addictions. Overcoming addiction isn’t just 

about finding a cure; it’s about changing seemingly intractable 

habits.4 Those who succeed at kicking debilitating addictions 

do so because, whether they know it or not, they apply the 

science of personal success to their own challenges.
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As we examined these everyday people in the throes of either over-

coming addictions or improving failing careers and relationships, we 

found hope. Hundreds of people in our study (we’ll call them Chang-

ers) not only succeeded in changing their unhelpful habits, but also 

maintained these changes for at least three years. We were particularly 

interested in this vital group, so we studied them  carefully—  and from 

them we learned the science behind personal success. That’s because 

whether you find them in Kilungu, Kenya, or Carmel,  California—  or 

whether they’re dealing with an alcohol addiction or an indolent 

 lifestyle—  all of the Changers drew on the same principles of influence.

Now, as successful as they were, many of them lamented how 

long it took them to succeed in their change. Our Changers tena-

ciously stumbled their way into success in the way anyone who suc-

ceeds will have to. What you’ll learn in this book, however, is that 

with a little more study, you can do a lot less stumbling. When you 

understand the science behind their success, you can be much more 

deliberate in your attempts and efficient in your progress. The prin-

ciples and tactics we outline in this book will enable you to inten-

tionally apply what others only struggled to  discover—  dramatically 

accelerating your progress on your path to success.

And success will be yours. Our most recent research revealed 

that those who apply what you are about to learn are not just mar-

ginally more effective at bringing about change; they are exponen-

tially so. In fact, those who apply the science of personal success are 

more than 1,000 percent more successful at producing change than 

those who try other means.5

And now for the final piece of good news. Whether you’re trying 

to change a habit in your work or personal life, you’ll receive benefits 

on both fronts. For example, many of the individuals we studied 

ChangeAnything_TPtextF1.indd xiii 8/22/13 5:01:34 AM



xiv  Preface: Our Promise

experienced a challenge in their personal life that, by their own cal-

culations, also dragged down their work performance by as much as 

50 percent.6 In their case, fixing one problem meant fixing two. Our 

Changers likewise reported that improving their lot at work created 

benefits that relieved stress and increased confidence at home as 

well. Changers are almost always twice blessed.

So take hope as you get ready to learn more about the science of 

personal success. People can and do  change—  and stay on course for 

years thereafter. By following in their footsteps, you too can become 

a Changer. And once you  do—  once you learn the principles and 

skills of personal  change—  you can change anything.
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3

Escape the  

Willpower Trap

Any book that claims that it can help you change anything in your 

personal and professional  life—  from increasing your disposable 

income, career options, and physical fitness, to decreasing your 

smoking, food intake, and relationship  struggles—  had better be 

based on careful scientific inquiry. It had better report  results—  to 

three decimal places. Most of all, any recommendations it makes had 

better come from careful study of human  subjects—  not just rodents 

or simians.

With this in mind, we’ll start our journey down the trail of 

personal success with a rather engaging piece of scientific inquiry 

into the habits of real people. This particular experiment was 

conducted at the Change Anything Labs nestled at the base of the 

Wasatch Mountains of Utah. It is in this lab that we conduct research, 

pore over contemporary social science findings, and interview 

people we call Changers. Changers are individuals who once faced 
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enormous personal challenges, wrestled them to the ground, and 

have remained successful for at least three years. These Changers 

and this research provide us with both the practical advice and the 

scientific results people need to not only change, but change for 

good.

This particular day, we used the Change Anything Labs to 

conduct a rather fascinating study. There, in a room by himself, sat 

a  four-  year-  old boy named Kyler. We were examining his ability to 

resist temptation, and from the strained look on his face, it looked 

as if he just might lose. To test his ability to delay gratification, we 

seated Kyler across the table from a formidable  foe—  a scrumptious 

marshmallow.

Five decades ago, the legendary psychologist Walter Mischel 

demonstrated that kids who could sit down with a marshmallow in 

front of them and not eat it for a full fifteen minutes did better in 

almost every area of life than more impulsive kids who scooped up 

the treat and ate it right  away—  in spite of the fact that they were all 

instructed to wait.

As Mischel followed his research subjects for the next two 

decades, he learned that children who delayed gratification eventu-

ally scored hundreds of points higher on standardized school tests. 

They also had stronger relationships, were promoted more often, 

and were happier. Mischel showed that the capacity to delay gratifi-

cation is, indeed, a big deal.

THE WILLPOWER TRAP

Unfortunately, to this day most people draw the wrong conclu-

sion from this study. They fall into what might best be called “the 
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 Escape the Willpower Trap  5

willpower trap.” They assume that the only reason (among many 

possible reasons) certain kids were better at delaying gratification 

than others was that nature had endowed them with more will-

power. Period. The research subjects who withstood temptation 

showed more moxie or strength of character. It’s little wonder that 

their lives unfolded in happier and more successful ways. They were 

innately stronger.

This is the same simplistic assumption most of us make when 

explaining why we fail to change our own bad habits. When we fall 

off the wagon, go on a shopping spree, give in to our  hair-  trigger 

temper with a co-worker, procrastinate over work tasks, or binge 

eat, we blame our failure on a lack of willpower. We obviously just 

don’t want it badly enough. We don’t push ourselves to the limit. 

Of course, when we succeed, we brag about our grit, tenacity, and 

commitment. Either way, when explaining why we do what we do, 

we see, think about, and eventually blame or give credit to one 

 thing—  our willpower.

This simplistic view is not only wrong; it’s tragically wrong. It’s 

wrong because it’s incomplete. And it’s tragic because it gives us 

nowhere to go when we struggle to change our own bad habits or 

improve our lot. When people believe that their ability to make good 

choices stems from nothing more than their  willpower—  and that 

willpower is a quality they’re either born with or they’re  not—  they 

eventually stop trying altogether. The willpower trap keeps them in 

a depressing cycle that begins with heroic commitment to change, 

which is followed by eroding motivation and terminated inevitably 

by relapse into old habits. Then, when the built-up pain of their 

bad habits becomes intolerable, they muster up another heroic 

but doomed attempt at change. We feel as if we were ascending a 
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summit when in fact we’re simply walking a treadmill: lots of effort, 

no progress. That’s the willpower trap.

Fortunately, Mischel’s research goes further than most of us real-

ize. A few years after his original study, he and Albert Bandura (another 

titan of psychology) asked a crucial question. They wondered if what 

appeared to be will might, in fact, be more a function of skill. The two 

scholars suspected that the kids who controlled their cravings weren’t 

simply more motivated than those who gave in to their temptation, 

but were more able. They had learned a skill or two along the way.1

This was an important issue to settle, because if Mischel and 

Bandura had it right, it would mean that failure to harness one’s 

impulses is not fixed at birth. Although grit and its close cousin 

character may be genetic, skills can actually be learned. This alter-

nate explanation offers hope to all of us. It’s also the reason we were 

studying Kyler and  twenty-  seven of his  four-  year-  old peers in the 

Change Anything Labs. We wanted to know if we could teach con-

temporary children skills that help them actively delay gratification 

rather than sit back and hope they won the willpower lottery.

To test our theory, we replicated Mischel’s original experiment. 

We asked a group of kids to sit in front of a marshmallow and prom-

ised them that if they resisted eating the treat for fifteen minutes, 

we’d give them a second sugary treat. These kids made up the 

control group, and to nobody’s surprise, they performed just as the 

original subjects had in 1962. About a third of the subjects gutted it 

out for fifteen minutes. The other  two-  thirds lunged for the sweet.

The plot thickened as we brought in the experimental  group— 

 Kyler and thirteen other  four-  year-  olds. We made Kyler’s group the 

same offer, but this time we taught them skills they could use if 

they wanted to wait. Rather than simply instructing them to hunker 
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down, we taught them to use distance and distractions to influence 

their own behavior. (To watch these rather charming subjects as they 

face down their marshmallows, visit ChangeAnything.com/exclusive.)

Here’s where it got interesting. Six minutes into the experiment, 

Kyler knitted his brow as he appeared to imagine the first delicious 

contact between the marshmallow and his tongue. He started to 

melt into submission. But then the skills we taught Kyler kicked in. 

He turned his body away from his nemesis and began mouthing the 

words to a story his parents often tell him before bedtime. He was 

doing anything he could to distance and distract  himself—  helping 

supplant his need for will.

A few minutes later, Kyler exited the Change Anything Labs 

proudly clutching a marshmallow in each hand. He had succeeded. 

“I did it!” he proclaimed as he stuffed the two marshmallows into 

his mouth. In fact, 50 percent more kids were successful at holding 

out for the second marshmallow when taught a couple of distraction 

 skills—  demonstrating that one of the biggest barriers to personal 

success is not one’s lack of moxie, chutzpah, or willpower, but the 

mistaken belief that willpower is the key to change.

WE’RE BLIND

What do we learn from Kyler and his friends? Mastering temptations 

is not solely a function of personal motivation. When it comes to 

changing our behavior, skills also play an important role. That means 

that the model of human behavior that most of us carry around in 

our  heads—  the model we use to figure out how to change our own 

 habits—  is woefully incomplete. By relying on our handy but incom-

plete tough-it-out model, we routinely ignore the many sources of 
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8  The Science of Personal Success

influence that are working for and against  us—  personal ability to 

name just one. As it turns out, there are lots of different forces out 

there that are acting on us all the time.

You yourself may have fallen into the willpower trap. For 

instance, if you’re currently trying to give up smoking, alcohol, or 

drugs, wouldn’t simply going cold turkey be your shortest route to 

success? The same is true when it comes to withstanding the temp-

tation to buy the latest electronic device, or keeping your temper 

with a loved one, or getting up early to study for a course you’re tak-

ing to better your career. Just gut it out and you’ll do fine, right?

The problem here isn’t that you believe in the importance of 

willpower for creating personal change. Willpower obviously plays a 

role in our choices. The problem arises when you rely exclusively on 

a tough-it-out model and ignore the legion of other sources of influ-

ence that are working for and against you.

For example, when you walk into a casino in Las Vegas or Macao, 

you’re practically assaulted by the crass influence methods the 

owners employ to separate you from your next rent payment. For 

instance, the hotel registration counter lies at the back of the casino, 

so you have to walk through a labyrinth of tempting game tables 

and  cool-  looking slot machines just to get a room. Then there are 

the chips you see in such abundance. Social scientists have shown 

that you’ll lose chips more willingly than you’ll let go of cash, so the 

casino owners insist that you play with chips.2 And who can miss the 

exciting sound of other people  winning—  Bing! Bang!  Cha-  ching! Oh 

boy, maybe you can win too!

These influence techniques are fairly easy to spot, but take care, 

because there are lots of other more subtle techniques in  play—  all 

carefully designed by individuals who have one goal: to separate you 
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from your money. Casino designers manipulate the type and level 

of the music playing in the background, the colors and shape of the 

room, the length of the arms of the slot machines, the color and 

pattern of the carpet (they install carpets that are so visually jarring 

that patrons look up and away from them and toward the slots). The 

methods of influence are nearly endless.

When it comes to more routine human activity, such as eating, 

drinking, interacting with co-workers, and shopping, you could fill a 

library with books that explain how people are working feverishly 

to get you to act in ways that bring them billions of dollars in profits 

while giving you unwanted pounds, a failed liver, divorce, and bank-

ruptcy.

For instance, did you know that the sound that’s most likely to 

get your attention is the sound of a baby giggling? A baby giggles, 

and everyone turns to see. Sound experts know this, and they use 

it to their advantage in advertising.3 Did you realize that there was 

a time when the organist at the North Rim Grand Canyon Lodge 

played peppier music when the restaurant line  grew—  influencing 

people to eat faster and get out of the restaurant sooner than they 

had originally planned?4 Do you think the patrons realized that they 

had just wolfed down a meal that they had intended to enjoy at their 

 leisure—  because the music hustled them along? It’s doubtful.

That’s why when it comes to personal change, we first think of 

our own lack of motivation. Our primary problem isn’t that we’re 

weak; it’s that we’re  blind—  and when it comes to  long-  standing 

habits, what you can’t see is usually what’s controlling you.

Also, since we can’t see how many sources of influence are work-

ing against us, we blame our setbacks on the one source of influence 

we can  spot—  ourselves. This particular source of personal influence 
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is obvious, handy, and simple to consider. Plus, if our problems stem 

from our lack of personal motivation, that puts us in the driver’s 

seat. We can whip ourselves into a motivational lather and head off 

in search of  change—  for a while.

WE’RE OUTNUMBERED

Fortunately, when it comes to combating the myriad forces that 

encourage us to overeat, overreact, overspend, lounge too much, 

smoke, drink too much, sleep too much, and play video games too 

much, we don’t always respond with a call for more willpower. We 

try other influence methods as well. We tinker with an exercise bike, 

try a  stop-  smoking patch, put up a motivational poster, take training 

courses, and so forth. The bad news is that more often than not we 

bring these influence tools into play one at a time. Little good that 

does. The forces that are working against us are  legion—  and they 

work in combination. So when it comes to solving personal prob-

lems, people are not only blind; they’re also outnumbered.

To see how your typical change effort takes form, consider the 

following metaphor. Your rather large SUV runs out of gas a half 

block from a gas  station—  just over a gently cresting hill. You decide 

to push the beast to the nearest pump, but this isn’t your old,  tin foil- 

 based VW bug that you could easily push by yourself; it’s the Sher-

man tank of soccer moms. So you wave down a half dozen rather 

large and muscular strangers to help you. Each puts in a full effort. 

Each grunts and strains and pushes against the massive  bulk—  one 

person at a time. In response, your SUV just sits there with a smug 

look on its grille.

Now, as hopeless as this example sounds, it’s about to get worse. 
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Imagine that in addition to the fact that the people assisting you are 

working in isolation rather than in combination, there are six hefty 

strangers all pushing together to propel your truck back down the 

hill. Now you have an accurate image of why your change attempt 

feels so overwhelming. Our problem is not just that we’re using only 

one source of influence at a time; it’s also that those who aren’t push-

ing for us are usually pushing against us.

This is precisely why we fail in our attempts at personal change. 

There may be half a dozen sources of influence sustaining our old 

bad habits, and we muster just one clever strategy at a time to offset 

this overwhelming combination. Then we act shocked when our 

anemic idea falls  short—  and set out to punish the “slacker” who 

authored it: ourselves. It’s a hopeless, discouraging trap.

IF YOU CAN SEE IT, YOU CAN CHANGE IT

So how can you get both vision and numbers working in your favor? 

Kyler and his  marshmallow-  resisting friends give us a hint of what 

can happen. After learning a couple of simple skills, 50 percent more 

of the experimental subjects were able to resist the temptation. 

When they added a little skill to their existing will, their odds of 

success shot up substantially. Could the same thing work for adults? 

When it comes to fighting our own personal demons, what if we 

could match the multiple sources that are working against us with 

multiple sources of our own?

To answer these questions, we’ll return to the Change Anything 

Labs. In this experiment we’ll collaborate with a teenage scientist 

named Hyrum who wondered whether older kids could be as eas-

ily blinded and outnumbered as adults. His research team blitzed 
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fifth graders with six sources of influence to see if this affected their 

behavior. The team also examined the question of whether the kids 

were aware of what had happened to them.

To test the power of multiple sources of influence, the research 

team designed an experiment to tempt kids to do what many adults 

routinely  do—  spend themselves into bankruptcy in spite of their 

best intentions to save for the future. The study started on a Saturday 

morning as a group of nervous parents watched their preteens on 

a  closed-  circuit TV monitor. The adults knew that the researchers 

would be attempting to influence their children to save or spend 

 money—  depending on the luck of the  draw—  and were anxious to 

see how they would fare. Would their child be a spendthrift or a 

fiscally responsible money manager? Inquiring parents wanted to 

know.

As each child entered the lab, Hyrum explained the upcom-

ing activity. Each kid would be given a “career” that would last ten 

minutes and include four simple tasks. The kids would be paid ten 

dollars for completing each task. If they did as they were told, they 

could earn up to forty dollars. Hyrum also warned them that they’d 

be offered opportunities along the way to spend their earnings. To 

help them resist these temptations, he invited them to think about 

what they would like to do with forty dollars once they returned 

home.

As the kids talked about the money they could earn, it was clear 

that they all had exciting plans for the loot. They all seemed moti-

vated to resist the temptation to spend.

Then, one at a time, the kids began their careers. They were 

surprised at how simple it was to make money. In the first task they 

ranked assorted candies from least to most favorite. That was a 
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no-brainer. For their second task they alphabetized toys. What could 

be easier?

After each task, Hyrum paid the subjects ten dollars and invited 

them to have a look at the Change Anything Store. The store con-

sisted of a countertop covered with inexpensive candies and toys. 

The first thing the shoppers noticed was that prices were five to ten 

times what they would pay in a regular store. For example, a bag of 

Skittles was marked at eight dollars. Not only were the prices outra-

geous, but the kids knew they were outrageous.

So, here’s the situation. The research subjects had big plans for 

their money. The only temptation they faced was the opportunity to 

buy sweets and toys at ridiculous prices. And here’s what we wanted 

to know: Would their choices be affected by six different sources of 

influence? And if so, would the kids even notice it?

The answer to the first  question—  Could their spending actions 

be influenced at all?— was an unequivocal yes. The first fifteen kids 

in the study emerged from the lab with less than thirteen (of the 

possible forty) dollars in their pockets. A couple of the kids left with 

only the shirts on their backs and a handful of overpriced goodies.

One excited buyer spent his entire fortune on Silly String. His 

mother later reported that as they left, the boy stared sadly at the 

cans in his arms and lamented, “I’m so stupid! I could have had forty 

bucks! But now all I have is this dumb Silly String.”

But not everyone spent lavishly. A second group of fifteen kids 

saved an average of  thirty-  four of their forty dollars. This group 

of subjects completed the same tasks in the same room with the 

same store offering sweets and toys at the same prices, but they 

took home  two-  and-a-half times what the first group did! What hap-

pened? Were they genetically blessed with more willpower? Did they 
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see the forces working against them and take steps to counteract 

them?

Let’s pull back the curtain and see what was really going on. 

We’ll start by exploring the spenders’ thinking. One by one we asked 

them about their outlandish purchases. Each was quite aware of the 

retail value of their overpriced goods. They knew they had pretty 

much thrown their money away. But they didn’t recognize the forces 

that had caused them to spend so freely. Instead, they fell into the 

willpower trap by blaming themselves. One child appeared baffled 

by his own actions, reporting, “I’m not sure what happened. I guess 

I must have really wanted this.”

And it wasn’t just the spenders who didn’t know what had hit them. 

The savers were equally unaware of the forces that had propelled 

them to save. While the spenders took too much of the blame, the 

savers took too much of the credit. They figured they had shown more 

discipline because they were strong, motivated, and goal oriented.

Both  groups were wrong.

SIX SOURCES OF INFLUENCE

So what actually caused the profound dif-

ferences in spending? The research team 

at the Change Anything Labs manipulated 

six different sources of influence to affect the 

subjects’  behavior—  the same sources of influ-

ence that operate on you  twenty-  four hours 

a day. With the first group (the spenders), 

six sources were used to promote spending. 

With the second group (the savers), the same 

sources were used to promote saving.
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Here’s how the six sources came into play. We’ve already 

talked about two of  them—  personal motivation and personal ability. 

Remember, we helped Kyler and others delay eating the marshmal-

low by adding distraction and distancing tactics to their existing 

personal motivation. And we saw results that would be quite a payoff 

for a more robust change plan.

The next two sources of influence that routinely act on you are 

equally easy to spot. The people who surround you both motivate 

and enable your habits. For instance, you may not want to quit 

smoking, but your life partner does, and that weighs heavily on your 

mind. Or perhaps co-workers keep handing you cigarettes and ask-

ing you to join them at break time. These powerful social forces add 

two more sources to our model of influence: social motivation and 

social ability.

Now for two rather subtle influences. If you remove human 

beings from the formula, the physical world that surrounds you still 

prods and enables  you—  for both good and evil. For instance, that 

refrigerator filled with soft drinks standing next to your exercise 

bike doesn’t help you stick to your eating plan. The flashy ads on 

TV aren’t exactly helping you stay on budget. The presence of a  flat- 

 screen  TV in every room of your house positively distracts from your 

intention to finish your studies for a night class. But the ingenious 

new video game that requires you to jump around and swing a 

paddle has really helped with your exercise plan. You get the point. 

“Things” have an impact on what you do every day.

By combining these influences (we’ll refer to them as structural 

motivation and ability) with personal and social forces, we have a 

full model of why you do what you do. These are the six hulking 

behemoths that either push with you or push against you.
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BACK TO THE LAB

To see how these six sources actually work, let’s return to the pre-

teens who took part in the savings experiment. (To watch the experi-

ment in action, visit ChangeAnything.com/exclusive.) The researchers 

manipulated all six sources in the following ways.

Source 1: Personal Motivation. First, we 

tapped into the subjects’ existing desires 

and wants. After rank ordering the can-

dies, the spending subjects were invited to 

taste their favorite treat. Yum. By contrast, 

the saving subjects were asked to think 

about something they really wanted to 

buy with their forty dollars. Change Tac-

tic: If you interrupt your impulses by con-

necting with your goals during crucial 

moments, you can greatly improve your chances of success.

Source 2: Personal Ability. We next 

worked on personal ability by teaching 

savers how to keep a running total of how 

much they saved or spent on a sheet of 

paper. The savers all did this easily. The 

spenders, however, were taught no such 

technique, so their sinking net worth got 

lost in the rush to buy now. Change Tac-

tic: Changing persistent and resistant hab-

its always involves learning new skills.
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Source 3: Social Motivation. Next, we 

made use of social forces. As the experi-

ment unfolded, the spenders were 

joined by three other kids (confederates 

of our research team) who spent like 

there was no  tomorrow—  and encouraged 

the research subjects to join them. The 

savers were also joined by three 

 confederates—  but while two spent freely, 

the third said that she was trying to save 

and encouraged subjects to do the same. Change Tactic: Bad 

habits are almost always a social  disease—  if those around us model 

and encourage them, we’ll almost always fall prey. Turn 

“accomplices” into “friends” and you can be  two-  thirds more likely to 

succeed.5

Source 4: Social Ability. Next we used 

confederates to enable good or bad 

choices. The savers were reminded by 

their “friend” that the prices in this store 

were outrageous and that if they could 

simply wait ten minutes they’d be able 

to get more for less elsewhere. Spenders 

received no such information. Change 

Tactic: Changing deeply entrenched hab-

its invariably requires help, information, 

and real support from others. Get a coach, and you’ll make change 

far more likely.
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Source 5: Structural Motivation. Finally, 

we made use of things. Savers were paid in 

cold, hard cash. When they spent money, 

they had to fork over the real deal so they 

felt the loss at the very moment they made 

a purchase. Spenders, in contrast, were 

told their money was in an account. Their 

money was magically deducted from some 

abstract bucket. Thus, their spending felt 

 painless—  all gain, no  pain—  until they 

were in the car on the way home. Change Tactic: Directly link  short- 

 term rewards and punishments to the new habits you’re trying to 

form, and you’re far more likely to stay on track. 

Source 6: Structural Ability. For the final 

source of influence, spenders walked into a 

room surrounded by tantalizing pictures of 

candy. Savers saw no such pictures in their 

room. Change Tactic: Small changes in your 

environment can have a surprising effect on 

your choices. For example, just add a few 

visual cues that help you focus on your goals, 

and your behavior will change rapidly.

THE BOY WHO COULD SEE

As this experiment so readily demonstrates, six sources of influence 

can and do profoundly affect behavior. When exposed to forces 
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that both encouraged and enabled them to spend, the control 

group spent 68 percent of their earnings. (And remember, this 

spending frenzy happened within ten minutes of the subjects’ sol-

emnly declaring that they’d save most of their money.) When the 

same six sources were aimed at the  savers—  but this time encourag-

ing and enabling them to  save—  they spent a mere 15 percent of their 

earnings.

But what would happen if someone caught a glimpse of 

what was going on behind the curtain? What if that person weren’t 

blind to the forces that the research team was aiming at him or 

her? It turns out that one boy was able to do just that. His name 

was Isaac, and he saved thirty  dollars—  pretty much like every-

one else in the saving group. But here’s the difference: Isaac 

wasn’t in the saving group. He was in the spending group. All six 

sources of influence were used to get him to spend his  money—  yet 

Isaac spent very little. Who was this kid, and what made him so 

invincible?

In order to figure out what made Isaac tick, we pored over the 

video evidence. We had recorded the whole experiment. In fact, 

you’re welcome to watch Isaac in action at ChangeAnything.com/

exclusive.

Without so much as a furrowed brow, Isaac used the six sources 

to his advantage. He controlled his motivation, used skills to 

enhance his ability, changed his social world, and manipulated his 

own physical environment. Here’s how.

In the video, Isaac approached the store much more cautiously 

than did the other subjects in the spending group. While walking 

rather deliberately toward the place of temptation, Isaac told us later, 

he was thinking about the video game he intended to buy with his 
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money after the experiment was  over—  trumping our team’s attempt 

to influence him to spend now.

Next, Isaac employed a skill used by all  savers—  he calculated his 

bank balance in his head before making a buying decision. Nobody 

gave him a piece of paper, but it didn’t matter to Isaac because he 

took advantage of his own personal ability by keeping a running 

total in his head.

You also can’t help noting in the video that Isaac carefully dis-

tanced himself from the influence of the unhelpful accomplices. 

He looked slowly away and then stood apart. Isaac also stood at a 

much greater distance from the table than the other members of his 

research  group—  all of whom were drawn into the swirling vortex of 

retail doom.

As we continued our interview with Isaac, he summed up the 

premise of this book better than anyone had before. When asked how 

he saved so much money despite the fact that the researchers were 

doing everything in their power to get him to spend it, Isaac answered, 

in effect, “I could see what was happening, so I had to be careful.”

So, exactly what does this experiment teach us? Overall, the six 

sources of influence had a huge impact on our subjects. When influ-

enced to spend, they spent; when influenced to save, they saved. But 

not all subjects were equally affected. One young man saw what was 

happening and quite handily counteracted the effects. He wasn’t 

blind, so he didn’t stay outnumbered. And he didn’t have to fail. He 

was in control of his choices because he was in control of the sources 

of influence that determined them. When asked why he had been 

successful, he didn’t credit his moxie or stick-to-itiveness. In short, 

he escaped the willpower trap.

You gotta love Isaac. Better still, we all ought to be Isaac.
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THE SCIENCE OF PERSONAL SUCCESS

In fact, that’s the purpose of this book. We all need to learn how to 

intentionally do what people like Isaac do quite naturally. The differ-

ence between us and those who have succeeded at goals we struggle 

to achieve is not just willpower. It’s that the achievers innately or 

consciously take steps to align these sources of influence in their 

favor. There is a science to personal success that allows us to be far 

more effective at creating the results we want than most of us even 

imagine.

Once we understand the forces that are acting on us, we no 

longer have to fall victim to them. We can knowingly design effective 

change plans. Our efforts won’t have to feel so random and seren-

dipitous. We can profoundly improve our ability to make changes in 

all areas of our life.

For example, we already saw how simply adding a little personal 

ability helped 50 percent more kids succeed at delaying gratifica-

tion in the marshmallow experiment. As you’ll see later, changing 

a few “accomplices” in your life into true “friends” adds more than 

60 percent to the odds of success. And it gets better. To date we 

have looked into the details of personal change efforts of more than 

five thousand  Changers—  people around the globe who are taking 

on tough habits (in order to reduce their weight, advance a stalled 

career, shake an addiction, reverse a negative performance review, 

turn debt into wealth, and so forth). There are clear patterns for both 

success and failure in all of these attempts.

For example, in 2008 our Change Anything Labs published an 

important finding from this ongoing research in MIT’s Sloan Man-

agement Review. Our discovery was the evidence that those who 
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marshal the six sources of influence in their change plan are ten 

times more likely to succeed than those who don’t.

Now, there’s a finding that will get and keep your attention. A thou-

sand percent? As impressive as that statistic sounds, there is a bleak 

side to this discovery. Those who remain blind and outnumbered have 

almost no chance of success. What we describe in this book will help 

you understand what keeps you stuck and will equip you to engage the 

best of social science research to catapult you forward.

This book will help you learn to get the science of personal suc-

cess working for you. Along the way, not only will you learn sound 

theory, but you’ll also meet some of the fascinating Changers who 

have made it work for them.* For instance, Michael V. describes the 

influence strategies that enabled him to overcome decades of alco-

holism and addiction. Melanie R. employs the same strategies to get 

her career out of  performance-  appraisal risk and onto the fast track. 

Patricia S. saves a failing marriage, and Michael E. loses weight and 

keeps it off for years. All succeed by using not one, two, or three, but 

six sources of  influence—  in combination. All have their eyes wide 

open. You don’t hear them brag about their titanic will. You hear 

 hard-  earned insight about how they turned accomplices into friends, 

made use of the physical world, received training, and so forth. You’ll 

hear how they escaped the willpower trap and created intentional 

change through deliberate application of solid science.

As you begin your study, we warn you that we have an agenda. 

Our goal isn’t to write about change; it’s to help create it.

* We refer to dozens of tactics used by Changers throughout the book. For sim-

plicity, we take license at times to combine cases under one name rather than 

introduce multiple characters. In all cases, however, the tactics referenced have 

been used by and proven useful to real people facing real challenges.
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What you hold in your hands is not just a book, but a coach. As 

you read you’ll have ideas come to you about how you could custom-

ize various principles and tactics to make progress on habits you’d 

like to change.

The way to turn your reading from a learning experience into 

a coaching process is to write these ideas down. Then tinker with 

them. Don’t wait until you finish the book to take action; do it now. 

Write down any insights you’ve gained from this first chapter. Then 

write down what you will do and when you will do it in order to try 

it out. The proof we care most about for the science you’re about to 

learn is your experience. So, test away. Read. Write. Commit. Act. 

And watch as the evidence of your own power to change increases.

Welcome to the science of personal success. Welcome to the 

power to change anything.

ChangeAnything_TPtextF1.indd 23 8/22/13 5:01:34 AM



241

Notes

Preface

 1. Change Anything Labs, Lake Wobegon at Work survey (February 2010).

 2. Annamaria Lusardi and Olivia S. Mitchell, “Financial Literacy and Plan-

ning: Implications for Retirement Wellbeing,” Netherlands Central 

Bank, Research Department, January 2006. Only 19 percent of people 

age fifty or older who were surveyed had engaged in any kind of effec-

tive retirement planning.

 3. Change Anything Labs, Marriage on the Rocks survey (November 

2009). See also Kurt Hahlweg, Howard J. Markman, Franz Thurmaier, 

Jochen Engl, and Volker Eckert, “Prevention of Marital Distress: Results 

of a German Prospective Longitudinal Study,” Journal of Family Psy-

chology 12, no. 4 (December 1998):  543–  556.

 4. Stanton Peele, 7 Tools to Beat Addiction (New York: Three Rivers 

Press, 2004).

 5. Joseph Grenny, David Maxfield, and Andrew Shimberg, “How to Have 

Influence,” MIT Sloan Management Review (October 1, 2008):  47–  52.

 6. Change Anything Labs, Personal Problems at Work survey of 679 man-

agers and executives (March 2010). See also Arlene A. Johnson, “The 

ChangeAnything_TPtextF1.indd 241 8/22/13 5:01:34 AM



242  Notes

Business Case for  Work-  Family Programs,” Journal of Accountancy 

180, no. 2 (August 1995):  53–  59.

Escape the Willpower Trap

 1. Albert Bandura and Walter Mischel, “Modification of  Self-  Imposed Delay 

of Reward through Exposure to Live and Symbolic Models,” Journal of 

Personality and Social Psychology 2, no. 1 (1965):  698–  705.

 2. Bill Friedman, Designing Casinos to Dominate the Competition: The 

Friedman International Standards of Casino Design (Reno, NV: 

Institute for the Study of Gambling and Commercial Gaming College 

of Business Administration, 2000).

 3. Jeffrey Kluger, “Neural Advertising: The Sounds We Can’t Resist,” Time, 

March 1, 2010.

 4. Former employee of the North Rim Grand Canyon Lodge, conversation 

with Kerry Patterson (August 1967).

 5. Change Anything Labs, Friends and Accomplices study (November 

2009). See also J.F. Finch, M.A. Okun, G.J. Pool, and L.S. Ruehlman, 

“A Comparison of the Influence of Conflictual and Supportive Social 

Interactions on Psychological Distress,” Journal of Personality, 67 

(August 1999): 581– 621; Manuel Barrera Jr., Laurie Chassin, and Fred 

Rogosch, “Effects of Social Support and Conflict on Adolescent Chil-

dren of Alcoholic and Nonalcoholic Fathers,” Journal of Personality, 

64 (April 1993): 602–  612.

Be the Scientist and the Subject

 1. John M. Gottman and Nan Silver, The Seven Principles for Making 

Marriage Work (New York: Three Rivers Press, 1999), 10.

 2. Change Anything Labs, Lake Wobegon at Work survey (February 

2010).

ChangeAnything_TPtextF1.indd 242 8/22/13 5:01:34 AM



 Notes 243

 3. Change Anything Labs, Influencing Behavior Change survey (October 

2007).

 4. Jenny McCune, “Does Debt Consolidation Work?” CNBC.com, Decem-

ber 10, 2009, http://www.cnbc.com/id/34365857/Does_Debt_Consoli 

dation_Work.

 5. Julie Rawe, “Science of Appetite: Fat Chance,” Time, http://www.time.com/

time/specials/2007/article/0,28804,1626795_1627112_1626456,00.html.

 6. Christopher D. Gardner, Alexandre Kiazand, Sofiya Alhassan, Soowon 

Kim, Randall S. Stafford, Raymond R. Balise, Helena C. Kraemer, and Abby 

C. King, “Comparison of the Atkins, Zone, Ornish, and LEARN Diets for 

Change in Weight and Related Risk Factors among Overweight Premeno-

pausal Women: The A to Z Weight Loss Study: A Randomized Trial,” Jour-

nal of the American Medical Association 297, no. 9 (2007):  969–  977.

 7. Peter Gollwitzer and Paschal Sheeran, “Implementation Intentions 

and Goal Achievement: A  Meta-  Analysis of Effects and Processes,” 

Advances in Experimental Social Psychology 38 (2006):  69–  119.

 8. Ibid.

 9. P. Sheeran, T. Webb, and P.M. Gollwitzer, “The Interplay between Goal 

Intentions and Implementation Intentions,” Personality and Social 

Psychology Bulletin 31 (2005):  87–  98.

 10. R. Cialdini and N. Goldstein, “Social Influence: Compliance and Con-

formity,” Annual Review of Psychology 55 (2004):  591–  621.

Source 1: Love What You Hate

 1. Daniel Read and Barbara van Leeuwen, “Predicting Hunger: The 

Effects of Appetite and Delay on Choice,” Organizational Behavior 

and Human Decision Processes 76, no. 2 (1998):  189–  205.

 2. To learn more about the extraordinary work Valter and his colleagues 

complete, watch Lucy Walker’s  award-  winning documentary Waste 

Land (London: Almega Projects, 2010).

ChangeAnything_TPtextF1.indd 243 8/22/13 5:01:34 AM



244  Notes

 3. Hans Gruber, Petra Jansen, Jörg Marienhagen, and Eckart Altenmüller, 

“Adaptations during the Acquisition of Expertise,” Talent Development 

and Excellence 1, no. 2 (2009):  3–  15.

 4. Ruth Helman, Craig Copeland, and Jack VanDerhei, “The 2010 Retire-

ment Confidence Survey: Confidence Stabilizing, but Preparations 

Continue to Erode,” EBRI Issue Brief, no. 340 (March 2010).

 5. Ongoing research in Ghana by Dean Karlan, professor of economics 

at Yale University, showed that those using labeled accounts saved 

an average of 50 percent more than those with traditional unlabeled 

accounts.

 6. V. Liberman, S.M. Samuels, and L. Ross, “The Name of the Game: Pre-

dictive Power of Reputations versus Situational Labels in Determining 

Prisoner’s Dilemma Game Moves,” Personality and Social Psychology 

Bulletin 30, no. 9 (2004):  1175–  1185.

 7. “Importance of Insulin Delivery Devices for Diabetes Management,” 

ScienceDaily (June 15, 2010).

 8. You can find some great examples of Personal Motivation Statements at 

ChangeAnything.com/exclusive.

 9. S.M. Colby, P.M. Monti, N.P. Barnett, D.J. Rohsenow, A. Spirito, R.  Woolard, 

M. Myers, and W. Lewander, “Motivational Interviewing for  Alcohol- 

 Related Emergencies: Outcome for  13–  17 Year Olds” (paper presented 

at the symposium Brief Motivational Interventions in the Emergency 

Department for Adolescents and Adults, chaired by R. Longabaugh and 

P.M. Monti, at the annual meeting of the Research Society on Alcoholism, 

Santa Barbara, CA, June 1999).

Source 2: Do What You Can’t

 1. Sara Gable and Susan Lutz, “Household, Parent, and Child Contribu-

tions to Childhood Obesity,” Family Relations 49 (2004):  293–  300.

ChangeAnything_TPtextF1.indd 244 8/22/13 5:01:34 AM



 Notes 245

 2. Richard L. Wiener, Corinne  Baron-  Donovan, Karen Gross, and Susan 

 Block-  Lieb, “Debtor Education, Financial Literacy, and Pending Bank-

ruptcy Legislation,” Behavioral Sciences and the Law 23 (2005):  347– 

 366.

 3. M.V. William, D.W. Baker, E.G. Honig, T.M. Lee, and A. Nowlan, “Inad-

equate Literacy Is a Barrier to Asthma Knowledge and  Self-  Care,” Chest 

114 (1998):  1008–  1015.

 4. Change Anything Labs, Lake Wobegon at Work survey (February 

2010).

 5. Albert Bandura, Robert Jeffery, and Carolyn Wright, “Efficacy of Partici-

pant Modeling as a Function of Response Induction Aids,” Journal of 

Abnormal Psychology 83, no. 1 (1974):  56–  64.

 6. K.A. Ericsson, R.Th. Krampe, and C.  Tesch-  Römer, “The Role of Delib-

erate Practice in the Acquisition of Expert Performance,” Psychological 

Review 100 (1993):  363–  406.

 7. K. Anders Ericsson, Neil Charness, Paul Feltovich, and Robert Hoffman, 

The Cambridge Handbook of Expertise and Expert Performance 

(Cambridge University Press, 2006).

 8. Jeffrey Schwartz and Sharon Begley, The Mind and the Brain: Neuroplas-

ticity and the Power of Mental Force (New York: Regan Books, 2003).

 9. Anne Fletcher, Sober for Good (New York: Houghton Mifflin Harcourt, 

2001); Frederick Rotgers, Marc Kern, and Rudy Hoetzel, Responsible 

Drinking: A Moderation Management Approach for Problem Drink-

ers (Oakland, CA: New Harbinger, 2002).

Sources 3 and 4: Turn Accomplices into Friends

 1. S.E. Asch, “Effects of Group Pressure upon the Modification and Dis-

tortion of Judgment,” in Groups, Leadership, and Men, ed. H. Guetz-

kow (Pittsburgh, PA: Carnegie Press, 1951).

ChangeAnything_TPtextF1.indd 245 8/22/13 5:01:34 AM



246  Notes

 2. S. Milgram, Obedience to Authority: An Experimental View (New 

York: Harper and Row, 1974).

 3. Martin T. Orne and Frederick J. Evans, “Social Control in the Psycho-

logical Experiment: Antisocial Behavior and Hypnosis,” Journal of 

Personality and Social Psychology 1, no. 3 (1965):  189–  200.

 4. Nicholas A. Christakis, MD, PhD, MPH, and James H. Fowler, PhD, 

“The Spread of Obesity in a Large Social Network over 32 Years,” New 

England Journal of Medicine 357 (July 26, 2007): 370–379.

 5. David Maxfield, Joseph Grenny, Ron McMillan, Kerry Patterson, and 

Al Switzler, Silence Kills: The Seven Crucial Conversations for Health-

care (Provo, UT: VitalSmarts, 2005), 2.

 6. Patti Neighmond, “Impact of Childhood Obesity Goes Beyond 

Health,” NPR, July 8, 2010, http://www.npr.org/templates/story/story 

.php?storyId=128804121.

 7. Julia Hanf, “Minimizing the Negative Health Effects of Diabetes,” 

What-Is-Diabetes.org, July 22, 2008, http://what-is-diabetes.org/

diabetes/ minimizing-  the-  negative-  health-  effects-of-diabetes/.

 8. Kaiser Permanente, the MIT Media Lab, and a few other organizations 

recently supported the formation of the Care Product Institute (CPI), a 

nonprofit group pioneering ways to combine “technology with social 

support,” according to CPI’s Brent Lowenshohn, an authority on health 

care technology. In the CPI model, a diabetic’s glucose reading might 

be transmitted to a designated relative who is trained to know what 

that number means and what to do about it. The family member can 

then nudge the patient to take appropriate actions. Amy Salzhauer, 

“Forethought Frontiers: Is There a Patient in the House?” Harvard 

Business Review (November 2005): 32.

 9. Research suggests that texting while driving increases the risk of 

accident by  twenty-  three times. Jennifer Guevin, “Study: Texting While 

Driving Increases Crash Risk 23-fold,” CNET News, July 27, 2009.

ChangeAnything_TPtextF1.indd 246 8/22/13 5:01:34 AM



 Notes 247

 10. Change Anything Labs, Friends and Accomplices study (November 

2009).

Source 5: Invert the Economy

 1. Eric A. Finkelstein, Justin G. Trogdon, Joel W. Cohen, and William 

Dietz, “Annual Medical Spending Attributable to Obesity:  Payer-   and 

 Service-  Specific Estimates,” Health Affairs 28, no. 5 (2009):  822–  831.

 2. J.L. Zagorsky, “Marriage and Divorce’s Impact on Wealth,” Journal of 

Sociology 41, no. 4 (2005):  406–  424.

 3. Change Anything Labs, Lake Wobegon at Work survey (February 

2010).

 4. Stanton Peele, 7 Tools to Beat Addiction (New York: Three Rivers 

Press, 2004), 96.

 5. The study Tobacco Taxes: A  WIN-  WIN-  WIN for  Cash-  Strapped States 

(February 10, 2010) was published by the Campaign for  Tobacco-  Free 

Kids, American Heart Association, American Cancer Society Cancer 

Action Network, American Lung Association, and the Robert Wood 

Johnson Foundation.

 6. Daniel Kahneman, Jack L. Knetsch, and Richard H. Thaler, “Anomalies: 

The Endowment Effect, Loss Aversion, and Status Quo Bias,” Journal 

of Economic Perspectives 5, no. 1 (Winter 1991):  193–  206.

 7. Study done by Change Anything Labs in July 2010 with  eighty-  five 

customers awaiting release of the iPhone 4 at the Salt Lake City, Utah, 

Apple store. See also Daniel Kahneman, Jack L. Knetsch, and Richard 

H. Thaler, “Experimental Tests of the Endowment Effect and the Coase 

Theorem,” Journal of Political Economy 98, no. 6 (December 1998): 

 1325–  1348.

 8. Xavier Giné, Dean S. Karlan, and Jonathan Zinman, “Put Your Money 

Where Your Butt Is: A Commitment Contract for Smoking Cessation” 

ChangeAnything_TPtextF1.indd 247 8/22/13 5:01:34 AM



248  Notes

(July 1, 2009). World Bank Policy Research Working Paper Series, 

4985.

 9. Gina Pace, “Life after ‘Loser’: ‘Every Day Is a Struggle,’ ” MSNBC, Janu-

ary 5, 2009, http://today.msnbc.msn.com/id/28449267.

 10. Victoria Lee Miller, “Will Kirstie Alley’s Weight Gain Hurt Jenny Craig?” 

Associated Content, May 12, 2009, http://www.associatedcontent.com/

article/1702649/will_kirstie_alleys_weight_gain_hurt.html.

 11. Mark R. Lepper, David Greene, and Richard E. Nisbett, “Undermining 

Children’s Intrinsic Interest with Extrinsic Reward: A Test of the ‘Over-

justification Hypothesis.’ ” Journal of Personality and Social Psychol-

ogy 28 (1973):  129–  137.

 12. Albert Bandura and Karen Simon, “The Role of Proximal Intentions 

in  Self-  Regulation of Refractory Behavior,” Cognitive Therapy and 

Research 1, no. 3 (1977):  177–  193.

 13. Albert Bandura and Dale Schunk, “Cultivating Competence,  Self- 

 Efficacy, and Intrinsic Interest through Proximal  Self-  Motivation,” Jour-

nal of Personality and Social Psychology 41, no. 3 (1981):  586–  598.

Source 6: Control Your Space

 1. Brian Wansink, Mindless Eating: Why We Eat More Than We Think 

(New York: Bantam Books, 2006).

 2. S.J. Hoch and G.F. Loewenstein, “ Time-  Inconsistent Preferences and 

Consumer  Self-  Control,” Journal of Consumer Research 17 (1991): 

 1–  16.

 3. Anna Breman, “Give More Tomorrow: Two Field Experiments on Altru-

ism and Intertemporal Choice” (submitted paper, Stockholm Univer-

sity, November 2, 2006).

 4. Bob Edwards, “Hearty Diets, Hard Labor Keep Amish Fit,” Morning 

Edition, NPR, January 14, 2004.

ChangeAnything_TPtextF1.indd 248 8/22/13 5:01:34 AM



 Notes 249

 5. Nielsen, Three Screen Report: Television, Internet, and Mobile Usage 

in the U.S. 5 (second quarter 2009); Norman Herr, “Television and 

Health,” Internet Resources to Accompany the Sourcebook for Teach-

ing Science, California State University, 2007, http://www.csun.edu/

science/health/docs/tv&health.html?.

 6. Some popular finance applications include LearnVest.com and Mint.com.

 7. “Dining Room Table Losing Central Status in Families,” USA Today, 

December 18, 2005.

Career: How to Get Unstuck at Work

 1. Change Anything Labs, Lake Wobegon at Work survey (February 

2010).

 2. Daniel Yankelovich and John Immerwahr, Putting the Work Ethic to 

Work: A Public Agenda’s Report on Restoring America’s Competitive 

Vitality (New York: Public Agenda Foundation, 1983).

 3. This finding is from a 2002 study of fifteen hundred software engineers 

at a client organization.

 4. Jeffrey Pfeffer, Managing with Power: Politics and Influence in Orga-

nizations (Boston: Harvard Business School Press, 1994), 154.

Weight Loss: How to Lose Weight and Get  Fit—  and Stay 

That Way

 1. Paul M. Johnson and Paul J. Kenny, “Dopamine D2 Receptors in 

 Addiction-  like Reward Dysfunction and Compulsive Eating in Obese 

Rats,” Nature Neuroscience (2010), doi:10.1038/nn.2519.

 2. Ibid.

 3. Sarah Klein, “Fatty Foods May Cause  Cocaine-  like Addiction,” CNN, 

March 30, 2010, http://articles.cnn.com/2010-03-28/health/fatty.foods 

. brain_1_rats-  junk-  food-  fatty-  foods?_s=PM:HEALTH.

ChangeAnything_TPtextF1.indd 249 8/22/13 5:01:34 AM



250  Notes

 4. Barry M. Popkin, “The World Is Fat,” Scientific American, September 

2007.

 5. National Eating Disorders Association, kNOw Dieting: Risks and Rea-

sons to Stop (Seattle, WA: National Eating Disorders Association, 2005), 

http://www.nationaleatingdisorders.org.

 6. Christopher D. Gardner, Alexandre Kiazand, Sofiya Alhassan, Soowon 

Kim, Randall S. Stafford, Raymond R. Balise, Helena C. Kraemer, and 

Abby C. King, “Comparison of the Atkins, Zone, Ornish, and LEARN 

Diets for Change in Weight and Related Risk Factors among Overweight 

Premenopausal Women: The A to Z Weight Loss Study: A Randomized 

Trial,” Journal of the American Medical Association 297, no. 9 (2007): 

 969–  977.

 7. Daniel Gilbert, Stumbling on Happiness (New York: Knopf, 2006).

 8.  Jeffrey Schwartz and Sharon Begley, The Mind and the Brain: Neu-

roplasticity and the Power of Mental Force (New York: Regan Books, 

2003).

 9. Change Anything Labs, Friends and Accomplices study (November 

2009).

 10. Abby C. King, Robert Friedman, Bess Marcus, Cynthia Castro, Melissa 

Napolitano, David Ahn, and Lawrence Baker, “Ongoing Physical Activity 

Advice by Humans versus Computers: The Community Health Advice 

by Telephone (CHAT) Trial,” Health Psychology 26, no. 6 (2007):   

718–  727.

Financial Fitness: How to  Get—  and  Live—  Out of Debt

 1. The number of adults age  sixty-  five or over living with their children 

has increased 62 percent over the past decade. “More Parents Move In 

with Kids,” USA Today, September 23, 2008.

 2. Kim Khan, “How Does Your Debt Compare?” MSN Money, http:// 

moneycentral.msn.com/content/savinganddebt/p70581.asp.

ChangeAnything_TPtextF1.indd 250 8/22/13 5:01:34 AM



 Notes 251

 3. Brian O’Connell, “Debt Counseling Helps Bankrupt Americans,” Main-

Street Newsletter, June 17, 2010.

 4. Barbara O’Neill, “Danger Signals of Excessive Debt,” Cornell Coopera-

tive Extension, September 20, 2009, http://www.extension.org/pages/

Danger_Signals_of_Excessive_Debt.

 5. Dave Ramsey, The Total Money Makeover (Nashville, TN: Thomas 

Nelson, 2009).

 6. Paco Underhill, Why We Buy: The Science of Shopping (New York: 

Simon and Schuster, 1999).

 7. William R. Miller and Stephen Rollnick, Motivational Interviewing 

(New York: Guilford Press, 2002),  5–  7, 220, 226. Go to ChangeAnything 

.com/exclusive to download a handy guide on holding a motivational 

interview.

 8. Haiyang Chen and Ronald P. Volpe, “An Analysis of Personal Financial 

Literacy Among College Students,” Financial Services Review 7, no. 2 

(1998):  107–  128.

 9. Piyush Sharma, Bharadhwaj Sivakumaran, and Roger Marshall, 

“Impulse Buying and Variety Seeking: A  Trait-  Correlates Perspective,” 

Journal of Business Research 63, no. 3 (March 2010):  276–  283.

 10. Daniel Gilbert, Stumbling on Happiness (New York: Knopf, 2006).

 11. Control direct mail and catalogs by registering online at the Direct Mar-

keting Association’s website. There is no fee for online registration. Visit 

https://www.dmachoice.org/dma/member/regist.action. Stop receiving 

credit card applications by registering at OptOutPreScreen.com.

Addiction: How to Take Back Your Life

 1. L.N. Robins, “Vietnam Veterans’ Rapid Recovery from Heroin Addic-

tion: Fluke or Normal Expectation?” Addiction 88 (1993):  1041–  1054.

 2. J. Olds and P. Milner, “Positive Reinforcement Produced by Electrical 

Stimulation of Septal Area and Other Regions of Rat Brain,” Journal 

ChangeAnything_TPtextF1.indd 251 8/22/13 5:01:34 AM



252  Notes

of Comparative and Physiological Psychology 47, no. 6 (December 

1954):  419–  427.

 3. K.C. Berridge, T.E. Robinson, and J.W. Aldridge, “Dissecting Compo-

nents of Reward: ‘Liking,’ ‘Wanting,’ and Learning,” Current Opinion 

in Pharmacology 9 (2009):  1–  9.

 4. T.E. Robinson and K.C. Berridge, “The Neural Basis of Drug Crav-

ing: An  Incentive-  Sensitization Theory of Addiction,” Brain Research 

Reviews 18 (1993):  247–  291.

 5. “After Lung Cancer Surgery, Nearly Half of Patients Resume Smok-

ing,” LiveScience, December 11, 2006, http://www.livescience.com/

health/061211_smokers_resume.html.

 6. G. Alan Marlatt, “A  Cognitive-  Behavioral Model of the Relapse Process,” 

in Behavioral Analysis and Treatment of Substance Abuse, National 

Institute on Drug Abuse research monograph 25, ed. N.A. Krasnegor 

(Washington, DC: U.S. Government Printing Office, 1979),  191–  200.

 7. J.R. Hughes, “Alcohol Withdrawal Seizures,” Epilepsy Behavior 15, no. 2 

(February 2009):  92–  97.

 8. Stanton Peele, 7 Tools to Beat Addiction (New York: Three Rivers 

Press, 2004).

 9. Christopher J. Mruk,  Self-  Esteem Research, Theory, and Practice: Toward 

a Positive Psychology of  Self-  Esteem (New York: Springer, 2006).

 10. John J. Ratey, Spark: The Revolutionary New Science of Exercise and 

the Brain (New York: Little, Brown, 2008).

 11. Ibid.

 12. Steven Kipnis and Joy Davidoff, Nicotine Dependence and Smoking 

Cessation (Albany: New York State Office of Alcoholism and Substance 

Abuse Services, OASAS Addiction Medicine Unit, 2003).

 13. A.H. Taylor, M.H. Ussher, and G. Faulkner, “The Acute Effects of Exer-

cise on Cigarette Cravings, Withdrawal Symptoms, Affect and Smoking 

Behaviour: A Systematic Review,” Addiction 102 (2007):  534–  543.

ChangeAnything_TPtextF1.indd 252 8/22/13 5:01:34 AM



 Notes 253

 14. Kimberly S. Young and Robert C. Rogers, “The Relationships between 

Depression and Internet Addiction,” Cyber Psychology and Behavior 

1, no. 1 (1998):  25–  28.

 15. Robert F. Anda, David F. Williamson, Luis G. Escobedo, Eric E. Mast, 

Gary A. Giovino, and Patrick L. Remington, “Depression and the 

Dynamics of Smoking,” Journal of the American Medical Association 

264 (1990):  1541–  1545.

Relationships: How to Change Us by Changing Me

 1. D.A. Redelmeier, J. Katz, and D. Kahneman, “Memories of Colonos-

copy: A Randomized Trial,” Pain 104 (July 2003):  187–  194.

 2. John Gottman and Nan Silver, The Seven Principles for Making Mar-

riage Work (New York: Three Rivers Press, 1999).

 3. Clifford Notarius and Howard Markman, We Can Work It Out:  

How to Solve Conflicts, Save Your Marriage (New York: Berkley,  

1993), 31.

 4. Gottman and Silver, Seven Principles, 160.

 5. Tara  Parker-  Pope, For Better: The Science of a Good Marriage (New 

York: Penguin, 2010), 128.

 6. Ibid., chap. 1.

 7. Ibid.

 8. Notarius and Markman, We Can Work It Out, 11.

 9. Paul Amato and Bryndl Hohmann-Marriott, “A Comparison of High-

and  Low-  Distress Marriages That End in Divorce,” Journal of Marriage 

and Family 69 (August 2007):  621–  638.

 10. Parker-  Pope, For Better.

 11. Betsey Stevenson and Julian Wolfers, “Marriage and Divorce: Changes 

and Their Driving Forces,” Journal of Economic Perspectives 21, no. 2 

(Spring 2007):  27–  52.

ChangeAnything_TPtextF1.indd 253 8/22/13 5:01:34 AM



254  Notes

 12. Change Anything Labs, Marriage on the Rocks survey (November 

2009).

 13. Ibid.

 14. Patricia A. McManus and Thomas A. DiPrete, “Losers and Winners: The 

Financial Consequences of Separation and Divorce for Men,” Ameri-

can Sociological Review 66, no. 2 (April 2001):  246–  268.

 15. Michele  Weiner-  Davis, Divorce Busting: A Step-by-Step Approach to 

Making Your Marriage Loving Again (New York: Simon and Schuster, 

1992), 149.

ChangeAnything_TPtextF1.indd 254 8/22/13 5:01:34 AM



255

Index

ability, 8, 15, 16, 24, 37
accomplices, 15, 17, 39, 84–93, 98, 230

distancing from, 96–97, 121
norms set by, 94
sharing weaknesses with, 87–88, 184–85, 

204
transformation conversation and, 145
unwitting, 85–86

addiction, 37, 54–58, 192–212
brain region and, 196
coaches and, 91
crucial vital behaviors and, 33–35,  

198–202, 205–7
difficulty quitting and, 192, 198
fence building and, 117, 119
junk food as, 151–52, 153
recidivism and, 197
recovery timeline and, 193–94
replacement therapy and, 199, 203
simple rewards and, 108–9
tapering off and, 203
telling self whole story and, 54–56
“value words” and, 56–58

alcohol abuse, 54, 79, 151, 197, 211
Amato, Paul, 227
American Cancer Society Cancer Action 

Network, 102
Amish, 126
arguments, marital, 216–18
Asch, Solomon, 81

assertiveness workshop, 70
autopilot, 125–26, 129, 188

bad habits, 3–6, 9–10
accomplices as aids to, 84–85, 96–97,  

98
addiction and, 194–97
career and, 143–47
change efforts and, 5–6, 102
change problems and, 25, 26
debt and, 182
enablers of, 15, 17, 39, 84–85, 96–97, 98
incentives to sustain, 101
marital discord and, 227
motivation and, 141
new skills and, 37
scientific strategy against, 31–40
as social disease, 17
telling whole vivid story and, 55
weight loss and, 154

Bandura, Albert, 71–72, 110
bankruptcy, 67
behavior, 7–8. See also six sources of 

influence; vital behaviors
behavioral economics, 100–112, 188
behavior changes. See change
behavior modification, 37
bike helmets, 53
Bing Nursery School study, 107–8
blind spot, 68

ChangeAnything_TPtextF1.indd 255 8/22/13 5:01:34 AM



256  Index

brain, 50–51
addiction changes to, 194–97, 199
food cravings and, 153
mapping of functions of, 195

Breman, Anna, 125
Brookhaven National Laboratory, 153
budget, 179, 182, 187–88
building fences. See fence building

calories
burning of, 154
counting of, 24
electronic tracker of, 127, 172
knowledge gap about, 67, 164
science of weight loss and, 28, 155
vital behavior and, 157–58

career, 135–50
cues and, 123–24
deliberate practice and, 75–76, 144
executive coaches and, 91
feedback and, 149–50
focus and, 138, 146, 147
helpfulness and, 138–39, 147
identifying crucial moments and, 40–41
identifying vital behaviors and, 139–41, 

147–50
incentive system problems and, 100–101
knowledge and, 68, 138, 141, 147
limited discretionary effort and, 136–37
six-source strategies and, 141–51, 237
top-performance behaviors and, 137–41
turnaround of, 136–37, 147–48
turning bad days into good days and, 

41–42
unsatisfactory performance reviews and, 

135–36
work practice and, 225–26

Care Product Institute (CPI), 92–93
carrots and threat of losing carrots. See 

incentives
cash, spending limited to, 188
cash awards, 101
casinos, 8–9
catadore, 48, 57
cell phone apps, 116, 122, 129

as addiction-recovery aid, 203, 210
as tracking-spending aid, 179, 187–88
as weight-loss aid, 172

change, 236–40
act small, act now for, 236–37
biggest challenge to, 47–48
cues for, 121–25, 129
deliberate practice and, 71–76
electronic aids to, 43, 127, 129–30, 172
factors in, 7
failures and, 11, 26–27
friends as allies of, 90
importance of knowledge to, 67
importance of skill in, 67–70
loss aversion and, 104–5
physical environment and, 114–15
record keeping and, 237
self-bribery tactics for, 102–12
skill scan and, 69–70
social science of, 30–43
systematic approach to, 239–40
worst-case motivation for, 53–54
See also cue changes

ChangeAnything.com, 7
activation of complimentary subscription 

to, 43, 237
addiction recovery, 210–11
control of space, 130
effective use of incentives, 112
friends vs. accomplices inventory, 99
ideas engine, 64–65
love what you hate, 65
motivational-interview agenda, 63
relationship changes, 235
skill scan, 80
transformation conversation, 169
weight-loss and fitness tools, 172

Change Anything Labs, 3–7, 11–12, 21–22
accomplices vs. friends study, 98
career-performance study, 135, 136
loss-aversion study, 104–6
marital-relations study, 228–29
Silence Kills study, 86–87
social-pressure study, 82–83

Changers
basis of success of, 29
definition of, 3–4
trial-and-error process and, 27–28
whole-story awareness of, 54–55

chores-into-game tactic, 59
Christakis, Nicholas, 85–86

ChangeAnything_TPtextF1.indd 256 8/22/13 5:01:34 AM



 Index 257

Clarke, Philippa, 87
coaches, 90–91, 94–95, 98

fitness, 167–68
relationship, 226, 229, 230

cocaine, 116, 151, 153
cold turkey, 8
colonoscopy research, 214–15
“Community Game,” 58
compulsions, 196
confidants, 150
conflict-management skills, 225
consumer behavior, 115, 178
control groups, 82
control your space, 113–30

addiction recovery and, 193–94, 209–11
behavior effects and, 114–15
career incentive and, 146–47
cue changes and, 121–25, 129, 146–47, 

189, 209–10, 233
effective changes and, 18, 25, 38, 232
financial fitness and, 187–88
manage distance and, 110–21, 129, 171
relationship improvement and, 231–32, 233
use tools and, 126–28, 129–30
weight loss/fitness and, 170–71
See also fence building

conversation, 73, 220–21, 226–27, 232–33. 
See also transformation conversation

couples relations. See relationships
craving, 151–53, 196, 197

reduction strategy, 78, 201–2
credit cards, 67, 69–70

accomplices to use of, 88
cutting up of, 118
pitfalls of, 182, 189

criticism, 216
crucial moments, 30–36, 73–74

cues and, 129
dealing with, 77–78
definition of, 33
financial fitness and, 177–78, 191
identification of, 31–32, 40–41, 43, 76, 

76–77, 156–57, 158, 159, 198–99, 200
relationships and, 216
tailoring vital behaviors to, 133, 142

cue changes, 121–25, 129, 146–47, 189
quitting smoking and, 209–10
weight loss/fitness and, 171–72

debt, 67, 117–18, 175
interest payments, 182
repayment strategies, 179, 189

default bias, 125
default future, 36, 51–54, 62, 64

career improvement and, 143
financial fitness and, 180, 182
marital relations and, 224–25
weight loss/fitness and, 161–62

Delancey Street program (San Francisco), 
56–57, 201

delay-and-distance tactic, 184
delaying gratification, 3, 21, 197
deliberate practice, 71, 72–76, 78, 80, 144, 

165–66, 225–27
making best use of, 73–74

depression, 206
diabetics, 92–93
diets. See weight loss
dissertation writing, 59–60
distance yourself from the unwilling. See 

manage distance
distraction tactics, 7, 15, 37, 78–79, 166

addiction recovery and, 201, 206
divorce, 217, 218, 227–29

financial cost of, 231
outdated statistics on, 224–25, 227–28

do what you can’t, 66–80
career improvement and, 144
financial fitness and, 183–84
quitting smoking and, 204–7
relationships and, 225–27
summary of tasks, 79–80
weight loss/fitness and, 164–67

driving, texting while, 93–94
drug addiction, 33, 56, 97, 151, 153, 192

physical environment and, 116
professional help and, 211
recidivism and, 197
recovery of Vietnam veterans from, 

193–94, 210
recovery tactics and, 201
skill scan and, 69

economics. See behavioral economics; 
financial fitness; invert the economy

electronic devices, 43, 116, 127, 129–30, 172. 
See also cell phone apps

ChangeAnything_TPtextF1.indd 257 8/22/13 5:01:34 AM



258  Index

emergency room professionals, 31, 53–54, 
63

emotional vocabulary, 68
employment. See career
enablers. See accomplices
environment. See control your space
excise tax, tobacco, 102
exercise

addiction recovery and, 202, 205, 206,  
208

excuses for avoiding, 156–57
motivation for, 161, 163

expertise, 139
external rewards. See incentives

Facebook, 116, 208
failures, learning from, 159
family blog, 187
fans, 91–93, 94–95, 98
fats and sugars

cravings for, 152–53
prices of, 169

fears, learned response to, 71–72
feedback

career improvement and, 149–50
deliberate practice and, 74–76
honest friends and, 230
weight loss and, 166

fence building, 117–19, 129
career improvement and, 147
financial fitness and, 189
quitting smoking and, 209–10
relationship improvement and, 232–33
two rules of thumb of, 118–19
weight loss/fitness and, 170

financial fitness, 51–52, 173–91
crucial moments and, 177–78
fence building and, 117–18
keys to, 179
knowledge gap and, 67
redefinition of normal and, 185
relationship improvement and, 231–32
risk signs and, 175
web tools for, 182
See also credit cards; spending

fitness, physical. See exercise
flowchart, 156
focus, career situation, 138, 146, 147

food. See weight loss
401(k) plan, 188
Framingham study, 85–86
friends

accomplices vs., 84–93, 89, 98
adding new, 95–96, 99, 145, 167, 186, 208
as change allies, 90
positive impact of, 98, 199, 207–8,  

228–30
future. See default future

games. See make it a game
genes, 151
goals, 66, 104

division of, into small wins, 60, 109
sharing of, with new friends, 95–96

Gollwitzer, Peter, 33
Gottman, John, 215
Gramacho Garden, 49, 57
gum, nicotine, 199

habits. See bad habits
hate what you love, 197
health assessment, 155, 211
health care costs, 101
helpfulness, 138–39, 147
heroin. See drug addiction
Hoch, Stephen, 122
hypnotism experiment, 82

impulse buying, 178, 184–86
impulse control. See will skill
incentives, 100–112

career improvement and, 146
financial plan adherence and, 187
loss aversion and, 104–7, 169
in moderation and in combination, 

107–11
quitting smoking and, 208–9
relationship improvement and, 231
reward of small wins and, 60, 109–12
weight-loss goals and, 107, 169–70

incompatible activities, 200–201
influence. See six sources of influence
Influencer: The Power to Change Anything 

(Patterson et al.), 238
inspiring quotes, 36–37
interest payments, 182, 189

ChangeAnything_TPtextF1.indd 258 8/22/13 5:01:34 AM



 Index 259

Internet, 127, 129. See also websites
interpersonal skills, 91
invert the economy, 100–112

career improvement and, 146–47
financial fitness and, 187, 188
quitting smoking and, 208–9
relationship incentives and, 231
summary of tasks, 111–12
weight loss/fitness and, 169–70

junk food, 151–52

Kahneman, Daniel, 104, 214, 216
Karlan, Dean, 105–6
King, Abby, 167
knowledge, 68, 138, 141, 147
knowledge gap, 67
Koop, C. Everett, 165
Krokoff, Lowell, 215

labeling tactic, 55, 56–58
label reading, 164
learned new behavior. See do what you  

can’t
Lepper, Mark, 107–8
listening skills, 73
Lombardi, Vince, 74
loss aversion, 104–7, 169–70, 209
love what you hate, 47–65

addiction recovery and, 202–5
career improvement and, 142–43
financial fitness and, 180–83
relationships and, 222–25
summary of tactics, 63–64
weight loss and, 16–64, 160–64

low-conflict divorces, 227
low expectations, 227
lung cancer, 196–97, 204

make it a game, 58–61, 64
budget and saving, 182–83
career improvement, 143, 237
quitting smoking, 205
weight-loss plan, 163–64

manage distance, 15, 20, 78, 96–97, 99, 
110–21, 129

financial fitness and, 189
physical fitness and, 171

quitting smoking and, 207–8
relationship improvement and, 232
temptations to spend and, 189

marital relations. See relationships
Markman, Howard, 216, 225
Marriage on the Rocks study, 228–29
Milgram, Stanley, 81–82
Milner, Peter, 195–96
Mindless Eating (Wansink), 113
money. See financial fitness
motivation. See personal motivation; social 

motivation; structural motivation
motivational interviews, 62–63, 180
motivational messages, 146
multitasking, 93–94

National Public Radio, 93–94
National Weight Control Registry, 154
nicotine. See smoking addiction
no, saying, 200
normal, 85–86

redefinition of, 93–99, 185, 227–30
note taking, 42–43

obesity
costs of, 101
knowledge gap and, 67
as partly infectious, 85–86
physical environment and, 115
unwitting accomplices and, 85–86
worldwide health threat from, 153
See also weight loss

Olds, James, 195–96

packaged food, 164, 169
Parker-Pope, Tara, 228
partner in training, 168
patch, nicotine, 199
Peele, Stanton, 201
peer pressure. See social influences
“perfect” practice, 74
personal change plan, 30–43
personal motivation, 7, 15, 47–54, 55

career improvement and, 143, 146–47, 148
chores-into-game tactic and, 59
friends as fans and, 91–93
impact of incentives on, 110–12
importance of, 67, 141

ChangeAnything_TPtextF1.indd 259 8/22/13 5:01:34 AM



260  Index

personal motivation (cont.)
loss avoidance vs. equivalent gain and, 

104–7
quitting smoking and, 36–37, 203–4
simple rewards and, 108–9
weight loss and, 24, 160–64
workings of, 16

Personal Motivation Statement, 62–63, 64
contents of, 62
financial fitness and, 181–82
quitting smoking and, 203–4
weight loss/fitness and, 162–63

phobia, learned response to, 71–72
physical activity. See exercise
physical environment. See control your 

space
plate and portion size, 114, 172, 237
pleasurable task, 107–8
positive deviance, 158
practice. See deliberate practice
prepared foods, 164
pricing, 101, 169
procrastination, 59

written plan vs., 42–43
project reports, 75–76
proximal goals, 60, 109
psychological addiction, 37

radio talk show, 186
Ramsey, Dave, 176, 179, 191
Read, Daniel, 47–48
record keeping, 237
redefine “normal,” 93–99, 227–30
rehab centers, 193, 194
relationships, 72–75, 90–91, 128, 213–35

autopilot and, 126
changing self and, 213, 218–21, 230, 

233–34
conversation and, 73, 220–21, 226–27, 

232–33
deliberate practice and, 72–75, 225–27
financial fitness and, 191
identifying crucial moments and, 216–18
managing distance and, 119–20
marital-happiness predictors, 216–17
vital behaviors and, 123, 222–34

replacement therapy, 199, 203
reputation, career success and, 138–39

retirement, 51–52, 173–75, 186
creating plan for, 188, 189

rewards. See incentives
risk moments. See crucial moments
Ross, Lee, 58
rugby, 58

Santos, Valter dos, 48–49
Save More Tomorrow (retirement plan), 188
savings, 14, 179, 188, 191
scientific strategy, 31–43, 237, 238

addiction recovery and, 194–97
all six sources of influence and, 35–40
crucial moments and, 31–32
hypothesis creation and, 35
note taking and, 42–43
recording devices and, 237
trial-and-error tactic and, 27–28
turn bad days into good days and, 39–40
vital behaviors and, 32–34

secondhand smoke, 67
second marriages, 225
self-blame, 14, 198, 202
self-image, 163, 222
septal brain region, 195
setbacks, preparing for, 75, 76, 165
Shape Up America, 165
shopping addiction, 175

accomplices and, 184–85
turnaround from, 49–50

shopping lists, 179, 184, 189
short-term goals, 60–61, 109–10
short-term impulses, 48
Silbert, Mimi, 56–57, 201
silence, marital, 216–17, 221
Silence Kills study, 86–87
silent accomplices, 86–87
six sources of influence, 14–20, 26, 47–134, 

238–39
effectiveness of, 21–22
engaging all of, 41, 64–65, 159–72, 197, 

202–10
fences vs., 119
scientific strategy and, 35–40
tailoring of, 133
written plan for engaging, 43

skills, 67–73
practicing small segments of, 74, 75, 166

ChangeAnything_TPtextF1.indd 260 8/22/13 5:01:34 AM



 Index 261

See also will skill
skill scan, 69–70, 72, 80

addiction recovery and, 205–6
career improvement and, 144
financial fitness, 183–84
marital relations and, 225–27
weight loss/fitness and, 164

Sloan Management Review, 21–22
small actions, positive impact of, 217
small challenge, 60, 110
small wins, 205, 237
Smith, Timothy, 217–18
smoking addiction, 31, 34–40, 121, 151

behavioral economics and, 102, 105–6
crucial moments/vital behaviors and, 

34–35, 196–99
difficulty in breaking, 192
distance tactic and, 121
knowledge and right skills and, 67–68
recovery and, 197
six sources of influence and, 36–40, 

202–10, 237
social ability, 15, 17, 25, 38
social influences, 81–99

controlled spending and, 186
experiments demonstrating, 81–83
relationship commitment and, 228
spending and, 184–85

social motivation, 15, 25, 38, 108–9
workings of, 17

social networks, 96, 97, 99, 127
social science, 30–43
Source 1. See love what you hate
Source 2. See do what you can’t
Sources 3 and 4. See turn accomplices into 

friends
Source 5. See invert the economy
Source 6. See control your space
spending, 178, 184–86

accomplices to, 88, 184–85
changing cues and, 190
compulsive shopping and, 49–50, 175
cutting back on, 191
distance tactic and, 121
financial coaches and, 91
influences on, 13–19
physical cues and, 123
skill scan and, 70

tracking of, 179, 182, 183–84, 187–88
See also credit cards; debt

Stanford University, 26–27, 72
Bing Nursery School study, 107–8
weight-loss-diet study, 153–54

stickK.com, 106–7
stonewalling, 216
storytelling. See whole vivid story
stress signals, 37, 124
structural motivation, 18, 37, 38, 196
study habits, 42–43
success, personal, 3–45

betting on self and, 106–7
sugars. See fats and sugars
supermarkets, 178
supersize servings, 169

talk therapy, learned new behavior vs., 71
television sets, 115, 127, 129
temptation, 7, 11–13, 66–67

avoidance of, 79, 117, 119, 189
creating distance from, 120–21
crucial moments and, 30, 31–32, 156–57
facing whole vivid story and, 54–56, 161
resistance skills, 11–12, 61, 78–79, 189

Thaler, Richard, 188
tobacco. See smoking addiction
tools, 126–28, 129–30, 237–38

career improvement, 147
quitting smoking, 210
relationship, 222–34
spending control, 187–88
weight loss/fitness, 127, 172

top performers, 138–41
tough-it-out model, 8
transformation conversation, 38, 94–95, 99

career improvement and, 145
financial fitness and, 185–86
quitting smoking and, 207
relationship breakup and, 229
weight loss and, 168–69

turn accomplices into friends, 17, 21, 38, 
81–99, 145, 150

accomplice vs. friend and, 84–93, 89, 98
career improvement and, 145, 150
financial fitness and, 184–86
quitting smoking and, 207–8, 237
relationship improvement and, 227–31

ChangeAnything_TPtextF1.indd 261 8/22/13 5:01:34 AM



262  Index

turn accomplices into friends (cont.)
spending control and, 186, 187
summary of tactics, 98–99
weight loss/fitness and, 167–69
See also accomplices; friends

twelve-step programs, 108–9

Underhill, Paco, 178
urge-creation mechanism, 196–97, 206

value words, 56–58, 62, 64
career-improvement motivation and, 143
quitting smoking and, 204
weight loss/fitness and, 162–63

Vietnam War, 193–94, 210
video games, 206
visual cues, 122
vital behaviors, 32–36, 43, 238–39

addiction recovery and, 33–34, 200–202, 
211–12

career and, 41, 137–41, 148–50
cues and, 123
definition of, 33
financial fitness and, 178–90
improved marital relations and, 221
physical fitness and, 154–55
positive deviance and, 158
tailoring of, 133, 150
value words and, 58
weight loss and, 154–55, 157–58

“Wall Street Game,” 58
Wang, Gene-Jack, 153
Wansink, Brian, 113, 114
websites

personal improvement, 106–7
tracking spending, 182, 183–84
weight loss/fitness, 165
See also ChangeAnything.com

weekly wealth review, 179
weight loss, 24–27, 151–72

commercial diets and, 153–54
control of space and, 170–71

cravings and, 151–53
crucial moments and, 156–57, 158
find what you love and, 160–61
generic steps toward, 155
individual needs and, 29, 42
knowledge and right skills and, 68
learning from failures and, 159
loss aversion and, 106–7, 169–70
motivation for, 161, 163
plate size and, 114, 237
reasons for failures, 27, 154
science of, 28, 155
short-term goals and, 169
skill scan and, 164
small rewards and, 110–11
social networks and, 96
supportive friends and, 91–93
transformation conversation and, 168–69
value labels and, 57
vital behaviors and, 154–55, 157–58
will skill and, 76–79, 166–67
See also calories; obesity

whole vivid story, 54–56, 64
career improvement and, 142
financial fitness and, 182
relationships and, 222–24
weight loss and, 161

willpower trap, 3–23, 25
addiction and, 195, 198, 211
problems with, 8, 67

will skill, 37, 76–79, 80
financial control and, 184
quitting smoking and, 206
weight loss/fitness and, 166–67

withdrawal symptoms, 33–34, 197
reduction strategies, 199–200, 202–3,  

205
word choice. See value words
workplace. See career
worst-case scenarios, 53–54
written plan, 42–43

Yankelovich, Daniel, 136

ChangeAnything_TPtextF1.indd 262 8/22/13 5:01:34 AM



This award-winning team of authors has produced four New York Times best-
sellers—Crucial Conversations: Tools for Talking when Stakes are High (2002), 
Cru cial Accountability: Tools for Re solving Violated Expectations, Broken Com-

mitments, and Bad Behavior (2005), Influencer: The New Science of Leading 

Change (2008), and Change Anything: The New Science of Personal Success 
(2011). They are also cofounders of VitalSmarts, an innovator in corporate 
training and organizational performance.

Joseph Grenny is an acclaimed keynote speaker and 
consultant who has implemented major corporate change 
initiatives for the past thirty years. He is also a cofounder 
of Unitus Labs, a not-for-profit organization that helps the 
world’s poor achieve economic self-reliance.

Kerry Patterson has authored award-winning training 
programs and led multiple long-term change efforts. In 
2004, he received the BYU Marriott School of Management 
Dyer Award for outstanding contribution in organizational 
behavior. He completed doctoral work at Stanford University.

David Maxfield is a leading researcher, consultant, and 
speaker. He has led research studies on the role of human 
behavior in medical errors, safety hazards, and project 
execution. He completed doctoral work in psychology at 
Stanford University.

Ron McMillan is a sought-after speaker and consultant. He 
co founded the Covey Leadership Center, where he served 
as vice president of research and development. He has 
worked with leaders ranging from first-level managers to 
executives from the Fortune 500.

Al Switzler is a renowned consultant and speaker who has 
di rected training and management initiatives with leaders 
from dozens of Fortune 500 companies worldwide. He also 
served on the faculty of the Executive Development Center 
at the University of Michigan. 

About the Authors

ChangeAnything_TPtextF1.indd 263 8/22/13 5:01:34 AM



ChangeAnything_TPtextF1.indd 264 8/22/13 5:01:34 AM



Recognized as one of the world’s most prestigious 

business imprints, Business Plus specializes in pub-

lishing books that are on the cutting edge. Like you, 

to be successful we always strive to be ahead of the 

curve.

Business Plus titles encompass a wide range of 

books and interests—including important business 

management works, state-of-the-art personal finan-

cial advice, noteworthy narrative accounts, the latest 

in sales and marketing advice, individualized career 

guidance, and autobiographies of the key business 

leaders of our time. 

Our philosophy is that business is truly global 

in every way, and that today’s business reader is 

looking for books that are both entertaining and 

 educational. To find out more about what we’re pub -

lishing, please check out the Business Plus blog at:

www.bizplusbooks.com

ChangeAnything_TPtextF1.indd 265 8/22/13 5:01:34 AM



ChangeAnything_TPtextF1.indd 266 8/22/13 5:01:34 AM



P E R S O N A L
Self-directed change

Successfully solve any individual behavior challenge—
at work or at home.

I N T E R P E R S O N A L
Open dialogue

Foster open dialogue around high-stakes,  
emotional, or risky topics. 

T E A M
Universal accountability

Enhance accountability, improve performance, and 
ensure execution.

O R G A N I Z A T I O N A L
Influential leadership

Drive rapid and sustainable behavior change for teams 
and even entire organizations.

To receive more information on learning these skills or  
becoming a trainer for your organization, call 1-800-449-5989,  

or go online to www.vitalsmarts.com.

Want to get better?

Attend a VitalSmarts
Training Course

ChangeAnything_TPtextF1.indd 267 8/22/13 5:01:34 AM



About VitalSmarts 
An innovator in corporate training and leadership development, VitalSmarts 

combines three decades of original research with 50 years of the best social 

science thinking to help organizations achieve new levels of performance. 

Specifically, we focus on human behavior—the underlying written and un-

written rules that shape what employees do every day and create the cultural 

operating system upon which an organization functions.

VitalSmarts’ work within the halls of some of the world’s top organizations has 

led us to identify four skill sets present in successful companies. When used in 

combination, these high-leverage skills create healthy corporate cultures that 

spur flawless execution and consistent innovation. These skill sets are taught 

in our award-winning training programs and New York Times bestselling books 

of the same titles: Crucial Conversations, Crucial Accountability, Influencer, 

and Change Anything. 

VitalSmarts has trained more than one million people worldwide and helped 

more than 300 of the Fortune 500 realize significant results using this proven 

method for driving rapid, sustainable and measurable change in behaviors. 

VitalSmarts has been ranked by Inc. magazine as one of the fastest-growing 

companies in America for eight consecutive years.

www.vitalsmarts.com 

ChangeAnything_TPtextF1.indd 268 8/22/13 5:01:34 AM



EXCLUSIVE ACCESS FOR BOOK READERS

Authors Kerry Patterson, Joseph Grenny, David Maxfield, 

Ron McMillan, and Al Switzler are offering book readers 

the following FREE resources, a $275 value. All you 

have to do is go online to get them. Read on.

To access these free resources, visit
www.ChangeAnything.com/exclusive

Access the VitalSmarts Video Vault

From marshmallow temptations to overpriced silly string, 
the authors bring the Change Anything experiments to 
life in these award-winning short clips. Watch as kid-
scientist Hyrum Grenny teaches his peers how to increase 
willpower, wash their hands, and even save money!

Download a Personal Motivation Statement Worksheet 

Want some help creating a compelling personal motivation statement? 
Download and print this helpful PDF to walk you through how to do it.

Listen to Audio Lessons from the Authors 

Get access to exclusive bonus material from the authors in our popular Change 
Anything Audio Companion. Hear them share entertaining stories and insights.

Join the Crucial Skills Newsletter Community

Subscribe to our weekly e-newsletter and ask the 
authors for advice in solving pressing challenges. 

The authors answer a reader’s question each week, 
providing powerful insights into the tough, real-world 

challenges you face.

ChangeAnything_TPtextF1.indd 269 8/22/13 5:01:34 AM



ALSO FROM THE BESTSELLING AUTHOR TEAM

AVAILABLE EVERYWHERE BOOKS ARE SOLD

“This is a breakthrough book, I found myself being 
deeply influenced, motivated, and even inspired.”

—Stephen R. Covey, author of  
The 7 Habits of Highly Effective People

“If you read only one ‘management’  
book this decade . . . I’d insist that it be  
Crucial Accountability.”

—Tom Peters, author of Re-Imagine!

“Influencing human behavior is one of the most 
difficult challenges faced by leaders. This book 

provides powerful insight into how to make behavior 
change that will last.”

—Sidney Taurel, Chairman & CEO,  
Eli Lilly and Company

ChangeAnything_TPtextF1.indd 270 8/22/13 5:01:34 AM


