
Business strategies - By Michael haMMond

Defining Success
Achieving any goal requires honest and regular monitoring of your progress — 
if not by others, then by you yourself.

The old saying goes: Imitation is the highest form of flattery. So, when you’re a technology 
vendor and you see your competitor release a new feature, you think you need to incorporate 
that feature into your offering to be successful. Or if you’re a lender and the lender down the 

street rolls out a new product you think you have to offer that product, as well. We see this over and 
over again in our space.

Is imitation what really defines success? Or does it pay to be first on a few things and actually bring 
something new to market? The interesting fact according to Heidi Grant Halvorson, a motivational 
psychologist, is that even if you were to talk to successful people, most don’t fully understand why they 
were successful. In her articled entitled “Nine Things Successful People Do Differently” she suggests 
that “decades of research on achievement suggests that successful people  reach their goals not simply 
because of who they are, but more often because of  what they do.” Here are nine things that she says 
successful people do differently: 

1. Get specific. When you set a goal, try to be as specific as possible. “Lose 5 pounds” is a better 
goal than “lose some weight,” because it gives you a 
clear idea of what success looks like. Knowing exactly 
what you want to achieve keeps you motivated until 
you get there.

2. Seize the moment to act on your goals. Given 
how busy most of us are, and how many goals we are 
juggling at once, it’s not surprising that we routinely 
miss opportunities to act on a goal because we simply 

fail to notice them. Achieving your goal means grabbing hold of these opportunities before they slip 
through your fingers. 

3. Know exactly how far you have left to go. Achieving any goal also requires honest and regular 
monitoring of your progress — if not by others, then by you yourself. If you don’t know how well you 
are doing, you can’t adjust your behavior or your strategies accordingly. 

4. Be a realistic optimist. When you are setting a goal, by all means engage in lots of positive 
thinking about how likely you are to achieve it. Believing in your ability to succeed is enormously 
helpful for creating and sustaining your motivation. 

5. Focus on getting better, rather than being good. Believing you have the ability to reach your 
goals is important, but so is believing you can get the ability. Embracing the fact that you can change 
will allow you to make better choices, and reach your fullest potential. People whose goals are about 
getting better, rather than being good, take difficulty in stride, and appreciate the journey as much as 
the destination.

6. Have grit. Grit is a willingness to commit to long-term goals, and to persist in the face of difficulty. 
Studies show that gritty people obtain more education in their lifetime, and earn higher college GPAs. 
The good news is, if you aren’t particularly gritty now, there is something you can do about it. People 
who lack grit more often than not believe that they just don’t have the innate abilities successful people 
have. If that describes your own thinking ... well, there’s no way to put this nicely: you are wrong. 

Achieving your goal means grabbing 
hold of these opportunities before they 
slip through your fingers.
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As I mentioned earlier, effort, planning, persistence, and good 
strategies are what it really takes to succeed. Embracing this 
knowledge will not only help you see yourself and your goals 
more accurately, but also do wonders for your grit.

7. Build your willpower muscle. Your self-control “muscle” 
is just like the other muscles in your body — when it doesn’t 
get much exercise, it becomes weaker over time. But when you 
give it regular workouts by putting it to good use, it will grow 
stronger and stronger, and better able to help you successfully 
reach your goals. To build willpower, 
take on a challenge that requires you 
to do something you’d honestly rather 
not do. Start with just one activity, and 
make a plan for how you will deal with 
troubles when they occur.

8. Don’t tempt fate. No matter 
how strong your willpower muscle 
becomes, it’s important to always 
respect the fact that it is limited, and 
if you overtax it you will temporarily 
run out of steam. Don’t try to take on two challenging tasks at 
once, if you can help it. And don’t put yourself in harm’s way 
— many people are overly-confident in their ability to resist 
temptation, and as a result they put themselves in situations 
where temptations abound. 

9. Focus on what you will do, not what you won’t do. Do 
you want to successfully lose weight, quit smoking, or put a lid 
on your bad temper? Then plan how you will replace bad habits 
with good ones, rather than focusing only on the bad habits 
themselves. If you want to change your ways, ask yourself, 
What will I do instead? For example, if you are trying to gain 
control of your temper and stop flying off the handle, you might 
make a plan like “If I am starting to feel angry, then I will take 
three deep breaths to calm down.” By using deep breathing as a 
replacement for giving in to your anger, your bad habit will get 
worn away over time until it disappears completely.

So, what’s the takeaway from these nine points? How can 
mortgage technologists and lenders use these points to thrive? 
They have to remember, it’s not just what you are, but what you 
do, that will lead to success.

In the end, the successful person will use these nine points 
to turn obstacles into assets. In the mortgage space there is a lot 
of game changing legislation still to come. If you as a company 

can’t adapt to these new rules and even use these new rules to 
thrive, you won’t be successful.

In the article “How to Turn an Obstacle into an Asset” by 
Leonard A. Schlesinger, Charles F. Kiefer, and Paul B. Brown, 
they say that people who succeed at work and in life believe 
and act as if “everything is a gift.” Well, maybe not every 
single thing imaginable. But assuming that everything is a gift 
is a good way of looking at the problems and surprises you’ll 
encounter in any endeavor, such as, for example, in getting a 

new venture off the ground, obtaining 
buy-in with your boss, or launching a 
new product line in an ultra-competitive 
market.

Why should you react to a problem 
with gratitude, whether you are trying to 
start a business or create anything else? 
There are a number of reasons. 

First, you were going to find out 
eventually what people did and did not 
like about your idea. Better to learn it as 

soon as possible, before you sink more resources into the idea, 
venture or product line, etc.

Second, the feedback could take you in another direction, or 
serve as a barrier to your competitors. You thought you wanted 
to open a restaurant, but a quick survey told you potential 
customers thought the area was saturated. But more than a few 
of them said they would love a place that simply had ready-to-go 
take out to heat up at home.

Third, you got evidence. True, it was not what you were 
expecting or even wanted, but that still puts you ahead of the 
person who is just thinking about doing something (like opening 
a restaurant in your neighborhood.) You know something they 
don’t, and that is an asset. You are ahead of the game.

But what if you can’t solve it? (She hated “Z,” too.) Accept 
the situation to the point of embracing it. Take as a given that 
it won’t ever change, and turn it into an asset. What can you 
do with the “fact” that it won’t ever change? Maybe it presents 
a heretofore unseen opportunity. Maybe you build it into your 
product or service in a way that no competitor (having not acted) 
could imagine. Could you do it on your own? Could you take the 
idea to a competitor and use it as your calling card to look for the 
next job? Instead of resisting and lamenting it, treat it as a gift 
and turn it to your advantage. ❖

Michael Hammond is chief strategy officer at PROGRESS in Lending Association and the founder and president of 
NexLevel Advisors. NexLevel provides solutions in business development, strategic selling, marketing, public relations 
and social media. He can be reached at mhammond@nexleveladvisors.com.

People who 
succeed believe 

and act as
 if “everything is 

a gift.”
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