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PREFACE

hen I think about the writing of Know Can

Do, it’s been a long time coming and has
quite a history. Years ago, a dear friend of mine
asked me what my biggest disappointment was with
my career. That thoughtful question motivated
some real self-reflection.

That’s when I realized that what bothered me
the most was that my work did not have universal,
lasting impact. While my books were widely read,
many people did not follow through on the con-
cepts and use them consistently in their day-to-day
work. My concern was that some managers seemed
to be content merely to talk about leadership prac-
tices, rather than actually implementing them.

My friend said, “Maybe you’re looking in the
wrong place. You're trying to change people’s
behavior only from the outside.” He went on to say
that he used to do the same until he realized that
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KNOW CAN DO!

lasting change in people’s behavior starts on the
inside and moves out.

I knew right away he was right, because all
had been focusing on were leadership methods and
behavior. I hadn’t focused much on what was in
people’s heads or hearts.

Armed with this new insight, I realized that
I needed some way to close the knowing-doing
gap—a way that focused on the inside as well as
the outside.

Enter Paul J. Meyer.

Paul has been a trailblazer in the behavior
change business for almost fifty years. His Success
Motivation Institute, Inc., founded in 1960, is dedi-
cated to “motivating people to their full potential.”
When I explained my dilemma to Paul, he was
excited about trying to solve it. Give Paul Meyer a
challenge, and you have a focused person beyond
your belief.

After thinking about it, Paul prepared a keynote
speech for a big international company on whose
board he serves. The speech was entitled “The
Missing Link”—what is needed to put the know-
how you gain from reading books, listening to
audios, watching videos, or attending seminars into
action. That was the beginning of Know Can Do.

Working with Paul on this project was a real joy.
He is an entrepreneur extraordinaire who has
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founded more than forty companies with worldwide
sales that exceed $2 billion. With more than forty
books in print, in some circles I am considered an
author extraordinaire. What we needed to complete
our team was a spokesperson who was willing to
travel near and far to spread the word.

The person who came immediately to my mind
was Dick Ruhe. He has worked with our company
for almost twenty years and has been our number
one speaker, carrying our message around the world.
Dick had done some writing of his own, but as a
speaker extraordinaire, he was the perfect match to
work with Paul and me on Know Can Do.

One plus one plus one has turned into far
beyond three. We are excited about Know Can Do
and hope it gives you and your organization the
strategies you need to take the knowledge you are
taught and put it into action. We know it only takes
one diet to lose weight—the one you focus on. In
the same way, we think Know Can Do can make a
real difference by giving people simple tools to
close the knowing-doing gap and make their
knowledge come alive. May our dreams come true
and your goals be accomplished.

—Ken Blanchard
Fune 2007



THE PROBLEM

here once was a successful author who wrote

about simple truths. His books were designed
to help himself and others manage and motivate
people in more effective ways.

Everyone who read his books loved his stories
and messages. He sold millions of copies. Yet there
was one thing that troubled him.

It usually reared its head when someone told him,
“I’ve read all your books and really love them.”

"The author had always been taught that true
learning involves a change in your behavior. In fact,
he thought that learning was a journey from knowing
to doing. So if the person praising his work com-
mented about a particular favorite concept, he
usually asked, “How has knowing that changed the
way you behave?”

Most people had a hard time answering that
question. As a result, they often changed the subject
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by talking about another concept or some other
book they were reading.

These kinds of interactions led the author to
conclude that the gap between what people know—
information they have picked up from books,
audios, videos, and seminars—and what they do—
how much they apply and use that knowledge—was
significant. He found that was particularly true
today with the incredible technology that makes
knowledge easily accessible to everyone. People, he
concluded, tend to spend considerably more time
acquiring new information than developing strate-
gies to use their newly acquired knowledge in their
daily lives.

In his seminars the author tried everything he
could think of to get people to be true learners and
apply and use what he was attempting to teach
them. To help them focus, he urged everyone to
do three things he’d learned in graduate school
from a professor who had been researching how to
study for years.

The first thing the professor taught him was to
insist that students take notes. Unless a person is
one of the 0.0001 percent of the population who
has photographic ears, listening alone will not
make that person learn. In fact, three hours after a



The Problem

seminar or class, pure listeners will remember only
about 50 percent of what they just heard. Twenty-
four hours later, they will have forgotten 50 percent
of that. At the end of one month, they will have less
than 5 percent recall of the new material they were
exposed to at the seminar.

The author confirmed this every time he was
asked to speak at an annual company meeting. He
always asked the audience, “Who talked to you last
year?” They would scratch their heads.

“What did the speaker talk about?” he would
then ask. People in the audience would strain to
remember the subject, with no recall of what they
actually had heard. So he always emphasized taking
notes in his seminars.

"The second thing the author did was to urge
participants to reread their notes within twenty-four
hours and summarize what he liked to call their
“aha’s” or key insights. He suggested that they
either write them in clear, neat handwriting in a
notebook or save them in their computers. Why
did he insist they summarize their notes in clear,
neat handwriting if they preferred a notebook to a
computer? Because he found that after a seminar,
the few people who did take notes would file them
rather than review them. Later, when someone
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would say, “You went to that seminar—what was it
all about?” they would open their file and—lo and
behold—they couldn’t even read their own hand-
writing. Their notes were useless.

Finally, he prodded participants to pass the
knowledge on. He suggested that within a week of
arriving home from the training, they schedule a
conference room and invite everyone who was
important in their world of work to come for half
a day, so they could teach them the aha’s they’d
gleaned from the seminar. The author knew that
one of the best ways to begin to apply new
knowledge was to teach it.

Yet few, if any, participants really followed
through on these suggestions. They just seemed
to be too busy when they got back to work. This
reinforced the problem: it is difficult to get people
to use and apply knowledge they have recently
gained.

Disappointed but not discouraged, the author
continued to search for answers to close the knowing-
doing gap. He visited universities and talked to
professors. He visited corporations and talked to
training directors. He visited foundations and talked
to learning officers. They all identified with the
problem, but none had a good answer. He started
to wonder if he’d ever find the real answer.
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Then one evening after dinner the author came
across an article in a back issue of Fortune magazine
about the legendary businessman Phil Murray,
who owned and operated a number of profitable
companies. He read about Murray’s history as a
successful entrepreneur, but that is not what
attracted the author to him. What intrigued the
author was Murray’s long history as a guru in the
personal development industry. What he found
particularly interesting were the comments from
people who had bought the entrepreneur’s pro-
grams. The article cited case after case of people
who claimed that what they were taught in Murray’s
programs had changed their lives.

“They actually used their new knowledge!” the
author said aloud.

The next morning the author found the entre-
preneur’s Web site and called the contact number
for his office, which luckily was headquartered only
an hour away. An executive assistant named Evelyn
told the author that Murray wasn’t there; he and his
wife were at their cabin in North Carolina. When
Evelyn found out who the author was, she insisted
that he call Mr. Murray at his cabin.

“I don’t want to disturb his vacation with a work-
related matter,” said the author.
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“Don’t worry about it,” said Evelyn with a laugh.
“Phil’s confused about the difference between work
and play. He has reached the point in his life where
he really enjoys helping others. I know he’d love to

hear from you.”
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