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INTRODUCTION

WHAT MOVES YOU?

I remembered my purpose thanks to a professional mover.

It happened about a decade ago. I was in the midst of reinventing myself professionally by selling my first company and launching a new one, and personally by ending my ten-year marriage to a very good man who was very wrong for me. Part of my life overhaul meant finding a Realtor to help me sell the house I’d shared with my husband and two kids in Broomfield, Colorado. Most people find one through friends or maybe a glossy direct mail piece, but at the time, I felt isolated and overwhelmed, so I took the path of least resistance. I called a guy whose name I spotted in an advertisement placed on the baby seat of a grocery store shopping cart.

It worked out. My Realtor was a polo-shirt-wearing, briefcase-carrying professional with a confident smile and take-charge attitude that made me feel like he had everything under control. He asked me all the expected questions: How many square feet was my property? How many bathrooms did it have? How old was the roof? He had the facts locked down. He did a great job, selling my house for a cash offer in one day.

The sale over, I started making plans to move to Boulder. This time, I did some research and hired a well-reviewed moving company. Two men came to my house to take a look at my stuff and quote me a price. One of them, an older, charismatic man with a booming voice, mentioned that he’d formerly worked in tech. I was dying of curiosity about how he’d wound up in this new career.

“I wanted to haul stuff,” he said. “I wanted to move people. And that’s what we’re going to do for you. We’re going to move you, but we’re also going to moooooove you.” He practically sang the word, stretching his arm out like he was pointing me toward the horizon. “You feelin’ me? You know what I’m talking about?”

I smiled because it was impossible not to. But no, I didn’t have a clue what he was talking about.

“Why are you selling your house?” he asked.

I told him that I was getting divorced.

“Why are you getting divorced?”

Oh wow, we’re going there? Okay. Even for someone like me, who tends to be honest with people, this was a surprise. But his curiosity was appealing, and the question didn’t seem loaded or judgmental. It felt safe to answer. I told him the truth: that I’d found myself trapped in a great life that totally wasn’t right for me, and I had to burn the whole thing down if I wanted to live authentically.

“All right,” he said, his face lit up with excitement. “This is not a house; this is your life. It’s time to moooooove you forward!”

Not long after, someone asked me for my Realtor’s name, and I couldn’t remember it. His name had barely registered. Instead, I gushed about my mover, Frederick, and insisted on passing along his phone number.

Both men had done exactly what I’d asked them to do. So why did I have such strong feelings about Frederick the mover, and absolutely none about my Realtor?

Because my Realtor didn’t make the effort to connect. His job was to sell houses, and he was only interested in learning the facts that allowed him to do that job. He had asked about my house, but he’d never asked about the life that had been lived in it. He was operating strictly from the head, not the heart. This worked for our immediate transaction, but once out of sight he was out of mind, a liability in an industry that relies heavily on word of mouth. Maybe that’s why he had to pay for advertising that was usually covered up by a baby’s butt.

My mover’s job was to transport stuff from one place to the next, but he knew that his purpose was to help people make hard transitions, to move them from one phase in their life to the next. Not only that; he found great joy in communicating that purpose to me, as though he hoped it would give me courage as I took my next steps. He was operating from the head, like my Realtor, but also from his heart. And, most importantly, Frederick was operating from his purpose. He knew what he was here for and he communicated it clearly. And because of that, he was unforgettable. He was also an inspiration. That lightness and certainty he carried? I wanted it, too. Frederick helped me remember the feeling I was looking for.

I found out later that he discovered his purpose organically after navigating some challenging personal struggles—but most people don’t even know where to begin. Their sense of self seems muddy, their path uncertain. The good news is that your purpose isn’t so deeply buried that you can’t access it.

You just have to dig.

WHAT IS THE DIG?

The Dig is a process of hyper-distillation that helps you name your purpose and express your message. First it will lead you to identify and articulate your human operating system (HOS)—a way of decoding how you’ve lived your life until this moment, which you can use as a benchmark for every future decision you make. And then the Dig will put you so in tune with your purpose that you’ll be able to state it in one word.

Just. One. Word.

A single word that will become a guiding light ushering you toward the opportunities and decisions that will keep you aligned with your truth. At work, it will make you a more impactful leader, help you set better goals and manage your team more effectively, and electrify your personal brand. At home, it will deepen your relationships, clarify your communication, and help you break free from the invisible ties that threaten to keep us all living small.

Sound impossible? It’s not only possible but also incredibly powerful. The Dig cuts through assumptions, stories we’ve told ourselves, and values we aspire to—but may not live by—to reveal what has always been real and consistent underneath. It worked for me during my time of reinvention. I built an entire business around it, helping many CEOs, entrepreneurs, and creatives increase their self-awareness and amplify their communication and reach. Over one thousand Digs later, I can decisively say that it has worked, and had life-changing effects, for every single client.

It can work for you, too.

WHO NEEDS THE DIG?

Everyone I’ve worked with got something significant out of their Dig. Just ask former NFL star and American Ninja Warrior Anthony Trucks. Or bestselling author, podcaster, and entrepreneur Lewis Howes. Or Digital Course Academy founder Amy Porterfield, herself known for helping people make their dreams come true. By the time they came to me, they were already millionaires. They already had huge followings. Yet they had a feeling there was more to do, and after doing a Dig, they either knew what it was or they knew what they had to do next to figure it out.

It’s not just people at the top of their game—the Dig changes the lives of people who have faced profound tragedy, too. I Dug a twenty-one-year-old college student named Danny whose father had just passed away, only five years after he had lost his mother. He felt directionless—and without the anchoring from family that some people take for granted during one of the most transitional moments of our lives. The Dig clarified his purpose and brought him some much-deserved peace. His one-word purpose is “Build” and he’s now a successful speaker, entrepreneur, husband, and father. He’s built a life his parents would be proud of.

My own mom got something out of the Dig, too! A handful of years ago, one of my clients had to cancel her session with me so she could care for her own mother in hospice. This left me without a Dig scheduled for the day, but my parents were in town. I asked my mom if she’d be interested in going through the process. She said sure, she’d do it, and let me tell you—it changed our relationship. Learning her one-word purpose of “Connection” explained so much about our moments of synchronicity and adversity.

It’s not always just one person—a private Dig with a founder of a tech company led to me Digging fifty employees at a single company. The results were incredible; everyone at the company knows everyone else’s one-word purpose (I made sure of that by putting it in the org chart), and this knowledge shapes interactions, business decisions, and communication practices. It helps people understand why their coworkers do what they do, what motivates and upsets them, and how to foster better business outcomes every single day. The Dig has changed how that business operates.

I’ve also Dug family, romantic, and business relationships, establishing a single word for a pair of people, how they relate, and what they’re here to do in this world—together.

I’ll share many of these stories throughout this book. I’ll tell you about speakers, authors, artists, activists, executives, entrepreneurs, people struggling with addiction, parents, kids, humans at a significant moment of transformation—and more. Some names you may recognize. They’re celebrities, founders, and leaders. Others will be totally new to you. They could be your neighbor or a member of your kids’ parent-teacher association. But every one of them has benefited from and been changed by the Dig.

So when people say, “Who needs the Dig?,” I’ll simply share the answer that comes up over and over in post-Dig interviews: everyone.

Everyone needs the Dig.

WHERE DID THE DIG COME FROM?

I didn’t come to the Dig from a place of having it all figured out. Finding my own purpose wasn’t a walk in the park. I stumbled on it because I was desperately hurting and willing to try (almost) anything to heal.

My first business was born of tragedy. It was 2001, just one year after I’d graduated from college and started a career in PR and marketing in New York City. That year, one of my closest friends, Shannon McNamara, was murdered in her apartment near Eastern Illinois University. As I made plans to go home and mourn her, I invited mutual friends, all of us shocked, distraught, and grieving, to join me around a campfire in my family’s backyard the night before the funeral. We talked about Shannon, we talked about the as-yet-unsolved crime, and finally, we talked about our future plans.

Or rather, I heard my dearest friends in the world—all educated, strong, and smart—talk about what they wouldn’t do.

One said that after what happened to Shannon, she didn’t think she would take the hospital internship she’d been so excited about after all, because it was downtown, and she didn’t think it would be safe for her to walk to her car at night. Another said that she’d been thinking of breaking up with her boyfriend, but now she thought it would probably be a good idea for them to move in together, because it’s dangerous to sleep alone at night. Another friend had been planning a solo backpacking trip across Europe for months but was reconsidering.

This went on for hours. Shannon would have been so upset. She had not let her attacker take her down easily. She’d fought back hard—yet, not a week later, her friends were already submitting to anxiety and smothering their dreams.

This was a tragedy I could do something about. I started Girls Fight Back, a violence prevention and personal safety seminar production company that taught young women not only how to defend themselves but also how to resist making decisions based on fear.

I was on a mission. In less than a decade, I delivered seminars that gave over one million high school– and college-aged women the tools to protect and empower themselves. I crisscrossed the country almost daily, presenting to schools, corporations, financial groups, and other organizations. I had a speaking agent, a manager, sponsorships, and a trained staff to help me get the message to more people than I could on my own—including women in India, Pakistan, and Fiji. I was a regular on TV, the first person the networks called when yet another woman was killed. I was the poster child for women’s advocacy, and people told me that my message was profound and powerful.

But the whole time I was running the company, I second-guessed myself and felt an underlying sense of anxiety and doubt, like a fever.

At first, when I tried to figure out where these feelings were coming from, I thought I was reacting to the pressure to be perfect. When I started presenting in 2001, the standard was to be polished and flawless. That was hard for me, especially in unfriendly territory, like a high school auditorium filled with girls who’d rather be anywhere else. Then, for better or for worse, the rise of reality television revealed that people actually had an appetite for authenticity. I discovered that the more raw and real I was about my thoughts, feelings, and desires, the more powerfully I connected with my audience, and the better they absorbed my message. But even then, though I finally felt free to speak truthfully during my presentations and the company was going gangbusters, things sometimes felt… off.

Twelve years later, after the birth of my daughter on what should have been Shannon’s thirty-third birthday, I realized that I had crossed the bridge from pain to peace. I was ready to let go of Girls Fight Back. Before I took another step forward, however, I needed to understand what I’d just been through, and why, even as the company had become my whole identity, I’d never really felt comfortable embracing it.

I asked myself a million questions, trying to remember who I’d been before. Why had I really started this company? Why did I never feel like it was a perfect fit, even when it had succeeded beyond my wildest expectations? Why did I resist becoming the new face of women’s empowerment? I dug deep. I hacked and scratched and peered into dark places of my mind and soul that I’d never really thought to examine.

I finally realized that the reason I’d been so ill at ease granting interviews to the media and being invited to events centered on women’s issues was that I’d allowed the public to believe what they wanted to believe about me. For twelve years, they assumed I’d launched this company to avenge Shannon’s murder, and that because I was a woman talking about women’s safety, I’d naturally be interested in speaking about equity, justice, and empowerment. But though I recognized their importance, those issues didn’t drive me.

What motivated my work was a deep resistance to living in a world in which women had to run their decisions through a safety calculator. To me, empowerment looked like being able to do whatever the hell I wanted—travel by myself or with a friend; live alone or with a partner; wear this sexy outfit and not that boring one; walk this interesting, twisty path instead of that straight, well-lit street—without being afraid of getting raped or killed.

I wanted women to live their truth, and I could look backward and spot the instant that I’d committed myself to this cause—sitting around the campfire in my backyard, listening to my friends talk about how they would settle and make their lives smaller so they could stay safe. Girls Fight Back had been my way of giving women the tools to kick ass so they could go out confidently into the world and be 100 percent themselves—and never make life decisions stemming from fear. The message I’d wanted to share all along wasn’t about safety—it was about being your authentic self.

I’d built a box for myself without checking to make sure it fit me. No wonder it had always felt uncomfortable.

In the meantime, I became a speaking coach at TEDxBoulder, growing a robust client list of entrepreneurs, CEOs, athletes, and activists who wanted me to help them deliver speeches that would garner attention, open doors, and increase their name and brand recognition. They believed their experiences and hard-earned wisdom had left them with an important message to share—if they could just figure out what it was.

Despite having stacked up years of professional expertise and loads of insights and data, they were overwhelmed by the prospect of distilling it all into an eighteen-minute talk. They could list their professional milestones, but many couldn’t tell me what they actually did. Worse, most couldn’t articulate what they’d learned after nearly half a lifetime doing it.

Traditional speaker strategies didn’t help much. Those were good for crafting polished presentations but ineffective for extracting the kind of deep, powerful insights that make a story memorable and visceral. I was hungry for more and believed the public was, too, so I started putting my clients through the same intense introspection I’d done on myself.

I discovered that I could ground my clients if we started from the very beginning. Tell me, where were you born? Their relief was palpable. Now, that was a question they could answer. I dug deeper. Where’d you go to school? Oh, you played basketball? Tell me about that.

As they narrated the facts, I could see them relax. I grabbed a pack of sticky notes and delved into their lives, writing down their ideas, feelings, and stories, none of which they thought were relevant to their intended topic. But they were wrong. Because when you Dig, a pattern emerges. Look deep enough, and that pattern will expose what means the most to you. That’s where the truth lies. That’s the message.

I found that the further we distilled their message, the more potent it became, until it could, amazingly, be expressed in just one word.

And as much as my early clients might have fought the process, the minute we drilled down to that one word on a sticky note, they knew it was right. They could feel it at a cellular level—one word that expressed not only what they wanted to communicate to the world, but also who they actually were. You could see the sense of peace settle over them as the ideas they’d developed over the years coalesced and clicked into place. Everything was clear. After that, their speeches practically wrote themselves.

Many went on to deliver spine-tingling TEDx Talks that inspired millions and catapulted their businesses and organizations to the next level. Some decided it was time to build something new. More than one realized they didn’t want to write a speech at all, and instead dropped everything and went to Burning Man. All reported that the process they’d just been through had been transformational. They returned to their work and lives with a renewed sense of purpose, a clearer understanding of what they wanted to achieve and why it was important, and above all, how to convey that message in a memorable way to the people who needed to hear it.

And there was more: The clearer people were about their purpose, the clearer they became about everything else going on much closer to home, from why there was friction within their organizations to the sources of tension in their personal relationships. Eventually, I expanded the speechwriting business to also focus on excavating truth. The Dig process, which I initially thought was just for helping people write powerful speeches, turned out to be a process for identifying their purpose, leading to epiphanies whose impacts on my clients reverberated far beyond any TED Talk.

Discovering your authentic purpose isn’t just a warm and fuzzy nice-to-have, though. It’s actually a critical life skill. When you know your truth, you can more quickly identify what’s going wrong when you’re suffering—and figure out how to get back into a place of alignment. As you’ll see throughout this book, living out of alignment with your operating system can cause incredible pain. If you’re out of alignment, you may experience health challenges, bouts of depression, or simply a series of important things not working out. The Dig will give you the tools to more quickly pinpoint what’s going wrong and steer your situation back on course.

That’s what makes this work so incredibly important.

I’m sharing my story because I’m about to ask you to be extremely vulnerable and raw—so it seems only fair that I should start us off. One of the takeaways of my own talk for TEDxBoulder, titled “Dare to Be Authentic,” is that if you want a more authentic world, somebody’s got to go first. We’ll get deeper into my painful, frustrating struggle bus of a journey to finding my authentic purpose as the book goes on. But for now, if you’re interested in joining me, I challenge you to match this energy in your own heart. Approach this process with a spirit of curiosity and vulnerability, and you’re bound to uncover something beautiful.

WHY WE DIG

I believe every one of the eight billion people on this planet deserves a chance to access their raw, authentic, most true expression of themselves and build a life aligned with it. Whether you’re at a crossroads, want confirmation that you’re on the right path, or just want to get to know yourself more deeply, the Dig will give you the tools to operate better in all aspects of your life.

But a warm and fuzzy sense of alignment isn’t the only reason to go through the Dig. There are powerful benefits to living in your truth—in the workplace, at home, and everywhere you make an impact in your life.

You’ll Become a Better Communicator

The Dig is a method for discovering your purpose and expressing what matters, and that last part is as important as the first. While empowering, it’s not enough to know the truth about who you are, why you’re here, and what you stand for. In my experience, those who are living their truth almost always feel compelled to share it with the world. In large ways and small, they become beacons to those around them, shining their message and inviting others to join them in a place of truth.

One of the side effects of the Dig is becoming a better communicator. When you understand your own truth more fully, your message won’t stay muddy for long.

Good communication is nonnegotiable. It’s at the heart of a great life, and crystallizing your message so that it is understood—so that you are understood—is key to making the maximum impact on those around you. Whether you’re connecting one-to-one, one-to-some, or one-to-many, getting crystal clear on your purpose helps you send a strong message in all the different ways you might speak up, share what you know, and start a conversation.

When we express ourselves poorly, we breed conflict, confusion, and apathy, which can weaken relationships, teams, and even entire communities and organizations. We experience disconnects with the people we love, with our coworkers, with our neighbors. We can even lose sight of our own truth and find ourselves living a life we don’t want.

That’s why understanding our purpose and sharing our message clearly and succinctly is so important; it helps us connect with people at the visceral level that’s necessary for them to want to share your message, too. You sometimes see this play out in its literal form in religious faiths that encourage proselytization, or an often-quoted speech. You can also see it when a company’s incredible culture invites a number of high-quality applicants and low employee turnover rates, in the loyal customer who raves about their favorite products and services (Hi, Frederick!), and in the most generous and enthusiastic donors, organizers, and participants connected to charitable or political causes.

We communicate most eloquently and effectively when we do it in ways that feel authentic. That means we have to know ourselves and what we stand for incredibly well. Knowing your purpose is nothing short of a superpower for anyone who wants to make an impact.

You’ll See Your Path More Clearly

Living a more purpose-filled life may also have mental and physical benefits, helping inoculate you against stress and burnout, which are at all-time highs. Nearly 90 percent of millennials report experiencing anxiety, confusion, and even depression as they navigate the inherent changes that punctuate their twenties and early thirties.1 In 2023, almost half of Gen Z described themselves as “stressed or anxious at work all or most of the time.”2

But you know who isn’t miserable? Entrepreneurs. In the first major study examining entrepreneurs and job burnout,3 researchers found that entrepreneurs have a lower risk of burnout than salaried employees due to their entrepreneurial mindset.4 Why is this?

Well, what are successful, fulfilled entrepreneurs known for? Creativity, yes. Stamina, absolutely. But they’re best known for a laser-like clarity of purpose.

Clarity of purpose begets a sense of agency, which gives people the freedom and confidence to make decisions and explain those decisions to others. It allows them to act without getting mired in indecision and anxiety. And it cuts through the thorny thicket of what-ifs and should-dos and other mental traps that lead to stress and burnout.

A clear message and sense of purpose are crucial to sustaining yourself for the long haul, which is why entrepreneurs are generally satisfied with their work, even though the work is grueling, even when they struggle,5 and even when they’re not rich (most aren’t). Not everyone can be an entrepreneur, but everyone can have the clarity and agency of one.

You’ll Create Deeper Connections

While the Dig may sound like a personal development tool, I’ve actually Dug teams—and even the entire Google Technical Services (gTech) sector—in order to help them understand their message more clearly and strengthen the bonds between team members.

The Dig is great for business. The new generation of employees doesn’t want to just do their job and go home. They want to feel connected to something, and that connection has to go both ways! You can’t just extract labor from people and hand them a paycheck in return. In fact, Gen Z, poised to comprise 30 percent of the workforce by 2030,6 is the least salary-motivated generation ever.7 What matters most to them? Authenticity. Even today, when Millennials and Gen Xers still have a dominant influence in the workplace, companies where people feel they can be authentic perform better and have lower rates of turnover.8

People want to feel connected. And there’s no faster way to connect than uniting around a shared purpose.

This isn’t true only in the workplace. Understanding your purpose allows you to show up more fully in friendships, for your family, and in your volunteer opportunities and communities. When you master the skills of the Dig, not only will you understand yourself more deeply; you’ll also have a better grasp of the relationship dynamics around you and how to create deeper connections with those whose lives you touch.

Authentic culture, leadership, and vulnerability have to be modeled, whether in the office or at home. And—like I said—someone has to go first.

Why not you?

You’ll Have a Custom Map to Success

The Dig is a concrete, step-by-step process that produces a more custom-fit personal assessment better than any business coaching you can buy. After uncovering your operating system and Dig word, you’ll identify clarifying questions and answers that help you live in alignment with your purpose. That alignment creates a rewarding path toward success, happiness, and fulfillment. You’ll be compelled to use your Dig word as a mantra, a touchstone, and even an identifier as you navigate the rest of your life and career. Whether you’re creating products, providing services, or simply interacting with the world, keeping this word in focus and making sure you’re living true to it will help you do what it is you’re here to do.

You can rely on your Dig word to forge a clear, direct line to your biggest hopes and dreams while staying true to your authentic self. As one client said after figuring out how to meld two distinct interests into one business idea, “The Dig let me stand fully in who I am.” That level of authenticity will usher you toward the life you’re supposed to lead. I’ve seen it over and over again.

Some people chafe at the prospect of whittling down their entire essence into one word. Surely humans are more complicated than that! Well, we are—but our purpose isn’t. When we find ourselves in conflict, when we flounder, when we’re frustrated or confused, however knotty or nuanced our situation may be, our struggle is ultimately a matter of misalignment. The parts of our lives that aren’t aligned with our purpose are a source of friction and resistance. It looks like repeatedly having to explain yourself. It looks like constantly trying to “make it work.” When we’re in alignment, communication is fluid, problem-solving goes smoothly, and obstacles can be turned into opportunities. It looks like camaraderie and high morale. It feels satisfying and fulfilling. Everything is clear, even if it isn’t always easy.

WHAT YOU’LL LEARN

This book will guide you step by step through the Dig, helping you understand why you’re here and the message you want to share, so that you can realize your full potential and achieve everything you set out to do. Unlike books that promise to help you seek out your passion, this one turns the exploration inward, because the answer to all your questions can actually be found right there in the data of your life.

In part 1, “Set Your Foundation,” we’ll begin by discussing the principles behind the Dig process, helping you get in tune with your truth and filter out the noise so that you can clearly hear what your story is trying to tell you. We’ll learn about the Three C’s, exploring how gaining epic clarity in your message will help you communicate with confidence, leading to a greater connection with those around you. We’ll also learn to tap into one of your most powerful tools—your intuition, or Resonance Meter—in order to access your truth and navigate the world around you with more ease. Then we’ll discuss how to tap into your three centers of truth—the Head, Heart, and Core—and I’ll teach you an exercise that will give you the confidence to share your truth anytime.

In part 2, “Discover Your Purpose,” we’ll dive into the steps of the Dig: telling your story, remembering your human operating system, uncovering your Dig word, and writing your manifesto. Here, we’re getting into the data of your life, identifying the patterns that have shaped you and the truths that sit at the very core of your being. By the end of this section you’ll have your Dig word in hand, along with a deep understanding of your operating system—and the language that allows you to share that with the world.

In part 3, “Align Your Life,” we’ll direct this internal work back outward. We’ll start by exploring what we can learn from violations to your human operating system and how to approach them with grace and authenticity. Then we’ll learn ways to apply your operating system and Dig word so that you can express yourself authentically in all aspects of your life. We’ll build your unique tools to help you live an aligned life while making decisions, recovering from missteps, and living authentically every day. And, finally, we’ll talk about how to turn your purpose into a powerful message that moves and inspires others. You’ll learn to craft your message—regardless of your chosen format—in such a way that others not only understand you but are motivated to help you achieve your goals.

Most people find that their Dig word is the thing they’re here on this earth to learn and teach. Once they discover it, they can’t wait to share it with the world. That has definitely been true in my experience, so throughout this book I’ll share stories of former clients who have used their operating system and Dig word to grow their influence and have more impact in their respective fields.

In his book Memories, Dreams, Reflections, Carl Jung wrote, “The privilege of a lifetime is to become who you truly are.”9 Some might say that doing this inner work is a luxury, an indulgence reserved only for those who’ve made it to the top of Maslow’s hierarchy of needs. In simple terms, Maslow taught that humans must first meet basic needs like safety and stability before they can focus on self-actualization. But life isn’t always so linear. Many people have businesses to run, employees to manage, bills to pay, and—for many—kids to raise. It’s a lot! For some, it feels like too much.

But believe me. Understanding your purpose with epic clarity actually makes things easier. Imagine how you would radiate confidence if you were grounded and secure in who you are and what you stand for. Imagine how many unproductive partnerships and how much wasted time and miscommunication you could avoid. Imagine approaching all your responsibilities with a sense of agency, not reactivity, even when the circumstances of your life aren’t exactly how you envisioned or would like them to be. I don’t have to imagine it. I can attest that it feels like coming home.

At first glance, you might think that starting Girls Fight Back, coaching TED speakers, and leading people through the Dig have nothing in common. But when you start uncovering the thread that ties them all together, you’ll see I’ve always had a relentless pursuit of—and dedication to—being free to authentically express oneself for the greater good.

That is my human operating system, and whether I’m talking about the best things that have ever happened in my life or the worst, every piece of my story is shaped by this operating system and points to my Dig word: “Authentic.”

Your operating system is absolutely unique. Your Dig word is completely your own. And if you’re willing to do the work and Dig deep into your own story in a vulnerable way, it will absolutely illuminate an incredible new life ahead.

Are you ready?
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PART I

SET YOUR FOUNDATION






CHAPTER 1

THE THREE C’S: CLARITY, CONFIDENCE, CONNECTION

It’s not a secret that very few people who attend a networking event actually want to be there. All those people in one room chatting and smiling, most wishing they were somewhere else, repeatedly asking and answering questions like “Where are you from?” and “What do you do?” I’ve been that person. It sucks.

Then there are the exceptions, those who jump into the crowd with enthusiasm, leave the event feeling energized and psyched about the people they met and the opportunities they uncovered, and genuinely look forward to the next time they get to do it again. What makes the difference?

They knew why they were there and what they wanted to accomplish and were excited to find and talk to the people who could help them do it. I’ve been that person, too. It’s much better. So much better that the question all of us should know how to answer before attending a networking event isn’t “What do you do?” It’s “What are you here to do?” In fact, if you can answer that question, it’s not just at networking events where you’ll shine, but anywhere you want to have an impact or make a difference.

Why? Because as we talked about in the introduction, when you have clarity of purpose, it shines through everything you do. When you know what you’re here to do, you act with more confidence, which lets you make genuine connections rather than skipping along the surface of yet another boring conversation, desperately wishing you could wrap up the event and go home.

This purpose-driven chain reaction doesn’t just happen in one-on-one conversations. Think about all the times you’ve been inspired by a speech, or motivated to follow someone’s advice, or excited to purchase a product or sign up for a service. Remember the last book or movie that stuck with you long after you turned the final page or watched the credits roll and that you felt compelled to recommend. Why did you respond that way? Something you saw or heard touched you and drew you in. Something made you light up, decide that you had to have the product or service, support the mission, be a part of the community. In sum, you felt a connection.

Connection is the secret to getting people’s attention and getting things done. When we inspire connection, we inspire action, whether we’re trying to make an impression at a networking event, seeking investment partners, selling Girl Scout cookies, or sharing new ideas.

My clients who seek help with their TEDx Talks and other speaking engagements know this is true. Frequently, many who write their speeches before meeting me have already presented their material several times and not gotten the response they’d hoped for—whether it was a standing ovation, increased web traffic, inquiries for more information, or speaking opportunities in the days and weeks after. They know they’re not connecting with their audience, and since they’re certain the issue isn’t the relevance or importance of their topic, they assume the problem is with their delivery.

They come to me expecting I’ll be able to give them some performance tips that will allow them to override their nerves and bring their message home, perhaps with a well-placed dramatic pause or a new version of the “Clinton thumb,” that ubiquitous hand gesture used by politicians on both sides of the aisle to simultaneously convey sincerity and strength.

They’re wrong on all counts. Not only do I not offer much in the way of performance tips, but I also refer people to other coaches if that’s all they want.

If you’re having a problem connecting with people, whether it’s one-to-many, like in a speech, or one-to-some, like in a conference room, or even one-to-one, the root of the problem isn’t your delivery. It isn’t your lack of confidence, either, though that’s also a factor. It’s your lack of clarity.

To connect with people—to make them feel things as deeply as you do, or compel them to join you in your cause, or want to hear more of what you have to say—you don’t need to become a better speaker; you need to become a clearer person. You need to be able to answer the question “What are you here to do?”

To find the answer to that question, we Dig.

Because I’ve learned that therein lies the path to the Three C’s: clarity, confidence, and connection. Epic clarity of purpose, which enables you to communicate with confidence, which fuels the connections that enable companies, institutions, organizations, and humans to thrive. By the time we’re done, not only do my clients know exactly how to express their message in a way that connects with an audience; they also know how to better connect with everyone in their world.

EVERYTHING STARTS WITH EPIC CLARITY

It’s said we have to love ourselves before others can love us. By the same token, we have to know ourselves before others can know us. That’s all connection is—people knowing us, understanding us, and realizing that what we want and what they want overlap. The clearer we are about who we are, what drives us, and what we’re here to do—in other words, our purpose—the clearer and more confidently we express ourselves, and the higher the chances are that people will respond and help us achieve our goals.

That’s true whether we’re talking about marriage or medical research.
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