
DISCOVER YOUR PURPOSE AND INSPIRATION

Find someone whose life is a masterpiece and you’ll find a life guided by an inspired purpose or 
mission. Your life purpose, which might be revealed either sooner or later, is an incredibly powerful 
force that will direct your life and determine your legacy. One day you’ll want to look back on your 
life and say, “Mission accomplished!” That’s what it’s all about and it begins with a defining purpose.

Life purposes are usually discovered through personal reflection or the inspirational lives of 
others. They can be cause-driven (e.g. curing a disease, educating disadvantaged youth, shelter-
ing the homeless, cleaning the planet, protecting our country) or skill-driven (e.g. athletes, artists, 
mathematicians, designers). 

I recommend that you consider both cause-driven and skill-driven purposes and especially 
a blend of the two. The most transforming lives are found in people who apply  their God-given 
talents to a worthy cause. 

Here are some questions to ponder when considering your life purpose:
•		What	causes	(e.g.	global	or	community	needs,	people,	situations,	organizations)	am	I	most	

passionate	about?	What	problems	would	I	most	like	to	solve?	What	needs	or	people	tug	at	
my heart? 

•	What	inspires	me	the	most?	
•		What	brings	me	the	greatest	joy	and	sense	of	fulfillment?
•	Whose	lives	would	I	most	like	to	emulate	and	why?
•	What	are	my	special	gifts	and	talents?
•		Where	can	my	skills	have	the	greatest	potential	impact?	

Once you ponder these questions, see if a picture emerges about a cause that could benefit from 
your unique skill set and experience. Your purpose might be developing inside. 

One final point deserves special mention. Chances are that your life purpose may not be 
revealed for many years. Or, as is often the case, it may evolve through various phases of your life. 
Today, your answers to the above questions may reveal a vision that’s still blurry. If so, that’s per-
fectly okay! I spent 27 years as an investment manager, having no idea that I was being prepared 
for a far more impacting purpose—teaching life skills, finance, and investments to both youth and 
adults. I encourage you to periodically reflect on the above questions, but also to be patient. Your 
highest purpose may not be revealed for quite a while!

 When you ponder the questions above, does a picture emerge in your mind’s eye? Make a com-

mitment to reflect on your life purpose at least annually. It’s one of the surest ways to live a fulfilling and significant life.
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LEARN TO PERSUASIVELY MARKET YOURSELF

Let’s face it. Most of us are not natural born salespeople. Instead, we prefer to go about our busi-
ness	and	hope	that	others	will	automatically	recognize	our	greatness.	It	would	be	nice	if	this	were	
the case but, unfortunately, it usually doesn’t work out that way. 

In	order	to	land	that	perfect	job	or	win	that	prized	promotion	over	others,	you	must	persuade 
management that you are the answer! Remember, this is a competition! In order to do that, you 
have to learn how to market yourself. You need to become an effective salesperson of . . . YOU!

You may lack experience at this, but the good news is that it’s a learned skill. Here are some 
pointers to help you get started:

•		Make	a	list	of	all	of	your	strengths,	qualifications,	experiences,	and	accomplishments.
•	Consider	why	they	would	be	valuable	to	an	employer.
•		Identify	some	personal	stories	that	convey	your	attitude,	unique	achievements,	and	com-

mitment to excellence.
•		Be	prepared	to	convincingly	answer	questions	such	as:
	 	 o	 What	value	can	you	bring	to	the	table?
	 	 o	 What	are	your	strengths	and	weaknesses?
	 	 o	 Why	should	we	hire	you?
	 	 o	 	What	do	you	consider	to	be	your	greatest	accomplishments	and	personal	attributes?
	 	 o	 What	motivates	you?
	 	 o	 What	are	you	passionate	about?
	 	 o	 	What	are	your	most	significant	professional	qualifications?
	 	 o	 	What’s	the	most	difficult	challenge	you	ever	faced,	and	how	did	you	deal	with	it?
•		Understand	what	the	employer	is	looking	for	(qualifications,	etc.).	Consider	how	your	assets	

address their needs. Think of yourself as the solution to their problem.
•		Build	a	compelling	resume	that	highlights	your	strongest	accomplishments	and	competi-

tive advantages.
•		Network	with	as	many	people	as	you	can	to	receive	endorsements	and	inside	connections.
•		During	interviews,	be	personable,	confident	but	not	arrogant,	look	your	interviewer(s)	in	

the eye, repeat their name(s), shake their hands firmly, listen intently, come prepared with 
questions,	show	an	interest	in	their	company	and	the	job,	ask	for	a	business	card,	promptly	
send a thank you note, exhibit confident body language, be yourself, and smile. That’s all! 

If you’re able to do the above, you can become successful at marketing yourself. Your ability 
to	answer	why	you	are	the	best	person	for	the	job	is	essential	and	not	at	all	a	sign	of	arrogance!	

 If someone asked you why you’re the best person for a job, would you be able to answer it with 

confidence, conviction, and humility? Whether your career goals are big or small, your ability to market yourself will give 

you a big edge.
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