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PREFACE 

As long as human beings exist, management will exist. As long 
as two people must live together, management will be needed. 

Although the instruments that enable human beings to perform may 
change in time, the principles of hun1an psychology and behavior 

never change. The best management has always been the key that 
unlocks human potential. Therefore, from the household to the 
White House, good management is a common necessity. 

The Integral Management of Tao is the method which prov ides 
all the essential knowledge and wisdom a human being could 
possibly possess. In addition, this method is, in the words of Lao 
Tzu, "simple, easy, and effective." Regardless of who you are, as 
long as you are the one who wishes to accomplish and establish 
something meaningful in this world, this book is for you. 

The acquisition of the information for The Integra/Management 
of Tao was indeed an uneasy task. For example, Sage Kuei Ku's 
work, Kuei Ku Tzu, had been forbi dden by feudal lords throughout 

the mil lenniums. No one in the ancient or modern world had studied 
it, written about it, or had access to it, until now. Furthermore, that 
book was written in a rare form of archaic script. It took me 
enormous effort to master an ancient language; to read, study, and 
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decipher the book (I discovered the author had enciphered the text, 
enormously complicating my task); and to sort all the useful material 
toge ther. These facts hol d  true for Yellow Stone Sage ' s  work as 
well . You will see, as you read th is book, that an enormous amount 
of information is  based on the Sages ' works. My only humble 
purpose is  to hope you can benefi t  from it . Your complete achieve
ment is all I am concerned about .  

Therefore, dear readers , I repeat Sage Kue i  Ku 's  words to you. 
Please do not just read the book. Memorize i t .  Medi tate on i t .  . . .  
Unti l  you come to a full understanding. It m ay benefi t you a 
thousand times more . This is  the most cri t ical age the world has ever 

reached . The world needs you and your complete ach ievement. 
Thank you and God bless . 

Stephen T. Chang 
May 14, 1988 (Ye llow Emperor 

calender year 4,686) 

San Francisco, California , USA 



INTRODUCfiON 

Let us begin with a story. 
One misty morning in the year 1,200 B.C., an Immortal called 

his disciple to him and said, "Shang, you have followed me for forty 
years to study Taoism. Now the time has come for you to leave this 
mountain and meet your destiny, as it is predestined that you will 
accomplish a great mission. Great honor, wealth and fame await 
you. Therefore, for your evolution, I must ask you to leave." 

The overwhelmed Chiang, Shang pleaded, "Oh! Your Eminence, 
please do not send me a�ay! Fame and wealth were not my goals 
when I sought your guidance. My only desire was to follow you to 
gain eternal wisdom. Everything you have taught me puts to shame 
all the worldly wealth and luxuries, which are as ephemeral as the 
mist and unworthy of my time and effort." 
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"Nevertheless, your future has been predetermined; you have an 
obligation to accomplish this mission. After the deed is done you 
may return to this mountain and gain your immortality. Now you 
must leave for your time has come." Those were the Immortal's last 
words. 

Alone, Chiang, Shang struggled down the steep mountainside 
and headed for the capital of the Yin-Shang Dynasty, where he once 
lived. There he found his one and only friend, Sung, Yi-Ren who 
welcomed him to his home as a brother. Sung, a merchant, longed 
to see Chiang 's tremendous learning in application, but Chiang's 
stay proved to be uneventful, even though much time had passed. 

Then one day Sung introduced the 72-year-old Chiang to a friend's 
daughter, 68-year-old Miss Ma. They fell in love, married, and both 
continued to live under Sung's roof until one day she said, "Shang, 
you cannot go on relying on your friend however deep your friend
ship. You should start your own business." 

So they moved to their own house and started a bamboo
weaving business. Their goods were hauled to market everyday by 
Chiang, but no one bought anything. Money less, Chiang could not 
afford to eat. Gnawed by hunger and crippled by fatigue and the 
summer heat, he always struggled home to complaints from his wife. 

Learning of the couple 's hardships, Sung rushed over to their 
house and proposed a more profitable, less grueling business of 

milling and noodle making. He even forwarded some capital. But 
just as they were about to receive a return on their investments, the 
rains came, humidifying the flour and rotting the noodles. This 
angered Chiang's wife further. 

Undeterred, and still hoping to see Chiang ' s tremendous knowl

edge in application, Sung then suggested making and selling soy 
bean curds-a die tary staple and source of steady income. But just 

as Chiang carried his first batch to market , the winds came, stirring 
up the dust that soiled and destroyed yet another cash investment. 

(This latest failure came to symbolize great adversity; to this 

18 
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day, people still sumup their  descript ions of hardsh ip with four 
words: like Chiang, selling tofu.) 

Several business fa i lures later, his wife was unable to contai n her 
despair any longer: "I be l i eved you were a wise man, s ince you stud
ied so long wi th a Taoist  Immorta l . Now I know you're complete ly  
useless!" 

Chi ang was very depressed . Sung aga in came to comfort him 
with another, better business proposal . This t ime  he len t  Ch iang 
some money to start a sheep and catt le  trad i ng business .  Wi th these 

funds Chiang went to the countryside  and bough t many sheep and 
cattl e .  As he drove them to the ci ty to sell , a robbery occu rred within 

the city . The pol ice, i n  league wi th the robbers , pretended to g ive 
chase and ran into Chi ang and a l l  h i s  sheep and cattle. Instead of 
passing on, they ki lled the helpl ess an imals  and brandished the ir  

bloodied swords all the way back to the ci ty ,  shouting al l  the wh i le 
about the strength and heroism they displayed in their complete 
defeat  of the robbers .  Of course, the real crimina ls  were never 
caught .  Chiang came home with empty hands, great ly frightened 
and saddened by the slaughter .  

Sung agai n came and tried to soothe  h i m ,  but cou ld  not refrain  
from asking, "I ' m  not t rying to be cri t ical , b u t  h ave you learned 

anything that could be of use not only to yourse lf but to others as 
wel l ?" 

"The magni tude of what I ' ve learned defy description," repl ied 
Chiang . "My knowledge of human matters is  al l-encompassing." 

"Knowing so much surel y  you must understand human matters, 
solve mundane problems, counsel people in their  d istress?" 

"Yes!" Chiang exclaimed suddenly enl ightened . "That is what 
I shal l  do ."  With so much experience behind h im, and a l i tt le  he lp  
from Sung, Chiang was abl e  to  set up a counsel ing service .  

At that period in  t ime, the  k ingdom was i n  turmoi l .  The king and 
h is  adm in istration were thoroughly  corrupt .  Involved in every 
criminal activity imaginable, they ran up an astronomical deficit and 

19 



INTRODUCTION 

taxed and exploited the peasants until they were unemployed ,  home
less, and starving. Campaigns were waged against other kingdoms. 
Violence and crime were rampant. Life was livable only where 

Chiang was present, for his services as a consultant benefited and 
comforted many people. 

Chiang's fame spread quickly until it reached the ears of the 
king. The king summoned Chiang to his court, and, court amenities 
aside, turned to the subject at hand: "The people seem to revere you 
and disobey me. I want a grand pavilion with marble pillars and 

engraved beams covered in gold to be built within thirty years. I want 
to hire you to oversee the carpenters and peasant workers. You will 
be awarded with a position in government." 

Hearing this Chiang angrily replied, "How can you think of 

building a pleasure palace when people are starvi ng on the streets? 

If you proceed according to plan, you will have to tax them even 
more. And when they are dying from starvation they will not follow 

my orders to build a pavilion. You should th ink of improving the 

economy and putting food into people's stomachs first." 

At that the king became displeased and dismissed him. At home 
his wife railed, "You fool! Finally a chance for you to become some

body and a chance for me to have a future comes within reach, and 

you blundered it all away . You can't do anyth i ng right!" 

"Wife, you are short-sighted," replied Ch iang . " I cannot scheme 
against the people . I advised the king to consider his subjects for his 
own benefit." 

This final disagreement caused his wife to divorce him, even as, 

unknown to them both, word of Chiang's righteousness and wisdom 
spread until it reached every corner of the country. But then the 

king's advisors warned, "Your Majesty , this man who steals the 

hearts of the people is extremely dangerous . He can turn them 

against you. It is therefore wise to silence him." 
Word of ensuing danger reached Chiang, forcing the eighty

year-old man to escape far to the west, towards the tiny kingdom 
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called Chi , where there was reputed to reside a wise and just lord . 
Near the kingdom, he stopped at a river and did nothing but fish with 
a straightened hook. (He was not fishing for fi sh , as it would  soon be 
revealed . )  Just as he planned,  the lord of Chi and his  entourage 
arrived shortly to seek Chi ang's services as chi ef advisor and 
counselor and commander i n  chief .  At Ch i ang's acceptance, the lord 
himse lf helped Chi ang i nto his ornamented carri age, took the reins, 
and led the carriage all the way back to his fortress on foot. (Thi s  act 
became an important and lasting-sti ll repeated after more than 
three thousand years�eremoni al r i tual for inducting a revered 
manager .)  Nine years later,  through Chi ang ' s  singular  planning and 
commanding expertise,  the lord of Chi (King Wu) conquered a vast 
portion of the continent and establ ished the Chou Dynasty , which 
was to last e ight hundred years and be singularly responsible for 
setting the foundations for the development of the arts and sciences. 
No other empire in human history matched its duration. After 
accomplishing his deed and being ennobled, Chiang returned to his 
mountain home. To this day, traditional Chinese households con
tinue to pay homage to him, especially during new year celebrations, 
by displaying the calligraphic symbols meaning "The Great Duke 
Chiang Who Gives Absolute Freedom is Here." 

This story 's purpose is to illustrate the following principles: 

1) managerial expertise is greatly valued as a catalyst for 
positive change . 

2) all managers must master the lessons of their extensive 
formal educations and the lessons of life. Thereafter, accord
ing to Taoist management theories, potential scars become 
stars, for all adversity and stress turn into enduring success 
at their touch. How that is done will be discussed in deta il 
later. 
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THE TAO OF MANAGEMENT 

In the latter centuries of the Chou Dynasty, power was decentral
ized and distributed among numerous feudalities, which later fused 
into seven major kingdoms after much struggle. Each and every one 
of  the remaining kingdoms sought the common goals of wealth and 
strength. (In many respects the evolutionary pattern of the kingdom 

prefigures that of current corporations.) In the pursuit of these goals, 
there arose in every kingdom a great need for managerial expertise, 
a need that generated nine different schools  with nine different 

managerial theories and styles. The nine styles are summarized as 
follows: 

I. STYLE OF THE SCHOlAR 

Founded by Confucius, th is style emphasized order as the most 
important basis for management. Under this major premise, abso
lute loyalty was assumed to be the basis for order. I t  followed that 
all managers, whether "princes" or "min isters," were motivated out 
of absolute loyalty to each other and their organizat ion to subordi
nate individua l needs and do everyth ing necessary to assure the 
organization ' s success. For when the organizat ion benefited, every 
member benefited; and when achievement, honor, failure, or shame 
was experienced by one member, it was experienced by al l .  Such 
demands for loyalty were not unlike the demands made by the 
fami ly. Even the moral codes used by the organization to engender 

and enforce loyalty para lle led those used by the family. So managers 

were condi tioned for absolute loyal ty since childhood. It was 
though t that children who showed promise (who grew up to be loyal 
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to thei r  superiors and k ing) were those who excel led at learni ng 
moral codes and be ing loyal to the i r  elders .  Hence the proverb : A 

loyal min ister comes from a fi l i al son . The Scholarly Style was the 
prevai l ing manageria l  style i n  a lmost every dynasty for thousands of 

years, even though experience proved it defect ive . In rea l i ty . the 
ideal of an orderly, effic ient organ izat ion welded together by abso
lute loyalty is  i llusory and in1possibl y hard to rea l i ze ,  because true 
loyalty is  almost impossible to achieve . Instead of funct ion ing as a 
problem solv ing, success-oriented force ,  the manageria l  team turns 

into an effic ient n1echan i sm for smokescreen ing ineffic iency, scan
dal and corruption . An in depth analysis  fol lows in  later chapters . 

II. LEGALIST STYLE 

Advocates of th is  style rejected the dependency upon empty, 
impractical concepts of absolu te loyal ty in favor of concre te, un

shakable laws or ru l es .  These were further enforced by a system of 
rewards and puni shments .  Such a system ensured undeviat ing 

adherence to l aws and rul es, or specific dut ies and procedures, to 
maximize effic iency and prevent and ferret out inefficiency and 
corruption. But this management style a lso had defects .  The unre
lent ing enforcement tactics and strictness involved made the style 
inhumane. Not only were those tactics psychologically and physi 
cal ly  taxing for the ent i re organi zat ion,  but they were a lso ineffec
tive in the end .  To determine whether rewards or punishments were 
merited, reams of data were gathered on employees and then in ter
preted .  Usually rewards or punishments were d i stributed regard less 
of the fact that interpretat ions may have been biased by personal 
viewpoints .  And those who d id  the report ing were rewarded while 
those who did the work were pun ished . The resul t :  resen tment and 
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harsher pun ishments . As punishments lost their intimidating quali
ties, managers would explore the entire gamut of punishments, each 
harsher than the last, until the severest punishment remaining was 
death. But when death was no longer feared, all was lost. When taken 

to extremes, the Legalist Style became another form of fascism and 
was despised for its inhumanity. 

ill.MOSTYLE 

The word mo means "ink ., Laborers use the word mo to describe 

how their complex ions have been darkened by their l abors under the 
sun. This sty le advocated employee rights, for the bel ief that sincere 
efforts to secure thei r heal th ,  happiness, comfort, and prosperi ty 
wou ld be rewarded with the kind of cooperation and integrity of 
work that would propel everyone to success. The success and 
welfare of employees directly affected the success and welfare of the 
organization . It was considered wise to remove any employee griev
ances that affected performance negatively by meeting employee 
demands . Throughou t the centuries. the demands have been for non
discrimination of class , creed ,  sex. race , area. d istance, etc .-in 
other words, complete equality. Spec ific demands included the right 
to equal opportunity, to form un ions , to on-the-job training, and so 
on. Fulfillment of these den1ands was based on love; as long as 
everyone loved each other and d id every thing for and with love, 
everything would be accomplished. However , for various reasons, 
leaders of political, economic, or other organizat ions were d iscour
aged from utilizing this style. 
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IV. STYLE OF PRODUCfiVITY 

According to productivity theories, exercises in  love ,  laws, 
moral codes, etc .  were exerc ises in fut i l i ty; only the full applicat ion 
of human resources served the rea l izat ion of wealth and strength . 
Allowing any waste i n  human resources-that is ,  lack of production 
from any segment of society-was considered a crime .  No one was 
exempted from work-not even the prince, who must work harder 
than others to set an example . Those who chose not to contribute 

would not qualify for anything.  For example ,  the prince who 
neglected his dut ies would be promptly stripped of his rights to food, 
power, etc .  Without except ion,  every man ,  woman,  and child proved 

their worth by thei r  level of productivity and earned their keep. That 
was the purpose of management :  to mobi l ize everyone for work and 
maintain a high level of product ivi ty (in agriculture, industry, etc . ) .  
Only then could goals be reached . But then problems arose. Those 

who struggled to complete their tasks were rewarded as hard 
workers, whereas their swifter counterparts were punished as idlers . 
Productivity in terms of tasks completed declined when people 
began to devise ways of appearing to be busy instead of actua l ly 
being busy. Moreover, inundat ing everyone with work, deadl ines, 
etc. caused everyone to lose sight of the overal l d irection or goal .  As 
a consequence, even though the organization was headed in the 
wrong direction , no one was able to catch the mistake before irrepa
rable damage occurred . 

V. STYLE OF COMMUNICATION 

Adherents of th is  styl e  reasoned that successfu l  management l ay 
not i n  engaging i n  b l ind, wasted acti on or  exempli fying good 
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working habits, but in devising plans and d irect ing and inspiring 
their execution through effective commun ication. Once employ ees 
understood what was expected of them and were persuaded by the 
effective use oflanguage to complete their duties, the goals of wealth 
and strength could be attained. To ensure true understanding (wh at 
was communicated was exactly what was understood) , the manager 
must have complete mastery over thought processes, grammar, 
terminology , persuasive abilit i es, etc. Logic in language was imper
at ive. If employee duties were not clarified through effective com

munication, then the inevitable confusion that resulted would  cause 
mistakes and thus generate ill will. Hence, ambigu i ty  in commun i

cation was viewed with the greatest apprehension. A measure taken 
to prevent and remedy ambiguity was to establish clear l ines of 
communicat ion both vertically and horizon tally, between and among 

princes and ministers. The greatest problem with th is  s tyle was that 
arguments over the selection or formation of appropriate words, 

terminologies, sentence constructions, etc. eas i ly  s i detracked man

agers from their goals. 

VI. STYLE OF MILITARISM 

Like Sun Tzu, author of the famous book The Art of War, pro

ponents of this sty le said that in obta ining goals of strength and 

wealth, nothing was as efficient or effective as the use of arms and 

armed forces. I nstead of approaching goals  in an obl ique,  t ime
consuming manner, one would use armed forces to strike directly at  
the heart of one ' s  objectives. On the battlefield,  one could  scheme 
and plot, use any plan, tactic, strategy . . . whatever was handy ,  to 
defend oneself and overcome the opponent and forcibly attain one ' s  
goals.  Managers needed to know nothing more . Al though results 
were immediate, they were not for the long term benefit and profi t  
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of ei ther side . One might be a victorious conqueror but the losses 
could overshadow the gains .  The pages of h istory abound with the 
tragedies of war.  Lao Tzu said,  "Wherever the army has passed, 
briars and thorns spring up.  Years of hunger fol low in the wake of 
a great war." Even Sun Tzu himself  said, " Conquering the people's 
hearts is more e ffective than occupying their  c i t ies." 

VII. STYLE OF DIPLOMACY 

To adherents of this  sty le ,  goals of wealth and strength were best 
attained through d iplomatic means, n amely, negot i ation . Mon ey, 

justice , prestige, love-everything was n egotiable ,  as they said.  
Many ventured as far as to say that  negot iat ion was management.  
One used plots, schemes,  s trategies,  tact ics .. . whatever was neces
sary to reach goals .  But in this case the weapon was the tongue . Not 
only was there no bloodshed,  but success was guaranteed at very 
l i t tle expense , whatever one's obj ectives .  However, th is  sty le was 
not free from defects . There was no firm basis upon which long term 
plans could be set ,  because everything changed with a twist  of the 
tongue. Negotiation was compromise , and too much compromise 
became in some cases tripping stones that hindered the attainment 
of true obj ect ives. In some cases ,  leaderships were compromised . In 
others, directions were compromised .  

VIII. STYLE OF YIN A ND YA NG 

According to the Universal Law of Cause and Effect , an effect 
is the direct resul t  of a cause; therefore , everyth ing happens because 
it is  supposed to happen. Cause and effect are represented by the 
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concepts Yin and Yang. As results of efforts to analyze all  possible 
kinds of cause-effect interactions occurring i n  this universe, certain 
theories arose , such as: If one strove in the wrong direction, one 
failed; and if one strove too much, one also fai led .  People would not 
have to confront problems of their own creation,  if they stopped 
interfering with the natural laws. God's plans for the universe should 
not be contended with , nor should God's achievements be cla ime d  
a s  one 's own. From these theories arose a "laid-back" style of 
management. But problems developed when some opportunists 
overlooked the fact that human input was needed to bring God ' s  
plans for humanity into fruition,  a n d  used the theories t o  j ustify the i r  
laziness and their avoidance o f  responsibiliti es. Some even tri ed to 
excuse their failures or shortcomings as the will of God.  Even worse, 
some used the theories to excuse criminal acts. Because they thought 

they were not responsible for their actions, they had license to 
commit any kind of sin they wish. Certain religious fanatics rose to 

power by taking ful l  advantage of such reasoning to attract a 
following and engage i n  immoral or criminal activities. 

IX. STYLE OF TAO 

Considered to be the h ighest form of man agement , it prov ided 
the means for u t il iz ing a l l  the  preced ing e ight s ty les  for m ax imum 
managerial  effect iveness . I t  a lso prov ided the  n1e a ns to n u l l i fy the  

nega t ive aspects of each sty l e  autom a t i ca l l y .  In s imp lest terms,  the  

Sty le  of Tao is  the s ty l e  o f  wate r . Water  is use d by Lao Tzu to 

describe t he nature of Tao because it has t hese proper t ies : 

A. Besides be ing self-propell ing, water a lso carries othe r  
objects a long i t s  currents-it  m ove s others to  ac t ion. 

B.  When i t  meets  res istance or obs tacles , i t s po\ver increases. 
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When fast -flowing water h i ts  an obstacle, a l l  of  i ts energy i s  
completely converted to impact the  obstac le wi th immense 

force .  

C. Water unceasingly  searches and wears away rock or l and 
(steadfast obstacles) for new avenues or paths (new oppor

tunit ies) .  

D.  Water unceasingly cleanses everything in  contact with 
filth , but i ts cleansing power never d imin ishes (it always 
retains i ts cleansing power, so i t  is forever improving i tse lf  

and others) . 

E. Water flows in  rivers and streams to the sea, where i t  
evaporates to form the clouds, from which i t  i s  rel eased over 

land , on which i t  gathers again in to r ivers and streams that 

again flow into the sea . No matter how i t  changes, it nei ther 

loses i tsel f nor i ts beneficence and efficiency. 

About Tao there wi l l  be extensive explanat ions .  
It is apparent that the shortcomings of each styl e  generated 

another sty le unt i l  there were a total of n ine at the apex of evolut ion .  
Through thei r i nfluence , Ch inese culture developed and matured . 

Figure 1 . 1 The Nine Styles of Management. 
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CHAPTER 1 

THE TAO OF 

EvOLUllON 

Life is to live. Life is also to evolve. Anything having a form i n  

this universe has the purpose of using space and time to improve 
itself and evolve into a higher form. There are five kingdoms in  th is 
universe, four of which are visibly living: the Kingdom of Minerals, 
the Kingdom of Vegetation, the Kingdom of Animals, the Kingdom 
of Humankind, and the Kingdom of God. The members of each 
kingdom exist to improve themselves in order to evolve into a higher 
k ingdom . 

I. KINGDOM OF MINERALS 

This Kingdom encompasses all mineral formations, from the 
t in iest grain of sand to the largest planet and ga laxy in  the universe. 
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Though not read i ly  percept ible ,  members of th i s  ki ngdom go through 
" l i fe cyc1es" of generation , maturat ion,  and degeneration . Each has 
a " l i fe cycle" un ique to i ts k ind ,  and each serves a part icular purpose , 
as shown by the find ings of astronomists, astrophysicists, geolo
gists, geomorphologists, m i neralogists ,  and so on .  As has been 
further demonstrated ,  mineral format ions are capable of absorbing, 
processing, and emi tting energy in the form of l ight, sound, heat, 

magnetism , etc .-the most basic processes of l i fe .  Where there is 
change, there i s  l i fe (no matter how basic) and evolution .  

II. KINGDOM OF VEGETATION 

The members of this Kingdom , which i nc lude v i ruses and bac

teri a, have in addi t ion to physical forms physical senses .  Thei r  sole 

purpose i s  to reproduce . They have n o  creat ivi ty  and are i ncapable 
of in ten t ional ly  benefi t ing other  organ i sms in any way, though the 

purposes they se rve are v i tal l y  importan t . Such physi cal bodies also 

l ive to evolve. 

ill. KINGDOM OF ANIMALS 

The members of t h i s  K i ngdom have ,  i n  addition to phys ical 
bod ies w i th phys ica l se nses .  men t a l  bod ies .  Fou nd here are the fi rst 

express ions of t hough t , w i l l .  and emot ion .  A dog, for i nsta nce, has 
a m i nd t ha t  i s  capab l e  of respond i ng to i t s ow n e r ' s  com m a n d s  and 

demonst ra t i ng the rudime n ts of learn i ng.  But  one cannot expec t 
more from an i m a ls , for they  J ack spi r i tu a l bod ies .  Anim al s  a lways 
l ive and reproduce in  accordance w i t h  cert a i n  t i m e tables .  They 
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mechanica11 y fol low universal laws, do not have the des ire or the 
drive to progress beyond their present cond i t ions, and do not possess 
the creative abi l i t ies associ ated wi th  th i s  des i re .  An imal s  l ack th is  

desire because they l ack a spir i tual  body .  

IV. KINGDOM OF HUMANKIND 

The members of th is  Ki ngdom possess, in add i t ion to physical 

and mental bodies ,  spi ri tual bodies .  
Where there i s  spi ri t ,  there i s  hope and creat iv i ty . And because 

the spiri t  i s  not l imited by space or t ime and the body is ,  a sense of 
incompleteness ari ses, along with a des ire to progress beyond the 
present physical condi t ion .  Hopes that are beyond the limits of space 

and time imbue man with the urge and abi l i ty to create . So man,  
hoping hi s creations wi l l  somehow make his  physical presence l ast 

as long as his spi ritual presence,  created rel igion ,  science ,  musi c,  
li terature and art , erected monuments of l ast ing materials, and even 
bui l t  empires. 

But none of his accompl ishments have ever given him enough 
sati sfaction; at the root of a l l  h is  travails , man desires to be immortal . 

(Rel igions part i al l y  satisfy the desire for immortal i ty ,  but  they focus 
on l i fe after death . ) So, unsat isfied desires sti 1 1  fi l l  the hearts of men 
and women with frustrati on and pain. 

Taoi st scholars have always understood the true mean ing of 
man ' s  desire for immortal i ty .  They have known man ' s  desire to 
enter the Kingdom of God to be the true goal of evolut ion.  Conse
quentl y ,  they have devised methods for walking wi th God, spi ri tu 
al izing the body ,  and l i ft ing man into the fi fth k ingdom as he l ives 
on earth . 
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V. THE KINGDOM OF GOD 

This K ingdom can be reached .  In th i s  ki ngdom the h u m an body 

i s  sp i ri tua l ized . When you are a spi ri tual ized be i ng, u n l i m i ted by 

space or t ime, you have access to a1 J corners of the un iverse . A spir i 
tual , or immortal , being experi ences compl ete sat i sfact ion , peace 
and happiness, s ince he or she is in un i ty w i th God and the un iverse . 

Not al l human be ings are qual ified to enter the Ki ngdom of God. 

Accord ing to Taoist schol ars ,  there are four  cl asses of human beings 
i n  the Ki ngdom of Humank i n d ,  and they are ( i n  ascending order) : 

Evi l  Men,  Li ttle Men,  Gentlemen ,  and Sages . Only Sages are 
qua l ified to evolve in to the K i ngdom of God . 

The Kingdom of God i tsel f i s  d iv i ded i nto three cl asses ofHsien , 
or "Immortals ,"  and they are ( in  ascending order) : Ren Hsien, or 

"Transformed Immortal" ;  Ti Hsien , or "Terrestri al Immortal" ;  and 
Tien Hsien , or "Celestial Imm ortal . "  So there must first be "promo
tion among the ranks" before there i s  evol ut ion  to a h igher kingdom . 

As evolution is a continuous process, there wi ll forever be many 
kingdoms and classes of l ife ex ist ing together . 

A. Evi l  Men are onl y human i n  form, as they are still 

animal istic in nature . Their  evolu tion i nto the Kingdom of 
Humank ind is i ncomp l e te , since they do not understand or 

appreciate moral i ty or propriety . Entertainment,  contention, 

consumption ,  and reproduct ion , the four  basic instincts, 
preoccupy their dai l y  l ives .  In  most societ ies thi s  group i s  

control l ed by force , because they are capable of murder ,  
rape ,  and other ev i l crimes .  

B. Li t t l e  Men are unwise ,  l i m i ted in  ab i l i t ies ,  and have evi l  

patterns o f  thought .  Eve ry th ing done by this group is  done 

36 



THE TA O OF E VOL UTION 

for short-sighted ga ins .  Members of th is  group are capabl e 
of schem i ng and cheat ing for use less ,  u n i m portan t  th i ngs . 

Their  concerns and the i r  l ives are petty . They are too 
cowardl y to com m i t  ove rt c ri n1 es ( in te n t i o n s  are always 

disguised) and too l i m ited to help  soci ety i n  a grand way . 
Little Men are effectivel y contro l l ed  by l aws i n  n1ost  soc ie

t ies . 

C. Gentlem e n  understand and pursue moral i ty ,  propr iety ,  

and cul t ivation of abi l i t ies ,  for they a re gu i ded by p ropriety 
and reason .  They desire en l ightenm ent  for themselves and  

other human be i ngs . When the  members of th is  group 

i ncrease in number,  soci ety flour ishes .  When their  numbers 

diminish,  society suffers .  

D .  Sages are those w h o  tru l y  u n derstand  a n d  pursue r ight

eousn ess . Th ese individual s  work to improve and e n l igh ten 
human bei ngs and create a peaceful  worl d through the spread 

of harmony an d true knowl edge .  S ages are guided by righ t

eousness . 

E. Transformed Immortal s are cu l t ivators of Taoism . Be i ng 

wise,  holy , and  ki nd ,  these i n d iv iduals  are involved i n  

improving worl d affairs .  Upon death ,  the i r  physi cal bodies 
are resurrected .  Love i s  the  gui d i n g  force of these immortal s .  

F .  Th e Terrestri al Immortal i s  a Taoist w h o ,  b e i n g  extremel y 

wise,  hol y ,  and ego- l ess , h as left beh i n d  al l human ch aracter
ist ics . The i m mortal  su rv i ves for centur i es and  is i nvolved i n  
al teri n g  worl d events,  for h e  has the experience o f  accom
pl i sh i n g  m an y  great deeds . Perfect v i rtue i s  h is  gu i d i ng 
force . 

G .  A Cel esti al Immortal i s a Taoist  who has su rvi ved for 
thousands of years and h as accompl i shed great  deeds too 
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num erous to name.  The body of the Celestial Immortal is 
com plete l y  spi ri tual ized (not l im i ted by space or time) . The 
Celestial Immortal and God are one.  Here, Tao is the guiding 
force.  

Each member of each of these seven classes has a physical , 

mental, and spiritual body-the three folds of the body . The differ
ences be tween each cl ass lie in the degree of dominance one 

particular body has over the others .  For example ,  for Evi l  Men the 
physi ca l body dominates the mental and spiri tual bodies . For Sages 
the menta l body dom inates the other bodies . For Celest ial  Immortals 
the sp iri tual body dominates the other bodies .  

The physica l body is governed by four basic instincts : entertain

ment, content ion , consumpt ion , and reproduction . The physical 

body can be represented by a square : 

Enterta inment 

Reprod uct ion Contention 

Cons u m pti on 

Figure 1 . 2  

The menta l  body can b e  re presented b y  a triangle , because of 

three facu l t i es :  thought ,  e mot ion ,  and wil l .  
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Thought 

Wi l l  

Figure 1 . 3  

The spiritual body can be  represented by  a ci rcle,  because i t  i s  not 

l imited by space or t ime .  I t  has a conscience, possesses flawless 

intuit ion , and communicates with God . 

Conscience 

Sp i ritual ity I ntu ition 

Commun ication 

Figure 1 . 4  

Ideal l y  the physical and mental bodies should  b e  subservient  to 
the spiritual body . The spi ri tual body should  sen d orders to the m en
tal body,  which determines the proper m ethod for bringing these 

orders into fruit ion . The mental body then guides the physical body 
in carry ing out these plans.  Every activity is  based on foresight ,  
wisdom, and consci ence, and every act ivi ty conform s  to the ways of 
God . 
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0 
I I  

Figure 1 . 5  Order of Influence 

(Incorrect) 

D 
I I  

Figure 1 . 6  Order of Influence 

(Correct) 

Unfortunately th is is rarely the case . Instead we frequently find 
that the physical body has repressed the spiritual body and enslaved 
the mental body . The physical needs for play, violence, food, and sex 
forces the mental body to contrive ways to sati sfy ,  excu·se ,  even 
sanction these primal needs . Th is complete reversal of the true order 
results in all the miseries of th is world .  "When Tao is lost," explained 
Lao Tzu, "human beings take up virtue ;  when v irtue is  lost ,  human 
beings insist on love; when love is lost, people demand righteous
ness; when righteousness is  lost, people rely on propriety ; when pro
priety is lost, law is sought; but when law i s  lost, force i s  sought ;  and 
when force is sought,  al l traces of civ i l ization are lost . "  
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Fortunately we have been given the tools-the techniques of 
Taoism-for ch isel ing a ci rcle out of a crude square : 

Figure 1 . 7 

The practice of Taoism accelerates evolut ionary advancement 

by helping mankind accumulate good deeds in the most effic ient  
way possible-without martyrdom .  Accord ing to Pao Pu Tzu ,  200 
good deeds are required to become a Transformed Immortal , 300 
good deeds are required to become a Terrestr ial Immorta l ,  and 1 200 
good deeds are required to become a Celest ia l  Immortal . Good deeds 
are defined as actions th at benefi t  oneself as wel l as others .  Actions 
that hurt one party wh i l e  benefi t ing anoth er are undesirable . Actions 
that hurt both part ies are l east desirable ;  one such transgression can 
null ify all of the good deeds that have been accumulated and can 
cause evolut ionary retrogression as a resul t .  

(- , +) (+ , +) 

(- , -) (+ , -) 
(+ , + ) = Good deeds (everyone benefits) 
(- , - )  = Harmfu l d eeds (everyone is h u rt) 

(+ , -) = Partial ly good d eeds (others benefit ;  th e self  is  sacrificed) 
(- , +) = Partial l y  harmfu l deeds (others are h u rt ;  the self ben efits) 

Figure 1 . 8  
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Lao Tzu described our every action as being recorded and com
puted by the stars, which are governed by the North Star. The 
formulas for accomplish ing many deeds are revealed in th is  book, as 
are the secrets of securi ng a long-lived and properly funct ioning 
physical body, without which few deeds can be accomplished (see 
Appendix) . That is why martyrdom is  regarded with great reserva
tion; it cuts off the fl ow of benefits to society and retards evolut ion
ary advancement by destroy ing the physica l agent  through which 
deeds are achieved . 

According to the theories of Taoism, associ ated with every class 
of human being is a corresponding guiding principle of government .  
When human beings progress from one class  to another, the guiding 
principle by which they are governed progresses correspondingl y .  
Th is  is  a n  arrangement that assures steady progress unti l  Celestial  

Immorta l ity and Tao is reached. 

Seven Levels of H u man k ind 

Ce lest ial I mmortal 
Terrestrial I mmortal 

Transformed I mmortal 
Sages 

Gentlemen 
Little Men 
Evi l Men 

Seven Types of G overn ment 

Tao 
Perfect Virtue 

Love 
R i g hteousness 

Propr iety 
Law 

Force 

Evolution wit hout Taoism is a painfu l ly slow process-it has 
taken us m i l l ions of years of evolution to become what we are today . 
I ncorporat ing or u t i l iz i ng Taoist methods of management acceler
ates evolu t ionary advancement in the most efficient and beneficial 
way poss ib le . 

This pat tern of evo lution can be used to give coherence to our 
past, present , and fu tu re . 

Human be ings began to d is t ingu ish themse lves from animals 
when primit ive forms of spi ri tu a l worsh ip and agriculture were 
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invented .  These marked the beginnings of a period that began in the 
obscure prehistoric past , known as the Age of Evil Men .  No matter 
what stage of development the socia l ,  re l igious, econon1ic, or 
political systems were in, force was the pervading gu iding principle . 

It brought satisfaction to the four  instinctive needs to play , fight, eat ,  
and have sex .  To illustrate ,  we need only remind ourse lves of arche
ological findings or any other record of ancient history to recall the 
accompl ishments achieved through forceful means .  They included 
the slaughter and enslavement of human beings ; the build ing of 

palaces, temples, hanging gardens, or  other structures ;  proliferation 
of bacchanals or human sacrifices ;  proliferation of bloody sports ;  

and so on.  Slavery , rape , incest , sacrifice , war, murder, theft, 
corruption were rarely questioned .  If questioned it usually con
flicted with other means to the same ends .  And whether one 
part icular means superseded the next was determined by force . 
Those who had or accumulated force enslaved, killed, colonized, 

and maimed to make the masses function in a particular way . Thus 
emperors, kings, etc . ruled . Moral standards in general were not 
high . But in certa in recesses of the world ' s  civilizations, advanced 
stages of evolution had already begun to emerge.  

For the majority of the world ' s  civi lizations, progress into the 
Age of Little Men began about the time of the Industria l  Revolution. 
The need for forced labor having been lightened and moral standards 

having been raised somewhat as a consequence , human beings 
began to refer to their needs as rights . Though they continued to 
enslave and kil l ,  rape and maim, debauch and exploi t ;  they j ustified 
their act ions by declaring and using their rights to fulfi l l  their 
instinctive needs. For purposes of protecting and enforcing such 
rights; ideologies, l aws, legal and other systems were formed or 
elaborated upon .  The legal system especial ly prol iferated in this age . 
When interests polarized, the result was conflict . The clash of 
democratic and social ist interests was one such conflict. Though in 
the beginning only a few truly advocated true human rights ,  their 
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numbers began to swel l  as more and more peop le began to interpret 
the declarat ions of rights and laws l i tera l ly ,  resul t ing i n  deeper de
l iberat ions on i ssues of human rights , fairness, tru th,  equa l i ty, etc .  
The search for rights uncovered many instances of inequali ty ; the 
search for lega l i ty ,  more i l l egal i ty ;  for fairness , more unfa irness. 

Now human beings are in  the midst of a transit ion from the Age 
of Little Men to the Age of Gentlemen. Ful ly  knowledgeable of past 
and present wrongs because of technological advances in  com
munication , people of this age seek balance in all aspects of l ife .  
They seek socia l ,  re l igious, pol i t ical and economic ba lance .  As 
access to information continues to improve and as awareness levels  
continue to  be heightened , the  i njust ices inflicted and tolerated in the 
past w i l l no longer be to lerated . Gen t lemen act ively try to right the 
wrongs of the past .  Thi s  age is  above al l  an age of propriety and 
rationality. Because moral consciousness has been elevated st i l l  
further, people begin to ponder over how they stand in  balance with 

others-especial ly whether their actions are correct in l ight of 
higher moral standards. However, the search for balance and propriety 
and the influx of unend ing informat ion wil l  uncover even greater 

wrongs and imbal ances. 
Progressing beyond this is the Age of Sages . Righteousness is 

the guiding princ iple . In this age, act iv i t ies and thoughts are centered 
upon the welfare of others . 

And beyond is  the Age of Transformed Immortals ,  the first age 
of spiritual i ty .  Greater responsib i l i t ies are assumed . Love is  the 

gu id ing princ ip l e . Egos are no longer involved in the deeds that are 
done . 

Then fol lows the Age of the Terrestrial  Immortals, wh erein 
perfect virtue is  the gu i d ing pr incip le .  Greater deeds involving 
heavy respons ib i l i t ies are accompl ished . 

The final  age is that of the Celest ia l  Immortals .  When Tao rules ,  
everything has ach ieved a state of perfect balance and individual  
involvement is  no longer necessary . True,  perpetual  b l i ss is  ach i eved 
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without effort . 
Why do we need Taoist management? Since the beginning, 

whenever or wherever two people  have been present, management 
has been a necessity . Management has always been int imately 
connected with man ' s  evolution, so nothing is more important to 
evolution than proper management .  Proper management balances 
al l  the infinite variet ies and stages of l ife on this planet and al lows 
them to help each other evolve for the benefit of al l .  That is the 
universal wil l ,  which no one can defy or escape without terrible 
consequences. 

Why be a manager? Again ,  universal wi l l .  Whether you approve 
or not, you must complete your evolutionary mission . If you fai l  you 
will delay your own progress and extend your miseries, which 
magnify with every lesson badly learned .  You are not working for 
your parents or relat ives, teachers or associates, friends or lovers, 
you are working for your own evolution-and that alone more than 

fulfi l ls al l  of their expectations of you . 
One day King Wu and Chiang, Shang were conversing when 

King Wu asked,  "Are there any different iat ions of leadership?" 
Chiang repl ied ,  "Yes indeed My Lord . There are n ine rules  [ i n  

relative terms] " :  

1 .  A man with the basic abi l i t ies to ge t up e ar ly i n  the 
morning and retire late at night wil l  be able to l e a d  his wife 
and children.  

2. Add i tional  qual i t ies  of sympathy (for others) and enthu 
si asm a l low a m an to lead  ten people . 

3 .  Adding ta lent ,  ski l l ,  and communicat ive abi l i t ies to the 

above abi l i t i es a l lows a m a n  to lead  a hundred people .  

4 .  Add i t ional  qual i t ies  of  honesty ,  loya l t y ,  and  fa i th  a l low a 
man  to lead a thousand people .  
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5 .  Addit ional abi l i t ies to magnify his studies, formulate his 
own theories, and understand issues al low a man to l ead ten 
thousand people .  

6. Adding to this bravery and the  abi l i ty to assume great 
responsibi l i t i es and fight for i ssues allow a man to lead one 
hundred thousand people .  

7. Addit ional abi l i t ies to proj ect humbleness and accept 
good ideas a l low a man to l ead a mi l l ion people .  

8. Adding to  this good strategy and humani ty a l low a man to  
lead several countries. 

9 .  Addi t ional  abi l i t i es to figh t for r igh teousness and just ice 
al low a man to lead the world . 

The human race is a marathon.  All of us are automatical ly 
entered at bir th w i l l i ng or not .  Our birth launched our race, so the 
only choice we have is to be a winner or a loser . In order to win ,  given 
the magni tude of the task, we need rules to tra in  motivat ion, 
coordinat ion, direct ion,  i nspect ion ,  and organizat ion .  A deta i led 
discussion of these rules wil l  follow in the next few chap ters . 
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CHAPTER 2 

ThE TAO OF 

YIN AND YANG 

RELATIVISM 

Accord ing to The Book of History (one of the five classics of 
ancient China and an ancient forerunner of the constitution), the 

prime m inister ' s  first qual ificat ion is to know Yin and Yang, and the 
prime m inister ' s  first priority is to adjust Yin and Yang. 

There were two golden ages in  Chinese h istory , the Han and 
T' ang Dynast ies .  I t  was during the he ight of the  first golden age , the 
Han Dynasty , that the responsib i l i t ies of the prime minister were 
fully defined . I t  was defined by Vice Prime Minister Chen, Ping in  
answer to  one  of  Emperor Wen ' s questions : "The job of  the  prime 
minister, i t  is wri t ten, i s  to he lp  the emperor adjust Yin and Yang, 
ensuring that r ight act ions are taken at right t imes and ensuring that  
min isters and officials meet and sui t  their responsib i l i t ies . . . . " 

That statement has been pra ised throughout the centuries by 
scholars specia l izing in the study of the consti tut ion, l aws , legal  
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systems, and government structure . Consensus establ i shed th is  h i s
torical fact to be the case that best exempl ifi ed the success ach ieved 
through a system that delegated the right authori ty to the right 
offici a l .  That system was the system of adjust ing Yin and Yang. 

What is  Yin and what is  Yang? Why are they so important?  
I t  i s  stated in the Yel low Emperor ' s  Classic of the Internal that 

the enti re universe is an osci l l at ion of the forces Yin and Yang. 
With in everything in th i s  universe is the constant ,  dynamic i nterac
t ion of two dist inct ,  yet i nseparable and in tegral , opposi tes : Yin and 
Yang. Taoist schol ars have extrapolated from the pri ncip les  regard
ing the nature of Yin and Yang that the fem in ine is Yin and the 
masculine i s  Yang. Thi s  is how they are symbol ized :  

Yang Yin 

Figure 2. 1 

Deeper i nvestigat ions revealed that  God,  l ife , goodness , just ice , 
righteousness, l ight,  peace, heat ,  weal th ,  happiness , heaven,  

growth . . .  the su n,  the act ive ,  that  which is on the  surface,  are Yang. 

By inference, Satan,  death,  ev i l ,  inj ust ice,  unrighteousness,  dark

ness , war, cold , poverty ,  unhappiness,  hel l ,  decay . . .  the m oon, the 

passi ve , that which is deep or hidden ,  are Yin .  Yin and Yang 
represent every conceivable  pa i r  of oppos i tes : birth and death ,  
growth and decay , heal th and i l lness, r ight  and left ,  front and back 
sides, pos i t ive or negative n1 agnet ic  poles ,  etc .  
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Just as we cannot know what heat i s  i f  we ' ve never been cold , or what 
happiness i s  if  we ' ve never been sad, so too Yin and Yang can never 
ex ist in total i solat ion from one another .  Each is a d iffe ren t  s ide of 
the sam e coin, integral parts of a s ingl e  ent i ty .  Both constant l y 
interact thus .  Th is  kind of in teract ion pers ists in al l  th ings : obj ects, 
attitudes,  personal characterist ics, thoughts ,  etc .  For instance, the 
two faces of a pi ece of paper m ake up one pi ece of pape r . One w i th

out the other results in noth i ngness .  
Seen in thi s  light ,  many supposedly opposi te ent i t ies and con

cepts take on new quali t ies-even God and Satan appear d ifferen t .  
I f  we apply th is  theory to  them, God and Satan become one ; one 
cannot condemn one without condemn ing the other. 

How can th i s  be so? In older vers ions of the Bible,  the fi rst book 
of the Old Testam ent was Job, not Genesi s .  A story about Job was 
told in thi s  fi rst book. In a dialogue between God and Satan , God 

prai sed Job for his fai th and ri ghteousness.  Satan cha llenged God, 

say ing that Job ' s  fai th ,  a result of God ' s  gifts, would disappear when 
the gifts disappeared .  God allowed Satan to test  Job ,  and Job 
suffered many adversi t ies .  Seeing that  Job ' s  fai th was unfal teri ng ,  
Satan challenged God aga in ,  say ing that harm inflicted upon Job ' s  
person would end h i s  fai th. God accepted the challenge and perm i t
ted Satan to do h i s  work . St i l l  Job remai ned steadfast . In th is  book, 
God and Satan work together and counsel each other. The tri a l s  of 

Job seem to be caused by Satan , but Satan has God ' s  permi ssion .  
Another type of in teraction represented by Yin and Yang is that 

of generation and degenerat ion . They are as follows : 

Generati n g :  
1 )  Yang generates Yang 3) Y in  generates Yang 
2) Yin generates Y in  4) Yang generates Y in  

Degenerati n g :  
1 )  Yang degenerates Yang 3 )  Y i n  degenerates Yang 
2)  Yin degenerates Yin  4) Yang degenerates Y in  
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The genera t ing i n teraction can be understood in terms of the 
fo 1 1ow ing example .  Rampaging criminals  cause people  to establ ish 
a po1 ice force to protect themselves.  Yin (criminals) i s  generating 
Yang (pol ice force) because the pol ice force wil l  not exist if 
criminals- do not force its inception . Gradua l ly  the poli ce force grows 
(Yang generates Yang) , and soon i t  becomes burdensome to support 
(taxes are rai sed) . Corruption i n  the pol i ce force results in i ts 
part i c ipat ion in  crimes (Yang generates Y i n) . Meanwhile ,  crim inal 
forces grow to counteract the grow ing pol ice force (Yin generates 
Yin) .  

The degenerating i n teract ion can be understood i n  terms of the 
following example . When a pol ice force captures a cri m inal ,  a 
Yang-degenerates-Yin interaction takes pl ace . When government 
cuts the force ' s funds , a Yang-degenerates-Yang interaction takes 

place. When i ts funds are reduced, the force is overcome by 
crim inals , a Y in - degenerates-Yang in teraction.  The swel l ing crimi

nal popu la t ion wi l l  then wi tness terri torial d ispu tes that  wil l  de
crease i ts numbers, a Yin-degenerates-Yin i nte ract ion . 

The th ird type of i n teract ion manifested i s  that Yin at  i ts most 
ex treme point becomes Yang and Yang at i ts  m ost extreme poi nt  
becomes Yin. The day at i ts greatest ex tent  turns i n to eve n i ng.  The 

nigh t  at i ts greatest extent turns into morn i ng.  

The fourth type of i n teract ion i s  that both Yin  and Yang coexist 

toge ther-has bot h  Yin and Yang natures .  Taoist  scholars never en
cou rage ce lebra t ion ,  because h idden w i t h i n  a happy si tuat ion  is the 
seed of sad ness .  H idden disasters deve lop u n de r  fortunate circum

stances, and good fortune develops unde r d isas trous c i rcumstances.  
The fi fth t ype of i n t e ract ion involves a reciproca l Yi n and Yang 

reaction . An ex a m p l e  would be the m utua l  a t t rac t ion of the posit ive 
and nega tive pol es  of a m agn et .  

The s i x th type of  inte raction i l lus tra tes the  comparative e ffects 

Yin and Yang h ave upon each o ther . A n1otorcycle i s  bigge r than a 

t r icycle ; there fore , it is conside red to be yang i n  re la t ion to the 
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tricycle, which is  Yin . But compared to a car, the motorcycle is  much 
smal l er and is Yin in re lat ion to the car. The car, when compared to 

a truck, becomes Yin . 
So far the rel at ivity of Yin and Yang and the dynamic tension of 

their interact ions are d iscussed as if they were in a vacuum-that is ,  
isol ated from the effects of the environment .  

Now further developments upon these basic in teract ions wi l l  be 
presented in considerat ion of the external effects of space and t ime .  

Below is  a representat ion of  Yin and Yang and the external 

forces : 

• • • • \ 1  
• • 

• • • I 
I 
I 

Yang 

B irth � l (I]} 
I 
I 

• . I 
Yang 

I 
I 
I • 

I . . . . a • 
• • • • 

I • • 

I 
I 

• •  
• • • : I '------------------� 

1 Year Old Time 60 Years O ld 

Figure 2. 2 

We have taken a cross section of a t ime continuum to see how 
Yin and Yang in teract in a section of t ime. If we take this sect ion to 
mean a person ' s l ife span , we see that the start ing point represents 
a person ' s  birth and the ending point  the moment of death . At the 
moment of birth , Yang (l ife) i s  man ifested at fu l l  force. Bu t  wi th in  
is bur ied a seed of  Yin . As time passes by,  we see tha t  Yin gradual J y  
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e xpands i n  force and  gradua l l y  d i splaces the force of  Yang.  S o  m uch 

so tha t , at age 60, the forces of Yin (death) comp l ete ly overwhel m 

and disp l ace Yang . But wi thin the ful l  ma n i festat ion of Y i n  forces,  

there is buried  a seed of Yang. The expansion of Yin is dep icted as 

gradual and even when in  real i ty i t  may push aside Yang forces in 

moments of strength or shr ink in moments of weakness (Yang forces 

may d isp lace Yin forces sim i l ar ly) . If we look beyond th i s  cross sec

t ion we see that the ent ire progress i on begins aga i n .  

From these in teract ions, there arose s ix  Yin-Yang Laws that 

defined the entire un iverse .  

I. LAW OF CYCUCALNESS 
(or CAUSE AND EFFECf) 

Because Yin and Yang is  in  everyth ing and because Yin wi l l  

always revert to  Yang and vice versa ,  the phenomenon of cycl ical

ness is  un iversal-though the t ime needed to complete the cycle 
may vary in every case . Everyth ing in  th i s  un iverse proceeds cycl i
cal ly .  Every day, for as long as we l ive ,  the  sun wil l come b ack to us .  

Though the sun di sappears at n ight,  that  does not  mean i t  d isappears 
forever-the  Law of Cycl ical  ness guarantees i ts reappe arance at the 
proper t ime.  Th is same l aw is in effect when , after  we sow beans, we 

reap beans.  The same l aw holds  if we sow mel ons :  we reap mel ons.  
No matter what we do,  good or bad , we can be  sure there wil l be 

retribution .  As Lao Tzu said ,  "The househol d that accumul ates good 
deeds must be blessed with happiness,  and the household that accu
mulates evil  must be cursed with cal amity . "  Also, in the Classic of 

Purity , Lao Tzu stated,  "There are no specia l  doors for calamity or 

happiness (in man ' s  lot) ;  they come as men themselves ca l l  them. 

Their  recompenses fol low good and ev i l  as the shadow fol l ows the 
substance ."  The importance of retribu t ion cannot be overempha-
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sized .  The manager must consider the aftereffects of any plan or 
action . He must not be short-s ighted and neglect to consider the long 
term consequences, because short-s ighted profi t w i l l  resu l t  in d i sas
ter quickly . An al l  too-often repeated m istake is a l lowing overea
gerness for success bl ind people to every thing except immediate 
advantages .  The results can be devastat ing (for example ,  misappro
priation and short-s ighted agricu ltural pol ic ies can cause world

wide poverty and hunger) . 

ll. LAW OF GROWTH 

A condit ion of Yin or Yang must develop, or grow, unt i l  it turns 
into its opposite cond it ion . The rate of turnover is  d i rectly propor
tional to the rate of a condi t ion ' s development .  So a condit ion of 
Yang turns into Yin quickly if the growth rate is great. Therefore, the 
Law of Growth states that faster growth brings earl ier death . This 

law has numerous connotations .  The more one concentrates (pres
sure, etc . )  the earlier the d issolution . We constantly hear of the desire 
for fast growth , but the problems arising from meteoric growth , 
whether foreseen or unforeseen, are unsolvable-there is no t ime for 
solutions. The more one tries to increase Yang (for example, through 
heavy exploitation) the more one brings on Yin (for example, 
poverty and other problems) . Everything that was labored for 
(Yang) will quickly pass away (Yin). S ince Yang must turn into Yin, 
accelerating growth accelerates this turnover, a fact nobody can 
prevent from happening. Manipulat ing the natural l aw wi l l  be 
futile-it is not poss ible to change a universal law. As Lao Tzu sai d ,  
"Unless the solut ion comes first,  i t  i s  better not to invent . "  Therefore, 
we should consider how problems of nuclear wastes may be solved 
before we compe te for superior i ty in the area of nuclear innovat ion ; 

otherwise,  because of the ambit ions of the few, everybody is  led to 
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i rreversible disaster. The manager must know how to abide by th is 
law. 

ID. LAW OF LOSS AND GAIN 

Since there is Yin in Yang and Yang in  Yin, loss or gain i s  not 
absolute . According to the Law of Loss and Gain, a superfic ial loss 
can be in real ity a true gain, and a superfic ial gain can be i n  real i ty 
a true loss . So Taoist scholars never recognize absolute calamity or 
happiness for what they seem to be . As Lao Tzu said, "Misery !
happiness is to be found by i ts s ide ! Happiness !-misery lurks 

beneath it ! "  
There is a famous story i l lustrating this point .  About 2,500 years 

ago, there was a wealthy man who wanted to celebrate his only son ' s  
birthday . He bought a pony a s  a b irthday gift t o  surprise him . Dur
ing the party, a servant reported that the pony ran away and was lost . 
The son was so disappointed and m iserable that the festive mood 
was shattered. But a whi le later, the pony was found and brought 
back to the son, who was elated . The ent ire fami ly  was e lated also. 

Everyday thereafter, he rode and cared for the pony,  unti l  one day, 

in a riding accident ,  he ser iously inj ured his leg. Everybody became 

m iserab le and wished they had never seen the pony,  because the son 

was handicapped for l ife .  Then one day,  an imperial order from the 
First Emperor of Ch in ,  Ch in  Sh ih  Huang, came and forced every 
man in the v i l l age-except those who were handicapped or old-to 

serve in the construct ion of the Great Wal l .  Every worker from the 
v i l l age d ied from the construction ; on ly  th i s  lamed son survived.  
There is no absol ute calami ty  or happiness . So in order to be a good 
leader, one n1ust be carefu l to make educat ional ,  training, or moti
vat ional pol ic ies that  do not e levate expectat ions excessive ly .  Over
brightening resu l ts causes grea te r d isappoin tmen ts ; consequently ,  
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whenever plans are made , take care to consider potent ial  problems 
in addition to the benefits . Say ing something i s  a panacea for every 
ill is wrong; problems always exist so one must be prepared .  
(Unfortunately , the  dream for utopia is j ust that : a dream.)  A ta lented 
manager must always  be prepared for any challenge ,  s ince evolut ion 
is  never-ending. 

Dogs fight for things as paltry as a bone ; and when one finally 
dies and the other l ies wounded.  nei ther gets the bone . Roosters are 
said to fight for egos ; but in the end when one dies and the other l ies 

wounded, nei ther benefi ts from the hard-won ego . Wise men know 
how to d ivide their shares .  

rv. LAW OF TIME 

The progression from Yin to Yang (or vice versa) is  dependent 
upon time ; therefore ,  t ime is  crit ically important to the condit ion of 
Yin and Yang. Time cannot be controlled by man, so man cannot 
withhold t ime . Spring inevitably changes to summer; summer, to 
winter, and so on-nothing can be withheld .  Spring has its ut i l i ty ; 
summer. i ts own . Every season fulfills i ts purpose within a specified 
time frame . Everybody has his own mission and is endowed with the 

talent for accomplishing this mission, but the accomplishment of 
that mission is dependent upon t ime .  Most people do not realize that 
they have done their best in  the t ime that has been given ,  and they 
neglect to move ahead onto other missions. If excuses are used to 
hold onto present conditions, the ways of others are blocked.  A 
leader must understand the l imits t ime places on the accomp lish
ments of missions and move himself and others ahead,  so that upon 

accompl ishment no one will block the path of others . Otherwise,  a 

possessive attitude toward a position will  block all progress, the 

greatest crime from the standpoint of Taoism . A great leader must 

55 



THE TA O OF YIN A ND YA NG RELA TI VISM 

know his own mission and t iming-the t ime to get in and the t ime 
to get out--{)therwise , his great success will  turn sour. As Lao Tzu 
said, "When the work is done , and one ' s  name is becoming d istin
guished, to withdraw into obscurity is the way of heaven ."  Most 
people would say, "I worked for it . . . it ' s  MINE . . .  I deserve to 
hold onto it forever . . . .  " These people will lose every thing in the 
end . If, for example, George Washington insisted on becoming a 
king, held onto his position until his death, and passed his power to 
his progeny, his success and good name would not be so lasting. 

Furthermore ,  any one thing will develop an opposite ,  and any pair 
of opposites will come together in the end .  As King Solomon said in 
Ecclesiastes 3 : 1 -8, "To every thing there is a season,  and a time to 
every purpose under the heaven:  A t ime to be born, and a t ime to 
die . . .  A t ime to kill ,  and a time to heal . . .  A time to love, and a time 
to hate ; a time of war, and a time of peace . " From an enlarged view
point, the more foo l ishness there is,  the more hate and war there 

are-this is Yin . The more wisdom there is,  the more love , peace, 
and integrity there are-this is Yang. Because time will  definitely 
show wha t condition it is .  Even time itself is  subj ect to Yin-Yang 
transforma t ions . As Saint Peter said in Peter 3 :8, " One day is with 
God as a thousand years, and a thousand years as  one day . "  Trans
formations between Yin and Yang takes countless forms and infinite 
time. The meanings are beyond the vocabularies of human language .  
Taoist scholars say one has to meditate upon these meanings until 
one comes to a full realization . 

V. THE LAW OF UTILITY 

All members of the three kingdoms before man fol low the basic 
i nteract ions of Yin and Yang mechanically ; only man is  capable of 
adjust ing them accord ing to his  will  and talent .  But the Kingdom of 
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Humankind is  itsel f spl it  into two divis ions : those who are m anaged 
by Yin-Yang Laws and interact ions, and those who m anage Yin
Yang Laws and interact ions . Those who can ut i l ize or m anage Yin
Yang Laws have a l ife guaranteed by success . An exam p le of th is  
m anagem ent i s  given by Lao Tzu: "When he is  going to [despoi l ]  

something from another, h e  wi l l  first have m ade gifts to h i m . "  From 

his words arose a technique : to get from others,  one must first give . 
Giving is  Yin,  getting is  Yang. In th is  case Yin has been turned into 
Yang-the best technique of gain. Man knows he  cannot just charge 
ahead and get what he wants;  he must use the strategy of gain, a form 
of compromise . Lao Tzu also sai d,  "May not the TAO (WAY) of 
HEAVEN be compared to the (method of) bend ing a bow? The (part 

of the bow) which was h igh should be brought low, and what was 

low should be raised up . . . .  It is the WAY of HEAVEN to dimi nish 

superabundance, and to suppl ement deficiency . "  High is  Yang, low 

is Yin ; superabundance is Yang, deficiency is Yin. Compromise 

between these extremes i s  the way of adjusting Yin and Yang. 

Detai ls  will  be given l ater regard ing this principle. 

VI. LAW OF IMPERFECTION 

1 00 percent perfect ion does not ex ist in  the  real worl d .  The best 

one can do is hope to com e  close to i t .  Perfect ion is  e i ther in the past 

or in the future or in the dream worl d .  Because inside Yang there 

must be Yin-noth ing i s  absol ute .  Noth ing, for ex ampl e,  i s  abso

lutel y good or bad . Therefore tolerance is a necessary strategy . 

From these s ix Laws of Yin and Yang, the basic phi losophy of 
the Integral Management of Tao arose . Knowledge of these l aws 

qual ifies a prime m i nister for his post . If he knows and ut i l izes these 
wel l ,  then he i s  good pri me min ister.  
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After we have come to know the Laws of Yin and Yang , we will 
learn about its use. This book is to emphasize the practical ways of 
ut i l izing the Laws of Yin and Yang. 

And before we do so, let me acquaint you with an important 
Taoist sage, who was known only as Kuei Ku Tzu, or Sage of the 
Valley of the Ghost (about 300 B.C.-) . He was a very learned 
philosopher and teacher, and many students went to Kuei  Ku , or 
Ghost Valley, to study with him . Four of them became very famous 
because their training helped them alter h istory . Two were Pang, 
Chuen and Sun, Pin (very famous mi l i tary strategists and authors of 
books cal l ed The A rt of War) . The other two-Chang, Yi and Su , 
Ch i n-were, respective l y , a great  statesman and a great pri me 
min ister. Part of  every student ' s  trai ning involved a fin al exam ina
tion , du ring whi ch Sage Kuei  Ku had h is  students climb i nto a deep 

pi t and asked them to construct speech es that incorporated every
th i ng he had taught them . Their  obj ect ive was to move S age Kuei  Ku 

deeply enough to lower the ladder so they may cl imb out.  Su,  Chin 
was the student who not on ly  convinced the Sage to lower the l adder,  

but also moved him to tears.  Those who fai l ed did not gradu ate and 
had to beg i n the i r  stud i es aga i n .  But those who graduated were given 
an anal ysis of their  futures by the  Sage before they set out into the 

world .  Noth i ng in  the universe escaped Sage Kuei Ku ' s  comprehen
sion ; not even the destinies of his  students .  

The fo l low ing story, that  of Su, Ch i n ' s  path to glory , exemplifies 

the pene trat ion of Sage Kuei Ku ' s  knowledge .  When Su, Chin was 
l e av i ng the school at  Kue i  Ku to  begi n j ob hu n t ing , Sage Kue i Ku 

handed h i m  a book e n t i t l e d  Kuei Ku Tzu, sa y i ng,  · ·1  am entrust ing 
you with the  secret  knowledge h e re i n .  I f  you fa i l  to gain employment 

you shal l study t h i s  book aga i n  and aga in  unt i l  your very soul 
pu l sa t es with  i ts words .  I n  t h e  e n d  your  success w i l l  be i m m ense . " 

Having b id  farewe l l  to the  Sage , Su headed for the strongest and 
wea l t h i est Ki ngdom of Ch i n  to t ry  to  gai n  employ ment .  He tried  for 
several  months w i t hout  success.  Pe n n i l e ss and dej ected he  retu rned 
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to his  humble home,  where he rece ived no welcome from h is par
ents, brother, or spouse . All of them disapproved of his desi re to hold 
a h igh governmen t posit ion . because they needed him to do farm 
work . He ran to the river and was about to com m it suicide when the 
memory of the Sage ' s  words rescued h im . He immediately went 
home to study the book with determ ined d i l igence unt i l  he came to 
a ful l  real ization of every word in the book . That came only after a 
y ear of hard study ing, where in he gave h imself  no rest . To keep h is 
head from t i l t ing off to sleep,  he t ied h is  ha i r  to the ce i l i ng with a 
rope . Even then he  st i l l  had to stab h i m self  awake w i th an awl ,  dis

regarding the blood that flowed from the wound .  (To this day , his  
act ions are recal led when students need encouragement to study 
hard .)  When he  fel t  he was ready , he  borrowed some funds from h i s  
brother a n d  resumed h i s  search .  Th is  t i m e  he succeeded a n d  becam e 
the prime m in ister of s ix kingdoms at the same t ime .  Th is is l ike 
being the CEO of six of the largest corporations at the same t ime.  No 
other example l ike his  can be found in the ent irety of human his tory .  
H e  was also the founder o f  the Styl e  o f  Communication . 

In his  book, Sage Kuei  Ku cal led Yin-Yang the first knowledge 

of every phenomenon in the un iverse and the entrance to a l l  

existence . 
He defined Yang as l ife ,  happiness, rej oicing, wealth , status,  

honor, glory , fame,  love , favor, ga in ,  pride , faci l i ty ,  reward, hope, 
victory ,  blessing . . .  beginn ings.  And Yin as death , sadness, lamen
tation , poverty , lowness, d ishonor, condemnation , namelessness, 
hate, disfavor, loss, humil i ty ,  d ifficul ty ,  punishment,  despair, fai l
ure , calamity . . .  endings . 

"From the beginning, the Sages were always way ahead of the 
others because they were the ones who truly understood Yin-Yang, 
melded to it, transformed it into a two-edged sword, d iscerned the 

thoughts and intentions of the heart, and then made it into an 
incomparable power. Consequently ,  ach ievements were quick, tre
mendous, remarkable,  and unshakable . "  

59  



CHAPTER 3  

THE TAO OF 

EIGHT ATTITUDES 

The right person,  who does the right thing, in  the r igh t way , a t  the 
right pl ace , with the r ight people ,  commands success.  

Who is the right person ? Am I?  I must be . . . . Why and what can 
I be ? 

How often do you hear:  "You can have anything in this world . . . .  

Everybody is equally gifted  . . . .  All the  talents are within you 
alread y ;  all  you have to do is to let  them out.  . . .  All you need is 
ambition, enthusiasm , positive thinking . . . .  You do not have to do 
a thing; God will do everything for you if you are chosen . . . .  " These 
words are spoken to provide inspiration and encouragement .  

Unfortunately ,  they do not furnish any practical methods for fu lfi l l ing 

their prom ises and, as a consequence, onl y serve to heighten  

expectations.  These expectations create over- inflated egos, which in  

turn cause over-inflated ambitions.  Gigantic egos l i m it the  capacity 
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to learn , to understand and correct one ' s  l imitations, and to handle 
greater responsib i l i t ies. When gigantic egos are coupled with gigantic 
ambi tions, they cause endless frustrat ion and depression, mental 
i l lness, crime, and so on . 

Taoism teaches us that everybody comes to earth to accompl ish 
his mission . Th is  i s  a fact regardless of a person ' s  awareness or 
wi l l ingness to comply . What is exactly meant by " accompl ish"? By 
"mission"? Accompl ish simply means start ing, growing, and fin ish
ing .  Mission s imply means learning, tra in ing,  and achieving. Very 

few of us are born natural ly knowing how; most of us need to l earn 
and undergo tra in ing. A wil l ingness to learn leads to earl ier under
standing;  a wi l l ingness to tra in  leads to earl ier accompl ishments. 
The more l earned and tra ined a person is ,  the more important his 
missions become.  Without except ion , the Cause-Effect Law assures 
that rewards come with proper ach ievements and punishments come 
with unpreparedness. It was to help people  learn and train that the 

special science of Taoism was developed .  

To understand the  system le t  us return to  Yin-Yang again ,  to  ga in 
insight from a different perspect ive . Th is time Yin and Yang wil l  be 
used in an algebra ic formula :  

Let a = - (Yang) 
Let b = - - (Yi n) ,  
then 

(a + b )3 or (- + - -)3 = 

- -- -- - -
-- --

- ---

+ 

- - - -- - -- - -
- - -- - - -- - - -

�-------------�---------------
Trig rams 
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Eight " trigrams" are produced .  Taoist scholars have assigned 
man ifold attributes to each trigram,  so that they may reflect 

phenomena such as cosmic phenomena.  direct ional phenomena.  etc.  
In th is chapter we wi l l  deal only with the cosmic and d irect ional  

phenomena .  

- - - - - - - - - - - -
- - - - - - - - - - - -
- - - - - - - - - - - -

Heaven Wind Fire Lake Thunder Water Mountain Earth 

Figure 3. 1 Cosmic Phenomena 

The cosmic phenomena associated with and symbol ized by the 
eight trigrams are shown above .  The proper sequence in which they 
are read should be : heaven ,  water, mounta in ,  thunder, wind, fire , 

earth ,  and lake . 

N 
K'an 

-- --
!1 
s 

Figure 3. 2 Directional  Phenomena 
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Direct ional  phenomen a are also associ ated with and symbol
ized by the trigram s .  On earth , we orient  ourselves by desi gn ati ng 
di rections .  Taoist  scholars divi ded the di rections i n to e igh t  m ajor  
directions :  north , south ,  east, west, northeast,  northwest, southeast, 
and southwest .  Then they assigned a tr igram to each di rection , 
resulting in  the associ ation i l lustrated by Figure 3 .2  on the previ ous 
page . 

Through a long process of logical deduct ion, i t  has been deter
m ined that the previous pattern is  read clockwise begi n n i ng at the 
heaven , northwest, or fi rst tr igram and ending at the lake, west,  or 
eighth trigram . 

Most of the above associ at ions we re establ ished by studi es 
conducted duri ng the Fu Hsi Dynasty (about 3 ,000 B.C.) .  Di rec
tional associ ations came later when Ki ng Wen , founding father of 
the Chou Dynasty, spent seven years determ i n ing the trigrams '  
di rectional i ty a n d  their  proper a n d  present  pattern o f  appearance, 

shown previously .  It  was also during the Chou peri od that associ a
tions of greater complexi ty evolved .  For example ,  the trigram for 
heaven became conn ected wi th heaven in  a spi r i tual sense . This  
added spi ritual di m ension establ i shed a connection between tri 
grams and human bei ngs .  Gradual ly  the trigram s cam e to represen t 
the various aspects of human experi ence.  As a record of l i fe 
experience, the tr igrams were depended upon to presage the conse
quences of any action (good consequences were shown to resul t 
from good motives) . Because of i ts i m m ense capacity for bettering 
human behavior, the tr igrams bore great perti nence to human ethics.  
Duri ng the cen tu ri es span n i ng the Fu Hsi and Chou Dynast ies ,  the 
mean i ng of the tr igrams evolved from a form of pure on tologi sm to 
a form of act iv i sm to become a rati onal ism of values . Henceforth , 
th ese associ at i ons have endur ingly provided great practical value 

for human use.  The eight t ri gram s becan1 e  the e ight  gui del i n es of 
hum an att i tudes, or Eigh t Att i tudes . 
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I. ATTITUDE OF HEAVEN 

The three Yang l ines produce an in1 age of absolute progres

siveness, the spirit of heaven. (Confucius described heaven as being 

constantly progressive. ) Gentlemen who adopt this spirit never stop 

improving themselves, thereby ga ining an u nderstanding of the true 

purpose of l ife. Life is to l ive: its v alue is that one will always have 
something to l ive for. What one lives for m ay be called a desire or 

a dream. In the business world, it is called goals. The basic prerequi

site for success, or absolute progressiveness, is the desire to improve 

oneself. 

Such a desire is m anifested in the formulation of goals or dreams, 

which determine the outcome of one' s  efforts,  because it  functions 

as one' s direction and driving force. If a burning desire or goal is 

nonexistent ,  the drive to do anything is simply not
_ 
there. That greater 

goals generate greater achievements is a fact revealed by deeper 

exam ination of this im age: the three lines m ay be interpreted (from 

the bottom up) as immediate goals,  m id-range goals, then long

range goals ; lowest , higher, and highest goals; or physical,  mental , 
and spiritual goals. These represent j ust about all the goals known to 

human experience. We can flip through any page in history and we 
will never find one successful person who has not set up goals first. v 
But we must also remember the u nsuccessful and unknown who 
have either set wrong goals or none at all . 

Experience has shown that goals can be meaningless unless 
they are written down. Once written down, they become plans. This 
technique, breaking and writing down your goals in the above 
context , is extremely powerful when used wel l .  
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Consider the example set by Konosuke Matsush i ta of Matsush i ta 
Electri c Co . ,  who bui l t  a nati onwi de and later mul t i n at ional corpo
rat ion from a humble door-to-door merchandi sing busin ess .  Many 
people, whi le  di scussing Japanese m anagement  styles, frequent ly 
analyze h is  case and present  h im as a rol e  model for thei r theories .  
Actual ly the reason for h i s  success i s  very s im ple : he i s  the one who 
rea l ly  knows how to adopt th i s  pri nci ple .  He requires  al l  h i s  
managers to  subm i t  three types of p lans  every year :  s ix-month plans, 
two-year plans, five-year pl ans ,  and mon th l y  revis ions of these 

plans. Noth i ng is overlooked  wi th such a system . S imply put, those 
who work for h im work wi th a plan or not at al l .  He is the true essence 

of someone who practi ces the aforementioned princ iples . Can you 

imagine any ind iv idual or organ izat ion fai l ing with th is kin d  of at

ti tude? 
Accord ing to Taois t  scholarly teach i ngs, the desire to improve 

oneself, to form goals ,  is not an i nst i nct .  True desi re does not origi 
nate from wi th i n  the ph ysical se lf, but i s  instead cul t ivated-th at is ,  

deepened and perfected . When that desi re has been deepened and 
perfected to the poi n t  that i t  and the i nd iv idual has melded together 
and become inseparable ,  then i t becomes a kind of atti tude . For 
example,  Abraham Lincoln and his desi re were inseparable ; h is ac
complished goals became so much a part of h im that he even died 
because of them . They became his att itude, which in turn suited h im 
for accompl ish ing them . 

To cul t ivate a desi re,  the Sages always suggested that people 
should begi n w i th deepen ing and pe rfect ing a desi re to make a 

comfortable l i v i ng, then progress to deepen ing and pe rfect i ng a 

desire to con tr ibu te to soc iety , and gradual ly work their way through 
greater and greater goals ,  always nurturi ng each desi re unti l  i t  
becam e  a part of them . As Sage Kuei Ku said ,  "To nurture a dream 
is a matter straight toward God, wi th no bending or surrendering. It 
needs absolute devot ion ."  To sum marize , the fi rst att i tude concerns 
goal set t i ng .  
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- -

- -

D. ATTITUDE OF WATER 

(This  i m age is  different  from the seventh trigram , the i m age of 
a lake .)  This  im age of oceanic  waters con notes puri ficat ion . As we 
all know, all forms of l i fe on th i s  planet  surv ive  because of the 
puri fying effects of water.  And,  according to Lao Tzu,  the ocean is  
king of all  waters, because al l  waters under heaven col lect there . The 
image also connotes discipl i n e .  Navigation i n  the ocean i s  d i ffi cul t 
and fraught with unexpected dangers ;  consequen t ly ,  sai lors must be 
extremely discipl ined in order to rem ain al ive and on course . 
Discipli ne allows sai lors to be cauti ous, and caution provides som e  
measure o f  safety . This pri nci ple can be appl i ed with success to 
navigation through l ife ,  which is  also fraught wi th unexpected dan 
gers . That is  w h y  Lao Tzu repeatedly encouraged people t o  learn the 
wisdom or spi ri t of water,  wh ich to hum an beings i s  the spi ri t of 
disci pl ine . 

Though the meaning of d iscip l ine  is  clear to m any ,  let  us look at 
it another way . The i m age proj ected by the trigram (one Yang l ine  
interposed between two Yin  l i n es) is  that both Yin  l i n es must give 
in (surrender) to the m iddle l ine .  Meani ng : in  order to reach the 
central goal a person must sacri fice m any ,  many thi ngs around h i m . 
Just l ike a person shooti ng at  a target, h e  must d iscern and ignore 
everything that i s  to the s ide or away from the target .  As Lao Tzu 
said, " In order to be successful ,  one must cut off any excessiveness, 
extravagance, and easy i ndulgence . "  Furthermore, if one n eglects to 
purify oneself, one wi l l never even take the fi rst step towards, le t  
alone achi eve, one ' s  goal , no  m atter how grand or noble i t  i s .  The 
importance of disci pl i ne cannot be over-stressed . 
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In gene ral there are five activi t ies  that  m ust  be discipl ined i n  

order  for goals t o  b e  reached : 

A. Contact or i nvolve m e n t  with  mean i ngless people .  

B .  Involvement  i n  useless or m e a n i ngless affa i rs .  

C. Th i n k ing too much about nonsensical m atters .  

D .  Excessive amuseme n t or recreat ion .  

E. Tal k i ng too m uch abou t nonsens ical m atters .  

We are on earth for on ly  a short t i m e :  generaJ iy speaki ng, our 

l ives are short . Hence, we m ust use every avai l able  b i t  of invaluable 
t ime  effic ientl y .  Suppos i ng for example tha t  ou r average l i fe span is 
s i x ty years, i f  forty years were spen t  for ch i ld hood, sickness, 

necessary rest and recreat ion,  old age , and so on ,  less than twenty 
years rem a i n  for us  to accompl ish  our learn i ng, tra i n i ng, and 
ach ievem ent  of goals .  Twen ty ye ars is  240 m onths ,  or about 72,000 

d ays . If we waste one day we d i e  one day for nothi ng . Most of the 

people i n  this world are good peopl e ,  but  they have not ach ieved 

anything ei ther. The reason is because they waste away the ir  l i ves 

engaged in one or more of the above five act ivi t ies. They m ight have 

been m isled i nto th inking th at l i fe was not serious and adopted a 

nonch alant att i tude .  Only tru l y  successfu l  people take l ife seriously.  

- -
- -

III. ATTITUDE OF MOUNTAINS 

The i m age i s  t ha t  of a m o u n t a i n ,  w i t h  one Yang l i n e  atop two Yi n 
l i nes .  The i m age con notes  to lera nce : a l l  Yi n-shortcom i ngs, 
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weaknesses, etc .-have been covered by Yang. The mountain i s  a 

mound of earth that is b igger, h igher , more abundant than al l other 
mounds of earth .  It has an abundance of al l  species of trees.  bushes. 
anim als, gems,  springs, rocks, grasses,  earth .  etc .  I t  does not care 
whether they are large or small ,  healthy or d iseased , beaut iful  or 
ugly .  Sage Kuei Ku said , "Why is the mountain grand? Because i t  
does not discriminate aga inst the  smal l  trees,  sm all rocks, sand , or 
even the clay . "  If one day the mountain te l ls  a kind of shriveled and 
ugly tree that it  does not l ike it  and throws out all of its kind , i t  wil l  
lose a portion of its weal th .  If  it disl ikes a particular kind of earth and 
throws it out,  it  will lose a great port ion of its size . If i t  keeps 
discrim inating, it  will become as flat and as desolate as the desert .  
The underlying meaning to this im age is this : a lone indiv idual i s  
limited and must need the help of others.  Only  through the help of 
others can a person achieve success, so the truly successfu l  person 
must tolerate other people in order to get their help . 

Tolerance is the third attitude  of a successful person. The greater 
the tolerance , the greater the success . When they are upwardly 
mobile most people can tolerate others for need of their input .  But 
it is after they have achieved their goals that they are really in danger 
of developing a haughty attitude that causes them to dissociate them
selves from those they original ly disl iked or hesitated to associate 
with. Then they "burn their bridges," one by one . "When wealth and 
honors lead to arrogance, " as Lao Tzu said , "this brings evil on 
i tself. " In  another instance, a person who is as hard as a rock and is 
unreceptive to ideas or advice from others wil l  have a life that leads 
nowhere . I ntolerance of yet another kind , intolerance of a group of 
people for any reason, may cause one to m iss a world of potential 
help capable of carry ing one to greatness . Be aware of the fact that 
the tolerable few may be completely useless . To help oneself be 
tolerant , adopt a humble attitude-the key to tolerance. Tolerance is 
not only enjoyable, but also a most important method of becom ing 
truly wealthy ,  strong, and grand . 
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IV. ATTITUDE OF THUNDER 

Thunder is a stroke of st imulat ion . Its roar s ignals  the end of 
w inter and the start of spring ; subsequent ly ,  it has  come to symbol 
ize l i fe and creat ion . Two Yi n l i nes on top and one Yang l ine on the 
bottom create an im age of the start of som eth ing  new : new ideas, 

new tim ing, etc. 
Successful people learn the sp i r i t of thunder ,  so that they m ay be 

constantly creating , always start ing anew, always renew i ng ideas 
and actions, and always i mproving. Need less to say this i s  a golden 
ru le in the corporate world .  There m ust  always be new ideas, inven

t i ons, improved product ions of qual i ty ,  and so on . But in order to 
have al l  th is ,  one must h ave creative emp loyees . We call th i s  "new 
blood ."  Withou t th is inject ion of new blood, competi tiveness is lost ,  
finally resul ting in  sufferings due to fa i lure . 

This is also true on an ind ividual basis .  Without creativi ty ,  one 
can neither promote oneself nor hold onto a basic posi t ion , as one 
wi l l  no longer be needed. Nobody i s  designed to come to th is  world 

to be fed on a feather bed. In order to surv ive , many obstacles need 
to be removed ; many bott lenecks, broken through . Without new 

ideas,  new methods,  new th i nk ing , new techniques, one w i l l  be 
swept away by a crue l ,  i nv i s i b l e  h a n d .  

In  most cases. creat iv i ty unfortunate l y  is no t one of  the  inst incts , 
but laz i ness is .  So people need to cul t iva te creat ivi ty unt i l  i t  becomes 
an att i tude; otherwise laziness can not be overcome .  
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V. ATTITUDE OF WINDS 

Wi nd is composed of a i r and pressure . The i m age of two Yang 

l i nes atop one Yi n l i ne symbol izes air fl owi ng from areas of h igh 

pressure to areas of low pressure . Though the w i n d  i s  popularly 

thought to flow of i ts  own free wi l l ,  th i s  i s  not so . Ai r flows from 

areas of h i gh pressure to areas of l ow pressu re , thus creat ing the 

breezes and winds-even the wind has  no  free wi l l .  The spir i t  of the 

winds teaches  people about the importance of wi l l  power. Li ke the  

air, human be i ngs l ive i n  a world fu l l  of  pressures ;  you cannot do 

anything according to your free wi l l .  In order  to accompl i sh any 
thing and ease o u r  own and others '  l ives we must : 

A. Develop an att i tude of mercifu lness and ease,  or kindness, 

to m ake our in teract ions as sm ooth as the breeze . 

B .  Develop pene trat i ng concen trat ion sk i l ls  (the w i n d  
squeezes a n d  penetrates through t h e  t i n ies t cracks) . 

C. Develop the qual i ty of loyal ty (a ir  i s  always there ready 

and w i l l ing and avai l able to support l i fe ,  j ust l ike a loya l ,  

understand ing, wonderful ,  and powerful fri end) .  

If one l acked any or al l  of the wind ' s  spi ri ts (one i s  instead crue l ,  

brusque , selfish ,  dis loyal ,  etc . )  fa i lure is assured .  A two-headed 
v iper is  always cursed .  History is  fu l l  of examples of such fa i l u res 
who lost everyth i ng, i nclud ing empi res, because of these shortcom 
ings . As King Solomon said (Proverb 19 : 22), "The des i re of a m an 
is his k indness;  and a poor man is better than the l i ar . "  And as Lao 
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Tzu said ,  "Kindness is sure to be victorious even i n  bat t le and fi rm l y 
to defend i ts ground .  One who arms hi mself wi th k indness w i 1 1  be 
protected by Heaven . "  An att i tude of ki ndness guaran tees e i ther 
v i ctory or protect ion , regard less of the s i tuation . 

- -

VI. ATTITUDE OF FIRE 

Fi re is l i ke the sun l ight i ng up the day sky and the moon and stars 

l ight ing up the n ight sky . But fi re cannot  burn by i tself. The fi re 
trigram i s  an i m age of giving :  Yang gives i n  to Yin ,  a n d  the Yang 

J ines on both s i des of one Yi n l i n e  in t h e  trigram are giving. Giving 

i s  a two-sided affa i r .  

The sp i ri t of fi re e n l i ghtens human beings to the fact that  help
ing must be mutuaL Nobody can survive without another ' s  help .  For 
exampl e,  ch i ldren cannot grow u p  w i thout parental care .  The parents 
must give uncondi t iona l ly  to care ,  protect, feed,  etc . the baby . Then 
the baby m atures to give h is agi ng parents uncondi t ional care, 
protect ion ,  etc. This kind of loving and caring has been glorified 
most of the t ime,  but some teach ings t i l t  the scale off-bal ance by 

encouraging peopl e to give only and not expect any returns-in 

other words, accept only  and return noth ing. The w isdom of fi re 

teaches us that  we m ust have an att i tude of return i ng a favor, any 
favor. Doing otherw ise is to defy the universal pri nciple of balance 
and encourage severe pu n ishmen ts .  

For example , there was a young man who led an absolutely 
abysma l l i fe ,  but he was talented and brigh t-there seemed to be no 
reason for his fa i lure .  The reason was revealed when he complained 
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one day : "All  the people who ever gave me anyth i ng or he lped me 
in any way a lways expected someth ing from me i n  return . They 

always took back what they gave when I d idn ' t  fa l l  for the i r  tr ick. 
Their  kind of giv ing is  not what I cal l true giv ing.  True giv ing i s  

giving without expecting anyth ing in  return . So  I don ' t  have to  do 

anything to satisfy them . My father once bought me a gui tar  because 
he knew I l iked music and wanted to pl ay one .  But one day , he took 
i t  back and scolded me for not pl ay ing it or  giv i ng it enough care . I 
hated my father s ince then because he was not r ight .  He had no r igh t  

to  give me a gui tar and expect some ki nd of  behavior i n  return . "  His  
attitude is  the cause of a 1 1  h is  problems;  he completely twisted the 

principle of giv ing.  

Giv ing cannot be one-sided . Everyone must give . Return i ng a 
favor is  another form of the responsib i l i ty of givi ng. To repeat,  

giving is an important att i tude for success . Those who know how to 
return a favor can receive more help .  Those who are unwi l l i ng to 

give in  return are absolutely selfish . They use and take advantage of 
every bi t  of other people ' s  kindness, but excuse themselves of the i r  
responsibi l i t ies of contribution . This wi l l  naturally result i n  d isaster .  
The sower expects a harvest,  the harvest encourages more sowing. 

- -

- -

- -

VII. ATTITUDE OF EARTH 

The image of earth is one of s i lence, retreat, passiveness . Even 
though the earth is a great suppl i er, it does so s i lent l y .  Thi s  tri gram 

has th ree Yin l i nes, i ndicat i ng regress ion . 
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Hu m an J i fe does not go on forever ;  sooner or l ater it wi l l  reach 
an end .  Th is  is  a fact .  Nobody shou l d  fee l  sad or regretfu l ,  because 

i t  cannot be prevented.  Instead peopl e  shou l d  develop an att i tude of 
confront ing and deal i ng with an ending or stopping. 

But  human nature favors start i ngs and rej ects endings, celebrates 
developi ngs and regrets sustai n ings.  

Why m ust this be so, when much goodness can be derived from 
a stop? Som eti m es a temporary "stop" in  the form of a short vacation 
i n  the m i dst of a busy work sched u l e  can resu l t  in  better hea l th ,  
sharper m i nds,  happier  m oods, and  bet ter  work. Al so , some of the 
best musical com posi t ions have "stops," or pauses,  which contribute 
to its greatn ess . Moreover, if winter or sum m er never ended,  what 

wou l d  become of th is  world ?  
The princip l e o f  withdrawal and how one uti l izes i t  can work in  

favor of  one ' s  obj ectives and consti tute a great wisdom . Therefore, 
cu l t i vat ing an at t i tude of withdrawal i s  benefi cia l . To i l lustrate, 

George Washington resigned from office during the he ight of his  
prestige, preserving forevermore h is  greatness as the  father of th is  

cou ntry .  Im mediate l y ,  Lao Tzu ' s  words come to m i n d :  "When the  

work is  done, and one ' s  name i s becom i ng d ist i ngu i shed , to withdraw 

i n to obscur i ty is the way of Heaven . "  If Richard Nixon had fol l owed 
t h i s  princ ip l e , on l y the memory of h is success and greatness wou l d  
have rem a i ned i n  everyone ' s  m inds .  

One m u st rea l ize t h at many s i tuat ions  i n  th is  world are  not  

s i tuat ions of doi ng or dy ing.  In many cases, an  end  may on ly  be a 
beg i nn ing (of a l ege nd) . The way the  J ives of Abra ham Lincoln ,  
Mart i n Luther  K i ng , a n d  J o h n  F .  Kenned y  ended cou l d  h ave been the  

m ost i m por ta n t factor contr ibu t i n g  to  t h e i r  e tern a l  fame .  A retreat 

leads to a newer,  bet ter ,  or eve n h i storic l i fe .  
Unfort unate l y  many  teach i ngs advocate a . .  ' n ever-qui t"  att i tude ,  

t he reby v ict i m i z i ng many  peop l e .  
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Vlll. ATTITUDE OF LAKE 

This  trigram , wi th two Yang l ines below one Yin l i ne ,  i s  an image 
of an open ing i n  the earth 's crust . Fi l l ed with water, th i s  open ing 
forms a l imi ted body of water : a l ake . Surrounded by mounta ins ,  
trees, vi l l ages, etc . ,  the lake i s  the very image of j oy ,  peace , and 

recreat ion . The spi ri t of the l ake teaches one to rejoice in whatever 
one toi l s  upon . 

Many of the t ru ly successful peopl e in  the world al l  share one 
same attitude ,  that  of enjoy ing the i r  work. They need not seek 
amusement outside thei r  work, because work i tself is amusement  
enough ; seeing the work they do benefi t  human ity is the greatest 
source of their enjoyment .  They need not waste extra t ime fi ndi ng 
entertainment at , for i nstance , the theater or beaches .  In the opposi te 
case, many people hate the i r  work and cannot wait for vacat ion t ime 
or the weekend, which they regard as the ir  only opportun i ty to fi nd 
sat i sfaction i n  the i r  l ives .  In order to make sure that the i r  l ives are 
suffic iently ful fi l l ed and that every bi t  of fun is extracted from 
precious l i ttle t ime,  people get themselves i nto debt, fight traffic at 
vacat ion spots, pay hotel b i l l s ,  sleep on bad mattresses, eat bad food, 

get sick, get cramped i nto crowded j ets, suffer jet lag, i nj u re 
themselves,  even lose the i r  j obs (many employers chose vacat ion 
t imes to fi re em ployees) al l  for "fun . "  The more people t ry to 
sweeten the i r  l ives,  the  m ore b i tter  they become .  

When a human be ing evolves,  there i s  a n atural desi re or  force 
insi de h i m  that goads h i m to cl imb up. Th is  force is s i m i l a r  to that 
wh ich pushes a pl ane off the runway in to the a i r  and holds i t  there .  
At fi rst a great deal o f  force o r  propu l s i on i s  n eeded t o  push the plane 
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into the air . but once the plane is in the air these forces become main
taining forces (there has to be some force-no rope is hold ing i t  up 
there) .  If just a bit of that force is lost the plane immediately starts 
to plummet, and if that force is not recovered the plane wil l  crash . 
Recreation weakens or cuts off the force that holds us in  our 
precarious evolutionary posit ions.  We know when this force is 
weakened : we feel  relaxed.  Recreat ion, after a long period of hard 
work, releases the tension and helps people feel  refreshed . Coasting 
is allowed in some situations, but  the engines must be  started up 
again  to maintain flight .  Addiction to physical-level recreation, such 
as drinking, recreationa l drugs , sex, etc . ,  shuts down our engines 
permanently , leaving us to suffer the consequences .  " Colou r ' s  five 
hues make people blind; music ' s  five notes make the ears deaf; the 
five flavours deprive the mouth of taste ; the chariot course, and the 
wi ld hun t ing make people ' s  hearts run wild . "  

Lao Tzu continued, "Heaven and  Earth l asts forever,  the reason 

being they serve not their own selfish pu rposes .  This is how they are 
able to continue and endure . So as the Sages.  They put their own 
personal needs last ;  therefore, they are preserved . "  Humanity ' s  
interests should b e  elevated (in another interpretation,  the trigram 
shows an opening for improvement at the top) . Interests can be  
elevated to  the mental level through education .  For example, Sages 
cul tivate themselves so that they wil l  always place their services to 

humanity first ,  always enj oy their responsibil i t ies,  and elevate their 
amusements to the spiri tual l evel ,  where there is  true amusement and 
rejoicing. Only spir i tua l level amusements can be  tru ly  enj oyed 
without bad side - effects . 

When I was on the board of directors of a Japanese corporation, 
I noticed some th ing extremely amazing : most of the Japanese cor
porations not only adopted some or all of the above e ight atti tudinal 
principles as teaching gu idelines and mottos,  but  a lso systemized 
them so that they were a part of the corporate function . Matsushita 
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Electric Co . is only  one wel l-known exampl e ;  the e ight princ iples 
can be found more or less intact in every Japanese organization . The 
systemizing of the principles actu al ly  began w i th lyey asu Tokugawa 
( 1 542- 1 6 1 6  A.D.) .  The principles,  adopted even earl ier for use in 
many aspects of Japanese l i fe ,  were also used as domest ic regu la
tions ; and the Tokugawas first began with systemizing these . So 
today the Japanese corporat ions have a system for training, d isci
plining . . .  even stress training the ir  managers . The corporations 
also accl imitize their managers to change and teach them the 
handling of change . The corporations shape their managers into 
right people (prepared indiv iduals) .  Such a situat ion cannot be fou nd 
anywhere e lse in  the world .  Their systemization of these Eight 
Attitudes was the secret that allowed their accomplishments to 
reverberate throughout the world .  Little wonder why their competi 
tiveness is  unmatched .  

In  ancient China the responsibility of cultivating these attitudes 
and schol astic skil ls  in  children rested with the family . Every 
honorable family had i ts  own l aws, or course of emphasis, because 
the inculcation of these at t itudes in children was taken very seri
ously . If a member of the family failed in society because of an 
attitude problem, the ent ire family including the ancestors were d is
graced . Later on, when advanced learning was sought, students 
could depend on the mentor-protege system of education to com
plete their training. To the protege , the mentor was a teacher, parent ,  
superior, and friend . Such training prov ided Chinese history with 
countless examples of heroism. 

Japan also incorporated the mentor-protege system of education 
into their higher-level  educational and corporate systems . When I 

was doing graduate research in a Japanese un iversi ty,  I found that the 
mentor-protege system had been emphasized to a point that was 
unimaginable . Upon leaving school ,  the Japanese who is h ired by a 
corporation enters into another mentor-protege system, one that is  
devised by the corporation to forge a superior - subord inate bond that  
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far exceeds convent ional employer-employee bonds. The superior 
becomes a teacher, father, and friend. Under these condi tions 
teamwork arises automatically-another factor in Japanese com
petitive power. 

The application of the Eight Att i tudes guarantees that a 
cultivator ' s personali ty wil l  be enriched ,  so that he may become a 
right person . 

So will the study of the Eight Blessings . I t  is amazing how the 
Eight Blessings of Jesus (Matthew 5 : 3 - 10) are similar to the Eight 

Attitudes :  

Blessed are the  poor in spir i t : for theirs i s  the kingdom of 
heaven . Blessed are they that mourn : for they shal l  be com
forted .  Blessed are the meek : for they shall inherit the earth. 
Blessed are they which do hunger and thirst after righteous
ness : for they shall be fil led . Blessed are the merciful :  for 
they shall obtain mercy . Blessed are the pure in  heart : for 
they shall see God . Blessed are the peacemakers :  for they 
shall be called the children of God. Blessed are they which 
are persecu ted for righ teousness ' sake : for theirs is the 
kingdom of heaven . 
Each of the eight trigrams has been shown earlier to have 

direc t ional ity . Apply ing the directions to the Eight Attitudes gives 
rise to the D irect ionology for Mental Atti tudes, which prov ides a 
method for impress ing the att i tudes into the subconscious. If  you 
fee l  you have  a weakness of a pa rt icu l ar att i tude, you may face its 
corresponding d i rect ion and con t emp late on the various aspects of 
tha t  a t t i tude . Phys ica l ly  mov ing your body he lps focus your atten
t ion on t ha t  at t i tude . 

There are a lso e ight  s i mple I n terna l  Exercises to help. (These ex
erc ises s trengthen the internal  organs ,  which are crit ical to physical 
and mental prowess . )  It has been recommended that these exercises 
be done five minutes a day to enrich or strengthen these att i tudes. 
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NORTHWEST 

For the Northwestern Exercise , have the front  of the  body face 
northwest . Stand wi th  the feet shoul de r-wi dth apart . Poi n t  the toes 

inward, so that the feet form an i nverted V. Thi s  takes the pressure 
off the nerve endings i n  your heels and prevents imbal ance in  

pressure . 

, - .. 
: - _, \ - ; '" • " Figure 3. 3 

.. - .. 
,' . l- - � -
' - ' I .. _ ,  

Now preten d  y o u  are l ift i ng a barbel l  o f  medium weight (to 
prevent too m uch stra i n ing) . While keeping the legs straight ,  bend 
down to p ick up an imaginary barbell .  Lift the barbell to waist level .  
Then lift the barbell  as high as possible above your head .  Visu alize 
that you are actually lifting a barbell .  Then reverse this procedure .  
Do the exercise a s  many times a s  you want . 

This exercise helps increase your strength .  It is also good for 
your lungs and large intestines, as well as your attitude . 
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NORTH 
- -

- -

For the Northern Exercise, di rect the front of your body to the 
north .  Spread the feet wide apart and ben d your knees .  Ideal l y  your 
thighs shou l d  form a stra ight  l i ne ,  but if  this posi tion i s  uncomfort
abl e  for any amount  of t ime ,  readj ust th e bend to your comfort l evel . 
Hold the torso straigh t , not  t i l ted  forward or backward . Now pretend 
you are shooti ng an  arrow from a bow. Shoot to your  right an d to  
your left .  You r  head ,  arms,  and torso ch ange posi t ions ,  but your  feet 
and l egs rem ain  stat i on ary . Rea1 1 y  visual ize that you are pul l ing a 

taut bowstri ng and shoot i n g  an arrow . Do th is  exercise as m an y  
times as you wish .  

Figure 3. 4  

Th is e xe rc ise i s  a l so good for the  l ungs, k i d ne ys,  l arge i n test i nes,  
bl adder ,  sk i n ,  and bones .  
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NORTHEAST 

J 

Figure 3. 5 

EAST 

-

-

-

-

Facing northeast, bend down and 
touch the toes wi th your finger
t ips .  Keep the legs straigh t .  Bend 
as much as possible ;  if  you can 
p l ace your hands on the floor, do 

so . Then visualize a mountain .  
You may hold this  position as 
long as you wish . 

This exercise i s  al so good for the 
spleen -pancreas, muscle ,  and 
d igest ion . 

- -

- -

In  the morn i n g, stan d i n  the sun l i gh t  and have the fron t  of your 
bod y face east . Pl ace your feet shoul der-wi dth apart . Poi nt  the toes 
i n ward and close your eyes .  Wi th your arms h angi ng at your s i des,  
turn the upper bod y  to the s ides .  Let your head turn wi th the torso . 

Let the e yes  t race the source of rad i ant  heat emi t ted by the sun . Do 
not move the lower h a l f of the  body . As you t u rn from s ide to side 
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in  a steady and smooth motion, 
your mind should be following 
these movements-never let  i t  
wander .  Do th is  as long as you 
l ike . 

Thi s  exercise is  also good for the 
nerves, l iver, eyes, gal l  bladder, 
and weight reduct ion . 

Figure 3. 6 

SOUTHEAST 

- -

Facing southeast, stand with your 
feet shoulder-width apart . Point 
your toes inward and raise your
sel f on your toes .  Lower yourself. 
The upper body should be kept 
stra ight .  Do th is seven t imes as a 
set .  If you wish, you may do more. 
Do not le t  your m ind  wander. 

Th is exercise also benefits the 
nerves, l iver, ga l l  bladder, and 
heart .  

Figure 3. 7  
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) 

SOUTH 

- -

Faci n g  sout h ,  rotate your h i ps as 

if you had a hool a-hoop around 

you . You m ay reverse the  d i rec

tion of the rotat ion as you wish . 
Never le t  your  m i nd wan der .  Do 

th i s  exercise for as long as you 

wish .  

Th i s  exerci se i s  a l so  good for the 

sexual organs .  

SOUTHWEST 

- -

- -

- -

Facing southwest,  pose as i f  you 

were about to fight .  Bend the 

knees s l ightl y .  Bend the arms 

sl ightl y  and clench the fists . Make 
your eyes bulge out as if in  a rage . 

Your m i n d  must be with your 
body .  Hol d th is  pose as long as 
you wish . 

Thi s  exercise al so ben efi ts the 
d igest ive system,  lungs, and 
nerves .  
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Figure 3. 1 0  

WEST 
- -

Facing west, stand with your feet 
shoul der-width apart . Point  the 
toes sl ightly inward . Raise one 
hand up in  the air. Bring the hand 
down an d raise the other hand.  
Try to keep your abdomen sti l l . 
Your mind m ust fol low these 
actions.  Do this  exercise as many 
times as you wish . 

This  exercise also benefits lower 
back pain ,  shoulder  pain,  kidney 
problems,  an d spi nal  problems. 

These e xerci ses can be done a n ywhe re ,  anyt ime.  In two m i nutes, 
anyone can energize the ir  bodies  and m i nds .  Then business or other 
probl ems can be solved easi l y . 
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CHAPTER 4 

THE TAO OF 

PosiTIONING 

After becoming fully trained and prepared, one must seek proper 
positions so that growth may continue and abilities may be proven. 
According to Sage Kuei Ku there are five groups of possible factors 

bringing individuals and positions together :  

1)  Moral standard, valuable i ssues, i nvent ions ,  ingenu i ty, 
reputat ion . . . .  

2) Part ies ,  associations,  teams, communit ies  . . . .  

3) Benefi t ,  profi t ,  assi stance , competi t ion . . . .  

4) Sexual re lat ions,  favor col lect ion,  trade, coercion . . . .  

5)  Heri tage,  mentor-protege associat ions . . . .  
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A posi t ion is  a terri tory with in  which you wil l  carry out your 
mission and confirm your abi l i ty to perform, negotiate, organ ize, 
and delegate responsibi l i t ies .  Specifical ly ,  i t  i s  where you complete 
a project on t ime and within budget ,  motivate staff, resolve  conflicts, 
solve endless problems, make endless decisions, control product 
qual i ty and serv ices, please superiors, and preserve your posit ion, 
which may be eagerly awaited by others . And of course, posi t ion is 
also a source of reward (the side of the coin emphasized most) , such 
as power, money, status, or fame .  

No matter what posi t ion you have in  mind ,  or what  enables you 
to get a posi t ion,  a posi t ion is best secured or guaranteed by being 
needed. 

How do you ensure your matchlessness? The Sage pointed out 
six strategies :  

1) When the organization or superior i s  in  some kind of 

trouble, confusion , or difficulty,  you are the one who is able 

to discern and analyze the root of the problems and put forth 
the best solut ion to correct them . 

2) New ideas or invent ions are always  coming out, but you 
are the one who understands and helps their  creators be 
recogn ized . 

3) A theory or solution that  can provide tremendous results 

in one or many areas l ies unexercised ,  but you are the one 
who discovers i t  and makes i t  ava i lable . 

4) A s i tuat ion or matter of great potent ial  is dangl ing in 

uncerta in ty ,  but you are the one who is able to se ttle i t .  

5 )  Many unwanted problen1s  spring up ,  bu t  you are the  one 

who is able to min int ize the risk or damage . 

6) When disaster comes, you are the one who stands up and 
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confronts i t �  put t ing the organ izat ion or super ior under your 
protect ion . 

If you bel ieve your talent .  tra i n i ng , and personal i ty enable you 
to be construct ive and capable ,  you will always be needed-perhaps 

even be honored . Posit ions,  promotions� and perhaps awards awai t  

you . "As long as the net i s availabl e ,  t h e  beast wil l  fall i n .  As long 

as the ba it is  there ,  fish wi l l  come,"  guaranteed the Sage . 
In the past twenty years many people at  many d ifferent  posi t ions 

in l ife and work have sought my counsel . To each and everyone of 
them I gave advice in accordance wi th the above six principles ;  and 
I am del igh ted to  report that the success ra te  proved to be  h igher than 
e ighty percent .  Because of the aforement ioned teach ings, many 
people have become useful ,  and many useful people have become 

great . Once the truth was accep ted , pract ic ing these strategies 
enabled everybody to win .  

But a small  percentage, even i f  they appl ied everything they 
learned, stil l d id not get  a decent promot ion . One m ight say the 

employers must have been bl ind . Yes, somet imes they were "bl ind . " 

At least ,  they were blocked . No m atter what people did their 
employers just did not see their worth .  Or when the employers 

finally opened their  eyes and were j ust about to promote , someone 
unworthy but one step ahead snatched away that chance . If I only 
told you the posit ive side-You do this or that and you ' /1 be okay

I would be lying,  and hence a lso the Sage . Whoever offers that k ind 
of statement offers only temporary st imulat ion . To be realist ic Sage 
Kuei  Ku pointed out s i tuat ions that might block your advance 
(unfortunately ,  these situations ex isted from the beginning in any 

organization or  region in  the world) : 

1 )  Some co-workers are good people  but just too sensit ive .  
In try ing to overcome the ir  extremely insecure feel ings, they 
anx iously use all ki nds of normal or abnormal approaches to 
get ahead . 
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2) Some co-workers suddenly become very greedy for 
ma ter ia l needs or other attract ions and turn around and sel l  

you out . 

3) Some co-workers feel they have lost all hope . They may 
try someth ing to pul l  you back, just to make themselves feel  
a li tt le better. 

4) Some have special relat ionships, including those of sex, 
blood, blackmail ,  e tc . ,  so their  promotion will be considered 
preferentia l ly . 

5) The way up i s  simply  too crowded .  There are too many 
people ahead of you awa i t ing promotions. And there is 
absolutely no way to step in  or step up .  

6) The organization is  extremely unorganized or in  a very 
bad situation, so there is l i ttle or no chance of a promotion . 
The priority is  survival, not promotion . 

If one of the above situations exist , your posit ion or future is in 
great jeopardy . Sometimes you might not be able to correct it . In 
these situations most people will be stressed, feel depressed, become 
ill, or behave foolishly by resorting to self-destructive acts . To 
safeguard sanity and lives, Sage Kuei Ku and other ancient Sages 
gave four ways of combatting such situations. 

1 )  Leave for good. The Sage said, "Retreat i s  the top strategy . 
Even a worm or insect knows about using withdrawal or 
escape to protect itself. "  

a )  Remove yourself from the situation temporarily . 
That way you will be able to have a clear mind to 
analyze ,  think, and plan, because there is always a 
life ahead.  
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b) There isn ' t a permanent situation i n  the world .  
Perhaps a new posi t ion or opportunity needs you to 
seek it out .  The old si tuat ion is just something that 
pushes you to seek better alternat ives .  Somet imes, a 

good person needs to be pushed by evi l ,  because 
good people would rather remain stat ionary . 

c) A wise man only goes to pl aces where he is 
supposed to be. He should avoid being in wrong 
places in the first place , because once he  sets foot in 
a wrong place he loses chances of ge tt ing to a right 
place . 

2) The Sage sai d  that  man must know h is  t ime . Nobody can 
fight t im e .  Only the knowledge of i t  reveals the righ t t ime in 
which some th ing may or may not be done .  If t ime is  on your 

side, you are riding a sun chariot stra igh t up.  In the opposite 
case you cannot do anything but  wait and be pat ien t . Your 
chance will come again as t ime is cycl ical . 

3)  Un iversa l will . Mencius,  the scho lar second on ly to 
Confucius,  sa id,  "Heaven chooses a person who shall bear 
great responsibi l i ty .  First let him experi ence hard labor , star
vation , poverty , heartbreak, deep distress, all kinds of adver
sity . Then his true capabi l i ty shall be increased . " S im i larly , 
Lao Tzu advised, "Hero,  conquer not the world,  before 
conquering thyse lf first . " 

4) Universal procedure . There a re three steps which lead to 
great leadersh ip . Lao Tzu named them as fol lows : 

Yu -wei, 

Wu-wei, 

Wu-pu-wei 
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Mean ing:  "Do," "Doing noth ing," and "Everything can be 
done . "  Every great  person must pass through these three 
steps of l ife .  The first step is preparat ion ; the second, adver
si ty ; the th ird, service and mission accompl ishment .  (Recall  
the l ife of Chiang, Shang.) 

The l ife of Moses is another exempl ificat ion of these rules .  
His entire l ife, 1 20 years, was clearly divided into three 
periods, as described in Acts 7 : 20-36 :  

In  which t ime Moses was born , and  was  exceeding 
fair, and nourished up in  h is  fa ther ' s  house three 
months : 

A.nd when he was cast out, Pharaoh ' s  daughter took 
him up, and nourished h im for her own son .  

And Moses was learned in all t h e  wisdom of the 

Egypt ians,  and was m._ighty in  words and in  deeds.  

And when he was ful l  forty years o ld ,  it came in to his 
heart to v is i t  his brethren the chi ldren of Israel . 

And see ing one of them suffer wrong, he defended 
him,  and avenged h im that was oppressed , and smote 
the Egypt ian :  

For he  supposed h i s  bre thre n  wou ld have understood 
how tha t  God by h i s  hand wou ld del iver them : but 

they u nderstood not . 

And the next day he shewed himself unto then1 as 
they strove ,  and would have se t them at one again ,  
say i ng , S i rs,  ye  are brethren ; why do ye wrong one to 
another? 
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But he that d id  his  neighbour wrong thrust h im away , 
say ing, Who made thee a ruler and a judge over us? 

Wilt  thou ki l l  me ,  as thou d i dest the Egypt i an  
yesterday? 

Then fled Moses at this  sayi ng, and was a stranger i n  
the land o f  Madian,  where h e  b e  gat two sons.  

And when forty years were expired,  there appeared 
to him in the wilderness of mount S in a an angel of the 
Lord in a flame of fire in a bush . 

. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 

This Moses whom they refused, saying , Who m ade 
thee a ruler and a j udge ? the same did God send to be 

a ruler and a deliverer by the hand of the angel which 
appeared to him in  the bush . 

He brought them out, after that he had shewed 
wonders and signs in the l and of Egypt,  and in  the 
Red sea, and in the wilderness forty years . 



CHAPTER S 

THE TAO OF 

FIVE-STAR SYSTEM 

Besides becoming a r ight person and acqu ir ing a r igh t  pos i t ion ,  

a person must deal with the right people . In dea l i ng wi th people ,  i t 

is best to know them first . Tru ly  knowing people is  the most d ifficult  
matter in the world for managers or anybody e lse i n  any s i tuat ion .  

In order to help us know people thoroughly ,  accurate ly ,  c learl y, 
and quickly ,  the ancient Taoi st scholars prov ided us w ith a formula .  

But before we can ut i l ize th is  formula we must look a t  another 
appl ication of the Yin-Yang theories .  I t  i s  qui te amazing that  the 
ancients had perfect knowledge of the so-cal led "new study of the 
modern age"-the study of the human bra in  and its newly formulated 
theories .  What i s  even more amazing is that the ancients had the 
abil i ty to ut i l ize the knowledge for pract ical use . As we may a l ready 
know, modern studies show the human bra in  to be d iv ided into two 
hemispheres :  the r ight and left .  The left h e m i sphere d om i n ates  the 
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right s ide of the body and is the basis for an analytical , cri t ical , 
logical personal i ty .  The right hemisphere dominates the left s ide of 
the body and gives the human be ing an art ist ic ,  phi losophical ,  
pol i t ical personal i ty .  Mil lenniums ago, when he wrote the Classics 
of the Internal (Nei Ching and Ling-Su Ching), the Yel low Emperor 
divided the bra in i nto Yin and Yang sides, according to their 
propert ies . Furthermore , he classified people ' s personal i t ies by the 
dom inant s ides of their bra ins .  A Yin Personal i ty is  exactly l ike the 
personal i ty with a dom inant left bra in ,  and a Yang Personal i ty is 

exactly l ike that with a dominant  right brain . The first of two b ig 
differences between the ancient and modern studies is that a third 

type of personal i ty--one that has qual i t ies contributed by both 
halves of the brain-has been pointed out by the Yel low Emperor . 
Such personal i t ies, because of the ir  thought and active processes, 
are classified as the Balanced Yin-Yang Personal i t ies .  The second 
difference is that d ivis ions wi th in  the hemispheres themselves have 

been found by the Yel low Emperor. So those who are dominated by 
the lower and upper halves of the left brain are cal led, respectively, 
Lesser Y in and Greater Yin Personal i t ies .  And those who are 
dom inated by the lower and upper halves of the right brain are cal led, 
respect ive ly , Lesser Yang and Greater Yang Personal i t ies .  

Greater Yin 
(upper) half 

Y in -Yang 
Balanced 

-

Lesser Y in 
( lower) half 

Left Hemisphere (Yin )  

G reater Yang 
(upper) half 

Lesser Yang 
( lower) half 

R ight Hemisphere (Yang) 

Figure 5. 1 Dil •isions of the Brain 
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In total there are five major types  of pe rsona l i t ies , consistent  

with the numerical  basis for the Taoi st Theory of Five El ements  (to 
be expla ined nex t) . The on l y mode rn equ iva len ts of t hese five 
persona l i t i es--cal l e d  Five  Y i n - Yang Person a l i t i es-m ay be the  

Type A and Type B Persona l i t i es .  
These five persona l i t i es serve as the basi s  for a syste m ,  c a l l e d  

Five-Star System , that reveal s  the  i nner work i ngs of an i nd iv idual , 
makes the five personal i t ies funct ion harmon iousl y  and e ffic ient ly  

together, cancels  out  each persona l i ty ' s bad tra i ts ,  and st imul ates 

and generates each personal i ty ' s good t ra i ts . How th i s s imp le sys
tem magnifies managerial effectiveness wil l  be  expl a ined i n  the 

paragraphs that fol low . But before we delve i nto the detai ls ,  there 
must first be an understand i ng of the Five-El em ent Theory . 

The ancient Taoist scholars, by observ i ng and con templ at ing the  
workings of the universe , devised a theory to expl a in  the  bal ance of 

the compl imentary and antagon ist ic units  of wh ich it is composed . 
The characteri stics and rel at ionships of these dynam ic units are 

explained in the Theory of Five Elements . 

In this  theory ,  the l ife force i n  all of i ts myr i ad manifestat ions 

comes into and goes out of ex istence through the i nterplay of the 

Five Elements: Fire, Earth ,  Metal , Water, and Wood. This five

element model i s  un ique to Tao i sm , because ancient Western and 

Ind ian ph i losophy used a four-el ement mode l , which cons ists of the 
elements Earth,  Air,  Water,  and F ire . I n  Taoism ,  Air is  included i n  
the concept o f  Fire , for without air, fire would not burn. 

There are two cycles that i l lustrate the i nteraction between these 
elements . I n  the Yang Cycle-the cycle of generation-each ele
ment generates or produces the succeeding element : thus wood 
generates fire,  fire generates earth ,  earth produces metal , metal  

generates l i qu ids (water) , water generates wood-the cycle begi ns 

again .  In the Yin Cycle-the cycle of destruct ion-each e lement  

destroys or absorbs the succeed i ng e lement :  thus  fire l iquefies and 
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F igure 5 .2 Cyc le of Genera t ion Figure 5 .3 Cycle of Destruction 

Because t'ne universe maintains balance through the interplay of 
\\\e r\ve E\ements in 'fin-'{ ang Cycles, our bodies, as microcosms 
o\ \'ne universe , are thought to achieve mental and physical harmony 
\n \ne �a me wa� .  Energ)' flows through the body via the meridians 
and \ne\r res\)ect\ve organs and bowels in well-defined cycles .  The 
c� c\es de\)\ct\ng the flow of energy within the body mirror the two 
C'j c\e� tna\ de\)\ct the interaction between the five elements . Taoism 
\.den\\.1\e� eacb of the v iscera with one of the elements in the 
to\\ow\ng manner :  

\\te-heart meta\-\ungs 
sma\\ \ntest\ne large intestine 
tr\p\e neater skin 

�endocr\ne g\ands) water-kidneys 

neart constr\ctor bladder 
bones 

eartn-sp\een-pancreas wood-\iver 
stomach ga\lbladder 
musc\e nerves 
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The elements as assigned to the O rgans and Bowels are : 

Table 5. 1 

Wood Fire Earth Metal Water Fire 
(Pr ince) (Min ister) 

Organ Liver Heart Spleen Lungs Kidneys Heart 

Constr ictor 

Bowel Gal l - Small  Stomach Large Bladder Triple 

bladder I ntestine I ntest ine Heater 

Ident ify i ng each of the organs  with i ts  respect ive elem ent  in the 

fi rst cycl e resul ts i n :  the heart (fi re) support ing the spleen-pancre as 

(earth) ; the spleen -pancreas (earth) , the l ungs (metal ) ;  the l ungs 
(metal) ,  the  kidney s  (w ater) ;  the ki dneys  (wate r) ,  the l iver (wood) ; 

the l iver (wood) , the he art (fi re) . The bowels  also fol l ow the sam e 
cycl e :  the sm a1 1 in test ine  (fi re) supports the stom ach (earth) ;  the 

stomach (earth) , the large in test ine  (metal ) ;  the large i n test i ne  
(metal) , t h e  bladder (wate r) ;  t h e  b ladder (water),  t h e  ga l lb l adder 
(wood) .  

Figure 5. 4 

If the energy wi th i n  an organ i s  n ot ba l an ced , th at organ ,  rather  
than being able  to effect ivel y support the organ succeed i ng i t  on the 
m eri d i an c i rcu i t ,  wi l l  adverse l y affect,  or w i l l  be adversel y affected 
by , another organ .  This pattern has been depicted in the second cycle 
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of the interaction between the elements in which each element 
destroys or absorbs the other. Thus, when the energy within the heart 
(fi re) is imbalanced , it (heart, fire) wil l  adversely affect the lungs 
(metal) ; the lungs (metal), the l iver (wood) ;  the liver (wood) , the 
spleen-pancreas (earth) ; the spleen-pancreas (earth), the kidneys 
(water) ; the kidneys (water), the heart (fire) . The second also applies 
to the bowels :  imbalanced energy within the small  intestine (fi re) 
will cause it to adversely affect the large intest ine (me tal) ; the l arge 
intestine (metal), the gallbladder (wood);  the gallbladder (wood), 
the stomach (earth) ; the stomach (earth), the bladder  (water) ;  the 
bladder (water), the small intest ine (fire) . 

In showing that the cycl ic i nteraction between the organs and 
bowels is identical to the interaction between the elements,  the 
Tao ist scho l ars provided a means by wh ich the say ings, "That which 
is above is the same as that which is below" and "The microcosm re
flects the macrocosm," could be real ized and understood . They also 

provided a means whereby the interaction of energy between the 

organs and bowels could be accepted as fact .  The basis for that 

in teraction is founded upon the very same logic whereby the inter

action of the five elements is instinctively real ized to be true .  

Likewise ,  the  human brain is a microcosm of the ent ire body , and 

thus the universe . lt  too works in  accordance with the Five Elements.  

All the divisions of the brain-Greater Yin,  Lesser Yin, Yin-Yang 

Balanced , Lesser Yang, and Greater Yang-may then be ident ified 

with an element thus :  Greater Yin becomes Water; Lesser Yin,  

Metal ; Yin-Yang Balanced,  Earth ;  Lesser Yang, Wood ; and G reater  
Yang, Fire . 

Subsequentl y , each of  the Five Y in-Yang Personalit ies may be 

renamed thus :  Greater  Y i n  Personali ty becomes a Wate r Pe rsonal

i ty ; Lesse r Yin  Person al i t y ,  Meta l  Personal ity ; Yin-Yang Bal anced 

Personal i ty , Earth Pe rsonal i t y ;  Lesser Yang Personal i ty , Wood Per

sonal i ty ; and Greater  Yang Pe rsonal i t y ,  Fi re Persona l i t y . This gives 
us the Five-Element  Pe rsonal i t ies .  
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The bal ance m a i n ta i n ed through the  i n terpl ay of t h e Fi ve

El em ent Person al i t i es serves as the  basi s of the  F ive-S tar Syste m . 

Now we shal l  begi n d i scuss i ng the  Five-Star  Sys te m by des

cribi ng the pri nciple  pl ayers-t he Five- El e m e n t Personal i t i es .  

PERSONALITY TYPE: WATER 

Figure 5. 5 

A. Appearance : 

Head relatively big.  Chin pointed .  Face uneven .  Com
plexion dull or  d im .  Relatively small and narrow shoulder .  

Thick waist . Hands and feet  moving smoothly .  Upper and 

lower back long. Water retentive t issues .  Soft and fleshy . 

Sweats easily and profusely . Clean .  Body swings when 

walking .  

B. Behavior: 

Superficial ly calm and easy-going.  Seemingly humble 
and pol ite . Diplomatic . Creat ive,  flexible ,  and unstable . 
Loves change . Self-sacrific ing.  Emotional . Untrusting and 
suspicious .  Affected . Lacks sel f-confidence,  yet self
assertive . Aloof. Insecure and dependent . Unadventurous 
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and t imid . Fe arfu l  of storms , he igh ts , earthqu akes, floods, 
and other  disasters. Self-abusive . Pessimistic .  Irritable .  

C .  Language (Body and Verbal) : 

Pretends to listen carefully . Carefully notes words and 
feedbacks . Smooth talking. Leaves things unsai d .  Diverges 
from topic of discussion . Self-contradictory .  Loves to tease 
and insult .  Seldomly pra ises others . Uses extrem el y  m ean 
words when angry . 

D. In terests : 

Sal ty ,  spicy foods (does not care too much for sweets). 
Dim l ights. Cl eanness. Ca lm i ng env i ronm en ts . Detective 
stories . Puzzle solving.  Chess and other gam es . Weapon ry . 
Dark or white colors . Uncomfortabl e wi th  yel l ow . 

E. Health Condition : 

Eye problems, dry tongue,  sore t hroat , neck pain , 
headaches, dul l  chest pain ,  palpi tat ion , loose bowels,  
lumbago, lack of sexual  drive, menstrual diffi cult ies,  
problems with urinat ion , kidney or bladder infections,  
hemorrhoids .  Lack of strength i n  legs .  Hot, t i red,  painful 

feet .  Poor circu l at ion . Bl ood pressure an d blood sugar 

prob l ems . Ti redness . Troubled s leep . Water re tent i on . 

F. General Description :  

Not stra ightforward , inform al , i rregul ar, spinel ess, easy
go i ng yet compl a i n i ng . 
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G. Combinative Effects : 

When the parts of the  bra i n  designated below are found 
to  be especi a l l y  pro m i nent .  the resu l t i ng effects are l i s ted by 

the  Yellow Emperor : 

1 .  Water/Fire (dom i n an t  u ppe r l e ft and r ight  bra i n  
sect ions) : Cal m .  gloom y .  

2 .  Water/Wood (dom inant  upper left a n d  l ower right 
bra in  sect ions):  Sneaky , accommodat ing. 

3. Water/Water (doubly dom i n ant  u pper left bra i n) : 

Very selfish,  spineless,  and schem ing.  

4 .  Water/Metal  (do m i nant  uppe r left and lo\\-·er left 
bra i n  sect ions) : Imm acul ate .  

PERSONAUTY TYPE: METAL 

Figure 5. 6 

A. Appearance : 

Square face . Bright complexion .  Head rel at ively small . 
Square shoulder. Thin waist .  Hands and fee t  relat ively 
small . Light bones .  Clean . 
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B. Behavior: 

Trusting after doubting. Hasty,  superior, fierce , loyal ,  
magnanimous, vainglorious, sharp-m inded-always the 
knight-errant .  Obedient .  Sensi t ive,  compassionate , and 
amorous . Progressive , determinate ,  expansive, extravagant .  
Exaggerat ing.  Has a driving need for recogni t ion and ap
proval and often blames others to cover up fau lts . Shallow.  
Contrary and stubborn . Greedy .  Judgemental . Secre t ive .  
Easi ly changes focus . 

C. Language (Body and Verbal) : 

Author i tat ive, d i rec t ing , dem onstra t ive . Hypothet i ca l ,  

theoret ica l .  Humorous and joki ng. Boast i ng.  Narra t ive . 
Op in ionated and compara t ive . Em pty and mean i ngl ess . 

Jumps to conclusions .  

D. Interests : 

Spicy and sweet  foods (does not care for bi t ter  foods) . 

Bright ,  l ight ,  golden colors . Uncomfortable i n  red .  Clea nl i 

ness .  Sports, mart ia l  ski l l ,  m i l i tary sc ience . Rom ance . Beau

t ifu l  or expensive th i ngs . Accept ing gi fts . Movable obj ects 
(e l ectron ic gadge t ry ,  e tc .) . Cloth i ng. Art . 

E. Health Condit ions : 

Skin  problems,  gum d i se a se ,  cough i ng , a l lergies , neck 

and thyro id  problems ,  shoulder  pa i n , arm and back pa i n , 
tube rculosis ,  asthm a ,  pneumon i a , s tom ach pa i n , col i t is ,  

diarrhea ,  wet dream . I nsomnia ,  fever,  sadness,  emotional  
stress . Dreads cold .  
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F. General Description : 

Boast ing, compassion ate , stubborn , and loyal . 

G. Combinative Effects : 

1 .  Metal/Fire (dom inant  lower left and upper right 

bra in  sect ion s) : Detai led ,  calcu l at ing.  

2 .  Metal/Wood (dom i n an t lower righ t and lower l eft 

brain sect ions) :  Restricted,  secret ive .  

3.  Metal/Water  (dom i n an t  lower an d upper  l eft bra in  

sect ion s) :  Cl ean , neat .  

4 . Metal/Metal (doubly  dom i n ant  lower left bra in) :  

El egan t ,  d ash ing.  

PERSONALITY TYPE: FIRE 

Figure 5. 7 

A. Appearance :  

Re l at i v e l y  smal l heade d . Bon y ,  s k i n n y  face . Flor id  
compl e x ion . Broad shou l d e r s .  H a nd s and fe e t  correct l y  
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s ize d .  Body structure balance d .  Light and steady walk .  

Shoul der swi ngs when walki ng. 

B. Behavior: 

Determ i ned, zealous,  and fanat ical . Always fight i ng for 
a cause . Quick,  clever, and smooth .  Opt i m ist ic and posit ive . 
Me t icu lous . In tu i t ive , changes thoughts. Powerful ly  desir
ous . Impat ien t , unrestra ined,  burst i ng,  r i sky , impul s ive .  
Shrewd. Doubts after trust ing.  Tyrannical . 

C. Language (Body and Verbal) : 

Straightforward , not  an al ytical . Excited and exagger
a ted . Confiden t , command ing, friendly ,  open , free ly  expres
sive, unpremed i tated . In terrupts  others i n  m i d -con ve rsat ion . 

Fast speech . Ye l l s  when angry . 

D. Interests : 

Coping w i th emergencies , assum ing responsib i l i t ies ,  
fast - lane l i festy le ,  and pl ay ing group sports or games .  Sour 
and bi t ter tast ing foods (does not care for sal ty foods) .  Loves 
beau ty , spend ing . or e xpe ns ive th ings . Red ,  blue ,  green 

colors.  U ncom fortab le  in  black or dark colors. 

E. Health Condition : 

Sore eyes .  ringi ng in  ears , dry tongue and mouth ,  
burning face , bra i n  d iseases, inner  arm pa i n,  back and 
shou lder  pain , chest pain , palpi tat ion , heart a t tacks , st rokes,  
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indigestion, weak thighs .  High blood pressure , i rregul ar 
pulse , hot and cold flashes, ove r-exc i te m e n t .  

F. General Description : 

Sensat ional ,  abundant com mon se nse , act ive , dr iv ing. 

G. Combinative Effects: 

1 .  Fire/Fire (doubly dominant upper right bra in) :  
Very impuls ive . 

2 .  Fire/Wood (dominant upper and lower right brain 
sections) : Optimistic . 

3 .  Fire/Water (dominant upper right and left brain 
sections) : Superficial , vulgar. 

4. Fire/Metal (dominant upper right and lower left 
brain sections) : Humble ,  pleasant, contented . 

PERSONAUTY TYPE: WOOD 

Figure 5.8 
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A. Appea rance:  

Complexion having a pal e or bluish cast . Sm all  or l ong 

face. Shou l der rel atively strong.  Back straight . Body sl im.  
Hands and feet  thin .  Agi le  hands.  Weak constitution . 

B. Behavior: 

Rational . Persisten t ,  end ur i ng, and h ardwork ing . Inde
penden t . Ind ignant .  Stron g  goals ,  careful , reserved,  wel l 
schedul ed .  Imag i na t ive.  Easi l y  confused ,  sel f-doubting, 
d issat isfied,  ambiguous,  skep t i ca l ,  doubting.  Egoti stical , 
biased,  oppressive , forceful , uncompassionate.  Monotonous, 
depressed , worried,  tense, stressed ,  i l lusional , reclusive , 
eccentr ic .  

C. Language (Body and Verbal) : 
Sm iling when l isten ing . Nervous.  Hesitant speech , think

ing wh ile talki ng . Pedantic,  inconclusive,  and ambiguous.  
Talks at great length (more than necessary) .  Theoretical . 
Wel l-educated and wel l - studied .  Di storted v iews.  Unvary
ing. Doubti ng . 

D. Interests : 

Sour and sal ty  foods (does not care for spicy foods) . 
Bl u e ,  dark colors . Not com fortable wi th wh i te or l igh t 

colors . Research ,  th inking, working, and regulating.  Crit i 
cizi ng .  Excurs ions, music ,  sw i mm in g, fish i ng . 

E. Health Condit ion:  

Eyes igh t proble m s .  Eyeball  ye l low ish . Bitter taste in  
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mouth ,  headache,  m igra ine ,  chest pressure , heartburn , back 
pain ,  stomach pain ,  l iver problems, gal lbl adder problems, 
hern ia ,  vomit ing, abnormal stool s,  test icle  pain ,  menstrual 
d ifficul t ies .  Inab i l i ty to th ink stra igh t .  Depression . Arthri t is .  
Susceptible to tumors . 

F. General Description : 

Haughty, prejud iced , creat ive,  carefu l .  

G .  Combinative Effects : 
1 .  Wood/Fire (dominant lower and upper right brain 
sections) : Pushy, aggressive .  

2 .  Wood/Wood (doubly dominant lower righ t bra in) :  
Obedient ,  harmonious .  

3.  Wood/Water (dominant lower righ t and upper left 
bra in sect ions) :  Ind ignant ,  unsat isfied .  

4 .  Wood/Metal (dominant lower right and lower left 
brain sect ions) : Isola ted , syn thes izing.  

PERSONALITY TYPE: EARTH 

Figure 5 . 9 

1 07 



THE TA O OF FIVE-STA R SYSTEM 

A. Appearance:  

Sal low com plexion.  Round face. Rela t ive l y large head.  
Sol id ,  m eaty shoulder.  Tendency towards big bel l i es .  Meaty , 

firm , and strong l imbs . Upper and lower body even .  Stable 
wa l k . Firm steps. 

B. Behavior: 

Tolerant ,  mediat ing, avoids argum e n ts ,  harm o n ious,  co
operative,  self-con tro l led ,  i ngrat ia t ing, quiet ,  pat ient . Prac
t ica l ,  organ ized ,  responsible ,  coordi n a t ing . Economica l . 
Endur ing . Lukewarm a n d  repressed .  Self-centered . Com
pe t i t ive. Plodd i ng. Profi t or ben efi t  oriented . 

C. Language (Body and Verbal) : 

Smoothly communicative . Boasting for practical pur
poses. Unopin ionated . Prai ses others so that everyone i s  
happy . Likes gossip .  

D. Interests : 

Sweets .  Does not  care for sour  or sp icy foods .  Neutral i ty 

(d is l ikes figh t i ng and does not  care for spor ts) . 

E. Health Condition : 

Ligh theadedness ,  he art prob l ems , stom ach ach e ,  i n d i 

gest ion and other  stom ach problems, pancreas prob lems , 

d iabe tes , hypoglycem i a , e l i n1 i na tory problems,  flatu lence .  

Overwe igh t . Fat igued . Over-worry ing.  Ligh t sleep.  Cold .  

108 



THE TA O OF FI VE-STA R SYSTEM 

F. General  Description : 

Cautious, generous, gent l e .  

G. Combinative Effects:  

1 .  Earth/Fire (dom inant central  and upper righ t bra in  
sect ions) :  Crafty .  good to everybody .  

2 .  Earth/Wood (dom inant  cen tral and lower right 
bra in  sect ions) : Dissast isfied.  sufferi ng, hardworking.  

3.  Earth/Water (dom inant central  and upper left 
bra in sections) : Serious, sober, symmetrica l .  

4 .  Earth/Metal  (dom inant  centra l and lower left brain 
sections) : At ease ,  peaceful ,  forgiving. 

All told there are twenty-five types of personal i t ies .  Ident ify ing 
them does not come eas i l y ,  accord ing to the Yel low Emperor; that 
abi l i ty i s  acquired on ly  after long and careful observation and 
practice . Careful l y  check each ind ividual ' s  appearance , behav ior, 

body and verbal l anguages, interests, and heal th cond i t ion, taking as 
much t ime as necessary to prove each case . The effort spent is sure 
to pay off thousandfold .  

In case you need to do a quick identificat ion , i t  is  suggested by 
the Yel low Emperor that  you fi rst d is t ingu ish Greater and Lesser 
Yin Personal i t ies from Greater and Lesser Yang or Yin-Yang 
Bal anced Personal i t ies by these clues : Yang personal i t ies l ike to 
thrust forward their chests or stomachs; Yin personal i t ies a lways 
bend forward at the neck or chest, caving in their chests. The more 
extreme the posture , the stronger the suggestion of ei ther a Greater 

Yin or Greater Yang personality . Yin-Yang personal i t ies are bal
anced . From these simple identifications, you can then immediate ly  
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recall the distinguishing characteristics of each personal i ty .  
Knowledge of personalit ies is of utmost importance in the 

working environment .  If a manager assigns a "wrong person" to 
work on a "wrong j ob," everything will go wrong.  

How do you match the "right" pe rson to the "right" j ob? The 
Five-Star System provides a very simple formula :  the Water Person
ality should work on Water-style j obs;  Wood Personali ty ,  Wood
style jobs;  Metal Personality , Metal-style  j obs;  Fire Personality ,  
Fire-style jobs; Earth Personali ty , Earth-style j obs .  A proper match 
assures highest results and highest satisfact ion automat ical ly . 

Since jobs have distinct personalit ies,  they can be categorized 
under the five elements as follows : 

1 )  Water :  Jobs related to finance , accoun ting, book-keeping, 
bank operation . 

2) Metal : Jobs related to law enforcement or interpretation 
(police , de tect ive , judges,  lawyers , etc .) , espionage, acting , 

controls (invest igat ion, inspection, impeachment) . 

3) Earth : Jobs related to commerce, administration, 
production , services .  

4) Fire : Jobs related to administration, warfare, explorat ion , 
intense sports . 

5)  Wood : Jobs related to plann ing, research , invention , 
staffing . 

There are many j obs that straddle the elemen tal boundaries .  So 
all twen ty - five types of personali t ies can be properly matched at the 
manage r ' s  wise discretion .  

B u t  t o  achieve harmony and efficiency-balance-among the 
membe rs of an organ iza t ion , j ust match ing the " right person" to the 
"right j ob" is not enough . We must delve deeper into the Five - S tar 
System.  
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The Five-Element Theory is  the means hy which ce l ls .  t i ssues .  
organs, organ-systems, individuals ,  popu lat ions, ecosystems, the  
biosphere ,  and the universe a t ta in  balance . I t  is only in a s ta te  of 
balance that l ife processes will  fu nction and cont inue . One need on ly 

recall how the cycle of destruct ion unleashed by chemicals in  the 
environment inevitably envelops all  l ife forms to u nde rstand the 
seriousness and del i cateness of this bal ance . The balance of an 
organization is  no less de l icate . If i t  i s  d i sturbed in any way .  the 
organization is in  danger of dying . I t  i s  precise ly  to maintai n balance 

among an organizat ion ' s  v i tal hu man constituents that they are 
categorized into five maj or personalities,  that the Yin-Yang Cyc les 
of the Five-Element Theory are brought to bear upon human inter
actions, so that an organization may have an i nstru ment to research 
and complete i ts  balance . 

Most of us are all  too famil i ar with the condition of i mbalance . 
For example ,  if  someone fit t ing the description of the Fire Personal
ity must work alongside someone fi t t i ng the description of the Water 
Personality ,  these two will have a very hard t ime getting along with 
each other.  No matter how one tries to resolve personnel  conflicts 
l ike theirs through education, motivation, or threats,  conflicts will 
continue .  Left without alternatives, the structure of the organization 
is blamed . Restructuring an entire organization because of such con
flicts offers no guarantees of better resul ts  and is economical ly 
unfeasible . The wisest solution woul d  be to place a Wood Person
ality to work with them, and a seemingl y endless problem would be 
solved immediately . 

Generates 

Generates 
Figure 5. 1 0  
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I have seen coun tless cases where corporate personnel confl icts 
generated tremendous headaches .  They are some of the most diffi
cult problems faced by anyone .  I have also seen countless cases 
where such problems were solved wi th incredible ease by a simple 
d iagnost ic procedure and a s imple personnel adjustment . 

At the next leve l ,  the Five-Star System may be applied to the 
div isions within an organ iza t ion . 

Any organ iza t ion or i ts functions may be broken down into what 
are called Five-Element Departments or  Five-Element Functions to 
reach a complete balance to generate the highest performance and 
the most sa t isfactory levels of productiv i ty .  The five  departments or 
funct ions , in  the corpora te  case, are as fo l lows : 

1 2 

Wood F i re 

P lann ing �dmin istrat ion 
I nvention Personne l  
Leg is lature . . . . 

Table 5. 2 

3 

Earth 

Product ion 
Service 

. . . . 

4 

Metal 

Contro l le r  
Jud ic iary 

. . . . 

5 

Water 

General 
accounting 
Treasury 

These Five-Element  Departm en ts or Functions also interact 

wi th  and ba lance one a nother  in accordance with the Yin-Yang 
Cyc les . Ideal ly  the department  shou ld be further  qu inque -sected . so 
that  a to ta l  of twenty - five sub-fu nct ions resu l t .  Qu inque -sect ion of 
departments  in to subu n i t s  accord ing to the five-element model 
encourages a na tural ,  ba lanced in te ract ion among departmen tal 

subu n its . Th is produces an ent ire depa rt me n t that fu nct ions as close 

to pe rfec t ion as possible .  When near-pe rfect departmen ts come 
toge ther to form a balanced organ izat ion,  one can be sure the 
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organ izat ion wi l l  be the most perfect ex ist ing, operat ing in the most 
efficient and economic way possible .  Lao Tzu suggested tha t  
organ izations be kept smal l  in s ize ,  in order to enhance the resu l t s .  
A big dinosaur is on ly  doomed for ext inct ion . 

The Five-Element Functions need not be clearly confined to five 
departments as long as the five funct ions are perfect ly balanced .  For 
example ,  the U.S .  government is div ided into three departments : 
legislative, execut ive, and judic ia l  branches .  But in rea l i ty the 
legislat ive branch absorbs son1e funct ions of a fourth department ,  

and the executive branch absorbs some functions of a fifth depart 
ment. As long as the five funct ions operate in  a balanced manner, the 
organization wil l  show the highest performance and be satisfactori ly  
product ive ; otherwise, there would only be scandal , corruption , and 
incapabil i ty . 

The Five-Star System is  also the best diagnostic instrument for 
determining the health condi t ion of any organization. One of my 
associates counseled a major U .S .  bank regarding i t s  heavy invest
ments in a certa in South American country . He was sent there to ex
amine the si tuation . In one week he d iagnosed the problem and came 

up with al l  the corrective suggest ions. Unfortunate ly ,  the bank d id 
not appreciate h is  wonderful method and sent a group of so-called 
experts to the same locat ion.  I t  took them one year to learn wha t the 
problems exactly were . By the t ime their reports were completed the 
company in South America had a l ready col l apsed.  The bank lost a l l  
i ts  investments. Later the bank admitted that the d iagnostic sect ions 
of the reports submitted by my associate and the experts were 
exactly the same.  The only differences were that my associate ' s  
report included corrective solutions and was completed with in  a 
week and the experts ' report offered no solut ion and was completed 
within a year. The bank spent a great fortune acquiring a great loss,  
just because i t  lacked this knowledge. 

The structures of the world ' s different organizations vary . 
Usual ly many managerial theories emphasize structural form ; some 

1 1 3 



THE TA O OF FIVE-STA R SYSTEM 

even attribute success or fai lure to structural correctness or incor
rectness. The resul t : enormous amounts of t i me , capital, manpower, 
and other resources are spent or wasted in  efforts to restructure the 
organ izat ion to improve performance .  At t imes these give a tempo
rary stimulation , on ly to have the same problems recur immed iately . 
In actuali ty the root of the problem s i s  never touched :  the imbal
anced function, the heart of the problems , i s  often overlooked . But 
the moment th is i s  d iagnosed , the moment  pos i t ive results are seen 
and problems are solved . 

On the subject of structure , it is bel ieved that the Yellow 
Emperor organ ized h i s  government into five  d epartments .  Unfortu

nately there i s  not enough conclusive evidence establishing this  as 
fact . 

During the he igh t of the first gol den age, the Han Dynasty , the 

government was a model of Taoist  theory . The resul t ing structural 
arrangement,  shown below, has been lauded centuries after by 

count less schol ars : 

Emperor 

Treasu ry . . . .  Prime Min ister Control ler 

I 

J I 1 
Leg islature Admin istrat ion Jud ic iary Production 

Figure 5. 1 1  

I n  th is model ,  the e m peror re presents the state, occupies the seat 

of h ighest honor, but  has no right  to part ic ipate d irectly in  state 
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affairs .  He must be a sharp judge of ah i l i ty ,  appoint ing only pr ime 
ministers and control lers of except ional meri t .  And he owns the s ta te 
treasury (but has no r ight to appropriate funds) . Under the pr ime 
minister are combined the powers of the legisl ature , administrat ion, 
and judiciary . The control ler is the governmental "watchdog" who 
brings the po\vers of invest igat ion, impeachment ,  and ind ictment to 
bear upon the prime min ister .  His sol e purpose is to accuse the prime 
minister of wrong doing, the lack of evidence notwithstanding, and 
report his fi ndings to the emperor. The prime min ister ' s  sal ary is 
equivalent to one thousand tan of rice, the highest sal ary in the 
country . The control ler ' s  salary is  equivalent to two hundred tan of 
rice . If the emperor accepts the control ler ' s  accusations, the prime 
minister must leave, whether or not he is gu i l ty  as charged . The 
prime minister cannot contest th is decision, because he has ample 
opportuni ty to d issolve any suspicions of wrong doing, so he must 
accept the consequences of his fa i lure . And because he occupies a 
post of such honor, he is above vind ication by the courts; only 
history can vindicate him if  he is innocent .  His work is immediatel y 
and automatica l ly  i nherited by the control ler .  A new contro l ler is 
appointed by the emperor to watch the new prime min is ter . 

This system is modeled after Lao Tzu ' s  famous theory : Yu-wei, 

Wu-wei, Wu-pu-wei, again ,  meaning "Doing everyth ing, doing 
noth ing, everything can be done ."  The prime min ister manifests Yu

wei because he has power to do al l .  The emperor manifests Wu-wei 

because he has power to do almost nothing. Together with the 
controller they manifest Wu-pu-wei because they can accompl ish 
state affairs wi th the h ighest effic iency , thoroughness, and correct

ness . All  of their powers are checked, balanced, and enhanced by a 

structure that preserves the functions and opt imizes performance 
and productivity . (The last time this structure was used was during 

the zen ith of the second golden age,  the T '  ang Dynasty . The rest of  
Chinese h istory showed a steady decl ine,  as greedy and se l fish heads 
of state embraced other theories and forms of govern ment for the ir 
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own benefi t . ) Most fascinat ing is  the unity of the legislat ive, admin
istrative, and jud icial powers in  this system . There are no confl icts 
resul t ing in  incapabi l i ty .  Instead there i s  onl y capab i l i ty ,  s ince the 
abuses of power are e l iminated by the control l er .  In modern terms, 
the functions of the emperor are very much l ike those of the 
chairman of the board ; those of the prim e  m i ni ster,  the president .  
The l ast and most important point is  that the five functions can be 
preserved perfect ly  in any structural  form, as long as that structure 
does not strangle or cut off any of those functions .  



CHAPTER 6 

THE TAO OF 

PSYCHO-DYNAMICS 

At abou t 500 B.C .  the scho lars of anc ien t  Ch ina  began debate on 

the i ssue of human nature . Human na ture bears great  sign i fi cance 

upon management ,  because pol icy i s  determ ined by what human 

nature tru ly i s .  If human nature i s  intrins ica 1 l y  good, then a 1 1  one 

needs to do i s  trust subord ina tes ,  respect them,  reward them ,  support 
them,  uncover  and encourage the i r  good na ture and  creat iv i ty .  And 

they wi 1 1  natura l ly  re turn t h e se ki n d n e sses w i t h  exce l l e n t  and 

fa i thful serv i ce .  If  human nature i s  in trins ica l l y  ev i l ,  t h e n  subord i 

nates  m u st be  destruct ive ,  l azy, and i rrespons ib le and must a lways 

be watched a n d  p u n i s h e d .  Rece n t l y the famous Th eory X and  
Th eory Y have been br ing i ng t o  l igh t such assum p t ions  abou t h u m a n  
nature .  

Menci us was the one who fi rst brough t  u p  t h e  i ssue  t h a t  h u m a n  
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be i n gs were i n tri ns ical l y  good . Hi s m anagement  sty le  developed 
accord ingl y  from th i s  central idea  (he contributed greatl y to the 
Schol ar Style of Management) .  Peopl e l oved accept ing an opt i m i s
t ic  concept that emph asized onl y the bright  s ide . 

Agai n st such views were those of Hsi n Tzu , who was the schol ar 
who fi rst brough t up the evi l  s ide of hum an n ature . His  theory , l i ke 
the theory of the sons of A dam and Eve ,  mai nta ined that everybody 
was born evi l . Many peopl e used h i s strategies  but were unwi l l i n g  
t o  ad m i t  they though t hum an bei n gs were evil . 

Countl ess t imes I h ave searched through the texts of Tao ism , 
hoping to d iscover which poin t  of v iew i t  i s  more apt to support . 

Actual l y , a poi n t  of v i ew wi l l  never  be fou n d  because Taoist schol ars 

h ave never bothered to take sides i n  the argum ents over good and 

evi l .  To them , good and evi l  are rel at ive factors, and  absolute good 

and absolute evi l  do not exist .  If we set up management pol ic ies 
based on concepts that  are nonexistent  or i rresol ute at best ,  i t  i s  no 

wonder that  there h ave been so many fai l ures and so much frustra
t ion . 

The fact i s  h u m an psychol ogy and beh avior  ch ange the i r  course 
i n  accordance with the  rul es of Psycho-Dynamics .  The Taoist 
schol ar Lee , Chung-Wu ( 1 87 1 - 1 937) exp l a ined these qu i te clearl y . 

He began by cri t icizi ng two situations presented by Mencius in  
support of h is  Good-Human-Nature Theory .  The situat ions are as 

fol lows : "All the l i t t l e  ch i l dren love the i r  parents .  When they grow 

up, they love the i r  brothers," and "A baby crawls near a wel l . 
Whoever  sees th is  must be fi l led  wi th  apprehension and sadness ."  
Lee ,  Chung-Wu prese n ted a case tha t  contl icted wi th  the fi rst 
s i tuat ion : · ' Let  us test a ch i l d by pu t t ing h i m  i n  h i s  mothe r ' s  arms 
when she i s  eat ing.  When that  ch i l d  sees th a t his mother i s  ea t i ng 
someth i ng, he never  hes i tates to reach out and pul l the pl ate of food 
towards h i tnse l f. He may even  pu l l  it off the table ,  smashing i t  to 
pieces .  Aga i n , i f  h i s  n1o ther  hol d s  a p i ece of cake in  her hands, he w i l l 
i mmed i ate l y reach ou t to grab the cake and put i t  in h is own mou th . 
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Now if h is brother comes and tr ies to  grab a p iece of tha t  cake from 
his mother, he w i l l  try to push h is brother away . I f  tha t  brother  
refuses to leave,  he may try to h i t h im and cry . "  Can a l l  these act ions  
be ca l led love or  good nature ? 

If we know these act ions to he ev i l  i n  na ture, how can we 
sat isfactori ly  explain the examples presented by Mencius to be t rue?  
How can we ignore the  true inc idents  of good nature?  

We wi l l  forever be troubled by  th i s  paradox as  long as we must 
establ ish one s i tuation to be true over the other .  

A better understand ing is ga ined by passing on and look ing at 
what are cal led "Magnet ic Fie lds," which share the common center 
" I . "  Le t us pretend we are that chi ld for a moment .  As that ch i ld  we 
would unconsciously know: "/ am the center of my world .  Every 
thing occupies a fi e ld that surrounds me . "  Therefore ,  accord ing  to 
Scholar Lee ,  whatever is closer to us takes precedence over what
ever is relatively further away from us. 

If the ch i l d  places himsel f in  the center and places his mother i n  
the field closest to  h im ,  the chi ld will  place h imself fi rst and grab the 
cake from his mother .  When a fie ld i s  formed outside h is  mother ' s  
to i nclude h i s  brother, he  wi 1 1  chose h i s  mother-regarded as  closer 
to him-over his brother  and wi l l  try to push h im away . When he 
grows older and meets his ne ighbor, he will pl ace the neighbor in  a 
field outside that of h is  brother .  When an i ncident  between the 
neighbor and his brother forces him to chose sides,  he  wil l  n atural l y  
s ide with h i s  brother, because his brother  is  closer t o  h im . I f  he 
travels to another vi 1 1 age and encounters his ne ighbor, his bond 
toward his neighbor will  natural l y  be stronger than his bond toward 
the vi l l agers . The number of fields grows ever l arger unt i l  h i s  
country is included in the outer peripheries .  Then , when he must 
choose between his country and a foreign country , he wil l  choose the 
country that is closer to h im . 
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Country _ _..,;..... 
Vi l lager _ _,.----:J,_--:::��.,-:;'-

N e i g h bor  --J--!-�L...,.�::-......... 

M other --+-....._���---'........._:...,.ooo"' 

Brother  --\--��-..::����_., 

Figure 6. 1 

The series of Magnet ic  Fields can be read in both directions, 
from the center ou twards and from the outer peripheries to the 
center .  Noth ing that  a person come s  across in his  or her l ife escapes 
t h i s  k ind of " fie ld ing . " 

To further the understan d i ng of Psycho-Dynamics, Scholar Lee 
prese nted the fol low ing ser ies  of comparisons wh ich take us from 
the  pe r ipher ies to the ce nter .  Suppose we are taking a walk on a 

beau t i fu l  spri ng day , and the panoram ic  v i ews of many-hued rol l ing 

moun t a i n s ,  fert i l e  va l l eys ,  gl eam i ng r ivers and lakes aga inst an 
azure sky fi l l  us  w i th awe for the m ighty un iversal  force s  that shape 
our u n iverse . All of sudde n ,  our eyes  focus on a desolate scene  of 
sh a t te red rock, and we com ple te ly  forget about the magn i ficence of 
t h e  un iverse . A wave of fee l ings take hold of us, ranging from disl ike 
of the unappe al ingness of the rocks to regret  for whatever destruc
t ion n1 ight  have occurred .  But as we cont inue to walk, we happen 
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upon a patch of flowering plants .  The peta ls of the be aut iful flowers 
are ,  one by one , dropping onto the shattered rocks . Immed i ate l y  our 
attent ion is focused on the fal len flowers, and a wave of p i ty  se i zes 
us,  making us forge t complete ly  about the rocks. Further away we 
see that upon the carpe t of petals l ies a wounded dog . l nl nl e d i ate l y  
our atte n t ion and waves of  fee l i ngs are r iveted on  the dog, and we 
forget about the fal len flo\vers . The dog occupies a fie ld st i l l  cl oser 
to us. But then as we walk further, we see a dog at tack a human be ing, 
a stranger .  Nevertheless ,  w ithout a second thought ,  we j ump to the 
man ' s  aid . Of all the fie lds so far, the fie ld occupied by the human 
be ing is closest to us. As we near our v i l l age , we see our friend be ing 
beaten by a stranger, and spontaneously we rush to help h i m .  A l i t t le 
whi le l ater, as we s i t  comforting our friend in our house, we see that 
the roof is about to col l apse on top of us. Immediate ly  we run out , 
cal l ing back to the friend to run . We are at the center of al l  our fie lds .  

U n iverse 
Shattered Rock --,.'-21fll'£-

Friend 
Stranger ---t-----'___,;j���

Wou nded Dog '--��_;:----
Fal l ing Flowers ��......:::!��----� 

Figure 6. 2 
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No matter what the s i tuation is ,  an inflexible factor influencing 
the outcome is the central character "1 . "  The specific way human 
beings perceive and weigh their priori t ies and behave in  response to 
them is cal led Psycho-Dynamics .  Two rules of Psycho-Dynamics 
are : 

1 )  Centripetal Perception : The closer something i s  i n  rela
t ion to an individual , the greater the individual ' s  affin i ty 
towards i t  wi l l  be . 

2) Centrifugal Percep t ion : The further  away something i s ,  

the lesser the affin i ty wi l l  be . 

Seen i n  the context of the rules  of Psycho -Dynam ics , the second 
story told by Mencius is known to be val id .  We n atural ly feel appre
hension and sympathy for the baby who crawls  n ear a wel l .  Our 

attent ion is riveted on the baby instead of the  wel l  because the baby 

is human ,  not matter. I t be longs in a fi e ld  that  is closer to us than the 

wel l .  

Human nature i s  j ust a phenomenon governe d  b y  t h e  above two 

ru les of Psycho - Dynam ics .  Good or ev i l  is  strictly relat ive ,  de ter
mined by the standards of the Psycho-Dynam ics of various indiv id

uals. It fol lows tha t managers shou l d  not j o i n  in the endless debate 

over absolute good versus absolute ev i l .  Doing so can destroy busi
ness re la t ionsh ips, even ent ire careers . Those who real ly know what 

is best for themse lves wi l l  do what i s  best for al l human be ings-the 

h ighest standard of Psycho - Dy nam ics . Th is a very s i mple task.  Just 

observe the psychology of the employees and give them the  proper 
st imu lat ion to bet ter themse lves by plac i ng them in s i tuations that 
exact ly sui t them. As Lao Tzu sa id , "The i r  work was done ,  and the ir 

undertakings were successfu l ,  even as the people all say ' We are as 
we are of ourselves . " '  Take , for example , the case of two enemies 
who are caught in  a smal l  boat a lone in a stormy sea .  These two wi l l  
put aside the i r  d ifferences and work toge ther as brothers to secure 
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their l ives. Likewise,  two brothers who fight for an inheri tance and 
are bitter enem ies wil l  immediate ly  join forces when an enemy 
attacks . After the enemy is vanqu ished the brothers wil l  resume their 
infight ing. What is  called "help ing," "uni ty ,"  "good," "disagree
ment," "fighting," or "evi l"  is pure ly  circumstantia l . 

In physics ,  qua l i t i es equivalent to these are represented by the 
component and resul tant  forces .  

a .  Stra ight L ine 

•4---10 .... -·. 

b. Componen t L ine c .  Resu ltan t L ine d. Parallel L ine 

Figure 6. 3a-d Straigh t L ine and its related interactions, as shown by 
the Componen t, Resultan t, and Para llel L ines. 

Component  Li ne . I l l ustra tes tha t every

one is tuggi ng after a pi ece of the p i e .  

Resu l tan t  Li n e .  I l l ustrates t h a t  a greater 

power may e ngu l f  the weak.  

Para l l e l  Line . I l lustrates that  everyone is 
m in d i ng t h e i r  own bus iness .  No one  i n 
terfe res w i t h  t h e  m atters of another .  Es
peci a l l y  true when  som eone knows be t 
ter t h a n  t o  use dece i t fu l  t r icks o n  som e 

o n e  who wou l d  b e  aware a nd ve nge fu l .  
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Further i nsigh t i s  prov ided as to how human interactions usually 
work out once human beings have determ ined their relationsh ips
or fie lds of affin i ty-with respect to each other. The five major 
patterns are best represented by the five analyt ic geometrical forms: 

Figure 6. 4 Circle 

I l l ustra tes tha t  everyth ing in th is  un iverse has  been prearranged. 
Everyone and everything be longs to a fie ld defined by a c ircle . 

Figure 6.5 Parabola 

Shows that one l aunches oneself  wi th great force to begin one ' s  
cl imb to the top . But  as one rises higher and h igher , inab i l i t ies or 
shortco m i n gs beg in to pu l l  one down.  as one is unable to overcome 

t he i r  downward pu l l ing  force . Then one final ly succumbs and fal ls .  

Figure 6. 6 Ellipse 
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I l lustrates how one , start ing a t  one point but dissast isfied,  seeks 
out other al ternat ives .  But after an extens ive  search ,  one comes hack 
to the point  where one started . Deal m aking is  governed by t h i s  
nature . 

Figure 6. 7 Hyperbola 

I l lustrates how those who take s ides in  a part icu lar issue never 
meet at one poin t .  They may come close to agreeing but the distance 
between both sides wi l l  always be there .  

Final ly with thorough understanding of  the know ledge given , 
managers wi l l  be able to apply the fo l low ing powerfu l techn i que 

masterful ly .  

- -
- -
- -

Figure 6. 8 Sun (or '�Loss ") Hexagram 

Il lustrated above is the hexagram for loss (more inform ation 
may be found in The Great Tao), wh ich represents a powerfu l  tech

nique . It can be described as follows : Contrariness involves only two 
part ies (Yin and Yang) . A th ird party cannot exist . Everyth i ng bo i l s  
down to two part ies  which contend w i th each o ther  unt i l  one  party 
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preva i ls over the other.  If, for example, there rea l ly  are three 

part ies-A, B, and C-two wi l l  always team up to form a whole 
aga inst one . A and B unite aga inst C. C w il l  lose and wi l l  gradual ly 
be reduced to zero . The n  A and B wil l  contend .  To el im inate B, A 
must spl i t  B into oppos ing forces E and D .  If E i s  e l iminated, D is left .  

To el im inate D,  A must sp l i t  D apart . When al l  opposi t ion is  
e l im inated , A i tself wil l  sp l i t into two oppos ing forces . Con tent ion 

goes on forever .  In the pract ical world ,  th is  techn ique can be as 

powerfu l as a two-edged sword . Managers cannot survive wi thout 

know i ng i t .  
To be a successfu l manager is to  be knowledgeab le of these 

universal laws and be abl e  to arrange the physica l surround ings 

accord i ngly . God is a great  manager. He set the sun ,  moon, plane ts , 
stars i n  their  proper pos i t ions , so that they occupy d ifferent fields 

accord ing to the ir gravit ies .  In human society , i f  you know every 
i nd iv idual ' s  power of gravity and place everyone in the proper 

fields,  then everybody w i l l  be happy and give his or her best 
performance and highest product iveness. 
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CHAPTER 7 

THE TAO OF 

LEADERSHIP 

In Part I of th is  book, we have l aid  the groundwork for ach ieve
ment by showing how a right person , wi th the r ight  att i tudes, i n  the 

right  place, and with the right  people ,  would be we l l prepared .  Now 
we come to the more important  and cr i t ical part : doing the r igh t th ing 
the right  way .  

First of a l l ,  a l eader cannot d o  anyth i ng r ight w i thout leadersh ip .  
Leadersh ip  is  a m atter of importance not on l y  to  the  ach ievement of 
the leader,  but a lso to the benefi t ,  happi n ess, and l ife existence of 
those dependent  upon i t .  MBA degrees are important , but not fa i l ing 
yourself or others i n  the pract ica l world should be more important ,  
even cri t ical . The fol lowing story i l lustrates this point .  

During World War II  there was a general , Com mander Chang,  
who was responsible for protecting and ma i nta i n i ng the Can ton 
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divis ion of the  vi ta l  Yuei -Han Rai lway,  which transected the Hupai , 
Hunan,  an d Canton Provinces.  He was also responsible for keeping 
al l  other t raffic arteries i n  Canton open ,  i n  order  to supply the 
defending armies at the front  and keep the economy of Canton and 
othe r  provinces al ive .  

A t  the t i m e  o f  ou r story , Hupai was a lready lost t o  enem y occu 
pat ion, and Hunan was bei ng bombarded by Japanese planes. Many 
bridges were dest royed, i ncluding th e  one near  Hsi an-Tang. This  
part icular bridge-the one and on ly bridge-supported not only the 
defending a rmies ' m ain suppl y route across the  wide  and rush ing 
Hsian River, but  a lso the ent i re Hunan economy .  If i t  were damaged 
the armies  at  the front  and the Hun a n  popul ace would face annihi
lation . But six hundred feet  of the br idge,  r igh t  above the mi ddle  of 
the rive r, was destroyed, maki ng repa i rs extremely difficul t .  

Pressu re from all s ides  descended upon Commander New, head 
of the Hunan Rai lway an d  Transporta t ion D iv ision , to repair the 

b ridge . Headquarte rs ordered Comman der  New to repai r  the br idge 
in  one week. But ten days passed wi thout any s ign of progress-and 
the armies at the fron t  desperately needed suppl ies .  Both Com
mander New and headquarters at the war capi ta l  te lephoned and 
te legraphed Commander Chang for immediate a id .  

Before dawn,  Commander  Chang arrived at the  construction 
site, checked the si tuat ion ,  and ca l led the two e ngi neers, who h ad 

been b i t te rl y d i sagree i ng w i th each othe r  from the  beg i nn i ng , to 
report on the s i tuat ion and l i sten to the i r suggest ions . After  a quick 

breakfast at dawn ,  he went  to see Com m a nd e r  New i n  h i s  quarters. 

su rpr i s i ng h i m  w i th h i s  prompt arr iva l .  He told  New he though t he 

cou ld  fi n i sh the repa i r construct ion in th ree days .  New cou ld not stop 
shak i ng h i s  head i n  d i sbe l i e f, but  fi n a l ly sa i d  he wou ld do eve ryth ing 
i n  h i s  power  to support Con1n1ander  Chang i f  such a miracle cou ld 
poss ib ly  be pe rform ed . 

Commander  Ch ang i n1 med i a te l y  se t to work . Fi rst he asked New 
to immed ia te l y  pay the l abore rs the wages owed t h e m ,  whether  they 
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deserved i t  or not .  Commander New protested that i f  the workers got 
the ir pay , they would not report for work the next day ; that these 
workers were not professionals but were locals hired because the 
enormity of the task left the professional ma i ntenance workers 
short-handed;  that the locals d id not understand the importance of 
the task and made excuses whenever possible to avoid coming to 
work; that they grabbed the easiest jobs when they did show up for 
work; that they seriously d iminished the working spiri t of those who 
did work; and that the s i tuation was made worse by the two fight ing 
engineers who could not agree on how the bridge was to be repaired. 
Neverthe less, Commander Chang insisted that the workers be paid, 
while promising Commander New that he would assume ful l  
responsibi l i ty if anything went wrong. 

After Commander New announced the distribution of pay ,  every 
one of the two hundred workers showed up, and that was when they 
heard Commander Chang ' s  speech.  They were to ld that he would be 
working with them from then on; that he planned to have the 
construction finished in three days ;  that they would be paid the 
highest wages; that if work was finished on t ime, there would be two 

days '  worth of extra pay (bonus) for each worker; that anyone who 
neglected to show up for work or work hard would be punished 
severely by mi l i tary l aw; that Commander New would be wa tching 
and checking up on them; that he would be camping with al l  of them 

on the river bank; that they would eat together and sleep together; 
that they would have a big banquet, prepared by Commander New; 
that they would  start work early next morning ; that everyone would 
rest come break-t ime and work come work-time;  that those who d is

obeyed orders would be punished for disobedience and d isrupting 
order . 

At this po int Commander Chang div ided the workers into twenty 
groups (each group consisted of ten men headed by a foreman) and 
made each group responsible for thirty feet of repa irs. He a lso m ade 

each engineer responsible for three hundred feet of repa irs and the 
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supervision of ten foremen and one hundred workers . The engineers 
were instructed to go directly to him if there were any problems , 
since he would always be with them . 

Then he resumed his speech , say ing that he was paying them to 
repair  the bridge ; that the bridge belonged to everybody , especial ly 
the local residen ts ; that if the bridge were not repaired on t ime , they 
and their fami l ies would suffer a horrendous fate at the hands of the 
enemy;  that the soldiers at the front would not get any supplies and 
lose the battle against the enemy;  that the enemy would take their 

land and property ; that the enemy would repair the bridge for his own 

use by chaining them and working them to death as slaves; and that 
their wives and children would suffer the unspeakable fates that the 

entire nation was wi tnessing. Thus ended his  speech . 

Afterwards, Commander Chang summoned the twenty foremen 

to h is temporary quarters, sat down with them , and encouraged and 

comforted them . He ended the speech on this note : all their neigh

bors and enemies would laugh at them if they could not even fix a 
simple bridge on t ime . 

Early nex t morn ing , everyone worked according to plan, work
ing hard into the even ing . As everybody sat on the river bank, having 

fin ished d inner and hav ing noth ing to do, the urge to work seized 

everybody , and they begged to work for an additional three hours 
before it got dark. 

Before three days were up, the bridge was completely repaired . 

Everyone was ex tremely happy . The arm ies at the front won a big 

victory , the famous Chang-Sha v ictory of the S ino-Japanese war. 

Commander New was promoted to another area . Commander Chang 

was promoted to manage the ra i lway divisions in both the Canton 

and Hunan provinces, bes ides gett ing another star pinned on his 
shoulder .  

Th is commander happened to be my grandfather.  On my sum

mer break I had the fortune of fol lowing him to the construction 

si te and w i tness ing a l l  that had happened .  I sti l l  remember how 
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awed I was over how a good leader with a good pl an ,  inte1 1 igent 
decisions, knowledge and control of peop le, and enthusiast ic 
motivational skil l s  could comp lete ly turn things around .  Certa in l y 
the world  would be a much better place if there were more leaders 
of this kind . 

Is it  true that leaders are born with leadersh ip qua l i t ies? I bel ieve 

the answer is no;  otherwise,  why have business schools and other 
related schools ex isted unti l  the present day ? S ince l eadership can be 

tra ined, the question then becomes : Where can a comprehens ive 
knowledge of leadership be found;  or does it  exist at all ? The answer, 
fortunately , is yes .  It  is  found in the form of a book handed down by 
the Yellow Stone S age 2,200 years ago . Called Su Shu,  " The Plain 
Book," it revealed in full the wisdom and practical knowledge of 
leadership . It overshadowed all other books of this nature in scope 
and incisiveness . It came to us under rather pecul iar circumstances, 

accord ing to the h istorical records repeated here . 
After the s ixth kingdom was destroyed by who was to become 

the first emperor of the Chin Dynasty , Chin Shih Huan, China came 
under one rule .  But one of the nobles of the defeated Kingdom of 
Han, Chang, Liang, was anxious to exact revenge upon the Emperor. 
He spent all his wealth seeking professional assassins. When one 
was finally found, the assassination was planned to take place during 
one of the Emperor ' s  regular inspection tours . But on that fateful 
day , the assassin ' s arrow plunged into a decoy carriage, m issing the 
Emperor completely . His plot having failed, Chang had to flee to the 
distant coun tryside . Depressed, he spent his days taking long walks 
along a river bank. One day an old man walked by, stopped in front 
of Chang, took off one of his shoes, threw it underneath the bridge 
they were standing on, then turned around and ordered Chang to 
cl imb down, pick it up, and return it to him . Aston ished and angry , 
but pitying the old man ,  Chang obeyed and forced h imself to climb 
down to get the shoe and up to return it . Then the old man ordered 
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him to put the shoe on h is  foot . Chang almost wanted to hit the old 
man but obeyed, thinking he m ight as well do so since he had already 

done so much. The old man stuck his foot out to receive the shoe and 
walked away, l aughing loud ly and without even a word of thanks . 
Chang was astonished . A l i ttle while later, the old man reappeared.  

"Good boy ," he said,  "you may have some hope . Listen :  five days 
from today , meet me here in the morn ing . "  

Sti l l  astonished, Chang ut tered , "Yes, sir ."  Five days l ater Chang 
went to their meeting p lace but found the old man already there 
waiting for h im.  

The o ld  man scolded him , "A young fellow l ike you , com ing so 
late . . . .  Shame on you ! Meet me here again  after five days ! "  

Five days later, Chang went to the meeting place before the sun 
rose, on ly to find the old man waiting for him w ith an angry look on 
h is face : "After five days, com e agai n ! "  

This t ime, Chang went to the meeting place at midnight to wait 

for the old man.  In a l i ttle while the old man came.  He smiled and 
said , "This is the way . . . .  " Then he handed Chang a book and said, 

"Read this and you will  lead kings and emperors . "  
I n  answering Chang ' s question about  who h e  was,  the old man 

said,  "Thi rteen years later you w ill meet me at the foot  of Ku-Chen 
Mountain in Shang-Tung Province . I am the Yellow Stone . "  Say ing 
th is the old man left,  and Chang never saw him aga in .  

Th is  book was Su Shu .  Chang read and meditated on  the book 
unt i l  he reached a ful l  understand ing.  Later, as Marquis Chang, he 
became the chief counselor of Liu, Pang, who was to become the 
founder of the Han Dy nasty , and was honored with the highest merit 
of the empire . All of his knowledge and wisdom came from this 
book.  Th irteen years later ,  a t the foot of Ku-Chen Mountain,  he 
found a ye l low stone . He brought the stone home with him,  set it on 

a pedes tal , and paid respect to the stone everyday . Later Chang gave 
up his  t i t le  a nd left with Sage Red Pine,  a Taoist Immortal . 
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Marquis  Chang was a very famous figure in Chinese history next  
to Chiang, Shang, the Great  Duke . Both of them experienced the l ife 
patterns described by Lao Tzu as Yu-we i ,  Wu-we i ,  and Wu-pu -we i .  

In Chang ' s  case,  Yel low Stone Sage even gave him a special  l esson 
to train him in endurance . Endurance was what he  must  have in  order  

to rece ive the book ' s  message , grasp i t  fi rml y ,  and practice i t .  Tru e 
strength comes not from exci tab i l i t y  or reckl essness ,  but  from true 

endurance . 
The Sage broke l eadersh ip down into n ine divi sions of knowl

edge,  beginning with : 

L QUALITIES OF A LEADER 

The Sage cal led  leaders the  l i fe force of organ izat ions .  At a l l  
levels of the  organ izat ion ,  there must  be l e aders .  Anybody \vi th  
authori ty ,  regardless  of rank,  i s  a l eader, as l ong as responsib i l i t y  for 
other  l ives l ie  in  his  h ands . And a l l  l e aders must  h ave the  qual i t ies  
of be ing :  

A .  Pure . 

B .  Cal m .  

C. Fair .  

D. St r ict . 

E.  Open-minde d .  

F .  Sound of  j udgemen t .  

G .  Tol eran t . 

H .  B l essed w i t h  abu ndan t  common sense . 
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I .  Know ledgeab l e  in h i story . 

1 .  Knowl edgeable  i n  geograph y .  

K .  Alert .  

L .  Authori tat ive .  

And they must  not : 

A .  Rej ect admon i t i on . 

B.  D i sregard good advice or  suggest ion . 

C. Treat  r igh t and wrong doing equal l y . 

D .  Be arbi trary . 

E. Be self-abusive . 

F. Trus t slander. 

G. Be avaricious .  

H. B e  obscene .  

The Sage sa id ,  "The leader who possesses one of the above 
negat ive quali t ies will be despised ; two of them, the organization 
wi l l be in disorder;  three of them, the organ ization wil l  incur a great 
loss;  four  of them, there wil l  be disaster ." 

II. lEADER'S RESPONSIBIUTIFS 
TO HIS FOLLOWERS 

The Sage l isted the respons ib i l i t i es of the l eader. He must : 

A .  Comfort and settle those who think they are in  d anger. 
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B .  Reverse negat ive th ink ing to posi t ive . 

C. Win back the hearts of  those who rebe l l ed . 

D. Reestab l ish the repu t a t ions of those who are v ict i m s  of 

unjust charges .  

E .  Discern the unde rly ing cause s of amb igu i ty or expres 

sions of ambigu i ty . 

F. Prov ide opportun i t ies  to those who are ta lented but 

ignored .  

G .  Suppress those who are unta lented and too ambi t ious or 

pushy . 

H. Search out and d ism iss those who work hand-in-glove . 

I .  Educate those who are greedy .  

J .  Properly satisfy those who are demanding but  deserving .  

K. Encourage those who are frightened .  

L.  Get close to those who are know ledgeable . 

M .  Expose those who engage in  consp iracies . 

N.  Adjust the work ing condit ions of workers . 

0 .  Punish those who i ntend to do unlawful  acts . 

P .  Attract usefu l peop le from al l  direct ions .  

Q .  Warn those who are  arrogant and unru l y .  

R.  Reward those who are loyal and fai thfu l .  

S .  Forgive the re futers .  

T. Help those who make progress . 



THE TA O OF LEA DERSHIP 

ill. LEADER' S IMPRESSION 
ON FOLlOWERS 

From the followers ' viewpoint, good leaders in general will be: 

A. Respectable 

B.  Reliable 

C. Knowledgeable 

E. Charitable 

As a result,  leaders will be fully trusted by their fol lowers and be 
in favorab le posit ions to have them fulfil l  their every request . A 

leader is only a leader because he or she can win the followers ' full 
trust and attain a position of effectiveness. And he/she is able  to do 
so because he/she possesses the above positive qualities and is fully 
responsible to the followers. 

IV. DEOSION MAKING 

A leader is in a pos i tion that demands the making of endless 
decisions . The Sages called decisiveness the second nature of 
leadersh ip . lt is second only in impo rtance to leadership itself. To put 
i t  another way : no decision making, no leadership . Funai  Ukio, a 
famous author of 40 books and CEO of many corporations (such as 
NEC) , has this to say about decision making :  "99 percent of an 
organ izat ion ' s  fate i s  decided by the decis ions made by on ly one 

person at the top . "  This d irect ly con tradicts what the Japanese would 
have outsiders bel ieve to be the ir managemen t sty le .  Many peop le 
have come to believe that decis ions in Japanese corporations are 
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made by a l l  the members of a depar t n1 en t . tha t  decis ions can on ly be 
reached by a consensus of fol l owers.  not  the l eader .  The t ru th  be h i nd 
decision making . s ince i t  is undoub ted ly cri t i ca l  to the  l i fe of an  or

gan iza t ion and i t s  m i ss ion . w i l l  he revea led in fu l l  de tai l in the ne x t 
chap ter . 

Now let  us  return to the s tory of Com m ander  Chang.  After he 
rece ived orders from headquarters to go to the  aid of Com m ander 
New, the first hurdle he faced was dec id ing whether he shou ld 
help Commander New .  Pe rhaps the construction was not  the rea ]  

problen1 ;  perhaps Con1mander New was using the construction as a 
bargaining chip .  If this was truly so, Commander Chang had to tread 
careful ly . He had to consider what New was bargain ing for and 

whom he was bargain ing wi th .  If he decided not to go, then he had 

to prepare suitab le  excuses for a reply to headquarters . Or if he 

decided to go, he must decide whether he should assume only an 
assisting posi t ion instead of a commanding position or v ice versa . 
If he did go and assume a command posi t ion,  he would have to 
determine what the risks were for making an enemy of Comm ander 
New and whether the gains were worth making an enemy . After a 
few phone cal ls ,  i ncluding one to Commander New himself, i t  was 
concluded that there real ly was a problem at the construction site .  
Intel l igence reports that came in also supported that conclusion, 
el iminating reasons for suspecting that there were hand-in-glove 
bargain ings . Thus, in only one hour, the first decision was reached : 
take the order and go. 

Then came the second decision : whether or not to assume a h igh 
or low profi l e . Commander Chang had no idea what phase the repair 
construction was in, so he rushed to the construction site to see and 
hear for h imself. Before he went to see Commander New, he had 

already collected all the information on the repairs, had consu l ted 
briefly with his staff, and had produced a complete plan . Actual ly , 
in h is  exclusive car dur ing the eight-hour tra in ride to Hunan, he and 
h is staff had already designed plans along with contingency plans 
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that covered al l  the possibi l i t ies . When the actual conditions were 
determined,  a p lan could  be selected immed iately ,  and actual deci
sions based on prel iminary decisions could be made within a short 
t ime .  Thus he was able to assume a high profi le  when he saw 
Commander New a l i ttl e whi le  after dawn . 

Because he was pressed for t ime (he needed the workers to start 
work immediate ly and put forth the i r  best efforts, so that the repairs 
could be completed within three days) and h is  status as a stranger 
was a great d isadvantage, he decided he must first get al l  of them to 
trust him . The method he chose was to pay a l l  of them the sal aries 
that were owed them (Commander New objected vehemently to 

th is ;  he wi thheld the workers ' pay because of absenteeism and work 
badly done or undone) . Then he  decided to top this attent ion
grabb ing gesture with a charismatic oratory performance, making 

the most of his communicative ski l ls  and the workers ' worst fears . 
The final decisions concerned the d iv ision of l abor, the fair 

d is tribut ion of respons ib i l i t ies, and the working structure with a 
built- in compet i t ive function .  Numerous smal l  decis ions remained 
unti l  the work was compl e ted . 

The entire plan and a l l  the decisions were a imed at having 
everybody win . Everybody wins is  a golden principle of the Integral 
Managem ent  of Tao, because it guarantees superior performance 

and resul ts . How a manager makes decisions of th is  nature, even 

though as a leader  he is de luged dai ly with decisions (each one 
cri t ical  to ach i evem ent  or d isaster) wi l l  be discussed in the next 
chapter. 

V. THE POWER OF THE LEADER 

The power of the  l eader  is  concen tra ted in  persuas ion and 
reward . 
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A. Persuasion 

If you were a VIP who was invited to a feast hosted by 
a king, you would need l i ttle encouragement to eat, drink, 
dance, or take part in the festiv i t ies .  Unfortunate l y  in the real 
world ,  most si tuations are rare ly l ike royal feasts. Most 
people are forced to work by the state ,  be l iefs, certa in 
doctrines or " -isms," or s imply by the basic needs for mi lk  
and bread . 

A leader is  needed because a lmost everybody out there 
is  waiting to be pushed, encouraged,  or stimulated to work. 
Especia l ly  if  the work is boring, unwanted, unwholesome, 
unfavorable ,  unsafe ,  or requires special effort, then workers 
defini te ly need to be convinced and persuaded . Otherwise,  
the necessary work wil l  never be done .  

Whoever is  capable of persuading workers to fi n ish a job 
of an unpleasant nature wi l l  be cal led a leader. Put in  another 
way, a l eader i s  someone who possesses the magical ski l l s  of 
commun ication and persuasion , makes people l i sten to him,  
and makes people do th ings they normal ly  would refuse to 
do and do it wel l .  The Sage instructs the individual  who 

bel ieves h imself to be a leader to "convince himself to l earn 
the ski l l  of com municat ion,  then maybe he wi l l  be able to 
hold his pos i t ion , which is to convi nce others. " The i mpor
tance of commun i ca ton as a ski l l  of a leader cannot be over
emphasized; therefore, I have decided to devote a complete 
chapter (Chapter 9) to th is subject .  

Returning aga in to Commander Chang ' s  case, we find 
verbal strategy a t  work . When he decided to take charge of 
the repa ir construction, he knew that wi thout the two hundred 
workers ' cooperat ion, he cou]d never dream of accompl ish
ing his  goal . But the fai lure of the fi rst attempt at construc t ion 
was due to the same workers . 
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(From Commander New ' s  descript ion, we know the 
workers were mostly hired from the local population . They 
neither needed nor cared for the bridge so they had no 
working spiri t .  They came and went as they pleased, and 
New had no way to control i t .  I n  addit ion, the two engineers 
were at each other ' s  throats constantly .  Even though the con
struction was planned to be completed in seven days,  ten 
days had already passed and the work had yet  to get past  the 
start ing poin t . These were the real  reasons why Commander 

New could not wait  to wash his hands of the entire matter and 
pass the ghastly mess to anyone wil l ing to deal  with i t . )  

Not on l y  was Commander Chang brave enough to take 
the job, but he also tried to fi n i sh the work in thiee short days .  
Though he did not have to worry about materia ls or other 

such problems, deal ing with the workers was not made 
easier. Nevertheless,  he was confident because he had a 

system . He rea l ized that worker cooperation was the only 
factor determining his  success or fai lure , so he  decided upon 
the fol lowing strategy : 

1 .  He requested that the workers be paid the sa lar ies 
owed, expect ing that th i s  action would bri ng a l l  of 
them to the  construct ion s i te .  

2. He spoke to them when they were a l l  prese n t . 

What he esse n t i a l l y sa i d  w a s :  

a .  They  on ly  had  to con1e t o  work for three 
days . 

b .  They  wou l d  be pa id  the  h ighest wages, 
plus a bonus of  two days · wages . Put another 
way,  they wou ld  ge t five  days ·  pay for three  
days ' work . Th i s  was hard to refuse . And 
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when he offered them free food. the offer was 
even harder to refuse . As the Sage said, "A 
leader cannot lead people wi th empty words. 
Nothing is more powerful than reward ."  

c.  He promised they would be punished by 
mi l i tary l aw if they did not fol low orders to 
work. 

d. He pointed out several important facts. He 
was pay ing them h igh wages and many 

benefits to work . I f  they refused, they would 
sti l l  have to do the same work, but they woul d  

d o  i t  i n  chains and  under severe torment. I f  
they refused h is  deal , the bridge would never 
be repaired on t ime .  The soldiers at the front 
would defin i tely lose the battle ,  be ing denied 
vital suppl ies by their own countrymen . The 
enemy would come sooner than anyone could 
imagine,  k i l l  the ir  fami l i es, take their prop
erty ,  and then chain them to repa ir  the br idge 
for the ir enemies ' use . Commander Chang 
confronted them wi th these choices : they 
could work for honor or shame, money or 
whip,  happy fami l ies or certain death . 

e .  He made sure the foremen took his words 
to heart, encouraging them to keep their 
honor and digni ty .  

Th is  magic prescription was effective immediate ly
whoever rema ined unpersuaded had to be daff. After a l l  was 
accompl ished, many peopl e  prai sed Commander Chang for 
performing a miracle-repair ing a bridge i n  three days-an 
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impossible m i ss ion . Actua l ly , he just knew how to convince 
people and ut i l ize the principle of Psycho-Dynamics .  I t  was 
as s imple as that .  

B. Reward 

"Nothing i s  more powerfu l than reward , " sa id the Sage . 
"A leader has two powerful weapons in  each hand : one is  
reward, the other i s  pun ishment . But a good l eader never 
uses the lat ter. " 

"Beside the bait , " con t inued the Sage , " there must al 

ways be caugh t fish . Under heavy reward , the brave fighter 
will  do anything for h is  benefactor.  If  honor is  offered upon 
material reward, the i ncent ive is a hundred t imes more 
powerful . " 

It is said that pun ishment  should  only be d isplayed but 
not used . Why i s  th is  so? Not used careful ly ,  punishment 
could backfire on the user. Punishment makes people hate 
the user to the bottom of the i r  hearts . Furthermore , i ts power 
is short-l ived, i t  is much more expensive to use, and its power 
is very l imited. The worst punishment is death ,  and according 
to Lao Tzu, if people do not fear deat� , what else could you 
do? You become completely powerless as you are out of 
options. Therefore, the best way to use i t  is to d isplay it . After 
all, a whip to a l ion tamer is very much l ike what a baton i s  
to a conductor. 

Similarly, rewards must also be used careful l y .  Rewards 
are to people what carrots are to horses .  After doing tricks, 
dolphins are a lways rewarded. Rewards are powerful instru
ments of persuasion . However, the Sage warned,  "A l eader 
who uses rewards to motivate his people must know when to 
do it ,  how to do it ,  where to do it ,  and who to do i t  to . Most 
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importantly he must let them know why he is using i t ."  The 
importance of his  last words is ev ide nt in the following story . 

Once I had the opportunity to v isit  a special place for 
elephant tra ining.  There were many apples ,  bananas,  pota

toes,  and cakes stored for reward ing an elephant after it had 

carried out i ts  trainer ' s orde rs wel l . I saw an elephant rest ing 

alone . I thought I would show him some kindness,  picke d up 

a banana,  and started w alking towards him to give i t  to him . 

Suddenly , the tra iner  j u mped i n  front of m e  and yelled at me 

to put down the banana.  I was astonished,  but  later the trainer 
apologized and e xplained why he tried to stop me.  He said 

that one never gave an  elephant something for nothing. 

Doing so would confuse it because it would not be able to 

figure out what the true meaning was. Besides, an elephant 

had an extraord inary appetite . When mealtime a rrived, it  

would eat  tons of food . If I gave him a banana, it would 

stimulate his appetite,  and if there had not bee n  a continuou s  

supply o f  food,  he would feel insulted and get angry . That 

would lead to a disastrous situation. I really learned a lesson . 
The Sage ' s  words echoed in my mind : "A leader should 
never reward anybody out of whim or goodness of his heart .  

Overreaction w ill result in a negative reaction . "  
Reward i s  a powerful instrument that allows a leader to 

properly motivate people to accomplish special work. It is 
forbidden to regard it  lightly as  a free gift or  personal favor. 
Goodwill without clear  purpose may turn around and bite 

you . 

C. Being with Followers 

In  the m i l i tary sty le  of management ,  worki ng spiri t is  
especial l y  emphasized . Sun Tzu,  author of The A rt of War, 
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said these famous words :  "Victory to the soldier whose 
mental  spirit is unfl inching in the face of extreme anguish. " 
His grandson Sun,  Pin, one of the famous disciples of Sage 
Kuei-Ku,  separated working spirit into five stages .  He wrote 
in his book (unearthed in 1 972 in Shang-Tung Province) : 
"When a person wakes up in the early morning, he has a 
Refreshed Spirit .  As morning changes to noon, he has a 
Strong Spirit . In  the afternoon, he becomes tired and sleepy 
but he still has a Wandering Spirit .  When evening comes, he 
has only a Broken Spirit . At night, all  he has left is a 
Continuing Spirit . "  All working spirits pass through these 
five stages .  

When people have j u st been motivated ,  they all  have 
Refreshed Spirits . When they pick up the plan and start 
working, they reach the Strong Spirit stage . After  they have 
worked for a while ,  the i r  spirits begin to "wander. " A l ittle 

while longer their spirits become "broken . "  In the end, they 

can no longer continue one step more . 

From Refreshed to Continu ing, at every stage the work
ing spirit must be repl e nished, adj u sted,  and e ncouraged.  
This shall be the leader ' s  respons ibi l i ty . And in order  to pro
mote working spirit ,  the best  strategy is to be with the 

worke rs. If a football  team were to play against a strong 

opposing team,  but  its coach never bothe re d  to show up,  one 
cou ld imagine how this team would  fare . 

If Commande r Chang l e ft after he obtained a promise to 
work from the workers ,  s tayed  in a posh hotel  in  town,  drank 
champagne , watched shows, and only came out to the 

construction site to work five minutes  a day while seated in 
a sedan cha i r, you cou ld  in1agine  the kind of work and pro

ductivi ty  tha t  wou ld  resu l t .  B u t  in reali ty Commander Chang 
camped, ate , and worked w ith the worke rs . From morn i ng to 
night he was t h e re wi th  the m ,  always w ithin sight .  His 
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presence had a non-verbal pe rsuas ive power. The worke rs 
were even motivated to ask for extra work in  the evening.  
And in three days the construct ion was fi n ished . 

The Sage said,  "A leader  must give his  fol lowers the 
impress ion he is  with them.  One of the great leaders of old 
was prese nted with a bottle of w ine . He immediate ly ordered 
the wine be  poured down a wel l ,  so that  a l l  h is  fol l owers 
could drink some . He desire d to show them how fa ir ly  he was 
treating them;  a bottle of w ine was not enough to share wi th  

so  many, but  the spirit i s .  To i l lustrate further, if followers 
have no water to drink, leaders shal l  not utte r the word 
' thirst . ' If followers have no place to sleep, leaders shall  not 
utter the word ' tired . '  If followers have nothing to eat ,  
leaders shall  not utter the word ' hunger. ' The leader i s  the 
last  to drink, rest,  and eat .  This is the Law of Leadership . If  
a leader defies this law and is unable to  show his followers 
brotherly ties and concern, he  is doomed for fa ilure . " 

This reminds me of a horse and rider who try to cross a 

deep, rushing river.  The rider must not stay on the horse ' s  
back; he must climb down and swim alongside the horse . 
When the horse sees that his master is beside him and leading 
him, he feels secure and will  keep swimming.  The man needs 
his horse to keep him afloat and in posit ion . If the man asks 
the horse to tackle the river alone , both will drown .  

D. Budget 

A limited budge t  is  always a big concern of the leader. If 
he can embark on a m ission with an unl imited  budget ,  he wi l l  
have a much smal ler  headache . Limi ted budgets are always 
big chal lenges for a leader. On the one hand, the leader has 
to motivate people to work and must reward them gener-
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ousl y .  On the  other hand,  money is  t ight . How do you cook 
a meal  from th in  a ir? To m ake m atters worse , the Sage said,  
"The hero will  be destroyed by numbers . "  

The leader, then , must d o  som e creative j uggl ing.  In 
Comm a nder Chang ' s  case, a budget proj ected for seven 
days ' labor was set aside for construct ion by headquarters.  
Because of the way work was organized,  Commander Chang 
estimated construction could be completed in three days .  
The workers were paid five day s '  pay for three days ' work. 

He spent  l i t t le  more than the budget for fiv e  day s '  work, 

completed the repairs, and saved the taxpayer money for 

almost two day s '  work. Everyone won in  this case . Sage 
Chuan Tzu prescribed the fol lowing form u l a :  w hen three 

cups of food in the morning and four  cups of food in the 

evening are unsatisfactory , reverse the order and give four 

cups in the morning and three in the evening. 

VI. ORGANIZATION 

To ensure that  a l eader ' s  pl an  is  completely and properly carried 

out and that  the work ing spirit  may be constantly maintained, a 

favorable  and convenient  working system must be set up to organize 

all the m anpower to effic iently accomplish the m iss ion . "A good 

working syste m or structure , "  described the Sage, "may be a non

verbal yet constant and powerful  mot ivator.  Nothing is more impor

tant than insti tut ing a good system before work begins . "  

Let u s  study Commander Chang ' s  working syste m ,  beginning 

with the fol lowing plan drawn for organizing people and work. 

Every group of ten men was  responsible for th irty feet  of repairs .  
Each group was under the supervision of a foreman . Ten foremen 

reported to one engineer, and each of the two engineers was 
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responsible for three hundred feet  of repairs . The two engineers 
reported to Commander Chang. 

Food Service 
Medical Service 

Worke rs 

Commander Chang 

E n g i neer A 

Commander New 
I nvest igation 

to Eng ineer B 
I 

��------\�1�----�\ �1 ____ �\�L_ :  
I I I I 

300 ft. 

Figure 7. 1 

Prior to such an arrangement ,  two hundred workers had poor 
re cords of at te ndance,  which Comm ander New could not contro l .  
Morale among those who d i d  show up for work was low;  only  t h e  

easiest j obs were done . A n d  t h e  two e ngineers were arguing bi t 
te r l y , because responsib i l i ty was not delegated to anyone . 

When the working structure was changed,  everybody was pl aced 
in their proper posit ions , responsibi l i t ies  were clearly divided,  and 
accountab i l i ty and worker performance were easi ly  es tabl ished . 
Everybody,  now part of a Five -Element Departmen t or Five-
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Element Funct ion, was working at optimum efficiency . 
Another interest ing and important  point  about  the system is the 

bui l t - in  compet i t ion motivator. For example,  ne ither the engineers 
nor the working groups were wi l l ing to fin ish l ast in the ir  cl ass and 
lose face . Once the working spir i t  was ignited i t  autom at ical ly  
refueled and re igni ted itself  without  another word from Com mander 
Chang. Nei ther was Comm ander New left out ;  he was ass igned a 
n ice and easy job to save face . If the m i ssion was accompl ished, 
Commander New shared in  the honor.  As one can see,  noth ing was 

left to chance . Everything was wel l -considered and well-organ ized, 
and everybody was placed in a winn ing posi t ion-the ideal goal of 

management .  
Looking back at  those events,  one may be mi ld ly  astonished that  

the professional ly  and scient ifical ly executed strategies of contem

porary planners were actua l ly  executed accordi ng to the guidel ines 

of the ancient  scholarly teachings of Taoism . 

Vll. SACRIFICES OF THE LEADER 

A. Loneli ness 

Lone l iness becomes more and more pronounced as the 

rank of leadersh ip  reaches ever h igher.  

I t  has been expl a i ned e arl ier  that  fo l l owers want their  
leaders to be authori ta t ive .  or in  ot her  words show a s ide that . . 
i s  stern and powe rfu l .  

I n  the home e nv i ronment .  the role o f  the leade r is  
assu med by the fa ther .  In order  to  educate the ch i l dre n we l l ,  
a fa ther  plays the stern.  authori tat ive role . The ch i ldren are 
scared and dare not d i sobe y instruct ion . But the severity of 
the re la t ionship may  cause the chi ldren to re troact  or come 
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to fear the mascu l ine figure . That is why the presence of a 
mother figure ,  if  she brings a tender balance to the harshness 
of the father, is so important . When she constant ly reminds 
the chi ldren that the ir father ' s  act ions arise out of love and 
concern for them, the father ' s efforts to instruct them wi l l  be 
ten times more powerful . Respect and order wi l l  be ma in
tained, and the ent i re household benefi ts .  But if the mother ' s  
character i s  harsher  than the  father ' s , the  ch i ldren  wi l l  run 
away . And if  the father ' s  character is  softer than the mother ' s , 
a l l  the ch i ldren  wi l l  be complete ly  spoi led .  

In the working environment ,  i f  the superior plays the 
father ' s  role ,  he needs someone to play the mother ' s  role .  If 
he plays the mother ' s  ro le,  someone is needed to play the 
father ' s  role .  But in  real i ty ,  the perfect working partner does 
not exist, leav ing the superior in a potent ia l ly  dangerous s i tu
ation . So he has no choice but to p lay both roles alone . At 
t imes he is stern, d istant, and authori tat ive ; at other t imes he 
is  caring. If both roles are played wel l ,  orders are obeyed 
without any al ienation of subordinates .  

The superior must be whole unto h imself; he must play 
both major and supportive roles alone . He must distance 
h imself from subordinates to mainta in an aura of authority 
and to garner respect so that h is orders wil l be obeyed .  Fur
thermore , he must never let h is emotions for others affect his 
business decisions .  If he does,  then the entire organization , 
a l l  the people dependent upon i t ,  and his own dignity wi l l  be 
sacrificed .  Thus a leader must have a herculean capacity for 
bearing lonel i ness .  

B. Freedom 

The h igher the leader ' s  rank,  the m ore he can accompl ish 
or obtain .  But l i t t le  freedoms such as go ing whe re he wishes, 
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assoc ia t ing  w i t h  whom he desires, say ing what he w i shes ,  

and so on must be given up. 

C. Security 

The h igher the rank of leadersh ip, the more tenuous the 
feeling of securi ty . 

If people trust their leaders and rely  on them, they feel 
secure as long as their leaders are with them . The leaders of 
lowest rank rely on their leaders, who in turn rely on their 
leader . The topmost leader has no one else to lean on but 
himself. 

When a leader cl imbs up the leadership ladder, he gains 
more knowledge and wisdom, expands his known territory, 
and encounters and understands more dangers that previ
ously l ie hidden. As he gains more experience, he becomes 
more cautious . As he cl imbs h igher, the v iew of h is  respon
sibi l ities grows larger, and he dares do less and less. He 

seems to lose his abi l i t ies as h is  status grows .  As the Sage 
said, "Everyone needs to be constantly reminded that at the 
bottom too much freedom [daring to do anything] may ob
struct one ' s  advance, and at the top too much fear obstructs 
one ' s  advance ." 

VIll. COUNTERACTION 

There are three big obstacles that counteract good leadership, 
dissolv ing all the effectiveness and efficiency invis ibly  and easily . 
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A. Scheme of Pretense 

The subordinates do not object to any of the super ior ' s 
orders .  They observe the rules and seem to obey .  but they 
ostensibly take orders w i thout ever intend ing to execute 
them.  If the superior insists upon a reason for the i nact iv i ty , 
the subordinates wi l l  make al l poss ible excuses and procras
t inate unti l  the mission is worn down . Once a superior is 
dragged into such muddled circumstances, rarely wil l  he be 
able  to extract h imse lf . If such circumstances are found in an 
organization , that  organ izat ion is incompetent .  If they are 
found in government ,  that government  is incompetent .  Said 
the Sage, "Wherever this scheme is used, the leader is to 
blame ."  An incompatible leader causes incompetence, . and 
the root of this d isease is greed . "Greed leads to inferior i ty . " 

B. Scheme of Jurisdiction 

The Taoist scholar Lee, Chung-Wu told this story : 

"Long ago, there was a certa in doctor. One day a pat ien t 
came to see h im with an arrow buried in  his arm . The doctor 
took a saw and sawed off the arrow stem and bandaged the 
arm with the arrow head sti l l  in i t .  The patien t was furious 
and rebuked the doctor for the inadequate treatment .  But the 
doctor repl i ed nonchalantly ,  ' I 'm only an externist. The 
arrow head fal ls  under the ju risdict ion of the in tern ist . "' 

When a subordinate obeys an order by executing a 
part icular part of it ,  while purposely leaving another part 
(perhaps the most important  part) unexecuted , he is using the 
Scheme of Jur isdict ion . 

This scheme is  crueler and more vicious than the preced
ing scheme .  Instances of i ts use can be found throughout 
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h istory and throughout the worl d .  I t  i s  perhaps the most 

popu l ar scheme ever invented .  
In some cases, peopl e may j u s t  b e  too scared t o  "dig the 

arrow out"-that is ,  get to the bottom of the ent i re problem .  
No one dares to  get to  the bottom of  the problem because no 
one dares to open a Pandora ' s  boxful  of problems .  They 

would rather patch up the surface and improve the appear
ance . Th is is true when leaders play pol i t ics .  For example ,  
solving the  government defici t  i s  a prob lem no o n e  d ares 

tackle because no one dares to open the proverb i a l can of 
worms .  The on ly  wise th ing that cou ld  be done is  to cry 
loudly for d imin ish ing the defic i t . 

App l y ing bandages is  pract iced in  every household ,  
even in the  Kingdom of God . God on l y  pun ishes evi l  peopl e .  

Why does he not el i m i nate the  Devi l  in  the  fi rst place? The 

answer may be found in Chap te r  2. The Sage sa id ,  "It wi l l  be 

excused , as long as the pract i t ioner is without bad i n te ntion ."  

Therefore ,  the pragmat ists may rest the i r  minds in  peace . 

C. Swindling Scheme 

If, for examp le , a man suspects a prob lem with his car , 

he w i l l  drive it to a nearby stat ion for inspec t ion . The 

mechanic does no t find an y th ing wrong wi th  the car,  but  te l ls  

i ts owner that i t  is in good shape , except  for a badly worn pipe 

that may cause the car  to break down on the  freeway . The 

man te l l s  the mechan ic  to change the pipe . Appreciat ive of 

the n1echan ic ' s  k i ndness ,  he  pra i se s the mechanic in front of 

h is emp loyer . In re a l i t y there is nothing w rong w i t h  the p ipe ,  

but if  the mechanic te l l s  the  n1 an the tru th ,  the  man m ay 
drive his car to another  stat ion think ing t he mechan ic is 

i ncompe ten t . In  ot her  cases ,  the problem may be pu rpose ly  
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enlarged .  Such schemes are second only to the Sche me of 
Jurisd ict ion in  populari ty . It  is  used to keep posi t ions . get 

promo t ions , heighten wages, etc.  As a form of pol i t ical  
blackmai l ,  i t  is  especia l ly  used in in ternat ional diplomatic 

affairs.  
All  the schemes described are shadows that are insepa

rable from the substance of any normal leadersh ip. A good 
leader senses a scheme from the begi nning, before anyone 
has a chance to use i t  on h i m .  His sh arpness a lready pene

trates through the set up and i m mobi l izes it .  A leader with 
such percept ion rel ies on the ski l l  of intercom municat ion,  

which wil l  be d iscussed i n  detai l  in Chapter 9. 

IX. GRADES OF LEADERSHIP 

Accord i n g  to Lao Tzu there are four categories of leadersh ip .  
First and h ighest are those leadersh i ps tha t  people do not know 
exist . Second fol lows those that  people love and praise .  Third are 
those that peopl e fear .  Last are those that peopl e hate and subvert . 
Let us look more closely  at  these leadersh ips ,  beg inn ing wi th the 
worst .  

A. Leadership of Hate 

The leadersh ip  is heading in the wrong d i rect ion,  against 
the ru les of true leadersh ip .  The fol lowers are gett ing no 
benefits from the leader, who is  selfish  and fool ish . In the 
end,  h is  retribut ion wi l l  be hatred, hum i l i at ion,  and 
retal iat ion . 
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B. Leadership of Fear 

The leader  has  adopted the th eory that  human be ings are 
born evil  and must be driven by pun ishment .  Thi s  leader 
strikes his people with terror, so that the only though t i n  their  
minds i s  to flee.  But h istory h as proven that a tyrann ical  
system never l asts long. 

C. Leadersh ip of Happiness 

The leader pract ices the pr incipl es of Taoism . People are 
benefit ing and are happy, so they love and praise their 
leader. 

D. Leadership of Invisibi l i ty 

After a long period of rule by a Leadership of Happiness, 
the people comp lete ly forget that their leader even exists . 
This lapse of memory is  the h ighest accolade a leadership 
can hope to atta in .  Why? Leaders are most susceptible to 
corruption by power, and the subj ects are the first to taste the 
blade of corrupt ion . The subj ects who are never made to 

suffer, who are never troubled in the least by their leader, 
forget their leader exists . They are fortunate indeed, for the ir 
leader has attained the highest level of management, a form 

of management that is neither too l ight nor too heavy but is 
exactly right .  

Emperor Yao (2333-2234 B.C.) ,  after ruling for fifty 
years, suddenly wanted to know what h is  subj ects thought of 
him.  He first asked his servants, who answered they did not 
know. He then asked his ministers, who a lso did not know. 

1 56 



THE TA O OF LEA DERSHIP 

He decided to find out for himself, so he disguised himself 
and ventured out among his subjects . In the cit ies and 
vil lages he heard the ch i ldren sing: "We l ive so happily ,  but 
know not whence our happiness comes. We do not have to 
know, just let us flow with it as long as we may ." The old men 
also sang: "When the sun rises, we work. When i t  sets, we 
rest . We dig wells to drink, harvest to eat . We need not know 
if there is a king ."  Emperor Yao was a Sage . Throughout the 
mil lenniums that fol lowed, he was considered to be the 
epitome of great leaders . 

I remember that Takuya Hatoyama of J anome Industry 
in Japan once said, "All of the Japanese corporations should 
adopt this style of management as our highest goal, so that 
the feel ings of pain and heaviness will be l ifted from our 
employees and that our working strategy becomes j ust right, 
nei ther too l ight nor too heavy . Th is has been my l ife- long 
goal . " 



CHAPTER S 

THE TAO OF 

CoMPLETE 

RESOLUTION 

According to the Yel low Emperor, the human m ental  body has 
three functions : fee l ing, th inki ng, and decision making.  The three 

functions origi nate from five organs : the heart, l iver, lungs, spl een, 
and kidneys .  The bra in only  records and d i rects the functions. (Why 

this  is so is  expl ained in  The Complete System of Self-Healing: 
Internal Exercises .) The five  organs ' d i rect connection (via the 

Central Nervous System) to the bra i n  and their  i nfluence upon the 

bra in  serve as the basis for the formul at ion of the theory of the Five
Element Personal i t ies .  Infi n i te impl ications arise from such a con
nect ion . For example ,  i t  is known that  d ysfunctions of  a part icu l ar 

organ are d irectl y correl ated w i th part icu l ar me ntal dysfunct ions . lf  

the lu ngs are d iseased,  emotional feel ings become intensified to an 

extreme degree . lf the heart is diseased, intui t ive though ts or psych ic 
capab i l i t ies are dimi nished . If the l iver is d iseased, the th inki ng 
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process wi 1 1  be confused . If the spleen-pancreas i s  d i seased,  ponder
i ngs become excessive . If the kidney i s  diseased ,  deci sion making i s  
impai red . Of the  five organs tha t  govern the  m ental processes, three 
govern the though t processes (the heart governs in tu i t ive thought ;  
l iver, rat ional thought ;  spl een , deep thought) and onl y two govern 
the emotional and decis ion-making processes .  

One can see ,  by the  very nature of  the above arrangements,  we 
should be using three t imes more energy for thought than for the 
decision making that i s  to fo1 1 ow .  Even so, decision making is 

terrib ly importan t : i t  i s  to a l eader what wings are to a bird . Actua1 1y  

everybody in the world ,  from the household to the wh ite  house, from 
the moment the eyes open in the morn i ng , has to m ake decisions . 

More important  decis ions , i n  general , are m ade by leaders because 

of the greater numbers of l ives affected .  

There are two types of deci sions :  r ight  a n d  wrong--or, in  other 

words, good or bad . The right decisions benefi t  and are therefore 

good ;  the wrong decisions destroy and are therefore bad . The 

formula for making the right  deci sion i s  th i s :  the greater the consid

eration given to a decision , the better the decision will be. A decision 
made wi thout th i nk ing is  abso lu te l y absurd . No matter  who you are 
or what kind of decision you are m aki ng, th i s  pri nciple  holds true .  

I. CLASSFS OF DECISIONS 

Genera l l y  peopl e make deci s ions accord i n g  to the fol lowing 
gu ide l i nes : 

A. According to Law 

In a c iv i l ized socie ty , human behavior is regul ated 

most ly  by l aws.  In certa in  s i tua t ions decisions have to be 
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made in accordance with those laws-no quest ions aske d .  
For ex ample,  when y o u  drive toward an intersection and the 

traffic signal suddenly turns red ,  you r  only choice is  to stop, 
whether you agree or not . If you choose to contest this law,  
then you w ill  be punishe d .  Regul at ions by l aw e x tend to 
m ost publ i c  affa i rs ,  from those of pri vate c i t i zens  to top 

govern ment  offic ia l s .  No second thoughts a re necessary . 

B. According to Custom 

Som e  si tuations al l ow more fl exib i l i ty .  S i n ce l aws do 

n ot clearl y  regulate  such s i tuat ions,  decisions are m ade i n  

accordance w i th trad i t ions  o r  precedents .  For exampl e ,  

m an y  departm ent-store sal es are t i m e d  to hol i d ays l i ke 

Wash i n gton ' s  Birthday .  You m a y  go shoppi ng;  or if you 
deci de agai n st i t ,  you may go to the zoo i n stead . If you 

choose e i ther  of these act iv i t ies ,  or base most of your deci
sions on successful precede nts ,  you w i l l  not be wrong i n  
most cases .  

C. According to  I ntuit ion 

Man y  people h ave the gift of m aking stra igh t decisions 

wi thout giv ing them a secon d though t . Konosuke Matsush i ta  
was known as a successful  m a n  who made decisions stri ctl y 
accord ing to " i n tu i t ion . " Because he did  not  have a chance 
to receive m uch formal education-he loved te l l i ng peopl e 

he  was uneducated-h i s  good deci sions were regarded as 
noth ing short of miracles .  But after read i ng his biography ,  I 
found that he  was in fact a deep th inker, an autod idact . He 
was actua1 1 y  much more educated than those who rece ived 
extensive formal educat ions .  In  many books in tui t ive decision 
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mak ing is l auded .  Even so , Taoi st schol ars have never stated 
that such a method should ever be appl ied to importan t 
matters . 

D. According to Inference 

A person may make decisions based on logical deduc
t ions, creat ive assumpt ions about a certa in  precedent,  or 

s imply an associ at ion of ideas .  If, for example ,  a prevent ive 

health convent ion i s  com ing to tow n ,  i t  i s  l ikely that certa in  
people w i l l decide to  se t  up booths next  to the meeting pl aces 

to market v i tam ins .  The success rate resu l t ing from this  kind 
of deci s ion making varies , as it is circu m stantial  and entails 

much risk. 

E. According to Rational Confirmation 

This  kind of decision m aking i nvolves a mult i - layered 

procedure involving the co l l ect ion of inform at ion ,  l ist ing of 

possible suspicions and supposit ions,  and analysis .  These 

then lead to a complete  confirm ation,  without which a 

decision cannot be made .  Despite the d ifficu l ty involved,  a 
decision made by such m e ans  wi l l  y ie ld  positive resu lts ,  as 

the rate of success i s  a lways h igh .  (Most business decisions 
shou l d  belong i n  this category . )  And i t  is the only  k ind  of 

decision m aking recommended h ighl y by Taoist schol ars . 

An example  of such decisions,  Com mander Chang ' s  deci 

s ion,  is  given in  the previous chapter .  In th is  chapter,  the 

procedures of such decision m aking wi l l  be d i scussed in 

deta i l ,  nam e l y ,  the col lect ion of necessary inform ation,  

ra is i ng of  suspic ions , m aking of supposit ions ,  analysis  of a 
fi e l d  of choices to ensure sui tab i l i ty of  fi na l  decis ions,  and 
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making of a final decision . The entire procedure i s  the basis 
for a complete resolution . 

D. INFORMATION 

"Those who need to make resolutions," said Sage Kuei  Ku, 
"must first weigh all possible priv i l eges and disadvantages, so they 
have need for all the information they can obta in ."  Information is 
defined as certa in knowledge, data, documents, news material or 

resources, references that are defin itel y needed for decision mak ing . 

A. Types of Information 

From the wide field of available information the Sage 

i solated ten basic items that should constantl y arrest a 
decision-maker ' s  attention . They are : 

1 .  Finances and assets .  

2. Labor and its resources. 

3. Geographic condition . 

4 .  Law, moral codes, documents, research reports .  

5 . Feel i ngs between employer an d employees. 

6. Brain power (of compet i t ion , of staff, etc).  

7. Ti m i ng .  

8 .  Con nect ions  and con t acts .  

9. Sensi t i ve zones an d top i cs .  

1 63 



THE TA O OF COMPLETE RESOL UTION 

1 0 . Technique. 

Without the support of the above information sources, a 
decision may never be reached . In  the case of one corpora
t ion, this was especial ly  true .  It was having some kind of 
labor trouble, and someone suggested h iring part- t ime 
workers as a sol ution . But unfami l iar i ty wi th the concept 
caused many meetings to be held,  which resul ted only in  
evenly  divided opin ions, even though the d iscussions went 
on for weeks . Meanwh i l e  the labor problems grew so serious 
that outside help had to be sought .  

One of  my associates suggested that management send 
one of the secretaries to the local l ibrary to col lect al l  the 
necessary information it wi l l  ever need, because the infor

mation was already there . He even told them the section 
where the information may be found .  The secretary brought 
back a l l  the research reports, stat ist ics, including Labor 
Department reports on hir ing part - t ime workers . 

Al l  the data proj ected a favorable impression, and the 
next day the decision was made to begin implementation . 
Two years later, corporate executives st i l l  said that decision 

was the most successful one they ever made.  Absenteeism 
was reduced, workmanship was increased, and an incredible 

amount of money was saved .  In retrospect, undoubtedly we 
must give some credi t  to informat ion items B and D .  

B.  Sources of Information 

For the obtainment of information, Sun Tzu named five 
different sources :  

1 .  Ord inary sources . Informat ion can be obta ined 
from anyone , anypl ace . I t  could be specia l  knowledge, 
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common sense, a fable ,  a story . I t  i s  provided 
whenever or wherever conven ient , by whomever or 
whatever is  present .  

2.  Specia l  agents .  Trained to h ide in specific organ i 
zations, groups, etc . , their purpose is to  obtain a 
constant  stream of specific information over a long 
period of t ime .  

3 .  Paid informants .  There may be people ,  a l ready in 
a specific organiza t ion , group, etc . and occupying an 

important  pos i t ion , who are wi l l ing to supply spe
cific information for a price . 

4 .  Temporary agents .  An agent can be sent to a 
spec ific person or place to ge t requi red information 
quickly  and return immedia tely . 

5 .  M isinformed agents . Through del iberate ly ignor

ing agen ts sen t by opponents and purposely supply
ing them with i nformation speci al l y  designed to he lp 
one ' s  own plans , much more than just information 
may be obtained . This ranks h ighest among the arts 
of intell igence . 

In a famous maxim, Sun Tzu emphasized information as an 
element of premiere importance in the Mi l i tary Style of Manage
ment :  "Knowing your own and your opponen t ' s situation guaran
tees victory in every battle ."  In pol i t ical or mi l i tary conflicts, the 
ways of col lecting information are extremely cri tical : a better part of 
the battles are in a sense in tel l igence battles, and l ife or death is 
decided by how correctly and quickly information is col lected .  Of 
course, corporate methods of gather ing i nformat ion are a l i tt le less 
intense, but the need for information is no less great .  
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For example,  Konosuke Matsushita gathered information i n  a 
very s imple  and inexpensive way : he never hesitated to make 
conversa t ion with anyone, no matter who they were or what their 
ra nk .  He sa id  that most of the good ideas he had were inspired by cas
ual conversat ions with peopl e .  These methods were used concur
re nt ly by the famous president of Uni ted A i rl ines,  Ed Carl son , who 
u t i l ized a peopl e- and information -oriented m anagement style .  In 
both cases, i nformation from ord in ary sources a lone provided 
suffic ient  resul ts .  

( I  cannot help th inking how the events  at  Waterloo may have 
changed if  Napoleon Bonaparte had known a few s imple facts .  He 
wrote in h is  memoirs that  he had no idea what  the movements of h is  
opponents were or  what  the movements  of h is  own generals were 
during the Waterloo campaign . Alas ,  a hero ' s  tears, after a l l ,  were 
lost i n  contemplat ion of those to come . )  

Some, to  be thorough, may  be concerned that too  much informa

t ion can cause confusion,  that too m uch i n formation is  l ike no infor
mat ion .  Such a compla in t  is rem i n i scent of the say i ng:  "Too many 

books equal  no book . "  But you can fi nd out eas i ly  for yourself  how 

th is  argument  lacks logic, because as long as you keep your goals  i n  

mind,  you wi l l  use only  t h e  information that i s  usefu l ,  n o  m atter how 

much information is  col lected .  (Informat ion is  usua l ly  divided into 

many d ifferent ca tegories .  Usual l y  the category of informa t ion 

bearing the most value attracts the most at ten t ion . )  Normal ly  people 

always worry about not be i ng abl e  to ge t e nough i n format ion . Why ,  

then ,  should  anyone worry about ge t t ing " too much" inform ation? 

The assemb l age of i n form a t ion i s  only a means to a h igher 
purpose . ' " Leaders shou l d  never abandon any  chance to i mbibe 

i n form at ion  except for certa i n  priori t ies ,"  sa i d  the Sage . The prior i ty  
of priori t ies  sha l l  be correct  usage of i n form at ion-the deep thought 

tha t  goes i n to a l l  the possib i l i t ies .  Nobody can manage any th ing wel l  
in  t h e  world wi t hout t h e  ab i l i ty  to ponder, t o  th i n k  deep a n d  far 
ahead . 
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m. THINKING PROCESS 

The th inking process is compri sed of th ree funct ions :  susp ic i on , 
suppos i t ion ,  and analys is .  

A. Suspicion 

The Sage said ,  "A sl ight  error i n the beg in n i ng resu l ts i n  

i rreversible m isery in  t he  end . "  Therefore , a good leader 

m ust  be l ike a detect ive-he m ust be suspic ious .  Not even an 

insect should escape his sight, accord ing to the Sage .  Th i s  

way the ponderer wi 1 1  no t  negl ect to l i st a l l  possibl e  c ir
cumstances that may be of d i sadvan tage or harm to the 
organ izat ion or mission . These suspic ions can be created by 
i n format ion ,  or informat ion can just i fy or remove suspic ion . 
If any suspicion proves to be true ,  the  necessary act ions can 

be taken to prevent undesirable effects . 

B. Supposition 

After not ing all unfavorabl e  poss ib i l i t i es , l eaders sha1 1 
next determ ine a l l  angl es, d i rect ions, etc. of advantage . Th is  

i s  the work of suppos i t ion . Everyone under heaven loves 

benefi t and profi t ,  but that which i s  benefic ia l  and profi table  
darts past us l ike a swift arrow-only  the  sh arpest can  catch 

it .  So we are adv ised by the Sage to J e t our ba i t  penetrate i n to 
deep waters i n  order to catch good fish .  It is  those who th i n k  
deep an d far ahead , n ot t h ose w h o  are asl eep, w h o  h ave more 
chances of i n tercept i n g  what  they desire .  Hence, fea ts m ay 
be accom pl i shed and batt les won wh i l e  others are st i 1 J  i n  a 
daze . Good leaders control suppos i t ion,  which arise from 
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and are confirmed by information . 

C. Analysis 

Both suspicion and suppos it ion must not be based on 
del usions resu J t ing from twisted imagin ings ,  mental d isor
ders, and so on . Instead they must arise from and be subject 
to del iberate ana l ys i s . At the beginn ing of the Han Dynasty , 
a method evolved from the Five-El ement  Theory that en
riched Taoist th inking (analyt ic) power tremendously .  I t was 
ment ioned in Chapter 6. But now the th inking process wil l 
be d iscussed in depth . 

Suppose a subject chosen and pos i t ioned i n  a center i s 
"Me," or "1 ."  

1 .  Surrounding "Me" wi1 1  be  five types of interac

t ional re l at ionships, best presented thus :  

a .  Quest i on : who gives l i fe t o  "Me"? 
Answer :  "Parents" 

b.  Q: to whom do "I" give l ife?  
A :  "Chi ldren" 

c .  Q: who control s "Me"? 
A: "Superior" 

d. Q: whom do "I" control ? 
A :  "Subord inate" 

e .  Q :  who is equal to " Me"? 
A:  " Brot her"  

These re l a t ions  are the most d i rect in  con nect ion to 
. .  Me" in da i l y  l iv ing . How exact l y can the five 
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relat ions affect " Me"? 

2. Five functions summarize the interact ions between 
the five re l at ions and "Me" : 

a .  Generate s  "Me ."  "Parents" generate " M e ." 

For ex ample , they nourish , clothe ,  please , 
help,  teach , love,  support . . . " Me . "  

b .  " I"  create . " I"  bear "Ch i ldren ."  " I"  ra ise 
them , nurture them , educate them,  support 
them , and so on . 

c .  Dom ina tes "Me."  The "Superior" i s  some
one above "Me" whom "I" must obey , even 
i f  "I" am unwi l l i ng.  As long as "I" am under 
his or her or i ts jur isd ict ion, "I" am domi
nated wi thout choice.  N o  m atter w h o  "I"  am 

there w i l l  a lways be som eon e overpowering 
"Me ." 

d .  "I" control . "I" con trol anyone belonging 
under "my" j ur isd ict ion . "I" have power over 
"Subord inates. " 

e .  St imu la tes "Me ."  "Brothers" are "my" 
equal s .  Sometimes they compete with ,  help, 
fight . . .  "Me . "  

For pract ical purposes ,  t he  meanings of the five 
rel at ions are not l im ited to the meanings of the words 
themselves. For example ,  whatever possesses a 
generat ing function is  considered to be a "Parent . " 
Therefore , i f  you run your own business and the 

business i s  your l ivel ihood {provid ing you with food , 
rent, cloth ing, etc .) ,  the business has a generat ing 
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Five- Star Relat ions 

"Parents" 

"Ch i ld ren" 

" Su per ior" 

"Su bord i nate" 

"Brother" 

Table 8. 1 

Broad M ean ings i n  Appl ication 

G rand Parents . E lder  re latives .  Teacher .  
Sen ior .  G lobe .  Cou ntry .  C i ty .  Land .  House .  
Car . S h i p .  P lane .  R ai n . Cu ltu re .  C lothes .  
B u s i n e s s .  I n v e st m e n t s . D o c u m e nt s . 
Writ i ngs .  Exam i n at ion . . . .  

G rand C h i l d re n .  Yo u ng e r  G e n e rat i o n . 
Student .  R e putat ion .  M ood . Happi ness.  
Languag e .  M ed ic i n e .  R e l i g i o n . Entertai n
m ent .  Creati o n .  I nventi o n . Productivity .  
Excreta . . . .  

Governm e nt .  Offic ia l . Po l ice .  Law . Doctr i n e .  
Schoo l .  O rg a n i zat ion .  M is s i o n .  Career .  
Ai l m e nts . Bad parents . E n e m y .  Demon . 
Tro u b l e .  D isaste r .  Danger .  P u n i s h me nt .  . . .  

Spouse.  M an power .  Servant.  Viewpoi nt. 
M ach inery .  E q u i pm ent.  M ater ial . Pr ice .  
Qual ity . Be long i ng s .  P roperty .  Fu rn itu re . 
Money.  J ewel ry .  Food . . . .  

Peo p l e .  Body.  Fr i e n d .  H e l pe r .  Competitor .  
Co-worker .  Potential enemy. O rgans.  Health 
a i d s .  Toys . . . .  
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function and is considered to be a "Paren t . "  Broader 
meanings of the five relat ions are given in Table 8 . 1 .  

Even the word "Me" or "I" can have broader 
appl icat ions. I t  can apply to the self, a s i tuat ion , a 
group si tuat ion, an organizat ion , a society, the 
world-whatever can be pl aced as the subject in the 
center. All  the other rel ations are based on the subject 
in  the center .  

Whenever a s i tuat ion needs ana lys i s , the first 
step is to determine who or what occupies the "I" or 
central posit ion.  The second step is to locate al l  the 
Five-Star Relat ions, a lways keep ing in mind the 
l aws of the Five-Element Theory . (The relations are 
l ike the Five Elements in their generat ing and degen
erating capac i t ies .) This is done by first finding what 
generates, or is generated by , the centra l subject; 
then by determining the vector of Yin forces or 
influences-that i s , find ing what dominates or con
trols the cen tra l subject , and what is  dominated or 

a.  Five-Star Relations b. Corresponding Elements 

Figure 8. 1 a -b 
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contro l l ed by the central subj ect . The vector of Yang 

forces can a l so be read as a relay  of beneficial  or  

advan tageous influences.  And the vector of Yin 

forces can also be read as a relay of damag ing, 
unfavorable, or absorbing influences. 

The "Brother" rel at ion is ind icated by the c irc le , 
occupying the same posi t ion as "Me" or " I , "  the 

cen tra l subject . 
Through a simple  chart ing of re l evant facts , the 

prev iously obscure advan tages and d i sadvantages 
are now spotl ighted . New or prev iously raised suspi 
cions or suppos it ions also show up clearly .  

The third step is to we igh the strength of  the Yin 
and Yang forces .  We want to determine the strength 
of the "Parent" or generat ing force, because if it is 
very strong re lat ive to "Me," i t  may hurt instead of 

help "Me ."  And i f  it is too weak, i t  cannot be of help 
either-it may be a hindrance . However, if "I" am 
very strong, the presence of a helpful force is incon
sequential to "Me ."  But if "I"  am weak, any bit of 
help is a l ifesaver . For this force to be beneficial , both 

parties should be of equal strength or weakness.  Next 
we determ ine the strength of the controll i ng, or 
"Superior," force upon "Me." If that force is too 
strong relative to "Me," it can completely destroy 
"Me." But if it is too weak, " I" wil l  be uncontrollable 
and great ly trouble the "Superior . "  As much could be 
said of the other Yin and Yang vectors . 

The fourth step i s  to check upon the relations of 
all involved part ies as a whole ,  namely ,  the generat
ing and control l ing relations.  

Let us begin by looking at a simple case of 
"Parent" and central subj ect, th� case of a troubled 

1 72 



THE TA O OF COMPLETE RESOL UTION 

E 

a. Generating Relation b. Controlling Relation 

Figure 8. 2 

teenager and his form idable parents .  The parents,  
hav ing ga ined em inent  social  stand ing and wide 
recogni t ion for their substant ia l  ach ievements,  are 
much too strong in  comparison to their  son . Their 
influence upon him is  one of enormous pressure to 
succeed . He may grow up thinking he wil l  never 

measure up to them,  and his self-esteem may d imin
ish . The less self-esteem he has ,  the  m ore l i kely he 

wi l l  l ash out  in  defiant  ways .  He may get i nvolved 
with a cul t ,  become a drug addict, a crimina l ,  and so 
on. These are the suspicions .  If, however, the parents 
l im ited the ir social l ives, etc. (to l im i t  their own 
strength) or involved their son in their work (to 
augm ent their  son ' s  strength), the resul t ing balance 
would bring harmony and benefit  into the re lat ion
ship .  These are the supposi tions. 

Now we w i l l look at a more complex case .  

Suppose a large country (No . 1 )  invades a smal l 

country (No . 2) and tr ies to gain co ntro l over i t .  But  
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the  sm a l l  cou n try offers every poss ible advantage to 
a n o ther l arge coun try (No. 3) to br ing it into the 
con fl ic t .  The l a tter takes every advantage from the 
s m a l l  coun try and causes a l 1  possible hardsh ips for 
the  i n vading coun try . Meanwh ile ,  due to the unjust
n ess of th e invas ion , new concepts of moral i ty arise 
throughou t the world to assist  the invaded country. 

Figure 8. 3 Conquest Relations 
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Last ,  we wi l l  examine a most complex  case . 
Suppose the central subject is a machine . The inves
tors buy and ma in ta in  it because they want i t  to 
produce the products they se l l .  The operator controls 
and runs i t .  The more the operator con trols and runs 
it, the more products there are to se l l .  The more 

earnings there are , the more pleased the investors 
are . But then the machine begins to wear down,  

necessi tat ing new parts and at tachments .  The more 
repa i rs the machine needs, the more i mport an t  the 
operator becomes. But  the expenses hurt the inves
tors . See Figure 8 .4 .  

This si tuation involves almost every funct ion 

and relat ion, including the genera t i ng and control
l ing re lat ions . 

As anyone can see, any situation in  the world can 
be easi ly ana lyzed .  

3 .  A re l at ion that has been left out is  t h e  "Brother . " 

I t  must be d iscussed separate ly because i t  involves 

not only  the concepts exp l a ined ear l ier , but also the 
Magnet ic Field Theory expla i ned in Chapter 6. 

Since both "my Brothers" and "I" be long to the 

same element (i n the Five -Element  Theory) ,  both 
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share many si m i l ar causes . Unfortunate ly  the resul ts 
are not a lways the same because the Magnetic Fields 
occupied by each (pract ical  posi t ions) are d ifferent .  
Yel low S tone Sage l isted the  causes and effects of 
fifteen samenesses : 

a .  Peop le who work for the same goal wi l l  
he lp each other. 

b. People who have the same love will be 
concerned for each other. 

c .  Peop le who part ic ipate in the same evi l  
doings wi l l  cover for each other . 

d .  People who are of the same beauty wil l  be 
jealous of each other. 

e. People who are of the same inte l l igence 
will scheme upon each other .  

f .  People who are of the same rank wil l  i nfl ict 

harm upon each other . 

g .  People who look for the same profi t  wil l  be 
fi l led wi th pe rpetua l dread of each other .  

h .  Peop le who use the same kind of l anguage 
can bet ter  com municate  wi th each other .  

i .  Peop le who have the same fee l i ngs w i l l  feel  
close to e ach othe r .  

j .  People who suffer the  same k i nd of fr igh t 
wil l  depe nd on e ach other .  

k .  People who have the same kind of thoughts 
wil l  be in t i mate with e ach other.  
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I. People who are attacked by the same enemy 
wil l  fight the enemy toge the r .  

m .  People who have the same habi ts  w i l l  be 

attracted to each other .  

n.  People who are from the same technical 
fie ld wil l  steal from each other .  

o .  People who have the same ta lents wi l l  
compete wi th each o ther . 

And the l ist could go on .  
These fundamental perceptions are the  perfect 

tools al lowing an analyzer to immediate ly foresee 
the possible resul ts in any si tuat ion.  

The Five-Star System provides us with a perfect thinking 
procedure for analyzing any si tuat ion .  Because of i t  a leader 
will automatical ly th ink not only from his own posit ion, but 
also from al l  other relevant posi t ions, including those of 
opponents . Then he can be sure of making a decision that is 
perfectly right .  And he can rest assured knowing he will 
never be victimized by h is own ignorance again l ike the 
thousands of talented figures in history . lt used to be that God 
was blamed for such fai lures .  But why should God be 
blamed for their being vict imized by their own bl i ndness? 

IV. COMPOSITION 

The entire thinking process is  very much l i ke cooking . First  al l  

the necessary materials  (or inform ation) are gathered together and 
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t hen  pre pared and cooked (thought out) .  But  after cook i ng, the 
resu l t s  m ust be arranged decorat ively and served for al l  to enjoy . I n  
other words, the results of the t h i nk ing  process must be arranged i n  
a composit ion . 

I t  is  suggested in  Kuei Ku Tzu th at when the th i nking process is 

fin i shed,  the resul ts should be incorporated i nto three composit ions .  
Each composit ion is  to expla in  each of three decis ions to be chosen 
final ly  by the decision m aker. Whoever the decision m aker may be,  
whether he i s  the author of the composi t ion or not, he will  find all  
three of the decisions to be h elpful . One of the decis ions should be 
the formal decision ; the other two should be  the al ternatives,  to be 
rel ied upon in case the form al decision becomes too d ifficul t  to carry 
out . Each decision must ,  therefore,  be wri tten out ful l y .  A composi
t ion will contain at least four paragraphs : 

A. The first paragraph conta ins the theme (dec i s ion) and i ts 
exposi tion . 

B .  The second contains the major theory that supports the 

them e and the reasons--especi a l ly  evidence-for that sup
port .  

C. The th ird contains opposing or d i fferent  poin ts of vie·w, 
and the reasons and evidence explain ing why the decision 
may or may not be acceptable .  

D .  The fourth i s  the conclusion and explains why the chosen 
solution should be the only solution . 

This formula for composing one ' s  thoughts i s  derived from 
Taoistic Quaternary Logic, which wi l l  be explained in the next 
chapter. In order for anyth ing  to be stable there must be four 

supporting legs, i nstead of three or less .  Therefore, the Sage sug
gested that a composit ion be four-sect ioned, to assure completeness . 
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Furthermore , when someone comm its h is  thoughts to paper, he 
must logica l ly  rev iew his concepts, reasons, rat ionales,  and proofs 

before stringing the words together,  someth ing  rarely done during 
conversat ion or s impl e  th inking.  

The formula for composi t ion incorporates both logical i nduc
tion and deduct ion , in addi t ion to e l ic i t ing d ialect ical  demonstra
t ions .  Thus,  every point  of v iew wi l l  be eventual l y  accounted for.  

Until  th is  point i s  reached,  the "food" that i s  "cooked" is not ready 
to be "eaten ."  

V. FINA L DECISION 

A. Three Reasons for the Occurrence 

of Wrong Decisions 

The resul ts  of a decis ion can be e i ther r ight or wrong.  

Nobody can know beforehand what the resu1 ts wil l  be;  the 
only way to determ ine whether a decision is  r ight or wrong 
is to wait  it out after i t  has been carried out .  Uncom monly 
known, the  success rate of a decis ion can be he ightened to 90 
percent,  if it is m ade in accordance wi th  the principles 
described earl ier .  But what about the 10 percent chance of 

m aking a wrong decision? After goi ng th rough so much 
hardsh ip  to reach a logical decis ion ,  how could  th ings s t i l l  go 
wrong? These are the reasons : 

1. The decis ion i s  basica l l y  m ade aga i nst the Univer
sal  Law (for det a i l s , ple ase re fe r  to The Great Tao, 

Chapter 8) .  

2.  An unforeseen acciden t h appens a ft e r  the  dec is ion 

i s  carr ie d out .  I n  Com m a n der  Chang ' s  case , for 
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example ,  everyth i ng went accord i ng to pl an . But if a 
wa1 1 of water was re leased sudden l y from the moun
tains in the midd le  of construction , swe eping away 
the workers and fl ood ing the construct ion s i te ,  the 
m ission would  h ave fai led complete ly . Even so, the 
Taoist scholar  w i l l  not al l ow people to excuse them
se lves for a mistake such as th is ,  because every 
decis ion i s  backed up by two con t ingen cy decis i ons , 
wh ich shou l d  i nc lude  al l  other poss ib l e  s i tuat ions . 
When one i s  doing repa ir work on a bridge , the 
poss ib i l i ty of a fl ood must be taken into account . 

3 .  The decis ion-maker ' s hea lth i s  comp l ete l y out of 
balance . At the  begi nn ing  of th is chapter , the  fun c

t ions of the bra in  and organs  were expl a ined .  An 
unhea l thy  person w i 1 1  m ake un hea l thy dec is ions .  

God gran ted hu m an beings the abi l i t ies to fee l emot iona l l y , 

t h i nk,  and m ake decisions .  Human beings should apply these gifts 
fu l l y  i n  order to i mprove themselves . Because m istakes too can be 
part of the learn i ng process,  they shou l d  be accepted. I wish there is 
a sp i r i t  or force out  there wa it ing to be cai J ed upon to supply us with 
al J sorts of knowl edge and win n ing advice , but, clever readers, you 
shou ld  know the answer . 

B. Styles of Decision Making 

There are basical l y  th ree known sty les of dec ision 
making :  

1 .  DECISION MAKING BY A GROUP 

Voting or consensus-ach iev ing negot iat ion is 
used by organ izat iona l me mbe rs to arrive at a final 
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decision . Demonstrat ions of the usc of t h i s  s t y l e  by 

some Japanese corpora t ions were recorded hy for

e ign cameras .  Many schol ars, see ing that J apanese 
workmansh ip and produc ts w e re excee d i ng people ' s  

expectat ions quick ly , a t tr ibu ted most of the  i m 

proveme nts t o  t h i s  sty le  of dec is ion  m a k i n g .  Actu
al ly th is  sty le  has two major prob l e m s ,  w h ich are 
exp l a ine d  as fol lows : 

a .  It  is  most effect ive for ga in ing e mp loyee 
feedback on plans for a corporate picnic or other 
specia l  events.  The though t that a corporation , in  
order to stay compe t i t ive in  the market , would 
delay introducing a new product, so  that  everyone 
could  reach a ful l  understanding of the product 
and then vote or negot iate back and forth unti l  

everyone i s  absolute ly  conv inced i t  w i l l  succeed, 
i s  rathe r  ridiculous . What about corporate spies? 
From my observations,  this style is found to be 
used especial l y  by middle- level  managers in 
over-sized corporat ions for destructive purposes.  
When a m anager fears the consequences of a 
wrong decision, he wi l l  purpose ly drag a l l  h is  
subord inates into the  decision - making process 
to di lute the blame . 

b .  If no one can be he ld accountable for any thi ng, 
incompetence and inefficiency are the inevi
table resul ts . Actual ly in Japan, no theory ex ists 
recommending that such an evasive , "Tai-Chi 
Chuan" style be tolerated . But in  rea l i ty if  a 
superior chooses to play this game, a subordi 
nate has no cho ice but  to  p lay  wi th h im.  Such 
maneuvenngs cannot possib ly  be the secre t 
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beh i nd J a panese i n dustr i a l  s tre n gt h ,  i n  m y 
op i n ion . If  anyth i ng, th is sty le  of decision m a k ing 

I S  a curse . 

Then what are the rea l  reasons for the boom i n  

Japanese product iv i ty ? After i ts defeat  i n  World War 
II, Japan became a subj ugated nat ion for the fi rst 
t ime in h i story . The people  thought they suffered a 
great hum i l i at ion,  a n d  a pervasive i nferiori ty com 

plex fueled their  desire to rej uven ate the ir  nat ion 
through dedicated work and  personal  sacrifice.  I 
personal ly  contacted many  great  leaders of Japanese 
industry , l i s tened to the i r  com m ents ,  and read their  
wri t ings .  Everywhere I fou n d  im pass ioned state

m ents of ind ignat io n .  The on ly  pr iori ty i n  their l ives 
is to retrieve their personal and nat ional d igni ty .  

S imply put ,  i t  is working spiri t ,  d i rected correctly ,  
that makes Japanese products superior .  

Forty years l ater, the sense of urgency has d imin
ished, s ince the la tter genera t ions have been brought 
up in relative comfort . There is a great fear that 

compl acency may dim in ish the competitive spirit ;  
consequent ly ,  tremendous efforts have been d i rected 

at t ightening the educa t ional system . The pressures 
that drive Japanese youth are tremendous. I hope 
Japanese qual i ty may remain constant for a long 
time .  

2. DECISION MAKING BY A LEADER 

Leaders exist to lead people .  To lead is, above a l l  
else, to m ake decis ions .  If leaders cannot make 
decisions, they are not leaders. In Japan, and even 
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throughout the worl d ,  Matsush i ta ' s  decis iveness i s  
known t o  b e  e xtraordi nary . O n  t h e  con t inent ,  Taoism 
has been placing great emphasis on good leaders 
m aking good dec i sions .  Because even the best lead
ers m ake wrong decis ions,  the Sages have d iscour
aged leaders from placi ng too much trust in their  own 
abi l i t ies  and encouraged them to arm themse lves 

with counsel from others.  The Sages condemned 
those who never bother to take counsel  wi th others as 
a cruel  autocrat .  Th is  does not mean ,  however, that 
a l eader shou ld let everyone vote on a decision ; i t  
means that a l eader should do al l  his hom ework and 
st i l l  take counsel wi th others to reconfirm his righ t
ness .  Once Pres ident  Abrah am Li ncoln asked h is  
cab inet  m embers to express the ir  op in ions on a par
t icular  m atter.  All had opposing poi n ts of v i ew,  but 

the Pres ident  went ahead wi th his p lan s a n yway . 

That i s  cal led  leadersh i p . 

Due to the importance of leadershi p,  the ent i rety 

of the fo l low i ng chapter w i l l  be devoted to the 

subj ect a lso .  

3 .  DECISION MAKING BY A B RAIN TRUST 

History h as shown that  the bra i n  trust  has  been a 
consistent  reservoir  of decis ions of great  effective
ness  and exce l lence . The G reat  Duke Chi ang,  Shang, 

whose story was to l d  a t  the very begi n n i ng, was a 

one-m a n  bra i n  trus t .  So was Marqui s  Chang,  Liang,  

whose story was tol d i n  Chapter 7.  The th i rd and 
most famous paragon of the one-man bra i n  trust 
system was Marqu i s Chu- Ko,  Li ang,  who served 

Emperor Li u ,  Pei  d ur ing the Three Ki ngdom Period 
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( 1 87-265 A.D.) .  Chu-Ko,  Li ang was a Taoist  scholar 
with a learned reputation . To obtain Chu-Ko ' s consent 
to counsel h im,  Prefect Liu v isi ted  the scholar ' s  
hom e three t imes.  Twice Chu-Ko avoided rece iv ing 
Liu unt i l  he  was deepl y m oved by the  s inceri ty of 
Li u ' s  th ird visi t .  So, as the Prefect ' s  Chief Counsel , 
Chu-Ko he lped him bu i ld an empire from noth ing 
and m ade h im Em peror. Chu-Ko ' s  story became 
another fam ous testimonia )  for the  im portance of 
counse l . 

Behind every great  emperor i n  Ch inese h istory 
stands a Tao ist scho lar , work i ng beh ind the scenes .  
On ly thus were ach ievements of the highest excel
lence attained, because only Taoist scholars had 
comprehensive knowledge of and train ing i n  man
agemen t . Because the i r  object ives were never fo

cused on the throne, they never plotted to subvert any 
seat  of highest honor. The i r  influence was one of 
peace and prosperi ty . 

C. Decision Maki ng Results 

No mat ter what style you choose to use to make your 

decision, the foreseeable resu l ts can be categorized as the 
fol lowing: 

1 .  Everybody wins .  

2 .  I win and nobody loses . 

3 .  I win  and others lose . 

4 .  Everybody loses . 
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D. Optimizing Results 

In order  to secure better resul ts  for your decisions,  
Yel low Stone Sage said the fol low i ng shou ld  be observed : 

1 .  One m ust not  be se l fish and greed y .  

2.  O n e  must n o t  repl ace o n e  decis ion wi th another .  

3. One m ust not  del iver  less than prom i sed .  

4. One m u s t  not  rej ect those whom one h as i nv i ted .  

5 . One must  watch for honest  m i stakes of  th i s  nature :  

d i ffere n t  perso n al i t i es hold d i fferen t  v iews, there

fore m ake bi ased deci s ions .  (Refer to Chapter 5 . ) 

6.  As the decis ion m aker, one must do Internal  
Exerci ses to b al ance one ' s  i n tern al organs and 

i mprove the  funct i on of the brai n .  (If, for example ,  
th e p iano i s  not  tuned,  th e  m usic that  i s  produced wi l l  
be com pl etel y d i ssonant .  I ntern al Exerci ses are the 
best ways to self-tune the bod y .  Th e y  are not l i m i ted 
by  space or t ime,  are easy to do, and are complete ly  

safe and effect ive . Doing the exercises,  after a period 
of ti m e ,  can el evate the functi ons of the body unti l  i t  

reach es the h igh est  l eve l of perform an ce .  The n ,  as 

Lao Tzu described ,  you need not set one foot out the 
door and you wi l l  know all  that  i s  u nder the heavens, 

and you n eed not l ook out the wi n dow to know the 
Tao of Heaven . )  (Refer to the Appendix ,  Chap ter 3, 
and The Complete System of Self-Healing: Internal  

Exercises, which was n amed i n  the Apri l 27 ,  1 987 

issue of Fortune m agazi ne as one of the "ten books 

bosses read . ") 
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About leadersh ip Lao Tzu sa id , " Govern ing a great state i s  l ike 
cooking sma i J  fish . . . .  It is the TAO (WAY) of HEA YEN not to 

strive ,  and yet it sk i l i fu l l y overcomes;  not to verbal ly speak, and it 
is ski l 1 fu 1  in (obta in ing) the right response ; does not summon, and 
yet people com e  to i t  of themselves . l ts  demonstrations are qu ie t , and 
yet  i ts  plans are ski l iful and effective . Th e m esh es  of th e net  of 
heaven are l arge and far apart, yet i t  a l lows noth ing to escap e ." 



CHAPrER 9  

THE TAO OF 

INTERCOMMUNICATION 

I. MESSAGES 

Hum an beings possess physical bodies .  Thi s  s imple  fact alone is  
the cause of al l  the endl ess tria ls  and tribu l at ions i n  human h istory . 

Lao Tzu sai d ,  "What makes me l i able  to grea t  calam ity i s  my having 

th is  body (wh ich I cal l  "Myself ') ;  if  I had not th i s  body, what great 
cal amity cou ld  befal l  me?" But most unfortunately who on the face 

of th i s  earth is not wi thout a body? Everyone then must cater to the  
fou r  basic physical inst incts :  enterta inment ,  content ion,  consump
t ion , and reproduction . 

These inst incts can be narrowed down to two gu id ing pri nci p l e s :  

1 )  anyth ing that is  good for me I want ;  and 2)  anyth ing t h a t  i s  b a d  for 

me I do not want .  The former is  a need to get-Yang. The l a t te r  i s  
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a need to a\ 'Oid-Yin . Frankly ,  all the th ings that human be ings have 
ever don e  could be placed in to these two categories ,  though the truth 
m ay not  be obvious at  first glance . 

In order to ensure that thei r  needs w i ll be fully honored by others, 
human beings wi l l  camouflage thei r  " need messages" various ways.  
Poets can compose hundreds of poems i n  praise of flowers ( i t  seems 
to  have hundreds of meanings for them), but  p lants cannot express 
the i r  flowers in such eloquent term s .  For p lants flowers are direct 
displays of only one thing : that which forces cats to scream in late 

spring. Because human beings have been equ ipped w ith much more 
complex functions,  even simple needs l ike those of plants and cats 
wi l l  be expressed much more complexly and artistically . 

Because hum an beings also possess mental  and spiritual bodies 

in addition to physical bodies,  and because these three folds of the 

body are melded together, the "need messages" that are sent out will 
be very complicated . Painstaking effort is  needed to figure them out .  

I f  different " need m essages" get crossed,  that  i s  when calam i ty 
occurs . 

Crossed messages can be  explained on  two levels : 

A. Internal Message Chaos 

The messages from the spiritual body,  mental body,  and 

physical body have al l  been muddled .  When the true order of 

influence is unchanged, the spiri tual body guides the menta l 
body , the mental  body in  turn guides the physical body,  and 

the en t i re human body is a t  peace . All actions and behaviors 

are balanced,  moral ,  and wise , indicat ing a healthy condi
t ion. But  when the order of  in fluence is  d istorted,  the ent ire 
body wil l  be sick and at  war with i tself. The result ing actions 

will  be immoral  and fool ish . Because both the spiritual and 
mental bodies are confined wi thin the physical body , and 
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because the physical body is  l im ited by space and t ime.  the 
inst incts of the physical body are play ing most v is ib le roles .  

This is  so even at  the evolut ionary level  of the  Sage � egos st i l l  
rema1n .  

The physical body,  w i th i ts  i nst incts and l im itat ions, 
loses its influence at the h ighe r stages of evolu tion . When an 
indiv idual cannot be l im ited by tim e ,  he wil l  be cal led Trans

formed Immortal . When an individual cannot be l imited by 
space , he w ill be called Te rrestrial  Immortal . When an 

individual  cannot be l im ited by space or t ime,  he wil l  be 
called a Celestial Immortal , l ike God himself. 

Eventually everyone,  through continuing cult ivat ion,  
will reach the highest evolutionary level . Taoism is the 
science that helps human beings reach this goal ( explan a

tions throughout and towards the end of this book; for fu rther 

instructions please refer to The Great Tao) .  Lao Tzu assures 

us  with these words : "The tree which fills the arms grows 

from the tiniest sprout ;  a tower of nine stories rises from a 

small heap of earth;  the journey of a thousand miles com
m ences with a single step . "  

B. Intercourse Chaos 

When messages be tween or among people have been 
muddled, various problems arise . Human beings live within 

the confines of space and time,  so every individual ' s  think
ing, embellished with unique interests and styles, is as varied 
as people ' s  looks.  Each bas his own interests and unique 
style .  No one, then, can completely avoid conflicts ; someone 
has to be inj u red.  But nobody is able to predict what is to be . 
To help us know, Sage Kuei  Ku described five crit ical 
conditions under which human beings operate : 
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1 . ILLNESS 

The m ighty can be disabled by disease.  There is 
no l i fe that can escape disease ent ire ly .  I l lness can be 
regarded as a lesson to be learned by a particular 
ind ividual ; eventual ly i t  may be seen as a stimulant . 
But in most cases, i t  reduces an individual ' s  capabil i 
t ies, especial ly when i t  i s  chronic ,  when talent i s  
always crippled .  

2 .  FEAR 

Fear and enmi ty always come toge ther .  By natu
ral d isasters or accidents, by dead ly enemies or small  
insects, human l i fe can be ended at any moment .  In 
order to stay safe ,  one must be alert . Though fear is 
an accumulation of a lertness, i t  can also be psycho
log ical ly cripp l ing . As King Solomon said , "The 
s lothfu l man sa i th , There is a l ion without, I shall be 
sla in  in the streets . " 

3 .  WORRY 

The possib i l ity of losing benefits or profits can 
cause people to worry to death . The potential of 

ge tt ing food, clo thing , housing, position, fame,  or 
entertainment can worry people s ick . Worry and 
nervousness always come hand in hand .  

4 . ANGER 

Frustration p roduces anger ,  and anger produces 
impulsiveness . Impuls iveness produces m istakes, 
and m istakes produce more frustrat ion .  Anger, stress 
and tension con1e  together .  
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5 . JOY 

Yang Tzu (or Yang. Chu [600 B .C.-] , a ph i loso
pher who advocated extreme se l fi shness-that is, to 
th ink of noth ing but one ' s  own ga in) sa id ,  " Suppose 
a pe rson l i ves a certa i n  nu mber of yea rs .  His  ch i l d 
hood and  o ld  age takes about ha l f h i s  l i fet ime  away.  
Then s leep at night and rest du r ing the day takes the 

rema in i ng half away .  Then s ickness, sorrow, affl ic
t ion ,  confus ion . and fear  take the rema in i ng ha l f  

away .  He has  a lmost no t ime  left for joy ! "  But  Lao 
Tzu said ,  "The moment  people  open the i r  hearts to 

happiness , sorrow has a l ready fol lowed in . "  Because 

joy relaxes people ' s  defenses , pleasure and careless

ness replace carefu lness .  Great sorrow wi l l  then 

sneak in l ike a th ief. 

With few except ions,  the mu l t i tude of th is  world suffers 
from the above Five Weaknesses of Human Nature .  Some 

people wil l  take advantage of these weaknesses to manipulate 
others (for example ,  one of two lovers c la ims to have a 
headache just before bedt ime-a frequent ly used excuse) .  

But a leader wi l l  know how to recast th is  as a weapon to 

conquer whoever needs to be conquered, includ ing 

themselves . 
For example ,  Yel low Stone Sage said ,  "A leader must 

know how to u t i l ize his anger properly . Sometimes anger is 
the only power that gets things done . "  

At other t imes,  anger needs to be  d issolved out of  angry 
people .  Countless examples of th is  can be found i n  h istory or 
an individual ' s  l ibrary of experiences, but one example  
emerges for i t s  many sharp messages, namely,  the  story of a 
won1an who was accused of adul tery and who was brought 
to Jesus by an angry mob .  In John 8 : 3- 1 1 ,  the angry mob 
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taun ted Jesu s by asking : "Now Moses i n  the l aw commended 
us that such should be stoned . But  what sayest  thou ?" The 

impl i cat i ons of these words were great , for they confronted 
Jesus wi th a d i lemma .  If Jesus answered "Yes, " the mob 
would  say, "Did you not teach love and save? How could you 
let her be stoned? You are a hypocri te ."  If he answered "No," 
the mob would accuse him of be t ray ing the Law of Moses, 
and stone him too . It  was a cri t ical  t ime i ndeed for Jesus,  but  
he calm l y stooped down and wrote on the ground with h is 

fi nger. I suspect he was wri t ing the words "sin , "  " l iar," etc. 

And when they cont inued to ask him "he l i fted up himself, 
and said unto them ,  He that  i s  without s in among you , le t  h im 
fi rst cast a stone at her. " He checked the  mob wi th  the  same 

d i lemma.  But fi rst he stooped down-an act d i splaying hu
m i l i ty , qu ietude , si lence , coolness,  etc .-and diminished the 
mob ' s  angry energy without v iolence.  Then he kept writ ing 

on the ground words that may have reminded the mob of its 

own s ins .  Fi n a l l y  he stood up and told them that the pure 
among them may cast the fi rst stone . Those words not only 
prevented him from breaking the Law of Moses and h is  own 
teach ings , but also forced the mob to choose between prov

ing i ts purity or hypocrisy . The only choice left was for the 
mob to scatter. The elders probably left fi rst fol lowed by the 

youngsters ,  who were ,  of course ,  less scheming. Jesus did 
not condemn the woman but sent her away te l l ing her not to 
s in aga i n . A ski l lful  communicator can send clear and 
powe rful  messages through the use of verbal and nonverbal 
l anguages to h i t  the n a i l s of human weaknesses right on the 
head . 

Hun1an bei ngs are very comp l icated creatures indeed .  In 
the above case , n1os t of the messages that  were sent out were 
verbal-only a small  port ion was expressed by body act ion 
or movement . Th is  i s  considered to be a re lat ively simple 
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case , and is rare ly  found in the pract ical  world .  si nce human 
messages are i n freque nt ly de l ivered through d i rect speech . 
In most cases,  the true meaning must be i nterpreted . Human 
bei ngs seem to enjoy the i r  own interpret ive abi l i t ies .  

II. INTERPRETATION 

A story was handed down from long ago about a Buddh i st mon k  
who owned a very sm all  temple a n d  l i ved a very poor, un recogn i zed 
l i fe with  two d i sciples.  

One day the d isciples said to the monk, "Master, are you not 
getting t i red of th is  kind of l i fe?  Why can ' t  we becom e rich and 
famous like the other monks?" The master agreed and asked , "Do 
you have any ideas?" The clever d i sci ples expla in ed the i r  idea and 
again the monk agreed . Immediately,  the d i sciples began a publ icity 
campaign , tel l ing al l the vi l lagers that a certa i n  Bodhi sattva ap
peared and made thei r master psychic and that the i r  master would be 
kind and generous enough to share h is  en l i gh tenment with others 
and to guide those who seek help .  

At fi rst , only a few people cam e to seek guidance .  But when 
these people test ified to the monk ' s  accuracy , more and more people 
came, and the monks became rich and famous.  They rebui l t  the i r  
temple , attracting even more people and money.  In the consultation 
room, they instal led a thron e- l i ke chair  for the master, so that he sat 
regal ly l i ke a Buddha.  On both s ides of the master stood the two 

d isciples,  who signaled to thei r master the th ings to say . 
The disciples did qui te a bi t of detective work on the people  who 

made appo i ntmen ts to see the master. Among the three of them , 
certain codes were devised to he lp the master recall  forgotten 
informat ion .  If a question came up that they were unable to research,  

they would use arbi trary words from the Sutra and thereby get by.  
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One d a y ,  when the d isc iples were out doing some i nvest iga t i ve 
work for the  next  appoin tment ,  a hera ld suddenly  appeared and 
an noun ced that  the governor had arrived and wanted i m m ed i ate ly  to 
consu lt  privately with the monk.  The monk had no choice but to 
agree .  

The governor came i n, and,  after exchangi ng the  proper sal uta
t ions wi th  the monk, seated h i m self  across from the m onk on the 
other side of the room . The governor asked h i s  first quest ion : How 
safe was h is  pos i t ion? 

The m onk absolutely d id  not know and,  terribly anxious  for h is  
d isciples ' return, kept looki ng to h is  r ight  and left sides for them . He 
was u n able  to ut ter  one word . 

The governor, at first confused, then nodded as i f  he understood . 
He wen t on to h is  second quest ion : Was he going to be promoted? 

The monk, in a pan ic, looked up at the ce i l ing as if  to say, "How 
i n  heaven ' s  name would I know? " Then he  looked dow n ,  stil l  unable 

to utter a word . 

But the governor nodded h i s  head aga in .  He went on to h is  th ird 

quest ion :  How much success would he have if  he declared i ndepend
ence from the central government? 

At this  po in t , the monk was so nervous he could do noth ing but 

cover his ears with his hands and shake his head, crying, " I do not 
know ! I do not know ! " He became so hysterical he passed out . 

The governor stood up, bowed, and left the room . When his 
counselors asked him how he fel t  about the consultat ion , the 

governor repl ied, "The monk is l ike God ! He answered every ques

t ion I had long harbored . He saved my l i fe ! "  Because of these 
comments, the monk became even more famous.  

Why was the governor so pleased? 

Al though he d i d  not rea l ize i t ,  every answer came from his  own 
i n terpre tat ions , not from the monk. He in terpreted the first "answer" 
to mean "Be carefu l .  . . .  Look around you . . . .  Someone is  wai t ing 
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to do you harm . "  The second "answer" was i nterpreted to mean 
"Everyth ing i s  i n  your favor. Your are de fin i te ly  going  to get a 

promotion . ' ' The th i rd "answer," the covering of the ears and 
shaking of the head, was in terpre ted to mean that h i s  proposal was 

aga inst the l aw, that it must never be carr ied out .  The cries of 
ignorance and fa in t ing were thought to be attempts at cutt ing h im off 
to protect h im from saying anyth ing more i ncrim inat ing in  case he 

was overheard .  
Interpretat ion i s  an art people tru l y  re l i sh indulg ing i n .  Every

day. everywhere ,  there are m i l l ions of "governors" interpret ing 

everyth ing that happens a round them ,  hard ly  m inding whether their 

in terpretat ions are correct or not .  Enormous numbers of people are 
enjoying themselves thus from the moment  the sun rises each 

. 
morn tng .  

In ancient Ch ina ,  the central government had a department 

special l y  set up to interpret God ' s  (un iversal) wil l .  Whenever there 

was an earthquake , tornado, flood, drought, locust invasion, etc . ,  the 
department would  i ssue i ts i nterpretation of how the heavens wanted 

the adm in istration to improve its pol icies .  The department a lso 
measured the accuracy of its interpretat i ons after its suggest ions 

were implemented .  The interpretations usual ly  helped promote 
good pol icies for the people .  

Of  a l l  the methods used in  interpret ing universal wil l ,  I-Ch ing i s  

probably  the  most accurate mathematical method to  emerge in  
human h istory (refer to  The Great Tao, Chapter 8). Because i t  i s  so 
logical and rat ional , it is almost second nature for those who wish to 

be successful to use it as an adviser. 
Now we must return to our subj ect, interpretat ion , wh ich is most 

necessary and vital to human survival . As Sage Kuei Ku expla ined ,  
"An insect flying may mean l i fe or death to an organ ization . "  Four 
procedures are involved in in terpretat ion .  According to Sage Kuei 
Ku , they are as fol lows :  

1 95 



THE TA O OF INTERCOMMUNICA TION 

A. Essence of Movement 

The interpreter m ust be a person who is  extremel y sti l l ,  
cal m ,  quiet ,  c ircumspect, a n d  extremely  knowl edgeabl e of 
h istory . According  to the theories of Yin and Yang, only the 
sti l l  can catch every m otion,  on l y  the i n active can overtake 
the act ion , and onl y  the m ot ionl ess can d is t i l l  the essence of 
movem ent.  Beh i nd anyth ing that m oves in the un iverse , 

there must be a reason or cause , for movement  i s  the effect . 
Sti l l ness and movement,  cause and effect-these are the 

four i nstruments of an i n terpreter .  

B. Picturing 

After the essence of m ovement h as been caught , the 

interpreter m u st begi n to draw a " picture . "  Sage Kue i  Ku 
cal led i t  " i m age . " Th i s  "p icture"  could  be a l andscape, m ap, 

statist ical  ch art, a " scratch of l ikeness" (of a crim inal , etc .) ,  
and so on . Som eti mes th is  "picture " can be j ust a story , fable ,  

or parabl e .  Then the in terpreter m ust search into  the past to 

try to fi nd a si m i l ar or c lose ly m atch ing " p i cture . "  If such a 

m atch can be found,  which i s  very l ike l y ,  the facts or h istory 
beh ind the m atch wi l l  be the m e an i ng of the new "picture . "  

For example ,  i f  a certa in  m ovement  i s  deve loping, and an 
expert interpreter takes its essence and pl aces i t  on a chart,  
he can com pare the chart to a s i m i l ar one that was formed 

forty ye ars ago and know th at the same resu l ts  wil l  occur for 
the present case . I f, in stead , the new " picture " is  a n  inde
pendent  phenom enon,  the in terpreter  has to compose new 

rat ionale  to expl a i n  i t .  
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C. Evidence 

No matter what ca tegory the " p ictu re .. be longs to, the 
in terpre ter is obl igated to col l ect as much i n forma t ion or 
ev idence as poss ib le  to support whatever the me a n i n g  of the 

interpre tat ion w i l l  be . Also,  the i n te rpreter  i s  respon s ib le for 

co l l ecting as much coun te r  evidence as poss ible .  

D .  Unmistaken Conclusion 

Final ly  the in terpre ter wi l l  be able to presen t h i s  conclu

sions , which wi l l  be h is best poss ib l e  interpretat ions, wh ich 
in turn will  contain  the least percentage of m i stakes. 

Any interpre tat ion could  be clouded by the interpreter ' s subjec
tiveness . Hence, precau t ionary m easures e l ic it ing object iv i ty and 

calmness and coolness of m ind are incorporated into the four 

procedures .  
You m ay wonder why we m ust l abor through such a d ifficult 

procedure and waste so much t ime and energy find ing out the true 

meaning of a message sent out by others .  Why not encourage 
everybody to use stra igh t talk instead? We could ask everyone to put 
every card on the table  in order to prevent interpretation m istakes ; 

but no matter how clear straigh t ta lk wi l l  be,  human be ings w i l l st i l l  
try t o  interpret other meanings i nto i t .  Maybe i t  i s  a human language 
problem : the words leave too many blanks to fi l L  Even the most 
stra ightforward k inds of talk-that is ,  between superiors and subor
dinates, husbands and wives, and so on-must st i l l  be figured out .  

Sometimes too much explanation can aggravate a bad si tuat ion : the 

more words there are , the more interpretat ions there are .  

A great leader , then,  must say few words .  His orders must be 

simp le , short, and clear .  And he must ask the l i stener to repeat the 
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order to be su re the mean ings understood are the same as the 
mean ings given . No more, no less. Unfortunately ,  in terpretat ion will 
never cease no matter what you do. 

Let us examine the case of Mr. B. ,  who was in middle manage
ment  and who was l iving not far from his boss Mr. M. ,  an Executive 
V. P .  From t ime to t ime Mr. M.  went over to Mr. B. ' s  house to have 
a drink and talk over matters . And Mr. B. was invited over to Mr. 
M. 's house occasional l y .  The increasing int imacy served both men 
wel l .  

Sudden ly Mr. B .  detected some coldness from Mr. M.  after h is 
last v is i t  to Mr. B . ' s  house . Th is made Mr. B .  very uncomfortable . 
As hard as he tried he cou ld not figure out what caused the change . 

He then came to me for consul tat ion . And we went over every 
deta i l ,  screened out the previous vi sits, and fina l ly  concentrated on 
the last visi t  to Mr. B . ' s  house . We reexamined everything that hap
pened during the vis i t .  

One "picture" showed Mr. B . ' s  wife cal l ing Mr. B .  from the 
other room as he and Mr. M. were talking. Mr. B. excused h imself 
and left for the other room, ta lked to h i s  wife for a l it t le whi le ,  and 
then reappeared in the l iving room .  Mr. M. said, "Wel l ,  I had better 
get going. " Mr. B .  immed iate l y  went to the front  door and opened the 
door for Mr. M. and Mr. M.  left .  

Th is scene defin itely rai sed some quest ions .  Mr .  M.  may have 

interpreted that he was not welcome . Even worse , Mr. M. may have 
thought he was being thrown out of the house in a rude,  unbearable, 
and insu l t ing manner. 

But Mr .  B.  and his wife were complete ly unaware they had done 
any th ing  wrong. To Mr. B . ,  he was on l y  honoring Mr. M. ' s wishes, 
show i ng h i s  respect , and be ing pol i te by ho ld ing the door open .  1-Iis 
w ife ca l l ed  him away on l y  to ren1 ind  h im of something before he 
forgot .  And he d id  not ask Mr. M .  to stay long because he thought 
Mr. M. was t i red after a long day and needed to go home and rest . 
He was en t i re ly  unaware tha t  two and two added together cou ld 
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mean something other than four  to others .  

Remi nded of th is  Mr.  B.  fe l t terr ible  and w anted to go d i rect l y  
t o  M r .  M .  t o  expla in .  but I stopped h i m  from do ing so because i t 
m i ght  cause Mr.  M .  some embarrassment . The best sol u t ion was to 
ignore the ent i re episode and th ink  of fi nd ing a bette r opportu n i ty to 

restore the re l a t ionsh i p .  Fortun a te l y the occasi on came soon : Mr .  

M. ' s  daughter ' s bi rthd ay . 
Mr. and Mrs. B .  brough t a n ice g ift from Mr.  B . ' s  hometown to 

Mr. M. ' s  house . Then Mr . B. expl a i ned to Mr. M. that Mrs . B. had 

pl anned for this  occasion a long t i me, that  she h ad wanted to tel l  h i m  

(Mr. M . )  that n igh t he come over t o  the i r  house,  that after d iscuss ing 

it  over they h ad decided to keep i t  a secret unt i l  h is daughter ' s 

b i rthday , and that they had decided instead to br ing the gift over 

personal ly  to su rpri se h i s  daughter .  The exp l a n at ion made Mr. M .  

very happy and subtly swept away the clouds o f  suspicion . The re

after, the int imate re l at ionsh ip between them l asted a long t ime .  Mr. 

B .  w as promoted con t inu a l l y .  

III. PERSUASION 

Persuasion is what i nduces others to bel ieve, th i nk, or do wh a t 
someone wants .  By defin i t ion persuasion (and subsequent ly  any 

method of persuasion) i s  l im i ted to infl u encing emotions and w i l l s .  

In  contrast the word "convince" is  used to  describe a method ' s  act ion 
if i t  appeals to reason , rat ionale , and understanding.  Fi nd i ng a word 

that captures  both sets of nuances is  d i fficu l t .  The three facul t ies of 

the mental body-thought (rationale) ,  emotion , and will (decis ion 

making)-al l work together and are inseparable ,  but  there i s n o  word 

that i ncorporates a l l  of these mea n i ngs .  For pu rposes of fu rth er ing 
understand ing, the defi n i t ion for the word "persu ade " w i l 1  inc l u de 

the defin it ion for the word "convince . "  The word "convince, ,  re ta i n s  

1 99 



THE TA O OF INTERCOMMUNICA TION 

i ts origina l  m ean ing and may he used  in terch angeabl y with " per
su ade," depend i ng on the c i rcumstances .  

In  an  organization the  leaders are responsibl e for cl ari fy ing 
m issions, motivat ing working spir i t ,  supervis ing work procedures,  
so lv ing al l  kinds of problems ,  control J ing  workm anship and produc
t iv i ty ,  m aking decis ions,  and so on .  In order to do al l  these wel l ,  
lead ers have to re l y  o n  the ir  powers of persuasion every step of the 
way. If the organ izat i on is  a powerfu l structure and the leaders are 
backed up by power, then  leaders need only give orders i n  case any 
persuasion i s  neede d .  In such s i tuat ions the leaders preva i l  over their 
suhordinates, since the leaders are in a favored pos i t ion . Prefe rence 

of th is nature makes work easier . But if the organ izat ion is structured 
so that power is equ a l ly d istributed am ong the workers and leaders 
cannot give orders, then the only weapon l eaders have left may be 
persuasion . So far, we have d iscussed two kinds of persuasive 
methods :  preva i l ing orders and ord i n ary persuasion . Both wil l  be 

d iscussed in  deta i l i n  the paragraphs that follow. 
Persuasion is not sole ly used by leaders on workers ; sometimes 

workers need to induce their l eaders too . S ince the priv ilege of 
m aking the final decision often belongs to the boss , persuasion from 
subord inates is often presented in the form of suggestions .  A good 

suggest ion may concern the well -be ing of many people .  Sometimes 
i t  concerns matters of l ife and death . How bosses may be persuaded 

to accept a suggest ion wi l l  be another focus of th is chapter .  

A. Order 

When leaders i n  favored pos i t ions to preva i l  ove r  subor

d i nates use verba l ,  nonverbal , or writ ten means  to issue 
orde rs, t he rece ivers must e xecute the order  in accordance 

w i th  the contents of the  order,  u nde r normal circumstances .  
Why must orders be  e xecute d ?  
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1 .  RULE OF ORDERS 

Th ree ru les  m ake the  orders executab le : 

a .  Do as I say;  you wi l l  be rewarded .  

b.  Do as I say;  i f  you d i sobey,  you wi l l  be  

pun ish e d .  

c .  D o  as I say because i t  i s  lega l ,  reason abl e ,  or 

rationa l  to do so. Th is  must  be suppl emented by. 

passion or emotion on the part of the subord i 

nates .  I f  rapport h as been estab l i sh ed between a 

leader and h is fol l owers (because of patri otism , 

love fe l t  by subordinates for the i r  leader,  fee l 
ings of obl i gat ion towards h i m ,  and so on) they 

wil l  do anything-even d i e-for h im . 

In al l cases , order  and power goes hand i n  hand .  To 

ensure that an order is  executed ful ly ,  the l eader must h ave 

or be backed up by enough power. Otherwise,  how wil l  h e  

reward subord in ates for j obs wel l -done?  How wil l he pun ish 

those who d isobey h i m ?  Even though subordi n ates m ay 

sympath ize with their leader,  or know he is r ight in the i r  

hearts, they  wi l l  not  obey h im if  they  cannot derive advan

tages from obeying, nor wi l l  they obey if  they know they 

cannot be pun ished . When they see a l ack of power, they wi l l  
pl ace themselves i n  a "wait  and see" posi t ion . Then the 

leader wil l be stranded .  
I n  1 899 , the young Emperor Kuan-Hsu was watching h is 

empire crumble .  Narcotics (opium) were smugg led inces
sant ly in to every corner of the country. Crim e  was rampant .  
The trade and national deficits were astronom ical . The enti re 
government was overwhelmed by bureacracy, id lers , ex
travagance, and waste . Almost every official  was i nvolved 
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i n  som e form of scandal  or corrupt ion . Th e econom y and 

i ndustr ies fe l l  in to extre m e  d i ffi cu l t i e s .  Th e e n t i re country 

was in an incom pet i t ive s i tuat ion , and at the root of a l l  the  

prob l ems was government  i n com petence .  Emperor Ku a n 

Hsu tried to reform t h e  governm ent and th e system by 

issu ing enormous numbers of i m peri a l  orders . At t imes one 
hun dred imperia l orders were issued in a d a y .  One hundred 
days later, h e  was im prisoned ,  end ing what was to be ca l l ed 
by h istorians the  Hundred-Day Reform at ion . Later h e  was 

poisoned to death a t  th i rty -s ix  years of age . Though he h ad 
the empty t i t le  of Em pe ror, he had no power, so none  of h i s  

im peria l orders was executed . B u t  h is defeat  d id  change the 
entire h istory of Chi n a .  Three years later after h is death came 
the revo lu t ionary downfal l  of the D ynasty . O therwise,  the  
present-day government  would be s im i lar  to th ose of Bri ta in 
or Japan . 

As you can see, the emperor meant wel l ,  but everything 
h e  did went aga inst the three rules .  Consequently h i s  orders 
were worthless. He could have gone along with the o ld 
powers and waited for more favorable t iming .  Or he  could 
have became one of the corrupt to ensure h is  survival . But he 
chose none of these; he  chose a very short- l ived al ternative .  
He would do what an emperor should do,  regardless of 
success or defeat .  Perhaps deep in h i s  heart he  knew he was 

doomed for defeat . But at least he won a favorable name in 
h istory . Indeed he did win the sympathy of the people and by 
his defeat provide the strongest cause for a revolution . And 
h is new ideas for the country were complete ly  implemented 
later .  If th is  in terpretation is true, the emperor was an 
in tel l igent ,  ta lented , and extremely wise man .  He purposely  

defied the rules to issue orders even though he knew none 
would be executed in his t ime .  Nevertheless, rules are rules, 
and nobody can change them , not even an emperor. 
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2. FORBIDDENS 

Yel l ow S tone Sage prov i ded us wi th two 

Forbiddens .  Whoever defi e s  them is  i nv i t i ng trouhle  
for h i m - or herself. 

a .  Never issue many orders at  one pe r iod in  t i m e .  
Many orders equal  no order .  A s  Lao Tzu sa i d , 
"Too many l aws (regu l a t i ons) equal  no law. One 

accom pl ishes noth ing,  yet confusion and ex 

penses mount .,  

b .  Later orders sh a l l  never  contradict  earl i er 

orders . 

No mat ter h ow powerfu l the  order issuer is , if e i ther  of 
the above rules is broken , his  power wi l l  automat ica l l y be 

cancel ed .  

B. Ordinary Persuasion 

In this case , the persuader h as no spec ia l privi lege or 

favored pos i t ion that enables  h i m  to preva i l over people . 
Worse,  he m ay be i n  an  unfavorable (even cr i t ica l) pos i t ion 
because he is  try i ng to convince a c l ient, customer, student, 
patient ,  subordinate,  co-worker, stranger (or other people 
whom he knows l i t t le  or no th i ng abou t) to accept or fol low 

or even adopt h is th inki ng, bel ief, beh av ior , actions,  etc . 
Conv incing others i s  an inescapab l e fact of l i fe .  Everybody 
is subject to th is ch a l l enge . Actua l l y, unknow i ng l y , every
one practices persuas i on in  d a i l y  l iv ing.  Th e on l y  d i fference 

is som e becom e ach ievers at persuas ion ; o thers , losers . 
Persuas iveness and impress iveness go han d i n  hand . In 

most cases, the first i m p ress ion may d ecide the outcom e of 
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the ent ire s i tuat ion . On the opposi te  page is a check l ist for 
i m pressiveness . It is  suggested tha t  you check yourse l f  ob
j ect ive l y aga inst each i tem on the  l ist i n order to ga i n  a fa i r  
impression of  your own i mpress iveness . 

The l ist i s  m uch more than a test ; i t  shou l d  serve as a 

gu ide l ine  for self- improveme nt . Accord ing to the Sages ,  

wh en peopl e sincere l y  cu l t ivate the ir  own express ion long 

and well  enou gh , they wi l l  gradua l l y deve lop a k ind of charm 
and v igor that  i s  i ndescribab l e ,  i nd isputab l e , even powerfu l . 

Th is  is wh at i s  ca l led ch arism a .  Som et im es,  when people see 

th at  charism a they are a l ready con v i nce d .  

After a persuader estab l ishes h i s  impress iveness , t h e  

n e x t  area o f  em ph as is wi l l  be verba l com m u n i cat ion-that 

i s ,  the use of l anguage to del iver a part icu lar message in  order  

to persuade or convince others .  Th is m a y  be the h ighest art 

or techn i que of th e  human kingdom . A better part of the book 

Kuei Ku Tzu is devoted to th is  top ic , wh ich wi l l  be d iscussed 
in the next seven sect ions .  

1 .  CONFIDENCE 

Before you try to persuade others, regard less of 

the circumstances, your number one priori ty is to be 

perfectly confi dent .  Th is confi dence does not come 

from pure faith or hope ;  i t  is based on sol id  concepts 

and techn iques . Our sol i d  concepts are the theories 
of Yin and Yang, which have been thorough ly dis

cussed in  the second ch apter.  From those we know 
that  noth ing is  absol ute i n  the universe . As the Sage 
said,  "Even the hardest wood has j oi n ts ;  the i ron 
rock, i ts c leavage ; the m ost int imate fri endship,  i ts 
ch asm . " Noth ing is  unbreakable ;  so one i nevitable 
question arises : What is  the  right tool  to use ? Every-
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t h i ng is negot i ab l e ;  so anot he r  q ues t ion  i s :  How to 
negot i a t e?  The s tuden ts who took S age Kue i Ku ' s  

fi na l  exam i nat ions  kn ew they were typ ica l confi 
d e nce-tra i n i ng sess ions  (refer back to Ch ap ter 2) .  

Th e Sage sa id ,  "If you h ave no doubt,  you h a v e  n o  

fear .  And you h ave confidence . "  Next ,  we s h a l l  

d i scuss t h e  sol id  tech n i ques .  

2 .  REFLEX 

In order to persuade you r oppon en t , l e t  h i m  per
suade you first . Expl a i ned the Sage ,  "Whosoever 
opens his m outh,  inform at ion w i l l  b e  obta i n e d . "  

Even though you m ay h ave a l ready gathered a l l  

needed inform ation from other sources , i nduc i ng 

people  to speak up i s  st i l l  a priori ty . There are seven 

ways to el ici t  speech to gather i n form ation : 

a .  Ask ing quest i on s .  

b .  Mak ing up a story . Peop l e  w i l l  fo l l ow suit .  

c .  Reconfirm ing peopl e ' s  stories .  Purposel y 

refute one or two poi nts of the contents .  Th en 

ch eck th eir  responses. 

d.  On different occasions,  repeat the same 

quest ion .  

e .  Certa in superst i t ious paths can be tread for 

inform ation . 

f. Pre tend i ng to be angry , host i l e ,  or j oyful . 
Peopl e  w i l l  act accord ingl y .  

g .  Carefu l l y  watch peopl e ' s  t iny  m ovements 

(eyes, body,  h ands-a l l  can speak) . 
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Th e n ,  care fu l l y  i n te rpre t : 1 )  what  k i nd of peop l e  

y o u  are deal i ng w i t h ,  and 2 )  w h at w i l l  b e  th e i r  

adva nt ages a n d  d i sadvan t ages .  Now, i t  shou l d be 

you r  turn to spe a k .  

3 .  CLAS S I F I CATI O N S  O F  PEO P LE 

The pu rpose i s  to determ i ne w h at k i nds of 
l anguage are used by what k i nds of peopl e .  Otherwise.  

you m ay be speaki ng to a wal l .  Th ere are many ways 
to cl ass i fy peop l e : 

a .  Person al i t y  

Accord i ng to the  Five-Star  Syste m ,  people  
are  categor ized i n to five bas ic  types . Every per

son al i ty type h as h i s own l anguage (refer to 

Ch apter  5 ) .  

b .  Backgrou n d  

i .  "To those w h o  are educated,  you sha l l  say 

someth i ng comprehensive or profound,"  sai d 
th e Sage . 

i i .  "To those who are eru d i te,  you sha l l  say 
somet h i n g  d i st i ngu ished or an a ly t i ca l . " 

i i i .  "To those who are e loquent ,  you shal l  

g ive onl y synopses or key poi nts . " 

i v .  "To those who are noble or of h igh status, 
you sha l l say some th i ng that  i ncreases 
strength or secur i ty . " 

v .  "To those who are rich , you sha1 1 say 
someth ing imply i ng status or l uxury . "  
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v i .  "To those who are poor, you shal l say 
something that bri ngs profi t or benefi t . " 

vii . "To those who are of low status, you 
shaH say somethi ng humbl e or modest . " 

vi i i . "To those who are bold  or  in trepid ,  you 
shaH say something brave or resourceful . "  

i x .  "To those who are sl ow and unl earn ed,  
you sh aH say someth ing sh arp or  cl ever. " 

x .  "To those who are i n  doubt ,  you sh al l say 

something i mpl yi  ng secrecy or speci al ness ."  

x i . "To those who are superiors, y ou sh all  
say someth ing of special  or  strategic effec

tiveness . "  

x i i .  "To those who are subordinates,  y ou 

shal l say someth i n g  impl y ing personal  in

terests or private gai n s . "  

c .  Disl i kes 

i .  " Never speak of money d i rect l y  to the 

faces of those who see themselves as very 

moral , loving, or spi ri tu al . But you may 

speak of chari ty ," sa id  the  Sage . 

i i .  " Never spe ak of d i ffi cu l t i e s  before those 

who see th emse l ves as courageous and pow

erfu l .  But you  may speak of duty . "  

i i i .  � �Never speak of  i n adequacy before those 

who see themselves as i n te1 1 igent .  But  you 

may speak of strategy . "  
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iv .  "Never speak perfunctor i l y before those 

who see themselves as i n t i ma te . " 

v .  " Neve r  speak con fi de n t i a l l y  before a 

s tranger . · •  

v i .  " Never p lay  a l ute before a bu l l . "  ( I t  is ex
treme l y dangerous to say the wrong th i ngs 

to the wrong perso n . )  

In  general , do n o t  b e  too a n x i ous t o  speak , 
because once you do speak,  someone wi l l  a lways be 
conv inced . Whe n  wood i s  p i l ed up,  th e d ry wood wi l l  

l ight up first . When water  i s  pou red , the moist  earth 
absorbs mo isture eas ier . 

Persuasion i s  d i fficul t  to m aster,  but for " those 

who know how, there is noth ing more fortunate in a l l  
the worl d . "  Cont i nued the Sage , "First is  a compl e te 

pl an-no deta i l is l eft out . Second is perfect persua
s ion-no one resi sts .  Th i rd is total  success-no one 

obstructs . But if the peopl e you m ust persuade are 
difficul t to class ify or are d ifficul t  to convince, then 

the Pri nciples of Advantage and D i sadvan tage shal l  

be ut i l i zed . "  

4 .  PRINCIPLES O F  ADVANTAGE 

AND D ISADVANTAGE 

All human bei ngs h ave basic needs-the n eed to 
pro tect advan tages and the need to avoid di sadvan
tages . Advantage m eans any person , event, or matter 
th at i s  supposed to be good or needed for one ' s best 
i n terests .  Advantage a lso has spi ri tual , men ta] , or 
phys i cal efficacy . D isadvan tage means  exact ly  the 
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oppos i te .  The two of them together  make up an Yi n 
Yang pair .  

Human nature basica1 1 y  l oves advantage and 
hates d isadvan tage accord i ng to the fol l ow i ng rul es : 

Love 

Advantages <- > 

Advantages > 

Disadvantages < 

H ate 

Disadvantages 
Advantages 
D isadvantage s  

R u l e  1 :  In the  case of a choice between advantage 

and d i sadvan tage, people  grasp advan tage a n d  sh u n  

d i sadvan tage . 

Ru le  2 :  In the  case of a cho ice between advantage 

and advantage, peop l e  weigh th e advantages and 
grasp what  is  comparat ivel y worth i e r .  

Ru le  3 :  In th e  case o f  a choice between d isadvantage 

and d i sadvantage, peop l e  we igh the d isadvantages 

and grasp wh at  i s  com parat i ve l y l ess h armfuL 

Both Rules 2 and 3 are based on the theories of 

Psycho-Dy n am i cs (refer  back to Ch apter  6) . For th e 

persuasion of peopl e ,  regard l ess of who th ey  are or  

what  th e su rrou n d i n g  c i rcu mstances are , no  oth er 

method e x i sts beyond the m ethod deri ved from these 

th ree ru l es .  The o n l y  quest i ons l e ft are how these 
ru l es m ay be presented to the persu adees and how 
m a x i mu m  resu l ts may be obta ined .  

Accord i ng to t h e  Sage , people  w i l l  i m m e d i ate l y 

grasp w h a t  they  need to  grasp, and shun w h at they 

need to sh u n . D i ffi cu l t i es arise when people  are 
u nclear about  what  they  shou l d  or should not grasp . 
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In such instances, the presence of a pe rsuade r who 
can effect ive ly  show people what is advantageous 

and d isadvantageous i s  welcomed . Often that wh ich 
is  h idden is eas i l y  uncovered .  The unfa i l i ng tech
n iques, ca l led Hsiang-Pi, and sk i l l s  taught by the 
Sage for these purposes are expl a ined below . 

a .  Hsi ang 

Hsiang means " image . "  As described earl i er, 
the s ign ificance of images is  the same as that of 

pictures, but the l atter, as the say ing goes, has the 
value of a thousand words .  If someth ing can be 
described as cl early as a p icture , the resul tant 
p icture wil l  defin i te l y be projected i n to the 

targeted minds ,  and what is projected i s  what is 
seen, enabl ing an understand ing ofthe advantage . 

b .  Pi 

Pi means "comparison . "  Without compari 
son , the pri ncipl es of Yi n and Yang wou ld  not 

exis t .  There would a l so be no good or bad, ad
vantage or d isadvantage, greate r advantage or 
lesser advantage, greater d isadvantage or lesser 
d isadvantage . These subtl et ies of comparison 
are often very confusing for most peopl e .  It i s  
sa id  tha t  one h in t  i s  enough for the  wise man,  but 
most people are not always so wise, especial l y  
when they are deepl y involved, for the i r  l ack of 
detachment and objectiveness muddle the i r  view. 
Often an on looker wi l l  have a clearer view 
because his detached and,  therefore ,  clear mind 
wi l l  be able  to grasp what is truly happen ing.  
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c.  Sk i l ls 

The persuader often is someone who is  tra ined 
to be clear-headed, to th ink objectively,  and be 
detached . He wi l l  analyze and expla in  all the 
good and bad poin ts .  Once the advantages and 
d isadvantages are h ighl ighted , the ent i re picture 
wi l l  be completely clear .  Then those i nvolved 
may natura l ly  proceed to grasp the advantages .  
As the  Sage sa id ,  "The moment the persuader 
clar ifies the picture , the moment  people are 
convinced . The fi sh knows noth i ng  of the  hook 
h idden with in the ba i t .  The convinced know not 
how they are convinced ." The Sage described 
the persuader as draw i ng upon the fol lowing 

ski l l s :  

i .  Calmness-present ing reasons,  ra t ion ale , 
etc. 

i i .  Just ice-present ing what some th i ng 
should and must be . People wi l l  listen . 

i i i .  Happiness-present i ng happy results .  
For example,  "You wil l  feel great if  you . . . .  " 

iv . Anger-scold i ng , reproach ing peop le to 
make them fee l  gu i l t y .  

v .  Reputa t ion-us ing fan1ous people t o  en
courage trust : ' 'Mr. Famous is sponsor ing . . .  
you shou ld . . . . " 

vi .  Role model-using examples set by 
othe rs : ' "Your father paid taxes, so you . . . .  " 
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v i i .  Fa i th-prese n t i n g  hope . 

v i i i .  Thrift iness-present ing econon1 ical 
argu ments :  "If you buy th is  bond,  you can 

. .  earn . . . .  

i x .  Profi t-prese n t i ng ga 1 n s  to conv 1 nce 

many to take r isks .  

x .  Humil i ty-presen t i ng a p i t i fu l  image to 

win  sympathy . 

I can test ify to the  power of persuasion.  After 

h aving worked hard in secondary school ,  I was 
accepted by the top u n iversity i n  the country .  

Because I w a s  overj oyed,  carelessness set in  and 

I spent a part of my fresh m an year be ing deeply 
involved i n  a theatr ical club.  My involvement 

was so deep I negl ected my studies,  but ,  as a 

resul t ,  I produced a play,  which was � success . I 
would always be proud of the fact that the 
president  of the u n ivers i ty attended the pl ay and 

gave i t  good reviews. 
But  two people,  whom I had personal ly  

invited,  d i d  not  come . They were my secondary 

school teacher and her  husband,  whom I had 
invi ted out  of love and respect for the i r  honor, 

for they were very close to me . Their  absence 
was very d isappoint ing to me. 

The next day I rece ived a specia l ly  del ivered 
letter from my teacher. I expected it to be con
gratu latory or apologet ic,  but  i t  was ne i ther . In 
the let ter she repr imanded me for throwing away 
a valuable  educat ion for a s i l ly  indu lgence . I fe l t  

very hurt,  i nsu l ted,  and  angry .  But  I knew there 
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was truth  to the  words .  

I went  to see her and her  h u sband  the  next  

day to apologize .  She  exp la i ned  they d id not  

mean to d imin ish my proudest  moment ,  that  

they had on ly the best in tent ions  in  the ir  hearts 
for me . Al l  of us were great ly  moved,  and tears 
wel led in  our eyes. 

Retu rn i ng back to school I immed iate l y  qu i t 
the cl ub and buried myse l f  i n  my stu d i es . 

In retrospect, the  sk i l l s u sed by my teacher, 

the second and fourth sk i l l s , were very effective 

at persuad ing me to reeval u ate my s i tua t ion .  

5 .  PRESENTATION 

In persuasion , as in decis ion mak i ng, a 1 1  the pre

l im i n ary steps must  be combined i n  a composi tion . 

In th is  case, the three ru les ,  two tech n iques, and ten 
ski l ls are combined i n  a compos i t ion cons ist ing of 

fou r  sect ions (also exp l a i ned earl i e r  in the previous 
chapter) .  

Both logical i nd uct ion a n d  deduct ion are repre 
sented by syl logisms, w h ich are composed of a 
major premise ,  minor prem ise,  and conclus ion .  For 
exampl e :  

Major Premise : M i n o r  Prem ise:  Conclusio n :  

I nd u ctio n :  Dog s and cats Dogs and cats Therefore, 

are ani mals are i ntel l igent animals are 

intel l igent 
Deduct ion : H u man beings Jesus was h u man Therefore,  

must d ie J esus died 
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General l y ,  logical i nduct ion and deduction are 
used i n  speeches, and the results are usual ly unspec
tacu lar .  Usual ly the aud ience wi l l  take frequent 
breaks to get refreshed, fal l  asl eep, or th in  out and 
leave the audi torium half-empty . To counteract th is ,  
Taoist scholars prefer to use another form of logic in 
speech and wri t ing, cal led Quaternary Logic .  It is 

composed of a General Premise ,  Major Premise, 
Ant i -Premise ,  and Conclusion . For example :  

General Prem ise:  Major Premise:  Anti - Premise:  

H u man beings 

must die 

Jesus was 

h u m an 

But J esus was 

also God 

Concl us ion : 

Th erefore ,  

Jesus d i ed but 

was resu rrected 

Accord ing to deduct ive log ic , Jesus is dead . But 
the ent i re basis for Ch rist ian i ty i s  that Jesus i s  not  

dead, that he  i s  the  savior who saves people because 

he h imself i s  not dead . If Jesu s i s  dead, how can h e  
save others when he  cannot even save h i mself? I f  th is 
i s  so, Christ ian i t y  cannot be es tabl ished log ica l ly . 
But accord i ng to Taoi st log ic , Ch r ist ian i ty can be 

establ i shed logica 1 1 y  and perfect ly , as exemp l i fied 
above . 

Whenever a theme needs to be estab l i shed ,  i t  

must be composed in  four  steps . The fi rst step i s  to 
estab l i sh a general  pre m i se abou t  a un iversal truth or 
any other  top ic  you wan t d iscussed . Usua l ly i t  is a 
common ly bel ieved pri nc ip le .  The second step is  to 
estab l ish a major prem i se ,  you r ma i n thes i s or po i n t , 
i d ea ,  suggest i on , etc .  and i t s  p roof. The t h i rd step is  

to es tab l i sh an a n t i -prem ise,  w h ich can be on e or 
more t h eses that  d i ffe rs from or  opposes t h e major  

pre m i se and the i r proofs or d i sp roofs .  The fi n a l  step 
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is to establ ish a conclusion, which is essent ia l ly  a 
synthesis .  Almost nobody in the world can oppose i t .  

An example of th is  procedure can be as fol lows : 
The statement Human beings must die is  a un iversal 
truth, proven repeatedly and withou t  fai l  by count
less cases .  Jesus was a man is  an important point 
presented as the major premise .  History provides the 
proof for th i s  proposi t ion . Jesus is a witch i s  a 
possible anti -premise .  So is  Jesus is a vampire . But 
these are easi ly  proven wrong. Only Jesus was also 

God is supported by numerous statements i n  the New 
Testament . Because he is the son of God , he shal l not 
die .  The conclusion : Jesus died but was resurrected . 
Without th is  logic, there wou ld  be no logical basis 
for Christ i an i ty .  

Taoist Quaternary Logic  consi sts of both syl lo

gisms and di a lect ics .  The persuasive power aris ing 
from such a combinat ion can be incredib le ,  whether 
presented in writ ten or verbal form . 

I have spoken to l arge and smal l  aud iences, 
profess ionals  and laymen throughout m any parts of 
the world countless t imes .  I can test ify that whenever 
I use Quaternary Logic in my speech,  I receive 

tremendous response and cred i t .  For example ,  I was 
invited to lecture at the Univers i ty of Oregon . The 
program started at seven i n  the evening and was to 
l ast unt i l  ten .  There were three  speakers. and each 
was given one hour to speak.  During the fi rst hour 
onl y e ight people  were counted in  the big aud ito
riu m .  The second speaker took the precaut ion of 
advert is ing in  the local newspaper and on te lev ision . 
But duri ng the second hour on ly twelve people were 
counted i n  the aud i tor ium . I started at n ine .  Suddenly 
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the entire auditorium was fi l led  to capac ity . One 
hou r passed ,  but the audie nce asked me to cont inue 
for another hour .  Another hour passed.  and I was 
asked to speak some more . Th is went on unt i l  twe lve 
m idn ight . But nobody wanted to leave ! Final ly the 
coordinator h ad to ask people to l eave . When that 
fa i led,  he started push i ng people away so that  I could  
leave . I left the  campus at one  in the morn ing. 

Anothe r time I was invi ted to lecture at the 
University of Oslo in Norway . Every Wednesday 
n ight the universi ty opened i ts great audi torium to 
the publ ic  to present hour-long educational programs 
of i nterest to the publ ic .  The university asked me to 
be a guest speaker at  one of these n ight programs in 
addi t ion to my regul ar schedule . I agreed.  The 
coordinator told  me that  audiences at these programs 
were usual ly  very smal l ,  hardly exceeding twenty 
people i n  an audi torium with seven hundred seats.  

On the day I was to speak, as we drove up the 
great boulevard in  front  of the royal palace , we could 
see the campus plaza,  where a large crowd had 
gathered in  front of a huge bui ld ing .  I t  was around six 
in the eveni ng.  After  parking the car, we walked 
toward the plaza and the bui lding, which was the 
audi torium . 

When the doors to the audi torium were opened, 
the ins ide was seen to be j am-packed with people .  
People were s i tting in the aisles, stairs, floor, any
where where space was avai lable .  And outside a 
crowd was st i l l  try ing to get in .  Then the gu ards were 
cal led to shut the doors, turn away those who could 

not get in ,  and col lect money . It took them an hour 
and a half to do the work . 
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I started to speak a t  seve n -th i rty . One hou r soon 

passed,  but the audie nce re fu sed to ] eave . Peopl e 

were cry i n g  out that  they were wil 1 i ng to pay for 

another hou r ' s  lecture .  But the u n iversi ty was caught 

in a di lemma : it was unable to col l ect money and i t  
could not  ask me to  cont inue  to  speak.  Nevertheless, 
I agreed to speak som e  more . Another hour passed,  
and then another .  St i l l  the  aud ience refused to leave .  
This situ at ion lasted unt i l  i t  was e leven- th irty . 

Then the coord ina tor a n nounced that  the lecture 
wou l d  end i n  ten m inutes .  But  when i t  did end,  the 

audience crowded around on stage to ask questions 
and shake hands with me .  I did  not leave the campus 
unti l  1 2 : 30 a . m .  

6 .  FURTHER TECHNIQUES 
Final ly ,  a few more words on persuasion have 

been left by the Sage : 

a .  Never persuade in  a ba d atm osphere . 

b .  Never persuade in  an u n t imely manner. 

c .  Never persuade withou t persuad i ng your� 
se lf first . 

C.  Suggestion 

The persuader who has a good idea and occupies a 
pos i t ion as a subord inate has the responsibi l i ty of persuad ing 
the superior, but he has no power to push the superior, as only 
the superior has the power to make the final decision to 
accept or reject the suggest ion, even though the suggestion 
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may be absolute l y  essent ia l  and exped ient . 
In t h i s  case the persuader h as to be especia l ly considerate 

of the  superior ' s  ego. If  a good suggest ion i s  accepted . i t  can 
he lp everybody-the super ior . organ iza t ion . and the per
suader h i mself-wi n .  If  a good suggest ion is rejected every 

body loses,  but  the persuader h i mse l f  is i n  most danger .  A 

leader who cannot accept good suggest ions i s  e i ther fool ish 
or egot is t ic .  Ego t ism can make a person mean and crue l ,  
espec ia l l y  i n  a case where t h e  le ader apparent ly  knows the 

suggest ion is  wonde rful  and purposely  puts i t  down . Under 

these circumstances, the persuader must be extreme ly  cau 

t ious.  He should ei ther stay st i l l  and qu iet  or leave ; other

wise, he is inv i t ing trouble .  
Besides the teach ings i n  sect ions A and B o f  t he latter 

h alf of this chapter,  another pract ical technique for d isso lv 
ing the superior ' s  ego m ay be ut i l ized .  Dissolving the ego is 
d ifficu l t , because you cannot go to the superior and te l l  him 
to put  as ide  h is  ego and l isten to you-that  would  intens ify 
his  ego even m ore . The best sol ut ion,  the n, is  to sat isfy his 
ego on the one hand (always count in ego t ism as a part of 
consideration) and present  the sugges t ions on the other 
hand . 

In addi t ion,  i t  is sugges ted that you submit  three plans a t  
the same t ime whenever you are  submitt ing any suggestions 
to your superior.  One plan is the forma l p lan , the other two 
are a l ternatives .  Such a presentation conta ins an important 
message to the superior : "You are the superior ."  Also te l l 
h im :  "I  have considered every possible point .  Nothing has 
been left unconsidered for your convenience , S ir. " This 
message te l l s  him you are his useful  and loyal subordinate ;  
therefore ,  he has  no reason not  to accept your sugges t ion to 
make everybody a w inner . In other words, if you wan t  to 
dissolve the superior ' s ego, your own must  be dissolved first .  
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An egotist ic subordinate wi l l  make the superior ex
tremely uncomfortable . A subordinate who is  egotist ic and 
strongly ambit ious wil l  push a superior into a defensive 
posi t ion . A defensive superior doubts everything the subor
d inate does or says. At least he must set aside a bit of t ime to 
figure out the subordinate ' s  true intent ions .  The more that 
subord inate pushes, the more d isqu ieted the superior be
comes.  Final ly everyone will be a loser. The biggest loser, of 
course , wi l l  be the egotis t ic and ambit ious subordinate . 
Please check to see how many people fi t ting th is  description 
are losers .  They blame everybody bu t  themselves, when they 
themselves are the actual causes of loss . 

Not everyone is born a k ing. If you do not have the 
wisdom to serve your superior, even  though you need his 
trust and help, you will not get a chance to cl imb up. You wil l  
defin i tely be fin ished in the first few steps . Mencius called 

those who are unwil l ing "organizat ional insulators standing 
in  a dead end . "  

Since most people have to  pass through the stages of 
be ing subord inates, i t  is very important that they be beloved 
subord inates .  The Sage provided three Yin-Yang pairs along 

with further suggestions for admirable and effect ive conduct 
to help a subord inate earn his superior ' s  appreciat ion : 

1 .  YIN-YANG PAI RS FOR 

EFFECTIVE CONDUCT 

a .  Your ou ts tandi ng backgrou nd , mora l i ty ,  
ta lent ,  e tc .  w i l l  make your superior adm ire 
you . 

b .  Secret ly  doing favors for the superior to 
m ake h im l ike you . 
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c.  Solving problems to make the superior rely 
on you .  

d .  Secretly covering u p  the shortcomings of 
the superior to m ake him grateful to you . 

e .  Clearly say ing "Yes" or "No."  Every yes 
or no must be supported by good reasons so 
the superior will respect you .  

f .  Keep secrets to  make the  superior fear you . 

If you can persuade the superior to appreciate 
you ,  you can persuade him to accept any good 
suggestion of yours . Finally everybody wi l l be 
wtnners . 

2 .  EFFECfiVE CONDUCf 
BEFORE THE SUPERIOR 

When speaki ng before your superior, you must 
be mindful of the fol lowing :  

a .  Never quarrel . 

b .  Never joke . 

c . Never be sophist icated . 

d .  Never break a prom ise.  

e .  Never satirize . 

f. Never say anyth i ng tha t i s  forb idden or too 
sensi t ive to be men t ioned .  

g .  Never leave unsaid wha t  shou ld be sa id .  

h .  Never speak i n  d isorder .  
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i .  Never equ ivocate or speak obscurely  or 

ambiguously .  

j .  Never lecture . 

All of these ru les are not d ifficult  to fol low, but 
many people just do the opposite . "Therefore , 
people ' s  fai lure started at the very beginning," said 
the Sage . Because of these s imple oversights, many 
precious talents are wasted .  People who care about 
their careers must know these rules .  The ear l i er, the 
better. These precaut ions wil l  guarantee the first step 

of ach ievement . 

Intercommunication is not a privi lege possessed solely by hu
man be ings, but in i ts use human be ings can surely dominate over 

other organisms. All the successful  leaders, from the beginning, 
were the ones who knew the Tao of Intercommunicat ion and ut i l ized 
the ski l ls .  These are not difficu l t  to use,  but most people just do the 
opposite . Lao Tzu said ,  "My words are very easy to know, and very 
easy to pract ice ;  but few in the world are able to know and practice 

them . . . .  There is an origi nal  and a l l -comprehend ing principle in 
my words, and an Authoritat ive Law for the th ings which I enforce . 
I t  is because they do not know these that men do not know me.  They 
who know me are few,  and pract ice on my account wi l l  be greatly 
rewarded ."  

S ince the  world tends toward the  opposi te ,  l e t  us see how the 
Sages can be priv i leged by true opposi t ion .  Lao Tzu described 

priv i l ege as " that  whereby the rivers and oceans are able to rece ive 
the homage and tr ibute of a l l  the val ley streams .  Priv i lege is in 
plac ing themselves (rivers and oceans) lower than others (val ley 
streams) .  I t  is thus that they are k ings of them al l .  So the leader, 
wish ing to be above men, puts h imse lf  by his words be low them,  
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and,  wish i ng to be before them , pl aces himself beh ind them ."  
" I t  is t he  TAO (WAY) of  HEA YEN not to  strive,  and  yet i t  

ski l lfu l ly  overcomes;  not to  verba l ly  speak, and i t  i s  ski l l ful i n  
(obtain ing) the  right response ; does not summon,  and ye t  people 
come to i t  of themse lves.  I ts demonstrat ions are qu iet ,  and yet its 
plans are ski l lfu l  and effect ive .  · •  

Yen ,  Yin (approx imate ly  600 B. C.) was the prime min ister of t he 
Kingdom of Chi and a very famous diplomat in  ancient Ch ina .  His 
adm inistration made the kingdom strong and wealthy . One day 

when the driver of his carriage went home from work, h is  wife asked 
him for a divorce .  She said to the driver, "His Excel lency is an 
honorable prime minister, and the world knows his good name . I 
have found him to be very humble, never noisy or rude towards 
anyone .  But you, only  a driver, are so conceited and haughty . I have 
heard that you have been yel l ing with fury at  everyone on the street .  
Now I rea l ize that  you are a nobody wi thout a future . That is why I 

am d ivorcing you . � · 
Shimomura, Kiyoshi  was an active reporter working for Japan 

Dai ly Broadcasting Corporat ion . One day an order was received 
from headquarters promoting him to Chief Director Secretar iat .  
Learning of this ,  he  immediately sought the counsel of Takeda, 
Yutaka , who was the Executive Vice President of New Japan Steel . 
Before that  Takeda was Director Secretariat of Fuj i S teel and was 
honored as the premier secretary in Japan . In his first sentence to 
Shimomura, Takeda advised, "Please never be that driver of Yen, 
Yin ."  



CHAPTER 10 

THE TAO OF 

RICHES AND FAME 

One day a very large birthday party was held for a n inety-year
old man. Among those present to celebrate w ith and congratulate the 
man was Chuan Tzu. Chuan Tzu left the party in tears, for he knew 
the kind man was nearing his end.  

I have heard that ,  especial ly in  the business world, growth is 
emphasized.  Everyone is proud of the word "growth . "  The bigger 
the growth , the better. Most are ashamed if their businesses are not 
growing fast enough . In some ways, the word "management" and 
the word "growth" go hand in hand . If the business has not grown 
month after month or year after year as expected,  then management 
is the first to be blamed. People  are wi l l ing to pay any price for a 
talented manager who has the magic that can make their business 
grow bigger and bigger. I t  seems the managers have done wonders : 
many organizations that are indeed "giants" are st i l l  growing . 
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Suppose there i s  a person who i s  exceeding h i s  ideal weight of 
1 5 0 pounds,  yet he keeps popping food, l i qu ids ,  vi tamins,  etc . in to 
h is  mouth .  Pretty soon he weighs 350 pounds,  but he i s  sti l l  growing. 
Then he develops h igh blood pressure ,  hardening of the arteries, 
angi na, d iabetes, kidney fai lure ,  and so on , but he brags he is in  the 
care of a good doctor. I ' l l  bet you know what advice a real ly  good 
doctor wi l l  give him .  

On  the personal l evel , more and  more people are becoming 
aware of the d iscipl ine of d ie t ing-especial l y  the practice of watch
ing cholesterol levels-and the benefi ts  i t  bri ngs .  Even business 
organizations, commendably ,  are help ing the i r  employees watch 
the i r  weight . But on the organizat ional leve l , we rare l y  hear about a 
"we ight watch ing" program . Strange ,  considering the enormi ty of 
the appet i te for growth and the seriousness of the "weight" problem . 

I have often heard many organ izat ions "compla in"  about the i r  "h igh 
blood pressure ," the i r  "harden ing arteries," etc.  They seek and try ,  

but  to no avai l ,  m i racl e formul as, never th inking that the  best 
medicine i s DIET. I admire the pol ic ies of a few European corpora

t ions .  They are world - fam ous , but have kept themselves trim,  and 

are the refore ext reme ly heal thy . I know from the bottom of my heart 
that they wil J  be very heal thy in the future . In Chapter 5 ,  the Five 
S tar System awaits those who care . 

Lao Tzu gave us this  adv ice : "Know i ng ignorance is  strength .  

Ignor i ng knowledge is  s ickness . If one i s  s ick of sickness, one is  not 
sick . . . . Bette r to stop short than fi l l  to the bri m .  Oversharpen the 

bl ade and th e edge wil l  soon b lu n t . ' ' 

A famous pa rab l e  told by Menc ius  i s  worth me n t ion ing: "There 
was a man who grew vege t ab les  i n  h i s  fie ld .  He watched them 
dose l y  day and n igh t . But he t hough t they d i d  not grow fast enough. 

so he t r i ed  pu l l i ng a t  eve ry one of the m to make them grow. He 

t hought ,  ' Now they  are ta l l e r . ' The next  day he went to the fie ld  and 
pu l 1 ed  a t  them son1e  more . The t h i rd day ,  he  found that all  his 
vege t ab l es  had d ied . "  
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Beginn i ng largely  in  the n ineteenth century , human be i ngs be
came more clever. Al l kinds of art i fic ia l  methods have been used to 
encourage natural growth, so that two th i rds of the resources on ou r 
planet are now used up, even as human population cont inues to 
grow. Industrial wastes ( i nclud ing chem ical s and nuclear wastes) 
choke human, an imal ,  marine,  and p l ant l i fe .  Our topso i l  i s  qu ick l y  
d isappeari ng. Our ozone is d isappearing . Acid ra in  k i l l s  ou r oxygen 
producing forests, when they are not be ing chopped down.  Tf we do 
not die from painful  se izures due to tox ins in our bod ies, or die  from 
suffocat ion or starvation, we wi 1 1  d i e  by being burned al ive by 
nuclear weapons .  At the touch of a button , or a spark of m is-wiring , 
al l  that we have known or loved wi l l  be destroyed . For al l  the "help" 
c iv i l izat ion has received , we can thank one or two greedy and 
"clever" people .  

Since one or two especial ly  smart people invented the word 
"loan" in Europe, how many kings and l ords became addicted to th is 

"help" and exposed themselves and thei r subjects to the wi l l  of the 
banks? How many people have been driven into the snake pit of debt 
because of the words "tax deductible" and "cred i t"?  How many 
corporations have been brought to the i r  knees because of the word 
"depreciat ion"? Because of these or rel ated words, human be ings 
have been driven to bri ng the planet to the poin t  i t  i s  now. None of 
these words need exist ,  if human beings were not greedy .  

Human be ings are the  greediest creatures al ive on  th i s  planet .  
Animals are greedy , but to an extent on ly  sl ightl y greater than plants . 
Animals  have on ly physical and mental bod ies,  so they are not 
driven ;  plants have only phys ica l bod ies, so they are nei ther driven 
nor scheming. But when i t  comes to the human be i ng , King Solomon 
said, "Every thing is beautiful in i ts t ime but He [God ] put sp i ri t i n  

man ' s m i nd ." As the  spir i t is someth ing that cannot be l i m i ted b y  

space and t ime ,  its being confi ned in a l i m i ted vessel causes m an y  

problems to  arise . 
However, prob lem s  need not a r i se i f  h u m a n  be i ngs l i ve i n  
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accordance with the proper order of influence, by fol lowing the 

gu idance of fi rst the spi ri tual and then the mental bodies .  They have 
everything to gain  by doing so : they wil l  evolve i nto the Divine 
Kingdom, or Kingdom of God . But i f  a human being l ets  the physical 
body take charge and lets the mental and spi r i tual bodies aid it, that 
ent ire be ing i s  a source of endless trouble .  When th i s i s  the case ,  the 
fi rst symptom that appears is greed . 

Every good book i n  the world has taught peopl e not to be greedy . 
Certa i n  re l ig ions have even found i t  n ecessary to i ncorporate this  

teach ing i nto the i r  system of pract ice , such as, forcing i ts fol lowers 
to l ead an ascetic l i fe .  But an ascet ic l i festy le j ust shows the strength 
of greed ' s  drive ; i t  shows how much the human being  can endure

give up-to obta in what he wants .  In some cases, an ascet ic ' s  greed 
may be stronger than anyone e lse ' s . Some pol i t ical  systems have 

even used extreme pressure to suppress hum an greed .  So far, no  

ph i losophy,  re l i gion ,  or pol i t ical system has succeeded.  

People are  greedy for m an y  thi ngs :  food,  cl oth i ng, sex,  m oney,  
power, status, fame,  etc.  Though these go by many n ames-including 
"economy,"  "securi ty ,"  "benefi t ,"  etc .-it al l boils  down to m oney . 
S i nce money ' s  invention , i t  i s  the m ost wanted th ing i n  a human 
be i ng ' s  heart, because i t  can buy anything a hum an being coul d 
want .  Accordi ng to an old say i ng in China ,  money can " m ake the 
devil  turn the mi l l"-in other words,  i t  can work m i racles .  Because 
i t  is so l oved, how can anyone under heaven forbid people from 
loving i t ?  Neve rtheless,  the universe has i ts  rules  for money lovers :  

1 )  If  you l ove money you wi l l  get i t ,  bu t y o u  have t o  sacrifice 

some aspect of your  l i fe .  

2 )  You have the money you earn ,  b u t  you do n ot re a l l y  hold 
i t .  For ex ampl e ,  if  you put the m oney in  a safe , or bu ry i t  
underground , you do not hol d i t-the bank or soi l has i t .  Al l 
you have are numbers .  The more you love your money,  the 
less you wi l l  actual l y  hold i t .  
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3) You tru ly  hol d your m oney when it is in your hand,  be ing 
use d .  Money i s  essent ia l ly  used by he i n g  spent . If  you spend 

i t  i n  the wrong pl ace , a gre at cal am ity wi1 1  hefa1 1 you .  

4 )  I f  y o u  have a l o t  o f  m oney a n d  you d o  not spend i t  o r  share 
i t  wi th  the proper peopl e ,  som ebody w i l l  spend i t  for you , i n  
a w a y  that pa i n s  y ou deepl y . If no one i s  spending i t ,  y ou m ay 
l ose someth i n g  i m portant  to you : your bod i l y  organs,  your 
l oved ones,  etc .  (For detai l s  refer to The Great Tao, Chapter 

8 .) 

Taoism expl a ins  the s i tuat ion with m oney with two rul es :  

1)  The above rules  remain  steadfast,  except i n  one case . That 
exception is when money , power, status, e tc .  are heaven ' s  
rewards to an i n d iv idual  w h o  h a s  served i t  a n d  accompl ished 

his mi ssi on wel l . That i n div idual can real l y  enj oy his or her 

rewards because he or she h as heaven ' s  bl essi ng.  

The secret is  to pl ace your m i ssion fi rst . Everything else 

comes second .  You r  accompl ishment  of your m i ssion is why 

you are here in  the fi rst pl ace . Cal amit ies  ari se because 

people put off or ign ore the ir  m i ss ion and chase after the 

secondary th ings .  Jesus sai d ,  "Seek first His ki ngdom and 

His righteou sness and all  these th ings (th ings to eat ,  drink, 
and wear) shall  be yours as wel l . "  

Taoism h as never put down human needs . As a m atte r of 

fact, Lao Tzu emphasized that people should have fi ne food, 
beautiful clothes, comfortable carri ages . . .  enjoy their  l ives
if these are wel l  deserved . It is on l y  when people fal l  in l ove 
with these th ings, desi re them more and more,  accumul ate 
them ,  store them and h ide them,  watch day and n ight over 
them ,  and search after them that they bring trouble upon 
themselves and others . Because you want the m ,  othe rs want  

them too. Because you accumu late them , others accum u l ate 
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them too-by taking them away from you. That i s  why Lao 
Tzu said,  "Amass a store of gold and j ade and no one can 
protect i t . "  From two l i t t le brothers who fight over a toy to 
two great countries that fight for basical l y  the same th ing, 
both the host and the th ief are gui l ty  of greed .  

2)  Everybody wants to be rich (materia l ly  and spiri tual ly) . 
But how rich is  rich? It is  a very rel a t ive concept .  Let us use 
money as an example in expla in ing th i s  concept .  Not long 
ago there was a case of a woman who owed a man $50.  The 
man threatened her  to return h i s  money,  but  she refused .  One 
day he poured gasol ine  on her and burned her  badly .  Fortu
natel y she was not ki l l ed and the authorit ies  arrested the man . 
Then there was the case of a m an who gambled away $ 1  

mi l l ion in a few minutes at a gambl ing casino.  He j ust sm i l ed 
and carried on as if  nothing had happened ; $ 1  mi l l ion mean t  
noth ing to  h im . In  one  case , $50  was enough to  k i l l  for ;  i n  an
other case , $ 1  mil l ion meant noth ing . Exactly how rich is  
r ich? Accord ing to Lao Tzu,  "The moment you say to 
you rself  ' It is enough ' is the moment you are rich ."  Accord

ing to Yel low Stone Sage, "Nothing can be of greater 

happ iness than when one fee ls  contented . Nothi ng can invi te 

more bi tterness than when one des ires more . "  

Our world has come t o  th is  point .  The Great Tribulation is  only 
one step away.  Because we see i t ,  we cannot pretend not to know, 
because ignoring knowledge is sickness .  Knowing the m istakes 
peop le have made is  our strength . We st i l l  have t ime to undo them.  
Let us reason with our  greed . 

In the new age of m anagement ,  the prem ie r du ty i s  to reconsider 
carefu l l y  the true m i ss ion ,  and pl ace profi t s  second .  Have these not 
brought us enough stress,  suffer i ng, and sickness? How much 
benefi t have the y real l y  brought us anyway ? Must the last and 
biggest ' 'benefit" to us be to tal destruct ion? What about your evolu-
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t ion? Your chi ldren ' s  evolut ion? So before you invent anythi ng, 
check its s ide-effects first . Before you market any th ing,  check its 

resul ts  first . Before you produce anything, check the qual i ty first . 

Before you promote any thing , check the benefits fi rst .  

But  many of you may say  your corporat ion is  a profit-oriented 

organizat ion,  not a social  serv ice .  Nobody wants you to lose ; that is 
why Taoist  scholars suggested two methods of perpetual gai n .  Tn one 

case, you can cont inue to ga in  and not lose every th ing if  you p l ace 
a l imi t  on profi t .  Tn another case you are welcome to make as much 
profi t  as you l ike , but you should not feel  gu i l ty about i t  as long as 
you have a program of sharing profits wi th society and repl acing the 

resources .  Thus,  your benefi ts and bless ings will be everlast ing . 

One day Mencius arrived a t  the Kingdom of Liang. King Huei 

greeted h im at the palace and sa id ,  "Honored S ir,  I am truly grateful  

that  you have traveled thousands of mi les to vis i t  our  humble 

kingdom . I assume you bring good ideas to profi t  this kingdom ? "  

The sen ior schol ar repl ied ,  "Oh ! Your Maj esty . Pray never utter the 
word ' profi t . ' Only love and righteousness should leave the l ips of 
Your Majesty .  If your peopl e,  from high to low , fight each other 

strict ly over profi t ,  your kingdom sha l l  be i n  great danger. " 

Your corporat ion needs you to rev ital ize i t .  Your country needs 

you to strengthen i t .  Your worl d needs you to save i t .  Bi l l ions of l ives 
awa i t  you to protect them . The world ' s  future i s  in  your hands.  

Whichever d i rection you want i t  to go, i t  w i l l  go . Behold the Great 

Tribulat ion is at  hand .  



CoNCLUSION 

Here is a priceless gift which has been given to me.  I wil l  pass 
it onto you . According to h i storical records, a turtle rose from the Lo 
River 6,000 years ago .  On his  back was found a certain pattern, 

Figure 1 0. 1  
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wh ich Tao ist schol ars have in terpre ted to be the foi J ow ing n umbers : 

8 1 6 

3 5 7 

4 9 2 

a. Pattern on Turtle b. Numbers in Magic Square 

Figure 1 0. 2a-b 

The numbers came pre-arranged l ike those in  a magic square , so 
that however one reads across the square and added up its numbers, 
one would obta i n  the number 1 5 .  If an octagon is superimposed on 

the square. a Magic Octagon or "Subtl e Casket" is  created : 

Figure 1 0. 3  

When t h e  e igh t t r igrams repl ace the  numhers. t h e  fu l l  mean ing 
of Taoism is  given .  
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Figure 1 0. 4  Pa-Kua, Symbol of Taoism 

The Subtle Casket actually harbors an enormous number of 

meanings and has a mul ti tude of usages, so that  it coul d  be regarded 

to be as v aluable  as the tre asures of Golconda .  For ex ample , you may 

use i t  as  a blu eprint for you r  practical work. On a personal  leve l ,  the 

Eight Att i tudes  and the Eight Styles  of Management can be found in 

the blueprin t .  On the organizat ional  level , the locations of d iffe rent 

departments may be found i n  the  b l u eprint .  Japanese corporations 

have only recently begu n to pay more attent ion to the location of 

their  corporate departments . Many companies have been finding 5 0  

t o  85 percent j umps in  their  product iv ity and abil i ty t o  intercommu

nicate after  arranging their  departments accord ing to this  blueprint .  

My explanation is  this arrangement allows for more conven ient  

in ter-departm ental  coord ination.  The ir  expl anation is summed up 
by their  naming the arrangement "The Study of Human Behavior 
Under the Influ ence of Electronic Waves . " Many people indeed  
h a v e  recogn ized the  bl ueprin t ' s infi n i te  power,  a power t h a t  is  not 
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l i m i ted  by space or t i m e .  On t h e  persona l h e a l t h  l eve l ,  pos i t i on # 1  on 
t h e  b l uepr i n t  revea l s  that  corporate stress and ten  i n can be red u ced 

by the pract i c e  of I n tern a l  Exerc ises . Po i t i on #9 on the bl uepr i nt  

reve a l s how sex l ife may be used to i n crease busi ness product i v i t y  
a n d  e ffect iveness.  Health m a y  also be opt i m ized through proper d i e t  
(#8) .  (For examples  please s e e  Appe n d i x . )  How y ou u s e  t h e  bl ue

pri n t  depends on your own cre a t i v i ty and cu l t ivat ion . Th is  blueprint  

can be every t h i n g  that  w i l l  benefi t  you . I ts  pote n t i a l  is  u n l i m i ted  (for 

deta i l s  p lease refer  to The Great Tao) .  

6 
I nspect ion 

Secur i ty 
(CEO) 
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Heaven Att itude 

Counse l lor 

7 
Consumpt ion 

Recreat ion 
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Lake Att i tude 

2 

Mastery 
Retreat 

Reti re ment Se rv ices 

Feedback 

Secretary 
Earth Att i tude 

Figure 1 0.5  
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• • • • • • • • • • • • • • • • • • • • • • • • • •  

Final l y ,  I would l ike to fi n i sh th is  book with an in terest ing story , 
since we started with a story . In the year 300 B .C . ,  the cen tral 
government of the great Chou Dynasty was fractured, and feudal 
lords were fight ing each other  for control of the empire . Eventua l ly  
the empire was d ivided i nto seven kingdoms . The western -most 
Kingdom of Chin was ru led by Duke Shaw and was very weak. Ex

tremely ashamed of this weakness, Duke Shaw started a publ ic i ty 
campaign to attract the help of talented men.  The young man who 
came to apply for a pos i t ion was to change the course of history . His  

name was Kung-Sun,  Yang. 
Kung-Sun, Yang began learn ing the many styles of managemen t 

at a very young age, because he was very anxious to do great things 
for the world .  Hear ing that Prem ier Tien,  Wen of the Wei Kingdom 
was a great man, Kung-Sun went to the kingdom to try to gain 
employment under the premier .  When he arrived, Premier Tien had 

already died .  The successor, Kungshu , Ts 'o ,  in terviewed Kung-Sun 

and immediately h ired him . Premier Kungshu found his protege to 
be very dependable and extremely ta lented and planned to en trust 
him with an important posi t ion.  Suddenly Prem ier Kungshu became 
very i l l . The King of Wei personal ly  came to see the prem ier and 

found that  he  was nearing his  end . The King had no choice but to ask 
the prem ier to recommend a good successor to his posi t ion . Kungshu 
immediately recommended Kung-Sun highly .  

But the King ' s  only  rep ly was , "That young man . . . .  " 
The Premier real ized the king was not going to use Ku ng-Sun,  

so he said, "Pray, Your Majesty, if you have decided not to use 
Kung-Sun, p l ease ki l l  h im .  Never let him leave this kingdom . His 
employment by another kingdom will be a great m isfortune for 
you." 

The King agreed . After a few comfort ing  words he  left .  
Premier Kungshu immediate ly summoned Kung-Sun to te l l  him 
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wha t had transpired and to te 1 1 h i m  to flee .  He sa id ,  "My gu id ing 
pri nciple  i s  to be loyal to His Maj esty first and be loyal  to fr iends 

second.  Pl ease leave immediate ly ! "  
But Kung-Sun repl ied ,  "Please rest ,  Your Excel lency . I do 

appreciate your m ercy from th e bottom of my heart ,  but I wil l  not 
leave Wei .  Because His Maj esty has not take n the fi rst good advice 
to use me,  you may rest assured that  His  Maj esty wi l l  not take the 

second advice to have me ki l led . "  
Ku ngshu soon d ied . 
Later, the  King refused a second appeal for Kun g-Sun by h is 

good friend Minister Pri nce Tung because he  d id  not bel iev e  "that  
you ng man . "  Kung-Sun had no choice l eft but  to  leav e  for the 
Kingdom of Ch in ,  where he knew a pos i t ion m ay b e  foun d .  There he 
met  Minister Ch in -Ch ien , who was i n  charge of Duke Shaw ' s 

recru i tm ent effort . After i nterv i ewing Kung-Sun,  the Min ister found 

him ski l l ful  and immed ia te ly set up an i n terv i ew w i th the Duke . But 
during the i nterv iew ,  Kung-Sun bored the Duke to sleep . The 
Minister was d isappointed and blamed Kung-Sun for rui n ing the 

interv iew . 
Kung-Sun exp la i ned ,  "But I was speaking of the h ighest  l eve l  of 

management,  the one implemented by Emperor Yao. Because I had 
no idea what level of managem ent  wou l d  be of i nterest  to Duke 
Shaw, I dared not present m yself with a level  of learn i ng that  His 
Maj esty may find to be i n adequa te . I will  have no chance of 
revers ing his  op in ion about m e . Now that I am more knowledgeab le 

of the si tua t ion , please be pat ient  with me and set  up another 
interview for me. I be l ieve I wil l  persuade him this t ime . " 

Another i nterv iew w as set . F ive days later ,  Kung-Sun went to 
see Duke Shaw aga i n . Th is  t i m e  he spoke of a leve l  of m an agement 
that  was i mplemented by Kin g  Wu . But the Duke stopped him 
halfway and sa id,  " Your memory i s  splend id , and y our know ledge 
extensive as wel l .  But Honored S ir,  I do not see that  we share the 
same v iewpoint .  I ' m  afraid we hav e  no chance of work ing together. " 
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Then he ordered Kung-Sun to ret ire .  
Already knowing the resu l ts .  the  Min ister met  Kung-Sun out

s ide the palace, and blamed him bi t terl y .  But Kung-Sun smi led and 
said ,  "Now I know exact ly  what the Duke wants . . . .  " 

"Kung-Sun ,  put any thought out of your m i nd .  You have a l ready 
lost al l your chances.  I cannot be of he lp ," cut in  the Minister. 

Kung-Sun cont inued,  "Your Excel lency , I appreciate what you 
have done for me a l ready .  pu t t ing up wi th me for so long. But this 
is not a sma l l  matter .  If  I leave now, h i story might blame you if you 

said you could not or would not he lp . " 
The Min ister gave i n  say ing, "Very well  then, I wi l l  try aga in .  

But  I cannot guarantee His Maj esty wi l l  want  to see you again .  
However, I wi l l  do my best . "  

Five  days la ter, Duke Shaw summoned Kung-Sun and sa id to 
h im,  "What I real l y  want is someone with some talent to make my 
kingdom weal thy and strong immediately .  S ir, le t  no more t ime be 

wasted. If you know how to ta lk to me, speak ! Otherwise, you had 
better seek a better place of work. " 

Kung-Sun repl ied ,  "Your Maj esty is anxious to strengthen your 
esteemed kingdom . I do have the method for gett ing results 

immediately . " 
Kung-Sun expla ined his proposal ,  as the Duke l istened with 

increasing interest : "My Lord, the management sty le that obta ins 
fast results is completely d ifferent from those that I have mentioned 
prev iously .  The aforementioned emphasizes talking and working 
with your subjects and loving and taking care of them. Though the 
democrat ic form of management produces results that are slow to 
show, the resul ts are stable .  The fastest way for management to get 
results is to pract ice the Legal ist Style of Management. It is cruel and 
uncompassionate, and the people wi l l  loath i t .  But in bringing results 
i t  i s  fast and effective. " 

The Duke pulled out h is  sword and roared, "Why do people 
loathe i t? ! "  
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Kung-Sun calmly  repl i ed,  "Your Maj esty , when a lute becomes 
d issonant ,  one must tune i t .  Management reforms society when i t  is  
out  of working order. When people become set i n  the ir  ways of l ife, 
they are unwi l l ing to change their  ways .  If we do not implement 
changes, we cannot correct the problems that  cause weakness .  But 
if we try to make changes,  the peopl e wil l  rej ect i t ;  the future welfare 
of the state wi l l  not enter their  m i nds.  Then we must fai l  in the end .  

My Lord, h ave you heard of Kuan,  Chung, the Prem i er of  the 
Kingdom of Chi ?  Two hundred years ago he changed every estab

l i shed system and turned the ent i re kingdom i ns ide out .  But the 
kingdom soon became the strongest and wealth iest kingdom under 

the sky . "  
"If you can d o  whatever Kuan,  Chung could do,  I will  honor 

anything you say , "  the Duke rep l ied .  

Kung-Sun sa id ,  "My Lord, what  Kuang d i d  was first m ake the 
kingdom rich . A kingdom without wealth could not be strong.  And 

in order to be strong and wealthy,  one must depend on the people .  

They must  be made to become more product ive . And to m ake them 

more product ive ,  one must order  them to do what they m igh t d is l ike 
do ing.  Then your order must be m ade to be honored as l aw .  Those 

who obey the law wil l  be rewarded ; those who do not obey wil l  be 
punished uny ielding l y . l t  is  crue l  but  you wi l l  have what you desire 
immediate ly . "  

The Duke sm i led and sa id,  " I  love i t ! Now I know you are 
talented ! "  

"My im mense grat i tude for your k ind words . But as I have 

men tioned a l i t t l e  while before , th is sty le of management  is  so d i f
ferent you might th ink  i t  awkward at  first . Enforcing the law is  

defin i te ly  not  easy . Wi thout the r igh t person ,  the  sty le  cannot be 

implemented .  There are three important  princ ip les :  first.  fi nd the 

r ight  person ;  second . the  right person must be complete ly  tru sted and 
supported by the lord ; th i rd ,  once the lord has come to trust and 
support t h is person,  he can not l isten to others ' cri t icism , otherw ise 
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there can be no hope of success . Now, Your Majesty ,  would you 
please consider these three pr inciples for three days .  If you decide 
to accept i t , I will subm it  a deta i led plan . "  Kung-Sun saluted the 
Duke and ret ired from court . 

Min i ster Ch ien rece ived Kung-Sun and blamed h im again for 
kind l i ng the Duke ' s  interest and then wi thhold ing information to 
blackmai l  him .  

"Your Excel l ency ,"  expla ined Kung-Sun , "you do  not under
stand .  The pract ice of th is  sty le of management is d ifferent .  It 
requires strong wi l l  and determi nat ion .  If His  Majesty is determ ined, 
i t  can be done .  If he lacks these quaJ i t ies ,  there is no point in wast ing 
t ime. " 

The second day ,  the Duke could not wait  to hear the plan and 
summoned Kung-Sun . Bu t Kung-Sun refused to appear, tel l ing the 
messenger the fol low ing : "We have set up a three -day agreement .  If 
we cannot keep th is agreement, how can we keep our prom ises in the 
future? " 

Early in the morning on the third day,  the Duke sent a beaut ifu l  
carriage to take Kung-Sun to the pa l ace, where he was honored with 
a seat and offered an apology for al l  previous misunderstand i ngs .  
After pol i te ly thanking the Duke, Kung-Sun presented h is  p lan and 
l isted al l  the changes that must be implemented, always analyzing 
each change carefull y .  The two men conversed for three days and 
three n ights .  The Duke was never once t ired. Then the royal order 
was issued : Kung-Sun was assigned the pos it ion of Premier. 

The new Premier began legis lat ion of all new laws.  At the same 
time he had a th i rty -foot-long pole erected in a plaza at the southern 
part of the ci ty . An officer was ordered to tel l  the people that whoever 
was able to move the pole to the northern part of the c i ty would be 
awarded ten barr iers of gold .  A massive crowd gathered around the 
pole ,  but nobody dared move i t .  Then the award increased to fifty 
barriers of gold . Then one man thought to h imself, "Th is k ingdom 
has never enforced one law or regulat ion .  I m ight as well move i t ,  
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s ince I h ave noth ing to l ose and the  pole  i s  e asy to  move anyway.  
Who knows? I m ight rea l l y  get  someth ing ."  So h e  m oved i t .  The Pre

m i er  sum moned the man ,  pra i sed h i m  persona l ly and awarded h im 
fi fty barri ers of gold . Hence, the  ent i re kingdom understood that  the 
new Prem ier kept h is  word .  

Not too long afterwards ,  a n ew law bear ing the  s i gnature - sea l of  
the Duke was m ad e  publ ic .  Many people started to  comment .  Some 
said i t  was good . Som e said i t  was bad.  Al l  the cri t ics were arrested,  
sentenced and j a i l ed .  The Prem ier  expla ined to the people  that they 
had the r igh t to obey ,  not cr i t ic ize , th e  law.  No cri t icism would be 
tolera ted by th e  government ,  w h ich  would pun ish any offenders.  
Once, the Duke ' s  son cr i t ic ized the new law, and the Prem i er 
reported h i m  to the Duke . As a result  the prince ' s  mentors, teacher, 
and professor were sentenced (the prince was not punished because 
the law forbade the pun i shmen t of royal  m embers) . At the same 
t ime,  two senior m in isters who pr ivate l y cri t icized the l aw were fired 

imm ediately . Soon the ent ire kingdom obeyed the law careful ly .  
Then the  government ordered a tax increase of 300 percent ,  

forc ing peopl e to work day and night . Within a very short period of 
t ime , the kingdom became  wealthy ,  weal thy enough to support an 
arm y and defend i tself. A l i t t le whi le  la ter, i t  was able to take an 
offensive stance . 

In a campa ign aga inst the Kingdom of Wei,  the Prem ier person

ally led the troops and attacked and defe ated Wei ' s  arn1 ies .  Land,  

inc l ud ing  that  of h is o ld fr ie nd Pr ince Tung , was added to the 
possess ions of  the K ingdom of Chin . 

W i t h i n  the K ingdom of Chin ,  a victory of  another kind was 
ach ieved . The re was no fe ar  of theft or cri m i n als .  No one dared 
com m i t  a cri n1 e ,  because if a n yone d i d ,  he or she would be sentenced 
to the borderlands,  to farm the waste land and expand the nat ional  
bou ndar ies . I f  the  se n t enced st i l l  d isobeyed , they were k i l led . Once 

sev e n  hundred prisoners w ere ki l l ed  in one d a y .  
By these means the  K i ngdom of  Ch in beca m e  t h e  strongest and 
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wea l thiest ki ngdom , exceeding all  other k ingdoms.  Envoys from 
other kingdoms arrived con t inuous l y , bear ing gifts or deeds to l and .  

For h is  work , Premier Kung-Sun was  awarded w i th the lordsh ip 
of fifteen ci t ies .  He was so adm ired and wel l  honored tha t  h i s  
nobi l i ty  rivaled even that of  Duke Shaw. 

Less than a year l ater, the Duke fe l l  i l l  and d ied .  The prince who 
inherited the throne immed ia te ly d ism issed Kung-Sun as the pre

m ier , because he hated h im from the beginn ing . Then all of Kung

Sun ' s  old enem ies came out and induced the new Duke to issue a 

royal warrant for Kung-Sun ' s  arrest . His  t i t l e  canceled and proper

ties confiscated ,  Kung-Sun tried to flee to the ne ighbor ing Ki ngdom 
of We i ,  but Wei hated h im even more than Ch in . He then escaped to 
a v i l l age in Chin,  but a v i l lager told h im they dared not h ide h im 
because the l aw forbade i t .  Soon Kung-Sun was caught .  At court 
accusat ions came from eight direct ions. Final l y  he was sentenced to 
a violent form of death . 

Before his fall ,  several Taoist schol ars whom he became ac

qua inted with offered him two kinds of adv ice , because indeed he 
was a talented man . 

1 )  After atta i n ing great success, he should have gu ided Duke 
Shaw to change the style of management . He h imself ful ly 
real ized that the Legal ist Style of Management alone could 
never l ast .  I t  wen t against the principles of nature. 

2) Ret ire after great success .  

But Kung-Sun ' s  greed and att i tude prevented h im from heeding 
good advice, thereby bringing about a sad end . 

Because of his talents, the Ki ngdom of Ch in  was able to stead i l y  

bu i ld a strong foundation . Many years later i t  was t o  conquer six 

other k ingdoms, un i te Ch i na ,  and found the Ch in Dynasty . Now 
every vis i tor to Ch ina wi l l  see the Great Wal l and the Ch in tomb in 
Hsian and leave remembering the accompl ishments of the Ch in  
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Dynasty , but  how many of them know of Kung-Sun? 
In  Kung-Sun ' s  story, you may fi nd m any valuable principles 

that may benefi t  your own pract ice .  Throughout h istory he  has 
served as a role model for m anagement ,  good and bad points 

notwi thstand ing. 
The moment the Kingdom of Chin conquered all of China ,  the 

moment the Dynasty began to crumble .  The Dynasty barely sur
vived through the next th irty-s ix years unt i l  it was replaced by the 
Han Dynasty ,  which pract iced the teach ings of the Yel low Emperor 
and Lao Tzu . When the management styl e  was changed to the 
Integra l Management  of Tao, China  entered her first golden age . 



APPENDIX 

EYE EXERCISES 

People who suffer from eye prob lems usual ly suffer from 
nervous disorders ,  and v ice-versa . As anger is  a symptom of tension 
and fat igue , anger may be induced in those who use the i r  eyes too 

much . The Internal Exerc ises  for the eyes wi l l  strengthen both the 

eyes and the nervous system and help d issolve stress, tension , and 

fat igue .  
Also, the  eyes, spec ifica l ly the ir movements ,  are indicative of an 

indiv idual ' s in te l l igence . People who are clever have large eye 

movements and are always exploring their  environment . Slow eye 
movement or a lack of eye movement ind icates a repressed leve l of 
in te l l igence , which may also be helped through stimulat ion of the 
eyes . 

Poor blood circulation, indicated by dark circles under the eyes, 
can also be helped by doing the Eye Exercises . Poor blood circula
t ion results  from long periods of physical i nact ivi ty ,  such as those 

spent beh ind a desk or mee t i ng table . If circulat ion is sluggi sh, body 

temperature goes up. Then the blood "boi ls" and forms clots . High 
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blood pressure and heart d isease may occur. So in  order to prevent 
blood clots , the Eye Exercises should be performed .  

Doing the Eye Exercise can also he Ip bags or  puffiness under the 
eyes ,  which ind icate water retent ion or bad metabol ism . It a lso helps 
re tard the signs of aging and improve youthful  looks by exercising 
and ton ing the surrounding muscles and skin t i ssues.  

1 .  Place thumbs on rim of the bony eye sockets at  the upper 
inside corner of the eyes .  There is a sl ight depression in  the 
bone at the correct point .  Those points are designated by the 
le t ter  A i n  figure A. 1 a . Press in deeply .  Any pa in  indicates 
some blockage . Then massage the points for a count of 10 .  
Release . Repea t  for a total of  3 t imes .  

2.  Next, place index fingers in the smal l  depressions at  the 
middle of the lower eye sockets-po i n ts designated by B. 

Press in deeply on the rims ,  not  cheekbones . Massage for a 
count of 1 0. Release . The n  repeat  for a to tal of 3 t imes.  

3.  Then ,  place index fingers on lower eye socke t 1/4 of the 

d istance from outside corners of the eyes .  (Look for let ter C 

i n  figure A. l a  and d . )  Press and m assage for a coun t of 1 0 . 
Re lease . Repeat for a total of 3 t imes .  

4 .  Place thumbs on top of eye sockets about  1/3 of the d istance 

from the outside corners of the eyes .  (Look for le tter D.) 

Press and massage for a coun t of 1 0 . Re lease . Repeat for a 
to tal of 3 t imes .  

5 .  P lace fingers on the temples by com ing out  from the end 
of the  eyebrows and locat ing soft depress ions on the s ides of 

the head (po i n t E) . Press and massage for a count  of 1 0 . 
Re lease . Repeat for a total  of 3 t imes .  

6.  Pal m i ng.  Rub hands toge the r briskly un t i l they are qui te  
warm . Cup the hands over both eyes ,  fingers s l ightly crossed , 
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right over left .  Do not press the eyes .  Hold for a count of 10 .  
Then repeat for a total of  3 t imes ,  always feel ing the warmth 
enter ing into the eyes from the hands .  

7 .  Then rub eyes l igh t ly wi th three m iddle fingers .  Rub the 
bones around the eyes in a c ircular motion, start ing from the 
ins ide corner of each eye next to the nose . Rub up the bridge 
of the nose , across the eyebrows, towards the temples ,  down 
and back around the lower rims of the eye sockets to the nose 
again .  Do this 10 t imes .  Pause . Repeat for a total of 3 cycles .  

NOTE A :  Rubbing in the oppos i te d i rect ion will  weaken the 
eye muscles and cause wrinkles to appear .  

NOTE B: For cataract or glaucoma ,  practice the first seven 
eye exercises up to 20 minu tes da i ly .  Whenever your eyes 

are t i red ,  do the Eye Exercises ,  as they wi l l  completely 
revital ize your ent ire body in  m inutes .  It i s  also good to do 

them in conjunction wi th exercises which strengthen the 
l iver. (For background deta i l s  please refer  to The Complete 
System of Self-Healing.) 
NOTE C:  Once you h ave located the painful  points ,  i t is  not 
necessary to con t i nue press ing hard on these poi nts .  Whe n  
you are doing the  Eye Exercises �  even a very l igh t touch ing 
of the points wi l l  accompl ish the purpose of the exe rcise , 
which i s  to re store norma l v is ion .  

NOTE D :  Use the fi rst two po in ts (A and B) for d i agnosis .  
If i t  is pa infu l at  a l l  when you press in deep ly ,  then there i s  
some th i ng wrong w i th  the eyes  and/or body . If i t i s  puffy or 
dark u nder  po i n t  B. wa te r re tent ion or l ack of prope r  rest is 
i nd icated .  

One may a lso prac t ice add i t iona l exerc ises  wh ich wi l l  s trengthen 
the eyes and the muscles  surrounding the m .  
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1 .  Begin by keeping the head stra ight, but with the eyes first 
looking up toward the cei l ing and then down at the floor. 
Repeat this mot ion several t imes .  The eyes should always 
move slowly and with del iberation . 

2 .  Next, look to e ither side of the head. 

3 .  Then look up and down into the opposite corners of the 
eyes . 

4 .  Then rotate the eyes first i n  a clockwise direction, then i n  

a counterclockwise d irection . This will  take about ten 
minutes to perform when done slowly .  

5 .  Always follow these eye  movements with a rubbing of the 

hands and a pressing of the palms onto the eyes to bring heat 

and energy into them. 
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I f  y ou pract i ce these exercises consistent ly  over a period of t i m e ,  

you m a y  never n eed gl asses to see cl earl y .  
The fo l l ow ing  i s  a n  exa m p l e  o f  how t h e  e x erc i se i s  u t i l i ze d .  A 
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student  of m ine and h is  fam i l y benefi ted grea t l y  from the Eye Exer
c i ses . His problems first began after he left h is job in the com puter 
department  of a San Franc isco te lephone company for a better job i n  
S a n  Jose . Because he was working as a trai nee on  three months 
probation at  the San Jose company, h is wife-then work i ng as a 
nurse in  a S an Francisco hosp i ta l-cou l d  not l eave  her j ob and move 
away from San Francisco . Plus their  house and four ch i ldren were 
in San Franc isco . So even if  he was t ired after hours of heavy 
concentrat ion and com puter tra i ning , he st i l l  had to drive for a total 
of 3 hours to and from work and figh t traffic . 

When he got home, he was usual l y overwhel med by the de

mands of his  four chi ldren .  Not be i ng able to stand the noise any 
longer , he usual ly retreated to h is bedroom,  locked the door, and 
col l apsed on the bed . It was not long before h is  miserable outlook on 
l i fe,  J ack of appe t i te for his wife ' s cook ing, and indifference toward 
fam i l y and mari tal matters started explosive fights  between h i m  and 

h i s  equa l l y  s tra i ned wife .  Soon they  agreed to a d ivorce . 
But before they took any legal  act ion,  they came to my office 

seeking adv ice . After careful ly l i sten ing to both husband and wife, 
I discovered that they st i l l  loved each other and that the only th ings 
tearing them apart were the stress and tension of overwork . Conse
quent ly ,  I asked them to delay taking any legal action for two weeks, 
enough t i me to let  the Eye Exercises take effect .  I gave the husband 

the i nstruct ions for the exercises and asked him to do them when he 
drove on the empt ier  and safer  stre tches of Highwa y 280 . He could 

exerc ise both eyes by steeri ng with  the r ight  hand as he exercised his  
l eft eye wi th his  left hand and then sw itch i ng hands  to do the other 

e y e .  

A mon t h  o r  s o  l ater they both c a m e  back to my office bear i ng a 
gift . The husband sa id the Eye Exercises  performed a m iracle on 

the i r  l ives .  When he exerc i sed h i s  eyes  as  he  drove ,  he was never 
t i red when he reached home-he fe l t  com plete ly  refreshed . He was 
able to p lay w i th h i s  ch i ldre n ,  answer the i r  quest ions,  even help them 
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do the ir homework; his appet ite re turned ;  he was able  to fu l fi l l  h is  
marita l  dut ies ;  and he was able to concentrate on his job and pass 
probation smoothly . Afterwards, he was forma l l y  h ired .  and he was 
able to se l l  the house in San Francisco and move to San Jose . His w i fe 
also found a new job in San Jose . a nd the i r  ch i l d re n  were happy . 
They said t hey we re s tart i ng a new l i fe w i t h  more l ove for each other  

than ever be fore . 

STOMACH RUBBING EXERCISE 

When it comes to stress management there is another exercise, 
the Stomach Rubbing Exercise, for reducing stress and tension 
immediate l y .  The exercise is a lso exce l lent for removing excess 

weight and reducing high blood pressure , whi le producing many 
other benefi ts .  I t  i s  easy to do and complete ly safe ,  and i t  cou ld be 
done anywhere ,  anytime . No equ ipment is necessary . 

1 .  Begin by ly ing down fla t  on your back . Relax.  

2 .  Pu t the palm of your hand on your navel .  (If you are right 
handed , use your right hand ; if  left handed, use your  left 
hand . )  Then start to rub clockwise from the center-that is, 
from the right to the left-first i n  sma l l  circ les and then 
gradua l ly  expand the movement unt i l  the upper and lower 
l imi ts of the stomach and abdomen are be ing rubbed (see 
figure A .3a-b ) . 

3 .  When you have completed the first movement, then 
reverse it , rubbing counterclockwise in smal ler and smal ler  
circ les unti l  you are back to the center of the navel . You need 
not press down with any force . Apply a sl ight pressure as you 
rub slowly . 
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a. Clockwise Rubbing b. Counterclockwise Rubbing 

Figure A .3a-b 

4 .  Repeat this clockwise and countercl ockwise motion as  

many t imes as  you wish.  

NOTE A: When you do the exercise , concentrate on feel ing 

the heat (energy) from y ou r  hands penetrate into the stomach 
t issues .  Do not le t  your m ind wander ;  the mental  actions 

must coincide w ith the physical  actions,  to bring m aximum 
effectiveness . If  conce ntration is broke n ,  the exercise must 
be started again from the beginning.  

NOTE B: A br iske r version of the Stomach Rubbing Exer

cise a lso e x ists . You may begin this  exercise by rubb ing the 
pa l ms of the hands toge the r vigorous ly  and pl acing the 
hands, pal ms dow n,  on the lower abdomen so that they l ie on 
e ithe r  s ide of the nave l . Now begin to rub both sides of the 
abdome n briskl y , fo l low i ng the pattern dep icted in figure 
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A.4 .  Rub so that  both hands meet near the navel  on the down
swing. Keep on rubbing unt i l  the friction heats up the 

abdom ina l t issues .  You may repeat this  e xercise as many 
t imes as you w ish . This version of the exercise brings more 
stimul ation and energy to the abdomen than the regu lar 

version, so i t  can be used for debi l i ta t ing d iseases of t he inte r

nal organs and perista l t ic problems . It  is especia l l y good for 

trimming down the girth . 

Figure A . 4  Stomach Rubbing (Brisker Version) 

Fatty accumulations and deposits are disturbed from their  rest
ing place and eventual ly broken up. They are then passed into the 
eliminatory system and out of the body .  By such apparently simple 
means, the superfluous areas of the stomach and abdomen are 
l iteral ly  rubbed away . 

When you rub in a clockwise direction-which again, is from 
your right to your left in gradua l ly  widening circles-you are 
encouraging proper and easeful bowe l movement .  Qu ite often 

constipation is a symptom indicat ing that the large intes t ine is  

overfunctioning. The large intestine is absorbing too much water 

from the waste matter as it passes through on its way to the rectum .  

253 



A PPENDIX 

This causes the waste matter to be compacted to the point where the 
normal perista l t ic activity of the large intestine is not sufficient to 
expel the waste mat ter .  Constipation results and fecal material that 
wou l d  norma l ly have been passed on through the anus are stored in 
the body . The clockwise motion augments the peristal t ic activ ity 
and s lows down the water removal process to normal levels .  

One young woman I taught this exercise to told me she had 
suffered from const ipation most of her l ife .  She was only 23 years 
old,  but she had been suffering from const ipation for 1 5  years . She 

had tried drugs , l axatives ,  and enemas . But nothing she d id el imi
nated the prob l e m .  And yet, from the first week she began doing this 
exercise , she ceased to have problems wi th bowel movements . She 
fe l t ,  by her own admiss ion , l ike a new person.  She told me later that 
after three months of doing the exercise , her whole d igestive system 

evened out and she never had the same problem aga in . 
Rubb ing in a counterclockwise motion has the opposite effect

that of he lping to so l idify fecal material  as i t  passes through the 

intestine . I t  does this by stimul at ing the passage of water from the 

l arge intestine to the kidneys .  An e xtreme case of chronic diarrhea 
which was corrected with this s imple technique was recentl y brought 

to my attention . One of my students told me that ten years ago his 

mother had been ope rated on for cancer of the colon .  S ince that time, 
she has had absolute l y  no control over her bowel movements .  She 

cou ld not even go out for fear she would suddenly find she had to use 
the bathroom and not have access to one . Her son taught her the 
stomach rubb i ng technique . She had tr ied every other remedy by that 

t ime and was read y for any t h i ng that  he l d  some promise of he lp ing 

her .  After  a few days of p ract ic ing the e xercise ,  her stoo ls  formed for 

the fi rst t i n1e i n  ten  years .  Since then she has been ab le to norma l ize 
her l i fe ,  and the prob l e n1 has ceased to pl ague her .  

Rubb ing the abdon1en  i n  both the clockwise and counterclock
w ise d i rect ions w i l l  he l p  s ton1ach u lce rs .  One case demonstrat ing 
the e xe rcise ' s  e fficaciousness is  that  of a 96-year-old Chinese 

254 



A PPENDIX 

sen ator. He tackles his  duties with more enthusiasm and energy than 

people one-fourth h i s  age . He is also act ively involved in many 
different activit ies .  Yet,  he is  never sick .  His blood pressure , 
checked every morning by a government -appointed nurse , is always 
normal . When adm irers ask him about h is secret of youth, he tells 
them a story about a youthful exper ience . As a young man,  he 
suffered from pa inful stomach ulcers , tuberculosis, and other dis
eases . When he served in the arm y ,  he sought medical help from 
doctors wherever he was stat ioned . Then one day,  someone told him 
about a famous, aged healer who l ived deep in the mountains .  So he 
made an appointm en t to  see the healer and struggled over the rocky 
terra in to see him . Having reached his destinat ion , the young man 
greeted the healer and began a monologue about himself and his 
problems.  But the old man continued to med itate and seemed to 
ignore the visitor; he d id  not open his eyes or speak .  Fina l ly , the 

healer uttered, "Go home and rub your stomach ."  Further quest ion
ing drew no replies.  D isappointed at the simple remark, the young 
man struggled home.  Back home, d isappointment, exhaust ion , and 
anger caused the ulcer to flare up again .  Left with no al ternative, the 
young man reluctan t ly rubbed h is stomach . Im med iate ly the pa in 

faded away . Encouraged , he began to rub his  stomach faithfu l ly .  A 
few months later, the ulcer completely disappeared . Gradual ly the 
tuberculos is  d isappeared also .  His heal th improved dai l y .  Seventy 
years l ater he sti l l  rubs his stomach dai ly ,  after every meal and 
whenever he feels uncomfortable . 

The first year I was invited to lecture at the Un ivers i ty of Oslo 

in Norway , one of the subjects I dwe l t on was the Stomach Rubbing 
Exercise.  The fol l owing y e ar, I was invited back to l ecture before an 

overcrowded audience again .  Before I started speaking , an old  man 
in the audience interrupted me and requ ested permission to speak . 
He tol d  the audience to l is ten to me because whatever I said wou ld  
b e  beneficia l . Then h e  to ld  everybody a story . He said tha t  he 
attended m y  first l ecture with a d istended abdomen fu l l  of water  
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because he was suffering from term inal l iver cancer. He was i n  
terr ible pa i n .  The doctors gave h im on ly  a few weeks to  l ive . Every 
week he had to go to the hospi ta l  to have h is  abdomen pumped to 
remove the water. Desperate to try anyth ing, he attended the lecture . 
That night , after learn ing about the stomach rubb ing technique , he 
went  home and rubbed his stomach . The pain went away and water 
never col lected in his stomach again . One week l ater, he went to see 

his doctor and aston ished h im .  His doctor excla imed,  "This  is a 
miracle ! I can ' t  bel i eve i t ! What d id  you do?" He repl ied ,  " I  didn ' t  
do anyth ing. I just rubbed m y  stomach . "  Thereafter, h e  fa ithfully 
rubbed h is stomach . His l iver  d id  not bother him anymore,  though 
it was st i l l  cancerous. He was able to d i scon t inue chemotherapy . 
Furthermore , he had become "hea l thy , "  and h e  was able to go back 
to work . When I re turned to Norway the th i rd year, the man was st i l l  

around. 
The efficaciousness of the  exercise i s  expla ined b y  the penetra

tion of energy from the hand in to the abdom inal  t issues .  Energy 
pen etra t ion can be augm en ted by m aking use of your sensory 
powers. Feel  the energy from y our hand penetrate i n to the  skin and 
organs underneat h .  You should  a l so feel  that the energy is be ing 
re ta ined and that i t  is  heat ing up y our abdom inal  t issues .  As m ore 
energy pene t rates your body , the a rea around your n avel  w i l l  begin 
to burn as if a fire had been started wi th in .  Achieving this sensation 

requ i res a great deal  of concentrat ion and pat ience ,  and i t  should be 
done every t ime  you do the exercise . (For fu rther  deta i ls ,  please refer 
to The CompleteSystetn of Self-Healing. ) 

TAO OF BAlANCED DIET 

The fol lowing is an excerpt from the June 1 ,  1 988 issue of the 
New York Times .  (For furt her deta i l s ,  p l ease refer to The Tao of 
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Balanced Diet: Secrets of a Thin and Healthy Body.)  
For most people ,  food serves many purposes :  i t  fuels the hody , 

pleases the palate and sa t i sfies  the sou l . But  i ncreas ingl y ,  Americans 
are also looking to food to prevent d i sease and promote good health. 
They cu t out  egg yol ks to avoid cholesterol , load up on fresh 
vegetables and h igh - fiber cerea ls  to reduce cancer r isks and drink 
low-fat m i l k  to stave off osteoporos is .  

One nontrad i t ional system tha t  seems to  be growing in popular
i ty is the ancient  Chi nese ph i losophy of Taoism, wh ich expla ins the 
world in  terms of oppos i t ies and seeks to fi nd ways to keep 
confl ict ing forces in balance . I t  advocates a system of eat i ng as well 
as the use of herbs to ma inta in heal th .  

There are more people  now than five years ago offering advice 
on how to heal wi th foods and herbs, using Ch inese concepts. One 
of them is John Lindseth, who founded the Tao Heal ing Arts Society 
in New York. Like many Americans who practice nontradi t ional 
methods of heal ing, Mr. Lindseth learned about Taoism through 
personal  need . Fifteen years ago,  when he was working as a 
psychotherapis t  i n  San Francisco, he developed Gui l la in -Barre 
syndrome, a deb i l i tat ing neurological d isorder. 

When doctors said they could  do noth ing for h im, Mr. Lindseth 
went to see Dr. Chang, the author, who gave him d ietary advice and 
herbal formulat ions.  The success of the treatment prompted Mr. 
Lindseth to study Taoism further. 

Taoists use the properties of food and of herbs to restore balance 
to an a i l ing body .  They div ide food in to five categories, based on 
taste . Each category is thought to nourish a certa in organ of the body 
as well  as the physical functions and emotional states that relate to 
that organ :  b i tter foods affect the heart and smal l _  in test ine ; sal ty 
foods, the kidney and b ladder; sweet foods, the sp leen - pancreas and 
stomach ; sour foods, the l iver and gal lb ladder; and sp icy foods, the 
lungs and l arge intest ine .  

Ideal ly , Taoists bel ieve, a diet  should i nclude equa l parts of each 
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type of food.  If there is too much or too l i t t le of one category , the 
related organ wi l l  be adversely affected .  Thus, if someone eats too 
much sal ty food, the kidneys wi l l  be stressed;  if another eats too l i ttle 
b i tter food, the heart will  be weakened . 

Taoists say that many Americans eat too many sweet and salty 
foods, a fact a lso bemoaned by trad it ionally tra ined nu tri t ion ists . 
Shel l ie  Goldste in ,  a New Yorker who stud ied with Mr. Lindseth 
after gett ing a master ' s  degree in nutri t ion from the University of 
Br idgeport , said that most people she sees have a h ighly restricted 
and monotonous diet, eat ing just 20 or 25 foods .  

She advises cl ients to vary their d iets and to increase their intake 

of herbs. As with many who resort to nontradit ional approaches to 
matters of health, some c l ients are satisfied if the ir  symptoms are 
rel ieved and do not care about the theories .  

" I  didn ' t  get into that part of i t ,"  said Nancy Trent ,  the owner of 

a New York publ ic-relations company who consulted Ms . Goldste in 

because she fel t  continual 1y  ti red .  " If i t  works, don ' t  ask. Just do i t . " 

MORNING AND EVENING PRAYERS 

They are the best remedies for mari ta l  d iscord , unl ike d ivorce . 

Genera l l y  m ar i ta l  d i scord beg ins in bed and concludes in court The 

bed reve als  many  i m perfect ions  i n  both men a n d  women , whether  

the i mpe rfect ions are t h e  i n ab i l i t y  to care for others ,  sexual  i n abi l 
i ty ,  e tc .  Beca use peop l e  are i mperfect , they have m any lessons to 

learn  a n d  many shortco m i ngs to correct .  I f  peop le are unab l e  to face 

t h e i r  lessons a n d  shortcom i ngs and l e arn and  correct the m ,  the 

resu l t ing discord causes anger, frustrat ion ,  estrangement ,  broken 
homes,  psycho l ogica l d i sorders,  p l u m m e t i ng produc t iveness in the 
work pl ace , a n d  soc i e t a l  i ncapab l e n e ss .  
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Man and woman should l ive together-not necessari ly  in the 
sense of physical  cohabi ta t ion ,  but in the sense of n1enta l  and 
spi r i tual  coex istence ,  made poss ible by a sexual  rel at ionsh i p . Men 
and women need each other for sat i sfy i ng. for heal i ng. balanci ng. 
and adjust i ng the i r  physical bod ies .  For such purposes, the Morn ing 
and Evening Prayers are strongly recommended .  

To perform the Morn ing Prayer , man and woman should assume 
the miss ionary posi t ion . Then ,  with eyes closed,  they shou ld lock 
themselves together wi th the i r  mouths, legs, and arms .  The man 

should penetrate and use just enough movement to mainta i n an 
erect ion . (He should not ej acul ate . )  Then the couple enjoys and 
shares the fee l ings derived from such closeness and st i l lness for as 

long as they desire .  Just as you start the day with Morn ing Prayer, 
conclude the day with Evening Prayer, which is performed l ike the 
Morning Prayer .  The Morning Prayer en l ivens the body, and the 
Even ing Prayer rel axes the body . 

During the Prayers, the couple rise beyond space and t ime,  even 

if the Prayers last for only two m inutes, which is in  itself an infi n i ty .  
Man and woman become locked together in a meeting of  minds. The 
nature of the attraction becomes men tal . Fol lowing the Morning or 
Evening Prayer, the woman becomes complete ly open and recep
t ive, completely Yin .  After the Morning or Evening Prayer, the man 
is completely giv ing, completely Yang. Her complete Yin state and 
his complete Yang state constitute a perfect Yin-Yang balance . Th is 
balance generates a cycle of harmony, creat ivi ty , and love . 

The fol lowing i s  an example of the Prayers ' u t i l iza t ion . After 

hav i n g  counseled many people who face divorce or fami ly  discord, 
I found that Prayers solved problems qu ickly and effectively . Before 
the Prayers are uti l i zed, a typical example of fami ly  l ife is as fol l ows.  

A l ife less husband comes home after a hard day at  work .  His 

lonely wife tr ies to make conversation with  him by ta l k i ng about 

triv i a l i t ies . The husband cannot bear l i sten i ng to these th i ngs, bu t he 

gri ts his  teeth ,  and, with the greatest of pa t ience and to lerance, m akes 
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i t  through the even i ng. But h i s  act ions are cold .  His  wife notices his 
att i tude and beg ins to th ink that he does not love her anymore . 

Then ,  once in bed, to show h is  wife h i s  love,  he makes love to 
her . But in his  t ired and stressed condi t ion,  he could only bring her 
to a part ia l  orgasm, before he rol ls over and snores .  She, however, 
l ies awake unable to reach heaven or earth . She tosses back and forth , 
fu l l  of anger and frustrat ion . She may even h ave to clean up the mess 
her husband made .  Final ly  sleep envelops her at dawn .  

Just then ,  the husband wakes up ,  wakes h i s  wife ,  and  demands, 
' ' Honey ,  where 's the coffee?" The wife ,  head ach ing and tired, 
snaps, "Make i t  yourself ! " 

The husband, s i lenced,  l eaves the house hungry and angry , 
figh ts traffic, and beg ins a day at the office in  bad humor. He unloads 
his ange r on his co-workers . Then they get mad and make work 

difficu l t for him . Performance and effic iency plummets .  Only the 
greatest to lerance and pat ience he lps him survive through the day. 

Meanwh i le ,  al l  morn i ng, the w i fe tr ies  to d ispe l her headache with 
Ty l enol . Her headache final ly d isappears before her husband gets 
home , but h er lonel iness and d issati sfaction have grown greater. 

When her husband does come home after fight ing traffic,  she 
tri es to ta lk  to h im , to d ispel the lone l i ness and d issat isfact ion. 

Instead, she carri es on a monologue,  which he drowns out with 

telev is ion,  rad io,  e tc .  She i s  deeply hurt by th i s .  Tension fi l l s  the air .  

There i s  a l i m i t to eve ryone ' s e nd u rance . The n ,  over a n1a t te r  of the 

t i n i est i m portance , both explode . The y try to make up but they go to 
bed and make the same m ist akes aga i n . 

Day afte r  day of the  sa me th i ngs fi n a l l y  dr ive them to d ivorce . 

The fa m i l y  w i l l  be b roke n ,  jobs w i l l  be lost, and a part of soc ie ty wil l  
col l a pse . 

S u ch t h i ngs n e e d  not  and do not h appen  when the Prayers are 

perforn1ed .  M a n y  cou p l e s  on t h e  br ink  of d ivorce h ave exper ienced 

a comp le te change in  a t t i t ude and l i fe .  Husbands and w ives never 

have  e nou gh of each o ther .  They s leep res tfu l l y  aft e r  the Evening 
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Prayer. After the Morning Prayer, wives usually hop out of bed to 
prepare an excellent breakfast and send their husbands off to the 
office with kisses . The husbands usually arrive at the office th inking 
the world is wonderful .  They treat everyone well , and their kindness 
is usually returned . Office affairs become smoother and less stress
ful .  At the end of the day,  husbands usually cannot wait to go home 
to tell their wives about their successes and talk and listen to them. 
Traffic does not bother them.  When they do get home, a wonderful 
dinner is ready . This pattern of life saves the marriage, the family ,  
the company, the society ,  and eventually the entire nation.  

The purpose of the Morning and Evening Prayers is to turn the 
bond between husband and wife into a bond of True,  or Divine, 
Love .  True Love cannot be taught;  it does not come from the mind 
like romantic love . True  Love has spiritual origins, as it  is released 
from the heart during the Morning and Evening Prayers . Unlike ro
mantic love, True Love is giving. During the Morn ing or Evening 
Prayers , man and woman melt  together, laying aside their egos to 
exchange energies to heal each other. Once released , this love will  
permeate their everyday l ives . Their love, rippling through society, 
will affect society positively . 
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Within a year of publication, we received a great many letters, all 

extremely meaningful.  Here, a few important ones have been spe

cially selected for your reference. 

"The v ast scope of the le ssons ,  i 1 1 us trat ions and m anner of presen t ing  
the  essent i al prerequ is i tes for successfu 1 1 y  handl i n g  the problem s of  
today,  whi le  s impl y  presented i n th i s  book , are  so  com ple te  tha t  i f  the 
reader were to d igest and put in to  pract ice the cen tur ies of wisdom con
ta ined wi th i n  its covers the resul ts  would be trem endously reward ing .  

"You offer a veri table  foolproof bluepr int  for successfu l and healthy 

ex istence i n  a worl d bese t wi th  fe ar and u n h appi n ess .  Th e reader who 
intel l igent ly  stud ies your  words of wisdom wi l l  fi nd h i mself the rec i p ient  
of success and h appi ness wh ich com es to those who are w i l l i ng to heed the 
teach ings from h i gher  spheres . 

"Among m y  almost a thousand vol umes I tre asu re yours most h igh l y 
and i t  occupies a ' must ' in my l ibrary as i t shoul d  for o thers . 

"My appreciat ion to you for th i s  priceless g i ft to humani ty e xte nds 
beyond a simple ' Th a n k s ' because the  rewards which I an d other readers 
can an t icipa te and receive from our  i n te l l igen t use of th is  know ledge can 

extend far beyon d  our h ighest  expectat ions . "  

-Leonard A .  Worthington, J.D.,  LL.D. ; Director Emeritus, 

Hastings College of  Law, Un iversity of California 

"THE BOOK IS WONDERFUL AND THANKS A M ILLION.  I t  d i d  
m ake m e  feel  i n fer i or i n  as m uch as  w h a t  I d i scove red at  S R I  seem s t o  h ave 
been known som e 4,000 years ago. I was hu mbled  by t h is book and loved 
i t .  . . .  

"As you know I was part  of a research team i n  ' m anagem e n t  sc i ence ' 
set u p  by Stan ford Resea rch I n s t i tu t e  from 1 965 th rough 1 970. Our 

research resu l ted in  stat i s t i ca l l y  d iscove ri ng the  3 facto rs w h ich stat i s t i 
ca J J y (Ch i Sq u are tes t  fo r s ign i fican ts  set  a t  0.  997) separates su ccessfu l 
com pan i es a n d pe op l e fro m m ed iocr i ty are : 

1 )  Con t i n ued Ed uca t ion  of  se n i or  peop l e  
2 )  Overt  Atte n t io n  to resou rc i ng t h e  o rgan isa t ion  or  person (pu r

chas i ng) a n d  

3) Wri t ten  down s hort  term p l a n s  for i m p rove m e n t  



' ' I  wa s  d i sappo i n t e d  to d i scover  t h a t  these fa ctors we re already known 
in 1 . 200 BC a n d t h a t  Dr.  Chang has written on this in  Chapte r V .  The 
Kin gdom of God . ....... 

"Eq u a l l y  i n t e res t ing is  the comparison of Tao to Dr .  Otis  Bene pe who 
created in  our research the Ma trix wh ich set ou t what  act ions would 
survive and what actions wou ld d ie  . . . .  This same know ledge exist ing 
before our time embarrassed me a bi t  i n  that  we didn ' t  read Sage Kuei  Ku ' s  
book and Su Shu Yel l ow S tone Sage ' s Plain Book ear l ier . I t  cou ld have 

helped our work . 

"The just ificat ion of the need for m an agemen t as expla ined on page 
45 shou ld be re ad by everyone,  as wel l  as the l ast  paragraph on page 46.  

"The com m e n t  of the ' i m portance of re tribu t i on ' page 5 3  is  s ign i fi 

cant and bears read i ng as well  as the ' faster  grow th br ings earl ier  death . ' 
In our stud ie s of product l i fe cycles those prod ucts wh ich are deve loped 
qu ickly d ie  q u ickly ie  toys,  fash i on ,  m any conven ience foods, and 
services shows that not m uch has ch anged s ince 1 ,200 BC. 

"Page 54 wh ich covers the n eed of a good leader-to m ake educa
t ional ,  trai n ing and motivat ional  pol ic ies that do not e levate expectat ions 
excess ive l y ; when plans are m ad e ,  take care to cons i d e r  poten t i al prob 

lems as wel l  as benefi ts .  These pr i nc i ples we found are necessary i n  

bus iness a n d  m an agement  p l ann i ng work b o t h  in  the  USA and Bri ta in . 

'" Wise men know how to d i v i d e  the i r  shares ' i s  a principle which 
should  be practiced w i dely . Regre tful l y  because th is  is  not pract iced , this 
has been the root of m uch unrest and bankruptcies i n  this  country s ince 
1 974 when Opec real l y  d i sturbed our worl d .  

"We have found that D r .  Chang i s  right when he wri tes ' when 

Gigant ic egos are coupled w i th g igantic ambit ions,  they cause endless 
frustration and depression , mental  i l l ness,  and crim e . ' 

" ' And that m an agers shoul d  sub m i t  three plans every year ;  six month 
plans, two year pl ans,  five y e ar plans and monthly rev i sions of these plans ' 

is  a principle wh ich we fi n d  l e ads  to success ;  less th an th is  leads to 
medi ocri ty . 

"I can go on and on about  Dr.  Ch ang ' s  book and the importance of 
these concepts and ideas to m anagers who today want to cope with the 
complexit ies of the ir  working l i fe . "  

-Albert S. llumphrey, Chairn1an, Business Planning and 

Development, London 



"After at tending business school and reading numerous books and 
articles about management practices,  this book has given me a fresh look 
at  handl ing tough management issues . I have to agree that the Taoist ' s  
method described in  this book i s  indeed very simple, easy and effective . 

" Considering that  the Japanese are doing so well  in their management 
practices by using only part of the knowledge ment ioned in this book, we 
can certainly benefit a lot and drast ical l y  increase our productivity by 
learning and implementing the management style of Tao . 

"Thank you for another masterpiece after your several books pub
l ished previously .  I certainly would recommend this book to anyone inter

ested in the area of  m anagement ."  
-Tony W. Lin,  Harvard MBA; Vice President/Chief 

Financial O fficer, Therma Wave, Inc. 

"Thank you for writ ing The Integral Management of Tao.  This book 
has changed my l i fe vis ibly in j u st a few short months that I have been 

study ing it .  A few more prominent  ways incl ude :  
"S ince reorgan izing our  bus iness according to the  principles of  the 

Five Star System, our . . .  

-Sales have more than doubled . 
-We have been able to  select and  h i re the appropriate ly  qualified 

people to balance our corpora te team resul t ing in great ly im
proved work efficiency and harmony of working relations.  

-The d irection of our growth i s  more clearly defined as our 
crea t iv i ty  is  cons iderably sh arper . 

-There is an increased sense or fee l ing of security that the newly 
organ ized and more balanced corpora te s tructure gives.  

-Our marketing efforts have become very sharp and focused, 
resul t ing in our associa t ing with brokers in 27 sta tes. 

-As a resul t  of the Eigh t  Att i t udes,  m y  work is  more focused, more 
d iscip l ined ,  and my in teract ion with my associates is very smooth . 

- I n  com m u nications,  the  most immed ia te ly useful tool has been 
i n format ion  on how to spe a k  to people accord ing to their  back

gro u n d .  This has bee n i nva l u a b le in al lowing me to adj ust  my 
com m u n icat ions  to  give the appropr ia te response . Th is  has re 
s u l ted i n  re t a i n i n g  a h i gher  pe rce n t age of c l i e n t s  w i t h  a corre 
spondi ngl y i m proved i ncome . 



"The examples  cou l d ,  withou t doubt,  go on and on . This  i s  the s ingl e 
most  pract ica l  and usefu l  book for d a i l y  l iv ing and working that  I ' ve seen . 
I have studied these subj ects for years,  ranging from taking a l l  of the Dale 
Carnegie courses to being tra ined in psychology . Compared to The 

Integral Management of Tao,  these sources pa le ."  
-John Lindseth, President, Long Li fe Products, Inc. 

" I wanted to wri te to you to let  you know how usefu l  the informat ion 
in The Integral Management of Tao has been . 

"Wi th the inform at ion on the at t i tudes  and 5 e l ement types, we ' ve 
been able to d i agnose and adj us t ou rse lves wi th su rprising ease . 

" Some probl em areas, l ike product ion and s h i pping, have now be
com e consistent and re l i ab l e .  Produc t iv i ty has soared,  at all l evels ,  with 
crea t iv i ty at  an a l l  t i m e  h igh , and sa les increas i ng at a 50% rate. The 

company feels more re l axed than ever,  and h as been ab le to c l ar ify i ts  
fu ture goa ls-al l in on l y th ree m onths . Th is  informa t ion cu ts through to 
the most essent ia l  and practical  needs of our  business . From the most 
personal to the high ly  technica l  it prov i des t h e  pr inciples  to m ake the 
correct decision or adj us tmen t that  is needed . "  

-Kevi n Li ndseth, Vice President, Long Li fe Products, Inc. 

"After having read The Great Tao and the In ternal Exercises book, I 
came upon The In tegra l Managemen t  of Tao .  At first I was surprised by 

the simplicity of the words and the simple d i rection that the sages 
recommended in this  text .  I thought ,  ' This  can ' t  work, i t ' s  j ust  too simp le . '  

" Fortunate ly , I remembered that  years ago I said the same thing about  

the  Internal Exercises book, and I was proven completely wrong. Your 

exercises worked miracles for m e .  Beca use of this  experience,  I gave your 

book a ser ious try, read ing i t  several t im es and stud y i ng the exercises in 

depth . Each t i m e reve aled  new secre ts of Power, Weal th ,  Joy and overal l  
Balance in  the ma nage m e n t  of  my pe rsona l  and fi n a ncia l  l ife . 

' ' I  have taken many exce l l e n t  t ra in i ng and se l f- empower ing seminars 
inc l ud i ng formal  tra in ing a t  a gra d u a te l evel  in  bus iness and y ears of study 
of negot ia t ion techn ique s . But  no mode rn or anc ie n t system I have come 
across harn1on ize s and  sy nch ron izes  our phys ica l , mental and sp ir i tual 
bodies to a id  us i n  our e vo l u t iona ry m ission as  the ph i l osophy you have 

laid out in the I ntegra l Manage n1en t  and G reat  Tao books .  
"Thanks to your  work i n  t rans la t ing. adapt i ng and in terpret ing the 



works of Kue Ku Tzu and Su Sh u .  1 h ave bee n ab l e  to  c re at e  Sol y Lu n a  
In ternat i o n a l  o u t  of t h i n  a i r .  A n y  se r ious student  w i l l  fi nd i n  you r works 
the depth and ins ight  of Lao Tzu ' s  Tao Tc Ching, and the  effec t ive ne ss of 
strate gy and i mp l e m e n t at i on of Sun Tzu ' s  A rt of \Var app l i ed to  pe rson al  
and business m a n age m e n t  fi e l d s .  Th ank you for shar i ng your w i sdo m . "  

-Fernando l\'loreno,  Duke University MBA; Ex-Advisor, 
Minister of  Finance, Ecuador ; General Partner, Sol y Lu na 
Interna tional  

"AI and I h ave bee n re ad i ng you r m a rve l ou s  book The Integral 
Management of Tao aloud to  e ach ot her  and we are so i m presse d w i t h  the 

wi sdom you are shar ing w i t h  the  worl d .  AI i s  Vice Pres ident  of H u m a n  
Resources at  S u n sweet  so he  i s  d i rect l y concerned wi th  m an age m e n t  
techniques  which w i l l  bri n g  h armony a n d  prosper i ty  to al l .  W e  are l ooki ng 

forward to  d i scussi n g  these with you . Al has i n tu i t ive ly  been usi n g  m a n y  
o f  the tech n i ques  y o u  advocate  a n d  w a n t s  to i ncorporate t h e  rest o f  your 
advice as soon as possible .  He has many stories  about his pe rson al 
expe rience t o  t e 1 1  y ou .  It  i s  u nusual  for a m an in Labor Rel at ions to be 
prom oted to Vice Pres i d e n t  a n d  he at tr ibutes t h i s  h onor to precise l y  the 

advice you are advocat ing . " 
-AI and Barba ra Vallej o  

"I found t h a t  you h ave s i m pl i fi e d  a com plex subj ect so beau t i fu l l y  t h at 

eve ryone from a l l  w a l k s  of l i fe cou l d  ben e fi t  from the knowle dge put  forth 
i n  the  book. 

"It  was a re al is t ic  approach to a be tte r l ife th rough prope r and good 
manage m e n t  of t i m e  and  e ffort to h e l p  one ach i eve one ' s  goals  in every 
area  of one ' s  l i fe .  

"I t  i s  a book t o  re ad and re - re a d  and t o  keep near  you a s  a reference 

book to  aid you in the m a n age m e n t  of your l i fe to constan t l y se arc h for 
i m prov e m e nt . "  

-Vera Brown , Auth or, Presi dent o f  Vera ' s  Retrea t Inc . , 
Featured on Life Styles of the Rich and Famous, and 
Honored Woman of the Year by The C i ty of Hope 

"I fou n d  The Integral Management of Tao to be a m ost in terest i ng and 
informat ive book . . . . I am with  you i n  m ind and  spiri t . "  

-Ph il l ip  Schaeffer, Pres iden t, Corpora te Com m u n i cations 

-G i ta LaB rentz, Ph.D.,  Sta n fo rd U n i vers i ty Professor 



" Ideal l y ,  t h is book shou l d  be read by people prior to or at the 
beg i n n i ng of th e i r  careers and during their  whole work l ife,  for i ts 
ph i losoph ies smoo the the everyday business of l iving into harmon ious 
degrees of understand i ng.  

"Un iversi t ies m i gh t do wel l  to con sider add i ng The Integral Manage
ment  of Tao to their  requi red read i ng l i sts regardless of the course . 

"Th is is a must book for a l l  profession s .  I 've enjoyed i t ! "  
-Edvina Cahill,  Chief Administrative Officer, 

San Francisco Unified School District 

" I have been doing the eye exercises.  I had noticed t hat my right eye 
was b lurry and seemed to have fi l m  over it .  Tha t  condit ion has completely 
cleared . "  

-Kathryn Carlson, School Administrator and Teacher 

"For i ncurab l e p a t ien ts , we need management  medicine,  which in my 
op i n ion , th is book has contributed to a great  deal . "  

-Thomas Schulte, M.D., S tanford University Medical 

School Professor 

I;) i ssolve stress, tension,  depression ,  fat igue and safeguard good 

heal th easi l y ,  safe l y ,  and effective ly  with Dr.  Chan g ' s stress management 
techni que,  prefe rred by top execut ive s .  

-As reported in  Fortune  magazine 

"The superfl uous areas  of the stomach and abdomen are l i terally 
rubbed away . "  

-Los Angeles Hera ld 

"Double h app i ness is  so very important ! We re a l ly  enj oyed and 
learne d from your m a n age m e n t  book the rol e  of man and wife !  You are 

i n  our thoughts and prayers always ."  

-Jana and Christopher O ' Connor, Euro Bond Broker 

"Dr .  Ste phe n T. Ch a n g  could h ave looked at  David  Stockman and 
Ale x a nder  H a i g  and told P re s ide n t Re agan that t h e i r  associat ions w i th h i m  
we re dest ined  to  fa i l .  Acco rd i ng to Tao i st fac i a l re ad i ng, the i r  cl assifica
tions c l ash . "  

-San Franc isco Examiner 



"We live i n  a t ime of increasin g  speci al ization . l t  i s  rare to find anyone 
with the fi ne tun ing of a m icrobiologist and the expans iveness of an 
astrophysicist .  In th i s  and in h i s earl i er books however Dr. Chang is 
presenting us with a way of l iv ing i n  the world that is both ancient and 

modern,  that functions on m any leve ls , spiri tual ,  global,  interperson al and 

se l f-actual izing.  
" . . .  I n  The In tegral Management of Tao we are given a method of or

gan ization , of how to function in the world .  Thi s  m aterial bui lds  upon the 
persona l work described i n  the earl i e r  books. On the surface this seem s to 
be a book for busi n e ss peopl e .  The examples Dr.  Chang gives us com e  
from globa l corpo ra t ions and from anci ent  empires.  But i f  we th ink of 
ourselves as the CEO ' s  of our private l ives , then this book has much to say 
to all of us, in and out of the worl d of busi ness.  

"The two sections of th i s  book are based upon timeless Taoist 
know ledge . At every step of the way we are shown the rel ationship 
between persona l choices and the harmony of yin and yang in  the cosmos.  
The movem en t of those two forces  in to e ight d i rections,  e ight  trigrams and 

eight exercises  re l a ted to them supports a ba l anced individual m ak i ng 
balanced choices.  Then Dr.  Ch ang explores the Chinese fi ve element  
theory, shows how each eJ e m e n t  gen erates a basic  personali ty type, and 
shows how an understanding of the re l at ion ships between those types can 

support an organizat ion ' s  smooth fu nc t ion ing, from a person al  to the  
departmental leveL Nothi ng , accord i ng to Dr.  Ch ang, happen s  i n  i sola

t ion , and his ph i losoph y offers a s i mpl e and usefu l  model  for understand
ing the connect ions between dec i s ion s , l eaders, workers, products and the 
economy . 

"The second section of the book i s  on the n a t u re of l e adersh i p  i tsel f. 

I t  i s  about  how to make righ t  cho ices by u n d erstan d i ng d i fferen t  sty les of 

l eadersh ip  and  their  conse q u e nces .  H e re we a re shown h ow a know l edge 
of the  fi ve re l a t i o ns  i n  Ch i n ese t h i n k i ng , paren ts, ch i l d ren,  superi or, 
subord i n ate  an d brother ,  can he l p to organ ize work decis ions .  The re i s  

i n form a t ion on d i fferen t  m e thods of com m u n ica t i on and  h o w  e a c h  c a n  b e  

used w i t h  a d i ffe ren t  re l a t i o n .  The re is  a l so i n fo rm a t ion on the n a t u re o f  

persuas ion and h o w  i t  can be best u sed i n  t h e  busi ness worl d .  T h e  appendix  

of  t he hook bri n gs a l l  o f  t h i s t h eore t ica l  mater i a l  hack to t h e  core aga i n .  
the  bod y ,  w i t h  exerc i se s  for v i s ion a n d  st ress reduc t ion ,  a s ide-effect of 
most work s i t u a t io n s .  



"Wh ile  som e knowledge of Dr.  Chang ' s prev ious books can be 
helpful ,  th is  book can also stand on its own as a text in leadersh ip tra in ing. 
I t  i s  pract ical and al l -encompassing . As government  and industry seem to 
be incre asingl y ou t of touch wi th both the planet and the people of the 
worl d ,  a book such as th is  see m s  to me both necessary and rare . If  we are 
going to el i m in ate war, pol l u t ion , hunger and other world problem s , we 
wi 1 1  need a global view such as Dr. Ch an g ' s .  So th is  book is not j u st a self
help tool for individuals who want to improve the ir  decis ion-m ak ing 
processes and the ir  financial  l ives .  I t  is also a gu idel i ne for re th inking the 
ways we h ave allowed gove rnment  and industry to resh ape , to un-shape 

our world .  I t ' s  easy to become attached to what we want  to do and what 
we want  our governments to do.  In  The Integra l Managemen t of Tao Dr. 
Stephen Chang offers u s  a spir i tua l  view of why and h ow we can improve 
our l ives,  from a personal  to a global leve l . "  

-Andrew Ramer, Author o f  L ittle Pictures: Fiction for a 

New Age and Co-author of Th e Spiritual Dimensions of 

Healing A ddictions and Furth er Dimensions of Healing 

A ddictions 

"The Integral M anagment  of Tao is a t reasure of i n form at ion bri nging 

ancient  and present  know l e dge of m an agem e n t  i nto a cont e mporary syn

t h e s i s .  Read i ng I exper ienced  m y se lf on one side v is i t i ng the wise m an 

who tol d  m e  the  secrets ,  ru l e s  a n d  l aws of the  worl d ;  and  on the  other  si de 
I saw m y se l f as  an  aspi r ing hum an be i n g, m an age r, pol i t i c i a n ,  get t ing 

fa m i l i a r  wi th  the l a test  and fi n e st in  how to ach i eve . In a clear l anguage 

t h e  topics are organ i zed a n d  conce n t ra te d  in com pact s tatements, open to 
be appl i ed for on e ' s  i nd i v i d u a l  n e e d s  and th e y can aga i n  be expanded i n to 

end l e ss possib i l i t i e s  of pract ica l u se .  I n a t i m e  of shortsightedness,  greed , 

e xplo i ta t ion of the  peop le a n d  ou r  p lanet  one  wishes  for pres idents, 
d i rectors ,  m a n age rs w i t h  such a fou nd a t i o n  i n qu a l i ty a n d  i n tegri ty as 

descr ibed here .  I t  i s  know ledge re ady av a i l ab l e  for o ne ' s  busi ness and l ife 

to succeed . Th i s  c l e a r ly  I ayed ou t  concept o f  m anage m en t confi rms th at 
a harmonious  i nd i v i du a l , com pan y ,  soc ie t y ,  and world cou ld e x is t . "  

-Judi th Scherer, I n ternat ional ly Known Choreographer 

. . . . .  m e a n s  a gre a t deal  to u s  and re m i n d s  us  of t he  ge n e rous sp i ri t  of 
A m e r i ca . "  

-James E .  Ca rter, Au thor, Professor a n d  Former Pres ident 

of  the U n i ted States of America , and Mrs. Rosa lynn Carter 



Ronald W. Reagan,  Former President of the United States of 
America, honored Dr. Chang : ' ' S tephe n T. Ch ang has played a vi ta l  role  

in  strengthe n i ng and safegu ard i n g  our n at i on ' s l egacy of freedom , hope. 

prosper i ty and opportu n i ty for a l l  American s . "  ( 1 988) 

A Discourse on Management 
A Rev iew on Dr.  S tephe n T. Chang ' s 

The Integral Management of Tao: Complete Achievement 
by Luke T. Chang, Ph .D. ;  President, Lincoln University 

Some five y ears ago, through the m e d i u m  of Mr. Thomas Yang , m y 
fri endsh ip with Dr. Steph en T. Ch ang h as deve loped ever s ince .  Through 

h i s  courtesy , I was abl e  to enj oy reading h i s  book on The Great Tao. It  i s  
a great  work, so great  that  when I casua l l y showed i t  to  Mr.  Robert 
Buckinmeyer of the Cal i forn ia  S tate Depa r tmen t of Educat ion,  he grabbed 
i t .  The book i s  an in -depth analys is  of Ch i nese ph i losoph y , part icular ly the 

Tao ist sector .  (The book was pub l i sh ed by Tao Pub l ish i ng , San Francisco 
1 985 .)  

Recen t l y , Dr .  Stephen Ch a ng co m p l e ted an equal ly re markable work, 

The Integral Managemen t of Tao (a l so publ ished by Tao Publ ish i ng 

1 988) . I t  i s  a th eore t ica l approach of m an agemen t based on Ch i nese 

h i s tory an d ph i losoph y , part i cu l a rl y  from the teachings of the Ye l l ow 

Emperor , Lao Tzu,  Sage Ku ei  Ku Tzu and the Ye l l ow S ton e Sage . 
Acco rdi ng to the au thor, Sage Kue i  Ku ' s  book, the  Kuei Ku Tzu, was 
wri tten in a rare form of arch a i c  scr i pt ; it took h i m  spec ia l effort to master 
an ancient  l anguage-to read,  s tudy and dec ipher the book. Th e sa m e is 
true for Dr.  Ch an g o n th e  Ye l l ow Stone Sage ' s Su Shu. In  add i t ion ,  the 
Kuei Ku Tzu had been dec lared a forb i d den work by fe udal  lords through
ou t the m i l l e n n i a , wi th  n o  on e  i n  t h e  a n c i e n t  or modern world having 

access to i t .  I h ad o n l y  h e a rd of Kuei Ku Tzu, never hav i ng an opportun i ty 
to ob ta i n a copy of  i t .  

I a m  i n  com p l e te agre e m e n t  w i t h  D r .  Chang when he  asse rts i n  h is 

preface : "As l ong as  h u m an be i ngs ex ist ,  m anage m e n t wi l l  exist .  So l ong 
as peop l e  m ust l i ve toge t h er, m a n age m e n t  wi l l  be needed . "  

The a u t hor d i v i des The In tegral Managemen t of Tao: Complete 

A chievement i n to ten  chapters : 



1 .  Th e Tao of Evol ut ion 
2.  The Tao of Yin and Yang Rel a t iv i sm 
3 .  The Tao of Eight  Att i tudes 
4 . The Tao of Posi t ion i ng 
5 .  The Tao of Five-Star System 
6. The Tao of Psycho-Dyn amics 
7. The Tao of Leadersh ip 
8.  The Tao of Complete Resol u t ion 
9.  The Tao of Intercommun ica t ion 
1 0. The Tao of R iches and Fam e 

Al l  the chapters are very penetrat ing in anal yzing th e subject matter, 
and are worth pa i nstaking study and due d i l igent  prac t ice .  But the ch apter 
"The Tao of Five - S ta r  Sys tem " was w ide l y pra i sed because he pointed out 
th at  "know ledge of personal i t ie s  i s  of utmost  importance in  the working 
environment .  If a manager assigns a ' wrong person ' to work on a ' wrong 
j ob, ' every thing wi l l  go wrong" (p.  1 1  0) . 

In d i scuss ing the Five-S tar System , wh ich is  rea l ly  interpret ing the 
Ch inese phi losophy of the Yin-Yang theory and th e in terplay of the Five 

Elements (Fire, Earth , Metal , Water and Wood) ,  Dr. Chang pointed out a 
vivid exampl e in using the system to de term in� the hea l th of an organ iza
t ion . One of h is associ ates counsels  for a m aj or U . S .  i nvestment bank 
in terested in a South American country was sent there to examine the 
s i tuation : 

In on e week he d i agnosed the problem and came up with al l the 

corrective suggestions.  Unfortunate ly ,  the bank d i d  not appreci

ate h is  wonderful method and sen t a group of so-cal led experts to 
the same locat ion.  It took them one year to learn what the 

problems exactly were . By the t ime their  reports were completed 
the company in South America had already coll apsed .  The bank 
lost a l l  i ts i nvestments .  Later the bank admi tted that the d i agnostic 
sections of the reports subm itted by m y  associa te and the experts 
were exactl y the same.  The onl y d i fferences were that  my 
associate ' s  report included correct ive solut ions and was  com
pleted within a week and the experts ' report offered n o  solu t ion 
within a year.  The bank spent a great  fortune acqu iring a great 
loss,  just because it  lacked th is  knowledge (p. 1 1 3) .  



Equ ally interest ing was when Albert S . Humphrey,  Chairman of 
Business Planning and Devel opm en t in London, pointed out  that  he 

was part  of a research team in ' m anageme n t  sc ience ' se t  up by 
Stanford Research Ins t i tu te from 1 965 throu gh 1 970 .  Our  re
search resu l ted in s ta t i s t ica l ly  d iscover i ng the 3 fac tors wh ich 
stat is t ical ly separa tes successful  companies  and people from 
med iocrity . . . .  I was d isappoi nted to d i scover that  these factors 

were already known in  1 , 200 BC and tha t  Dr. Ch ang has wri tten 
on th i s  in Chapter V . . . . 1 

Th is wr i ter part icul arly adm i re ch apter 8 on the dec is ion-m aking 

process . The author elucidates the idea of three composi t ions from Kuei 
Ku Tzu . Each composi tion should  expl a i n  one of three decis ions to be 
chosen as the final decision by the dec i s i on-m aker.  Each decis ion must ,  
therefore , be wri tten out ful l y .  

A composi t ion must con t a i n  a t  least  four  paragraphs:  

A. The first contains the theme (decis ion) and i ts  exposi t ion ; 
B .  The second con ta ins the m ajor  theory tha t  su pports the th eme 
and the reasons, especia l l y evidence, for the support; 
C. The th ird conta ins oppos ing or d i ffering points of view, and the 
reasons and ev i dence expl a i n ing why the dec is ion may or may not 
be acceptable ; 
D.  The fourth i s the concl us ion and expl a ins why the chosen 
solu t ion .  

The sage suggests tha t  a composi t ion be fou r-sect ioned ,  to  assure 
completeness.  Thus the formu l a  i ncorporates both logica l ind uction and 

deduction, i n  ad d i t ion to e l ic i t ing d i a l ect ical  demonstrations.  
The book comb ines ancient wisdom with m odern knowledge and 

h igh ou tpu t tech n iq u es . After you fin ish read i ng i t , you would feel  you are 
a tra i ned l eader in you r fie ld  w i th v is ion and ideas that  work . You don ' t  
want t o  give u p  the book, a s  i t  i s  prac t ica l and a l l -encompassi ng for dai ly  
l iv i ng and working.  

Now, l e t  me turn to my observat ion on managem ent i n  the  con text  of  
the global scene.  

Accord i ng to my observa t ion , the vicissi tudes of the corpora t ions of 
various i n d ustries are m a i n l y  d u e  to the q u a l i ty of m anagement .  And the 



huge budge t  and trade defic i t  i s  also due to fa i l u re in govern ing . Manage 
ment  in  priva te bus iness and government  for publ ic in terest are the same 
th i ng :  both req u i re good m anagement .  

Take the merchand ise trade defic i t  as an exam p l e . S tart ing in  the 
1 960 's ,  the U . S .  l os t  s tead i ly  i ts compe t i t ive advan tage . 2 The chart at  the 
end of th is  art ic1e shows that  the U . S .  pos i t i on in  world trade is shr ink ing . 

The figures are based on U . S .  Dept . of Commerce sources .  I t  i s  w ide ly 
known th a t  U . S .  merchandise l os t i ts  compet i t iveness because the U . S .  
government  does not  promo te the Rese arch and Deve lopm ent  (R & D) as 
hard and effective ly  as the Japanese government (MITI) does .  In add i t ion , 
there are ant i - trust  l aws wh ich preven t pr iva te corporat ions from consol i 
dat ing the resou rces to  do the j ob . Here in  the U .S .  l os t  i ts compe t i t iveness 
as wel l .  

I n  add i t ion,  because there i s  no  concentrated effort i n  R & D ,  the 
qua l i ty of U . S .  goods is  becom ing less and l ess compet i t ive with tha t  of 
Japan and G ermany, for exampl e .  Smal l  wonder th a t  one Japanese 
cl a imed that  wh i le  in  the U . S .  he cou l d n ' t  find  anyth ing made in the U.S .  
tha t  cou ld measure up to  the  "scrut iny of a qual i ty -conscious Japanese ."  
(There was only  one perfect i tem : Vermont  m aple syrup.)3  

However, cred i t  should be  given to the Bush Adm inis trat ion . It  
recen t ly  tr ied to improve the qual i ty  of products through the use of the 
"Ma1com Bal dridge Na t ional  Qu a l i ty Award . "  I t  entrusted the Nat ional 
Inst i tu te of Standards and Technol ogy to be responsible for development 
and adm in is te r ing the award s .  The fi rst ones were awarded to Xerox 
Corporat ion ' s Busi ness Prod ucts System and M i l l iken & Company . 4 How 
soon th is  k ind of encouragement  cou l d  have n a t ion-wide effect rem ains  
to  be seen ,  al though Presiden t Bush on that  occasion spoke of  making 

painstaking reassessment  and the drive to win back tha t  m arket sh are.5 Let 

me j ust pick another exam p le : The Econom ic Pol icy Inst i tu te pointed out 
that  the U . S .  stands to lose two m i l l  ion j obs and su ffer a $225 b i l l ion trade 
defi c i t  by 20 1 0  i f  the government  fa i ls  to boost our industry to compete 
in  h igh -defi n i t ion  te l e v is i on (HDTV).  se m i -cond uc tors , computers and 
d ig i ta l  com m u n ic a t ion . 6  

{As to  the  U . S .  Budge t d e fic i t ,  the Fede ra l  G overnme nt  is  making 
e fforts to reduce i t ,  part icu l a r ly  th rough th e Gramm-Rudman leg isla t ion.  
But  b i -part isan Congre ssi onal Budge t Office (CBO) recen t ly  est imated 
tha t con t i n u ing the sta tus  quo in  spend ing and taxes would leave a budget 



deficit of about $ 1 35 b i l l i on in  1 993 . 7 To my m i n d , the fo l low in g factors 
contributed to the pers istent probl em : (a) Social systems , part icu larly the 
SSI system . The or iginal idea was good for he lp i ng the poor, but the result  
has been to d iscourage people  from work i ng, producing more homeless 
and drug users; (b) poor worker- train ing standards;  (c) h igh consumpt ion ; 
and (d) a low savings rate . 8 

This is why a study shows that the Japanese gross product , on a per 
capita basis, will have grown a t more than twice that of the U.S .  by the year 

2000. "Not only had the U .S .  become a weak economy incapable of 

balancing its books, all i t  seemed able to do was b lame Japan . " 9 

More importantly ,  consider the fact that the U . S .  is now the world ' s  
largest debtor, due t o  the m ismanagemen t of the nat ional budget defici t  
and international trade defici t .  As Arthur Sch l es inger pu ts i t :  "Total 
fore ign cla ims on American assets have more th an tr ipled dur ing th is 
careless decade ." 10 He continues to po int out i ts  impl icat ions of national 
secur i ty if "Our cred i tors shou ld  reg is ter d isapprova l of government 
pol icies by dumping Treasury securi t ies and other holdings on the 

market ."  It  is indeed an iron l aw of history " that  power passes from debtor 
to cred i tor" as Sen.  Daniel  Patr ick Moyn ih an righ t ly declared . 1 1  

Final ly ,  as the worl d  pol i t ica l and econom ic scene changes , i t  i s  easy 
to blame the Japanese or Germ ans . Yes, Germany and Japan do pose 

problems for the U .S .  in the fu tu re .  But "German-bashing or Japan
bash ing i s  a formula for escap i ng our  d ifficu l t ies , not for solving them,"  
as Schlesinger correc tly concl udes  in  h is art icl e .  "Our  probl em i s  not 
Japan or Germany . " 1 2 

Therefore , how are we goi ng to solve the problem for the U. S . ?  
I bel ieve that the bas ic approach to the so l u t ion of the previous 

d iscussed issues i s  educa t ion , bu t not j ust  becau se I am an educa tor . 
In  genera l , American workers need better school ing and more job 

tra in ing in compar i son with their  German or Japanese coun terparts . Th ey 
must  learn to cap ture eme rgi ng h igh - techno logy m a rkets w i th the greatest 
opportun i ty for growth and profi t , as the Japanese have done in  the past .  
Th ere i s  n o  doub t tha t  Japanese schools  prod uce less d issen t ing  s tuden ts,  
who usual l y  rece ive better d isc i p l i ne ; one does not  hear m uch of dropou ts 
or drug add icts .  One a l so does not know of schoo l s prod ucing a gl u t  of 
l awyers who lea d  to  a gl u t  of l i t iga t i on i n  wh ich the  law i tse l f  does not  
become a se t t l ed or pred ic tab le  framework for j u s t ic�j 



The U . S .  Pos i t ion i n  Worl d Trade i s  S h ri n k i n g .  

1 960 1 970 

1 6 % 1 4 % 

36 % 
34 % 

1 4 % 
1 6 % 

22 % 

(6 %)  1 8 % 

(6 %)  

$ 1 27 $3 1 2  

Shares of World Trade 

1 980 

1 1 % U n ited States 

33 % E u ropean Community 

J a p a n  

Othe r  developed 
1 4  % cou ntries 

27 % 
( 1 5 %)  

$2 ,003 

Developing cou ntries 

(of which O P EC) 

C o m m u n ist cou ntries 

$ B i l l i i o n  at 
current pr ices 

Source: U . S .  Department of Commerce ( 1 98 1 ) .  Publ ished in  Bus iness J m . ,  1 1 /20/90 



Perh aps these are th e reasons why w h e n  M r .  George Bush was a 
cand idate for Presi dent ,  h e  ca l led for  a " Coal i t ion  of Educat ion Ame rica ' '  
i n  Ju ly  1 988 and decl ared h i mse l f the " Educat ion  Pres i dent . ' ' 1 3  

Latel y ,  a s  Pres ident  of t he U n i ted States ,  he confe rred w i th the 

Governors at the  Gove rnors Confab (?) ,  brough t out  his  cam paign 
proposal of $500 m i l l ion i n  federal  aid to encourage i mprovement in 
e lementary and secondary school educat ion as we l l  as in  research projects. 

Wh atever Pres ident  B u sh and h i s  ad m i n i stra t ion m ight  do for Ameri 
can educat ion or economy ,  I woul d  l i ke to em ph as ize what I have said 
before :  "Th e current  activi st advocates ' Human Rights . ' We at Lincol n 

Un iveri sty lecture on human values .  We bel ieve that  through proper 
education ,  the young people can be i m proved in the i r in te l l ectua l and 
e th ical stand ards, thus  enhanc i ng human values and  max i m ize the sh are

holder  value of corporat ions . " 1 4 
Above a l l ,  modern m a n agement cove rs so many fie lds  and spec i a l 

t ies .  But fundamental l y ,  one n eeds to sta rt with ancient  wisdom encom

passed i n The Integral Management of Tao .  

NOTES 

1 .  Quoted from a brochure compi l i ng past book rev iews of Dr. Chang ' s  work 

wh ich was also publ ished by Tao Publ ish i ng. 

2 .  Reprinted from Raymond 1. Waldmann ,  Managed Trade, The New 

Competition Between Na tions , Bal l i nger Publ i sh i ng Co . ,  Cambr idge, 

Massach uset ts :  1 986. 
3. Quoted from Best of Business, Spr ing 1 9R9,  p .  56 .  
4 .  Refer  to Business A merica, November 20,  1 989 :  pp. 2 - 1 1 .  
5 .  Quoted from Business A m erica , November  20, 1 989:  pp. 2 - 1 5 .  
6 .  San Francisco Examiner, November  20, 1 989 B3.  
7 .  The Wall Street Journal, May 25 , 1 989 :  A27 .  
8 .  Organ ization for Economic Corporation and Development. (See  chart) 
9 . Best of Business , Spr ing 1 989:  56 .  
1 0. The Wall Street Journal, December 22,  1 989:  A6 .  
1 1 . Ib id .  
1 2 . Ib id .  



U.S.  Saving Rate Lags in ' 80s 
Private and government saving percentage of gross 
domest ic product, 1980-87 
Japan 
!.__ ___ __:__ ________ : 3 1 . 1% 
Germanx 
_i ________ __,1 21 .8% 
Canada 
�--------------' 1 9.9% 
Italy 
,___ ______ ____,! 1 9.6% 
France 
'-----------' 1 9.3% 
Brita in  
'----------' 1 8.0% 
u.s . 
....._ _____ ___, 1 6.9% 
Sourct: Organization for Economic Cooperalion 
and Development 

1 3 . This wri ter was asked to part ic ipate i n  t h e  Coal i t i on of Education meet i ng i n  
Wash i ngton, D.C. ,  i n  J u l y  1 988.  

1 4 . Quoted from the wri ter ' s  unpubl ished speech del ivered at  the  1 989 
Com mencem ent  of Li ncol n Universi ty  i n  San Francisco.  

In add i t ion,  President  Bush in his recen t  annual  budget m essage revealed 
comparisons of savings rates of the worl d industrial  powers . Th is writer re

produces them in the  fol lowing for the reader ' s  reference . 

How Savings Rates Compare 
Net saving as a percentage of net national income ; averages 1980-87 

TOTAL GOVERNMENT• HOUSEHOLDS ENTERPRISES 

Jal!an 20.3% 4 . 1 %  1 3 .5% 2.7% 

Ita I� 1 2 . 8  N.A N.A N.A 

German� 1 0 .8 1 .4 8 .9  0 .5  

Canada 9.9 -3 .9  9 .7  4 . 1  

France 8 .6  N.A N.A N.A 

U.K. 6 .3  - 1 . 6 5 .0 3 .4  

United States 4 .2  -3 .9  6 .2 2 .0 

U .S. ranking 7/7 4/5 4/5 4/5 
• Includes some public physical capital  investment as saving N .A=Not available 

Sou; ce:  Office of Management and Budget 
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