How to write an article or book


PART ONE
My name is Ramesh Mehay and I was asked whether I would be willing to lead a book project for GP Trainers as there was nothing really for them.    Why?  Because the current training books either focused on the theory (which made for dull reading) or on the practical side of GP training without really explaining the why.   This book project would combine the two and would involve me as Editor with a whole team of authors and subauthors.

In the beginning, I asked myself. ‘Why would anyone want to read any drivel that I knocked out?’. Not happy with simply trying to impart information, I thought it might be more interesting for you if I hitched my approach (to the book) with the educational theory that I believe underpins it. By elaborating on the experiences so far I hope my musings (expressed below as ‘proverbs’) will help you to identify or fine-tune your own personal educational philosophy.

Some of these musings might be obvious but we sometimes become complacent to the obvious.  Like many of you, I'm not very good with (and I am actually quite adverse to) an academic style of writing.   Therefore, I hope this piece is light-hearted, entertaining and interesting.   Anyway, enough waffle; let’s start with zero-sum mentality.
Proverb One: Forget the notion of zero-sum mentality.  It’s baloney!

Zero sum mentality is a term used in community psychology to describe a way of thinking that hangs on the notion that there must always be one winner and one loser; something like ‘If someone’s already doing it, then there certainly isn’t any room for me’.   I had a brief initial lapse thinking this way but soon caught on to how negative and absurd this was: so what if there are other authors out there doing or who have done the same thing?   The pivotal question was ‘How can I do better?’ or ‘How can I make this a big hit?’  or ‘What will this book be offering that is different?’.  And that led me on to my next question of examining purpose.  

So, never be afraid of competition.  Things are what they are today because of everything that has come before.  Embrace competition, learn from what others have done and explore how you can take something to the next level: ‘there’s always a better way!’
Proverb Two: ‘Always question the purpose of anything you do’

I owe this one to Nick Price, a colleague training programme director (TPD) of mine who has incessantly spouted this a zillion times whenever we worked and did things in our team.  Every time I see him now I see ‘;purpose’ imprinted on his forehead!  But that’s a good thing (and better that than something else! 😊. 

Teleology is the philosophical study of design and purpose.  A teleological school of thought proposes that there is an inherent purpose in all that exists.   Examining purpose helped unfold how different my book was going to be compared to all the others out there.  To be more precise, I worked out that my book would be:

· Up to date incorporating the new changes in GP training 

· Comprehensive with practical pointers

·  Showcased in a jazzed up informal style

·  With multi-author collaboration to capture different perspectives

·  In chapters that are short and concise so that the reader doesn’t fall asleep drooling over the remaining pages. 

 So, what questions did I ask to get to this point?     His Holiness the Dalai Lama gives us a clue.  In his book, ‘The Art of Happiness’2, he proposes that the purpose of life is the pursuit of ‘happiness’.  So, the type of questions I asked myself were: 

· ‘What am I really trying to achieve with this book?  How can I make the intended readership happy?’

· ‘What’s going to be so great and different about this book that everyone will want to get a copy?’ 

Notice how the question of purpose is always written from the perspective of the ultimate stakeholder.  And Kipling’s ‘Six Honest Serving Men’ (What, Why, When, How, Where and Who)3 can help by providing a questioning formula for getting the ‘fuller’ perspective.   And much of this will be informed by the current body of moans and groans about existing material from the various stakeholder (which you need to elicit both formally and informally).  Grounding those answers in concrete circumstance4 will yield a comprehensive, creative and contextual approach that will transform these nuggets of information into little angels that will guide you further.   It’s the answers to these questions that helped me visualise what the final outcome would look like.  

When people are asked to do something, many simply get on and do it without deeper thought.   I could have simply said ‘Yep, we need an updated book.  Let’s figure out the chapters and just allocate on a first come first serve basis’.  But this method is flawed because without properly examining purpose we have no specific direction or track to follow, resulting in a disappointing outcome.  

Spending quality thinking time about the anticipated outcome will guide and contextualise:

a) The strategy (the process)

b) The content (in terms of knowledge, skills and attitudes – Bloom’s Taxonomy5)

c) Any further decision making

I hope you can now see how purpose is central to anything in life.

Proverb 3: Spend time at the foundations and don’t move on until they are solid

I spent ages defining and refining the purpose (several months actually); the more time I spent at the foundation stage, the more solid my framework became.  And once you have a solid framework, you can then start hanging things off it.  People often move quickly into the action phase only to crumble because their foundations of purpose were not solid enough from the outset.  And they end up continuously making major tweaks to their foundation rather than refinements.  Major tweaks cause chaos for everyone involved, but refinements do not.
Proverb 4: Build in periods of nothingness

And by this I mean simply creating time space to allow creative thinking to happen.   I didn’t intentionally set out to do this, it just happened; and now I love doing it; where I simply ‘chill’ and allowed things to ‘mull over’.  The result? New thoughts and new ideas, some fruitful, others not.  Don’t be frightened of ‘taking time out’ because it’s a really enjoyable time that results in strengthening your foundations.  And remember, if you think you’ve got deadlines, just bear in mind that the reality is that most non-life threatening deadlines are flexible; we only PERCEIVE them not to be so!  

In summary, if you’re ever involved in writing something: 

1. Stop writing,

2. Put your pen down,  

3. Start thinking/asking questions (purpose) and 

4. Stay there until you’re absolutely certain you’re ready to move on.   

Next time, we’ll go onto talk about ‘powerful hooks’. 
RAMESH MEHAY

Training Programme Director and GP Trainer, Bradford

UKAPD Executive Committee Member

www.bradfordvts.co.uk
www.ukapd.org
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PART TWO
Where did we leave off?

Part one focused on developing the book idea into something more tangible; I talked about four proverbs:

1. The zero-sum mentality

2. Examine purpose

3. Establishing and refining a framework and

4. Taking time out for reflection.

I said I’d talk about ‘powerful hooks’ today so let’s begin. 

Proverb 5: Create some really powerful hooks  

Having engineered content and process frameworks for the book I now needed to allure some authors: using hooks as bait.  A hook is any means of grabbing the crowd: and I mean really mesmerising, not just tickling them!  Professional speaker, Shay McConnon1 says a powerful hook gets people in an interested state of mind by

a) Getting them into a thinking mode (i.e. captivating them),

b) Which then creates some sort of positive feeling (i.e. motivating and inspiring them),

c) Which hopefully coaxes them into ‘doing’ mode (i.e. persuading them).    

Remember: people who would enrol were essentially giving up free time with their families and friends; I had to offer powerful hooks in return. Without physical carrots (like money), I honed in on people’s inner values and the feelings associated with them in order to create a positive motivational climate.  At that time, Joe South’s song ‘Walk a Mile in My Shoes’2 sprung to mind.  I don’t really know the song, but it was a colleague of mine, Maggie Eisner, who explained its essence.

And after stepping into their shoes, this is what I thought would ‘turn them on’:

· Excitement - an innovative new book that would sweep the nation by being multi-authored, practical, down to earth, and funky!  Did they want to be part of this excitement?

· Recognition – American philosopher, John Dewey, said ‘The deepest urge in human nature is the desire to be important’ (or recognised).  This book could help effect that.

· Energising or re-energising – exchanging ideas and working with dynamic others might serve as the charge needed to jump-start those currently in ‘slumber land'.’.

· Creating opportunity – many have a passion for certain topics or a longing to write, which has not transpired until now.  

· Alleviate concerns – yes, these can form indirect hooks too!  Relieving them of ‘crooked’ notions can change thoughts and thus behaviour to a more positive arena.
Whilst all of these hooks might appear to be stationed around rationale, all of them ultimately work on feelings rather than intellect.


An intriguing web article on ‘How great bible teachers create powerful hooks’3 said great hooks engage people precisely because they tap into our humanity:

· We are all naturally curious  

· We love it when something makes us feel good (usually through our core values)

· We all have insecurities and fears (which hooks can alleviate)  

· We all like to laugh (which can pack even more punch into a hook)  
Ultimately, you’re after a WIN/WIN outcome: helping others to reach their goals and attain their highest values at the same time as attaining yours.

Proverb 6: Reframe some hooks into yes-sets

The great Milton Erikson4 outlined the technique of yes-sets: where a therapist intentionally structures their consultation with a patient in such a way that the person has to respond with a ‘yes’ statement.  The point: procuring positive rather than negative responses kick starts a positive mood for the interaction.    

We can create a positive mood here too by simply reframing powerful hooks into questions that will evoke a ‘Yes!’ response. This is epitomised in the PowerPoint slide below (my final marketing tool).

[image: image1.emf]But why would I want to get 

involved?



Listen: this book is going to spread across the whole of 

primary care in the U.K. (and probably overseas too).



Do you want to be a part of it?



Do you want to make your mark?



May be you want to beef up your C.V .?



Enjoy networking with enthusiastic and dynamic others



Do you want to contribute something back to the future 

generations that will read this book?  

(Contribution is one of the biggest things that promotes self 

worth and gives a sense of satisfaction with one’s life.)



Or may be its been a long dream of yours to write but never 

had the opportunity... well, here it is!


Proverbs 5 and 6 might intimate we’re manipulating people – but we’re not.   Hooks simply take advantage of our human nature; we are all wired to be responsive.   By offering something of perceived value (e.g. recognition through writing), people will immediately respond with the desire to give something back (The law of reciprocity5)

Proverb 7: Decide on a marketing tool

By marketing tool, I mean whatever media you’re going to use to hook your audience.  Initially, I thought about a vibrant catchy A4 flyer fired off as an e-mail attachment.  But could I do more?  How could I take it one step further?  Add pizzaz so that it gave more bang for the buck: visually, auditory and kinaesthetically6?’  The result: I designed a little video marketing clip – using a simple tool like PowerPoint (i.e. nothing flash) to create a visually engaging clip that was a joy to watch and listen to and over within a few minutes.  The result – this had more oomph!  Over 120 people came forwards wanting to contribute freely!

Don’t know much about PowerPoint slide shows?  Well, neither did I until I investigated the web.   And it only took half a day.   However, it is crucial to invest time and energy into your marketing tool: just as a chef must learn his kitchen tools, successful presenters must learn the tips and tricks of using today's presentation tools. Getting your marketing tool ‘just right’ will make life easier after: no more struggles with recruitment or coercing people for instance.

Proverb 8: The ‘blink’ phenomenon

Ever come across someone at a party and found an almost instant liking to them?  Maybe it was so powerful that you married them or engaged in a civil partnership?  This is the blink phenomenon7 and it breeds the notion that first impressions count.  It’s most likely a result of zillions of stimuli acting together to create a ‘reading’ (often called pattern recognition8 or the Gestalt effect9).  Whatever marketing media you decide to go for, it has to distil a similar ‘blink phenomenon’ which encourages the reader to say ‘Wow! Tell me more...’    

Shay McConnon1 provides a modus operandi:

1. Open with impact – opening up your audience rather than opening your presentation so that they will be receptive to your message.   

2. Provide an overview – about you and the project.

3. Highlight each key idea.

4. Summarise.

5. Close with impact – be brief, catchy, compelling, thought provoking and memorable; leave the audience feeling good and ready for action.  

Proverb 9: Fine tune and devote time to your marketing tool

Successful businesses spend around 25-50% of their time on marketing so why should you do any less?  I chanced upon this in a little book on email etiquette10 which we can contextualise to our marketing tool too:

‘Nobody is going to devote more time and trouble to reply than you have devoted to writing your e-mail in the first place. If your message is hasty and sloppy, and has obviously been dashed off in only a few seconds, then nobody is going to spread more than a few seconds in constructing a reply – and very many people won’t bother to reply at all.

If you want your recipients to devote some time and effort to reply to your message, then you must show them you deserve this by devoting time and effort to your own message.’

And by fine-tuning, I don’t mean this:


Proverb 10: Passion – ignite the fire within yourself and others

In his book ‘The psychology of persuasion’5, Hogan writes:  

‘Those individuals who feel obsessed with providing value for others and for themselves have powerful motivation....   Passionate people are, without a doubt, the most effective persuaders on earth.  When you believe so strongly and love with such a fervour that which you are convinced of, your complete mental dynamics work with a supercharged power.   When other people are near the passionate person, they know that there is something special about that person and respond in exciting ways.’

It is the last bit I want to draw your attention to: ‘they respond in exciting ways’.  We must ripen our passion if we are to persuade others; your marketing tool needs to ooze that passion too.


Proverb 11:  “Learn to pause – or nothing worthwhile will catch up with you” Doug Kling

Who the heck is Doug Kling?  Seriously, I have no idea but his saying is good.   The TV legend Bob Monkhouse11 really captured the essence of this:

‘Muse as you munch, weigh while you wash, ponder when you perambulate; every pensive reflection will pay dividends when the time comes to collect your thoughts and say them out loud to an audience’.        
I know I talked about this in part one, but I mention it again because it is a central tenet that should percolate through the ‘whole nine yards’ of any project you do.  However, also be cognisant of the saying: ‘you can’t plough a field by turning it over in your mind’.

And the result?

Seventy-two potential authors came forward.  Not bad eh...  What I’ve written about isn’t rocket science: the nucleus is being able to create a positive internal kinaesthetic experience in the reader.  That gut feeling you get when you know something is good: get that, and you’re sorted.
RAMESH MEHAY

Training Programme Director and GP Trainer, Bradford
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PART THREE
Hello again.  Some of you have emailed me with some really nice comments about my first two articles – so thank you.    I’m relieved to know that at least three people have read my previous articles 😊.
This is the third (and last) of my articles.  If you’ve not read any of the others, this is basically a random log of my reflections (I know... sounds e-portfolio’ish) on undertaking a big book project for GP educators involving in excess of 75 authors.  You may want to read some of my previous articles (wishful thinking?).  Yes, a lot of what I’ve written is common sense, but it never surprises me how common sense goes out of the window when you’re under pressure and feeling overwhelmed.  In this last article, I’m going to focus on some random thoughts on the book project and that’s it – me done.  I hope some of these thoughts will help you undertake any big project yourself.

Thought 1: Watch out! Watch out! There’s a virus about (viral marketing)

In previous articles, I mentioned how impressed I was with over 100 people up and down the country freely giving their time and wanting to get involved.   I couldn’t understand it at first but now that I’ve had time to mull it over, I think it boiled down to four things:
1. People with passion (and there are loads of them) will always get passionately involved.

2. Getting the purpose absolutely clear in your head will help you think how to achieve your outcome (outcome based thinking was discussed in my first article).

3. Once you’ve got your purpose defined, you can then create marketing material with strong ‘pulling power’ to hook in those passionate people (powerful hooks was part of my second article).

4. Viral marketing (which I’m going to talk about here).

Viral marketing1,2,3 (I later found out) describes any strategy that encourages people to pass on a marketing message to someone else.   This creates the potential for getting your message exposed in an exponential way.   I don’t particularly like the negativity around the word viral, but I suppose the originators coined the term to convey how quickly the message duplicates and spreads (much like the way viruses do).
Initially, I emailed Training Programme Directors up and down the country with my marketing material.  But I then started getting emails from other people I hadn’t contacted who wanted to get involved – clearly people who had been forwarded my email.  Viral marketing was at play but the nodal points of influence,3,4 in this process were the programme directors.  And only when my inbox put on a couple of stones in weight I realised how powerful viral marketing could be.  They call it ‘viral marketing’ but (in simple terms), I think it’s just a posh term for ‘word of mouth’.

Thought 2: Finding the right people is a skill in itself

As a leader of a project, you need to assemble your team and to do that you need to develop criteria to help you match people to the job you want them to do.   And it needn’t be complicated; actually, mine was quite simple.  I wanted people to write on chapters they felt passionate about and all I did was to ask them to tell me why they felt they were best placed to write the chapter they’d chosen.  I graded the replies according to the following criteria:

	Star Rating
	Criteria

	5 [image: image2.jpg]
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	Evidence of practical experience in the chapter – current or recent past.
And an overt expression of passion for the chapter in question.  
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	Evidence of practical experience in the chapter – distant past.
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	Evidence is more academic than practical e.g. doing/has done a thesis related to the area.
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	Expresses only a general interest in doing something for the book.


	1 [image: image16.jpg]



	No/little evidence of practical or theoretical work – just expresses an interest.


 ‘There is a world of difference between a good sound candidate, and a candidate who sounds good’.  I don’t know who said that but that is what this table helped me to do – separate the two.  People who scored 4 or 5 became the lead authors for specific chapters of the book.  Simple!  Finding the right people is a recruitment and selection skill that needs to be carried out carefully and systematically.   Getting the right people in place is a fundamental basis for success. And from what I’ve read of first drafts submitted so far, I’ve got the right people for the job. 

Thought 3: Contribution is therapy.  Contribution Therapy makes people feel good

Nearly all people (and especially passionate people) get an immense inner reward from a sense of contribution, and it was a chap called David Pellin5 who recognised that back in the 60s (his story is quite illuminating).  By the way, the Pellin Institute web reference link below is really worth a look (number 5).  
In today’s egotistical society the notion that contributing something makes one feel good has somehow become lost.  Therefore, if you remind people of the wonderful stuff they are contributing (and of course, mean it!) your interactions will ignite with fire, dynamism will ensue and your project will start to dance. All of you will get a buzz from the process and each other.  
The other thing to mention at this point is to communicate to people directly, not through a third person like a secretary.  What made me think about this were emails from a very personable work colleague - except now, he got promoted and his messages started to come via a secretary.  This made me (and others) feel the presence of an unnecessary barrier that wasn’t there before.  Suddenly, this person felt inaccessible (although their lovely nature had not changed at face-to-face encounters).  So, communicate to people directly if you don’t want to feel far removed from them.    It promotes greater personal connection and the subsequent buzz and dynamism I’ve been talking about.    I feel that I’ve spent time communicating with the various chapter groups directly. hopefully making them feel the centre of my attention.   Indirectly (or directly) it communicates respect and demotes hierarchy.  I know it sounds like stating the very obvious, but look back at the emails in your inbox and see how often it is absent.
There have been times when I’ve had to edit chapters to quite some depth and have been apprehensive about sending the edited version back.   But the reality is that people have thanked me for the effort I have put in (when really I should be thanking them for their efforts).   I think communicating with people directly, acknowledging their contribution, and making them feel the centre of my attention has had a lot to do with the positive response back.  Actually - that and the art of giving feedback in a balanced and sensitive way,
Thought 4: Seek the opinion of others for exactly that reason – an opinion.  

When I agreed to lead on the book project, my vision was to develop a book that for once had been truly collaborative in every possible way – right from the contents, to the formatting, to the overall design and even down to the title. I was planning simply to go with the majority view – only soon to realise that this was neither the best nor appropriate approach for every decision that had to be made.

For instance, I surveyed the authors for some book titles and some really good ones came back.  I compiled a list of twenty and then asked trainers, trainees and programme directors to pick their top three.   The survey results were disappointing.  People chose standard titles like ‘A guide to GP training’ which I felt lacked that oomph I was after.  A TPD colleague of mine (Nick Price) reminded me of the need to choose a title with keywords which future educators might search under (like GP, training, education and so on).  These two things (a title with oomph and keywords) made me realise that I’d lost the plot a bit.   My purpose of surveying people’s choices should not have been to go with the majority vote, but to help inform my final decision.  Sometimes, you can make decisions based on the prevailing opinion of the majority, but sometimes you have to make an ‘executive’ decision informed by the range of opinions.  By all means collaborate and involve others but don’t forget that if you’re leading a project, you have to lead too – and your opinion matters often more than others - because you’re the one with the greatest understanding of ‘the vision’.

Thought 5: Make a ‘to-do’ list every day to keep the horrible stresses away6
Here are some time management tips that have helped me stay sane. 

The first one can be applied to a specific project or your life in general.  Start by making a general list of all the things you’ve got to do.  It will seem quite overwhelming as you do this.   But then watch that feeling disappear as you start making a daily list by picking off items to do specifically for that day.

And when life feels really tough, review your daily list.   Where’s the ‘me’ time?  You’ll probably notice it’s disappeared.  So add it back in - like going for a swim, playing squash or spending some time with the family.   It will help maintain some sort of balance between your work and life.   

And then there will be times when you dread doing stuff – maybe you’ve had enough of something.  By doing nothing, you’ll procrastinate, feel guilty, procrastinate more, and so on.   Either take the day off or do one simple easy thing off the list that you might enjoy doing.  Often, this latter step will jump-start you into doing more.   Trust me, it works!
Thought 6: Brush up on your IT skills

As this one is self-explanatory, I’m going to keep it short.   If your IT skills need improving, build on them – and do it as soon as you can, don’t put it off.  Knowing how to use Microsoft Word and Outlook (for emails) effectively will make editing and communicating tonnes easier.  You don’t have to go on a course to achieve this.   There are volumes of video and other tutorials on the web... all at the touch of a button.

Thought 7: If you’ve been hijacked away from your project by something important: let it, sort it and then come back.

Some of you will have realised that the first two articles were published a month apart.  Yet this one appears a couple of months later.  So what’s been happening?   Two unexpected things have taken their toll on my life recently.  I won’t go into the details but I felt stressed, overwhelmed and (I’m sure) irritable.  I felt that my fingers were in so many pies that I couldn’t see my hand anymore.  And that’s when I decided to put the book project on hold while I devoted time to sort out all the other ‘messy’ stuff.  Within a couple of weeks, my brain cells were realigned, my focus back on the book and my Yin and Yang back in harmony. Don’t try and do everything at once.  Instead, sort whatever is the ‘hot potato’ at that time and then come back to the rest.

Thought 8: A problem shared is a problem halved

As doctors we are often reluctant to make others aware of the problems we might be experiencing at a particular time.   Is it because we see this as a sign of weakness?  I don’t quite know but what I do know is that when I told my practice partners, fellow TPDs, some of the book people and a few others around me (including the editor of this journal), they were very empathetic and understanding.  They were careful not to place additional demands on me and gave me space and time to breath – it felt like someone had opened a valve and released all my emotional steam.  And it made me like and value them ten times more.  If you’re struggling, you’ll find people around you behave sympathetically in a similar way as they did with me.  But remember, they can only do this if you pluck up the courage to tell them how it’s going for you.
Thought 9: Don’t let people bully you into moving on – only move when you are ready.
Did you know that the idea of this book actually came up around 2 years ago?  You’re probably wondering what’s been the hold up.  Actually, there’s been no hold up.  I spent a year simply trying to get the foundations right.  By foundations, I’m referring to both content and process. Content – figuring out the chapter list and then the contents of each one.  Process – the way the book would work, the author selection process, the marrying of authors to chapters, providing guidance on style, grammar, content, resources and finally how each first and subsequent drafts would be handled.  I could go on but I won’t.  The point is this: if I hadn’t got the foundations right, the project would have later crumbled and fallen. And it doesn’t matter how good a marketing strategy you have to capture interested people, marketing will never solve an operations problem.

Don’t let people bully you into moving on until you’re ready.  Decide for yourself – do you want do something quick and dirty (which might be an okay thing) or something which requires more time and effort but excels?

Thought 10: Listen to people who have gone before you

As a newbie, I asked a few people who had previously authored for their top tips.  Here’s a list which you might find helpful.
1. Ensure from the outset that you retain as much editorial control as possible.   If you’re part of a committee, but you’ve been nominated as the lead, take the lead and exert some control otherwise other members will and that will create chaos.

2. Think carefully about how much of your time you can devote to the project – is there something else you need to drop first? Set realistic time scales and deadlines.   It will inevitably take at least twice as much time as you think.
3. Be really, really, really clear about what you want to achieve and what the focus is.  Define your target audience and then imagine that you are one of them - someone wanting to use the book.  How will it seem when you open it?  Review what else is already out there.  Is there anything you can learn from them?  How is what you’re doing going to be different?  What content might make it more worthwhile, novel or innovative?  Start drafting an outline: it’s a bit like laying decking for your garden.  Keep adding plank to plank until it looks right and has the correct function, but make sure there is a structurally accurate and sound foundation.
4. Don’t forget about your helpers – give them a very specific and clear brief and guidance (and get as much control over that as you can).
5. Get a really attention grabbing title (and ask those around you for ideas).

And before I say au revoir...

At the moment, the title will be something like:

GP Education: the complete menu
‘appetisers, main course and pudding for educators of GP training’
(Update – the book is called ‘The Essential Handbook of GP Training and Education’.)

It will be marketed when it comes out but a simpler solution might be to plug my name into the likes of Amazon nearer the time.  
No doubt that when it is out, you’ll want to cancel your surgeries, arrange cover and put everything else on hold whilst you rush out to your local bookstore to get a copy.   Am I kidding?  I’ll let you decide.

RAMESH MEHAY

Training Programme Director and GP Trainer, Bradford

UKAPD Executive Committee Member

www.bradfordvts.co.uk
www.ukapd.org
rameshmehay@googlemail.com 
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‘Opinion is ultimately determined by the feelings, not the intellect.’


Hebert Spencer, English philosopher in the 1800s











‘I was working on the proof of one of my poems all the morning, and took out a comma.   In the afternoon I put it back again’


Oscar Wilde








‘Success is not the result of spontaneous combustion.  You must first set yourself on fire’ 


Fred Shero (Canadian ice hockey player and coach in the 70s and 80s)
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