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Acceptability standards, 170
Acceptance:
of anger, 125-126
in change dynamics, 63-66
of desires, 91
of shortcomings, 169-170
Achievement, 93
Action, components of, 66-67
Action plans, 45-46
Addictions, 17, 59, 84
Affirmations, 6. See also Power affirmations
Ah-ha moments, 62
Analytical mind, 135-137
Anger, 112, 121, 124-126
Answering machines, 229
Ancxiety, sources of, 6, 56, 94, 119, 211
Associated position, in perception, 109-110,
155, 194-195
Attorney, functions of, 190-191
Auditory representational system, 201, 203,
206-207, 224, 232, 235, 240, 263-264
Authority figures:
Authority Size method, 103-104
perceptions of, 101-103, 171
Authority Size method, 103-104
Awareness, importance of, 62-63, 111, 260

Bad habits, 17

Baseball Diamond method, 50-52, 95, 132,
199, 224, 259

Behavioral flexibility, 41

Belief system, 72

Belligerence, 160

Birth experience analogy, 113-114
Birth without Violence (Leboyer), 113
Blame, 31-35, 77-78
Bonds, in family dynamics, 80-82
Boundaries, in family dynamics, 81-82
Burnout, 16
Business model:
business process, 180-181
hiring strategies, 181-182
network marketing, 182-183
prospective customers, 180
top-down view, 179-180
Business opportunities, recognition of, 143-144
Buy and hold strategy, 23, 26

Career, Power Affirmations method, 176
Career development, 16-17
Cause and effect, 31-33, 121
Certainty, 68
Change, benefits of, 12. See also Change
dynamics
Change dynamics:
addictions, 59
cause and effect, 31-33, 121
control factor, 52-53
creativity, 34-35
excellence, physiology and psychology of,
42-44, 57
internal sensory representations, 54-57,
113, 154
massive action, 45—46
mastery, 38-40
motivation, 46-52
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Change dynamics (continued)
optimal learning state, 36-38
perceptions, 56-59
productive strategy, 34-36
responsibility, 33-34
state of being, 53-54
success factors, 40-42
Charitable contributions, 3. See also
Philanthropy
Childhood, generally:
conditioning, impact of, 71-72, 76-78, 92,
170
rules, 82-86
sexual abuse victims, characteristics of,
81-82
Closing process, 227, 242, 245
Cold calling, 228-229
Communication skills:
associated position, 194-195
dissociated position, 194-196
importance of, 193-195
information representation, 201-206
language, 194, 205
other person position, 196
Perceptual Position exercises, 195-197
perceptual positions, 195-199
prospective customers, contact with,
199-201
speaking speed, 206-207
Competition, 106
Complaints, 17, 35, 105
Conditioning, 3—4. See also specific types of
conditioning
Conflict:
goal-setting and, 148
resolution, 188, 197
Conscious Competence, 39-40
Conscious Incompetence, 39
Contribution, 68
Control factor, 52-53
Corruption, 117
Counterproductive strategy, 35, 95, 106
Creativity:
benefits of, 133, 137
clarifying a business, 143-144
commitment and, 138-139
Discovery Writing method, 140-143,
251-252
goals and, 144-146
importance of, 10, 15, 34-35, 133-134
Learning to Ask Better Questions
method, 137-138
planning process and, 144-145, 254

problem-solving and, 139-140

sources of, 137, 220

suppression of, 134-135
Credibility, 162

Decision-making skills, 90, 126-127
Decisiveness, 3
Defensiveness, 160
Defiance, 179
Defined benefit pension plans, 23
Defined contribution pension plans, 23
Deletions, 58, 76
Denial, 78, 170
Dependency, 9
Depression, sources of, 35, 56, 69, 91
Desire(s):
acceptance of, 91-92
acknowledgment of, 226
for control, 163-164
fulfillment of, 227
limitation of, 142
prioritizing, 92-93
Determination, 125-126
Discovery Writing method, 140-143, 251-252
Dissatisfaction with job, 14-15, 35
Dissociated position, in perception,
109-110, 155, 194-196
Distortions, 58-59, 76
Dot-com bubble, 23-24
Dow Jones Industrial Average (DJIA), 22-24
Dual-income couples, 21

Economic conditions:
growth, 19-20
media, impact on, 21-22
terrorism, impact on, 24-26
U.S. stock market, 22-24
wage decline, 20-21
Educational system, 10
Elevator speech, 230
Emotional dynamics, 33-34
Emotional intensity, implications of, 109,
125, 194, 212-214, 221, 263-266
Emotional motivation:
Baseball Diamond strategy, 50-52, 132,
199, 224, 259
external motivation, 48—49
importance of, 47-48
life purpose and, 95
self-motivation, 48-50
Emotional overload, 212-213, 230
Emotional reactions, 172
Emotional system, design of, 121-122
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Emotions:
Emotional Resolution method, 109-110
emotional system, design of, 121-122
fear, dealing with, 128-129
feelings, 119-126, 172
guilt, 114-119
impact of, 107-108, 125-126
intensity, see Emotional intensity
No More Procrastination method, 127-128
struggle and, 110-114, 120
Empowerment, sources of, 6, 32-34, 53, 64,
68, 101, 126, 176
Energy, sources of, 118-119, 122
Entitlement, 74
Entrepreneurship, nature of, 2
European Union, 29
Excellence:
characteristics of, 43—-44, 57
perceptions of, 105
physiology and psychology of, 42—44
External motivation, 48-49
External reality, 55
eZine, 260

Failure, fear of, 96
Fairness, 74-75
Family, generally:
bonds, 80-82
boundaries in, 81-82
dynamics, 80
roles, 85—-88
rules, 82-86
Fault, 32-33
Fear:
dealing with, 6, 10, 12, 66, 128-129, 211-212
response to, 198
sources of, 95-96, 108, 112, 125, 127, 211,
220
Federal Reserve, 21
Feedback, importance of, 121-122, 197
Feelings:
acceptance of, 6364
conflicts about, 122-123
defined, 119
design of, 121-122
emotional reactions, 172
interpretation of, 52
meaning of, 122, 126
powerlessness over, 119-120
response to, 123-125
VCR Visualization method, 265-266
Filing Cabinet method, 156-157
Finance, Power Affirmations method, 176
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Flexibility, mental and behavioral, 41
Focus, 67-68, 138

Follow-up, in sales process, 181
Forgiveness, 65-66, 115

401 (k) plan, 23

Frankl, Viktor, 53

Free will, 113

Gandhi, Mohandas, 198
Generalizations, 58, 76
Global economy, see Globalization
Globalization, impact of, 27-30
Goal(s):
accomplishment of, 133, 172
certainty about, Filing Cabinet method,
156-157
hierarchy of, 94-95, 132, 252
importance of, 45-46, 132-133
perceptions of, 146-147
planning for, 253-254
power affirmations and, 172-173
SMART, 147-150, 154-156, 224, 250, 260
timeline for, 154-156
unconscious, 131-132
Greed, 211, 221
Greenspan, Alan, 21
Growth, 68
Guilt:
defined, 114
impact of, 91-92, 96, 105, 211
Power Affirmations method, 176
suppression of, 118
types of, 115-117
unresolved, 114-119
Guns-and-butter strategy, 24
Gustatory representational system, 201,
263-264

Health, Power Affirmations method, 177

Helplessness, 73-74, 110-113, 126, 168

Higher power, 100-101. See also Religious
beliefs

Hiring strategies, 181-182

Improvements, impact of, 139

Incentives, 199

Information resources, 260-261

Inheritance, 2-3

Inherited purpose, 76-77, 81, 89, 95

Internal reality, 54-55

Internal representational system:
impact of, 54-57, 113, 154, 206-207
VCR Visualization method, 265-266
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Intimacy, 79
Inversion, 169

Job satisfaction, importance of, 9, 11-12,
14-16, 84. See also Dissatisfaction with job

Job security, 8, 13-14

Johnson, Lyndon, 24

Kinesthetic representational system, 201,
203, 205-206, 224, 232, 235, 240-241,
263, 265

Learning process, 1-2, 39-40. See also
Optimal Learning State
Leboyer, Frederick, 113-114
Life purpose:
clarity of, 99, 131
declaration of, 94-97, 99
importance of, 89-90, 92
money and, 93-94
Purpose of My Life method, 97-99
Life satisfaction, 90-91
Limitations, self-imposed, 111-112, 146,
160, 222
Loss:
dealing with, 124
fear of, 96
Lotteries, 3, 139
Love, 68
Low-cost products, 219-221, 230
Luck, 3, 115, 146
Lying, 162-163

Man’s Search for Meaning (Frankl), 53
Massive action, 45-46
Mastery, 38—40
Materialism, 2, 15
Media, economic news and, 21-22
Mental flexibility:
development of, 41
power affirmations, 160-177
promotion quiz, 159-160
Midlife crisis, 99
Mind-set, significance of, 3, 17. See also
specific types of mind-set
Mind structure, 61-62
Money, generally:
desire for, 91-96
emotions and, 107-108
family conditioning, 71-72, 96
as motivation, 14-15
parental teaching about, 72, 75-78, 92, 96
perceptions of, 67-68, 107-108

societal guilt about, 115-116
vocabulary, 72-75
Money Is My Friend (Laut), 182, 214-216,
218, 220-221
Morality, 92, 115, 117
Motivation, sources of, 40, 46-52, 68-69, 176
Moving-away motivation, 46-49, 95, 132,
199-200, 207, 211, 234
Moving-toward motivation, 41, 46, 199-200,
207, 211

Nasdaq Composite, 24
Need(s):
acknowledgment of, 234
assessment, 75
fulfillment of, 227
Negative attitude, 35-36
Negative mind-set, 17
Negative thinking, 35
Negotiation:
benefits of, 185
with children, 191
conflict resolution, 188
experience evaluation, 187-188
matrix, 186-188
rules of, 189-191
skills development, 17, 83
Nest egg, 4
Network marketing, 182-183, 216-217
No More Procrastination method, 127-128
Noble purpose, 76, 90, 94

Objections, in sales process, 227
Olfactory representational system, 201, 206,
263-264
Optimal Learning State:
benefits of, 36-37
exercise in, 37-38

Parental guilt, 115
Parents:
conditioning from, 72, 75-78, 96, 179
relationship with, 79-80
view of, 80
Part-time employment, 16
Passion, 123, 126, 143
Peer group influences, benefits of, 105-106
Perceptions, impact of, 56-59, 63
Perceptual positions, 195-199
Perfectionism, 59, 111-112, 186, 139, 170, 254
Permission, sources of, 100-101
Personal growth, 256
Personal history, 64-65, 80-81
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Personal power, 31-32
Persuasion skills, 210
Philanthropy, 104-105
Phone phobia, 63
Planning, see Action plans; Plans
common problems with, 251-252
goal-setting, 253-254
importance of, 249-250
Quick Planning method, 258-259
skills development, 17
time frame and, 253
Plans:
action, see Action plans
completion of, 256, 259
chronological order of, 255-256
requirements for, 254
sample, 256-258
success factors, 254-256
written, 250, 255
Posttraumatic stress disorder (PTSD), 117-118
Poverty, 2, 35
Power, generally:
affirmations, see Power affirmations;
Power Affirmations method
control strategies, see Authority figures
Power affirmations:
benefits of, 160-162, 172, 224, 228
changing, 172-173
control and, 163—-164
formulation of, 162-163, 169, 172
lying to yourself, 162-163
nonresponse to, 168-169
repetitive, 163
responses to, 167-170
Sample Set of 10, 165-166, 173-175
selection factors, 164-167, 175-177
writing guidelines, 167, 169
Power Affirmations method, 133, 228
Powerlessness, 119-120
Power of Perception method, 108-109
Pricing strategies, 73-75. See also Low-cost
products
Problem-solving skills, 139-140
Procrastination, 12, 67-68, 127-128
Productive strategy, 34-36
Profiting in Turbulent Times (Fuehl), 8, 165
Prospective customers:
building rapport with, 226, 232
initial contact with, 199-201
sources of, 180, 228-229
Prosperity mind-set, 59, 173
Prover, characteristics of, 41, 72
Psychological dynamics, 33—-34
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Public speaking, 180
Purchasing power, 19-20
Purposelessness, 106

Questions, in sales process, 226, 229,
232-233
Quick Planning method, 258-259

Rage-aholics, 56, 125-126
Rapport-building strategies, 226, 232
Rebellion, 84-85, 100
Receiving, 221-222
Regret, emotional response to, 119
Rejection, 83, 160, 211, 218, 220, 234
Relationship(s):

with boss, 83-84

with parents, 79-80

Power Affirmations method, 176
Religious beliefs, impact of, 170-171, 176
Religious guilt, 116-117
Repetition, of affirmations, 163
Representational system (s):

conversion exercise, 205—206

exercise in, 203-204

types of, 201-203
Resentment, 65, 73-74, 116
Resourcefulness, 112, 125-126, 224
Responsibility, importance of, 3, 31-34, 52,

54, 64, 131, 259
Revealed: Hidden Strategies of a Real Estate
Tycoon (de Roos/Fuehl), 8

Revenge, 64
Righteousness, 67-68
Risk:

misperception of, 12-14

of rejection, 83
Risk-taking behavior, 3
Robbins, Tony, 45

Sabotage, 146
Sadness, 112, 124
Sales ability, evaluation of, 212-213
Sales dialogues, sample:
prospecting, 239-247
sales process, 230-239
Sales Map:
components of, 193, 222-227
sales dialogues, 230-247
Salespeople:
common mistakes made by, 214-215
likes/dislikes exercise, 210
Security, as motivation, 5
Self-acceptance, 91
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Self-benefiting mind-set, 3
Self-destructive behavior, 84
Self-determination, 96
Self-empowerment, 34, 53
Self-esteem:
impact of, 191
Power Affirmations, 170, 175
Self-expression, 118, 211
Self-motivation, 48-50
Self-promotion, 227-228
Self-regulation, 181
Self-talk, 137, 224
Selling:
conventional wisdom about, 209
emotional dynamics of, 211, 214
emotional intensity in, 212-214, 230
getting started in, 216-219
guidelines for, 229-230
low-cost products, 219-221, 230
mistakes in, 214-215
objections in, 227
persuasion skills, 210
prospects, 228-229
receiving, 221-222
Sales Dialogues, 231-247
Sales Map, 222-227
script, 223
as self-expression, 211
self-promotion, 227-228
skills development, 17
success factors, 219-220
telephone sales, 228-229, 239, 246-247
30-day course in, 216, 220
uncomfortable feelings about, 211-212
Sensory acuity, development of, 41, 44
Sensory awareness, 37-38
Set of 10 method, 165-166, 173-175
Shame, 91
Shortcomings, 169-170
Side business, benefits of, 9
Significance, 68
SMART goals:
characteristics of, 147-150, 224, 250, 260
development of, 150
timeline for, 154-156
Societal conditioning, 179
Societal guilt, 115-116
Source of Sources, 117
Spending habits, 15
Spirituality, Power Affirmations method, 175
Stagnation, 68-69
State of being, 53-54
Stress, response to, 123-125, 172

Struggle:
impact of, 110-113, 120
origins of, 113
patterns of, 114
Success factors, 40-42
Suppression, 118, 122, 126
Survivor’s guilt, 117-118

Technology, applications of, 14
Technophobia, 14
Telephone sales, 228-229, 239, 246-247
Terrorism, war on, 24-26
Thinker, characteristics of, 41, 72
Threats, emotional response to, 119
Three p’s strategy, 35-36
Time, Power Affirmations method, 176
Timeline, modification of, 152
Time perceptions:

empowerment of, 152-153

types of, 150-152
Toastmasters Club, 4
Training, in sales, 216, 220
12-step programs, 47, 59

Uncertainty, 68

Unconscious Competence, 39-40

Unconscious Incompetence, 39

Unconscious mind, 61-62

Unconscious motivation, 46, 96

Unemployment, 4-10

U.S. stock market, influential factors,
22-26

Unwarranted perfectionism, 170

Upset, sources of, 35, 56

Value system, 15, 68-69, 92, 104, 256

VCR Visualization method, 265-266

Vietnam War, 24-25

Vision, importance of, 5-6, 153

Visualization, 100-101

Visual representational system, 201, 203,
206-207, 224, 240, 263-264

Vulnerability, 4

Wage decline, 20-21, 29-30

War, economic impact of, 24

Wealthy people, personal characteristics of, 3

Well-being, 33, 126, 162

Where Are All the Customers’ Yachis? (Schwed), 24

Win the Sales Game/Win the Money Game
Training, 231-238

Work, benefits of, 14-16, 119

Written plans, 250
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