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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
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Focus, 67–68, 138
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Frankl, Viktor, 53
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Inherited purpose, 76–77, 81, 89, 95
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Inversion, 169
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Man’s Search for Meaning (Frankl), 53
Massive action, 45–46
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societal guilt about, 115–116
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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
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action, see Action plans
completion of, 256, 259
chronological order of, 255–256
requirements for, 254
sample, 256–258
success factors, 254–256
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Posttraumatic stress disorder (PTSD), 117–118
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changing, 172–173
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formulation of, 162–163, 169, 172
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nonresponse to, 168–169
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Rapport-building strategies, 226, 232
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types of, 201–203
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Self-benefiting mind-set, 3
Self-destructive behavior, 84
Self-determination, 96
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impact of, 191
Power Affirmations, 170, 175

Self-expression, 118, 211
Self-motivation, 48–50
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self-promotion, 227–228
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success factors, 219–220
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30-day course in, 216, 220
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Sensory awareness, 37–38
Set of 10 method, 165–166, 173–175
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Shortcomings, 169–170
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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
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Stagnation, 68–69
State of being, 53–54
Stress, response to, 123–125, 172
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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
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22–26
Unwarranted perfectionism, 170
Upset, sources of, 35, 56

Value system, 15, 68–69, 92, 104, 256
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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
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Win the Sales Game/Win the Money Game
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Work, benefits of, 14–16, 119
Written plans, 250
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