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Chapter 1: What is Charisma? 

Charisma is the word we use to describe that almost magical power some people possess to get 

everything done the way they want it. These people have an uncanny hold over our attention that 

causes us to do things that we may not normally do, even if they don’t possess any quality that fit 

our standards, because they have been able to enhance their charisma to such a point that whatever 

they ask of us, seems irresistible. 

Charisma is that rare quality that makes people like you, even when they don't know much about 

you. It's that intangible quality that makes people want to follow you, to be around you, to be 

influenced by the things that you say. Almost imperceptibly your charismatic aura extends across 

crowded rooms and causes people to want to be with you. 

Some salespeople have it will say that the only reason people do business with them is because they 

think they are nice people. Celebrities often have a certain charisma, but unfortunately many do not. 

Some politicians contain that elusive light within them, sadly most project and insincerity that 

people have come to identify them with. The general trend today with many people seems to be an 

incessant nodding when they are being spoken to, or the repetition of the word is ‘perfect' as some 

kind of approval or acknowledgement of any statement made. These people evidently lack charisma. 

In simple terms charisma is a personal magnetism.  

Researchers in a study by Professor Richard Wiseman, a psychologist at the University of 

Hertfordshire in 2005, say having an infectious personality induces others to copy your body 

language and facial expressions. 

The study involved more than 200 people, who were taking part in FameLab, a national competition 

to find the new "faces of science". The ones who scored highest in a questionnaire about how much 

they seem to transmit their emotions to others also progressed the furthest in the competition, 

when they used their personalities to impress a panel of judges. 

For this study, Professor Wiseman asked the FameLab entrants to complete the affective 

communication test, a 13-item questionnaire designed by Prof Howard Friedman of the University of 

California, Riverside. Questions probe whether you like to touch people when you talk to them, 

enjoy being the centre of attention and can keep still when you hear good dance music. 

A clear relationship emerged between charisma ratings by FameLab judges and questionnaire 

scores, suggesting that highly charismatic people can easily and unconsciously and almost 

telepathically transmit their own emotions to those around them. 

"Interestingly, those who scored highly for charisma and in the questionnaire on emotional 

contagion were also those that also did well in the competition," said Professor Wiseman. "So 

charisma is obviously key to communicating science". 

The FameLab applicants, as a group, apparently managed an average score of 86, which is high, 

given that the mean of the American population is 71. "The finalists are especially high - as a group, 

they have a mean of 90," said Professor Wiseman, and then added that the number one Toyota 

salesman in America scored only nine points more. "There were no significant differences between 

men and women, and each area (Manchester, Belfast, London and so on) had roughly the same 

charisma levels." 



An infectious personality can hold sway in many and various ways, he said. "There are loads of 

studies showing that we unconsciously mimic almost all aspects of other people's behaviour - the 

rhythm of their speech, facial expressions, posture, body language and so on - and that all of this 

influences our emotions (thus the facial feedback hypothesis, whereby we force a smile to feel 

happy, as opposed to feel happy and smile). 

A charismatic person has three attributes, says the professor: 

❏  they feel emotions themselves quite strongly; 

❏  they induce them in others; and  

❏  they are impervious to the influences of other charismatic people. 

Root of Charisma 

Charisma is the ancient Greek for 'gift.' In that sense, the word charisma refers to a gift from God of 

a special talent, such as the ability to heal or to prophesize. 

German sociologist Max Weber brought the term into modern-day usage and present it as a 

learnable skill. Weber referred to it as a form of authority. Weber introduced the concept of 

charisma as a third form of authority after law and tradition; one that people could be persuaded 

simply by the personality of another person. In popular usage, charisma is defined as a special 

quality that gives a person the ability to capture the imagination of another person, inspiring support 

and devotion. 

Charisma is in fact the nonverbal form of persuasion, and you should be aware that over 50 percent 

of the impression you give people is nonverbal. A University of Southern California study attempted 

to show how people could communicate their emotions in a sales situation. The study showed that 

only 7 percent of our ability to communicate emotion was through the words used, 37 percent was 

the emphasis you gave to the words, and 55 percent was entirely nonverbal. Whatever the numbers, 

it's indisputable that people see and sense more about you than what you may say. 

With all of the above said and agreed, many people can still fail to visualise charisma, often when 

they carry a good deal of it themselves. As Professor Wiseman stated "they are impervious to the 

influences of other charismatic people."  

When you have trouble defining something, try to imagine the polarised opposite. This often makes 

understanding of the issue a lot easier. So, let's look at the opposite of charisma. Although you may 

have trouble defining charismatic qualities, you don't have trouble identifying the person you don't 

like, do you? 

You probably don't like people who are self-centred and are only concerned with their own well-

being. If we accept that the least charismatic person is the one who's most self-centred, then we can 

understand that charismatic people are those whom have learned to expand their centre or sphere 

of influence. Their mental vision of their world has expanded to include all the people with whom 

they come in contact. Charismatic people are just as sensitive to the emotions of the people around 

them as they are to their own emotions. That's what makes people so charismatic. 

In summary we should now understand that Charisma is a form of authority. It affects people's 

behaviour as much as respect for the law or respect for religion or tradition. It can be a strong non-

verbal form of communication.  



If you have trouble understanding charisma, think of the opposite. Think of the traits of someone 

whom would you like to spend the rest of your life with on a desert island. and finally to be more 

charismatic, you need to work on expanding your concern and consideration for other people to 

include a larger circle of influence. 

 

 



Chapter 2: Do You Really Want To Measure Charisma? 

Charisma is not some unidentifiable quality that only a few can be gifted with. There are many 

techniques and methods that you can use to increase your CC (Charismatic Charm). If you want to be 

more effective with others and you want the ultimate edge over your competition you can obtain it 

by developing your own charismatic Charm. 

Many people will claim that they have ways to measure or identify charisma and we know that it can 

be quantified to a certain degree as an overall score or measure. The individual components of this 

score are more difficult to identify as they vary with each character. A little bit of this and a little bit 

of that may well work with that person in this situation, but almost unconsciously the various levels 

of skill components will alter and rebalance with imperceptible change within the individual, who 

almost uncannily reacts to the new situation or environment as seamlessly as ballet dancer. 

Charisma is more than likely inborn in every one in different amounts. Some leaders like John F 

Kennedy, Churchill and Bill Clinton are born with miraculous charisma they are considered to be 

gifted. Other charismatic leaders would include Pol Pot of Cambodia or Adolf Hitler, even religious 

cult leaders that have encouraged their followers to commit mass suicide or confront the authorities 

with force. Parameters for charisma are communication skills, risk taking, authentic etc. All these 

characters can be developed by a person, which in turn enhances the charisma of a person.  

The question is then raised in the statement that surely a person is charismatic if and only if people 

feel that they are charismatic. Steve Jobs of Apple fame was contrary and despotic for some people 

but for some he was charismatic. So does it show that an individual's charisma will depend on the 

environment in which they exist? If people were in need of a leader and one steps forward, taking 

up the reigns of responsibility and bringing the crowd together then are they automatically 

considered to be charismatic. Many instances are there where a person who was rejected by people 

on many occasions then, at some point of time later, proved themself to be charismatic as happened 

in the case of Benjamin Franklin, Abraham Lincoln and Ronald Regan. Some individuals will emerge 

as charismatic leaders after great speeches like 'I have a dream...' by Martin Luther King. 

If you could truly measure charisma and make it a known quantity or quality, would that then not be 

as effective as destroying society by letting those who could afford to be taught and trained in 

charismatic charm to then lead the world on a path of their choosing? 

Perhaps the best course of practice is for us to understand that there are many component parts to 

this enigma and each of these parts has a variable level required to work not only with the other 

parts, but also as a whole in differing external situations. This then can be a skill to aspire to and as a 

whole we can learn and understand what areas we need to work on within ourselves to then 

prepare for when we may need to call on these additional strings to our bows? 

 



Chapter 3: Charisma in Relationships 

Having charisma really refers to an individual’s communication skills with an audience, in effect their 

presence. Many think that this natural ability to relate to others is something you either have or you 

don't, but as we have shown earlier charisma is a skill, can be measured overall, is inherent and 

developed early in life, but more importantly, definitely a skill area people can improve. 

As we have already discussed, your ability to connect with others, deeply and emotionally, is the 

most important part of having successful social relationships. Think about the importance of making 

positive first impressions in interviews, meeting new business partners or out there on the lookout 

for potential partners, how do you impress and influence them? The process of achieving a 

charismatic charm within your personality is simpler to understand when broken down into specific 

elements. Mastering all of these will bring great rewards but only when fully and unconsciously 

combined, will the free-flowing, smooth and seamless desired result be achieved.  

Confidence and charisma are essential elements of the Human mating system. The characteristics 

that people look for when determining which potential partners are attractive and desirable as well 

as those that are not vary widely from person to person, but one answer will show up over and over 

again: confidence. A desirable person is courageous, self-assured, willing to take risks and make 

mistakes, motivated, and outgoing.  

The best way to convey this and start to build your own self-belief and confidence are simply; 

Learn to set realistic goals. Later we will show you the easy way to set and achieve any goals you 

set. Building confidence and charismatic charm is a process that will take time. If things are not 

progressing as quickly as you may like them to, relax; celebrate your successes every few weeks and 

re-evaluate your future objectives.  

Start slowly. If you are reading this book you have probably considered yourself as shy and 

introverted, there’s no shame in taking baby steps towards confidence. Start with simple tasks, like 

maintaining eye contact with conversation partners or smiling at strangers you pass on the street. 

Give your self-esteem a boost. Most people are consumed by negative thoughts about their 

abilities, appearance, and inadequacies. To help defeat these limiting beliefs, ask at least five people 

who know you well to write down five positive qualities you possess or things they admire about 

you. Others will often appreciate qualities that you don’t recognise for yourself.  

Relax. In life one of the few things that are guaranteed is that you will make lots of mistakes. We all 

do. Everyone makes mistakes on occasion. Accept it, learn from the experience, and move on.  

Fake it until. If you act confident, people will believe you are. The more they believe it, the more 

you’ will come to believe it too. Your actions might seem a little stilted or unnatural at first, but over 

a short length of time, as you begin to see the positive effects they're having on your life, they will 

become increasingly natural and consistent. 

The possessor of such powers of confidence and charisma has the ability to touch others, influence, 

and win their admiration. Consider also that charisma and confidence literally walk hand in hand, 

and together have ability to draw attention, create admiration and even arouse devotion and 

loyalty. 

Use all of your personality to positively impact other people. 



What you're trying to achieve is to make a long lasting, powerful impression. You have to understand 

that any process of personality change requires discipline and commitment on many levels. The late 

and great Jim Rohn said, "We must all suffer from one of two pains: the pain of discipline or the pain 

of regret. The difference is discipline weighs ounces while regret weighs tons." 

So if we are to make a lasting impression on as many people that we meet, try to influence their 

thinking towards us then we have to adjust and keep on re-adjusting the levels of chemistry you 

create with these others. It is therefore of critical importance to hone these skills to better your 

chances of success in any social occasion. 

Your personality can be the key that opens the doors to your success. Developing your charisma is a 

life journey that is thoroughly rewarding. It is a personal long term commitment to achieving social 

goals. It, like most things begins with strong foundations that will help carry you to the place where 

you appear to have a considerate, empathetic yet commanding and seemingly natural flowing 

rapport with everyone. 

 

 



Chapter 4: Charisma in Public Speaking 

You are naturally a charismatic and magnetic public speaker, entertaining, witty and intelligent; you 

hold audiences in awe at your tales and explanations. This is the natural state of all people.  

The problem for most people is that as we grow up we forget this about ourselves. We tend to 

invent fears and shrink away from this natural way of talking with groups of people. As tony Robbins 

quoted; "Fear is ‘False Evidence that Appears Real’" and they are very real for some people. 

However, by applying some simple techniques of mind power secrets to increase your subconscious 

mind power, you'll quickly find that you free yourself of any fear you may have now regarding public 

speaking.  

Most fears are based on imagination. They aren't real. The only natural fears that are programmed 

into us are the fear of heights, and a fear of loud noises. Every other fear you have, is a fear you 

learned to have. And by the application of some simple, but ancient mind power secrets, you'll easily 

be able to remove your fears and gain an incredible amount of charisma and personal magnetism.  

Confidence in public speaking, the ability to articulate your ideas and thoughts, is a fundamental to 

building charisma. Growing your confidence in this area is quite simple. This works very similarly to 

self hypnosis. Don't worry, it's easy to learn, and easy to do. You only need to persuade your 

subconscious that the fear doesn't exist, and your natural, charismatic self will return. What is your 

natural state? When you were a baby, and you wanted attention, you screamed and shouted until 

you got it. You weren't worried one bit about how people would react to you.  

Only when you were growing up did society try to teach you to fear other people's reactions to you. 

Don't worry, help is at hand because you can unlearn any belief that you learned. All of us go 

through life picking up some beliefs, and discarding others. Having a fear of other people's reactions 

doesn't serve you very well, so it's a good idea to get rid of it as soon as you can.  

Here's how to get back into building your self-esteem, and reinforce your confidence by describing 

your ideal self, with respect to public speaking, in positive, present tense terms.  

Statements like this  are a good starting point: "I am a fantastic public speaker. I am a charismatic 

public speaker. I enjoy speaking to groups. I feel at home in front of others. I enjoy giving speeches. I 

enjoy presenting myself and my ideas to others." 

Play around with these words and phrases until you find a few that feel right. Once you've got them, 

then it's time for some subconscious mind programming. The best time to program your 

subconscious mind is when you are in that deep, relaxed state that is very near sleep. This is when 

the communication between your conscious mind and your unconscious mind is at a maximum. The 

ideal time for this is as you fall asleep, and as you wake up. Simply repeat your affirmation to 

yourself ten times and make sure you talk with gratitude and appreciation, as if they are already 

true, as if they had already happened. In only a few short weeks, your fear of public speaking will 

disappear. You will soon find yourself feeling at home and comfortable in front of large groups, and 

wanting to speak whenever you see an opportunity. 

You will be on your way to building your charisma. 

Offer to do as many talks or presentations as possible to build your confidence and understanding of 

the best ways to deliver talks. To help you we have a few pointers. 



Plan To Be Confident. Make sure you plan your talk and find time to rehearse it. If you know your 

topic, have carefully prepared your content, and have rehearsed the talk nothing is likely to go 

wrong. The confidence that comes from that knowledge will ensure that you’ll walk tall and strong 

as you take the stage: confident of delivering an excellent speech. 

Look Like You Should Be There. Dress to Impress. on a personal 1-10 scale of how well you can look, 

make sure you give your audience 10 every time. Show them the respect of looking your best. Be 

impeccably turned out in every aspect of personal grooming. 

Be Like The Battery Bunny, Show Energy & Enthusiasm. From the moment you walk on stage you 

must ooze energy and must come across as enthusiastic for the opportunity to speak on your 

planned topic. Stride out with a purpose and a spring in your step that shows how excited you are to 

be there. 

Enthusiasm is contagious: spread some around today!  A large component of charisma is energy and 

enthusiasm. 

Warm the Room and Each Person with a Smile. Turn on your best charismatic smile and you 

immediately effect the brain chemistry of anyone who comes into contact with that smile.  This is 

not just a movement of the lips, show some teeth. This not only lights your own brain up with the 

feel good chemical Serotonin (raises your mood) but also Oxytocin (the bonding hormone), but it has 

the same effect upon those who observe your smile. We are programmed to respond to others’ 

smiles in this way. As your audience’s brains get flooded with those same chemicals they find 

themselves smiling even more genuinely and this results in a bigger injection of even more of those 

chemicals into their brains which then reinforces this positive feedback loop and amplifies the feel 

good factor for all.  When you can make people feel good like this they perceive you as having 

charisma. 

Use Your Body Competently and Effectively. Every member of every audience has developed an 

seemingly unconscious ability to read the body language of those around them and, when your 

words and your body language are not consistent, people will unconsciously trust your body 

language first and see "straight through you". 

Walk tall, walk straight and walk with deliberate purpose as you move around any stage. Be aware 

of your posture throughout: an upright posture communicates confidence, control and ability. Keep 

your body language and gestures open and always provide your audience with an unobstructed view 

of your solar plexus. 

Look Them In The Eye. When someone charismatic makes a presentation every person in the room 

feels that the speaker's comments are directed right at them. The looking into their eyes technique 

is one of the key presentation skills that play a large part in creating this impression. 

When addressing any large group break the audience into say four imaginary zones;  left, center left, 

center right, and right. Start with one of your imaginary zones and select someone to establish eye 

contact with. Only for about five seconds or so, not long enough to intimidate, but long enough to 

address your points directly to them. A large circle of people around that person will feel that you 

are addressing your points to them personally. Then move your attention around the zones and 

again select someone to address your attention to for five seconds or so in another zone. 



Try to cover the zone from front to back over the course of your presentation so that, by the end of 

your presentation you have covered the entire room with a matrix of eye contact, and everyone in 

the room feels that you addressed them personally at some point. Charisma is about reaching out to 

everyone in, and each individual member of, your audience, and making each feel that they are the 

sole target of your comments. 

Project Positive Language. A key component in a presenter’s charisma is self-assurance.  If you are 

showing a positive outlook and confidence about your subject then the effect is very charismatic. 

But if you sound uncertain or unsure then you will not convince your audience of your message. 

This has implications for your word choice in speeches and presentations. At all times your language 

must be self-assured and positive – substitute weak words with their more positive cousins: for 

‘hopefully’ substitute ‘certainly’; for ‘if’ use ‘when’, for ‘I hope’ use ‘I expect’. Always use the most 

confident, optimistic, and assumptive language you can. 

Talk In Colour. Think of the most powerfully persuasive and poignant speeches you ever heard, 

especially the ones with a real feeling of caring, of charisma.  Now stop for a moment and ask 

yourself what did these great speeches have in common that made them so impactful, so 

charismatic, so persuasive and memorable for you? What they have in common more than anything 

else is the use by the speaker of rich emotional imagery to convey their key messages. They were 

able to create in your mind a clear picture of what they wished to convey. Images speak straight to 

the listener’s subconscious and allow them to interpret what a speaker is saying in their own way.   

The order of impact of some of the key image tools that you can use in your talks are hierarchically: 

❏  Personal Stories 

❏  Other people’s stories 

❏  Quotations 

❏  Metaphors 

❏  Similes 

Use Your Voice as a Charismatic Instrument. Our voice is an hugely versatile tool that with the 

smallest changes in tone, volume or inflection  can express a full range of emotions from depression 

to joy, from enthusiasm to lethargy, from pessimism to optimism. Use your voice: 

Start your talk with a strong voice on high volume 

When making a critical point slow down. Even a very slow and deliberate one-word-at-a-time pace 

for really critical points. 

Watch politicians and see how they use the dramatic pause. 2-3 seconds is like an eternity in a 

presentation, the sudden silence will alarm those whose attention may have drifted. 

Use a quick pace to convey excitement or enthusiasm for a topic. 

For a solemn, meaningful message drop the speed, tone and volume way down. 

Use volume to amass excitement and build anticipation of a major point. Wind it up in a crescendo 

effect as you work through points to your most critical point. If you want to get their excited 

attention you can also drop the volume so that they have to lean forward to hear you. 



UK researcher, Professor Richard Wiseman summarised his advice to wannabe charismatics 

approaching a speech or talk to "Be clear, fluent, forceful and articulate, evoke imagery, use an 

upbeat tempo, occasionally slow for tension or emphasis". 

You can make all of your future presentations and talks much more charismatic. Now that you know 

how – are you prepared to invest the effort? 

 



Chapter 5: Charisma in Leadership 

Leadership almost implies that the leader is charismatic but really just how important is charisma 

when it comes to leadership? 

When we try to articulate our thoughts of leadership or ask other people what, to them, would 

make a great leader, the descriptions often gravitate to the high-profile leaders with big egos and 

larger-than-life personalities. 

In Nov 2011, Forbes published an article titled "Egomaniacs make the best leaders" where they 

reference a study by four professors that studied 78 CEOs in the pharmaceutical industry and they 

concluded that "narcissism and hunger for attention lead to innovation and daring decision-making." 

There could certainly be an element of truth to this theory; having read the Steve Jobs biography it 

appears his genius and creativity was driven by his ego and narcissism. 

In his book "Good to Great", Jim Collins wrote a great chapter on this topic called "Level-5 

Leadership" where he argues that all of the "Great" companies of our time had "Level-5" leaders at 

the helm.  

His conclusion on level 5 leaders were that they: 

❏  Are ambitious, but for the company, not themselves. 

❏  Display a compelling modesty, are self-effacing and understated. 

❏  Are fanatically driven, with an incurable need to produce results. 

❏  Attribute success to other factors (and people) rather than themselves; often acknowledging 

good luck for their success. 

❏  Look in the mirror and blame themselves when things go poorly. 

Charisma can be a great enhancer and motivator to leadership; but it has to be backed up with 

substance and genuine character for it to be effective and long lasting. Leadership can benefit from 

charisma but charisma does not always confer good leadership. 

Charisma can also be a dangerous thing; it's an authority that defies natural logic. However, many 

people have fallen for charismatic leaders regardless of their character or substance, often because 

they needed to believe in someone who could unify others and make decisions based on a 

consistent set of values (even if they didn't agree with the values). 

If somebody embarks upon a particular task numerous variables come into play; in terms of 

recruiting a following. People often identify with a certain leader of a cause or of an organisation and 

they are curious and intrigued with what that leader has to say, how they relate their message and 

what their vision to accomplish such a mission looks like. In our hi-tech world more so than ever 

before, with the speed and access to communication, people everywhere are privy to full exposure 

of those whom seek to convey a specific message whether it be philosophical, political dogma or 

doctrine, or simply rebellion of the status quo. With modern technology the delivery of millions of 

messages daily, information overload can occur and for those that rise above the noise, perceptions 

can be formed of the messenger and the receiver's reception of the message; think Facebook like 

buttons. 

As I alluded to above, special talented individuals can lead without charisma and a leader will not 

usually be a good long term leader with only charisma. There is obviously a further requirement for 



other skills and observations by a leader to have the courage course corrections or broadening and 

narrowing of the outcomes while in pursuit of bringing upon change and or hope for the better to 

their organisation. This transformational leadership is often the trend setter or the person who can 

establish clarity and vision from a merging effect of making things happen and leaving a resounding 

impact on the issues of the day. The transformational leader has a vision, an ideal, that will manifest 

itself as a permanent outcome to solutions of all challenges or problems. The effective 

transformational leader may well be a charismatic individual, but they inspire and motivate the best 

from others and true leadership is rarely a one person show.  

CC leaders come in variety of types. As Jim Collins and his researchers observed typically multi-

talented but often not a flamboyant boisterous individual who can dance like Fred Astaire, has the 

brains of Albert Einstein, the heart of Mother Teresa and is as tough as Mike Tyson all in one 

package. What is clearly evident; is that charismatic leaders are usually prepared to make sacrifices 

such as Mahatma Gandhi and Cesar Chavez who sacrificed their bodies by fasting for their beliefs. 

Leaders with CC typically are very self assured like England's Prime Minister Winston Churchill and 

President Franklin Roosevelt in their team effort to defeat Nazi Germany during World War II. It 

requires the perseverance of a Ronald Reagan determine to bring the cold war to an end and defeat 

Marxism or Dr. Martin Luther King Jr. to persevere under pressure from the opposition to ratify 

America's constitution by the introduction of the Civil Rights Amendment. Jack Welch, Lee Iacocca 

and I am sure you can think of a list of a great many others prove that anybody can develop not only 

their CC but can also transform into a great leader with a just cause. 

CC leaders all demonstrated a high level of commitment, vision, enthusiasm and hopefulness that by 

many have been perceived to be charismatic leaders. What a lot of people forget is that many the 

above mentioned leaders were extremely humble and were usually highly driven with a greater 

sense of the mission as well as a conversely equal sense of humility. All felt they were fighting for a 

cause that was noble and right and were a combination of charismatic and transformational figures 

as they left a lasting impact that changed our world for the better. All were considerate individuals 

that that were curious about developing others in their stead, creating more leaders and carry-on 

with the good fight to improve humanity and world peace for all, not for a select few.  

 



 

Chapter 6: How To Develop Your Own  

Many of us would definitely like to acquire a higher level and deeper understanding of charisma. We 

also realise that as it is such an elusive trait, accomplishing mastery may well be a challenge. 

However, as we have discussed you can work on the basic elements that combine to provide CC and 

a distinct factor that will aid us in this possibility is, having a sense of mission or defining a major 

definite purpose in our life. 

The general public of all nations are just begging for CC leaders. They want to believe in people who 

have foresight, a consistent set of values and are honest and trustworthy insomuch as they can be 

relied upon to light the way. They want CC leaders who can offer hope of a better future. Quite 

simply they want someone who is on a mission, has a vision and talks with believable charismatic 

charm, offering hope and inspiration in return for the work involved. 

The formula to acquire that elusive quality known as charisma then becomes relatively simple. 

Develop a sense of mission for a cause. Exert leadership for that mission and the inevitable will 

happen. You will be seen as having charisma.  

We all know it is not always as simple as that to implement change of any size, and it requires a 

white hot burning desire, perseverance, passion and energy. You can grow your skills, improve your 

understanding and develop your values and beliefs to make a working plan and one that almost 

anyone can use successfully if they really want to develop their CC. 

Belief 

Belief is trust or confidence; acceptance of an item as true or existing. 

Now I know we mentioned belief before, but trust me, this is so important we need to have a whole 

section on it so please bear with me.  

This major element to success sounds obvious. Yes, you need self-belief. You need to believe you can 

achieve your goals. You have to believe in what you are doing and that that thing does not conflict 

with your rules or firm beliefs thus compromising your integrity. You have to believe what you are 

doing is true and honest, but how do you know that it is true belief and you are not kidding yourself? 

Does your level of belief in your own ability rise and fall? Does your belief in your outcome ever 

falter? The answer is yes to both questions. 

In the hierarchy of needs, shelter and food are the rock bottom needs of survival. At this level your 

survival is a must and a belief in anything more is difficult until that need is satisfied consistently. 

Human beings are by their very nature, curious and have instinctive desires to better themselves; 

even if it is for a bigger and better cardboard box to live in!  

Belief that there is a better home available somewhere drives us onward and upward. Once a 

comfortable level is reached, the point where little or no effort is needed to maintain the “status”, 

then belief of better things dissipates and dilutes to the odd foray into the unknown, but still with 

one eye on the security that we know and enjoy. Once belief is used up or maxed out, people just 

stop trying. 

The power of belief can move mountains. Without a firm belief in something, we will always find 

ourselves attempting things half-heartedly. Having a belief is knowing something is true, or can be 



true, deep in your heart. How do you know you want money? A bigger car? A large, detached house? 

Are they musts like food and shelter or are they “would be nice” thoughts, dreams, wishes? If they 

were a “must” item, then why haven’t you got them already? 

In order to believe in something you must have the knowledge or reasoning behind that belief. 

Reasoning provides you with core beliefs and general instincts, i.e. you must keep warm and eat; 

reasoning dictates you move your body to a place that provides access to these two items in a 

readily available supply. Reason also ensures that you would be safe from personal harm in this 

place, otherwise you then have a conflict, and the brain does not like conflict. Once these elements 

are satisfied, self-confidence grows and bigger and better things become more realistic, reasonable 

to expect and possibility is born. Instinctively you know you need a better and more constant supply 

of food, therefore you need the knowledge of how to achieve this. You venture out and attempt to 

survey the locality until you find what you feel is a better supply. A few times at doing this broadens 

your knowledge and makes it easier to identify potential sources the next time. A need or belief of a 

need plus action causes experience which influences the belief. 

All of this belief based action compounded on a daily basis produces a level of skill. You do not 

necessarily use the entire skill every day, or push it to its limits, but often you may find yourself 

working up to it like an athlete. A high jumper would never appear at an event and for their initial 

jump, set the bar at six feet; because that’s the highest they have ever jumped. They always start 

lower and allow themselves to focus on the fundamentals before pushing themselves higher, 

allowing themselves to build their confidence. 

What would happen if their belief was such that they knew that six feet was the highest they could 

jump? Guess what? They would never jump any higher. The universal law of reflection (see Universal 

Laws of Success by Lee Werrell) would come into action and be proven yet again.  

Their internal belief is that they can jump only to this height, so the body follows and provides just 

the right energy, lift and all the other elements for a successful six feet jump. A six feet and one inch 

jump would be beyond them and they would have reached their peak, whilst others all around, 

surpassed them. 

Striving to be faster, jump higher or further or throw things over increasing distances is what all 

athletes strive for. Sometimes they only end up sabotaging themselves and their prowess by 

conflicting beliefs that in many areas they don’t even know are there. They may have negative or at 

best mixed emotions as to how good they really are and this stops them from performing at their 

optimum level. Often, after a run of bad results, they will compound the problem by diminishing or 

even ridiculing their former belief, by emotionally beating themselves up or scorning every failed 

attempt. This serves no purpose whatsoever apart from driving into their brain that they are failures 

and, worse, repeated failures! 

No one can possibly be excellent at what they do, all the time. Everyone has off days. The simple 

truth to whatever you attempt and whatever happens is that you achieved a result. You can learn 

from that result and adjust your actions accordingly to try better next time. Instead of failing, you 

have simply found a way of not achieving something. Or to put it a better way, successfully found a 

way not to do something. 

You may recall the story about Thomas Edison and his quest for finding the incandescent light bulb. 

After many thousands of failed experiments, a reporter asked him if he was going to give up. After 



all he had failed over five thousand times so far. Edison knew that feedback is not failure and 

responded to the reporter saying that he hadn’t failed, he had merely found five thousand ways not 

to do it. 

Whatever has gone before, whatever circumstances stood before, it was in the past. It was a 

learning experience and should be treated as such. Anthony Robbins, self development expert and 

author says, “The past does not equal the future”. Profound, but true. 

Until you make your goals into musts, you have to assess your own core beliefs concerning that 

element. There can be no holes in your planning and beliefs that you can possibly think of 

consciously. It would be like trying to fill a barrel with water from a leaky bucket. Sure you will; have 

some success, but it would be limited, take a long time and use a lot of effort to do it. You have to 

block these holes or even better, seal them completely and to do this you have to be totally honest 

with yourself. 

Reflect a moment on the old saying “If you repeat it often enough you will start to believe it.” This is 

often, in fact, used in a derogatory way when someone is suspected of lying or making something 

up, yet it is the foundation of belief. Religions throughout the world have mantras, chants, hymns 

and psalms which all add up to one thing – affirmations. What do affirmations do? They affirm, or 

remind you of what you believe in by “positive” reinforcement. Repetition of the beliefs of the 

group, cult or society according to their teachings. Does this mean there are no holes in their 

buckets? No, simply that by re-affirming the good parts marginalizes or even shrinks the perceived 

holes so they do not appear to leak as much. In reality, people will overlook the odd conflict or crack 

in a theory if the rest of it seems sound. This is called blind faith. 

Blind faith can be in people or machinery or fate or anything else that can be “trusted”. I first came 

across blind faith when I served in the Royal Navy. I was part of the electrical department and when I 

was on duty, at sea, part of the job was to get up at regular periods throughout the night to do 

“rounds” of running machinery compartments. This involved checking the temperatures, oil and 

water pressures and the general well-being of the space as well as signs of flooding, fire or other 

hazards. We would then have to log our findings, if any, and sign to say that all was well. I knew of 

some people that would get up, go directly to the rounds book and sign it without doing any checks 

whatsoever, then go back to bed. Their thinking was if there had been a problem, the variety of 

alarms would have alerted somebody. They had blind faith in the system covering for their 

ineptitude and laziness. 

Does blind faith work? Well, yes if you are happy to accept it as true and want to do nothing more 

with it. There are three types of people in this world; those who make things happen; those who 

watch what’s happening and those who wonder what is happening. Which do you want to be? 

Holes in your beliefs are not there by accident. They are the product of your upbringing, by 

conditioning. Not that any of these “holes” were placed there maliciously by anyone, they are simply 

a result of the system or culture we live in. If anyone does well in the UK, they are judged by others 

to have “been lucky”, “know the right people”, “on drugs” or are “ripping people off somehow and 

lining their own pocket.” Success in the UK is frowned upon unless you lose it all to the taxman and 

go to prison, when you become some sort of folk-hero. This is true from Dick Turpin through to Ken 

Dodd  and Lester Piggott . 



The reasons why this is true are unimportant. We could get bogged down with arguments from 

physiologists, historians and agony aunts. Suffice it to say that it exists and has a lot to do with the 

class society throughout the ages. It is there and you are going to have to fight it and win. To most 

people success is a four-letter word and that in itself should tell you the level of success education 

within the UK today. 

One man with a belief is more efficient, productive, focussed and deliberate than ten men with a 

vague interest or curiosity. Handled correctly, beliefs can influence our lives producing good and 

worthwhile things. Leaving them to chance is the single most destroyer of potential. 

A person with a belief can literally move mountains. How is this possible? A belief is an emotion. It is 

a culmination of previous experience and expectation for something we visualise as happening. The 

expression “I wanted it so bad I could almost taste it” describes this perfectly. Desire creates all of 

the necessary parts of a goal in your mind and stimulates all of your senses so you physiologically 

live having done the action or achieved the result beforehand. Emotion pre-courses motion. Emotion 

puts the energy into motion. Emotion dictates to your body what you need to achieve the result. 

Many cases of superhuman strength have been recorded at times of tragedy. One particular case 

sticks in my mind of when a father jumped into his car and drove out of his drive and realised there 

was a fault with the engine. We all know our car’s idiosyncrasies; creaks, groans and bangs, and he 

felt that his was in some way faulty. He reversed back into the driveway automatically and felt a 

bump. Realising his four year old son had been playing on his tricycle and the realisation that he had 

hit the boy, filled him with panic and rage. He leapt out of the car to find that he had not only hit the 

boy, but had crushed the tricycle and the boy under the wheel. The boy was screaming in pain and 

the father, without a second thought, lifted the car up, over a ton in weight, and with one foot, 

pulled the boy out from under before dropping it back down on the driveway. His emotion on seeing 

the terrible accident gave him the strength to move the boy out of harm’s way by lifting this 

incredible weight until his son was out of imminent danger. Fortunately the boy survived but doctors 

stated that had he been pinned under the tricycle for much longer, the life would have been crushed 

out of him. 

Emotions are powerful and an emotion powering a belief can be frightening, but this can work both 

ways. No matter how wrong you may be, if you believe you are right, you are right. 

A study was done of a woman in America who suffered from schizophrenia. In her normal persona 

she was a healthy individual. In her alto-ego she was a diabetic who when displaying this character 

also took on all of the symptoms of being a diabetic. Seconds later she and her body may revert to 

the normal and all signs of her diabetes had disappeared. 

In numerous other studies and examples, a person could be hypnotised to believe they were being 

touched with white hot metal when actually touched with an ice cube. So fearful and true the belief 

that heat blisters appeared on the skin at the contact points. The person’s belief altered their 

physiology beyond that which was reality. 

You are probably familiar with the placebo affect where imitation drugs are given to a patient. One 

such study consisted of a group of patients with bleeding ulcers. The group were split into two and 

one administered with what was described as a tried and tested medication, almost guaranteed to 

bring relief. The second group were given a medication that they were told was experimental and 

little was known on its actual effectiveness.  



Seventy percent of the first group had significant, measurable relief, but only twenty percent of the 

second group claimed relief. In both cases they were given identical medication without any 

medicinal properties what so ever. The difference in results was caused by belief. 

You have the choice of your beliefs if you know your own mind. 

“I was never afraid of failure, for I would sooner fail than not be among the best.” 

John Keats 

“Nothing contributes so much to tranquilize the mind as a steady purpose a point on which the soul 

may fix its intellectual eye.” 

Mary Shelley 

Beliefs are caused by our environment, events, knowledge and past results, good or bad. They are 

also created by anticipation or expectation of results in advance. These advanced results can be 

negative or positive. “A coward dies a thousand deaths, a courageous man only one.” 

Isn’t strange that our musts are always met by hook or by crook. We always make sure that our 

musts are achieved before anything else. Why? Because we must! Maslow’s hierarchy of needs 

shows us that our basic needs are food, shelter and warmth. Whatever else happens, we “must” 

secure these basic needs. We make sure, every day of every week or every year, we have food, 

shelter, heating, light and all the bills are paid, we must make an effort to be sociable and we must 

care for our family. 

Once these “musts” are met, including the must “must be sociable to work colleagues”, we change 

our priority of everything else life has to offer. We are comfortable with our lot in life. The bills are 

paid, family pacified, we work with people that we get along with. It would be then be “nice” to have 

a bigger car, larger home, more money, a more rewarding job or feel we were making a difference to 

the world, but it is so much hassle to walk that extra mile, why not wait for the bus from easy street 

to help us along. 

What is the difference between the two areas of “must have” and “nice to have”? Quite simply, the 

difference is your beliefs. You believe you must have food, shelter and warmth – basic needs for 

survival. Belonging to your nearest and dearest is important – basic social rules and you strive to 

adapt to abide by them. These two levels of needs are the same throughout the whole of the animal 

kingdom from ants to whales. What makes humans different is our ability and desire to mix family 

groupings into a range of communities. Social groupings of differing sorts dictate our behaviour. 

From work to the relaxation we indulge in different actions dependent upon the “rules of the club”, 

whether it is a formal sports association, where we spend our holidays and what we do there, where 

we see ourselves in society or who we are seen with, lays the foundations of what we do within the 

group that we “belong”. 

Sadly, most people do not extend beyond this level. They are content to be basically one step above 

the animals, their needs satisfied, and their lot content. 

But for you this is not enough. 

Few progress to the next stage, the achiever level, the movers and the shakers, however modestly, 

the entrepreneur. These are the yuppies (young up-coming professional person) of the eighties and 

the dinky’s (dual income no kids yet) of the nineties. In fact there is a section of society that some 



label can be affixed for every era since WWII. It is only in post-Thatcher British society that these 

people have started to gain respect from the populace as the risk takers of life. These are the people 

whom society frowns on publicly, but secretly admire. These are the people that see that more is 

good and they can get more for themselves, their families and their employees by achieving this 

bigger and better lifestyle through fulfilling needs or gaps in the markets with their products or 

services. More means more opportunity, more power, more control and that they are different. 

Different to the degree that they do not hoard wealth, they use it as a tool for expansion, 

employment and sharing their wealth in this way creates an overall better world. 

Many may venture into this crazy mixed up, working all hours, active world and think they have 

arrived. They satisfy their esteem and their status is seen to be higher than ever before, yet these 

people are the many losers who think that success is a destination. They arrive and stop to survey 

their kingdom, only to find the down escalator they have been scrabbling up, has taken them 

backwards and downwards again, to barely above where they started out from. Many decide to stay 

here, the effort required to climb the ladder of success is too much for them. It is not a must; it was 

just nice while it lasted. They feel happier back in their hierarchal social groupings. 

Only the top 5% of people reach the top of the tree and are continually successful. They believe that 

success is an ever ongoing journey, which often means giving more to achieve a fraction of 

advancement; that having more means giving more; that to be anything you have to be the best; 

that being the entrepreneur they think they are means risking all on educated and calculated 

planning for achievement of their goals, sometimes ruthlessly. These are the people that realise a 

goal is merely a stepping-stone to a bigger and better goal. Sometimes they appear as lone-wolf 

types or go givers who suffer huge setbacks. These people often lose their fortune, career or family, 

but they keep trying. They don’t need the praise or appreciation of their family or peer’s, because 

they know they have it, unreservedly. They don’t stop setting goals when they achieve them, they 

make bigger, wider, better ones. They don’t look to see what it costs them to succeed; they know 

they will receive many times their expense by simply giving more and better value to their 

customers, faster and more efficiently. 

Do these top 5% of people spend all their time at work? No. They will have more frequent holidays. 

They will spend every weekend with their family. So what makes these achievers, these lone wolf 

types get to where they want to go? Belief that they can. Simply that they know they can have – 

must have – whatever they have decided on. 

As I mentioned before, beliefs are conditioned into you by your upbringing and childhood 

experiences. If we take your feelings and beliefs about money and success, we can soon find many 

wakening or debilitating beliefs that work against you. These beliefs are deep-seated, powerful and 

negative, and in many ways are illogical. They make no sense to you or your real desires, they are 

simply misquoted or jealously devised sayings that make you stop trying. If you want to do 

something but find you cannot find the enthusiasm to do it, you will undoubtedly hold a belief that 

acts like a scuttle on a ship, or a sea anchor – a bucket attached to the boat by rope - which hold you 

back. 

Everything you can conceive have attached or associated with it certain beliefs. These associations 

are often forged illogically or incorrectly in the past, but you will not have realised that they were 

being formed. Given an exact replication of any situation by any of your senses can trigger not only 

emotions but also the associations in your mind. The smell of freshly baked bread or coffee makes 



you think of that holiday in France or Italy when you did so and so.  It took you ages to save up for it 

and you nearly didn’t go because your car was damaged by that person with round glasses who 

rammed you when you were stationary. There is that guy at work with the round glasses, you have 

never liked him. And those bosses at work who cut back your overtime, most of them wear glasses. 

Is it a conspiracy by people that wear glasses to ruin your life? 

Next time you start to smell that freshly baked bread or the coffee aroma when you are in the 

supermarket you may well start looking at or avoiding all the people with glasses on. Worse still you 

might even ram them “accidentally” or beat them to the tinned beans, so that you can get yours 

first. Let’s not get paranoid about it, but you can see how a thought process can lead to associations 

being made in your head without you realising it. Constant reliving of these emotions and thoughts 

drive home your thoughts until they become emotional triggers or anchors. Whenever you smell the 

bread, you start looking at the optically challenged in a very special way. 

Another way to form an anchor is by repetition in a physical way. At school you may have had a 

teacher who prodded you with a ruler in your arm or shoulder when you were not paying attention 

or doing something wrong. Every time that happened they reprimanded or humiliated you in front 

of your peer group. This formed an anchor. A negative anchor that triggered off anger or verbal 

abuse. You swore that you would prod him back, one day. 

Perhaps years later, in a social situation, someone prods you with their finger in exactly the same 

way, in exactly the same place to get your attention or to ask you to move out of the way to let them 

pass with their drinks they are laden down with. Your nervous system, which never forgets, sends a 

message to your brain, which recognises the situation after searching your memories for an instant 

and you suddenly feel angry, but you don’t know why! You may snap at them or just blush as your 

brain re-evaluates the threat and controls you to abide by the social “rules” we mentioned earlier. 

Many things could happen. You have probably heard people say “I just saw red” or I lost control for a 

moment and exploded.” They were not quick enough at the re-evaluation and acted on emotion. 

Anchors are being formed all the time in your brain. It is up to you whether you allow these anchors 

to compact and bring with them a unique truth, a belief that they are true or not. An anchor that is 

reinforced time after time is called stacking an anchor. The higher the stack, the more you will 

believe it is true, and the more you will react to the stimulus in the same way, becoming predictable. 

Do you have a certain piece of music that you play at specific times? Perhaps you share a track with 

your loved one, an “our song” of your own which places you in the mood whenever you hear it. If 

you are fortunate to be in a romantic setting, and at peace with your loved one every time it is 

played, you will stack the anchor until it gets to the point that whenever it is played, your mood, 

your emotions and ultimately your action will change to suit your known “response”, how you know 

you should, and always do, act when you hear it. 

Advertisers do this to you all the time to try and control what you associate to certain products, and 

by doing this affect buying patterns. That’s why Pepsi paid Michael Jackson fifteen million dollars for 

fifteen seconds of his music. Whenever people hear Michael’s music, they feel good. No they feel 

good! Real good. Then the advertisers slip in a can of Pepsi to make you associate Pepsi with feeling 

good. Pepsi – feeling good. Feeling good, Pepsi. It works. If advertisers want to make an association 

with something that is macho or dramatic, they might use something like “Eye of the Tiger” from the 

Rocky Film. If it is to promote something sporty, they will use Queen’s “We are the Champions”. 

Whilst the music moves your emotions, the product and the famous or perfect people using it will be 



flashed on the screen or created verbally if on the radio. Why do they place food adverts at nine 

o’clock at night? Obviously because they couldn’t fit them all in during the day? Perhaps not. 

Sometimes images and a certain simple slogan are used, as in the case of Chanel No5 – share the 

fantasy. Would every woman who bought it, dress in a red riding outfit, walk through a huge marble 

floored hallway and tell the wolf to be quiet? I doubt it very much, but it is fantasy and provides 

escapism. In 1999 the National Society for the Prevention of Cruelty to Children (NSPCC) launched 

their advert to stop child abuse. They used scenes of well-known childhood people and objects 

hiding their eyes whilst things happened by insinuation verbally, mentally and physically abused on 

the screen. This created an immense outcry from the public who were disturbed by these scenes. 

The point is – it worked. It did all that adverts are supposed to do, have an impact and stay in the 

mind. 

Anchors are not always formed for good or bad, positive or negative reasons. I know of a lady who 

had a non-fault accident in her new car. The car was written off and replaced with an identical one.  

Another accident happened, again with no fault of her own and the result was that her belief was 

formed that this type of car was a magnet for trouble. In fact, as a result of this experience, she 

found it hard to be a passenger in anyone else’s car because she did not feel in control. She would go 

through seven kinds of hell each time she was in that position. She couldn’t trust the driver not to hit 

somebody else or have an accident by themselves. How is that for making negative associations and 

building illogical beliefs?  The strange thing was that she would still drive by herself. She would 

entrust complete strangers in other cars to keep to their side of the road, or keep their distance. 

Through showing her the fault in her logic, by asking her questions and helping her see the damage 

she was doing to herself, I helped her overcome this fear. 

Beliefs are anchors to associations and these can also be inaccurate to the point of being ridiculous. I 

want to show you some beliefs people have on certain subjects. Rather than list them on their own, 

which only serves to repeat, reinforce and compact them, I have shown them with countermanding 

and empowering alternatives for you to consider. First the old belief and then the new empowering 

belief. 

Money doesn’t grow on trees: but using my skill and knowledge for the good of my family and 

friends it will appear to do so for me. 

Money is the root of all evil: in the wrong hands, but by using it to create wealth, employment and 

security for my family and friends it is a valuable tool. 

It’s lonely at the top: there is more room at the top. 

To get to the top you have to tread on the little people: By helping others work to their full potential 

and growing with them, we will all raise our limits. 

The higher you climb the further you fall: The higher I climb the more support I will have from those I 

have helped along the way. My house of achievement will not be built on sand. 

I am too old: Maturity is providing me with experience and insight, fuelling my achievement. 

I am too young: My youthful energy is providing the impetus for my achievement. 

I didn’t get a good education: My education consists of helping others which qualifies me for greater 

success than any paper certificate. 



I am too well educated: My education has provided me with the firm foundations which I can now 

combine with action to achieve my goals and help others achieve theirs. 

By changing your beliefs from excuses to reasons why you can, you feel better about your future. 

Your brain starts thinking of ideas and solves problems you thought were insurmountable when you 

thought the other way. As you think of these beliefs and your mental images form, are they bright? 

In full contrast? Rich with colour? Often people say that the before picture was black and white, 

fuzzy or ill-defined, but once they started believing in reasons why, they could do something, their 

pictures became brighter and more colourful. Your future is always bright, isn’t that where you want 

to be? 

This section is probably the longest section in the whole program, and with good reason. I have tried 

to show you that beliefs are core, key and vital to the way you act as well as what you interpret as 

the correct way to respond to thing that happen to you. Every belief you have is constructed of sets 

of rules that are intertwined with culture, religion and common sense. These rules are like a flow 

chart of how you will react to a situation. If this is true then this must be done next or else it will 

mean that. If this and that are true, then this other thing must be done, said or assumed. 

To give you an example of rules, and how they can conflict, even when the same subject arises, I 

have a friend at work that has difficulty in answering a question accurately. The question is pre-

empted with a defensive argument or, if the whole question is heard, only part of the question is 

answered. When this happens I usually repeat the question a little slower and sometimes rephrase it 

a little differently. Usually she will re-evaluate the answer but still not answer it. I then raise my 

voice a little and slowly repeat the question again and again until she answers the question. She then 

pleads with me not to shout at her because she doesn’t like it. My rules and belief is that in the said 

situation I am being considerate by slowing my words down and pronouncing them loud and clear, 

in case I was misunderstood the first time. Her rules and belief, if I raise my voice even slightly, is 

that I am shouting at her and she slips into ‘Self-Pity’ mode, which in turn makes her upset. Then she 

hears nothing! 

Some people are brought up to believe that any raising of the voice is an act of aggression or 

intimidation and the only way to deal with it is to put a stop to it by submission or exiting the scene. 

Others have rules that say when asked a question, you answer what is asked and if the voice 

becomes raised and slowed, you obviously didn’t hear the question and they have to repeat it for 

you. On no account would you walk away or simply agree without question. 

Similarly, some people’s rules in life say it is ok to be late for work or appointments, it’s only a few 

minutes, they can always make it up later. Others have rules that say whatever happens I will not 

keep others waiting. The first values their own time as precious, rightly or wrongly and the second 

values others time as precious. 

All of these rules are conditioned from social upbringing and often make a strain on relationships as 

neither side want to change, because they see themselves as right. Sometimes allowances or 

concessions are made because we love or respect someone so that if they do not fit our ideals, we 

may turn a blind eye and put up with it. Heaven help them if they ever criticise us forever breaching 

our own rules! Rarely do we re-evaluate our rules to see if they make sense to us in our current 

lifestyle or the situations we face. This is something we must achieve to gain further success in our 



lives. Beliefs that conflict within our own mind will negate any the effects until we come down to a 

simple numbers game.  

The more beliefs that we have on one side will influence our decisions, which are often 

procrastination or refusal to act, even though we would like to have the end result. 

Beliefs can be changed or adapted, but the rules behind them have to change at the same time or 

you will continue to breed conflicts within. Some rules you have may prevent you from ever 

achieving something in your life. If you examine your belief in success, it may surprise you what you 

really think about success, and what limitations or restrictions you may place on “being successful”. 

Writing things down 

Each day as your awareness to your beliefs, internal rules and your response to events increases and 

to help you develop your focus, it is useful to write down your thoughts. Success in anything in life is 

all about taking responsibility. For this, or indeed any program to work properly for you, you have to 

be totally honest with yourself and you have to follow through 100%. Many ideas and thoughts you 

have will prove to be meaningless or unimportant, but some will have a profound impact on you and 

the way you think about your surroundings, family, work and everything you believe in. 

Success doesn’t just happen 

It’s your responsibility to note down your thoughts and ideas. People without plans always wind up 

working for those who have them. Writing your plans and dreams down is all part of the process; it 

has to be done. Get into a new daily routine. Remember, the old routine hasn’t worked for you yet. 

Unfortunately there are no quick fix strategies here. Success is all about doing. Success is all about 

being organised, believing in yourself and taking action consistently. 

Being successful requires dedication and commitment. So, do you have what it takes? 

Success Journal 

A Success Journal can be any notebook or other recording facility, but I have found that electronic 

journals do not always work as well. There is a mystic connection between pen and paper to do with 

you reading and thinking about what you write. I use bound and specific journals, but it can be a 

spiral notepad. What it is physically is not important, what it does, is critical. 

Whenever you think of something, as soon as you can, enter it into your success journal. Thoughts 

are ideas and ideas are plans in the making. Thoughts are causes and actions are effects. We live in a 

cause and effect world. 

Take your success journal out and write down the following questions, then answer them. DO not 

continue reading until you have completed this small task. 

The questions are;  

❏   What does it mean for me to be successful? List the feelings you would feel 

❏   What would I have to do to be successful? List the actual criteria for you. 

Don’t forget! Do this exercise first, then continue reading. If you haven’t got the time now, put this 

program on hold until you do have time or get some writing material now. I care about how you 



change and develop and want to give you the best from this program without you cheating yourself, 

or skipping over bits that are fundamentally vital for you to understand. 

For some people, the list is short, or even just one line such as; “I have to help other people”, and 

that is great. There are no right or wrong answers. If these people are in a job or vocation where 

they doing just this, they are a success. They will continue to be successful as long as they keep 

helping others. They probably do, and should, feel good about themselves and their work. Just 

remember what was said by Bob Harrington about helping poor people; “The best way to help poor 

people is to not be one of them.” 

If your list is longer and all of the conditions are satisfied then that is fantastic. You are also in the 

same position. However, if you have a long list and these conditions are not being met on a regular 

basis, you have a problem. You are backing a loser and you need to re-evaluate your rules. Would 

you continue to back a horse with no form behind it, day after day, week after week? Of course not! 

This horse does not achieve the criteria you have laid down, whether it is a win or an each way bet. 

Would you use a bus service that was continually late and often broke down? Of course not, because 

it does not fulfil your criteria, your rules of how you want the service to serve you. 

So you have to change your rules. How? On your list of criteria to be met, ask yourself  the following 

strike it out. It is not helping you, and if you try to live by what you think others expect of you, you 

will run yourself ragged and never achieve all of them therefore never attain the feelings you 

deserve. If you have a list of rules that specify that it is important to you, simply ask “Is it vital to me 

point to the belief of you being a success if this and that are true. Are they? If not, these are the only 

areas you need work on. You need to write down exactly what achieving the result would make you 

feel and why they have to be achieved – in your terms. Other people’s expectation have individuals 

constantly changing their goals and running around like a madman in the vain hope that they might 

get there before the “other” person moves the goal posts yet again. Live to your own rules. It is what 

integrity is all about, and a man without integrity is not a man at all. 

Basically all you are doing is setting yourself up for success in everything you do. When you succeed, 

you feel good. When you feel good, you do well. When you do well, you succeed. Simple but true. 

Now that you know what is important to you, you can also identify what may need some positive 

reinforcement and we can do this with affirmations. You are what you think about You need to 

commit to saying who you are instead of what you used to be. You also need to state what you stand 

for, not describe yourself as an emotional state. To help you do this you need to define some 

affirmations for yourself.  

“As a man thinks in his heart, so is he”. 

Proverbs 23:7 

 “They can because they think they can.” 

Virgil 

How Affirmations work 

Affirmations are designed to help you believe in something and they reinforce what you now want 

to believe. Anthony Robbins often quotes that repetition is the mother of skill, well repeating 



affirmations is the mother of belief. When done effectively affirmations have the power to radically 

transform everything within you, even what may now seem impossible. It has been argued for 

millennia by various spiritual masters through time that we are able to transform our physical being 

with words. That understanding extends itself into the realm of miraculous healings and profound 

mental shifts within a person’s psyche. 

If you examine the work done by scientists on the study of language on the human aspect is 

outstanding. It is being discussed in every forum and the knowledge is revolutionising the way we 

see ourselves and our capabilities. It is now believed in the field of science that our DNA can be 

programmed to alter the physical structure of the body by mere words. Nothing invasive is 

necessary only our own words said at certain frequencies can redesign our body. The emphasis on 

frequency makes the difference between a successful program and one that is just feedback. 

All change for the outside of you, must come from the inside. In my book Universal Laws of Success  I 

discuss the Law of Mental Equivalents as the fact that you have to create in your mind a 

consciousness of health wealth and happiness before it will start to become a reality. 

If you are driving a car and turn the wheel sharply you will start to travel in that direction. How you 

drove yesterday or how you will drive tomorrow has no bearing on the matter, it is what you do now 

that is important. You cannot control what has happened, or what may happen in the future, you 

can control what you do now. 

The difficulty with using all these laws is that they work. They do not work for or against you 

specifically, unless you help them go one way or the other. With all of the constant bombardment 

from outside influences, happenings and your thoughts, you have to take conscious hold of what is 

happening and decide what you want to happen. To help yourself; watch educational programmes, 

read positive material, listen to self-help lectures, tapes and read books about personal 

development. Associate with positive people. Negative people will only drag you down to their level 

and a life of mediocrity. Guard your mental integrity. Have you watched water in a water filter jug? It 

always finds its own level. People will dilute you and your ideas until you come down to their level. 

Do you want a life just like everyone else’s? 

By the time we find ourselves ready to take the leap into personal improvement, we are already full 

of learned programs inside our head. Unfortunately we cannot simply take old habits and erase 

them, or introduce new habits as the old (and deeply ingrained) habits will cause cognitive 

dissonance and usually overwhelm the new habit before it can get established, unless it gets some 

high powered help. Our minds are like computers and we must override the old program with a new 

program in order to see dramatic changes. We must become immersed in the new concepts. We 

spoke about it, expected it, saw it and believed it to be true for most of our life so far. Coming up 

with new information or a new desire to change some aspect of ourselves the mind requires a 

similar degree or embedding. This is done by repeatedly affirming something new better and more 

powerfully about ourselves. As that new program overlays the old we begin to talk about it, we 

begin to expect it, look for it and that new information becomes our way, our truth.  

Affirmations are not something you do only once in a while. It is the way of true mastery.  

Read your cards every day, at least twice a day. 



So how do you erase or scratch an awkward or disempowering belief or event? This is a fun exercise 

and should leave you feeling good about yourself and establish a firm belief within you that you can 

achieve this state. 

Firstly we need to identify the cause of your problem, the ignition point or the initial trigger and 

detach yourself from the experience. The best way I find to do this is to pretend you are in a cinema 

and you see yourself enacting the scene, routine or event out, as it happens on the screen, and you 

are actually sat in the audience. Run the play from the beginning but change the background 

colours, contort the faces, play silly music in the background, grow or shrink the characters and 

change them into funny cartoon animals or pets that you consider suits their personalities and then 

let your imagination go wild. Blow them up, grow huge noses, big ears, beards growing furiously. 

Basically ridicule the entire performance and make it abstract and silly. Then watch it in reverse as 

you rewind it, and then view it fast forward again and again and again, until it blurs and becomes 

totally chaotic. This will instil a stupid version in place of the old one and every time you think of that 

situation it will remember the ‘new’ version instead of dwelling on the real experience. Your brain 

cannot erase an experience but it can replace it or substitute it. Make sure you fully erase and 

substitute the event until it is automatically triggered every time. 

Assess Yourself 

The most difficult stage for most people is to take a cold hard look at themselves. We all like to think 

we are of above average intelligence, witty, attractive, successful and all-round wonderful people, 

but it takes real courage to admit your faults. 

There will be pulse of your personality or skills that you would like to be better, or would like them 

to be easier to use in the right situation. You may understand you have annoying habits such as 

saying ‘perfect’ every time somebody says anything to you, or you ignored incessantly in a 

conversation, or cannot remember people's names 5 min after being introduced. Whatever your 

shortfalls you have to understand and admit what they are, before you can do anything about them. 

The same is true for everything else you may want in life. You have to identify precisely what it is, 

what is missing, where it is, why you want it, and how it can make you feel if you get it. 

Right now, write down three things you want. Don't spend time thinking about them - just write 

them down. You may be surprised at what you want. Can you see any relation to the types of desires 

most sought for? 

Don't just consider things that you want, or may think that you want, but also think about things you 

have achieved and are proud of, things that make you happy, things that make you relaxed, smile or 

laugh. These other things that most people want to achieve in their life again and again, and again. 

But very few people do anything to attain them. 

Decide, What Do You Want? 

So we've decided the top three things that we want in life and for many people these will include;  

money, health, physical energy, beauty, creativity, recognition, power, adventure, contentment, 

achievement, self-expression, authority, love, peace of mind, enlightenment. Would you like any of 

these? If you are like most people today, you probably want ALL of these. 

One thing all of these things and others is typically what causes most people to give up on trying to 

achieve any of them before they've even started. They are overwhelmed by the immense size of the 



things they feel they are missing in their lives, to the extent that it is easier not to attempt any of 

them. This is often before they even realise what their major life's purpose or ultimate goal is likely 

to be because they don't bother searching anymore. If you keep going in your search, you'll often 

find one desire that has been with you your whole lifetime and is the one path you need to follow. 

Although money is the obvious desire, it is usually not the final goal. As the late Jim Rohn said many 

times, becoming a millionaire is obviously important, but becoming the person you need to become 

to be a millionaire is more important. We all recognise that money can, and does buy happiness - up 

to a point. Once you have enough money to be financially secure or to purchase the material objects 

you want, the true desire might be something else. Abraham Lincoln reportedly said that to help the 

poor you should not become one of them.  

Inevitably love is the goal of every person's heart. Whether it is love of a partner, or a family, or 

respect and recognition from peers and fellow workers, love is the ageless pursuit. The mystics say 

that love is the sole purpose of life- to give love and to find it. But love not only comes in form of 

overt displays of affection or true inner feelings, but there is the self-respect and inner contentment 

that goes with accomplishment. For some people, true peace of mind will never be attained until 

they complete some creative tasks or achieve certain heights in business. 

Many people seek the authority that comes with a good position in a job or, perhaps with that can 

come recognition and fame. Although you may want the money that is associated with higher levels 

of management, for many people they simply are content with the satisfaction of working from the 

inner circles. 

To help you learn what you want and how you might identify it precisely, we recommend reading 

Anthony Robbins’ book “Awaken the Giant Within” available at Amazon. 

Do You Have The Potential? 

Deep within you is the power to accomplish anything you want.  The “Giant” as Anthony Robbins 

would call it. This power, like a sleeping volcano, will only grumble and murmur if you do not put 

your whole heart behind your desires and to do so you need to be sure of a particular fact. As 

Napoleon Hill states in his classic self help book “Think and Grow Rich”; ‘whatever the mind of man 

can conceive and believe it can achieve.’ This effectively means that if you have the mental capacity 

all the potential to dream a certain dream, then you will have the ability to make it true. This then 

works on various levels of your success and each time as you grow within you will expand your 

desires because your potential has expanded. 

Too many people stop just short of the finishing line and never taste the sweet nectar of success 

because they settle for less than they deserve. This then makes it easier for the rest of us to enjoy 

bigger and better feelings of success when we do go that extra mile to ensure we achieve what we 

set out to. 

If you want to be an artist, you may not be the world's most famous artist, but if you have that 

inclination, you will be an artist. 

If you want to succeed in business, you may not be another financier/mega-millionaire, but you will 

succeed in your endeavours. 

Key to understanding your potential, is the way you wish to measure your success and then 

automatically reward yourself at various stages. Success in any area is pointless if you have nobody 



to share it with. Potential is not a finite measurement. Potential is the possibility, the capability, the 

skill, knowledge and the appreciation of your desire, and can be any mix of these points, and 

regardless of your desire whether it is health, wealth, happiness or peace of mind, without fully 

defining precisely what you need or want will forever leave your potential is unknown. 

There are a few more steps you must take before you can start working towards your success at 

anything you may want in life. 

Back from the Future Thinking 

To define your potential and identify what you want from life you need to make plans. Making plans 

is the hard work involved in success. Writing down what you want and your strengths and 

weaknesses for you to realise the elements required in making your goals and reality is a 

fundamental requirement for your future. 

Because of this, this section is going to be quite a long because it can be so important for you to 

have the fundamentals to build the rest of the steps toward your future. 

How do you build a pyramid, house, or even a Cathedral? 

The simple answer is from the ground (or foundations) up and this would be true in most respects, 

however this is the problem that most people have when setting their strategy.  

Too many people will look at self-improvement, changes to their habits and practices as a building 

from the foundations upward. They will take what they have and start to build on the skills, beliefs, 

attitude and understanding; this only leads to collapse and unstable growth. 

What you should do is to imagine the construction as a finished item. Not just an architects drawing 

but visualise the end result, the target or the goal as something done, finished and complete. What 

does it look like? What does it smell like? What does it feel like? What about it makes it special? 

Now that’s done, what advantages does it give you? What can you now do that you couldn’t do 

before? Who and how can you help to make others lives better? Really interrogate your creative 

mind to imagine the possibilities. 

Many people seem to have the misconception that only a select or chosen few are able to unleash a 

steady flow of creative genius. This is not true at all. The simple fact is that using your creativity is 

very much like a muscle that needs to be exercised in order to consistently give out great results. 

Your mind works so fast that while you are thinking things through, it tries, attempts or sometimes 

even executes ideas and works them through, realises that they absolutely will not work and starts 

again, thousands of times a second!. Your brain, if used creatively will leave the “will work” or “no 

evidence to suggest it won’t work” ideas for you to build on later.  You brain knows that it has to fail 

and find flaws to learn from the experience and to improve your creative thinking. If you don't 

practice harnessing your creative thinking, this skill will very much atrophy and die. If you keep 

working at this skill, it will soon come to you in a flash of inspiration. 

So how do you unleash your creative thinking? Well, the first thing is to become a human sponge. 

That is not to suggest you absorb everything, but concerning the area you are most interested in, 

you should take in as much knowledge and learning you can find. Read everything available, even 

good and bad; there are often the seeds of ideas in bad material. Keep your mind open to the 

infinite possibilities and chase down those rampant miscellaneous thoughts and explore the endless 



possibilities. You will discover that as you get to know more, the more you'll want to know. Prepare 

to be amazed at little facts that add a bit of colour into your life.   

You need to take time out and focus on a creative activity or element every day. Yes, it's an effort 

but this is part of the price you have to pay to succeed. Even doodling is a creative activity. There are 

no rules here. Just imagine whatever you want to imagine. For people who are just starting out to 

unleash a little bit of creative thinking in their lives, who may have been constrained by conventional 

thinking for a number of years, may find it helpful and encouraging to have concrete evidence, that, 

they are getting somewhere. So why don't you try it. Practice drawing for a couple of minutes each 

day.  

Think out of the box or not. Quite often constraints are actually a good thing as they keep you 

focussed and in the right territory. Limitations discipline you to work within the parameters you set. 

Because of the pre-set limits you often resort to being more resourceful.  

Ewan McGregor, film star, whilst being interviewed by Michael Parkinson in 1999, when talking 

about acting said that he always knew he would be an actor; he always had a picture in his head. 

Even when the Royal Academy of Dramatic Art turned hid down for a placement, it didn’t worry him 

because he “knew” he was an actor. His belief was accurate and specific. To Ewan, acting was a 

must. 

One major area that I am now convinced (although initially I was very sceptical) are the placing of 

pictures of your goals or ideal situations around the house. These visual reminders will help you 

remember and stay focused. I wanted a certain luxury car that was unusual in the UK, but it was 

available for the right price. For 10 months I kept pictures all around the house, by my bed, 

bathroom mirror, fridge, study doorway and above my desk, just to remind me what my goal was. It 

worked. I got the car. 

If you have ever been involved in strategy setting for a company, or even perhaps writing a business 

plan, you will recognise the back from the future methodology. In both of those activities you will 

determine the end result, the final outcome or the launch date and everything that is either in place, 

or working back from the future, what has to be done beforehand to make it all work. This is 

precisely the same thing you need to do to arrange and set the strategy for your success, and it can 

be done in a month. 

Two things that are important when working on your own game plan in life; firstly is that you should 

celebrate wins, no matter how small, with an event. This pleasurable experience is best shared with 

someone close. Secondly, you have to be aware that failures will occur, things will sometimes not 

unfold as expected, people will and often do let you down and you have to reconsider. This is not a 

problem and should be viewed as a momentary event. It can be likened to driving somewhere and 

finding a closed road; you just find an alternative route. 

So we need to have something to focus on as a reward for all the hard work we (I guess I mean you 

here) will be doing. Plan a celebration at the end of the month. Decide now on something you would 

really appreciate. Sometimes it is helpful to find a photo or a brochure or something indicative of the 

planned event. Do not just say a meal for two – define it; get creative. 

Success doesn’t just happen 

Making it happen 



You may want to keep this voyage, this expedition totally private or you may want to share it with a 

friend, spouse or whoever. To be honest with you, I wouldn’t share this experience with too many 

people because while the time may be right for you now, it may not be the right time for other 

people around you. A major role as your coach is to protect you and I think you will agree that you 

don’t need their negative attitude and feedback.  

I would urge you to plan this into your life and put your heart and soul into this. It may well feel 

strange, and I will share things with you that may seem a little unusual, but they work. Ask the Brian 

Tracy’s, the Anthony Robbins, the Earl Nightingales, Richard Branson’s and any world class athlete, 

sportsperson, self made millionaire or business leader and they will tell you that all this is the 

foundation to greatness. Remember a journey of a thousand miles begins with a single step. You 

have taken that first step downloading this book. 

The rest of the steps will be harder, but you need to do them one at a time, turning success into a 

simple strategy. Did you know that only one in ten finish reading self-improvement books? What’s 

the point? If you don’t want to pay the price of learning more to make you life and those closest to 

you then start dreaming and don’t make any plans. Mediocre people, those people without goals 

and plans for their achievement always work for those who do.  I want you to be aware of this for 

the next few days. Don’t waste my time and, more importantly yours. You can go watch the soaps or 

quiz programs and con yourself that you are exercising your brain; just remember that these actors 

and celebrities didn’t get where they are today by quitting at life’s simple challenges. 

Study and understand this quotation by Victor Frankl from his book “Man’s Search for Meaning ”. 

“Don't aim at success - the more you aim at it and make it a target, the more you are going to miss it. 

For success, like happiness, cannot be pursued; it must ensue; as the unintended side-effect of one's 

personal dedication to a course greater than oneself.” 

Success means much more than being a celebrity, being a famous singer or acquiring wealth. There 

are many famous and wealthy people who have made failures of their personal lives. 

The first sector of this process is what I call the discovery sector. You will be looking at your life as it 

is now, looking at your values, talents and strengths, basically getting ready for moving forward 

towards success. You are going to have to trust me and do some tasks even if they seem unusual to 

you. 

Success doesn’t just happen 

It’s your responsibility to do these tasks. It’s all part of the process; it has to be done. Get into a new 

daily routine. Remember the old routine hasn’t worked. 

Unfortunately there are no quick fix strategies here. Success is all about doing. 

Being successful requires dedication and commitment. So, do you have what it takes? 

Let’s go and set goals! 

 



 

Chapter 7: Goals 

This is an exercise which should not be taken lightly. To do it properly you will need to take time, a 

lot of paper and possibly a change in your work methods. 

Goals are initially a list of what you want to have, do or be in a certain time-scale. The goals may 

change in their value, quantity or level, but the reasons why you want them will not, unless you have 

a massive external influence. What like? Simply, you may describe a certain car – a Jaguar XJ6– and 

they stop making that model. You may want to be the top performer in your company, but the 

company goes bust or relocates and you decide against going with it because it doesn’t fit in with 

your goals. 

The important thing with goals is be prepared to change and adapt. Re-evaluate as the world you 

create changes. What may seem like a challenge to you today, may seem or become easily achieved 

in a year’s time. This often happens to people in a relatively shorter time when the setting and 

achieving of mini-goals or objectives brings on a self-realisation that these things are possible in 

easier and faster ways than originally planned for. In an ever-changing world you need to be what I 

call “Rigidly Flexible”, That is to say – stay focussed but be prepared to alter, adapt and overcome as 

you move along your planned highway of life. 

I mentioned that goals are initially a list. All successful people are chronic list makers. They make 

lists, sub-lists, call back lists, to do lists, requirement lists, skills lists and many others. These lists 

provide a source of energy to them. Lists keep them focussed, prepared for challenges and aware of 

their potential and resources available to them.. Often these lists will provide the raw material for 

future or more demanding projects or goals. They act as a second mind with which to stimulate your 

thoughts because they can provide clarity. Clarity of your previous thoughts. Lists take you back to 

basics or back on to the right path if you have strayed or become lost in some way. 

Why is this important? Sometimes we all get into a situation where we allow things to overwhelm 

us. Our state of mind or mental “state” is what I then liken to a canoe being paddled upstream away 

from some white water rapids. If we become defocused it isn’t long before we are crashing down 

the rapids, being buffeted by the current and smashed against the rocks. What’s more, not only are 

we going backwards, but we can’t see the problems until we collide with them, by which time it is 

too late. Water is pouring over us and there is nowhere to get a stroke from our paddle to stabilise 

us. We lose control. External forces are controlling us 

Losing control is one reason why I would never take drugs. Drugs render the user out of control. 

They take away your ability to plan and act on what you want. Drugs alter your body’s reaction to 

your nervous system, sending it false and inaccurate signals. Drugs alter your state quicker and more 

effectively than any other influence, except fear. And fear is a very important element in our lives. 

Drugs alter your body’s physiology – temporarily – to make you feel good and happy about yourself.  

Whilst under the effects of drugs you may well be in ecstasy, if you will pardon the pun, but 

afterwards you suffer immense trauma both physically and mentally. This trauma can be so bad that 

you want to get back on the drug again. More about drugs later, but as a last thought; have you ever 

felt really wonderful? Have you ever felt fantastic about yourself in such a way that you felt elated? 

Ever felt on top of the world? We have all had feelings like that at some point, whether it was a 



sporting achievement, qualifying in your profession or even passing your driving test, we have all felt 

at least a moment of elation. What is the key to these feelings in these events? What is it that makes 

you breathe deeper, stand or sit more erect whenever you remember it? What makes you smile to 

yourself? The answer is emotion, feelings, and passion. It is the chemical reaction in your brain and 

the electrical charge in your nervous system that alters your physical body and then you start to 

remember those “special” moments. Emotion makes a wish into a desire. Emotion sparks the 

imagination to review past experiences and project a picture of you and your desire coming together 

in your “mind’s eye”. You can almost smell and touch it. Emotion is key to your goals. Emotions are 

what cause you to do what you do. Whatever you feel like doing in life will always boil down to one 

reason – it makes you feel good. 

So if emotions control our actions and thoughts, wouldn’t it be a good idea to control our emotions? 

The same was these emotions control our physiology, isn’t it possible that the reverse is true. Could 

we not control our emotions by directing our physiology? You bet we can. If you have ever been in 

the forces or any disciplined force, you would at some stage have had to been on parade or 

inspection. You would have been told (or screamed at usually) to stand up straight, head up, 

shoulders back and stomach in. Why? Is it to make you look good? Well – yes. It also makes you feel 

alive, important and instils a sense of pride. How many people do you know that go around staring 

at the ground, or sit slumped forward in their chair or car seat? Imagine how they feel. No – don’t. It 

is negative. Where do you think the expression “crying in his beer,” comes from? 

So you have decided to set your goals. Firstly, do not try to do this whilst driving. You won’t be able 

to write clearly and it is unfair on other road users. You need to plan some quiet time. Unplug the 

phone and prepare your materials. Turn off the TV and the stereo and the mobile phone. Unless you 

are an expert typist, do not try and type your goals, it is better to write freehand, because you may 

need to change, delete and alter certain parts as you go through. If you make a mistake it is easier to 

see through a lined out section than undelete and entire section of text on a word-processor. If your 

family is around, impress on them that you do not want to be disturbed or even better, get them to 

join in with you and set goals alongside you. They will thank you for it in the future. 

Make sure you have a pad of paper, two pens or pencils and a clear rested mind. If you need to have 

a drink with you ensure it is water or fruit juice. Definitely no alcohol and no full sugar fizzy drinks. 

Do not attempt this after a large meal either, the reasons are fairly obvious but if you do not know 

why I say it, please trust me and I will cover this later. 

To start we are going to construct a dream list. This list is simply an inventory of what you, in your 

ideal world, will have, be or do. It will be your designer world. As in all of nature, there has to be a 

balance. Someone who wants all material things can appear shallow and will attract the label of 

greedy or a show off. These people appear to others of not being deserving of their array of toys and 

trinkets. Someone who has all spiritual or self-development types of goals will appear a very deep 

and often unapproachable. Similarly, someone who is constantly work or business orientated will be 

accused of not having a life or interpersonal skills. So a balance of goals is imperative so you can 

grow in all areas of your life. 

Often people will find themselves doing things for the wrong reasons. They are simply making a 

living and not designing their life. They lose sight of what they are doing or why they are doing it. 

You have to make clear in your own mind the why, what and how we do what we want to do. 

Personal and family life is usually why we do anything, for a better home, car, and education for our 



children, holidays and all the comforts of home. What we do is our jobs, career, financial plans and 

sometimes hobbies if they are productive in either money or home comforts such as furniture 

making or art. How we do things is probably the least definitive of all the areas in our life. This is the 

area of self-development and knowledge or skills. Sometimes these are difficult to measure as we 

often have only ourselves to measure against over time. We can always find others who are superior 

in various skills or knowledge that then makes us feel inadequate. However there are an enormous 

amount of people who are not as skilled as us in certain elements, but we tend to overlook or 

dismiss them because we have already told ourselves we are not good enough. 

The quality of your life is directly dependent upon the quality of communication you have with 

yourself. Whatever you tell yourself will be the truth. Yes, we are talking about the half full or half 

empty glass of water. If you lose your job, do you think “Oh God I have been made redundant, I 

don’t know what to do.” Or do you think “Fantastic, now I have the chance to find a career I really 

want to enjoy and develop.” 

Alongside the goals we will be setting, defining and refining, I want you to do an exercise in self-

appreciation and involves you asking yourself some simple questions each day. Take a 3” by 5” card 

and write the following questions down in any order you wish. 

❏  Who loves me and how does that make me feel? 

❏  Who looks up to me and how does that make me feel? 

❏  Whom do I love and how do I feel about loving them? 

❏  What in my life am I thankful about and how does that feel? 

❏  What was the last thing I did for someone without expecting a reward of some kind? What good 

feelings does that make me experience? 

At the bottom or on the other side, write down the following affirmation; I believe that something 

wonderful is going to happen to me today. 

Ask yourselves the above questions at the start of each and every day and repeat the affirmation to 

yourself 10 times before breakfast. Make sure you do this routine before you reward yourself with 

food or music or whatever your breakfasting habits are. 

By the universal law of reflection, you will feel good about yourself on the inside and will radiate 

good on the outside. Thus you will initialise the law of attraction which will serve to attract things, 

ideas, events opportunities and people that will assist in your achievement of your goals. You will 

find yourself walking taller, smiling more and even doing things for others in a selfless way more 

often. By the law of sowing and reaping that effort and energy will be returned to you tenfold and 

help you along your way in life. Doors will be opened to you that you never expected. 

By having these things written down on a small card you can take them with you in a wallet or 

handbag anywhere you go and if you feel self-doubt or just a little down and unappreciated, take 

them out and go through the questions. It is vital to really re-live or feel the emotions each time and 

it will keep you smiling. You will also be amazed at the changes it can bring into your life. 

Change is often immeasurable. Why? Quite simply because change happens to us slowly, over time 

and our memory is ever growing, ever making new connections or neuro-links. It is often difficult to 

remember exactly the level of knowledge, happiness or self-esteem we may have had at a particular 

point in the past. Once we have grown to accept a new way of doing things (inevitably most people 



groan at a new way) we no longer face the fear of trying it. The uncertainty of the unknown of that 

thing dissipates like the morning dew or the steam from a kettle. Where we once made tentative 

steps, we now stride or even run over the same ground. The mystery of change no longer holds any 

fear or fascination for us. We accept it as read. We evolve. 

So how are you going to measure if this program does any good for you? I know that this program 

will give you exactly what you want and believe you can get from it. I know that as Napoleon Hill 

wrote over half a century ago, “whatever your mind can conceive and believe it can achieve.” You 

may not realise the seemingly giant steps that you will have taken so I recommend you start keeping 

a diary of events, a journal or success record of your starting point and all the discoveries and 

realisations you make along the way. Your journey of success will then be recorded and you can 

keep it for posterity, perhaps to show your grandchildren exactly what you have gone through to 

make their world, their future a better place for them. A life that is not recorded is not a life after all, 

simply an existence. 

Once you have prepared your journal, I recommend you fill the first few pages with your thoughts, 

fears and anticipation of what is to come. Be honest and write down all of the feelings you have to 

changing your life for the better. I know you will have doubts and trepidation and that you will have 

that immense destabiliser of self-doubt sitting on your shoulder, but I sincerely believe that if you 

persist, you will triumph. Starting any such document requires an overall plan – an idea of where you 

are going and the happenings you expect along the way. A fundamental item in this journal is going 

to be your dream list. 

Allowing yourself a ten minute maximum (an egg timer may come in useful at this point), I want you 

to clear your mind of how and why you may want things, material and otherwise, and simply 

describe what you want. Allow your mind to run free like an eight-year-old, just before Christmas. 

Do not think of the price, feasibility, and practicality or where you would be able to store it, just list 

the item concerned. It is important you do not go into too much detail that can come later. Keep 

your pen flowing throughout. Even if you do not know why you want something – put it down 

anyway. Sometimes we put things down that are of no use whatsoever, so what? If you want it – it 

can be yours. 

Below is a typical list that may assist you; 

❏  Car 

❏  House  

❏  Swimming Pool 

❏ Sauna  

❏  Masters Degree  

❏  Spouses Car 

❏  3 Holidays Per year  

❏  Learn French  

❏ Learn Spanish 

❏  Own Jet Ski  



❏  Own Business 

❏  En-Suite Bathroom  

❏ Set of Ping Golf Clubs  

❏  No Debts 

❏  Holiday Villa/Lodge  

❏  Earn £50,000  

❏  Earn £100,000 

❏  Learn to use computer/video mobile phone  

❏  Build own house  

❏  Learn to dance 

Once you have your dream-list constructed, it is necessary to categorise them under the three main 

areas of your life. Those should be Family, Career and Personal Development and Financial, giving 

you the why, how and what in your life. Without a balance of goals in your life you will not fully 

appreciate the achievements you make for you or your family, present or future. If you are too 

heavily biased on financial goals you will become too materialistic and may have a lot of money, but 

you will have no one to share it with! Take five minutes to categorise your dream-list under these 

headings. Go do it now! 

Welcome back. If you haven’t done the above exercise, you will be fooling no one but yourself and 

the rest of goal setting will be a total waste of your time. If you have done it to your satisfaction, well 

done! 

To bring the universal laws into play, working for you, there are certain rules that your goals have to 

align to. These rules can be remembered using the acronym SMART; Specific, Measurable, 

Achievable, Realistic & Time banded. To achieve this and all the elements within it, I will now take 

you through the GOSPA method of achieving goals. 

Realistic is an area that some people in the self-development world have a problem with. Whenever 

you think of a goal, it is only natural to research your experiences and dismiss things because you 

have always been told, in the past, that it was unrealistic for you because … Realistic in this context 

does not mean what you have been told you can achieve in the past, realistic means that it is in 

some way possible through the laws of physics and practicality. Nebulous or “fluffy” wants such as 

world peace or wanting everyone to love each other is highly unlikely to say the least and very 

impractical. You cannot set goals for anyone else, you can only set goals for you. Influencing others 

by your behaviour is the only way you will change other’s ideas and desires. Realistic simply means 

within the physical realms of possibility. 

At this juncture I am going to fly in the face of convention and other teachings on goal setting. All of 

the programs I have studied in the past have, I believe, a simple, unintentional but fundamental flaw 

in them. At this point, they would have you place a time whereby you want to have accomplished 

your goal. I have studied people and their goals and found that some goals are impractical in the 

time limit originally set, and consequently these goals are forgotten or shelved because the intensity 

or complexity simply overwhelms the goal setter. They start to act as a negative influence; the sort 



of thing where you know you should have done something but forgot it and hope no one notices. 

The point is, you notice. You know that the goal is placed on the backburner and it eats away at you 

the longer you leave it there. Now don’t misunderstand me. I know that a goal without a deadline is 

just a wish. If you set goals, affix a timeline to them and make a plan of action to achieve those goals, 

by the end of the time period you would have achieved over half, if not three-quarters of your goals, 

but that is crude and ineffective. If you were going to design an aircraft to take you and your family 

on a long journey. I am sure you would not jot the plans down on a beer mat, pop down the local do-

it-yourself store and have the materials delivered before the next bank holiday weekend, so you 

would have time to build it, would you? It might fly, but for how long and how far? What about the 

safety aspect? I believe your future deserves better, don’t you? 

Harvard University did a study on the graduating class of 1953 and asked many questions. Included 

in these questions were; Have you set any goals for your future? Have you a written plan for the 

achievement of these goals? Only 3% answered yes to both these questions. 

Twenty years later, the study was followed up and all the members of the class of 53 were 

contacted. An amazing discovery was made about the survivors. The 3% had better lifestyles, 

happier marriages, better jobs and more secure backgrounds than any of their peers. Also, in wealth 

terms alone they found that the 3% were worth more than the 97% put together! 

I would suggest that you re-read this chapter again, maybe even twice to make sure you can clearly 

define what you want, why you want it, how it will make you feel and the empowerment you will get 

from achieving it. If you think you are ready, let’s set some goals. 

For further reading on Goals, Try Brian Tracy’s “Goals!: How to Get Everything You Want -- Faster 

Than You Ever Thought Possible“ or the Late Jim Rohn’s “Seasons of Life” 

Goal Setting 

Goals are vital to your success. By using Goals you will bring in the skills and expertise you need to 

build your plane, learn to fly and provide the money for the airport charges. 

It is based on the age-old formula of GOSPA, but takes into account elements that other systems 

seem to take for granted. It is a blueprint of how to structure your personal development needs. 

G – Goals 

O – Objectives 

S – Strategy 

P – Plans 

A – Action 

Now, comes the real work. Starting with your first goal, on a clean sheet of paper, we will utilise a 

system called DELVE.  

Firstly describe and list the characteristics of the item (size colour etc.). Once you have given it a 

picture in your mind and an exact description on paper, you have a complete idea. 

Secondly you now have to experience owning, using or feeling the associated with having mastered 

the object such as pride, confidence or happiness etc. 



Thirdly write down the loss you will have if you do not attain, achieve, own or learn this item. Really 

feel the emotion within you at the sense of loss you will suffer if you do not make it a must.  

Then attach a price or value to this item, not in currency but perhaps on a scale of one to ten. How 

important is this item to you now and in the future. Be honest, is it a necessity or a luxury? Will it 

help your business life, home life or perhaps it will just be a status symbol, a trinket.  

Finally decide what you are prepared to exchange in your current life to achieve this new goal. An 

extra hour at the office per day? Night school? Getting out of bed earlier? Everything worthwhile has 

a price attached to it and you must be fully committed to paying the price or it will never happen. 

It is vital that you conduct this exercise on a new page for every goal. You will be adding to this page 

or pages as you build up a complete file for each goal. This is important so you can review each goal 

in its entirety and have the complete picture to hand. This will remind and reinforce to you why you 

desired it in the first place. When you re-read your goal the pictures and emotions you originally 

described will come flooding back to you, giving you the drive to carry on toward their attainment. 

You will find that by leaving two or three lines between each part will enable you to insert other 

notes when you have learnt new reasons for that section. 

Now, whilst on the subject of reviewing your goals, you will not always consider it important enough 

to dig out the whole exercise every day, so you can make a short cut. Obtain brochures or magazine 

of the exact item or something that will remind you to associate it to the thing you want. This is 

obviously easy for “thing” goals such as cars, homes or places to visit, but with a little imagination, 

that set of tapes for learning to speak French, pictured in that magazine may be just the thing for 

you. Or maybe a picture of the Tower of Pisa, the Empire State Building or the Pyramids may be the 

trigger for you. Place these cut-outs on your refrigerator or on a corkboard where you can see them 

everyday on a regular or frequent basis. 

Continue this exercise for every worthwhile dream on your list. Do not dismiss any of them due to 

cost or perceived likelihood of achievement, because you may surprise yourself. If you have the 

power to desire it, you have the ability to make it happen. Remember; whatever your mind can 

conceive and believe, you can achieve. If you do identify an item that is frivolous or unnecessary, 

keep it on the list but do not define it if you feel it would be a pointless exercise, as it can act against 

you.  

Do not continue reading this until you have defined exactly and specifically all of your goals! 

Objectives 

These are what I call mini-goals or milestones. This practice is known as critical path analysis and is 

an exercise that is conducted whenever you plan a large (or small) goal. If you want to do an evening 

class, they will provide you with a timetable where certain things will be covered or learnt by certain 

times. You can apply this synopsis approach to your goal setting. Let us assume you want to save a 

specific amount of money by a certain time. The overall amount of money may be a staggering 

amount and this can have a negative effect on you. Breaking the ultimate goal down to years, 

months, weeks and even days makes it more believable, easier and more convincing. A journey of a 

thousand miles starts with the first step. How do you eat an elephant? Just one mouthful at a time. If 

you fail to meet the objective one-month, do not, under any circumstances, add the difference to 

the next month. This just puts you under unnecessary pressure and creates self-doubt if the new 



target is short. Simply add the difference to the remainder and divide it by the time period left. The 

small increase will still be achievable and focus you a little more on the overall goal being achieved. 

In these early days, if you set a goal for a year, plan your objectives over ten months. This then gives 

you a two month buffer to mop up any shortfall and a ten month target is not usually a huge amount 

more than a twelve month one. 

There is a tendency for all of us to stop trying when we have done what is required. If you have 

achieved your monthly or weekly target you should not stop whatever it is you are doing as you will 

lose momentum. Starting from cold is always much harder. I liken it to a canal boat. The inertia 

needed to get it to move is tremendous, but once moving, you can keep it going with little effort. 

Persistence pays in the longer term. 

Winston Churchill was addressing the graduating class in a well-known public school, when one of 

the pupils asked him to sum up his fantastic success. He replied that he could answer that question 

in seven words. He stood up, resting heavily on his cane he announced in his gravelly voice; “Never 

give up. Never, never give up.” 

By completing this exercise you will have found that you have placed a time band on each and every 

goal for when you expect to achieve it. This now provides you with an end date. Most people live in 

the world of someday or maybe. You are starting to make your life and your goals a precisely defined 

certainty. 

Strategies 

Your general procedure. Unlike plans, this is simply an overview, the ground rules of how you intend 

to proceed. By taking your goals one at a time you have defined exactly what you want, when you 

want it and the measurable steps along the way. Now you need to write down the how you can see 

this goal being achieved overall. The strategy could be saving £1.55 a day for two years to get £1,200 

over a two-year period with a 5% interest rate. It could be more complex and variable to fit your 

lifestyle or expected promotions, cost of living pay rises etc. Without a strategy and a purpose it will 

not happen. It will be a wish, a hope, a dream. Why do you think companies have a corporate 

strategy and mission statements? 

Strategies need not be defined to the nth degree. Treat it as a summary of what is intended or a 

general planning meeting covering what is expected to be done over a period of time working 

toward your goal at the end date. Don’t get hung up if your strategy seems a little vague at first. You 

can always return to it and revamp it as necessary. Re-writing it in its entirety is certainly allowed. All 

successful people think on paper. 

Planning 

Defined as: a table of proceedings or scheme of arrangements before any construction is attempted. 

This area is time and mind intensive. This is the engine room of goals. This part is hard work and 

where most people will falter, but not you. You have a clear idea of where you are going and can 

visualise the journey. You just need to work out the exact route. Additionally, a number of people 

will realise that by committing it to paper may put them in a position of failure if they do not do it. A 

sort of “told you so”. Fear of failure is common to all. Nobody likes to fail at anything, but there is 

one simple lesson that I hope will change your perspective of success and free your mind. That 



lesson is simply that you cannot succeed without failing. You cannot appreciate success unless there 

is failure and strife along the way. Success is hollow with no effort or fear of failure. 

Thomas Edison failed over eleven thousand times to provide the answer to the problem of the 

incandescent light bulb. After five thousand attempts a newspaper reporter who asked why he 

pursued this folly questioned him? After all, everyone knew that you had to light your way in the 

world with a paraffin lantern, so why did he waste his time and money on this fool’s errand? Edison 

relied stating that the reporter didn’t know how life worked. He hadn’t failed at all. He had 

successfully found five thousand ways that it didn’t work. 

Colonel Sanders on receiving his first social security retirement cheque from the state decided he 

wanted more and started approaching fried chicken restaurants offering his secret recipe free to 

anyone who would use it and pay him a 1c royalty on each piece of chicken sold. Time and again he 

was told that they didn’t need his recipe. How many no’s would it take you to give up and settle 

down into retirement? Fifty? A hundred? Five hundred? It took the good Colonel over one thousand 

and fourteen no’s before he convinced one man it would be a good idea and franchised the recipe. 

The rest is history. Colonel Sanders took stock of what he had to offer, worked out a strategy, 

planned it out and took action until it happened. 

Planning is vital. Planning is key. Planning does not have to be carved in stone and can be changed 

adapted or enhanced. If it doesn’t work the way you are doing it, change your approach. Or even 

better, find someone who has done it and copy or model them. 

One minute spent planning can save fifteen to thirty minutes in execution. Why? Because it is a 

structured list providing a sequence of events that keeps you on track. 

You may find that your planning is better on clean sheets of paper and that you might make several 

drafts before refining your plans to your satisfaction. In the future you may need to re-write some or 

all of the plans and these can then be substituted entirely. There is no set limit to the length of your 

planning, but these should be what you think you should do, know what should do or intend to do in 

a logical and directed order or pattern to take account of any social, cultural or seasonal adjustments 

as necessary. As with all planning, past performance data and analysis is essential, especially in sales. 

The number of suspects to prospects, prospects to appointments, appointments to sales, sales to 

referrals, average case size etc. all provide valuable ratios which by simply increasing one, will affect 

the whole stream of data for the future. 

How many times have you heard people ask things like; “What are your plans for the future?”, “I am 

going to a planning meeting.”, “You need a business plan.”, “Have you got anything planned for the 

weekend?”, “What is your plan of action?”. If plans and planning are so important in business, why 

don’t you take charge of your life and plan it. Adopt a business approach to your life and your future. 

Have planning meetings with your spouse and family. Plan areas of common interest and benefit and 

work on life’s problems together, pooling resources and experience. 

People never plan to fail, 

They just fail to plan! 

Action 

By this final section you have already formulated the things you know you should do. In this part you 

have to list and prioritise the day to day tasks that you need to do to make the rest of your goals 



happen. Often these things may be tedious, boring and mundane, but with repeated achievement of 

these tasks you will build a cumulative power, driving you onward and upward. If you have ever 

trained in the martial arts, your teacher, mentor or instructor will always refer you back to the basics 

time and time again. Until you master the basics you will never progress. Until these moves are 

automatic you cannot learn more adventurous moves. Driving a car requires constant repetition of 

the basics, making a sandwich require you start the same way each time and if you don’t, you end up 

with a plateful of disorganised food. Even a highly complex computer can only add or subtract 

numbers. It may do this very fast and provide an array of colours, shapes, whizzes and bangs, but 

every time a key is pressed it performs fundamental routines over and over again. 

If you are in sales, you have to make a certain number of calls and hold a certain number of sales 

appointments to get the required number of sales to achieve your target – your goal. If you are in 

retail you have to attract a certain number of people through the door to move a certain number of 

units. If you are in a service industry your goal is to make a number of people satisfied with your 

service to ensure repeat business and even tips, and to make your service better than anyone else 

can do it. All of these actions or tasks have to be performed to the best of your ability to each and 

every person as if they are the most important people in your day. 

These daily tasks may seem very obvious and necessary, but they are vital to your accomplishment 

of your goals and the most important element of your future, but they are also the first things that 

you will give up on. The rest will fall like dominoes as soon as you stop performing your daily tasks at 

the optimum level. 

Why do I say you will give up these things? I know that through experience both personal and 

observed, that ninety percent of people who go all the way through this program, agree with the 

content entirely and learn the GOSPORT system will fail to follow through with what they have 

learnt. Goal setting is only the start to changing your life and your future. The missing element is the 

small incongruous key to continuing with these tasks – persistency.  

Persistency is mostly sheer guts, stubbornness and single-mindedness. Persistency gives you the 

strength to carry on in the face of adversity, ridicule and doubt. Persistency is power. Do not confuse 

persistency with dogmatism or a blinkered or blind relentless drive. That would be foolhardy and 

eventually destructive. You must be aware of your actions and their consequences and adjust your 

actions to work better and more effectively each time. 

Summary of GOSPA system 

You have now listed your dreams and selected the worthwhile goals from them. Sometimes dreams 

will amalgamate into one larger goal with certain objectives or milestones being the smaller 

achievable levels within a shorter time. Occasionally you will find that you need to achieve certain 

minor goals before starting or progressing the major ones. I hope you have found this. 

You now have order where there was chaos. You have logical, practical ideas of what you want, how 

you are going to get it them and when and what you need to help you. What do you do now? Sit 

back and put your feet up, waiting for them to happen? If you did so, by the law of probability you 

may have one or two goals happen or become a reality through no effort. This is because there is a 

force in the universe that we do not yet understand or quantify in any way. We do know that once 

you set goals, something happens to help you move toward it. To achieve most or even all of your 



goals, something else is needed and that something is action. It is not always easy to know what to 

do first. 

When I was in the Royal Navy, as with all large organisations, we would often receive memos and 

they would be of varying priority. We all know the meaning of urgent and how we respond to that 

word depends on how much urgency we perceive it to have. We are aware that someone else’s lack 

of planning, foresight or organisation does not always reflect our belief in instant reaction – in fact 

their problem is not always ours! The most motivating and inspiring over stamp I ever saw was a 

simple three words which Winston Churchill often used. Quite simply it read – Action This Day. 

By taking action on each of your top three goals in each area you will start to realise the power of 

setting goals. You will start to understand the types of action needed and the time they will take. A 

feeling of achievement will fill you. A sense of motion and more importantly a sense of direction will 

fill every fibre in your body. No more will you go to bed saying, “I have been busy today but feel I 

have achieved nothing.” 

 

 



Chapter 8: Let’s Define 10 Golden Rules Ways to Project an 

Awesome Charisma 

 Rule 1: Make everyone you meet feel they are special. 

 It doesn't take much to make people feel appreciated or even acknowledged. So often the people 

that matter most are overlooked by others to the degree of them being almost invisible. A simple 

smile or even a hello, how are you, will stand you out from the crowd. 

Many people do not understand that these people whose shoulders you may stand on to reach the 

dizzy heights of your career or achievements may well provide the same shoulders for you to cry on 

if things go awry. Understandably they will be less willing to offer their shoulder if you trampled on 

their head on the way up. 

 The secret is to treat everybody that you meet as your superior insomuch as you may learn 

something from them at some stage. Treat them as the most important person you're likely to meet 

that day which on the face of it would appear easy however I challenge you to do it for four straight 

weeks. This is not something you can attempt a network it has to be everywhere and in everything 

you do. 

 When I travel abroad for a holiday I am distinctly different from most tourists especially from the 

Western world. I will provide a tip to the Waiters, Barman and other servers at the start of the 

holiday which then ensures I get there best attention for the duration of my stay. Those who go 

above and beyond the norm get a bonus. However sometimes I have been known to overlook 

certain people who do provide an exceptional service and I generally reward those as soon as I can.  

 On a recent holiday, my wife asked me if I had given a tip to the man who opened the door every 

day to the courtyard. To my shame I had to admit I had overlooked him and had very little local 

currency left, and less than half of the amount I would have tipped other members of staff. However 

I drew the paper notes together in the palm of my hand and slipped them into his hand. I was not 

prepared for the reaction after he had a chance to review the gift. Tears welled in his eyes and he 

thanked both of us several times between them and advocating the hotel, as if we had given him a 

fortune. He confessed that nobody ever gave him a tip. Every time we return to the same hotel, 

there is nothing too much trouble for this man and he always greets us with the broadest of smiles. 

 Everyone is important. People will let you know that they appreciate your acknowledgement and 

they will each provide you with the understanding of when you have done enough. If the purpose of 

you being there is to meet somebody else, perhaps more senior or important, those people will bow 

out gracefully. Everyone knows their own importance. 

 But isn't this condescending? Isn’t this patronising? Isn't it manipulative? Won't it come across as 

such? I don't think so, because you'll find is that after you've adopted this habit and made it yours, 

these people will become important to you. 

 If you make a point of trying to find out people's names and manage to call them by name at some 

opportunity this will have a deep effect on them for a long time. If you manage to remember their 

name the second time you visit they will remember that you remembered for a whole lot longer. 



Am being manipulative? Not at all! How long would you want to live on this planet if you were the 

only person on it? 

 To make your life worth living you must surely need to look after the people and spend less time 

trying to accumulate things. Now there will be times where you don't like people you have to deal 

with but generally if you can learn to use things and love people more than using people and loving 

things, your life will be a lot richer and your financial outlook will be rosy. 

 What we must not do, however, is patronise people. If a person's job is to empty your bins and 

clean the office, let them do their job. Don't embarrass them or engage in nonsensical small talk 

that's clearly a self-serving attempt to show him how humble you can be. 

 Remember: Smile, greet, remember. 

 Rule 2 Part 1: Develop a great smile 

 What does a smile say to you? Smile tells people that you are place to see them, you are friendly, 

and that you are interested in them being there. Smile can be disarming and show confidence, 

ability, competence and charm. Actions speak louder than words, and a smile says, “I like you. You 

make me happy. I'm glad to see you.”If you've ever been in a doctor or vets waiting room and 

somebody brings in a baby, in no time at all the baby starts making non-verbal communication by 

smiling at the strangers and the parent engages in verbal communication, striking up a pleasant 

conversation. Is the babies smile and insincere grin? No, it is a genuinely honest smile. 

 If you smile at people they will smile back. When people realise that you smile a genuine smile they 

feel they can approach you and start-up a conversation. The grimace scares away everybody. 

 What else does a smile do for you? I smile will raise the tone of your voice making you sound 

happier and more alive. The action of smiling makes you think of all positive things as we all know 

action recourses emotion. If you have a child who complains they are bored you tell them to go and 

do something. The action of doing something distracts their mind and they forget that they are 

bored. You may not feel like exercising, but once you arrive at the gym properly attired you then 

want to get on and do the best you possibly can, and feel good about it. 

 Rule 2 Part 2: Develop a great handshake 

 Although you may not have considered the simple action of a handshake, it is actually a physical 

representation of your appreciation in meeting somebody and when linked to your smile creates a 

bridge, a physical bridge between two people. In the Asian cultures hand shaking is considered alien 

to them as they are more used to verbal greetings. You may find a number of Asian people have 

what is often classed as a limp handshake. 

 They handshake conveys energy and enthusiasm as well as demonstrating that you have no weapon 

in which to harm them. This comes from ancient history in the developing world where trust needed 

to be demonstrated physically and early on in a relationship. 

 Your handshake can tell a lot about you and it's important that you have the right handshake. There 

are many different types of and treat and to obtain the right firmness of grip and pressure to be 

applied you need to get feedback. You should ask both a woman and a man for an opinion. 



Whatever feedback you get, be sure to ask them to help you out and let you know how you can 

better your handshake. This needs to be conducted with somebody you are very familiar with as 

often people will expect some kind of trick. 

 Incidentally this can also be used in sales where you ask your buyer whereabouts are you on a scale 

of say 1 to 10 and depending on the answer ask them how you could get to attend. In that way you 

may have isolated the main objection and almost got the buyer's commitment, if you can satisfy that 

one concern. 

This is one of the most powerful tools I've ever learned for finding out what's going on in a person's 

mind, and it seems to work every time. 

 Get some feedback on your handshake, and practice if you have to, and get feedback on your smile 

too! 

 Rule 3: Notice a person’s name by their eye colour 

 Now we're on a roll the next thing that is involved when meeting somebody is that they will tell you 

their name. Your major task here is to try and remember the name for longer than five seconds. The 

trouble with the fast paced world we live in today is that people and their names crowd our 

everyday lives and it is difficult for most people to associate the right names to the right people. 

 I am personally guilty of this crime if I meet the person outside of the work context or the scenario 

where I first met them I often did not recognise them. A very valuable lesson to be learned is 

remembering people's names because to them it is the sweetest sound they have ever heard. A 

baby is its name over 8000 times before it recognises it is belonging to it. The name is so important 

that over a lifetime you borrow money against it, you provide reinforcement of trust by citing it, you 

will move hell or high water against anybody who besmirches it and for many they want to make it 

live forever by leaving an adequate legacy with their name on it. 

Here's a neat little trick that charismatic people have learned to help them remember people’s 

names.  When you shake people's hands and look into their eyes, make a mental note of the colour 

of their eyes. Making this a habit not only forces you to look into their eyes, but it also puts a twinkle 

into your eyes. It creates a special moment of interaction with the person. If you hold the handshake 

and the gaze for another second or two (see point 8), you make a very deep impression. 

 Rule 4: Transmit a positive thought 

 The next part of an effective greeting is the positive this of the thoughts you're projecting at the 

moment of the handshake, smile, meeting of the eyes and physical bridge that you have built with 

all this material. Just a common thought such as ‘this is a great person to know. I would like to know 

you better’ can be sufficient to make a positive mental connection. 

 This may all sound silly? Yet, you'll be amazed at the instant bond you create with people when you 

use these combined methods. A charismatic handshake has a one, two, three punch. The right grip, 

the right eye contact and the right thought projection, combining in making that person feel extra 

special or important. 

 These simple actions communicate a sincerity and honesty of purpose that no words or picture can 

communicate in such a short space of time. Try it out, use it, earn personal wealth from it. 



 Rule 5: Be lavish in your praise and hearty in your approbation: give 

compliments 

 One major cultural issue that the West seems to have developed in the last hundred years is a habit 

of being insincere and patronising of people to such a degree that we almost expect to be treated 

poorly. To develop the habit of complimenting people in a sincere and heartfelt way is not difficult. 

The reason we're reluctant to compliment people directly relates to our self-esteem. We fall into the 

trap of thinking, that what we think is an important or irrelevant in some way. Someone who is 

comfortable with themselves will find it easy to praise those around them, which makes them all the 

more charismatic. 

 It is important that any praise or approbation is not seen as flattery or sucking up to the person 

concerned. Only you can be the judge of what is meant and if the words are insincere the tone of 

your voice will reflect that instantly. 

 Praising people is an art. Great leaders, successful business men and women, excellent parents, 

caring teachers, lecturers and professors are all good at praising. 

The sooner one praises an action or behaviour, the greater the impact it has. It is important to praise 

people specifically because that is the only way one ensures that the specific action or behaviour is 

repeated. Praising is best done in public. Should you wish to correct a person, correct them in 

private; but always praise them in front of other people. 

Intermittent reinforcement means that you only praise the behaviour of someone, every third or 

fourth time the good behaviour occurs. As parents, mentors, role models and educators, we need to 

be careful to use continuous reinforcement, because once a habit has been established, it may seem 

insincere and can actually be demotivating. 

It is very crucial for parents to practice raising the self-esteem of our children; to make them feel 

that they matter and are important; all the while talking to them with admiration. Learning to 

admire personality traits or qualities of these people are very positive actions towards their personal 

growth.  

Let me add a note of caution here though, 'Only express appreciation, approval or admiration when 

you genuinely feel it. Never ever be insincere when you are trying to reinforce that you all need to 

work as a team.  

Your attention is your life. Wherever your attention goes, your thoughts, your feelings, your entire 

life goes also. Always be a good listener. Listening builds trust. Listening is the true measure of 

attention in human relations; building self-esteem and self-discipline. When you listen empathically, 

you are showing genuine caring and acting as a sounding board for the people you are 

communicating with. 

I am reminded of one of a Shakespeare Quote that reads, “The Fragrance Of The Rose Lingers On 

The Hand That Casts It;" which simply means that whenever you express a positive sentiment to or 

about someone else, it will eventually come back to you. Likewise, for anything else you may fling, 

therefore be very careful that what you say about others. Compliments do mean a lot to your 

people. If your salespeople would burst into tears if you paid them a compliment, maybe it's time to 

rethink your man management policy. 



So let's get off this kick that people will think our compliments phony or manipulative and play the 

One-Minute Manager game: Try to catch somebody doing something right.  

People really do care what you think, and they really do appreciate your mentioning it. 

 Rule 6: Looks do matter 

We were lied to throughout our formative years by those most well-meaning of people and parents. 

We try to protect our children by telling them that looks don't matter. By the time they spent at 

least a month in infant school or kindergarten they will actually have started noticing that looks 

actually matter and in some cases are critical. Teachers and other social leaders will always seem to 

favour those who've been kissed by angels. Fortunately for us and many people charisma does not 

depend on what you're blessed with, but is totally dependent on how you treat others. 

If you consider some of the major characters of history that formed the developed world over at 

least the last thousand years you would find a number of charismatic people who buy even the 

kindest of descriptions were just plain ugly. Look at people like Stalin, Adolf Hitler and a number of 

other infamous leaders and whether you believe in their doctrine or not, they were extremely 

charismatic. Abraham Lincoln was hardly an attractive man and Franklin Roosevelt although 

confined to a wheelchair was one of the most charismatic presidents the US have ever had. 

It would pay you well to remember that people will judge you on how you dress, and what you say 

about others, and the consistency of your message far more than any defect in your physical image. 

Unfortunately many people who are depressed or have low self-esteem stop trying to dress well and 

will put themselves in a position where they do not need to complement or praise others, keeping 

out of the limelight as much as possible. 

If you have any doubts about your level of self-confidence or feel that you're not a successful as you 

should be I have written two books that will help you available at www.leewerrell.co.uk/blog, just 

search for self confidence.  

❏  If you want to know higher level self-confidence, "Positively Improve Your Confidence" - gives 

you the answers to 9 important questions and challenges every individual who feels less confident 

than their peers faces. 

❏  if you think that being successful takes years of hard grind, you are wrong; you can start to see 

success after one month, "Success in a Month" - gives you the answers to overcome and change 18 

important areas and challenges of life that every struggling, downcast and despondent person faces. 

 Rule 7: Take a check up of your wardrobe 

Other than selecting clothes for charity collections, the occasional rearrangement of your personal 

and favourite clothes, which always gravitate to a position just inside the door, when was the last 

time you took a close look at the clothes you wear. Spending money on clothes is not simply a 

necessity when you are in sales, as we all are, it is a vital investment. If you're still laundering clothes 

at home you will know the immense amount of time it takes to clean dry and iron them and they 

never look as well pressed as when you have them done professionally. 

Professional laundering will of course cost you money however, the time you'll save in not washing, 

dry and ironing you can spend working on your plans to make more money or network more 

http://www.leewerrell.co.uk/blog


effectively. This way you will get a return on the investment of professional laundering many times 

over. 

Most people have so many clothes these days that it's almost a waste of time having them I and at 

all. The best way to thin your clothes out to necessary and practical items is to stand in front of your 

wardrobe and ruthlessly select anything you haven't worn in the last year and donate it. It may 

sound harsh but there are a number of items of clothing that we consider important to keep 

because of some emotional attachment that is been forgotten by even the person who gave it to 

you. The charismatic appearance you will start to grow after removing old, badly fitting or cheap 

items from your wardrobe will only fuel your own self-confidence even more and people will look at 

you and think of you as a better dressed person. 

Rule 8: Smile 2 seconds longer than they do 

We have mentioned before that a smile sets the scene, shows willingness to dialogue, and is 

universally accepted as a sign that you like, trust or just pleased to see somebody. 

Wherever I travel around the world it never ceases to amaze me the acceptance that you receive 

from complete strangers from the poorest of poor to wealthy individuals, by just smiling. But the 

point to note is that grilling or a rippling of the lips to briefly show your teeth is not considered to be 

a genuine smile. 

This would be an ideal area for you to ask feedback on as mentioned before ask several people 

whom you believe will be honest and frank in their feedback exactly how your smile comes across. 

You may think of yourself as smiling and happy but other people may have the impression that 

you're serious and focused person who briefly allows a flicker of a smile to flash across the face on 

occasion. 

The best way to communicate your real genuine, honest and heartfelt smile is, as mentioned above 

to continue the smile one or two seconds longer than would normally be expected. This can seem 

like a lifetime but psychologically it will get you remembered. 

Rule 9: Radiate empathy. 

For some reason many people find difficulty in expressing empathy and often come across as 

sympathetic or patronising and unwittingly alienate the subject. There is a distinct difference 

between empathy and sympathy and most people are repulsed or frustrated by other people being 

sympathetic. 

Empathy is understanding what somebody else's feeling because you have been through a similar or 

the same experience. Sympathy is acknowledging the other person has emotional distress and 

providing reassurance and comfort. Unfortunately when delivering sympathy most people appear 

condescending. 

Sit back and think about situations in your past and a particular person who you consider to be 

charismatic. Have you ever experienced an emotional upset when this person was around, maybe it 

was bad news from home or simply that you had been let down in some devastating way. Did this 

person put their arm around you and tell you it will be okay tomorrow? Or did they say something 

like “I know exactly how you feel; the same thing happened to me a while ago, what you want to do 

about it.” 



The secret here is that we're positively drawn like a magnet to someone who's in a similar emotional 

state. The neurolinguistic (NLP) experts call this "mirroring." Some go as far as saying that you should 

mirror everything about the person, the angle of the head, hand gestures, the way that they're 

standing or sitting. The point is that we feel more comfortable with people whom we think have 

feelings like us and that feeling is what we call empathy. 

Of course the very definition of empathy, as opposed to sympathy, is that it's an involuntary 

expression of being able to relate to a person's emotions. It isn't contrived. However, many of us feel 

empathy, but haven't learned to express it.  

The charismatic salesperson has learned to centre on the buyer, not on themself. Expressing the 

empathy they feel has become a natural part of who they are. 

Rule 10: Respond to people's feelings, not to their reaction. 

Too often today, people react to what you say. It is quite often so easy to bait people and get a 

complete reaction from them because they don't realise the sarcasm or insincerity in your voice or 

manner. Similarly, if you suddenly react to an event or an occurrence and start blaming other 

people, processes or even simply the way things are done, you can meet with responses from your 

peers and superiors that will only add fuel to your frustrated fire. 

A sensitive and charismatic response to any outburst, would be for somebody to respond to a 

motion, acknowledge it, empathise with it, and then invite you to discuss the problem you feel 

exists. 

If this is done sincerely, correctly and charismatically you will see the tension and frustration levels 

or even anger dissipate like an ice cube on a hot summer day.  

Many people are unable to articulate their feelings; the charismatic person helps them to do this. 

In Summary 

Earlier we mentioned that to define charisma we had to identify the opposite and tried to reverse 

construct the meanings. 

Charisma is certainly elusive but can be developed fairly quickly by an enquiring mind who wants to 

expand their centre of influence, focus and results to include everybody and everything around 

them. 

The world around you is a fascinating place and the more you travel the more you will gaze in 

wonder at the ingenuity of data and the engineering skills of human beings as well as the creativity 

and delights provided by both. Nothing in life can be achieved by a single person if it is to stand the 

test of time. Developing other people by helping them discover their own talents and skills as well as 

praising their efforts when they have achieved better-than-expected results will reward you in a far 

greater way than any money may do. 



Key Points from This Book 

Charisma is a form of authority. It affects people's behaviour as much as respect for the law or 

tradition. 

Charisma a strong non-verbal form of communication. 

If you have trouble understanding charisma, think of the opposite.  

To be more charismatic, work on expanding your appreciation for other people and let them know 

Be sure to treat everyone you meet as the most important person you'll meet that day. 

When you shake people's hands, train yourself to look into their eyes and make a mental note of 

the colour of their pupils. 

Learn the art of giving sincere compliments. People really do care what you think. 

Conduct a ruthless examination of your wardrobe.  

Work on your smile and, when someone smiles back, keep smiling for two magic seconds longer.  

Learn to express the empathy you feel for other people. 

Retain an innocent wonder and appreciation of the world around you and the unique talents of the 

people who share it with you. 

I wish you the very best of success and look forward to seeing you, at the top. 
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