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helped develop The Silva Sales Lecture Series and The Silva Sales
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Dedication

 


We appreciate all the people who have
supported us. We also owe a debt to those who said "No," who
opposed us, who told us that we'd never make it, it couldn't be
done, we would surely fail; for their opposition helped to make us
strong enough to endure and persevere and succeed. We won't name
any names...

You know who you are.

 


 



Introduction

 


Throughout history we've admired and honored
the superstars in every field: war heroes, business magnates,
outstanding athletes, entertainment celebrities, and of course the
super sales men and women who seem to be able to find, motivate and
persuade people almost by magic.

Have you ever wondered just what makes these
super people so much more successful than everyone else?

Sales managers generally agree that in any
sales organization, 20 percent of the salespeople make 80 percent
of the sales, and 80 percent of the salespeople divide up the
remaining 20 percent. Why?

Does that 20 percent work harder? Sure they
work hard, yet we all know salespeople who work just as hard, but
don't get the same results.

Are they smarter or better educated? Many
admit they are not. Some of them have had little formal
education.

Is it timing? Again, the answer is no. We see
superstars rising and succeeding at all times throughout history.
The door of opportunity is always open to those who are ready for
it.

If it is not necessarily hard work, or
intelligence, or timing, then what is the secret to super success?
Where is it hidden?

 


Scientists seek the Secret of Success

A lot of people have looked. Some have even
gotten close to the secret and have observed it without quite being
able to put their finger on it. They assign it names like
"charisma," and "personal power." And they tell you what they have
observed in the hope that you can get some of it for yourself.

A couple of times, people have gotten close
to figuring it out. Napoleon Hill, who spent twenty years studying
the most successful people in the world, proposed back in 1928 that
the key difference was a special mental ability that superstars
have. He said they can arouse their minds to go beyond the point at
which the average human mind "stops rising or exploring."

"The individual who discovers a way to
stimulate his mind artificially, arouse it and cause it to go
beyond this average stopping point frequently, is sure to be
rewarded with fame and fortune if his efforts are of a constructive
nature," Hill wrote.

But Hill never found the answer. In his
classic book Think and Grow Rich he admits that the secret "has not
been directly named" in the book. The closest he could come was to
recommend a technique he called the "master mind" concept for
creativity, which involved aligning yourself with other people in a
synergistic manner.

In the 1960s a group of scientific
researchers at the Newark College of Engineering in New Jersey (now
New Jersey Institute of Technology), got a little closer to the
secret. They spent a decade studying super successful executives to
learn what made them different. They used modern electronic
equipment and research tools, but they never found the answer. They
observed the differences, but they could not put their finger on
the cause. The story of their research is detailed in the book
Executive ESP published by Prentice Hall in 1974. You can read the
details of the product in the Research section of our web site:
www.SilvaCourses.com.

Just like Napoleon Hill, the Newark College
of Engineering researchers discovered that super successful people
possess a special mental ability.

Napoleon Hill even went so far as to say that
"The educator who discovers a way to stimulate any mind and cause
it to rise above this average stopping point without any bad
reactionary effects, will confer a blessing on the human race
second to none in the history of the world."

 


Science discovers "the secret of
success"

Let me tell you a story about the man who
answered the question that people have asked since time began:

Why are some few people so much more
successful than others?

It was a lay scientific researcher in the
border town of Laredo, Texas, who finally found the secret. It took
him twenty-two years of some of the toughest, most difficult
research ever conducted to uncover it.

He found it in the last place that most
people thought to look. He did not find it "out there" somewhere in
hard work or goal setting or persistence or some mysterious "extra
sense" that some special people have.

The scientist was Jose Silva.

And Jose Silva found the secret within the
human mind. And more importantly, he found the key to unlock the
secret so that all human beings on the planet can use their minds
the way the superstars do.

Jose Silva discovered, and has proven beyond
all doubt, that we all have within our own minds, the power to
achieve we were sent here to achieve, if our efforts are of a
constructive and creative nature. Imagine, you not only have within
you the potential to make your dreams come true, you can learn to
dream even greater dreams... and make them come true also.

So while Napoleon Hill and the researchers at
the Newark College of Engineering were observing the one factor
that separated the successful from the ultra successful, Jose Silva
was developing a method to give that same special mental ability to
everybody.

 


A new branch of science emerges

Jose Silva began his research into the mind
and human potential in 1944. His findings have been available to
the public since 1966, and have spawned a whole new field of
science, a science called psychorientology
(psych'-or-ri-en-tol'-o-gee).

Psychorientology is the study of the psyche -
the mind - and how to orient it - align it - for success.

In 1966, Jose Silva authored a forty-hour
training program called the Silva Mind Control Method. As of this
writing, the Silva Method is offered in more than 100 countries and
in twenty-eight different languages. Millions of people worldwide
are successfully using the Silva Method techniques to make their
dreams come true.

In 1986, a specialized version of the Silva
Method training program was developed just for salespeople. That is
what this book is all about - showing you, the salesperson, how to
actually use the untapped power of your mind in a special way to
increase your sales and income and put more money in your
pocket.

There are no hidden secrets in this book. We
spell out for you exactly what the differences are between the
average or somewhat successful person and the superstars.

And we give you step-by-step instructions so
that you can learn to function the way the superstars do.

In the 1800s the science of psychology grew
out of Freud's study of human behavior. Today the study of the
human mind - psychorientology - is an equally gigantic leap
forward.

Today salespeople need to understand the
psychology of selling to rise in their profession.

The superstar salespeople of the future will
go beyond that. They will all be sales psychorientologists.

"If you want to be a super salesperson,
you've got to know how to understand people and use your greatest
and most powerful tool - your mind," says Joe Gandolfo, the number
one life insurance salesperson in the world.

Gandolfo was selected as the world's top life
insurance salesperson in the best-selling book Ten Greatest
Salespersons (Harper and Row, 1978).

According to Robert L. Shook, the book's
researcher and author, "Gandolfo has been averaging approximately
$800 million in sales a year, and in 1975, his biggest year,
Gandolfo sold more than a billion dollars' worth. That's like
breaking the three-minute mile. Gandolfo's earnings may well be the
highest of any salesperson in America."

Gandolfo is one of the natural superstars who
recognizes the tremendous contribution Jose Silva has made.

 


Add a new dimension to your selling
skills

One of the first individuals to apply the new
science of psychorientology and add another dimension to his
selling skills was Dave Bellizzi of New Jersey. "In 1973, my first
full year in the life insurance business, I earned a total of
$5,300 in commissions," he recalled. "I was ready to quit. I could
have made more working at Burger King." Then Dave decided to take
action. He attended the Silva Method training program and learned
how to use the new science of psychorientology. "Nothing in the
program was about selling back then," he said. "All I learned was
how to use more of my mind. Once I began to apply what I had
learned to selling, selling became easy and fun, and the money
began to roll in."

Bellizzi retired in 1983, at the age of
thirty, with a net worth of more than $12 million.

Ray Tobias of Chicago was another salesperson
who added another dimension to his selling skills. "I did not have
much sales ability," Tobias said. "I wasn't well suited for it."
Yet at the end of his first year as an insurance salesman, the
techniques he learned from attending the Silva Method training
program helped him to qualify for the award as best new salesman in
his company.

Linda Almaraz, a real estate agent with Flair
Agency Realtors in Oklahoma, is another salesperson who applies
what she has learned from the Silva Method to selling. At the end
of her first year as a salesperson, she sold over a million dollars
in real estate with the most expensive property being $25,000. That
was in 1978. This year (1991) Linda sold one property for
$1,800.000. There has not been a home in the state of Oklahoma sold
for over a million dollars in the last five years.

Superstars from every field have spoken out
about how psychorientology has helped them:

Doc Severinsen, director of the NBC Orchestra
on The Tonight Show, traveled to Laredo, Texas, to speak at the
Silva Method annual International Convention in 1980.

Bucky Dent, the all-star baseball shortstop
of the New York Yankees and most valuable player in the 1978 World
Series, said that the Silva Method helped him concentrate better
and improve his hitting, and he would recommend it to his younger
players.

The Silva Method has also been taught in many
colleges and universities throughout the world.

 


A new and better method

There are countless success stories, many of
them told in this book:

*Read how housewife Lyn McKenzie used Silva
Method techniques to help her sell corporations and government
agencies on funding a service called DateABLE that provides social
interaction for handicapped people.

*Share the excitement of an entire group of
Mary Kay Cosmetics sales reps as they soared to unprecedented
success - using Silva Method techniques.

*Ken and Elone Hoobler literally had a bank
balance of zero, their sales had been so slow. They attended the
Silva Method training and their sales soared. Today their business
of manufacturing and selling artificial rocks - called Hoobler
Stones - is franchised with offices in seventy-five countries!

*Bette Taylor of Austin, Texas, rose from the
sales ranks into the executive suite using the Silva Method
techniques. Today she has her own consulting business.

*Listen to Garry Kann explain why the Silva
Method techniques have been the secret of the success for his new
investment banking business.

All of these people, and countless more,
learned the Silva Method of Mind Development and now you will too.
You have the secret in the palm of your hands - in the pages of
this book.

 


High achievers work smarter

Okay, exactly what does give super successful
people their special abilities?

The superstars use both their logical left
brain hemisphere and their creative and intuitive right brain
hemisphere to think with.

Does this mean that they are twice as
successful as the person who uses just one brain hemisphere?

Actually, they are much more than twice as
successful.

Imagine that other salespeople thought that
they could use only one of their two legs. Just imagine the
difficulty they will encounter getting out of a car, or climbing up
stairs, or walking into an office. A salesperson who can use both
legs possesses far greater skills. With two legs, you could walk
right in and make the sale while others are struggling. You could
cover far more territory and many more clients. It would seem that
you could work miracles compared to the others.

When you learn to use two brains instead of
just one, you will start doing things that you would have called
miracles back when you were using only your left brain hemisphere
to think with.

Some of the techniques that you'll learn in
this book will be familiar to you. Remember that you are going to
be applying these techniques with two brains instead of just one,
the way the most successful people do.

 


You can learn to use the untapped power of
your brain and mind

In the past you have probably made lists of
goals and even visualized their completion with some success. A few
small obstacles emerged and you took care of them. Next stop:
success!

So what happened? You probably encountered
the inevitable plateau, the leveling off of your meteoric rise
until bigger obstacles emerged and you were not able to surmount
them.

Why?

The first great discovery that led to the
science of psychorientology answers that question:

The one big difference is that the superstars
do their thinking at the alpha brain wave level, so that they can
use both brain hemispheres to think with.

What is alpha?

Alpha is a level where the brain waves - the
electrical impulses that operate your marvelous bio-computer brain
- slow down to about half their normal awake frequency. We put out
fourteen to twenty-one brain energy pulsations per second while
actively awake. Reserchers have called this the beta level. It is
the level for action. When you go to sleep you slow down these
brain pulsations.

The alpha level - from fourteen to seven
cycles per second - has been found to be the ideal level for
thinking. But the average person goes to sleep when their brain
enters the alpha level.

Now you can possess this special ability to
consciously function at the alpha level and gain access to the
untapped powers of your mind. You too can learn how to think with
both sides of your brain.

You can develop the same and even greater
creative and intuitive abilities that super-successful people
possess.

Now the things that you imagine and visualize
will materialize in your life.

Now the techniques recommended by the
superstars will work for you because you will be applying them the
way the superstars do: at the alpha brain wave level, using both
brain hemispheres.

Now you too will be able to get that larger
slice of the pie, and all the rewards that go with outstanding
achievement. That is what you want, isn't it?

 


What you must to do succeed

In order to help you use more of your mind to
increase your sales and income, you must not only enter the alpha
level but also remain there while you apply simple, easy-to-learn
techniques.

You must make up your mind to invest just
fifteen minutes a day in practicing the simple relaxation
exercises, and applying the practical mental techniques in this
book.

When you do this, you will write your own
success story, like our insurance representative Dave Bellizzi.
"After earning just $5,300 in 1973, I had concluded that I couldn't
make it as a salesman. I was ready to find another job. Then I was
introduced to psychorientology and the Silva Method techniques. I
learned how to overcome the call reluctance' that kept me from
seeing more people. I learned how to make better decisions about
what to say, when to say it, when to close. Instead of quitting the
business, I stuck with it and became very successful.

"In fact," Bellizzi says, "I was making such
good decisions about where to invest money that I developed a
lucrative financial planning business. At the age of thirty I
retired from that business, and now devote my full time to telling
other people about the benefits of psychorientology. And even
though I am retired from active participation in my business, it
still pays me handsomely. My gross income in 1989 was more than
$2.7 million."

In this book you will hear exactly how other
salespeople, people just like you, actually applied the very same
Silva Method techniques that you will learn, and dramatically
increased their sales and income. They explain what they did, and
how they did it. Then Jose Silva shows you exactly how you can do
it too.

This is actually two books in one. Dennis
Higgins, sales trainer and consultant for Silva International,
Inc., provides many proven sales strategies, while Jose Silva shows
you how to use your special mental abilities to make these
strategies work even better. Ed Bernd Jr., Silva Method marketing
coordinator and newsletter editor, gathered the success stories,
coordinated the project, and did most of the actual writing.
Special sections of the book have been written exclusively by Jose
Silva, in which he personally teaches you his method of mind
development.

You are beginning this book at the exact
moment in time for unlimited achievement. Timing is always the
easiest ingredient in your personal recipe for success.

The greatest discovery you will ever make, is
the potential of your own mind.
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Chapter 1

 


SALES PSYCHORIENTOLOGY

 


Pat walked easily across the lobby, her steps
firm, exchanging smiles as she saw people she had met on previous
visits.

This could be her biggest sale of the year, a
sale sought by at least two dozen other salespeople.

They had a product just as good as Pat's, and
some of them were much older and had been in the business a lot
longer. As she approached Mr. Simmons' secretary, Pat did not have
to make an effort to appear relaxed; she really was relaxed.

Pat possessed a secret weapon that enabled
her to know exactly how to approach Mr. Simmons and exactly what to
say to him: Sales Psychorientology.

During the last few nights, Pat had relaxed
at home and thought about all the different approaches she could
use, thought about what Mr. Simmons' reaction to each of them would
be. She thought about all of the information she had gathered about
Mr. Simmons and his company, and what he wanted from her product.
She thought about what Mr. Simmons had told her that he wanted; she
also thought about the things he had not told her, the things she
had figured out with the use of Sales Psychorientology.

Several times over the last few days Pat had
awakened during the night and used the Sales Psychorientology
techniques to help her gain new insight and understanding into Mr.
Simmons' situation, and his reasons for wanting things done his
way.

It was not nervousness that had awakened Pat
to think about this sale. It was part of her regular routine, her
Sales Psychorientology routine, to spend some quiet time figuring
out her approach. After learning all that she could through
research and interviews, Pat knew that she could trust her
instincts.

"It's almost like cheating," she said. "I
know what the client wants, what his objections will be and how I
can answer them and satisfy him. I know what he can really afford,
no matter what he might have told me."

But it had not always been that way for
Pat.

When she first entered the sales profession,
it would be an effort for Pat to keep from hyperventilating before
she entered the building. The massive walls were hostile. Doors
loomed like threatening barricades. Deep, plush carpet gripped her
feet like quicksand. The secretary blocking the way resurrected the
specter of cruel schoolmates who loved to embarrass Pat in front of
the other children.

In the beginning of her sales career, Pat did
not view the telephone as a friend, as a valuable tool that would
put money in her pocket. Instead, the telephone's alarm would set
her heart racing, her lungs gasping for air, would make her muscles
would tense up as she braced herself for the impending
confrontation and expected rejection.

What made the difference?

Pat learned techniques to help her control
her anxiety and fears. She learned how to use mental rehearsal, not
only to help her project confidence, but to actually be confident.
She learned powerful stress management techniques to help her relax
in any circumstances.

Pat learned how to channel her own personal
energies so that she could perform to her maximum potential any
time, under any conditions.

She learned how to actually develop and
maintain a positive mental attitude no matter what might be
happening around her.

She learned to overcome limiting belief
systems that had always hampered her and held her back.

She learned to use more of her mind in a
special way and to trust her intuition.

Pat was introduced to the new science of
psychorientology, and how to apply Sales Psychorientology to her
profession.

 


The Genius Within

It is relatively easy for you to take control
of your intellect and use it. But what about your feelings, your
emotions? Is there someone else inside each of us, a part of us we
hardly know, that is in charge of feelings, instincts, emotions,
intuition?

Are we really two people?

Yes, we are. In fact, we are really three
people. Sigmund Freud identified them as Ego, Superego and Id. Eric
Berne identified them as Parent, Adult and Child. Both of those
models are somewhat limited when compared to the model that Dr. J.
Wilfred Hahn came up with.

Dr. Hahn is a biochemist by training, and a
parapsychology researcher by inclination. He has served as a
valuable Silva Method scientific consultant for more than three
decades, and is one of the leading researchers in the new science
of psychorientology.

Dr. Hahn realized a long time ago that a part
of him believes in education and science and the things of the
physical world that he can see, hear, smell, taste and touch; while
another part of him believes in fun without understanding why it is
fun, that believes in love without being able to prove that love in
a laboratory, that believes in intuition even when it cannot be
verified by standard scientific criteria.

 


Willie, Wilfred, and Will

To help him understand himself better. Dr.
Hahn decided to refer to the serious, intellectual side of himself
as Wilfred, and the playful, creative and intuitive side of himself
as Willie. And he realized that there is a director at some level
higher than either Wilfred or Willie. He calls the director
Will.

There is some irony here. Our conventional
educational systems and processes concentrate on teaching Wilfred,
on making changes (and hopefully improvements) to the intellectual
side of us. That's what happens in school, and in the pages of
every sales training book you have read...before this one.

What about Willie? How do you learn to manage
your feelings, your instincts, your creativity, your emotions, your
intuition? How do you learn to orient and direct your mind towards
solving problems in your life and achieving outstanding
success?

 


How Dave Bellizzi made his dreams come
true

How did Dave Bellizzi, the insurance agent we
met in the introduction, turn his career around from failure to
success? Here's how he tells the story:

"I began my sales career as a representative
for a major life insurance company in 1972. The first six months in
the business I sold $1 million worth of insurance...to my friends
and acquaintances. I made almost $70,000 in those first six months
and thought this was the greatest job in the world.

"The next year, I made a total of $5,300 for
the entire year," he continued. "I ran out of friends and
acquaintances. I realized that I knew nothing about selling. So I
went out and bought every sales book I could get my hands on. I
went to sales seminars and bought all of the tapes and everything
else. I even found out who the world's number one life insurance
salesman was and learned everything he did. I learned his best
prospecting techniques, his best approaches, his best closing
techniques, how he effectively handled objections...
everything.

"Nothing helped. People turned me down for
appointments, and the people I did get to see wouldn't buy when I
tried to close. I couldn't figure it out. I was ready to quit.

"Then I found out that my real problem was
something called fear of rejection and call reluctance. I lacked
self-confidence. I had a poor self-image. So I went out and bought
all the top motivational books and tapes on the market. They got me
all fired up to make the calls, but after the first couple of
rejections, I was back to square one again.

 


Overcoming limiting belief systems

"Then I went to a psychologist to see if he
could help me overcome my problem. No results. I knew the problem
was all in my mind, but I didn't know what to do about it. The
psychologist wasn't much help.

"So one Wednesday night in 1974, after much
anguish and turmoil, I decided to type up my resignation and hand
it in to my manager the next day. I even failed at that...when I
went to the office on Thursday, my sales manager had called in
sick. He would be back on Friday, so I decided to wait one more
day. And that was the best thing that could have happened to
me.

"I spent all day Thursday looking through the
newspaper want ads. While going through one particular paper I can
across an ad about a program called the Silva Method that claimed
to show people how to use more of their minds. They were conducting
a free introductory seminar that same night. I decided to check it
out.

"It wasn't even a sales training program, but
after hearing their spiel, I decided to take the program and see if
it could help me increase my sales.

"Within 90 days after completing the program
my sales increased 200 percent. I was able to combine the skills
and techniques that I had learned in the Silva Method with the
skills and techniques I had learned from the world's Number One
life insurance agent to dramatically increase my sales production.
Selling was easy and fun again.

"In 1978, after having a lot of success
selling life insurance, I decided to start my own financial
planning practice. Using the Silva Method skills and techniques I
was able to build a multi-million dollar financial planning
firm."

 


Learn to use more of your mind

Was Dave Bellizzi's success unique? Was this
one of those things you read about but only a limited few can
achieve? Not at all. There is a difference between the Silva Method
and all of the other programs.

This is not just a book to read and pick up a
technique or two from and then put it on a shelf or loan it out and
never see it again. It is a book to get involved with, to use.

Here is a strategy to help you get more
benefit from this book:

As you read about these techniques, put them
into action. Set new goals for yourself. Line up projects and make
a commitment to succeed at those projects. Give yourself a project
that will test your abilities a bit, one that will require you to
use the new mental techniques that you will learn in this book in
order to succeed.

 


Make your dreams come true with
psychorientology

Using psychorientology to increase sales has
helped many people build prosperous businesses of their own.

One of the first examples was Ken and Elone
Hoobler. "In 1970 when we lived in Irving, Texas, we studied Jose
Silva's Silva Method," Ken recalled. "Our whole lives changed."
They now own their own successful business marketing artificial
decorative stones called Hooblerstones, used by builders in more
than sixty nations.

"When we finished the Silva Method training,"
they said, "Jose Silva asked many of the graduates what they
intended to do with the techniques, now that they learned how to
use more of their minds."

Ken told Jose, "I intend to see all the world
and almost every country in the world."

"Jose Silva gave us the key," they explained.
He told them, "You work so hard to do all the things that you do.
Why don't you use more from your neck up instead of down?"

They took his suggestion seriously. The
results? "We have completely circled the world three different
times n three different routes," the Hooblers said. "Our trips
always pay for themselves and more, because that is the way we
program it."

The Hooblers like to help people, and to
spread the word about how everyone can learn to use more mind for a
better and better life.

They are good salespeople. You have heard
about the salesman who could sell refrigerators to Eskimos? The
Hooblers have sold this American form of "Dynamic Meditation" to
residents of India!

John and Rita Donohue also used
psychorientology to build their own business, called Magic Wind.
They make and sell wind chimes and other items.

Their dream grew from a business grossing a
little over $26,000 in 1976 to more than $300,000 in 1981 and was
closing in on $1 million a year later.

"Perhaps the most significant factor of
1976," they said, "was an encounter with a powerful problem solving
technique called the Silva Method of Mind Development. The use of
this meditation/visualization skill through the years has been a
priceless asset for growth and a vital factor in the success of the
business."

"There is no way to estimate the value of the
Silva Method principles in the conduct of a business," they added.
"We have found the Silva Method of Mind Development to be the most
grounded, practical, accessible and easy method of all the
self-improvement programs we have attended."

Californian Kitt Curtis is another Silva
Method graduate who started her own business. Along with her
daughter Geri, and Betty Ash, she owns a coffee roasting plant.
Published reports list them as the only women in the world with
their own coffee roasting plant. "Thank you, Jose Silva, that class
helped me so much," Curtis wrote in an unsolicited testimonial.

 


How limitations are born

How is Willie trained? One way to train
Willie is the same way you train a horse.

Have you ever noticed how a cowboy can get a
horse to stay in place by just draping the bridle over a hitching
post?

How does this hold the horse? Why doesn't the
horse just walk away?

Training. When the horse was small, the
trainer attached it securely to the hitching post to limit the it's
movement. The horse could only go so far, and it was not big enough
or strong enough to break away.

The horse quickly learned its limits.

With our intellect, we know that a fully
grown horse could easily pull away from the hitching post, but
since no one has communicated that to the horse, it remains within
its limits.

Can this happen to a human being?

Think about this:

When you were a young child, in school, and
your parents and teachers loved you and wanted to motivate you to
do your best, did they ever equate your grades in school to your
ability to succeed in life as a grownup: "You must study hard and
make good grades if you want to be a success in life."

If you are like most people, your grades were
probably average. After all, they set up the system so that only a
few people made good grades, and only a few made really bad grades.
Most people were average. They learned their limits early. They
learned their limits at an age when very strong impressions are
being made on the brain, impressions that will lie buried, shaping
our lives, after the brain matures and is functioning more
intellectually.

Our grown up intellect "knows" that we need
not be limited by the grades we made in school many years ago. We
have many examples: Jose Silva never got a grade, because he never
went to school a day in his life...as a student. Einstein failed
math. Helen Keller was thought to be un-teachable because she was
deaf and blind.

So we "know" that we do not have to be
limited. But nobody is getting the message through to Willie. It
was the young, emotional, feeling, helpless, Willie who got the
message. And Willie is still working hard to keep us within those
limits.

Willie can bring your progress to a dead
stop, just as the rope stops the circus elephant.

On the other hand, Willie can work for you,
24 hours a day every day of your life, to help you make all of your
dreams come true. In fact, you can do more than make your dreams
come true...you can learn to dream greater dreams.

 


Re-programming your bio-computer brain for
greater success

To help you understand how you, as a human
being, function, let's just consider the brain for a moment. Your
brain functions much like a computer. It operates on a very small
amount of electrical energy that pulses, or beats, several times
each second. Like a computer, your brain can store information and
retrieve that information later. That's called memory. And when
programmed properly, your brain can use information to solve
problems.

Your brain has many highly specialized areas.
The cortex - the wrinkled up gray matter that forms the outer
portion of your brain - is divided into two halves: the left brain
hemisphere, and the right brain hemisphere.

The left brain hemisphere is associated with
logical, rational thought; with the objective - physical - senses.
The left brain hemisphere must understand everything, must have a
reason for everything. This is the part used mostly by Wilfred.

The right brain hemisphere is associated with
imagination, creativity and intuition. This side of your brain sees
patterns and form. It appreciates art and music. You could say that
your left brain hemisphere sees the trees, while the right brain
hemisphere sees the forest. Your right brain hemisphere is
associated with your subjective - mental - senses. It is used
mostly by Willie.

To achieve your full potential, you need to
use both brain hemispheres to think with, to use both Wilfred and
Willie, working together as partners. You need Wilfred's logic and
ability to reason, and you also need Willie's creativity and
intuition.

But most people use only the logical left
brain hemisphere. They develop their physical senses to a high
degree, but virtually ignore their mental senses.

 


Multiply your talent - automatically

When you learn to use both your left and your
right brain hemispheres as they are meant to be used, instead of
just using only your left brain hemisphere, you will be infinitely
more successful.

Let's look at it this way:

Suppose you were one of several salespeople
going to make a presentation to a prospect, and the other
salespeople all thought that they could use only one leg. While all
the others were hopping around, trying to get to get along on just
half of their abilities, you would look like a person who was in
control and who could get things done.

To them, it would seem like you could work
miracles. Even if you cannot run fast, you can still outrun a
person who uses only one leg. Even if they use crutches, you could
still outperform them so much it would seem to them like you were
working miracles.

But, if they only knew they could use their
other leg, they too could do the things you do. They could make
more sales, help more people, and everyone would be better off.

That is what it is like when you learn to use
both brain hemispheres to think with. You will be doing things you
used to think were miracles, things you thought you could never do,
things you thought were done only by special people with something
"extra."

You have both a left and a right brain
hemisphere, just like everyone else. You have a mind just like
everyone else. You can learn to use more of your mind, the way the
superstars do. Just imagine how this can help you and your loved
ones.

The greatest discovery you will ever make, is
the potential of your own mind.

 


Everyone can succeed

If you feel a little bit skeptical about
learning to use intuition to help you, that is all right. It is
Wilfred who is the skeptic. That is Wilfred's job, to protect us by
screening everything for us and helping us to avoid things that
might hurt us or waste our time or money.

In fact, there is no logical way to convince
Wilfred about intuition and creativity and other non-physical
things. Wilfred's domain is the physical world.

But the Silva Method techniques will work for
you, because you will begin to learn shortly how to bypass Wilfred
and gain direct access to Willie. Then you will give new
instructions to Willie, and this will enable you to function the
way the superstars do.

At that time, Wilfred will accept the reality
of your experience, although there might still be a tendency to
want to find an explanation.

 


Research shows that even skeptics
succeed

A research study conducted by Rafael Liberman
at the Sociology Department of Bar-Illan University in Israel
showed that both skeptics and believers attained equally good
results in attaining the goals they were seeking from the Silva
Method techniques.

Both believers and skeptics attained a
similar number of objectives, Liberman reported. But there was one
difference: Those with a high expectation reported greater success
within the individual fields, than the group with low
expectations.

According to Liberman, "The results show that
skeptics' who take the Silva course attain the same achievements as
those whose expectations were high."

To gain the greatest benefit from the
techniques in this book, simply recognize that Wilfred will be
skeptical from time to time, and that's all right. All you need to
do to be successful is to make up your mind to follow the
instructions, and you will succeed. We guarantee it.

 


Controlling the sub-conscious
consciously

In order to re-educate Willie, we must first
get Wilfred to be quiet. Wilfred is like a manager who demands to
be heard. When Wilfred barks out orders, Willie has to listen and
usually must obey.

But Wilfred has some rather severe
limitations. Wilfred has some very strong needs: the need to prove
everything logically, the need to do things in sequence, the need
to explain things rationally, the need to be in control.

Willie, on the other hand, is creative,
intuitive, trusting. And Wilfred is suspicious of much of what
Willie does. Wilfred does not understand creativity, because so
often it comes in illogical ways. Wilfred does not trust intuition
because it cannot be explained by conventional scientific criteria.
Wilfred has little respect for anyone who does not fight to be in
control.

Yet Willie is the one who knows how to carry
out the instructions that Wilfred gives. When Wilfred wants to
store some information away in memory, for instance, Willie takes
care of the task, and Wilfred does not have a clue as to where
Willie stores things. When Wilfred needs a solution, Willie can get
it without Wilfred having any idea of how it was done. Of course,
Wilfred has such a strong need to explain everything that Wilfred
will come up with an explanation, even if it is not true.

How do you mediate between these two aspects
of yourself?

Through an act of Will.

As you practice the techniques in this book,
you will learn how to contact your higher self, the part of you
that is in contact with higher intelligence and can guide you to do
what is best, not only for yourself, but for all concerned.

You can achieve more through cooperation than
by confrontation.

There is enough of everything for everyone.
When you see things from a higher perspective, you will know
exactly how to use both Wilfred and Willie appropriately get
whatever you need and do what is best for all concerned.

Jose Silva believes that we were assigned to
this planet in order to help correct problems. The more problems we
correct, the more rewards we will receive.

"Try and correct problems," he explained, "as
many as you can. Your problems, anybody's problems. As you become
aware of a problem, it is your responsibility to start thinking in
the direction of solving it. Whether it is your problem or anybody
else's problem, it is a problem detected on planet earth, and you
are the keeper of planet earth. Any time you solve a problem, you
get a reward. That is how high intelligence lets us know we are
doing the correct thing."

All this is easier to understand at the alpha
level, so let's get right on to your first mental training
exercise, also known as a conditioning cycle. For that, we will
turn the floor over to Jose Silva:

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

 


Training your mind

So you have agreed to set aside 15 minutes
every day to develop and acquire the extra ability to function
consciously at alpha.

Now let's begin. In the live Silva Method
training program, attendees learn how to function consciously at
alpha in just a few hours, because they have the help of a trained
lecturer who guides them step-by-step and answers all of their
questions.

Many people do it on their own by using the
recordings in a home study course. If you are doing that, you can
skip the information that follows and continue to use your Silva
Method home study course.

If you are going to be learning by reading
this book, it will take longer. It will take you approximately 40
days.

If you have not learned how to enter your
level in a Silva Method seminar or with a home study course, then
continue with the instructions below.

Otherwise, skip past these next few
paragraphs and continue with "The magic of thinking at alpha."

 


Instructions for learning on your own

Remember, this only applies to learning on
your own without an instructor or a recorded home study course.

I am going to let you begin the Silva Method
for increased sales by using positive mental instructions while
relaxed.

I will give you a simple way to relax, and
you will do better and better at this as you practice.

I will also give you a simple statement to
affirm to yourself.

This is how you educate Willie. You relax,
get Wilfred to be quiet, lower your brain frequency to the alpha
range where Willie resides, and communicate directly with
Willie.

What do we mean by alpha brain wave
frequencies?

Your brain operates on a small amount of
electricity that pulses several times a second. During the day,
when you are functioning at the outer conscious level of mind, your
brain pulses about 20 times a second (cycles per second, or cps).
When you go to sleep at night, your brain pulsing slows down to one
time per second, or less.

Alpha is in the center of this normal daily
frequency range, about ten cycles per second. This is associated
with light sleep, dreams, and relaxed daydreaming.

The mental exercise I am going to show you
now will help you learn to lower your brain frequency while
maintaining conscious awareness. In other words, you are going to
learn how to work with both Wilfred and Willie at the same time,
with conscious awareness in both dimensions. When Wilfred and
Willie begin working together, instead of at odds with each other
as they often do, you will begin to get results in your life that
seem like miracles.

I will show you a simple mental exercise now
to get you started.

Even though you are going to be a beginner at
this, expect a miracle.

Your desire, belief and expectations are the
"green light" to Willie to go ahead and start changing your life
for the better.

On the other hand, if you are saying to
yourself, "Well, I'll do the exercise, but I don't really think it
is going to do any good," that's Wilfred wanting to remain in
control and block access to Willie. If that happens, just
acknowledge that this is okay, Wilfred is doing his job. Then go
ahead and relax, do the exercise confidently, and it will work.

The choice is yours, through an act of
Will.

The moment of decision has come.

Do you want to be more in charge of your
life?

If your answer is yes, your dividends can be
not only in increased sales, but in every other facet of your life
as well: better health, better relationships, and all the other
things that help you enjoy life more.

Since you cannot read this book and relax
simultaneously, it is necessary that you read the instructions
first, so that you can put the book down, close your eyes and
follow them. Here they are:

 


Your first alpha experience

1. Sit comfortably in a chair and close your
eyes. Any position that is comfortable is a good position.

2. Take a deep breath and as you exhale relax
your body.

3. Count backward slowly from 50 to 1.

4. Daydream about some peaceful place you
know.

5. Say to yourself mentally, "Every day in
every way I am getting better, better, and better."

6. Remind yourself mentally that when you
open your eyes at the count of 5, you will feel wide awake, better
than before. When you reach the count of 3, repeat this, and when
you open your eyes affirm it again ("I am wide awake, feeling
better than before.")

You already know steps 1 and 2. You do it
daily when you get home from work. Add a countdown, a peaceful
scene, and an affirmation to help you become better and better and
you are ready for a final count-out.

Read the instructions once more. Then put the
book down and do it...

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

 


The magic of thinking at alpha

Thanks to Mr. Silva, you have just
experienced "programming."

Your ability to program gets better with
practice. With practice, you relax more quickly and reach deeper,
healthier levels of mind; you visualize more realistically; your
levels of expectation and belief heighten, yielding bigger and
better results.

Programming in this manner at the alpha
dimension produces far better results than programming at beta.

You can repeat affirmations a thousand times
at the outer level, where Wilfred filters everything thorough his
analytical processes, and not have as much effect on Willie as you
can with just one repetition at the alpha level, where Willie
resides.

That is the secret of why some people are
able to visualize their goals and reach them, while most people get
very little result.

Silva Method research has found that only
about one person in ten naturally thinks at the alpha brain wave
level, and acts at the beta level. Remember, the only way to get
superior results is to learn how to do your thinking at the alpha
level, the way the ten percenters do.

 


How you can become a superstar

When you practiced the simple relaxation
exercise a few minutes ago, you took the very first step in causing
your mind "to go beyond this average stopping point."

And as you continue with the exercises in
this book, you are "sure to be rewarded with fame and fortune" if
you efforts are of a constructive nature.

Napoleon Hill knew it in 1928, but he didn't
know how to teach it. And in Think and Grow Rich two decades later
he still couldn't explain how to do it.

The Silva Method is the program that can
"stimulate any mind and cause it to rise above this average point
without any bad reactionary effects." It is the first program in
history to achieve this.

And now you can achieve this, just like the
superstars. It is yours if you will invest just fifteen minutes a
day in practice, if you will ask Wilfred to stand by while you
communicate directly with Willie.

Now that you have completed that first brief
mental exercise, you are ready to go to the next chapter and learn
to "concentrate" even better.

 


Your step-by-step roadmap to success

We will be with you and guide you every step
of the way until, as you approach the end of the book, you will be
able to take control of your life and live the way you desire. You
will be able to help yourself, and how you can use your mind's
energy to program other people at a distance to help them,
also.

And isn't that what selling is all about:
Helping people get what they want through the use of your product
or service.

It is as easy as A, B, C.

And it all starts with Alpha.

 


 



Chapter 2

 


THE PRACTICE OF POSITIVE THINKING

 


A company once sent a shoe salesman to a
township in Africa where they had never sold any shoes. He was one
of their senior, most experienced salesman, and they expected big
things of him.

Shortly after his arrival in Africa, he wrote
the home office saying, "You might as well bring me back. Nobody
here wears shoes."

They brought him back.

Then they sent another shoe salesman. This
time, they sent one of their newest salesmen. He did not have much
experience, but he had a lot of enthusiasm. They figured he might
be able to sell a few pair of shoes.

Almost as soon as he arrived, he wired the
home office an urgent message: "Send me all the shoes you've got.
Nobody here is wearing shoes!"

 


Here's how positive thinking helps you get
what you want

A positive statement is a statement about
what you want, rather than what you don't want.

Consider this: A child is running toward the
door, and you know that his exit is likely to be a noisy one. So
you give a command: "Don't slam the door!"

Now in those words - "Don't slam the door" -
what scenario do you imagine? What picture is likely to be
constructed out of those words?

A slamming door, of course.

That's because a negative statement was used.
Negative does not mean it was bad; it means that the statement gave
the opposite image of what we desired.

How would you phrase the request as a
positive statement? Think about it for a moment. There are several
ways.

You could say, "Please close the door
gently," or "Please go out quietly." Those are positive statements,
because the words create mental pictures of what we want.

The word "Don't" signals that a negative
statement is coming. We have to stop and think about it, reverse
it, figure out what we do desire in order to make a positive mental
picture for the brain to act on.

Imagine how important it is in a selling
situation to use positive statements. It is very valuable to keep
using words that create the mental pictures you want your prospect
to have.

 


Positive thinking turns rejection into
success

Does this work in the real world?

It worked quite well for San Antonio, Texas,
radio announcer Steve Sellers. "We project a positive image to our
listeners by eliminating the negatives," Sellers explained. "Other
stations' meteorologists announce a partly cloudy day - on our
station that same day is partly sunny." Within thirty days of
starting this approach the station, which for years had been the
overlooked stepchild in the broadcasting chain, turned into a
viable force in the San Antonio radio market.

It worked well for Ray Tobias of Chicago.

"I started work as an insurance rep for
Franklin Life Insurance Company right after I took the Silva Method
training," Tobias said. "I was green, didn't know where I was
going, I was even skeptical about selling anything, because I had
not been a sales oriented person."

First he used the speed learning techniques
he learned in the Silva Method Basic Lecture Series to help him
complete the life insurance company's sales training program.

Then he used the Silva Method techniques to
prepare himself for sales calls, to be ready to satisfy the needs
of his clients. "I improved myself to a point where I received the
award as the highest first year sales rep for the agency," he
said.

"In fact I did so well that the manager
wanted me to teach the Silva techniques to all the other reps. We
got a training program where I did a talk to the other reps. After
that, whenever I called the manager, if I said anything negative,
he would immediately say, Cancel-cancel,' and Better and better.'
All the reps were doing that. Those who did it improved. Those who
didn't, didn't see much of a change.

"I did not program to get the award," he
added. "I didn't even know there was an award. Each time I'd go
out, I'd program to do what needed to be done to be successful: to
satisfy the needs of the prospect, to do what was in his best
interest, and that we would be of some good for him.

"I would program that, I will think the
thoughts, speak the words, and perform the actions that will be
well received by this prospect, and also work for their best
interest.'

"When things weren't going so well, like a
couple of turn downs, or a couple of I'll get back to you' answers,
or See me later,' and I'd get depressed and think, Oh, he'll never
get back,' I'd do a mental housecleaning. I'd use Cancel-cancel' a
lot.

"Then I'd flush out all the negative things
after the day was over, things that might in any way affect my
success. I'd imagine doing it the way that would be successful,
that would also be well received, and would be important to that
prospect.

"Each prospect is different. You can't take
it out of a manual. Where it says to follow this script, you can't
do that. Each person is unique. So I wanted to reach those
particular needs.

"Whenever one of the salesmen would say
something negative, like, Oh, I probably won't get this one,' or 'I
probably won't make this sale,' or, I'm doing real lousy,' I'd say,
Cancel-cancel.'

"This was the best agency of all the
agencies. The morale was great. The guys were always high, were
always up. We had the most sales and best morale of the ten
agencies in our region.

"At the awards banquet," Tobias recalled, "I
didn't know I was going to get this award, for most productive. Not
bad for somebody without much aptitude for sales."

 


A simple change in attitude made them
winners

Hector Chacon, a high school basketball
coach, found himself slipping into the habit of thinking more about
mistakes than he was about successes. He changed his ways and used
the psychorientology approach to positive thinking to motivate an
entire team.

"We probably all start off thinking about
winning," Chacon said. "We dream the great dreams. And in the
beginning, we probably don't even recognize the mistakes we
make.

"But as we gain more and more skill and
experience," he continued, "we begin to concentrate more and more
on playing the perfect game, eliminating every mistake. And that
can be dangerous.

"When we stop focusing on the end result that
we desire, and start thinking instead about mistakes, we are likely
to make more mistakes."

That's exactly what happened to Coach Chacon.
His team would build up a lead in the first half. At halftime he
would focus on the errors in an attempt to correct them. He'd
confront the players with their mistakes and challenge them to
correct them. All the mental pictures were negative - pictures of
the problem. They would blow the lead and lose the game.

After the first five conference games, they
were 1-4.

Then the coach changed his way of talking to
his players. "I called on a friend of mine who had taken the Silva
Method, and asked if he had any ideas that could help me," Coach
Chacon said. "He spent 20 minutes on the phone with me, explaining
the principles of positive thinking." As a result, Chacon made up
his mind to avoid confrontation and instead, to compliment his
players and seek their cooperation.

"In that night's game, I still pointed out
the mistakes," he said, "but after that, I made sure that I told
the players exactly what I wanted them to do. And I took it one
step further. I reminded each player of a successful play he had
made, and told them to do it like that again."

The results? The first time out with this
psychorientology technique, they beat a team that had beaten them a
few weeks earlier. They beat them by a score of 80 to 47! In their
final nine conference games, after that one simple change in Coach
Chacon's approach, they had an 8-1 record.

 


Operating your bio-computer brain

We mentioned earlier that your brain stores
information, much as a computer does. And you can retrieve (recall)
that information, and can use it to make decisions and solve
problems.

Of course, the quality of the decisions, and
the quality of the solutions, is only as good as the quality of the
data that you use when making the decisions and selecting the
solutions.

In the computer business they use the term
GIGO to represent this: Garbage In, Garbage Out.

The information that you put into the
computer is the information that you use to make decisions and
select solutions.

If you put bad data in, you get bad
output.

This applies to your brain just as it does to
any other computer.

If you want to be a superstar sales
professional, make up your mind now to put data and information
into your computer that will provide you with the answers and
solutions that will help you reach that goal. It will pay you
dividends to read inspiring books that help you perform better,
instead of reading about "born losers" and other failures. It will
be much smarter to associate with winners rather than sit around
with the losers and complain about how unfair life is.

 


How to plant seeds of success in your
mind

Let's think for a moment about where the data
comes from that you put into your bio-computer's memory banks. If
you are going to make withdrawals from your memory bank, you want
to be sure to make good deposits to that memory bank.

Data can come from things you read, things
you hear, movies and television programs you watch, experiences
that you have. Where else?

All of the items we have listed so far have
one thing in common: They are all physical things, things that
exist in the physical dimension. There is another whole category of
data that goes into your memory bank and is used for decision
making, goal setting, and problem solving.

What about the things you think?

If you think that you might fail to make a
sale, does that thought go into your memory bank? Can you recall
later that you had that thought? Of course you can.

And what about if you think of success: Does
that thought go into your memory bank? Can you recall it later? Of
course.

 


Trade in your old weaknesses for powerful
new strengths

If you recall a time when you did not make a
sale, and you experience fear when you think about the next sales
presentation you are going to make, then you are putting data into
your bio-computer that could cause you to make decisions - to
behave in a way that will cause you to fail to make the sale. Fear
is a very powerful energizer, and it is contagious.

If you make up your mind to put as much
energy into thinking of a time when you made a big, exciting sale,
then you are putting data into your bio-computer that can result in
decisions that will help you make the sale. You will select the
right words, use the correct gestures and facial expressions and
voice inflections. Your body and your whole aura will be programmed
automatically to help you make the sale.

 


Positive thinking saved lost sales and a
business

"Last summer, we were just about broke,"
Chuck Warnock said. "Our photography business wasn't going well, we
weren't making enough profit and I thought we might go under.
Debbie remembered hearing Carolyn Deal at a Silva Method
introductory lecture and called her. Debbie enrolled in the next
Silva course, and the rest is history.

"A year later, our company was named
Franchise of the Year' by the home office," Chuck said. "We were
competing with 104 other franchise owners, and weren't even
expecting to be nominated, much less selected."

"Chuck wasn't real gung-ho about the Silva
Method at first," his wife Debbie said. "So I took it, and he
watched to see what would happen. When he saw that what I was doing
seemed to be making a difference in what he was doing, then he took
the course too."

Positive thinking has been very important, as
Debbie explained in the following example.

"In our business, we go to churches and take
pictures of all the families. Then we make a pictorial directory
for the church, for free.

"We are allowed to go back and sell copies of
the portraits to the members. If they don't buy the portraits, then
we do, so it is very important to sell the portraits."

On one occasion, they had a problem. "The
photographer wasn't aware of it at the time, but one of the strobe
lights was not flashing. As a result, the lighting was off terribly
in all the photos. They looked like mug shots, that should have
been hung in the post office.

"They were the worst looking pictures I have
ever seen. The lighting caused people to have a really harsh look.
They had shadows on their faces that showed the bags under their
eyes and everything.

"The hardest thing to sell is a picture like
that. Women, especially, will say, Well, I don't like these because
I am getting older, and it looks like I am getting older.'

"So we knew we had a problem before we went
to sell these. We knew that we had a possibility of losing a whole
lot of money in that particular church."

They programmed themselves: they imagined
everyone being happy with the pictures, looking at the good things
about them: The pictures were of a very special occasion involving
church and family, it was a very special moment in their lives, and
they wanted the pictures to remember it by.

Armed with that positive programming, the
photographer went back with the pictures. "He had the highest sales
average he'd ever had in any church," Debbie said. "Not one person
declined to buy. Nobody said anything about the pictures looking
bad.

"We did not let an error in the photo session
ruin the joy that those families should have with the pictures of
that special occasion.

"That encouraged us to keep on, to keep being
positive, not trying to judge what people would like or not like,
what they could afford or not afford. We just keep a positive
attitude, and program that people will want the pictures. It is
working pretty good for us."

Warnock was a pastor for 30 years. At this
writing, the former Silva Method skeptic and his wife are
considering becoming Silva Method instructors.

"I think that Silva is a very spiritual
thing," Debbie explained. "What I like about it is, I think that
God made us this way. All this stuff is not something that Jose
Silva invented. He just figured out that this is the way human
beings are made.

"As I see it," she said, "we are just tapping
into things that God already put there. We just didn't know how to
use it yet, didn't have an instruction manual on it."

 


Research proves how your expectancy gets
results - good or bad

If you want scientific proof of how your
expectancy can affect someone else, check out the research that was
conducted by Dr. Robert Rosenthal of the University of North Dakota
several years ago.

In this project, which is well known among
educators, Dr. Rosenthal set out to determine the effect of a
person's expectations on research subjects. The research subjects
he chose were laboratory rats.

In this carefully controlled experiment, 12
senior division students in experimental psychology were each
assigned a group of five albino rats to run through a maze ten
times a day for five days. Although the rats were selected at
random, each student was informed that the rats were either
"maze-bright" or "maze-dull."

The results, reported by Ernest O. Melby in
the book The Teacher and Learning indicated that "on three of the
five days and for the experiment as a whole, experimenters
believing their subjects to be bright obtained performance from
them significantly superior to that obtained by experimenters
believing their subjects to be dull. The subjects believed to be
bright appeared to be learning the problem while those believed to
be dull did not."

If a person's expectations can have that much
effect on a rat, imagine the effect it can have on another
person.

Make up your mind to expect the best, and you
will usually get it.

 


Proof positive is in your hands

Your thoughts can affect your body: Positive
thoughts make you stronger, while negative thoughts make you
weaker.

Roy and Maree Proctor use a simple experiment
to dramatically demonstrate this. You can do this yourself if you
desire.

Roy Proctor was an insurance salesman for
many years in San Antonio, Texas. After he took the Silva Method
training in 1970, Roy and his wife Maree moved to New Orleans to
open a Silva Method center there.

To demonstrate the effect that words have on
a person, they will first test the strength of a person's skeletal
muscles, then have them use certain words and note the changes.

"A seaman came to our Silva Method lectures
one time," Maree recalled. "He used the word damn' extensively. I
called him on it, and he looked defensive, like, Lady, if you can't
take it...' We had him get up and hold his arm out, while I
measured how much force it took to push the arm down. Then I had
him repeat the word while I pushed down on his arm again. There was
a dramatic difference in strength: He was weaker every time we
tested him."

You can conduct the same experiment using the
words "can" and "can't."

To test yourself, you will need an assistant
to measure your strength. There are two easy ways to do this:
Either hold your arm straight out to your side, with your thumb
down, and have your friend push your arm down; or, if you prefer,
make a circle of your thumb and first finger of either hand - hold
them tightly and have your friend pull them apart. If you are too
strong for your friend, then use a weaker finger.

Then experiment with different words, and see
how negative words weaken you, while positive words make you
strong.

When words can have such a powerful effect on
the physical body, is it any wonder that nobody wants to do
business with a negative person?

Positive people are stronger, and they make
those around them feel better physically.

Unpleasant thoughts produce unpleasant faces.
This story says it best: Once when President Abraham Lincoln turned
down a recommendation from his advisors to appoint a certain man to
an important post, he explained that he didn't like the man's
face.

"The man is not responsible for his face,"
the advisors objected.

"Every man past 40 is responsible for his
face," Lincoln replied.

If you want to have a pleasant, youthful
face, remember to think positive thoughts.

 


Become strong in both dimensions

Jose Silva will cover some special alpha
techniques a little later to help you build up energy for the
success thoughts, and to banish the negative energy of fear that
sometimes is so strong.

For now it is important to remember that you
are dealing with two dimensions: the physical, and the mental. You
must take steps to use both dimensions to help you reach your full
potential.

You can learn your sales scripts perfectly,
you can know the best attention getters, you can be the most
persistent prospector on the staff, and you can master fifty
closing techniques, but if you ignore the mental dimension you are
still using only half your ability and you will achieve far less
than half of your potential. If you don't get out and do something
with your knowledge and ability, then you will achieve very
little.

When you use all of your abilities, and you
are persistent and professional, then you will achieve results that
you will be proud of and other people will admire. And more
importantly, you will earn a lot of money so you can have the
things you want in your life, and can take care of your family the
way you want to.

 


Powerful words that sell

Here are some positive words that will help
you to make more sales:

Achieve, advantage, agree, beauty, benefit,
character, charming, determined, fun, good, health, helpful, hope,
ideal, industrious, investment (rather than cost), joy, kind,
lovely, maximum, music, opportunity, pleasant, productive, rejoice,
reliable, satisfy, save, smile, success, truth, unity, valuable,
victory, you.

And here are some words to avoid:

Absurd, blame, can't, careless, complain,
condemn, coward, crazy, crooked, die, don't, doubt, dummy, error,
failure, fear, guilty, hard, hate, have to, hopeless, humiliate,
hurt, if (not "if you do" but "when you do), inferior, insane,
jealousy, kill, liar, need, obstacle, pain, poor, poverty, scared,
sick, stupid, tired, try, waste, won't, worry, wrong.

A sales person is always a counselor, Jose
Silva reminds us. Good salespeople never sell anything; they
introduce people to products or services. Good salespeople never
mention cost; they never say, "It is going to cost you so much," or
that you "have to pay" a certain amount. Customers know they must
pay, that nothing is given away free.

Just mention the quality of the product, the
benefits to the customer. Then, when the customer is interested and
you've got him in a position where he can use your product or
service, tell him, "You only put up" a certain amount.

"Nobody wants the product to cost anything,"
Jose Silva adds. "They want it to be free. And remember, you don't
want to tell people what they have to do. They don't have to do
anything.

"Phrases like have to' and the cost is...'
and your price...' should never be mentioned."

Jose Luis Romero, who works at Silva
International Headquarters in Laredo, suggests to Silva Method
lecturers that when they mention the price of the program, they
say, "Your investment is...." When people make an investment, it is
for their benefit. It is not like giving money away.

Now here is another alpha exercise from Jose
Silva:

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

 


Learning to use the alpha level
consciously

When you attend a Silva Method seminar or use
a recorded home study course, you learn to enter the alpha level
and function there with just one day of training. However, learning
on your own takes longer. If you are learning to reach the alpha
level on your own, I am gong to ask you to invest forty days. After
that, you will be ready to program yourself for whatever you
desire.

If you have already attended a Silva seminar,
or if you have already learned to enter the alpha level by using a
home study course, then you can skip these instructions and go
directly to the Mental Housecleaning section below.

When you enter sleep you enter alpha. But you
quickly go right through alpha to the deeper levels of theta and
delta.

Throughout the night your brain moves back
and forth through alpha, theta and delta, like the ebb and flow of
the tide. These cycles last about ninety minutes.

In the morning, as you exit sleep, you come
out through alpha, back into the faster beta frequencies that are
associated with the outer conscious levels.

Some authors advise that as you go to sleep
at night, you think about your goals. That way, you get a little
bit of alpha time for programming. The only trouble is, you have a
tendency to fall asleep.

For now, I just want you to practice a simple
exercise that will help you learn to enter and stay at the alpha
level. Then in forty days, you will be ready to begin your
programming.

In the meantime I will give you some
additional tasks that you can perform at the beta level, that will
help you prepare yourself so that you will be able to program more
effectively at the alpha level when you are ready at the completion
of the forty days.

Here is your alpha exercise:

You will practice this alpha exercise in the
morning when you first wake up. Since your brain is starting to
shift from alpha to beta when you first wake up, you will not have
a tendency to fall asleep as you enter alpha.

Here are the steps to take:

1.When you awake tomorrow morning, go to the
bathroom if you have to, then go back to bed. Set your alarm clock
to ring in fifteen minutes, just in case you do fall asleep
again.

2.Close your eyes and turn them slightly
upward toward your eyebrows (about twenty degrees). Research shows
that this produces more alpha.

3.Count back slowly from 100 to 1. Do this
silently, that is, do it mentally to yourself. Wait about one
second between numbers.

4.When you reach the count of 1, hold a
mental picture of yourself as a success. An easy way to do this is
to recall the most recent time when you were 100 percent
successful. Recall the setting, what the scene looked like, and
recall what you felt like.

5.Repeat mentally, "Every day in every way I
am getting better, better and better."

6.Then say to yourself, "I am going to count
from 1 to 5; when I reach the count of 5, I will open my eyes,
feeling fine and in perfect health, feeling better than
before."

7.Begin to count. When you reach 3, repeat,
"When I reach the count of 5, I will open my eyes, feeling fine and
in perfect health, feeling better than before."

8.Continue your count to 4 and 5. At the
count of 5, open your eyes and affirm mentally, "I am wide awake,
feeling fine and in perfect health, feeling better than before. And
this is so."

 


These eight steps are really only three

Go over each of these eight steps so that you
understand the purpose while at the same time becoming more
familiar with the sequence.

1.The mind cannot relax deeply if the body is
not relaxed. It is better to go to the bathroom and permit your
body to enjoy full comfort. Also, when you first awake, you may not
be fully awake. Going to the bathroom ensures your being fully
awake. But, in case you are still not awake enough to stay awake,
set your alarm clock to ring in about fifteen minutes so you do not
risk being late on your daily schedule.

2.Research has shown that when a person turns
the eyes up about twenty degrees, it triggers more alpha rhythm in
the brain and also causes more right brain activity. Later when we
do our mental picturing it will be with our eyes turned upward at
this angle. Meanwhile, it is a simple way to encourage alpha. You
might want to think of the way you look up at the screen in a movie
theater.

3.Counting backward is relaxing. Counting
forward is activating. 1, 2, 3 is like "get ready, get set, go!" 3
to 1 is pacifying. You are going nowhere expect deeper within
yourself.

4.Imagining yourself the way you want to be -
while relaxed - creates the picture. Failures who relax and imagine
themselves losing the sale frequently create a mental attitude the
brings about failure. You will do the opposite. Your mental picture
is one of success, and will create what you desire: Success.

5.Words repeated mentally - while relaxed -
create the concepts they stand for. Pictures and words program the
mind to make it so.

6, 7 & 8.These last three steps are
simply counting to 5 to end your session. Counting up activates
you. But it is still good to give yourself "orders" to become
activated at the count of 5. Do this before you begin to count; do
it again along the way; do it again as you open your eyes at 5.

Once you wake up tomorrow morning and prepare
yourself for this exercise, it all works down to three steps:

With your eyes turned upward twenty degrees
-

A.Count backwards from 100 to 1.

B.Mentally picture yourself successful and
affirm your continuing success.

C.Count yourself out 1 to 5, affirming good
health and wide awakeness.

 


Forty days that can change your life for the
better

You know what to do tomorrow morning, but
what about after that?

Here is the program:

*Count backward from 100 to 1 for ten
mornings.

*Count backward from 50 to 1 for ten
mornings.

*Count backward from 25 to 1 for ten
mornings.

*Count backward from 10 to 1 for ten
mornings.

After these forty mornings of countdown
relaxation practice, count backward only from 5 to 1 and begin to
use your alpha level.

People have a tendency to be impatient, to
want to move faster. Please resist this temptation and follow my
instructions as written. You must develop and acquire the ability
to function consciously at alpha before the mental techniques will
work properly for you. We've been researching in this field since
1944, longer than anyone else, and the techniques we have developed
have helped millions of people worldwide to enjoy greater success
and happiness, so please follow these simple instructions.

We are including a couple of items to help
you:

At the end of this chapter and the next three
are forms so that you can keep track of your practice sessions.
Check off each time you practice the countdown, and as soon as you
have done the required number, move on to the next exercise.

In addition, we are including other
activities that you can practice during each ten day period. This
practice will help you develop skills that will be beneficial to
you immediately.

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

 


Mental Housecleaning

In addition to practicing the alpha technique
Mr. Silva just gave you, you can also develop the skill we term
"Mental Housecleaning."

During the day, practice Mental
Housecleaning. In the evening, before you go to bed, review and see
how well you did. Ten days of practice will be a very big aid in
helping you become a more positive thinker.

This is extremely important to learn before
you advance too far with your alpha functioning. Thoughts are much
more powerful at the alpha level, so you want to be sure that you
have developed the habit of positive thinking. When you are
functioning at the alpha level, you want positive thinking to be
automatic.

Here is what to do:

You recall from our previous discussion that
positive thinking is thinking about what you want, rather than what
you don't want.

During the day, notice what you think about,
and notice what you say.

Do you imagine yourself having a difficult
time getting appointments, or do you imagine yourself making
presentations to a lot of people?

Here are some words and phrases that you want
to eliminate from your vocabulary:

 


Negative - Positive

I can't... - I can...

That makes me sick - I dislike that

I don't think so - I think...

I forgot... - It slipped my mind

I'm a failure - I'm getting there

I'm shy - I'm assertive

This person is going to say No - How I can
help this person?

I'm not very smartI am smart

I don't feel worthy - I am worthy...

That's a pain in the neck -

It burns me up -

I'm afraid -

If only... -

I don't deserve... -

It drives me crazy -

 


Here is what to do when you notice that you
are using negative words and phrases:

Stop, and cancel out the negative words by
saying, "Cancel-cancel." Then replace the negative words with
positive words.

It is very important to always finish with a
positive statement, a positive thought.

A 55-year old man who attended the Silva
Method training in Albuquerque, New Mexico, had this to say after
reflecting on his language for a while: "For years I've used the
phrases, I can't see that,' It's a pain in the neck,' and It's a
pain in the....' Well, I won't finish the phrase, but let me
explain: I wear glasses, I have headaches in the back of my head,
and I have hemorrhoids!"

That got a laugh from the other members of
the seminar, but when a person has suffered with those problems for
several decades, it is no joke.

 


Be good to yourself and be more
successful

What do you think about:

*Do you think about a prospect saying No or
do you think about them saying Yes?

*Do you think about the last rejection, or
about helping your next customer select the best product?

*Do you worry about the way you said the
wrong thing on your last call, or do you think about saying the
right thing next time?

There are many ways that you can be more
positive, when you think of things from the customer's point of
view.

 


A secret way to protect yourself from
negativity and rejection

Sometimes you might find yourself in a
situation where you cannot say "Cancel-cancel." For instance, what
do you do if your sales manager or a customer says something
negative to you? If you tell them "Cancel-cancel" they might just
Cancel-cancel you!

Instead of that, just give them a big Zero.
In a computer, the program uses either a Zero or a One - that is,
the circuit is either open or closed. When it is open, nothings
gets through.

So give the negative words a big Zero by
saying, "Oh."

For example:

"You really fouled up this time!"

"Oh? Well, what can I do to make it
right?"

By doing that, you are cancelling out the
negative thought, and replacing it with a positive thought.

These techniques work. Read what a giant New
Jersey pharmaceutical manufacturing firm had to say after learning
the Silva Method:

" Cancel-cancel' and better and better' are
new phrases being spoken at (the pharmaceutical firm) after 150
employees participated in the Silva Method training.

"For over 150 employees, the phrase better
and better' is synonymous with a new way of thinking, a philosophy
of one's own inner consciousness and a different attitude about
life, work and other people."

"Even though I went into the course with a
certain amount of show me' attitude, I have to admit that I
thoroughly enjoyed the program," a company merchandising director
said. "It gave me a new sense of awareness about myself and the
importance of working with fellow employees," he continued. "I am
applying what I learned by trying to develop the ability to channel
my interests and accomplishments so there is less wasted time and
motion. The concept certainly makes you stop and think."

 


Be kind to yourself

It takes time to learn any new skill. And
positive thinking is a new skill. We have been programmed,
biologically and by our parents and teachers, to watch out for
trouble. This helps us to survive in the physical world, because
there are many things in the world that have the potential to harm
us.

Therefore, you might notice that you are
using quite a few negative words during the day.

Some people become depressed when they
discover this. They beat themselves up mentally and verbally: "Wow,
am I negative! I can't even pass the first part of this
course!"

We'd suggest a different approach.

Instead of looking at the down side - how
many negative things you might be saying during the day - look at
the good side. Or as somebody once put it, Look for the good and
praise it.,

Now what, you might ask, can be good about
realizing that you are saying so many negative things?

The fact that you noticed it is good. Now
that you are aware, you can take steps to change.

Once you begin to think and talk about the
things you want rather than the things you don't want, you have
opened a big door to success.

 


Evaluate your progress

You might be surprised just how much this one
simple exercise - Mental Housecleaning - can help you. To get an
idea of how much this can benefit you, do this:

Notice during the day how people respond to
you as you use positive words and phrases instead of negative
ones.

At night when you are ready to go to sleep,
notice whether you feel better than you normally do, and if you go
to sleep easier and faster than before.

In the morning when it is time to get up,
notice whether you find it a little easier to get up and face the
new days with its challenges and opportunities.

 


 



Chapter 3

 


PROFESSIONALISM - LAW OF RATIOS

 


There was a man who loved chocolate chip
cookies. He loved them so much that he purchased a chocolate chip
cookie machine. The salesman told him it would make all the
chocolate chip cookies he wanted.

He poured in the flour and other ingredients
and of course a lot of chocolate chips, turned on the switch and
waited. Pretty soon the machine started to rumble and shake, then
it got warm and steam started coming out of it. He could begin to
smell the cookies baking, and pretty soon the conveyor belt started
moving and sure enough, here came dozens of chocolate chip
cookies.

For several days the machine turned out
chocolate chip cookies, the best he had ever eaten.

Then one day it stopped.

"It must be stuck," he said. He hit it with
is hand, but it did not start up again. He kicked it. Still
nothing. "It must be broken," he concluded. "Well, it was nice
while it lasted."

He never realized that the reason the machine
did not give him any more chocolate chip cookies, was because he
had not put any more ingredients into the machine. The
cause-and-effect formula applies, even to chocolate chip cookie
machines.

 


You can't deposit wishes and gonna-do's in
the bank... they are not legal tender

There's really no mystery about what it takes
to be a successful sales person: You must persuade people to
purchase your product or service, and do it now. The more people
you persuade, the more successful you are.

That sounds simple. The difficulty, comes in
knowing how to go about doing it. Everybody knows what it takes,
but not everybody knows how to do it.

The good news is, you can learn how.

Let's take a look at how to go about
persuading a lot of people to purchase your product or service.

First, you must find people who are willing
to listen. A lot of people. Once you have that, you can learn how
to tell your story more persuasively and more effectively: How to
establish rapport, to how find out what your prospects really want,
how to show how your product or service can help them get what they
really desire, and how to understand what people's real objections
are, and when they are just making excuses,.

You can do all of this...once you have people
to talk to. But, you must have people to talk to first.

 


The bench is warm enough, now get in the
game

You can only make a sale when you call on
prospects and tell them your story. Then why do salespeople
hesitate to make calls?

Fear.

Fear of rejection.

We all want to belong, to be liked, to be
accepted. It is part of our biological programming, our survival
programming. The more friends we have, the better our chances of
survival.

People who are controlled by this need for
approval have a difficult time in sales, because they tend to avoid
risking rejection. They hesitate to ask for appointments, and when
they get appointments they hesitate to close and ask for the
order...and the money.

Some people get a feeling of security by
being in control of every situation. The trouble is, they hesitate
to enter situations that they cannot control.

They also have difficulty in sales because
they cannot establish rapport with their prospects. By trying to
control everything, they do not let the prospect express his or her
needs and wishes and apprehensions.

In order to become highly successful, you
must make up your mind to take risks. You must develop strategies
that permit you to risk rejection, that allow you to go into
situations where you do not have absolute control. In this book, we
will show you several ways to program yourself at the alpha level
so that you will be comfortable in situations that used to make you
apprehensive.

Here's some good news, a key to make you more
successful: Selling is a numbers game.

The more people you tell your story to, the
more sales you will make.

The more sales you make, the more money you
will make. And in the game of selling, money is the way we keep
score.

 


How a youngster learned to love making cold
calls

A young would-be salesman learned to love
making cold calls. Here is the story the way Burt Goldman, a Silva
Method lecturer from California, tells it in the book, The Silva
Mind Control Method of Mental Dynamics (Pocket Books):

One day Roger G. phoned to report how
effectively he had used the Silva Method to solve a problem
involving his 13-year-old son Shawn. Shawn wanted to earn some
extra money and had his father drop him off in a nearby
neighborhood with a basket of stencils, paint, and brushes. Shawn
was going to paint numbers on the curbs in front of houses. The
numbers would make it easier to identify the address. Shawn would
sell his service for one dollar.

Roger, a salesman, was easing his son into
the profession. Even if Shawn did not take to sales, at least he
would have a better idea of what his father did, and that was
Roger's primary interest. He felt that this was an easy sell and
that his son might even make a few dollars at it. Shawn, who had
never tried anything like it before, was excited and could hardly
wait to begin.

Roger dropped Shawn off in a residential
neighborhood and promised to return within two hours. An hour and a
half later Roger pulled up to the curb where Shawn sat, his chin
resting on his fist, with a dejected look on his face that
brightened when he realized he was being picked up.

Dropping his basket on the floor of the car
with a bang, he sat heavily on the back seat and sighed. "Boy, Dad,
I don't know how you do it. That was the worst experience I've ever
had in my whole life. I don't ever want to do that again."

Needless to say, his father was disappointed.
He asked, "What happened, Shawn? Didn't anybody buy the
service?"

"Oh yeah," replied his son, "a few people
paid me a dollar to paint their numbers on the curb. It was the
ones who slammed the door in my face that bothered me." And shaking
his head he asked again, "How do you do it, dad? How can you take
that?"

"Take what? What are you talking about, son?"
Roger asked.

"You know what I mean. People are so nasty.
They cursed me, and threw me out of their houses. Some of them
yelled at me. I didn't realize that people were so mean."

On questioning, it turned out that none of
these things were really happening, although Shawn thought that
they were. He had faced, for the first time in his life, the bane
of the sales profession, rejection. At age thirteen he had never
gotten so much of it in so short a period of time. Everyone, it
seemed to him, rejected him - which to him meant that they didn't
like him. It was too much; he couldn't handle it and would never
expose himself to that experience again. "Well, did you sell any?"
his father asked.

Shawn reached into his pocket and pulled out
a crinkled dollar bill, and then a few more until he had
accumulated a small pile. His father's eyes opened a bit wider as
he asked, "How much is there?"

Shawn counted and said, "Six dollars."

"Six dollars!" his father exclaimed. "But
Shawn, that's terrific. You were only out for a hour and a half and
you made six dollars. I think that's pretty good."

"No it's not" was the reply. "I'm not going
out there again, I hate it. I'd rather do anything that knock on
doors again."

"How many people did you call on, Shawn?" his
father asked.

"About a thousand."

His father shook his head seriously and said,
"Shawn, you must be mistaken. You weren't out long enough to call
on a thousand people."

"Well then, maybe fifty or sixty," he said
after thinking about it for a moment.

"You know, Shawn," his father began, "if you
called on sixty people and made six dollars that means you sold ten
percent of them. That's a pretty good average." Shawn's features
took on the look of total misery at that statement, and his father
chuckled and quickly added, "It's okay, son, I'm not going to make
you go out anymore.' He shrugged and continued, "At least you know
what it's all about now."

Roger reported that here was a good test case
for the changing of a viewpoint for him to use. Shawn had a
negative attitude toward selling that Roger was going to turn
around so that his son would have a positive attitude and taste
success.

Shawn was a recent graduate of the Silva
children's class, and he had seen some spectacular events take
place at the seminar for youngsters. He had been a participant in
many of them, so what Roger said did not seem at all strange to
him.

"Shawn," his father asked, "how would you
like me to put a spell on you so that every time you knock on a
door, the person answering will pay you a dollar to paint the house
number on the curb?"

"Every one of them?" Shawn asked.

"Every one," Roger answered.

"Sure."

For it wasn't selling he feared; it was the
rejection. If it could be guaranteed that he would make a sale in
every house, then he did not have to fear rejection. The most timid
salesperson in the world would have the courage of a tiger if every
call were guaranteed to result in a sale.

Thirteen-year-old Shawn G. stood outside the
car while Roger put the spell on him. Pointing his index finger at
Shawn's chest Roger quickly move his arm to describe a five-pointed
star in the air, finishing with a dot in the center of the star at
a nice flourish, while Shawn stood with his chest out as though
catching the symbol.

"That's it," Roger said.

"Now let me get this straight," Shawn said.
"Every person I call on will buy?"

"Yes," Roger said. Shawn grabbed his basket
of paint and started off. "Wait a minute," his father cried. Back
Shawn came to hear what more he had to say. "You know, Shawn,"
Roger said, "on second thought it wouldn't be fair if you were to
sell every one. Have you ever heard me speak about paying your
dues?"

He had, and he understood that if it was too
easy it might hurt his growth and that he had to take a few knocks
just so he could experience what people with less resources had to
experience.

"Well," Roger said, "this is the way the
spell is going to work. You call on fifty people. The first
forty-five will say no. The next five will all buy. Can you handle
that?"

"Sure," Shawn said, "but I'm going to get
past them as quickly as I can."

"That's all right," Roger replied, "so long
as you knock on fifty doors. But, Shawn," he continued, "I really
don't have complete control over this spell. Some of the five might
slip into the forty-five, so here." Handing him a piece of paper
and a pencil he said, "Every time you speak to a person, make a
mark here so that you can keep score, and if one of the five slips
in and you accidentally sell them, circle the mark. When you get to
number forty-five, if two people have bought, then only the next
three will buy."

Off he went, skeptical but game. Roger left
to have a cup of coffee and returned about an hour later. Shawn was
walking briskly down the street, paint all over his pants. When he
noticed his father he waved and Roger pulled over.

"Wow!" he exclaimed. "That spell really
works, I'm selling like crazy. Dad, how about leaving me here, I'll
take a bus back. I don't want to quit just yet, there's plenty of
paint left in the can and I have the rest of the next block to
work."

Roger told the story just as it happened. The
method worked; his son's viewpoint changed. The first time he
knocked on doors, every door was a potential rejection. Shawn hated
that. He hated the feeling that his finger on the doorbell or his
knuckles knocking on the door would bring a person who rejected
him., He couldn't deal with that for very long.

But after the so-called spell, which you
might liken to the placebo effect because Shawn believed that the
spell was going to influence the people he called on, everything
changed. Forty-five people were going to say no. That's not
rejection. That's just a job to do, to get past those forty-five as
quickly as possible so he could get to the five who were going to
buy.

As long as he believed that, he could be a
tiger. He not only didn't care any longer if they slammed the door
in his face, he welcomed it, and the quicker they did it the
better. He would scratch off one more on his way to number
forty-five.

Of course what was happening was that his
enthusiasm and courage showed through and the percentage of his
sales increased dramatically. More and more of the magic five
slipped through. By the time he reached the forty-fifth person he
was so involved with the spell that counting was no longer
necessary and he began to greet a resounding "no" with an "Oh boy,
another one out of the way."

His viewpoint had been changed. Instead of
seeing the door from a negative viewpoint (hate), he began to see
it from a positive viewpoint (love), and that helped him to achieve
his goal.

Incidentally, there is a postscript to the
story. Roger had inadvertently created a monster. Shawn's
introduction to sales took place during summer vacation, and it
wasn't long before he was making $200 a week and had two friends
working for him. It took all of his father's power of persuasion to
get him back into school at vacation's end.

Make the big switch from hate to love, and
you will enjoy life more. Then the affirmation Every day, in every
way, I'm getting better, better and better' will truly take root
and your life will indeed improve.

 


A formula for making more sales

Successful salespeople make calls. They make
a lot of calls, because they realize that above all else, selling
is a numbers game.

If you want to make ten sales, and you know
what percentage you sell when you make your presentation, then it
is very easy to figure out how many calls you must make to make
your ten sales.

If you sell one person in ten, then you must
ask one hundred people to buy in order to make ten sales.

So your very first task is to get off the
bench and get into the game. Even if you are not a very good
player, it is still necessary for you to get into the game.

Once you are in the game, then you can
improve your skills. You can learn to increase your percentage. You
can learn to sell one out of ten, one out of eight, one out of
five. Some days you might sell to every person you talk to, and
some days you might not sell anything. Some of the five might slip
in, and in some instances, they might slip over into the next
fifty!

The law of averages will work in the long
run. When you make enough calls, you will make enough sales, and
reap the rewards of success.

 


How a bad salesman sells $1 million a
year

Dave Bellizzi has a perfect example of how
the numbers game can make you rich:

"When I first started selling insurance," he
recalled, "my sales manager pointed out one man to me and told me
that he had the worst approach and worst sales pitch he had ever
heard. And he added that this guy was one of the top salesmen in
the company. Every year, his sales were well over $1 million.

"I asked the sales manager how this could be.
Go listen to him and find out,' he told me. So I did.

"The guy would dial a number out of the phone
book. When somebody would answer, he'd say, You don't want to buy
any insurance today, do you?' That's awful, a completely negative
approach. Most people would answer No' and hang up. This guy just
kept calling, dialing one number after another.

"Maybe one person out of a hundred would say
Yes.' The thing was, that person would buy. The guy sold insurance
to almost everybody he got an appointment with.

"Why were his sales so high every year?
Because he was calling 300 people a day, six days a week. That's
1,800 calls every week. Only 18 would listen to him, and some of
those people had medical problems and would get turned down, but he
sold enough insurance to make the Million Dollar Club.

"Then one day, he learned about asking for
referrals," Bellizzi added, "and he increased his sales
significantly. He used the same approach: You don't have any
friends who want to buy insurance, do you?' Can you imagine how
much he could have sold if he had a better approach? The Theory of
Ratios always works."

 


How to program yourself to get off the bench
and get into the game

How can you program yourself to make more
calls?

First, use young Shawn's story as an example
to help you cope with the fear of rejection.

In the morning, as you finish your alpha
exercise, mentally picture yourself making calls and enjoying it.
Each time someone turns you down, imagine making a deposit in the
bank; you are paying your dues, you are making an investment that
will pay you big dividends in the future.

Remember Mental Housecleaning. Always "Look
for the good and praise it." After every call, figure out all of
the things you did right. Did you last a little longer than you did
on the previous call? If so, figure out what you did to keep you in
the game longer this time.

While at your level in the morning, review
your reasons for wanting to make calls. How will it help you to
make more calls? It will help you because you will make more sales,
which means that you will earn more money.

Most people, when they think of earning more
money, usually have it mentally earmarked for a particular purpose,
and you probably to too. What is that purpose? Why do you want more
money?

Is it for your retirement? To provide nice
things for your family? For your children's education?

What will you use that money for?

When you answer that question, you have your
motivation.

 


The gold is there for the taking

In order to help you to better understand the
numbers game as it relates to prospecting, imagine two people who
have come to the gold fields to make their fortunes.

The first day the foreman shows each of them
a large pile of sand and a sluice box (a sluice box is a device for
separating the gold from the sand). Then he tells each of them that
if they shovel the whole pile of sand through the sluice box, they
will each average about $300 worth of gold a day.

The first person goes to work shoveling the
sand through the box. The second is much too smart for that. He's
not going to do all that unnecessary work. He is going to poke his
fingers through the sand and just "pick out" the gold here and
there. None of that hard work for him. He thinks he can tell which
spots are most likely to contain gold.

Sure enough, he finds a gold nugget right
off. So instead of shoveling all the sand, he keeps looking for
nuggets. Maybe there is a nugget here. Maybe there. But most of the
sand goes unchecked.

At the end of the day when the first miner is
shoveling the last of his pile of sand through the box and is ready
to collect his $300, the second (hopefully) is realizing his
mistake. He has done a halfway job, found only a few small nuggets,
and made only $50.

The mistake was in trying to make money on
every attempt. Selling and gold mining just don't work that way. It
is the salespeople and the miners who are "dumb enough" to work
hard and send enough raw material through the system who achieve
their goals.

You never know where you'll strike gold,
which shovelful of sand will contain a fortune. You'll never know
which prospect will buy. You'll never know in advance when the
magic spell will take effect.

So, make up your mind to play the numbers
game, make calls, as many calls as you possibly can. Remind
yourself why you are making the calls; remind yourself of what your
ultimate goal is...what you are going to buy with that money, and
why that's important to you. Get in the game!

 


A story of courage

How would you like to work in a business
where you are automatically rejected by everyone you call on?

That's what Lyn McKenzie did.

To make matters worse, she had never sold
anything in her life. She had always been a housewife. Then a
crippling illness put her in a wheelchair. And then her husband
died, leaving her with a house but little money.

While other people might see many reasons for
not even trying, Lyn McKenzie picked herself up, went out on her
own and started knocking on doors to raise money to begin a service
to help handicapped people. Her story is one of the most courageous
in this book.

Dr. Richard E. McKenzie was a psychologist.
After serving as an Army Air Corps pilot in World War II, he spent
many years as Chief of the Stress and Fatigue Section at the USAF
School of Aerospace Medicine. He worked with astronauts, teaching
them stress reduction techniques. After retiring from the Air
Force, the McKenzie's moved to San Antonio, Texas, where he
eventually opened a private practice.

For many years, Dr. McKenzie was a scientific
research consultant to Silva International. He and Lyn practiced
the Silva Method techniques regularly. Dr. McKenzie wrote in his
book The Secret Place, published by the Institute of
Psychorientology, Inc., that they enjoyed living on their
"ranchette" along with "some Peruvian Paso horses, some wonderful
nondescript dogs and other things' that sting, bite or crawl."

In March of 1988, Lyn was stricken with a
disease where the body's immune system malfunctions and damages the
nerves. "The nerves get chewed up by your immune system, and
signals cannot get through to give your legs the proper messages,"
she explained.

In August of that year, Dr. McKenzie brought
his wife to the Silva Method International Convention in a
wheelchair. They were programming and fighting back, using all of
the Silva Method holistic faith healing techniques. But the disease
defied diagnosis. It resembled multiple sclerosis, but it
wasn't.

At the Silva Convention in Laredo, a lot of
people programmed for Lyn. "That was incredible energy," she said,
"incredible energy."

The McKenzies continued to program and she
was walking again a month later. Then tragedy struck again when her
husband suddenly died.

Lyn didn't quit. She began planning what to
do with the rest of her life.

She achieved one goal in August of 1989 when
she attended the annual Silva Method International Convention to
thank everybody for their help and to demonstrate her recovery to
them by dancing at the Awards Dance.

The events of the previous year had made Lyn
aware of a serious problem that needed to be corrected. Handicapped
people are often left out of social activities. At the 1988 Awards
Dance Lyn could only sit and watch as well-wishers expressed their
sympathy. In 1989 she could participate, which was infinitely
better.

Then she learned about a service,
headquartered in Washington, DC, called DateABLE, which gets
handicapped people together socially.

She decided to organize the service in San
Antonio. It would take a lot of money to get it going, which meant
that she needed donations and grants from businesses, corporations,
private agencies, the government...anybody who could help.

"I never did any selling before," Lyn said.
But she knew that if it was going to happen, she was the one who
had to do it.

"I knew I would give it my best shot. If it
was going to go, it definitely would be because of the energy and
input I would put into it."

It was difficult. She had no track to run on,
no sales manager to give her advice and encouragement, to motivate
her and push her out the door.

"When one is asking businesses for favors and
donations," she said, "they get complete rejection. Very rarely do
you come upon someone who says, Oh, yes, I'll be glad to do that.'
Even when it's a worthwhile organization, it is very difficult.

"I knew that the rejection was not personal,"
she continued. "I knew that it was just a business answer. It did
not mean that Lyn McKenzie was a nerd. It just meant that, Things
are rough, and nobody has the money.'" She didn't realize that the
"No money left in the budget" answer was just an excuse.

"I have since found out that on the first
contact you have with people, it is an impossible time to get any
money because they don't know you, don't know if you are
legitimate," she explained. "The money is really there. It is just
that people are squeamish about giving it to an organization that
they don't know anything about. But after they become comfortable
with the fact that you are a viable organization, they are not so
hesitant.

"So I just had to work on making the
organization visible and very dependable, one that is aboveboard in
all matters."

Lyn had two very important things going for
her that helped her through the hard times:

*She had a lot of confidence in her ability
to achieve whatever she set out to do, the kind of confidence that
you get only from the successes that you have.

*She had a very strong desire to help the
handicapped people she was doing this for.

"I always believed in myself," she said. "I
always believed in the organization and what we could do. That
feeling never faltered. I always had it."

Her hard work and belief paid off. She got
the funding and everything else she needed to make her dream come
true.

There was still another challenge that she
still had, and still faces today: The malfunctioning immune
system.

"My immune system is working correctly now,"
she said, "as long as I don't get over tired.

"When I get extremely tired, it stops, it
absolutely stops working.

"I try to keep myself relaxed all the time. I
like to be aware that I could get stressed out if I'm not careful.
So I'm constantly aware, and try to keep my mind free of worry,
free of any extraneous thought. Focusing my mind with all the
things I have to do is very difficult," she said. "I keep myself
from getting too tired. I know what I will be doing, so I pace
myself, so that I don't have to go through that non-working
phase."

She is so busy that she seldom has time to go
to her level during the day. "When I do have time for meditation,"
she said, "I have deep ones, and wonderful ones. On weekends I do
wonderful programming. I am of the belief that that has given me
enough energy to carry on through the busy week, when I don't have
time to stop and go to my level."

Jose Silva says that when a person has had as
much practice and success as Lyn McKenzie has, then all they need
to do is to recall the feeling of being at alpha, and they will
receive many of the same benefits again.

Whatever Lyn is doing is evidently enough. "I
keep myself very healthy," she said. "I never get sick, not even a
cold. I keep myself in such deep alpha at all times that I'm able
to keep my immune system strong at all times."

She keeps DateABLE strong, too, to the
benefit of a lot of wonderful people who have made new friends
because of Lyn McKenzie.

 


How a policeman deals with violent
reactions

Have you ever faced a selling situation where
the client threatened you with physical violence? Fortunately, most
of us have never had to face such a situation. The hostility we
face seldom ends in violence, but can be very stressful to deal
with nevertheless.

Police officers face hostility and violence
frequently. Here is how one policeman, Denis McKeon of New Orleans,
Louisiana, used the Silva Method to help him deal with violent
hostility.

"I wanted to find a way of preventing crime
and violence instead of constantly dealing with the aftermaths of
these incidents," McKeon said. The Silva Method seemed to hold
hope, so he repeated the program, seeking techniques to help him
achieve his goal.

He found what he calls his ideal technique
for dealing with confrontations. Use it the next time you are faced
with a difficult client, and you can avoid dealing with the
aftermath of a lost sale:

"When an individual or a small group of
people confront you and are angry or projecting hatred and
insults," McKeon advises, "remain calm. When they insult you, just
smile and say, Thank you' or something similar. This will surprise
them.

"While they are confused, mentally project
love, peace and brotherhood toward them. The majority of the time
this tactic will break the tension and either end the situation or
allow you to deal with these people n a rational way. This will
eliminate the possibility of violence," he said.

Remember our model. When Wilfred is confused
or frightened, he departs. Then you have direct access to Willie.
You can speak, or you can project your thoughts mentally, and
Willie will get the message.

"I discovered this method when I was
confronted by an individual who was very angry, calling me vile
names and threatening violence," McKeon explained.

"I remembered the beneficial statement that
Negative thoughts and actions will have no influence over me at any
level of the mind.' I decided to try to avoid violence by using
positive mental projection, but first I had to stop his angry
advance.

"I smiled and said, Thank you, that's the
nicest thing anyone has said to me today.' This stopped him in his
tracks with a bewildered look on his face. This gave me the few
seconds I needed to mentally project the love, peace and
brotherhood towards him.

"The result," McKeon noted, "was that he
slowly started to smile and he said, You know, you are okay,' and
then he wanted to shake my hand. The potential violent situation
was over.

"By using the method I have described,
violence may be avoided most of the time. I found this technique to
be effective in about 80 percent of these types of
confrontations."

McKeon made up his mind that he would use
cooperation rather than confrontation and it made him a better
policeman. That same attitude will make you a better salesperson.
McKeon has since retired from the police force, and has been
working on additional applications of the psychorientology
techniques for law enforcement.

One other technique he has used involves
mental projection at a distance.

McKeon said that he would mentally project to
every area of his post each day before he started his rounds. He
would visualize everything peaceful and harmonious.

"After I had been using this technique for a
while," he said, "I started to observe that the residents of my
post were beginning to act less fearful, there was much less
anxiety present and the people were happier in general.

"Their attitude toward me changed also," he
continued. "They became very friendly toward me and were always
glad to see me. They gave me the nickname of Smiley, the happy
cop.' This did wonders for me also. At the end of my day I felt a
sense of accomplishment and satisfaction, as before, I had felt
frustrated and depressed.

"I know this method works," McKeon concluded.
"I have used it successfully for many years. At the same time, the
surrounding posts had all kinds of problems."

If you have not been through the Silva Method
training, then Wilfred might be finding this a little difficult to
accept. That's normal. This is something that Willie does, and
Wilfred will never completely understand it. But it is nothing new.
Napoleon Hill observed it in the superstars nearly a century ago,
and wrote about it many times. And researchers at the Newark
College of Engineering documented mental projection in superstar
executives during their 10-year research project.

Even though Wilfred cannot quite explain it -
which is very frustrating to Wilfred - it is nevertheless true and
something that Willie deals with very comfortably.

 


Getting any prospect's undivided
attention

The first thing you have to do when you call
a prospect is to get their attention. You have to break through
their veil of preoccupation and get them to notice you.

Some salespersons try to get noticed by
wearing flashy clothing, telling jokes, handing out trinkets,
putting on a show. These tactics work for some people, in some
lines.

Regardless of what other strategies you use
or how good you are at showmanship, you need to develop a good
attention getter. You need a good opening line that will get your
prospect's attention.

What could be better than offering them
something they want?

"Would you like to make a million
dollars?"

Most people would like to have a million
dollars, and most people would be suspicious of that line. So, your
attention getter also has to be credible. It also has to talk to
them in terms of their interests.

 


The professional way to approach people

Here are some ways that you can approach
people to ask for an appointment.

1. Walk up to your prospect and say, "Mr.
Prospect, how would you like to (mention a benefit of your
product)?" If the prospect says yes, set up an appointment to make
your presentation. We'll show you how in a moment.

2. Walk up to Ms. Prospect and say, "Ms.
Prospect, if I can show you a new way to do (mention a benefit of
your product) would you be interested?" If the answer is yes, set
up an appointment.

3. Walk up and say, "Mr. Prospect, if there
were a new way to (mention a benefit of your product), you'd
probably like to know more about that, wouldn't you?" Then set up
the appointment.

The secret to getting appointments is to tell
your prospect, within five seconds, what benefit he or she will
receive in return for taking some of their valuable time to listen
to you. If you have something new and interesting to say, they will
listen to you.

You notice that each of the approaches
mentioned above says the same thing, but in different ways. Which
way would be the most effective way for someone to get an
appointment with you?

 


A proven way to make more appointments

Here is a professional way to make
appointments, that has been proven in the field for more than 25
years. It works.

"Mr. Prospect, my name is (give your name).
I'm with (identify your company). I know you're busy, but I stopped
by because I'd like to show you a new idea, that's been of help to
other (mention prospect's occupation), to help (mention a benefit
of your product). Can I see you next Tuesday at 10:00, or would
2:30 be better?"

Here is how we might approach you: "Mr.
Salesman, my name is Ed Bernd. I'm with the Silva Method of Mind
Development. I know you're busy, but I stopped by because I'd like
to show you a new idea, that's been of help to other salespeople,
to help you dramatically increase your sales and income. Can I see
you next Tuesday at 10:00, or would 2:30 be better?"

Notice the various parts of this
approach:

*First you identify yourself and your
company. Many people have been taught to avoid talking to
strangers, so introduce yourself.

*"I know you're busy..." Acknowledge that
their time is valuable. People like and appreciate that: Customer
consciousness.

*"...stopped by to show you a new idea..."
People like to see new things. Remember "Show and Tell" when you
were in school? New is a powerful word, which is why it is used in
advertising so frequently. Everybody wants to know what's new.
Curiosity killed the cat. People are curious by nature - take
advantage of it.

*"...that's been of help to other (mention
prospect's occupation)..." People think that their situation is
different from other people's, and they always want to know what's
happening in their profession.

*"...to help you (mention a benefit)." People
buy benefits. The first three questions that virtually every person
has when you approach them are: 1-What's in it for me? 2-What's in
it for me? 3-What's.... Well, you know the rest. We will discuss
benefits in detail in Chapters 10 and 11.

*"Can I see you next Tuesday at 10:00, or
would 2:30 be better?" Give them two alternatives. "Do you want to
meet with me, or do you want to meet with me?" Multiple choice is
easier than answering an open ended (essay) question.

 


Getting good appointments by phone

You can use the same approach to make
appointments by telephone. Insert "called" in place of "stopped
by."

Here are some tips for using the
telephone:

Immediately show people the courtesy of
asking if they have a moment to speak. "Mr. Prospect, my name is Ed
Bernd. I'm with the Silva Method. Do you have a moment to talk?"
Very few people extend this courtesy. They will be surprised and
appreciative when you do. Most will let you continue. If someone is
busy and tells you, then simply ask when it would be convenient to
call back. They will tell you. And when you call back, they will be
willing to listen to you because you were considerate of their
time. They will feel that they owe you a couple of minutes of their
time.

When you talk on the phone, talk slowly. Fast
talking may indicate nervousness, lack of belief, a con job, no
confidence. People like to listen to a slow, smooth, confident
voice. Record yourself when you are on the phone, then listen to
the recording later. How would you react to your voice?

Try standing up when you are talking on the
telephone. Professional announcers know that standing up often
helps you to project more authority, more power.

Get a shoulder rest or headset so you do not
tire yourself by having to hold the receiver in your hand for long
periods of time.

An easy way to practice

Jeff Slutsky has a unique way of developing
"benefit statements" to get people's attention.

"When people ask me what business I'm in,"
Slutsky said, "I like to give them an answer that will cause them
to say, No kidding! How do you do that?'

"For instance," he continued, "my brother
Marc and I don't say that we do seminars on marketing, sales and
advertising. We say, We teach people how to advertise and promote
so that they can increase sales without spending any money.' That
jumps out and grabs them! When a person responds, How do you do
that?' they are basically asking us to give them a sales
presentation."

Slutsky is a Silva Method graduate, and uses
his level to help him develop the benefit statements that will
cause people to ask, "How do you do that?"

An insurance salesman was having trouble
getting appointments to tell people about a retirement program.
Slutsky helped him develop this benefit statement: "We specialize
in helping our clients accumulate a million dollars for retirement
without having to contribute too much on a monthly basis." People
respond, "You're kidding, how do you do that?" The salesman then
says, "Let's set up a time and get together, so I can show
you."

"It takes some time and some real thought to
come up with a good one," Slutsky said. "You have to get a
different one for each specific product line or service line that
you sell. They really come in handy when you start to introduce
yourself to people."

To develop your own benefit statements,
Slutsky says you must have some quiet time at your level. "If you
force yourself to concentrate, it's not going to work," he
explained. "It is one of those things where you work on it, then
sort of put it away and a few days later it will come to you. You
have to know what you are looking for, and then give your brain
time to bring the solution up from the subconscious to the
conscious."

Our benefit statement for the Silva Method
is: "We show people how to actually use the untapped power of their
mind to help them easily get whatever they want in life." People
say, "No kidding, how do you do that?"

The Slutsky brothers have an interesting way
of testing their benefit statements to see if they work as well as
expected: They try them out at cocktail parties, or other social
settings. At a social gathering it is natural for people to ask
what you do for a living. When you tell them and they answer, "No
kidding, how do you do that?" then you know you have a good benefit
statement.

 


You can do it when you set your mind to
it

Everyone can learn to sell. It takes
determination, and persistence. And you can program yourself for
that. Just remember to think about your goal, what you want, how it
will change your life, and why that is important to you.

Linda Almaraz, a realtor in Oklahoma City,
learned how. "I started off in life by failing the first grade,"
she said. "Now, that's pretty bad. I got through school on my
personality, because I knew I wasn't smart."

She got a job working with her hands, as a
hairdresser. Then someone offered her a job selling health club
memberships. She figured her personality would help her get by in
that job.

"But there was a catch," she said. "The lady
who hired me said that I had to take a course. She said that she
would pay for it, but I had to take it if I was going to work for
her. So I agreed. It was the Silva Method."

Through these jobs, Linda learned about
personal grooming, and she got her body into shape so that she had
the energy to pursue her dream: To become one of the top
salespeople in Oklahoma.

She did just that, with the help of the Silva
Method techniques.

"When I started selling," she recalled, "I
said that I was not going to be known like other Realtors. I was
going to be known for my professionalism, my caring, my willingness
to help other people...and make a lot of money."

At the alpha level, she programmed all of
those traits. She got the message through to Willie.

"Within two years, I got an award as Most
Cooperative Realtor of the Year." Once again, mental techniques,
which rely on cooperation, carried the day.

"They had not issued this award for ten
years," she added. "It stated that it was granted to someone who
showed professionalism, fairness...all my dreams were coming true,
strictly from visualization.

"That award listed all the things I had
programmed that I would be, two years before.

"I use the Silva Method techniques to make
money, to make friends, and to gather knowledge."

Even though she had thought she was not
smart, and had gotten through school on her personality, she found
out otherwise.

"It's been amazing that all of the dreams
that I had as a little girl, the Silva Method was the vehicle of
getting there.

"Everyone has dreams that, One day I will do
this...but I don't know how to get there.' Silva opened up my
mind," she said. "The best part is that you do it for the highest
good. I wouldn't trade it for anything."

 


Your current assignment

After completing your first ten days of
practice, you are ready for your next assignments:

Continuing to practice your mental exercise,
but shorten the countdown to 50 to 1. Otherwise, continue the same
as before. When you have checked off all ten days on the form at
the end of this chapter, you are ready to proceed to the next
phase.

Of course if you have already learned to
enter the alpha level with Jose Silva's system by attending a live
seminar, or learning from a home study course, then just continue
to practice as you have been doing.

After you have practiced Mental Housecleaning
for ten days, and are satisfied with your results, you can add a
new practice to your daily routine.

Of course, continue to practice Mental
Housecleaning from now on.

You new assignment is to make appointments.
Set yourself a daily goal, and make a certain number of
appointments each day.

 



Visit: http://www.smashwords.com/books/view/5887
to purchase this book to continue reading. Show the author you
appreciate their work!
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