CHAPTER ONE

Think Inside Your
Box and Get Your
Mind Right

We become what we think about all day long.
—Ralph Waldo Emerson
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To tully leverage The Power of Consistency and generate massive
sales and business results, you must begin by understanding the
concept of getting your mind right. This basically requires that
you become clear on a very important point: Whatever fills
the space between your ears will eventually escape the boundar-
ies of your mind and show up in your life and business—for bet-
ter or for worse.

This isnt magic, voodoo, or some kind of mysterious
“secret”; it’s just a reflection of human nature, as you’ll see in
later chapters. The weakness with many books on the subject
of the power of positive thinking or the law of attraction is that
they seek to discuss this thought-becomes-reality concept in
mystical or existential terms. But it’s just a reality of our neuro-
logical system that translates a thought into a result.

When [ first came across Emerson’s statement that “we become
what we think about all day long,” I was sitting in a prison cell—and
quite honestly, I found it preposterous. How in the world could my
thoughts define my results in life? It all seemed a bit too much like
smoke and mirrors; I needed something a little more pragmatic. Like
my papaw Wainwright used to say,“I'm from Missouri . . . show me!”
(I don’t think my papaw Wainwright was actually from Missouri,
which made his use of the axiom rather odd.)

Then one day, destitute and imprisoned, it dawned on me
that, somehow, all the chaos in my head had escaped my brain
and manifested itself in my life. What I was living perfectly
reflected what I was thinking.

Once [ processed the implications of this “living what I was
thinking” thing, I realized I alone was therefore responsible for
my life’s quality and results. Of course, it was a little overwhelm-
ing at first, realizing that I had created a miserable life for myself.
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But soon [ became excited about it; after all, if I “thought” myself
into this awful reality, I could certainly think myself into a more
positive one. It was liberating. It wasn’t likely that my life would
improve because [ somehow became smarter or my luck changed.
But if my life could improve by changing my thoughts... hell,
even a bonehead like me could change those!

Here is what I figured out sitting in a 9 x 7 cell with way
too much time on my hands:

Imagine you have a box sitting in front of you holding
everything you need to build a beautiful motorcycle. There are
no missing or extra parts in the box.There are only the parts you
need, nothing else.

Now imagine that you also have the tools and mechanical
skills necessary to assemble this beautiful creation.You begin the
process of removing the parts from the box one by one.

As you do so, you put them together according to the men-
tal image you have of how this machine is supposed to look
once it’s finished. Part by part, piece by piece, you assemble your
masterpiece.

You aren’t putting the pieces together randomly; you are
doing so systematically according to the picture of a motor-
cycle you have in your mind. In other words, you don’t bolt the
wheels on the handlebars. You put the wheels—and everything
else—where they are supposed to go.

Now imagine that you stay focused on completing the assem-
bly. Nothing distracts you from your mission. You maintain laser
focus on assembling everything according to your master plan.

Each piece that you empty from the box serves as the foun-
dation for the next.You bolt the engine to the frame and the
carburetor and gearshift to the engine. You attach the throttle,
brake, and clutch cables to the engine components they control.

And eventually, all your hard work comes to fruition. You
step back and admire your creation as it glistens in the sun.
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You've used every part; the box is now empty of its contents.
The final product stands assembled before you.

Now ask yourself a simple question: Once you have emptied
the box’s contents and assembled them in perfect accordance
with your thoughts about what a motorcycle should look like,
what are the chances that you would look up to see that you
have accidentally baked a cake?

“That’s impossible!” you might say. “There is no way I could
accidentally bake a cake when I had only motorcycle parts in the
box. I pulled out only what was in the box, and I put the parts
together piece by piece according to my vision of a motorcycle!”

Your common sense tells you that it’s impossible to create
anything except what was in the box. And your common sense
would be absolutely correct—because you cannot focus on cre-
ating what’s in the box and accidentally create something else. If
you have only motorcycle parts in the box and assemble them
according to your mental picture of a motorcycle, you can cre-
ate only a motorcycle.You cannot accidentally bake a cake.

You might be wondering at this point what any of this has
to do with the underlying concepts of this book. In essence, the
box is a metaphor for your mind. And whatever is in your mind
1s coming out—just like the motorcycle parts—but in the form
of a million thoughts, attitudes, beliefs, choices, and decisions.
Eventually, whatever comes out of your mind will form to cre-
ate a perfect reflection of whatever was once in your mind.

The results you experience—in sales, business, and life—are
not accidents. They are reflections of whatever is in your box.
And whatever is in your box is an accumulation of a lifetime of
thoughts, attitudes, beliefs, choices, and decisions. In much the
same way, whatever is in your mind—ryour thoughts, attitudes,
beliefs, choices, decisions, and expectations—is all you can create.
You can’t visualize and create one set of results in your mind and
accidentally create a different set of results in your physical reality.
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This is why you cannot focus on creating abundance, pros-
perity, and excellence in your business and accidentally create
scarcity, struggle, and mediocrity. In fact, you can generate nega-
tive results such as these only if they have somehow found their
way into your box. Over the course of your sales and busi-
ness career, you accumulate expectations, thoughts, attitudes, beliefs,
choices, and decisions. Although your box’s contents are techni-
cally invisible, they are as real as anything in your physical (and
visible) world.

You remove these expectations, thoughts, attitudes, and
beliefs through the countless choices you make throughout
your life and career. Those decisions accumulate to create your
results. That’s why your success and prosperity in sales and busi-
ness are a perfect reflection of whatever is in your box.

Sometimes other people such as our family members (espe-
cially parents), put things in the box for us. Sometimes our com-
munity and neighbors, coworkers, and competitors put things in
there too. We can even accumulate stuff from talking heads on
television and through the information we read in a book or see
in a movie. Sometimes we put things in the box ourselves.

It doesn’t matter how all these things got in there; it only
matters that they are there—and will eventually come out in
one way or another. Regardless of who put them there, every-
thing in your box forms your belief system. They help to form
your basic view of the world and what you expect from yourself
and others.

Then, over the following years and decades, you remove the
parts from the box—piece by piece and part by part, just like
the motorcycle parts. And just as you did with the motorcy-
cle, you assemble those parts according to your mental image
and expectations of how your business should look. Each piece
serves as the foundation for the next—and then eventually all of
your hard work comes to fruition.You create a final product as a
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result of your master plan, all of which comes together accord-
ing to your thoughts and beliefs about your business. You step
back and admire your creation. Only this time, it’s not a motor-
cycle; it’s your sales and business results.

You've used every thought and belief and have emptied
the box of its contents. You stand back, take a deep breath, and
behold the business you have created—a perfect reflection of
whatever was in your box.

Now ask yourself the same question you did when you were
finished with your motorcycle: Once you have emptied the box
and assembled its contents perfectly in accordance with your
mental creation, what are the chances that you would look up to
admire what you have built only to see that you have acciden-
tally created something that was never in the box?

Not very likely, right? Because as we’ve already found out,
everyone’s business is a perfect reflection of what they have in
their minds. For each person, there was only one type of busi-
ness that could have been created—and it was not an accident.

This, of course, means that you are entirely responsible for
your business’s quality and condition, because you alone have
100 percent control over what goes in your box. Even though
some of its contents were put there when you were a child, one
of your jobs as an adult is to choose what stays and what goes.
You can be a hoarder, or you can clear out the clutter and get
focused and organized. It’s absolutely your choice.

Your business is not a reflection of your past struggles and
difficulties, so don’t even try to blame your parents, your ex,
a mean boss you once had, or anyone or anything else. Your
thoughts and beliefs are completely under your control, and
they are completely your responsibility. If your business doesn’t
look the way you want it to, take a long hard look within your-
self. What thoughts, attitudes, and beliefs are poised to come out
of your box and create your results?
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Although this realization may be a little hard to swallow at
first, the implications should actually excite you. After all, if your
results in business are a reflection of luck, what are the odds
your luck will suddenly change? If they’re a reflection of your
past, how on earth will your past ever change?

But if your business results are simply a reflection of your
thoughts, what are the odds you can change your thoughts? It’s
not even a matter of odds;it’s a certainty. You can start to turn
things around immediately—as in right this minute. That’s
the beautiful part of accepting responsibility for the quality
and circumstances of your business: coming to the realization
that you can change it. If someone or something outside of
you is responsible, you are at its mercy. But nothing external
can determine your results—unless you choose to allow that.
If victimhood is in your box, then victimhood is all you can
take out.

Therefore, the first step in creating a prosperous career is
evaluating what’s in your box. Then remove any “junk” and
replace it with whatever results you really want by exercising
dominion and control over what you tell yourself on a consis-
tent basis. This is the essence of getting your mind right.

Socrates said, “An unexamined life is not worth living.” I
suspect the historians and philosophers will cringe when I say
this, but I think Socrates was suggesting that we all need to take
a long, hard look at the “junk in our trunk.” It’s not an easy pro-
cess, but it’s a necessary one.

After my father died in 1996, 1 knew I had to make a change.
[ knew what I needed to do to stay out of prison and build a
productive life: stop breaking the law, get a job, and take care
of my son. Apparently, I was getting arrested and going to jail
because I was breaking the law. I wasn’t going to jail because
I had bad luck or because someone was out to get me. These
consequences were clearly the result of my actions.
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[t wasn’t about something I didn’t know; it was about some-
thing I wouldn’t do. I knew what I needed to do to create a bet-
ter life. I just wasn’t doing it regularly.

[ realized that the only way to change my destiny was to
change what was in my box. So [ started reading the great writ-
ers and philosophers in an attempt to discover exactly what the
contents of my box were—and to figure out how to change it.

Soon, I stumbled across a passage written by Friedrich
Nietzsche, who quoted the universal law that, “We attract that
which we fear” When I first considered those words, I thought
they were preposterous. Why would I attract things in my life I
did not want? It seemed ridiculous.

But later, I was perusing passages in the Bible when I came
across a scripture where Job proclaimed, “For the thing which I
greatly feared is come upon me, and that which I was afraid of
1s come unto me.”

I thought it was odd that two men separated by philosophy
and thousands of years were essentially saying the same thing.
Was it possible that I could create things I did not want in my life
simply by thinking about them? Could I actually attract things
that I was afraid of just by holding onto them in my mind?

Eventually, I came across a book called Man’s Search for
Meaning written by Viktor Frankl, where I read these simple, yet
powerful, words: “Fear may come true.”

After stumbling across this concept for the third time, I had
to stop and consider how it might be influencing my life. I
thought about it, finally acknowledging that what I feared most
in my life was going back to prison, losing my son, being home-
less, and being a loser.

And that was exactly how my life looked. That was exactly
what I had attracted.

[ had created a life that was a perfect reflection of what was
in my box and what filled my mind. Somehow all the chaos and
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fear in my peanut-sized brain was getting out of my head and
showing up in my life.

This realization was profoundly liberating, because I had
always thought my life was just a consequence of having really
bad luck. Once I realized that it was just a product of my misera-
ble thoughts, I was ecstatic, because I could control my thoughts.
And that meant I could change them for the better.

And so I did. When I changed my thoughts, I changed the
way I felt. And when I changed the way I felt, I changed the way
I acted. And all of this led me to create better results.

As I came to appreciate my newfound power over the results
in my life, it occurred to me that most of the sources I was
learning from attributed our ability to create amazing things to
ethereal and mysterious sources. But the reality that our lives
are perfect reflections of our thoughts is not exclusively a meta-
physical or spiritual concept. This is the case because of a simple
physiological process whereby our minds generate thoughts that
lead to chemical secretions that lead to emotions that lead to
actions that lead to results. It really isn’t all that mystical, nor is
it a mystery.

The following is a simpleton’s explanation of how it works.

A thought goes into your box, which generates a chemical
that triggers an emotion. The emotion results in a particular
action, which creates a result in your life. Therefore, the result
you experience is ultimately a reflection of the initial thought—
due to the physiological process you underwent. And that
process—repeated a gazillion times over your lifetime—creates
a certain quality of life.

The quality of your thoughts determines the quality of your
life. That’s why Emerson said,“We become what we think about
all day long.” That’s also why the fearful thoughts that inhabited
my box eventually manifested themselves in my life. The invisi-
ble eventually becomes visible, and my fearful thoughts triggered
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tearful emotions.Those in turn led me to take unhealthy actions,
which created results that mirrored the fearful actions.

It’s simply a reflection of how our neurological and physi-
ological systems work together to create whatever is in our box.

So I made a decision in 1996 to empty my box of destruc-
tive and limiting beliefs and replace them with thoughts and
beliefs that would create an exceptional life. I started this process
by outlining what a perfect life for me would look like.

Keep in mind that most all of what was in my box was bad—
really bad: violence, destruction of self and others, poverty, and
entitlement. I had to empty it completely and start from scratch.
Your situation is likely somewhat different than mine. Odds are
that there is a lot of good stuft in your box as you begin this jour-
ney. You won't need to empty all of it, like I did, just a few of the
nagging issues that are holding you back. I, on the other hand,
had to gut that bad boy right down to the studs.And as I outlined
what an exceptional life for me would look like, I dreamed big.

[ took a piece of paper and wrote down the things that
defined a perfect life for me. I then stuck that paper on my cell
wall with toothpaste. Over the next seven years, I focused on
that list every day. I committed emotionally to achieving the
items on it. And I began taking actions daily that were consistent
with the things I knew I wanted.

I put a new life (thoughts and beliefs) in my box, and even-
tually, through a million small decisions and choices, I pulled
that new life out of my box. For example, I began filling my box
with “I am an awesome father to my son,”*“I am wealthy beyond
my wildest dreams,” and “I am a man of honor, character, and
integrity.” (The remainder of this book will detail how I cre-
ated and deposited these new thoughts and beliefs in my box.)
Within a few short years, everything on that list came to pass.

As I began to experience the amazing life that I had been
forming in my mind, I realized the entire process was fairly
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predictable. It was just a matter of how my brain, thoughts, and
emotions worked.

Many of us struggle to understand this process because half
of it is invisible. If we could see it, perhaps it would be easier to
process and understand. But the fact remains that we can’t see
the most important things taking place in our lives, because our
thoughts and emotions are invisible.

The following basic process explains why our thoughts
become our lives:

Your thoughts drive your emotions. Your emotions drive your
actions. Your actions drive your results.

You might have expected it to be more complicated than
that, but it isn’t.

Your thoughts send a signal to a part of your brain called the
hypothalamus, which secretes a chemical that triggers an emo-
tion. The emotion leads to an action that eventually leads to a
result. That is basically what determines the quality and circum-
stances of your business.

The actions accumulate and result in your life. That’s why
your business results are a mirror reflection of your thoughts.

Whatever goes in the box eventually comes out and creates
your business. You put things there or allow others to.You pull
them out. And that’s it—for better or for worse.

Now consider this: Your emotions and actions are reflec-
tions of your thoughts—so even if the thoughts are inaccurate,
the emotion that follows is real. And because the emotion is real,
the actions and results are likewise real. Therefore, it is com-
pletely possible to create a real emotion and a real action based
on an entirely false thought.

Consider the following powerful example: Several years
ago, two teenage girls were involved in a horrible automobile
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accident—so horrible, in fact, that law enforcement could not
tell which girl was which.The two girls were of similar size, hair
color, and appearance, and the cops who came upon the scene
could not tell them apart. To make matters more complicated,
one girl died and the other survived.

Eventually, the families and officials sorted out the confu-
sion. One family went to the hospital, and the other family went
to the morgue. The families’ grief was unimaginable. Both were
inconsolable.

Think about how each family felt. The family at the morgue
was overcome by grief, loss, and unimaginable pain.The family at
the hospital—while feeling a glimpse of gratitude that their little
girl has survived—was still overcome with worry and anxiety.

Consider how these powerful and intense emotions affected
each family’s actions. We can rarely separate what we feel from
what we do,and we certainly can’t separate what we do from what
we get. The result is a direct reflection of our actions.

But here 1s where things get really weird.

After one family had a funeral and the other family went
to the hospital, everyone realized a terrible mistake had been
made. The daughter of the family that had planned a funeral was
alive in the hospital. The daughter of the family that went to the
hospital had actually died. Everyone had gotten the girls’ identi-
ties wrong. Because both were so badly injured, these accident
victims had been wrongly identified.

Now ask yourself a simple question: Were the emotions and
actions of each family the result of what was real—or what they
thought was real?

Of course, it was the latter. The family that thought their
daughter was alive experienced the emotions of a family whose
daughter survived. It did not matter that their daughter had
actually died. Their gratitude and relief mixed with worry
came as a result of what they thought was true.
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The family that thought their daughter had died experi-
enced those associated emotions: grief, anger, despair. It did
not matter that their daughter had actually survived. They felt
according to what they thought was true.

Although the tragic circumstances are likely quite different
from anything any of us has ever known, this story has a critical
lesson for all of us. It forms the foundation on which you can
better understand what drives your actions and business results.

Your business results are a reflection of your actions, which
come as a result of your emotions. Your emotions are a result of
what you think is true.

So if you think the economy sucks, that thought will incite
emotions and eventually actions that will drive results consis-
tent with a bad economy, even if your initial thought about the
economy 1s wrong or inaccurate.

Imagine a sales professional who has surrendered to the mis-
taken belief that he cannot succeed in a sluggish economy and
that clients care about only price, without regard for quality or
service.

Once the sales professional has that thought, a signal is sent
to his hypothalamus, which triggers an emotion consistent
with the thought. What do you suppose that emotion will be?
Enthusiasm? Optimism? Excitement? Not very likely, is it?

In fact, the emotions likely experienced will be hopelessness,
anxiety,and an expectation of failure. In that emotional state, how
is the sales professional likely to act? More than likely, the emo-
tion will foster a lackluster and half-hearted sales presentation.

The result, of course, is predictable. The prospect is unim-
pressed with the product or service as a result of the sales pre-
sentation and makes a decision based solely on price. Ironically,
as the sales professional mopes back into the office, he proclaims,
“I knew it! I knew these lousy customers didn’t care about our
quality and service. They care only about a cheap price!”



Think Inside Your Box

39

Through his own thoughts and expectations, the sales pro-
tessional has generated the emotions that drove his actions that
created the expected result.

If you think your customers don’t care about quality and
service, then you will feel and act according to this assumption,
even if your initial thought about your customers is wrong or
1naccurate.

Now here is the kicker: The exact opposite of this is also true.

If you think the economy is good, that thought will create
the emotions and actions that will drive results consistent with a
good economy, even if your initial thought about the economy
1s wrong or inaccurate.

Imagine a second sales professional who has the basic thought
and expectation that because the economy is sluggish, it is more
important than ever for her customers to make a good purchasing
decision. She believes that because the economy is slow, her cus-
tomers demand a higher level of quality and service from suppliers.

Her thoughts trigger emotions of optimism and excitement
as she reviews the superior quality and service her company
offers over lower-cost competitors. Her excitement and enthu-
siasm fuel a dynamic sales presentation, and it comes as no sur-
prise to her when the prospect catches her passion and belief
and awards her the business. Again, the results are predictable.

Her thoughts and expectations generated the emotions that
triggered her enthusiastic actions, which created her expected
results. Just as her defeated coworker finishes his woe-is-me
speech, she walks into the same office and exclaims, “I knew it!
[ knew our customers valued quality and service more than ever
and are willing to pay a few extra bucks for it!”

If you think your customers care about quality and service
and are willing to pay a few extra bucks for it, that thought will
create the emotions and actions that will drive results consistent
with customers who care about quality and service, even if that
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initial assumption was wrong. Your emotions are not always a
reflection of facts or what is actually true; they simply manifest
what you believe to be true. What you think isn’t always con-
sistent with the facts and objective reality. And because of this,
reality is sometimes irrelevant.

However, regardless of the veracity of our thoughts, they will
eventually dictate our emotions, actions, and results. In much
the same way, your business will become a reflection of what
you believe to be true. Remember: You can pull out of the box
only whatever is in the box. As long as you believe it, it is in
the box. And anything you put in, you will eventually pull out.

The bottom line is this: When you have a thought that you
believe to be true, your brain will send a signal to your hypo-
thalamus, which will emit an emotion, which begets an action,
which will create a result, which will define the quality and
circumstances of your life and your business.

Everyone has a metaphorical box that follows him or her
around in life. Thoughts, ideas, beliefs, dreams, and expectations
go into the box, where they mature. We eventually retrieve these
as we develop and grow professionally and make decisions about
our careers and businesses.

It is crucial to remember that the relationship between
thoughts, emotions, actions, and results is a linear process, one
that always occurs in the same order. Thoughts come first based
on our life experiences, perceptions, and expectations. Emotions
come second, and actions, third. Finally, a result is created.

Thoughts — Emotions — Actions — Results

It’s also important to remember that the first two steps are
invisible, whereas the second two are quite visible. This is impor-
tant, because we tend to put a lot more emphasis on the part we
can see: a particular action and the result.

For instance, you may observe someone who seems to be
creating a pretty miserable life for himself. It’s very easy for
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others to say, “Well, look what he is doing!”—because this per-
son’s actions and results are visible to others. However, it’s much
more difficult to see—and therefore, to understand—the emo-
tion that’s driving the action and the thought that’s driving the
emotion. The fact that things are invisible to us frequently leads
us to diminish their importance. The answer seems obvious to
us: This person should stop doing the things that are creating
his poor quality of life.

But until he changes his thoughts, he will not change his
emotions. And until he changes his emotions, he won’t change
his actions. And until he changes his actions, he won’t create
better results.

Our tendency to focus on what we can see—and ignore
what we can’t—causes us to grow continually frustrated with
ourselves or others for not having the lives we want. This is
precisely why we’ve got to spend more time understanding and
shaping what we can’t see before we can change what we can
see. We’ve got to understand what’s in the box.

Imagine someone telling you that she is bound and deter-
mined to change her results in life. She is ready to create a
superior existence that includes a successful business. She is
committed to reaching new levels of wealth, happiness, and
prosperity.

Now imagine that this person said she was not willing to
do anything differently. She wants a different life, but she’s not
planning to change her actions in any way to get it.

Wouldn'’t this be an absurd expectation? We all know that
the only way to get better outcomes is to start doing something
differently.

However, here’s the rub (and I think you know what’s com-
ing): You can’t generate better results without changing what
you do (actions). But you can’t change what you do without
changing what you feel, and you can’t change what you feel
without changing what you think.
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In other words, you have to start at the beginning, to look
past the visible to the invisible. You have to look deeper than
the results and actions.

Albert Einstein said, “We cannot solve our problems with
the same thinking we used when we created them.” This is
why actions alone will never produce new results. We must
alter the actions’ source: our thoughts.

Your sales results and career can be exceptional. My life is a
stark example of the fact that no matter how far we have fallen,
we can get back up and do amazing things. No matter how bad
things are, they can get better. No matter how many mistakes
and bad choices you’ve made, you can overcome them and start
making new and better ones.

Changing how you think will change the way you feel, and
you’ll begin to act upon these enhanced feelings, all of which
will lead you to generate better results in your sales and business
career. And when you see these amazing things in your business,
you’ll know they are not the result of luck or accident. Rather,
they are the product of your thoughts.

It 1s helpful as we analyze what’s in our boxes to understand
where the existing junk in our trunks came from. Being able to
identify its source makes it possible to begin exercising some dis-
cernment to ensure more junk does not find its way in there.

Junk sneaks in from many sources, especially when we
are young. Usually the stuff in our box very closely resembles
the stuft in our family’s box, since we frequently believe the
same things our family believes. Our thoughts and beliefs are
pretty much a reflection of what those around us—especially
those who raised us—think and believe. We tend to see the
world the way our community, society, and family see it.

When we are young, people just walk by our boxes, throw-
ing junk in. For instance, my dad used to say things like, “We
can’t afford that! Who do you think we are, the Rockefellers?”
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[ also remember my dad telling me, “Rich people are crooks.”
Those were beliefs and thoughts he had accumulated over his
life, and without ever realizing it, he put his junk in my trunk
by repeating those beliefs to me over many years. Eventually
those things found a way out of my box and were created in
my life.

While it may be impossible to “forget” limiting beliefs, you
will learn in this book how to overpower the limiting beliefs
with new, empowering beliefs.

Think about what you learned about sales and salespeo-
ple when you were young, as well as what others around you
believed. Did you adopt many of the same beliefs?

We’ve doubtlessly heard at some point that we can’t trust
salespeople or that they’ll rip you off in a heartbeat. Think about
the stereotypical used car salesman. We hear about tricks and
scams salespeople use to get their grubby little hands on our
money. We hear about “snake oil” and the smoke and mirrors
salespeople use to sell it.

Are these some of the thoughts in your box? Did you adopt
any of them? Imagine the difficulty you will have prospering
in a sales career if, deep down, you don’t even like or frust sales
professionals. How can you possibly excel at something that you
don’t respect? How can you become an expert in sales if you're
worried about your family judging you for it?

We will examine your fundamental beliefs about sales and
business as we work through this process. We’ll replace any of
the junk in there with more empowering beliefs, which will
pave the way for improved sales and business performance.

Even as adults, we still accumulate some junk. Have you ever
spoken to someone at work who spends most of the day lament-
ing about how bad things are—and then ended up agreeing with
that person? If you ever find yourself stuck in one of those con-
versations, you are putting that person’s junk in your trunk.
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If you believe that prospects care about only price, what do
you suppose you will pull out?

On the other hand, what if your box is full of beliefs that
people still long for quality and service and that they are willing
to pay a few extra dollars for them? What do you suppose you
will pull out?

Of course, you can’t ignore your coworkers or avoid the news.
However, you do have to be aware of the sources of the junk so
that you can decide what gets in and what stays out.

Your results and outcomes in business will never exceed
your expectations. For example, what are the odds of pulling
a 200k annual income out of a box full of 50k expectations?
Thus, you have to be careful that the information going in
your box is not undermining your success by limiting what
you think is possible. This process will show you how to iden-
tify the junk in your trunk—and what to do about it.

The key is to make sure that whatever is in your box is
a product of design, not default. That’s how I turned my life
around. I put new stuff in my box and spent the subsequent
years pulling that stuft out.

I created this book as a guide for you to create your prosper-
ity plan and learn to review it during a quiet-time ritual. That’s
just a fancy way of saying this book will teach you how to
eliminate the crap from your box, put some way better stuff in
there, and then pull it out to create the sales and business results
you deserve.

I think it’s important that I explain the information in this
book in a very simple, practical way. These concepts have been
around for a long time, but sometimes people discuss them in a
way that confuses or complicates them unnecessarily.

From my years as an entrepreneur, business owner, and sales
professional, I have learned a very simple lesson: the confused
mind says “no!” So if folks are going to use this information, I
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believe it’s necessary to make it simple. There is no need for the
mystery.

You’ll probably find as you work through this process that
your sales and business career looks a lot like your thoughts
about it—simply because of how your neurological system
works. Chances are that you're rarely surprised by your perfor-
mance, since it’s pretty much consistent with your expectations.
It’s nothing mysterious; it’s just Mother Nature.

Once you understand how your thoughts get re-created
in your business, you will know exactly how your career got
to where it is today. You will be able to see how the thoughts
that inhabit your skull have manifested themselves in your
business.

You will also notice and understand that the process by
which thoughts drive emotions, actions, and results is a very
predictable pattern, and you will come to understand the source
of many of these lackluster results.

You will see their genesis in your thoughts—for better or
for worse.

Remember the quote from Emerson: “We become what
we think about all day long.”” As you work through this book,
you will come to understand why Emerson was right. You will
understand how the invisible eventually becomes visible via a
predictable and dependable process. You will learn to depend
on your understanding of how to use this process to create the
sales and business results you need and deserve. You will have
the tools to create wealth and reach new levels of sales and busi-
ness performance.

In the next chapter, I will discuss a little part of your brain
called the reticular activating system, which is largely respon-
sible for your business becoming a reflection of your thoughts.
After that, we will begin the process of examining what’s in
your box—and figuring out how you can change it.






