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FOREWORD


Every once in a while something old and extremely valuable is rediscovered. When this occurs the Wheel of Knowledge undergoes another revolution and what emerges is both the same and radically renewed, and therefore different. Those who are unfamiliar with the origins of this ancient wisdom will perceive it as something new, and often that’s enough to capture their interest. Those who are familiar with the ancient wisdom will recognize it for what it is and be attracted because they realize the value of what’s on offer. What Dr. Randy Green shares in this book is an example of the turning of the Wheel of Knowledge, something profoundly important and supremely relevant to our times. In the early 1970s two explorers of human experience, Richard Bandler and John Grinder, formulated a technology of excellence they called Neuro-Linguistic Programming. Their work has been praised as the most important work in advancing the understanding of applied psychology in the last decades of the twentieth century. The essence of what they uncovered follows:


1. Each individual experiences the events of his or her life uniquely.


2. These events are coded in specific patterns that are accessible and malleable.


3. By attending to the form of the way events are coded instead of what is customarily attended to, the content of those events, one’s experience can be programmed or guided to produce intended, useful, and lasting results.


These ideas are truly amazing with regard to their impact on human performance and the ability to build experiences in relation to creating desired outcomes. From applications as diverse as therapy, education, business, and sports, as well as others, Neuro-Linguistic Programming or NLP has become a leading-edge technology of producing excellence with individuals and with groups of people.


Roye Fraser, a student of NLP, took a radical approach to working with the technology of NLP that was based in a purely positive direction. His underlying assumption is that each individual has an innate template of excellence for living his or her life, a Success Blueprint of sorts. Roye called this template the Generative Imprint, and pursuing the understanding of the impact of this imprint became his life’s work. His legacy is clear in that the material he developed is truly revolutionary in its ability to create positive change in the lives of people who encounter it. You’ll learn much more about Roye’s model in these pages.


At its simplest, what Roye realized and codified was that people make a fundamental choice in their lives, either to live from a positive orientation that is focused on possibilities or a negative orientation that is mostly focused on limitations. When the choice to organize in relation to possibilities is made, an individual shifts his or her entire being—thoughts, feelings, behavior, and the expression of those events held within the body—in a specific way to generate a pervasive sense of well-being. This fundamental choice determines how we experience everything; either life is full of possibilities, or it is full of limitations.


I met Roye in 1987 and became a student and apprentice to the work he was offering. From that intensive learning experience I developed the Mythogenic Self Process model. I began teaching this work in 1994 and have delivered programs based on this model in more than thirty countries since then. In 2004 I was introduced to Dr. Randy Green by a student of mine, Devon White. Randy brought a tremendous thirst for learning and a significant clinical background to the work we’ve done together since that time.


As you read through this account, which is considered from the point of view of possibility, you’ll find that Randy offers what may be a totally different and unique approach to decision-making than you’ve ever come across before. Most books on decision-making take the position that decision-making is a mental activity dependent upon analysis of the information presented. Usually this analysis involves carefully considering the data and balancing the risks and rewards—the benefits and the costs, the upsides and the downsides—yet all of this is really just a way of formalizing an act of speculation, i.e., fancy guesswork.


Instead of that kind of detailed analytical modeling, what we can consider a cognitive approach to decision making, what you’ll find here is a radically different approach based on body awareness. Dr. Green will introduce you to a way of becoming sensitive to the most subtle signals in your body that indicate a response to the information present in terms of “yes” or “no.” Using these signals as the basis of decision-making creates a remarkably trustworthy means of making significant decisions, especially when there is little data available from which to make the necessary decisions in a particular moment.


The steps we need to take to create the necessary sensitivity to these body-based signals, which are the basis of the form of decision-making that Dr. Green will be introducing you to in this book, come directly from the legacy of the work of Roye Fraser and the Generative Imprint model. What is most significant about this work is how it goes well beyond decision-making. To develop the necessary sensitivity to the body-based signals, it is first necessary to become sensitive to how you are at your best, how you are when you are organized in relation to possibility.


As you experience the material that Randy introduces here, you’ll find yourself learning things about yourself that you’ve probably never imagined. The brilliance of the model that Randy shares with you is how it so naturally grafts together your access to an extraordinarily positive way of being in the world and the remarkable decision-making that flows from it. What’s effective is the method Randy uses to present the material: providing numerous case studies and stories of actual clients he’s worked with using this model. Instead of a dry and distant description of the decision-making model, Randy opens it up to you through the actual, lived experiences of people who have benefited from applying it in their own lives.


I’ve been working with this material for more than twenty years, and as the architect and designer of the Mythogenic Self Process model, I’ve had the opportunity to work with thousands of clients including senior executives of multinational corporations, retired professionals, educators, students, parents, and others. In every case what I’ve found is that if someone has the interest, he or she can and does learn how to apply this model, and often the result is not just that he or she learns a powerful decision-making tool, but that his or her life changes in ways that are significantly positive and beneficial.


It is common today to hear about positive psychology, and there seems to be a new book released every week about happiness—what it is, how to get it for yourself, the importance of it in every aspect of life—as though being positive or the pursuit of happiness is a new and novel idea. However, the work that Roye began more than three decades ago was founded in the simple idea that the outcomes you attain operating from a positive position are superior to those you can attain in any other way. Of course, it also makes perfect sense to even the casual reader that coming from a positive body position is more likely to lead to happiness than operating from any other position.


What Dr. Green most amply demonstrates is that with sufficient skill this model can be applied to almost any situation you find yourself in that requires you to make the best decision possible in the moment. In the work I’ve developed and use with my own clients around the world, I refer to this as making high-quality decisions, decisions that maximize positive consequences and minimize negative consequences. This process has been applied with great success by individuals and within organizations around the world. Now you have in your hands the opportunity to learn and use this same remarkable decision-making process in your own life.


Get ready to experience a most enjoyable reading experience, knowing that when you arrive on the other side of this book you will have learned something about how to make decisions and live a life you may have only dreamed of before. With these final words I turn you over to the most capable hands of a wonderful student of the material you are about to encounter and a polished professional who will guide you through the next steps on this journey called life.


Dr. Joseph Riggio


Princeton, NJ


November 2009




INTRODUCTION


When I was eight years old, I finger-trained a canary. To the surprise and delight of my family, I could get this customarily timid bird to sit on my finger without trembling, fluttering its wings, or biting me. From this event was spawned the idea that I should become a veterinarian. It sounded more like a decision coming from my parents—a decision born out of love, admiration, and respect for my “talents,” but nevertheless, a decision.


In the years that followed, my parents told people that their son, Randy, was going to become a vet “because he finger-trained a canary when he was eight and therefore had a way with animals.” Mind you, we had no other pets in the house but birds during those years.


When someone would ask me, “So, Rand, what do you want to be when you grow up?”, I would respond, “A veterinarian.”


“Oh really? And why is that?”


“I finger-trained a canary when I was eight.” It seemed to make sense at the time. What did I know?


Soon enough, it was time to actually answer that question, and in the process, to make a choice. First, as my senior year of high school approached, I was encouraged to apply to universities that contained veterinary colleges. Second, since a career as a veterinarian appeared to be my destiny, I thought it would be interesting to get my hands dirty—literally—by working for a vet. Also, I reasoned, it would increase my chances of being accepted into a pre-vet college program.


So, the summer between my junior and senior years in high school, I applied for a job with a veterinarian, Dr. Weiss. He asked me why I wanted to become a vet. “Well, Dr. Weiss, I finger-trained a canary when I was eight …”


He had me start in the kennel area. This was a long, narrow section of his practice designated for exercising the animals and allowing them to relieve themselves. It consisted of a large, rectangular cement pan pitched from all directions toward a center drain and bordered at its perimeter by low, curb-like cement walls. My job was to sweep it clean and hose it down. After an hour, I failed to see how having trained a canary translated into an aptitude for sweeping excrement.


I was rescued from this menial task later that day by a request from Dr. Weiss: “Randy, would you please get Brutus out of cage five and bring him to me; he’s due for his distemper shot.”


Brutus was a 120-pound German shepherd with very sharp teeth and hot breath. I weighed about the same as he did, but I wasn’t as strong and didn’t need a distemper shot, so I wasn’t nearly as determined as he was at that moment.


I approached cage five and thought about opening the latch that separated us. Brutus looked at me and showed me his teeth, as if to say, “Go ahead, sucker, open the cage. Stick your hand in and come and get me so I can get that shot.” A wry smile seemed to come across Brutus’s face.


“Dr. Weiss, Brutus seems to want to stay put for now. Can he get his shot later?”


What happened next resonated throughout my body in such a fashion as to cause me to immediately change my mind about becoming a vet. Dr. Weiss approached Brutus, grabbed him by the scruff of the neck, and dragged him out of the cage. Brutus whined as he submitted to being injected.


“Dr. Weiss, what if he had bitten you?” I asked.


“You have to show an animal who’s boss—you can’t let him intimidate you,” he replied. “Animals can smell fear.”


“Yeah,” I said, “he was probably choking on mine! But have you ever been bitten in the process?”


“Oh, sure,” Dr. Weiss said. “It happens from time to time.”


My job at Weiss Animal Hospital lasted one day. In my mind, I couldn’t reconcile “from time to time I may lose a finger” with “I finger-trained a canary and should become a veterinarian.”


Later, my oldest and best friend Bob, who attended Michigan State University with me and did become a veterinarian, bought Dr. Weiss’s practice. He has been bitten several times—by cats as well as dogs. Both of my brothers also became veterinarians and now own animal hospitals. When my brother Alan was working for a vet prior to completing his training, a German shepherd bit his eyelid, and he needed emergency surgery to repair a tear duct. He has been bitten several other times as well. My brother Brian has experienced this occupational hazard with several bite episodes of his own. In fact, his resolve to help animals transcended the fear of being bitten, as he once even had a tiger on his exam table! (Fortunately, it was unconscious and missed the opportunity for a hefty snack.) Although I was the first to decide on a veterinary career, I ultimately changed my mind, while Bob and both of my brothers stuck with their choices and immersed themselves in this profession.


Not having really researched what was required to become a veterinarian, nor what it entailed to function as one, and somewhat disillusioned by my experience at Dr. Weiss’s hospital, I initially felt stuck. For most of my life I’d heard that I ought to become a vet, but now I just felt confused. I decided to reevaluate my career choice, which seemed more an outgrowth of the beliefs, encouragement, and feedback I had received from others than what I had deemed the right thing for me to be doing. I wasn’t sure at this point how I would know when I chose the right thing, but I knew it had to be something other than becoming a vet. In selecting a new choice, I was moving away from the previous one.


Entering college, I decided to pursue a career in dentistry. But after my sophomore year at Michigan State, it occurred to me that I didn’t enjoy looking inside my own mouth, much less the mouths of others. I gagged at the thought of doing that for the rest of my life, and experienced a tightening in my chest as if someone were taking my breath away. Once again, something about this decision was drastically wrong. Despite having done some research this time into what schooling was necessary and how a dentist functions, after two years of pre-dentistry course work, I had a strong feeling in my body that this was also the wrong decision.


And so I rolled the dice again with a new criterion in mind: I wanted to make a choice that I could actually embody in a positive way—to do something that I would somehow recognize as the right thing for me to be doing. When I was exposed to the field of psychology, I experienced something new. Rather than making a decision based on what something was not—which I did when I moved from veterinary medicine to dentistry—this time, I made a decision based on how I would function in the world as a psychologist. And for the first time, I felt throughout my being that this choice reflected who I truly am. I can recall a certain stillness—a coming to rest—within my gut after I’d made this decision, followed by some other physical sensations, indicating just how meaningful a career this would be for me.


In the process of becoming a New York State–Licensed Psychologist, I have made hundreds of decisions directly relating to this career path—decisions that frequently began with some indecision, usually involving the question, “Why can’t I decide?”


Why do some people labor over life decisions that others seem to handle with ease? For years after that sequence of events at Dr. Weiss’s practice, I wondered why my friend Bob and both of my brothers, Brian and Alan, seemed to have had little difficulty deciding to become vets. Little did I know that each of them in turn wondered why I had decided to become a psychologist, a profession that would require me to listen to the turmoil and distress of hundreds of people over a span of many years.


Not ever having obtained a satisfactory answer to this question of Why?, it became apparent to me during the course of my professional development as a psychologist that a better question regarding the decision-making process might be How?


How does a person create the possibilities in his or her mind from which to choose?


How do people become stuck by not being able to decide?


What are some of the factors of decision-making that keep them stuck?


And, most important, how can people free themselves from those difficulties and make decisions that are self-enhancing?


MY PROFESSIONAL EVOLUTION


As I progressed from studying behavioral psychology and practicing in the private sector using that model, to studying and earning my certification at the master practitioner level in the Neuro-Linguistic Programming™ (NLP) model, developed by doctors Richard Bandler and John Grinder, I began asking a slightly different question in relation to decision-making: How does a person create the tiny internal experiences—pictures, sounds, feelings—that lead to a particular set of external behaviors? And how can they modify these internal events, often called perceptions or thoughts, in ways that lead to making more useful decisions? NLP is a model that offers a set of tools for creating and tracking the internal sensory experiences that lead to making desirable and useful decisions.


A person may make the same self-defeating decision in the presence of certain events over and over again and then berate himself after the fact—a little like deciding to close the barn door in his mind after all those little evil “decision horses” have already escaped.




A Sweet Choice


Susan B., an obese woman, decided that she wanted to lose weight. She had a thing for hazelnut chocolate cake, which she frequently created as a pastry chef teaching at the Culinary Institute of America in Hyde Park, New York. Listening to her descriptions was enough to make your mouth water.


As she described a hazelnut chocolate cake she had just baked, she ran a lot of internal dialogue in her mind about the scent and taste of it, leading to deep kinesthetic breathing, a feeling deep within her abdomen, followed by a strong motivation to go out and immediately create another one!


Using NLP, I redirected her internal pictures away from the bakery to (what is now called) Mike Arteaga’s Health and Fitness Center, a gym that was located near the Culinary Institute. She would be directed to see herself working out, and then, to step into those pictures and actually “be” in the workout, generating a picture of the outcome she’d requested when we first met: a really toned body. I then had her comment on how she expected to feel when she purchased a bathing suit, and when she walked the beaches of the Jersey Shore and noticed heads turning.


Initially, Susan learned how the internal experiences she created had led her to make the overt choices that sustained her obesity. Then she learned how she could alter those internal experiences—pictures, sounds, and feelings—and make better choices. She was further introduced to how she holds choices in her body, both good ones and poor ones, and how she can instigate shifts in the way she holds experiences to produce more useful and lasting outcomes.


Two months after she’d left counseling, Susan called to report that she’d lost twenty pounds, she was going to the gym three times a week, and she’d created some recipes for restricted-calorie desserts that she was using in her teaching. In the process of doing so, Susan had shifted from making decisions that sustained an undesirable way of being (i.e., obese) to making decisions that were based on what was truly in her best interests.





The Mythogenic Self Process


In recent years, my professional orientation has evolved, and I now use another model of human behavior that differs from others I have used—including NLP—in some important ways:


• The foundation or ground of any experience is the fact that the way we behave—including how we make decisions—first and foremost shows up in our bodies and is held in the neuromusculature in very specific ways. This consists of tightened muscles in various parts of the body; breathing changes (such as from high in the chest or low, abdominally); postural shifts; gestures with head, hands, and body; and eye movements. This is collectively referred to as the somatic form. This form shifts for each and every experience or decision that occurs during the course of our day. Notice how this differs from conventional approaches to decision-making that focus on the “mind”—what you think and feel.


• The framework of this model is highly positive. Rather than beginning with fixing problems, as NLP and almost every other model in psychology does, we start from what people are like when they are working perfectly—when they are at their best.


• It is from this place that people will make decisions in their own best interests. This model emphasizes learning to make powerful, positive decisions by design, with confidence and ease.


This extraordinary model, developed by Dr. Joseph Riggio, is known as the Mythogenic Self™ Process.


Perhaps you are stuck in an unfulfilling relationship and don’t have the courage or tools to decide to leave. You might believe that your current vocation is not your avocation—that what you now do for a living falls short of your aspirations and talents. And despite being there for years without having achieved established goals, you can’t shift gears; you’re stuck in neutral. Or maybe you just find it difficult to make decisions that involve gifts, activities, wardrobe, and entertainment, and even whether or not to visit family.


If you have been reactionary—that is, accepting of anything that comes your way instead of operating proactively and taking the initiative to make life-enhancing, smart decisions—then you will find what follows to be truly enlightening.


WHAT YOU CAN EXPECT


If you have difficulty making decisions, this book will lead you to a place where decisions can happen with “intentionality”; that is, purposefully, with a sense of comfort and confidence. In the process, you will be led on a journey through some unexplored territory in the world of decision-making, in three parts:


• In Part 1, we will identify scenarios that typically lead you to indecisiveness. We will explore the various contexts in your life that require decision-making—from small everyday challenges to choices that affect your health; carry large consequences, such as major purchases; or involve ramifications for other people who may be affected.


• Part 2 will introduce the premise that becoming stuck is an acquired skill. We will explore several possible avenues to explain how you may have gotten to this point.


• And finally, in Part 3, you will be introduced to some revolutionary suggestions for what you can do to become more proficient in making decisions anytime, anywhere, with anyone—or even with no one at all, regardless of circumstances.


Cases and Points


During the past three decades, I have counseled adults, adolescents, and children who were often unable to make decisions. Some had to do with relationship issues, such as whether or not to marry, or whether to remain married or get a divorce. For others, it was whether or not to even ask someone for a date. Then there were those issues of a professional nature: “I can’t decide whether or not to ask for a raise”; or “I don’t think I can give a presentation in front of people even though it’s part of my job requirement. I think I’ll make a fool of myself.”


Still others have been within the realm of parental guidance. “Should I take away my son’s TV and computer?” “I can’t get my daughter to do her chores.” “How do I decide if I can trust that my son is being honest with me about refraining from drugs and cigarettes?” “How do I get my daughter to want to do her homework?”


And then there have been those who have sought counsel for emotionally laden decisions affected by anxiety, depression, and phobias. “How can I stop being depressed when nothing good is happening to me?” “How do you decide to stop being anxious—you can’t just turn it off like a faucet … can you?” “I can’t leave my house. Just stepping out to get the mail takes my breath away!” “I come right to the beginning of that bridge and I freeze. I mean, just the thought of going across makes me hyperventilate!”




Bridge Work


I once had a bridge-phobic client in Poughkeepsie, and I convinced him to take a ride with me around town in my convertible, a 1980 Triumph TR-8, the only Triumph ever made with a V8 engine. He liked “muscle cars,” and this was, at the time, England’s answer to the Camaro. The secret to convincing him was simply being genuine: Every pore in my body indicated that I believed his going for a ride with me was in his best interests. “This is a whisper jet that never leaves the ground,” I told him. He smiled and got in.


I revved up the five-speed transmission. The engine roared, and then I turned toward the approach to the Mid-Hudson Bridge. Inhaling, his jaw dropped, and suddenly, this 200-pound man said, “No. I can’t go across. Stop. I’ve tried many times to decide to go over this bridge, but I can’t do it! Stop, or I swear I’ll jump!” He actually got up on his knees and faced toward the rear of the car. I told him very calmly, “Sit down, or we’ll both end up in the Hudson!” He turned white, looked at me, closed his eyes, and sat down. I then asked him to describe what it was like to drive the muscle car of his dreams. He offered what could almost pass as a smile through the panic-stricken expression on his face.


We made it across to Highland. He looked at me in disbelief. I had him check his pulse, and then he shared his own muscle car story. His entire body—face, shoulders, abdomen, and even legs—shifted position. We then went back the way we’d come.


Call it by-the-seat-of-your-pants therapy. Instead of spending months attempting to have him develop insight into his phobia, or systematically desensitizing him to gradual degrees of imagined anxiety-provoking scenes, I chose the real McCoy. That forced an instant decision that changed his life. After that day, he was able to cross bridges with considerably less anxiety.


What I submit to you is that the first place in which this decision manifested was his body, not his mind (as in his emotions or thoughts). This idea will become clearer as you read on.





The choice to cross bridges more comfortably that he made subsequently is an example of what we refer to as exquisite decisions, those in which body language is in total alignment with thoughts and behaviors. In Part 3, you will learn more about how to make exquisite decisions by beginning from an actual position within your body that represents who you know yourself to be at your best and from there, placing your attention where you most want it to go. You will discover that all experiences—thoughts, feelings, and actions—are first represented through the somatic form. This means that the actual position you hold in your body leads to the thoughts, feelings, and actions—including decisions—that are specific to that body form.


When you operate at your best, your being radiates outward into the world through the somatic form you hold, expressed by your gait, musculature, posture, breathing, and voice inflection. This affects your behavior in a highly positive fashion, which is not only noticeable to you, but which also begins to infect the world around you. Attracting other people toward the field of possibility that this way of being represents, you are able to make decisions confidently, calmly, and decisively.


So go ahead, be comfortable, and prepare yourself to reminisce, laugh, and learn to get off the fence, and in the process, to make some exquisite decisions of your own.





PART ONE
WHERE DO WE GO WRONG?





CHAPTER 1

WHY ASK “WHY” QUESTIONS?


Successful people ask better questions, and as a result, they get better answers.


ANTHONY ROBBINS
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“Why can’t I decide whether or not to change careers?”


“Why can’t I decide what to buy my husband for his birthday?”


“Brett, why can’t you just decide to clean your room when I ask?”


“Why can’t I decide what to wear to this stupid reception?”


“Why can’t I decide whether or not to ask my boss for a raise?”


“Hmm … so many good choices; why can’t I decide what to order for dinner?”


Sound familiar? Undoubtedly, many of you have asked these or similar “Why” questions. In fact, because of the manner in which these questions are phrased, you may even recall a time when you felt frustrated by the confusing, unrelated, or unsatisfactory answer that likely followed your question. When “Why?” is the question, “Because” can be the only answer—if you get an answer at all:


“Because … I don’t know.”


“Because I’m afraid I’ll choose the wrong thing.”


“Because … I didn’t feel like it.”


“Just because.”


Or if you had a mother who was skilled at avoiding and redirecting conversation when faced with questions she didn’t want to answer, “‘Y’ is a crooked letter.”


“WHY” QUESTIONS OFFER LITTLE BANG FOR THE BUCK


A “Why” question is highly inefficient, yet it is often the only question people ask themselves—or others—as a way of eliciting their own set of rules that keep them stuck and unable to decide something.


A “Why” question usually leads to a justification of someone’s failure to do something, a defense for having tried in vain to select a particular choice that would represent a decision. In other words, at best you get a kind of avoidance response—a “buck.” What is presupposed by the “Why” question is that a successful decision—a “bang”—should have taken place.


The reason a “Why” is inefficient is because asking it will rarely generate either the desired outcome—a decision—or a reason for the lack thereof. Instead, “Why can’t I?” immediately sets up an undesirable scenario: You (or another recipient) may feel angry, frustrated, embarrassed, confused, or disappointed, and offer an emotionally charged response in defense of not being able to decide.


“Because … well, there’s just not enough time,” or “Because I’m overwhelmed—too many choices!” Worse yet, “Because … I don’t know.” Or the ultimate reflection of “I don’t know”: dead silence in response to your “Why” question.


There is a wealth of information suggesting why people have difficulty making decisions, much of which is tautological: They can’t decide because they have become capable of not making decisions.


Now, I ask you: Did that “Because” response satisfy your “Why” question about the difficulty people have making decisions? A tautology can really make you spin your wheels, can’t it? Clearly, the quality of information gleaned from a “Why” question is quite poor, and asking this type of question is an inefficient way to discover useful suggestions or conclusions.


In my profession of psychology, the answer—“Because”—to why you can’t decide often refers to diagnoses about past events or behavior. These labels include things like bipolar disorder, dependent personality disorder, and attention deficit disorder; or, less formally, this information can take a more vernacular form, with labels like low self-esteem, lack of confidence, poor upbringing, poor genes, anxiety—maybe even the “Rodney Dangerfield Syndrome” (I get no respect!). Whatever the attribute, basically what is implied is that people can’t decide because something inside of them prevents decisions from happening.


What makes a tautology useless—and even harmful in some instances—apart from the fact that you are going in a circle, stating the same thing twice in different ways, is that the very thing implied here as internal “damage” to your psyche, the cause for indecision, cannot be disproven. Just like you can’t decide it’s true, you also can’t decide it’s false!


When you respond to “Why can’t I decide?” by telling yourself that it is likely a function of poor upbringing, low self-esteem, or the fact that as a child you were criticized for acting too dependent, there is nothing to suggest the contrary. That is, when is this not true? Under what circumstances would you conclude that your difficulty in deciding is not in any way, shape, or form related to childhood diagnoses and behavioral characteristics?


Worst of all, you are left believing that there is no hope for you to learn how to decide in any particular situation, because not deciding is purportedly related to some presumed process that either occurred previously or is currently operating inside of you, and that you simply cannot change.


By illustration, how can you know for sure that your inability to decide whether or not to wear a particular type of outfit—formal or informal—to a particularly important social event stems from your poor feelings about yourself when you were twelve? On the contrary, how could you prove that your alleged low self-esteem at age twelve has nothing to do with your present quandary over dressing for an occasion? The only thing you do know for sure is that you are not certain whether or not to wear that outfit. The “Why” question seems out of the question!


Children are supposed to clean their rooms just like they are supposed to brush their teeth, eat their veggies, and get up on time to catch the school bus. These are all decisions, albeit decisions that are frequently made for them by their loving parents, who want their children to embrace the same decision-making strategies that they use. For example, as a parent, you walk by your room and notice things on the floor that belong in the closet. So you suddenly feel the overwhelming motivation to hang them up. Makes sense, right? When the criteria children use to make decisions differ from those of their parents, the first thing asked by a parent is … you guessed it: “Why?”


When a mother asks her son Jimmy, “Why didn’t you clean your room this morning, and why are those cartoons still on?”, she may get a temper tantrum laced with excuses, or she may get no response at all. But as her question is inefficient (meaning, her concern is getting Jimmy to clean his room, not to find out “why” it hasn’t been done), she inadvertently allows him to escape by justifying himself, thereby encouraging sloppiness. The mother gets very little “bang” for her “Why” question. Some children learn to be sloppy, and learn well.


In a similar way, asking yourself “Why can’t I decide?”, and then turning inward and postulating guesses based on a time that no longer exists—the past—is a way of buying poor-quality information—poor in that it doesn’t lead out of the bind you have created; it doesn’t suggest a way that you can now decide. This is the type of reasoning that keeps people recycling useless questions that keep them stuck, seemingly incapable of deciding, with no apparent way out. Is it any wonder that indecision is often accompanied by indigestion?


QUESTIONS THAT BUY BETTER-QUALITY INFORMATION


Questions directionalize thought; they help you determine where you are going with an idea. This is vital when it comes to the question of whether or not you are able to decide something. When asking a question pursuant to making a decision, consider what information it will buy you. A well-formed question will elicit more highly valued information than an inefficient one. It’s important to pay attention to the types of information you are requesting. Simply asking, “Why?” or “Why can’t … ?” yields little insight into what specific criteria need to be present in order to render a useful decision.


Throughout this book I will emphasize that when it comes to making decisions, the more highly valued information you are able to gather, the greater will be your likelihood of making a good decision.


“How, specifically, do you know that your current career is not satisfying?”


“Brett, when during the next hour can I expect that this room will be clean?”


“What do I imagine I could get my husband for his birthday that will lead to that little-boy look of wonderment that I just love?”


QUESTIONING LOGIC


Underlying “Why” questions is often the idea that in order to decide something, it needs to make sense in a cognitive sort of way; it needs to be logical. But often, things that would otherwise be logical are not what they seem, which is one more reason “Why” questions are inefficient.




To Ski or Not to Ski …


Steven, an attorney and friend of mine from Boston who owned the building in which I rented an office, was addicted to skiing—and the Red Sox. He had fallen while skiing and his right leg was in a cast that began at his pelvis and descended to his foot.


“It’s nothing. I was hot-dogging and got a little out of control. Don’t worry, I’ll be all right,” he told me.


I was speechless. He continued, “Ahhh, Rand … I had such a great time. You know, you really have to take up skiing.”


I thought he might have also injured his head and quite possibly needed a few sessions with me.


“No, Randy. Don’t judge skiing by what happened to me. I’ve been skiing most of my life. I just got a little out of control. That won’t happen to you because you’re a beginner. Trust me,” Steve said. “Make a reservation at this place just north of Montreal. They’re the best ski school around. You’ll have a blast.” Steve smiled with a faraway look.


I was both stirred and puzzled by this conversation. Why would I want to risk breaking my leg skiing? Looking at Steve, I reasoned that skiing was clearly dangerous—and yet exhilarating.


Steve had apparently decided to ski again from a very comfortable, calm place deep within him; a place that in all likelihood reflected who he was at his best. His ebullience was magnetic and seemed to generate both approach and avoidance in me.


I couldn’t decide what to do. I needed a better question than “Why?”—one that would lead to feeling secure in deciding to learn this sport. The question became “What?”, and the answer was, a secure feeling of readiness.


After six months of increased leg strengthening and aerobic dancing for stamina, I reserved a week at the ski school that had so impressed Steve, about ninety miles north of Montreal, Canada. Montreal wasn’t cold enough in January. They had to put this school even further north into the tundra!
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