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To start with, here’s the end . . .

You might be wondering why we’re putting the end of the book at the beginning. It’s to give you an idea of what you’ll learn and be able to do by the time you’ve read it. Also it’s a way of helping you to remember what you’re going to read. Seeing headlines before you get into the detail helps you to absorb information better. So here they are. Just read them through once and carry on.

• Some of what you want is in your own hands. A lot is in the hands of other people. This book is about how you get those things.

• In today’s world, getting what you want means constantly adapting your behaviour to fit each situation.

• Thinking is made up of what you see, hear, feel and say to yourself inside your head. To get what you want, you need to ensure the other person is seeing, hearing, feeling and saying to themselves what you want them to.

• You have a specific set of principles, beliefs or values that are different from everyone else’s. They are your codes and they determine how you think and behave. One of the best ways of not getting what you want is to assume that other people’s codes are the same as yours.

• Getting what you want takes a bit of preparation and thought. Decide exactly what you want before you even begin to go about getting it.

• Everyone has been persuaded before. Most people can be persuaded again. Sometimes they can’t be persuaded at all. But then there’s always someone else you can persuade if that turns out to be the case.

• The best way to persuade somebody is through their unconscious, or subconscious.

• Sometimes you need to be on the same wavelength as the other person to get what you want. At other times you need to be on different wavelengths.

• To get what you want, you need to work out what the other person wants first.

• Playing the celebrity is the most effective way of getting what you want.

• Getting personal or getting impersonal can get you what you want too, depending on the situation.

• Everyone likes credit. Give people some – but not too much.

• People will often keep their word if you make them feel they owe you.

• The words you choose, and the way you say them, can persuade people without them realizing.

• Be ready for your enemies and be prepared to stop them getting what they want.


INTRODUCTION

Why you need this book
to get what you want

This book is the most effective way to get you what you want in a very modern world. Think about all the things you want today. Some of them are in your own hands, and many of them are in the hands of others. This book is about thinking and communicating differently so you can get both.

Of course it would be so much better if you could get other people on your side instantly, wouldn’t it. You probably know that when people relate to you and like you, you are more likely to relate to them and like them back. Yes – sometimes that basic transaction does get you what you want. But it’s not just about that. Not any more. Times have changed.

Winning friends to influence people has worked well up to now – but you’ve probably seen that it doesn’t always work the way it used to. People don’t seem to play by the rules any more. Actually, they do – but it’s a new set of rules. There’s a new world order. You need to know what it is, but more importantly you need to know how to work within it. The fact that you’re holding this book now means you must be serious about getting what you want. And I’m talking about the sorts of things that are really important – at home, at work, with your friends . . . and with your enemies.

You need this book to get:

• the job you want

• your partner to give a damn

• your boss on side

• the love life you need

• the pay rise you deserve

• what you want from a meeting

• a real work/life balance

• a refund at the shops

• out of a parking fine

• the kids dressed and ready for school on time

• served at the bar when it’s busy

• more than you’ve already got

. . . the list goes on.

What makes this book unique

Once you’ve absorbed what this book says, it will be hard to forget it. You can use it for almost any situation that requires dealing with other people. Of course, there will be times when nothing’s going to work and you just have to walk away. But not many.

You will absorb most of the big and juicy stuff at an unconscious level. No memory required. Well, maybe just a bit.

This book works on two different levels, so you learn twice. First, you read the book at face value to learn how to use it to get what you want – from yourself and from other people.

Second, once you’ve read through it, you’ll be nicely set up for the ‘You need this book unmasked’ section at the end. This will explain the psychological techniques used throughout the book to help you absorb information like a sponge, so it’s really hard to forget. Once you’re aware of the techniques we’ve used, you’ll be able to cherry-pick the ones that you would like to add to what you already know. Imagine you’re watching a magic show with a difference; at the end of this show you’ll have the chance to learn all the secrets of being a magician. Don’t go there yet, though. It really won’t make any sense at the moment. In fact, this is a good time to tell you that it’s best to read this book in the right order. The first chapters – the ones before we get to the persuasion techniques – are there to lay the foundations in your mind so you begin thinking in a different way. If I used jargon, I’d say the first part of the book was there to give you new strategies in the way that you think.

What you get

Unlike other books, this one helps you to retain a lot of what you learn unconsciously. In other words, you won’t have to try too hard to remember what you read. You’ll absorb it easily just by taking your time, reading it through and practising the techniques as they come up. If you do this, you’ll find you just seem to ‘get it’. The learning processes are like those that you used when learning to walk, talk, ride a bike or drive a car. Once you’ve mastered them, you’ll find it hard to forget them.

What does this book do?

It’s a formula, a template, a recipe, a simple process to get what you want. That means thinking in different ways to understand yourself better, achieve more and get more from your life. And you’ll learn techniques to persuade other people so you can get what you want from them too.

By the way, this is probably a good time to clear something up. Some people might call this ‘manipulation’. The truth is that people only use that word when the outcome is in some way sinister. When it’s not, the word magically becomes ‘influencing’ or ‘persuading’. Life is all about getting other people to do things that work for you, and vice versa. That’s what society’s all about. That’s how humans evolved and that’s why you’re alive today and reading this book. It’s just about being successful. Deciding what you want and then going out and getting it is the key to being successful.

There’s also a simple memory technique at the end of the book to reinforce it all. All you need to know for now is that everything you will read is relevant and specifically designed to enable you to solve problems, come up with solutions and get you what you really want.

Here’s how it works . . .

There are two of us writing this. Mark and Scott. You might want to bear this in mind as you read, but you’ll notice that very often we won’t tell you who’s saying what. There’s a reason for that, a good reason. It’s one of the ways that we have of helping you to remember what you read without trying too hard. The two of us will help you remember the important things as you go. Even when it’s not immediately obvious why we’re telling you a particular story, there’s always a good reason for you to read it. So when you read about pond life, lost hamsters, T-shirts, visits to the loo in the middle of the night and other apparently random stories, bear with us. It’s all relevant. They’re there to help you to start thinking differently.

At times, reading this book you might feel a little confused. You may even notice that things go off on the odd tangent. Or some sentences will seem to stop abruptly. That’s all deliberate. Think of it as a helping hand to speed up your memory processes without you really having to try. If you do feel confused at times, that’s OK. It’ll only last for a short time and things will start to make sense again almost instantly. There are two of us contributing to this book and this is going to help you. You’ll also find that some of the techniques are given in two different ways, and this will help your memory and learning processes.

Of course, feeling confused can be a good thing. When you’re confused, it means your brain is working overtime to make sense of something. And confusion is usually a sign that you’re about to learn something new. Think back to the first day in your current job. You didn’t know who to speak to, where to go or what to do. It was highly confusing. Then, things got a bit clearer. Suddenly, things became second nature. What do you think was going on in your brain to get from ‘highly confusing’ to ‘second nature’? The sensation of being confused is your brain’s way of telling the subconscious part of it (the part that does most of the work) that it needs answers. That’s why, when you’re confused, you often get ‘brainwaves’ that apparently come from nowhere. What’s really happening is that you’re not confused at all. The conscious part of your brain may feel confused, but the subconscious part is busy processing everything it knows to get you the answers. And it’s doing it at about a million miles an hour. That’s too much and too fast for the conscious part, which is why it can’t keep up. So never fear. The next time you feel confused by something, relax! It means your subconscious brain is busy working it out. Confusion leads to learning.

A lot of people who have experienced our live seminars have asked us to write this book. I hesitated for quite a while, because I couldn’t work out how to convey all of the live techniques. One of the techniques to help people retain information is to go off on tangents. Tangents help us learn because they’re a great way of grabbing and keeping people’s attention. You rarely drift off when someone goes off on a tangent, do you? You actually hang on to every word, wondering when the speaker will get back to the point. Which means you can’t drift off. Still with me? So, at times when you find me going off on a tangent, you’ll also find that the tangent contains a key message that’s good for you to retain. The fact that I deliver it via a tangent is one of the ways to help you remember stuff without really trying. I’ll also make sure I tell you the point of each tangent at the end.

So here’s the first tangent. I’m pointing this one out in advance so you’re ready for it. But in future the tangents will be unannounced as they work better that way. You’ll learn more about how to use this technique yourself, when we talk about the ‘meeting before the meeting’ later.

That reminds me. The other day someone on television was talking about procrastination. He said being a procrastinator is like living your life in a fog. You can’t enjoy anything because you’ve always got at least one thing hanging over you that you should be doing instead. It’s much better to just get on with things so they don’t hang over you. True. But not very helpful. If you could, you would, wouldn’t you? How is it that those who procrastinate begin to do so as soon as there’s something to do? The fact that you can procrastinate straight away means you have the ability to do something straight away. That something can be the thing you want to do. It can be getting out of bed on time, doing the washing up, finally dumping him or her, finishing that report, filling in your tax return, paying the bills, changing your job or anything you keep putting off.

So the point of that tangent was this: if you can procrastinate straight away, then you do know how to do something straight away. All you need to do is apply that to other things – not just procrastination. That’s a really good way to look at it if you’re a procrastinator. The best way to do something you keep putting off is to do the first thing. Nothing more. Just make a start. That means just opening a new email and writing in the subject box, simply getting the lawnmower out of the shed or just dealing with the first thing in that pile of paperwork. You’ll usually find you end up finishing the whole job reasonably easily.

So now I’ve got that tangent out of the way, where was I? I was talking about how we translated our live seminars into this book. I was having difficulty working out how to do it, until my weak bladder rescued me. On one of my many trips to the loo in the middle of the night, I had a ‘eureka’ moment and came up with the answer. I realized we needed to write this book in this way. We are imagining that you are a member of a live audience and we are talking to you the way we would to them. That means you are now reading the book, following the words, and seeing a few things in your mind’s eye (especially at the mention of the live audience). And if you weren’t seeing pictures in your mind’s eye before, you certainly are now, aren’t you?

Making the right pictures in your head can be very useful. Although the wrong pictures can be unhelpful, especially if you let them run riot. However, it’s too soon to go into more detail on that.

So, how are you? Good? Not so good? Don’t know? Something else? There’s a reason you’ve decided to read this book now. You must know at least one person who isn’t playing ball at the moment. And that person could even be you. No doubt you’ve tried your usual tactics but so far nothing has worked. Before we get going, there are some important bits about you that we need to introduce first. (You’ll love the next few pages because they’re all about YOU.)
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How You Got to
Where You Are

Right, we need to talk about your parents having sex. Sorry, we know it’s not nice but keep reading and that’ll take your mind off those pictures in your head that you don’t want to be there.

Anyway, back to your mum and dad. Wherever they were and whatever position they were in (sorry – couldn’t resist!) when they conceived you, the fact is that their simple, instinctive urge to do it ended up bringing you into the world. The same goes for your grandparents, great-grandparents and so on – all the way back to before we were even human.


Remember This

To get a proper idea of what you need to do now to be successful and get what you want, you need to know what humans have done already to be so successful so far. That’s all you need to remember for now. Don’t worry about why. It’s coming.



Humans have been successfully creating new humans for millions of years. Your ancestors before that were ape-like creatures successfully creating new ape-like creatures. In fact, as you probably know, if you look back far enough, you’ll discover that your great-great-great- (add thousands of ‘greats’ here) grandfather was a bacteria swimming around in a pool of soup with all his bacteria mates, all frantically dividing themselves into duplicates as fast as possible in a race to see who could be first to become an amoeba.

And just when those new amoebas thought they could have a rest – no. A new race was on to see who could be first to become a sponge. Some didn’t take part in that race and became mushrooms instead. For some of those new sponges there was no let up. Eventually some of them ended up as primates and they ended up ruling the world. Meanwhile, some of the sponges had been doing it a different way and ended up as dinosaurs, birds and all kinds of other animals. Some sponges didn’t bother with any of it and just ended up in the bathrooms of some primates and were used to scrub their backs. By the way, if you’ve got a sponge in your bathroom you should be ashamed of yourself. That’s no way to treat your distant cousin.


ALERT! How to achieve exactly the opposite of what this book is intended to achieve –

Dig in your heels, refuse to change, do everything the way you’ve always done it, whatever is going on around you, even though it’s not working as well as it used to.



This is not only true for an evolving species. It’s also true in all walks of life. Adapting to change when it comes along means you’ll do well.

Someone I know hasn’t changed for a long time. Not since he was at school. When he was at school he realized that a certain way of behaving got him what he wanted. It worked well so he kept on doing it. He was a boy of few words, and it was the sort of school where actions spoke loudest anyway. By saying little, apart from the odd, clever and well-chosen sarcastic comment, he shot to the top. He became popular and well respected. You might wonder why being quiet and sarcastic won him respect. The answer is that I don’t know. The point is, it doesn’t matter. All I know – and all he knew at the time – was that it worked for him then. The problem is that now, years after he hung up his school uniform, he’s still doing the same thing. But it doesn’t work any more. Now he’s an adult, people just think he’s rude, insensitive and a bit of a . . . you know what I mean?

That tangent was about this: just because something was successful before doesn’t necessarily mean it will always be successful. So if your behaviour stops working for you, then you need to change the way you behave. The trick is to notice when it stops working. Many people don’t realize that what they do in certain situations has stopped working.

From time to time in this book, we’ll be asking you to ‘Do This’. Whenever a ‘Do This’ comes along, it’s important that you take your time and do it because it gets you thinking in a different way. And that means you’re becoming more adaptable. Here’s the first one.


DO THIS

• Pick something you want – that you have been trying to get for some time – but you are not getting. That could be a job, a partner, a pay rise, a new waistline, anything you like.

• Jot down a list of what you have been doing until now to get it.

• Look at the list you have written down. Cross off anything that you have tried more than three times but has not worked. (Even if it used to work for you in the past.)

• Once you have crossed them off, not before, do ‘the next step’.

• What else can you do that you haven’t tried yet? Add it to the list.



Back to evolution. Look down at your feet. How did you learn to stand on two legs? How do you think your toes shrank down into those phalanges at the end of each foot, to enable you to stand up straight rather than hold on to branches of trees while swinging through them? You advanced primate, you. How did you pull that off? And, going back all those millions of years, how did that great ancestor of yours, the amoeba, manage to change and evolve?

While you’re soaking all that up, I’ll explain what I’ve been talking about in a different way. I’m talking about success stories. What makes some people – and some species – so successful, while others are not?

What have Madonna, George Michael, Kylie Minogue, Elton John and Tom Jones got in common? They’re all pop stars, yes. But not that. They’re all successful pop stars. More than that, they’re icons. More than that, they’ve been successful for years. And years. Has any one of them stayed the same? If you were asked to describe any of their acts, what would you say? You can’t describe them. Because it depends on when I’m talking about, doesn’t it? Each one of these acts is successful because it has changed and adapted.

What’s the difference between the universe, space, the heavens, the galaxy and the sky? In English, aren’t they roughly the same thing? Or are they in English at all? No they’re not, they’re Greek, Latin, German and Norse. That’s why the English language has done so well around the world. It hasn’t resisted change (in this case, the influence of foreign words). Quite the opposite; English has welcomed them in and adopted them as its own. How has English managed to establish itself as the international language? It’s responded to changes by changing itself.

I know part of you is now getting the picture. But there’s another part of you that hasn’t fully tuned in yet. Change, where necessary, means success. Change for the sake of change doesn’t. Being adaptable equals success. The most successful people and systems have adapted to changing times, trends, needs and demands. Relatively quickly. Think about the last time a shop or store near you went bust. Sometimes it’s just bad luck. Usually, though, it’s because it didn’t respond quickly enough to the changing needs of the market.

Here’s what happened to a friend of mine, Mark, who didn’t adapt quickly enough in his job when things changed around him. Believe me, he’s no Madonna. He’s changed a lot since he joined the army, nearly unrecognizable. These days he sports a massive brown moustache. Perhaps that means he’s grown up. Before he joined the army he had the life of Riley, a laid-back sort of bloke. In summer, even at work, he would don aquablue surfing shorts and neon-yellow flip flops. In the office he’d sit with his perma-tanned orange feet up on the desk watching cricket. The only time he got out of his seat was to walk into the kitchen to help himself to the free bottles of mineral water that his employers supplied to all staff. Very generous. Four hundred staff helped themselves to endless bottles of crystal-clear blue water, delivered daily by two very fit people from the post room. I’m not sure how successful that company was in the end, but I’d say it probably isn’t around now.

Mark drank a lot of water. And in the evenings, he drank a lot too. For him, life was one big party. He could do what he wanted, when he wanted, how he wanted, with the people he wanted at home and at work. He knew how to get what he wanted. At the time.

Recessions come and recessions go, and one day one came. The never-ending mineral water dried up. The televisions disappeared from the office. Mark and his colleagues weren’t even allowed to listen to the radio. Breakfast meetings went ahead – but with no breakfast. ‘Beer’ Friday suddenly became ‘Get your head down and get on with your work or you’ll be fired Friday’. ‘Working from home today’ became ‘I don’t care if you’ve got a hangover, get your backside into work now’. ‘I’m off for a client lunch, see you tomorrow’, became ‘Be back at your desk by two. And if you’re hungry, grab a sandwich from the supermarket on your way back’.

The chummy atmosphere between managers and staff also dried up. No more Tellytubby-style nicknames for the most senior people – like Dipsy, Flopsy, La-la, Smythie and Donny (I am serious, here. It really was like this, according to Mark). For the more veteran senior managers, the status title of ‘Uncle’ was replaced by what you and I might call the more conventional style of ‘Mr’. Large voluptuous leather sofas – the badges of honour for bosses with their own offices who wanted to bask in their own seniority – were replaced by a regular roasting about profits, losses and performance. There were no more quarterly target reports. They were replaced with ‘How much money have you made this company today?’ The Tellytubby mask slipped to reveal the face of the dark side. Conversations about performance took place in corridors rather than in meeting rooms. And if he or she thought you weren’t giving him or her your fullest attention he or she would cut you down with the words ‘Am I boring you, sonny?’ And the bigger the audience there was when that happened, the better.

Mark and his closest friends didn’t last long. They were made redundant. They weren’t really enjoying their jobs anyway, so it didn’t matter much at first. They thought they’d just find more work, more mineral water, more beer and more mates somewhere else. They didn’t. Times were tough – and in recession.

Look at how Mark approached life – and how he got on. He was doing fine, breezing through life at work, putting his suntanned feet up and generally chilling out in the office when his company was happy for him to do that. More to the point, his company had encouraged that sort of behaviour at the time because it was proud of its laid-back, friendly culture. When that changed, what did he do? The same as before. He carried on chilling out, putting his feet up, calling his bosses silly but affectionate nicknames and all the rest of it. He didn’t adapt when things began to change. And where did he end up? Out the door. Now compare that with the human race, Madonna and the English language. Poles apart.

I don’t know much Polish but I know more than I did six months ago. I’m learning it because my girlfriend is Polish and her parents don’t speak English. There’s only so much pointing, talking slowly in English and playing charades that you can do before you get fed up with it.

Here’s what I know so far:

dzień dobry

dziękuję

and

nawet nie chcę myśleć o tym, że moi rodzice uprawiają sex (I don’t like thinking of my parents having sex)

Ask Charles Darwin. He told us centuries ago that being adaptable leads to success. The reason why a particular animal (that’s you) rules the world is that humans have adapted whenever they have needed to. Unlike their long lost and long deceased cousins, Homo habilis, Homo neanderthalis and Homo australis.

Conclusion

Obviously, you haven’t got millions of years to adapt slowly and be successful. The good news is you don’t need that long. Now that you know the principle, you can apply it in your everyday life. If something changes, and what you’re doing suddenly isn’t working any more, then the quicker you can change it and do something else instead, the sooner you’ll be successful. That could happen in a matter of days, hours, minutes or even just a few seconds. And only having one way (and sticking to it) of doing things will severely limit your chances of getting what you want.
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How Adaptable Are You?

Having read the last chapter, you might be thinking to yourself, ‘Yes, I get all that but I’m pretty adaptable already.’ That may be true, but there are probably areas in your life where you do the same thing a lot. Everyone has routines. Routines are there to make your life simpler. Some of them are really good and useful but if you have too many, or you leave them in place for too long, you end up not exercising the part of your brain controlling your adaptability. And like a muscle, if you don’t use it – it gets weaker. And the more you use it, the better it gets.

So, it’s true to say this for everybody: there’s always room to be more adaptable. This chapter is about exercising your adaptability muscle so being more adaptable becomes second nature. By being more flexible about the smaller, everyday stuff, you’ll develop your adaptability about the bigger stuff that crops up less frequently. I mean things like getting a new relationship, a pay rise, dealing with problem people and – well – getting what you want in general.

Let’s start by finding out where you have routines.


DO THIS

Answer these questions. We’ll come to the answers in a second.

• How do you get to work?

• What do you order when you go to your favourite restaurant?

• Where do you go on holiday?

• What do you do on Friday nights?

• What time do you go to bed?

• Which magazines do you read?

• Which perfume or aftershave do you wear?

• What is the first thing you do when you get up in the morning?



It’s probable that you could answer most – or all – of those questions. That means, like all of us, you have routines. More than you thought. You probably go to work the same way, you may well go to the same place on holiday, you almost definitely follow the same routine each time you get out of bed in the morning, and do many other things the same way. We all do.

The thing about humans (or slightly advanced non-mushroom primates, as I prefer to call them) is that we think we’re original, adaptable, and love trying different things. We want to think we’re unpredictable. In fact, we love to think we’re so unpredictable, that it’s all rather predictable.

Don’t believe me? Then do this.

Ever played ‘rock, paper, scissors’?

Rock, paper, scissors

OK, here we go. Best of five.

Count to three and then throw. My throw is on the following page – no cheating!

As you play, feel free to refer back to our previous throws – it might help.

Round 1

1, 2, 3

Throw! (now turn the page to see my throw)

I threw paper

Round 2

Ready?

1, 2, 3

Throw! (now turn the page to see my throw)

I threw scissors. I at least got a draw, right?

Round 3

1, 2, 3

Throw! (now turn the page to see my throw)

Damn I threw the scissors again. What are the chances? You threw paper, right?

Round 4

1, 2, 3

Throw! (turn the page to see my throw)

I threw scissors again . . . so predictable.

One last go. This game is hard, isn’t it? You’ve got to do better this time round to put in a solid performance. Ready? Make a firm choice this time.

Round 5

1, 2, 3

Throw! (now turn the page to see my throw)

I threw paper!

I win, you just didn’t make the cut this time. I had the game all wrapped up.

I don’t claim to have second-guessed you every time. We would need to be face to face for that. And I said people are predictable – not boring! But, if you played me at ‘rock, paper scissors’, how well did I do?

However adaptable people are, they still have patterns of behaviour to some degree. The key is to be aware of as many as you can, so you can change them from time to time.

To get you started, we’ve done a few things in this book differently from how you would expect them to be. That means you’re going to have to read certain bits in a way that you don’t usually.

This is how you start building your adaptability muscle, so you can make a habit of adapting quickly and painlessly when you need to. The more you do things differently for the sake of it, the easier you’ll find your adaptability muscle responds to change. And change will come. It always does. Adapting to change gets you what you want.

Conclusion

Get more adaptable by making a point of doing things differently. Go to work a different way, eat different foods at different times and make your tea or coffee at a different point in your morning routine whenever you can. You can go to other places on holiday with other people. You can do something different this weekend. Think of something you usually do and now do something else. Even if it’s just the once. You can do something different from now, for ever, at least once a week.
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Know Your Thinking

What you say to yourself

Some people call it your internal dialogue. Sometimes it’s called the voice in your head. It’s the same thing – it’s what you say to yourself when you’re thinking about stuff. Your internal dialogue has a direct impact on the way you think and behave. Letting it run wild and out of control is never a good thing. Whatever your internal dialogue is saying can have a serious effect on your mood and your frame of mind.

For all kinds of reasons, this used to be one of my favourite sayings – ‘What’s the point?’

I’d say it all the time to myself, whenever things got a bit difficult. It goes without saying what effect that had on me and on other people. And how adaptable do you think I was, if that was all I’d say whenever something turned out to be a bit of a challenge?

Let’s try out your internal dialogue. Think of someone you don’t get on with. Someone you don’t like, who’s so different from you that it’s not just a clash, it’s a head-on collision. You can’t understand where they’re coming from and they don’t get you either. As soon as I mentioned that person, your internal dialogue will have probably gone off the scale. In other words, that voice in your head started chattering away at you like it always does, going on about this person and how wrong they are.

Sometimes you say good things to yourself, and other times you come out with a load of unhelpful stuff. You tell yourself when you think you can’t do something and you tell yourself when you’re not looking forward to something and you keep on delivering similar messages to yourself in lots of different ways to make sure you really listen. Stop reading for a second. No stop! What are you saying to yourself at the moment? Don’t read on until you can answer this question. People do differ in how much they talk to themselves in their head, but everyone does it to some extent. (By the way, if you’re a fast reader, it usually means you don’t talk to yourself as much as other people do. That wasn’t really a tangent – just an interesting, but completely irrelevant, piece of information.)

OK, now read on. It’s not all bad, though. At times, you tell yourself really good stuff too. You tell yourself when something is going well, and when you’re looking forward to something. Have you ever noticed that when you tell yourself good things, they usually come true? And obviously, when you tell yourself bad things, they usually come true too. Like the times when you’ve said to yourself ‘Oh God, I’m having a bad day’ – and the day just got worse and worse.

So, I’m guessing you’d really like to learn how to get that voice to work for you, rather than against you. That means getting it to say good stuff rather than bad stuff. Easy. Don’t just take our word for it. Remember Michael Phelps in the 2008 Olympics? Was he saying to himself in a weedy, whining nasal voice, ‘I don’t think I’m going to win this? These Speedos are so tight, they’re killing me. My sex life’s over for at least a week.’? No, Michael is in control of his internal dialogue. He makes sure it says the right things at the right times.
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