



























































what it is. I’ll share mine with you: “I
will lead a guilt-free life.” This took me
quite a few years to develop. I kept
looking around at people, and it seemed
there were so many unhappy, sick people.
They go to motivational seminars all
the time. First, the motivation lasts
about 10 minutes. They get out the door,
look themselves in the mirror in the car
and ask, “What happened? Ten minutes
ago I was going to set the world on fire
and now where am 1?” In order to lead
a guilt-free life, you really have to make
some changes. I looked at what was
causing people to get old. I looked at
what was causing people to end up in
hospitals, and it seemed to be guilt.
Doctors say they are not there because
they are sick. They are there because
they feel guilty. To lead a guilt-free life,
I sometimes have to go to people, friends,
my children, and flat out say, “I'msorry,
I didn’t mean to say it that way.” If 1
don’t, it will just eat me up.

OW THAT WE have but briefly
covered the corporate image and
philosophy, I am going to move on to
the visual image. By visual image, I want
you to understand that elephants don’t
bite; mosquitoes do. I am going to tell
you three personal stories about three
different people who did not make the
sale, and they will never know why.
First is a story about a dentist. My
daughter needed a great deal of dental
work done, and it meant a great amount
of money to someone. This dentist was
recommended, and although we had
never seen him before and did not know
anything about him, he had a nice office
located in a fine building. That tells me
something. We were ushered into a
holding office and this young fellow
started walking toward us. You and I
know the five senses immediately take
over. He was wearing yellow/green/
orange plaid slacks, brown earth shoes
with crepe soles and an orange shirt with
a little alligator on it. He looked about
25 years old. Subconsciously, I immedi-
ately rejected him as a dentist. He started
talking to us without introducing himself.
He took out the x-rays, put them under
the light and started using every big
word he had ever learned in dental
school. When it was all over, we walked
right by the receptionist and right out
the door. Later, I got to thinking about
it. That fellow had all of his facts down;

why didn’t I go to him? My subconscious
mind simply could not imagine this golf
caddie pulling out my daughter’s teeth.

My second personal story is about a
real estate person. My husband and 1
went to the West Indies to live for a
couple of years, and when we returned,
we needed a house. We walked into this
beautiful real estate office and discussed
our housing needs with a nice man.
When he finished, he said a lady would
show us some houses, and we followed
her out to her car, a very dirty car. As we
got closer to it I became concerned,
because I don’t like to ride around in
dirty cars. That is not my image of
myself. She opened the car door and 1
dusted the cigarette ashes off of my side
of the seat. The car interior was littered
with home brochures, listings, and
papers and a sand-bottom ashtray over-
flowing with butts. We were with this
lady all day long looking at houses
because we really needed a house. She
lit up a cigarette in a closed car with
two non-smokers. That lady is never
going to sell me anything, because I sat
all day long and choked on her smoke.
She had her facts down. She knew her
territory and her houses, but that was
not having as much of an effect on me
as getting out of that car. It is the
mosquitoes that get you sometimes, not
the elephants.

My business partner and I went to see
an attorney. We walked in and the office
looked like it was a third-hand furniture
store. He wore his double-knit polyester
suit, ushered us into his office, crossed
his legs and had a big hole in the sole
of his shoe. From there on out I didn’t
hear another word. If this man is not
making enough money to buy a-new pair
of shoes, obviously he is not a good
attorney. See how the little things can
get you and how people think?

UST TO SHOW you how the human

brain works, we are going to play a
little game, and I am going to get you all
involved. I am going to fire all of you
and take away your jobs. But I am going
to hire you back with a minimum salary
of $10,000 a week. Is that all right? Now
your new position at $10,000 a week is
as follows:

You are a casting director in Holly-
wood and you are going to cast a movie
for me. The first person in our movieis a
conservative bank president. You tell me

what he looks like. Three-piece suit,
white shirt, grey hair, dark socks, shiny
shoes, clean shaven, glasses, manicured
fingernails, gold watch. You did well.

Our next role is that of a shady used-
car salesman. White shoes, plaid pants,
pot belly, greasy hair, open-neck shirt,
gold chains, sunglasses, a moustache,
and smoking a cigar. You have pretty
well destroyed him. Our last character
will be a lady of the evening. I want you
to describe for me what this lady looks
like for our movie. Heavy makeup, long
eyelashes, black stockings, red dress,
cheap costume jewelry, big purse, slit
skirt, real high heels, and chewing gum.
Okay, we all have an image of this lady.

Now, you did that, I didn’t. You picked
out three people and described them. I
have been all over the United States, and
wherever I ask the same questions about
the same three people, I get exactly the
same answers. Our brain has been pre-
programmed, and the instant we see
people, we fit them into a slot. Every
person fits into a pre-programmed slot
in the brain. Every time you meet some-
body, the instant he sets eyes on you,
those five senses go to work, and they
work harder than anything else we have
going for us. Of the five senses, sight is
the most important of all.

What do others seein you? Remember,
the brain is 85 percent emotional, and
we are talking about the emotional side
of life, the side that is left out so often.
People are 95 percent more self-conscious
about their physical self than their mental
self. Let me prove it.

Shopping one day in New York, my
daughter and I walked into a beauty
salon, and a saleslady walked up and
said, “What a beautiful young girl, is
there anything I can do for you?” What
an opening line! She got right through
to the emotions, and when you know
how to do that, you really know how to
affect people. Get to that emotional
side of the individual.

E HAVE COVERED corporate

and visual images. Remember,

your visual image can be changed over-

night. I can put you in a new car, clothes,

hairdo, etc., but I cannot change your

self-image and self-esteem. Thatisup to
you.

Why are we the way we are? Some

people will never be millionaires; they

are not comfortable that way, and they

MARCH/APRIL 1984 19




































