
1. What is Pos si ble?

What ever You Can Imag ine

What is pos si ble when you trust your gut? First, it is pos si ble to
get on a roll and to stay on a roll in all aspects of your life. It’s also 
pos si ble to feel a sense of pur pose and mean ing about what you
are here to do. It’s pos si ble to con sis tently know what direc tion or 
course of action really feels right to you in any sit u a tion. You can
develop a knack for know ing how to do or say the right thing at
the right time and achieve more than you ever thought pos si ble.
You can end each day with more energy and excite ment about
your self and your career than when you started out in the morn -
ing. What some people call mir a cles (achiev ing what you want in 
life with prac ti cally no effort) become a reg u lar occur rence. In
essence, what ever dreams you have about your career are pos si -
ble when you learn to truly trust your gut, or more gen er ally, trust 
your self, and that is what this book is about.

What’s the Catch?

“Sounds too good to be true,” you say. “So, what’s the catch?”
Learn ing new skills is a pro cess. It takes time, patience, deter mi -
na tion and the will ing ness to make a few mis takes. It takes the
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abil ity to keep going one little step at a time, no matter how slow
or fast it may go. I am sure you have had the expe ri ence of being
about ready to give up on a pro ject, and out of nowhere comes a
break through or an insight that causes every thing to go together
all at once. Learn ing to trust your self is very much the same
process. 

It is about dis cov er ing, devel op ing and learn ing to nat u rally be at
your best the major ity of the time. If you are ded i cated and tena -
cious in your pur suit of this per son ally reward ing and empow er -
ing way of being, you will find the right path. 

In the pro cess of learn ing to trust your self, you may have to do
more risk taking than you have done thus far in life; how ever, the
pay offs are big. You feel more alive, more daring, have more fun
and learn to care more about others as well as have others care
more about you. You will have a more pos i tive impact on the
lives of the people who inter act with you. You will find that you
expe ri ence less worry, fear, self-doubt, pro cras ti na tion and self-
 crit i cism.

A Suc cess Story

Ron, who is an invest ment advi sor, was referred to me by a client
of mine. Ron was already in the pro cess of estab lish ing him self on
a national level with a very wealthy cli en tele. He had already done
extremely well in his met ro pol i tan com mu nity and was spe cial iz -
ing in a type of invest ment that was best suited to very large sums
of money. Expand ing nation ally was the next obvi ous move.

When Ron and I met for the first time it was obvi ous that he was a 
highly skilled pro fes sional sales per son who knew the tech ni cal
side of his busi ness as well. He told me that he had seen a pre sen -
ta tion given by a couple of his peers that had thor oughly impressed 
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him. What amazed him was the level of con fi dence, cha risma
and the sense of com pe tence that these men gen er ated as soon as
they walked into a room. Fur ther more, these qual i ties became
even stron ger the moment they spoke.

“What I want is this abil ity to clearly radi ate to others that I can
be trusted and that I know what I am doing, the moment I walk
into a room. Can you teach me how to do this?”

I under stood the mechan ics of devel op ing that kind of cha risma
but I didn’t have it laid out in steps, so I said, “I can help you under
one con di tion: that I don’t have to tell you exactly what we’re
going to do or how long it will take. We’ll create the pro gram as we 
go and after each ses sion we’ll deter mine if it feels intu itively right 
to keep going. I know we can create the feel ing you want, but we’ll
have to create the pro cess as we go and you’ll have to learn to trust
your self more than ever. You’ll have to learn to listen to your
instincts and be will ing to act on them start ing now. Do your
instincts tell you that my approach is right for you?”

Ron grinned and asked, “When do we start?”

Ron and I worked together for a couple of hours once a month for 
about six months. He either taped our ses sions or took notes,
reviewed the mate rial and thought it through. Then, when he was
ready, he would call me for the next ses sion.

Then one day some thing hap pened that let us both know how we
were doing. Ron had an appoint ment with a very wealthy busi -
ness owner in the South east, a man who had a rep u ta tion for
being very hard to get in to see. Ron had a pretty clear idea of the
“finan cial solu tion” he wanted to pres ent to this man, based on
information given to him by the firm’s CPA. The num bers involved
in this case, as well as the poten tial com mis sions, were extremely 

1. What is Pos si ble?  5



large, so the pres sure was on. This sale would make a very pos i -
tive change in Ron’s life style.

When Ron arrived at the meet ing, the busi ness owner, his chief
finan cial offi cer, the CPA and the firm’s attor ney were all pres ent.

The meet ing started off with a couple of min utes of small talk to
break the ice. Then the busi ness owner asked Ron to show him
what he had pre pared for him. At that moment, Ron’s intu ition
told him to ask a few more ques tions to make sure he was on the
right track before he pre sented his solu tion. This was risky since
the pro posal was based on infor ma tion that the CPA had given to
Ron, and the busi ness owner might object to fur ther ques tions.
Ron decided to trust his instincts and ask the ques tions anyway.

The busi ness owner coop er ated. After a couple of key ques tions,
Ron knew that his pro posal was not the best solu tion given this
new infor ma tion.

Ron then said, “Based on this new infor ma tion, I want to make a
couple of changes in what I have pro posed.” He explained why he 
thought a dif fer ent course of action would be better suited for
what they were trying to accom plish and that it would be easy to
make the changes.

The busi ness owner was quiet for a minute. Then he looked at his
three advi sors and said, “We can do busi ness with this gen tle -
man. I feel we can trust him and I think he knows what he’s talk -
ing about. Let’s do the deal. You fel lows handle the details.” The
busi ness owner then stood up, politely excused him self and left
to attend another meet ing.

Ron said the whole con ver sa tion took all of fif teen min utes. He
knew he had gotten the deal because he was clear and con fi dent
within him self during that meet ing and he had trusted his instincts
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to change his course of action mid stream. The busi ness owner
sensed that Ron had the com pe tence and cour age to do what he
felt was right and that he could be trusted.

Ron gen er ated the feel ing of trust in others because he trusted
him self and his instincts. We cel e brated over dinner and con sid -
ered our pro gram together a great suc cess.

The remain der of this book rep re sents the high lights of a pro -
gram that has evolved from work ing with thou sands of people
like Ron. I hope that in taking the time to develop your instincts
you will be rewarded as well as Ron was, both per son ally and
finan cially.
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