
Intro duc tion

My life has been an ongo ing search for how to real ize my own
poten tial. In the pro cess of refin ing my strengths and eval u at ing
their most appro pri ate use, I have devel oped a fas ci na tion and
talent for help ing people iden tify the emo tional bar ri ers that get
in the way of reach ing their real poten tial. Once the bar ri ers are
iden ti fied, I help my cli ents develop strat e gies to over come those
bar ri ers using a pro cess that is both empow er ing and imme di -
ately suc cess ful. 

Like many other pro fes sional learn ers, part of my fas ci na tion
with emo tional bar ri ers has been to resolve my own, and I have
had an abun dant dose of those to work through. Mean while, I
have found the pro cess of taking on my emo tional bar ri ers to be a 
great adven ture as well as a great teacher. I have con sis tently
found that there are only a few things that we need to keep track
of to main tain bal ance and suc cess in life and that there are a
mul ti tude of inter pre ta tions of what those few things are. Need -
less to say, it can get con fus ing. In the pages that follow, I will
share with you those few things that I wish some one would have
known how to tell me ear lier in my career. I don’t mean to say that 
people didn’t try to tell me what I wanted to know along the way,
they just didn’t seem to have the right words or what they said
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didn’t feel right to me. My hope is that the words and con cepts in
this book will fill in some of the miss ing pieces for you.

I reg u larly wear the many hats of peak per for mance coach, sales -
per son, sem i nar leader, speaker, con sul tant and “all pur pose”
coun selor. I have spent thou sands of hours work ing with thou -
sands of people indi vid u ally as well as giving many sem i nars on
per sonal growth and devel op ment topics. I have worked with
people of all ages in every occu pa tion from For tune 500 exec u -
tives to hard rock miners. It’s from this expe ri ence, along with
the good for tune of having key men tors appear when I needed
them most, that the infor ma tion pre sented in this book has
evolved.

I have always been intrigued with the dynam ics of estab lish ing
qual ity human rela tion ships in the busi ness/sales envi ron ment. As
a result, my coach ing work has grav i tated toward occu pa tions that
require the abil ity to be highly effec tive at estab lish ing trust and
get ting people to take action. I have found that the people who
have the great est abil ity to estab lish a rela tion ship of trust with
their  clients also have the great est sense of trust ing their own
instincts or what is infor mally referred to as “trust ing your gut.”
For the major ity of my adult life, I have been research ing, observ -
ing and devel op ing ways to teach people how to trust their intu itive 
instincts and enjoy the mirac u lous results and won der ful sense of
self-ful fill ment that come from mas ter ing this skill.

In the pro cess of coach ing people to trust their intu itive instincts,
I made some impor tant obser va tions. I dis cov ered that in order to 
con sis tently pro duce out stand ing results, a very spe cific “mind -
set” had to be pres ent. Almost every one could describe this
mindset as a period of time when they felt like they were really at
their best or “on a roll.” I observed that for most people, the
mindset of “being on a roll” was an expe ri ence that would come
and go. Once the mindset had dis ap peared, it was often dif fi cult
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to get it back and appeared to be more a matter of luck than skill
when it did come back. 

Over time my goal became to take the ele ment of luck out of
being on a roll and develop a for mula that would enable my cli -
ents to con trol this feel ing and actu ally be able to create it on
com mand. What I dis cov ered was that the key to stay ing on a roll
was to learn to trust your intu itive instincts or to trust your gut.
This book describes how to create and con trol the mindset that
will allow you to con sis tently pro duce out stand ing results in any
endeavor, simply by trust ing your intu itive or gut instincts. 

Does the pro gram work and what have people been able to
accom plish? First, let me say again that the infor ma tion pre -
sented in this book has evolved from the “hands-on” expe ri ence
of work ing with thou sands of cli ents and not from untested the o -
ries. I can con fi dently say that there is noth ing in this book that I
have not used with con sis tent suc cess both in my own life and
with thou sands of cli ents. Second, when you help people deter -
mine what they will make a firm com mit ment to, and then help
them find their belief in them selves, the like li hood of achiev ing
some thing worth while is very high. Fur ther more, to a great
degree, how suc cess ful people are with this kind of pro gram
depends on a com bi na tion of their imag i na tion and their com fort
zone. I have con sis tently wit nessed that you can achieve any goal
that fits who you enjoy being and that feels intu itively right to you.
There fore, it is easy for me to be con fi dent that my cli ents will
achieve their goals if they have done their home work in terms of
choos ing the right goals.

How about mea sur able results? I have had many cli ents more
than double their incomes in less than a year. Obvi ously that is a
far more dif fi cult task for some one who is already a leader in his
or her spe cialty. There have been just as many suc cess sto ries
where the goal was to main tain mod er ate income growth, enjoy
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work ing more and free up addi tional time for more non-work
activ i ties. In all cases, the key to suc cess was learn ing to trust
your intu itive or gut instincts as opposed to resort ing to the
well-worn ruts of con ven tional wisdom.

It is always grat i fy ing to me when I have been able to help people
get a bar rier or two out of the way and have them reach their
mate rial goals in record time. My real favor ites are when cli ents
share with me the thrill of trust ing their instincts and win ning big 
in terms of both tan gi ble results and self-ful fill ment. This can be
as simple as enjoy ing their busi ness more because they have put
some time and effort into making their style of doing busi ness
more empow er ing to them. Or, it is when they expe ri ence the
excite ment of making a big sale because they were “tuned in” to
their intu ition in an inter view and that sen si tiv ity closed the deal.

My hope is that this book will open the door to a level of aware -
ness, hap pi ness, and self-ful fill ment that you knew in your heart
was pos si ble and simply needed the right com bi na tion to unlock
the door.

—Sid Walker
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