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Your Right to Copy 

 

Is Not Freely Given 
 
If you are using this as a coaching study guide, you could buy one copy and make a 
copy for each of your group. Right? It’s not legal, but after all, who would know? 
 
The answer: you would know and so would your group. And if your intent is to raise 
consciousness levels, your mission would fail for lack of ethics. 
 
The number one purpose of this workbook is self-discovery. You can’t build personal 
integrity and self-worth using illegal copies of the exercises. The guilt from taking what 
doesn’t belong to you would destroy the growth in consciousness you intend to build.  
 
This “” symbol on every page says you can’t legally copy pages of this workbook.  
 
If you’d like to use The Network Marketers BEING Study Guide as your coaching 
textbook, I would be happy to quote you a volume discount on ten or more.  
 
To order, call toll free 877 884-8509. 
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 About The Author 
 

In his path toward success, Darel Rutherford found success secrets that solved his business 
problems and made him wealthy. Since discovering those success principles, Darel’s 
mission in life has been to pass those principles on to anyone ready to listen.  
 
You’ll find those success secrets in this study guide. But his message is profound and you 
may not be ready for it. Those who got the message in his workshops doubled or nearly 
doubled their incomes in the year of their participation. Are you ready for that? 
 
Darel, self-made millionaire, son of a carpenter, was not born rich. But he has been income 
rich most of his life. His first income came from selling the Denver Post at the tender age of 
five. Two years later, he became the town’s youngest junk man. Pulling his little red wagon 
up and down the back alleys of downtown Albuquerque, he collected and sold beer bottles. 
As a seven-year-old, he made so much money for a kid; his father made him buy all his own 
clothes.  
 
When he quit his job to go into business, Darel’s experience as a construction foreman 
didn’t show him how to run a business. He made every mistake you can make. But each 
mistake was a learning experience. You can succeed at anything if you find out what 
doesn’t work and stop doing it, and when you find out what does work, keep doing it. Or you 
can be even smarter than Darel by doing the following exercises, learning from his 
mistakes. 
 
Darel started DAR Tile Company in 1949, a business that grew to over 100 employees. As 
the business grew, he bought land and built the buildings needed to support his growing 
business. You might say Darel has been rich all his life, but his road to wealth began the 
day he bought his first income property. Darel says you’re wealthy when the income from 
your investments will allow you to live comfortably the rest of your life without working. 

 
• His Prosperity Workshops started a great many participants on their way toward 

becoming rich.  
• His Business Success Workshops changed small business owners’ attitudes about 

money and made them successful. 
• As a Business Consultant, he helped many a small business to see that they were 

their own biggest problem.  
• Darel is a published author who writes How-To-Succeed-in-Business articles for 

magazines.  
• He conducts Being Workshops for anyone who is ready for that transformation in 

consciousness that will change the quality of their life forever. 
 

Darel says everyone would be rich if they knew they had a choice in the matter. This 
Network Marketer’s Being Study Guide will make a believer out of you, taking you by the 
hand to lead you beyond wanting to the point of choosing to be rich in all ways, including 
financial independence. 
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Warning Disclaimer 

 
 
 
 
 
This book is designed to provide information in regard to the subject matter covered. It is 
sold with the understanding that the publisher and author are not engaged in rendering 
legal, accounting or other professional services. If legal or other expert assistance is 
required, the services of a competent professional should be sought. 
  
The purpose of this book is to educate and entertain. The Author and DAR Publishing shall 
have neither liability nor responsibility to any person or entity with respect to any loss or 
damage caused or alleged to be caused, directly or indirectly, by the information contained 
in this book. 
 
If you do not wish to be bound by the above, you may return this book to the 
publisher for a full refund. 
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Introduction II 
 
Congratulations, you’ve just completed Part I of the BEING 
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Study Guide. Now that you’re reading this, I will assume you’ve 
acquired, a new reality concept and are now inspired with 
enthusiastic anticipation for applying this newfound power to your 
personal growth and your business success. You now have a 
new lease on life! 
 
This new reality concept sets you free in ways you had never 
even dreamed possible before now. Exciting isn’t it, to know that 

ou are an individualization of God with the power to create any reality you can imagine by 
imply choosing a new way of BEING? The power to BE is an awesome power! 

ell, before you get too enthused, let me introduce you to the reason you could easily fail in 
our mission of doubling or tripling your income. The success you want will require a shift in 
onsciousness, but there’s a part of you seriously determined to prevent any consciousness 
hange. You may be surprised to learn just how attached you are to keeping your problem. 

our greatest barriers to having life get better, will be your previous BEING choices. Your 
ear of both success and failure stand between you and the growth you want for your 
usiness. To be more successful, you must find your way past those fears. Where did those 

ears come from and why would you be afraid? 

ou see, not only did God put a part of Himself in each of us; He gave us the means by 
hich we would experience life in the context of the reality created by our BEING choices. 
long with the ability to make BEING choices, God gave us a powerful way to experience 

ife from our chosen point of view.  God gave you and I an ego. 

hen you make a being choice, your ego takes on that role in life, molding your experience 
f life to be a perfect fit for your self-concept and your reality concept. Your ego is an idea 
ome to life, manifesting a reality that fits your point of view. Any ideas contrary to that point 
f view are seen by your ego as a threat to its survival. For that reason, you are equally 
fraid of both success and failure. 

ou’ve just recently awakened to a brand new reality concept, but that change alone, does 
ot guarantee the necessary changes in your habitual way of thinking. Over the years 
ou’ve accumulated thinking habits and ways of feeling that are our automatic responses to 
ny sort of challenge to our way of BEING. Consider your ego as a survival mechanism 

our ego sees the desired change in your prosperity consciousness as the need for it to die 
n order that it be reborn to that new way of BEING. It fears change as you might fear death. 
o, don’t be surprised at your ego’s attempt to sabotage the BEING change necessary to 
oubling your income.  

art II of the BEING Study Guide is your way past those ego fears and hidden success 
arriers. You’ll need to deal with those fears before moving on to the growing of your 
onsciousness and your business.                                                                   Return to content 
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How to use this BEING Study Guide 
 

This BEING Study Guide is presented to you in four parts, the intention of each, to take you 
through the process of changing the three things you must change before you can be a 
great deal more successful in your network marketing business. 
 
These three things must change: 

• Your reality concept: If you’ve looked at your circumstances, and called that 
reality, you’re in for a rude awakening while reading Part I. This part of your study 
guide will have you changing your reality concept, expanding your consciousness, 
and creating the space for you to be many times more successful.   

 
• Your self-concept: Your greatest barrier to doubling your income in this business 

will be your self-limiting self-image. In Part II of this Study Guide, you’ll be removing 
those limits; in Part III, you’ll be changing your mind about who you are, gaining the 
confidence you must have to take your business to the next level, 

 
• Your relationship to money: If you are not already wealthy, your relationship to 

money is keeping you poorer than you’ve wanted to be. The fourth part of this Study 
Guide will have you changing your relationship to money in a way that could easily 
make you wealthy. 

 
Part One will focus specifically on taking you through a major change in both your reality 
concept and your self-image. This is the part where you’ll find the inspiration and the new 
sense of personal power you must have to take your business to the next level. In Part I, 
you’ll learn that your greater success in this business will happen only after you’ve made the 
appropriate BEING commitment to BEING that successful. 
  
Part Two will lead you through the process of facing and dismissing the many barriers and 
fears you’ll have when emotionally challenged by this out-of-the-box experience of being a 
successful network marketer. You’ll be given powerful tools for dealing with fearful mind 
chatter, and you’ll learn how to set up the support group that will take you past those weaker 
moments when ego resistance has you down and ready to give up.  
 
Part Three-- In the context or your new reality concept, you’ll be inspired to create a 
dynamic new self-image that will have you easily doubling or tripling your income.  In this 
section you will be growing your consciousness and your business. 

 
Part Four, if you have money problems, you’ll learn that your negative cash flow is a 
direct result of your chosen relationship to money. In this part of the Study Guide you’ll 
change your relationship to money and be on your way to BECOMING wealthy.                
You’ll see network marketing as the greatest opportunity on this planet for someone with 
very little money to become wealthy in 2 to 4 years.                   
 

                  Return to content 
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Part II:  
 

Getting Past Your Fears  
Will Set You FREE To BE 

As Successful As You Could Ever Want To BE 
 

 
 
 
 
 
 
You were born free as a bird; but then, over the years… 

You began to gather self-doubts and fears…  
You’ve become enslaved by those fears. 
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 exciting vision of a new prosperous reality, 
ou’ll make your BEING commitment  
l double or triple your income  
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Part II: 

Getting Past Your Fears 
 

If You Are Petrified By Your Fears 
You Won’t Be Doubling Your Income, Will You? 

 
So, first, let’s uncover and handle your success barriers  
 
You might want to read this part of the BEING Study Guide, as though you were a new 
recruit to network marketing. You’re all fired up with enthusiasm, anticipating all the great 
benefits you’ll have from being powerfully successful at doing this business. If you’re not 
new at this, you’ll want to be able to imagine what it’s like for the newest recruits to your 
down-line. 
 
So, being fairly new to this business, you’ve done the training, learned about the products, 
practiced doing presentations, and feel you’re ready to test your skills as a network 
marketer. It’s time to prospect for your first client!  
 
So, you proceed on your own, wanting to sign up your first enrollee without help. Admirable, 
but the odds are your first try will get you a, “No.” answer, and that’s good, because one of 
the first things you’ll need to learn in this business is how to make rejections okay. 
 
But you won’t see that first negative response as a great learning experience. With your first 
“Not interested” answer, you might even be having second thoughts about doing this 
business. If you haven’t overcome your fear of rejection by completing Part II of this BEING 
Study Guide, your second rejection could have you deciding this business isn’t for you. 
 
Since we don’t want that to happen, let’s get all your fears out on the table and put them to 
rest one by one. Your greatest barriers to being more successful in this business will be: 
  

1. Your old reality concept, out of which you’ve manifested the status quo 
2. Your self-concept relative to the old reality concept                             Return to content 
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As discussed in Part I, before the content of your life can be changed, you must, first 
change the context. Keep this in mind always; the context determines the content. And even 
after you’ve first changed your reality concept, you’ll have some of the old habitual ways of 
thinking and feeling to deal with. 
 
We’ll assume, for the purpose of this discussion that, as a result of completing Part I of this 
Study Guide, you’ve experienced a big time reality concept change--you’ve already 
changed the context. 
 
Unfortunately, the change in your reality concept won’t automatically change old thought 
patterns. Your old way of thinking and feeling are habitual, still there, still running your life. 
And even though you may have realized that you are not your ego, ego is still the one in 
charge of your thoughts most of the time.  
 
Being aware that you are an individualization of God, won’t take away your ego’s fear of 
what’s outside the box. So, while you are now truly excited about your future in this 
business, your fear of success and failure will be lurking in the darker recesses of your 
subconscious, waiting for the opportune time to pop up, and arm wrestle you back into the 
old box. 
 
You’ve acquired a grand new empowering reality concept, one that truly gives you the keys 
to the kingdom. Your new consciousness allows you to know that anything you want from 
life can be yours just for the asking. But your ego will still fear any activity that takes you out 
of your comfort zone.  
 
Your ego’s fears are based on the old reality of powerlessness. So, even while on the way 
to becoming more and more successful, you’ll be experiencing some self-doubts and fears. 
Even though succeeding, you’ll still fear success, you’ll fear prospecting and uncover a 
multitude of other hidden fears.  
 
Until you face your fears and deal with each one logically and emotionally, those fearful 
thoughts will stand between you and the success you want for your business. That’s why it’s 
so important that you complete Part II of this BEING Study Guide to handle with your fears 
before moving on to Part III, the growing of your consciousness and your business.   
 
We seem to forget, when seeking a significant change in our lives, that our every-day 
reality, the content, is already filled to the brim with thoughts and activities that may or may 
not fit into the new reality. To make room for the new, some of the old thoughts, feelings and 
ideas must be discarded. Nothing new can or will happen until we’ve created the space for it 
to happen.  
 
So, you won’t BE having that new more prosperous reality show up until you’re 
ready, willing and able to give up BEING the one who doesn’t have it. And you’ll also 
have to give up doing whatever you were doing to support that old way of being. Having 
your income doubled requires a BEING change. The new you will be replacing the old you. 
So, while reading this Part of the BEING Study Guide, make up your mind to let go of old 
habits.                                                                                                            Return to content 
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You see, God put a part of Himself in each of us and then gave us an ego as the means by 
which to experience the reality of our BEING choices. The creative process in mankind goes 
like this. As Spirit, you make a new BEING commitment, and once your ego buys into that 
new way of BEING, it takes over the job and manifests that BEING choice as your new 
reality.  
 
That’s the good news. But once ego takes charge of the new way of BEING, it will resist any 
new BEING change. That’s its job! Don’t fight it; expect it.  
 
So, as discussed earlier, ego is both your best friend and your worthy opponent, your best 
friend because it is through your ego playing out the part that you get to experience the 
reality of your BEING choices. But now when you’re ready to discard the old reality and 
replace it with a new more prosperous version, your ego will be resisting that change with all 
its considerable might. 
 
You’ll win this battle of intent with your ego only if you can stay objective. So, keep 
reminding yourself, with each of ego’s fearful attempts to get you back into the old box, you 
must remind yourself, again and again, that you are not your ego. Know, in those moment of 
self-doubt that you are an individualization of God—that you wrote the script for the role ego 
hopes to defend. 
  
Ego will keep pointing at the current circumstances of lack as the true reality. You’ll have a 
natural tendency to fall into that ego trap—to be swayed by the evidence. But think again. 
Know that principle, not circumstances rule your life. Previous thought patterns created the 
current circumstances, and your new way of thinking will, without a doubt manifest the 
new set of circumstances you desire. So keep those principles always in mind. 
  
Two powerful spiritual principles govern our lives: 
The Law of Being; we become what we think about, and 
The Law of Attraction; we automatically attract who and what belongs in 
the reality of our most current BEING choice. 
  
Keep knowing that once you’re committed to a new way of BEING and have moved that 
BEING choice past the resistance (your fear of failure and success); The Law of Attraction 
must supply everything necessary to the demonstration of that new, more prosperous 
reality. 
 
So, assuming you are ready to double, or maybe even triple, your MLM income, let’s see 
what fears must be dealt with before you can take your business to the next level. 
 
It is the expressed purpose of this workbook to lead you, step by step, down the only real 
path to knowing what you want—to becoming certain that you can have it—and then in 
choosing to BE the one who will have it. Once you’ve chosen, this BEING Guide will help 
you find your way past your old roadblocks to success. 

Return to content 
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Additionally, we will want this workbook to become the training manual for leading your 
down-line partners past their natural barriers to doubling their incomes—and, of course, 
we’ll want them doing the BEING training for their down-lines.  
 
It doesn’t take rocket science to see where this process could take your business success, 
once you’ve gotten the ball rolling down hill. This workbook, by changing the consciousness 
of your down-line team could make you wealthy beyond your wildest dreams. But never 
mind that; first let’s get you past your own success barriers.  
 
What follows are one page lessons designed to help you develop your new reality concept 
in a way that makes you ready and motivated toward making the new BEING choice that 
could make you many times richer. 
  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Return to content 
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How To Make The Fear Go Away 

Think of FEAR as False Evidence Appearing Real 
 
The spirit of God in you would be afraid of nothing. Right? Therefore, all your fears are a product of 
your ego’s constant concern with the survival of its being whomever it perceives itself to be. For your 
first step out of fear, you must: Keep reminding yourself that you are not your ego.  

 

 

With that in mind, you can step outside the box and observe ego’s fears 
objectively. When you truly understand ego’s fears, you’ll be able to take charge 
in those moments of fear and help your ego see that there really is nothing to be 
afraid of in this situation.  
 
Think of your ego as a small child afraid of the dark. See 
yourself as the adult with a big smile on your face, 
understanding your ego’s fears, and not in the least 
concerned about the outcome of your new venture. See it 
as your job to make ego’s fears go away. 
 

So, here are some ways for dealing the fear 
• When you’ve truly faced the fear, it will most probably dissolve an

puff of smoke in a windstorm. So, when feel the fear, ask yourse
thing that could happen here? Make that okay, and then you can fo
and energy on the solution to your problem 

• Since your fears are merely figments of a powerful imagination wor
can usually have a fear go away by seeing that there’s no logic beh

• Realize that the boogie man is inside your head, not out there s
ready to attack 

• Another way to beat the fear is to do whatever you fear doing. Whe
few times and become good at doing it, the fear will go away.  

• Try making the doing part fun. When you truly enjoy prospecting, 
afraid of approaching prospects. 

 
The exercises on the following pages will help you deal with whatever fea
doing this business. You’ll find fear dissolving easily and quickly while doi
in conjunction with others willing to participate in this transforming proc
workshop environment.   
 
I can almost guarantee you’ll need support in overcoming your ego’s fear
powerful tool for dealing with ego’s mind chatter. On the following page
how to set up a Powerpact support group, and then later you’ll be g
process called The Power Pause, that you will use to replace ego’s fea
thoughts with the vision of fearless prospecting.  
  
So, keep in mind in dealing with ego resistance 

• You’ll need a Powerpact support group 
• You’ll be using The Power Pause to deal with ego’s mind chatter 
•  
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Habit Is More Powerful Than Desire 
To get the most value out of this Habit vs. Desire lesson of this study guide, 
let’s do a flash forward into the not too distant future: Let’s say you’ve aready 

created a vision of what your life will be like making twice the 
income; you’ve made your commitment to BEING the one in 
that vision, and now, you’re highly motivated with a burning desire for having 
that manifest as your new reality.  
 
But somehow it’s not quite happened the way you imagined. You’re attending 
meetings, practicing presentations, intent on doing whatever is required in the 

process of achieving your goal. But you’re having trouble maintaining your focus.  
 
One minute, you’re on track, being the new you, doing it the way you’ve 
been trained and the next thing you know, you’re acting and reacting in 
the same old way as before—as if nothing in you had changed. 
 
You thought you’d changed who you were being, but you’re noticing a 
lot of your old ways show up in doing your business. And that’s not who 
you wanted to be. Why is that happening? Here’s your problem: Habit is 
a much more powerful motivator than is desire. You’ve temporarily slip
old groove, the old habitual way of being  
 
You need to know this about habits, because in the process of changing w
you’ll find it necessary to change some old habits. Who you were, is a
thinking, acting, doing and being. So, in the process of changing who you
have a lot of habits that must be changed before that new being commitm
and finally the new you.  
 
So, how do you get rid of a bad habit? Simple! Replace it with a good h
doing habit is just a matter of practicing a new way of doing it until the new 
natural to you than the old way.  
 
Changing your thinking habits will be a little more difficult, because it’s b
since you were actually in charge of your thinking. You’ve left that job up 
since it’s your thinking habits that decided who you would BE, you’ll hav
diligent when you begin to change your thinking patterns. That means yo
great deal more attention to your thoughts than usual.  
 
Realize it or not, almost every thought you think is an “I Am” thought, a po
of BEING. All of your thoughts, combined, have created the self-concept y
In the process of changing who you are BEING, you must stay alert, focu
and intent on catching the bad-habit thoughts when they pop into your awa
  

Every time self-doubt or fear shows up in ego’s mind chatte
replace it with an empowered vision of success, combined w
gratitude. The tool for replacing fear thoughts is called a th
called The Power Pause. You’ll find those three steps on the fo
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The Power Pause Steps 
 

The Power Pause, the perfect tool for taking charge of your thinking, is a three-step 
process for replacing negative thoughts with positive. You’ll use it to replace fear with an 
empowered vision of yourself living your life as it would BE in that new dream reality.  
  
To get full value out of using the Power Pause, you must be dead serious about your 
intention to become more successful in your business. Your success will depend on your 
taking charge of your thinking habits. To accomplish this, you must stay constantly aware of 
your thoughts, so you can declare a Power Pause each time an old fear thought shows up.  
  
Notice: Your fear thoughts may not appear until you've actually made the new BEING 
commitment necessary for experiencing that new reality. 
  
The Power Pause is a three-step process that takes 3 minutes or less to complete each 
time you use it.  

  
1. For your first step, remember a time and place when you felt at peace and go there in 

your mind. Experience being at peace for a full minute.  This moment of peace may 
take longer to establish the first time you try for it, but having done it once or twice, you 
will find yourself at peace almost the moment you declare a Power Pause in the future. 
This moment of peace, intentionally, places a buffer between you and your fear 
thoughts. 

  
2. Step two of the Power Pause: visualize your life, as it would be if the reason for your 

fear no longer existed. Who would you be BEING and how would you FEEL if your 
swamp were drained and the alligators gone? Your intent in this step is to capture the 
feeling of well being you would have if your problem were solved or no longer existed. 
You'd be enthusiastically celebrating that victory, wouldn't you?  
 
In your vision, you are not looking for the solution to your problem; you've already 
solved it, and are FEELING the joy, the satisfaction and over all good feeling you'd just 
naturally experience if your problem were solved and your desires met. Generate that 
good feeling and then experience that triumph with all the good feeling you can muster.  

 
3. Step three: Thank God, or whatever you call your higher power, for the problem 

already solved! Say, "Thank you, God! Amen!" In your vision, you've seen your problem 
solved, and are now thankful. It is important, in this step, that you feel a very strong 
sense of gratitude. An attitude of gratitude is the most powerful of all prayers.   

 
The Power Pause is a powerful three-step process for transforming the quality of 
your life. To have the business success you want, you need only change the pattern of 
your thinking. You live in a box created by your thinking habits. Your thoughts and feelings 
made you who you are. Changing how you think and feel changes who you are BEING. 
Your habitual use of the Power Pause will put you back in charge of your life. 
 

Return to content 
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Why You Must Acquire The Power Pause Habit 
  
Old habits are hard to break To change what you have, the content in your life, you must 
first change who you are BEING relative to whatever it is that you want.  
  
Habits are sometimes hard to break, especially thinking habits, because your thoughts are 
on automatic 24/7. The way you think has worn a deep groove in your subconscious. That 
groove is what makes it a habit. Your thoughts will unconsciously follow that old path of 
least resistance unless you’re ready, each time, to declare a Power Pause.  

  
To change the pattern of your thinking you'll want to cut a different groove. To 
accomplish this, what you need to know is that unless you are really paying strict attention, 
your old way of thinking will pop up and follow the old groove time after time after time, 
throughout the day.  

  
Know that your old way of being, while conducting your business, has reinforced itself 
through repetition. So make up your mind that in your mission to double your income, you 
WILL fail, unless you find a way to cut a new groove in your subconscious. 
  
Your chances for success-- Your ego has charge of your thinking 24/7. The reality 
concept your ego maintains throughout the day has been created by your old habitual way 
of thinking. Please get that your ego does not want you changing the way you think or feel. 

  
Your chances for success in bringing about the change you want will depend entirely on 
how determined you are to make that change in your reality. To get the job done, you will 
need to be constantly alert to any negative mind chatter that would take you back into the 
old groove -- your old way of looking at the problem.  

  
The idea, here, is to replace negative thoughts every time they pop up.  

  
But you can't really be on guard 24 hours a day, can you? 
  
So, you must force the issue! So, instead of waiting for that negative thought to show up, 
the best way to deal with negative thoughts is to force the issue.  
  
Several times each day put yourself, mentally and emotionally, into that new reality. Every 
time you remake your new BEING commitment, your fear thoughts will just naturally show 
up in the form of mind chatter or fear. That's when you will declare a Power Pause and 
replace the negative thought with your vision of BEING powerfully successful.  
  
To transform your business success, you need only change the pattern to your thinking. 
That new way of thinking is just not going to take the place of the old unless you 
acquire the Power Pause habit. So, make up your mind to take charge of your 
thinking 

  
The Power Pause is a powerful transformation tool, but only if you use it religiously and 
persistently!                                                                                                   

  Return to content 
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The Powerpact Commitment 
Team Power 

The function of all relationships is to provide the space for you 
to experience being you. And each of your relationships allows 
you to experience a different aspect of your personality. Most 
relationships, however, do not offer room for growing.  
 
So, since you’ve decided a change of circumstances is in 

order, you’ll need a different quality of support than most relationships provide. Because a 
shift in who you are being is about to happen, you’ll want a Powerpact support group to 
assist you through that change of consciousness.  

 
"Powerpact," a coined word, combines two words, “power” as in “we intend to support and 
empower each other” and, “pact,” as in “we agree to encourage each other in BEING and 
Becoming who we each must be in order to have the quality of life changes we each want.”  
 
With the forming of each Powerpact, a separate entity, an awesome source of new power is 
brought into being from which each partner in that support group can draw. The Bible 
explains this newly established power source in this way; "Where two or three are 
gathered together in my name, there am I in the midst of them." 
 
The power of the Universe is behind your "I AM" statement and mine, and our personal 
power is multiplied many times when we join forces in a working Powerpact support group.  
 
The formula for a Powerpact is:  
 
 
 
 The following commits you to a powerf
 

My Commitment

   I will form a Powerpact support group bec
• The changes I want in my life will re
• During that process, I will be suppor
• My personal power will be multiplied
• I need that increase in my person

change. 
 
I will therefore seek out and find one or tw
the quality of his or her life. 

Signed ___________
 

   Copyright 2004            all rig
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ause I know that: 
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ted by like-minded people  
 many times over by that support 
al power to overcome my ego’s resistance to 

o others who are equally determined to change 

__________________ 
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Forming a Powerpact Support Group 
 

The Powerpact Exercise 
Your success in your network marketing business will be a direct result of your personal 
power and the level of your self-confidence, both of which will grow exponentially as you 
become more and more successful in your business. A little success will lead to more 
success and your marketing business will grow as you grow. 
 
You want your business to be a dynamic success? Then choose to BECOME a dynamic 
person doing network marketing. Your personal power will grow as your self-confidence 
grows, and self-confidence will be multiplied as a result of your joining forces with others 
who believe in you and in your success.  
 
The exercise on this page is intended to have you experience what it’s like to be fully 
supported by two other people who have no other purpose than to encourage your being 
and becoming who you would need to be to take your business to the next level. 

 
The intent here is not necessarily to establish a permanent 
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Powerpact, but to give you a foundation for building your 
own support group. 
 
Three is the ideal number of partners for a Powerpact. The 
Bible supports that number. It reads, “When two or 
three gather together in my name”---not two or more, 
as most people seem to remember it.  
 
Why three? The triangle is the strongest of all 

eometric figures. So, build your Powerpact with two others and yourself.  

he Exercise: Count off and assemble in groups of three.  First introduce yourselves 
o each other; tell them who you are, your intention for your business, and how you 
eel about it at the moment. Each of you will talk about yourself for two minutes, 
llowing one minute each for encouraging comments from your Powerpact partners. 

hare your fears, your successes, and your intent for your business. Allow yourself to feel 
hat it’s like to be fully supported by others in being who you would need to be to achieve 
our intended success for your business.  

s you listen to the others in your threesome, see how much honest support you can give 
ach other, making it your intention to have them feel more confident. Make them feel 
omfortable in their sharing and good about whom they’re being with you.  

n the Powerpact you’ll form later, you would give and expect this kind of loving support and 
ou would feel comfortable talking about yourself. The primary function of a Powerpact is to 
upport each of you in who you are being and who you are becoming. In the Powerpact 
ormed today, each will have individual and separate goals, and you will each be adding 
our powerful intention to each other’s goal, reinforcing it.  

Return to content 
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After The Powerpact Exercise 
 

A Powerpact is the place where you can be yourself and express your true feelings. It’s in 
that sort of “free-to-be-you” space where you’ll discover who you really are, where you’ll find 
your power and take your business to the next level of success.  
 
A Powerpact is the space for the truth, a place where you’ll be confronted if you are not 
being true to yourself and encouraged to be more if you are not living up to your full 
potential. A Powerpact is a place of empowerment. It sets the stage for each of you to 
experience being you. In it, you’ll create the space for each other to be who you each 
are and who you intend being. (That's also my definition for love.)  
 
Questions for group sharing: 

• Okay, what did you get out of doing the Powerpact exercise?  
• Were you uncomfortable? 
• Did you feel supported? 
• Did you decide to create your own Powerpact? 
• Did you have a Powerpact prior to this exercise? 
• Did you already have a support group and not recognize it as a Powerpact? 
• Can you make your existing group meetings function better as a result of what 

you learned here? 
 
To test the quality of your support group, ask yourself, “Do I like myself more when 
with them? And do my partners in that support group like themselves more as 
a result of my support? If you can't answer yes to the above questions, you don't have a 
viable Powerpact. 
 
To solve that problem, you’ll need to, either create a new agreement or change partners. If 
you are the leader of the non-functioning group, there are three possible solutions to your 
problem:  
 

• The first and best solution for any dysfunctional relationship is to reestablish 
agreement that the prime purpose of meeting is the support of each other. 

• If that fails, purge the non-support;   
• And, if that's not possible, purge yourself—choose out.  

 
A Powerpact is not a Mastermind 
Don’t confuse the term, “Powerpact” to mean the same thing as the team-like support group 
labeled a “Mastermind.” They are similar in that they both call into being a force of energy 
from which each partner can draw. But a Mastermind is a committee or a team brought 
together with the intent of masterminding the success of some team goal. 
 
A Powerpact has no purpose other than to provide support for each participant in the 
process of being and becoming whoever they, each, would need to be to accomplish their 
individual goals. So, do the following exercises along with your Power Pact Partners 
and grow together. 

Return to content 
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Conquering Your Fear of Rejection     
 
Fear of rejection is probably the greatest of all the network marketer’s fears. Yet, this 
petrifying fear has no solid basis in reality. It assumes a rejection of the offer to be 
the same as a personal rejection. And of course, nothing could be further from the 
truth. When you get a “No,” the prospect is just not seeing this as something he or 
she wants to do at this time. The “No” has nothing to do with you, personally.  

 
The real problem here is that you haven’t 
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made it okay for your prospect to say, “No, 
thank you”. Your attachment to getting a 
“yes” puts your prospect on the defensive, 
and this attitude in a client almost always gets 
the “No” answer.  
 
The first step in any presentation is to take all 
pressure off your prospect. Make it very clear, 

ven before you make your appointment, that he or she won’t be able to buy 
nything at the time of your presentation. “Don’t bring your checkbook” puts both 
ou and your prospect at ease!  

ll you’d be wanting, at this point in the marketing process, would be to present the 
nformation, expecting only that your prospect be open-minded and ready to hear 
our presentation. You’d want the prospect taking home enough selective 

nformation so as to know whether or not this might be something he or she would 
ant to learn more about.  

nd at the end of your presenting, do not pressure your prospect by asking, “Well, 
hat do you think?” because this question presumes to expect a ‘yes” or “no”, 
nswer. Instead, ask, “Does this sound like something you’d like to know more 
bout?” 

he whole marketing process is about finding those who are already in the market, 
ooking for what you have. Your job in doing a presentation is to provide answers to 
our prospect’s questions so that he or she can make an informed decision.  

t will not be your intent here, to twist the prospects arm and get a “yes” response. In 
act, you’ll WANT this person to say “NO,” if this business is not right for him or her 
or now. Welcome and celebrate each “NO” knowing that for about every 2½ “No’s” 
ou’ll get a “Yes” answer.  

Return to content 
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I’ll Lose All My Friends     
 
 “I’ll lose my friends,” is a valid fear only if you have not, yet, learned that this 
business is not about selling; it’s about marketing. What does that mean? 
 
If you approach this business as a salesperson, eager to close your first sale, you’ll 
have your friends running for the nearest exit. How many times have you been 

approached by someone you know who 
tried to sell you something you were not in 
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the market for then? How did you feel 
about it at the time? And now you’ve 
become one of THEM? 
 
If that’s your idea about how the succesful  
network marketer works, you’ve got it all 

rong. As a marketer, don’t think of yourself as a salesperson; see yourself as a 
roblem solver. Your intent here, is to identify their problems and offer your solution 
hen and if they’re ready.  

 
lmost everyone you meet has serious problems, and you really do have a solution 

or their problem. But you won’t be giving them the solution until they beg you for it. 
therwise, you’d be selling, and nobody likes to be sold, at least, not until they’re 

eady to learn all they need to know to make an informed decision about solving their 
roblem. 

o, begin to see yourself as a marketer, creating relationships, learning about their 
roblems, and suggesting that you might have a solution. But once you have their 
ttention, it’s time to shut up. Why? You’ve just baited the hook. If you’ve done your 

ob as a marketer, your prospect will be hooked, and begging to learn more. Your 
efusal to say more, at this time, is part of the hook. 

t this point, you won’t be giving your prospect any information, except that it’s a 
reat business and you can earn a lot of money. To make an informed decision, your 
rospect will need everything you can tell him or her in a half-hour presentation. So, 
t this point in the marketing process, you’ll want an appointment for a later time 
hen you can make your full presentation.  

veryone has problems, like a job they don’t like, insufficient income and/or not enough 
eisure time. And you have an exciting solution for all those problems. So, get it out of your 
ead that you’re a salesperson looking for suckers to buy your product. Think about yourself 
s the one who has what your prospect needs to solve his or her problem.  

arketing is the process by which you bait the hook with just enough information to get your 
rospect begging to learn more. Then, later, when you do your presentation all you need to 
o is answer his or her questions. You can do that can’t you?                      Return to content 
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How To Get Cheap Advice From Your Friends  
 

The best way to get cheap advice from your friends and family, other 
than your spouse, would be to run and tell them as soon as you’ve 
signed up, that you’ve just become a network marketer.  
 
They may respond with shock and be quick to tell you that you’ve made a 
big mistake. They’d probably tell you what’s wrong with network 
marketing; that it’s a pyramid scheme and why it will never work.  

 
And you can be ready to hear horror stories about how Uncle Joe got stuck with a garage 
full of water filters because the company went broke. They’ll also remind you about when 
you had a paper route and didn’t wake up, so dad had to deliver the papers. 
 
In my opinion, the last thing you’d want to do when you’re new at network marketing would 
be to tell your family and friends about it. Wait until you’ve learned enough about it to refute 
their uneducated opinions. What they have to say about it will be an opinion based on 
misinformation or second-hand information. At this point in the game you don’t need or want 
their opinion. 
 
The real facts about network marketing, once you know the truth, will 
show that it’s the greatest opportunity to come down the pike in a 
lifetime. It’s the only way I know that someone with very little start up 
money can get rich quickly. I know you’re not supposed to say that to 
anyone you’re recruiting, but it’s a fact.  
 

By working only part time, 7 to 10 hours a week, you 
can actually become wealthy in 2 to 4 years, and I 
say that’s quick. You’ll be wealthy when your residual 
income is sufficient to allow you to retire and live comfortably. And the 
fact that you can get rich quick is only one of the good things about the 
business you’re in. 
 

So, take my advice and don’t discuss your new venture with friends and family until you feel 
confidant that you can deal effectively with their objections. 
 
In the meantime, keep your focus on what your life will be like 2 to 4 
years from now when you’re making scads of residual income from 
your part time efforts. When you’re earning enough from this to quit 
your job and do network marketing full time, it won’t matter what your 
friends and family think about network marketing. 
 
So, if you’re bubbling over with excitement about being in this bu
enthusiasm; let it build up steam for when you’re talking to your next pro
time enough later to talk to family and friends. In fact, they’ll be asking yo
a good thing. 
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Conquering Your Fear of Selling     
 
Most of the successful ones, when first considering network marketing as a 
business opportunity, will have thought, at least in the beginning, “I could 
never be a successful salesperson.” But one’s fear of selling soon disappears 
once he or she understands that network marketing is not about selling 
someone you’ve just met something they don’t really want.  
 
Network marketing is about doing a favor for anyone seeking financial security, 

personal growth and the time freedom to 
enjoy life. Aren’t those the changes everyone 
you know really wants? So, as a network 
marketer, keep in mind that you don’t need 
prospects; they need what you have for 
them. 
 

You are the source of what they need most! If you can maintain that “I don’t 
need them; they need me” mind set every time you approach a prospect, you 
will succeed in this business, or any other venture you attempt. 
 
Remember this: your mind set in doing this business is more important than 
what you say or do. Your enthusiasm while presenting the triple benefits of a 
great product, the path to financial independence and personal growth is a more 
powerful sales tool than a great sales pitch. 
 
So, while turning suspects into prospects, keep these three benefits in mind: 

1. Network marketing is the opportunity of a lifetime for anyone willing to 
invest 7 to 10 hours a week with the intention of becoming financially 
independent within 2 to 4 years. 

2. Even greater than the financial benefits will be an empowered growth 
in consciousness. This is the jewel of great value, the true meaning of 
self-discovery. 

3. And last, but not least, now that their income is residual, they’ll have what 
they never had working their job. They’d have the time freedom to do 
whatever they wanted whenever they want—the time to enjoy life and 
their money. 

 
You have what everyone needs and wants. Realize it or not, everyone you 
know wants all three of these life benefits. 

1. Financial Independence 
2. Empowered Self-confidence 
3. Time freedom to enjoy life 

 
Keep these benefits in mind when approaching suspects. Maintain the mindset that you 
don’t need them; they desperately need what you have.                         Return to content 
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I Don’t Know Anyone     
 

Almost every new network marketer, when asked to create a list of 
100 names will respond in shock with “100 people! You’ve got to 
be kidding; I don’t even know ten people. How am I going to 
come up with a list of 100? 

 
Once you start your list of 100, you’ll be amazed at how many people you do 
know. It’s best to start your list with what some call your hot market, like your 
immediate family, friends, and neighbors and relatives, including in-laws and 
their family.  The numbers you will acquire with that list will surprise you. 

  
Then go to work on your warm market 
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acquaintances, like your favorite waitress, 
your postman, the guy who sold you your 
last car. Then there’s the guy that cuts your 
lawn and the handyman you call when the 

ir conditioner needs fixing.  
 

ow that you’re on a roll, get out the yellow pages and go down the alphabet, 
eginning with, who’s your accountant; who do you know that’s an 
cupuncturist, in advertising, an architect? Anyway, you get the picture. While 
ou’re going through the alphabet in the yellow pages, you’ll be reminded of 
ther names to add to the list. 

y bet is that you’ll come up with well over 
he required 100 names, and if you do, don’t 
top until you run out of names to add. 
elieve me, you’ll be needing all of those 
ames before you finish with the list. 

ou see, your responsibility as a network marketer is to share this wonderful 
pportunity with everyone who will listen. It’s not your responsibility to sponsor 
eople into your down-line. Your job is to do the presenting so that your 
rospect can decide if this is something that he or she wants to do. It’s not your 
ob to sell them. It’s only your job to present the information. 

ow here’s the reason you’ll need those hundred names. You see, when you invite 15 
eople to a meeting and all of them say “Yes”, maybe 3 will show up. That’s to be 
xpected, and you must make that okay. Some people would just rather say “Yes” and not 
how up than to say, “No.” 

o, don’t be upset about the ones who didn’t show, celebrate the ones who did, because 
hese are real prospects; the other 12 were not. But now you know why you needed 100 
ames. You’ve already used up 15 off the list.                                                            Return to content 
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I Really Don’t Have Time To Do This     
 
 “I’m broke, and so busy working at not making enough 

w
t
b
t

I
s
q
h
t

T
t
t
r
y
y
f

 
I
s
c
w
 

 

money, I can’t spare even a few hours a week to do what 
promises more income than I’ve ever seen before!” How 
ridiculous is that? Pretty silly, isn’t it? 
  
The fact is, you could be on easy street in 3 to 4 years if you 

ould commit 7 to 10 hours a week to this business. What would you say to 
hat? You’d probably say, (if you hadn’t changed your mind about being too 
usy), “I can’t do that, because I’d have to give up watching my favorite 
elevision show?” 

 
 think you can see why, “I don’t have time”, is just another 
illy ego excuse designed to keep you confined to the status-
uo box. Your only way out of that box will be your making a 
ighly motivated commitment to a new way of being relative 
o your trade-hours-for-$ earning strategy. 

 
o find your way out of that not-enough-time box, you’ll need 
o create an exciting picture of what your life would be like wh
he time in the world, because now your income is all residu
eality, you’ve quit your job and are now devoting about 20 h
our business. The rest of your time is free to do as you please.
ou feel like and take off whenever the notion strikes you. Ho
or you?  

 
Imagine what you’d be doing
time if you were only work
week. Pretty exciting picture
that’s the reality concept yo
keep in mind for replacing you
time to do this” story. 

 hope you can see that your “I’m too busy” story, for as long 
tand, prevents your ever doing anything that might 
ircumstances. The way you spend your valuable time now does
ith the income you want, or the time freedom in which to enjoy

You could actually create sufficient residual income and retire i
you’d be willing to change your too-busy story. How about it?
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Conquering Your Fear of Prospecting     
 
Don’t confuse the prospecting process with that of selling. Prospecting might be 
called fishing, but you’ll not want to think of it as selling. In fact, any selling at 
this point in the game is strictly out of order, because it would have your 
prospect running for the nearest exit. 

 
Prospecting is a time for learning what might 
be used to bait the hook that would turn 
your suspect into a prospect. Before you’ll 
know which bait to use, you must first get to 
know your prospect.  
 

So, prospecting is a relationship forming time, with no intention to offer or sell anything 
at this point in the marketing process. In fact, some in this business call what you’re 
doing relationship marketing, because you must first create the relationship before you 
do the marketing.  
 
Once you’ve done the preliminaries of getting 
acquainted, you will know that your prospect 
has a money problem, a job he or she 
doesn’t like, and/or has no free time in which 
to enjoy life.  
 
At this point you should know a question you can use in baiting your prospect to 
want to hear your problem solutions. If you’ve hooked your prospect into 
wanting more information, you’ve satisfied the true purpose of the marketing 
process. 

  
If you’ve done your marketing job, you’ve 
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a
 
E
e
y
t
 

baited your prospect with the opportunity for 
the financial security of residual income, an 
opportunity to quit a job he /she doesn’t 
like, and a way to have the time freedom in 
which to enjoy life. 
 

o, now your prospect is hooked, anxious to hear more. This is still not the  
ime for selling. What you’ve been angling for, is an hour of the prospects time, 
n appointment for later, in which you can do justice to a presentation. 
 
veryone wants financial security, job satisfaction and the time freedom in which to 
njoy life. You have what he or she wants! You hold the key to his or her future; 
ou’re offering the prospect an opportunity for a far better life. How do you feel about 
hat? Expand on that feeling! That feeling is the real key to your success in prospecting. 
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Conquering Your Fear of Failure   
 
Fear of failure would seem to come fro
wondering, “What will THEY think of m
hidden behind thoughts like, “Maybe I’m n
your ego’s fear of change. To conquer 
recognize, “What if I fail?” as nothing 
chatter designed to get you back into the s
 

Those 
come t
On the
failed m
The su
failure 
to try a
 

In fact, one of the first rules of success 
made failing okay.” And then, there’s a
that same vein: “Winning is next to imp
 
As long as your fears have you focused
probably fail. When acting out of fear, eve
take, will be a reaction, a defense tactic 
costs. I think you can see that survival tac
 
To conquer your fear of failure, you must: 

1. Make it okay to fail 
2. See each failed venture as just anoth
3. Separate yourself from the venture 

 
The story is told about when a reporter a
400 failed experiments on the electric lig
“Not at all. We now know 400 things t
 
I hope you can see that Edison’s failed
failure. He did not become a failure becau
you be a failure if your next attempt at suc
thing that didn’t work and you’d be a step
a success.  
 
To beat your fear of failing, take an obje
and failure. Separate yourself from the v
but knowing that your enthusiastic succes
success in your favor.                                             
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Conquering Your Fear of Success     
 
Fear of success and failure are much the same thing, because your real fear, in 
either case, will be your basic built-in fear of change. Your ego fears BEING 
changes, because your self-concept is your ego’s current reality concept. In 
order that you become more successful, your ego knows it would have to die 
and be reborn into a new way of BEING. It just naturally fears that change. 

 
While coming up with excuses for why you’re 
not as successful as you want to be, your ego 
would make up all sorts of stories about it.  
 
You’d be telling yourself that having more 
money would be a burden. You’d complain 
that you’re already busy doing what you do 

each day and, therefore, have no extra time in which to do what might be 
necessary in becoming more successful. And, besides that, complain that you 
are already working as hard as you want and wouldn’t have the energy to do 
anything more. 
 
Of course, these are all just some of the lame excuses your ego 
would use in justifying your not being as successful as you want.  
 
When you stop to think about it, the idea that having money 

would be a burden is so ridiculous, it’s almost 
laughable.  
 
And not having time to be successful is just as lam
because whatever you’re using that time for now is
the results you really want. 

 
The idea of not having the energy you’d need to be successful is 
also absurd, because the true definition of success would be to 
have everything you’d need to have your life be whole and 
complete and that would include having the time freedom to 
enjoy your extra income. 

 
So, you’ll need to replace your fe
with a vision of what your life wo
you were as successful as you
want to be. In that picture of suc
happily enjoying your work, yo
abundance of income and you’d

of leisure time in which to enjoy your success. 
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The Reasons Exercise 
 

Back when you originally decided you could never be rich, you chose not to be. You were 
actually choosing poverty as a way of life. You've been defending that choice ever since. 
Hopefully, you’ll see your reason for choosing not to be rich as a victim story. For as long 
as you stand by that story, the reason you don’t have what you want will stand 
between you and having it. 
 
Often, reasons are hidden, and the fact that you've chosen to be poor, is never allowed to 
surface. What’s interesting about your sad story about why you don’t have money is that 
you didn't realize your reasons established your relationship with money and wealth.  
 
You have not understood that with every action and reaction to your money problem, you 
were choosing who you would be in relation to money. And after that first reaction, every 
reason you give yourself for what you do reinforces your choice of who you will be from now 
on under those and similar circumstances. What you need to see is that your reasons 
are your reality and  the act of giving them up will change your reality. 
 

 The purpose of the following exercise is to expose your reasons for 
what they really are in most cases--poor excuses for not having 
what you really want in life. Once looked at, most reasons, like a 
wicker basket, won't hold water when you bring them out of hiding. 
When your reasons for being poor fail the test of logic, you will easily 
give them up as a poor excuse. 

 
In the Reasons Exercise, list all of the things you've always wanted and the reasons why 
you think you can't have them. What you'll do in this exercise is remember why you chose 
not to be rich and then decide whether that reason makes any sense.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

What I want…
 
 
 
 
 
 
 
 
 

The secret to becoming rich
to change. Giving up your 
automatically changes what 

   Copyright 2
Want/Can’t Have Exercise 
 I can't have because… 

 
 
 
 
 
 
 
 
 

 will be found in your ability to overcome your ego's resistance 
reasons will change your mind about whom you are, which 
belongs in your life. Giving up your reasons can make you rich! 
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The Barrier Types 
Exercise 

Reasons are the self-imposed barriers that block your ability to move your business 
to the next level. To have the success you want in this business, you may want to remove 
the self-concept or concept of reality barrier. 
 
So that you'll recognize a success barrier when confronted with one, I've categorized 
barriers by type, listed a few, and left some blank spaces so you can add your own. Check 
the ones that seem to fit.  
 
The purpose of this exercise is to acknowledge the fact that you have a barrier so that you 
can choose a course of action to overcome it.  
 
      BARRIER TYPES  I’LL OVERCOME THIS BARRIER BY: 
  Self-Concept Barriers   
     I’m not good at selling   
     Don’t have the knowledge   
     Not comfortable talking to people   
     Not worthy of being successful   
      Not smart enough to do this   
  Greatest Fears   
     My fear of rejection   
     What will my friends think of me?   
     My fear of success   
      My fear of failure   
  Concept of Reality Barrier   
     It's God's will   
     It's my fate   
     It's my destiny   
      I'm being punished   
  Old Wives  tale   
     Money is the root of all evil   
     Rich people are the bad guys   
     The rich don't go to heaven   
      Rich people are not happy   
  Sour Grapes   
     I didn't want it anyway   
    …    
          
 
Any of these self-limiting reality concepts could keep you from being as successful as you 
want to be. In each instance, you’ve given away your power to fears, self-doubts or 
circumstances. Isn't it time you took back your power? 

Return to content 
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The Barrier Exercise 
Before you can take your business to the next level, you must first give up the reason you’re 
not already there. That reason, until you give it up, will remain a barrier to your growing. On 
the surface, giving up a reason would appear to be the simple act of changing your mind. 
But your ego won't see it that way. Your ego sees those reasons as part of the substance of 
who you are. For ego, giving them up would mean sacrificing your identity.  
 

 
 
To change what you have in life, you may want to confront the reasons why you don't 
already have it. You can do the following exercise by yourself, but it works better when 
someone else asks the questions. Find a partner who also wants to remove his or her 
barriers to prosperity and do this exercise together. If you are using this workbook as a class 
exercise, pair off as A's and B's. 
 
The Barrier Exercise 
A will ask B,  
 "What's between you and having what you want from life?" 
A will give B three minutes to answer. 
If B's answer sounds like the real barrier to prosperity, A will say to B, 
 "I got that." 
If at any time during B's answer, A doesn't feel the answer is for real, (a victim story), A will 
say, 
 "I didn't get that."  
  
If B's answer sounds like a victim's story, A will play an imaginary violin.  Doing this early on 
gives B time to change their story. The purpose of this exercise is not to be judgmental, but 
to help each other find and destroy the barriers to having what you want from life. When the 
three minutes are up, switch places. 
 
B will ask A,  "What's between you and having what you want from life?" 
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Overcoming The Resistance By Understanding It 
 

Who you are now stands firmly planted, with both arms outstretched, blocking the way, 
intent on preventing your being and becoming the one who can have whatever you 
think you want from life. In other words, who you are 
now intends to preserve your current reality at all 
costs.                  
       
Resisting Transformation 
The mule in this picture has his mind made up, and 
he does not intend to budge. Your ego, like the 
mule, will resist your attempt to change who you 
are BEING. Please realize that ignoring this ego 
resistance won't make it go away. 
 
To overcome your resistance to change, you must have: 

 

1. A burning desire for the change you want  
2. An understanding of ego's reason for resisting  
3. The determination necessary to overcoming that resistance 
 

So, how strong is your desire for that better life? 
 
Understanding Your Ego: Your ego will resist your efforts to become rich because 
"being rich" is contrary to the role you've chosen for it to play. 
 
In the game of life, your ego acts out the role you have chosen for it. To overcome the 
resistance, you must keep in mind that you are not your ego. Rather, your ego is a self-
concept, an idea about who you are come to life so that you get to experience life from that 
point of view. But now that you've decided to change your mind about who you will be, your 
ego, naturally feels threatened, seeing itself as that endangered idea. 

 
Since your ego lives and has its being as an idea come alive, 

u
y
m
"
 
A
 

changing your mind looks very much like death to the ego. But the 
ego doesn't really die when we change our minds. What happens is 
more like the caterpillar's transformation into a butterfly. When 
reborn, it will be the same ego, but with a different point of view 
about life.  
 
Overcoming The Resistance: Your resistance to change will 

sually show up in the form of mind chatter. Your ego will be giving you all the reasons why 
ou couldn't, shouldn't or wouldn’t really attempt the change you’re saying you want to 
ake. When you hear the mind chatter, speak to your ego as you would a small child. Say, 

I hear you, but we're going this way, instead." 

sk yourself, “Do I have sufficient determination to overcome the resistance?” 
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Ready To Train Your Down-Line Partners? 
 

Now that you’ve completed Parts I and II of The BEING Study 
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Guide, I’m sure you will see that the future growth in your 
business began or must begin with your new BEING 
commitment. And having made that move out of your old box, 
you will need to have removed your hidden barriers to further 
growth in your consciousness.  
 
Let’s say you’ve already done that. Let’s assume you’re all 
fired up with a new reality concept and have already removed 

he roadblocks. Now you’re truly ready to grow your business and your consciousness.  

sn’t it time you brought your down-line partners into this process and down the same path 
o success? If what you’ve learned so far has you enthused and truly excited about the 
lmost certain growth in your business and your income, wouldn’t you want your down-line 
artners moving down this same success path with you? 

magine having a leader or two in each leg of your down-line. I know you’ve thought about it, 
ut has it happened yet? Well, this is your opportunity to make it happen! Realize it or not, 

his BEING Study Guide serves a double purpose. It will grow yours and their 
onsciousnesses and weed out the non-producers.  

he real difference between your team leaders and everyone else in your down-line is this; 
our real success builders will have truly made the BEING commitment that almost 
uarantees their future success.  The non-leaders will not have found the courage to 
hoose out of their box. So, just by enrolling your team members in this coaching process, 
ou will sift out the ones who may be wasting your time.  

ou know, as well as I do, the old 80/20 rule applies to almost every business. And yours is 
o exception. I’ll bet you spend 80% of your time on those in your down-line who produce 
nly 20% of your volume. What do you suppose would happen if you spent 80% of your 
ime supporting the leaders in your team? You’d easily double your income just by that 
rocess alone. 

ell, enroll those who are interested into a BEING Study Group and you’ll find out pretty 
uickly who the movers and shakers are. Then watch your business grow by leaps and 
ounds.  

o, what do you do first? Call a meeting and announce your intention to create a workshop 
nvironment for doing the exercises in the BEING Study Guide. Have them read the 

ntroduction to Part I to see if they’re interested. Those who are ready will just naturally 
hoose to do the workshop with you. And on completion of Part I, will be ordering Parts II 
nd III. 

art I of this training will do nothing for them if they’re not really committed, or ready to 
ommit, to being more successful. Think about this as a weeding out process. 
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