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Kathy Jo Slusher - Haas  

works with coaches all over the world.  She helps coaches and other 
service -based solo professionals let go of the icky feeling of market-
ing, market effectively and successfully, and change the world while 
they do so.  Kathy Jo has consistently used the techniques and phi-
losophies she shares to create a thriving international business, and 
believes you can too.  Her greatest wish is to never hear any solo-
prenuer say, ñI have to go out and get a real job.ò 

I:   Kathy, what exactly is it that you do?  
 

KJSH:   I work with certified coaches and solo professionals to really get 
their message out there, to build a strong business based on the intention 
that they have when they started that business; so really to build their busi-
ness based on the love that they have to help other people.   
 
I: Why do you do it?  Why did you select this particular arena?  

KJSH:   The reason why I focus on real intentions and helping people to 
market with integrity ï I truly believe we are in the precipice of some amaz-

ing changes coming up here soon.  We have some people ï coaches being 
one group of people ï who have the ability to help tilt us towards a greater 
good than towards a life of more unconsciousness.  Weôre in the precipice of 
going either way, and the more people that are out there sharing their mes-
sage, the more weôre going to fall towards a place of higher consciousness 
and coming from a place of love instead of a place of fear.   

I:   I see.  So you see that our world is changing into a more positive dy-
namically moving place?  
 
KJSH:   Absolutely.  We have the opportunity to make sure that it changes 
that way, yes.  
 
I:  Based on those thoughts right there, what is your philosophy?  

KJSH:   My philosophy in marketing is called intention -based marketing.  
Marketing and selling actually takes place in the mind, so youôve either won 
or lost, depending on the thoughts that you have.  Itôs really coming up with 
the intention why you wanted to get out there and do this and stay with that 

intention.   

An intention is never about money.  Itôs never about things.  Itôs about feel-
ings.  Itôs about wanting to be able to help or make a difference. 
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KJSH: Really setting your 
mind on that and carrying 
that through your marketing, 

knowing that you are being 
successful simply because you 
were holding on to your inten-
tions, that gets rid of a lot of 
the blocks that we have that 
keep us from being actually 
successful.   
 
My philosophy really is set 

those intentions, keep those 
intentions front of mind.  That 
gets rid of a lot of the icki-
ness, that gets rid of a lot of 
the blocks and those stereo-
types that we have about 
people who sell.  
 

I: You mentioned intentions ï 
what exactly are conscious in-
tentions?  

KJSH:   Conscious intentions ï 
we have intentions with eve-
rything that we do, regardless 
of whether weôre actually 
aware of them or not, so my 

intention in getting up in the 
morning is to grab a cup of 
coffee first thingé 
 
Our actions are always pre-
ceded by intentions.  Con-
scious intentions are actually 
being aware of why weôre do-
ing what weôre doing.  Why is 
it that youôre going out there 
wanting to spread your mes-
sage?  What does that mean 
to you?  Itôs like going a layer 
deeper in the onion.   
          (Continued next page.)  



Kathy Jo Slusher - Haas  continuedé 

I:   How does setting of conscious intentions and marketing work together?  
 
KJSH:   They work together é kind of like what I was talking about before, 
that if you are very clear about what your intentions are, thoughts create 
energy, so if youôve ever seen the EEG brain waves, thatôs energy thatôs 
being created through your thoughts.  If youôve ever walked into a room 
where somebody has really been ticked off and you can feel it ï you may 
not know what itôs about, but you can feel that energy from them ï being 
aware of what your thoughts are and creating that energy, thatôs actually 
going to help move you forward.   

 
Understanding what it is that you really want to do, what you really want 
to receive, and again itôs never about money.  Money is just a symbol for 
something else.  Then, acting as though you already have that, and then 
go out there and start sharing your message.  That is where setting those 
intentions and that marketing come together and really can help make a 
difference and make you successful.  
 

I:   How will it make a difference in someoneôs life or business? 
 
KJSH:   It can make a difference in your business first of all because always 
é with any business, there are going to be ups and downs.  There are go-
ing to be good times and there are going to be hard times, and through 
some of those more challenging times, if you are very clear on what your 
intentions are, itôs going to give you the passion and the fuel to continue 
slugging forward when sometimes we just feel like quitting, because we 
know weôre doing the right thing.   

 
On the good times, itôs just going to give us that much more energy, that 
much more passion, and people buy passion.  They donôt necessarily buy 
things; they buy passion, so people are really going to be attracted to you 
through that passion.  How it affects peopleôs lives ï if you are setting your 
intentions that are in line with your integrity, that are in line with your 
value, if youôre conscious about why youôre doing what youôre doing, itôs 
going to make you a much more balanced person and a much happier per-
son.  

 
I:  How can setting conscious intentions make a difference to the world?  

KJSH:   Think about if everybody set their intention, just for one day, that 
everything that they did was going to be from love.  How do you think that 
would make a difference?                                                   
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KJSH:   If nobody did anything out of anger just for one day.  Nobody did any-
thing out of anger, nobody did anything out of fear, nobody did anything out of 
resentment, that the intention was just to share love.  We would not be hav-
ing wars, people would not be blaring horns at each other, we would sleep 
much better at night.  Even just one person being able to set that intention; 
theyôre sending that energy out there, and they are impacting other people 
through example.   
 
I:   Please tell me how can one person make such a big difference.   
 
KJSH:   The image of a raindrop, just a single drop of water falling into a 
pond.  I know thereôs a picture thatôs out there used quite a bit, and itôs a 
beautiful, very calming picture, but just one raindrop falling into a pond, and 
the ripples that go out é and those ripples continue.  They may get a little bit 
smaller, but they continue.   
 
The impact that one person can 
make on the person standing right 
next to them can be huge.  It can 

make a difference in their life, and 
then that impact that that person 
can make on somebody else can 
make a huge difference.  Nobody can 
change the entire world by them-
selves.  What we can do is change 
ourselves, and through changing ourselves, we can affect other people.  
 
I:   I agree with you.  I think that we do in fact, one person can make a differ-

ence in other peopleôs lives.  In fact, there is a  commercial right now where 
they have somebody helping someone, something fell down, they picked it up, 
and somebody else saw it, and then they give it to someone else, and it goes 
around in a full circle ï have you seen that commercial?  
 
KJSH:   Yes, I have.  The baby stroller, the baby throws a toy out and some 
guy picks it up and gives it back to the baby, and somebody else sees it and 
theyôre struck by it so they do something nice for someone else ï that one?  
 

I:   Exactly, exactly.  I love it.  We need to have more messages like that out 
there, because either thereôs so much negativity that comes through from the 
same media, so I love that commercial, and I love the movie Pay It Forward 
which is exactly similar to that.  
 
KJSH:   Yes; I can't stop crying.                                  (Continued next page.)  



Kathy Jo Slusher - Haas  continuedé 

I:   Me either; I love that movie.  In fact, I showed it to my daughter just 
last week and she cried too.  Sheôs only nine.  Itôs a beautiful message, 
and I think we need more ï a lot more ï of that going out, so Iôm glad 
that youôre out there communicating this to everyone.   
 
KJSH:   The thing is that you can do that.  If you stop and actually set 
that as your intention ï and you have to do that consciously.   
 
I:   Yes you do.  When it comes to business, they could apply the same 
method and the same concept.  Iôm sure you have some ideas as to how 

they could do that.  
 
KJSH:   Absolutely.  The idea of giving information away; sometimes 
people donôt like that because thereôs a fear that theyôre going to use 
that information for themselves, that youôre not getting anything in re-
turn, that this is my stuff, why should I just give it away. Thereôs some 
validity to that and some understanding of the fear because there are 
going to be people out there that are going to take it, and youôre not go-

ing to get anything back from them, but the idea that youôre still putting 
it out there ï the law of reciprocity says itôs going to come back to you 
one way or another; probably not from that same person, but itôs still 
going to come back.   
 
Even in your business with your marketing, writing articles, getting in 
front of people doing workshops, you can still through your marketing 
make a difference and transform peopleôs lives.  When I work with peo-
ple about this, I ask them how is it that you would like to buy?  Would 

you feel more comfortable buying from someone who was not willing 
necessarily to give you a whole lot of information, or would you be more 
comfortable buying from somebody whoôs says, ñLetôs do whatever it is 
that you need to do?  Iôll give you this information because yes, you may 
not be ready right now, but that will still help you.ò 
 
I:   Exactly; I think that helps a lot.  It builds the trust, the safety, and if 
itôs not, maybe they just can't afford you and maybe youôve helped them 
in some way to help them move along, move forward, move up, and 

move where they can at some point afford you.  
 
KJSH:   Have you ever heard of the marketing funnel, where you pull 
people into your funnel by giving them something and then they go a lit-
tle bit deeper and buy something on the lower price range, and keep go-
ing further into your funnel?          -8-  



I: Yes. 
 
KJSH:   My philosophy is actually centered around two funnels.  Thereôs 
the physical marketing funnel, but thereôs also a spiritual funnel, and in 
some way youôre going to touch those peopleôs lives through your busi-
ness.  Youôve still got them into your funnel.  Youôve still done your job.  
Youôve still made a difference. 
 
I:   I like that.  You have that giving just to be giving, and I think exactly 
thatôs what goes along with your other message about basically paying it 
forward or helping somebody else, just out of pure intention, pure con-
scious intention.  I love that.  
 
KJSH:   It does come back around.   

I:   You mentioned the Law of Reciprocity, and not everybody has heard of 
it, so would you mind sharing that with us?  
 
KJSH:   Yes, itôs basically that whole concept of what goes around, comes 
around.  What you put out there, youôre going to get back.  If you have a 

surly attitude all the time, thatôs the same attitude that people are going 
to mirror back to you.  If you have a kind, giving attitude é so for in-
stance, a laugh.  Thereôs a reason why laughs are infectious, because we 
want that energy.  We want to feel that way, so by us laughing, and if you 
get some people laughing, itôs really hard to stop because youôre laughing 
because the other personôs laughing because theyôre laughing because 
this other person is laughing, so it keeps going around.  As you give, you 
receive.  
 

I:  How do you know if itôs a conscious intention and not one from fear or 
guilt or some other thought?  
 
KJSH:   Sometimes thatôs really, really hard to distinguish, whether you 
are actually doing something because it is true to what your values are, 
or if youôre doing something because this is what you should be doing or 
youôre afraid that people are going to look at you the wrong way.  Youôve 
got this role that youôre supposed to be filling.  The best way ï and a gen-
tleman named Alan Seale, who does a lot with the Law of Attraction actu-
ally shared this with me ï the best way to really understand and make 
sure that your thoughts are truly coming from a good place, a place that 
really is going to benefit you and others, does it feel like doors are open-
ing, or does it feel like doors are closing?  If doors are closing, thatôs com-
ing from fear, guilt, ñshould.ò  If doors are opening, thatôs coming from 
your heart.                                                        (Continued next page.)  



Kathy Jo Slusher - Haas  continuedé 

I:   Very good.  Very interesting.  What inspired you to move into this 
arena for your lifeôs work? 
 
KJSH:   My background is actually anthropology.  Iôve always loved human 
behavior, trying to figure out why it is that we do what we do.  The thing 
with anthropology is itôs strictly observational, so thereôs no interaction.  
Itôs stepping back and observing people in their natural environment.  
While thatôs really cool, it can be frustrating at times, too.  Coaching is 
somewhere where I can actually get in and help people make a differ-

ence, and help them learn from my mistakes so they donôt necessarily 
have to make the same mistakes.   
 
The reason I got into the marketing side of it is because I have mentored 
coaches for some time helping improve their skills and just be better 
coaches, and it broke my heart every time, and I heard this often ï I 
heard a coach say, ñYou know what, I can't  do this, I cannot make 
enough money, Iôm not making my business work ï I can't do it.ò  Be-

cause Iôve had a business before and because Iôve been fairly successful 
in what Iôm doing now, I decided that the marketing side of coaching was 
really the way that I needed to go, because I truly believe that the people 
who are going to make a difference, of those people, coaches are a big 
group of those people.  
 
I:   I know I said that in the introduction, that you had made that quote 
before about being upset that you didnôt want to hear any more coaches 
saying, ñI have to go out and get a real job.ò  Why do you feel like 

coaches are making those comments to you, or just making the comment 
in general?  
 
KJSH:   When I first started, I had the same thoughts.  Iôm not a sales-
man.  Iôm not that used car salesman with the chains around his neck 
and his shirt unbuttoned.  I can't manipulate people into buying.  I think 
that there is a misperception out there about what marketing really is.  
Itôs not about manipulating.  Itôs about creating trusting relationships.  It 
used to be about kind of smoothing people over, but consumers are much 
more savvy now ï theyôre really smart, and they know when youôre play-
ing them, so I think a lot of coaches just had that misperception of thatôs 
the only way that you can market.  
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I:  Iôve trained a lot of sales teams, and I can tell you that most of them 
were not like that, that they were mostly relationship builders.  If they like 
you and you answer what their questions really, really are ï not telling 
them what you think they are, they listen, they hear you, and then they 
make a decision on whether or not they thought it was right for them, 
based on the information you give them.  If they donôt buy, itôs because it 
wasnôt the right thing for them; it wasnôt about you.  Itôs not personal 
 
KJSH:   Right.  Theyôll never refer you if you force them into buying some-
thing.  I think a lot of the coaches ï at least a lot of the ones that I work 

with ï donôt necessarily come from business backgrounds.  Their percep-
tion is from maybe Hollywood or I keep thinking of that old movie from the 
80ôs, and yes, Iôm dating myself I know, Wall Street, where these guys 
would just focus on making money.  Does that sound familiar now or what?  
I think a lot of coaches, they donôt understand really what marketing is 
about.   
 
I:   What inspires you, Kathy Jo?  
 

KJSH:   I find that an interesting question, and thatôs actually kind of hard.  
I look at being inspired as more of a state of being than a state of doing, 
so doing things doesnôt necessarily inspire me, but what I do really, really 
enjoy are those ñah-haò moments that people have, whether itôs I have 
them or somebody else has them; just being able to see things in a differ-
ent way; learning things from a new perspective.  Those really excite me.  
One of my strengths really is acquiring knowledge.  I am a research hound, 
so itôs really easy for me to sit in front of the computer and just get as 
much information, because that really energizes me.  That might be one 

thing that really inspires me.  
 
I:  How do you reach out and inspire others and change their lives?  
 
KJSH:   I hope that Iôm able to do that by showing people that who they 
are is okay.  Actually, who they are is more than okay ï who they are is 
great, and they can share who they are with everything they do, even in 
their marketing.  

 
 
 

 
http://www.marketyourcoachingbusiness.com/About - Kathy -
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Jack Canfield c 

As the beloved originator of the Chicken Soup for the Soul® series, 
Jack Canfield watched the series grow to a billion dollar market.  
This alone makes him uniquely qualified to talk about success.  He 
is also the author of the best - selling The Success Principles:  How 
to Get from Where You Are to Where You Want to Be.  
 
Affectionately known as ñAmericaôs #1 Success Coach,ò Jack is 
America's leading expert in creating peak performance for entre-
preneurs, leaders, managers, sales professionals, employees and 
educators. Over the past 30 years heôs helped hundreds of thou-

sands of individuals achieve their dreams.  
 
Jack is a Harvard graduate with a Master's Degree in psychological 
education, is one of the earliest champions of peak - performance 
and has a gift for sharing his methodology and results - oriented ac-
tivities to help others produce breakthrough results.   
 
I:   Jack, it is a pleasure to have you here.  Youôve spent more than 30 
years studying and applying the principles of success.  What is the biggest 

difference between people who are successful and those who arenôt? 
 
JC:   I think there are a number of differences.  Number one, people who 
are successful have decided what they want.  They have decided to pursue 
their passions, their vision.  They are really clear about what that is.  A lot 
of people out there donôt know ï you ask them what they want in their life 
and they say ñI donôt know, Iôm kind of happy the way I amò or theyôve 
fallen into what I called resignation.  Theyôve just resigned themselves to 

their current status, and they are in a trance; literally, a hypnotic trance 
that is basically a set of habits.   
 
Research shows that about 65% of our thoughts and about 80% of our be-
havior is habitual.  We do the same thing every day.  We wash our body in 
the same order when we take a shower.  We live in a city where there 
might be 1,000 restaurants like Los Angeles and yet we go to the same 
three or four restaurants every time, order the same things off the menu. 
The reality is weôve gotten locked into a pattern that the brain really ex-

pects us to do.  Consciously choose to change those patterns and decide 
exactly what we want, design the life of our dreams and then take 100% 
responsibility for that, become action -oriented, develop what I call disci-
plines of success.  We know that basically success is the little things you do 
every day, not some big million -dollar hit you make once in your life ï if 
you do that, you can become successful.   



We did a study about seven 
years ago.  We did interviews 
and questionnaires with 2,000 

solo entrepreneurs and business 
owners and found that the differ-
ence between the highly suc-
cessful ones and the ones that 
werenôt successful were three 
things.  One, they had unusual 
clarity of vision, mission, pur-
pose, values, goals, and objec-
tives.  They could tell you exactly 
what those were.  They had dis-
ciplines of success.  Every day 
they had certain things they did 
no matter what, whether it was 
exercise, returning phone calls 
within 24 hours, visualizing, 
meditating, etc., and they also 
took 100% responsibility for their 

lives.  They were not blamers or 
complainers.  They acted as if 
everything that happened to 
them, they  had either created or 
promoted or allowed it, and 
therefore could always figure out 
how to uncreate it and recreate it 
so they could have the success 
they wanted.  

 
I:   Interesting.  How do you de-
fine success?  What does it mean 
to you?  
 
JC:   I define success as being 
able to produce the results that 
you say you want.  I look at 

seven areas that you want to do 
that in.  In other words, if you 
want to make $50,000 a year, 
have two children, and pursue a 
certain hobby and you do that, 
then youôre successful.   
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Jack Canfield   continuedé 

JC: Success isn't necessarily how much money you make.  We know people 
that are multimillionaires who are unhappy, and we know people that make 
$50,000 a year who are extremely happy.   
 
If there is something you want to do, achieve a certain goal, a score in golf, 
or if you want to expand your business or you want to be a million -dollar 
earner with a multilevel marketing company and youôre not doing that, then 
you donôt feel like youôre successful.  For me, itôs being able to produce the 
results you want.   

 
I think Tony Robbins once said that to him success was being able to do 
what you want, when you want, with whomever you want as often as you 
want ï the idea being that you can just produce the 
results you want, no matter what they are.   
 
I look at seven areas of your life:   
 

Financial.  

Job and career.  
Relationships.  
Health and fitness.  
Personal  (which includes spiritual and emo-

tional growth as well as possessions that you 
want to own.)  

Making a difference in the world  (we call it philanthropy or legacy.)  
Fun and recreation  (what is it you want to do for fun and recreation 
that youôre not doing.) 

 
If you have goals in each of those areas and you produce what you want in 
each of those areas; your ideal weight, youôre healthy, youôre making the 
money you want, you have healthy and fulfilling relationships, youôre mak-
ing a difference in the world, and you have the possessions you want and 
the health you want and the doctors and medical care, etc., travel and so 
forth,  then youôre going to feel successful. 

I:   I see.  So what is the biggest obstacle that people face in becoming more 

successful?  
 
JC:   I think the biggest obstacle has to do with unconscious beliefs and un-
conscious habits.  Most of us are not very aware.  Weôre not aware of what 
weôre thinking, weôre  not aware of our dreams at night, weôre not aware of 
the visualization that goes on in the subconscious level.   
                                                     -14 -  



JC:  I do an exercise when Iôm running my workshops and my coaching 
programs where I take people back.   I start with them thinking of a goal, 
something they want that theyôre not able to manifest, and then I say 
think about that and run a scan of your body and notice something thatôs 
standing out in your body.  It might be pain, it might be tension, and as 
soon as they identify that then we examine how big is it, how wide is it, is 
it dry or wet, what color is it, etc., and we really go through a lot of the 
details there so they really hone in on that experience.  Then I say in the 
middle of that there is a feeling.  I want you to go back to the earliest 
time you can remember having that feeling in your life.  Invariably, every 

single person Iôve ever done this with goes back to somewhere between 
three and eight years old and has a memory of making a decision about 
something.  

Iôll give you an example.  A woman who was a total overachiever, driving 
herself crazy, driving her husband crazy ï she was on five boards, she 
was a CPA, she was working in a large multinational company, she had a 
consulting service, and on and on.  What we found was that she went 
back to remembering being in the kitchen and there was a recession go-
ing on in England where she lived, and her father said, ñI donôt think 

weôre going to be able to feed all the children; I donôt know if weôll have 
enough money.ò   
 
He was just saying it in a frustrated way, not really meaning it, but this 
little five -year -old girl heard that, and she decided well Iôm going to be 
one of the ones he feeds, so she ended up getting all Aôs in school, going 
after every extracurricular activity, being the perfect little angel, over-
working to the max, helping out in the kitchen, etc., and to this day she 
was still doing that.  Once we surfaced that and released it, she was able 
to resign from three of the boards, scale back her consulting services, 
hire an assistant, and start living a normal life being much happier.   

These kinds of unconscious decision and beliefs that we made in child-
hood that ñIôm not able toò, ñthe worldôs not a safe placeò, ñwomen can't 
do as well as menò ï all these things that you might have picked up along 
the way, that is whatôs really killing people.  They have to be identified, 
brought into consciousness, reversed and released and replaced with 

something more positive.   
 
I:   I agree.  I keep seeing that same thing as well.  Interestingly, here we 
are making decisions that affect our lives when weôre five and eight and ill 
equipped to do so.   
                                                                    
                                                                         (Continued next page.)  



Jack Canfield  continuedé 

JC:   Exactly.  I often say, how many of you would go on an airplane if you 
knew the pilot was five years old?  Not too many people would, and yet 
weôre allowing our life to be piloted by five-year -old decisions and a five -
year -old consciousness.   
 
I think some of the most powerful work being done now is belief change, 
and along with those beliefs then we change the habits that are associated 
with them.  We replace those with more fulfilling habits and more healthy 
beliefs, and people start feeling not only do they often achieve more with 

less effort, but finally they are fulfilled.  A lot of people achieve, but they 
never really get the fulfillment that comes with 
it.  
 
I:   Is this where our inner critic comes from?  
 
JC:   Yes, absolutely.  The inner critic is one of 
the things we pick up.  I certainly had a strong 
one when I grew up.  My parents were ex-

tremely perfectionistic, if you will, and also 
very interested and dedicated to what other 
people thought of them.  It was constantly, 
ñthis isn't good enough.ò  I remember getting  
a 95 on a test and my father asked, ñWho got 
the other five points?ò  If I had five Aôs and a 
B, whatôs the B doing there?  Up until probably 
graduate school, I was a perfectionist.   
 

Now, the payoff to that is I got good grades, went to good schools, and got 
scholarships and things, but I was never happy.  I was always nervous.  I 
often had somatically - related tensions and diseases and so forth, and once 
I released that in therapy and coaching, I was able to let that go.  I got a 
lot happier.  My life was much, much more relaxed.  Everyone says, 
ñNothing seems to bother you.ò  Nothing much does, because it just is the 
way it is, and that all comes from having let go of that perfectionism.  

I: Thank you very much for sharing that.  You were a featured teacher in 

the bestselling movie, The Secret, which was about the Law of Attraction, 
how to use it to increase success.  For listeners who arenôt familiar with the 
concept, can you quickly explain what the Law of Attraction is and how it 
works?            



JC:   The Law of Attraction basically says that what you think about, fanta-

size about, talk about, worry about, give your attention to in any form 
whatsoever, and feel strongly about, youôre going to attract more of that 
into your life.  For people who are blamers and complainers and whiners, 
theyôre going to be complaining about how bad things are, like the cur-
rent economic situation.  Youôre actually attracting more of what youôre 
focusing on into your life.  Youôre going to attract more poverty, more 
people that are out of work that are complainers, that are non -producers 
and so forth.  If youôre talking about how good things are and youôre fo-
cused on the gratitude for what you already have, and youôre focusing on 

your vision, youôre talking about your vision, then what happens is youôre 
going to be attracting more of that.   
 
We now have all kinds of research from Duke University in their parapsy-
chology labs, from Dr. Masaru Emoto who did the books on water, was 
featured in the movie What The Bleep Do We Know!?, who is a Japanese 
researcher.  We know that our thoughts travel according to Masaru 
Emoto, around the world, so thatôs 25,000 miles.  According to NASA and 
the work they did with Duke University, we know that your thoughts can 

travel 250,000 miles because weôve had experiments done where astro-
nauts who were in modules orbiting the moon were given envelopes to 
open at random times.  They would shake them up and pull one out and 
it was labeled ñDò and they would mark down ñDò and then they would 
open the envelope and there would be a shape in it ï maybe a circle, 
maybe a square, triangle, pentagon, parallelogram, whatever. Then they 
would focus on that for five minutes while these researchers down at 
Duke, these graduate students, would close their eyes and see if they 

could receive what the astronaut was sending.  They had very high corre-
lation with that, meaning that it was way beyond chance, and they were 
picking up with the astronaut was thinking about a quarter of a million 
miles away.   
 
We know that thoughts travel through space and time just like your wire-
less internet.  We all use cell phones, and the cell phone has a wave; that 
wave has whatôs called a carrier wave and then a content wave where the 
information isn't coated.  Itôs like you can tune in a radio station and 

thereôs no wires ï you can also send your thoughts through space.  Every 
thought youôre thinking is sending out ï I call it a massive email ï on 
what I call the ñinner-netò as opposed to the internet.   
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JC:  If youôre thinking that itôs a lousy 
world, youôre actually creating a harmonic 
resonance with everyone elseôs thinking 
and thought, and you will be attracted to 
each other.  If youôre thinking that you can 
achieve your goals, become a millionaire, 
write a bestselling book, produce a movie 
like The Secret, whatever, youôre going to 
attract into your life through harmonic 

resonance people that have the same goal 
or people that  can assist you in accom-
plishing that.  It all happens on an uncon-
scious level, but through quantum physics 
we can verify all this.  We want to make 
sure that weôre focusing on that which is 
positive, rather than that which is nega-
tive.  

 
I:   Interesting.  I did not know there was 
some scientific evidence out there, that 
they had done, an actual study.  
 
JC:   Oh yes, there is tons of stuff.  Iôll tell you another quick study.  The 
people that teach transcendental meditation, they have been claiming that if 
they could get the square root of the number of people on the planet to all 
be meditating and thinking peace, that all the wars would stop, and so far I 

think itôs 64,000 people required to do that.  So far theyôve got 8,000 people 
in India for a month, and they had them meditate on peace for eight hours a 
day, and during that time, the numbers of wars went down, the number of 
peace treaties signed went up, the total number of bombs and weapons 
dropped and shot went down.  This is all reported in journals like the Har-
vard Physics Review and so on and so forth.   
 
Basically, we know that all of these things that weôre claiming in terms that 
weôve noted intuitively for years are now being all validated.  This was Dr. 
John Hagelinôs work.  He is a Ph.D. from Harvard.  We know this stuff is 
working, it just it doesnôt get much general press out there.   
 
I: Jack, youôve had some revolutionary ways to tap the power of the brain 
for success.  What can you tell us about those?  
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JC:    I did some research and I found this thing called the 30 -day Princi-

ple.  It comes from research that some neuroscientists did at NASA, and 
what happens is they ask these astronauts to wear convex lens goggles 
for 30 days.  These goggles, by the way, make your world appear upside 
down.  They had to wear them 24 hours a day.  They wanted to see could 
they handle this, because it would disorient them, it would make them be 
unable to function very well.  They wanted to know would they lose sleep, 
would they become hostile, would they lose their appetite, would they get 
ill, and people who couldnôt handle this disorientation, they were worried 
about them being able to handle an environment without gravity; a 

weightless environment.  
  
What they found that they werenôt expecting was 25 to 30 days into the 
experiment every one of the astronauts, their brains turned their vision 
right -side up again.  They were seeing the world upside down, they wake 
up one morning and even though they  we wearing the convex lens gog-
gles, the world was appearing right -side up to them now, and theyôre say-
ing whoa!  What they found was it takes 25 to 30 days for this to happen.   
They did a subsequent experiment where they asked half the astronauts 

to take their goggles off on day 15, put them back on day 17, so they 
skipped one day.  It took another 25 to 30 days for that phenomenon to 
occur, meaning that you have to do a new behavior, a new thought, a new 
belief, reprogramming the brain  if you will, as we talked about for new 
beliefs earlier, that you have to do it for 30 days without missing one day.   
 
This is where most people fail.   They donôt do a new habit for 30 days in 
a row without exception.  Theyôll go 20 days or 15 days, theyôll miss a 

day, then theyôll do 10 days and miss a day, do five days miss a day, do 
10 days, miss a day, and wonder why they never get the new result, and 
pretty soon they forget to do the new behavior altogether.  Itôs called New 
Yearôs resolutions; most people donôt make it into February.  What hap-
pens is, if weôre going to do something, if weôre going to visualize what 
we want, we have to do it for 30 days in a row.   
 
I always tell people, once you know what you want, create a vision board.  
It can be digital; we have a digital vision board that can be your computer 

screen saver that you can get at our website.  You can do it as a book.  
You can do it as a big thing to put on the back of your door, your refrig-
erator door, whatever, but you want to close your eyes every day and 
visualize the life that you want to have as if it were already occurring, and 
feel the feelings youôd feel.                                 
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JC:  You use the vision board to externally cue you, close your eyes, see 
yourself looking out through your eyes ï this is critical ï donôt see your-
self standing out there, but look out through your eyes at what you would 
see if you were having that success; receiving the Ph. D. degree, some-
one handing you the check, looking at your bank balance, looking at the 
sunset over your beachfront property or whatever, and if you do that for 
30 days in a row, three things happen.  
 
Number one, the brain gets reprogrammed, so the reticular system in 

your brain, which is a filter that operates like this ï right now, youôre not 
aware of what youôre feeling in your right foot, but as soon as you read 
that, all of a sudden youôre aware of what youôre feeling in your right foot.  
While your brain was filtering that out, focusing on my voice, hopefully, 
what happens is you werenôt able to perceive other things.  That filter is 
programmed by your beliefs, by  your vision, by your goals, by what you 
think is possible.  By visualizing what I want for 30 days, it reprograms 
that filter to let in opportunities, people, books, magazine articles, all 

kinds of things that were there that you werenôt seeing before.  In The 
Secret I talk about that when I tell my $100,000 story so that your brain 
now is focusing on that.  

Secondly, youôre going to get more creative ideas.  Youôll be in the shower 
and youôll think, ñOh, I can do that.ò 
 
Thirdly, youôre going to be motivated to take action.  Youôll find yourself 
doing things that before you werenôt doing, and as a result of that you 

then produce more results.  

What I teach too is the way to speak to the brain é the subconscious 
mind, which does all this thinking for us, basically thinks in pictures.  The 
easiest way to get a message into the subconscious brain is to say this is 
the outcome I want.  I want this house, this job, this person, this what-
ever, and by visualizing that, the brain now knows what the target is, and 
it will much more quickly come up with the solutions.   
 
I:  Hereôs one of my favorite things that you teach:  Doubling my income 

and at the same time, doubling my time off.  How does that work?  
 
JC: Basically, what happens is that you do what I just said.  You visualize 
what you want, and you visualize having twice as much free time, and 
you visualize having twice as much income, whatever that number is.                                                   
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JC:   You might see a check written out to you for that amount, or a bal-

ance in thing, or your tax form with your annual income, whatever it 
might be, and if you do that for 30 days, youôre going to come up with 
results.   

I:   Thatôs incredible.  Another principle you recommend thatôs pretty 
revolutionary is the idea that people should become a sort of paranoid in 
reverse ï an inverse paranoid.  What does that mean?  
 
JC:   I had a boss named W. Clement Stone who was worth 600 million 

dollars at the time, and he started with a $10,000 investment, no col-
lege degree, and became one of the richest people in the country, and 
certainly the richest guy in Chicago at the time.  He is what we called an 
inverse paranoid.  He literally believed the world was plotting to do him 
good as opposed the world was plotting to do him bad, and he just al-
ways believed that was happening.   

You may remember the quote from Napoleon Hill in Think and Grow 
Rich, it says, ñEvery negative event contains within it the seed of an 

equal or greater benefit.ò  If your car breaks down on the highway as we 
wrote about in one Chicken Soup for the Soul book, this woman 
thought, ñOh, this is the worst thing in the world, Iôm going to get raped 
or someone is going to take advantage of me, rip me off, hurt me éò  
Meanwhile, what actually happened was this car pulled over and this guy 
basically said, ñCan I help you?ò and he changed the tire for her, and 
they started talking and they dated, and she ended up marrying him.  
So out of a negative event was the seed of an equal or greater benefit.  
  

I remember when I got divorced about 10 
years ago, it cost me eight million dollars, and 
that was all the cash I had.  My wife got all 
that; I got to keep my business, which they 
valued at eight million dollars, but I certainly 
could not have sold it for that at the time.  
Anyway, long story short, as a result of that I 
wrote the book The Success Principles  be-
cause I wanted to rebrand myself and start 

this new line of books.  I never would have 
done that otherwise.  I would have just been 
living off the eight million and having a much 
more relaxing time.   
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JC:  As a result, it opened up a whole new speaking career for me in 
terms of corporate stuff, because nobody hires people just to come in and 
tell warm and fuzzy Chicken Soup stories, and I created the coaching pro-
gram that generates over three million dollars a year from that book.  
Weôve licensed the intellectual property to several training companies in 
Asia that send us checks every quarter.  As a result of that, we got on The 
Secret which then opened up the whole Law of Attraction thing, so I could 
just go on and on; but out of that negative event came much more posi-
tive.   

 
The idea is, no matter what happens to you, just say oh, whatôs the good 
thatôs in this for me?  Whereôs the seed of equal or greater benefit?  What 
if this is for me?  How can I take advantage of this?  There may be quali-
ties I need to develop like strength and perseverance and patience and 
love and kindness and generosity, humility é whatever it might be, and 
thatôs really what the gift is.  Basically, I never look at anything negative 
now, or anything that happens as negative, but always look at it as okay, 

whatôs the opportunity that this is, and then I look for it, and because Iôm 
looking for it, I find it.  
 
I:  Itôs the gift; thereôs a gift behind there somewhere.  Thereôs a pur-
pose, a lesson, and a gift.  You just have to figure out what those are.  
 
JC:   Yes, and you do it by looking for it, and you have to know itôs there.  
If you donôt think itôs there, you won't look.  If you donôt look, you won't 
find.  You have to have the paradigm thatôs true that every challenge is 

an opportunity for growth, every failure is an opportunity for learning and 
development.  
 
I always tell people, the purpose of being on earth is not to amass 
wealth.  Itôs fun to have.  I have a lot of it, and I enjoy it, but the purpose 
on earth is to become a master, and so we have lessons we need to learn.  
We need to master money, master health, master our nutrition, master 
relationships, master making a difference in the world.  Having impact, 
having power.  That only comes from experience.  The more experience 
you have of making mistakes, the faster you get to where you donôt make 
them anymore.  

I:  Thatôs a good point.  What inspires you, Jack Canfield? 
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JC:   Iôm inspired by excellence.  Iôm inspired by 

people that really do their job wonderfully.  Iôve 
seen guys literally directing traffic, when you go 
from two lanes to one lane, and theyôre just doing 
it with such panache, almost like a ballet dancer.  
They move the cars and theyôre making jokes and 
theyôre having fun with you.  A plumber whoôs just 
committed to excellence.  Landscaping artists.  
People that serve you in a restaurant and you feel 

like it was an entertainment experience as well as 
just getting a meal.  I love that.   
 
I think it was Martin Luther King who said some-
thing like é I donôt know it word for word, but if 
youôre going to be a street sweeper, be the best street sweeper on planet 
so all the people in heaven will say thereôs the best street sweeper who 
ever lived.   
 

A friend of mine is writing a book right now called If Youôre Going to be 
One, Be a Good One.  I like that.  People inspire me.  
 
The other thing I think that inspires me are people that overcome obsta-
cles.  We have a story I tell about a kid.  He had no arms past the elbows, 
no legs past the knees, and with three prosthetic devices, two prosthetic 
legs and a prosthetic arm with a lacrosse stick on the end, he became the 
pitcher on his Little League team that went to the second play in the Little 
League Championships in New York.  A little kid named Mattie 

Christiansen.  When I interviewed him for the Chicken Soup book he said, 
ñThereôs no such thing as an obstacle; simply a challenge to be solved.  
You have to be solution -oriented.ò   
 
So that inspires me; people that just refuse to say no, people that take on 
huge challenges, whether itôs climbing all seven of the worldôs tallest 
mountain peaks, or people who would say weôre going to end hunger in 
California or whatever.  Those are the kind of things where people choose 
to take on something big and make a difference, do it with excellence, do it 

with joy.  I think finally, ultimately, people who are at great levels of ser-
vice.  The Mother Teresaôs of the world.  They inspire me, and I aspire to 
be more like them.  
 
 I:   In what ways do you want to touch others and change their lives?  
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JC:   I want people to know that they can do whatever they want, to un-
derstand that they have that power.  When I give talks and run my one -
day workshops around the country and my weekend workshops, midsum-
mer workshops, and do keynote speeches or whatever, they constant 
feedback I get is, ñI was so inspired today.ò  I feel so empowered to go 
out and make my life work, to get out of a bad marriage, to start that 
magazine, to write that book, to start my own business, to join that mul-
tilevel marketing company, whatever it might be.  
 
Knowing that I inspire people with the stories I tell and empower them 

with the tools I teach, thatôs all I want to do.  When we wrote the Chicken 
Soup for the Soul  books, Mark Victor Hansen and I, we had a goal called 
our 20/20 vision.  We wanted to impact 1 billion people.  Thatôs one-fifth 
of the worldôs population, maybe one-sixth now, and we pretty much 
reached that goal.  Itôs amazing to sit back and know that your books, 
your television and radio shows, have reached one billion people; not that 
we necessarily changed all those lives in a dramatic way ï some we have, 
no question ï but we touched them in a little way.  Maybe it just revec-

tored their life two degrees to a more positive place or a more successful 
place, a more loving place.  I sleep really well at night.  
  
I:  Quite the experience for you to reach your goal like that.   
 
JC:   Yes, and the neat thing is, we didnôt know how.  One of the things I 
teach people is you donôt need to know how, you just have to commit to 
the what, and if you commit to the what and you really visualize it every 
day and you donôt take all the actions that youôre inspired to take, the 

how will eventually show up.   
 
I:  Iôve heard this over and over again ï your current reality was your past 

thoughts; now you have a chance to make your new reality.  

J:  JC:  Exactly, exactly.  What I teach and many people teach is that the 
only thing that will change your future are the decisions you make and 
the choices you make today.  Basically, the books you read, the people 
you meet, the workshops you attend, the courses you take, the actions 

you take, thatôs whatôs going to change your life.  And so, it doesnôt 
matter whatôs happened up until now, itôs totally a clean slate as you 
move forward.  Tomorrow you could meet your soul mate.  Tomorrow 
you could start a new business.  Tomorrow you could write the first 
page of your bestselling novel.                        
                                              -24 -                                                                   

   



I:   What inspired you to focus in this area?  
 
JC:   I was teaching high school in Chicago.  It was an all black intercity high 
school.  I made that decision because I wanted to contribute to the Civil 
Rights movement back then.  I noticed after a semester that my kids werenôt 
all that motivated.  I was just a voracious learner.  I wanted to learn every-
thing I could about anything I could get my hands on; and this was not the 
case. I began to study and discovered their self -esteem was low.  They didnôt 
believe they could succeed.  They hadnôt seen models of people like them 
leaving their neighborhood successfully.   
 
So I began to reach out and find anyone I could and this was before the 
internet, so it wasnôt as easy back then, but through phone calls and refer-
ences and going to conferences, reading books, anything I could find about 
raising self -esteem.  In that process I found there are two things that make 
self -esteem; one is your ability to love yourself unconditionally, so you accept 
your emotions and who you are, your body, etc.  You get rid of self - judgment, 
stop that inner critic we talked about earlier.   
 
Secondly, you are able to produce results, because itôs hard to have self-

esteem if you can never make anything happen that you want.  We talk about 
it as lovable and capable.  Thatôs what I did for almost 20 years.  I ran work-
shops for teachers, training them on self -esteem because I did my own class 
at work, and I started doing it around Chicago and eventually nationally.   I 
wrote a book about it called 100 Ways to Enhance Self -Concept in the Class-
room  ï all techniques you can use.  Then, one day this teacher asked me, 
she said, ñMy husbandôs company needs what you do.ò  I said, ñIôve only 
worked in one company and it was on an assembly line one summer between 

college and graduate school.  I donôt know much about corporate life.ò 
 
She said, ñTheyôre just big kids in suits.  You know how to deal with kids, so 
just go over there and deal with them.ò 
 
So I did it ï very, very nervously, but I went and ran a workshop on self -
esteem and peak performance for this corporation.  They loved it and so I 
started redirecting my work more into the corporate world, and eventually I 
also started doing public seminars and wrote the Chicken Soup books, but it 

all started with my desire to figure out how to help my kids be motivated to 
learn.  I actually got a phone call from one of my high school seniors who is 
now the President of a company talking about how I changed his life.  So yes, 
itôs very fulfilling. 

Learn more from Jack at:  
http://www.jackcanfield.com/  
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I:   Sherry, the name of your book, The Law of Abundance, implies that there 
is a law that guarantees abundance. Do you believe thatôs true? 
 
SB: Absolutely! The Law of Abundance is a universal law that never  fails. It is 
as precise and predictable as the law that allows us to have electricity in our 
homes. And it is just as precise and unfailing when all the elements are in 
place.  
 
When we have a power outage in our homes, it is not because the laws of en-
ergy have failed, itôs because all of the elements that allow it to work per-
fectly are not there. The same is true in our lives. We determine our out-
comes in ways few people have ever imagined.  
 
I had been studying success principles for years and didnôt really understand 
how powerfully our choices affect our outcomes until I discovered how the 
laws that govern energy impact humanity. These laws go far beyond positive 
thinking and far beyond Law of Attraction principles as they are typically pre-
sented. What is presented as the Law of Attraction is really just one part of a 
seven part formula.  
 

I: I see. Well, there are a ton of books out there about success and prosper-
ity. Whatôs different about yours? 
  
SB: The Law of Abundance  lays out the entire formula, defines and describes 
all seven parts and presents them in a way that allows them to be tested and 
proven, both scientifically and in our personal lives. It is about the science of 
energy in the human experience. The Law of Abundance is not just a philoso-
phy, it is based on pure science. Every principle laid out in the book has been 

proven and tested in myriad ways and every one works without fail.  
 
The testing of this science started back when Benjamin Franklin discovered 
we could harness energy. With that awareness physicists began studying pre-
cisely how harnessed energy works and uncovered the unfailing laws that we 
now use to power our world. We have automobiles, airplanes, toasters, refrig-
erators, stoves, homes are lighted and climate controlled, and all sorts of 
conveniences because those unfailing laws were discovered and put to use. 
By understanding how we  fit into the equation we can get the same precise 

results that physicists have managed to do with electricity.  
 
Back in 1905 Albert Einstein proved that everything is energy. No scientist 
disputes that. And if everything is energy, that must include you and me in 
that equation, wouldnôt you say?  
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I: Oh, definitely.  
 
SB:  So if everything is energy ðincluding us ðthen the law that governs 
energy must  also apply to us and, as it turns out, it does. When we un-
derstand how energy determines every one of our outcomes in the same 
precise and predictable way that it determines how energy expresses 
through an electric appliance, then we can design our own lives to ex-
press exactly what we want just as precisely and predictably.  
 

Not knowing how to apply the laws of energy to their lives effectively is 
what prevents so many from achieving their goals and realizing their 
dreams. It is not uncommon for people to blame their poor results on 
the process ðgoal setting itself ðor life circumstances or something other 
than the way they have designed their receiver. But like an appliance, a 
goal must be designed to receive and translate energy the way we in-
tend or what we get back will not be what we wanted. The energy we 
send out returns to us exactly  as we have designed our receivers (goals 
and intents) to translate it. We get what we create. So knowing precisely 

how we are creating and what to adjust when we are not getting exactly 
what we want can dramatically alter our lives and outcomes.   
 
I: You and I were talking earlier and we both studied psychology. An-
other thing about the science is that self - fulfilling prophecy has been 
studied and also proven. Yet when they came out with The Secret  and 
the Law of Attraction ðand I know youôre talking about the Law of Abun-
dance  which is the bigger piece ðbut when that all came out, well thatôs 
just self -fulfilling prophecy, isnôt it?  
 

SB: In many ways it is because intent and belief are two ways in which 
we direct energy. But if we look at the laws of energy and how we fit 
into those laws, we see that there is much more to how  we manage en-
ergy than just our thoughts and beliefs. Energy flows naturally toward 
an abundance of the things we desire if we donôt interfere with it. Our 
thoughts, beliefs and intent can boost energy toward what we want or 
can greatly interfere with it, depending on how we use it. I called my 

book The Law of Abundance and not the Law of Energy because energy 
is the cause, abundance  is the effect  and it is the effect we seek, but to 
get to the effect we must know how to manage the cause.  
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.SB:  The Law of Abundance guarantees abundance, but it does not 
guarantee what we will have an abundance of. Far too many people have 
an abundance of things they do not  want as a result of misusing the 
laws of energy.  Just as electricity naturally flows in one 
direction, but can be reversed, slowed and even 
stopped, so too can energy in the human experience. 
We alter every time we turn lights on and off or dim 
them with a rheostat.   
 
The same is true in our lives. We are always directing 

energy. Our on -off switch is choice . Our decision to do 
or not do is what directs our energy and determines our 
outcomes. Our rheostat is attitude, which evolves from 
our thoughts and beliefs. The more resistant our 
thoughts and beliefs are, the more we slow the flow of 
energy and prevent positive outcomes. The natural flow of energy for 
humans is toward the things we desire; happiness, love, contentment, 
freedom, prosperity ðall the things we want. The fact that we desire 
those things and resist the opposite is proof enough that the natural 

flow for us is toward what we find desirable, yet that is often not our ex-
perience because we are not using the laws of energy properly.  
 
If we are just applying one part of the formula, as happens when we get 
too focused on typical Law of Attraction principles, we will not get the 
result we want.  The few people that get consistent results from apply-
ing Law of Attraction principles get the result because they have the 
other six parts already in place whether they know it or not. For these 
people, the only thing missing is receptivity and that is what the Law of 

Attraction encourages. If receptivity is all that was missing, the minute 
an individual with all the other pieces in place becomes more receptive 
energy begins to flow and, yes, that can become a ñself-fulfilling proph-
ecyò so to speak.  
 
I: So the seven parts is what makes the Law of Abundance different 
from the Law of Attraction principle we hear so much about.  
 
SB: Exactly. If you look at the energy cycle as a circuit, which it is in all 

harnessed systems ðand we are harnessed energy just as electricity is ð
you can see that it flows as a result of the circuit being complete. The 
Law of Attraction addresses just one part of the circuit; the return line. 
The Law of Abundance  presents all the parts of the formula and all 
seven are essential.   
                                                                     (Continued next page.)  
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Dr. Sherry Buffington  continuedé 

I: So what happens when one or more of these seven elements is missing?  
 
SB: When any part of the formula is missing we do not and cannot get the 
results we want. There are absolutely no exceptions to that. The big prob-
lem is when we donôt get the results we want and donôt know why . When 
we canôt see what needs to be adjusted everything is hit and miss. If we 
donôt know what the formula for abundance looks like or what parts of the 
formula we are misapplying, we canôt know how or why we are getting the 
results we get so we donôt have the means to make purposeful adjust-

ments. When we can see the entire formula and know exactly what is pre-
venting us from getting the result we want, we can make the necessary 
adjustments and get the intended results.  
 
I: Are you saying that if all the elements are in place, the law is infallible 
and always leads to more of what we want?  Donôt things just happen to us 
that are beyond our control; that we just seem to be dealt, like hurricanes 
or the current economy, for example?  
 

SB: Certainly, and the reason is because life is an open system. In an open 
system all things impact all other things. To assume that we are fully re-
sponsible for every outcome is foolish. That notion completely discounts 
the reality of an open system which is the only system in which life can ex-
ist. Without an open system life would eventually disappear rather like a 
battery running down.  
 
A dead battery is a closed system in which energy has reached equilibrium. 
Energy is always seeking equilibrium, and when it reaches it, energy 

ceases to flow. In a ódeadô battery energy has reached equilibrium and has 
ceased to flow. For people equilibrium is the state of total contentment; 
complete satisfaction and, while we seek that, if we ever actually got it 
death would not be far behind. If we remained completely satisfied we 
would have no incentive to do anything. We wouldnôt even be inclined to 
eat or drink water if we remained in a state of total contentment without 
these. And, without food and water we would soon die. At complete equi-
librium there is no further movement. Itôs the introduction of discomfort 
and challenges and imbalances that produce action and action is the es-
sence of life.  
 
We donôt want our life to look like a dead battery. Life as an open system is 
dynamic, and in an open, dynamic system all things are going to impact 
one another ðwhat happens in nature will impact us and what one person 
does will impact another.                -30 -  



Dr. Sherry Buffington  continuedé 

SB:  We can see that in our own relationships, right? What we do im-
pacts our family and how they are impacted in turn impacts others. Itôs 
the ripple effect. What we do collectively impacts our entire country, the 
economy and even the world. When we understand the Law of Abun-
dance; how it works and know how to work with  it, we are better pre-
pared for the hurricanes and recessions, and for any other storms that 
may occur.  
 
I:  You talk in your book about the importance of self -awareness in find-

ing and living oneôs passion and state that most people lack that aware-
ness because they began masking their truth to meet expectations as 
children. Tell me about the mask. How do we know if weôre even wearing 
one?  
 
SB: The way to know if youôre wearing a mask is to look at your level of 
satisfaction with self , not the world around you, but your personal self. If 
you are not completely delighted  with who you are ðnot where  you are 

or what  you are doing, but with who you are , then you are not living 
true to yourself. I can say that without hesitation because every person I 
have ever met that is living authentically loves  who they are. I have ex-
perienced this shift myself and have helped thousands of people over 
the years discover and claim their authentic self and, when they do 
there is always a profound shift toward joy in being who they are. I have 
never seen a single exception. Some people shift within hours and the 
shift is so dramatic that, when it happens in a group setting, everyone in 
the room can see the change.  

 
Virtually everyone can learn to live effectively and joyously from their 
authentic self, but first we have to get to that place. You can bet money 
that people who are not completely happy with who they are; those who 
are not satisfied and really comfortable in their own skin are living 
someone elseôs idea of who they should be, not their own authentic life.  
I know first -hand and through witnessing it in many others that com-
plete transformation absolutely does occur, sometimes instantly, and I 
know it is from this transformed, authentic place that we experience 

true abundance.   

Learn more about Sherry  
and the CORE Multidimensional 
Awareness Profile®  
www.coremap.com  
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Jerry Moyer  

is a sought - after 
business consultant, 
speaker, and a suc-
cess coach, as well 
as a professional 
soccer player and a 
mind and motivation 
coach for World 
Welterweight Cham-

pion Kermit Cintron.   
 
Recently Jerry has 
also added movie 
producer to his list 
of credentials by co -
producing Fight:  
The Movie, which 

showcases the sto-
ries of 11 everyday 
people who have 
chosen to fight.     
 
I:  Would you please 
share with us what 
your journey has been 
like on the way to 

achieving all of the 
great success youôve 
had, and what obsta-
cles did you have to 
overcome in order to 
get here?  
 
JM:   Absolutely, and 
before I answer it spe-

cifically, I just want to 
say this topic is one 
that just gets me su-
per excited.   
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JM: One of the things thatôs critically important from my perspective is 
understanding that people who ñseem to have made itò , and  Iôve met 
many of them, have all overcome obstacles.  It can be easy at times to 
look at them and think that life is just smooth and that itôs rolling along 
seamlessly for them, but one of things that I think is critically important 
is this discussion about all of the things that theyôve had to do to get 
there and all of the adversities and obstacles theyôve had to overcome,  
so itôs a critical topic.   
 
Iôd love to share some of mine.  I kind of compartmentalize mine in dif-

ferent ways.  I come from an athletic background, and one of the stories 
that I always share very quickly is when I was eight years old I had a 
very clear understanding that I wanted to be a pro soccer player.  At eight 
years old when you grow up in a little farm town of Fleetwood, Pennsyl-
vania where there never has been a pro athlete, thatôs fantasy.  When I 
started sharing my dream with people, one after another, told me that I 
couldn't do it.  No oneôs ever been a pro athlete from Fleetwood. 
 
So clearly, when you share your dream, the first obstacle that I think 

most people get is a lot of people who tell you it just can't be done.  Like 
everyone else, Iôve had literally thousands of those.  As an athlete, it was 
starting at the age of eight and all the up through.  Iôm 5ô 8ò when I 
graduated high school, I was 145 pounds, and everyone just said that 
youôre too small, youôre too slow, youôre too this, youôre too that, but get-
ting the right coaching and getting involved with the right people, I 
turned that dream into a reality.  Thatôs one of the obstacles that Iôve 
overcome.  
 

The recent one, my movie, itôs a real interesting topic.  I had never made 
a movie, so where do you start, which is a question that I think a lot of 
people have.  I had a burning desire to make a movie, to share a really 
important message with the world. Again, everyone said we couldnôt do 
it, that it was impossible, you're crazy, and all the typical responses you 
get, and we just took the first step.   

I met with my partner, Burke Cherrie, who is a young hotshot NYU film 
grad.  We sat down and had a meeting about three years ago to the date 

that we shared my idea, and we made a flat -out commitment that no 
matter what, we were going to make this movie.  Throughout that jour-
ney, there has literally been hundreds of obstacles ï each one of them ï 
any one of them ï good enough for most people to say that this isn't 
worth it, Iôm going to quit; but if you have a burning desire to make 
something happen, the fun, the challenging part is to face these obstacles 



Jerry Moyer continuedé 

I:   Can you share with us, Jerry, what some of those were?  Itôs like you 
said, where do you start?  A lot of us business owners that have these 
ideas or weôre going to start a coaching business and we go, where do we 
start?  Then you go for it, and you have these challenges thrown in your 
way.  Can you give us an example of what some of those might have been 
and how you got past them?  
 
JM:   Absolutely.  One of the things that I find just most interesting on this 
whole topic is how again with my athletic background, itôs a totally normal 
thing in the athletic world and itôs readily accepted that when you want to 

improve yourself or when you want to go for something, to seek out a 
coach.  From my athletic training, that is something that Iôve always natu-
rally done, and athletes do.  Interestingly enough, when you get outside of 
the athletic world, itôs something thatôs not as readily accepted and itôs 
something that can even be looked at sometimes as 
a weakness.  
 
Iôll give you a specific example.  We wanted to make 

this movie, we sat down and talked about things, and 
again I never made a movie so my first contact was 
with Burkie, who has a background in film, but he 
never made a movie like this, so we went searching, 
and I think thatôs where it starts.  We made the deci-
sion we were going to make the movie, and then we 
literally sat down and had a meeting and said where 
do we go from here?  We didnôt initially call these 
people coaches, but thatôs what they were.  Every 

step along the way we kept getting to the next coach, the next person 
who had expertise in something that we didnôt.   
 
The initial people who helped us were at NYU.  We went to the film depart-
ment  .  They were more than willing to help us and they had the expertise 
that we needed so they answered the first couple questions.  Where do we 
start?  They were able to give us that answer.  The really interesting part 
is that got us 1/50 or 1/100 of the way there, and we didnôt know what to 
do from there.  

 
Iôve always gone searching.  A very simple lesson that I learned and that I 
share with everyone I work with is when you want to do something from 
my perspective, thereôs no easier way and no way that makes more sense 
to me than to seek out someone whoôs either done that thing or some-
thing very similar, and ask for help.   



JM: Mark Victor Hansen was a former mentor of mine and someone that I 
had done some things with, and I turned to him.  The really cool part is he 
had never done what weôre doing, but he knew someone who had, and so 
he put us in touch with that person.   
 
Itôs really a matter of determining, from my perspective, what you want, 
and then taking the first step with a burning desire and a knowing that if 
you go searching, if you open the doors to the questions that you inevita-
bly will have, the answers are there.  You just need to go knocking; you 
need to find them.   

I:  How did you not get down?  What advice would you give people that 
are trying to go towards their passion or purpose like you have, Jerry.   
 
JM: I am a coach and Iôve been coaching different things for 25 years of 
my life, and this is the interesting message for me.  For a person like my-
self who has had amazing accomplishments in different things, a lot in 
athletics, I needed a coach.  I needed a support person.  I needed many 
people to help me along this process.  

I think itôs critically important to find a coach, to find a support cast.  What 
people do who are serious about it ï if this is something that someone se-
riously wants to do, you have to go searching for the person who can help 
you, and itôs an investment.  I always tell people that itôs an investment in 
yourself, itôs an investment in your life.  

People think nothing of stopping at the corner bar for three or four drinks 
after work and dropping $30, but yet theyôre afraid to invest in them-
selves.  Theyôll pay a lot of money to dull their senses, but find it very dif-
ficult to open up and hire a coach.  You need someone; a coach, a busi-
ness coach, a training coach ï it all depends upon the personôs situation, 
but you need someone.   
 
Making this movie I can honestly tell you there were a half a dozen times 
if not more where I was sitting there going, holy cow, I just donôt know if 
weôre going to be able to do this.  Itôs at those moments ï because theyôre 
inevitably going to happen ï if youôre going after something big enough 
and exciting enough and something that really gets your juices going, 
youôre going to run into some obstacles and itôs at those times that you 
need to have that support group there.  
 
I:  I was just wondering, can you share how you kept going with a project 
thatôs so long in nature?  Three years a long-term project.  
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Jerry Moyer continuedé 

JM: It was an incredible learning process for me.  There were 
literally ï and Iôm not exaggerating ï there were 100 times 
when the thought, and again this is something Iôve learned not 
to beat myself up over, itôs just there were a hundred times 
when the thought did creep in my mind that holy cow, did I 
bite off more than I can handle here?  Is this doable?   
 
This is the critical part.  I had Burkie, who is a young, 23 -year -
old hotshot filled with energy.  Obviously, I was coming to the 

table with my own set of skills to deal with things like this, and 
then again we had a good supporting cast of people.  The pro-
ject itself was such an important thing for me, and this is key 
for me.  

I: How important do you think it is  to have people your project team that 
truly love the project?  

JM: This is part of the beauty of evolution.  There were many, many years 

of my life when I just did projects and different things with whoever was 
involved with them.  I will not, 100%, will not work with a client if thereôs 
not a buzz and an excitement and an enthusiasm.  I will not be involved in 
any project if Iôm not genuinely buzzed and excited about it.  I learned the 
power of being able to say no. Iôm not going to spend time with anyone 
whoôs not energetic, whoôs not bubbly, whoôs not excited.   

I:  Sometimes the route toward your vision doesnôt take the planned direc-
tion. How do you handle this along the way?  

 
JM: I think itôs all a process.  This thing we call life to me is a process.  We 
evolve.  We change form, and I can tell you Iôm a whole lot different in 
evolution when I look in the mirror today than I was back when I started 
the soccer dream.  
 
When things donôt happen, I used to focus all my energy on the negative; 
oh, this isn't how it was supposed to go ï on and on and on.  One of the 
things that Iôve learned over time is I look for opportunity in every single 

thing that happens to me.    What has happened here that I can learn from?  
Iôm a true believer that we get what weôre looking for.  If youôre looking for 
more disappointment, youôll find it.  If youôre looking for an answer or a 
clue or something that can help you move forward when there is a disap-
pointment or obstacle, I think you find that as well.  
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I: Iôd like to know a little more about your movie and the 11 lives that the 

movie is about.   

JM: The movie Fight basically came about this way ï after years and years 
and years of my own kind of self -growth and self -exploration into life and 
my own business ventures and things, I came to a conclusion that there was 
just a missing component that a lot of these experts for some reason were 
refusing to address.  As Iôm sure everyone knows, the message of The Se-
cret is basically three steps.  Step one is ask for what you want in life. Step 
two was believe that it can happen, then they jump to receive.  So ask, be-

lieve, receive.  In the movie thereôs a magic genie that comes down and 
sprinkles dust on things and it almost gives this impression that things just 
show up.  Again, thereôs times in peopleôs lives when it seems to happen 
that way.   
 
I did a one -year intensive mentorship with Mark Victor Hansen, the co -
author of the Chicken Soup for the Soul series.   Fabulous guy, very caring, 
very helpful, very insightful, but the most powerful part of his story to me 
was that they went to over 150 different publishers and editors with the 
Chicken Soup for the Soul idea who told them it was horrible, that it would 
never sell.  Who wants to read other peopleôs stories?  He asked for what he 
wanted, he believed that they could do it, and then he got  rejections, ob-
stacles.  I donôt remember the exact number, 152 or whatever it was, 152 
different people told him that his idea was horrible that it would never work, 
and he went to the 153 rd , and guess what?  The rest is history, as we say.   
 
One of the things on the movie Fight, I just wanted to just share what I be-
lieve to be a reality, that nothing in life, or very few things in life, are this 
magical fairy dust that makes things happen.  Youôre going to have to get in 
the trenches and youôre going to have to fight for what you want.   I donôt 
mean necessarily put on the boxing gloves and knock someone out, but I 
mean fight.  What weôve openly shared in Fight is 11 everyday people. the 
good and the bad they had to go through to accomplish their dreams  . 
 
Life is tough.  Life is not always easy.  Itôs not always fair.  When you get to 
those moments é are you going to fight, or are you going to quit?  I think 

moment to moment thatôs really the process that happens.  Are you going 
to fight, are you going to continue?  Are you going to fight or quit?   

Jerry Moyer invites you to  
find the courage to  
ñFightò for your dreams:  
www.iamreadytofight.com  

http://www.iamreadytofight.com/


Dr. Judy Krings  
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edly believes you are special. 
Within your mind, heart and 
soul, you have the capacity to 
accomplish whatever you 
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Judyôs expansive experience 
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leader. She loves media and 
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As a clinical psychologist, Judy 
consulted for a myriad of 
agencies, businesses, educa-
tional institutions, healthcare 
facilities, the military, medical 
and dental clinics, and hospi-
tals.  
 
I:   There are many concepts 
about relationships, about mar-
riage.  What do you see as the 
building blocks?  

 
JK:   Oh my gosh, I love that ques-
tion.  Our topic today is, ñIs Your 
Relationship a Toxic Twosome?ò 
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JK:  I hope not, but if it is, if your marriage or your relationship is like 
walking on broken glass, if you remember that song from Annie Lennox 
and the Eurythmics, walking on broken glassé  oh man, I can't sing!  
Anyway, it was a great song and if your relationship reminds you of your 
partner picking up a great big rock and throwing it through the windows 
of your beautiful home, youôre probably in a toxic relationship and you 
probably have emotional pain thatôs shattering your heart into little 
pieces.  
 
If all the pieces of your life have broken, letôs put them in a kaleidoscope, 
letôs get brilliant colors, and turn that kaleidoscope and make a beautiful 
picture.  
 
So what do you need first?  Okay, letôs do a real easy geometric figure.  
Think of a triangle.  The building blocks meaning you on the bottom, your 
partner on the other side of the bottom of the triangle; so thereôs you on 
the left, your partner on the right, and then at the top of the triangle is 
us.  So we have you, we have your partner, and then weôve got your joint 
venture going on, the ñusò part.  When you look at that, itôs not just 

about me, is it?  
 
The building block is, it ainôt just about you, darling.   
 
What is it about?  Think of a triangle again.  Hope you passed geometry, 
but here we go.  On the left of the triangle is passion.  Passion.  Now, 
donôt think of this as just sex.  Thereôs nothing wrong with sex, but pas-
sion just means wow, we look at life maybe in similar ways.  Maybe you 
have a passion to bicycle, or maybe you have a passion to watch old 

movies.  I have a friend who watches Casablanca all the time and who-
ever heôs dating they better really enjoy that movie because he really 
likes it.  Theyôre passionate about some aspects of their life and then they 
are also intimate; again, not just sex.   
 
You can remember this like PIC ï passion on the left of the triangle on the 
bottom, intimacy on the right hand, and then at the top is commitment.  
Weôre going to talk about that in a minute.  Passion about your life to-
gether that you want it to work.  Intimacy means closeness.  Intimacy 

means I trust you. In a good relationship, youôve got that, you really do.  
You have commitment, which even though right now I might be so ticked 
off at you I can't see straight, Iôd like to flush you right down the toilet, 
the bottom line is Iôm committed to you.  I love you and I trust that we 
can work it out.   
                                                                       (Continued next page.)  



Dr. Judy Krings continuedé 

JK: Notice I said that word trust.  If you think of a little kidôs drawing and 
how they draw that horizontal line to make the grass or the ground on the 
bottom, float your triangle on that grass of trust because without that you 
will not have a relationship; you just won't.  There needs to be a lot of 
teamwork going on.  A lot of teamwork.   
 
In the best relationships, thereôs reciprocity.  What is reciprocity?  Recip-
rocity means again, itôs not just about you.   
 

My husband knows I work very long hours.   Heôs basically retired but he 
still goes into work.  He has a company in Wisconsin, and heôs the one that 
they go to if they need tough questions answered.  At this stage of the 
game his career is being a mentor.  Heôll say, ñHoney, do you want me to 
bring dinner home tonight?ò  I say,  ñThat would be great!ò  Heôll say, 
ñWhat would you like?ò  Lucky me! 
 
I remember the very first time he called me on the phone for a date.  He 
said,  ñI would love to take a drive.  Where would you like to go?ò  I was 

saying to myself,  having had a previous relationship with a narcissist, 
ñThis guy is great.ò He was asking me where would I like to go.  In shock, 
comprehending his thoughtfulness,  I remember going uh, uh é I couldnôt 
think of one place I really wanted to go.  No guy had 
ever asked me, ñWhat do you want?ò 
 
I think life is a metamorphosis.  Life is learning to be-
come the person who you want to be.  Life is learning 
to have fulfillment and if youôre in a toxic relation-

ship, if you're in a relationship with a narcissist or 
with an obsessive -compulsive disorder that every sin-
gle thing has got to be his way or her way, you can't 
get anything in because the person is so insecure or 
inadequate or whatever.  
 
If you want to know if you are married to a narcissist or have a boyfriend 
or girlfriend that is one, check this out.  If this statement runs true, run.   
Ask yourself, ñWhen I go into my partnerôs  bathroom are there three hand 
towels laying out and they say me, myself, and I?ò Then you are married 
or hooked up to a narcissist.  
 
You will not win.  In marriage itôs never win.  Sometimes itôs you; some-
times itôs 100% one person, sometimes itôs 100% another person, some-
times itôs a mix in between.           -40 -  



S:   The reason you said win probably had more to do with a narcissist be-
cause they do think in terms of win/lose.  
 
JK:   They are 100% all the time, and thatôs a toxic relationship.   
 
Letôs look now that if you are in a toxic relationship, if you identify that 
youôre in one, what do you do?  Say youôve looked at your values and 
they are complimentary.  My  husband and I, our values are very compli-
mentary, even though we are opposite in many ways.  Heôs kind of quiet 
and stoic and so forth and Iôm out there; except when I work.  Iôm very 

serious and quiet when I work, but other than that I love people, I love 
helping people evolve to their best selves.  I coach bariatric people after 
theyôve had bariatric surgery.  You can see that on 
www.bariatricsurgerycoaching.com .  I coach a lot of women helping them 
evolve in their business life at www.coachingpositivity.com .  Action based 
coaching; thatôs why you have to take action to make changes. 
 
I use positive psychology.  Iôm a positive psychologist.  I love and believe 
in people, that you have every single thing you need, and believe me you 

do, to make your relationship work as long ï and hereôs the kicker ï as 
your partner will get on the bandwagon with you.  
 
I:   Right.  If you partner will not participate or they are not interested, itôs 
never going to work.   
 
JK:   Nope, it won't.  It won't work.  Marriages may be made in heaven, 
but a lot of the details have to be worked out here on earth.  If youôre 
trying to keep score, get out of the game or say to the person you know 

what, we need to be on the same playing field because weôre not. 
 
JK: Hereôs one I love.  Ask your partner how would you like me to love 
you?  How would you like me to love you?  At first é my husband is very 
analytic and Iôm very creative, okay, so I would come home when we 
were first married a zillion years ago and I would say blah, blah, blah, 
blah; heôd say what do you want me to do about that?  I donôt have the 
skills to help you.  Finally after like two or three years I said to him okay, 
now look.  I need to talk to you like a friend.  When I come home and I 

ventilate, which we women tend to do, blah, blah, blah, all I need you to 
say is this:  ñHoney, come here and let me give you a hug.ò  Iôd never told 
him, I never said to him: ñYou donôt have to solve anything , just listen.ò 
He thought every time I dumped something on him, he thought he had to 
fix it and solve it for me.   
                                                                         (Continued next page.)  
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Dr. Judy Krings continuedé 

JK: The couples who stay together hug several times a day.  They have 
some smooches.  It doesnôt have to be any major big thing but they touch.  
They physically hug.  Listen to this one é listen to this one é for every time 
you make a negative comment, youôre defensive, or you snipe or you make 
a nasty to the other one, listen to this é it takes five positives for every 
negative to fix it.   
 
I:   Wow.  
 

JK:   Whoa!  Sniping and arguing will never get you anywhere.  If you start 
arguing itôs better to just back off and say you know what, letôs come back 
in 20 minutes.  You know why 20 minutes?  
 
It takes that long for your blood pressure to get down, for you to breathe, 
for you to let go of your defensiveness and calm yourself.  Notice how my 
voice got calm.  So, in the office here if I get a couple starting to yip -yip -yip, 
Iôll go whoa!  With my hand, I go down.  I put my hand down and I go 
whoa, whoa.  We need to slow down the train.  That train was going to run 

off the track.  Then I get them to breathe, relax.   
 
Then we start over, and I remind them passion, intimacy, commitment, you, 
me, us together.  If youôre on a team, do you criticize your teammate if they 
make a mistake?  No.  When youôre on a team, you like your team.  You 
play together.  Sometimes youôre going to drop the ball.  You admit it.  Ad-
mit it, be a big person.   
 
Okay, so another secret is to positive psychology and relationships is savor-

ing.  Oh, this one is a big one.   
 
I remember one time my husband and I received an emergency call while 
we were on a cruise in the South China Sea and oh my gosh, it woke my 
husband up.  He wasnôt upset at all.  I took the call, we got it taken care of.  
It was like 2 A.M. and I just said to him letôs go upstairs and play shuffle-
board.  He said, okay.   
 
There we are, under the stars, and to this day I would say that both of us 
would say that was one of the most fun times we ever had.  We necked a lit-
tle bit and had some fun and just played shuffleboard and just looked at the 
stars.  We savored that.   
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JK:   Savoring.  It can be food, it can be a good glass of wine.  Savor.  Make 
those life moments, just tattoo them to your sharing, to your brain.  Close 
your eyes, suck them in.  Be aware.  Use all your senses, and thatôs how 
you can do it.  
 
Have some fun, yes!  Have fun together.  Stop and make fun.  Iôm a great 
believer in date night or date time.  If you donôt have the money to go out, 
watch an old movie that youôve got taped, but have some time together.  
Those shared experiences are immensely important, especially.  
 

You want your time together to be meaningful.  In coaching we talk a lot 
about meaning and our purpose to be together and how are we fulfilled?   
In a good relationship, itôs your goal to get yourself fulfilled because then 
youôll have more to give, and itôs your goal to help your partner be fulfilled.  
That's what a good relationship does.  

Relationship not rockin'?  
Try Dr. Judy's  5 Tips to Terrific Relationships:  
  

1.  Dare to share.  Even the tough stuff. Take a time out if your voices 
raise. Be  a friend.  Kindly engaging decreases raging.  
 
2.  Little things matter.  Notice  what your partner does for you. Eve-
ryday, express gratitude with gestures, notes, hugs, or words.   
  
3.  Be curious.  Purposefully notice nuance.  Language your interest by 
asking  genuinely engaging questions. Listen with an open heart.  
  

4.  Be positivity pals.  Be fascinated, grateful and excited about your 
partner's strengths. Notice how your similarities and differ-
ences  compliment each other.  
  
5.  Don't work on your relationship.  Play with it!  Only a few min-
utes a day and happily together you'll stay. All because you are focus-
ing on and sharing the good.  
  
Come on, you can do it.  Pause and play for a few minutes a day.   
Power -up your relationship with Positivity!   
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Susan Guiher, 

MS, CCC 

is President of Thrive 

for Success Coaching 

and Consulting.   She is 

known as the 'Belief 

Barracuda' for her abil-

ity to quickly define and 

eliminate beliefs that 

limit an individual or or-

ganization's growth.    

Sue has over twenty 

years of experience as a 

Speech Pathologist, 

transitioned to coaching 

11 years ago and brings 

her background in com-

munication skills and 

psychology to her cli-

ents.    

She is an internationally 
known speaker, author, 

and business growth 
expert who teaches 
coaching professionals, 
consultants and entre-
preneurs worldwide 
how to create success-
ful businesses while liv-
ing thriving lives.  
 

I:   What makes you a 
credible expert in how to 
have a successful business 
while also living a thriving 
life?  
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.SG:   Well, I think because Iôve been there, done that.  I started out in Cor-

porate America.  My background is as a speech pathologist, and I rose 
through the ranks as an expert in that field.  I was an executive in a health-
care company, and that company was being bought out.  I supported a 
merger of three companies together, and I did corporate training.  When 
chaos reigned throughout the corporate world, I really was able to, before I 
even was a coach, coach.   
 
Then, an amazing thing happened.  I gave birth to my first son, and while 
on maternity leave I had the wonderful experience of spending a month ï 

my husband was working in Geneva, Switzerland and took me completely 
out of my element with my two -month -old.  I say my life changed, having 
experienced   the moon on the other side of the world, because I got to slow 
down.  I was able to go to museums.  I bonded.  I stared experiencing a dif-
ferent way of being, because when I  was in Corporate America ï I hate to 
admit it ï I was a workaholic.  60 -hour work weeks, and I really did not 
know how I was going to do that and be able to raise my son effectively and 
have the kind of family that I wanted.   
 

Soon after going back to work ï in fact, it was November 1, 1999, I was sit-
ting in a meeting and saying, I donôt belong here anymore, and that night I 
took my first coaching class and said wow, Iôve been doing this for 15 years.  
I made a decision right then and there, leaving a high -power salary, starting 
my own business, and I learned all the wrong things to do; I really learned 
the art of supporting others é especially I started in direct sales profession-
als ï how to have a successful business and at the same time I started 
enlarging my family.  I now have three children 10 and under, so Iôve been 

able to create a very successful coaching/consulting business and help hun-
dreds of others do the same while also really creating a thriving family life.  
 
I:  You have been called by your clients the ñBelief Barracuda?ò 
 
SG:   Yes é and you know what, itôs really stuck.  Iôve had more than one 
start calling me that.  Itôs because when Iôm listening to my client, I have an 
intuitive nature to me and a very direct approach.  Those beliefs stopping 
them are sneaky and they kind of are underneath the waters at times, and I 

can really help my clients bring them to the surface, tear them apart.  I 
donôt try and have my clients completely get rid of them  immediately, but 
within minutes we can tweak them and shred them so that they can just 
move slightly; and all they really need to do is have a door open to see a 
different possibility.   
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Susan Guiher, MS, CCC continued...  

SG: My clients will say to me, gosh, I can't hide anything from you ï 
youôre that barracuda that can just get at those beliefs that have been 
stopping me, and just tear them apart.  

I:  How are you different from other life coaches out there?  
 

SG:   Well, actually, I donôt consider myself a life coach primarily.  I con-
sider myself a business coach who uses and teaches my clients life 
coaching skills.  Because most of my clients are business owners, either 
solopreneurs or small to mid -size companies, I recognize that they all 
have a life too, or they want one.  Most business owners get into owning 
their own businesses because they want freedom.  They want choice.  
They want to be able to create different opportunities for themselves, 
and what I find is many of them start working way too many hours, 
start giving up their time for money.  I bring the life coaching skills to 
my business coaching, and I teach my business clients how to coach 
themselves and how to learn those coaching skills.  I think thatôs where 
Iôm different than many people who are life coaches and don't have that 
business background and that business experience.  I actually effectively 
blend both.   
 
I:   How do you help your clients thrive, when so many business owners 
are spinning plates in their business?  
 
SG:   One tool that I use ï and thatôs a great question because I keep 
hearing, and Iôm hearing it more and more, and maybe thatôs just be-

cause Iôm tuned in ï ñI have so much on my plateò or ñI have so many 
areasò and what I find is many business owners are involved in too 
many aspects of their business, so theyôre not focusing on the right 
things, and they are taking too much control over all the areas of their 
business instead of bringing others in to help them.   
 
I have a tool called The Personal Thriving Sphere, and I use that with 
clients both for their business life, and we take a look at every aspect of 
their business in all the different areas, and take a look at where they 

want to focus their energy, where theyôre most effective with their en-
ergy and their time and their money, and areas that they are doing be-
cause they think they should or because somebody else told them they 
have to, or they have no energy or desire to do, so we find a better per-
son who is more skilled at doing it.   
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SG:  I actually have them use that tool in their life, and in areas of their 

life outside of work.  I also have them use it with projects so they can 
take it and break down and use The Personal Thriving Sphere and really 
be able to focus on this is what needs to happen now.  Itôs a very effec-
tive tool, very visual.  Itôs a great tool for clients to be able to say oh, 
thatôs a plate I can get rid of, or I feel more in control, and really get rid 
of the time wasters where they are ineffective, where theyôre not the best 
person to be handling something, and then they donôt feel like theyôre 
spinning plates out of control.  
 

I:   What is one big mistake you see many new business owners making?  
 
SG:   The one biggest mistake I would say is that holding on to the doing 
of the business activity too long.  For example, I had a client who owned 
a cleaning company, and Michael Gerber talks about it, that many clients 
stay in that technician space, the doing of whatever they thought they 
were great at instead of stepping into the business owner space, and they 
hold onto the doing of the actual activity too long.   
 

This client who owned the cleaning company, she actually still did a 
housecleaning a week, and thatôs okay, except her reasons for doing it 
were full of belief ï one, that her staff wouldnôt respect her if she didnôt 
still do that; she thought she had to.  She thought that she might lose cli-
ents if she wasnôt the one cleaning their home anymore.  There were a lot 
of excuses around that.  We really took a look at her as a business owner, 
her responsibility really was new business, growing the business, making 
sure that her employees were taken care of, all the things a business 

owner is supposed to do.   
 
When she was finally able to let go of being the techni-
cian, the doing space, her business really took off and 
once she walked away from it, she really recognized 
how much more effective her staff was, her clients did-
nôt leave, business grew, she was able to focus on the 
areas that she was supposed to focus on as a business 
owner.  I think thatôs what oftentimes new business 

owners do, they donôt take themselves out of that tech-
nician role soon enough.  

I:   Iôm familiar with your top-selling book, Stop Spinning Plates:  How to 
Lose Your Balance and Become a Thriving Mother , and I understand 
thereôs a whole new audience being drawn to that other than mothers.   
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Susan Guiher, MS, CCC continuedé 

SG:   Yes, there is.  When the book was first written, it was a time and 
place when there were a lot of working moms, especially work -at -home 
moms who didnôt really have a voice.  Through the book they created real 
community and a space for women not to have to think like they had to 
balance it all, and really come to a place of becoming a thriving mother.   
 
An interesting thing that happened after it was printed is that as I was 
speaking to womenôs groups and motherôs groups, sometimes there 
would be a dad in the audience and heôd say, ñWait ï I need these tools, 

too.ò  Then it got into the hands of retirees and they said, ñWe love these 
tools, too.ò  Then I heard from single men and women who raised their 
hand and said, ñHey, I get overwhelmedò or ñI need to thrive; these work 
for me, too.ò  Just recently, I heard that and spoke with a member of the 
clergy and faith -based community who said, ñHey, this works great for us 
ï we want this, too.ò 
 
The message is obviously ï I mean it was a big wakeup, universal ï itôs 

obviously needed by many, many, many people, and itôs actually being re-
branded and will be put out to multiple audiences so that it is a little bit 
more universal than just for thriving mothers.  

I:   Could you tell us what inspires you?  What really inspires you?  
 
SG:   You caught on that; absolutely.  My children, my family definitely, 
definitely inspire me.  My kids inspire me to be a better mother to listen 
more, to use all the skills I use as a coach.  I think Iôve just benefitted my 

family, my relationships, and if I can do that for others and help them 
create communication skills and relationships through coaching and help 
them build their businesses so that they feel more financially secure, that 
effects their families and better relationships ï that all inspires me.  So it 
starts with my husband and my kids, and then it just spreads out.  
 
I:   So how do you inspire others and touch their lives and change them?  
 
SG:   One of the things that I keep hearing from everyone so Iôll guess Iôll 

share that, because thatôs a great question ï I have never thought about 
how I directly inspire others ï I think because Iôm really authentic, and 
someone just actually said this about me last night ï ñYou are so sincere.ò  
Thatôs true.  I authentically care about people.  I authentically and sin-
cerely sometimes have to have a little iron boot sometimes with my cli-
ents; you know, hard love.  I think that they know that I truly care about 
them and their well being.   



SG:  I also come from the belief that everybody is born with an innate 

greatness, and there is nothing, nothing that someone cannot achieve; itôs 
just, we get in our own way.  So if I can inspire someone to remove what-
ever those obstacles are to get out of their way and create wild, massive 
success and a thriving life for themselves, Iôm going to do that.   
 
I:   I love that.  What made you decide to choose this arena for your great 
work?  
 
SG:   I think that I was always coaching.  I realized even in my corporate 

work, I think that I am a coach/teacher.  One of my core essences is teach-
ing, so I donôt think I have a choice.  I think if I donôt teach or be con-
nected, I kind of suffocate, and coaching Iôve just been so blessed to find 
coaching that allowed me to work from home, that allowed me to experi-
ence clients around the world.  I say I will coach for the rest of my life, 
whether I was paid another dime or not.  Iôm so happy that I am, but itôs 
just a part of who I am now and I think always was.  Just never knew it 
existed until 11 years ago and having the opportunity to inspire others and 
get paid is just a wonderful, wonderful opportunity.  

I:   I see.  What is the one tool that you would like everyone to be able to 
learn and use?  
 
SG:   This one is near and dear to my heart, and it has to do with values.  
Iôve worked with hundreds of clients individually.  Iôve done groups.  Itôs 
part of a Ph.D. course I teach.  I do it at seminars.  It is a values exercise 
that is just transformational, and it allows the individual and my clients to 
understand their core essences and understand who they are as a person. 
When you know that, it makes making decisions much easier.  When you 
know your core essences, you know itôs your oxygen.  You know what gives 
you breath, and you know what inspires you and gives you passion.   
 
I think everybody should experience that, and this is my gift  to you.  

Susanôs special gift to you: 
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Liz Cosline  

had a life changing experience in 
2001 when  she almost died of a 
brain aneurysm.   But instead this 
became all about living fully.   She 
has written a trilogy about how go-
ing through the injury, healing, and 
coming out the other side was for 
her.   She continues to write books, 
poetry, articles on team building, 

plus share her thoughts on 
ñThinking Out Loudò. 

Liz has been in management for 
over 20 years and has devised mo-
tivational skills for employees and 
for management that allows all to 
succeed.   She has received numer-
ous awards. She writes articles on  

motivating employees, respect of 
employees, and a host of other 
subjects.   She is now an interna-
tionally known Life Ownership 
Coach, author, and speaker.  

Liz believes that together humanity 
can accomplish and have anything.  
 

I:   What is the leaderôs role? 
 
LC:   The leaderôs role in any team 
situation is first what so many people 
concentrate on, and it is very impor-
tant.  Itôs training, getting them up to 
speed, telling them the goals the are 
going after, but itôs also being a sup-
porter of the team.  It is having the 

team believe that you are there to get 
all the obstacles out of the way and to 
encourage them to be the best they 
can be.  
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I:   What is the focal point?  
 
LC:   The focal point is the team.  They are exactly what everyone should be 
thinking about.  The team members, the leader, the individuals, and also to-
gether.  The focal point is really what is the team going to be able to do, how 
are they going to get there, and have the confidence that they can get to 
whatever goal is put before them.  So everything that is done is about where 
the team is going to end up.   
 
I:   I know the focus of our talk today is about Leading from Behind, so what 
is Leading from Behind?  
 
LC:   Leading from Behind is when you are as the leader, in any situation this  
could be family, this could be business, this could be sports teams ï Leading 
from Behind is when you are the foundation of the team.  You support, as I 
said, the team, but the team knows that you are there to help them succeed.   
 
For instance, on a sports team, it isn't the coach that goes out and plays the 
game, and itôs the same in business, itôs the same in any kind of team situa-
tion, that whoever is supporting the team isn't really playing the game.  

They are giving them the tools and the encouragement and the confidence 
and the caring to be the team that itôs meant to be, and to be very good at 
success.   
 
I:   That makes sense.  I thought it was interesting that you went into the 
tools of what the leader would use.  Could you expand on those that you just 
spoke of?  
 

LC:   Sure.  Teams will ask for things, and most of the time even tools of 
showing them that you care, of communication, making it clear what you 
wish to have, listening to their concerns and their enthusiasm and their ideas 
ï these are all tools to get the team where you want it to be, and they need 
to know that thatôs going to happen.  They need to know that if they need 
training, training will come.  If a piece of equipment breaks, it will be re-
placed.  If they have an idea, it will be listened to, considered, and perhaps 
even implemented.   
 

Something that you need to take care with is if they are coming with ideas 
and youôre not going to use them, explain to them why.  Donôt just drop it as 
if they werenôt heard.  They need to know that theyôre heard, and all of these 
are tools on getting them to where you want them to be.  
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Liz Cosline continuedé 

I:   I like how you let them be heard, because that is true.  Often, a lot of 
people put information out to a company or a team, etc., and they feel like 
if they haven't heard anything, that they were totally ignored, even though 
the person read it and maybe knew themselves ï like the manager read it 
said well, it was a good idea but weôre already using this ï but not telling 
the person that they actually read it.  
 
LC:   Yes.  They would definitely feel like they are invisible, like you donôt 
listen to their ideas, and that is a very demotivating factor.  Sure, thereôs a 

lot of ideas that might come in if youôre taking them, but just a quick note 
ï yes, we read it, yes, we are considering it, or itôs very similar to what 
weôre already doing, so they know that it was heard. 
 
I:   That somebody actually read it.  
 
LC:   Yes.  Itôs very important that they know that you see them.  Every in-
dividual, in business or even sports teams or anything, itôs very important 
that they know that they are seen; thatôs how I like to put it. 

 
I:   I think we all do.  I mean, I think thereôs not a time that somebody 
doesnôt want to be recognized, and if you can take that extra step, it 
means the world to that one person.  
 
LC:   Absolutely, and itôs a great message because youôre saying, again, no 
matter what situation, that the person is important and in teams, every 
single individual makes up that team, so every single individual needs to 
have some attention at some time.   

 
A team can't be addressed just as a team.  If you do that, then people will 
start to feel like thatôs the only thing that matters.  It only becomes an en-
tity in itself, almost like your name is never used.  
Itôs always the team or the department or the 
sports team, and it really needs to be individual, 
also.  Thatôs who makes up the teams.   
 
I:   That youôre not just a number. 
 
LC:   Correct.  
 
I:  Youôre a face.  What are the benefits of Leading from Behind? 
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LC:   The benefits, one of the absolute greatest benefits, is that the team 
starts to believe in itself.  The team is now in the forefront and a leader is the 
foundation, and the team believes that they can get things done, that they are 
working together, that it isn't all about the leader.  The interesting thing about 
that is that of course, people want recognition, and Iôm going to say this to 
the leaders ï if your team succeeds, you will get recognition automatically.  
That will come faster if the team is in front.   
 
One the greatest things that also happens from a team, is the team will give 
that recognition to the leader themselves.  I know thereôs been situations 
where the award is handed to the coach, but what a great impression when 
that leader hands it over to the team immediately.  To me, that is probably 
the greatest impression, and it happens a lot these days, even in sports 
teams.  Itôs just both sides recognizing each other and celebrating each other. 
 
I:   I think that motivates the team.  If youôre recognizing them and youôre  
letting them be in the front, theyôre motivated to work for you. 
 
LC:   Yes, and it becomes about working for each other, and thatôs even in the 

service kind of thing.  If youôre building a foundation for a team, youôre in ser-
vice to them.  If they are going out and doing all the goals, theyôre in service 
to you and to the customers that are being served.  All of a sudden it becomes 
about giving all directions, and thatôs when it becomes really an art of people 
anticipating what others need and people caring to fulfill needs, and working 
hard towards the same direction, because a team is really just a group of indi-
viduals that have decided to go the same direction together.  When that all 
happens in a service mode, it is easier, things are anticipated, people thank 
each other, you help each other get there, and what I love to say is nobody is 

left behind.   

 

I:   I like that.  When I was in college, one of my teachers assigned a 25 -page 
paper to me about leaderless group discussion, and unfortunately, thereôs only 
a paragraph out there in this world about it because it was unsuccessful.  
There will always be a leader that will arise from a group.  There always will 
be, and so you always have to have somebody whoôs going to manage it, con-
trol it, and make sure everything ï I guess control is not the right word ï but 
make sure that itôs going in the right direction.  That is really the position of 

the manager, to make sure everything is going in the right direction, that eve-
rybody is being recognized, everybody is getting what they need in solving the 
issue or solving the problem or creating the new entity that theyôre working 
towards.  
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Liz Cosline continuedé 

LC:   Sure, and equating it to a ship is something that really hit home 
with me, because if you can think of the Queen Mary II that has a cap-
tain and yet the captain doesnôt sail the ship, but he does direct where 
the ship is going to go.  That whole ship has to be run by different 
people doing different things, and yet they are one team.  Itôs actually, 
for me, if you can get everybody doing what theyôre supposed to do on 
the Queen Mary II, she will sail across the sea.  Just donôt take off the 
cook, thatôs all.   
 

I:   What is the purpose of Leading from Behind?  
 
LC:   The purpose of it is to build the confidence of 
the team to take a step back also.  Often, when 
youôre leading in front just as an analogy, you have 
to always look behind, but your focus is always out 
in the front.  Itôs always out there; where am I go-
ing to go next, where are we going to go in the fu-
ture, whatôs going to happen? 

 
In Leading from Behind, you are now also seeing all 
the different things the team is doing.  Itôs a step 
back.  Itôs a step back to see, is this person up to speed, does that 
person need any help, is someone getting quiet, are there things that 
they need to tell the leader?  It is really again putting them in the 
forefront so that you notice the things that are going on in the team.  
 
A lot of times when we build teams, we spend so much energy on the 

building of the team that when we think everybodyôs trained, we relax, 
and okay, itôs just going to go by itself ï but it doesnôt.  Weôve already 
proven that if a leader leaves for about two weeks, the team will start 
to slip.  They donôt mean to; it just begins to slip a little bit, and the 
reason is, they need that encouragement.  They need that foundation, 
and they need to know someone is there for them.   
 
I:   What kind of traits does a leader need to have?  
 
LC:   They have to be a good communicator.  When I say that, you 
have to check that your communications have gotten through.  A lot of 
times we do teams and team meetings, and we leave it to that and 
that doesnôt always work.  You need to hit the individuals as you pass 
through the days and see if they understood what you were talking 
about.                                        -54 -  



Liz Cosline continuedé 

LC:   This can be done in just very friendly ways ï what did you think of 
this goal, and how do you think we would reach that goal?  It will become 
evident pretty quickly if they understood it or not.  It shouldnôt be left to 
chance.   
 
A communicator needs to of course be organized, but needs to stay in 
touch with the organization of the team, too.  This is what I call mainte-
nance of a team.  You just check in, you observe, you see whatôs going on.  
The days of if you donôt hear from me, everythingôs fine are gone; that 

means youôre not giving attention to the team, and the team will notice 
immediately.  Every individual will notice.   
 
The upmost trait of a leader is to care about each individual, about the 
company, about the team, and about serving those customers ï that has 
to be top.  
 
I:   What does the team need to believe?  
 

LC:   In themselves.  They need to believe that they matter, that the ser-
vice they are giving to someone is important, that the things they do for 
the customer is very important, and that each time they do it, whatever it 
is ï service, product, whatever ï is very important to the customer, so 
they are affecting peopleôs lives because even if you get a product, that 
product you want to work, and it will only work if the team has made it 
properly.  If itôs a service, thatôs the reputation of the company and the 
team and the individual.  Everything you do is coming back on your repu-
tation, and the team needs to understand that.  

 
I:   We were talking about Leading from Behind ï is this a skill or an art?  
 
LC:   Team building and team maintenance and having a team succeed is 
an art.  Though we can train, though we can teach how to make anything 
pretty much, though we can have a team show up every day, when they 
unite as a team itôs because they have the belief, itôs because they care, 
itôs because the leader cares, and all of that is not so much a skill set as 
now having it be integrated in the team, inside the emotional part of the 
team.  Thatôs the part thatôs not often talked about in business, and yet 
the emotional part of the team is the art of it and what makes it a true 
team.  We ask them to be extremely enthusiastic.  We ask them to be up, 
and then get a little worried when they get down.  Thatôs just going to 
happen.  Thatôs why the leader is there, to redirect and to get them all 
pumped up again.                                        (Continued next page.)  



Liz Cosline  continuedé 

I:   Liz, what inspires you?  
 
LC:   What inspires is when someone in coaching them individually or in 
coaching teams, when that belief comes in that you can attain your 
dreams and you can get to your goals and you are the person who de-
cides what to go after and how to get there. You see this amazing light 
come on, and it really is a light.  Itôs a light in the face.  Itôs a light in the 
thoughts, and when that occurs, that is just so uplifting to the person, 
which just uplifts me when I see it.  Itôs just incredible that when you re-

alize that the world is not happening to you, but you happen to the world . 
 
I:   How do you touch others and change their lives?  
 
LC:   I tell them that this life is theirs, and they can do with it anything 
they wish, and it isn't the outside forces that are going to dictate that; it 
really is their belief in themselves and that anything, anything at all is 
possible.  The discussions that come from that and the amazing goals 
that are set and the amazing paths that are taken are just incredible.  

 
I:   Why did you go into this arena?  
 
 LC:   Life coaching, which I call Life Ownership Coaching, is about going 
forward.  There are so many things in life that can tell us that weôre held 
back that arenôt true, and Life Ownership Coaching is about going forward 
and making your days what you wish to make them. I felt that in life 
coaching I could reach the most people, and thatôs 
pretty much why Iôve chosen it. 

  
ñThere is much to be done in any endeavor 
that is gone after.   Whether this related to 
team building or individual accomplishment. 
Goals must be defined and set, actions must 
be taken with due dates, training must be ac-
complished, and practice must occur.   Things 
will go wrong.   But instead of getting discour-
aged, take a moment and look behind, to see 
just how far you've come.ò  Liz      
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TC North, Ph.D.  

CEO Catalyst High Performance.  

Entrepreneurs, Top Executives, and Sales  

Professionals all want ï Control, Freedom  

and Financial Independence.  

I rapidly accelerate clientsô success using  

the mental strategies of world-class athletes  

and entrepreneurs and resolving clientôs  

success-blocks .www.TCNorth.com 

 

Lisa Murrell, PCC, Founder and  

Owner, Equine Alchemy  

& MetaSystem Consulting Group. 

Equine Alchemy, offering Equine  

Assisted Coaching and Coach Training - 

Your link to practical alchemy to create  

your future! 

www.equinealchemy.com   

www.metacg.com  

Susan Guiher  

Certified Coach, Speaker, Published Writer  

and Co-Founder of Thrive for Success, LLC  

Assisting entrepreneurs, small business owners 

and direct selling leaders who want freedom, 

passion and success! 

 

http://www.thrive4success.com  

Agnès van Rhijn - Coach at CoheChange, France, 

founder of the CoheChange International network. 

CoheChange empowers individuals who  

wish to take ownership of their life  

and career, and helps organizations to  

implement ethical and sustainable  

Leadership and growth.  

http://www.cohechange.com 

http://www.thecohechangenetwork.net 

Rick Alvarado, CPC, ELI -MP, ECEP  

Assoc. Director, Education Service Center  
Institute of Developmental Coaching  
The IDC offers cutting edge coach training  

programs and services for professional and  

personal development.  
richard.alvarado@esc20.net.  
 

"Have you ever thought or said, "Pay Me  

What I'm Worth? "  Explore worth in all  

forms by becoming a certified "Pay Me  

What I'm Worth" instructor.  Learn how  

to effective teach 33 unique classes all  

designed to reawaken one's worth on all  

levels."www.paymewhatiamworth.com 

Sandi Silva 

Certified Internet and Social Media  

Marketing Strategist and founder of  

Dynamic Support Solutions , a virtual  

assistant team who work together to support  

coaches, speakers, and authors - the support  

you need to make your business dynamic!  

http://www.DynamicSupportSolutions.com  

Sheila R. Kutner  
Executive & Leadership Coach, Speaker, 

Co-creator and facilitator of FastTrack  

Coach Training Academy  

Working with individuals and organizations 

to transform themselves to get the results  

they want.  

http://www.CoachKutner.com  

The Coach Exchange  - an elite coach-to-coach  

network where over 2500 coaches from around the 

world showcase talent, share knowledge, resources,  

& vision - where coaches and opportunity meet!  

http://www.thecoachexchange.com 

Yogesh Sood 

Managing Director, Aspectum Consulting  

President/Founder ï SA/India Chapter ICF 

Become more profitable by operating in a  

customer driven way. http://www.aspectum.in  

Kim Avery  

MA, Certified Life Coach, Certified Career  

Management Specialist, Speaker 

Licensed Get Clients Now Facilitator  

Coaches: Develop and deliver your signature  

speech  http://www.Speeches2Go.com  

Helen Kerrison  

Coach, speaker and founder 

Insight in Business, Brussels, Belgium  

Empowering people to communicate  

effectively so they are listened to, understood 

 and respected. http://insightinbusiness.com  

Ann Farrell CPCC, PCC,  

The Corporate Success Coach,  

Founder & President, Quantum Endeavors, Inc.  

and Your Corporate Success  

Create your great life and work! Executive,  

Leader and Business Success Programs by successful executives!  

Quantumendeavors.com                Your CorporateSuccess.com  

Joyce Odidison , M.A & PCC  

Interpersonal Wellness Coaching , Inc 

(IWC®)  

Helping you find  the link between your  

personal wellness and the success of  

your interpersonal relationships.  

 

http://www.interpersonalwellness.com  
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