
   

Shocking Discoveries—Psychological Traps
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There's a spectre of malintent in the air.  You hear it from  
the media all the time.  You're bombarded with negative 
news  day  in  and  day  out.   It's  the  bane  of  Internet  
Marketers,  Real  Estate  Professionals,  and  just  about  
anybody in business today.

Self employed business owners, MLM'ers, real estate and 
insurance  professionals—and  just  about  every  other 
“stripe” of entrepreneur—face a common dilemma: they 
all  have  to  sell  to  stay  alive.   They  may  cut  back  on 
expenses, the weekly trip to the restaurant, the daily trip 
to “Happy Hour” at the favorite watering hole, but they 
are  not  going  to  cut  back  on  the  necessities  like  food, 
water, utilities and necessities for their business.

As  an  entrepreneur,  which—by  the  way—includes  real 
estate  agents  and  brokers,  freelancers,  and  sales 
professionals in every industry you can think of...

...having  a  steady  stream  of  work  can  make  a  huge 
difference between life and death of your business and in 
your finances.

The benefits of having a steady flow of business coming in 
makes all the difference whether you can pay your bills or 
not.  Run out of “fresh bread” (read: new biz) and it won't 
take you long to run out of money and the the ability to 
pay your bills.
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There's a huge psychological effect at work here—one that 
you need to be aware of if you want to achieve long-term 
success as a freelance professional.   And, let's face it:  if 
you're an independent rep, an affiliate, an agent, broker, 
entrepreneur,  MLM'er,  “network  marketer,”  Internet 
Marketer, or “brick and mortar” business owner... you're a 
“freelancer.”

But, but!  Everything was going so great!

Let's  draw  a  hypothetical  situation.  Let's  say  you're 
booked solid at the moment.  Let's also say you're booked 
solid for the next 12 months.

That's even better.  Right?

You have more work than you can shake a stick at, and the 
money is coming in by the truck load.

Life is good...

...until—you hit a bump in the road.

I'm not talking about one of those little speed bumps in 
the school zone.  No, no!  I'm talking about one of these 
pot-holes you see in the street that rips the alignment out 
of the front end of your car like a Belgian horse pulling a 
tree stump out of the ground on an Amish farm.

You know what I'm talking about.

One of your big, “steady” clients goes “belly—up” and files 
bankruptcy  and  they  close  their  doors  and  lay  off  their 
workers.  You feel sorry for them, and you feel even worse 
for  their  employees,  because  you  know  in  these  hard 
economic  times,  they've  just  taken  a  shot  in  the 
pocketbook that they really can't afford.
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It's  no  wonder  you  see  so  many  foreclosures  on  the 
market  and  layoffs  in  the  workplace...  and  you  can 
understand the worry and stress your customers have on 
their minds.

But... you sit back and pour yourself another cup of coffee 
and tell yourself,  “Self!  I have 3 other clients bringing in  
revenue, so I'm not terribly worried about it.”

You should be.

Why?

Because about three weeks later,  you're sitting there in 
your office, thinking about this lost client...

...and you start thinking.

Actually, you start to feel a little tinge of worry crawling up 
the back of your neck.

You go home at the end of the day, thinking about this 
customer you've gotten to know on a first name basis, and 
you've probably gotten to know a lot of his staff.  You're 
feeling  like  crap  because  he's  no  longer  providing  any 
revenue to your stream, but you haven't taken any steps 
to get any new clientèle to take his place.

On the way home, you're not really paying any attention 
to the traffic, and you're lost in your thoughts—thinking 
about this guy and all the people he had to lay off.  You're 
driving on auto-pilot and not even listening to the radio.

The media is giving the daily news in the afternoon “drive-
by” news, and it's not good.  You—all of a sudden—are 
jolted out of “alpha-mode” into beta mode when you hear 
that your bank just went under.
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Oh, crap!

Like... you REALLY needed that little piece of information, 
didn't you?

All this media that is fueled by the bad economic times is 
starting  to  have  a  psychological  effect  on  you.   What 
started off as worry has now turned into “full blown” fear 
and anxiety.

Now, you're starting to sweat.  You didn't realize it until 
you felt  a  little  rivulet  of  sweat  just  roll  down off  your 
forehead and got in your eye.  Now your eyes are stinging 
because the sweat is making it hard to see where you're 
driving in five o'clock rush hour traffic.

You're  just  hoping  you  don't  have  a  wreck.   This  is 
definitely NOT the day to “attract” some bad karma.

So, you mentally ask yourself, “Self! What if I lose another 
client now? How am I  going to handle that?  I'm doing 
alright... for now.  But, what happens if I  lose one more 
customer?”

Well, guess what Hoss... that day is coming.

A  few  weeks  later,  another  client  cancels  a  gaggle  of 
projects that you were counting on.  Or worse, he asks you 
to take a reduction in your rates.  Do you “cut a deal” with 
him?  Or do you stick to your guns and let him go the way 
of the Dodo bird?

Normally you wouldn't be this concerned about it, but you 
know that summer (your slow season) is coming up and 
you're starting to worry if you can “weather the storm.”

Now, you're on the edge, and by the time you get home, 
you're  barking  at  the  wife  and  kids  and  they're  all 
wondering who put a knot in your girdle.
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It's starting to show...

What is starting to show?

The worry.   It's  showing  up  in  your  tone of  voice.   It's 
showing  in  your  body  language  and  in  your  facial 
expressions.   The worry  and annoyance is  so dang loud 
that you couldn't hide it if you wanted to.

You  might  as  well  have  put  it  on  the  loudspeaker  and 
blasted it across a football stadium.

Today is just not your day.

When you talk with prospective clients, you come across 
like  a  hungry  man.   No,  you  come  across  more  like  a 
starving coyote who will eat anything moving.

In fact, rather than coming across as your regular calm and 
confident self,  you're sounding a bit  “frayed around the 
edges”  and  the  irritation  is  starting  to  annoy  your 
prospects.

And you wonder why you're not closing any deals.

Duh!  (As the kids would say...)

Your prospects sense your desperation and decides to go 
with one of your competitors instead.

Dang!

You REALLY didn't need that today!  Did you?

After getting 2 rejections a day for 10 days in a row, you're 
just  about  ready  to  throw  in  the  towel,  or  punch 
somebody's lights out.  Your anxiety has now turned into 
depression, pushing you deeper down an endless spiral of 
negativity, and will soon turn to aggression.
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Look... I've been in this dark corner more times than I care 
to admit.  But, if you've been “winging it” on your own for 
any length of time, you know what I'm talking about.

As a matter of fact, you may even be there right now!

Am I right?

I know it's not a good place to be.   I've “been there, done 
that”  Got the tee-shirt.

Regardless  of  how balanced a you are as  a  person,  the 
negativity  can quickly  seep into  every area  of  your  life, 
destroying your psyche and causing great damage.

It  can eat  on you like a killer  cancer can take its  next 
victim!

This  is  the  psychological  trap: and  this  is  why  it's  so 
important  to  understand  the  power  of  self-fulfilling 
prophecies—and how to  get  out  of  these  cycles  before 
they kill you.

Because, I can guarantee you this: it will raise your blood 
pressure, it will give you heart disease, and it may—very 
well—give  you  a  heart  attack  or  stroke.   I've  seen  it 
happen too many times to friends of mine.  I've lost count 
of all the 32 to 60 year old men and women I've buried 
over the last thirty years.

Stress  and  worry  will  kill  you  faster  than  a  speeding 
bullet.

How Do You Prevent That?

Don't buckle under pressure.

After 30 plus years in sales and marketing, and more than 
25 years as a “freelancer” I've learned how to let go of the 
raging tiger.
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We entrepreneurs feel that we have to be in control of 
everything.   I've  seen  the  effects  of  both  positive  and 
negative  self-fulfilling  prophecies  in  my  own  work  and 
personal life, and in the lives of others.

When it  comes  to  “self  fulfilling”  prophecies,  no  one is 
immune to their threat.  But, you can control the outcome 
if  you're a  man or woman of “vision.”   You really don't 
have  to  resign  yourself  to  the  Law  of  Attraction.   The 
“universe”  isn't  some  cruel  genie  looking  for  every 
opportunity to make life miserable for you.

You DO have some control over the events in your life.

Want proof? A few years ago, a test was run on several 
highly  gifted  and  self-confident  Anglo-Caucasian 
engineering  students  at  a  major  university.   They  were 
asked  to  take a  difficult  math  test.   The  students  were 
randomly split into 2 groups, and each group was given a 
separate—and different—psychological “control.”

One  group  was  told  that  the  test  was  just  designed  to 
measure their math skills. The other group was told that 
they  were  part  of  a  research  study  to  determine  why 
Asians seem to perform better in mathematics than white 
students.

Interestingly,  the  white  students  in  the  second  group 
scored significantly lower on the test.

Why?

It really had nothing to do with ethnicity.

It had ALL to do with the psychological “control.”

The researchers concluded that this group buckled under 
the  pressure  of  the  "Asian  mathematical  superiority" 
stereotype!
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The first group?  They performed just as well as the Asian 
students.  In  some cases, they did even better, because—
to them—it was just a “test” to measure math skills.  They 
weren't put under any stress or worry about “competing” 
with a stereotype.

Discover How to Avoid Disaster

So,  now  you  have  to  discover  how  to  prevent  these 
negative “self-fulfilling” prophecies and and create a cycle 
of good, positive outcomes instead.

How Do You Do That?

I'm going to give you 3 simple keys.  These keys are so 
simple, a 6 year old kid can figure this out.  As a matter of 
fact,  a  2  year  old  already  has  this  figured  out.   Don't 
believe me?  Wait until the next time you go to the grocery 
store  and  you  see  a  harried  mother  “give  in”  to  the 
rantings  of  her  whining  two-year-old,  sitting  in  the 
shopping cart.

Okay... listen up!

Here's the keys:

Number 1: Market yourself.

Yes.  You heard me right.  I said, “market yourself.”  You.

Not your skills, necessarily, but you.

Even if you don't need to “toot your own horn” sometimes 
you just have to do it anyway.  You might have a lot of 
other clients who will do it for you, and if you have them, 
ask them to give you a testimonial in writing.      It's better 
than references on a resume.
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First,  do  yourself  a  favor: Help  your  own  cause  by 
continually  marketing  yourself  and  your  product  or 
services. Never stop marketing yourself, your product or 
service... even when the work is plentiful.

It's just numbers.  Eventually somebody is going to say yes.

Soon enough, you'll be back “in stride” and you'll be in a 
much better position where you can “pick and choose” the 
clients that best suit you and your business model.  That 
alone can have very positive effect on your psychological 
well being.

Number 2: Watch your language!

I'm not talking about an expletive that you might let slip 
every now and then.  We all have a tendency to let a little 
“locker  room”  talk  fly  when  we're  stressed.   For  some 
people,  it's  a  great  stress  reliever.   For  others,  it  only 
compounds the problem.

But rather, if you hit a bump in the road, be careful about 
what you tell yourself.   Be careful of what you tell your 
“sub-conscious” or your “unconscious” mind.

You think I'm joking?  You think I'm “double-talking” about 
all this LOA stuff?

No.  There just happens to be a little psychological truth to 
it.

Don't panic!

Just pick yourself up and keep moving confidently in the 
right direction.  Eventually you're going to find a big YES in 
that wood pile you've been digging through.
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Number 3: Find a "quick win" a—a even if it's just a small victory.

You're not at war with anybody, and you're not having to 
do battle with unseen forces.  This is not Star Trek, and 
you're not Luke Skywalker.  I'm not Yoda, but I  AM going 
to tell you to get off your butt and quit feeling sorry for 
yourself.  Self pity is part of this equation, and it's bad for 
your  well  being—both  for  your  business  and  your 
relationships.

So,  let  it  go.   Whoo-sah!   Whoo-sah!  (Say  that  while  
massaging your earlobes. J) It just might work for you.

Finally, focus ALL your efforts on securing a quick win to 
cancel  out  the negative  events  you've  experienced over 
the past several days, weeks or months.  Go about it with a 
new  sense  of  confidence  with  expectations  of  success. 
Make  it  a  conscious  decision  that  you  have  NO  OTHER 
option but to win.

Failure is not an option.  Success is the ONLY option you 
have from here on out!

This quick “win” might be landing a new account, securing 
a new project with an existing client—even if you had to 
quote it down—or anything else along those lines.

Why Go After The Quick Win?

Because the quick win will provide you with the fuel you 
need to get back into “the game.”   It  will  give you the 
momentum you need to get back “into stride” and onto 
the superhighway of success.  It will also give you the extra 
protection you need to avert  future negative downward 
spirals.
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So remember: A “winning streak” is much more important 
than the income it generates.  It provides the momentum 
you need to stay in “the game” and motivated.  It will keep 
you ahead of your competitors and help you maintain a 
successful career in your chosen industry.

Keep going after the work and you will keep it coming in. 
Make it the priority it really is.

Required Reading: Let me suggest a book to read.  You can 
get a used copy of it on Amazon or Barnes & Noble.  It 
might be hard to find a new copy because it's been out of 
print for almost fifty years.

The title of the book is “Psycho-Cybernetics” by Maxwell 
Maltz.   It's a classic  book on the scientific innovation of 
psycho-cybernetics, a study that was being done back in 
the middle of the 20th century.  There's a lot of truth to 
learn in that book.  I have an old copy with brown edges 
and worn pages, and it's always within reach wherever I 
go.

Get it and read it.  Then read it again.  Then make it a point 
to  read  it  at  least  once  or  twice  a  year.   You'll  learn 
something new each time.  It's inspirational!
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Ernest  O'Dell  is  the  President  and  CEO  of  Questar 
TeleCommunications and  Guerrilla  Internet 
Marketing. His company, founded in 1982, is a leading 
provider  in  research and implementation of  Unified 
Communications and  Messaging  for  the  real  estate 
and  insurance industries. Many of his web sites and 
blogs continue to get millions of visitors each month.
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