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Relationship Psychology - Understanding The Mind of your client
§People will show you the ways they like to deal with you
§How to know what kind of "Relationship" your clients prefer 
§Opening new mental "files" so that you can learn more 
§The essence of intelligence is noticing more 
§Methods vs. Patterns vs. Principles 
§The tip of the iceberg and the bulk of the iceberg 
§Behavior Patterns are only the beginning 
§Internal Diversity and External Diversity 
§Personal Velocity differences 
§Understanding Intellectual Bandwidth - processing capacity 
§Multiple Intelligences - How is this person smart? 
§Value Priorities - what matters to him or her? 
§Background Imprint - patterns from the past 
§Know thyself - If you don't know yourself, others will be in control of you
§Adapting to multiple differences in people 
§What This Means To You Is... (translating your message to suit their mind) 
§Modus Operandi - Mode of Operation - whether to use information or motivation next 

Mindset 
precedes 

Performance

View Toward Work #1
òAll work represents a fight against something, an 

attack upon the environment. 

To be sure, all this is done in order to create
something. Thatõswhy we call it work and not
rage.ó

He pulls out weeds, poisons insects & fights against 
droughts and floods.

A farmer plows the earth, he harrows it, tears it,
pulverizes it .

http://www.webmarketingmagic.com/app/netcart.asp?MerchantID=103504&ProductID=3503722


______________
______________
______________
______________
______________
______________

______________
______________
______________
______________
______________
______________

______________
______________
______________
______________
______________
______________

View Toward Work #2
òAll work represents a service to something, the 

rearrangement and empowerment of the 
environment. 

All of this is done to enable the earth to foster 
growth.ó

A farmer loosens the earth, aerates it, irrigates it, 
adds nutrients, cleanses it of insects and weeds and 

protects it from drought and flood.

òOne extra hour of 
study per day and 
youõll be a national 
expert in five years 

or less .óEarl Nightingale

One hour x Five workdays x

Fifty weeks = Two Hundred 

Fifty hours per year. 

250 x 5 years = 1,250 hours! 

1,250 hours on ONE subject = 

National Expert! 

is the ability 

The essence
of intellect

to make

distinctions.

Find the Typo
§Aoccdrnig to a rsechearer at 

Cmabrigde Uinervtisy, it deosn't 
mttaer in waht oredr the ltteers in a 
wrod apaepr, the olny iprmoetnt tihng 
is  taht the frist and lsat ltteer be at the 
rghit pclae. The rset can be a toatl mses 
and you can sitll raed it wouthit 
porbelm. Tihs is bcuseae the huamn 
mnid deos not raed ervey lteter by 
istlef, but the wrod as a wlohe.

TO KNOW MORE...

NOTICE MORE!

Recognize Patterns

& Discover Principles
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òIf you learn only methods, 
youõll be tied to your 

methods.

Ralph Waldo Emerson

But if youõll learn principles , 
you can devise your own 

methods.ó

§Mechanisms

§Consistent Needs 

§8 to 5, weekdays 

§Persuasion

§Personal Contact

§Trained by Others

§Knowledge is 
Power

fLiving Systems 

fEvolving Needs 

f24/7/365

fCollaboration

fE-Contact

fSelf-directed Trng.

fTrust = Power

Industrial Era  vs Organic Era

Why Do Relationships Matter When Selling

"A relationship without a sale is 
merely a social connection. A sale 
without a relationship is what one 
gets from a vending machine. Our 
clients deserve to have us as their 
partner -in -problem-solving." ñ

Jim Cathcart, Relationship Selling

Persuader
or

Partner?

Which are YOU perceived to be?

òTrust is like the air we 
breathe. When it is present 
nobody notices. But when 

it is absent, everybody 
notices.ó

Warren Buffet, Chairman & CEO, 
Berkshire Hathaway

òTrust is a fruit. You canõt 
grow it directly. You can 

only grow and nurture the 
tree and the fruit will 
emerge in its own time.ó

Kevin Buck, 
Counselor, Philosopher, Consultant 
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Premise: 

Your greatest, fastest 

and easiest advances 

will always come from 

your natural abilities. 

So, Know Yourself. 

What this means 

to you isé

Universal Human Needs

The Need for:

ÅMeaning 

ÅRecognition

ÅControl

ÅRespect

ÅBeing Needed

ÅFriendship 

ÅBeing Trusted

ÅTrusting Others

ÅAccomplishment

ÅSuccess/Hope

ÅIndependence 

Maslow's Hierarchy of Needs:

Survival & Safety

Belonging

Esteem

Self-Actualization
Stop: Not ready to buy

Caution: Check 

before proceeding 

Go: Confirm it now

Reading Buying Signals

What is the 
purpose

of what you do?

§Leader 
§ High Awareness/ 

§ High Performance

The A/P Grid©

§Critic 
§ High Awareness/ 

§ Low Performance

§Passenger 
§ Low Awareness/

§ Low Performance

§Competitor 
§ Low Awareness/

§ High Performance

Performance
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Success is not achieved by 
changingpeopleõs nature.

It is achieved by 
Aligning with their nature.

òFor most people the 
danger

in their self analysis is 
that

it stops too soon. 

They are too easily 
satisfied.ó

Dr. Sigmund Freud

People Who Know Themselves:

ÅAre Less Self-Conscious
ÅAre Better Listeners
ÅAre Less Judgmental of Others
ÅAre More Willing To Admit Mistakes
ÅCan Apologize Easily
ÅRecover From Disappointments More Easily
ÅManage Stress More Effectively
ÅTend To Produce Better Quality Work

ÅExperience Fewer Interpersonal Problems

Intellectual Bandwidth:

§Conceptual 2%

§Strategic 18%

§Operational 80%

The ñZoneò of Personal Velocity

BURNOUT

ANXIETY

STRESS
FLOW

BOREDOM

APATHY

DEPRESSION

MODERATE

Zones of Velocity

TIME

GOAL

HIGH

LOW

C
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§ Friend

§Mate

§Kids

§World

§ Lottery

5 Questions
The 7 Natural Values

§ Sensuality
§ Empathy
§ Wealth
§ Power
§ Aesthetics
§ Commitment
§ Knowledge

What if I spend all this time 
learning about people and 
they leave? 

But, what if you donõté

and they stay!

The Leaderõs Dilemma:

Success is not achieved by 
changingpeopleõs nature.

It is achieved by 
Aligning with their nature.

The Seeds of 
Your Future 

Successes 

The Acorn Principle

éalready live 

within you. 


