“117 Ways To Grab Your Life By The
Throat And Really Make It Happen!”

Hello...and welcome 117 Ways to Grab Life by
the Throat and Really Make it Happen!

Already | know that you are someone who

/. wants to make a positive difference to your life!
L/

Peter Thomson

The UK’s leading strategist

on business and personal growth

With this booklet:

e You are going to be more in control of your life, your
actions and your results.

e You are going to be more creative every single day.

e You are going to be wealthier, whatever your definition
of wealth.

¢ You will have the right attitude to life and treat
everything that happens to you as part of a great
adventure.

In short, you will be the best you can be at everything you

decide to do. How can | make such bold statements? Simply
because the ideas, methods, and thoughts you will read
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here, have been tried and tested and proven throughout
history.

Now | don’t know how soon you will begin to feel happy
about yourself. I don’t know how soon you will earn the
amount of money you desire. | don’t even know how soon
you will maximise your potential. What | do know is that
those who have already begun the process say to me,
‘Peter, these ideas are so simple, so easy to implement,
such common sense, that they work all the timeY’

1. Enthusiastic Action

1. Carpe diem - seize the day! There is a moment in
every person’s life when the awareness of their destiny
bursts like a bubble onto the surface of their conscious mind.
This is when the strong will awake and decide to take action
to change their world for the better.

2. Take total control of your life. When we take total
control we can focus on making a positive difference. Be the
one who decides the direction of your life. Make that
decision...NOW!

3. Start a company called ME Unlimited!
You are to be all the members of the board:

e The Chair- Responsible for the attitude, which prevails
in the company.

e The Sales Director- Responsible for the income
generation.
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e The Finance Director- Responsible for control of the
finances, maintaining a budget and accurate records.

e The Planning Director- Responsible for goal setting,
creating direction and organising dreams into an action
plan.

e The Human Resources Director- Responsible for health,
fitness, diet, and general well being.

e The Mental Resources Director- Responsible for all
mental faculties: learning to read faster, soaking up
information and other mental resources.

e The Research and Development Director- responsible
for understanding and creativity.

e The Communications Director- Responsible for
communicating effectively, creating rapport with family,
friends and colleagues.

e The Administration Director- Responsible for all
paperwork skills and ensuring that the administration of
Me Unlimited runs as smoothly as possible.

4. Award each board member a mark out of ten
for how well each is performing.

The Chair-

The Sales Director-
The Finance Director-
The Planning Director-
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The Human Resources Director-

The Mental Resources Director-

The Research and Development Director-
The Communications Director-

The Administration Director-

5. Use your skills and talents to the full. List your
talents in the space below. Are you using all these sKkills to
the maximum?

6. Make decisions quickly and change your mind
slowly. It is often said that this is what successful people
do. Too many people move from job to job, business to
business, relationship to relationship. They change their
minds quickly and make decisions slowly.

7. Change! If you realise you are in the wrong place,
having given it your best shot, then change! Imagine it is
twenty million years ago. You are asked to bet on whether
the dinosaur or the mouse will live longest. | am sure, you
like me would have bet on the dinosaur. But the dinosaur
was resistant to change! It died out — the mouse survived
because it was adaptable.

8. List the reasons for the successes you’ve had. This
will give you added perspective on what you need to do for
more success.

9. List the reasons for the results you had that you

did not want. This will help you avoid doing more of the
samel!
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If you have not yet added your own name to those lists,

then | suggest you do. You are the one in control, you are
the one responsible, you are the principal player in your life.

10. Accept that ‘Everyone is in Sales’. For anyone not
directly involved in sales this may be difficult. But you and |
know that we are always selling. We persuade drivers to let
us in at traffic jams. We hear parents persuading their
children to tidy their rooms. We read of union
representatives negotiating pay raises — everyone sells!

11. Be persistent. In the race between the tortoise and
the hare, who won? The tortoise. Why? Because it was
persistent whilst the hare kept dashing off; got bored and
gave up!

12. Get a result - there are no failures! The only way
that any rough gemstones are made into smooth, highly
valuable gemstones is by the application of friction, and that
is what life does to us.

13. Read your goals. Do this each day, so that you are
focussed on their accomplishment.

14. Be the best you can be. As my wife often says to me,
‘Be the best you can be - who else can you be?’

15. Anticipate things being good. When we do this, they
often turn out well or better than they might have done if we
were working on the understanding that they would turn out
badly.
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16. Accept a weakness. Some weaknesses are not
holding you back from achieving the major things in your
life. So what difference will it make if you don’t change
them?

17. Criticise the action, not the person. For example,
let’'s say you attempt to do something and it doesn’t work
out. Don’t go around saying: ‘I'm a failure’. Say ‘I like
myself, I didn’t like that particular action and | will not be
taking that particular action again’.

18. Fall in love with you again. It is too easy to look for
what is missing, or at weaknesses instead of strengths. Love
yourself!

19. Learn more. Many people have a number of hours
available each day in which to listen to audio programmes.
Perhaps while doing work around the house or driving the
car. 2 hours a day is 10 hours a week, and 40 hours a
month. So much time — so much to learn.

20. Take tests. When we take a test, it is immediately
afterwards that our brains are crying out for more
information. So it is one of the ways in which we can
motivate ourselves to learn more.

Try this test. Put a ring around a number that represents

your feelings in each area. The higher the number, the more
you are on the positive side of life.
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I like myself 10987654321 I don’t like myself
I’'m a winner 10987654321 I’m not a winner
I believe | can always learn somethingnew 10987654321 I believe there is not

much more to learn

| embrace change 10987654321 | fear change

I’m enthusiastic 10987654321 I’m unenthusiastic

I take 100% responsibility for my actions 10987654321 I sometimes blame
others

I use positive self-talk 10987654321 | use negative self-talk
I do the difficult things first 10987654321 I leave the difficult

things to last

I'm just the right age 10987654321 I’m too young/old

21. Do this regularly and then compare your test
results with your last set of results. From this you can
see how you have improved. Never compare your results
with someone else’s. They have different abilities and aims.

2. The Subconscious Encoding

The best garden you will ever have is the garden between
your ears. The more you plant in there, the more is going to
flower. The better the seeds, the better the flowers and the
easier they are to harvest. The garden needs tending on a
regular bias, so be careful about the seeds you put into the
garden between your ears.
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22. Be good to the world. This idea is based on the law
of cause and effect. Whatever you do (the cause); there will

always be a result (the effect). If you smile at the world
then the world will reflect that smile back to you.

23. Script your life. Get a pad and a pen, go forward in
your mind about five years and then write the story of
what’s happened to you during the past five years — then
live it.

24. Forgive people. Think for a moment about all the
people you dislike, or may have a grudge against you.
Forgive them. If you can get rid of those feelings, you will be
amazed at how much clear space you will create in your
mind.

25. Forgive yourself. Everyone makes mistakes in their
lives. 1 have made mistakes, and | know you have too. Don’t
carry the burden of those mistakes with you - get rid of
them!

26. Accept your age. We cannot change our chronological
age, we can change our physiological age, by exercise, by
diet, by the way in which we live our lives. We can change
our attitude about age. ‘If you're good enough, you’re old
enough’. ‘If you’re good enough you’re still young enough’.
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27. Write positive things about yourself. Use this
space:

28. Remember the positives. Reaffirm those positives
and keep programming them back into the computer that’s
in your mind. What goes in must come out.

29. Program ‘I can’ ‘l have’ ‘l do’ ‘I am’ attitudes. ‘I
am a happy person’ ‘I do spend time taking action’. It
doesn’t matter whether you have actually become or done
whatever it is you are programming. By telling your mind in
advance that you have already done something, it will act
accordingly. ‘What you say will be the way’.
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30. Preview Review. Before a meeting begins, write a
report of what happened. That may sound strange. How can
you write a report about what actually took place? Just do
it...take a few moments as though you have entered the
meeting, had the conversation, completed the meeting and
are back at your desk.

31. Play a programming CD. Use these guidelines:

e Record your affirmations.
Always use you and not I.
There must be no linguistic negatives.
All the statements must be in the present tense.
The In-Talk must be specific. There is no point
saying ‘I am rich’ or ‘I am slim’ or ‘You are slim’ — Be
specific.
e Ensure there are no side-effects to the programming.
e All of these guidelines also apply to writing goals.

3. Motivation

Motivation is caused by needs. If we need food, we become
motivated, or driven, to find food. We become aware of our
surroundings, where we are and if there is food available.
There is another strange factor that comes into play in these
situations. When we are really hungry, we will eat anything.
This is the same with any of the fourteen psychological
needs. The fourteen needs are: Pride/Ego, Personal power,
Curiosity, Love, Emotional security, Belonging, Recognition
of effort, Peer approval, Creativity, Accomplishment,
Freedom, Success, Self-esteem, and Winning.

32. Turn psychological needs into drives. Imagine you
are at the end of a long room standing by a large block of
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ice. You are very cold. At the other end of the room is a
blazing log fire: that end of the room is warm and
comfortable. While you are standing by the ice, you are
highly motivated to move away from that pain and towards
the pleasure. Set goals that make you aware of the ‘away’
motivating pain and the ‘toward’ motivating pleasure.

33. Use this three stage process to create drives:
e Decide what you want in any situation
e Decide what you don’t want in any situation
e Answer this simple question: ‘Why?’

34. Make the pleasure and pain vivid. In your mind’s
eye, create a box and put all of these motivating factors into
that box. Go and sit on one end of a hypothetical see-saw,
and have a friend (remember this is only in your mind’s eye)
carry the box, with difficulty, to one end. It might take a
number of people to lift it, for the heavier it is the better.
The crowd lifts the box into the air and slams it down onto
the end of the see-saw. The result: you shoot up in the air
and you are off, you’'ve started to take action. The box was
so heavy that you had no choice but to take action.

35. Find a role model. That is to say someone who is
already doing what it is you want to do. Then you can ask
‘What did they do to accomplish this?’ . If you face a
particular challenge you can ask ‘What would they do in this
situation?’

36. Smile. This is one of the great ways to keep feeling
happy, and it is one thing you know how to do!
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37. Focus on opportunities not problems. There was
once a shoe manufacturer who sent an experienced
salesman to Africa to assess the potential for expansion. He
phoned back and said ‘I'm coming home, it's a waste of
time, no one here wears shoes.” Some years later a young
inexperienced salesman was sent out, and he phone back

‘Send three containers of shoes! It’'s going to be great
here...nobody wears shoes!”

38. Think of fear as: False Evidence Appearing Real or
Forever Expecting Awful Results or Face it Evaluate it
Analyse it and Reject it.

39. Recognise mental chains that hold you back. By
chains I mean the thoughts that shackle us to ideas we may
have of ourselves, or ideas that others may have of us,
which are no longer appropriate.

40. Throw away chains that hold you back. Do this by
sitting quietly. Think about yourself and what self-limiting
beliefs you may have. Then imagine in your mind’s eye, that
a friend is telling you how good you really are.

Rules and regulations are the boundaries within which we
live our lives. ‘Whose decision is it when we’re offside?’
‘Whose decision is it to send us off?” Sometimes, we are just
so busy working day to day that we don’t take time to find
out who set the rules of the game we’re playing. It is time
we took that time.

©Peter Thomson Leamington Spa 2006 12




41. Agree with the rules that help you. Disagree with
the rules that don’t help you. | know there have been times
in my life 1 have been glad | disagreed. For example ‘Money

is the root of all evil’ or *You better get a proper job to fall
back on’.

42. lgnore peer group rules. This starts at school, where
the ‘hard-nuts’ don’t do their homework or don’t hand it in
on time. Then at work it becomes ‘I always feel bad on
Monday mornings, don’t you?’ and ‘Thank god it’s Friday!’

43. Decide on your own rule for success. If you let
magazine ads or TV programmes decide, success becomes
hard to achieve. Just as you near the finishing line, someone
moves it!

44. Finish this sentence: ‘I am successful when...’

45. Try some of these ideas: ‘I am successful when...I
am alive in the morning, | arrive at work, I am giving it my
best shot, | smile at people | meet, | have money to spend.’

46. Write your rules for other oft-used words. Such as
Failure, Accomplishment, Happiness, Wealth, Sadness, Guilt,
Winning, and Losing.

5. Taking Action

Throughout this section we are going to talk about taking
actions, the right actions to get the right results that you
want in life. In this taking action section we are going to be
looking at where we are now, where we want to be, and how
to do visualisations and a new way.
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47. Help yourself take action with this six stage
process:
e Where are you now?
How did you get here?
Where are you going?
Why do you want to go there?

What are the possible obstacles?
What are you going to do?

48. Repeat these questions for different situations.
Friends, Financial Matters, Career, Learning, Relationship,
Emotions, Accomplishments, Social, Physical, Self-esteem,
Health.

49. Visualise. Many people struggle with visualisation and
I have, in the past. | always thought that everyone was
seeing a full ‘Cinemascope’ film running in their minds. |
now know that you can intensely feel the pictures, or see
and hear the words. Each person has their own way of
visualising, and it is only the ‘visual’ word that makes people
think it must be pictures.

50. Improve your visualisation. Look at a scene, any
scene, for a second or two and then close your eyes. Now
conjure up that scene in your mind. Alternatively, sit in a
comfortable chair, with your head upright and your back
straight — erect but not stiff. Close your eyes. Lift your head
to 20 to 25 degrees above the horizontal. Imagine that you
are looking at a television screen about ten feet away from
you. Visualise on that screen.
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51. Stand up or sit up. Changing your physiology in this
way will make you feel more positive.

52. Have a positive outlook. Doesn’t it feel great when
nothing can stop you from accomplishing anything you
want? Make a note of how you feel, look and talk when you
feel positive.

53. Go to the other end of the scale. Say negative
things like, ‘I'm no good, | can’t do it, I'm too old. Make a
note of your posture, the way you talk, look, and feel. Which
end of the scale are you going to live your life?

54. Fake it ‘til you make it. You cannot save up your
energy so let’s start using it. When you meet someone and
they ask ‘How are you?’ What do you say? | have found that
over 90% of the world says ‘Fine’. | think ‘Fine’ could well
stand for Feeling Inwardly Negative Everyday. You could say
‘tremendous’ ‘great’ or ‘fantastic’.

55. Retune your strings. By this | mean, it will take some
effort to find a new word other than ‘fine’ that you are
comfortable with. It will then take time to get used to using
it.

56. Anticipate great things. We all take actions in direct
relationship to the pictures, the feelings and the words we
use to describe ourselves. If we anticipate getting the results
we require, then we will be confident and feel positive.
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57. Examine the reasons why people don’t take
action.

Check that none of these reasons hold you back:
e Poor self-management

Lack of motivation

Held back by chains

Fear

Doing what they always did

Living by the rules imposed by others

No definition of success

No knowledge of what actions to take

Poor dealings with other people

Dishonesty with self and others

Poor time management

No goals set

Lack of understanding about the brain

No use of creative skills

Stress through lack of planning

No financial planning

Poor use of communication skills

No persistency and no consistency

Fear of failure

Fear of risk-taking

Perfectionism

No decision made to take action.

58. Make decisions. Live your life through decisions
rather than habits. You will have more control over your life,
and enjoy greater success.

59. Ask ‘opposing questions’ as well as ‘confirming
guestions’. Ask guestions that prove that something cannot
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be done, as well as the more normal questions that prove

something can be done. This makes the right decision more
apparent.

60. Plan. Making decisions, or lack of making decisions can
come down to lack of planning. | think of planning as a four
step process

Goal — Plan — Action — Feedback (loop back to Goal)
It’s a very simple process:
61. Set goals. The goals indicate the plan.

62. Set the plan. This indicates the actions you need to
take.

63. Take action.

64. Get feedback. The feedback allows you to adjust the
goals, and go back through the system.

65. Use the Maradona Principle. Diego Maradona was
considered, at one time, to be the best football player in the
world. What usually happened to him was that he when he
had possession of the ball he would be tripped up. Why?
Simply because he was trying to score. The only time you
get tripped up in life is when you are trying to score! If we
have decided to play, we must also accept that with that
territory come the knocks, the fouls, the trip-ups.
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66. Get up again. | said earlier there are no failures, just
lessons to be learned. | have learned some hard lessons.
Getting up and taking enthusiastic action, is the key.

6. Conditioning

You’ve heard of Russian Scientist Ivan Pavlov, the Noble
Prize winner who experimented with dogs. Pavlov gave his
dogs food and at the same time rang a bell. The dogs
became conditioned and salivated when they heard a bell
ringing. They developed a conditioned response to a
conditioned stimulus. How can we use this knowledge?

67. Create a negative habit circuit breaker. When you
find yourself saying or thinking something negative, have a
penalty. This will erase negativity.

68. Use the switch method. Feel the feeling you want.
Remember that you are already used to saying positive
things, acting positively, getting into that state of mind and
body. Now you are feeling really positive, create a switch. It
could be a clenched fist, a pinch on the arm, a spot on the
back of your neck, standing on one leg, it can be anything
you choose. Get into the state again and again and again.
Keep pressing the switch. Now whenever you press that
switch you will feel those positive feelings again.

7. Dealing with others

This section is all about dealing with other people. Why
people like you and respect you, more about self-
management and making the changes to improve your
relationships with others. Learning from other people and
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how we are influenced by those around us and some basics
of leadership and understanding.

69. Have esteem for people. This is one of the best ways
to deal with people. Try to build self-esteem in people by
praising their actions. This must not be false or a technique,
because you’ll be seen through.

70. Compliment the action, not the person.
Compliments aimed direct to the person can sound sugary or
sycophantic. Whereas compliments aimed at the actions that
people have taken are far more acceptable.

71. Support people. Trying to convince someone to go
along your road may be a good idea; however, if they are
determined to follow their own path, support them. They will
respect you for it and return your support.

72. Like people. For people to like you, you have to like
them. We like people who like us, in exactly the same way
as people like us if we like them. If you can be genuinely
interested in other people, they will have a greater interest
in you.

73. See yourself, as others see you. This is one of the
best ways to improve our dealings with those people. How
would your parents describe you? How would your
employees describe you? How would your children describe
you?

74. Ask yourself these four questions. Imagine you are
your friend, or brother or sister, or child...how would they
answer these guestions about you?
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e What do you like about this person?

e What do you dislike about this person?

e What sKkills, attributes and attitudes would you like to
keep in this person?

e What sKkills, attributes and attitudes would you
change in this person?

75. Write questions. As already said, we usually have
most of the answers to life’s questions. We just need to
access the information. The easiest way to do this is write
questions out, and let your brain supply the answers.

76. Encourage people to be ‘can do’ people. This is
especially important in children. If you tell children ‘Don’t
drop the plate’, the brain translates this as ‘drop the
plate...don’t’. By the time they get the ‘don’t’ it is too late.
So we say ‘Hold onto the plate tightly.

77. Decide to have happy relationships. One of the
killers of marriages and relationships can be jealousy.
Jealousy is the effect, no trust is the cause. To have happy
relationships, you have to... decide!

78. Involve partners in the decision making process.
On a piece of paper, write a question to yourself. For
example ‘What do | need to do, be or have to have a happy
marriage?’ Get your partner to do the same and then swap
your papers.

79. Find time to be just yourself. In relationships, it is
important that we recognise the psychological need for
privacy, for time for the self. So often situations can arise
where people are always somebody else’s ‘something’.

©Peter Thomson Leamington Spa 2006 20




—
v ..

8. A Secure Base

One of the first principles of any accomplishment is to have
a secure base. We cannot jump from sand - we can jump
only bricks. A secure base, particularly a secure relationship
base, is essential for all accomplishment.

80. Learn something from everyone you meet. There
isn’t much that is new in the world, just tried, tested and
proven ideas presented in a different way. However,
everyone you meet can teach you something new. Listen to
ideas of people who are already doing what you want to do,
and then just do the same!

81. Examine and test advice. If you take advice on trust
then you may be mislead and make a mistake. So be
prepared to examine, test and sometimes ignore advice.
Sometimes you will know best.

82. Mix with the right people. Can you describe the
people who can help you achieve your goals? | am sure you
can. Are you mixing with them? If not why not?

9. Leadership and Teamwork

People, | have always found do not want to be managed,
they want to be led. Nobody has ever heard of a world
manager — a world leader perhaps.

83. Manage tasks, lead people. If you are in a
management role, teach your people self-management. This
will build a secure base of people to work with.
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84. Lead. Leaders are ‘can do’ people. They are not afraid
of taking action. They are enthusiastic and proactive.

85. Be confident. Leaders have confidence in the people
they lead, in their ideas and in themselves.

86. Have vision. In Martin Luther King’s unforgettable
words: ‘I have a dream’.

87. Create a slogan. For example: TEAM — Together
Everyone Achieves More? A slogan confirms that you are a
‘can do’ team.

10. Interaction

Well, how are we going to improve our interaction, our
dealings with others?

88. Actively listen. Do not listen passively. We must use
our ears and mouth in relationship to the number we have of
each — two ears and one mouth.

89. Ask questions. This is the best way to make sure you
understand what is being said.

90. Avoid finishing other people’s sentences. Pause
before you reply too. This indicates that you are thinking
about what was being said.

91. Open conversations the right way. In response to
the question ‘how are you?'....reply ‘tremendous!’
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92. Prepare openings. Have questions or statements
prepared to start your conversations.

93. Deal with prevarication swiftly. You can use the
Benjamin Franklin Idea for this. Draw a line down the centre
of a piece of paper. Write plus above one column and minus
above the other. List all the points for and against and then
cross off those that balance each other out. The answers left
provide the solution.

94. Close the sale. This is one of the main qualities
everyone should learn. Ask ‘shall we go ahead then?’

95. Be proactive. In all our dealings with other people, we
need to be proactive. If we are waiting for others to take the
lead, we might have to wait a long time.

96. Criticise with care. There are times in our dealings
with people when we feel that we really do have to criticise
an action that has been taken. The important word here is
‘action’. Don’t criticise the person.

11. Time Management

What benefits will you receive? Well, you’ll get more done,
you’ll be more in control of your life and time, you’ll have
numerous ideas to squeeze more out of each and every day.
Scientific tests have shown that when a person is deprived
of all time-measuring devices, after a few days of
disorientation, he or she will return to a functioning cycle of
approximately 24 hours in length. Having looked at a
number of books, tapes, and seminars, | have come to a
startling conclusion:
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There is no such thing as time management!

Time is simply a perception. A convenient way in which we
measure the passage of hours, days, months, seasons and
years. Getting more done is really about self-management,
so we do more in the time. My suggestions therefore are:

97. Set your alarm an hour earlier. | know if you are a
late riser, you are saying: ‘Peter you’re crazy!’ Yet | still ask
you to try it. You will find that after a few days, you have
reduced your sleep need by an hour.

98. Focus. Perhaps some of the reasons people have a
problem with time include: Negative self-image, Low self-
esteem, Self-doubt, Fear of failure, Fear of making the
wrong decision, Rationalisations, distractions, Lack of
urgency, No specific goals, Too busy with low priority tasks,
Procrastination, Poor self-management. Deal with these and
you will be able to focus.

99. Work smart. Only work on things that will bring the
results you want.

100. Deal with interruptions. Have a screening process
for telephone calls. Let people know when you do not want
to be disturbed.

101. Delegate. If someone can do the same task you are
doing less expensively and just as well, then delegate. If
someone can do something faster, perhaps they have more
authority than you, delegate to them! With all delegation
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make sure there is a time frame, and that you pass on the
authority with the task to get the job done.

102. Say no. If you've found yourself saying ‘yes’ when
you wish you’d said no, try this idea. Write no on every page
in your diary for the rest of the year. This is not to say that
you will always say no. It will just remind you that you can
say no.

103. Keep a 1-31 file. The 1-31 file represents each day in
the month. In each file you place a document or note to
remind you to write to or call someone or take some action
on that day.

104. Create systems. For example: If you have people
you write to regularly, saying the same thing, agree to just
send this sort of letter:

Dear Stuart
Usual letter.
Sincerely,
Peter.

You can do similar things for telephone calls and meetings...

12. Mind and Brain

In this section we are going to look at two fascinating areas.
We examine how a better understanding of the mind and
brain will help you in your aim for more accomplishment.
We’ll start with memory, how it works, explain an excellent
way of dealing with the multitude of information that comes
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your way, give keys to memory and describe a system that
you will be able to use to increase your recall.

105. Use memory hooks. To start with create a main list
which can be used as a hook for all procedures.

1 Tea

2 Noah

3 May

4 Ray

5 Law

6 Jaw

7 Key

8 Fee

9 Pea

O The sound is Sh or Zz

Go through the list and lock the words and numbers into
your mind.

Tea. Remember this by thinking about a capital T only
having one down stroke, just like number 1.

Noah. Noah has a capital N which has two down strokes,
and so is number 2.

May. A capital M has three straight lines down, so that’s 3.

Ray. Imagine a ray of light coming out of a torch. The torch
light is in the shape of a 4.

Law. Imagine a police officer putting their hand up, with
four fingers and a thumb, so that’s 5.
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Jaw. If you look at someone in profile, you will see the
number 6 in the shape of their chin.

Key. Imagine a brass 7 is a key, undoing a lock.

Fee. If you squash an eight it looks like a £ sign. £ signs are
used in fees.

Pea. If we take a capital P and turn it around, we will have a
9.

The sound is Sh or Zz, you will simply remember as 0.

Now use this system; use your imagination to link each
item, of your main list to items you want to remember.

Try this list of ten things:

= Table

= Chair

= Television
= Mouse

= Car

* Dog

= Golf ball
= Briefcase
= Plate

= Boat.

For example.
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To remember item 1 you need to link a table to Tea. In your
mind think of a picture of a large cup of tea, enormous, let’s
say two metres wide. Then, again in your mind, pick up the

table and throw it into the tea! That creative image will be
easy to remember.

106. Use the six keys to memory: UnUsUaL, Linking,
Firsts, Lasts, Repetition, Enthusiasm! You can see how we
did this above.

13. Conscious and Subconscious Mind

The conscious mind is screen of our computer. The
subconscious is our database of information. The
subconscious doesn’t judge information, it just deals with it.

107. Imagine practising a skill. There has been
extensive research that shows imagining improving in skill
will have a similar effect to actually practising more.

108. Ask a useful question. Even if you do not answer
the question consciously, you do answer. For example, if you
ask yourself what colour your eyes are, the answer just pops

up.

109. Relax before visualisation. This enables you to
access your subconscious. One method is to tense your body
and hold it for a count of ten. Then completely let go.

110. Exercise the eyes. You can strengthen the muscle
that focuses the eye, and improve visual tension. Focus on
something that is a few centimetres away. Without moving
your eyes, focus on something in the distance. Do this for no
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more than a minute at a time, to avoid eye strain.
Alternatively, look in the following directions for no more
than thirty seconds. Up-right, Up-left, Down-right, Down-
left, Side-left, Side-right. These activities may also enhance
memory and creativity.

111. Start a knowledge-gathering plan. We currently
only use a small part of our brain’s capacity. Perhaps find
out more about listening skills, speed reading sKills,
vocabulary...

112. Relieve minor aches and pains. For example, when
you have a headache. Ask yourself: What shape is the pain?
What colour is it? What smell does it have? How does it feel?
What does it sound like? Keep coming up with crazy answers
and the pain will go away. If it persists see your doctor.

113. Read a book like a jigsaw. This idea was developed
by Tony Buzan, to read reports and books more quickly.
With a jigsaw you find all the edges. If a piece won't fit, you
put it to one side, totally confident that it will eventually fall
into place.

114. Daydream. Einstein came up with his theory of
relativity whilst sitting on a grassy bank daydreaming of
riding a sunbeam. We can daydream to be more creative.

115. Turn a problem on its head. Ask yourself the
question that solves the exact opposite problem, and then
reverse the answers. Again you will have more creative
solutions.
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116. Dare to be different. Often people come up with
ideas and then don’t have sufficient belief in them to give
them a try. Let’s just do it....

117. Decide to use this information. Become the head of
Me Unlimited and I know you will accomplish whatever
you want!
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Anyone” (Worth £9.97) Yes, another 117 Ways!
You won’t want to go into any more face-to-face meetings without reading Tip #25
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‘/ Details of an Advanced Negotiation Method (Saved me £48,000)
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Dr. Peter Thomson (Hons.)

Peter Thomson is now regarded as one of the UK’s leading
strategists on business and personal growth. Starting in
business in 1972 he built 3 successful companies — selling
the last to a public company, after only 5 years trading, for
£4.2M enabling him to retire at age 42.

Since that time Peter has concentrated on sharing his
proven methods for business and personal success via audio
and video programmes, books, seminars and conference
speeches.

With over 100 audio and 100 video programmes written and
recorded he is Nightingale Conant’s leading UK author.

Books

1. THE SECRETS OF COMMUNICATION - Be Heard and Get Results
2. THE PINNACLE PRINCIPLE - Maximise Your Potential

3. SELL YOUR WAY TO THE Top - Selling Skills

Audio Programmes

1. CONVERSATION — THE POWER OF PERSUASION (6 cassettes/CDs -
Communication Skills)

2. THE BEST KEPT SECRETS OF THE WORLD’S GREATEST COMMUNICATORS
(6 Cassettes/CDs)

3. ACCOMPLISHMENT — THE SCIENCE AND PRACTISE — (7
cassettes/CDs -Self Management)

4. FIRE YOUR Boss AND HIRE YOURSELF — (6 cassettes -
Marketing - co-written and recorded with Jay Abraham)

5. VocaBULARY POWER — (6 cassettes -Word Use)

6. LEAD THE FIELD — (6 cassettes - re-voice of the Earl
Nightingale Classic)
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7. How TO SPEAK UP FOR YOURSELF ON ANY OCCASION — (13
cassettes, one video and one 200 page workbook - Public
Speaking)

8. HELP! — I'VE GOT To MAKE A SPEECH — (6 cassettes/CDs -
Public Speaking)

9. INVEST & GROW RICH - (6 cassette Investment Programme -
Peter Thomson as question master to group of stock
market experts including Jim Slater)

10. How 1O EAT AND BE HAPPY! (6 cassettes - co-written and
recorded with Rob Locke [main presenter for QVC
Shopping Channel] - slimming tips)

11. THE PINNACLE PRINCIPLE - 2 cassette version of
Accomplishment programme.

12. THE SECRETS OF COMMUNICATION - 2 cassette version of
Conversation programme.

13. AcTION IS THE KEY - 30 cassette programme on sales,
sales management and personal development.

Monthly Audio Newsletter - 108 Programmes
published.

Peter is the publisher, writer and presenter of the widely
acclaimed AuDIO newsletter “THE ACHIEVER’S EDGE!” This
monthly programme has thousands of Subscribers from
many parts of the world and has now been blended into a
joint venture business with Nightingale Conant as part of THE
AcCHIEVER’S CLUB and has launched in the USA. The Achiever's
Edge has been produced since January 1998 and now has 87
completed issues. The programme is a blend of personal
development and business topics and includes interviews
with well-known achievers such as - Sir John Harvey-Jones,
Vic Conant, Julian Richer, Bob Proctor, Jay Abraham,
Rebecca Stephens, Dominic O'Brien, Allan Pease Paul
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McKenna, Richard Bandler, and Robert Cialdini etc. Available
on CD and full colour printed newsletter
http://www.theachieversedge.com

The Best Kept Secrets of The World’s Great
Entrepreneurs

A 36 module DVD/ CD Audio/ workbook/ - business growth
system - for sales people, sales managers, sales directors
and business owners: Each monthly programme contains
tried and tested and proven ideas to help any business
increase sales and profits.

Personalised Training Videos
A series of 10 sales training modules have been written and
recorded for a UK major insurance company — allowing a
consistency of training across their 300+ sales team. 7
personalised modules for another major insurance company.

Tips Booklets

“117 Ways to Sell Almost Anything to Almost Anyone!”
“117 Handy Haggling Hints”

“117 Ways to Grab Your Life and Really Make It Happen!”
“117 Ways to Get Your Audience to Shout More! More! More!
Every Time You Stand and Speak!”

"117 Ways to Motivate Your Team without Breaking the
Bank!"

“How to Get 1000’s of Leads For Free”

GOLF! "97 Surprisingly Simple Secrets — How You Can Turn
Frustration into Pleasure”
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These booklets have been taken by a number of large
companies and with personalised covers used as promotional
items for suppliers and staff.

tgiMondays

As editor of tgiMondays Peter provides a free weekly
Motivation Monday Message to over 21,000 success-minded
people worldwide. http://www.tgimondays.com

DOCTOR OF LETTERS

1n 1999 The American Intercontinental University in London
— with permission granted by the American Government-
awarded Peter an Honorary Doctorate (Doctor of Letters) for
his work in communication skills and helping others to
succeed in life.

Conferences and Seminars

Apart from writing and recording programmes - Peter
spends part of his time delivering seminars and conference
speeches in the UK, Europe and the Far East.

As a family man (4 sons), 30 years of business experience
on his own account and as a keen golfer - his presentations
and audio works are brought to life with true stories of
success and failure — designed and delivered to make any
listener realise that they too can achieve their goals, be
more successful and still — have time to play!
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Contact Details:

DR PETER THOMSON (HONS.)
PETER THOMSON INTERNATIONAL PLC
P O Box 4444

54 Kenilworth Road

Royal Leamington Spa
Warwickshire

United Kingdom

CVv32 6zZD

Telephone: +44 (0) 1926 339901
Fax: +44 (0) 1926 339139
Email: peter@peterthomson.com
Wwww.peterthomson.com
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‘/ FREE BONUS — The Golden Mailbox Home Study Course download (Price £229)
The ultimate guide to direct marketing by two multi-millionaires

‘/ Details of an Advanced Negotiation Method (Saved me £48,000)
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‘/ Entry into FREE Prize Draw for 1-to-1 personal or business Coaching Session
with me (Worth £1500.00)
Either here at my home in Leamington Spa or on the phone if you prefer
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