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1 COMMOMNLY HEAR in agencics there is no problem that activity can’t fix.
To improve resalts, you muost do difterent, better or more activity. T agree
— but not in the way you are probably thinking.

If vou are like most people, when addressing a bottleneck or platean in your
career or the careers of those you lead, your mind tends to go to what activities
can be improved upon or what new activities can be implemented. You might
focus on things like making more recruiting calls and creating or learning a
better phone track for when vou talk with your centers of influence. Perhaps
implementing a new madeeting activity such as seminars or mailing campaigns
would be prudent. Unfarrunately, doing more or changing current behaviors
usnally just leads to getting caught in the busy trap, while your production or
recruiting objectives still elude you.

You must dive a bit deeper as to what activity really needs to be addressed.
There are other activities besides the “doing™ activities that have more of a

lasting impact on yoor results.

Guide Your Mind Action Modal
Every action that you take originates with your thoughts, They drive your
feelings and emotions, which drive your actions and behaviars, which vield

results and outcomes. To achieve any resulr, you must go through the steps
illustrated in the Guide Your Mind (G-¥-M) action mode! below:

Thoughts Emations Actions Results

What's the best way to meet your goals and create success for
yourself? MACHEN MACDOMALD, CPCC CCSC, uncovers the most
important step: thinking about it.
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The

in direct proportion to

On average, you are very much aware of your results
and your actions. They are concrete and easy to count
and measure. You even have some conscious awareness
of your emotions, such as sad, mad, glad and afraid.
However, you must be willing to delve even deeper into
your emotions and thoughts to truly understand how
they are affecting you.

Look at emotions as e-motions or energy in motion.
They are the transter agents berween your thoughts and
your actions. There are hundreds of emotions you
experience throughout the day that dictate if, when and
how you do or don’t execute an action. The first part of
learning to guide your mind is to look honestly and
carefully at your feelings and to recognize how they
affect your actions. If you aren't in charge of your
emotions, then who is?

The final part of the G-Y-M model is the place where it
all begins: your thoughts, which drive your emotions.
Before you smile, you must have a thought that drives a
pleasant emotion. It may only take an instant to flash
through your mind that “this client likes me™ or “this
candidate is a real winner.” Before you get angry at the
traffic, you must first have a thought driving that
emotion: “MNow I'll have less time to prepare for my
meeting, and I won't make the sale.”

This last example hits at the heart of how your
thoughts and emotions can block you. You see, as
human beings, we hate feeling that we are out of
control. We will do just about anything to avoid that
feeling,

We tend to think of our emotions as just being there.
But they affect your behavior, sometimes driving you
forward and sometimes stopping you in your tracks.
Imagine going to a meeting where you've already
concluded that your proposal will be rejected. Do you
think you'll be very etfective? I believe the quality of
your life and career is in direct proportion to your
ability to handle uncertainty.

It's important not to just pretend to be happy or
confident when you feel the opposite. To effect profound
change, you must focus on what seminally drives it all
— your thoughts. When you guide your mind, you
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concentrate on empowering thoughts that create
inspiring emotions that lead to focused actions — all
leading to the successful results that you are looking for.

Weuroscience tells us that you have more than 60,000
thoughts per day. Of those thoughts that you will have
today, 95 percent of them are the same thoughts you had
yesterday, the day before yesterday, the day before that
and so on. That is not all bad, as it allows you to not
have to relearn the simple things in life like brushing
your teeth or the best route to work.

However, if you are having the same limiting
thoughts about your selfworth and performance day
after day, guess what forms? That's right, a habit —a
thinking habit. To reach your goals, you must be aware
of not just what you habitually do but also what you
habitually think. Your thoughts are what ultimately
birth your actions and behaviors, which get you your
results.

In my practice as a coach, [ have helped many people
break negative thought habits. The case study on
page 37 shows how one seemingly small shift in think-
ing made a world of difference to a producer named
John. By refocusing on what he was thinking about,
John was able to unlock his great potential.

On page 38 is a G-Y-M matrix for you. Photocopy it
and then, using the questions provided, fill out the
matrix. Drive your thinking in the right direction and
make this your best year yet! 4

Madhen MacDonald, CPCC CCSC, the founder of the PreBrilliance
Leadership Institute, is a Mo. 1 best-salling author, coach and speaker.
With more than 15 years of experience as an award-winning finandal
advisor, manager and home office exeoutive, he now cooches talented
sales professionals and agency manogers
to be more produdive, professionalty and
persanally. Machen is a carfified GAMA, % .--j<
Essarfiak of Leadership & Maragemant
coach. Totake vour practios or agency to the
next level, contoct Mochen at 530-273-8000
or Macher@ProBrilliance.com.



LET'S EXAMIMNE THE CASE OF JOHM,
an odvisor in his fourth year. For the last
two years, his uction snuggled up fo
the MDRT level but naver quite got over
the bar. He was making his 30 digls
avary day. He had developed the habit
of doing the correct action. However, he
was not gefting the resulfs he wanfed.

Why not2 Look at John's inifial G-Y-m
mairix to the right. Starfing in the botiom
right quadrant, read in the direcfion
indicated by the arrows and nofice how
John's negative thoughts created
negative results.

During John's calls, he felt like he was
intruding on people. Ha was unexcited
and anficipated rejection, while also
afroid of not being resourceful anough
to respond fo inevitable objections.

Jir(: hod to redirect his thought and
amaotions to get different results. Yat, like
so many, John had no idea how to do
that. Sure, he could get a pep talk from
his manager and get all fired up. But the
minute Joﬁ; picked up the phone and
started dialing, the same disampowering
feelings overwhelmed him again. The

talk did not address the problem at
TF;'naapmm level. pred

To help John, he and | had to dive
beneath the surface to the nest level
— the lavel of his thinking acfivity. John
had a great talent for bringing humor
and lovity to situations and concepts. In
spite of this, he believed there was no
place in financial sarvices for downing
around. That thought lead to his shutfing
down that ﬂcﬁimmlf while on the
phonie and even during many first and
sacond inferviews. When we asked his
dients what they enjoyed most in
working with John, they indicated that it
was his great sense of humor once he
loosened up. When John learned this,
he started thinking differentty about how

e would respond o him.
Pﬁoﬂg reframed jpc':]hn's perception of
being an interruption fo pecple fo that
of being a welcomed provider of
financial certainty in a fun and
anfertainin . Instead of believing
that he had nothing of uniqua value to
offer, John topped info the added value
that only he could bring his dlients. With

JOHN’S INITIAL G-Y-M MATRIX

3. Actions /Behaviors 4. Results/Outcome

Having uninspired colling sessions Wissing MORT

Playing it e

Hiot being mysel

Being ovesly serios

Wiaing o be rejected
2. Feelings/Emotions 1. Thoughts/Beliefs
(verwheimed | have nothing different fo offer than every
Unappredated ofher planner. People don't ke being
Unswe intesrupted to take my cll. People won't
Notin conrol ke me sriously 1 joke and hove o

lithz fum with them.
JOHN'S NEW G-Y-M MATRIX

3. Actions/Behaviors 4. Results/Outcome

Hawing inspires], fun and upliffing caling sessions. Achieving MDRT wish ease

Being myself ond shasing mry wit and wisdom Enjoying the business

in @ humarows woy. Bipecting people #o wans

b mest with me. Setfing ond keeping more

appointments.

2. Feelings /Emotions 1. Thoughts/Beliefs

At ease 1 have o unique way of helping peaple feed ot
Sonzch ense aound diruing thel finomees. Pocgle
Respected will quickly undertnd how I'mi differeat and
Admired con help them. People love fa be entertnined
Confiden and will want me o5 their advisor ond wal
cepted e I s rme o thei s ol iy

this kind of new thinking, he couldn’t
wait fo gef on the phones and be
himsalf. He felt entirely differant about
the phoning activity and himself than
he had before.

Lok at John's new, am red
GY-M matrix and see the differant
oulcome created when John focused
on pasitive thoughts.

The results are dramatic. In the two
years before coaching, John just
missed MDRT-level producion. After
learning to focus on positive thoughts,
John still makes the same number of
dials but gets double the appointment
results and has doubled his
production. This year, John achieved

MDRT in only seven months fime.
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Make Your Own

Here is your own G-YM matrix tool to drive your H'ninking in the righl direction and make this your best
year yei. Usingf the questions below as prompts, fill in the matrix af the botiom of the page. Your answers
will help you clarify the connections between cutcome (Q4), actions (Q3), emotions (Q2) and beliefs (Q11).

Quadrant 4: What is my desired outcome?

® Visuolize whot success meons fo you. Why do you want it? Wht
will achieving or having it give you?

= Are you committed um']] ing to do what it takes fo get to your
desired outcome? This is essenfiol fo success. I the answer is no,
adjust your goaks accordingly.

m |ist SMART gools: Specific, Measuroble, Actionable, Relevont and
Time-bound.

Quadrant 3: What needs to be done to achieve

my desired outcome?

® st both one-time and repetitive actions that must be done to
athieve the gools listed in Q4.

= |n oddifion to obviows “doing” actions, list ways of “being”
thot will leod to your desired results.

Quadrant 2: How do | want to feel so that |

can execute the actions necessary to achieve

my desired outcome?

m List empowering feelings or emotions that you need to regularly
experience to be motivated ond inspired to do the actions listed
in Q3.

® Imagine having olreody achieved your intended goal. Spend o
few minutes thinking about how that would feel ond record your
thoughts.

Quadrant 1: What should | be thinking that

will cause me to feel empowered?

m List thoughts or beliefs that make you feel empowered. Moke
those thoughts ubiquitows. Write them out.

® Reod and spend fime thinking about them twice daily —
perhaps upon owakening ungwhm refiring of night. Your
subconscious mind is most recepive ot those fimes.

03. Actions/Behaviors. What needs to be done?

04. Results/Outcome. What is my desired outcome?

02. Feelings,/Emotions. How do | want to feel?
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Q1. Thoughts/Beliefs. What should | think?

GYM Mairix Tool ® 2008 ProBirilliancs Leadership Instule. Reprinked with permission.
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