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INTRODUCTION

Could you answer yes to any or all of the following questions?  Did

you ever meet someone who exuded confidence and charisma and

you wished you could be like that person and haven’t a clue how

to do it?  Have you realized that you haven’t been making any

progress?  Your lifestyle hasn’t changed- everyone seems to be

doing better than you?  You are feeling less happy, satisfied,

energized in spite of the fact that you have worked very hard? You

have that sinking feeling that the promises you’ve made to your

family, co-workers, friends, yourself will never happen?  Have you

made a political speech and it was a dud?  Have you made an

argument in front of a jury and had that sickening feeling the jury

wasn’t believing you?  Have you tried to get your child to do

something important and they just tuned you out? Have you tried to

teach your students an important concept and couldn’t get through

to them? Have you ever tried to get your patient to follow a

modality of treatment and they wouldn’t?

Did you ever notice how large groups of people could be controlled

by the words of one?  How one person could “get it done” when
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it absolutely had to?  How a candidate was able to win an election?

How certain people could walk into a room and other people

would flock around them? Were you ever “talked into “ doing

something and didn’t even realize how it was done?  Did you ever

want to be able to close an important  sale and feel that you

couldn’t?  Did you ever try and persuade someone to do something

and couldn’t?  If you did answer yes to any or all of the above you

must read on.

What is being discussed here is a very real power and skill that is

essential for those who want to make it to the top of their field,

profession or calling in life. It is a skill anyone can have if they

possess the desire and are willing to try.  Whether it is in politics,

sales, negotiations, the law, medicine, people relations, parenting

or any other endeavor, basic skill alone is not enough.  No matter

how good you are, if you don’t possess these skills your chances

of making it to the top are close to zero.   The skills required to get

to the top, to excel, to be a power persuader, will be discussed in

this book and will be referred to as “ power politicking”.  The

people who practice power politics will be called “ power

politicians”. This includes all people regardless of what walk of life
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they are in.

Power politics can be defined as “the ability to have that

charismatic personality, be able to influence people and get

something done when it absolutely has to get done, while being

an outstanding role model without compromising  moral or

ethical values”. This book will illustrate how to develop these

skills.

These skills, when effectively applied, will make an immediate,

positive difference in both short and long term goals in any

profession, walk of life including children and students. It is best

utilized in conjunction with a goal strategy. Parents can use various

aspects of this book to help their children in terms of role models

and positive motivation and simple but powerful guideposts that will

endure a lifetime.

This book will be divided into key segments which will highlight

aspects of the skills of power politicking. There is also a place in the

rear of this book to make personal notes. It can be adapted into a

set of values, beliefs as a blueprint for life. It is meant for those
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people who want to use these skills and tools effectively to

positively change their lives and positively effect change in others.

People who successfully practice power politicking have vision,

magnetic charisma, are outstanding role models and consistently

overcome fear of rejection and failure.  This book will show the

way - a new beginning.  It will also point the way toward sources

of continued learning to continue to hone the skills learned here over

a lifetime. Power politicking is a skill, a way of life, that if nurtured

and honed, will produce your desired results now and  over a

lifetime.
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      Charisma

This could loosely be defined as “ that rare quality of personal

magnetism and charm”.  Though sometimes hard to specifically

define, it is easily recognizable.  Charisma gives the person

possessing it a unique power of influence over others. This influence

can have a profound effect in sales, law, business, teaching,

parenting, relationships, diplomacy, religion and probably in all

walks of life. Those who excel at power politicking possess this

quality.  There is good news and bad news.

The bad news is that we all have an outward appearance and can’t

appeal to all people at least in this context.  The good news is that

in spite of that there are things that we can do to greatly enhance

our personal charisma. We do have to be conscious of our outward

image.  To a certain extent it must conform reasonably or positively

to the expectations of the people we are trying to influence.  If we
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want to show people we are successful, then the material signs of

that should be present, for example. If we want to show that we are

a successful personal trainer, then the well bodied image would be

important. We also must be acutely aware of the fact that outward

images are constantly being used to influence us.  For example, the

clothing ad models, the pictures of a powerful physique, the luxury

car etc.  They do work but be aware.  While someone who has a

great physique or terrific looks  uses these attributes to influence

others temporarily, what do they do when they no longer have these

qualities?  That’s why people who have magnetic charisma

supersede the immediate physical presence. 

There is also the inward (not physically seen) side.  But it is there.

It is sensed by others and also plays a major role. It is called the

spiritual side.

It’s not surprising that people with above average charisma usually

are driven by a vision of something great in life that they are

attempting to actualize. They have a clear and strong vision of

themselves accomplishing a particular thing or task.  What is vision?
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VISION

There is an old axiom that “if you can visualize something, you

can achieve it.”  Additionally,      “without vision, the people

perish.” Vision could also be referred to as an “idea”. The people

who exude the greatest charisma all have a vision that they pursue

passionately.  Challenge me on this, look at the many  noteworthy

people in history and see if this isn’t true.   Vision also appeals to

the people’s need to believe in something.  This is a very powerful

and influential force.

The point here is that any attempt to influence, sell, accomplish

something etc. must start with some kind of a vision. This is a

strong, clear picture of where you are going in life or on a micro

level what specifically do you want to accomplish.  In  fact, is it

similar to having achieved something in advance in your mind.  A

vision is usually directly supported by goals.  Visualizing a “ result

“ in advance gives massive power to the people who utilize it.

Many successful people from athletes, business people, legal,

medical etc. routinely utilize this.  Vision also incorporates your

vision of yourself or self-esteem.  Power politickers  have a clear
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vision and pursue it with passion and purpose.  You have a “vision”.

Do you know what it is? Whether you know it or not it is affecting

your life each and every minute.

For example, I am going to be a doctor. How will I give my

patients the highest quality of care there is and still have a balanced

life? If I become a judge this is how I will administer justice. If I get

elected, this is going to be my platform.  If I’m going to be a

wife/mother is this how I will treat my husband and raise my family?

 As a teacher, how do I effectively impart knowledge, motivate the

class and give them the tools to be outstanding students and future

role models?  How do I become an outstanding role model for

them?  As a scientist, I can imagine a new computer chip for this

circuit board.

Have you looked at your goals lately?  Are they really your goals?

In 10 years you are going to be someplace.  Would you like to be

able to control where you are going to be?  Remember, you are a

product of the choices and decisions you have made in life. While

this chapter is not a  full blown course in goal setting, it is effectively

a primer.  Here are the key points.
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Your vision is directly supported by your goals.  These are the

structural supports upon which your vision will be accomplished.

People are motivated by what they feel is pleasurable or painful.  

A search of the internet reveals hundreds of research articles about

this basic human characteristic. Two excellent articulators of this are

M. Scott Peck, “ The Road Less Traveled” and Anthony

Robbins, “Personal Power”.  They point out that this is where the

rubber meets the road. Additionally,  Denis Waitley in “The

Psychology of Human Motivation” discusses in depth “The

Inner and Outer Forces of Motivation”.

All of the issues of fear of rejection and failure, procrastination,

taking drugs, smoking etc. all revolve around the flight from pain 

( or things you associate with pain) and the flight toward pleasure

( or things you associate with pleasure).  This will be covered in

more detail later.  In psychology, neurosis is the disease that the

ultimate manifestation is to avoid pain.

In life, there are natural laws and  processes  that you can’t change

(laws of physics, math etc. ).  For example, if you are in a cold
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room with a wood burning stove and wood sitting on the floor, you

can’t say to the stove “ give me heat and then I will put the wood

in and light it”. 

You first must put in the disciplined effort and then the results will

come.  This is also known as delayed gratification.  Salespeople

know this  as well as parents.  Sales people face a near fatal dose

of this every day.  This is also a structural problem between the

passage of childhood to adulthood.  Naturally there have been

many studies and potential solutions to various aspects of this.  I

have incorporated into the addenda of this book, additional sources

of reference.

As such, it is critical that you understand what you are motivated by

and rank them in an order of priorities.  For example:

Pain Pleasure

Embarrassment Success

Failure Happiness

Rejection Family

Emotional Conflict Freedom
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Frustration - Disappointment Fulfillment

Financial Lack Financial Freedom

Loneliness Love

Sickness Health

Boredom Excitement

Anger Love

Resentment Appreciation

Jealousy Satisfaction

Low Self Esteem High Self Esteem

Sadness Joy

By looking at the priorities ( what order you rank them) you can see

what kind of a person you are dealing with ( this includes you).

Have you discovered something about yourself you didn’t know

before?  Is it something you want to change?

Then, you have to determine what you want in life, business,

relationships, love, etc. and are you willing to pay the price.  More

importantly you have to determine the motivation or “why” behind

them.  For without a strong enough motivation or “why”, you will

never be able to harness enough of your personal resources to



15

accomplish what needs to be accomplished. If you don’t know the

“why” about others, you will never be able to effectively influence

or motivate them.  Think of it also in terms of the word motivate 

( motive - the “why”) and ( ate - action).  In relationships, knowing

this about your parents, children, clients, constituents, jury,

customers etc. will greatly enhance a successful outcome of that

relationship or situation.  This is a whole study unto itself and I

encourage you to pursue this area further for personal development.

What you want in life is directly related to how you think it will

make you feel as it relates to the pain/pleasure priorities discussed

earlier.  You don’t want more money or a family , for example, you

want money or a family  because of how you think it will make you

feel.

With that in mind, your goals should be crafted in terms of a

complete picture such as business, health, personal development,

spiritual, family etc.  They should be written, stated positively and

should be very specific along with a reason why and a plan for

achieving them.  For example a goal of “ I want to be rich” is

meaningless in terms of effectiveness.  It is nothing more than a
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speculative wish. Rather, the goal should be stated “ I want to make

$30,000 per month within six months and here is my plan to get

there along with a reason why”. The more specific the goal, the

more of the power of the subconscious can be brought to bear.

The subconscious will be working for you even though you are not

consciously thinking about it.

If you have as a goal “ To make more money than you did last

year” ,  for example.  This too is ineffective. Last year you made

$30,000.  It is now September and you have made $31,000.  Even

though you keep reading your goals and try to stay motivated, it

won’t work.  Your subconscious had already been given the

message that you have achieved your goal and won’t even try any

more.  This is also another reason that goals should be reviewed

periodically.

Whether or not you have achieved your goals is determined by your

definitions, rules and  beliefs.  For example, if I earn       $100,000

per year and I like what I do, then I am successful.  A certain

balance of expectation and realism is significant. This if -  then, logic

can be applied to professional, social, family, health, personal
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development or whatever goals you may set. It also includes your

health and happiness. These definitions, rules and beliefs must be

carefully crafted so that you will know when you have achieved

your goals. Many people “fail” at goal setting because they set their

goals unrealistically high or don’t define them carefully enough and

they never seem to achieve them in spite of a major effort to do so.

They get tired or frustrated and give up.

Goals should be reviewed periodically to see if they make sense

and are appropriate. They then could be revised.  A separate list of

goals achieved should be kept for this will help continue the

momentum and add further power and drive to the goals still left to

be accomplished.  

Goal setting is so important and powerful.  Anthony Robbins points

out that “a study was done by a major university of the

surviving graduating class.  Only 3% had written goals.  It was

determined that this three percent was happier and more

satisfied in life.  That is subjective.  It was also determined that

this 3% had more money than the other 97% combined. This is

objective.”  That is an amazing statistic.
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Here is a blank format of how a goal could be outlined.  It is not the

only way.  It can be adapted.

GOAL: _______________________________

_______________________________

WHY: State the “motivation” behind the goal.  Is

it strong enough?

_______________________________

_______________________________

_______________________________

_______________________________

DATE STARTED: ________________________________

MY PLAN TO _______________________________
_______________________________

ACHIEVE THIS _______________________________
_______________________________

GOAL:
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TARGET DATE TO:

ACHIEVE THIS

GOAL _____________________________________

TWO ACTIONS I

CAN TAKE NOW: 1 .

_______________________________

_______________________________

2________________________________

THREE ACTIONS

I CAN TAKE THIS

MONTH 1._____________________________

_______________________________

2._____________________________ 

_______________________________

3._____________________________ 

 ______________________________

_______________________________
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THREE NEGATIVE
THINGS THAT 
COULD STOP ME
FROM ACHIEVING
THE GOAL: 1._____________________________

________________________________
2.______________________________

_______________________________

3._____________________________

_______________________________

HOW I WILL OVERCOME THIS

_________________________________________________

________________________________________________ 

PLEASURE I WILL _______________________________

_______________________________

GET BY _______________________________

_______________________________

ACHIEVING MY ________________________________

GOAL _______________________________
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PAIN I WILL _______________________________

EXPERIENCE BY 

NOT ACHIEVING _______________________________

MY GOAL _______________________________

DATE GOAL _______________________________

_______________________________

ACCOMPLISHED

Feel the pain and pleasure as you write it down. Make sure you

keep a list of the goals you have achieved.  This will help keep the

momentum up and you energy and drive focused to their highest

levels. Time management techniques could also be of help

In the rear of this book, I have listed a number of sources which

offer tape and CD programs regarding goal setting. I have also

given examples of my personal goals. I urge every reader to

continue on in the aspects of goal setting in their lives. With goal

setting you can create the future in advance.   This is a continuing

process. I also recommend Denis Waitley’s “The Anatomy of a

Goal” from The Psychology of Human Motivation.
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All of the goals support a “vision” in life. The people who are

successful in power politics have a vision that they pursue

passionately. Vision is the building block of power politicking.  It’s

passionate pursuit on a consistent basis is  a key ingredient in power

politicking. It is an essence of magnetic charisma and one of the

driving forces of life.

Following are ten basic  guidelines to follow to develop & enhance

your personal charisma.

TEN BASIC GUIDELINES

1. You will be known as a frog or a prince/princess the moment

you open your mouth and speak the first word. The first words you

speak can create a lasting impression. Do whatever it takes to

develop the quality of your voice and the words that come out of

your mouth. Sometimes, the less said can be better than more said.

When you do meet someone for the first time use it to take

command of the situation and make the other person feel important.

Use this first meeting as an opportunity to project your personality
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and start to build a friendship. Some suggestions for an opening line

would be to pay a sincere compliment i.e. a beautiful dress, tie,

excellent tan. Use an opening  approach which encourages

conversation.  In a pure sales situation you might want to structure

your opening approach in terms of particular benefits of your

product. 

Your choice of words or vocabulary is of paramount importance.

Books like “Readers Digest” often have short vocabulary tests

which can be used to playfully improve your vocabulary. An

excellent tape program for anyone  - beginners or professional- is

“Conversation Power” by James K. Van Fleet.  This program

will enhance your conversation abilities.

Your ability to paint word pictures will equate to your success in

many areas of life.  Along with this, a skill at speaking to various

types of people must also be developed.  You must be able to

speak to constituents, children, parents, the courts, juries, clients,

customers using different choices of words.  The power politicians

realize the importance of this and practice and improve their abilities

systematically.  


