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Michael: 
Hello, everyone, I’m Michael Oliver of Natural Selling and it’s my great 
pleasure to have as my guest Jerry Clark of Club Rhino.  And we’re 
going to be talking about the Art of Designing your Destiny, which is 
on his CD program called "Creating Magic".  The CD program is 
basically a how-to CD based on Jerry’s story of how he went from rags 
to riches and overcame the many obstacles he faced to became a self-
made millionaire by his mid-20s.  I’m going to ask Jerry about how 
this relates to Network Marketing and how to think and grow rich in 
Network Marketing, and basically explore the essential steps to create 
the right attitudes, beliefs, and habits of success.  And so, Jerry, 
welcome. 
 
Jerry: 
Thanks, Michael.  It’s my pleasure to be here and to talk about this 
very important topic. 
 
Michael: 
Yes, thank you, I appreciate that.  You and I have had a relationship 
for some time and I’m pleased to continue it with you.  I have a 
question for you.  The first one is that, basically, why don’t you start 
off by telling us a little bit about your background.  I know that you 
came from a very poor family with very few advantages to help you, 
and yet by the time you were 21 you achieved a fair degree of 
financial success.  Tell us about that.  What motivated you in those 
early days and what did you do to get there? 
 
Jerry: 
Well, that’s a good question, Michael.  I think what really motivated 
me was the disadvantage that I had, as you mentioned.  I did have a 
lot of disadvantages, so to speak, but I believed that those 
disadvantages were advantages in disguise.  And, in other words, I 
believed that a lot of people who have disadvantages, I believe those 
disadvantages could be advantages in disguise if people allowed them 
to be so.  Some people allow the disadvantages to turn into having 
them validate the fact that they are a victim.   
 
And so, instead of having the disadvantages validate that I was a 
victim, I used that information and I used those disadvantages to 
allow me to become a victor.  And I think it was an important 
distinction.  Some of the disadvantages that I had, you know, I was 
born in a garage in Mississippi back in 1968.  My mother and father 
were never married so I never, you know, had a mother and father.  
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They split up when I was six months old, so I didn’t really have a 
father figure around.   
 
My mother moved in with my grandmother and we had about 12 
people living in a little four-bedroom home.  So, my mother did not 
have a room, we did not have a room at all.  She slept on the front 
couch and I slept underneath a baby’s crib that was in a front room.  
There was already a baby in the crib, so I had to sleep underneath 
that baby’s crib.  I did this for seven years of my life, the first seven 
years of my life until my mother thought it would be better for us to 
move to California.   
 
We moved to California.  It’s a three-day bus trip from Mississippi to 
California.  We got to the San Francisco Bay area, sounds like a lovely 
area, which it is, but we happened to move into one of the worst cities 
in that area, which is a city called Pittsburgh, California.  And back 
then, it was, it’s kind of like a big prison.  It was a really horrible place 
to grow up and be, a lot of disempowerment in that particular area.  
And for me, what really happened is, you know, we moved into the 
ghetto.   
 
They don’t call it the ghetto anymore—they call it the urban 
disadvantaged locational area.  That’s what the government calls it 
nowadays.  And, I saw a lot of things in that area that I would not like 
for anyone to really be able to experience.  Violence, crime, drugs, 
drug addicts.  And, it was a very disempowering type area, very 
poverty-conscious area to be a part of and to grow up in.  But, once 
again, I believe that those things that I went through really assisted 
me in knowing that I did not want to live like that.  That’s what 
happened for me.   
 
In my mind at a young age, I saw that I didn’t want to live like this.  I 
saw my mother going out working three jobs to try to support us, and 
she was hardly home.  I wanted to figure out a way, how can my mom 
get home?  Why is she gone all the time?  Why is she doing all this, 
the working, and doing these types of things?  So, I started thinking, 
at a young age, that there’s got to be a better way.  And early on, I 
had the experience, I was about 11 years old and I was driving down 
the freeway with my mother.  I saw a beautiful car.   
 
I asked my mom, “What kind of car is that?”  She said, “That’s a 
Mercedes Benz.”  And the guy driving in that car was so comfortable-
looking that I think that really motivated me to say, “One day I’m 
going to have a car like that.”  And, my mother said, “Look, if you 
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want to get a car like that, you've got to go to school, get a good 
education,” the same recipe that we’re all told—work hard and all that.  
But that was the beginning.   
 
Even though the recipe wasn’t necessarily the most empowering thing 
to do, probably, but it was the beginning of me having a vision of 
something that I got excited about and something that I knew I 
wanted to accomplish.  At 11 years of age I didn’t know how I was 
going to do it, but it set something in motion in my mind.  So, that 
was kind of like the beginning point for me. 
 
Michael: 
You weren’t influenced by your surroundings to the point that you 
were saying that you pretty much had accepted what you were in, and 
in other words became a victim of your circumstances.  You decided 
that you’d step outside of that and move away from it into something 
new.  And apart from the Mercedes Benz, which seems to have started 
the whole thing, what else was there that influenced you?  What 
outside influences did you have that kept you going? 
 
Jerry: 
I think another outside influence that really kept me going was, there 
were a lot of things I was motivated away from.  In other words, I was 
more motivated to not have to live the way that my surroundings 
were.  I didn’t want to be in that area.  The reason why is because I 
noticed at an early age that most people who were in that area, they 
really didn’t want to be in that area themselves.  So, it seems like, 
“Wow, the people that are even here don’t really want to be here, so I 
guess this is really not the place to be.”   
 
I’m really not excited about on a regular basis having my mom telling 
me I can’t do this, I can’t do that, we can’t go to this place, we can’t 
buy this, and so forth.  I wasn’t excited about none of that, and it 
appeared that every time I asked her for anything we didn’t have the 
money for it.  So, to me, that didn’t make sense.  The outside 
influence that probably motivated me as well was TV, believe it or not.  
There were some TV shows that had people living better lives on 
there.   
 
I mean, this was the only place I got a chance to see really nice homes 
and nice automobiles on a regular basis.  I got a chance to see this on 
TV, believe it or not.  And there was one show, at a young age, I think 
I was maybe 13 or 14 years old, and I was influenced by a show called 
"Lifestyles of the Rich and Famous".  And I used to sit there and dream 
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as I watched that show, and it talked about all these luxurious things 
that you can purchase and luxurious mansions.  And you can travel 
around the world first-class and in your own jets, and you can buy 
your own islands—things I had never even thought of before, I never 
even thought it was possible.   
 
So, those types of things really motivated me as well, and really 
turned me on in regards to “I got to figure out what these people 
know.  I got to find out what the people who are producing those 
types of results—I got to find out what they know and what they’re 
doing, what they’re thinking, and so forth.”  And that’s what got me 
curious about that whole process of “There’s got to be something that 
these people are doing that maybe I just don’t know about.  And if I 
learned about it, then maybe I could do the same things that they’re 
doing.”   
 
Michael: 
So your biggest motivation then was the motivation to move away 
from your circumstances at that time towards other things that you 
saw out there.  What age was it that you started effectively making 
that change?  Because at the age of 21, things were looking pretty 
good for you.  So, what period of time, what age were you when 
you…build up to the age of 21.  Because after that, I want to talk 
about after the age of 21 as well, but just before that, what was 
happening there? 
 
Jerry: 
Michael, I think I got glimpses of it throughout the whole process.  
What I mean by glimpses is that when I was young, after I saw that 
Mercedes, all of a sudden, it’s kind of like I started getting a little 
entrepreneurial spirit going on inside of me.  What I mean by that is I 
started thinking of ways to generate revenue with almost anything I 
was doing.  One example is for Christmas, my mother had asked me 
what I wanted for Christmas.  And in my neighborhood, there was a 
brand-new game that had just come out, the Atari game.   
 
The Atari's were…you know, today you have all these fancy, real-live 
images type games.  But back then, it was really primitive in nature.  
But the Atari was the new thing out—that was the first time there were 
these types of games that you could sit at home and play these types 
of games on your TV—that was exciting.  So, I asked my mom if she 
could have everyone in my family who was going to chip in anything 
for a Christmas gift to all just put in a little bit of money in a pile and 
get me one thing.   
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All I wanted was one thing, which was the Atari game.  And no one 
else in our neighborhood could afford the Atari game.  No one else had 
it.  When I got it, I remember I started to…you know, everyone 
wanted to play it so I started to charge ten cents for people to be able 
to come over to my house and play these games.  And so, that was 
like a little glimpse of an entrepreneurial spirit that started to take 
place, even at a very young age.  I was 11, 12 years old or so back 
then, and so that was a glimpse.   
 
Here’s another glimpse.  Playing monopoly at probably 13 years of 
age, I believe that’s when I started playing monopoly.  And obviously 
monopoly is going to entice and get a kid like me excited because you 
can go out and buy houses and you can own stuff, and it’s pretty neat.  
But, I remember none of the people I played with had money to buy 
snacks.  So, I used to go and I used to purchase some snacks like 
cookies and so forth.  I’d just count how many cookies I would have to 
sell and how much I could sell it for that would be reasonable for the 
people so I could have cookies left over for myself to make a little 
profit.  And so, I started doing that type of thing.   
 
At the age of 9, even before I saw this Mercedes, I had a paper route.  
And after I saw that Mercedes, I got two paper routes and then three 
paper routes.  And by the time I was 16 years old, I had about seven 
paper routes, and I had younger kids doing the paper routes for me.  
So, I would collect the money, and I would pay them a little bit, and I 
would have extra money left over from all those different paper 
routes.  So, all of this, you can see a little entrepreneurial spirit there.  
You can see something start to happen inside.   
 
And I believe all of this was driven from this whole idea of seeing this 
Mercedes and starting to think a little different and saying, “I got 
something I’m moving towards.”  Now, I wasn’t thinking about saving 
up enough money selling cookies to buy a Mercedes—that’s not what I 
was thinking about.  But what I’m saying is, you can see the actions in 
my life started to shift a little bit as a result of my mind having 
something to be excited about, having something to actually create in 
life.   
 
And from that powerful vision, of holding that vision of that Mercedes, 
I think all these little things that were happening really contributed 
just a little bit, just a little bit, just a little bit.  And so, those are some 
of the things that I did that really followed glimpses.  So, I guess it 
would go all the way back from at least 11 years of age when I started 
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that little Atari business that eventually had to get shut down because 
too many kids were coming in the house.  My mother had to shut it 
down.   
 
Michael: 
So, in my mind, you were selling, like, timeshares with your Atari 
games.  
 
Jerry: 
Yes, exactly.  They never got a chance to really own, but they can rent 
it a little bit. 
 
Michael: 
They rented a portion of it whenever they came over. 
 
Jerry: 
Exactly. 
 
Michael: 
That’s pretty cool.  And so, you continued this whole thing, as I 
understand it, through the age of 21, and things were looking pretty 
good for you.  Yet, within a short space of time after that, you ended 
up broke again, almost back where you started.  So, what happened 
there?  What went…? 
 
Jerry: 
Yeah, the process took place where as I developed in life, I really 
believed in the recipe that I was taught, as far as the key to success is 
to go to school and get a good education, and work hard when you get 
a good job and so forth.  So, that’s what I was still doing, even though 
I had all those little entrepreneurial endeavors I was starting to do at a 
young age.  My whole belief system, based on the programming that I 
got from all the people that were around me, was that the real key to 
success is you got to go to school, get a good education, go out and 
work hard once you get a good job and all that. 
 
Michael: 
So, that’s what you did, then.  You followed that formula which was to 
get a good education.  You went out and found, if I understand it 
correctly, got a job, you still did some of your entrepreneurial things.  
And so, you’d ridded yourself of the poverty that you were in during 
that particular time to sort of a higher level, and then at 21, bang!  
Something happened. 
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Jerry: 
Yeah, so what happened is—I’ll give you a little bit more background 
real briefly.  What happened is by the time I was 18 years old, I was 
managing a 7/11 store.  So, I was already in the process of getting the 
jobs and doing the things that they told me to do.  I had started 
working at that store when I was 13 years old.  So, at a young age, 
that was another thing I started doing, I was working as a stock boy at 
a 7/11 store.  So, I had multiple streams of income.  I had the paper 
route, I had the stock boy thing going on, I had the little cookie 
business.   
 
So, I had multiple streams of income going on at a young age.  And by 
the time I was 18, I was manager of that store, and that’s when, of 
course, I went to a university because that’s the reality, of course.  
And so I had little glimpses of things starting to take place.  But, what 
took place for me, Michael, was being that my thinking had increased 
so much by this time, because I had really gotten myself, by the age 
of 18, engaged in personal development.   
 
That’s when I came across my first personal development tapes, that’s 
when I started listening to information like "Think and Grow Rich" by 
Napoleon Hill, like "The Strangest Secret" by Earl Nightingale, material 
by Zig Ziglar called "How to be a Winner", "Possibility Thinking" by 
Reverend Robert Schuller—all these greats out there in the human 
potential movement.  I got my hands on that information at the age of 
18.  As a matter of fact, I discovered it in a magazine called "Success 
Magazine" on the university campus that I went to.   
 
And so I purchased all those tapes and started listening to all those 
tapes, and that right there really accelerated my whole mindset and 
took it to another level.  Because now, as I was listening to that 
information, it got me thinking about owning things instead of just 
working for somebody.  See, all my life up to that point, my main 
concern was to work for someone—that’s why I was going to go to 
college and get a good job.  But now, at 18, I’m starting to think about 
owning things.   
 
You know, maybe I should own this 7/11 store.  Maybe I should own 
something to be able to generate a little bit from the efforts of other 
people—all the little principles that I was learning and all these 
different 16 audios that I had purchased.  And so, by the time I was 
19, as a result of this new thinking that I had discovered, I attracted a 
vehicle into my reality called Network Marketing.  Network Marketing 
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was a vehicle that I attracted to my reality, and I believe I attracted it 
because of my thinking.   
 
My thinking was to the point that I am seeking something that will 
allow me to manifest greatness in my life, to manifest the things that I 
desire to accomplish in my life—the Mercedes, the fine homes, all that 
stuff.  And so, Network Marketing came into my reality.  The point I 
want to make about that is that I don’t believe it was accident that I 
was introduced to Network Marketing—that it came to my reality.  
Now, this is where the shift started to really take place.   
 
So, at the age of 19 I see Network Marketing.  By the time I was 20, I 
was generating over $10,000 a month.  So, that was quite a big shift 
for me because I was earning about $1,500 a month managing the 
7/11 store, and to go from $1,500 a month to $10,000 a month within 
a relatively short period of time, about a year, is a pretty magnificent 
change for someone like me who never really had a whole bunch of 
money growing up, besides a few hundred here and there.  Maybe 
$1,000, $1,500, $2,000 a month or something like that was about it.  
So, it was a big shift.   
 
So, now here is the 21 years of age situation that we’re talking about.  
So now we’re at 21, I’m generating some income, but what happens is 
that if your income exceeds your level of personal development—in 
other words, if your income exceeds the level of where you believe you 
deserve, then your subconscious will get creative and find ways to 
assist you in getting back to where you believe you deserve.  So, this 
is where, at the age of 21, things went crashing down on me.  This is 
where I went back to broke.   
 
So now, 21 years old, I was back to broke.  Now, here’s the interesting 
thing—by the time I was 22, I was earning over $20,000 a month.  
But by the time I was 23, I was back to broke again.  And by the time 
I was 26, I was a millionaire.  So, what’s the reason for going up and 
down, you may ask?  And maybe something you’re thinking about is 
why did you go up and go back down?  I mean, what was the reason 
for that?   
 
And from my studies over the past 20+ years now, since 1986, of my 
studies of human potential and the personal development of the mind, 
and really the reason why I created this program called "Creating 
Magic" that you had mentioned earlier, the whole studies brought me 
to a particular equation.  And the equation was that it is really 
important to understand that most people, they’re operating on a 
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particular deserve quotient or a belief level of what they feel that 
they’re supposed to be earning, for example.   
 
And if you excel beyond that substantially, there’s always a deviation, 
of maybe 10% or 15%, or even 20% or 25%.  There’s a deviation, but 
if you excel beyond that substantially, your subconscious mind’s job is 
to get you back to homeostasis, or equilibrium is probably a better 
word to say.  In other words, get you back to where you believe you 
deserve to be.  And for me, when I went from $1,500 a month to 
$10,000 a month by the time I was 20, well I didn’t believe that I 
really deserved to be at $10,000 a month.   
 
My programming wasn’t to the point to where it believed that I’m 
supposed to earn $10,000 a month—maybe $2,000, $3,000, $4,000, 
maybe.  And so what happened was my subconscious mind found a 
way to make sure I got back to where I belonged.  Now, that sounds 
weird, it sounds pretty crazy.  It sounds like, “Why would your 
subconscious do that to you?”  But what people want to understand is 
that your subconscious is not necessarily doing anything to you other 
than what it’s programmed to do.   
 
And so, for me, it was programmed to generate $2,000 to $3,000 a 
month or maybe somewhere in that range—that’s where it was 
programmed.  But all of a sudden I excelled that programming status, 
and I excelled it to the point to where it created internal tension inside 
of me—it’s called cognitive dissonance.  It created internal tension, 
and that internal tension has to be resolved by your subconscious.  
Your subconscious will resolve internal tension, that’s part of its job.   
 
And so one of the ways of resolving that obviously would be to get me 
to where I believe I’m supposed to be at $10,000 a month.  The job of 
your subconscious is not to figure out how to do that—you got to 
figure out how to do that, to raise your level of belief in that level.  But 
what happened is, since I really didn’t do that, it will get you back to 
where it’s already set.  So, that’s pretty much what happened for me 
and that’s how I kind of went up and down.  It’s a very interesting 
equation—I learned a lot from that whole formula.   
 
Michael: 
It’s a bit like a thermostat, then.  If you set it at a certain temperature 
at a certain time in your life, perhaps the most influential years of your 
life from when you’re born until you’re about maybe 15 or so, it has 
already been set.  And when you start exceeding that temperature 
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dial, then the automatic setting wants to bring it back again.  Is that 
sort of a good analogy for it? 
 
Jerry: 
Absolutely.  And something I definitely discuss as well in the program 
is that is just like what you just said there.  It’s like a thermostat and 
if you think of a room, a room has a particular thermostat setting, as 
far as the temperature.  If the temperature rises above that, then 
there’s an electrical impulse sent to the cooling unit saying, “Hey, it’s 
too hot in this room, it’s not supposed to be this hot".   
 
“As a matter of fact, it’s supposed to be at this particular temperature, 
so we want you to go ahead and ignite, kick on the cooling unit and 
we’ll cool you down and bring you back to where you belong.  And 
when it gets back to that particular temperature, it cuts off.  Okay, 
you’re right back to where belong.  Boom!  Cut off.”  Same thing 
happens with the subconscious mind.   
 
Michael: 
So when you went through this progression, then, of 20 years old you 
made $15,000, 21 years old you were broke, 22, I believe you said 
you made $25,000.  Is that correct? 
 
Jerry: 
Yeah, 21 years old, making $10,000+ a month and by the time I was 
21 I was broke, by the time I was 22 I was making over $20,000 a 
month, and by the time I was 23 I was back to broke.  And then 
something clicked to where I guess my personal development really 
started to catch up and accelerated fast, and I started to learn some 
extra things.  And I invested quite a bit of money to start learning 
what was going on in myself.  And over the next three years I was 
able to become a millionaire and I was able to retain that status ever 
since that age.   
 
Michael: 
So when you became a millionaire, did you still go through the same 
internal impulses, subconscious impulses that tried to bring you back 
to a lower level, to maybe the $20,000 level or to maybe a slightly 
higher level?  Did you still find that or did you now find that you had 
broken free of that subconscious implant and that you had replaced it 
with something else that allowed you to believe that being a 
millionaire was not only possible, but it was also part of your psyche, 
that you could do that without even having to think about it?   
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Jerry: 
Yeah, that’s a good question, Michael.  What happened for me is that 
yes, it still tested me out a bit simply because my income started to 
really grow at a substantial level.  Now, to really answer the question, 
is that by this point, though, it’s very interesting, my subconscious 
was set much higher than what it ever was.  So, it was set up to 
maybe $30,000 or $40,000 a month by this time.  But what had 
happened for me by the time I was 27 or so, I was earning over a 
million dollars a year.  I was earning over $80,000 a month by this 
time.   
 
Now, what happened is very interesting—I remember this.  My income 
dropped back to $30,000 to $40,000 a month relatively quickly.  And 
even though I wasn’t completely broke—I don’t think too many people 
will feel too sorry for me—even though I wasn’t completely broke at 
that point, it was fascinating to see that big drop take place.  And that 
was probably the last major time that a major drop like that took place 
because my mind wasn’t ready for it.  Now, it probably took me 
another year or year and a half to get my subconscious to believe that 
I really deserved to generate over a million dollars a year. 
 
Michael: 
Okay, let me break in here, if I may, for a moment.  So around about 
26 or 27, you were making about $80,000 a month and then it 
dropped back to $30,000, which was quite a substantial drop, quite a 
lot higher than what you had done previously.  But at that point, then, 
there’s another trigger that happened, if I’m hearing that correctly, 
that allowed you to then bounce it up again and not have to have 
those huge subconscious-induced making drops, is that correct? 
 
Jerry: 
Absolutely.  And so, up to that point…It’s interesting because your 
subconscious is always going to be set somewhere, but that’s the point 
that I want everyone to understand.  So, even now, I got my 
subconscious set at over a million dollars a year.  So, I’ve been 
earning over a million dollars a year for several years now, and my 
subconscious is okay with that—that’s the normal way of being for me 
now.  But here’s what I’ve noticed, Michael, and it’s very interesting.   
 
I’ve noticed that every year there are times when my subconscious 
really goes up and kicks it up and I kick it up and I generate $500,000 
or $600,000 in a month, but then it would drop back down to 
$100,000, $150,000, $200,000 a month or so, okay.  So, it’ll go up 
there, I’ll give it a shot.  So what that tells me is that even though I’ve 
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developed a six figure a month consciousness right now, I haven’t yet 
developed a seven figure a month consciousness.  Do you see what I 
mean? 
 
Michael: 
Yeah.  Let me ask you, is the seven figure a month consciousness 
important to you?  The reason I ask this question is, is it because you 
don’t need to create a seven figure a month that you’re not doing it or 
do you want to do it and something’s preventing you?  I’m just 
curious. 
 
Jerry: 
Yeah, no, right.  Yeah, I’m very excited and feel real blessed with 
where I am, and you’re absolutely correct.  I’ve been very comfortable 
with where I am for a long time.  I’ve been able to accomplish all the 
goals that I really initially set up for myself and so forth.  But now I 
got to thinking—and I just got to thinking this about two or three 
years ago—and I got to thinking and I said, “You know, seven figures 
a month would be pretty cool.”   
 
Not because I really need it—I really don’t see myself as needing it, so 
to speak, but the reason for it is because it’s possible and why not 
expand my consciousness?  So, it’s more to expand my consciousness.  
It gives me a reason to continue to grow, it gives me a reason to 
continue to expand.  And also, my whole concept about it is that if 
you’re generating a million dollars a month or more, then that means 
you’re giving out a million dollars a month or more in value to the 
marketplace.   
 
Michael: 
So it sounds like you’ve been climbing a peak for quite some time and 
sitting on top of that peak, and that peak is called “six figure a month 
thinker.”  And you’ve been sitting on this peak and just over life, 
generally.  Just across the valley there there’s another peak which is 
higher, which is called “million dollars a month income.”  I guess 
you’ve been kind of staring at that for a while, not really kind of 
thinking too much about it or that you really wanted it, but as you 
said, in the last two or three years, you’ve kind of been putting your 
head more to one side going, “You know, I’m comfortable where I am, 
but that’s looking like an interesting challenge.  That looks like I might 
want to go for it.”  Is that sort of like what you’ve been doing? 
 
Jerry: 
Yeah, exactly.  It’s like, why not?  Why not just go ahead and go for it.  
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Now, here’s the difference though, Michael, and this is very important 
for everyone to understand.  The difference is before—I was probably 
27 or 28 or so—before that time, I was really going for the money 
because I thought the money was the key to happiness.  I thought the 
money was the key to getting respect.  I thought the money was the 
key to joy and peace.  Now, what I realize now ever since I was 27 or 
28, I finally realize that the money is not necessarily connected to 
happiness.   
 
It’s not connected to respect, it’s not connected to joy and peace 
necessarily.  I’ve noticed that you can have happiness without having 
much money.  You can have joy and peace without having a whole 
bunch of money, really, at least the amount that I was looking at that 
you had to have.  And so, the situation now is different.  It’s different 
from the standpoint of, yes, I see that million dollar a month 
mountain, yes I see it to be a fascinating challenge to go for, but I 
don’t see it as a reason to go for it that once I get to the top of it I’m 
going to be happy.  You see the difference? 
 
Michael: 
Yeah, I do, I see a big difference there.  And I think it brings up the 
question, really what does come first then when you’re in your earlier 
stages such as you were in your late teens, early 20s?  Is it the money 
that enables you to see everything?  Let me say that again—is it the 
money that you should focus on or is it that internal peace and internal 
happiness that you should focus on, or should they be somehow joined 
hand in hand? 
 
Jerry: 
Yeah, you know, I believe that all of us as human beings, we have the 
ability to have peace and happiness right now where we are.  I believe 
that’s the state of mind, and I believe that a lot of people don’t allow 
themselves to be grateful for the $50,000 a year that they might be 
earning right now.  And what I believe is that if you’re not able to find 
a way to be grateful for the $50,000 a year that you’re earning right 
now and be happy for the $50,000—that doesn’t mean you have to be 
satisfied, that doesn’t mean you have to stop—but if you can’t allow or 
find any type of peace in that $50,000 a year, then you’re probably 
not going to find too much peace in $500,000 a year and $5 million a 
year.   
 
And so, what I realized is that a lot of people think that it is the extra 
money that will allow them to have the happiness and the peace.  But 
what I realized is that once you allow yourself to be at peace and to be 
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happy, then whatever money that you’re generating you will still be 
able to be happy.  That doesn’t mean you have to be satisfied, and 
that’s a very big distinction that I want people to understand.  Being 
happy and satisfied doesn’t mean the same thing there.   
 
I got to the point where I was chasing the money.  I really was, all the 
way up to the point to where I was generating a million dollars a year.  
And that is when I realized, “Wow, I’m generating a million dollars a 
year and this is not necessarily where the happiness is coming from.”  
I realized at that point in my life that the happiness is something 
internal that had been with when I was generating $25,000 a year, 
and I allowed myself to tap into it.   
 
Michael: 
Go back to when you were a kid again, then.  Were you at peace and 
were you happy when you were living in the poverty that you were? 
 
Jerry: 
Absolutely.  If I really look back at it, I really didn’t know any 
difference—I didn’t know any better.  I didn’t know I was supposed to 
be happy.  It wasn’t until I started realizing, “Well, maybe I’m not 
supposed to be happy because of these type of things,” and that was 
because of societal programming, it’s because of what’s said and we’re 
taught and all that.  But really, when I look back far enough, I 
remember just having such a great time just hanging out on the farm, 
for example, when I would go visit my dad.   
 
Even though I didn’t get a chance to see him, I would go visit the farm 
and I would just be out on the street playing in the tree all by myself 
because out on a farm in the middle of nowhere where nowhere else 
is, and I’m just playing and I’m just as happy as can be.  I mean, it 
was a pretty exciting time in my life.  But yeah, you really didn’t have 
to be…I was happy.  When you go back far enough, I think a lot of 
people can see themselves where they have these happy moments 
and where they’re really happy, and they don’t necessarily have all the 
money.   
 
Michael: 
Okay.  So you learned, then, or were, quite naturally happy, you were 
quite peaceful.  At the same time, you didn’t have to accept…you 
accepted your circumstances to a certain extent, but you didn’t have 
to accept them to the fullest extent, knowing that you could do 
something about it. 
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Jerry: 
Perfect, absolutely. 
 
Michael: 
Good.  Because I think that’s a real key overall because everyone 
hears about, you know, be at peace with yourself, be grateful with 
what you’ve got, be accepting, and so on and so forth.  But I think for 
a lot of people, they don’t really understand.  It’s a hard thing to 
understand that you can be where you are and make the most of it, 
but at the same time, excuse me, and accept it because that’s what it 
is, but you don’t have to accept it for the long-term.  There are ways 
that you can work your way towards moving to another level of 
acceptance.  But you can always be at peace and happiness with 
yourself—you don’t have to beat yourself up and that sort of thing.   
 
Jerry: 
Absolutely. 
 
Michael: 
And this is very much in your program isn’t it, about "Creating Magic" - 
The Art of Designing your Destiny?  That helps people do this very, 
very same thing.   
 
Jerry: 
Yeah, because I got a feeling that there are a lot of people who would 
like to be able to create some of these things that I was creating in my 
life.  I started to notice that I was creating certain things in my life.  I 
started to notice that I started to have more peace and joy, and I 
started to notice where it really came from.  It didn’t really come from 
the money necessarily—it came from this internal realization.  I 
started to also realize that there are ways for you to be able to have 
your mind assist you in being able to create the reality that you desire.   
 
And I did a lot of study and research over this, and part of my study 
and research was because of the fact that I was going up and down 
and I wanted to know, “Why am I going up and down like this?  I’m 
listening to the tapes, I’m buying the books, I’m going to seminars.  
Why am I still going up and down?  What is going on?”  So as I was 
saying, Michael, the one constant that was very fortunate for me that I 
still had in my life, even when I was down—I was up and down—was I 
continued to engross myself in personal empowerment.  I stayed in 
that process, even when I was down.   
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And sometimes I felt a little upset about it.  Like, “Oh, man, they must 
be cheating me getting me to buy all these books and getting me to go 
to all these things.  I’ve done all this, how come it’s not working?”  I 
had those type of feelings a little bit, but I still engaged myself in that 
material, and I believe that’s one of the things that really assisted me 
in really breaking through.  And the more I studied the mind—when I 
say the mind I’m talking about the conscious mind has certain 
functions and the subconscious mind has certain principles to it—once 
I really started to understand what was going on and how the mind 
worked, I got really excited.   
 
I started to fully understand why it’s important to do some of the 
things that we’ve been told to do as far as to get clear and specific 
about what you desire to create and through the goal-setting 
principles and affirmations and all that type of stuff.  Why is some of 
this important, why does it work for some people, and why doesn’t it 
seem to work for some people?  All this stuff started coming together.   
I invested over $100,000 of my own money and about 14,000 hours of 
time to research this stuff, and then once I figured all this out, I said, 
“You know what?  I’m going to condense this information, I’m going to 
make it as simple as possible for other people to be able to understand 
it, I’m going to make it to where they don’t have to go and invest 
$100,000 or 14,000 hours.  As a matter of fact, they can invest under 
$100, they can invest about four hours and start to get the essence of 
everything that I had learned in regards to the mind.  And that’s why I 
put the "Creating Magic" 4-CD set together. 
 
Michael: 
Let’s be specific here.  For someone in Network Marketing, then, or 
even direct sales, what are some of the key things that you’ve 
discovered that they need to do to ensure success.  We learned a huge 
amount here about the mind and positioning yourself mentally and 
some of the things to do there, and I think personally probably the 
best kind of anchor-forming that you could ever do, the great 
foundational stuff that we spoke about.  Perhaps we can talk about a 
few other key things that come up.  I know you do all the “what to do” 
in your CD program, but what are some things that pop to mind? 
 
Jerry: 
Right.  Some of the things I would say for people who are really 
getting plugged into networking or people who are already plugged 
into networking really want to make it work, really want to make it 
happen in a big way.  I would say for everything, the very first step 
that is absolutely crucial—and this really ties back into this whole 
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"Creating Magic" concept and a lot of the things we’ve been talking 
about—is really being specific and clear about why you are here.   
 
Why are you plugged into your business?  Why are you plugged into 
Network Marketing?  What exactly are you seeking to get out of it?  
And that’s really important no matter what you do, to be clear and 
specific.  This is one of the biggest lessons that I learned in regards to 
how the mind works.  Because the more clear and specific you are in 
regards to giving your subconscious mind instructions on what it is 
that you desire to create, the more power the subconscious will have 
in going to make that happen for you, to assist you in making that 
happen, to assisting and aligning things—the people, the resources, 
the contacts, everything together—to start putting things in position.   
 
You still got to do the work, but it will bring things right your way, it 
seems like.  And then it’s going to be up to you, obviously, to take 
advantage of that and really do something with that and really utilize 
your own, personal power—in other words, action.  So, the first step is 
getting very clear and specific about what a person desires to create.  
That’s going to be really important, finding out why they’re here in the 
first place, because there are going to be a lot of challenges in this 
business.  There’ll be people telling you no, this doesn’t work, it’s a 
pyramid, it’s a scam, and all this.  So, how in the world are you going 
to deal with that?  That’s where it becomes very important to know 
why you’re doing this.   
 
Michael: 
Can I just break in for a second, Jerry?  I just wanted to ask you a 
question on that because there are two things that seem to come to 
me here, and I’d just like to see if they’re separate or one again.  It’s 
the why and the desire.  I think a lot of people sort of have a why from 
the point of view of why they want to do something different, to make 
that change.   
 
But then again, there has to be a real desire to be able to move that 
forward.  Would you agree that based on what you said earlier that 
unless you do have that desire and that real burning desire, you let 
your subconscious take over again and bring you back to that 
temperature on the thermostat that we talked about.  Are these 
together?  Is this why and the desire sort of a together thing?  Are 
they separate?   
 
Jerry: 
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I think that’s a good point because obviously, you can delve deeper 
into the whole concept of why by understanding the whole concept of 
desire.  You know, really, a lot of people talk about knowing your why 
and why could be interpreted in many different ways.  “Well, because I 
want to buy a car.”  That’s not really what we’re talking about, so 
yeah, this is a good point.  
 
Michael: 
Yeah, it becomes much deeper. 
 
Jerry: 
Yeah, so that’s a good point, what you bring up.  So, yes, the desire—
and this is why I kind of mentioned the word a while back, emotion.  
Remember, I said if you have emotion attached to it, that’s going to be 
really key because this really starts to share with you what that desire 
is that you have, that burning desire, that red-hot passion—something 
you’re really excited about, something that really means something at 
an emotional level for you.   
 
So, yeah, I believe that people should go as deep as possible.  That’s 
the reason why in CD number two of the "Creating Magic" program, 
we really assist people in being able to figure this out, to really be able 
to delve into exercises that allow them to figure out the thing that they 
desire, all the way from some of the physical stuff, but then we go 
deeper and deeper and deeper and we get all the way to an 8-step 
process.  I call it “8 Steps to Unleashing your Genie.”   
 
So, we go through all these steps to help people dig a little deeper and 
go through these exercises until finally they’re able to create 
something that they’re passionate about and really excited about.  And 
in CD four, we kind of expound a little bit more talking about purpose 
and so forth, so that’s real powerful.  So, yes, great point and the 
desire, the deeper you can go and the more emotion you can bring out 
of this whole concept of why is going to obviously be much more 
powerful for you.   
 
Michael: 
I’m glad you brought that up because that ties in with the Natural 
Selling process, where the three things that I suggest everyone focus 
on when they’re talking with people about their solutions is to find out 
about what it is they want, why they want it, and even more so than 
why.  And again, that why is not about just getting a car—it’s much, 
much deeper.  Even more so, what is their level of desire?  Do they 
have a desire to make a change?  Because if they don’t, it’s very likely 
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that they’re not going to do very much to move towards it.  And I 
think you agree—we’ve never spoken about this. 
 
Jerry: 
Oh, absolutely. 
 
Michael: 
It’s absolutely critical that they do that.  And even better, if they can 
start that process within themselves first to understand what that why 
is and what level of desire is really needed.  Because a lot of people 
want more money, but will they actually put out to make that?  The 
reality is if you can get the formula right, there isn’t a lot of putting 
out, is there?  I mean, there’s a lot of personal growth and 
development, but you’ve still got to take the practical steps.  It fits in 
quite nicely, so I’m glad you brought that up.  Thank you. 
 
Jerry: 
Yeah, that’s why I like your work with what you do in Natural Selling—
it has a lot of similar philosophies.  Obviously, we’ve been through a 
similar process as far as study, research, and our own personal 
experiences.  And the interesting thing about what you just said is 
absolutely critical and what I want to make sure people understand is 
that—it kind of ties into your question that you asked.   
 
What are some examples or themes that I can suggest for people in 
this business?  I want everyone to understand that there are three 
qualities that are essential for you to have if you’re going to be 
successful in this business.  The first one is what Michael already 
mentioned, which is desire.  You’ve got to have the desire to be more, 
to do more, to have more, to create more, to experience more, to give 
more.   
 
You have to have a desire, number one.  Number two ties into what 
Michael was just talking about—you’ve got to have a willingness to 
work.  In other words, you’ve got to have a willingness to take some 
action.  You’ve got to have a willingness to do something.  As Michael 
said, that ties into the degree of desire—it’s going to make a difference 
on how much you’re willing to actually do.  And then the third thing is 
that you’ve got to be teachable.   
 
In this business of networking, the one thing I’ll suggest is that it’s 
important to have a teachable spirit and be willing to follow some of 
the processes of the people who are massively successful in your 
support team structure.  They have guidelines and certain structures 
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and so forth that you can plug into.  And just be a little teachable and 
understand that there are some things that you’re not going to fully 
understand in this business when you’re first getting started.   
 
And people who are already successful, they may know some things 
that may not seem very logical for what they even know, but they’re 
producing those type of results and I would definitely open my mind 
up a little bit more to pay attention to what these people are saying.  
So, those are some things there.  Now, the other thing I would 
suggest for people to do is really get plugged into your process.  In 
other words, get started.  Get plugged in.  Go through a process of 
learning what’s going to be required for you to be successful.   
 
Learn all the basic technical information, of course.  It’s going to be 
important for you to learn what to do, of course.  But also, really focus 
in and hone in and have your brain and your mind assist you in being 
able to create the results that you’re seeking.  And the way you do 
that is by understanding this information that Michael and I have been 
discussing here in regards to the mind.  You can actually have your 
mind assist you in being able to create the results that you desire.   
 
And I wouldn’t downplay that—I wouldn’t just look at that and say, 
“Oh, that’s a bunch of hocus pocus and mumbo jumbo type stuff, or 
voodoo type stuff, or whatever.”  I wouldn’t downplay this—this is very 
powerful.  And then the next thing, obviously, is really learning about 
people.  You want to learn as much as you can about people as well—
that’s very important.  That’s why also what you’re doing, Michael, 
with your Natural Selling process, you really teach people a process on 
how to connect and how to be more effective with people.   
 
I know you promote one of my programs called the "Magic of Colors" 
that go over that information as well.  I really want to make sure that 
people don’t think this information that we’re talking about is just soft 
type information, it’s information that doesn’t make a difference, 
because it makes an absolute big difference, like you said.  You were 
talking about going out there doing—it’s not as much about that.  You 
do have to do some stuff, but it’s more about attracting.   
 
And the only way that you’re really going to attract is by increasing 
your level of consciousness and the only way you’re going to do that is 
really plugging into making sure that you have an empowered 
consciousness, one that is solution-oriented, one that allows you to be 
able to see the value and the benefit in certain things as you build 
your business and go through what I call the entrepreneurial jungle.  
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As a matter of fact, on CD three, I talk about just that.  I talk about 
how important it is for you to learn how to go through the 
entrepreneurial jungle, the Network Marketing jungle, so you can get 
to your very own land of paradise.   
 
Because what I think is there are a lot of people who have a 
misconception on what it’s going to take to really build this business.  
And a lot of people don’t understand that there are a lot of things that 
you actually go through to be successful in this business.  And once 
you know some of those things in advance and get your mind to see 
them in a certain way, a way that’s more empowering than a way 
that’s disempowering, then you will set yourself up to be able to be 
more productive and more efficient, and more profitable in building 
your Network Marketing enterprise.   
 
Michael: 
And that goes for the way you talk with people, too, doesn’t it?  We’re 
not really taught how to talk with people or how to engage and how to 
allow them to give us the information and that sort of thing.  And your 
program certainly helps people to develop that kind of mindset as well, 
how to communicate and how to be more of a people-type person. 
 
Jerry: 
Absolutely.  And then this all ties together, so it’s very important.  This 
is a very important conversation, Michael, and I’m glad that you 
actually called to say, “Hey, let’s discuss these items with people 
here—that can really make a difference in their lives.”  So, very, very 
important information.   
 
Michael: 
Just to start wrapping up here, give us some, if you can, a couple of 
simple things that will help people start and then stay on the path to 
success.  Anything to recap or anything new that you can come up 
with to help people to start this process and then stay on this path? 
 
Jerry: 
Yeah, that’s a really good point.  I think the first thing for people to 
really understand in this whole concept of the process of creating 
magic in your life and the art of designing your destiny—the whole for 
people to really understand is this one little concept here:  if people 
can understand this one concept, it can really assist them in 
understanding what it’s really going to take in order to make it happen 
in a big way.   
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That is this concept right here:  the concept of understanding that they 
only thing that can come out is what you put in.  It’s the only thing 
that’s going to come out is what you put in.  This is really important 
for people to understand because what that means is that you can 
instantly know what you’ve been consistently putting in and by seeing 
what’s consistently coming out of your life right now.  So, if you’re 
generating $5,000 a month or $10,000 a month right now in your life, 
then that just means that you’ve had $10,000 or $5,000 a month 
thoughts, you know a $5,000 a month environment, so to speak.   
 
You’ve been surrounding yourself in that particular area.  What you 
want to do is you want to pick that up in a major way.  And one of the 
things that I’ve found out that really has made a huge difference in 
being able to do everything you can to create a more empowered 
consciousness is to do everything you can to get out all of the 
disempowerment from your consciousness, or at least not have 
disempowerment come in as much as possible.  Put in empowerment, 
take out disempowerment as much as possible.   
 
What that means is things like not watching the TV, especially the 
news, at night before you go to bed.  Because once you start to learn 
these principles that we discuss in the "Creating Magic" program, what 
you will realize is that late at night, before you start to go to bed, you 
get into what we call the alpha state of consciousness.  And the alpha 
state of consciousness is when your brain is operating on shorter wave 
lengths and wave cycles.  What that means is that there are things 
that can actually go directly to your subconscious quicker.   
 
So, at night, if you’re watching the news, what is happening is you 
have a constant dose of fear, anxiety, violence, crime, hate, and anger 
going into your subconscious quicker, faster, and it will make a bigger 
impact which will impact your actions.  That will impact your decisions.  
That will impact what you do.  So, if you only surround yourself with 
that type of disempowerment and put that in late at night, when it’s 
going to make the biggest difference, that right there is going to harm 
you way more than what you ever can even imagine.   
 
It’s the same thing when you wake up in the morning, you’re still in 
that alpha state of consciousness—you’re not in that fully alert state of 
consciousness, which they call the beta state of consciousness.  You’re 
in the alpha state of consciousness, which means that your brain is 
more susceptible to suggestions.  Whatever comes in at that moment 
in time is going to have a bigger, quicker, faster impact on your 
subconscious and on your whole life.   
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So, one of the things I would definitely suggest for people is do 
everything you can to clear out that type of information going into 
your mind, especially during those periods of time.  And I would just 
completely clear out as much disempowerment as I possibly can.  It’s 
something I call the 30-day mental fast.  We’re not going to go over 
all the details right here, but the 30-day mental fast basically 
discusses how important it is to clear out as much disempowerment 
and to put in as much empowerment.  So, we suggest that for a 30-
day period of time, you do things like read empowering books, listen 
to empowering audios.   
 
We suggest that you turn off the TV for 30 days.  We suggest that you 
get rid of the newspaper for 30 days, and that you turn off the radio 
and put in an audio instead.  We suggest that you do your best to stay 
away from negative, disempowering people as much as possible.  
Some people you might be able to spend 20 minutes with, but not two 
hours—some people two hours, but not two days.  We suggest that 
you do these types of things that are empowering instead of 
disempowering for a 30 day period of time, and you’ll be absolutely 
shocked and pretty surprised and absolutely impressed with what 
takes place.   
 
Michael: 
You can be pretty shocked and surprised in the first few days, can’t 
you, if you’re doing it? 
 
Jerry: 
Yeah, real quickly you start noticing the difference and it’s amazing 
what can take place.  So, this whole conversation is really all about 
this whole concept of what you put in is what’s going to come out.  
Now, I want to share one last thing that I want to make sure everyone 
understands about this.  I had someone yesterday—I did a conference 
call last night and I had a guy who said, “You know what, Jerry?  It’s 
been about one year and for the last year I’ve been listening to 
empowering information and I’ve been listening to empowering CDs 
and all this, but I don’t notice too much of a change.  Very small, 
subtle changes I’m starting to notice.”   
 
I asked him, “How old are you?”  He told me he was 53 years old.  I 
said, “So, when did you get into personal empowerment and starting 
listening to all this great stuff?”  He said, “A year ago.”  I said, “That’s 
pretty much the first time in your life?”  He said, “Yeah.”  I said, “So 
basically you’re saying that for 53 years you put mostly 
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disempowerment in your consciousness.”  And he said, “Yeah.”  And I 
said, “For one year you put empowerment.”  And he said, “Yeah.”   
 
I said, “Are you saying that you expect for the one year that you’ve 
been listening to some of the tapes and CDs to completely alter your 
life after you’ve had 53 years of disempowerment go in?”  He said, 
“Well, I don’t know.  I guess I was kind of thinking that.”  I said, “Let 
me go a little further.  How much do you listen to on a daily basis of 
this empowering information that you’re talking about?”  He said, 
“Well, I listen to a tape a day.”  I said, “Okay, how much do you read 
a day?”  He said, “About 15 minutes.”   
 
I said, “Anything else?”  He said, “No, that’s about it, you know.”  I 
said, “Thank you for being honest.  So, basically an hour and 15 
minutes a day of empowerment for the last year that you’ve been 
putting in.”  He said, “Yeah, on average.”  And I said, “Let’s assume 
that you haven’t missed one day.  So, you’ve put in about 400 or 500 
hours of empowerment in for the whole year.”  He said, “Yeah, that’s 
about right.”  I said, “Okay.  Now let me ask you a question.  Do you 
still get the newspaper at your house?”   
 
He said, “Yeah.”  I said, “Okay, and do you read it?”  He said, “Yeah, 
but I don’t read all the negative stuff.”  I said, “Okay, you get the 
newspaper and you read it.  Trust me, there’s a lot of negative stuff 
that you’re seeing and you’re going through that you might not even 
realize.  Next question, when you’re driving along in your car, 
obviously only one hour a day listening to empowerment gives you a 
lot more time driving around in your car.  How long does it take you to 
get to and from work?”   
 
He told me it takes him three hours.  I said, “Okay, what do you do 
during those other two hours?”  He said, “Well, during those times I 
listen to the radio.”  I said, “Okay, so now you got the radio going.  Is 
there a lot of disempowerment on the radio or empowerment?”  He 
said, “You know, there’s some good stuff.”  I said, “Think about that 
for a second.  Is there more empowerment or disempowerment?”  He 
said, “There’s more disempowerment.”  I said, “Yeah.   
 
At night before you go to bed, what do you watch?  Let me guess—the 
news?”  He said, “Yeah, I want to stay current and know what’s going 
on.  You know, I’m a US citizen here and I really want to know what’s 
going on with the current events.”  I said, “Yeah, well guess what?  I 
haven’t watched the news in about 14 years now, and during that time 
I know every bad thing that’s going on in society that you know, and I 
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know it just as quick as you know it, but I don’t watch the news to find 
out about it because other people will let me know about it.”   
 
And so, the bottom line is that after we went through this little process 
and he started to realize why he was not necessarily getting major 
results, he could be getting more results even after a year than what 
he’s getting, but he’s counterbalancing all of that great information 
that he’s putting in and he’s actually putting in way more.  We 
calculated that he’s putting in about 1,500 hours at least of 
disempowerment in to his 500 hours of empowerment after having 
spent 53 years of disempowerment.   
 
Now, this is the big challenge with most people, Michael—this is why 
most people don’t really make it.  It’s because their expectations are 
that they should start being able to listen to a tape or read a book and 
all of a sudden they should be rich in 30 days or 30 months or 
whatever the case is.  And, I’m not saying that it’s impossible to be 
able to really set themselves up in 30 months.  I’m not saying it’s 
impossible to be able to make a profit in 30 days, because people can 
make a profit in 30 days.   
 
I’m not saying it’s going to be a huge profit, but they can definitely do 
that.  They can definitely get free in 30 months in this business, they 
can definitely set themselves up and do that, but not everyone does 
that because of all these other reasons that we’re talking about—
dealing with internal aspects of things, the mindset, the whole concept 
of the only thing that can come out is what has gone in.  So, I want to 
make a challenge to every single person listening right now.  I want 
you to really take some time and go through your own personal list.   
 
What have you had go inside your mind over this last 24-hour period 
of time before you started to listen to this information?  What have 
you actually put there?  Be honest with yourself because no one is 
going to grade you or anything—this is all about you being able to see 
that there are basic laws of the universe that’s going to be able to 
determine whether or not you’re on track to be able to make these 
major shifts that you’re saying that you desire.  And those laws are 
called the Laws of Compensation.   
 
There are three laws in the Laws of Compensation.  This is what I’ll 
finish with.  Number one, the Law of Sowing and Reaping.  All this 
says is you’re going to reap what you sow, we’ve all heard that.  It 
comes in every form and fashion of any type of religious practice that 
you can be in, it’s even in that.  All the new age stuff, all the 
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metaphysical studies, it’s in all this stuff.  Everything is pretty 
consistent with this one little statement, which is you’re going to reap 
what you sow.  That’s the first part of the Laws of Compensation.   
 
The second part of the Laws of Compensation is called the Law of 
Increasing Return.  What that says is that not only are you going to 
reap what you sow, you’re going to reap more than what you sow.  So, 
if you sow some negativity, you’re going to reap more negativity than 
what you’ve even sowed.  Now, the third part of the Laws of 
Compensation is called the Law of Delayed Gratification.  And what 
that says is that not only are you going to reap what you sow, and not 
only are you going to reap more than what you sow, but you’re going 
to reap more than what you sowed at a later date than what you 
sowed it.   
 
And that’s really critical for us all to understand because this is the 
part this guy had a challenge with.  He had a major challenge with 
understanding that you’re going to reap what you sow at a later date 
than you sowed it.  But he had a major challenge in realizing that 
you’re going to reap what you sow, and he was still sowing primarily 
disempowerment.  So, he was going to still reap primarily 
disempowerment.  This is not rocket science—it’s real simple, but it’s 
important for people to allow themselves to, just like you said Michael, 
to really get clear on their desire and desiring what they can get 
emotional about.   
 
So then it will allow them to do some of these things that we’re talking 
about, to take some of these actions, to do the exercises that we have 
in the "Creating Magic" program.  I have a series of exercises that I 
help people go through to assist them in these areas.  And there are a 
lot of people who listen to the CDs and they don’t even do the 
exercises.  So, that’s the whole point that I want you to understand—
it’s going to take some kind of action on your part for you to really 
make this work in a major way.  So, those are just a couple little 
remarks that I really wanted to make sure that people understand as it 
relates to this information.   
 
Michael: 
Well, thank you, Jerry.  I guess it goes back to the beginning when we 
were talking about how to understand the essential steps to create the 
right attitudes, beliefs, and habits for success.  And habits being one of 
the critical ones, is not to allow our present habits, which have 
disempowered us, to continue being a powerful force and allow 
different habits to empower us so that we can move forward.   
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I guess you could say it’s really about persistence to continue taking 
the practical steps to move away from what you don’t want and to 
move towards what you do want, and of course the persistence to take 
the more personal development or metaphysical steps that will help 
you in this.  And perhaps more important than the practical steps is 
understanding that it’s all in the mind and that everything will work 
out if you understand that process and continue to persevere on it.  I 
really want to thank you for that. 
 
Jerry: 
That’s a great way of summing it up, Michael.  Thank you.  I’ve 
definitely enjoyed the conversation here.  If there’s anything else, I’d 
be more than happy to answer as well. 
 
Michael: 
Thank you, we’ll do that another time.  It has been a fascinating talk 
and I really appreciate the time that you’ve taken on this.  And from 
what I understand, we just had a great grounding for the Art of 
Designing your Destiny.  For those who are listening, if you want to 
get into the how-tos and what to do, everything can be found on your 
CD called "Creating Magic".   
 
The way that the people listening can get a hold of this is to go to 
www.NaturalSelling.com/creatingmagic.html.  There you can get the 
"Creating Magic" program how to create your destiny and how to 
create the life that you want and see how Jerry went through it from 
firsthand experience.  So, Jerry, thank you so much again for this 
time.  It’s been valuable and I learned a huge amount.  I mean, I 
thought I understood some of this stuff, but you’ve even given me a 
different perspective on it, and I thank you from my heart. 
 
Jerry: 
Thanks, Michael, it’s been a lot of fun and it’s always great to get a 
chance to connect and create with you, so thanks for inviting me.   
 
Michael: 
Okay.  Best luck, and see you again soon. 
 
Jerry: 
Go, go, go! 
 
Michael: 
Yeah, go, go, go!  Thanks, Jerry. 

http://www.naturalselling.com/creatingmagic.html?source=cmtran
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In this interview, Jerry Clark talks about his 4 CD 
audio program "Creating Magic". 
 
"Creating Magic" reveals to you the tools and 
strategies that will enable you to take complete 
control of the most powerful resource available to 
you – your mind. 
 
With this power at your command, you will have 
the key to creating the life of your dreams.  You 
really will be able to create "Magic" in your life. 
 
For more details, visit… 
 

www.NaturalSelling.com/creatingmagic.html 
 


