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Preface:
The Secret of Using This Book

To Change Your Life

DISCOVERY of the "self-image" represents a break-
through in psychology and the field of creative personality.

The significance of the self-image has been recognized
for more than a decade. Yet there has been little written
about it. Curiously enough, this is not because "self-
image psychology" has not worked, but because it has
worked so amazingly well. As one of my colleagues ex-
pressed it, "I am reluctant to publish my findings, espe-
cially for the lay public, because if I presented some of
my case histories and described the rather amazing and
spectacular improvements in personality, I would be ac-
cused of exaggerating, or trying to start a cult, or both."

I, too, felt the same sort of reluctance. Any book I
might write on the subject would be sure to be regarded
as somewhat unorthodox by some of my colleagues for
several reasons. In the first place, it is somewhat unortho-
dox for a plastic surgeon to write -a book on psychology.
In the second place, it will probably be regarded in some
quarters as even more unorthodox to go outside the tight
little dogma—the "closed system" of the "science of
psychology"—and seek answers concerning human be-
havior in the fields of physics, anatomy and the new
science of Cybernetics.

My answer is that any good plastic surgeon is and must
be a psychologist, whether he would have it so or not.
When you change a man's face you almost invariably
change his future. Change his physical image and nearly
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always you change the man—his personality, his behavior
—and sometimes even his basic talents and abilities.

BEAUTY IS MORE THAN SKIN DEEP

A plastic surgeon does not simply alter a man's face. He
alters the man's inner self. The incisions he makes are
more than skin deep. They frequently cut deep into the
psyche as well. I decided a long time ago that this is an
awesome responsibility and that I owe it to my patients
and to myself to know something about what I am doing.
No responsible M.D. would attempt to perform extensive
plastic surgery without specialized knowledge and train-
ing. Just so, I feel that if changing a man's face is going
to change the inner man as well, I have a responsibility to
acquire specialized knowledge in that field, also.

FAILURES THAT LED TO SUCCESS

In a previous book, written some 20 years ago (New
Faces—New Futures) I published a more or less collec-
tion of case histories where plastic surgery, and particu-
larly facial plastic surgery, had opened the door to a new
life for many people. That book told of the amazing
changes that often occur quite suddenly and dramatically
in a person's personality when you change his face. I was
elated at my successes in this respect. But, like Sir Hum-
phry Davy, I learned more from my failures than from
my successes.

Some patients showed no change in personality after
surgery. In most cases a person who had a conspicuously
ugly face, or some "freakish" feature corrected by sur-
gery, experienced an almost immediate (usually within 21
days) rise in self-esteem, self-confidence. But in some
cases, the patient continued to feel inadequate and experi-
enced feelings of inferiority. In short, these "failures" con-
tinued to feel, act and behave just as if they still had an
ugly face.
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This indicated to me that reconstruction of the physical
image itself was not "the" real key to changes in person-
ality. There was something else which was usually influ-
enced by facial surgery, but sometimes not. When this
"something else" was reconstructed, the person himself
changed. When this "something else" was not recon-
structed the person himself remained the same, although
his physical features might be radically different.

THE FACE OF PERSONALITY

It was as if personality itself had a "face." This non-
physical "face of personality" seemed to be the real key to
personality change. If it remained scarred, distorted,
"ugly," or inferior, the person himself acted out this role
in his behavior regardless of the changes in physical
appearance. If this "face of personality" could be recon-
structed, if old emotional scars could be removed; then
the person himself changed, even without facial plastic
surgery. Once I began to explore this area, I found more
and more phenomena which confirmed the fact that the
"self-image," the individual's mental and spiritual con-
cept or "picture" of himself, was the real key to personal-'
ity and behavior. More about this in the first chapter.

TRUTH IS WHERE YOU FIND IT

I have always believed in going wherever it may be
necessary to find truth, even if international boundaries
must be crossed. When I decided to become a plastic sur-
geon years ago, German doctors were far ahead of the
rest of the world in this field. So I went to Germany.

In my search for the "self-image" I also had to cross
boundaries, although invisible ones. Although the science
of psychology acknowledged the self-image and its key
role in human behavior, psychology's answer to the ques-
tions of how the self-image exerts its influence, how it
creates a new personality, what happens inside the human
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nervous system when the self-image is changed, was
"somehow."

I found most of my answers in the new science of Cyber-
netics, which restored teleology as a respectable concept
in science. It is rather strange that the new science of
Cybernetics grew out of the work of physicists and mathe-
maticians rather than that of psychologists, especially
when it is understood that Cybernetics has to do with tele-
ology—goal-striving, goal-oriented behavior of mechani-
cal systems. Cybernetics explains "what happens" and
"what is necessary" in the purposeful behavior of ma-
chines. Psychology, with all its vaunted knowledge of the
human psyche, had no satisfactory answer for such a sim-
ple goal-oriented, purposeful situation as, for example,
how it is possible for a human being to pick up a cigarette
from a coffee table and place it in his mouth. But the
physicist had an answer. The proponents of many psycho-
logical theories were somewhat comparable men who
speculated as to what was in outer space and on other
planets, but could not tell what was in their own back-
yards.

The new science of Cybernetics made possible an im-
portant breakthrough in psychology. I myself take no
credit for the breakthrough, other than the recognition of
it.

The fact that this breakthrough came from the work of
physicists and mathematicians should not surprise us. Any
breakthrough in science is likely to come from outside the
system. "Experts" are the most thoroughly familiar with
the developed knowledge inside the prescribed boundaries
of a given science. Any new knowledge must usually come
from the outside—not from "experts," but from what
someone has defined as an "inpert."

Pasteur was not an M.D. The Wright brothers were not
aeronautical engineers but bicycle mechanics. Einstein,
properly speaking, was not a physicist but a mathemati-
cian. Yet his findings in mathematics completely turned
upside down all the pet theories in physics. Madame Curie
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was not an M.D. but a physicist, yet she made important
contributions to medical science.

How You Can Use This New Knowledge

In this book I have attempted not only to inform you of
this new knowledge from the field of Cybernetics but also
to demonstrate how you can use it in your own life to
achieve goals that are important to you.

GENERAL PRINCIPLES

The "self-image" is the key to human personality and
human behavior. Change the self-image and you change
the personality and the behavior.

But mote than this. The "self-image" sets the bound-
aries of individual accomplishment. It defines what you
can and cannot do. Expand the self-image and you ex-
pand the "area of the possible." The development of an
adequate, realistic self-image will seem to imbue the in-
dividual with new capabilities, new talents and literally
turn failure into success.

Self-image psychology has not only been proved on its
own merits, but it explains many phenomena which have
long been known but not properly understood in the past.
For example, there is today irrefutable clinical evidence
in the fields of individual psychology, psychosomatic
medicine and industrial psychology that there are "suc-
cess-type personalities" and "failure-type personalities,"
"happiness-prone personalities" and "unhappiness-prone
personalities," and "health-prone personalities" and "dis-
ease-prone personalities." Self-image psychology throws
new light on these and many other observable facts of
life. It throws new light on "the power of positive think-
ing," and more importantly, explains why it "works" with
some individuals and not with others. ("Positive thinking"
does indeed "work" when it is consistent with the individ-
ual's self-image. It literally cannot "work" when it is
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inconsistent with the self-image—until the self-image it-
self has been changed.)

In order to understand self-image psychology, and use
it in your own life, you need to know something of the
mechanism it employs to accomplish its goal. There is an
abundance of scientific evidence which shows that the
human brain and nervous system operate purposefully in
accordance with the known principles of Cybernetics to
accomplish goals of the individual. Insofar as function is
concerned, the brain and nervous system constitute a mar-
velous and complex "goal-striving mechanism," a sort of
built-in automatic guidance system which works for you
as a "success mechanism," or against you as a "failure
mechanism," depending on how "YOU," the operator,
operate it and the goals you set for it.

It is also rather ironic that Cybernetics, which began as
a study of machines and mechanical principles, goes far
to restore the dignity of man as a unique, creative being.
Psychology, which began with the study of man's psyche,
or soul, almost ended by depriving man of his soul. The
behaviorist, who understood neither the "man" nor his
machine, and thereby confused the one with the other,
told us that thought is merely the movement of electrons
and consciousness merely a chemical action. "Will" and
"purpose" were myths. Cybernetics, which began with the
study of physical machines, makes no such mistake. The
science of Cybernetics does not tell us that "man" is a
machine but that man has and uses a machine. Moreover,
it tells us how that machine functions and how it can be
used.

EXPERIENCING IS THE SECRET

The self-image is changed, for better or worse, not by
intellect alone, nor by intellectual knowledge alone, but
by "experiencing." Wittingly or unwittingly you devel-
oped your self-image by your creative experiencing in the
past. You can change it by the same method.
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It is not the child who is taught about love but the child
who has experienced love that grows into a healthy,
happy, well-adjusted adult. Our present state of self-con-
fidence and poise is the result of what we have "experi-
enced" rather than what we have learned intellectually.

Self-image psychology also bridges the gap and resolves
apparent conflicts between the various therapeutic
methods used today. It furnishes a common denominator
for direct and indirect counselling, clinical psychology,
psychoanalysis, and even auto-suggestion. All in one way
or another use creative experiencing to build a better self-
image. Regardless of theories, this is what really happens,
for example, in the "therapeutic situation" employed by
the psychoanalytical school: The analyst never criticizes,
disapproves, or moralizes, is never shocked, as the patient
pours out his fears, his shames, his guilt-feelings and his
"bad thoughts." For perhaps the first time in his life the
patient experiences acceptance as a human being; he
"feels" that his self has some worth and dignity, and he
comes to accept himself, and to conceive of his "self" in
new terms.

SCIENCE DISCOVERS
"SYNTHETIC" EXPERIENCE

Another discovery, this time in the field of experimental
and clinical psychology, enables us to use "experiencing"
as a direct and controlled method of changing the self-
image. Actual, real-life experience can be a hard and ruth-
less teacher. Throw a man in water over his head and the
experience may teach him to swim. The same experience
may cause another man to drown. The Army "makes a
man" out of many young boys. But there is no doubting
that Army experience also makes many psycho-neurotics.
For centuries it has been recognized that "Nothing suc-
ceeds like success." We learn to function successfully by
experiencing success. Memories of past successes act as
built-in "stored information" which gives us self-confi-
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dence for the present task. But how can a person draw
upon memories of past successful experiences when he has
experienced only failure? His plight is somewhat compa-
rable to the young man who cannot secure a job because
he has no experience, and cannot acquire experience be-
cause he cannot get a job.

This dilemma was solved by another important dis-
covery which, for all practical purposes, allows us to syn-
thesize "experience," to literally create experience, and
control it, in the laboratory of our minds. Experimental
and clinical psychologists have proved beyond a shadow
of a doubt that the human nervous system cannot tell the
difference between an "actual" experience and an experi-
ence imagined vividly and in detail. Although this may
appear to be a rather extravagant statement, in this book
we will examine some controlled laboratory experiments
where this type of "synthetic" experience has been used
in very practical ways to improve skill in dart throwing
and shooting basketball goals. We will see it at work in
the lives of individuals who have used it to improve their
skill in public speaking, overcome fear of the dentist, de-
velop social poise, develop self-confidence, sell more
goods, become more proficient in chess—and in practi-
cally every other conceivable type of situation where "ex-
perience" is recognized to bring success. We will take a
look at an amazing experiment in which two prominent
doctors arranged things so that neurotics could experience
"normally," and thereby cured them!

Perhaps most important of all, we will learn how
chronically unhappy people have learned to enjoy life by
"experiencing" happiness!

THE SECRET OF USING THIS BOOK TO
CHANGE YOUR LIFE

This book has been designed not merely to be read but
to be experienced.

You can acquire information from reading a book. But
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to "experience" you must creatively respond to informa-
tion. Acquiring information itself is passive. Experiencing
is active. When you "experience," something happens in-
side your nervous system and your midbrain. New "en-
grams" and "neural" patterns are recorded in the gray
matter of your brain.

This book has been designed to force you literally to
"experience." Tailor-made, prefabricated "case histories"
have been kept intentionally to a minimum. Instead, you
are asked to furnish your own "case histories" by exercis-
ing imagination and memory.

I have not supplied "summaries" at the end of each
chapter. Instead, you are asked to jot down the most im-
portant points which appeal to you as key points which
should be remembered. You will digest the information in
this book better if you do your own analysis and summa-
tion of the chapters.

Finally, you will find throughout the book certain
things to do and certain practice exercises which you are
asked to perform. These exercises are simple and easy to
perform, but they must be done regularly if you are to
derive maximum benefit from them.

RESERVE JUDGMENT FOR 21 DAYS

Do not allow yourself to become discouraged if noth-
ing seems to happen when you set about practicing the
various techniques outlined in this book for changing
your self-image. Instead reserve judgment—and go on
practicing—for a minimum period of 21 days.

It usually requires a minimum of about 21 days to
effect any perceptible change in a mental image. Follow-
ing plastic surgery it takes about 21 days for the average
patient to get used to his new face. When an arm or leg
is amputated the "phantom limb" persists for about 21
days. People must live in a new house for about three
weeks before it begins to "seem like home." These, and
may other commonly observed phenomena tend to show
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that it requires a minimum of about 21 days for an old
mental image to dissolve and a new one to jell.

Therefore you will derive more benefit from this book
if you will secure your own consent to reserve critical
judgment for at least three weeks. During this time do not
be continually looking over your shoulder, so to speak,
or trying to measure your progress. During these 21 days
do not argue intellectually with the ideas presented, do
not debate with yourself as to whether they will work or
not. Perform the exercises, even if they seem impractical
to you. Persist in playing your new role, in thinking of
yourself in new terms, even if you seem to yourself to be
somewhat hypocritical in doing so, and even if the new
self-image feels a little uncomfortable or "unnatural."

You can neither prove nor disprove with intellectual
argument the ideas and concepts described in this book,
or simply by talking about them. You can prove them to
yourself by doing them and judging results for yourself.
I am only asking that you reserve critical judgment and
analytical argument for 21 days so that you will give
yourself a fair chance to prove or disprove their validity
in your own life.

The building of an adequate self image is something
that should continue throughout a lifetime. Admittedly
you cannot accomplish a lifetime of growth in three weeks'
time. But, you can experience improvement within three
weeks' time—and sometimes the improvement is quite
dramatic.

WHAT IS SUCCESS?

Since I use the words "success" and "successful"
throughout this book, I think it is important at the outset
that I define those terms.

As I use it, "success" has nothing to do with pres-
tige symbols, but with creative accomplishment. Rightly
speaking no man should attempt to be "a success," but
every man can and should attempt to be "successful."
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Trying to be "a success" in terms of acquiring prestige
symbols and wearing certain badges leads to neuroticism,
and frustration and unhappiness. Striving to be "success-
ful" brings not only material success, but satisfaction, ful-
fillment and happiness.

Noah Webster defined success as "the satisfactory
accomplishment of a goal sought for." Creative striving
for a goal that is important to you as a result of your own
deep-felt needs, aspirations and talents (and not the sym-
bols which the "Joneses" expect you to display) brings
happiness as well as success because you will be function-
ing as you were meant to function. Man is by nature a
goal-striving being. And because man is "built that way"
he is not happy unless he is functioning as he was made
to function—as a goal-striver. Thus true success and true
happiness not only go together but each enhances the
other.
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CHAPTER ONE

The Self Image:
Your Key to a Better Life

DURING the past decade" a revolution has been quietly
going on in the fields of psychology, psychiatry, and
medicine.

New theories and concepts concerning the "self" have
grown out of the work and findings of clinical psycholo-
gists, practicing psychiatrists and cosmetic or so-called
"plastic surgeons." New methods growing out of these
findings have resulted in rather dramatic changes in per-
sonality, health, and apparently even in basic abilities and
talents. Chronic failures have become successful. "F"
students have changed into "straight A" pupils within a
matter of days and with no extra tutoring. Shy, retiring,
inhibited personalities have become happy and outgoing.

Writing in the January, 1959 issue of Cosmopolitan
magazine, T. F. James summarizes the results obtained
by various psychologists and M.D.'s as follows:

"Understanding the psychology of the self can mean the
difference between success and failure, love and hate, bit-
terness and happiness. The discovery of the real self can
rescue a crumbling marriage, recreate a faltering career,
transform victims of 'personality failure.' On another
plane, discovering your real self means the difference be-
tween freedom and the compulsions of conformity."

1
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Your Key to a Better Life

The most important psychologic discovery of this cen-
tury is the discovery of the "self-image." Whether we real-
ize it or not, each of us carries about with us a mental
blueprint or picture of ourselves. It may be vague and
ill-defined to our conscious gaze. In fact, it may not be
consciously recognizable at all. But it is there, complete
down to the last detail. This self-image is our own con-
ception of the "sort of person I am." It has been built up
from our own beliefs about ourselves. But most of these
beliefs about ourselves have unconsciously been formed
from our past experiences, our successes and failures, our
humiliations, our triumphs, and the way other people have
reacted to us, especially in early childhood. From all these
we mentally construct a "self" (or a picture of a self).
Once an idea or belief about ourselves goes into this pic-
ture it becomes "true," as far as we personally are con-
cerned. We do not question its validity, but proceed to
act upon it just as if it were true.

This self-image becomes a golden key to living a better
life because of two important discoveries:

(1) All your actions, feelings, behavior—even your
abilities—are always consistent with this self-image.

In short, you will "act like" the sort of person you con-
ceive yourself to be. Not only this, but you literally can-
not act otherwise, in spite of all your conscious efforts or
will power. The man who conceives himself to be a "fail-
ure-type person" will find some way to fail, in spite of all
his good intentions, or his will power, even if opportunity
is literally dumped in his lap. The person who conceives
himself to be a victim of injustice, one "who was meant
to suffer," will invariably find circumstances to verify his
opinions.

The self-image is a "premise," a base, or a foundation
upon which your entire personality, your behavior, and
even your circumstances are built. Because of this our ex-
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periences seem to verify, and thereby strengthen our self
images, and a vicious or a beneficent cycle, as the case
may be, is set up.

For example, a schoolboy who sees himself as an "F"
type student, or one who is "dumb in mathematics," will
invariably find that his report card bears him out. He then
has "proof." A young girl who has an image of herself
as the sort of person nobody likes will find indeed that
she is avoided at the school dance. She literally invites re-
jection. Her woe-begone expression, her hang-dog man-
ner, her over-anxiousness to please, or perhaps her un-
conscious hostility towards those she anticipates will
affront her—all act to drive away those whom she would
attract. In the same manner, a salesman or a businessman
will also find that his actual experiences tend to "prove"
his self-image is correct.

Because of this objective "proof" it very seldom occurs
to a person that his trouble lies in his self-image or his
own evaluation of himself. Tell the schoolboy that he only
"thinks" he cannot master algebra, and he will doubt
your sanity. He has tried and tried, and still his report
card tells the story. Tell the salesman that it is only an idea
that he cannot earn more than a certain figure, and he can
prove you wrong by his order book. He knows only too
well how hard he has tried and failed. Yet, as we shall
see later, almost miraculous changes have occurred both
in grades of students, and in the earning capacity of sales-
men—when they were prevailed upon to change their self-
images.

(2) The self-image can be changed. Numerous case his-
tories have shown that one is never too young nor too old
to change his self-image and thereby start to live a new
life.

One of the reasons it has seemed so difficult for a per-
son to change his habits, his personality, or his way of life,
has been that heretofore nearly all efforts at change have
been directed to the circumference of the self, so to speak,
rather than to the center. Numerous patients have said to
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me something like the following: "If you are talking about
'positive thinking,' I've tried that before, and it just doesn't
work for me." However, a little questioning invariably
brings out that these individuals have employed "posi-
tive thinking," or attempted to employ it, either upon par-
ticular external circumstances, or upon some particular
habit or character defect ("I will get that job." "I will be
more calm and relaxed in the future." "This business ven-
ture will turn out right for me," etc.) But they had never
thought to change their thinking of the "self" which was
to accomplish these things.

Jesus warned us about the folly of putting a patch of
new material upon an old garment, or of putting new wine
into old bottles. "Positive thinking" cannot be used effec-
tively as a patch or a crutch to the same self image. In
fact, it is literally impossible to really think about a par-
ticular situation, as long as you hold a negative concept
of self. And, numerous experiments have shown that once
the concept of self is changed, other things consistent with
the new concept of self, are accomplished easily and with-
out strain.

One of the earliest and most convincing experiments
along this line was conducted by the late Prescott Lecky,
one of the pioneers in self-image psychology. Lecky con-
ceived of the personality as a "system of ideas," all of
which must seem to be consistent with each other. Ideas
which are inconsistent with the system are rejected, "not
believed," and not acted upon. Ideas which seem to be
consistent with the system are accepted. At the very center
of this system of ideas—the keystone—the base upon
which all else is built, is the individual's "ego ideal," his
"self-image," or his conception of himself. Lecky was a
school teacher and had an opportunity to test his theory
upon thousands of students.

Lecky theorized that if a student had trouble learning a
certain subject, it could be because (from the student's
point of view) it would be inconsistent for him to learn it.
Lecky believed, however, that if you could change the
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student's self-conception, which underlies this viewpoint,
his attitude toward the subject would change accordingly.
If the student could be induced to change his self-defini-
tion, his learning ability should also change. This proved
to be the case. One student who misspelled 55 words out
of a hundred and flunked so many subjects that he lost
credit for a year, made a general average of 91 the next
year and became one of the best spellers in school. A boy
who was dropped from one college because of poor
grades, entered Columbia and became a straight "A" stu-
dent. A girl who had flunked Latin four times, after three
talks with the school counselor, finished with a grade of
84. A boy who was told by a testing bureau that he had no
aptitude for English, won honorable mention the next
year for a literary prize.

The trouble with these students was not that they were
dumb, or lacking in basic aptitudes. The trouble was an
inadequate self-image ("I don't have a mathematical
mind"; "I'm just naturally a poor speller"). They "iden-
tified" with their mistakes and failures. Instead of saying
"I failed that test" (factual and descriptive) they con-
cluded "I am a failure." Instead of saying "I flunked that
subject" they said "I am a flunk-out." For those who are
interested in learning more of Lecky's work, I recommend
securing a copy of his book: Self Consistency, a Theory
of Personality, The Island Press, New York, N.Y.

Lecky also used the same method to cure students of
such habits as nail biting and stuttering.

My own files contain case histories just as convincing:
the man who was so afraid of strangers that he seldom
ventured out of the house, and who now makes his living
as a public speaker. The salesman who had already pre-
pared a letter of resignation because he "just wasn't cut
out for selling," and six months later was number one
man on a force of 100 salesmen. The minister who was
considering retirement because "nerves" and the pressure
of preparing a sermon a week were getting him down, and
now delivers an average of three "outside talks" a week
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in addition to his weekly sermons and doesn't know he
has a nerve in his body.

How a Plastic Surgeon Became Interested
in Self-Image Psychology

Offhand, there would seem to be little or no connection
between surgery and psychology. Yet, it was the work of
the plastic surgeon which first hinted at the existence of
the "self image" and raised certain questions which led to
important psychologic knowledge.

When I first began the practice of plastic surgery many
years ago, I was amazed by the dramatic and sudden
changes in character and personality which often resulted
when a facial defect was corrected. Changing the physical
image in many instances appeared to create an entirely
new person. In case after case the scalpel that I held
in my hand became a magic wand that not only trans-
formed the patient's appearance, but transformed his
whole life. The shy and retiring became bold and cou-
rageous. A "moronic," "stupid" boy changed into an alert,
bright youngster who went on to become an executive with
a prominent firm. A salesman who had lost his touch and
his faith in himself became a model of self confidence.
And perhaps the most startling of all was the habitual
"hardened" criminal who changed almost overnight from
an incorrigible who had never showed any desire to
change, into a model prisoner who won a parole and went
on to assume a responsible role in society.

Some twenty years ago I reported many such case his-
tories in my book New Faces—New Futures. Following
its publication, and similar articles in leading magazines,
I was besieged with questions by criminologists, sociol-
ogists and psychiatrists.

They asked questions that I could not answer. But they
did start me upon a search. Strangely enough, I learned
as much if not more from my failures as from my suc-
cesses.
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It was easy to explain the successes. The boy with the
too-big ears, who had been told that he looked like a
taxi-cab with both doors open. He had been ridiculed all
his life—often cruelly. Association with playmates meant
humiliation and pain. Why shouldn't he avoid social con-
tacts? Why shouldn't he become afraid of people and
retire into himself? Terribly afraid to express himself in
any way it was no wonder he became known as a moron.
When his ears were corrected, it would seem only natural
that the cause of his embarrassment and humiliation had
been removed and that he should assume a normal role
in life—which he did.

Or consider the salesman who suffered a facial dis-
figurement as the result of an automobile accident. Each
morning when he shaved he could see the horrible dis-
figuring scar on Ms cheek and the grotesque twist to his
mouth. For the first time in his life he became painfully
self-conscious. He was ashamed of himself and felt that
his appearance must be repulsive to others. The scar be-
came an obsession with him. He was "different" from other
people. He began to "wonder" what others were thinking
of him. Soon Ms ego was even more mutilated than his
face. He began to lose confidence in himself. He became
bitter and hostile. Soon almost all his attention was
directed toward himself—and his primary goal became
the protection of his ego and the avoidance of situations
which might bring humiliation. It is easy to understand
how the correction of his facial disfigurement and the res-
toration of a "normal" face would overnight change this
man's entire attitude and outlook, his feelings about him-
self, and result in greater success in his work.

But what about the exceptions who didn't change? The
Duchess who all her life had been terribly shy and self-
conscious because of a tremendous hump in her nose?
Although surgery gave her a classic nose and a face that
was truly beautiful, she still continued to act the part of
the ugly duckling, the unwanted sister who could never
bring herself to look another human being in the eye. If
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the scalpel itself was magic, why did it not work on the
Duchess?

Or what about all the others who acquired new faces
but went right on wearing the same old personality? Or
how explain the reaction of those people who insist that
the surgery has made no difference whatsoever in their
appearance? Every plastic surgeon has had this experi-
ence and has probably been as baffled by it as I was. No
matter how drastic the change in appearance may be, there
are certain patients who will insist that "I look just the
same as before—you didn't do a thing." Friends, even
family, may scarcely recognize them, may become enthu-
siastic over their newly acquired "beauty," yet the patient
herself insists that she can see only slight or no improve-
ment, or in fact deny that any change at all has been made.
Comparison of "before" and "after" photographs does
little good, except possibly to arouse hostility. By some
strange mental alchemy the patient will rationalize, "Of
course, I can see that the hump is no longer in my nose
—but my nose still looks just the same," or, "The scar
may not show any more, but it's still there."

Scars That Bring Pride Instead of Shame

Still another clue in search of the elusive self image was
the fact that not all scars or disfigurements bring shame
and humiliation. When I was a young medical student in
Germany, I saw many another student proudly wearing
his "saber scar" much as an American might wear the
Medal of Honor. The duelists were the elite of college
society and a facial scar was the badge that proved you a
member in good standing. To these boys, the acquisition
of a horrible scar on the cheek had the same psychologic
effect as the eradication of the scar from the cheek of my
salesman patient. In old New Orleans a Creole wore an
eye patch in much the same way. I began to see that a
knife itself held no magical powers. It could be used on
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one person to inflict a scar and on another to erase a scar,
with the same psychological results.

The Mystery of Imaginary Ugliness

To a person handicapped by a genuine congenital de-
fect, or suffering from an actual facial disfigurement as a
result of an accident, plastic surgery can indeed seemingly
perform magic. From such cases it would be easy to
theorize that the cure-all for all neuroses, unhappiness,
failure, fear, anxiety and lack of self-confidence would be
wholesale plastic surgery to remove all bodily defects.
However, according to this theory, persons with normal
or acceptable faces should be singularly free from all
psychological handicaps. They should be cheerful, happy,
self-confident, free from anxiety and worry. We know only
too well this is not true.

Nor can such a theory explain the people who visit the
office of a plastic surgeon and demand a "face lift" to
cure a purely imaginary ugliness. There are the 35- or 45-
year-old women who are convinced that they look "old"
even though their appearance is perfectly "normal" and in
many cases unusually attractive.

There are the young girls who are convinced that they
are "ugly" merely because their mouth, nose or bust
measurement does not exactly match that of the currently
reigning movie queen. There are men who believe that
their ears are too big or their noses too long. No ethical
plastic surgeon would even consider operating upon these
people, but unfortunately the quacks, or so-called
"beauty doctors" whom no medical association will admit
to membership, have no such qualms.

Such "imaginary ugliness" is not at all uncommon. A
recent survey of college co-eds showed that 90 per cent
were dissatisfied in some way with their appearance. If
the words "normal" or "average" mean anything at all, it
is obvious that 90 per cent of our population cannot be
"abnormal" or "different" or "defective" in appearance.
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Yet, similar surveys have shown that approximately the
same percentage of our general population find some rea-
son to be ashamed of their body-image.

These people react just as if they suffered an actual dis-
figurement. They feel the same shame. They develop the
same fears and anxieties. Their capacity to really "live"
fully is blocked and choked by the same sort of psycho-
logic roadblocks. Their "scars," though mental and emo-
tional rather than physical, are just as debilitating.

The Self-image—the Real Secret

Discovery of the self-image explains all the apparent
discrepancies we have been discussing. It is the common
denominator—the determining factor in all our case his-
tories, the failures as well as the successes.

The secret is this: To really "live," that is to find life
reasonably satisfying, you must have an adequate and
realistic self image that you can live with. You must find
your self acceptable to "you." You must have a whole-
some self-esteem. You must have a self that you can trust
and believe in. You must have a self that you are not
ashamed to "be," and one that you can feel free to ex-
press creatively, rather than to hide or cover up. You must
have a self that corresponds to reality so that you can
function effectively in a real world. You must know your-
self—both your strengths and your weaknesses and be
honest with yourself concerning both. Your self-image
must be a reasonable approximation of "you," being
neither more than you are, nor less than you are.

When this self-image is intact and secure, you feel
"good." When it is threatened, you feel anxious and in-
secure. When it is adequate and one that you can be
wholesomely proud of, you feel self-confident. You feel
free to "be yourself" and to express yourself. You func-
tion at your optimum. When it is an object of shame, you
attempt to hide it rather than express it. Creative expres-
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sion is blocked. You become hostile and hard to get along
with.

If a scar on the face enhances the self-image (as in the
case of the German duelist), self-esteem and self-confi-
dence are increased. If a scar on the face detracts from the
self-image (as in the case of the salesman), loss of self-
esteem and self-confidence results.

When a facial disfigurement is corrected by plastic sur-
gery, dramatic psychologic changes result only if there is
a corresponding correction of the mutilated self-image.
Sometimes the image of a disfigured self persists even after
successful surgery, much the same as the "phantom limb"
may continue to feel pain years after the physical arm or
leg has been amputated.

I Begin a New Career

These observations led me into a new career. Some 15
years ago I became convinced that the people who con-
sult a plastic surgeon need more than surgery and that
some of them do not need surgery at all. If I were to treat
these people as patients, as a whole person rather than as
merely a nose, ear, mouth, arm or leg, I needed to be in a
position to give them something more. I needed to be able
to show them how to obtain a spiritual face lift, how to
remove emotional scars, how to change their attitudes and
thoughts as well as their physical appearance.

This study has been most rewarding. Today, I am more
convinced than ever that what each of us really wants,
deep down, is more LIFE. Happiness, success, peace of
mind, or whatever your own conception of supreme good
may be, is experienced in its essence as-more life. When
we experience expansive emotions of happiness, self-con-
fidence, and success, we enjoy more life. And to the degree
that we inhibit our abilities, frustrate our God-given tal-
ents, and allow ourselves to suffer anxiety, fear, self-con-
demnation and self-hate, we literally choke off the life
force available to us and turn our back upon the gift
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which our Creator has made. To the degree that we deny
the gift of life, we embrace death.

YOUR PROGRAM FOR BETTER LIVING

In my opinion, psychology during the past 30 years has
become far too pessimistic regarding man and his poten-
tiality for both change and greatness. Since psychologists
and psychiatrists deal with so-called "abnormal" people,
the literature is almost exclusively taken up with man's
various abnormalities, his tendencies toward self-destruc-
tion. Many people, I am afraid, have read so much of
this type of thing that they have come to regard such
things as hatred, the "destructive insinct," guilt, self-
condemnation, and all the other negatives as "normal
human behavior." The average person feels awfully weak
and impotent when he thinks of the prospect of pitting
his puny will against these negative forces in human
nature, in order to gain health and happiness. If this were
a true picture of human nature and the human condition,
"self-improvement" would indeed be a rather futile thing.

However, I believe, and the experiences of my many
patients have confirmed the fact, that you do not have to
do the job alone. There is within each one of us a "life
instinct," which is forever working toward health, happi-
ness, and all that makes for more life for the individual.
This "life instinct" works for you through what I call the
Creative Mechanism, or when used correctly the "Suc-
cess Mechanism" built into each human being.

New Scientific Insights into "Subconscious Mind"

The new science of "Cybernetics" has furnished us with
convincing proof that the so-called "subconscious mind"
is not a "mind" at all, but a mechanism—a goal-striving
"servo-mechanism" consisting of the brain and nervous
system, which is used by, and directed by mind. The



THE SELF IMAGE 13

latest, and most usable concept is that man does not have
two "minds," but a mind, or consciousness, which "oper-
ates" an automatic, goal-striving machine. This automatic,
goal-striving machine functions very similarly to the way
that electronic servo-mechanisms function, as far as basic
principles are concerned, but it is much more marvelous,
much more complex, than any electronic brain or guided
missile ever conceived by man.

This Creative Mechanism within you is impersonal. It
will work automatically and impersonally to achieve
goals of success and happiness, or unhappiness and fail-
ure, depending upon the goals which you yourself set for
it. Present it with "success goals" and it functions as a
"Success Mechanism." Present it with negative goals, and
it operates just as impersonally, and just as faithfully as a
"Failure Mechanism."

Like any other servo-mechanism, it must have a clear-
cut goal, objective, or "problem" to work upon.

The goals that our own Creative Mechanism seeks to
achieve are MENTAL IMAGES, or mental pictures,
which we create by the use of IMAGINATION.

The key goal-image is our Self-image.
Our Self-Image prescribes the limits for the accomplish-

ment of any particular goals. It prescribes the "area of the
possible."

Like any other servo-mechanism, our Creative Mech-
anism works upon information and data which we feed
into it (our thoughts, beliefs, interpretations). Through
our attitudes and interpretations of situations, we "de-
scribe" the problem to be worked upon.

If we feed information and data into our Creative
Mechanism to the effect that we ourselves are unworthy,
inferior, undeserving, incapable (a negative self-image)
this data is processed and acted upon as any other data
in giving us the "answer" in the form of objective experi-
ence.

Like any other servo-mechanism, our Creative Mecha-
nism makes use of stored information, or "memory," in
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solving current problems and responding to current situa-
tions.

Your program for getting more living out of life con-
sists in first of all, learning something about this Creative
Mechanism, or automatic guidance system within you and
how to use it as a Success Mechanism, rather than as a
Failure Mechanism.

The method itself consists in learning, practicing, and
experiencing, new habits of thinking, imagining, remem-
bering, and acting in order to (1) develop an adequate
and realistic Self-image, and (2) use your Creative Mech-
anism to bring success and happiness in achieving particu-
lar goals.

If you can remember, worry, or tie your shoe, you can
succeed.

As you will see later, the method to be used consists of
creative mental picturing, creatively experiencing through
your imagination, and the formation of new automatic
reaction patterns by "acting out" and "acting as if."

I often tell my patients that "If you can remember,
worry, or tie your shoe, you will have no trouble applying
this method." The things you are called upon to do are
simple, but you must practice and "experience." Visualiz-
ing, creative mental picturing, is no more difficult than
what you do when you remember some scene out of the
past, or worry about the future. Acting out new action
patterns is no more difficult than "deciding," then follow-
ing through on tying your shoes in a new and different
manner each morning, instead of continuing to tie them
in your old "habitual way," without thought or decision.



CHAPTER TWO

Discovering the Success Mechanism
Within You

IT may seem strange, but it is nevertheless true that up
until ten years ago scientists had no idea of just how the
human brain and nervous system worked "purposely" or
to achieve a goal. They knew what happened from having
made long and meticulous observations. But no single
theory of underlying principles tied all these phenomena
together into a concept that made sense. R. W. Gerard,
writing in Scientific Monthly in June, 1946, on the brain
and imagination, stated that it was sad but true that most
of our understanding of the mind would remain as valid
and useful if, for all we knew, the cranium were stuffed
with cotton wadding.

However, when man himself set out to build an "elec-
tronic brain," and to construct goal-striving mechanisms
of his own, he had to discover and utilize certain basic
principles. Having discovered them, these scientists began
to ask themselves: Could this be the way that the human
brain works also? Could it be that in making man, our
Creator provided us with a servo-mechanism more
marvelous and wonderful than any electronic brain or
guidance system ever dreamed of by man, but operating
according to the same basic principles? In the opinion of
famous Cybernetic scientists like Dr. Norbert Wiener, Dr.
John von Newmann, and others, the answer was an un-
qualified "yes."

15
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Your Built-in Guidance System

Every living thing has a built-in guidance system or
goal-striving device, put there by its Creator to help it
achieve its goal—which is, in broad terms—to "live." In
the simpler forms of life the goal "to live" simply means
physical survival for both the individual and the species.
The built-in mechanism in animals is limited to finding
food and shelter, avoiding or overcoming enemies and
hazards, and procreation to insure the survival of the
species.

In man, the goal "to live" means more than mere sur-
vival. For an animal to "live" simply means that certain
physical needs must be met. Man has certain emotional
and spiritual needs which animals do not have. Conse-
quently for man to "live" encompasses more than physical
survival and procreation of the species. It requires certain
emotional and spiritual satisfactions as well. Man's built-
in "Success Mechanism" also is much broader in scope
than an animal's. In addition to helping man avoid or
overcome danger, and the "sexual instinct" which helps
keep the race alive, the Success Mechanism in man can
help him get answers to problems, invent, write poetry,
run a business, sell merchandise, explore new horizons in
science, attain more peace of mind, develop a better per-
sonality, or achieve success in any other activity which is
intimately tied in to his "living" or makes for a fuller life.

The Success "Instinct'

A squirrel does not have to be taught how to gather
nuts. Nor does it need to learn that it should store them
for winter. A squirrel born in the spring has never experi-
enced winter. Yet in the fall of the year it can be observed
busily storing nuts to be eaten during the winter months
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when there will be no food to be gathered. A bird does
not need to take lessons in nest-building. Nor does it need
to take courses in navigation. Yet birds do navigate
thousands of miles, sometimes over open sea. They have
no newspapers or TV to give them weather reports, no
books written by explorer or pioneer birds to map out for
them the warm areas of the earth. Nonetheless the bird
"knows" when cold weather is imminent and the exact
location of a warm climate even though it may be thou-
sands of miles away.

In attempting to explain such things we usually say that
animals have certain "instincts" which guide them. Ana-
lyze all such instincts and you will find they assist the
animal to successfully cope with its environment. In short,
animals have a "success instinct."

We often overlook the fact that man too has a success
instinct, much more marvelous and much more complex
than that of any animal. Our Creator did not short-change
man. On the other hand, man was exceptionally blessed in
this regard.

Animals cannot select their goals. Their goals (self-pres-
ervation and procreation) are pre-set, so to speak. And
their success mechanism is limited to these built-in goal-
images, which we call "instincts."

Man, on the other hand, has something animals haven't
—Creative Imagination. Thus man of all creatures is more
than a creature, he is also a creator. With his imagination
he can formulate a variety of goals. Man alone can direct
his Success Mechanism by the use of imagination, or
imaging ability.

We often think of "Creative Imagination" as applying
only to poets, inventors, and the like. But imagination is
creative in everything we do. Although they did not under-
stand why, or how imagination sets our creative mecha-
nism into action, serious thinkers of all ages, as well as
hard-headed "practical" men, have recognized the fact and
made use of it. "Imagination rules the world," said Na-
poleon. "Imagination of all man's faculties is the most
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God-like," said Glenn Clark. "The faculty of imagination
is the great spring of human activity, and the principal
source of human improvement . . . Destroy this faculty,
and the condition of man will become as stationary as
that of the brutes," said Dugold Stewart, the famous Scot-
tish philosopher. "You can imagine your future," says
Henry J. Kaiser, who attributes much of his success in
business to the constructive, positive use of creative
imagination.

HOW YOUR SUCCESS MECHANISM WORKS

"You" are not a machine.
But new discoveries in the science of Cybernetics all

point to the conclusion that your physical brain and ner-
vous system make up a servo-mechanism which "You"
use, and which operates very much like an electronic com-
puter, and a mechanical goal-seeking device. Your brain
and nervous system constitute a goal-striving mechanism
which operates automatically to achieve a certain goal,
very much as a self-aiming torpedo or missile seeks out
its target and steers its way to it. Your built-in servo-
mechanism functions both as a "guidance system" to auto-
matically steer you in the right direction to achieve cer-
tain goals, or make correct responses to environment, and
also as an "electronic brain" which can function auto-
matically to solve problems, give you needed answers, and
provide new ideas or "inspirations." In his book The
Computer and the Brain, Dr. John von Newmann says
that the human brain possesses the attributes of both the
analogue and the digital computer.

The word "Cybernetics" comes from a Greek word
which means literally, "the steersman."

Servo-mechanisms are so constructed that they auto-
matically "steer" their way to a goal, target, or "answer."
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"PSYCHO-CYBERNETICS"—A NEW CONCEPT
OF HOW YOUR BRAIN WORKS

When we conceive of the human brain and nervous
system as a form of servo-mechanism, operating in accor-
dance with Cybernetic principles, we gain a new insight
into the why and wherefore of human behavior.

I choose to call this new concept "Psycho-Cybernetics":
the principles of Cybernetics as applied to the human
brain.

I must repeat. Psycho-Cybernetics does not say that
man is a machine. Rather, it says that man has a machine
which he uses. Let us examine some of the similarities
between mechanical servo-mechanisms and the human
brain:

THE TWO GENERAL TYPES OF
SERVO-MECHANISMS

Servo-mechanisms are divided into two general types:
(1) where the target, goal, or "answer" is known, and the
objective is to reach it or accomplish it, and (2) where
the target or "answer" is not known and the objective is
to discover or locate it. The human brain and nervous
system operates in both ways.

An example of the first type is the self-guided torpedo,
or the interceptor missile. The target or goal is known—
an enemy ship or plane. The objective is to reach it. Such
machines must "know" the target they are shooting for.
They must have some sort of propulsion system which
propels them forward in the general direction of the tar-
get. They must be equipped with "sense organs" (radar,
sonar, heat perceptors, etc.) which bring information from
the target. These "sense organs" keep the machine
informed when it is on the correct course (positive feed-
back) and when it commits an error and gets off course
(negative feedback). The machine does not react or re-
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spond to positive feedback. It is doing the correct thing
already and "just keeps on doing what it is doing." There
must be a corrective device, however, which will respond
to negative feedback. When negative feedback informs the
mechanism that it is "off the beam" too far to the right,
the corrective mechanism automatically causes the rudder
to move so that it will steer the machine back to the left.
If it "overcorrects" and heads too far to the left, this mis-
take is made known through negative feedback, and the
corrective device moves the rudder so it will steer the
machine back to the right. The torpedo accomplishes its
goal by going forward, making errors, and continually
correcting them. By a series of zigzags it literally "gropes"
its way to the goal.

Dr. Norbert Wiener, who pioneered in the development
of goal-seeking mechanisms in World War II, believes
that something very similar to the foregoing happens in
the human nervous system whenever you perform any
purposeful activity—even in such a simple goal-seeking
situation as picking up a package of cigarettes from a
table.

We are able to accomplish the goal of picking up the
cigarettes because of an automatic mechanism, and not
by "will" and forebrain thinking alone. All that the fore-
brain does is to select the goal, trigger it into action by
desire, and feed information to the automatic mechanism
so that your hand continually corrects its course.

In the first place, said Dr. Wiener, only an anatomist
would know all the muscles involved in picking up the
cigarettes. And if you knew, you would not consciously
say to yourself, "I must contract my shoulder muscles to
elevate my arm, now I must contract my triceps to extend
my arm, etc." You just go ahead and pick up the ciga-
rettes, and are not conscious of issuing orders to individ-
ual muscles, nor of computing just how much contrac-
tion is needed.

When "YOU" select the goal and trigger it into action,
an automatic mechanism takes over. First of all, you have
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picked up cigarettes, or performed similar movements be-
fore. Your automatic mechanism has "learned" something
of the correct response needed. Next, your automatic
mechanism uses feedback data furnished to the brain by
your eyes, which tells it "the degree to which the ciga-
rettes are not picked up." This feedback data enables the
automatic mechanism to continually correct the motion
of your hand, until it is steered to the cigarettes.

In a baby, just learning to use its muscles, the correc-
tion of the hand in reaching for a rattle is very obvious.
The baby has little "stored information" to draw upon.
Its hand zigzags back and forth and gropes obviously as
it reaches. It is characteristic of all learning that as learn-
ing takes place, correction becomes more and more re-
fined. We see this in a person just learning to drive a car,
who "over-corrects" and zigzags back and forth across
the street.

Once, however, a correct or "successful response" has
been accomplished—it is "remembered" for future use.
The automatic mechanism then duplicates this successful
response on future trials. It has "learned" how to respond
successfully. It "remembers" its successes, forgets its
failures, and repeats the successful action without any fur-
ther conscious "thought"—or as a habit.

How Your Brain Finds Answers to Problems

Now let us suppose that the room is dark so that you
cannot see the cigarettes. You know, or hope, there is a
package of cigarettes on the table, along with a variety of
other objects. Instinctively, your hand will begin to
"grope" back and forth, performing zigzag motions (or
"scanning") rejecting one object after another, until the
cigarettes are found and "recognized." This is an ex-
ample of the second type of servo-mechanism. Recalling a
name temporarily forgotten is another example. A "Scan-
ner" in your brain scans back through your stored memo-
ries until the correct name is "recognized." An electron-
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ic brain solves problems in much the same way. First of
all, a great deal of data must be fed into the machine.
This stored, or recorded information is the machine's
"memory." A problem is posed to the machine. It scans
back through its memory until it locates the only "answer"
which is consistent with and meets all the conditions of
the problem. Problem and answer together constitute a
"whole" situation or structure. When part of the situation
or structure (the problem) is given to the machine, it
locates the only "missing parts," or the right size brick, so
to speak, to complete the structure.

The more that is learned about the human brain, the
more closely it resembles—insofar as function is concerned
—a servo-mechanism. For example, Dr. Wilder Penfield,
director of the Montreal Neurological Institute, recently
reported at a meeting of the National Academy of
Sciences, that he had discovered a recording mechanism
in a small area of the brain, which apparently records
everything that a person has ever experienced, observed
or learned. During a brain operation in which the patient
was fully awake, Dr. Penfield happened to touch a small
area of the cortex with a surgical instrument. At once the
patient exclaimed that she was "reliving" an incident from
her childhood, which she had consciously forgotten. Fur-
ther experiments along this line brought the same results.
When certain areas of the cortex were touched, patients
did not merely "remember" past experiences, they "re-
lived" them, experiencing as very real all the sights,
sounds and sensations of the original experience. It was
just as if past experiences had been recorded on a tape
recorder and played back. Just how a mechanism as small
as the human brain can store such a vast amount of in-
formation is still a mystery.

British neurophysicist W. Grey Walter has said that at
least ten billion electronic cells would be needed to build
a facsimile of man's brain. These cells would occupy
about a million and a half cubic feet, and several addi-
tional millions of cubic feet would be needed for the
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"nerves" or wiring. Power required to operate it would
be one billion watts.

A Look at the Automatic Mechanism in Action

We marvel at the awesomeness of interceptor missiles
which can compute in a flash the point of interception of
another missile and "be there" at the correct instant to
make contact.

Yet, are we not witnessing something just as wonderful
each time we see a center fielder catch a fly ball? In order
to compute where the ball will fall, or where the "point
of interception" will be, he must take into account the
speed of the ball, its curvature of fall, its direction, wind-
age, initial velocity and the rate of progressive decrease
in velocity. He must make these computations so fast that
he will be able to "take off" at the crack of the bat. Next,
he must compute just how fast he must run, and in what
direction in order to arrive at the point of interception at
the same time the ball does. The center fielder doesn't even
think about this. His built-in goal-striving mechanism
computes it for him from data which he feeds it through
his eyes and ears. The computer in his brain takes this in-
formation, compares it with stored data (memories of
other successes and failures in catching fly balls). All
necessary computations are made in a flash and orders
are issued to his leg muscles—and he "just runs."

Science Can Build the Computer but Not the Operator

Dr. Wiener has said that at no time in the foreseeable
future will scientists be able to construct an electronic
brain anywhere near comparable to the human brain. "I
think that our gadget-conscious public has shown an un-
awareness of the special advantages and special disadvan-
tages of electronic machinery, as compared with the
human brain," he says. "The number of switching devices
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in the human brain vastly exceeds the number in any
computing machine yet developed, or even thought of for
design in the near future."

But even should such a machine be built, it would lack
an "operator." A computer does not have a forebrain, nor
an "I." It cannot pose problems to itself. It has no imag-
ination and cannot set goals for itself. It cannot determine
which goals are worthwhile and which are not. It has no
emotions. It cannot "feel." It works only on new data fed
to it by an operator, by feedback data it secures from its
own "sense organs" and from information previously
stored.

Is There an Infinite Storehouse of Ideas, Knowledge, and
Power?

Many great thinkers of all ages have believed that man's
"stored information" is not limited to his own memories
of past experiences, and learned facts. "There is one mind
common to all individual men," said Emerson, who com-
pared our individual minds to the inlets in an ocean of
universal mind.

Edison believed that he got some of his ideas from a
source outside himself. Once, when complimented for a
creative idea, he disclaimed credit, saying that "ideas are
in the air," and if he had not discovered it, someone else
would have.

Dr. J. B. Rhine, head of Duke University's Para-
psychology Laboratory, has proved experimentally that
man has access to knowledge, facts, and ideas, other than
his own individual memory or stored information from
learning or experience. Telepathy, clairvoyance, precogni-
tion have been established by scientific laboratory experi-
ments. His findings, that man possesses some "extra sen-
sory factor," which he calls "Psi," are no longer doubted
by scientists who have seriously reviewed his work. As
Professor R. H. Thouless of Cambridge University says,
"The reality of the phenomena must be regarded as



DISCOVERING YOUR SUCCESS MECHANISM 25

proved as certainly as anything in scientific research can
be proved."

"We have found," says Dr. Rhine, "that there is a ca-
pacity for acquiring knowledge that transcends the sen-
sory functions. This extra sensory capacity can give us
knowledge certainly of objective and very likely of sub-
jective states, knowledge of matter and most probably of
minds."

Schubert is said to have told a friend that his own
creative process consisted in "remembering a melody" that
neither he nor anyone else had ever thought of before.

Many creative artists, as well as psychologists who have
made a study of the creative process, have been impressed
by the similarity of creative inspiration, sudden revelation,
intuition, etc., and ordinary human memory.

Searching for a new idea, or an answer to a problem,
is in fact, very similar to searching memory for a name
you have forgotten. You know that the name is "there,"
or else you would not search. The scanner in your brain
scans back over stored memories until the desired name is
"recognized" or "discovered."

The Answer Exists Now

In much the same way, when we set out to find a new
idea, or the answer to a problem, we must assume that
the answer exists already—somewhere, and set out to find
it. Dr. Norbert Wiener has said, "Once a scientist attacks
a problem which he knows to have an answer, his entire
attitude is changed. He is already some fifty per cent of
his way toward that answer." (Norbert Wiener, The
Human Use of Human Beings, Houghton Mifflin, New
York.)

When you set out to do creative work—whether in the
field of selling, managing a business, writing a sonnet, im-
proving human relations, or whatever, you begin with a
goal in mind, an end to be achieved, a "target" answer,
which, although perhaps somewhat vague, will be "recog-
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nized" when achieved. If you really mean business, have
an intense desire, and begin to think intensely about all
angles of the problem—your creative mechanism goes to
work—and the "scanner" we spoke of earlier begins to
scan back through stored information, or "grope" its way
to an answer. It selects an idea here, a fact there, a series
of former experiences, and relates them—or "ties them to-
gether" into a meaningful whole which will "fill out" the
incompleted portion of your situation, complete your
equation, or "solve" your problem. When this solution is
served up to your consciousness—often at an unguarded
moment when you are thinking of something else—or per-
haps even as a dream while your consciousness is asleep
—something "clicks" and you at once "recognize" this as
the answer you have been searching for.

In this process, does your creative mechanism also have
access to stored information in a universal mind? Numer-
ous experiences of creative workers would seem to indi-
cate that it does. How else, for example, explain the ex-
perience of Louis Agassiz, told by his wife:

"He had been striving to decipher the somewhat obscure
impression of a fossil fish on the stone slab in which it was
preserved. Weary and perplexed, he put his work aside at
last and tried to dismiss it from his mind. Shortly after, he
waked one night persuaded that while asleep he had seen
his fish with all the missing features perfectly restored.

"He went early to the Jardin des Plantes, thinking that
on looking anew at the impression he would see something
to put him on the track of his vision. In vain—the blurred
record was as blank as ever. The next night he saw the
fish again, but when he waked it disappeared from his
memory as before. Hoping the same experience might be
repeated, on the third night he placed a pencil and paper
beside his bed before going to sleep.

"Towards morning the fish reappeared in his dream,
confusedly at first, but at last with such distinctness that
he no longer had any doubt as to its zoological characters.
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Still half dreaming, in perfect darkness, he traced these
characters on the sheet of paper at the bedside.

"In the morning he was surprised to see in his nocturnal
sketch features which he thought it impossible the fossil
itself would reveal. He hastened to the Jardin des Plantes
and, with his drawing as a guide, succeeded in chiseling
away the surface of the stone under which portions of the
fish proved to be hidden. When wholly exposed, the fossil
corresponded with his dream and his drawing, and he suc-
ceeded in classifying it with ease."

PRACTICE EXERCISE NO. 1

Get a New Mental Picture of Yourself

The unhappy, failure-type personality cannot develop a
new self-image by pure will power, or by arbitrarily decid-
ing to. There must be some grounds, some justification,
some reason for deciding that the old picture of self is in
error, and that a new picture is appropriate. You cannot
merely imagine a new self-image; unless you feel that it is
based upon truth. Experience has shown that when a per-
son does change his self-image, he has the feeling that for
one reason or another, he "sees," or realizes the truth
about himself.

The truth in this chapter can set you free of an old in-
adequate self-image, if you read it often, think intently \
about the implications, and "hammer home" its truths to
yourself.

Science has now confirmed what philosophers, mystics,
and other intuitive people have long declared: every
human being has been literally "engineered for success" by
his Creator. Every human being has access to a power
greater than himself.

This means "YOU."
As Emerson has said, "There are no great and no

small."
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If you were engineered for success and happiness, then
the old picture of yourself as unworthy of happiness, of a
person who was "meant" to fail, must be in error.

Read this chapter through at least three times per week
for the first 21 days. Study it and digest it Look for ex-
amples in your experiences, and the experiences of your
friends, which illustrate the creative mechanism in action.

Memorize the following basic principles by which your
success mechanism operates. You do not need to be an
electronic engineer, or a physicist, to operate your own
servo-mechanism, any more than you have to be able to
engineer an automobile in order to drive one, or become
an electrical engineer in order to turn on the light in your
room. You do need to be familiar with the following,
however, because having memorized them, they will throw
"new light" on what is to follow:
1. Your built-in success mechanism must have a goal or

"target." This goal, or target, must be conceived of as
"already in existence—now" either in actual or poten-
tial form. It operates by either (1) steering you to a
goal already in existence or by (2) "discovering" some-
thing already in existence.

2. The automatic mechanism is teleological, that is, oper-
ates, or must be oriented to "end results," goals. Do
not be discouraged because the "means whereby" may
not be apparent. It is the function of the automatic
mechanism to supply the "means whereby" when you
supply the goal. Think in terms of the end result, and
the means whereby will often take care of themselves.

3. Do not be afraid of making mistakes, or of temporary
failures. All servo-mechanisms achieve a goal by nega-
tive feedback, or by going forward, making mistakes,
and immediately correcting course.

4. Skill learning of any kind is accomplished by trial and
error, mentally correcting aim after an error, until a
"successful" motion, movement or performance has
been achieved. After that, further learning, and con-'
tinued success, is accomplished by forgetting the past
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'errors, and remembering the successful response, so
that it can be "imitated."

6. You must learn to trust your creative mechanism to do
its work and not "jam it" by becoming too concerned
or too anxious as to whether it will work or not, or by
attempting to force it by too much conscious effort.
You must "let it" work, rather than "make it" work.
This trust is necessary because your creative mecha-
nism operates below the level of consciousness, and you
cannot "know" what is going on beneath the surface.
Moreover, its nature is to operate spontaneously
according to present need. Therefore, you have no
guarantees in advance. It comes into operation as you
act and as you place a demand upon it by your actions.
You must not wait to act until you have proof—you
must act as if it is there, and it will come through. "Do
the thing and you will have the power," said Emerson.



CHAPTER THREE

Imagination—The First Key
to Your Success Mechanism

IMAGINATION plays a far more important role in our
lives than most of us realize.

I have seen this demonstrated many times in my prac-
tice. A particularly memorable instance of this fact con-
cerned a patient who was literally forced to visit my office
by his family. He was a man of about 40, unmarried, who
held down a routine job during the day and kept himself
in his room when the work day was over, never going any-
where, never doing anything. He had had many jobs and
never seemed able to stay with any of them for any great
length of time. His problem was that he had a rather large
nose and ears that protruded a little more than is normal.
He considered himself "ugly" and "funny looking." He
imagined that the people he came into contact with dur-
ing the day were laughing at him and talking about him
behind his back because he was so "odd." His imaginings
grew so strong that he actually feared going out into the
business world and moving among people. He hardly felt
"safe" even in his own home. The poor man even imag-
ined that Ms family was "ashamed" of him because he
was "peculiar looking," not like "other people."

Actually, his facial deficiencies were not serious. His
nose was of the "classical Roman" type, and his ears,
though somewhat large, attracted no more attention than
those of thousands of people with similar ears. In des-

30
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peration, his family brought him to me to see if I could
help him. I saw that he did not need surgery . . . only an
understanding of the fact that his imagination had wrought
such havoc with his self-image that he had lost sight of the
truth. He was not really ugly. People did not consider him
odd and laugh at him because of his appearance. His
imagination alone was responsible for his misery. His
imagination had set up an automatic, negative, failure
mechanism within him and it was operating full blast, to
his extreme misfortune. Fortunately, after several sessions
with him, and with the help of his family, he was able
gradually to realize that the power of his own imagination
was responsible for his plight, and he succeeded in build-
ing up a true self-image and achieving the confidence he
needed by applying creative imagination rather than de-
structive imagination.

"Creative imagination" is not something reserved for
the poets, the philosophers, the inventors. It enters into
our every act. For imagination sets the goal "picture"
which our automatic mechanism works on. We act, or
fail to act, not because of "will," as is so commonly be-
lieved, but because of imagination.

A human being always acts and feels and performs in
accordance with what he imagines to be true about him-
self and his environment.

This is a basic and fundamental law of mind. It is the
way we are built.

When we see this law of mind graphically and dramati-
cally demonstrated in a hypnotized subject, we are prone
to think that there is something occult or supra-normal at
work. Actually, what we are witnessing is the normal
operating processes of the human brain and nervous
system.

For example, if a good hypnotic subject is told that he
is at the North Pole he will not only shiver and appear to
be cold, his body will react just as if he were cold and
goose pimples will develop. The same phenomenon has
been demonstrated on wide awake college students by ask-
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ing them to imagine that one hand is immersed in ice
water. Thermometer readings show that the temperature
does drop in the "treated" hand. Tell a hypnotized sub-
ject that your finger is a red hot poker and he will not
only grimace with pain at your touch, but his cardiovas-
cular and lymphatic systems will react just as if your
finger were a red hot poker and produce inflammation and
perhaps a blister on the skin. When college students, wide
awake, have been told to imagine that a spot on their fore-
heads was hot, temperature readings have shown an actual
increase in skin temperature.

Your nervous system cannot tell the difference between
an imagined experience and a "real" experience. In either
case, it reacts automatically to information which you
give to it from your forebrain.

Your nervous system reacts appropriately to what
"you" think or imagine to be true.

The Secret of "Hypnotic Power"

Dr. Theodore Xenophon Barber has conducted exten-
sive research into the phenomena of hypnosis, both when
he was associated with the psychology department of
American University in Washington, D. C, and also after
becoming associated with the Laboratory of Social Rela-
tions at Harvard. Writing in Science Digest recently he
said:

"We found that hypnotic subjects are able to do sur-
prising things only when convinced that the hypnotist's
words are true statements . . . When the hypnotist has
guided the subject to the point where he is convinced that
the hypnotist's words are true statements, the subject
then behaves differently because he thinks and believes
differently.

"The phenomena of hypnosis have always seemed
mysterious because it has always been difficult to under-
stand how belief can bring about such unusual behavior.
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It always seemed as if there must be something more,
some unfathomable force or power, at work.

"However, the plain truth is that when a subject is con-
vinced that he is deaf, he behaves as if he is deaf; when he
is convinced that he is insensitive to pain, he can undergo
surgery without anesthesia. The mysterious force or power
does not exist." ("Could You Be Hypnotized?", Science
Digest, January, 1958).

A little reflection will show why it is a very good thing
for us that we do feel and act according to what we be-
lieve or imagine to be true.

Truth Determines Action and Behavior

The human brain and nervous system are engineered to
react automatically and appropriately to the problems and
challenges in the environment. For example, a man does
not need to stop and think that self-survival requires that
he run if he meets a grizzly bear on a trail. He does not
need to decide to become afraid. The fear response is both
automatic and appropriate. First, it makes him want to
flee. The fear then triggers bodily mechanisms which
"soup up" his muscles so that he can run faster than he
has ever run before. His heart beat is quickened. Adrena-
lin, a powerful muscle stimulant, is poured into the
bloodstream. All bodily functions not necessary to run-
ning are shut down. The stomach stops working and all
available blood is sent to the muscles. Breathing is much
faster and the oxygen supply to the muscles is increased
manifold.

All this, of course, is nothing new. Most of us learned it
in high school. What we have not been so quick to realize,
however, is that the brain and nervous system which re-
acts automatically to environment is the same brain and
nervous system which tells us what the environment is.
The reactions of the man meeting the bear are commonly
thought of as due to "emotion" rather than to ideas. Yet,
it was an idea—information received from the outside
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world, and evaluated by the forebrain—which sparked
the so-called "emotional reactions." Thus, it was basically
idea or belief which was the true causative agent, rather
than emotion—which came as a result. In short, the man
on the trail reacted to what he thought, or believed or
imagined the environment to be. The "messages" brought
to us from the environment consist of nerve impulses from
the various sense organs. These nerve impulses are de-
coded, interpreted and evaluated in the brain and made
known to us in the form of ideas or mental images. In the
final analysis it is these mental images that we react to.

You act, and feel, not according to what things are
really like, but according to the image your mind holds
of what they are like. You have certain mental images of
yourself, your world, and the people around you, and you
behave as though these images were the truth, the reality,
rather than the things they represent.

Let us suppose, for example, that the man on the trail
had not met a real bear, but a movie actor dressed in a
bear costume. If he thought and imagined the actor to be
a bear, his emotional and nervous reactions would have
been exactly the same. Or let us suppose he met a large
shaggy dog, which his fear-ridden imagination mistook
for a bear. Again, he would react automatically to what
he believed to be true concerning himself and his environ-
ment.

It follows that if our ideas and mental images concern-
ing ourselves are distorted or unrealistic, then our reac-
tion to our environment will likewise be inappropriate.

Why Not Imagine Yourself Successful?

Realizing that our actions, feelings and behavior are the
result of our own images and beliefs gives us the lever
that psychology has always needed for changing person-
ality.

It opens a new psychologic door to gaining skill, success,
and happiness.
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Mental pictures offer us an opportunity to "practice"
new traits and attitudes, which otherwise we could not do.
This is possible because again—your nervous system can-
not tell the difference between an actual experience and
one that is vividly imagined.

If we picture ourselves performing in a certain manner,
it is nearly the same as the actual performance. Mental
practice helps to make perfect.

In a controlled experiment, psychologist R. A. Vandell
proved that mental practice in throwing darts at a target,
wherein the person sits for a period each day in front of
the target, and imagines throwing darts at it, improves
aim as much as actually throwing darts.

Research Quarterly reports an experiment on the effects
of mental practice on improving skill in sinking basketball
free throws. One group of students actually practiced
throwing the ball every day for 20 days, and were scored
on the first and last days.

A second group was scored on the first and last days,
and engaged in no sort of practice in between.

A third group was scored on the first day, then spent 20
minutes a day, imagining that they were throwing the ball
at the goal. When they missed they would imagine that
they corrected their aim accordingly.

The first group, which actually practiced 20 minutes
every day, improved in scoring 24 per cent.

The second group, which had no sort of practice,
showed no improvement.

The third group, which practiced in their imagination,
improved in scoring 23 per cent!

How Imagination Practice Won a Chess Championship..

The April, 1955 issue of Reader's Digest contained an
article from The Rotarian by Joseph Phillips, called:
"Chess: They Call It a Game."

In this article Phillips tells how the great chess cham-
pion, Capablanca, was so superior to all competition that
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it was believed by experts that he would never be beaten
in match play. Yet, he lost the championship to a rather
obscure player, Alekhine, who had given no hint that he
even posed a serious threat to the great Capablanca.

The chess world was stunned by the upset, which today
would be comparable to a Golden Gloves finalist defeat-
ing the heavyweight champion of the world.

Phillips tells us that Alekhine had trained for the match
very much like a boxer conditioning himself for a fight.
He retired to the country, cut out smoking and drinking
and did calisthenics. "For three months, he played chess
only in his mind, building up steam for the moment when
he would meet the champion."

Mental Pictures Can Help You Sell More Goods

In his book, How to Make $25,000 a Year Selling,
Charles B. Roth tells how a group of salesmen in Detroit
who tried a new idea increased their sales 100 per cent.
Another group in New York increased their sales by 150
per cent. And individual salesmen, using the same idea,
have increased their sales up to 400 per cent. (Charles B.
Roth, How to Make $25,000 a Year Selling, Englewood
Cliffs, N.J., Prentice-Hall, Inc.)

"And what is this magic that accomplishes so much for
salesmen?

"It is something called role-playing, and you should
know about it, because if you will let it, it may help you
to double your sales.

"What is role-playing?
"Well, it is simply imagining yourself in various sales

situations, then solving them in your mind, until you know
what to say and what to do whenever the situation comes
up in real life.

"It is what is called on the football field 'skull prac-
tice.'
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"The reason why it accomplishes so much is that selling
is simply a matter of situations.

"One is created every time you talk to a customer. He
says something or asks a question or raises an objection.
If you always know how to counter what he says or an-
swer his question or handle the objection, you make
sales....

"A role-playing salesman, at night when he is alone,
will create these situations. He will imagine the prospect
throwing the widest kind of curves at him. Then he will
work out the best answer to them . . .

"No matter what the situation is, you can prepare for it
beforehand by means of imagining yourself and your pros-
pect face to face while he is raising objections and creat-
ing problems and you are handling them properly."

Use Mental Pictures to Get a Better Job

The late William Moulton Marston, well-known psy-
chologist, recommended what he called "rehearsal prac-
tice" to men and women who came to him for help in
job advancement. If you have an important interview
coming up, such as making an application for a job, his
advice was: plan for the interview in advance. Go over
in your mind, all the various questions that you are likely
to be asked. Think about the answers you are going to
give. Then "rehearse" the interview in your mind. Even if
none of the questions you have rehearsed come up, the
rehearsal practice will still work wonders. It gives you
confidence. And even though real life has not set lines to
be recited like a stage play, rehearsal practice will help
you to ad lib and react spontaneously to whatever situa-
tion you find yourself in, because you have practiced re-
acting spontaneously.

"Don't be a ham actor," Dr. Marston would say, ex-
plaining that we are always acting out some role in life.
Why not select the right role, the role of a successful per-
son—and rehearse it?
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Writing in Your Life magazine, Dr. Marston said,
"Frequently the next step in your career cannot be taken
without first gaining some experience in the work you
will be called upon to perform. Bluff may open the
door to a job you know nothing about but in nine cases
out of ten it won't keep you from being fired when your
inexperience becomes evident. There's only one way I
know to project your practical knowledge beyond your
present occupation and that is rehearsal planning."

A Concert Pianist Practices "In His Head!'

Artur Schnabel, the world famous concert pianist, took
lessons for only seven years. He hated practice and sel-
dom does practice for any length of time at the actual
piano keyboard. When questioned about his small amount
of practice, as compared with other concert pianists, he
said, "I practice in my head."

C. G. Kop, of Holland, a recognized authority on teach-
ing piano, recommends that all pianists "practice in their
heads." A new composition, he says, should be first gone
over in the mind. It should be memorized, and played in
the mind, before ever touching fingers to the keyboard.

Imagination Practice Can Lower Your Golf Score

Time magazine reported that when Ben Hogan is play-
ing in a tournament, he mentally rehearses each shot, just
before making it. He makes the shot perfectly in his
imagination—"feels" the clubhead strike the ball just as
it should, "feels" himself performing the perfect follow-
through—and then steps up to the ball, and depends upon
what he calls "muscle memory" to carry out the shot just
as he has imagined it.

Alex Morrison, perhaps the most well-known golf
teacher in the world, has actually worked out a system of
mental practice. It enables you to improve your golf score



IMAGINATION—THE FIRST KEY 39

by sitting in an easy chair, and practicing mentally what
he calls the "Seven Morrison Keys." The mental side of
golf represents 90 per cent of the game, he says, the physi-
cal side 8 per cent, and the mechanical side 2 per cent.
In his book, Better Golf Without Practice (New York,
Simon and Schuster), Morrison tells how he taught Lew
Lehr to break 90 for the first time, with no actual practice
whatsoever.

Morrison had Lehr sit in an easy chair in his living room
and relax while he demonstrated for him the correct swing
and gave a brief lecture on the "Morrison Keys." Lehr
was instructed to engage in no actual practice on the
links, but instead spend five minutes each day, relaxing
in his easy chair, visualizing himself attending to the
"Keys" correctly.

Morrison goes on to tell how several days later, with no
physical preparation whatever, Lehr joined his regular
foursome, and amazed them by shooting 9 holes in an
even par, 36.

The core of the Morrison system is "You must have a
clear mental picture of the correct thing before you can
do it successfully." Morrison, by this method, enabled
Paul Whiteman, and many other celebrities, to chop as
much as ten to twelve strokes off their scores.

Johnny Bulla, the well-known professional golfer, wrote
an article several years ago in which he said that having a
clear mental image of just where you wanted the ball to
go and what you wanted it to do was more important
than "form" in golf. Most of the pros, said Bulla, have
one or more serious flaws in their "form." Yet they man-
age to shoot good golf. It was Bulla's theory that if you
would picture the end result—"see" the ball going where
you wanted it to go, and have the confidence to "know"
that it was going to do what you wanted, your subcon-
scious would take over and direct your muscles correctly.
If your grip was wrong, and your stance not in the best
form, your subconscious would still take care of that by
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directing your muscles to do whatever was necessary to
compensate for the error in form.

The Real Secret of Mental Picturing

Successful men and women have, since the beginning of;
time, used "mental pictures," and "rehearsal practice," to
achieve success. Napoleon, for example, "practiced" sol-
diering, in his imagination, for many years before he ever
went on an actual battlefield. Webb and Morgan in their
book Making the Most of Your Life, tell us that "the
notes Napoleon made from his readings during these
years of study filled, when printed, four hundred pages.
He imagined himself as a commander, and drew maps of
the island of Corsica showing where he would place
various defenses, making all his calculations with mathe-
matical precision."*

Conrad Hilton imagined himself operating a hotel long
before he ever bought one. When a boy he used to "play"
that he was a hotel operator.

Henry J. Kaiser has said that each of his business ac-
complishments was realized in his imagination before it
appeared in actuality.

It is no wonder that the art of "mental picturing" has in
the past sometimes been associated with "magic."

However, the new science of Cybernetics gives us an
insight into why mental picturing produces such amazing
results, and shows that these results are not due to
"magic," but the natural, normal functioning of our minds
and brains.

Cybernetics regards the human brain, nervous system,
and muscular system, as a highly complex "servo-mecha-
nism." (An automatic goal-seeking machine which "steers"

* Making the Most of Your Life by John J. B. Morgan and
Ewing T. Webb. Copyright, 1932 by John J. B. Morgan and Ewing
T. Webb. Reprinted by permission of Doubleday and Company,
Inc.
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its way to a target or goal by use of feedback data and
stored information, automatically correcting course when
necessary.)

As stated earlier, this new concept does not mean that
"YOU" are a machine, but that your physical brain and
body functions as a machine which "YOU" operate.

This automatic creative mechanism within you can
operate in only one way. It must have a target to shoot
at. As Alex Morrison says, you must first clearly see a
thing in your mind before you can do it. When you do see
a thing clearly in your mind, your creative "success mech-
anism" within you takes over and does the job much bet-
ter than you could do it by conscious effort, or "will
power."

Instead of trying hard by conscious effort to do the
thing by iron-jawed will power, and all the while worry-
ing and picturing to yourself all the things that are likely
to go wrong, you simply relax the strain, stop trying to
"do it" by strain and effort, picture to yourself the tar-
get you really want to hit, and "let" your creative success
mechanism take over. Thus, mental-picturing the desired
end result, literally forces you to use "positive thinking."
You are not relieved thereafter from effort and work, but
your efforts are used to carry you forward toward your
goal, rather than in futile mental conflict which results
when you "want" and "try" to do one thing, but picture
to yourself something else.

Finding Your Best Self

This same creative mechanism within you can help you
achieve your best possible "self" if you will form a picture
in your imagination of the self you wanted to be and "see
yourself" in the new role. This is a necessary condition to
personality transformation, regardless of the method of
therapy used. Somehow, before a person can change, he
must "see" himself in a new role.
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Edward McGoldrick uses this technique in helping alco-
holics cross the "bridge" from the old self to the new self.
Each day, he has his "students" close their eyes, relax the
body as much as possible, and create a "mental motion
picture" of themselves as they would like to be. In this
mental motion picture they see themselves as sober, re-
sponsible persons. They see themselves actually enjoying
life without liquor. This is not the only technique used by
McGoldrick, but it is one of the basic methods used at
"Bridge House" which has a higher record of cure for
alcoholics than any other organization in the country.

I myself have witnessed veritable miracles in personality
transformation when an individual changes his self image.
However, today we are only beginning to glimpse the
potential creative power which stems from the human
imagination, and particularly our images concerning our-
selves. Consider the implications, for example, in the fol-
lowing news release, which appeared a couple of years
ago under an Associated Press dateline:

Just Imagine You're Sane

"San Francisco. Some mental patients can improve their
lot and perhaps shorten their stay in hospitals just by
imagining they are normal, two psychologists with the
Veterans Administration at Los Angeles reported.

"Dr. Harry M. Grayson and Dr. Leonard B. Olinger
told the American Psychological Assn. they tried the idea
on 45 men hospitalized as neuropsychiatrics.

"The patients first were given the usual personality test.
Then they were asked flatly to take the test a second time
and answer the questions as they would if they were 'a
typical, well-adjusted person on the outside.'

"Three-fourths of them turned in improved test per-
formances and some of the changes for the better were
dramatic, the psychologists reported."
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In order for these patients to answer the questions "as a
typical, well-adjusted person" would answer, they had to
imagine how a typical well-adjusted person would act.
They had to imagine themselves in the role of a well-
adjusted person. And this in itself was enough to cause
them to begin "acting like" and "feeling like" a well-
adjusted person.

We can begin to see why the late Dr. Albert Edward
Wiggam called your mental picture of yourself "the
strongest force within you."

Know the Truth About Yourself

The aim of self-image psychology is not to create a ficti-
tious self which is all-powerful, arrogant, egoistic, all-
important. Such an image is as inappropriate and
unrealistic as the inferior image of self. Our aim is to find
the "real self," and to bring our mental images of our-
selves more in line with "the objects they represent." How-
ever, it is common knowledge among psychologists that
most of us under-rate ourselves; short change ourselves,
and sell ourselves short. Actually, there is no such thing
as a "superiority complex." People who seem to have one
are actually suffering from feelings of inferiority—their
"superior self" is a fiction, a cover-up, to hide from them-
selves and others their deep-down feelings of inferiority
and insecurity.

How can you know the truth about yourself? How can
you make a true evaluation? It seems to me that here
psychology must turn to religion. The Scriptures tell us
that God created man "a little lower than the angels" and
"gave him dominion"; that God created man in his own
image. If we really believe in an all-wise, all-powerful,
all-loving Creator, then we are in a position to draw some
logical conclusions about that which He has created—
Man. In the first place such an all-wise and all-powerful
Creator would not turn out inferior products, any more
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than a master painter would paint inferior canvases. Such
a Creator would not deliberately engineer his product to
fail, any more than a manufacturer would deliberately
build failure into an automobile. The Fundamentalists
tell us that man's chief purpose and reason for living is to
"glorify God," and the Humanists tell us that man's pri-
mary purpose is to "express himself fully."

However, if we take the premise that God is a loving
Creator and has the same interest in his Creation that an
earthly father has in his children, then it seems to me that
the Fundamentalists and the Humanists are saying the
same thing. What brings more glory, pride, and satisfac-
tion to a father than seeing his offspring do well, succeed
and express to the full their abilities and talents? Have
you ever sat by the father of a football star during a game?
Jesus expressed the same thought when he told us not to
hide our light under a bushel, but to let our light shine
—"so that your Father may be glorified." I cannot be-
lieve that it brings any "glory" to God when his children
go around with hang-dog expressions, being miserable,
afraid to lift up their heads and "be somebody."

As Dr. Leslie D. Weatherhead has said, "If . . . we have
in our minds a picture of ourselves as fear-haunted and
defeated nobodies, we must get rid of that picture at once
and hold up our heads. That is a false picture and the
false must go. God sees us as men and women in whom
and through whom He can do a great work. He sees
us as already serene, confident, and cheerful. He sees
us not as pathetic victims of life, but masters of the art of
living; not wanting sympathy, but imparting help to
others, and therefore thinking less and less of ourselves,
and full, not of self-concern, but of love and laughter and
a desire to serve. . . . Let us look at the real selves which
are in the making the moment we believe in their existence.
We must recognize the possibility of change and believe in
the self we are now in the process of becoming. That old
sense of unworthiness and failure must go. It is false and
we are not to believe in what is false." (Leslie D. Weather-
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head, Prescription for Anxiety, New York, Abingdon
Press.)

PRACTICE EXERCISE:

"Hold a picture of yourself long and steadily enough
in your mind's eye and you will be drawn toward it," said
Dr. Harry Emerson Fosdick. "Picture yourself vividly as
defeated and that alone will make victory impossible. Pic-
ture yourself vividly as winning and that alone will con-
tribute immeasurably to success. Great living starts with a
picture, held in your imagination, of what you would like
to do or be."

Your present self-image was built upon your own
imagination pictures of yourself in the past which grew
out of interpretations and evaluations which you placed
upon experience. Now you are to use the same method to
build an adequate self-image that you previously used to
build an inadequate one.

Set aside a period of 30 minutes each day where you
can be alone and undisturbed. Relax and make yourself
as comfortable as possible. Now close your eyes and exer-
cise your imagination.

Many people find they get better results if they imagine
themselves sitting before a large motion picture screen—
and imagine that they are seeing a motion picture of them-
selves. The important thing is to make these pictures as
vivid and as detailed as possible. You want your mental
pictures to approximate actual experience as much as pos-
sible. The way to do this is pay attention to small details,
sights, sounds, objects, in your imagined environment. One
of my patients was using this exercise to overcome her fear
of the dentist. She was unsuccessful, until she began to
notice small details in her imagined picture—the smell of
the antiseptic in the office, the feel of the leather on the
chair arms, the sight of the dentist's well-manicured nails
as his hands approached her mouth, etc. Details of the
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imagined environment are all-important in this exercise,
because for all practical purposes, you are creating a prac-
tice experience. And if the imagination is vivid enough
and detailed enough, your imagination practice is equiva-
lent to an actual experience, insofar as your nervous
system is concerned.

The next important thing to remember is that during
this 30 minutes you see yourself acting and reacting appro-
priately, successfully, ideally. It doesn't matter how you
acted yesterday. You do not need to try to have faith you
will act in the ideal way tomorrow. Your nervous system
will take care of that in time—if you continue to practice.
See yourself acting, feeling, "being," as you want to be.
Do not say to yourself, "I am going to act this way to-
morrow." Just say to yourself—"I am going to imagine
myself acting in this way now—for 30 minutes—today."
Imagine how you would feel if you were already the sort
of personality you want to be. If you have been shy and
timid, see yourself moving among people with ease and
poise—and feeling good because of it. If you have been
fearful and anxious in certain situations—see yourself act-
ing calmly and deliberately, acting with confidence and
courage—and feeling expansive and confident because you
are.

This exercise builds new "memories" or stored data into
your mid-brain and central nervous system. It builds a
new image of self. After practicing it for a time, you will
be surprised to find yourself "acting differently," more or
less automatically and spontaneously—"without trying."
This is as it should be. You do not need to "take thought"
or "try" or make an effort now in order to feel ineffective
and act inadequately. Your present inadequate feeling and
doing is automatic and spontaneous, because of the
memories, real and imagined, you have built into your
automatic mechanism. You will find it will work just as
automatically upon positive thoughts and experiences as
upon negative ones.
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Key Points to Remember
(You fill in here.)

1.
2.
3.
4.
5.

CASE HISTORY: List here some experience out of your past
that is explained by the principles given in this chapter:



CHAPTER FOUR

Dehypnotize Yourself
From False Beliefs

MY friend Dr. Alfred Adler had an experience when a
young boy which illustrates just how powerful belief can
be upon behavior and ability. He got off to a bad start in
arithmetic and his teacher became convinced that he was
"dumb in mathematics." The teacher then advised the
parents of this "fact" and told them not to expect too
much of him. They too were convinced. Adler passively
accepted the evaluation they had placed upon him. And
his grades in arithmetic proved they had been correct.
One day, however, he had a sudden flash of insight and
thought he saw how to work a problem the teacher had
put on the board, and which none of the other pupils
could work. He announced as much to the teacher. She
and the whole class laughed. Whereupon, he became in-
dignant, strode to the blackboard, and worked the prob-
lem much to their amazement. In doing so, he realized
that he could understand arithmetic. He felt a new con-
fidence in his ability, and went on to become a good math
student.

Dr. Adler's experience was very much like that of a
patient of mine some years back, a businessman who
wanted to excel in public speaking because he had a vital
message to impart about his outstanding success in a diffi-
cult field. He had a good voice and an important topic, but
he was unable to get up in front of strangers and put his
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message over. What held him back was his belief that he
could not make a good talk, and that he would fail to
impress his audience, simply because he did not have an
imposing appearance . . . he did not "look like a success-
ful executive." This belief had burrowed so deeply into
him that it threw up a road block every time he stood up
before a group of people and began to talk. He mistakenly
concluded that, if he could have an operation to improve
his appearance, he would then gain the confidence he
needed. An operation might have done the trick and it
might not . . . my experience with other patients had
shown that physical change did not always guarantee per-
sonality change. The solution in this man's case was found
when he became convinced that his negative belief was
preventing him from delivering the vital information he
had. He succeeded in replacing the negative belief with a
positive belief that he had a message of extreme impor-
tance that he alone could deliver, no matter what he looked
like. In due time, he was one of the most sought after
speakers in the business world. The only change was in
his belief and in his self-image.

Now the point I want to make is this: Adler had been
hypnotized by a false belief about himself. Not figura-
tively, but literally and actually hypnotized. Remember
that we said in the last chapter that the power of hypnosis
is the power of belief. Let me repeat here Dr. Barber's
explanation of the "power" of hypnosis: "We found that
hypnotic subjects are able to do surprising things only
when convinced that the hypnotist's words are true state-
ments. . . . When the hypnotist has guided the subject to
the point where he is convinced that the hypnotist's words
are true statements, the subject then behaves differently
because he thinks and believes differently."

The important thing for you to remember is that it does
not matter in the least how you got the idea or where it
came from. You may never have met a professional hyp-
notist. You may have never been formally hypnotized.
But if you have accepted an idea—from yourself, your



50 PSYCHO-CYBERNETICS

teachers, your parents, friends, advertisements—or from
any other source, and further, if you are firmly convinced
that idea is true, it has the same power over you as the
hypnotist's words have over the hypnotized subject.

Scientific research has shown that Dr. Adler's experience
was not "one in a million," but typical of practically all
students who make poor grades. In Chapter One we told
of how Prescott Lecky had brought about almost miracu-
lous improvement in the grades of school children by
showing them how to change their self-image. After thou-
sands of experiments and many years of research Lecky
concluded that poor grades in school are, in almost every
case, due in some degree to the student's "self-concep-
tion" and "self-definition." These students had been liter-
ally hypnotized by such ideas as "I am dumb," "I have a
weak personality," "I am poor in arithmetic," "I am a
naturally poor speller," "I am ugly," "I do not have
a mechanical type mind," etc. With such self-definitions,
the student had to make poor grades in order to be true
to himself. Unconsciously, making poor grades became a

• "moral issue" with him. It would be as "wrong," from his
own viewpoint, for him to make good grades, as it would
be to steal if he defines himself as an honest person.

The Case of the Hypnotized Salesman

In the book, Secrets of Successful Selling, John D.
Murphy tells how Elmer Wheeler used Lecky's theory to
increase the earnings of a certain salesman:

"Elmer Wheeler had been called in as a sales consul-
tant to a certain firm. The sales manager called his atten-
tion to a very remarkable case. A certain salesman always
managed to make almost exactly $5,000 per year, regard-
less of the territory they assigned to him or the commis-
sion he was paid.

"Because this salesman had done well in a rather small
territory, he had been given a larger and much better one.
But the next year his commission amounted to almost the
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same amount as that he had made in the smaller one—
$5,000. The following year the company increased the
commission paid to all salesmen, but this salesman still
managed to make only $5,000. He was then assigned
one of the company's poorest territories—and again made
the usual $5,000.

"Wheeler had a talk with this salesman and found that
the trouble was not in the territory but in the salesman's
own valuation of himself. He thought of himself as a
$5,000-per-year man and as long as he held that concept of
himself, outside conditions didn't seem to matter much.

"When he was assigned a poor territory, he worked
hard to make that $5,000. When he was assigned a good
territory, he found all sorts of excuses to coast when the
$5,000 was in sight. Once, when the goal had been
reached, he got sick and was unable to work any more
that year, although doctors could find nothing wrong with
him and he miraculously recovered by the first of the
next year."

How a False Belief Aged a Man 20 Years

In a previous book (Maxwell Maltz, Adventures in
Staying Young, New York, Thomas Y. Crowell Co.) I
gave a detailed case history of how "Mr. Russell" aged
20 years almost overnight because of a false idea, then re-
gained his youth almost as quickly when he accepted the
truth. Briefly, the story is this: I performed a cosmetic
operation on "Mr. Russell's" lower lip for a very modest
fee, under the condition that he must tell his girl friend
that the operation had cost him his entire savings of a life-
time. His girl friend had no objection to his spending
money on her, and she insisted that she loved him, but
explained she could never marry him because of his too-
large lower lip. However, when he told her this and
proudly exhibited his new lower lip, her reaction was just
as I had expected, but not as Mr. Russell had anticipated.
She became hysterically angry, called him a fool for hav-
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ing spent all his money, and advised him in no uncertain
terms that she had never loved him and never would, and
that she had merely played him for a sucker as long as he
had money to spend on her. However, she went further
than I had counted on. In her anger and disgust she also
announced that she was placing a "Voodoo curse" upon
him. Both Mr. Russell and his girl friend had been born
on an island in the West Indies where Voodoo was prac-
ticed by the ignorant and superstitious. His family had
been rather well-to-do. His background was one of culture
and he was a college graduate.

Yet, when in the heat of anger, his girl friend "cursed"
him, he felt vaguely uncomfortable but did not think too
much about it.

However, he remembered and wondered when a short
time later he felt a strange small hard "bump" on the in-
side of his lip. A "friend" who knew of the Voodoo curse,
insisted that he see a "Dr. Smith," who promptly assured
him that the bump inside his mouth was the feared "Afri-
can Bug," which would slowly eat away all his vitality
and strength. "Mr. Russell" began' to worry and look for
signs of waning strength. He was not long in finding them.
He lost his appetite and his ability to sleep.

I learned all this from "Mr. Russell" when he returned
to my office several weeks after I had dismissed Him. My
nurse didn't recognize him, and no wonder. The "Mr.
Russell" who had first called upon me had been a very
impressive individual, slightly too-large lip and all. He
stood about six feet four, a large man with the physique
of an athlete and the bearing and manner that bespoke of
an inner dignity and gave him a magnetic personality.
The very pores of his skin seemed to exude an animal-
like vitality.

The Mr. Russell who now sat across the desk from me
had aged at least 20 years. His hands shook with the
tremor of age. His eyes and cheeks were sunken. He had
lost perhaps 30 pounds. The changes in his appearance
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were all characteristic of the process which medical sci-
ence, for want of a better name, calls "aging."

After a quick examination of his mouth I assured Mr.
Russell I could get rid of the African Bug in less than 30
minutes, which I did. The bump which had caused all
the trouble was merely a small bit of scar tissue from his
operation. I removed it, held it in my hand, and showed it
to him. The important thing is he saw the truth and be-
lieved it. He gave a sigh of relief, and it seemed as if there
was an almost immediate change in his posture and ex-
pression.

Several weeks later, I received a nice letter from Mr.
Russell, together with a photograph of him with his new
bride. He had gone back to his home and married his
childhood sweetheart. The man in the picture was the first
Mr. Russell. Mr. Russell had grown young again—over-
night. A false belief aged him 20 years. The truth had not
only set him free of fear and restored his confidence—
but had actually reversed the "aging process."

If you could have seen Mr. Russell as I did, both "be-
fore" and "after," you would never again entertain any
doubts about the power of belief, or that an idea accepted
as true from any source, can be every bit as powerful as
hypnosis.

Is Everyone Hypnotized?

It is no exaggeration to say that every human being is
hypnotized to some extent, either by ideas he has uncriti-
cally accepted from others, or ideas he has repeated to
himself or convinced himself are true. These negative
ideas have exactly the same effect upon our behavior as
the negative ideas implanted into the mind of a hypnotized
subject by a professional hypnotist. Have you ever seen a
demonstration of honest-to-goodness hypnosis? If not, let
me describe to you just a few of the more simple phenom-
ena which result from the hypnotist's suggestion.

The hypnotist tells a football player that his hand is
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stuck to the table and that he cannot lift it. It is not a
question of the football player "not trying." He simply
cannot. He strains and struggles until the muscles of his
arm and shoulder stand out like cords. But his hand re-
mains fully rooted to the table.

He tells a championship weight-lifter that he cannot
lift a pencil from the desk. And although normally he
can hoist a 400 pound weight overhead, he now actually
cannot lift the pencil.

Strangely enough, in the above instances, hypnosis does
not weaken the athletes. They are potentially as strong as
ever. But without realizing it consciously they are working
against themselves. On the one hand they "try" to lift their
hand, or the pencil, by voluntary effort, and actually con-
tract the proper lifting muscles. But on the other hand,
the idea "you cannot do it" causes contrary muscles to
contract quite apart from their will. The negative idea
causes them to defeat themselves—they cannot express,
or bring into play their actual available strength.

The gripping strength of a third athlete has been tested
on a dynometer and has been found to be 100 pounds. All
his effort and straining cannot budge the needle beyond
the 100 pound mark. Now he is hypnotized and told,
"You are very, very strong. Stronger than you have ever
been in your life. Much, much stronger. You are sur-
prised at how strong you are." Again the gripping
strength of his hand is tested. This time he easily pulls the
needle to the 125 pound mark.

Again, strangely enough, hypnosis has not added any-
thing to his actual strength. What the hypnotic suggestion
did do was to overcome a negative idea which had pre-
viously prevented him from expressing his full strength.
In other words, the athlete in his normal waking state had
imposed a limitation upon his strength by the negative be-
lief that he could only grip 100 pounds. The hypnotist
merely removed this mental block, and allowed him to
express his true strength. The hypnosis literally "dehypno-
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tized" him temporarily from his own self-limiting beliefs
about himself.

As Dr. Barber has said, it is awfully easy to assume
that the hypnotist himself must have some magical power
when you see rather miraculous things happen during a
hypnotic session. The stutterer talks fluently. The timid,
shy, retiring Caspar Milquetoast becomes outgoing,
poised, and makes a stirring speech. Another individual
who is not especially good in adding figures with a pencil
and paper when awake, multiplies two three-digit figures
in his head. All this happens apparently merely because
the hypnotist tells them that they can and instructs them
to go ahead and do it. To on-lookers, the hypnotist's
"word" has a magical power. Such, however, is not the
case. The power, the basic ability, to do these things was
inherent in the subjects all the time—even before they met
the hypnotist. The subjects, however, were unable to use
this power because they themselves did not know it was
there. They had bottled it up, and choked it off, because
of their own negative beliefs. Without realizing it, they
had hypnotized themselves into believing they could not
do these things. And it would be truer to say that the
hypnotist had "dehypnotized" them than to say he had
hypnotized them.

Within you, whoever you may be, regardless of how big
a failure you may think yourself to be, is the ability and
the power to do whatever you need to do to be happy
and successful. Within you right now is the power to do
things you never dreamed possible. This power becomes
available to you just as soon as you can change your be-
liefs. Just as quickly as you can dehypnotize yourself
from the ideas of "I can't," "I'm not worthy," "I don't
deserve it" and other self-limiting ideas.

You Can Cure Your Inferiority Complex

At least 95 per cent of the people have their lives
blighted by feelings of inferiority to some extent, and to
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millions this same feeling of inferiority is a serious handi-
cap to success and happiness.

In one sense of the word every person on the face of the
earth is inferior to some other person or persons. I know
that I cannot lift as much weight as Paul Anderson,
throw a 16 pound shot as far as Parry O'Brien, or dance
as well as Arthur Murray. I know this, but it does not
induce feelings of inferiority within me and blight my life
—simply because I do not compare myself unfavorably
with them, and feel that I am no good merely because I
cannot do certain things as skillfully or as well as they. I
also know that in certain areas, every person I meet, from
the newsboy on the corner to the president of the bank, is
superior to me in certain respects. But neither can any of
these people repair a scarred face, or do any number of
other things as well as I. And I am sure they do not feel
inferior because of it.

Feelings of inferiority originate not so much from
"facts" or experiences, but our conclusions regarding
facts, and our evaluation of experiences. For example, the
fact is that I am an inferior weight-lifter and an inferior
dancer. This does not, however, make me an "inferior
person." Paul Anderson's and Arthur Murray's inability
to perform surgery makes them "inferior surgeons," but
not "inferior persons." It all depends upon "what" and
"whose" norms we measure ourselves by.

It is not knowledge of actual inferiority in skill or
knowledge which gives us an inferiority complex and in-
terferes with our living. It is the feeling of inferiority that
does this.

And this feeling of inferiority comes about for just one
reason: We judge ourselves, and measure ourselves, not
against our own "norm" or "par" but against some other
individual's "norm." When we do this, we always, with-
out exception, come out second best. But because we
think, and believe and assume that we should measure
up to some other person's "norm," we feel miserable, and
second-rate, and conclude that there is something wrong
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with us. The next logical conclusion in this cockeyed
reasoning process is to conclude that we are not "worthy";
that we do not deserve success and happiness, and that it
would be out of place for us to fully express our own
abilities and talents, whatever they might be, without
apology, or without feeling guilty about it.

All this comes about because we have allowed our-
selves to be hypnotized by the entirely erroneous idea that
"I should be like so-and-so" or "I should be like every-
body else." The fallacy of the second idea can be readily
seen through, if analyzed, for in truth there are no fixed •
standards common to "everybody else." "Everybody else"
is composed of individuals, no two of whom are alike.

The person with an inferiority complex invariably com-
pounds the error by striving for superiority. His feelings
spring from the false premise that he is inferior. From
this false premise, a whole structure of "logical thought"
and feeling is built. If he feels bad because he is inferior,
the cure is to make himself as good as everybody else,
and the way to feel really good is to make himself supe-
rior. This striving for superiority gets him into more
trouble, causes more frustration, and sometimes brings
about a neurosis where none existed before. He becomes
more miserable than ever, and "the harder he tries," the
more miserable he becomes.

Inferiority and Superiority are reverse sides of the same
coin. The cure lies in realizing that the coin itself is
spurious.

The truth about you is this:
You are not "inferior."
You are not "superior."
You are simply "You."
"You" as a personality are not in competition with any

other personality simply because there is not another per-
son on the face of the earth like you, or in your particular
class. You are an individual. You are unique. You are
not "like" any other person and can never become "like"
any other person. You are not "supposed" to be like any
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other person and no other person is "supposed" to be
like you.

God did not create a standard person and in some way
label that person by saying "this is it." He made every
human being individual and unique just as He made
every snowflake individual and unique.

God created short people and tall people, large people
and small people, skinny people and fat people, black,
yellow, red and white people. He has never indicated any
preference for any one size, shape or color. Abraham
Lincoln once said, "God must have loved the common
people for he made so many of them." He was wrong.
There is no "common man"—no standardized, common
pattern. He would have been nearer the truth had he said,
"God must have loved uncommon people for he made so
many of them."

An "inferiority complex," and its accompanying de-
terioration in performance, can be made to order in the
psychological laboratory. All you need to do is to set up a
"norm" or "average," then convince your subject he does
not measure up. A psychologist wanted to find out how
feelings of inferiority affected ability to solve problems.
He gave his students a set of routine tests. "But then he
solemnly announced that the average person could com-
plete the test in about one-fifth the time it would really
take. When in the course of the test a bell would ring, in-
dicating that the 'average man's time' was up, some of the
brightest subjects became very jittery and incompetent in-
deed, thinking themselves to be morons." ("What's On
Your Mind?", Science Digest, Feb. 1952.)

Stop measuring yourself against "their" standards. You
are not "them" and can never measure up. Neither can
"they" measure up to yours—nor should they. Once you
see this simple, rather self-evident truth, accept it and be-
lieve it, your inferior feelings will vanish.

Dr. Norton L. Williams, psychiatrist, addressing a medi-
cal convention, said recently that modern man's anxiety
and insecurity stemmed from a lack of "self-realization,"
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and that inner security can only be found "in finding in
oneself an individuality, uniqueness and distinctiveness
that is akin to the idea of being created in the image of
God." He also said that self-realization is gained by "a
simple belief in one's own uniqueness as a human being,
a sense of deep and wide awareness of all people and all
things and a feeling of constructive influencing of others
through one's own personality."

HOW TO USE RELAXATION TO
DEHYPNOTIZE YOURSELF

Physical relaxation plays a key role in the dehypno-
tization process. Our currently held beliefs, whether good
or bad, true or false, were formed without effort, with no
sense of strain, and without the exercise of "will power."
Our habits, whether good or bad, were formed in the same
way. It follows that we must employ the same process in
forming new beliefs, or new habits, that is, in a relaxed
condition.

It has been amply demonstrated that attempting to use
effort or will power to change beliefs or to cure bad habits
has an adverse, rather than a beneficial effect. Emile
Coué, the little French pharmacist who astonished the
world around 1920 with the results he obtained with "the
power of suggestion," insisted that effort was the one big
reason most people failed to utilize their inner powers.
"Your suggestions (ideal goals) must be made without
effort if they are to be effective," he said. Another famous
Coué saying was his "Law of Reversed Effort": "When the
will and the imagination are in conflict, the imagination
invariably wins the day."

The late Dr. Knight Dunlap made a lifelong study of
habits and learning processes and perhaps performed
more experiments along this line than any other psycholo-
gist. His methods succeeded in curing such habits as nail-
biting, thumb-sucking, facial tics, and more serious habits
where other methods had failed. The very heart of his
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system was his finding that effort was the one big deter-
rent to either breaking a bad habit, or learning a new one.
Making an effort to refrain from the habit, actually re-
inforced the habit, he found. His experiments proved that
the best way to break a habit is to form a clear mental
image of the desired end result, and to practice without
effort toward reaching that goal. Dunlap found that either
"positive practice" (refraining from the habit) or "nega-
tive practice" (performing the habit consciously and volun-
tarily), would have beneficial effect provided the desired
end result was kept constantly in mind.

"If a response habit is to be learned, or if a response
pattern is to be made habitual," he said, "it is essential
that the learner shall have an idea of the response that is
to be achieved or shall have an idea of the change in the
environment that the response will produce . . . The im-
portant factor in learning, in short, is the thought of an
objective to be attained, either as a specific behavior pat-
tern or as the result of the behavior, together with a de-
sire for the attainment of the object." (Knight Dunlap,
Personal Adjustment, McGraw-Hill Book Company, New
York.)

In many cases, the mere relaxation of effort, or too
much conscious straining, is in itself enough to eradicate
the negative behavior pattern. Dr. James S. Greene, found-
er of the National Hospital for Speech Disorders, New
York City, had a motto: "When they can relax, they can
talk." Dr. Matthew N. Chappell has pointed out that often
the effort or "will power" used to fight against or resist
worry, is the very thing that perpetuates worry and keeps
it going. (Matthew N. Chappell, How to Control Worry,
New York, Permabooks.)

Physical relaxation, when practiced daily, brings about
an accompanying "mental relaxation," and a "relaxed
attitude" which enables us to better consciously control
our automatic mechanism. Physical relaxation also, in it-
self, has a powerful influence in "dehypnotizing" us from
negative attitudes and reaction patterns.
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How to Use Mental Pictures to Relax

PRACTICE EXERCISE: (To be practiced for at least
30 minutes daily)

Seat yourself comfortably in an easy chair or lie down
on your back. Consciously "let go" the various muscle
groups as much as possible without making too much of
an effort of it. Just consciously pay attention to the various
parts of your body and let go a little. You will find that
you can always voluntarily relax to a certain degree. You
can stop frowning and let your forehead relax. You can
ease up a little on the tension in your jaws. You can let
your hands, your arms, your shoulders, legs, become a
little more relaxed than they are. Spend about five minutes
on this and then stop paying any attention to your muscles.
This is as far as you are going to try to go by conscious
control. From here on you will relax more and more by
using your creative mechanism to automatically bring
about a relaxed condition. In short, you are going to use
"goal pictures," held in imagination and let your auto-
matic mechanism realize those goals for you.

Mental Picture No. 1

In your mind's eye see yourself lying stretched out upon
the bed. Form a picture of your legs as they would look
if made of concrete. See yourself lying there with two
very heavy concrete legs. See these very heavy concrete
legs sulking far down into the mattress from their sheer
weight. Now picture your arms and hands as made of
concrete. They also are very heavy and are sinking down
into the bed and exerting tremendous pressure against the
bed. In your mind's eye see a friend come into the room
and attempt to lift your heavy concrete legs. He takes
hold of your feet and attempts to lift them. But they are
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too heavy for him. He cannot do it Repeat with arms,
neck, etc.

. Mental Picture No. 2

Your body is a big marionette doll. Your hands are
tied loosely to your wrists by strings. Your forearm is con-
nected loosely by a string to your upper arm. Your upper
arm is connected very loosely by a string to your shoul-
der. Your feet, calves, thighs, are also connected together
with a single string. Your neck consists of one very limp
string. The strings which control your jaw and hold your
lips together have slackened and stretched to such an ex-
tent that your chin has dropped down loosely against
your chest. All the various strings which connect the var-
ious parts of your body are loose and limp and your body
is just sprawled loosely across the bed.

Mental Picture No. 3

Your body consists of a series of inflated rubber bal-
loons. Two valves open in your feet, and the air begins to
escape from your legs. Your legs begin to collapse and
continue until they consist only of deflated rubber tubes,
lying flat against the bed. Next a valve is opened in your
chest and as the air begins to escape, your entire trunk
begins to collapse limply against the bed. Continue with
arms, head, and neck.

Mental Picture No. 4

Many people will find this the most relaxing of all. Just
go back in memory to some relaxing and pleasant scene
from your past. There is always some time in everyone's
life when he felt relaxed, at ease, and at peace with the
world. Pick out your own relaxing picture from your past
and call up detailed memory images. Yours may be a
peaceful scene at a mountain lake where you went fishing.
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If so, pay particular attention to the little incidental things
in the environment. Remember the quiet ripples on the
water. What sounds were present? Did you hear the quiet
rustling of the leaves? Maybe you remember sitting per-
fectly relaxed, and somewhat drowsy before an open fire-
place long ago. Did the logs crackle and spark? What
other sights and sounds were present? Maybe you choose
to remember relaxing in the sun on a beach. How did the
sand feel against your body? Could you feel the warm re-
laxing sun, touching your body, almost as a physical
thing? Was there a breeze blowing? Were there gulls on
the beach? The more of these incidental details you can
remember and picture to yourself, the more successful
you will be.

Daily practice will bring these mental pictures, or
memories, clearer and clearer. The effect of learning will
also be cumulative. Practice will strengthen the tie-in be-
tween mental image and physical sensation. You will be-
come more and more proficient in relaxation, and this in
itself will be "remembered" in future practice sessions.

Points to Remember in This Chapter
(Fill in)

I.
2.
3.
4.
5.

CASE HISTORY:



CHAPTER FIVE

How to Utilize
The Power of Rational Thinking

MANY of my patients are plainly disappointed when I
prescribe something as simple as using their God-given
power of reason as a method of changing negative beliefs
and behavior. To some, it seems incredibly naive and un-
scientific. Yet, it does have one advantage—it works. And
as we shall see later, it is based upon sound scientific
findings.

There is a widely accepted fallacy that rational, logical,
conscious thinking has no power over unconscious proc-
esses or mechanisms, and that to change negative be-_
liefs, feelings or behavior, it is necessary to dig down
and dredge up material from the "unconscious."

Your automatic mechanism, or what the Freudians call
the "unconscious," is absolutely impersonal. It operates
as a machine and has no "will" of its own. It always tries
to react appropriately to your current beliefs and inter-
pretations concerning environment. It always seeks to give
you appropriate feelings, and to accomplish the goals
which you consciously determine upon. It works only
upon the data which you feed it in the form of ideas, be-
liefs, interpretations, opinions.

It is conscious thinking which is the "control knob" of
your unconscious machine. It was by conscious thought,
though perhaps irrational and unrealistic, that the uncon-
scious machine developed its negative and inappropriate

64



UTILIZING THE POWER OF RATIONAL THINKING 65

reaction patterns, and it is by conscious rational thought
that the automatic reaction patterns can be changed.

The late Dr. John A. Schindler, of the famous Monroe
Clinic, Monroe, Wisconsin, won nation-wide fame for his
outstanding success in helping unhappy, neurotic people
regain the joy of living and return to productive, happy
lives. His percentage of cures far exceeded that of psycho-
analysis. One of the keys to his method of treatment was
what he called "conscious thought control." ". . . Regard-
less of the omissions and commissions of the past," he
said, "a person has to start in the present to acquire some
maturity so that the future may be better than the past.
The present and the future depend on learning new habits
and new ways of looking at old problems. There simply
isn't any future in digging continually into the past. . . the
underlying emotional problem has the, same common de-
nominator in every patient. This common denominator
is that the patient has forgotten how, or probably never
learned how, to control his present thinking to produce
enjoyment." (John A. Schindler, How To Live 365 Days
a Year, Englewood Cliffs, N.J., Prentice-Hall, Inc.)

Let Sleeping Dogs Lie

The fact that there are "buried" in the unconscious,
memories of past failures, unpleasant and painful experi-
ences, does not mean that these must be "dug out," ex-
posed or examined, in order to effect personality changes.
As we have pointed out earlier, all skill learning is accom-
plished by trial and error, by making a trial, missing the
mark, consciously remembering the degree of error, and
making correction on the next trial—until finally a "hit,"
or successful attempt is accomplished. The successful re-
action pattern is then remembered, or recalled, and "imi-
tated" on future trials. This is true for a man learning to
pitch horseshoes, throw darts, sing, drive a car, play golf,
get along socially with other human beings, or any other
skill. It is also true of a "mechanical rat," learning its way
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through a maze. Thus, all servo-mechanisms, by their very
nature contain "memories" of past errors, failures, pain-
ful and negative experiences. These negative experiences
do not inhibit, but contribute to the learning process, as
long as they are used properly as "negative feedback
data," and are seen as deviations from the positive goal
which is desired.

However, as soon as the error has been recognized as
such, and correction of course made, it is equally impor-
tant that the error be consciously forgotten, and the suc-
cessful attempt remembered and "dwelt upon."

These memories of past failures do no harm as long as
our conscious thought and attention is focused upon the
positive goal to be accomplished. Therefore, it is best to
let these sleeping dogs lie.

Our errors, mistakes, failures, and sometimes even our
humiliations, were necessary steps in the learning process.
However, they were meant to be means to an end—and
not an end in themselves. When they have served their
purpose, they should be forgotten. If we consciously dwell
upon the error, or consciously feel guilty about the error,
and keep berating ourselves because of it, then—unwit-
tingly—the error or failure itself becomes the "goal" which
is consciously held in imagination and memory. The un-
happiest of mortals is that man who insists upon reliving
the past, over and over in imagination—continually criti-
cising himself for past mistakes—continually condemning
himself for past sins.

I shall never forget one of my women patients who tor-
tured herself with her unhappy past, so much so that she
destroyed any chance for happiness in the present. She had
lived for years in bitterness and resentment, as a direct re-
sult of a serious harelip that caused her to shun people,
and to develop over the years a personality that was
stunted, crabby, and completely turned against the world
and everything in it. She had no friends because she imag-
ined that no one would be friendly with a person who
looked so "awful." She deliberately avoided people, or,
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what was worse, consistently alienated people with her
sour, defensive attitude. Surgery cured her physical prob-
lem. She tried to make the adjustment and to begin living
with people in harmony and friendliness, but found that
her past experiences kept getting in the way. She felt that,
despite her new appearance, she could not make friends
and be happy because no one would forgive her for what
she had been before the operation. She wound up making
the same mistakes she had made before and was as un-
happy as ever. She did not really begin to live until she
learned to stop condemning herself for what she had
been in the past and to stop reliving in her imagination
all the unhappy events that had brought her to my office
for surgery.

Continually criticising yourself for past mistakes and
errors does not help matters, but on the other hand tends
to perpetuate the very behavior you would change.
Memories of past failures can adversely affect present per-
formance, if we dwell upon them and foolishly conclude
—"I failed yesterday—therefore it follows that I will fail
again today." However, this does not "prove" that uncon-
scious reaction patterns have any power in themselves to
repeat and perpetuate themselves, or that all buried
memories of failure must be "eradicated" before behavior
can be changed. If we are victimized, it is by our con-
scious, thinking mind and not by the "unconscious." For
it is with the thinking part of our personality that we draw
conclusions, and select the "goal images" that we shall
concentrate upon. The minute that we change our minds,
and stop giving power to the past, the past with its mis-
takes loses power over us.

Ignore Past Failures and Forge Ahead

Here again, hypnosis furnishes convincing proof. When
a shy, timid wallflower is told in hypnosis, and believes
or "thinks" that he is a bold, self-confident orator, his re-
action patterns are changed instantly. He currently acts
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as he currently believes. His attention is given over com-
pletely to the positive desired goal—and no thought or
consideration whatsoever is given to past failures.

Dorothea Brande tells in her charming book, Wake Up
and Live, how this one idea enabled her to become more
productive and successful as a writer, and to draw upon
talents and abilities she never knew she had. She had been
both curious and amazed after witnessing a demonstration
in hypnosis. Then she happened to read one sentence writ-
ten by psychologist F. M. H. Myers which she says
changed her whole life. The sentence by Myers explained
that the talents and abilities displayed by hypnotic- sub-
jects were due to a "purgation of memory" of past fail-
ures, while in the hypnotic state. If this were possible
under hypnosis, Miss Brande asked herself—if ordinary
people carried around within themselves talents, abilities,
powers, which were held in and not used merely be-
cause of memories of past failures—why couldn't a per-
son in the wakeful state use these same powers by ignor-
ing past failures and "acting as if it were impossible to
fail?" She determined to try it. She would act on the
assumption that the powers and abilities were there—and
that she could use them—if only she would go ahead and
"ACT AS IF"—instead of in a tentative half-hearted way.
Within a year her production as a writer had increased
many times. So had her sales. A rather surprising result
was that she discovered a talent for public speaking, be-
came much in demand as a lecturer—and enjoyed it,
whereas previously she had not only shown no talent for
lecturing, but disliked it intensely.

Bertrand Russell's Method

In his book The Conquest of Happiness, Bertrand Rus-
sell says, "I was not born happy. As a child, my favorite
hymn was: 'Weary of earth and laden with sin.' . . . In
adolescence, I hated life and was continually on the verge
of suicide, from which, however, I was restrained by the
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desire to know more mathematics. Now, on the contrary,
I enjoy life; I might almost say that with every year that
passes I enjoy it more . . . very largely it is due to
diminishing preoccupation with myself. Like others who
had a Puritan education, I had a habit of meditating on
my sins, follies, and shortcomings. I seemed to myself—
no doubt justly—a miserable specimen. Gradually I
learned to be indifferent to myself and my deficiencies; I
came to center my attention upon external objects: the
state of the world, various branches of knowledge, indi-
viduals for whom I felt affection." (Bertrand Russell, The
Conquest of Happiness, New York, Liveright Publish-
ing Corporation.)

In the same book, he describes his method for changing
automatic reaction patterns based upon false beliefs. "It
is quite possible to overcome infantile suggestions of the
unconscious, and even to change the contents of the un-
conscious, by employing the right kind of technique.
Whenever you begin to feel remorse for an act which your
reason tells you is not wicked, examine the causes of your
feeling of remorse, and convince yourself in detail of their
absurdity. Let your conscious beliefs be so vivid and em-
phatic that they make an impression upon your uncon-
scious strong enough to cope with the impressions made
by your nurse or your mother when you were an infant.
Do not be content with an alteration between moments of
rationality and moments of irrationality. Look into the
irrationality closely with a determination not to respect it
and not to let it dominate you. When it thrusts foolish
thoughts or feelings into your consciousness, pull them up
by the roots, examine them, and reject them. Do not allow
yourself to remain a vacillating creature, swayed half by
reason and half by infantile folly... .

"But if the rebellion is to be successful in bringing indi-
vidual happiness and in enabling a man to live consistently
by one standard, not to vacillate between two, it is neces-
sary that he should think and feel deeply about what his
reason tells him. Most men, when they have thrown off
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superficially the superstitions of their childhood, think that
there is no more to be done. They do not realize that these
superstitions are still lurking underground. When a
rational conviction has been arrived at, it is necessary to
dwell upon it, to follow out its consequences, to search
out in oneself whatever beliefs inconsistent with the new
conviction might otherwise survive. . . . What I suggest is
that a man should make up his mind with emphasis as to
what he rationally believes, and should never allow con-
trary irrational beliefs to pass unchallenged or obtain a
hold over him, however brief. This is a question of reason-
ing with himself in those moments in which he is tempted
to become infantile, but the reasoning, if it is sufficiently
emphatic, may be very brief."

Ideas Are Changed, Not by "Will," But by Other Ideas

It can be seen that Bertrand Russell's technique of
searching out ideas which are inconsistent with some
deeply felt conviction, is essentially the same as the method
tested clinically with such amazing success by Prescott
Lecky. Lecky's method consisted of getting the subject to
"see" that some negative concept of his was inconsistent
with some other deeply held belief. Lecky believed that it
was inherent in the very nature of "mind" itself, that all
ideas and concepts which make up the total content of
"personality" must seem to be consistent with each other.
If the inconsistency of a given idea is consciously recog-
nized, it must be rejected.

One of my patients was a salesman who was "scared to
death" when calling upon "big shots." His fear and ner-
vousness were overcome in just one counselling session,
during which I asked him, "Would you physically get
down on all fours and crawl into the man's office, pros-
trating yourself before a superior personage?"

"I should say not!" he bristled.
"Then, why do you mentally cringe and crawl?"
Another question: "Would you go into a man's office
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with your hand out like a beggar, and beg for a dime for a
cup of coffee?"

"Certainly not."
"Can't you see that you are doing essentially the same

thing, when you go in overly concerned with whether or
not he will approve of you? Can't you see that you have
your hand out—literally begging for his approval and
acceptance of you as a person?"

Lecky found that there were two powerful "levers" for
changing beliefs and concepts. There are "standard" con-
victions which are strongly held by nearly everyone. These
are (1) the feeling or belief that one is capable of doing
his share, holding up his end of the log, exerting a certain
amount of independence and (2) the belief that there is
"something" inside you which should not be allowed to
suffer indignities.

Examine and Re-evaluate Your Beliefs

One of the reasons that the power of rational thinking
goes unrecognized is that it is so seldom used.

Trace down the belief about yourself, or the belief about
the world, or other people, which is behind your negative
behavior. Does "something always happen" to cause you
to miss out just when success seems within your grasp?
Perhaps you secretly feel "unworthy" of success or that
you do not deserve it. Are you ill at ease around other
people? Perhaps you believe you are inferior to them, or
that other people per se are hostile and unfriendly. Do
you become anxious and fearful for no good reason in a
situation that is relatively safe? Perhaps you believe that
the world you live in is a hostile, unfriendly, dangerous
place, or that you "deserve punishment."

Remember that both behavior and feeling spring from
belief. To root out the belief which is responsible for your
feeling and behavior—ask yourself, "why?" Is there some
task which you would like to do, some channel in which
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you would like to express yourself, but you hang back
feeling that "I can't"? Ask yourself "WHY?"

"Why do I believe that I can't?"
Then ask yourself—"Is this belief based upon an actual

fact-—or upon an assumption—or a false conclusion?"
Then ask yourself the questions:

1. Is there any rational reason for such a belief?
2. Could it be that I am mistaken in this belief?
3. Would I come to the same conclusion about some other

person in a similar situation?
4. Why should I continue to act and feel as if this were

true if there is no good reason to believe it?

Don't just pass these questions by casually. Wrestle with
them. Think hard on them. Get emotional about them.
Can you see that you have cheated yourself and sold your-
self short—not because of a "fact"—but only because of
some stupid belief? If so, try to arouse some indignation,
or even anger. Indignation and anger can sometimes act
as liberators from false ideas. Alfred Adler "got mad" at
himself and at his teacher and was enabled to throw off a
negative definition of himself. This experience is not un-
common.

An old farmer said he quit tobacco for good one day
when he discovered he had left his tobacco home and
started to walk the two miles for it. On the way, he "saw"
that he was being "used" in a humiliating way by a habit.
He got mad, turned around, went back to the field, and
never smoked again.

Clarence Darrow, the famous attorney, said his success
started the day that he "got mad" when he attempted to
secure a mortgage for $2,000 to buy a house. Just as the
transaction was about to be completed, the lendor's wife
spoke up and said, "Don't be a fool—he will never make
enough money to pay it off." Darrow himself had had
serious doubts about the same thing. But "something hap-
pened" when he heard her remark. He became indignant
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both at the woman and at himself, and determined he
would be a success.

A businessman friend of mine had a very similar ex-
perience. A failure at 40, he continually worried about
"how things would come out," about his own inadequa-
cies, and whether or not he would be able to complete each
business venture. Fearful and anxious, he was attempting
to purchase some machinery on credit, when the man's
wife objected. She did not believe he would ever be able
to pay for it. At first his hopes were dashed. But then he
became indignant. Who was he to be pushed around like
that? Who was he to skulk through the world, continually
fearful of failure? The experience awakened "something"
within him—some "new self"—and at once he saw that
this woman's remark, as well as his own opinions of him-
self, were an affront to this "something."" He had no
money, no credit, and no "way" to accomplish what he
wanted. But he found a way—and within three years was
more successful than he had ever dreamed of being—not
in one business, but in three.

The Power of Deep Desire

Rational thought, to be effective in changing belief and
behavior, must be accompanied by deep feeling and
desire.

Picture to yourself what you would like to be and have,
and assume for the moment that such things might be pos-
sible. Arouse a deep desire for these things. Become en-
thusiastic about them. Dwell upon them—and keep going
over them in your mind. Your present negative beliefs
were formed by thought plus feelings. Generate enough
emotion, or deep feeling, and your new thoughts and
ideas will cancel them out.

If you will analyze this you will see that you are using a
process you have often used before—worry! The only dif-
ference is you change your goals from negative to positive.
When you worry, you first of all picture some undesirable
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future outcome, or goal, very vividly in your imagination.
You use no effort or will power. But you keep dwelling
upon the "end result." You keep thinking about it—dwell-
ing upon it—picturing it to yourself as a "possibility."
You play with the idea that it "might happen."

This constant repetition, and thinking in terms of "pos-
sibilities," makes the end result appear more and more
"real" to you. After a time, appropriate emotions are
automatically generated—fear, anxiety, discouragement-
all these are appropriate to the undesirable end result you
are worrying about. Now change the "goal picture"—and
you can as easily generate "good emotions." Constantly
picturing to yourself, and dwelling upon a desirable end
result will also make the possibility seem more real—and
again appropriate emotions of enthusiasm, cheerfulness,
encouragement, and happiness will automatically be
generated. "In forming 'good' emotional habits, and in
breaking 'bad' ones," said Dr. Knight Dunlap, "we have
to deal primarily with thought and thought habits. 'As a
man thinketh in his heart so is he.'"

What Rational Thought Can and Cannot Do

Remember that your automatic mechanism can as easily
function as a "Failure Mechansim" as a "Success Mech-
anism," depending upon the data you give it to process,
and the goals you set for it. It is basically a goal-striving
mechanism. The goals it works upon are up to you. Many
of us unconsciously and unwittingly, by holding negative
attitudes and habitually picturing failure to ourselves in
our imagination—set up goals of failure.

Also remember that your automatic mechanism does
not reason about, nor question, the data you feed it. It
merely processes it and reacts appropriately to it.

It is very important that the automatic mechanism be
given true facts concerning the environment. This is the
job of conscious rational thought: to know the truth, to
form correct evaluations, estimations, opinions. In this
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connection most of us are prone to under-estimate our-
selves and over-estimate the nature of the difficulty facing
us. "Always think of what you have to do as easy and it
will become so," said Emile Coué. "I have made exten-
sive experiments to discover the common causes of that
conscious effort which freezes the thinking mind," says
psychologist Daniel W. Josselyn. "Practically always it
seems to be due to the tendency to exaggerate the diffi-
culty and importance of your mental labors, to take them
too seriously and fear they will find you incapable. People
who are eloquent in casual conversation become imbeciles
when they mount the speaker's platform. You simply must
learn that if you can interest the neighbor you can interest
all the neighbors, or the world, and not be frozen by mag-
nitudes." (Daniel W. Josselyn: Why Be Tired? New York,
Longmans, Green & Co., Inc.)

You Never Know Until You Try

It is the job of rational, conscious thought to examine
and analyze incoming messages, to accept those which are
true and reject those which are untrue. Many people are
bowled over by the chance remark of a friend—"You do
not look so well this morning." If they are rejected or
snubbed by someone, they blindly "swallow" the "fact"
that this means they are an inferior person. Most of us
are subjected to negative suggestions every day. If our
conscious mind is working and on the job, we do not have
to accept them blindly. "It ain't necessarily so," is a good
motto.

It is the job of the conscious rational mind to form log-
ical and correct conclusions. "I failed once in the past, so
I will probably fail in the future," is neither logical nor
rational. To conclude "I can't" in advance, without try-
ing, and in the absence of any evidence to the contrary,
is not rational. We should be more like the man who was
asked if he could play the piano. "I don't know," he said.
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"What do you mean you don't know?" "I have never
tried."

Decide What You Want—Not What You Don't Want

It is the job of conscious rational thought to decide
what you want, select the goals you wish to achieve—and
concentrate upon these rather than upon what you do not
want. To spend time and effort concentrating upon what
you do not want is not rational. When President Eisen-
hower was General Eisenhower in World War II he was
asked what would have been the effect upon the allied
cause, if the invasion troops had been thrown back into
the sea from the beaches of Italy. "It would have been
very bad," he said, "but I never allow my mind to think in
that way."

Keep Your Eye on the Ball

It is the job of your conscious mind to pay strict atten-
tion to the task at hand, to what you are doing and what is
going on around you so that these incoming sensory mes-
sages can keep your automatic mechanism currently
advised of the environment and allow it to respond spon-
taneously. In baseball parlance you must "keep your eye
on the ball."

It is not the job of your conscious rational mind, how-
ever, to create or to "do" the job at hand. We get into
trouble when we either neglect to use conscious thinking
in the way that it is meant to be used, or when we attempt
to use it in a way that it was never meant to be used. We
cannot squeeze creative thought out of the Creative Mech-
anism by making conscious effort. We cannot "do" the
job to be done by making strained conscious efforts. And
because we try and cannot, we become concerned, anx-
ious, frustrated. The automatic mechanism is unconscious.
We cannot see the wheels turning. We cannot know what
is taking place beneath the surface. And because it works
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spontaneously in reacting to present and current needs, we
can have no intimation or certified guarantee in advance
that it will come up with the answer. We are forced into
a position of trust. And only by trusting and acting do we
receive signs and wonders. In short, conscious rational
thought selects the goal, gathers information, concludes,
evaluates, estimates and starts the wheels in motion. It is
not, however, responsible for results. We must learn to do
our work, act upon the best assumptions available, and
leave results to take care of themselves.

Points to Remember
(Fill in)

1.
2.
3.
4.
5.

CASE HISTORY:



CHAPTER SIX

Relax and Let Your
Success Mechanism Work for You

"STRESS" has recently become a popular word in our
language. We speak of this as the age of stress. Worry,
anxiety, insomnia, stomach ulcers have become accepted
as a necessary part of the world in which we live.

Yet, I am convinced that it does not have to be that way.
We could relieve ourselves of a vast load of care,

anxiety and worry, if we could but recognize the simple
truth, that our Creator made ample provisions for us to
live successfully in this or any other age by providing us
with a built-in creative mechanism.

Our trouble is that we ignore the automatic creative
mechanism and try to do everything and solve all our
problems by conscious thought, or "forebrain thinking."

The forebrain is comparable to the "operator" of an
electronic brain, or any other type of servo-mechanism. It
is with the forebrain that we think "I," and feel our sense
of identity. It is with the forebrain that we exercise imag-
ination, or set goals. We use the forebrain to gather
information, make observations, evaluate incoming sense-
data, form judgments.

But the forebrain cannot create. It cannot "do" the job
to be done, any more than the operator of an electronic
brain can "do" the work.

It is the job of the forebrain to pose problems and to
78
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identify them—but by its very nature it was never engi-
neered to solve problems.

Don't Be Too Careful

Yet that is precisely what modern man tries to do—solve
all his problems by conscious thought.

Jesus told us that a man cannot add one cubit to his
stature by "taking thought." Today Dr. Wiener tells us
that man cannot even perform such a simple operation
as picking up a cigarette from a table by conscious
thought or "will."

Because modern man does depend almost entirely upon
his forebrain he becomes too careful, too anxious, and too
fearful of "results," and the advice of Jesus to "take no
thought for the morrow," or of St. Paul to be "careful in
nothing," is regarded as impractical nonsense.

Yet, this is precisely the advice that William James,
dean of American psychologists, gave us years ago, if we
would but have listened to him. In his little essay "The
Gospel of Relaxation," he said that modern man was too
tense, too concerned for results, too anxious (this was in
1899), and that there was a better and easier way. "If we
wish our trains of ideation and volition to be copious and
varied and effective, we must form the habit of freeing
them from the inhibitive influence of reflection upon them,
of egoistic preoccupation about their results. Such a habit,
like other habits, can be formed. Prudence and duty and
self-regard, emotions of ambition and emotions of anxiety,
have, of course, a needful part to play in our lives. But
confine them as far as possible to the occasions when you
are making your general resolutions and deciding on your
plans of campaign, and keep them out of the details.
When once a decision is reached and execution is the
order of the day, dismiss absolutely all responsibility and
care about the outcome. Unclamp, in a word, your in-
tellectual and practical machinery, and let it run free; and
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the service it will do you will be twice as good." (William
James, On Vital Reserves, New York, Henry Holt and
Co., Inc.)

Victory by Surrender

Later, in his famous Gifford Lectures, James cited ex-
ample after example of persons who had tried unsuccess-
fully for years to rid themselves of anxieties, worries,
inferiorities, guilt feelings, by making conscious efforts,
only to find that success finally came when they gave up
the struggle consciously, and stopped trying to solve their
problems by conscious thought. "Under these circum-
stances," said James, "the way to success, as vouched for
by innumerable authentic personal narrations, is by . . .
surrender . . . passivity, not activity—relaxation, not in-
tentness, should be now the rule. Give up the feeling of
responsibility, let go your hold, resign the care of your
destiny to higher powers, be genuinely indifferent as to
what becomes of it all. . . . It is but giving your private
convulsive self a rest, and finding that a greater Self is
there. The results, slow or sudden, or great or small, of the
combined optimism and expectancy, the regenerative
phenomena which ensue on the abandonment of effort,
remain firm facts of human nature." (William James, The
Varieties of Religious Experience, New York, Longmans,
Green and Company.)

The Secret of Creative Thinking and Creative Doing

Proof of the fact that what we have been saying is true
can be seen in the experience of writers, inventors, and
other creative workers. Invariably, they tell us that cre-
ative ideas are not consciously thought out by forebrain
thinking, but come automatically, spontaneously, and
somewhat like a bolt out of the blue, when the conscious
mind has let go of the problem and is engaged in thinking
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of something else. These creative ideas do not come willy-
nilly without some preliminary conscious thought about
the problem. All the evidence points to the conclusion
that in order to receive an "inspiration" or a "hunch," the
person must first of all be intensely interested in solving a
particular problem, or securing a particular answer. He
must think about it consciously, gather all the information
he can on the subject, consider all the possible courses of
action. And above all, he must have a burning desire to
solve the problem. But, after he has defined the problem,
sees in his imagination the desired end result, secured all
the information and facts that he can, then additional
struggling, fretting and worrying over it do not help,
but seem to hinder the solution.

Fehr, the famous French scientist, said that practically
all his good ideas came to him when not actively engaged
in work on a problem and that most of the discoveries of
his contemporaries were made when they were away
from their work bench, so to speak.

It is well known that when Thomas A. Edison was
stymied by a problem, he would lie down and take a short
nap.

Charles Darwin, telling how an intuitional flash came
to him suddenly, after months of conscious thinking had
failed to give him the ideas he needed for The Origin of
Species, wrote, "I can remember the very spot in the road,
whilst in my carriage, when to my joy the solution
occurred to me."

Lenox Riley Lohr, former president of the National
Broadcasting Company, once wrote an article telling how
ideas which had helped him in business, came to him.
"Ideas, I find, come most readily when you are doing
something that keeps the mind alert without putting too
much strain upon it. Shaving, driving a car, sawing a
plank, or fishing or hunting, for instance. Or engaging
with some friend in stimulating conversation. Some of
my best ideas came from information picked up casually
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and entirely unrelated to my work." ("Anyone Can Be
an Idea Man," the American Magazine, March, 1940.)

C. G. Suits, the Chief of Research at General Electric,
said that nearly all the discoveries in research laboratories
came as hunches during a period of relaxation, following
a period of intensive thinking and fact-gathering.

Bertrand Russell said, "I have found, for example, that,
if I have to write upon some rather difficult topic, the
best plan is to think about it with very great intensity—.
the greatest intensity of which I am capable—for a few
hours or days, and at the end of that time give orders, so
to speak, that the work is to proceed underground. After
some months I return consciously to the topic and find
that the work has been done. Before I had discovered
this technique, I used to spend the intervening months
worrying because I was making no progress; I arrived at
the solution none the sooner for this worry, and the in-
tervening months were wasted, whereas now I can devote
them to other pursuits." (Bertrand Russell, The Conquest
of Happiness, New York, Liveright Publishing Corpora-
tion.)

You Are a "Creative Worker"

The mistake we make is assuming that this process of
"unconscious cerebration" is reserved for writers, inven-
tors and "creative workers." We are all creative workers,
whether we are housewives working in a kitchen, school
teachers, students, salesmen or businessmen. We all have
the same "success mechanism" within us, and it will work
in solving personal problems, running a business, or sell-
ing goods, just as it will in writing a story or inventing.
Bertrand Russell recommended that the same method he
used in his writing be employed by his readers in solving
their mundane personal problems. Dr. J. B. Rhine of
Duke University has said that he is inclined to think that
what we call "genius" is a process; a natural way in which
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the human mind works to solve any problem, but that we
mistakenly apply the term "genius" only when the proc-
ess is used to write a book or paint a picture.

The Secret of "Natural" Behavior and Skill

The Success Mechanism within you can work in the
same way to produce "creative doing" as it does to pro-
duce "creative ideas." Skill in any performance, whether
it be in sports, in playing the piano, in conversation, or
in selling merchandise, consists not in painfully and con-
sciously thinking out each action as it is performed, but
in relaxing, and letting the job do itself through you. Cre-
ative performance is spontaneous and "natural" as opposed
to self-conscious and studied. The most skilled pianist
in the world could never play a simple composition if he
tried to consciously think out just which finger should
strike which key—while he was playing. He has given
conscious thought to this matter previously—while learn-
ing, and has practiced until his actions become automatic
and habit-like. He was able to become a skilled performer
only when he reached the point where he could cease con-
scious effort and turn the matter of playing over to the
unconscious habit mechanism which is a part of the Suc-
cess Mechanism.

Don't Jam Your Creative Machinery

Conscious effort inhibits and "jams" the automatic cre-
ative mechanism. The reason some people are self-con-
scious and awkward in social situations is simply that
they are too consciously concerned, too anxious, to do the
right thing. They are painfully conscious of every move
they make. Every action is "thought-out." Every word
spoken is calculated for its effect. We speak of such per-
sons as "inhibited," and rightly so. But it would be more
true were we to say that the "person" is not inhibited;
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but that the person has "inhibited" his own creative mech-
anism. If these people could "let go," stop trying, not care,
and give no thought to the matter of their behavior, they
could act creatively, spontaneously, and "be themselves."

FIVE RULES FOR FREEING
YOUR CREATIVE MACHINERY

1. "Do your worrying before you place your bet, not
after the wheel starts turning."

I am indebted to a business executive, whose weakness
was roulette, for the above expression which "worked like
magic" in helping him overcome worry, and at the
same time function more creatively and successfully. I
happened to quote to him the advice of William James,
mentioned earlier, to the effect that emotions of anxiety
have their place in planning and deciding upon a course
of action, but that, "When once a decision is reached and
execution is the order of the day, dismiss absolutely all
responsibility and care about the outcome. Unclamp, in
a word, your intellectual and practical machinery, and
let it run free."

Several weeks later he burst into my office as enthusias-
tic over his "discovery" as a schoolboy who has discovered
his first love. "It hit me all of a sudden," he said, "during
a visit to Las Vegas. I've been trying it and it works."

"What hit you and what works?" I asked.
"That advice of William James. It didn't make too

much of an impression when you told me, but while I was
playing roulette it came back to me. I noticed any number
of people who appeared not to worry at all before plac-
ing their bets. Apparently the odds meant nothing to
them. But once the wheel started turning, they froze up,
and began to worry whether their number would come up
or not How silly, I thought. If they want to worry, or be
concerned, or figure odds, the time to do that is before
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the decision is made to place a bet. There is something
you can do about it then, by thinking about it You can
figure out the best odds possible, or decide not to take the
risk at all. But after the bets are placed and the wheel
starts turning—you might as well relax and enjoy it—
thinking about it is not going to do one bit of good, and is
wasted energy.

"Then I got to thinking that I myself had been doing
exactly the same thing in my business and in my personal
life. I often made decisions or embarked upon courses of
action, without adequate preparation, without considering
all the risks involved, and the best possible alternative.
But after I had set the wheels in motion, so to speak, I
continually worried over how it would come out, whether
I had done the right thing. I made a decision right then
that in the future I would do all my worrying, all my fore-
brain thinking, before a decision was made, and that after
making a decision, and setting the wheels in motion, I
would 'dismiss absolutely all care or responsibility about
the outcome.' Believe it or not, it works. I not only feel
better, sleep better, and work better, but my business is
running much smoother.

"I also discovered that the same principle works in a
hundred different little personal ways. For example, I used
to worry and fume about having to go to the dentist, and
other unpleasant tasks. Then I said to myself, 'This is
silly. You know the unpleasantness involved before you
make the decision to go. If the unpleasantness is all that
important to cause so much concern, and not worth the
worry involved, you can simply decide not to go. But, if
the decision is that the trip is worth a little unpleasant-
ness, and a definite decision is made to go—then forget
about it. Consider the risk before the wheel starts turning.'
I used to worry the night before I had to make a speech
at a board meeting. Then I said to myself, 'I'm either go-
ing to make the speech or I'm not. If the decision is to
make it, then there's no need in considering not making it
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—or trying to mentally run away from it.' I have dis-
covered that much nervousness and anxiety is caused by
mentally trying to escape or run away from something
that you have decided to go through with physically. If
the decision is made to go through with it—not to run
away physically—why mentally keep considering or hop-
ing for escape. I used to detest social gatherings and go
along only to please my wife, or for business reasons. I
went, but mentally I resisted it, and was usually pretty
grumpy and uncommunicative. Then I decided that if
the decision was to go along physically, I might as well go
along mentally—and dismiss all thought of resistance.
Last night I not only went to what I would formerly have
called a stupid social gathering, but I was surprised to
find myself thoroughly enjoying i t"

2. Form the habit of consciously responding to the pres-
ent moment.

Consciously practice the habit of "taking no anxious
thought for tomorrow," by giving all your attention to the
present moment.

Your creative mechanism cannot function or work to-
morrow. It can only function in the present—today. Make
long range plans for tomorrow. But don't try to live in to-
morrow, or in the past. Creative living means responding
and reacting to environment spontaneously. Your cre-
ative mechanism can respond appropriately and success-
fully to present environment—only if you have your full
attention upon present environment—and give it informa-
tion concerning what is happening now. Plan all you want
for the future. Prepare for it. But don't worry about how
you will react tomorrow, or even five minutes from now.
Your creative mechanism will react appropriately in the
"now" if you pay attention to what is happening now. It
will do the same tomorrow. It cannot react successfully
to what may happen—but to what is happening.
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Live in Daytight Compartments

Dr. William Osier said that this simple habit, which
could be formed like any other habit, was the sole secret
of his happiness and success in life. Live life in "day-
tight compartments," he advised his students. Look
neither forward nor backward beyond a 24-hour cycle.
Live today as best you can. By living today well you do
the most within your power to make tomorrow better. If
you have not read his excellent little essay, "A Way of
Life," in which he describes the advantages of this habit,
I urge you to do so. (William Osier, A Way of Life,
Harper & Brothers, New York.)

William James, commenting upon this same philosophy
as a cardinal principle of both psychology and religion
for curing worry, said, "Of Saint Catherine of Genoa it is
said that 'she took cognizance of things, only as they were
presented to her in succession, moment by moment.' To
her holy soul, the divine moment was the present moment
... and when the present moment was estimated in itself
and in its relations, and when the duty that was involved
in it was accomplished, it was permitted to pass away as
if it had never been, and to give way to the faces and
duties of the moment which came after."

Alcoholics Anonymous uses the same principle when
they say, "Don't try to stop drinking forever—merely say,
'I will not drink today.'"

Stop—Look—and Listen!

Practice becoming more consciously aware of your pres-
ent environment. What sights, sounds, odors are present
in your environment right now that you are not conscious
of?

Consciously practice looking and listening. Become
alert to the feel of objects. How long since you have really
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felt the pavement beneath your feet as you walk? The
American Indian and the early pioneers had to be alert to
the sights and sounds and feels in their environment in
order to survive. So does modern man, but for a different
reason: Not because of physical dangers, but because of
the dangers of "nervous disorders" which come from con-
fused thinking, from failure to live creatively and spon-
taneously, and to respond appropriately to environment.

This becoming more aware of what is happening now,
and attempting to respond only to what is happening
now, has almost magical results in relieving the "jitters."
The next time you feel yourself tensing up, becoming jit-
tery and nervous—pull yourself up short and say, "What
is there here and now that I should respond to? that I can
do something about?" A great deal of nervousness is
caused from unwittingly "trying" to do something that
cannot be done here or now. You are geared for action
or for "doing" which cannot take place.

Keep constantly in mind that the job of your creative
mechanism is to respond appropriately to present environ-
ment—here and now. Many times, if we do not "stop
and think" about this, we continue to react automatically
to some past environment. We do not react to the present
moment, and the present situation, but to some similar
event out of the past. In short we do not react to reality
—but to a fiction. Full recognition of this, and realization
of what you're doing, can frequently bring about an amaz-
ingly quick "cure."

Don't Fight Strawmen out of the Past

For example, a patient of mine became jittery and
anxious in business meetings, theaters, church, or in any
formal gathering. "Groups of people" were the common
denominator. Without realizing it, he was attempting to
react to some environment out of his past where "groups
of people" were a significant factor. He remembered that
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when a child in elementary school, he had wet his pants,
and a cruel teacher had called him up in front of the
class and humiliated him. He reacted with feelings of
humiliation and shame. Now, one factor in the situation

"groups of people"—was reacted to as if it were the
entire past situation. When he was able to "see" that he
was "acting as if" he were a 10-year-old schoolboy, as if
every gathering was an elementary school class, and as if
every group leader was the cruel school teacher, his
anxiety disappeared.

Other typical examples are the woman who responds
to every man she meets "as if" he were some individual
man out of her past; the man who reacts to every person
in authority "as if" he were some individual authority
out of his past

3. Try to do only one thing at a time.

Another cause of confusion, and the resulting feelings
of nervousness, hurry, and anxiety, is the absurd habit of
trying to do many things at one time. The student studies
and watches TV simultaneously. The businessman, in-
stead of concentrating upon and only trying to "do" the
one letter that he is presently dictating, is thinking in the
back of his mind of all the things he should accomplish
today, or perhaps this week, and unconsciously trying
mentally to accomplish them all at once. The habit is
particularly insidious because it is seldom recognized for
what it is. When we feel jittery, or worried, or anxious in
thinking of the great amount of work that lies before us,
the jittery feelings are not caused by the work, but by
our mental attitude—which is "I ought to be able to do
this all at once." We become nervous because we are try-
ing to do the impossible, and thereby making futility and
frustration inevitable. The truth is: We can only "do"
one thing at a time. Realizing this, fully convincing our-
selves of this simple and obvious truth, enables us to men-
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tally stop trying to "do" the things that lie "next," and to
concentrate all our awareness, all our responsiveness, on
this one thing we are doing now. When we work with this
attitude, we are relaxed, we are free from the feelings of
hurry and anxiety, and we are able to concentrate and
think at our best.

The Lesson of the Hourglass

Dr. James Gordon Gilkey preached a sermon in 1944
called "Gaining Emotional Poise," which was reprinted
in Reader's Digest and became a classic almost overnight.
He had found, through many years of counselling, that
one of the main causes of breakdown, worry, and all
sorts of other personal problems, was this bad mental
habit of feeling that you should be doing many things
now. Looking at the hourglass on his desk, he had an in-
spiration. Just as only one grain of sand could pass
through the hourglass, so could we only do one thing at
a time. It is not the job, but the way we insist upon think-
ing of the job that causes the trouble.

Most of us feel hurried and harried, said Dr. Gilkey,
because we form a false mental picture of our duties,
obligations and responsibilities. There seem to be a dozen
different things pressing in upon us at any given moment;
a dozen different things to do; a dozen different problems
to solve; a dozen different strains to endure. No matter
how hurried or harried our existence may be, said Dr,
Gilkey, this mental picture is entirely false. Even on the
busiest day the crowded hours come to us one moment at
a time; no matter how many problems, tasks or strains
we face, they always come to us in single file, which is the
only way they can come. To get a true mental picture, he
suggested visualizing an hourglass, with the many grains
of sand dropping one by one. This mental picture will
bring emotional poise, just as the false mental picture will
bring emotional unrest.
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Another similar mental device which I have found very
helpful to my patients is telling them: "Your success
mechanism can help you do any job, perform any task,
solve any problem. Think of yourself as 'feeding' jobs
and problems to your success mechanism as a scientist
'feeds' a problem to an electronic brain. The 'hopper' to
your success mechanism can handle only one job at a
time. Just as an electronic brain cannot give the right
answer if three different problems are mixed up and fed
in at the same time, neither can your own success mecha-
nism. Ease off on the pressure. Stop trying to cram into the
machinery more than one job at a time."

4. Sleep on it.

If you have been wrestling with a problem all day
without making any apparent progress, try dismissing it
from your mind, and put off making a decision until
you've had a chance to "sleep on it." Remember that
your creative mechanism works best when there is not too
much interference from your conscious "I ." In sleep, the
creative mechanism has an ideal opportunity to work in-
dependently of conscious interference, if you have pre-
viously started the wheels turning.

Remember the fairy story about the Shoemaker and the
Elves? The shoemaker found that if he cut out the
leather, and laid out the patterns before retiring, little
elves came and actually put the shoes together for him
while he was sleeping.
. Many creative workers have used a very similar tech-
nique. Mrs. Thomas A. Edison has said that each eve-
ning her husband would go over in his mind those things
which he hoped to accomplish the next day. Sometimes,
he would make a list of the jobs he wanted to do, and
problems which he hoped to solve.

Sir Walter Scott is reported to have said to himself,
whenever his ideas would not jell, "Never mind, I shall
have it at seven o'clock tomorrow morning."
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V. Bechterev said, "It happened several times when I
concentrated in the evening on a subject which I had put
into poetic shape, that in the morning, I had only to take
my pen and the words flowed, as it were, spontaneously,
I had only to polish them later."

Edison's well-known "cat-naps" were far more than
mere respites from fatigue. Joseph Rossman, in the Psy-
chology of Invention, says, "When stumped by something,
he would stretch out in his Menlo workshop and, half-
dozing, get an idea from his dream mind to help him
around the difficulty."

J. B. Priestley dreamed three essays, complete in every
detail—"The Berkshire Beast," "The Strange Outfitter,"
and "The Dream."

Archbishop Temple of Canterbury has said: "All de-
cisive thinking goes on behind the scenes; I seldom know
when it takes place . . . much of it certainly during
sleep." Henry Ward Beecher once preached every day for
18 months. His method? He kept a number of ideas
"hatching" and each night before retiring would select an
"incubating idea" and "stir it up" by thinking intensely
about it. The next morning it would have fitted itself to-
gether for a sermon.

Kekule's discovery of the secret of the benzine mole-
cule during sleep, Otto Loewi's Nobel Prize-winning dis-
covery (that active chemicals are involved in the action
of nerves), and Robert Louis Stevenson's "Brownies,"
which he said gave him all his plot ideas while sleeping,
are all well known. Less well known is the fact that many
businessmen use the same technique. For example, Henry
Cobbs, who started his business in the early 1930's with a
ten-dollar bill and now operates a multi-million-dollar
mail order fruit business in North Miami, Florida, keeps
a notebook by his bedside to jot down creative ideas im-
mediately upon wakening.

Vic Pocker arrived in this country from Hungary with
no money and unable to speak English. He got a job as a
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welder, went to night school to learn English, and saved
his money. His savings were wiped out in the depression,
put in 1932 he started a small welding shop of his own,
which he called Steel Fabricators. Today that small busi-
ness has grown into a profitable million-dollar firm. "I've
discovered you have to make your own breaks," he says.
"Sometimes in my dreams I get ideas for licking problems,
and wake up all excited. Many's the time I've gotten out
of bed at 2 A.M. and gone down to the shop to see if an
idea would work."

5. Relax while you work. .

Practice Exercise: In Chapter Four you learned how to
induce physical and mental relaxation while resting. Con-
tinue with the daily practice in relaxation and you will
become more and more proficient. In the meantime, you
can induce something of "that relaxed feeling," and the
relaxed attitude, while going about your daily activities,
if you will form the habit of mentally remembering the
nice relaxed feeling that you induced. Stop occasionally
during the day, it need only take a moment, and remem-
ber in detail the sensations of relaxation. Remember how
your, arms felt, your legs, back, neck, face. Sometimes
forming a mental picture of yourself lying in bed, or sit-
ting relaxed and limp in an easy chair helps to recall the
relaxed sensations. Mentally repeating to yourself several
times, "I feel more and more relaxed," also helps. Prac-
tice this remembering faithfully several times each day.
You will be surprised at how much it reduces fatigue, and
how much better you are able to handle situations. For
by relaxing, and maintaining a relaxed attitude, you re-
wove those excessive states of concern, tension and anx-
iety, which interfere with the efficient operation of your
creative mechanism. In time, your relaxed attitude will
become a habit, and you will no longer need to consciously
Practice it.



94 PSYCHO-CYBERNETICS

Points to Remember
(Fill in)

1.
2.
3.
4.
5.

CASE HISTORY OR EXAMPLE:

I



CHAPTER SEVEN

You Can Acquire
the Habit of Happiness

IN this chapter I want to discuss with you the subject of
happiness, not from a philosophical, but from a medical
standpoint. Dr. John A. Schindler's definition of happi-
ness is, "A state of mind in which our thinking is
pleasant a good share of the time." From a medical stand-
point, and also from an ethical standpoint, I do not be-
lieve that simple definition can be improved upon. It is
what we are talking about in this chapter.

Happiness is Good Medicine

Happiness is native to the human mind and its physi-
cal machine. We think better, perform better, feel better,
and are healthier when we are happy. Even our physical
sense organs work better. Russian psychologist K. Kek-
cheyev tested people when they were thinking pleasant
and unpleasant thoughts. He found that when thinking
pleasant thoughts they could see better, taste, smell and
hear better, and detect finer differences in touch. Dr. Wil-
liam Bates proved that eyesight improves immediately
when the individual is thinking pleasant thoughts, or visu-
alizing pleasant scenes. Margaret Corbett has found that
memory is greatly improved, and that the mind is re-
laxed, when the subject is thinking pleasant thoughts.
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Psychosomatic medicine has proved that our stomachs
liver, heart, and all our internal organs function better
when we are happy. Thousands of years ago wise old
King Solomon said in his Proverbs: "A merry heart doeth
good like a medicine, but a broken spirit drieth up the '
bones." It is significant, too, that both Judaism and Chris-
tianity prescribe joy, rejoicing, thankfulness, cheerfulness
as a means towards righteousness and the good life.

Harvard psychologists studied the correlation between
happiness and criminality and concluded that the old
Dutch proverb, "Happy people are never wicked," was
scientifically true. They found that a majority of criminals
came from unhappy homes, had a history of unhappy
human relationships. A ten-year study of frustration at
Yale University brought out that much of what we call
immorality and hostility to others is brought about by |
our own unhappiness. Dr. Schindler has said that unhap-
piness is the sole cause of all psychosomatic ills and that
happiness is the only cure. The very word "disease"
means a state of unhappiness—"dis-ease." A recent sur-
vey showed that by and large, optimistic, cheerful busi-
nessmen who "looked on the bright side of things" were
more successful than pessimistic businessmen.

It appears that in our popular thinking about happi-
ness we have managed to get the cart before the horse.
"Be good," we say, "and you will be happy." "I would be
happy," we say to ourselves, "if I could be successful and
healthy." "Be kind and loving to other people and you
will be happy." It might be nearer the truth if we said,
"Be happy—and you will be good, more successful,]
healthier, feel and act more charitably towards others."

Common Misconceptions About Happiness

Happiness is not something that is earned or deserved.
Happiness is not a moral issue, any more than the circula-
tion of the blood is a moral issue. Both are necessary to
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health and well-being. Happiness is simply a "state of
mind in which our thinking is pleasant a good share of
the time." If you wait until you "deserve" to think pleas-
gut thoughts, you are likely to think unpleasant thoughts
concerning your own unworthiness. "Happiness is not the
reward of virtue," said Spinoza, "but virtue itself; nor do
we delight in happiness because we restrain our lusts; but,
on the contrary, because we delight in it, therefore are
we able to restrain them." (Spinoza, Ethics.)

The Pursuit of Happiness Is Not Selfish

Many sincere people are deterred from seeking happi-
ness because they feel that it would be "selfish" or
"wrong." Unselfishness does make for happiness, for it
not only gets our minds directed outward away from our-
selves and our introspection, our faults, sins, troubles (un-
pleasant thoughts), or pride in our "goodness," but it also
enables us to express ourselves creatively, and fulfill our-
selves in helping others. One of the most pleasant thoughts
to any human being is the thought that he is needed, that
he is important enough to help and add to the happiness
of some other human being. However, if we make a moral
issue out of happiness and conceive of it as something to
be earned as a sort of reward for being unselfish, we are
very apt to feel guilty about wanting happiness. Happi-
ness comes from being and acting unselfishly—as a natural
accompaniment to the being and acting, not as a "pay
off" or prize. If we are rewarded for being unselfish, the
next logical step is to assume that the more self-abnegat-
ing and miserable we make ourselves, the more happy we
will be. The premise leads to the absurd conclusion that -
the way to be happy is to be unhappy.

If there is any moral issue involved it is on the side of
happiness rather than unhappiness. "The attitude of un-
happiness is not only painful, it is mean and ugly," says
William James. "What can be more base and unworthy
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than the pining, puling, mumping mood, no matter by
what outward ills it may have been engendered? What is
more injurious to others? What less helpful as a way out
of the difficulty? It but fastens and perpetuates the trouble
which occasioned it, and increases the total evil of the
situation."

Happiness Does Not Lie in the Future but the Present

"We are never living, but only hoping to live; and
looking forward always to being happy, it is inevitable
that we never are so," said Pascal.

I have found that one of the commonest causes of un-
happiness among my patients is that they are attempting
to live their lives on the deferred payment plan. They do
not live, nor enjoy life now, but wait for some future
event or occurrence. They will be happy when they get
married, when they get a better job, when they get the
house paid for, when they get the children through col-
lege, when they have completed some task or won some
victory. Invariably, they are disappointed. Happiness is a
mental habit, a mental attitude, and if it is not learned'
and practiced in the present it is never experienced. It
cannot be made contingent upon solving some external
problem. When one problem is solved another appears to
take its place. Life is a series of problems. If you are to be
happy at all, you must be happy—period! not happy
"because of."

"I have now reigned above fifty years in victory or
peace," said the Caliph Abdelraham, "beloved by my
subjects, dreaded by my enemies, and respected by my
allies. Riches and honors, power and pleasure, have
waited on my call, nor does any earthly blessing appear]
to have been wanting to my felicity. In this situation, I
have diligently numbered the days of pure and genuine
happiness which have fallen to my lot; they amount to
fourteen."
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Happiness Is a Mental Habit Which Can be Cultivated
and Developed

"Most people are about as happy as they make up their
minds to be," said Abraham Lincoln.

"Happiness is purely internal," says psychologist Dr.
Matthew N. Chappell. "It is produced, not by objects,
but by ideas, thoughts, and attitudes which can be de-
veloped and constructed by the. individual's own activi-
ties, irrespective of the environment."

No one, other than a saint, can be 100 per cent happy
all the time. And, as George Bernard Shaw quipped, we
would probably be miserable if we were. But we can, by
taking thought, and making a simple decision, be happy
and think pleasant thoughts a large share of the time, re-
garding that multitude of little events and circumstances
of daily living which now make us unhappy. To a large
extent we react to petty annoyances, frustrations, and the
like with grumpiness, dissatisfaction, resentment and irri-
tability, purely out of habit. We have practiced reacting
that way so long, it has become habitual. Much of this
habitual unhappiness-reaction originated because of some
event which we interpreted as a blow to our self-esteem.
A driver honks his horn at us unnecessarily; someone
interrupts and doesn't pay attention while we're talking;
someone doesn't come through for us as we think he
should. Even impersonal events can be interpreted, and
reacted to, as affronts to our self-esteem. The bus we
wanted to catch had to be late; it had to go and rain when
we had planned to play golf; traffic had to get into a snarl
just when we needed to catch the plane. We react with
anger, resentment, self-pity—or in other words, unhappi-
ness.

Stop Letting Things Push You Around

The best cure I have found for this sort of thing is to
use unhappiness' own weapon—self-esteem. "Have you
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ever been to a TV show and seen the master of cere-
monies manipulate the audience?" I asked a patient. "He
brings out a sign which says 'applause' and everyone
applauds. He brings out another which says 'laughter' and
everyone laughs. They act like sheep—as if they were
slaves, and meekly react as they are told to react. You
are acting the same way. You are letting outward events
and other people dictate to you how you shall feel and
how you shall react. You are acting as an obedient slave
and obeying promptly when some event or circumstance
signals to you—'Be angry'—'Get upset'—or 'Now is the
time to feel unhappy.' "

Learning the happiness habit, you become a master
instead of a slave, or as Robert Louis Stevenson said,
"The habit of being happy enables one to be freed, or
largely freed, from the domination of outward condi-
tions."

Your Opinion Can Add to Unhappy Events

Even in regard to tragic conditions, and the most ad-
verse environment, we can usually manage to be happier,
if not completely happy, by not adding to the misfortune
our own feelings of self-pity, resentment, and our own
adverse opinions.

"How can I be happy?" the wife of an alcoholic
husband asked me. "I don't know," I said, "but you can
be happier by resolving not to add resentment and self-
pity to your misfortune."

"How can I possibly be happy?" asked a businessman,
"I have just lost $200,000 on the stock market. I am
ruined and disgraced."

"You can be happier," I said, "by not adding your own
opinion to the facts. It is a fact that you lost $200,000. It
is your opinion that you are ruined and disgraced."

I then suggested that he memorize a saying of Epictetus,
which has always been a favorite of mine—"Men are dis-
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turbed," said the sage, "not by things that happen, but by
their opinion of the things that happen."

When I announced that I wanted to be a doctor, I was
told that this could not be, because my folks had no
money. It was a fact that my mother had no money. It
was only an opinion that I could never be a doctor. Later,
I was told I could never take post-graduate courses in
Germany, and that it was impossible for a young plastic
surgeon to hang out his own shingle and go into business
for himself in New York. I did all these things—and one
of the things that helped me was that I kept reminding
myself that all these "impossibles" were opinions, not
facts. I not only managed to reach my goals—but I was
happy in the process—even when I had to pawn my over-
coat to buy medical books, and do without lunch in order
to purchase cadavers. I was in love with a beautiful girl.
She married someone else. These were facts. But I kept
reminding myself that it was merely my opinion that this
was a "catastrophe" and that life was not worth living.
I not only got over it, but it turned out that it was one of
the luckiest things that ever happened to me.

The Attitude That Makes for Happiness

It has been pointed out earlier that since man is a goal-
striving being, he is functioning naturally and normally
when he is oriented toward some positive goal and striving
toward some desirable goal. Happiness is a symptom of
normal, natural functioning and when man is functioning
as a goal-striver, he tends to feel fairly happy, regardless
of circumstances. My young business executive friend was
very unhappy because he had lost $200,000. Thomas A.
Edison lost a laboratory worth millions in a fire, with no
insurance. "What in the world will you do?" someone
asked. "We will start rebuilding tomorrow morning," said
Edison. He maintained an aggressive attitude, he was still
goal-oriented despite his misfortune. And because he did
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maintain an aggressive goal-striving attitude, it is a good
bet that he was never unhappy about his loss.

Psychologist H. L. Hollingworth has said that happi-
ness requires problems, plus a mental attitude that is ready
to meet distress with action toward a solution.

"Much of what we call evil is due entirely to the way
men take the phenomenon," said William James. "It can
so often be converted into a bracing and tonic good by a
simple change of the sufferer's inner attitude from one of
fear to one of fight; its sting can so often depart and
turn into a relish when, after vainly seeking to shun it, we
agree to face about and bear it cheerfully; that a man is
simply bound in honor, with reverence to many of the
facts that seem at first to disconcern his peace, to adopt
this way of escape. Refuse to admit their badness; de-
spise their power; ignore their presence; turn your atten-
tion the other way; and so far as you yourself are con-
cerned at any rate, though the facts may still exist, their
evil character exists no longer. Since you make them evil
or good by your own thoughts about them, it is the ruling
of your thoughts which proves to be your principal con-
cern." (William James, The Varieties of Religious Ex-
perience, New York, Longmans, Green & Co.)

Looking back on my own life I can see that some of the
happiest years were those when I was struggling through
as a medical student, and living from hand to mouth in my
early days of practice. Many times I was hungry. I was
cold and ill-clad. I worked hard a minimum of about 12
hours a day. Many times I did not know from month to
month where the money was coming from to pay my rent.
But I did have a goal. I had a consuming desire to reach
it, and a determined persistence which kept me working
toward it.

I related all this to the young business executive and
suggested that the real cause of his unhappy feeling was
not that he had lost $200,000, but that he had lost his
goal; he had lost his aggressive attitude, and was yielding
passively rather than reacting aggressively.




