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“Ken Baum’s approach is relentless, empowering and supportive.”

—Sasha Cohen, U.S. Olympic figure skating champion
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INTRODUCTION

Imagine maximizing all of your education, all of your experience, and discovering latent talents you didn’t know you had. Every day, I earn my living by guiding men and women to maximize their careers and potential. In this book, I’m going to share my unique knowledge and personally developed techniques with you. The Mind Over Business program applies a proven system for creating peak performance that will help you achieve success no matter what business you are in.

This book will give you the Mental Edge to overcome obstacles and take advantage of opportunity. The Mind Over Business approach is not a “rah-rah” motivational speech that promises the secret of success, gets you all pumped up and leaves you without the skills needed to succeed. It is, instead, a precise system that goes way beyond motivation to instill a lasting drive based upon individual values so you become unstoppable. People who are fearless, confident and competent in life are always the ones who find more doors open to them.

My system of breathing and relaxation techniques, goal setting and value linking, posture and mood, attitude and self-talk, visualizing success by design and creating performance anchors and cues is guaranteed to change your actions and improve your ultimate results. If you apply this program in its entirety, you will think clearly and precisely execute an action no matter what your goals are. Mind Over Business helps you avoid making rash decisions or responding emotionally to external situations.

Mind Over Business is one of the most valuable business books you will ever read because it applies your own lifetime of experience and knowledge to your personal pursuit of excellence. It will mobilize all your resources and teach you the right way to set and achieve any goal. This book takes business theory and sales training and makes it easy to use. Mind Over Business will show you how to get more out of every busy day as you become an expert at self-motivation and time management.

In addition to training business leaders, I work with the best athletes in the world, including men and women on several U.S. Olympic teams who have free access to the best trainers and best sports psychologists. But instead of having a psychologist that the U.S. Olympic team lets them use for free, many have searched me out and paid me because what I do works.

In the months leading up to the 2010 Winter Olympics in Vancouver, USA bobsled driver Steven Holcomb and teammate Steve Mesler hired me because they wanted something different and fresh. I worked with them on the dynamics of their team and guided them to understand and respect the potential restrictions, limits and strengths of their teammates, to stay in the moment, regardless of personal issues. As a result, the U.S. bobsled team took home the gold medal in its event, the four-man bobsleigh. (It also won its first World Bobsled Championship in more than sixty years during our time together.) And the team earned the much-coveted front cover of Sports Illustrated.

Now, following years of success in one-on-one and group consultations with top athletes and businesspeople, I’ve put these skills, exercises and concepts in a book from which anyone can benefit.

Athletes and businesspeople are similar, and at the same time, they are different. They are similar in that they have to be self-reliant: they have to go out on stage, perform and get the job done—alone. They are different in that the athlete uses his or her body primarily, while the businessperson uses the power of his or her brain and language. They both maintain an internal conversation, a self-supporting, positive pep talk that no one hears but them. And they have to perform. The bottom line is that if either—businessperson or athlete—doesn’t perform, that person doesn’t eat.

Great businesspeople are often confident and cocky, maybe downright arrogant. The same thing is true of great athletes—even if, outwardly, they know how to talk to the media, sounding level and at ease, totally humble and meek, they are not. Inside, they are prepared to tear your head off, find a way to win, and make sure that nobody will beat them. That’s the way great businesspeople are, too.

Businesspeople look at selling, negotiating and value creation as a game. It’s their Super Bowl, and they will make it happen; they will win. And instead of playing a Super Bowl once a year like the NFL, they’re in their Super Bowl every single day.

Skater Sasha Cohen read my first book, The Mental Edge, and searched me out. She worked with me for about seven months before the 2006 Olympic Games in Turin, Italy.

She was a beautiful skater but one who lacked big event success. Physically, she was the best in the world, but mentally she was stuck. What I realized about Sasha right away was that she is an artist, which is what made her so amazing to watch. The sport of figure skating is naturally artistic, but at the Olympic level you need the perfect combination to excel. My job was to sharpen her mentally and give her the tools to blend her personality and athleticism to compete at the highest level. Once we established her goal, we went to work on making it a reality.

Her process was a long one because she was comfortable in her existing thought process—after all, it had made her a national star. She was known for being precise in what she wanted and was quick to change coaches or choreographers if she wasn’t getting what her heart desired.

But she stayed with me right up to the Olympic competition, even calling me twice the night before her final skate in the long program. She had just skated an Olympic-best short program and was feeling the pressure. We talked at length, and I reminded her to do the same things she did during her almost-perfect short program. She came out on the ice for her long program and, as if in a state of shock, did not execute her performance cues. Her posture and facial expression alarmed me, which made me equally concerned about her breathing. To me—probably not to anyone else—she looked like a deer in the headlights, and she promptly fell on her first jump. The old Sasha would have cracked and all would be lost. The new Sasha bounced up and deployed her performance cue and finished strong enough to win the silver medal.

It Doesn’t Matter Where You Start

My own success story is rather unusual.

I dropped out of high school in my senior year when my best friend committed suicide. I floundered for a time and finally got a GED when I was twenty-three. That was so I could get into the insurance business, because I didn’t want to continue drifting from one stupid odd job that I hated to the next. From that point forward, I became successful, and I learned how to speak publicly and how to train seriously.

I soon became one of Prudential’s top sales managers. I rose to the top 2 percent of all the company’s sales managers in North America. Later, I moved to a smaller company and quickly became a vice president. But selling insurance and investments was not a passion of mine; I wanted to train athletes. I also wanted to be a professional speaker, and I made up my mind to do that, too.

At the ripe old age of twenty-seven, I started my own research center and a public speaking communications school, and it was a complete success and became a springboard for other successful ventures. Based on my past, there was no evidence I should ever have been able to do that. But I made up my mind that this was the track I was going to follow. Today I have a business and sports training center, BioDynamax Training Center in Capistrano Beach, California, where I train many of my clients.

I made up my mind to be an achiever, and I went out and developed the resources to meet my ambitions. My biggest obstacle was answering the recurring questions “What’s your education?” and “Where’s your degree from?” Today, there are students working on their master’s theses and PhDs who are researching my work.

I’ve been an entrepreneur. I’ve experienced the highs and the lows; I’ve sold for a living. I’ve been in the trenches; I’ve made $250,000 a year selling a product that wasn’t my own. I’ve earned my credibility, having built my business from scratch not once but twice.

Along the way, I’ve learned many hard lessons, but this one is paramount: You have to believe in yourself before you can sell yourself to somebody else.

Mind Over Business will help you reach your goals in business and in life. It grew out of my own heartbreaking personal experiences as the victim of a Ponzi scheme. I started over by applying the very practices and exercises that I taught others. I want people to see that the program in these pages has the power and ability to change a fixed mind-set.

Now is always the best time for a book that will improve your lot in life, whether the economy’s good, bad or indifferent. It doesn’t matter. No matter what your education, no matter what your background, there’s a way to think and act that will allow you to maximize your potential. In Mind Over Business, I will share with you specific exercises that will change your way of thinking. Other books might have their value, but a lot of them ultimately let the reader down! They set readers up for failure because they don’t address core issues, such as hard work and talent, strongly enough. The business world doesn’t function that way.

I will teach you the skills you need to change your brain and impact your daily business activities in a logical, measurable manner. This book will help you build your own business success by giving you the tools you need to make up your mind and become undeniable. It doesn’t matter what the goal or dream is. It doesn’t matter whether you are self-employed, work for a large or small company or sell insurance or sandwiches.

Mind Over Business will teach you to use all of your apparent and even hidden talents in the best way possible and inspire you. The book is full of exercises that will change your life and business. These are the techniques I use with the world’s best athletes and businesspeople, and now they are at your fingertips.


1

A Mental Edge for the Rest of Your Life

As the late, great philosopher Yoda said in a galaxy far, far away, “Do or do not. There is no try.” “Doing” causes a result every single time. If you keep doing the same things, you’ll get the same results—whether you like them or not. It’s the law of life; it’s the law of business.

When you follow the Mind Over Business steps and commit to the program, your chances of success will go up because you will be doing things differently. Don’t pick and choose what you might want to try. Do all of it. If you do all of it, you are assured of earning a better result.

If you want to increase productivity on a manufacturing line, it’s impossible unless you change something. Suppose you are a car builder. You can’t just speed up one section of the assembly line without affecting the entire process. You must synchronize the entire system, man and machine, so there is harmony between all and so that peak performance can be achieved.

The aim of this chapter is to prepare your brain for the rewiring that will follow as you harmonize mind and body to take the actions needed for success. Over the years, it has become evident to me that every change of thought, every change in mental or emotional state, is followed by a shift in our physical state. A key component of Mind Over Business is learning to minimize your mind’s distractions, counterproductive messages and signals to your body. It can work quickly, like it did for baseball pitcher Randy Johnson.

Randy was stuck with a negative message because of his team’s lack of run production. The thought was “I must be perfect.” He began to worry when he gave up a single run.

Johnson was already a superstar on his way to the Baseball Hall of Fame when I met him in Phoenix on May 8, 2001. Yet even he wasn’t satisfied with his results, which were everything in his business. I met him by chance; we were both keynote speakers at a high-profile, all-day motivational program, killing time in the Green Room, waiting to be called on stage.

In Johnson’s situation, it didn’t matter how hard he tried. It didn’t matter what he did last year or even yesterday. Results now were all that mattered in his job. He knew he was pressing his pitches and trying too hard because, as a team, the Arizona Diamondbacks were not scoring a lot of runs. He felt like it was his responsibility to carry the team until its run production increased.

We had a twenty-minute talk during which I asked him pointed questions about his process. He said, “I’m constantly in the position of trying to protect a small lead, or I’m afraid of making a mistake and giving up a run we can’t match.”

I said, “When you’re throwing really well, what are you thinking?”

“I don’t think then,” Randy said. “I just throw.”

“We’ve gotta get you back to that state,” I told him. “It may be a reality that your team is not scoring runs. But what you’re thinking is causing you to throw poorly. So let’s change that. Suppose that your team is going to score enough runs. It’s just as true to assume that; which assumption makes you a better pitcher?”

My direction to him was to become a “next ball pitcher.”

“You can’t control the hitter, your teammates in the field or your own batters,” I said. “Assume the runs will be there and then forget about it. Put all your focus on that one next pitch and nothing else. You don’t have to be perfect; just better your situation and throw mindless—you need to be mindful to go mindless—every time you pitch the baseball.”

In other words, I told him to see the pitch called for by the catcher, feel the pitch go there, and let the sucker fly. I encouraged Randy to relax on the mound and trust himself. I also told him to believe his team would score the runs needed to win. This last result was out of his control, of course, but I believed his teammates needed to feel he was as confident in them as he was in himself. That’s an important factor in team sports—and in team leaders, which Randy was.

I had Randy visualize on the mound what that next ball looked like, knowing he could block out everything but that next pitch. I had him see it, feel it, experience it, and then instructed him to go out and do it live against the Cincinnati Reds that very evening.

“Don’t worry in advance or think ‘What if…,’” I said. “‘What if’ is only good if it’s followed by a positive. Just throw the ball one pitch at a time.”

That night, Johnson struck out twenty batters in nine innings to tie a major-league record. (He was already known as a great strikeout artist; he finished his career with 4,875 strikeouts, more than any other left-hander in history.)

The Diamondbacks were losing 1–0 in the fifth inning despite Johnson’s personal heroics. They tied the game at 1–1 in the bottom of the sixth. It stayed 1–1 when Randy left the game after nine innings, denying him a victory for his Herculean effort. In the top of the eleventh, the Reds produced two runs, but the D-backs came back even bigger in the bottom of the frame with three runs and a thrilling, walk-off victory.

Randy Johnson’s self-perceived problem of overpitching when his team was down or the game was close turned into one of the best nine innings of pitching in history, and he didn’t even get the win! His team did, however, which was more important in the big picture, and he did everything in his power to get them there.

The biggest take-away from that story is the power of little things to do a lot. This standout moment in Randy Johnson’s career happened because he realized the power of a single thought and how it could affect a performance. It was Mind Over Business to the max.

I love guys like Randy Johnson. They become superstars because they continue to grow beyond their first moment of broad success. They’re a clear contrast with many mediocre athletes who are so prideful and full of themselves that they refuse to look at themselves honestly. They never maximize their potential because they are lazy or flat out don’t care. It’s the same in the business world. How is the person who learns but doesn’t apply any better off than one who doesn’t learn?

I will teach you how to condition your mind so that your body performs instinctively and unconsciously on a consistent basis. You will be guided by feelings of success and confidence that already exist in your mind and body and automatically trigger emotions, attitudes and actions that will make it possible for you to perform to your maximum potential.

Everyone has tremendous potential. Sometimes it’s not as obvious as Randy Johnson’s; maybe you’re more like Cassie, who owns a small telemarketing firm. She felt she was maximizing her potential because she was working seventy to eighty hours a week. She realized, however, that she wasn’t as successful as she could be and needed a complete overhaul, applying all the techniques that you’ll find in this book.

Get with the Program! The Mind Over Business Program

If you want to scale Mount Everest, you don’t just start climbing. You make sure you see the peak, and you learn exactly how high it is. You create a game plan and a personal fitness plan. Then and only then do you take the first step. This is a complete program that is best applied step by step the first time through. You can then pick and choose the skills that best fit your life and apply as needed.

In business a lot of people take the first step too soon because they don’t know what they really want or how to get it. What you need is a complete set of mental and physical exercises—and a prioritized sequence for them—to prepare you for career and life performances that show you at your very best every day and in the most extraordinary of circumstances. See yourself on top of the real Mount Everest—or your career’s business equivalent—having enjoyed the rise to the top in a rewarding way and prepared to get back down safely. Then you can start your real life’s climb.

What do you really want? Once you know that, imagine yourself in a business that is satisfying both financially and emotionally, and that gives you the ability to do what you want with your life. What would you look like really enjoying your business? What are some of the rewards for living this dream? Working on your own terms, perhaps? How do you interact with your family and friends? How do you spend your time? When you imagine that career being over and you look back over those work years and where they got you—was it worth it? If it was, by all means, take the first step.

This is the powerful concept of Finish Before You Start, which makes everyone more efficient. Your chance of success will rise dramatically if you perform this exercise. A related concept, Pre-Play, is the same principle but aligned with a smaller goal. For example, Pre-Play how you want your day to go. What are some of the things you can expect to happen throughout the day? See yourself handling those in the most efficient manner possible. What are some things that will tick you off or that have a tendency to ruin your day? How can you imagine heading them off at the pass and not letting them reach the point of aggravation? If that does happen, how can you change your attitude in advance to make sure you still control your day?

Every athlete I talk to, every team I train, every businessperson I work with, when I ask, “What do you want?” offers an answer that is some variation on “To be a big success.” “Great,” I
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