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Praise for What’s in It for Them?

“In a world where loneliness and disconnection are actual epidemics, Joe Polish steps up with crystal clear, timeless ways to create authentic relationships that benefit you and the world. These lessons come from a modern master of networking with real, deep friendships. Read this book to help the world be a better place.”

— Dave Asprey, founder of Bulletproof Coffee and four-time New York Times best-selling author

“Joe Polish outlines the game plan for success and peace of mind that anyone can adopt via the radical concept of generosity. He shows you how to make the world a better place and become wealthy without sacrificing your soul.”

— Chris Voss, former FBI hostage negotiator, CEO and founder of The Black Swan Group, and author of Never Split the Difference

“I’m always irritated by how-to books written by people who’ve never proved they know how to. Joe Polish’s What’s in It for Them? is exactly the opposite. . . . He is an absolute master at establishing relationships with people he’s in business with. . . . This indeed is the critical element, above and beyond having a great product and knowing how to market it, that turns entrepreneurship into success. And makes it fun!”

— Steven Pressfield, best-selling author of The War of Art and Turning Pro

“One of Joe’s greatest gifts is connection: his uncanny ability to connect us with new ideas, new possibilities, new people, and most importantly, ourselves. This book is a treasure, filled with profound wisdom and practical strategies that will benefit you and those you serve for years to come.”

— Marie Forleo, #1 New York Times best-selling author of Everything Is Figureoutable

“What’s in It for Them? brilliantly modernizes relationship mastery with an entertaining, uplifting, and very raw honesty that is often lost as authors try to write something that will offend no one and have a little something for everyone. Joe’s book provides priceless, actionable, step-by-step strategies that you can start using right away to build better relationships, live a better life, and create positive change and impact in the world.”

— Roland Frasier, co-founder and/or principal of five different Inc. Magazine fastest-growing companies

“Everyone knows people prefer to do business within strong relationships. The unanswered question was always exactly how to build those relationships. Not anymore. This brilliant book shows us precisely when and how to do it. That’s what makes it brilliant . . . and indispensable.”

— Robert B. Cialdini, author of Influence and Pre-Suasion

“In What’s in It for Them?, Joe Polish draws on his massive success in business relationships to guide readers to a better future. . . . You’ll see how he has overcome serious adversity, with guidance on how you can do the same. You’ll see how he has built the most influential marketing network in the world, with exercises that open the door for you to optimize your own relationships. But that’s not all. Joe also shares the experiences and wisdom of many successful people who he has mentored or partnered with over the years. This book is a game changer for readers who embrace Joe’s insights and take the practical steps he offers.”

— BJ Fogg, Ph.D., behavior scientist at Stanford University and New York Times best-selling author of Tiny Habits

“Joe Polish is the most remarkable marketer I’ve met because he is a great person who motivates other great people to multiply the very best things that they can do for others. He always sees things from the other person’s perspective. . . . Joe is always doing this better. And now he simplifies how we, as committed lifelong marketers, can all do it greater.”

— Dan Sullivan, co-founder and president of Strategic Coach®

“Whether you want to connect with an A-list celebrity or a titan of industry, I can personally attest that Joe’s methods get you not only the meeting, but often an unexpected friendship.”

— Craig Clemens, copywriter, brand strategist, and co-founder of Golden Hippo

“The moment I learned about Joe Polish and Genius Network, I was intrigued. After my first Genius Network meeting, it was instinctive to immediately join his 100K group. My life has never been the same. Joe has connected me with countless people who have changed my life and business. But most important, Joe continues teaching me how to better connect with myself, so I can heal and transform. You’ll be surprised by how hard and deep this book hits. It generously shows the how and why of connection, and it’s not what you expect.”

— Dr. Benjamin Hardy, author of Be Your Future Self Now

“In my career I’ve known hundreds of extraordinarily successful entrepreneurs, speakers, authors, celebrities, and businesspeople, yet I’ve never met anyone who has mastered the art of building genuine, authentic, and meaningful relationships like Joe. . . . If you implement just a few of his strategies, your life—and the life of those around you—will be deeply blessed in countless ways.”

— Craig Forte, president, Forte Communications Inc.

“I believe the life we live is the lessons we teach. As you read Joe’s story, it becomes apparent why he is uniquely suited to author this genius book. Behind every principle there is a promise. Every story illustrates a strategy. Every revelation yields a reward. Our world is a better, brighter place because Joe was born and I’m grateful he put his trademark wit, warmth, and wisdom in this work.”

— Jim Kwik, New York Times best-selling author of Limitless

“I may not know entrepreneurship, but as a physician and writer, I do know about people and about books. What’s in It for Them? is like its author, Joe Polish. It is authentic, all about communication and connection; direct, to the point; articulate, insightful, honest, lively, wise, and fun. It will help many.”

— Gabor Maté, M.D., author of The Myth of Normal: Trauma, Illness and Healing in a Toxic Culture

“What’s in It for Them? is a thoughtful journey into the nature of developing the right relationships. Joe’s easy-to-read and insightful guidance on creating and nurturing relationships is almost as good as being in the room with the rest of his Genius Network. You don’t have to see Joe to get to know him and the wisdom that his successes, trials, and tribulations present as lessons to everyone seeking relationships that enrich life.”

— Tony Rose, founding partner of Rose, Snyder & Jacob and co-author of Beautiful Grief

“The greatest form of wisdom is the ability to invert conventional wisdom. That’s exactly what Joe does with What’s in It for Them?”

— Nic Peterson, scale-up architect and author of Bumpers

“Twenty years I have known Joe and seen how he has mastered the ROI on relationships. Better still, he has provided you the path to do the same—don’t waste it!”

— Steve Sims, author, coach, and creative disruptor with SteveDSims.com

“One of the most insightful and useful books written this century. Joe Polish navigates the nuances of helping you create a genuine connection with people—making real friends vs. deal friends. There is no more important skill you can hone in crafting a happy and fulfilled life.”

— Verne Harnish, founder of Entrepreneurs’ Organization (EO) and author of Scaling Up

“What’s in It for Them? is a book that I am going to share with everyone I love. I’m not saying that lightly. I’ve known Joe Polish since 1997, was an early member of Genius Network, and consider him a real friend. I have always wondered, ‘Why does Joe give so much and ask for nothing in return?’ The answer to this question is found in this sensational book, and it turns out it’s the secret to why he is the most connected human being maybe on the planet (and loved by everyone who knows him). . . . There is more connection and love for all of us to experience and share, and this book can be our guide.”

— David Bach, 10-time New York Times best-selling author and cofounder of AE Wealth Management

“Joe Polish is unlike anyone I’ve ever met. A true connector, a quirky soul, a shrewd businessman, and a loyal friend. In What’s in It for Them?, he shares specific approaches, ideas, insights, and advice that helped him go from a struggling drug addict to a highly successful entrepreneur. You may read some and think, ‘Yep, knew that. Yep, that one’s obvious. Oh, that’s a new spin!’ but these simple truths are like ‘dominoes,’ as Joe says, and each one builds on the next. . . . And when you apply that to the scores of interactions still ahead in your life, the positive effect will be incalculable.”

— Victoria Labalme, Wall Street Journal best-selling author, founder of Risk Forward® and Rock The Room®

“For years I’ve wondered how Joe Polish was able to build such an impressive Rolodex of the most influential leaders in the world. Inside of What’s in It for Them? he reveals it all. . . . I highly recommend this book to the entrepreneur who wants a new way to network that’s real, meaningful, and focused on playing the long game.”

— Jennifer Hudye, founder of Conscious Copy & Co.

“Authentic relationships are at the heart of both living a fulfilling life and enjoying a successful career. There is one person who I believe stands out as the person best equipped to teach us how to achieve both by developing true connection with the people in our personal and professional life—and that person is author Joe Polish. This is a must-read book for anyone looking to develop deeper, more meaningful relationships by serving first and becoming that person that people always answer the phone for.”

— Ryan Levesque, five-time Inc. 5000 CEO and #1 national best-selling author of Ask and Choose

“We are improving human relationships through technology at an exponential pace. However, there are still growing pains. In What’s in It for Them?, Joe Polish shows us how to avoid these with his fast-paced and transformative ideas.”

— Ray Kurzweil, inventor, author, and futurist

“Within 24 hours of completing What’s in It for Them?, I used one of the strategies Joe teaches for forging deeper connections with incredible people [and got] an incredible, immediate, and nearly effortless result. But to call it a mere ‘strategy’ is a crude oversimplification of everything Joe artfully teaches inside What’s in It for Them? The truth is, these are not social ‘strategies,’ ‘tactics,’ ‘hacks,’ or anything like that. Joe shares ways to tap into the true essence of you; he gives you permission for that essence to be okay, enough, and wonderful. . . . He teaches you how to be authentic without being weak. He teaches you how to serve from your highest self, not as a doormat. An entertaining, engaging, thought-provoking read that I’ll be revisiting time and again.”

— Laura Catella, founder of Diamond Day

“Joe has . . . written an uncategorizably integrative short-course rapid-result instructional on the meaning of both business life and personal existence. [He] has managed to rather remarkably address, explain, and illustrate (through dozens and dozens of utterly gripping case study examples) how to live/achieve/attain an unparalleled dimension of meaning, purpose, and enrichment to all the rest your life and career has to offer. . . . Truly a life game changer.”

— Jay Abraham, founder and CEO of The Abraham Group

“As someone who is always the same authentic version of himself with his clients and his friends, never adopting awkward, agenda-based alter egos, Joe Polish is the perfect leader to favorably disrupt over 100 years of business literature by pointing out what has been almost universally overlooked: The way to build a career and a business bears striking similarity to the way we become a good human. . . . What’s in It for Them? immediately assumes its deserved place among the most revered and beloved business classics.”

— Michael Fishman, advisor and founder, Consumer Health Summit

“When you grab a book for self-help, most are a chewable vitamin. A little sweet, but not much lasting benefit. What’s in It for Them? is more of a self-help colonic. . . . Joe manages to weave together a wild mix of tragedies, triumphs, funny stories, name-dropping, nameless shit-talking, marketing lessons, and insights on pain and recovery into a powerful guide for truly changing your life . . . if you choose to. Each chapter summarizes the elegant ideas that help foster stronger connections with others and yourself. The questions to ask in each chapter are deep, sometimes gut-wrenching ones. This book . . . is one to read more than once, and one to give to others.”

— Lisa Wagner, founder, RugChick.com

“One of the most important books on . . . cultivating a healthy network in the modern era of technology over accessibility.”

— Wesley Kress, CEO of Breakthrough Performance and Rehab

“WOW—Joe’s new book blew me away. . . . He’s shared his deep understanding of people as well as how to build meaningful, impactful, and profitable relationships in a way that’s not only easy to understand, but very easy to implement.”

— Cameron Herold, founder of COO Alliance and author of Vivid Vision

“The best relationship and networking book we have read—EVER. . . . We have always marveled at how [Joe] has created a network of relationships that are not just far and wide but deep. In his new book [he] shares the actionable steps and strategies that he has used to becomeone of the most connected entrepreneurs on the planet. Joe mixes vulnerability and humor to help us find ELF (easy, lucrative, and fun) relationships that will expand the wealth, freedom, and meaning inour lives. This is Joe’s genius and it can be yours too.”

— Jim and Mimi Dew, co-founders of Dew Wealth Management and authors of Beyond a Million: The Entrepreneur’s Playbook for Expanding Wealth, Freedom and Time

“What’s in It for Them? is . . . the ultimate road map to a life full of purpose, satisfaction, and joy. . . . This is clearly not a book about traditional networking (thank goodness); rather, it is a manual for creating deep, connected relationships by contributing to others first . . . then connecting through an unscripted (but guided) process that must include trust, rapport, and comfort, with uncompromising consistency, and always playing the long game. This book is the definition of a life well lived—not only Joe’s, but everyone’s he has ever touched and will touch in the future.”

— Brian Kurtz, Titans Marketing, author of Overdeliver and The Advertising Solution

“I used to be the stereotypical ‘artist’ and ‘creative’ who had an allergy to marketing and business—until I met Joe Polish. And that’s because Joe, known for being a legendary marketer, is in fact an artist himself. He has a gift for approaching relationships, businesses, and life from a creative place no different from an artist performing in their zone of genius. . . . For those like me who had never equated the business and marketing world as a place to encounter transformation, connection, and creativity—you’ve just found a book that will change your mind in the best way!”

— Akira Chan, filmmaker and director of Black Star

“In this book, Joe gives you deeply thoughtful and practical ways to apply things like appreciation, connection, gratitude, and so much more to profoundly change your life and the lives of many others for the better.”

— Lee Benson, CEO and founder of ETW
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INTRODUCTION

I’m going to start by giving you the 30,000-foot view of this book on page one:

The secret to success in life and in business is learning how to connect and form relationships with other people—and most people don’t know how to do that.

If you’ve ever heard entrepreneurs say they hate “networking” (or if you’ve been one of the entrepreneurs saying it), it’s usually for that very reason: they don’t know the right way to do it. “Networking” has come to mean shallow conversations, transactional relationships, and the anxiety of impressing other people so that they’ll do something for you. But that’s not what networking has to be—and that’s what you’ll discover in the pages ahead.

The book you’re holding wouldn’t even exist if Dale Carnegie hadn’t written his classic How to Win Friends and Influence People. I love that book, and it remains essential reading to this day. But as I’ve grown as an entrepreneur over the last 30-plus years, I’ve realized it needs a significant update. I’ve learned firsthand (sometimes the hard way) that your success and happiness don’t depend on simply winning friends and influencing people. They depend on winning the right friends and influencing the right people—and identifying who those people are in the first place. The more successful you become in life, the more important these skills become.

I’ve actually created a framework for filtering right-fit people from wrong-fit ones. Any relationship that’s “ELF” (Easy, Lucrative & Fun) is the right fit, and any relationship that’s “HALF” (Hard, Annoying, Lame & Frustrating) is the wrong fit. You can have ELF clients and ELF team members, or you can have HALF clients and HALF team members. In the past, I was willing to deal with HALFs because those connections have led to lucrative opportunities. It takes courage to walk away from those connections. But at this point in my life, I’m committed to having only ELF relationships.

That’s what I want for you, and that is the purpose of this book: to change your perspective on how you interact with others so you can make the right connections with the right people in the right way, in any situation.

To do this masterfully, the key is to start by asking one simple question:

What’s in it for them?

By asking this question, you shift the focus off you and onto the ways you can be useful to others. You get out of the transactional networking mindset and start to form transformational, meaningful, and collaborative relationships (which are usually ELF, by the way).

Asking this question over and over lets you connect with people by figuring out what they need, helping them get it, and making their lives better. In a very real way, by asking this question, you’re reducing other people’s suffering. By reducing others’ suffering, you become a magnetic and valuable person whom people value and want to collaborate with. And through the rich relationships you form in this way and the doors these relationships open, you reduce your own suffering, improve your own life, and make the world a better place.

But before we get into that, you may be wondering: Who am I to talk about all this?

I’m Joe Polish (pronounced like shoe polish, not like the nationality). I have been a troubled kid, an active addict, a recovery advocate, a professional marketer, and so much more. Today, I’m the owner of a 40-acre ghost town in Cleator, Arizona, and co-founder of a virtual reality company, GeniusX, but I’m probably most known for founding two of the highest-level marketing groups in the world, Genius Network and 100K, for which members pay an annual membership fee of $25,000 and $100,000 respectively—the original “mastermind” model that has been adopted by countless others over the years. I’ve been called “the most connected man on the planet.” (I wouldn’t describe myself that way, but it’s what others have said.) My mission today is twofold: to build a better entrepreneur by teaching people how to have an ELF life and business, and to change the global conversation about how others view and treat addicts. These may sound different, but to me, they’re deeply intertwined.

That’s where I am today, but it’s not where I started.

I started my working life as a dead-broke carpet cleaner in Chandler, Arizona.

I started my own carpet-cleaning business with all my savings—$1,500—because I wanted a better future and I didn’t have any better options. I quickly learned that carpet cleaning is dirty, hard work. Over time, I moved away from doing the actual cleaning, shifted my business toward selling carpet-cleaning services, and eventually moved into selling and marketing products and services—billions of dollars’ worth—for businesses of all kinds.

As my business grew, there were moments, lessons, and relationships that helped propel me forward. I think of these as “dominoes,” because like dominoes falling, each experience leads to the next one, in a chain reaction that keeps going and going.

You never know how far one domino can take you. And I hope this book becomes a domino in your life, the one that finally falls and begins a cascade of change and success for you.

Here’s how the book works:


	Each chapter explores a core principle of connection based on the Magic Rapport Formula, originally coined by Fabienne Fredrickson, which I’ve spoken about extensively on my I Love Marketing podcast with my co-host Dean Jackson.

	Each chapter shares stories from my work with Genius Network members and from my personal life. You’ll spot some names you’ll probably recognize. They’re here because I know these people, have worked with them, and have learned a lot from them.

	Each chapter highlights key takeaways, or “dominoes,” throughout, with questions to help you reflect on how the principles play out in your own life.

	Alongside the positive aspects of each principle, each chapter also points out the downsides and potential pitfalls that can come with embracing them—so you can steer clear.

	Each chapter ends with specific exercises and action steps I’ve used to coach some of the world’s most successful entrepreneurs in Genius Network. Some of them may seem completely out of your comfort zone—or even out of left field—so much so that some people won’t ever try them. I know that. But if you do, the results will be huge. (You can thank me later.)



Before we begin, I want to offer a couple of disclaimers. First, though a lot of this book talks about the value of being kind in interactions with others, you can often interpret “kind” in a variety of ways—meaning cool, interesting, engaging, even sarcastic, depending on the context. The point is to deal with people at a level they can understand and respond to.

Second, for all the advice in this book, I don’t claim to offer “the” answers for specific issues. For best results, approach what you read here with the same attitude as a line they often say in 12-step rooms: “Take what you like and leave the rest.”

What’s important to realize is that this book is not just about capabilities. It’s also about character—your own and others’—and understanding how character creates the kinds of connections that can change your life. So while I’m going to give you a wealth of practical tools and specific strategies for success, I’m also going to ask you to delve pretty deep into some psychological and emotional territory along the way.

I’ve been doing a lot of that myself lately. As I wrote these pages, I had just finished a year-long sabbatical to reassess and reflect on how much my life, business, and relationships have grown over the years. I’ve sought to better understand how I can be useful to the right people, so I can better share this knowledge with you.

I started my career asking, “What’s in it for them?”

Years later, I still ask the same question, though some of my answers have changed. My hope is that this book inspires you to start asking the same thing.



A NOTE TO THE READER

In my experience, people who are interested in personal development read a lot of books. They are always looking for new ideas and concepts to take them and their performance to the next level. This book is for those people, but it’s also a little different.

Everything I wrote in this book, I wrote with the assumption that the readers picking it up would be truly conscientious people who care about helping others and being more effective givers in the world.

In that spirit, I ask that you truly take your time with these pages and not treat these ideas as gimmicks or bonuses on top of something else. My hope is that you will treat these ideas as foundational.

If you internalize these principles and integrate them in your life, you will become so much more effective at relationships, learning, and interacting with people in almost every way.

If you truly absorb the ideas in this book, they will help you get so much more out of every other book, seminar, course, and self-improvement endeavor you’ll ever pursue.

They will enhance everything you do in life for one simple reason: everything you do in life involves other people.
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HOW ARE THEY SUFFERING AND HOW CAN I HELP?

I don’t remember my childhood all that well, but I have three memories that really stand out.

The first is when I was four years old and jumping on a bed. Almost violently my father yanked me off the bed. We were in a weird little house in Kerrville, Texas, that had my father’s locksmith shop in the front and our living area in the back. My mom was lying in the bed, and I think she wanted me there, but my father may have thought I was hurting her. She had ovarian cancer, but I didn’t know that. I just wanted to have fun with my mom.

My second memory is huddling with my brother and father around my mother’s hospital bed. She had tubes up her nose and told us something along the lines of “Listen to your father. Love the Lord. Be good. I love you.” That was the last time I saw her.

My third memory is seeing my father leaning against a tree and sobbing. It’s a surreal moment because I don’t recall where we were or who else was there. All I remember is his massive pain, me trying to comfort him, and feeling totally lost.

Now that I’m an adult, I know there’s no telling how people will choose to react to situations. The way I reacted to my mom’s death and my father’s suffering was simple: I just wanted to take away my father’s pain however I could. More than that, I wanted to comfort those around me.

For example, a tree behind our building was scheduled to be torn down to make way for new construction. I thought the animals that lived in that tree would die. So when the site was empty, I marched out to the bulldozer parked there and tried to form a plan. Perhaps if I blocked the wheels, the bulldozer couldn’t move. If the machine couldn’t move, the tree couldn’t be torn down and the animals would live. I ran home and grabbed as many blocks, toys, and empty tin cans as I could carry and packed them under the bulldozer’s wheels.

Of course, my plan didn’t work. My toys got either run over or returned to me—I can’t remember which. The tree came down, but that only made me more determined.

I realized at an early age that the people I loved were suffering, and I unconsciously wanted my life to be about helping people in the most deep and meaningful ways I possibly could. Despite going through my own pain and suffering, I chose to do anything I could to add positivity to the world around me. Sometimes I succeeded; sometimes I failed miserably.

But even if I couldn’t stop every single bulldozer, I adopted a mindset that has been the foundation of almost all my success. How are they suffering, and how can I help?



Domino: To be better at life and relationships, learn to ask, “How are they suffering, and how can I help?”

Question for you: Think about anyone important in your life and ask, “How are they suffering, and how can I help?”



WHAT IS SUFFERING?

Before you can identify and help people who are suffering, you have to know what you’re looking for. In brief, suffering is pain.

Suffering can be physical, emotional, mental, or spiritual—and you don’t have to be religious to be in deep spiritual pain. It encompasses everything from life during wartime to bad weather conditions to physical disabilities. Those obvious kinds of pain are part of the fabric of life that we can all observe, but other types of suffering are harder to see.

There’s the emotional suffering of shame, sadness, and regret. The mental anguish of anxiety, paranoia, and depression. The spiritual pain of disconnection, isolation, and addiction.

For a vivid snapshot of spiritual suffering, look at someone in active addiction:


	Physical dependence on drugs and constant discomfort? Check.

	Damaged relationships and warped self-image from out-of-control behavior? Check.

	Compounded mental issues like anxiety, narcissism, and depression? Check.

	Feeling like you’re losing your connection to yourself, your loved ones, and the world in general? Check.



In short, there’s suffering everywhere, and there’s much more than most people realize.

On the physical level, the source of suffering is something anyone can understand. Pain is your hand touching a hot stove and feeling the burn until you take your hand away. Suffering is the gnawing in your stomach when there’s not enough food to eat.

But there’s also the deeper view of suffering discussed by thinkers like philosopher and author Eckhart Tolle or by the teachings






IS SUFFERING A BAD THING?















BECOME A PAIN DETECTIVE

















DETERMINE THE EMOTIONAL ATMOSPHERE






1. Be genuinely curious





	worried about what you’ll say next (or what they’ll say)

	afraid there will be pauses in the conversation

	rushing to fill in breaks




2. Sell yourself authentically




3. Communicate vs. connect vs. escape









4. Touch the suffering point












CONNECTION AND DISCONNECTION
















TRUST, RAPPORT, AND COMFORT—WHY YOU NEED ALL THREE






























	When meeting new people, don’t just talk about yourself and your own accomplishments—ask them questions!

	Don’t be afraid to mention a weakness or shortcoming before mentioning your strengths. This makes you more relatable and likable and helps build trust.

	Pay attention to your body language—smile often, look people in the eyes, stand at an angle to people you’re speaking to so that your presence feels less confrontational.

	Once you’ve established a little comfort, make a joke! (Even if it’s a bad joke!) Socializing is supposed to be fun, so don’t be afraid to lighten up a little.

	Speak a bit more slowly than you normally would. Speaking too quickly is usually a sign that you’re nervous or insecure, which can make people uncertain about you.

	Ask people for a small favor very early on or do them a small favor very early on. Depending on the situation, either one can endear you to them.

	Validate people! If someone tells you how they’re feeling, don’t try to correct them or suggest they’re exaggerating. Just acknowledge their feelings.

	Be honest about your own feelings and intentions. People can tell what you think and feel by your body language, so don’t be afraid to actually tell them.









BE INAUTHENTIC AT YOUR OWN PERIL

































The Dominoes:


	To be better at life and relationships, learn to ask, “How are they suffering, and how can I help?”

	When facing problems in life or relationships, remember that everyone is suffering in their own way—and often more than you realize.This will increase your empathy, create opportunities for relationships, and much more.

	Suffering is at least partially a matter of perspective and our mindset in dealing with it. In full view of our suffering (on whatever scale), we still have choices.

	Suffering can be useful if it creates opportunities for connection.

	Be a pain detective to connect with others. Focus on the other person and their suffering first. You and your possible solutions come second—not the other way around. In other words, this book will not be popular with people who want to focus only on themselves. This book is not for narcissists and takers.

	Everyone has a different background that shapes who they are and how they see the world. That background, along with their current life conditions and circumstances, make up their “emotional atmosphere.” Learning a person’s emotional atmosphere can help you understand them and makes connecting with them much easier.

	Trust, rapport, and comfort are all required to connect with others—and even if they seem similar, they are entirely distinct. Fortunately, all three can be developed.

	There is no magic bullet strategy to connect with 100 percent of people all the time and taking a strategic or mercenary approach to relationships is often a losing strategy. Instead, be authentic with others—because being inauthentic will hurt you in the long run.







Exercises and Action Steps

1. The Pain Detective’s Three Magic Questions





	Where are you?

	Where do you want to go?

	How are you going to get there?





2. Create Your Genius Network











	Take a piece of paper and draw a circle in the middle.

	Draw eight smaller circles in a ring around it.

	In each of the smaller circles, write the name of one of the eight most important people in your life.

	Under their name, describe their skills and capabilities.

	Now think about how you can help each of those people. And think about how they can help you.










	Who are they?

	What do they want?

	What capabilities do they have?

	What do I know and what can I do to be most useful to them?
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