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Imagine 2 escalators.
One leads upward towards high self-worth, and the other leads you
downward towards fear of failure and personal rejection.

The more you like yourself, the faster you will go up the escalator of
high self worth, building courage and confidence along the way. The
more you focus on failure or rejection, the faster you will ride the
escalator down toward fear, rejection and failure.

There is a direct and inverse relationship between fears of
rejection and failure, and high self-esteem. The more you like

yourself, the less you feel rejection and the less you fear failure.




In
Ly :s'
N A‘.' -
< '-_ ()
L 83y
o]
P oeie
A am
B ) B
AR R |
L
¥
A

dﬁ! ?" '

ELI
PARTICIPATIT

THINKING AE

_CAWVEENERGY

__w————-

\Cﬁ'®TlR D——

/N -OR- UNWELL ‘ ———
SS ARGUMENTS .
OR REJECTION




< "‘Q );" 71
R B ,
PsE %
oh - B
I‘ ': “'-n :‘).
{ B & y
3 ~ '.? Ziv )
o ¢ LB ’ :; -
2,?- dg" !-,‘111-- . ‘
~ - g ! s & ) i LA
2 9 f| és’i' 1 it o
] * I, X, . 3, :
> }1‘ 3

[y g

» y " —_— s e
=i - OURSEL 7 \ oy = B A —
D, F " — =

v - - .'- . L \»‘l‘ T.‘E - ‘
e SENCREASEIBOURAS
== |INCREASESELF

IDENCE e
E YOUR INCOME



WALLBDETERMINE YOUR INCOME
-4 -_te

Everything you do to improve your
self-concept increases and
enhances the quality of your
relationships. Self-esteem building
actions trigger the “friendship
factor” and make you infinitely b
more successful. Your level of
self-esteem in selling determines

the amount of money that you

earn. The very best salespeople

have a natural capacity to make
friends easily with prospective
customers.
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