
The Silva Mind Method for
Business Managers

Discover how to combine the logical m ind with the
often-dormant creative side; and dramatically improve
your powers of concentration, memory and decision
making.

Raise your energy levels, communicate better with
colleagues and customers. Reduce stress - manage
time and mental resources more effectively; trigger
creative solutions to your toughest problems, and
increase productivity.
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Chapter 1 : Common Manager Problems and How to Use the Silva
Method for Solutions

A new dimension in human thinking has been discovered. It is now being used
by business managers all over the world to improve their perception, their
memory, their insight and their decision making. It is called the S ilva Method. It
is a method for getting in control of your m ind, so that more of your m ind goes
to work for you.

   When this happens, not only does your IQ go up, but subjective
communication becomes possible. You are able to neutralize causes of low
employee morale, reduce service complaints, lessen absenteeism , alleviate
production bottlenecks, and presell.

   The key is a relaxed level of thinking called Alpha. At Alpha, the intuitive right
hem isphere of the brain is activated and functions more in balance with the
logical left hem isphere.

   We have gone about as far as we can go with the logical, deductive,
intellectual processes of the left hem isphere. But education has largely ignored
the intuitive, perceptive, creative faculties of the right hem isphere. Enter the
S ilva Method.

   The theme of one of our recent S ilva Method International conventions was
“Innergize.”

   Modem man has been an outer man, influenced largely by forces outside of
himself. Because these forces are often in conflict, man has been plagued by
anger, frustration, and indecision.

   Problems arise between individuals, fam ilies, groups, and nations. And man
looks to these outer elements for solutions, often directing his anger at innocent
parties.

   The S ilva Method manager is an outer man who is also able to be an inner
man. The training has “innergized” him . He is able to control his inner—his
attitudes and emotions—at the Alpha level. He becomes more “rational.” Using
the Alpha level of m ind is what this training is all about. It is an inner, relaxed
mental state.

   Using the Alpha level, the S ilva Method manager is able to be assertive and
aggressive in an effective manner. He becomes a more successful manager,
avoiding problems as well as solving them. His success becomes contagious and
is reflected in the increased success of his colleagues and subordinates. (The
manager of the future is just as likely to be a woman as a man, and I should say
“him” or “her” throughout this book. Because it tends to become unwieldy,
please accept “he” or “him” as referring to a person of either sex.)

   The “innergized” man is able to function better as an outer man. He is
drawing on an inner resource that the strictly outer man is deprived of.

   This resource, as you now know, is the source of creativity and solutions.
Please listen for a moment to Bette Taylor of Austin, Texas, as she tells you how
she uses the S ilva Method as a business manager.

Programming For Solutions

   “I am  a business executive associated with several companies in Texas and
Canada. It all came about by using S ilva Mind Control, starting in line
management. The first problem that any manager has, whether a supervisor ,
lead operator, or department head, is interaction with other people.



   “The managers and the people they work with are going to be either hostile,
indifferent, or bored, depending on their psychological patterns.

   “I’ve worked with people in factory jobs for twenty years and have had to deal
with people who were angry. When I took the S ilva training, I was QCC
supervisor at Motorola. Every day, at least twenty percent of my people were
mad at me just because I walked in the door.

   “I took a deep breath and as I exhaled I visualized a light around me. I saw it
extending five or six feet around me. I programmed that everyone who came
within that range would become more positive and more receptive to my
working with them. It happened every time. I could see a

person com ing down the hail just ‘loaded for bear,’ his emotional guns blazing.
As soon as he reached me, he would calm  down. I could talk with him , reason
with him . He would go away feeling better. He would react to my ‘space’ in a
positive way.

   “If we had a deadline to meet, I would go to the Alpha level and imagine
everyone working as a team to meet it. And they did. I would see us doubling
our quotas and reaching them. And we did. I would see myself being
congratulated by my peers and getting promotions. And it would happen.”

   Seeing in this way at the Alpha level does to the human m ind what
programming does to a computer. Bette Taylor has programmed herself to earn
a m illion dollars a year. And at this writing, she is well on her way to doing it.

A Solution For Every Problem

   Every field or industry has its own problems. Every company in that field or
industry has its special problems. And individuals in those companies have
problems that are unique to them.

   Outer, or objective (Beta), handling of these problems can employ many
techniques, all with some relative Success. Inner, or subjective (Alpha),
handling of these problems can also employ a number of different techniques
and each will be successful to some degree. More Alpha versus Beta as we
proceed.

   The S ilva Method spells out specific techniques. Many are in this book. All
have many applications.

   Which technique you employ for a given problem  is less important than it is
that you do indeed employ a subjective technique in addition to objective
techniques.

   With the inner and the outer going for you, you are more than doubling your
management capability. Problems will dissolve in solutions.

   The S ilva Method techniques are only a beginning. You can vary them,
combine them, and change them to fit special circumstances. You can invent
your own ways to visualize and imagine at Alpha in order to straighten things
out for everybody concerned.

   You can write your own book.

   Meanwhile, the best that the S ilva Method can do for you is to provide you
with a basic methodology. To do this we need to categorize problems in some
general way.

   In this chapter, the basic methodology will presume people problems. And we
will divide such people problems into two main categories: Common everyday
people problems, and unusual major people problems.



Solving Routine People Problems

   S ince you know you are going to run into common everyday problems, you
can use the S ilva Method now to program for future needs. I will describe the
method to you in broad terms and then summarize more succinctly. Please
remember this: the terms “going to level” and “programming” will be used in
these instructions. How to go to level (Alpha) and how to program will be
covered in future chapters.

   To program for future needs, the clairvoyant executive goes to his level before
falling asleep, and programs to awaken automatically at the proper time to
program himself effectively for solving common, everyday problems.

   When he awakens during the night, he again goes to his level. He then
reviews in his m ind that these problems arise from  time to time and that to
solve them expeditiously he needs to be at the correct dimension of m ind. Some
problems m ight require more left brain, others more right brain. (More about
the functions of these two hem ispheres later.) He then programs to be at the
right state of m ind by merely putting together the tips of the first three fingers
of either hand. He

says mentally, “Whenever I encounter this type of problem in the future, all I
need to do is to bring together the tips of the first three fingers of either hand.
By doing so, I will turn on my faculties. I will be extra-sensitive in perceiving
information that I can use immediately to solve the problem.” He then goes to
sleep from  his level.

   Later, when the routine problem is encountered, the clairvoyant manager puts
his three fingers together and enters a special state of m ind wherein he
becomes proficient in arriving at a proper decision for the benefit of all
concerned. And this is so.

Summary

• At night, before falling asleep, close your eyes, turn them slightly upward
and count yourself down to level.

• Program that you will awaken automatically at the best time to program
yourself to solve routine problems.

• Fall asleep from  level.
• When you awaken automatically, again go to level.
• Put the tips of the first three fingers together of either hand.
• S tate mentally, “This is all I need to do to turn on my faculties to solve

routine problems. Whenever I bring together the tips of the first three
fingers of either hand, I will be extra-sensitive in perceiving information that
I can use to immediately solve such problems. And this is so.”

• Fall asleep from  level.
• When a problem  arises, place the three fingers together as you address

yourself to its solution.

Solving Rare, Major Problems

   To solve a special problem, or a problem that is of extra importance, the
clairvoyant executive proceeds as before. That is, you program yourself at the
Alpha level before falling asleep to awaken at the appropriate time to work on
this special problem  When you awaken, you again go to the Alpha level, and
program, using the Three Fingers Technique. In addition, you program that you
will do the following:



   You will take a m inute or two during the day to go to level—in your office or in
a private place—and you will program for a harmonious solution to the problem
through subjective communication, and that this will contribute to a resolution
of the problem. Subjective communication is a way of accomplishing m ind-to-
m ind contact. How it is done will be detailed in the chapters ahead.

   You then go to sleep from  your Alpha level.

   On the following day, or whenever the critical day arrives, go to your Alpha
level for a few m inutes in privacy, using the standard procedure that you use at
night—the 3-to-1, 10-to-1 countdown, which will be given to you in later
chapters. Once at your level, analyze the problem. What is involved? Who is
involved? “Call in” the key person or persons involved, and “see” each in turn.
Subjectively, in your imagination, discuss the problem. Get a feel for the
person’s position on the issue or issues.

   Then, repeat to yourself that you are going to bring the tips of your three
fingers together at the meeting, and this will cause you to use all of your
sensing faculties to make the right selections and to say the right thing at the
right time.

   Then, you come out of your Alpha level and continue with your work. At the
time of the meeting, put your three fingers together. Be confident that the right
information will come to you, at the right time, to solve the problem  so that
everybody benefits.

A Deep Breath

   If there is no time to go to your Alpha level prior to a confrontation on the
problem, or if no specific event or meeting will occur relating to the problem,
you can om it the subjective conversation and instead use an additional
triggering technique.

   Instead of preprogramming subjective communication prior to a meeting to
help you solve the problem, preprogram that all you need to do is take a deep
breath, hold it for a moment or two, and then let it out slowly. When you do this
and put your three fingers together, you will turn on your subjective and
objective sensing mechanisms to help you make the right decision, offer the
proper suggestions, and say the right thing at the right time, so that everybody
benefits by your input.

Summarizing The Procedure For Solving Special Problems

• At night, before falling asleep, close your eyes, turn them slightly upward
and use the 3-to-1, l0-to-1 method to go to level.

• Program that you will awaken automatically at the appropriate time to
program yourself to be able to solve the special problem.

• Fall asleep from  level.
• When you awaken automatically, again go to level with the 3-to-1, 10-to-1

method.
• Put the tips of the first three fingers together of either hand and state

mentally “Whenever I bring together the tips of the first three fingers of
either hand, I turn on my faculties to solve this particular problem (identify
problem).”



• Also state to yourself that before the meeting or event involving the
problem, you will go to your level and have subjective communication with
the key person or persons and that this will contribute to the resolution of
the problem.

• Alternative: If there is no such meeting or event involved, instead of the
above step, state to yourself that when you take a deep breath, hold it, and
let it out slowly, with your three fingers together, your subjective and
objective sensing mechanisms will be activated to enable you to handle the
problem once and for all successfully for all concerned.

• Fall asleep from  level.
• When the problem  is about to be addressed at a meeting or event, seek

privacy, go to your level, and hold a scene in your m ind with the key person.
Discuss the problem in your imagination. See mutual understanding take
place. Do the same with other persons involved.

• At the meeting or event, put your three fingers together, confident and
expectant of a harmonious solution.

• (If no meeting or event is scheduled at the moment of the problem ’s
manifestation, take a deep breath, hold it for a moment or two, let it out
slowly, put your three fingers together, and again address yourself to the
problem, confident and expectant of a harmonious solution.)

Problem Solving: A Top Priority

   I have a gut feeling that mankind’s primary purpose on this planet is to solve
problems. I will leave it to the philosophers to say whether this problem-solving
purpose is so that we can learn and grow or whether it is to make this world a
better place to live in. Regardless, when we are successful problem solvers, both
take place.

   Many business managers are conscientious about improving their knowledge
and skill. Others, I am  sorry to say, act as if life is a seventy-year coffee break.
We need knowledge and information to solve problems. The more we have, the
better problem solvers we are.

   The most important skill we can acquire is the ability to instantly tap
knowledge and information

when we need it, and apply it to the problem  at hand.

   The S ilva Method activates the brain to accomplish both of these steps. It
activates both hem ispheres of the brain so as to either recall needed information
learned or sense information needed but not learned; and then to apply it to a
solution.

   Theoretically speaking, the S ilva Method could be a vast equalizer: Every
manager, no matter how educated, skilled, or experienced, can sense the
needed information to solve any problem. This could indicate that a manager
who does not attend special sem inars or read up on latest developments will
succeed as a problem solver anyhow.

   Not so. The manager who coasts along this way is not expressing desire,
expectation, and belief, so necessary to the activation of brain neurons. In fact,
the “coffee break” attitude towards a job can indeed lull brain neurons into
inactivity.

   The S ilva Method works for everybody, as long as there is desire, expectancy,
and belief. It is not the ticket to a seventy-year coffee break.



Learning And Problem Solving

   I have never been idle in my life. I enjoy my fam ily and I enjoy socializing. I,
of course, enjoy working. What I do not enjoy doing is wasting time.

   I get up at 5:00 A.M. to start work. No matter where I go, I have a book in
my hand. Is it a novel? I have never read a novel in my life. I am not saying
that you should be like me. Read novels, if you enjoy novels, but also read to
learn. Is it a com ic book? The only time I ever read a com ic book was when I
taught myself the English language.

   The book I have with me all day is a text or a lesson or an instructional book
of some sort. It is a book that has something constructive in it.

   The more a business manager stays on top of things in his field objectively
(reading and studying), the better he is able to function subjectively (through
intuition, perception, and clairvoyance).

   Nothing in this book is intended to circumvent objective methods. Everything
in this book is intended to help you add subjective methods to your objective
methods in order to become a bicameral manager—a manager who uses both
hem ispheres of his brain.

   Keep pursuing knowledge. Encourage colleagues and subordinates to do
likewise. The more successful problem solvers there are in the world, the better
world this will be.

Managerial Growth

   Several months after taking the S ilva Method training, Mrs. Kitt Curtis of
Calabasas, California, her daughter Geri, and a third woman, Betty Ash, decided
to solve a problem  in the coffee business. They started the Curtis Coffee Co. ,
Inc., roasting, blending and packaging “a higher quality product at more
competitive prices.” They became the only women in the world with their own
coffee roasting plant. The growth of this company led to a spinoff of another
company providing coffee service to business.

   Another graduate of the S ilva Method, June Brooks of Ardmore, Oklahoma,
became the only woman “wildcatter” in the oil business. She went on to lead a
campaign for decontrol, speaking to groups all over the country on how that
would be a beneficial solution for all concerned.

   Men and women who train themselves to use more of their m inds and then
direct their energy to solving problems grow in many ways. Professionally, that
growth is not confined to their own companies. They frequently get recognition
by the trade association, the chamber of commerce, a professional society or
other such agencies.

   The leaders of society and business are the problem  solvers. And they
frequently become leaders in their cities, states, and in the nation.

   Objective and subjective approaches, working together toward solving
problems, are an unbeatable team. We were created by nature to solve
problems subjectively and objectively but, somewhere along the way, we lost
the subjective approach.

   Now we run the risk of having the pendulum swing too far in the subjective
dimension. As people in all walks of life, including business executives, see the
quick and easy results obtained through subjective functioning, they can easily
go overboard and use subjective techniques more and more at the expense of
usual objective techniques.



   This would be as much a m istake as before, when only objective techniques
were used. We need to have a balance. We need to use both the objective and
the subjective approaches to problem solving.

   Our subjective functioning perm its us to tap ideas and solutions in the
creative or causal realm . We become a “cause.” Our objective functioning
perm its us to implement those ideas and solutions in the realm  of effect. We
have an effect. The subjective person, unable to function objectively, is
ineffective. The objective person, unable to function subjectively, is a creature of
circumstances.

   The subjective-objective person is an effective creator of circumstances.

   It is little wonder that some companies now make the S ilva Method an initial
step after employment.

Recurring Problems With A Specific Person

   The objective person can frequently be objectionable. He is out of touch with
the common good and functions strictly for his own good. If you have such a
person in your organization, he can be a source of friction, personality clashes,
discipline infractions, and other recurring problems.

   Just as you combine subjective communication plus a triggering device (three
fingers together) to solve problems of a more general nature, you can combine
these two techniques to take care of a problem  individual.

   Let us say, for example, that one of your employees is an avid newspaper
reader. His reading of the newspaper while on the job has demoralizing effects
on other employees, on customers or clients, and on his own job productivity.
No amount of talk has done any good. He still keeps the morning paper with
him  until lunch, and the afternoon paper the rest of the day.

   S ince objective means have proved to be of no avail, you need to add
subjective means to your efforts. Here is how.

    Go to your level at night and program to awake at the best time to program
this problem person, whom we shall call Mr. Read. The correct time will be when
Mr. Read’s brain waves are receptive to your subjective communication. When
you wake up automatically, go to your level again and imagine you are talking
to Mr. Read. The picture is directly in front of you. Explain that you understand
his interest in the news, that it is good to keep abreast of world developments,
but that it interferes with company morale and production.

   Move the picture slightly to the left and see Mr. Read, newspaper in hand,
drinking coffee or water or whatever liquid refreshment you know Mr. Read
takes. As he drinks, you see him  put the newspaper away. His drink now
triggers the “put away newspaper” reaction. Move the picture slightly to the left
again. Now Mr. Read is working without a newspaper. The problem is solved.
Feel relief. Go to sleep from  level.

   Your brain neurons are in touch with Mr. Read’s brain neurons when you are at
the Alpha level. Your higher nature is appealing to his higher nature, bypassing
his critical consciousness. This is quite different from  the supervisor’s criticizing
an employee. Now the message gets through.

   The triggering device you have visualized, Mr. Read’s drink, is now an aid to
Mr. Read. You have given him  a new programming to take the place of the old
programming that he no longer wants. He can be willing to stop reading on the
job, but he is in the habit of reading on the job. Now, every time he takes a
drink of liquid—such as water or coffee or tea, which he is accustomed to



drinking on the job—that drink triggers a desire to discard the paper on the job.

   Watch it work. Help it to work even better, by reinforcing this procedure for
several nights.

Summary

• Go to level and program to awaken at the appropriate time to program for
the solution to this problem  with a special person.

• When you awake automatically, again go to your level and have an
understanding but convincing discussion with this person toward the
elim ination of the problem for the good of all concerned.

• Now see the problem person manifesting the problem. Move the picture
slightly to the left and see him  drinking a liquid that you know he drinks
frequently. As he drinks, he is rem inded about the need to correct the
problem.

• Move the scene again slightly to the left. See him  working with no sign of
the problem . Feet it. Know it to be so. Fall asleep from  level.

• Reinforce on successive nights.

Programming With Eyes Open

   When you have programmed at night repeatedly with successful results, you
can preprogram at night and then program in the daytime. This is done with the
eyes open in the following way:

   Let us say, for example, that we have a worker who is in a slump. He is not
producing at the level that you and he both know he can produce, but no
apparent cause can be isolated.

   To preprogram at night, program to wake up at the right time. Once awake,
go to level, and tell yourself that to correct this problem, the next time the
problem is apparent, all you have to do is put your three fingers together,
unfocus your eyes, and see three pictures. In the first picture, the problem
worker is lax on the job. In the second picture, slightly to the left, the problem
worker is drinking his favorite fluid and is being rem inded of the need to step up
his work effectiveness. In the third picture, the problem worker is no longer a
problem. He is working at top performance, better than you or he even thought
possible.

   With this method, once preprogrammed at Alpha at night, there is no need to
go to level during the day. The act of putting together the tips of the first three
fingers of either hand, unfocusing the eyes, and daydream ing the three scenes
will activate your right brain and you will be functioning with objective and
subjective faculties. You will be helping to solve the problem .

   Fred S ., manager of a supermarket, used this method on a checkout clerk who
was not only slowing up but beginning to hit the wrong keys. Putting him  in
stock control for a few days did not help. The S ilva Method did. His speed and
accuracy improved. Fred later made him assistant manager.

Summary

• Program to wake up at the right time.
• When awake, return to level, and program that you can improve the level of

the person’s work quality by putting your three fingers together, unfocusing
your eyes, and seeing three scenes: the problem scene, the fluid drinking
scene to the left (the fluid will rem ind him  of his need to heighten



  work quality), and still further to the left, the work going splendidly.
• Fall asleep from  level.
• Whenever confronted by the problem, put your three fingers together,

unfocus your eyes, and see the three scenes as before.
• The final scene—of the work going well—will become the reality. And this is

so.

Problem-solving Alternatives Reviewed

1. Preprogramming the Three Fingers Technique and then using it at the
moment of the problem. (For routine problems.)

2. The Three Fingers Technique plus subjective conversation prior to
confrontation. (For a special problem with confrontation or meeting.)

3. Preprogramming the Three Fingers Technique plus deep breath, a
technique that you will learn in the pages ahead. (For special problem with
no prior meeting or confrontation.)

4. Preprogramming subjective communication as the drinking of coffee,
water, etc. as a triggering device. (For recurring problems with a particular
person.)

   As stated earlier, there are many ways of thinking at the Beta level and,
likewise, there are many ways of thinking at the Alpha level. There is no one
correct objective approach and no one correct subjective approach.

   We are going to close this chapter with several Case S tudies sim ilar to those
that will be presented later in Chapter 8 largely on discipline problems. At the
end of these Case S tudies, we will provide the recommended solution, #1, #2,
#3, or #4, as listed here. If you decide to use a different approach, it does not
mean you will not be successful. Your route will get you there, too. Variations on
solutions are not critical and may indeed be based on personal likes or dislikes
rather than on any factual principle.

   The only way you can really err on these Case S tudies is to decide to ignore all
four subjective approaches and stick to the “tried and true” objective
approaches. Subjective approaches have also been tried, and have been found
“true.” Problems, by definition, are situations that continue to exist despite
objective attempts to solve them. So, subjective approaches—tried and
true—are the answer.

Cutting Down On Overtime

   Case S tudy I.   Arthur S . is a press foreman in a large printing plant. It is
company policy that overtime hours are to be authorized by you the supervisor,
with an automatic exception where a delivery has to be met the next day and
production lagged in the final hours of the day before such overtime
authorization could be issued by you.

   However, Arthur S . has been working overtime almost daily. He is a senior
employee, and has been with the firm  a long time before the establishment of a
company policy on overtime, and before the union-management relationship
placed hours worked under close scrutiny and control.

   You have spoken repeatedly to Arthur S . about his overtime. His classic
answer has been, “I needed to straighten up and ready things for the next day.
Don’t worry about it, Boss.”



   But you must worry about it. You are under instructions to adhere strictly to
company policy and also to cut down on expensive overtime. Arthur S . must
turn in overtime vouchers if he punches out late. You must honor them. You
cannot throw Arthur S . out of the plant bodily at closing time; nor can you
discharge this conscientious man. What do you do?

Handling Sexual Harassment

   Case S tudy II.   Frank G., about forty, married, with three children, is an
outgoing, good-humored, star salesman. He is always kidding others to get
laughs. But you have now received two complaints from women—one a
salesperson, the other an office worker. Both said that Frank G. has been “busy
with his hands.”

   “I tried to laugh him  off,” said the saleswoman, “but when he persisted I had
to slap him .”

   “He took me by surprise,” said the typist. “He was standing behind me,
explaining the contract changes, when all of a sudden he grabbed me.”

   You spoke with Frank G. after the first incident and he roared with laughter.
This took you by surprise and you did not pursue the matter at the time. Now,
with this second complaint, you cannot let the matter ride. What do you do?

Dealing With The Community

   Case S tudy III.   You are the head of a cement plant located near the harbor
of a small New England town. You have sand digging rights in a hillside about
three m iles inland. To transport the sand to your plant, trucks must pass
through a residential area. There have been incidents of excessive speed. You
have reprimanded the drivers. But the complaints continue to come in. Three
parent-teacher organizations have held a joint meeting. A representative of your
firm , who happens to be a parent in that area, has attended and reported the
proceedings to you. It was a hostile meeting. They have decided to send a
delegation of three parents to see you. You have agreed to meet with them. The
meeting is set for tomorrow. What do you do?

Applying The Silva Method In Case I

   Suggested Technique. It is recommended that #4 be used. Arthur S . is a
coffee drinker. You can program him  to begin his cleanup and preparation time
earlier and earlier. You program at level that Arthur S . understands the overtime
problem more every time he drinks coffee. See him  responding by beginning his
preparations for the next day before closing time instead of after.

   Alternate Techniques. You can reinforce the above by preprogramming that a
special word or phrase, used objectively in the normal course of conversation by
you in Arthur S .’s presence will trigger earlier cleanup and preparation. Other
techniques provided in this or following chapters will also work, but some, like
merely visualizing the problem solved, would be asking a boy to do a man’s
work.

Applying The Silva Method In Case II

   Suggested Technique. It is recommended that #2 be used. Set up a meeting
with Frank G. in one or two days. Meanwhile, preprogram the Three Fingers



Technique and also have a subjective conversation with Frank G. on the matter.
Explain the problems that his sexual conduct is causing in the company. Rem ind
him  that it can lead to assault charges by a complainant and hurt both the
company and his fam ily. Ask him  to find more socially acceptable outlets for his
youthful exuberance. Before the meeting, go to level in your office and repeat
this subjective conversation. At the meeting put your three fingers together.

   Alternative Techniques. Again, other techniques will help but may not be
focused enough to bring an end to Frank G.’s office behavior. A possible
additional step could be to invite an expert into your subjective conversation
scene. This expert could be a m inister, a psychologist, or any person whom
Frank G. respects. Ask this expert what approach in your imaginary conversation
with Frank G. would be most productive. The methodology is provided in the
chapters ahead.

Applying The Silva Method In Case III

   Suggested Technique. It is recommended that #2 be used, supplemented by
#3. Again, this is an important meeting situation where preprogramming the
Three Fingers Technique plus conducting a subjective conversation with the
principals will pave the way for a mutually satisfying solution. You m ight call in
a public relations consultant to participate in the subjective conversations, if you
would feel more confident or comfortable with such assistance. Ideas will come
to you during this subjective event. Remember them and act on them. You
m ight see additional employees at the meeting whom you had not planned on
including. Invite them. They may be residents of that community also, or they
may provide problem-solving ideas. You m ight see the problem ended in two
years when the sand supply in that area is exhausted and a park will be built for
the community in its place. Consider all subjective communications as two-way
streets. You are not only communicating your position on a top level basis, but
the thoughts and matters that arise in your imagination can be clues to
accommodating solutions. The deep breath technique (#3) can be useful during
informal conversations with the community representatives prior to the formal
start of the meeting and following.

   Alternate Techniques. See the problem to the right (past). See the meeting
straight ahead (present). See everybody satisfied, slightly to the left (future),
and trucks moving carefully with no children in view, more to the left.

The Scope of Subjective Communications

   As you use subjective communications in your preprogramming and
programming, you begin to accept the fact that your m ind is in touch with other
m inds.

   This acceptance improves the flow. As resistance is lowered, current flow
increases. You are able to use subjective communications in more and more
situations.

   Bette Taylor, whom we quoted earlier in this chapter, went into a business
project with Dr. J.W. Hahn, a S ilva Method lecturer and our science consultant.
The Hahn-Taylor Trading Company went into business in January, 1982. Their
first problem  was to locate people with specific products or skills. They used the
S ilva Method to communicate subjectively with whomever they were seeking.
Within several months they had established an international network of people
who needed one another to buy or to sell and were netting a high volume of



finder’s fees.

   I am  not suggesting that you elim inate interoffice memos, the United S tates
Postal Service, or Western Union. But the scope of subjective communications is
so lim itless, the delivery so fast and accurate, and the price so right, I am  going
to expand on this valuable procedure in the next chapter and some later
chapters.


