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My name is Anthony Galie and I am a psycholo-
gist by profession.  For the last 25 years or 
so, I have been training agents and agency 

managers on how to get and stay focused on their busi-
ness goals.

Now here is the basic concept behind my program.
I maintain that most of you have goals or you wouldn’t 
be here.  I assume that most of you at least once or twice 
a year, sit down and write your goals down on a piece of 
paper. You might either do a yearly or quarterly review.  
And then once you write those goals down, you prob-
ably sit down and break them down and try to figure 
out exactly what it is going to take you to actually reach 
those business objectives.  In other words, you do both 
an action plan or a target plan and if you do that, I think 
that is terrific.  

Now my question to you is this: if you have written 
your goals down so far this year and let’s say you wrote 
your goals back in the month of January, what are you 
doing this month to stay focused on those goals?  Are you, 
as an agent or as a manager, on any kind of a goal-setting 
program or process?  Do you, for example, rewrite your 
goals repetitiously just to drill them into your subconscious 
mind?  Just to maintain a focus?  Do you spend a couple of 
minutes each day in quiet reflection....maybe sitting down, 
closing your eyes and just trying to visualize where you see 
your agency a year from today, two years from today, five 
years from today?  Are you picturing your goals in your 
mind?  Do you take your goals and write them down and 
tack them up in front of you, maybe on the dashboard of 
your car or maybe you keep them in your pocket on a busi-
ness card?  Or do you put one up in front of you on your 
desk so you read your goals to yourself repetitiously.  Are 
you doing anything in an organized manner to stay focused 
on your goals?  

My experience has been most agents don’t.  I know many 
agents are goal-oriented, but a lot of people are simple not 
on a program when it comes to goal-setting.  And I believe 
you need to be on some kind of a program if you are going 
to stay focused on your goals.  Now here is the good news: I 
believe there are lots of ways you can program yourself.  In 
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fact, I believe there are at least three main ways you can 
internalize goals:  kinesthetic, visual, auditory, 

First, I think you can internalize goals kinesthetically.  
Don’t let the word scare you - that word simply involves 
sensations and feelings.  And one way you can internalize 
goals is with a systematic series of rewards and punish-
ments.  I published an article in the GAMA News Journal 
about a year ago where I discussed this at length.  I am 
going to show you how you, as an agent, can internalize 
goals with rewards and punishments. So one way you can 
internalize goals is kinesthetically.  

Another way you can get goals into your subconscious 
mind is aurally or through your ears. I believe a very simple 
technique for goal-setting for you as well as your agents is 
to sit down periodically and get your goals down on tape.  
Take a few minutes, write your goals down, put them into 
a form of affirmations and verbalize onto a cassette tape.  
To make it even more effective, have soft rhythmic music 
playing in the background while you are doing this.  Get 
your goals down on tape and then just have that tape 
playing repetitiously in the background every day for next 
couple of weeks.  If you do that, you will experience the 
same net psychological effect as T.V. commercials. You 
know that it has always fascinated me with how most 
people being able to rattle off some of these old T.V. 
commercials and they know them by heart without any 
effort at all; but if you ask them what their business goals 
are they tend to draw a blank.  Let me show you what I am 
talking about. Here is a really old commercial: “Winston 
tastes good...”  Now everyone responds, “like a cigarette 
should.”  Here is another real old one, “You’ll wonder 
where the yellow went…” and folks tend to respond, 
“when you brush your teeth with Pepsodent”.  I want to 
point out to you that those commercials have both been 
off the air over twenty years!  And yet you still know them 
by heart without any effort at all. 

How did those commercials get embedded into your 
subconscious mind?  Simply by droning in the background, 
folks; you didn’t sit in front of a T.V. set one day and tell 
yourself, “I am going to learn the Charmin jingle.”   It was 
simply playing over and over again in the background and 

you were picking it up subconsciously.  I maintain that you 
can do the same thing with yourself with your business 
goals.  Quite simply, if you sat down and wrote your goals 
out and scripted them out and committed them to tape 
and have the tape droning in the background everyday as 
you driving your car into work, believe it or not, within a 
week or two, you would know your goals inside out,upside 
down and backwards just like you know those commer-
cials.  There is a very simple rule of thumb - the more 
focused you are on your business goals, the more likely you 
are to achieve them.

The good news is there is yet another way you can 
internalize these goals and that is through the use of visual 
imagery - visualizing your goals at the subconscious level.  
Don’t take my word for it, go listen to very successful 
agents and managers.  And if you listen to the very heavy 
hitters in this business, they are often telling you how they 
became so successful.  They all have a story to tell.  You 
will hear them say things like, I didn’t have much going for 
me when I first started, then I had a dream; I had a vision. 
I could see myself becoming very successful as an agent or 
a manager.”  If you listen to these people, they are telling 
you they would set their sights on something they really 
wanted to accomplish, achieve and they would build a 
picture of that in their subconscious mind.  

The ability to visualize your goals is one of the keys to 
success. In almost any profession you deal with, you hear 
very successful people using very visual-oriented words.  
“I had a dream.”  “I had a vision.”  They all have these 
stories;   just listen to the rags to riches millionaires. “I used 
to drive around in an old, beat-up car and I would dream 
about driving a Mercedes some day. Well, do you see that 
Mercedes out there?  That is just the way I pictured it in 
my mind.”  “My spouse and I would spend hours driving 
around rich people’s neighborhoods and we would fanta-
size about what kind of house we were going to live in once 
we got successful...how many pillars were going to be out 
front and where the swimming pool or tennis courts were 
going to be.  Well, see that big, beautiful house out there 
with the swimming pool and tennis courts?  That’s just 
the way we saw it in our minds.”   What these folks are 
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telling you is on a regular basis they would sit down and 
they would focus visually on what it was they were trying 
to accomplish.  And they began to build a detailed mental 
picture of it.  

I will show you what happens when people visualize 
targets and objectives in the right way.  Then I intend to 
teach all of you how to do this as a goal-setting technique 
for yourselves and to take it back with you so you can 
train yourselves to achieve goals.  I admit I am biased, but 
I believe every truly successful person I have ever met is 
practicing some form of visualization in an organized and 
in a regular way.

So let’s start talking about the use of visualization as 
a goal setting technique.  I believe the beginnings of this 
technique start with the concept of a visual image.  You 
often hear people talk about a subconscious self-image.  
She is always doing so well in the business because she has 
got this great self image; or he is always getting himself 
in trouble because he has a negative self image.  You will 
often hear people use that term, but very rarely do people 
understand what it is they are talking about.  

Let’s begin by discussing the concept of sub-conscious 
self-image.  Is there anybody here that knows what their 
own subconscious self-image is?  It is just not one of 
those things that you are taught in high school.  Let me 
show you what your subconscious self-image is. This is a 
very simple or easy thing to discover; it takes about 5-10 
seconds to do this. Close your eyes for a minute and try to 
imagine the last time you were taking a bath or shower.   
Isn’t true when you recall that event, it is as if you just 
mentally took your mind outside of your body?  And there 
you are, standing in that shower or sitting in that bathtub.    
And there you are looking at you?  I want to point out 
to you that is not the way it happened.  When you were 
taking the bath or shower, you were seeing things from 
eye-level; and if you are remembering it the way it really 
happened, all you should be seeing right now are tiles on 
the wall or fixtures in the bathtub.  But, you have recalled 
it in a totally different way.  It is as if there is a little mental 
picture of you in there.  Where did that picture come 
from?  Take a good look at it because that little picture is 

your subconscious self-image.  That is what you think you 
look like in relation to the rest of the world around you.  
I will tell you right now, if you pulled out a picture of an 
overweight person, chances are you are going to have a 
weight problem until you change that picture.  I don’t care 
what diet you get on...you can get yourself on the world’s 
greatest diet and drop 20, 30, 40, 50 pounds, but if you still 
think of yourself as being overweight, chances are you are 
going to gain the weight right back.  

The most recent and famous example of that phenom-
enon would have to be Oprah Winfrey.  Not too long ago 
she got on this opti-fast diet and she dropped something 
like 67 pounds in a matter of weeks!   Let’s face it, that’s 
an amazing personal accomplishment.  Unfortunately, 
just a couple of months later, she gained it all back again.  
And that is an equally amazing accomplishment!  When 
she gained all the weight back, she went right back to her 
old weight - she did not continue over-eating until she 
got grossly overweight; she just went back to the weight 
she started with.

Why?  I think at that time Oprah had an image of 
herself.  She saw herself as an overweight person.   Much 
to her credit, she has managed to get herself on a sensible 
diet plan and she’s dropped the weight gradually and, 
as I understand it, permanently.  She had a couple of 
programs where she brought people on her program who 
lost weight permanently.  And she interviewed many of 
these people: “What is your secret, how did you do it?” 
and “How did you manage to get the weight off and keep 
it off?”  She kept hearing the same thing.  They all kept 
telling her, “Oprah, I had to change the way I thought 
about myself.  All my life I thought of myself as a fat 
person; I had to start thinking like a thin person”.  One 
woman said she would observe people walking up to a 
buffet tables and she noticed thin people literally saw 
that table differently than the overweight people.  The 
thin person would comment that the salad looked so crisp 
and fresh, the carrots look so good and the celery looks so 
fresh.  And she would go up to the table and she would 
see it totally different - she would see carrot cake, maca-
roni and cheese.  She would be looking at the high calorie 
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food where the thin people would be focusing on the low 
calorie foods.  So the one thing they would have to train 
themselves to do was think like a thin person.

I believe being a successful manager or agent requires 
pretty much the same kind of transition.  If you are going 
to be a heavy hitting agent, you have to see yourself as a 
successful agent. The fact of the matter is, some people 
don’t.  Some people have mediocre attitudes and they 
become mediocre reps. An agent that thinks of himself as 
an average producer making $35-50,000 a year is going to 
make $35-50,000 no matter what the market is doing, no 
matter what town they work in, no matter what company 
they are working for.  If you want agents making $100-
200,000 dollars each, you have to have them thinking 
like $100-200,000 dollar producers.  You want to be a 
heavy-hitting agent or manager, you must be thinking like 
a successful one.  Sounds easy, doesn’t it?

One of the simplest ways you can enhance this little 
mental picture in the back of your mind is to figure out 
where it is you want to be, find someone who is there and 
then stick to them like glue.

Yes, the mentor system.  I believe you all should have a 
mentor in the business.  If your dream is to have an agency 
producing $100,000 a year in income, you better find 
somebody in the business who has an agency producing 
$100,000 a year in income, get them on the phone, go 
interview them, take them out to lunch, meet with them, 
fall at their feet and say, “Look, you are where I want to 
be. Would you help me to get to where you are? Would 
you give me some advice? Would you show me how you do 
it?  Would you give me some tips and some advice on how 
you manage your time, what management tips work for you 
and don’t work for you?”  Sit down with these people, talk 
to them, ask them for help.  And I think most of you would 
be surprised at how helpful some of these successful agents 
would be. By far, one of the simplest ways you can improve 
your attitude and enhance that little mental picture your-
self is to find people that are where you claim you want to 
be and stick to them like glue.

So let’s take a moment here and first of all, how many 
of you  do not have a  mentor?  How difficult would it be 

for you to get on the phone and find someone either in 
your company or in your town or even someone maybe 
who is not with your company, but who you have heard 
is a very successful agent or manager.  Better still, how 
difficult would it be for you to find mentors for your agents 
in the business?  It is another real simple way of pushing 
up productivity in your agency.  Get the very successful 
agents in your agency to mentor the less successful agents.  
Pair them up. 

One of the simplest things you can do to enhance 
the mental picture of yourself is to spend time with other 
people who have enhanced mental pictures.  Sounds like 
common sense, but it really does work.  If you were going 
to ask someone to be your mentor, if you currently do 
not have one, who would you ask, what name comes to 
mind?  Right now you are in an environment where you 
are surrounded by successful agents; there is no excuse for 
you not to seek some of these people out and ask that they 
would help and mentor you. 

Another way you can enhance your mental picture is to 
sit down on a regular basis and figure out where you want 
to go and write your goals down and then begin building 
a mental picture of them.  You ought to be visualizing 
your goals about five minutes a day, everyday.  And five 
minutes a day is really not too much too ask to become 
more successful in your business.  I have seen many, many 
successful people master the ability to get into a trance, 
now don’t let the word scare you, the word trance tends to 
scare people, don’t let it scare you.  I believe the average 
person is spending  about seventy percent of his/her 
waking day in a trance.  I am just going to show you how to 
put it to some good use.  Let me explain that statement...
how many of you in here have ever driven past their exit 
on the freeway?  You pull into the driveway at the end of 
the day and you seriously have to ask yourself how you got 
there.  Have you ever seen a person in a daydream just 
sitting with their eyes wide open, staring out into space?  
They don’t see what they are looking at, they don’t hear 
what is going on around them.  They are, as they say, a 
million miles away.  Have you ever seen any of your kids so 
in a trance in front of a T.V. program that you call them for 
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dinner and they don’t even hear you calling their name?  
Those are all examples of everyday trances and the fact of 
the matter is the average person spends roughly seventy 
percent of his/her waking day in a trance.  

Anybody dispute that point?  I need a skeptic. Would 
you, sir, come on up here for just a moment please?  If 
you would turn around and face the group so they can see 
your face. I am going to ask all of you in the audience to 
watch this gentleman now as I ask him a couple of ques-
tions; and I am going to ask you to notice  if you can see 
when he goes into this trance I am talking about.  Sir, did 
you ever graduate from eighth grade?  Can you remember 
graduating from eighth grade? Excellent.  I have another 
question for you.  Do you know how to spell the word 
psychoanalysis?  Would you then please spell it for me?  
Excellent.  Folks, were you watching when this gentleman 
remembered eighth grade and tried to spell that word?  Did 
you see him go into his trance?  What was he doing?  

He was asked questions that required a subconscious 
solution.  Let’s be honest, most of us do not walk around 
with memories of eighth grade or complicated words in 
our conscious memories.  In order to recall that informa-
tion, he had to leave us for a few moments.  If you had 
been observing him in the way that I was watching him, 
when he recalled that information, he broke eye contact, 
he looked up to the ceiling for a few seconds, and then 
he came back and looked at me.   Sir, do you remember 
doing that?    Now, when you had your eyes wide open, 
looking up to the ceiling, what was it you were seeing?  
Right, you were seeing memories of eighth grade or you 
were seeing the word, psychoanalysis.  Do you think 
you were fully conscious at that moment?  Exactly, you 
probably weren’t.  The average person spends roughly 
seventy percent of their waking day in a trance.  We are 
constantly losing it and then getting it back again.  And 
that is o.k. because we are able to operate quite efficiently 
while we are in at trance.  

The problem occurs with what is programmed into 
our subconscious mind while we go into these trances.  
Because you will tend to do whatever your subconscious 
mind is telling you to do when you are in the trance.  

Highway hypnosis is the classic example.  You get behind 
the wheel of the car, driving your car down the highway, 
one part is driving the car and other part is a million 
miles away listening to the radio, or working on that 
problem you are trying to solve; and you are driving that 
car right past a eighteen foot sign that would say, “Get off 
here, this is your exit” and you don’t even see it, you are 
not even aware of it.  

Overeaters run into this problem all of the time; they 
will sit down with a bag of potato chips and they  start 
eating those potato chips one right after the other while 
they are watching T.V.  Then they get deeper and deeper 
into their  trance while they are watching that T.V. and 
their mind keeps eating over and over and over again 
because that is what it was told to do.  And they will keep 
eating that bag of potato chips until they snap out of the 
trance.  Unfortunately what snaps most of them out of 
the trance is when they reach down and the bag is empty.  
“Oh, I can’t believe I ate the whole thing!”  Now the 
interesting thing is if you had taken the bag of potato chips 
and poured them into a bowl and handed them to the 
overeater, the average person would not be able to finish 
the entire bag of potato chips if they knew what they were 
doing.  But when the unconscious mind has got control, 
you will do whatever it tells you to do, whatever that 
program is, over and over again without even realizing it. 

Here is the analogy when it comes to business: if you 
are an agent that has a $50,000 a year attitude and you 
are spending 70 percent of your waking day in a trance, 
eight out of ten times, you blow through the year, not even 
consciously aware of what you are doing.  At the end of 
the year, you end up with $50,000. You are sitting there 
in those appointments not asking for referrals, you are 
going home at the end of the day with two appointments 
instead of four, you are not putting the mailers out on a 
regular basis and your subconscious mind is telling you 
that is o.k.  You are living out that internal program.  If 
you see yourself as a mediocre agent, you will be an average 
producer.  The end of the year will come and you will be 
wondering why you have such trouble selling. A lot of that 
may come from your attitude, that little picture you carry 
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inside your head.  If you can alter that picture, you can 
alter performance.  

How many of you think you can raise or lower the 
temperature of your body at will?  Most doctors will tell 
you that you can not do that.  Most doctors will tell you 
that body temperature is an involuntary response, an auto-
matic response; that your body temperature is not under 
conscious control, and you can not look at your left hand 
and say, “Left hand get warmer, left hand, get colder”.   
Well, I have got a little experiment for you to try.  Sit 
down in a chair that has an arm rest on it, put your arms 
up on the arm rests and close your eyes, pick whichever 
arm you want, let’s say your left arm, close your eyes and 
visualize that left hand underneath of a very powerful sun 
lamp.  Just try to imagine as vividly as you can that your 
left hand is underneath of a powerful sunlamp.  Do that 
continuously for about two minutes, then take both of your 
hands and touch them to your face.  Now your left hand 
will. on average, feel five degrees to seven degrees warmer. 
Many people actually break out into a sweat in the palm 
of the hand they were concentrating on.  Why?  Because if 
your mind thinks your hand is under a sunlamp, it begins 
to act like it is under a sunlamp.  

They have been training people who have migraine 
headaches to do that.  They tell people with migraines, 
if you feel a headache coming on, you should close your 
eyes and visualize your hands next to a warm fireplace 
or perhaps dipped into warm pails of water or, under a 
powerful sunlamp.  And what happens is, your body starts 
sending more blood to the extremities and often times 
reduces the pressure on the cranium and sometimes the 
headaches go away.  

Let me give you some other examples. How many 
believe you can dilate or constrict the pupils of your eyes 
at will?  Now there is another thing that most people think 
they do not have conscious control over.  You ask most 
physicians and they will tell you, you can not make the 
pupils of your eyes get wider or narrower at will.  You just 
don’t have that kind of control.  Ask somebody to watch 
you while you are doing this: sit down and pick a spot 
about forty-five degrees above eye level and focus on that 

spot. While someone is watching your eyes, in the back of 
your mind, try to imagine that someone is shining a very 
powerful spotlight or flashlight right into your eyes.  Now 
the person watching you is going to say, “I don’t know 
what you are thinking about, but your pupils just clamped 
down, you can’t even see them anymore”.  Then do the 
opposite, imagine you are out on a dark, starless night 
or imagine you are in a dark closet somewhere.  Picture 
total, complete darkness.  Same person is going to say, 
“Wow, your pupils just got as big as silver dollars!” Why 
do you suppose that would happen?  Because if your mind 
thinks you are out in the dark, it begins to act like you 
are out in the dark.  If your mind thinks you are looking 
into a spotlight, it will behave as if you are looking into a 
spotlight.  And did you know if you spent five minutes a 
day, everyday, for a month imagining you were out in total 
darkness, believe it or not, within a month, your pupils 
would remain dilated at their resting state.

You hear about this in every day language. You hear 
about people who have “wide-eyed innocence” because of 
what they focus on as opposed to people who are “beady-
eyed” and dishonest because of the way that they think.  

Let me give you one last example before we move 
on. How many of you all think that you can increase or 
decrease your salivary rate at will?  Well, you know Pavlov 
sure did!  Close your eyes for a minute and imagine that 
you are biting into a lemon.  Try to imagine you are taking 
a big bite out of a tart, juicy lemon and you can taste lemon 
juice squirting all over your mouth.  Now most of you, if 
not all of you, notice a change in your salivary rate because 
you did that.  Did you know if you spent five minutes a 
day, everyday for a month imagining biting into a lemon, 
within a month you would be a blubbering idiot. 

That is not what we are here for, so let’s go over again 
what we are here for. I believe the same principals hold 
true in goal-setting.  I believe if you wanted an agency 
producing $100,000 per year in income, if that was your 
dream or your goal, you should be sitting down, five 
minutes a day, every day, visualizing an agency producing 
$100,000.  If you did that every day for a month, the theory 
says that within a month, you would begin to think of your-
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self as an agent producing that kind of  income; then you 
would go out there and start acting like that person.  You 
would start selling more often and more effectively.  You 
would become a stronger and better manager of time.  You 
would start doing the things that you need to do in order 

to generate that kind of productivity.  If you can clearly 
visualize your goals and just sit down every once and awhile 
and dream,  clearly articulate and visualize what it is you 
are out there trying to accomplish, you will probably see 
production start to rise to meet those expectations.  

Seeing is Believing
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