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Why are some people successful while others are not? Why 

do some people risk while others don't? In many cases, the 

explanation is as simple as the cost of self-limiting beliefs. 

Have you ever looked at a person in your downline and 

thought, "Gee -- they have it all. They are going to go 

straight to the top," only to find out months or years later that 

although they seemed to have it all, there were things that just kept 

coming up and getting in the way of accomplishment? Some may have 

been real obstacles, some self-imposed. It happens all the time. We 

collect self-limiting beliefs in all areas of our life: love, pain, fear, 

image, communication, money, self-worth, responsibility, 

expectations, emotional, physical, spiritual, intellectual, professional, 

and social.  

You may ask: How do I know if I have these beliefs? How do I know 

which of the people in my downline have these beliefs and what can I 
do about it? First let's take a look at how they appear:  

I'm not: Good enough, lovable, intelligent, responsible, as good as, 

wanted, pretty, thin, handsome, worthy, fun, happy, content, 

confident, cared for, loved for myself, creative, perfect, emotional, 
talkative, adequate, masculine, feminine, sexy.  

I am too: Intense, fat, thin, tall, short, stupid, aggressive, closed, 

shy, weird, scattered, selfish, unattractive, lazy, immature, mature, 

serious, sensitive, depressed, crazy, different, spoiled, intelligent, 
understanding, trusting.  

I fear: Honesty, success, sickness, poverty, criticism, rejection, 

loneliness, appearing weak, getting angry, being vulnerable, being 

wrong, being out of control, being a loser, being left out, feeling 

judged, being abandoned, being controlled, knowing myself, loss of 

love, knowing others' true feelings, being a failure, being unmasculine, 

being unfeminine, being boring, being closed, being unacceptable, 

getting old, feeling stupid, feeling unworthy, being inadequate, being 
incompetent, appearing foolish.  

In our center -- at the very top of the stomach -- is where beliefs 

start. You can feel it when someone says something hurtful or if you 

suddenly become afraid. Depending on what we hear or feel about 

ourselves, we create beliefs that begin to limit us. If you live with 

these beliefs long enough, and believe they are true on an emotional 

level, you have created a self-limiting emotion which is even stronger 



than any belief. Once you start making choices based on these beliefs 
and emotions, they become self-limiting behaviors.  

How does that affect your business? Fear of approaching someone, 

fear of rejection, pre-judging a situation, sabotaging behavior because 

of a feeling of unworthiness or fear of success or fear of failing. These 

fears keep us from taking action, and inaction is a self-limiting 

behavior. These beliefs stop people before they ever get started and 
drain us of our energy.  

Our job is to build relationships and motivate people who believe they 

can and will become successful at their Network Marketing business. 

Our job is to encourage them and inspire them.  

If we buy into the limited beliefs that they have about themselves, 
their business and our growth is doomed.  

Many successful Networkers have said, in looking back, that their 

biggest regret is having spent too much time with the wrong people. I 

absolutely believe this. However, I have been doing this business for 

14 years, and I still sometimes find it difficult to tell the right people 

from the wrong people right away. Are the right people self-motivated, 

self-reliant visionaries? If they are, then they are few and far between. 

Don't get discouraged. You are looking for people with leadership 

ability who are willing to do the work that is necessary to get them 

where they say they want to go. If they are not willing to do the work, 
they are the wrong people. It is that simple. Let go and move on.  

Can leaders be developed? Yes! But only if they want to be. 

Sometimes they don't realize that they want to be or can be until they 

find out who they really are and how they have been showing up in 

their lives and careers so far. Sometimes that means having them take 
a personal inventory. Learn to ask some soul-searching questions:  

 Where do you see yourself in five years?  
 What really matters to you?  
 If you could live your life any way you want to, what would you 

be doing right now?  
 What do you feel is stopping you?  
 What are your greatest strengths and what is your greatest 

weakness?  
 What do you fear most?  

Getting your new consultants trained and working your company's 

system right away is very important. Watch them; coach them when 

they need it. When people keep making excuses, send them tapes and 

books on personal effectiveness training and let them go. They have to 

decide what they want. If they really want to move in the direction of 

personal achievement and fulfillment, they will take responsibility 

themselves and you may have your leader. You will have given a 

service to that person which they will never forget. If you don't do 



this, you may be spending too much time with the wrong people. Your 

time and energy is valuable. Don't waste it trying to fix others or 

questioning your ability.  

I am grateful that the person who first introduced me to this industry 

didn't buy into my own self-limiting beliefs. I broke free with a nudge 

in the right direction. When I went to my first Network Marketing 

meeting, I was inspired, touched in my heart and soul, and I was 

challenged. I knew that in order to achieve in this industry, I would 

have to become the person I always knew I could be but was afraid to 

become. One step at a time made it less overwhelming. Instead of 

being afraid, I got excited. This business has done more than give me 

a healthy income. It gave me my life back. I became someone I felt 

proud to be. I had plenty of self-limiting beliefs that were not 

supporting my success. In order to gain success, I had to modify my 

self-limiting beliefs and focus on what was constructive. Of course, the 
journey isn't over yet. Today I am still evolving and growing.  

I'd like to recommend a course of action. First, ask yourself the 

following questions pertaining to your business and use the 

information you get to find the talents and qualities within you which 
are your own personal ingredients for success.  

 How are you playing the game of Network Marketing -- full out 

or safely?  
 What choices are you making and why?  
 What do you tell yourself at the end of each week or month?  
 What feelings are you experiencing on this journey?  
 What is limiting the way you are playing?  
 How and when are you holding back?  
 How is this a mirror for other choices you make in life?  

We must consciously choose the beliefs that will help us in our desire 

to get to the top of our game. Here a few examples of "limiting beliefs" 

versus "positive beliefs":  

 NWM is saturated because so many people are already doing it!  
 I love this industry, it is growing so fast. I no longer have to 

convince people about how great it is. It is obvious because of 

all the people who are getting involved.  
 I don't know if I can handle all of the changes going on in my 

life. There are so many obstacles to overcome. I feel 

overwhelmed.  
 I am constantly being prepared to handle every situation. I am 

grateful for all the opportunities in my life.  

There will always be limiting beliefs in our lives, but we increase our 

opportunity for success by concentrating on beliefs that lend 100 

percent support to the conviction that success is possible.  

Second, create a statement of purpose which you can repeat out loud 



throughout the day. Make sure it speaks to who you are. Ask yourself 
these questions and form your statement from their answers:  

 Why do I do what I do?  
 Does my purpose communicate who I am?  
 Does my purpose inspire me?  
 How do I define myself?  
 Who am I emotionally?  
 What makes me unique?  
 What do I value?  
 What do I believe about myself?  
 Who do I want to be when I grow up?  

Imagine this: We can have awesome success the same way we have 

limited success! Do what the successful people do in your company. 

Listen to tapes, go to seminars, find a coach or a mentor. Concentrate 

on growing as a person and your bank account will start growing. 

Some of my favorite words for helping me stay on track are: intention, 

purpose, vision, action, accountability, authenticity, and commitment. 

Maybe these are some of your favorite words, too. To keep myself in a 

positive frame of mind, I have this phrase framed in my office: "God is 

Watching, Give Him a Good Show!"  

When I started my Networking career, no one asked me if I had 

experience, they asked me if I had a dream. I love this industry and I 

am very grateful for the life I have been able to create because of it. 

Today my purpose is to create an environment of challenge, 

enlightenment, and progression for anyone who is on that type of 

journey. This is done through loving, open, honest, communication, 

and a deep level of compassion and understanding. My greatest tools 

are my faith, courage, and determination. I have seen the past. My 
interest is only in the future and who and what I can become.  
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