HOW TO B E A MASTER TRADER

NOW AND ZEN STAYING IN THE ZONE

Ask any traders with experience and they will tell you that profiting from trading is 90 percent mental. And that remark is true. The question is: What is that 90 percent all about? You need to learn about this from a trader and not a psychologist or some "mental practitioner" who has never traded profitably, much less made a good living at trading over a period of time. You must find out what this mental part is all about. This book is about getting into and trading from what athletes call the "zone." In a recent NBA playoff game, Michael Jordan made an astounding 55 points. In the interview immediately after the game, he was asked to explain his amazing performance. His answer was: "I was in the zone and couldn't get out." Michael often refers to the zone as his "fourth gear." What a problem! In this chapter, we are going to engineer a technique for not only getting into the zone, but staying in it by flowing (surfing) while trading and—probably most important of all—getting back into it when you fall out of it. Professor Mihaly Csikszentmihalyi, the former chairman of the Department of Psychology at the University of Chicago, calls what happened to Michael Jordan, and others, flow. In fact he has written a book with that as its title. He says flow occurs when an individual reaches a state of concentration that is so intense it amounts to an absolute absorption in a particular activity, which may be in the context of sports, business, trading, or life. I am greatly indebted to Dr. J. Mitchell Perry and Steve Jamison, who pointed out that this process can be generated and that it works and gets results. In their research, they have taken much from athletics and applied it successfully to business. We are going to make it specific to trading and investing, which can be even more important in giving you the kind of lifestyle that you want. The state of flow so absorbs a person that it precludes doubt, anxiety, and fear. All distractions seem to fall away, and optimum winning performances happen ~auto-magically." It is a state of mind that can be characterized by the terms: 

1. Self-trust. 

2. Engrossing erljoymen' . 

3. Focused relaxation. 

Flowing in the zone is elusive. Most of us experience a great deal of frustration attempting to get into and/or staying in this state for any period of time. Our inability to remain in this state frustrates our ability to get desired results and/or compels us to use our primary defensive mechanism, procrastination. Just as a runny nose is a symptom of a cold, procrastination and not getting desired results are symptoms of being out of the zone. Our most formidable opponent is none other than ourselves. As Pogo so truthfully put it, "We have met the enemy and it is us." It is our misused mental technology that beats us to the ground. This misuse often discourages us so much that we consider simply giving up and leading a "regular/normal/average" life. Our goal is to get in the zone and flow while using the same techniques to "automagically" take the stress from success. 

RIGHT-BRAIN TRADING FOR LEFT-BRAIN PEOPLE

Our current educational system is heavily loaded with left-brain learning and neglects our right-brain zone. About the only activity that really teaches how to get into the zone is athletics. Most of our teachers neglect the "coaching" aspects of their job and substitute the inferior standardization of rote learning. There is too much math (left brain) and not enough music (right brain), and that hampers our success and enjoyment of living and winning. What we know for sure is that the standard way of thinking that we learned in school (including especially business schools) is not very rewarding and produces many more life failures than successes. In commodity trading, for example, over 90 percent of all traders lose money consistently. The reason is that the common mode of thinking is not productive in the naturalistic world of the markets, and losing rather consistently produces a diminishing enjoyment of our tasks. We will examine the power of logical trading based on the proper use of our mental equipment rather than the bipolar thinking of win/lose. By moving from left hemispheric (digital) thinking to right hemispheric (analog) thinking, we will gain financial and worry-free peace. We find that Chaos gives us choice, and by right choosing we create everything we value. We learn that the markets work just like our minds, and by understanding our minds we can use the markets in any fashion that suits us. We must get to know our opponent, whom we will name Joe Gremlin ("Joe G"). The concept of gremlins became popular during World War II. They were blamed for anything that did not perform as it was designed to do. Joe G is the product of bipolar thinking and is our biggest roadblock to flowing in the zone. In this chapter, we will examine what advantages and attributes we can bring to bear on this problem of enjoying maximum performance and winning consistently. We will formulate a procedure of getting into this flow auto-magically whenever we choose. We will look inside our brain/mind to see how we trap ourselves by the thoughts we think and the words we use. Finally, using equipment we already have, we will devise a game plan to use in our trading and in our lives. We will tune up our motor to qualify for any race we choose. Our own best speed will bring victory, prizes, good feeling, and a joy of living unknown to most people. Let me welcome you now to the portals of your own personal zone. You are going to love it! 

THE NEXT WAVE

The Key Rule: "Be-aware"

I use the term "be-a-ware" in the hyphenated form to remind us to not only be aware but also "beware" by getting to know your own greatest opponent to success in the markets and in life (Joe G). Once you go through this material and use these techniques, YOU WILL NEVER LOOK AT A BAR CHART THE SAME WAY AGAIN. 

THE PARADOX OF PROFITS

One of the most interesting paradoxes in our world is how we have screwed around the whole concept of producing results and getting outstanding performance from ourselves in any activity. It is obvious that our current educational system is not producing consistently successful traders. Government employees and people on welfare and entitlements now outnumber the productive people in the United States. And our government seems to be in a war with the creative and rich, producing a prejudice against anyone who makes a great deal of money. This prejudice is just as injurious as and much more insidious than the more publicly debated gender, racial, or religious prejudice that we supposedly spend so much time fighting. Why don't we spend more time enjoying producing as we flow through the waves of our own zone? Mainly, because we don't know how to distinguish or move between work and play. The highest paid group of individuals in this country is the professional sports stars. They make much more than most CEOs of large Fortune 500 companies. The CEOs are generally paid because of the performance of thousands of employees; the sports stars are paid for their "individual" performance. We are most interested here in our own individual performance in trading and investing. We do not want to be dependent on other people. Let's go deeper into this difference and notice the words used to describe these two very different worlds. The CEO goes to WORK in the OFFICE. The athlete goes to PLAY on the PLAYING FIELD. Is there a hint here? Much more than a hint. The answer lies precisely in that distinction. Playing and flowing in the zone come from the right hemisphere of the brain. Working and toiling are always initiated and continued only in the left hemisphere. When the playing field becomes the workplace, the athlete knows that it is time to get out. The 1997 Houston Rockets (my home team) included some of the world's best-ever players, including three of the all-time fifty best: Hakeem Olajuwon, Charles Barkley, and Clyde Drexler. In the playoff round against a much younger Utah Jazz team, the press kept pointing out how much older the Rockets were. Some were playing in the NBA when their younger opponents were still in grammar school. Most of the team had championship rings, and in 1997 their age didn't defeat them. Basketball had become a profession, and they had lost the joy of playing. After losing the first two games to the Jazz, Eddie Johnson, who had played for 15 years, came off the bench and made 34 points in 26 minutes. The crowd started yelling "EDDIE, EDDIE." Johnson's face lit up, and it was obvious to the entire basketball world that, this night, Eddie was in the zone and couldn't get out. He was playing his heart out. The smile on his face on the front page of the Houston Chronicle told the entire story. Sports at this level is not work—it is "hands off" play. It is the same feeling that you had when you first learned to balance a bicycle without your hand on the handlebars. Remember shouting, "Look, Mom, no hands." That is the feeling Eddie Johnson had that night in May 1997. He came off the bench and was worshipped by the Houston basketball fans. The team caught Eddie's fire; they started playing and smothered the Jazz. The first string of the Rockets were all standing, leading the chant i'EDDIE, EDDIE.ji The Houston newspaper's headline summed it up with the headline—"They all played well tonight." The only way to reach that particular level of play is to get into the zone and the flow. The paradox of this whole endeavor is that we were taught all the wrong ways of getting into the zone and few or none of the right ones. 

THE DIFFERENCE BETWEEN WORKING

AND PLAYING IS HOW YOU HANDLE CHAOS

The Science of Chaos has given us the most powerful and innovative tool of the past 2,500 years. Unfortunately, even the term Chaos carries a connotation of "complex, difficult to understand, unwieldy,"  when in fact it is almost the opposite. Chaos is not disorder, but rather a much higher form of order. To get a handle on understanding this new science, simply substitute the term "NEW INFORMATION" in place of "Chaos." Let's examine very closely how this relates to winning or losing. Whenever we encounter new information (Chaos), we have two choices. The one we almost always choose is to fit that new information into old categories: "Isn't that like . . ." or "It reminds me of.... " This seems a natural response—linking something new to something we are accustomed to doing. We are attempting to "organize" this new incoming information in order to give it familiar meaning. Familiarity lets us feel less risk and more predictability; we feel we have some control, and the more control we have the less fear we have. This is the key. We compulsively organize new incoming information to ward off fear. "I don't know what this younger generation iscoming to; we were never like that." Translation: "This new incoming information from this younger generation does not fit my old categories and it really scares the hell out of me." In the market, we attempt to compare this year's action with last year's or the most recent crash or whatever we can drag up to talk about. The problem with organizing anything is that as soon as it becomes organized it takes on a life of its own and its primary motivation is to surviue. Everything from junior proms to political parties wants to ensure its own survival. Four organizing forces move more money around than any country on earth: 

1. War. 

2. Medicine. 

3. Insurance. 

4. Religion. 

No nation has as much economic clout as any one of these four. Ask yourself: What do they have in common? Exactly what every organization in the world has, including your brain structure: survival. 

1. War breaks things and kills people. 

2. Medicine patches up those who weren't killed and makes them available to fight again. 

3. Insurance takes care, financially, of the supporters and kin of those who were killed. 

4. Religion takes care of those who are killed. 

The common thread is survival. An old country and western song lyric points out that everyone wants to go to heaven but no one wants to die. Survival is the motivation that keeps organizations together. And all four of the above organizations tap into our own personal desire to live rather than die. More than anything, we want this organization we call aourselvesn to go on surviving and not die. In the market, when trends go on longer than we expect, we call it market mania. Range-bound markets also seem to go on longer than we expect. The usual way an organization attempts to survive is by fitting new information into old categories (Figure 11-1). We will distort this new information in whatever way is necessary to keep our old categories (organization) alive. We begin learning this around two years old when we first decide, "I want it my way." We often refer to this era as the "terrible twos." It is just the beginning. 

The Most Important Question We Can Ask Is HOW DO YOU HANDLE NEW INCOMING INFORMATION?
Yow Two Choices Are:

• (a) Massage (distort) it to fit into OLD CATEGORIES (creates overwhelm and/or          boredom) or you can

• (b) LettheNewInformation(Chaos)Organize itself (which means lettin~ ~o = RI5K).

Figure 11-1 Handling new information.

The question now arises: What other ways are there to deal with new incoming information? Actually, there is only one: Let the new incoming information organize itself. Scientifically, the new Science of Chaos, nonlinear dynamics, and/or fractal geometry are about the only approaches that emphasize allowing the new incoming information to organize itself. The new viewpoint says to deal with new information by letting it organize itself with as little interference from old categories as is humanly possible. In art and music, it is known as creativity or improvisation, and it is apparently generated and handled with our little used right hemisphere. The simplest organization I can think of is a hydrogen atom. It contains one proton, made up of three quarks, and one electron. It just can't get much simpler than that. These two particles, the electron and the proton, come together to form this organization. In the room where you are now, trillions of these small organizations are floating around in the air. They are just doing their thing and following the path of least resistance. On this same playing field, there are some much more complex organizations we call oxygen atoms. The oxygen organization is about sixteen times larger than the smaller hydrogen organization and, like the hydrogen, trillions of these atoms are floating around the room you are in now. With that many atoms bouncing off each other, they are bound to come into each other's gravitational field. Atoms, like planets, have their own gravitational fields. In fact, one way to look at gravity is that it is the primary force that attempts to hold current organizations intact. When you get tired, you can literally feel the earth's gravitational pull trying to get you to join it. If you get tired enough you will just "let go" and join more closely with the earth's larger field—you lie down. If everything else is working properly, this ~giving up" will allow your organization to recoup, gather energy, and go on its way a bit stronger for the experience. Back to the atoms. This feeling of the presence of another organization is new information, and here comes the most crucial decision any organization can make (Figure 11-2). That decision is whether to 

The Most Important Que~tion We Can A~k is: What do w~ do with New Information? A) Fit into old cat~gories B) Let it or~aniz ~ elf

Figure 11-2 The most important concept: What do you do with new information? 

"let go" of the current organization, or, more likely, to keep the current organization and "distort" the new incoming information into old categories. In fact, 99.99999 percent of the time, the hydrogen atom makes the choice to hold on to its current organization and remain a hydrogen atom. "After all," it might say, "ever since I can remember, I have been a hydrogen atom and I suppose that is what I should be and I further suppose that I will just remain that way—it has always been good enough." We do exactly the same thing in the markets, and that is what keeps us in our current trance of either losing or limiting our winnings. But here is the kicker: About 0.00001 percent of the time, the hydrogen atom makes a different decision. It makes a "TRANCEENDINC~" decision to "iet go" and just see what happens. Instead of distorting the incoming "new information" (Chaos), it lets the new incoming information organize itself. The difference is that instead of "solving the problem of new incoming information" (the gravitational pull), it allows real creatiuity to come in by letting the new information organize itself. The result is WATER, which is very different from either hydrogen or oxygen atoms. Basically, it has no characteristics of either of its components. It has literally "trance-ended" to a different and more complicated organization that also gives it more freedom. Now it has a choice of being not only a gas (steam) but also a liquid (water) or a solid (ice). With the higher levels of organization, more alternatives of behavior are created. We know that the market is at least a five-dimensional animal, so it is no surprise that trading a two-dimensional chart (price and time) leaves a lot of room for improvement. The entire basis of the Profitunity approach is to tap into these higher and somewhat more complicated levels to "trance-end" our losing behavior and create more profits. One specific part of our organization that does more to defeat us than any other part is our "belief system." All belief systems create a trance of one level or another. When the hydrogen atom decides to give up and let the new information organize itself, it is necessary that it be in a playful mood. It is, in human terms, in the alpha brain wave pattern; it feels secure, focused, and relaxed. We must share that same space to create trading at a higher level. So there is ample justification for studying the comparison between work and play, and how world-class athletes get into their own zones. When we think about sports, we picture them being played on a playing field. We ask: "Who is playing this weekend?" "Do you know the score of the game?" On the other side of this equation is the obvious fact that WORK IS WORK. When you go to work, you work. You don't go to work to play. Most people can't even imagine that concept. You spend some of the money you make at work to pay to see others play. Now there is an interesting concept. There seems little to connect your working and their playing, but they all are the same game. We just "play" it in a different manner. While we all want to perform in an optimum manner, we (the workers) and we (the players) go at it in very opposite ways. 

I'm a firm b01iever in the theory that people only do their best at

things they truly enjoy. It is difficult to excei at

something you don't enjoy.

Jack Nicklaus
According to Jack Nicklaus, you do your best only when you are really enjoying what you are doing. You are so focused on the process of what you are doing that extraneous thoughts are not present—you have no anxiety, you are relaxed, you trust yourself, and you have a high level of confidence in your abilities. Any goal is exponentially more difficult to accomplish if you dislike the experience. When you are on a roll, it is effortless, smooth, and fun. In other words, you are in the zone and flowing with the experience. You are letting the new incoming information create your life and your experience. Perry and Jamison point out that when you are in the zone, four conditions are present: 

1. Enjoyment—you are having a blast. 

2. Focus—you have keen awareness and alertness. 

3. Relaxation—you are free from extreme anxiety. 

4. Self-trust—you have confidence in your judgment. 

None of the above conditions is descriptive of what we are taught about making a living and "working." According to Webster's dictionary, the synonyms for work are "labor, toil, grind." It says nothing about enjoyment, play, fun, and so on. What we have learned in school and in our culture is that work and play are opposites. My contention here is that profitable trading and investing is much more like play than work. Deep inside, we each know that we perform best when having a good time and not worrying about the outcome, but we have been taught that it is necessary to suffer. I grew up in a very fundamental Protestant atmosphere, where the meaning of the verb tribulate was explained every Sunday morning. We were also taught that too much enjoyment was the devil's work and we would pay for that enjoyment over and over again in hell. We now know that we are that devil and hell's gatekeeper. Enjoyment and employment were never considered to be synonyms. Most of the times when traders feel "I should be working harder," they are wrong. They should be working "easier" and making sure that they are taking the "work" out of "trading." If you have been "working hard" at trading or learning to trade, I strongly suggest an opposite approach. Less enlightened coaches tell us, "No pain—no gain," and we accept it because it fits perfectly with our erroneous learning. What it should say is: "no pain—no gain—you're insane." 

Do you know why we are so uptight in Amsrica? Because the

Puritans came oller here and the really fun people stayed behind.

—Roseanne Barr

THE BIG TRAP—THE TWO-OPTION LIMIT

"Win or lose" is a two-option trap. It creates "polar thinking." It places all possible results into a winner or loser class, and there will always be millions more losers than winners. But that doesn't stop us; check out the Lotto players. The newspapers carry stories about the winners but never about the losers. Our effort here is about winning, learning, accomplishing, and taking the stress out of successful trading. Polar thinking does not allow these alternatives. "Winning is not the best thing, it is the only thing." Whenever we put on a trade or make an investment, we immediately monitor the market and/or other people's opinion to see whether we are a winner or a loser. We then become "floor and ceiling" traders: we are happily on the ceiling or sadly on the floor depending upon how we are distorting the new incoming information into their old categories. Actually, the win/lose scenario is a lose-only situation. So you are champion this year. One day soon, someone will break your record and then where will you be? No one writes about the second best. Sometimes, winning can be even more stressful than losing because the next question is always: "What are you going to do to top this?" Legendary basketball coach John Wooden of UCLA was so aware of the dangers of polar thinking that he would not allow the use of the word "win." He also would not permit his players to use the word "beat" when talking about the other team. He insisted they use the phrase "outscored the other team." Wooden was well aware of how dangerous polar thinking is to performance and enjoyment. Polar thinking is equally destructive in the stock and commodity markets In trading and investing, as in sports, it is always actually just you against you. Analysis, buying, selling, profits, losses—all come down simply to the level of performance you are able to bring out of yourself. The harsh "win/lose" framework will destroy your potential and your happiness while raising your stress level and your blood pressure and shorter.ing your life, your profits, and your enjoyment of living. Let's explore in more depth the product of polar thinking. Polar thinking creates a devil that sits and whispers into your left ear or sometimes moves into your brain and decides to live there forever unless you take charge and kick that devil out. Once you do, you can tell him that he is just not welcome there any more. 

~rading is a state of being, not doing.

MORE ABOUT JOE GREMLIN

There is a critical, judgmental, negative voice in all of us. Part of it is there naturally, but most of it has been learned from our teachers. We use it against ourselves to judge, intimidate, and threaten ourselves. The price we pay for this free loader is our own personal initiative and the success we could have if that part of us could be kept in control or used judiciously. Our personal Joe G takes most of the joy out of living. Our Joe G is born with us, and its job is to keep us out of trouble. In the market, it becomes our risk-reward warden and generally evaluates, from a negative standpoint, every move we make and every thought we think. Whenever you have a positive, life-enriching thought, Joe G raises its critical head to point out all the things that might go wrong, including a meteorite that just might fall on our heads. Throughout our life, anything that goes wrong or off course is a signal to Joe G to jump up and say, "I told you so," "You shouldn't be trading with that many contracts," "You are going to lose everything that you have ever worked for." 

A FEW WORDS ABOUT THE

GREMLIN-TAMING PROCESS

Taming your gremlin is a simple (not to be confused with easy) process. It can even be an enjoyable process that takes practice and persistence. Taming your gremlin requires the sort of effort implied by words like "allowing" and "letting," not by words like "trying" and "straining." Three basic processes are involved in taming your 

1. Simply noticing. 

2. Choosing and playing with options. 

3 . Being in process. 

The problem with Joe G's polar thinking is that we have only one option. It is a black-and-white world. "All abortions are bad," "All Indians are lazy," "You can't trust lawyers," and so on. Think what would happen if we had only two choices at a traffic light. (Oops! My own Joe G almost said a red light instead of a traffic light.) What if there were no yellow lights. Every light you approach would bring up anticipation and fear that the light might turn red with no warning and you might be in trouble. That kind of situation is a roadblock to your creativity and your profitability. It is like pointing a pistol at your own head and wondering whether the gun is loaded or not. No one has the power over you that your gremlin has. To tame him, you must start by simply noticing. To simply notice is to "be-aware"—to pay attention. It is important to notice how you are, not why you are how you are. Thinking about and simply noticing are two very different activities. Thinking about remoues you from your present experience. Simply noticing puts you in contact with your present experience. Simply noticing is much more exciting and productive than thinking about. Simply noticing is a tool. When you are simply noticing, you are grounded in reality. However, when you focus your awareness on your thoughts, fantasies, ideas, and memories, you are involved in the world of make-believe. It is often helpful to describe this gremlin and let us share with you our view of our own gremlin. Our goal in this section is for you to glance at how self-hurtful it is for you to entertain this gremlin. Consider the tremendous damage that it does to you every day that you listen to it, because whenever you listen to it, it has control over you. 

Gremlin-Free Trading

Highly paid professional athletes are often thought of as getting paid to play children's games. What we often don't see is that to perform at this level, the athletes must play these games like children—with a spirit OI seif-trust, awareness, enthusiasm, belief, imagination, enjoyment, and, most of all, being completely in the present moment. Whenever we are completely in the present moment, there isn't time or space for gremlins to act up. In this flowing in the zone, we are completely involved in the process rather than the prize. And this can happen only when we really live in the present. So the first step in taming Joe G is to simply notice him at work. Awareness is your tool. It will allow you to differentiate yourself from your gremlin. To put this in the here and now, take a moment and just focus on your breathing. Do it now and just be aware of what is happening. Most people change their style of breathing as soon as they start noticing the process. You probably started to take deeper breaths. That was not the assignment. You were only to become aware of your breathing, not to change it. Or perhaps you stopped breathing for a moment. What is really going on is a search for a problem to solve. How am I supposed to be breathing? You were looking for an old category in which to put this instruction. Let's do another exercise. This time, I want you to simply make yourself (or fake it, if you need to) yawn. Become aware of what is happening as you are forcing the yawn. For almost everyone, at a certain point in the faking, the yawn takes on a life of its own and becomes real. That exact point where it takes on a life of its own is the difference between thinking about and allowing. When it is on its own, you are allowing and you can become AWARE. Trying hard is the opposite of allowing. Let's do one other simple but not easy exercise. The assignment this time is to do something you have already done probably a hundred times today. You certainly know how to do it well, only now let's do it on purpose. Here it is. Swallow five times as quickly as you possibly can. Before you read on, try it now. What were your results? With most of us it gets more difficult each time and many simply cannot do it five times without pausing for a while. What is happening is our Joe G is not equipped to "allow" and "let gO." The only way to swallow correctly is to "let go" and let our mind/body do what it is capable of doing. Think about it. The final exercise to do right now is to play a simple game of "Now I Am Aware Of." Using only one sense at a time, and going very slowly, simply focus your awareness on one aspect of your surrounding environment after another. Slowly, as thoughts come into your mind (a product of Chaos), simply notice them and let them go. Gently channel your awareness back by returning to the phrase "Now I am aware of.... '~ Your Joe G will not want you to spend any time at all with this exercise. In fact, if you are reading this and have not done these exercises, that is a sure sign that you are NOT AWARE at this moment. Joe G doesn't like you to be aware because you might change the environment, and any change means a change in categories. Joe is the KEEPER OF THE CATEGORIES. He knows that clouding your actual experience with preconceived notions will keep you from experiencing the excitement of the current moment, and he is well aware that excitement is a prerequisite for enjoying this life. Joe G wants you to believe that if you go over and over the facts and factors surrounding the market, a trade, and/or yourself, you will eventually figure your way out of the current dilemma (of losing). He prefers you to "think about" rather than "experience." He knows that when you are experiencing your feelings, your awareness is centered on you rather than on him, and when your awareness is not on him, he has no effect on you. In our private tutorials, we insist on the participants' experiencing the market and trading while they are attending. Many of them who consistently lose would prefer to just come, listen, take notes, and then work on their trading at home where no one is watching. This is a Catch-22 and doesn't work because they are permitting Joe G to run their trading life. We don't allow that. Often, they will maintain, "I want to learn my own way and at my own pace." Come in Joe, you can be in charge just as you almost always are. 

I change not b~ trying to be something other than I am,

ehange b~ being fully aware of hoP~ I am.

—Ancient Buldhist sa~ing

REALITY AND DUALITY

Joe G will insist that your own categories and approach to life are necessary to your well-being. He may even frighten you with catastrophic expectations of a future of losing, reminding you of the nasty consequences of your acts in past situations when you did not listen to him. Taming Joe G depends on your being in reality, not in duality. When you are in reality, which means that you are letting the new incoming information organize itself rather than distorting it by stuffing it into old categories, your energy flows easily and your perceptions are accurate. You feel wholeness and an "in-touchness" with the market and reality. When, on the otner hand, your energy is tied up in internal conflict created by having to know which category to fit the new information in, you don't have much energy left over to experience the reality of the market and enjoy your body or the world around you. In this state of being, you will feel anxious, disgruntled, bottled up, and/or empty. In short, you will not enjoy yourself, the market, or trading. Joe G much prefers that you live in this state of duality. Having spent a career as a psychologist dealing with the integration of mind/brain/body, I have seen undetected gremlins cause asthma, heart attacks, colitis, headaches, backaches, neuroses, psychoses, and just about any other sort of ailment, including losing in the markets. 

A CLOSER LOOK AT GETTING INTO PROCESS:

WHY WORDS ARE IMPORTANT

Being in process means paying attention to what is happening now, not what happened a minute ago or what might happen in the next five minutes. As Ram Dass puts it so well, "BEHERENOW." Often, when doing workshops for traders around the world, we start off by displaying the following on a slide or written on a board: 

Opportunity isnowhere

Then we ask the traders to write down that phrase correctly. Over 95 percent write: 

OPPORTUNITY IS NO WHERE

Only 5 percent (and often less) write: 

OPPORTUNITY IS NOW HERE

The indication is clear. With 95 percent of us, Joe Gremlin is in charge. No matter which way you read the sign, you have ~Iready made a judgment about the future. The first way (OPPORTUNITY IS NO WHERE) is exclusive. The second way (OPPORTUNITY IS NOW HERE) is inclusive. If we read the sign the first way, we have already made a judgment about the future. It comes straight from Joe Gremlin, our Critical Adviser. It also puts us automatically into the future and prejudges the future as being a rotten, no-reward land. We have just doubled the odds against our ever winning. The part of us that is in charge (Joe G) is against us, so what chances do we have? Basically, none. I like the illustration of a videotape recorder. The tape on the left reel is the past and the tape on the right reel is the future. 

CONTENT

Past

• Guilt

• Anger

• Sadness

• losses

PROCESS

Present The power of the Process H~here the Music is

POLAR T~IINKING
CONTENT

Future
• Preparing for Losses

• Doubt

• Fear

• Anxiety

IN TAMING YOUR GREMLIN, DO NOT MAKE NEH~ RULES. INSTEAD, Sll~lPLY NOTICE;

BE AT CHOICE, PLAY U/ITH OPTIONS

AND BE IN PROCESS

The recording head is the present, and results will always be in the present. In taming your Joe G, you get a vantage point by using your awareness for grounding yourself. Spotting and grounding your gremlin can often be very challenging. He will try to ask you to believe in the limits that he has set for you. And he knows that if he can get you to believe in those limits, he will always have control over your potential. If you are unaware of Joe G's habits and behavior, he has a decided advantage. You can detect Joe G's work when you begin to hear "You can't" coming from inside your head. Joe G is smart enough to mix into the can'ts some real can'ts like "You can't fly," "You can't grow another three inches taller," "Yo~ can't grow younger." Then he wiil mix in some can'ts that aren't really can'ts for you. One effective method of dealing with this strategy is to change the word can't into ~won't" or "will" or "choose" or "choose not to." Next, you might add the words "until now." For example you might change: 

I can't make a profit trading

to

I have chosen not to make a profit in trading

to

Until now I haue chosen not to make a profit in trading

to

Now, I choose to make a profit in trading.

As you read these statements, can you feel in your body/mind Joe G's grip loosening just a bit? If you can, that is a wonderfully great sign—a terrific omen! In fact, if you really do feel that difference, the battle is over; it is just a matter of time. Joe G has been trying to keep you in a tunnel of no results, and you have just found the secret of getting out of the tunnel: LET GO. The question then comes up that if I let go I cannot know exactly what might happen, and not knowing would produce anxiety. One definition of anxiety is: the gap between the now and then. The way to eliminate that gap is simply to stay in the here and now. Joe G will always attempt to convince you that preserving your categories and habits is the same as preserving your life. 

It is more important that you be able to regulste enjoyment within

~ourself, regarlless of oircumstanoe, than it is for you to bo able to

modify circumstances. It simply comes in hand~ more often.

—Richard D. Carson

A PSYCHOLOGICAL TOOL

When you drive your car, you are almost always in the future— where you are going—and that is why you sometimes don't remember passing through a town, although you obviously did it well enough not to have an accident. The reason you don't remember doing it is because you were in the future and not thinking about the present. Remember how exasperated you get when you are behind people who are driving with fear of having a wreck? They are so careful that they are dangerous. Have you ever gunned the engine so as to quickly get around someone who is being too careful? What's happening? Their Joe Gremlin is in charge and working overtime, thrusting them into the future with fear of having a wreck. Gften, they either do have one or cause someone eise to have one. They are not in the zone or the flow, and they become dangerous to those who are. Your relationship with Joe G is lifelong. Begin now to acknowledge him fully, remembering that acknowledgment and entanglement are not the same. 

The message of the 1960s—"turn on, tune in, and

drop out"—has changed for the millennium to:

"drop into the present, get in the zone and flow."

Whenever your attention and energy leave the present and drop into the fictitious past or future, you might as well "turn out the lights; the party's over," as Don Meredith used to say on Monday Night Football. 

A PSYCHOLOGICAL TOOL—WHATEVER

YOU FOCUS ON EXPANDS

If you focus on past hurts, losses, and disappointments, they will expand. If you focus on all you are going to do in the future, the future will expand and move further away from the present. However, if you focus on the present, it will expand; your wins will be here, now, in the present. Remember when you purchased your last new car. All of a sudden that particular model and style started meeting you at almost every corner. Did half the population just buy the same car as you? Of course not; you simply started focusing on that model, and your attention received the command to NOTICE that car closely, and so you did. It is that simple; that is the way it works. Whatever you focus on expands. If you focus on process, process expands and is followed by an inevitable expansion in positive results.

Focusing on content or the prize takes you away from process and production. We tell everyone we work with that the most inappropriate question to ask at the end of the trading day is: "Did we make any money?" That is irrelevant! The only relevant question is: "Were we in tune with the market?" You will have some days when you will indeed be in tune with the market and lose money, but, overall, you will be a winner in more ways than just profits.

WEBOMETRY

Webometry, our particular approach to trading, has developed over almost forty years of actively trading in the stock and commodity markets. I was offered well into seven figures for this approach if I would (1) not share it with anyone and (2) quit trading it myself. This offer was made by a world-renowned trader who is in the same financial and trading class as George Soros. I turned the offer down because the price was much too low! Webometry is our summary description of our approach to the market, which we have covered thoroughly in previous chapters. It is taken from the strategy of spiders: 

1. You build a nice web surrounding the environment you are now in. After you have completed the web, you go to the middle and simply wait. 

2. Once a bug hits the web, you leave the center, get the bug, bring it back home (the center of the web), eat it, rest, relax, and wait for the next bug to hit the web. We do this in trading by placing buy stops above the market, and sell stops below the market, and then just relaxing and letting the market decide which price will hit the web first. 

3. An important spider observation at this point: The spider does not care or worry about the bugs that do not hit the web. It knows that throughout eons of time and billions of generations of spiders, there have been enough bugs for all the spiders, and it can survive quite well, thank you, on what nature provides for it. As traders, we know that by using this webometry approach the market will provide for us quite well, and we need not worry about the future as long as our web is intact. Whenever you are truly focusing on the process of performance in the present tense, you are in a state of BEING rather than a state of DOING. In that state, your mind will effortlessly and automatically begin to seek out supporting evidence, information, and opportunities to help you win in trading or whatever else you may be involved in. 

4. As traders, we have learned that there really is a Holy Grail and it can be expressed in these five simple words: WANT WHAT THE MARKET WANTS! Isn't that great!? We don't have to boss and run the market. We simply have to relax, spin our web, and wait. That is the focus of good spiders and great traders. 

There is an old saying: "Think you can or think you can't—either way, you will be right." That saying is true because whatever you focus on expands. 

I only care about one thing, the present.

Jimm~ Johnson, coach of the Miami Dolphins

THE CYBERNETICS OF TRADING . . . AND THINKING

Cybernetics is a Greek term that means "steersman" or the man who controls a large boat with a small rudder. Today, that term has a scientific and market meaning: "leverage." It means that a smaller object can control and has the power to move a much larger object. For example, a commodity margin of $2,000 can control ~0 times that much in bonds. Options create large leverage in the stock markets. This same concept works in our thinking also. Words are rudders—small objects that control much larger concepts and processes of thinking or analysis. One of these larger objects is you and your potential performance in the markets. Notice the words that are used in any advertising in a newspaper or on radio or TV. These power words have the effect of taking you into the future and making you believe whatever you are hearing or reading. Advertisers know the power of words, and they choose them with extreme care. They know that you and I will react in predictable ways to these words and they (the advertisers, through their words) thereby control us. They can get us to voluntarily take money out of our pockets and give our money to them. That is the power of leverage. That being true, it becomes extremely important to examine the words we use to leverage ourselves. This leverage is even more important than the financial leverage we get with commodities and options. Our words to ourselves become habitual and therefore unnoticed and unexamined. We can divide our language into two categories: (1) inclusion and (2) exclusion. For example, if a family goes to Walt Disney World and you ask the child for his or her reaction, the child will probably say, "It was great." That is the language of inclusion. Ask the parents and they will most likely respond with something like: "It wasn't bad—not as crowded as we expected, and the prices weren't really that bad. All in all, it wasn't a bad day at all." That is the language of exclusion. Notice how a child describes what is while most adults describe what isn~t. The chiid is more in touch with reality and is not as habituated as the adults. In our particular culture, the longer we live the more we become habituated to the language of exclusion: "The market didn't treat me all that bad today." The language of exclusion is a sure sign that Joe Gremlin is in charge. Speaking in the language of negatives, Joe G tells us what isn't instead of what is. He hates to stay in the present. He loves equally the past and the future, and finds ways of talking about what isn't. Remember when Richard Nixon said, "I'm not a crook." He never said, "I am innocent." Politicians are excellent practitioners of letting their Joe Gremlin run the show. Lately, political campaigns have turned totally to Joe Gremlin tactics. Each candidate talks about what the opponents are not instead of talking about what they are. "Joe Gremlin Speak" is also the language we most often use among ourselves. If we like a certain analysis, we say, "That isn't a bad setup." Does that mean it is a good setup? If we feel good, we say, "I can't complain about my health." Does that mean we really do feel good? "Nobody gives you a better deal than we do." Does that mean that you give a good deal? Who knows? What we do know is: that kind of language does not produce results because every exclusionary response is limiting and puts Joe Gremlin in charge, and Joe is not a winner. When Joe Gremlin speaks, we pay for it in attitude and performance. Joe is cautionary rather than compelling, self-limiting rather than expansive. Joe moves our focus from what is to what isn't. On the other hand, the language of inclusion is an accelerator when it comes to performing and winning in the market. Remember: 

Our words create our images and

Our images create our emotions and

Our emotions control our perceptions and

Our perceptions control our performance and

Our performance controls our prizes.

So let's get the order straight. When we start down the appropriate path, the results take care of themselves through the cybernetic principle of leverage. The language of inclusion moves from ideas and analysis to trading and profits. One of the main characteristics of winners is that they can take a bad situation with the odds against them and turn it to their favor. That happens because their underlying structure makes it so. No one wins all the time. If they did, there would be no game, including the game of life. Losers always have a large, fully developed Joe Gremlin who is usually ruining the show. From these losers, we hear Joe's voice saying, "This always seems to happen to me," "I always get in too late," "The floor always sees and runs my stops." A piece of priceless advice is: 

Keep Your Eye off the Prize.

How many Lotto players have you heard say: "This is the week I am going to win." Don't get me wrong. Winning is great. That's why they invented score cards and P & L statements. But keeping your eye on the prize lets Joe G sneak in and grab the rudder to steer you in the wrong direction. He creates pressure, and pressure makes you stupid. Being in the zone is the same thing as being in process. And being in process means being in the ever-present here and now. Success is learning and improving, more than winning the prize. Life itself is a journey designed to be enjoyed during the process rather than only when looking forward to the prize. To get into the zone, you must be enjoying yourself. The world, the market, you, and I all work through the same underlying natural principles of ~give and take," "advance and retreat." When you breathe, you inhale, take whatever oxygen your body needs, and then exhale. When you get into the zone and start to flow, you surge forward. When you get a setback, as we all do, you recover quickly and surge again. This is exactly what a market does, whether it is trending or range-bound. Trending markets surge, then move back, and then begin to surge again. In a range-bound area, the market surges and then turns around and surges in the other direction. The underlying structure of both is: surge-recover-surge. Surge means focus, awareness, and self-trust during and after the performance. Then Joe Gremlin shows up and wants to share the stage with you. That gives you the opportunity to recover quickly and get on with the next surge. Most of us do the opposite. We let Joe Gremlin run the show and then worry about why we can't win in this game. If that is your problem or even a part of your problem, we will outline a process of gaining control back and trading the market the way you know deep inside that you can. If you didn't realize this, deep inside, you wouldn't have spent all that money on lectures, courses, books, software, and other materials, to try to make it happen. If what you are iooking for could be found in the piaces you have been looking, you would not be reading this book. We are going to make it happen, in the ever-present HERE AND NOW. This is our game plan for handcuffing Joe and letting the real you come out and play. You'll play like a child, with the same intensity and the same enjoyment of winning. The first thing you need is an anchor to keep you in touch with reality. 

The Anchor

Neuro Linguistic Programming (NLP) practitioners use what they refer to as anchors. Anchors are rituals that bring oneself back in touch with the present by creating a specific repeating pattern of behavior prior to performing. These "pretask" routines bring the mind and body into focus in present with and emphasize the process that is about to begin. It is said that Houdini, one of the world's most famous performers, had extreme stage fright throughout his entire career. He had a routine that he always went through just before the curtain opened on any performance. He would jump up and down again and again while repeating aloud, "I love my audience, I love my audience." And when the curtain was closed after his performance, the audience always loved him back. Notice world-class basketball players shooting foul shots. They always repeat the same preliminary routine. Charles Barkley twirls the ball three times and then bounces it on the floor four times. This is his preperformance anchor or trigger. It gets him into the present tense and the alpha brain level. Some acts clear our mind and place us solidly in the present, fully focused on the job we are about to do. We are all creatures of habit. When you took a shower this morning, I would bet that you dried off exactly the way you did yesterday, last week, and last year. So why not take this powerful force of habit and use it to put Joe Gremlin in his place? The primary purpose of an anchor ritual is to make it much easier to relax and fall into your "comfort zone," which allows you to focus, put tension aside, and stay in the present. The familiarity makes the zone easy to reach. You have done these rituals many times before, but maybe not on purpose. In training people to become successful speculators and traders, we also insist that they do what we call the morning pages. This idea came from Julia Cameron, a creativity coach who works with creative artists who have become stuck and lost their creativity. We insist that when trainees get up in the morning, the first thing they must do after going to the bathroom is sit down and write three pages. It doesn't matter how they start; they are simply recording their thinking. If they think, "I don't have anything to write about," they write down "I don't have anything to write about." We have had more positive life-changing feedback from that one exercise than from any others we have ever done in over 40 years of being in the market and working with traders and investors. The reason this ritual gets such astounding results is that it gets Joe Gremlin out of your left hemisphere and lets you drop into your zone and flow more easily. When some people first hear of this required task, they say, "Oh no, I could never do that on a regular basis." In a couple of weeks, they change their tune to "I could never do without this; it has changed my life and I will do it till I die.n I personally do it every day, rain or shine, feeling good or not. It clears the deck and lets me free myself of all the negative success-bashing self-talk from Joe. And one of the big features is that it produces a ritual to do each morning before anything else. 

Repetition brings fsmiliarity, and familiarit~ is

the opposite of the unknown.

~tellen Lellenkron

After this ritual (or whatever other ritual feels good to you) is securely in place, you are ready for the next step: preforming your performance. In this step, you visualize what you are going to do. Jack Nicklaus says that he sees a mental movie before he hits every shot. In his mind, he has never missed a putt. What a great way to get into the zone and flow. This visualizing is a catalyst that gets the energy moving. In the morning pages, we often suggest that you carry on a dialogue with Joe Gremlin: ask him what he wants this day and what it would take to get him out of your way so that you can create results. Often, startlingly impressive truths come from Joe. Many psychological experiments have been conducted with sports participants—for example, dividing groups into different parts and having one part actually practice a routine like shooting foul shots in basketball. Another group spends the same amount of time "imagining" and visualizing that they are shooting foul shots but are not on the court and do not have a basketball in their hands. After weeks of having both groups spend the same amount of time on their respective activities, the visualizing-only group usually makes the same improvement as the group that was actually doing the exercise. This should impress on you the value of the mental self-talk we engage in all day every day. Just make sure that all your self-talk is inclusive rather than exclusive. 

WHAT BIOFEEDBACK IS ALL ABOUT

Basically, we know that our brains produce measurable amounts of electrical current every minute of our lives. These varying currents produce different patterns in the form of waves, and the shape and frequency of these waves depend on what we are thinking about at that moment. For example, your brain wave pattern while in a large winning position is very different from the pattern when you are a significant loser. The real question here is whether the brain wave pattern is the result of the perception of the situation or is the cause of the situation. These differences in brain wave patterns can easily be measured and monitored on an oscilloscope. The brain waves that have been most studied are the alpha brain wave patterns, which are between 7 and 13 cycles per second. This frequency seems to build a context where one feels focused, relaxed, self-confident, and creative. It is more than coincidence that these are the same words used to describe one's feeling while in the zone. For our trading trainees, we prepared a series of eight audiocassettes specifically designed to teach them how to get into the alpha zone quickly and easily. These are now available to the general public. This concept is important to understand because this is exactly the way that good visualization works. By visualizing an act in the context of the alpha wave frequency band, your mind actually programs your entire mind/body configuration to drop into the zone and begin the flow. It is quite important to note that we are saying you adrop" into the zone rather than effortfully aclimb up" into the zone. Getting into the zone, like good trading, is much more an activity of ~letting go" rather than doing something difficult. Letting go produces a TRANCE-ENDING experience. In fact, effort is almost totally counterproductive to getting into the zone. To aid in letting go and dropping into the zone, there are four keys: 

1. Forget the prize and focus on the process. See yourself putting on and managing good trades rather than calculating how much profit you are going to make with each trade. Visualize the process. 

2. Be very very specific. Generalities simply don't work with this part of the mind. For the mind to give orders, the orders must be understandable and extremely specific. Specificity comes from detail, and details should include all the senses. See it happening, feel it happening, hear it happening, smell it happening, and even taste it happening. Details are the fuel of visualization. The more fuel you have, the more power you have and the further you can go on this particular trip. 

3. Make it good. Visualize the entire trade progressing perfectly. Remember what Jack Nicklaus said: he never missed a putt in his mind. It takes a bit of courage to see your life and trading as perfection—we usually dismiss them with "just good enough" or aThat is just too good to be true.~ It will be as good as you make it. 

4. If something is worth doing at all, it is worth doing over and over again. While what we call the morning pages are designed to be done the first thing in the morning, we repeat the activity at any time of the day when we have a problem or need to get our minds straight. I have often awakened during the night thinking about some problem. After turning and tossing for a while, I get up and write some pages. This has never failed to either find an appropriate solution or dismiss the problem. When Tiger Woods was winning his first Masters Tournament in Augusta, Georgia, you may have noticed that as he was walking down each fairway, he did practice swings. Most likely he was programming his arms and shoulders to remember exactly how his body should move on the next shot. These steps are like setting a thermostat. If the thermostat is working properly, you need only set it and forget it. The rest happens automagically. A psychological axiom states that we will see something when we believe it. The steps above will set your belief thermostat to the degree that you may see whatever you desire. The combination of believing and seeing opens up your perceptive mechanisms. The means of developing your wishing become as clear and obvious as the next step when climbing a set of stairs. 

In the p~ollince of the mind, what one belielles to be true either is true or becomes true....

John lilly, Programming anl Metaprogramming the lluman Biocomputer
At this point, we have created an anchor, a reference point, and a thermostatic setting for our performance, and we have completed our visualization of the process in rich and varied details that we repeat with enthusiasm. Now is the time to turn the heat up a bit and notch up our performance to another level. In trading and investing in the market, we have identified the five different levels of performance shown in Figure 11-3. The level you are on determines your results in any endeavor. Each of the levels shown is really a "trancelike state." We are aiming for a "trance-ending" experience. You end the trance you are in by letting go, giving up what you think is true about that level. Otherwise, there is no room to let the new level in. If we sit and struggle for higher performance while living with our two-valued bipolar thinking/philosophy, we get into a vicious circle. Polar thinking leads to procrastination, which leads to further polar thinking, which leads to further procrastination. It becomes a seemingly never-ending merry-go-round ride. How do you turn it up a notch? Simple. I am sure that you have had this experience while driving down the road in your automobile. You hear a favorite song on the radio. You automatically respond by reaching over and turning up the volume a bit. Your act is responsive, automatic, and pleasing. It is just that easy to do anything we wish to do: we simply respond with no indecision or continual deliberation. In trading, most of us spend endless time rehashing, taking one more look, calling the broker, and wasting other extraneous energy. When 

Figure 11-3 The five Leve~s of trading.
we tutor people to become independent speculators, we use a stopwatch. Our goal is to analyze any chart, on any stock or commodity, and know exactly what to do, and when, in 10 seconds or less. Anything beyond that is "mental masturbation." Letting go of thia mental masturbation is what turning it up a notch is all about. One of my teachers years ago was Fritz Perls, who at that time was living at Esalen Institute in Big Sur, California. He often observed that human beings were the only species on earth with the capacity to interfere with their own growth. The steps to getting into the zone and beginning the flow are: 

1. Anchor. 

2. Visualize. 

3. Turn up the volume. 

There is still one vital step to take. This page is being written on a day when Eddie Johnson of the Houston Rockets won the fourth game in the NBA playoff round against the Utah Jazz. He sank a 27foot three-pointer with six tenths of a second to go. He immediately jumped straight up, threw both hands in the air, and ran full speed down the court into the waiting arms of his teammates and coach. He enjoyed the reward of his outstanding performance. You need to pat yourself on the back for good performance. You have gotten Joe Gremlin off your back so you could perform, and you surely don't want him coming back and jumping on you again. Grant yourself the right to enjoy the rewards of your labor. Otherwise, there i8 a good chance that you will fall into the trance of always performing and never enjoying. Just like breathing, you breathe out wniie piaying and you inhale the rewards of good play. It is OK to get excited about yourself and your performance. 

U/hat I do best is share m~ enthusiasm.

—Bill 6ates, Microsoft founder

There just isn't much in this world that beats outstanding performance when you can be your own best fan. So far, this is all great. But can it be that way all the time? No! Life is never a flat plane. It's a series of hills and valleys, and once you get to the top of any hill the next move has to be down. No matter how high you are on the wave you are surfing, it will come down. So what do you do when you feel that you have "lost it"? How do you find the next surfable wave? The best prescription is to ask yourself a series of questions. The first question is: EXACTLY WHAT IS GOING ON? Our body/mind has amazingly brilliant techniques for informing us of exactly what is going on, but most of the time we pay no attention. We respond to memories and words rather than the present situation. Whenever you fall out of the zone, you will notice that you are stationing yourself either in the future or in the past. Staying in the here and now is the biggest gate to entering the zone, and it is impossible to stay in the zone without being in the here and now. Awareness puts Joe G, your critical adviser, into handcuffs and stores him somewhere in the back room. When you ask yourself, "What am I noticing now?" the content of what you are noticing becomes irrelevant. "I am angry, I am frustrated with my losses" is much less important than the fact that you are taking back, from Joe Gremlin, control over your consciousness. You are placing yourself back into PROCESS. It is important that the questions you ask yourself be very specific and the answers must be just as specific. "I feel lousy" is a thoughtless answer. What is it that you feel lousy about? Give the answers some color and specificity. Specifics force you into the present tense, into being right here now. This has the effect of sedating Joe G so that you can get back into the game of winning. You must be brutally honest with yourself and cut through senseless and general answers. Simply noticing brings you back into control. "OK, so I have asked myself these questions and I am noticing that I certainly am not in the zone and I am not having fun. So what do I do? This whole situation is making me feel powerless." You are so right. The primary question is: HOW DO WE REGAIN THIS TEMPORARILY LOST POWER? We look at our options. Remember that the land mine that we want to avoid is the bipolar thinking of Joe Gremlin. Joe knows only two options, but we know our options are unlimited. The very fact that we are noticing the reality of the situation automatically makes a number of new and creative options come to mind. These options would never be noticed by Joe G. Remember that Joe enjoys being a passive victim, and we are looking for action alternatives. At this stage, the number of options you notice is more important than the content of these options. Don't let Joe convince you that there are only two options: winning or losing. This is not PROCESS. Options always exist. I can continue to write now, or I can go to bed, or I can go for a swim or a walk. There are always options; as long as we are still breathing, we can conjure up at least a couple of options per breath. Joe G wants us to play the same old tunes over and over, and that's why we get stuck like a broken record. Joe likes that old tune and knows it well. We want to be more innovative and discover something new—and we will. Our attitude makes THE DIFFERENCE. After the generation of new options, the next question is: WHAT CAN I LEARN FROM THESE OPTIONS? This learning becomes a door to more self-trust, and self-trust leads to the alpha brain wave frequency, which enhances our performance and puts us on the flow path again. The PROCESS of flow-recover flow; flow-fall back-get back-flow; surf the wave-relax-look for another wave, will keep you in the zone and can totally change your profits in the markets and in your life. What have we accomplished by noticing and generating options? We got Joe G out of the way. What we most need at this point is to regain trust, belief, and confidence in ourselves. One good way to do this is to simply ask: "What am I learning from my options?" The learning process is empowering. We like to use this formula in our tutorials:

E + R = W

Experience (E) plus Reflection (R) equals Wisdom. Experience is on the x axis, Reflection is on the y axis. By using both, we get a three-dimensional picture of the situation. Wisdom is what allows us to hang in there in adverse circumstances and end up winners rather than whiners. We have now experienced the zone and flowed inside of it. We have surfed and falien back, paid attention to what is happening in the present, and created various options. We have reflected on the options to increase our wisdom, and here we sit. What next? The final question is: WHAT AM I GOING TO DO DIFFERENTLY? This question obviously eliminates some less productive options. Our self-belief is now returning, and we must choose what our next actions will be and how they will be different from the previous ones. It is halftime; the game is certainly not over, but we're behind. What do we do? First, we look at reality (we are losing because . . . ). We could try some options, but we know from experience that some of them won't work, so we decide what our best alternatives are. At this point, our morale starts to build and we begin to think that if we do this and then do this, we could win at this game. The final question is to pick the best option and THEN DO IT. Probably the most powerful advertising slogan ever coined is "Just do it!" When you hear those words, you immediately think of Nike. Those three words have created billions of dollars in profit for that company. At this stage, the slogan can be your most powerful ally also. Those words can put Joe G back in the cellar where he belongs. "All this sounds really OK but I am still skeptical. This could be just another Sunday sermon. How will I really know if it is working or if I am doing this whole thing properly or not?" That is a good question and it has a simple answer. You will notice that you really feel great! You will feel the power that comes from deep within, and will recognize that it is your power, not borrowed or stolen from someone else. You will realize that your life and your potential are like a deep well, and no matter how many times you go there, you know that the next time you try to draw water, it will be plentiful, tasty, fresh, and satisfying. One final question: What do you think about all this? Are you going to read it and say, "Sounds good," and then place this book on your shelf? Perhaps you may even underline certain passages that strike you as being particularly relevant to your current situation. Well, that just won't do it. You have your Trance-Ending program here, but you must supply the practice. Otherwise, most if not all of what you have learned will be lost and forgotten. You need to put these principles in practice TODAY. Then, about a month from now, go over your notes and any passages you may have highlighted in this material. Remember how much fun it is to surge—recover-surge again. That's real trading and real living. If you do this, you will find that the best spot on earth is flowing down the zone. MAY YOlJ LIVE lN THE ZONE AND FLOW FREELY FOREVER. 

SUMMARY

As I am writing, I am sitting on my second-story balcony, looking out onto the ocean. I have just finished a relaxing session in my meditation room, which is next to the trading room. This morning, before the market opened, I worked out in my gym in the garage and then took an hour's sail watching a magnificent sunrise over the water. I came in, had a nice breakfast, and began my analysis of how I plan to trade today's markets, which took less than ten minutes. Then I faxed in my trades and am spending most of the day writing. When the market closes this aMernoon, I will get my regular massage. Tonight I will take my wife out for a romantic dinner. In a few weeks we are flying our entire staff to Europe for a vacation. The markets made all of this possible. Ours is one of the best imaginable home-based businesses. Our main occupation is trading our own funds. In addition, we periodically train other people to trade, thus furnishing them with the possibility of a similar lifestyle, a lifestyle that includes freedom from shaky job situations, difficult employers, long commutes, and limited income. There is also freedom from the employer-employee relationship, tough competition, government taxes and regulations, the daily struggle to motivate employees, and the difficulty of finding competent people in today's job market. You have the freedom to live anywhere in the world. We chose the waterfront for sailing and water sports, but we are near an international hub airport, ~o we can fly nonstop to almost any place in the world. You have the freedom to set your own hours and to trade as much or as little as you choose. You report to no one but yourself. You have freedom from consumer problems, customer relations, complaints, theft, returns, unions, employee benefit plans, stockholders, and—best of all—from boring meetings. You have total freedom from limits on your income. It takes no more work to buy 100 contracts than to buy one. (It does take a modicum of courage, but actually very little, if you really understand the markets.) You multiply your income by increasing the number of con~racts that you trade, not by working harder. Yes, it is quite true that most people lose money trading and investing. This is not due to the market but to their own individual belief systems. What has worked for them in other areas of life does not work for them in the markets. The two essential ingredients for success in trading are: 

1. The right tools. 

2. The right attitude (what we call ATTITOOLS). 

And that is what this material and the Profitunity trading approach is all about. The RIGHT ATTITUDE using the RIGHT TOOLS. In this material, we have shown you precisely the right tools that will allow you to understand the market so that you can join that elite three to five percent of all traders who make money consistently trading the stock and commodity markets. One of the greatest things about trading and investing is that you never know it all and you can learn every day. I trust that this sharing of our research and information will be of benefit to you. I invite you to join us in our continuing research into the best ways of enjoying this lifestyle and finding out who we really are. 

