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If you feel no love, sit still. Occupy yourself with things, with yourself, with anything you 
like, only not with men.  

 

 

Leo Tolstoy  

(1828-1910, Russian writer, philosopher)  
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INTENDED AUDIENCE OF THE MANUAL 
 
 
 
This book is primarily intended for our SuperConscious™ Mentors.  

 

You may, therefore, sometimes find references to the SuperConscious Self-Coaching™ (SSC) 

chart system. 

 

However, if you don’t use SuperConscious Self-Coaching™ but another method to help your 

clients, you will still find this book as a great help to your work.  

 

Although for some of the references I use, you won’t be able to receive any information from 

the SSC charts, you will get specific, practical ideas and advice in other situations when you 

work as a mentor. 

 

Yet, if you can feel that it is not enough for you and you would like to get more information 

about the SuperConscious Self-Coaching™ system to have a better understanding of yourself 

and raise your consciousness, and if you want to get help for the changes, I suggest that you 

should contact a SuperConscious Mentor™ or apply for a class.  

 

Our website includes a list of our members, and you can also register to the classes. 

(www.scc.world)   
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Note if You Have Expectations 
 

 

• Highly specific expectations and attachment to a specific outcome can block your positive 

creation (the client’s positive creation), as well as the faith in yourself and the method. 

 

• When you want something too badly, you are still creating. In this case, however, you are 

creating the exact opposite of what you want; instead of attracting, you keep it away from 

yourself with your convulsive attachment. 

 

• The convulsive attachment will not help; the energies of acceptance and release are the 

ones that promote the realisation of anything. 

 

• Often, we do not even notice how much we are attached to one particular outcome.  

 

• Be aware of your expectations, and see if you cling convulsively to an outcome. 

 

• Recognise these “at all costs, by any means” issues with your clients, too, call their attention 

to it, and transform these fear-based energies. 
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Set Goals in Front of You 
 

 

• What kind of goals would you like to achieve as a mentor/consultant/coach?  

 

• What is your goal you want to achieve the next month? In the next six months? In a 

year’s time?  

 

• What are the circumstances you want to work in? At what kind of place? 

 

• What are the clients like who you would like to see?  

 

• It is a good idea to imagine that the people who will come to you are exactly those 

who need you, and who are open to what you can offer them. (This also applies to 

other professions such as insurance agents.) 

 

• How many clients would you like to work with? What would be the ideal number of 

clients for a week/a month?  

 

• How much income would you like to get for a month/a year?  

 

• Take some quiet time to imagine the ideal situation (place, income, the number of 

clients), and see if you have any resistance or beliefs that prevent you from creating 

this.  

 

• Don’t forget that your wishes can only come true if YOU consider them real and if 

YOU believe them!  

 

• If you don’t believe it (yet, you write it down as the optimal number) that from the 

next month you will get ten clients per week in a new office, then writing it down 

was in vain, it will never work, and you have just increased your frustration towards 

yourself. 

 

• Determine an exact number for you, and write it down in your diary (or you can just 

visualise it - whatever feels better for you), and from time to time (once in six 

months or a year) review your diary, and change the number if you think it’s 

appropriate. 

 

• Always appreciate your progress, celebrate and reward yourself! 
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COMMUNICATION 
 

How to Talk? 

 

• The message you want to communicate comprises three important components: 

 

- body language, i.e. gestures, facial expressions 

- intonation, i.e. the accent of the expressions, the voice itself 

- content, i.e. words you are using 

 

• Body language and intonation are more important than words, making up 93% (!) of 

the entire message. 

 

 

 

• Just think about the many different ways you can say “I love you”...you can also say  

 

it in a way that means “I hate you” to the other person. 

 

• The tone you are using should be calm and deep, it is important to avoid gabbling, 

make sure you talk slowly.  

 

55%

7%

38%

Body language Content Intonation, tone
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