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Dedication

This book is dedicated to John Ha nco
best-selling author, g g t@&a dear friend
en
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“If ever there is a lack of any kind, whether it is need fb U\(

employment, or for money, or for guzdance o

something is blocking the ﬂoﬁm e ectlve remedy

Give!” l
e&'\‘é ;&gh szrltual 0 ‘gs e Prosperity Process
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The Power of Giving

An Introduction

By John Harricharan u\‘
0.
It was a really hot summer's dayg}@%a\g I‘gt:s on my
way to pick up two ite tt store n/&h:)se days, I was a
fre‘quent 1 tc‘$ @ﬁ}rm et us{c&h’ie never seemed to be
( e‘f(‘l@ﬂey for a wedk's gd-shopping at once.
P You see,% @ig;ve

died just a few months earlier. There was no insurance -- just many

ife, after a tragic battle with cancer, had

expenses and a mountain of bills. I held a part-time job, which
barely generated enough money to feed my two young children.
Things were bad -- really bad.

And so it was that day, with a heavy heart and four dollars in
my pocket, I was on my way to the supermarket to purchase a gallon
of milk and a loaf of bread. The children were hungry and I had to
get them something to eat. As I came to a red traffic light, I noticed

on my right a young man, a young woman and a child on the grass
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The Greatest Money-Making

Secret in History!

If you want money, you only have t é
estp

co V¥
It's the one thing some o\d&@

e h&ﬂn the planet
have done an(‘?f @g\ &—

\, \@\h‘lone thing wéteﬁ}_&-t in Varlous ancient cultures and
P ( e still promot@@}g
It's the one thing that will bring money to anyone who does it
but at the same time most people will fear doing it.
What is that one thing?
John D. Rockefeller did it since he was a child. He became a
billionaire.
Andrew Carnegie did it, too. He became a tycoon.
What is the greatest money-making secret in history?
What is the one thing that works for everyone?
Give money away.

That's right. Give it away.
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Give it to people who help you stay in touch with your inner
world.

Give it to people who inspire you, serve you, heal you, love
you.

Give it to people without expecting them to return it, but give it
knowing it will come back to you multiplied from some source.

In 1924 John D. Rockefeller wrote to his son and explained his
practice of giving away money. He wrote, "...in the beginning of
getting money, away back in my childhood, I began giving it away,

and continued increasing the gifts as the income increased... u\‘
Did you notice what he said?
He gave away more money as h sﬁre income. He

gave away $550 m1111 1fet1 e
. eo Kt lgﬂng away dimes as a

e\il&@y stunt to mgc@ hi ge. That s not true. The public
k

relations ma w ed for Rockefeller was Ivy Lee. In Courtier
To The Crowd, a great biography of Lee, Ray Eldon Hiebert states
Rockefeller had been giving money away for decades on his own.
All Lee did was let the public know.

P.T. Barnum gave money away, too. As I wrote in my book on
him, There's A Customer Born Every Minute, Barnum believed in
what he called a "profitable philanthropy." He knew giving would
lead to receiving. He, too, became one of the world's richest men.

Andrew Carnegie gave enormously, too. Of course, he became

one of the richest men in America’s history.
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The Great Secret To
Activating The Law

The lady on the phone had a question. \4
“TI’ve been giving money away for years and I havet@n w

own prosperity grow at all. What am I dé%@
“Where are you g l
“Tm 1*»{ @ﬁ{ -‘ 'XA—
re you g1V1 th 1oney > I asked.
P ( e “Th y

“How do you feel when you give it to them?”

“Like I am helping them out of a hole.”

“But how do you really feel when you give them money?”

There was a moment of silence.

“Well, it’s a pain,” she admitted. “I cringe when I write them a
check.”

Not good.

“If you feel lousy when you give money, then you are

associating money with bad feelings,” I explained. “You probably
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My Great Confession

Okay, I’ll confess. \(
I found it hard to believe I would receive m(‘elf @Q
money.
It Just sounded li h&glk y omoted by
peopl e to gj {( 3’
P(e\,\ ell I?% at
I decide ould not give money, but that I would instead
give books.

That’s right. Books. I had plenty of books. Since I had worked
as a New Age journalist and book reviewer for many years, I had
collected a lot of books. I had more than I needed. Why not give
some of them away?

I still remember making the decision. I was lying in bed in
Houston, where I lived at the time, reflecting on how to get

prosperous.
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What is True Giving?
Or, Do You Have An
“Equation Mentality”? o. Uk
G
tmm\m sty
I just got off't y de n Aj’aul Hartunian,
h1 anthro GL

publ Ver of dogs.
ésked@ @fﬁ% and how he saw it working in his own
hfe and with! hlS own personal cause. That’s when he told me
something truly eye-opening.

“Too many people make an equation out of giving,” he said.
“They give some money and then wait for it to come back to them
ten-fold. That, to me, is not true giving.”

This was a shocking statement to me.

“What is true giving then?” I asked.

“I believe true giving is done anonymously,” Paul explained. “If

someone gives a million dollars to a foundation because they are
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Show Me The Money!

Am I the only one who really saw the movie Jerry McGuire?
That hit movie starring Tom Cruise had everyone repeating the
famous line, “Show me the money!”
I didn’t watch the movie for nearly one year after it was \(
released because I thought it was all about greeds S@e @Qﬂe
who saw the movie smiled and e@{ llne --- “Show me
0

the money/ 7 - as if 1m rt {naj&—ﬂx’%ntra I wasn’t

ntere

P e\, \ t the ég@ nd I wanted to watch something on
television. Qu uld have it, Jerry McGuire was coming on the

tube right about then. So we settled in to watch it.

I was amazed. The movie wasn’t about greed at all. Yes, Jerry
came from a money-hungry place, but he soon learned that that
mindset wasn’t going to work.

Greed was out.

Greed was a dead-end street.

Greed led to a poverty of spirit.

Instead, Jerry the sports agent learns about the power of

passion. When he truly starts to care for his client, to look for and



P
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activate the heart in the one player he represents (who does the same
for him), then and only then does he start to taste real success and
start to experience real happiness.

Oh, there’s no doubt the refrain “Show me the money!” is a
catchy one. It’s done so well in the movie, and said so often, and
delivered with such upbeat emotion in the one unforgettable scene,
that you can’t help but remember it.

But that’s not what the movie is about. Not to me. The movie is

about show me your heart, not show me your money.

Giving is like that. \4

If you give because you want money, you ar‘@ g@@

simply trading.

If you give becau mngs to &X&n you are truly

givi

e\, \é\tL\eldlffere @w%%how me the money!” and “Show

me your he

The universe responds to your heart, not your money. The
money is just a symbol.

Give money from your heart.

When you do, very quickly and in the most surprising ways, the
universe itself will then “Show you the money!”

But don’t give to get. Don’t give as a negotiation with the
universe.

Give to give.
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If it’s write a book, start typing.
If it’s start a business, get going.
There are no limits.

Just think like God.

Uk

“In my personal experience, the reasons for X gGQréver

explained clearly enough, and there much pressure

from the head of the CW ever sex a free-will gift,
giveni but,r. er er bill we had to pay.

P ( e\&:&?@e of z‘hat atti elth% sually doesn’t have the effect of

opening the grospertty flow. The attitude, motive and Spirit with
which we give this money back to the Universe is the most important
thing about our gift. Our motivation must be that the money we are
giving away is a gift of love we are giving back to the Universe in
gratitude and appreciation for our gift of life.”

-- Patricia Diane Cota-Robles, It Is Time For You To Be

Financially Free!
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29. I will never have enough.

30. If T don’t feel bad about past mistakes and afraid about the
future I will make the same mistakes again. (From an

investment broker)
31. It’s best if I just want enough to get by.

32. You get what you deserve.

uk

33. Being super-conscious about every smngény@@good

— the right - thing to doN tes
W ﬁ& Q’t“\ %@&Z)uegkt nlﬂ
eN \€
P ( 35.1f chv@'gmart woman you would be supporting

yourself easily by now.

36. If you were a smart and cute woman you would have married

someone with money by now.
37. I always rent; owning a house would be too scary.

38. I would never feel secure if I had to be responsible for much

more than a hammock.
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Here are three quick ones:

"Riveting. Inspiring. Even miraculous. Rarely have I heard such
wisdom, such mind-stretching beauty, such practical inspiration and
proven advice."

"I was blown away! I squealed with delight!"

"I'm listening to the tapes repeatedly... EXCELLENT material,
endless new perspectives, spin-offs...your words have set me in
motion!"

While Mike has added a daily e-memo to his weekly ones, he
has never advertised, done any publicity, or implemented any \4
marketing. His tape sales come from word-of-m z@ is

database is currently 5,000 hot name e plans to use

pay-for-click serv1cesw ase ,Sn ﬁ&‘l focus on his

afﬁhateﬂqg Eg his
( e\, \%hort Mike gﬂ ompany drop-out with no mission
P to a man w1 ission. And he uses the Internet as his

primary vehicle to help people go for their dreams. His main
marketing tool is his "Enlightenment-by-E-mail" daily and weekly
inspiring messages, which continue to be free.

What's his advice for building a successful business and making
your own TUT---totally unique thoughts---come true?

"As clearly as possible define the end result of what you want in
emotional terms," he advises. "Get into that emotion now, even
before you start working for the dream or even quitting your job.
Having the end result firmly in mind now will help you weather any

setbacks that may occur later."
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asked if he had any ideas on how she could sell more of her CDs,
Mr. Permission Marketing (he wrote that book, too) complied.

Seth asked how much she sold her CDs for. She told him $15.
Seth asked how much one cost her to produce and package. She told
him 80 cents. So Seth said...

"Look, every time someone buys one CD, send them two.
Nobody has any use for a second CD, because it's the same music.
What are they going to do? They're going to give it away, probably
as a present. One of these kids gives one of these CDs to another kid
as a birthday present and they're likely to buy two, three or four \4
more, because the parents get tired of hearing th\ @e @Q}Ver

and over again."

Like I said, "Brﬂw %Qe of tho é&way CDs that

results ng '&x Ql ional sa arglet@ fo nger $14.20. And as
P ( Qt\ d out 6 ably buy two or three more,

perhaps all Ve ach time they do, they get an extra one free,
that they turn around and give to a friend saying, "This is great.
Little Harry will really love this."

Oh, that lady folksinger doubled, then tripled her business with
that CD she gave away.

John Milton Fogg’s website is at:
http://www. GreatestNetworker.com/is/jmf
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How to Get What You Want

By Susie and Otto Collins

Uk

It seems like such a strange concept, but Wh u @gv'ay

what you want -- you really do
We're living pr ﬁ%
Q ible
s\é and

Our relagion weren't always like this. In fact our previous

11;}5v1th lots of love,
P ( e\l j{ with each other and with our creator.
relationships were in many ways a mirror for what we didn't want.

Before getting together, totally independent of each other, we
each decided we were willing to do whatever was necessary to
create the relationship of our dreams.

Out of our passion to have this incredible relationship, we read
every book, went to every seminar, listened to every tape and spent
countless hours talking about and discussing relationships trying to
figuring out what it takes to create the relationship of our dreams.

So what did we do next?
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What to Give When You
Don’t Have Any Money

By Christopher Guerriero \4
About two years ago, although I hzéﬂ \@ i‘ncome
e frg

businesses, I had Very little p ose businesses -
but I still felt r ivi &ha& lS'to give (or so I
e A 6
P ( Durmg@ a@%m I stopped tithing (giving), I found that
things got even harder - in fact - even proven marketing campaigns
that my company had run many times in the past stopped pulling in
revenue. At times I felt like there was a dark cloud following me.
I knew from years of experience that the more I gave, the more
I would receive in return, but again, I had little to give (financially)
and several business to support, along with all the families of the
employees that went along with each of those businesses.
What I learned in those early days was that my giving didn't
necessarily have to come from my bank account. And that during

the lean years, I needn't give money. [ just had to keep "giving" to
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How Giving Made A Book
A #1 Best-Seller

By Mike Litman

Over the course of a year, | worked to heap as much life-
changing value and content on my newsletter readers: Infor @

that would literally blow them away from tha*@/ngompared

to getting from other ezines E@t
l’hgo the extra

Each wee{t uestlons i
d readers an [ give them more than

P 4 e Sd ever ?ﬁge

My newsletter subscribers grew to love me and my work. I was
continuously giving them all I could.

In the middle of 2001, I wrote a book. A host of book
publishers mocked us saying, “No one will read your book
Conversations with Millionaires. No one wants to read your actual
conversations from your little radio show." So we were left to go
down this road alone.

My co-author, Jason Oman, and I were first-time authors, self-
publishing a book. We didn’t know what to do. But we knew we had
a list of loyal followers. All we had to do is ask for their help.



Py
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almost mysteriously powerful, aspect of giving at work behind the
scenes here.

For the first time I understood clearly that somehow in the vast
scheme of life we are rewarded in direct proportion to the value we
create for others. I had heard once that the secret to abundant wealth
was in creating massive value for others. But, based on my
newfound experiences, | was now discovering with renewed white
heat fervor that the Principle of Giving was the “gold-rush flume-
ride” to expedite that flow of wealth into my life.

My self-serving commitment to discover more about giving \4
soon led to a way of life that I later realized wou‘ nt@&) \)

me much more spiritually than it ev. velﬁan

did I realize that my Sﬁ\“ % owerlﬁn&%{e discovery
would sgm &Xu oa QQ 1@ ard®n paradise for me.

rful experiments on the subject of

mlcally Little

how giving ad eiving. I made a deeper, less self-interested,
but more self-enlightened commitment. It was out of my simple
curiosity to see how I could change others’ lives through profound
value-sharing as a regular business and life practice.

I began giving more than merely chocolate candies -- although
Godiva certainly soothes the deepest recesses of my own soul. |
gave valuable advice. There were bonus hours spent with clients, e-
books, and article clippings sent to friends about their favorite
hobbies. I gave as much as I could to those with whom I had a

regular influence.



