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Chapter 2 - Turbochage Your Writing! 
 
First things first. This manual is – in part – an extension of my breakthrough writing formula 
called “TURBOCHARGE YOUR WRITING.”  You may or may not have already read my best-
selling little book on the subject. No matter. What I want to do here is give you a brief refresher 
course (if you’ve read the book) or a quick introduction (if you haven’t read it).  Here goes: 
 
TURBOCHARGE YOUR WRITING consists of seven steps. It is a way to organize the process 
of writing.  Writers from all walks of life have told me this formula is RIGHT ON. So let’s go 
over it and be sure you have it. 
 

Step One: State your intention. 
 
   Your intention, or goal, for your writing, is more than a title or theme.  You have to know 
EXACTLY what you want to accomplish with your writing.  You can’t create hypnotic writing 
unless you know your desired result.  The best way I know to handle this step is to write a 
sentence, a focusing statement. If I ask you, “What do you want to write?” and you reply, “A 
letter”, then we don’t have a target.  If you say, “A one page letter to Robert Jones to persuade 
him to buy 250 widgets”, then we’ve got it. Your intention is a one-line statement describing the 
result you want from your writing. 
 

Step Two: Get the facts. 
 
   Mark Twain said, “Get the facts first, then you can distort them as much as you please.” 
 
   With your intention in mind, gathering the facts will be easy.  Your mind will be alert for what 
you need.  Like a tightly focused laser beam, you will only pick up the facts you need to 
complete your intention.  What you’ve done, in a sense, is hypnotize yourself into manifesting a 
desired result.  You’ve given an assignment to your mind (your intention) and now you will start 
to locate books, quotes, people, ideas, and so on, that you may use later as ammunition.  All you 
are doing in this step is taking notes.  Keep track of the research as it appears.  Your mind, now a 
magnet for anything that will help complete your intention, will spot things you can use in your 
writing.  Keep track of everything you find. 
 

Step Three: Write a first draft. 
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   Set your timer for twenty minutes and start writing.  Write NON STOP until the timer goes off 
or you get that first draft down. Your aim is to keep your pen moving.  If you don’t know what to 
write, write anything.  If you can’t remember a fact or date or name, leave a blank but keep 
writing.  Your first draft will need refining --- later.  Right now, just write.  Do whatever it takes 
to keep your pen moving because the goal in this step is to write a complete first draft.  You 
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won’t show THIS draft to anyone, so feel free to let go.  Write ANYTHING.  Just get a first draft 
done! 
 

Step Four: Take a break. 
 
   Walk away from the draft for a few minutes.  Get some air.  Stretch.  Take a deep breath.  
Relax.  You can read over what you wrote, but don’t edit it. This is a break! 
 

Step Five: Extend the draft you just wrote or write a completely new draft. 
 
   That is to say, if you didn’t complete the first draft in step three, pick up your pen and complete 
it right now.  If you DID finish the first draft, put it aside and use this step to create an entirely 
NEW draft.  Again, write non-stop. No editing.  No pausing.  No looking back.  These drafts are 
for your eyes only so don’t worry about what you write.  Just write. 
 

Step Six: Take a longer break. 
 
   Take three days to three weeks.  Put your drafts aside and do something else.  Begin this 
process again, but on another writing project.  The idea is to get some distance between you and 
the drafts you created.  You’ll be more objective when you come back to them.  This is a time 
when your “inner writer” (more about that later) will work on your material while your occupied 
with something else.  So get occupied with something else! 
 

Step Seven: Rewrite your drafts. 
 
   Take all of your drafts and create a tight, final draft.  You’ll learn more about rewriting in this 
manual, but know that this step is for you to polish your work.  This is the ONLY step where you 
do any rewriting and editing.  Do whatever it takes to be sure your writing matches the intention 
you set in step one.  Later on in this manual you’ll learn some powerful ways to make your 
writing walk, talk, and breathe.  Almost all of them involve rewriting. 
 
   Those seven steps are the “Turbocharge Your Writing” method.  Be sure you have them before 
moving on.  The rest of this manual builds on those seven keys. 
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Chapter 3 - The Power of Your Hand 
 
I gave a talk recently on how to create whatever you want.  The five principles I revealed work 
for just about anything, and most certainly for hypnotic writing.  The best way to get a handle on 
these steps to success is to look at your hand.  Let each finger remind you of a step.  You’ll 
understand what I mean as we go through the steps right now. 
 

Step One: THUMBS UP 
 
   Your thumb, for example, is a memory aid to remind you to always ask yourself “What do I 
want to create?”  Look at your thumb right now.  Pick something you’d like to write, something 
like a letter or a memo.  Now ask yourself, “What do I want to create?”  This is very similar to 
the first step in “turbocharging” your writing.  You have to know what you want to achieve 
before you can do it. 
 
   Your answer has to be more than “I want to write a letter.”  ANYONE can write a letter.  
Right?  You probably want to write a letter that says something concrete and asks for something 
to be done.  Spell it out in your attention.  What do you want to create?  A good answer might be, 
“I want to write a terrific letter to my salespeople to motivate them to increase their sales by 50% 
this month.” 
 
   Now THAT’S a target!  By knowing EXACTLY and COMPLETELY what you want to create, 
you will program your mind to bring it about.  Think back to when you were a child.  Did you 
ever play the game of looking for Volkswagens, or “Bugs”?  If you did, you probably noticed 
that “Bugs” were all over the highway.  They were invading the area --- or so it seemed.  You 
alerted your mind to find them, and that’s all you saw. 
 
   When I wanted to write a biography of the late writer William Saroyan, I had an experience 
that drove this point home.  One Sunday I went out to have breakfast.  As I slid into a booth, I 
happened -- by “chance” – to look out the window.  At that moment a man outside was pulling a 
Sunday paper out of the coin machine.  The paper fell apart in his hands as he was pulling it out 
and I saw --- for only a split second --- a photo of a man with a big mustache.  My mind set of 
sirens and blinking lights and I thought, “That’s a photo of Saroyan!” 
 
   I ran out, put my quarters in the machine, got the paper out, thumbed through all the pages and, 
you guessed it, I found an article on William Saroyan.  Because my mind was a type of radar on 
the lookout for anything on Saroyan, I “accidentally” found an article I would put in my files.  
What were the chances of being there at that restaurant just at the time a man bought a paper?  
And what were the odds that I would turn and see the paper fall? 
 
   Goethe said providence moves in to help you once you go for your dreams. When you know 
what you want to create, everything begins to move in the direction of making it happen.  You 
have a goal, a target, a destination, and you begin to naturally move toward it. 
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   Look at your thumb.  What do you want to create?  Be specific.  Be concrete.  And include 
your desired end result.  You don’t want to just write a book, for example.  You may want to 
“Write a nonfiction book on business that becomes a New York Times best seller.” 
 
   That was Harvey MacKay’s intention.  And his book, SWIM WITH THE SHARKS, was the 
end result.  Not bad, eh? 
 

Step Two: DO YOU BELIEVE IN MIRACLES? 
 
   Your first finger, or index finger, is there to remind you to ask yourself a key question:  “Do 
you believe it’s possible to get what you want?” 
 
   Here’s an example: If you said you want to write a letter that gets you five new clients, fine.  
Now ask if you believe you can write such a letter. 
 
   Do you?  If you don’t, you’ll sabotage your own efforts for success.  This is IMPORTANT!  
Too many people overlook the part beliefs play in what you do.  My experience has proven that 
beliefs are the mental wiring that makes you do whatever you do in life.  If you have an intention 
to be a success, but a belief that you don’t deserve it, then you won’t EVER be a success.  Your 
loose wire will prevent it from happening. 
 
   This is worth looking at more closely. 
 
   On a recent PBS television special James Burke, author of THE DAY THE UNIVERSE 
CHANGED, explained and proved that we have always interpreted life in accordance with our 
beliefs.  Whether you are a Buddhist or a Western scientist, you “fit” everything you experience 
into your own particular model of reality.  For a couple thousand years we knew for a fact that 
the sun revolved around the earth.  Now we know better.  Or do we? Will another Copernicus 
soon appear to alter our present beliefs about reality? 
 
 
   Consider the famous “placebo effect”.  Take two people with the same illness.  Give one an 
authentic medication and the other a sugar pill.  Both patients will heal in tune with their beliefs 
concerning the “medicine”.  Andrew Weil, author of HEALTH AND HEALING, has stated 
(along with other scholars) that the entire history of medicine may simply be the history of the 
placebo. 
 
   Anthony Robbins, in UNLIMITED POWER, mentions a schizophrenic who was diabetic while 
one personality and perfectly healthy as the other personality.  One of her personalities believed 
she was ill, so her body produced that illness.  The other self believed she was well, and her body 
produced that effect. 
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   Hypnosis is another example of how beliefs control reality.  When I was a teenager I 
experimented with hypnosis.  I placed a suggestive friend of mine in a light trance and told him 
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his left hand would feel an ice cube touch it.  I then placed a lit match against that hand.  He did 
not burn (lucky for me). Instead he grinned and said, That’s cold!” 
 
   Wayne Dyer offers other evidence for the power of belief.  In PULLING YOUR OWN 
STRINGS Dyer writes about a 1960’s experiment where a teacher was given the I.Q. test results 
for his new students.  They were not all legitimate scores, however.  Some of the I.Q. figures 
were in fact numbers taken off the students’ lockers.  At the end of the year everyone performed 
as well as their “I.Q.” results had predicted.  The students with higher locker numbers scored 
higher than the students with lower locker numbers.  Everyone believed in the I.Q. scores --- and 
created their own reality based on what they believed. 
 
   When I was in high school I read and re-read Claude Bristol’s classic book, THE MAGIC OF 
BELIEVING.  Because of Bristol’s masterpiece I felt I could do anything --- even beat my father 
in a hot game of Ping-Pong. 
 
   My Dad could easily defeat me in that indoor sport.  But after reading Bristol’s book a few 
times I convinced myself I could win against my Dad.  I remember spending a lot of time in a 
chair with my eyes closed, visualizing myself playing perfect table tennis.  When I believed I 
could do it, I challenged my father.  Always ready to defeat his son, he agreed to play. 
 
   But Dad didn’t know how prepared I was.  Not only did I beat him in that game of Ping-Pong, 
but also I won every game we played that day! 
 
   There are other examples of course.  Remember the news story of the man who froze to death 
in a railroad boxcar?  He was found trapped inside a refrigerator car.  The odd thing was, the 
refrigerator was never on!  He believed he was going to freeze to death --- and he did. 
 
   Beliefs are powerful, as you can see.  But how do they play a role in your writing?  Good 
question. 
 
   If you are not TOTALLY CONVINCED of what you want to say in your writing, your reader 
will know it.  Somehow, someway, your true feelings will steam up from your words and enter 
into your reader’s brain.  He’ll read something “between the lines” that will reveal your lack of 
commitment.  Or he’ll get “a gut feeling” that something is off. 
 
   I’ll give you an example.  When I was writing a letter on a service I do for self-published 
authors, I knew I had some doubts about my own abilities to carry out that service.  The letter 
was a direct mail item selling a customized report called a “Personalized Marketing Strategy”.  I 
put a lot into the letter. I wrote it, rewrote it, thought about it, toyed with it, polished it, perfected 
it, tested it, and so on.  You get the idea. 
 
   BUT!  But deep down I wondered if I could REALLY deliver what the letter promised.  I had 
only done a few “Personalized Market Strategies”.  Could I do more?  Could I truly give self-
published authors information they didn’t already have?  I wasn’t sure. 
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   And that’s why that letter failed.  My response to that letter was so low I didn’t even break 
even.  The odd thing is, the service I was offering was needed, is unique, and is complete.  The 
people who had already hired me to create marketing strategies for their books RAVED about 
what I did.  Every single customer said the strategy made a difference in their campaign to sell 
books. 
 
   So why didn’t my letter work?  Why didn’t more authors hire me?  I believe my own lack of 
belief in myself, and what I was doing, came across.  I wasn’t 100% behind my letter and people 
sensed it. 
 
   Now contrast that with the letter I wrote to sell “THOUGHTLINE”, a new software program.  I 
see a lot of software for writers and am usually deeply disappointed by what I see.  But 
THOUGHTLINE blew the lid off of my doubts.  It’s a powerful, terrific, even awesome 
program.  I love it, I endorse it, and I arranged to sell it.  My enthusiasm and support for 
THOUGHTLINE is complete.  I have no doubts about it or my selling it. 
 
   So when I sat down to write a letter on the program, I was congruent.  No part of me hesitated.  
Consequently my letter is a DYNAMITE sales tool that blows people away.  Customers called 
me to say it was the best letter they EVER received.  One writer said the letter was 
EXPLOSIVE!  And, more importantly, the letter got a 5% response the first time out the door. 
 
   Why? Because I believed in what I was doing and selling. 
 
   Look at your index finger.  Do you believe you can get what you want?  If your intention is to 
write a nonfiction book that becomes a bestseller, well, do you honestly believe you can do it? 
 
   What if you don’t believe in yourself or the product?  Then find out why and address the 
issues.  I use a Socratic dialogue process to explore my own issues.  It’s called the Option 
Process.  It’s a way of questioning beliefs from a foundation of caring and acceptance.  In short, 
don’t fight with yourself. Explore yourself. 
 
   Questions to ask yourself: “Do I believe I can achieve what I say I want?” 
 
   If your answer is yes, go on to the next step. 
 
   If your answer is no, ask yourself why you believe you can’t do it.  See if you can uncover 
your own limiting beliefs.  Two helpful books on the subject are, EMOTIONAL OPTIONS by 
Mandy Evans and TO LOVE IS TO BE HAPPY WITH by Barry Neil Kaufman. 
 

Step Three: SEAN CONNERY 
 
   In the movie “THE UNTOUCHABLES”, actor Sean Connery, riddled with wounds from a 
machine gun, lying in a pool of blood, asks Elliot Ness (played by Kevin Costner), “What are 
you prepared to do now?” 
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   Look at your next finger, your middle finger, and ask yourself, “Are you willing to do 
whatever it takes to achieve your goal?” 
 
   You probably won’t get shot if you aren’t, but you DO need to be willing to do whatever it 
takes to achieve success.  If you are willing to write a letter but not willing to rewrite it, you’ll 
probably fail. 
 
   Why?  Because whatever you are unwilling to do will no doubt surface and become the thing 
you must do to succeed.  Call it a law of nature.  Call it a pain in the butt.  But accept it as part of 
the process of creating whatever you want. 
 
   Mike Hernacki wrote a wonderful little book called THE ULTIMATE SECRET. In it he said 
that you could achieve just about ANYTHING in life --- on one condition: You have to be 
willing to do whatever it takes to achieve it. Hernacki went on to explain that once you are 
willing to do whatever it takes, you probably won’t have to do everything.  You just have to be 
WILLING to do it all. 
 
   You can’t fudge this step, either. You can’t say, “Oh, I’m willing to do it all” and not really 
mean it because then you’ll violate step two, the one concerning your beliefs.  Remember, if you 
aren’t willing to do whatever it takes, it means you don’t believe you can have what you want.  It 
reveals your lack of commitment.  And you must be committed to success in order to reach it. 
 
   So --- are you willing to do whatever it takes to reach your goal?  If your answer is yes, 
proceed to the next step.  If your answer is no, stop now. Ask yourself why you aren’t willing to 
give it your all.  What does that reveal to you – or about you?  Do you have some doubts about 
what you want to write? 
 

Step Four: SOMETHING BETTER 
 
   Look at your next finger, the next to the last one.  Ask yourself, “Are you willing to accept 
something better?” 
 
   Think about it.  If your intention is to write a memo to get a particular result, but in the process 
you become aware that a phone call would do it better, are you willing to drop the memo and 
make the call? 
 
   This step is crucial. It’s easier to explain when you’re trying to create a new car, or something 
other than apiece of writing.  If you want a new Mercedes but discover that a different car would 
suit your means and needs better, it’s often easier to see that the other car would be better for 
you.  Again, the question is NOT, “Are you willing to surrender your goal?” but “Are you 
willing to accept something BETTER?” 
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   I originally wrote ZEN AND THE ART OF WRITING as a series of correspondence lessons.  
As I worked on the lessons I realized that this project would be more effective as a book.  So I 
dropped my original intention and went with a new --- and better---one.  Within six months the 
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book was accepted and set in type.  A few months after that it was in print.  And not long after 
that, it sold out! 
 
   Say you want to write a nonfiction book that becomes a bestseller.  Great. Now what if your 
work and research shows that your idea would be better as a --- gulp --- novel?  Are you willing 
to change your goal? 
 
   This gets tricky because you can’t always clearly tell when your being offered something 
better.  Here’s my rule of thumb: If you don’t know for sure, don’t make the changes. 
 
   If you're working on your book and the postman tells you it ought to be a novel, keep writing.  
But if your agent tells you to write a novel, consider it. This step requires that you pay attention 
to all the signs and messages that come your way.  Dreams, hunches, gut feelings, all of it. 
 
   The key here is this: Be willing to change your intention if something better is being offered 
but don’t be willing to surrender your intention.  All you are being asked to do is remain alert to 
better alternatives or solutions. If you want to drive to Dallas and your told Route 45 will get you 
there, go for it.  But along the way, if you discover a detour that will get you to Dallas even 
quicker, take it.  Your goal is to get to Dallas.  How you get there is not all that important. 
 
   One final thought here: If your goal is to go to a convention in Dallas, but you learn of a bigger 
and larger convention in Austin, then go with the better offer.  Again, your goal is the 
convention, not Dallas. 
 
   In short: Know exactly what you want.  That way you can tell when something better is being 
offered.  When something better is offered, grab it. 
 
   Got it? 
 

Step Five: SAMANDY 
 
   Years ago I wrote a novella about an unusual woman who comes to teach a young writer the 
nature of happiness.  The story was something I did for myself and something I learned from.  
The message was that you could be happy right now, no matter what. 
 
   Look at your little finger, your pinkie.  Ask yourself, “Can I be happy right now, even without 
the thing I am striving to reach?” 
 
   You probably do a lot of things you don’t really want to do.  Why?  When you believe in your 
goal, and believe you will obtain your goal, then you are doing something natural.  You are in 
alignment with your own best interests. You don’t have to manipulate yourself to get what you 
want. 
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   This step urges you to enjoy the PROCESS of creating.  I like to write.  I enjoy the challenge 
of creating hypnotic writing.  It’s fun!  When you go for what you want simply because you want 
it, there’s a clarity of purpose, and a purity of purpose, that is healthy. 
 
   You’ve seen neurotic people, haven’t you?  Their well being depends on the results they get.  
Do you think that’s healthy?  Do you think they think straight?  With that much pressure riding 
on their minds, they won’t be able to fulfill their goal.  Or, if they do, it will be at a terrible cost 
to their health, their job and their relationships. 
 
   This final step asks you to enjoy the process of going for what you want. There may be a lot of 
work involved, but you can handle it with an attitude of optimism and joy. 
 
   If you want to create spellbinding writing, you have to let go of all the pressures.  When I was 
a car salesman, the dealer said, “You’ll never succeed in the business if you have a lot of debts, 
or problems at home, or a lot riding on your success.”  The best salespeople were young and free 
or older and secure. 
 
   Your writing will become more creative and “turbocharged” when you let go of the pressure to 
get the thing you want.  This is a new way of being for most of us.  Maybe for you, too.  It means 
you have to trust yourself to go after what you want without beating yourself up to do it.  After 
all, if you have to flog yourself to write a letter, then do you really want to write the letter? 
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   Again, knowing what you want will save the day.  And this step reminds you to be happy as 
you go for it. 
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Chapter 4 - What Every Reader Wants to Know 
 
Ready for some specific insights on how to create hypnotic writing? 
 
If you give people what they want, they’ll listen to you.  What does EVERY reader want in your 
writing?  That’s hard to say, because everything you write is different. But people generally ask 
themselves a few questions when they pick up something to read. Here they are: 
 
“Who cares?” 
 
“So what?” 
 
“What’s in it for me?” 
 
Imagine Bart Simpson, the animated loser of television fame, asking those questions of you.  
Readers are more polite, but the questions are there, lurking in the back of their minds.  You 
have to address those questions if you want to create hypnotic writing. 
 
I learned about those questions while educating myself to be a speaker.  They are the same 
questions every audience asks, if only unconsciously.  When you think about it, readers are 
looking over your writing for THEIR reasons, not yours.  They don’t care what you want.  They 
care about what THEY want.  Every reader, every audience, is the same. 
 
You need to know the answers to Bart’s questions.  What IS in it for the reader? What are his 
benefits?  What will he get out of it?  Why SHOULD he care about what you’ve written?  The 
bottom line is “SO WHAT?” 
 
Can you provide answers?  If you can’t, your readers --- well, you won’t have ANY readers! 
 
Think about it.  When you pick up a magazine, or even your mail, you go through it and weed 
out what you don’t want.  If the article, or the letter doesn’t grab you in some way, you go right 
by it.  Right?  You don’t read every article in your favorite magazine, do you?  You might glance 
at it and as soon as you see it’s not for you, you flip the pages. 
 
Your readers will do the same thing to your writing.  You better capture their attention 
IMMEDIATELY.  How? 
 
By thinking of what they want.  Again, look at Bart’s questions: 
 
“Who cares?” 
 
(Well, who DOES care about your writing?  Why should they care?) 
 
“So what?” 
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(Well, SO WHAT?  Why does your writing matter? Do you have something important to say?  Is 
it REALLY important?) 
 
“What’s in it for me?” 
 
(Well, what IS in it for him?  What will he get out of your writing or your offer?) 
 
You have to put your feet into the other person’s shoes.  Imagine what they want. Rapport is a 
key to any success in selling.  It’s a key to hypnotic writing, too. When you understand what 
your readers care about, you are in a position of power. You can then create something that will 
grab them where they live (so to speak, of course). 
 
A manager may be interested in motivation.  An accountant may be interested in tax savings.  A 
writer may want easier ways to write (hence my strong headline in my letter selling 
THOUGHTLINE). 
 
Get out of your own ego and into your readers.  Don’t give them what you want; give them what 
THEY want.  Or, if you’re offering something new, tell them about it in a way that appeals to 
THEM, not you.  When Disney Studios released the movie ACROPHOBIA, it was billed as a 
comedy-thriller.  When they discovered that audiences didn’t care about comedy-thrillers, they 
billed the movie as a horror picture.  Same movie, different approach.  You have to think of your 
readers, not yourself. 
 
One of the reasons Robert Collier’s letters were so successful is because he merged with his 
readers.  He began his letters from THEIR viewpoint.  Though Collier wanted people to order his 
products, his letters were friendly and personal and began by meeting the reader right where his 
mind was. 
 
It’s also a principle of Aikido, the martial art from Japan.  Rather than beating someone into 
agreeing with you (as some politicians do with their advertising), Aikido says take people from 
where they already are to where you want them to be. Use their own momentum but redirect it.  
In other words, when writing a letter to get a point across, don’t just whack the reader with your 
point.  That’s blunt.  Instead, begin the letter from where the reader is, maybe by agreeing with 
him on some issue, and THEN move the letter in the direction of what you want to say. 
 
Your reader is selfish.  All he cares about is himself.  Appeal to that interest.  I often get query 
letters from authors who want me to consider publishing their books.  Far too often the letter is 
about them and what they want, rarely about what I may want. You know what I do with those 
letters, don’t you? (Take a guess.)  If you just take a little time to consider your reader, you’ll 
begin the process of writing something that will hypnotize him. 
 
Consider this: If a woman knocked on your door right now and offered to help you write 
“hypnotic writing”, you’d listen, wouldn’t you?  But what if the same woman wanted to sell you 
diapers?  The first one appeals to what YOU want, the second to what SHE wants.  Which lady 
will hold your attention? 
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Remember Bart Simpson’s questions: “So what?  Who cares?  What’s in it for me?” 
 
And ANSWER them BEFORE you start writing!  Consider this step part of your research phase 
(step two in turbocharging your writing).  It’s an essential step in creating writing that will nail 
your reader’s eyes to the page. 
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