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LOVE BIRDS
I recently saw a video of two swans that had been kept apart while the female swan was
treated at a vetinary hospital. When the female swan was released back into her homeland,
she and her partner swam towards one another. When they w ere close enough, their
foreheads touched and they lingered for several moments before swimming off together into
the distance.
It was lovely to witness their expression of love, each for the other. We often describe couples
in love as ‘love birds’. And, here was a perfect example of such love, directly from our
feathered friends. We often consider a couple lucky if they have found such love. But is it
really a matter of luck? It has often been said that the harder one works, the luckier one gets.
This expression was originally coined for the professional world. However, it may equally
apply in one’s personal life. So, what kind of work does it take to get lucky in love? There are four steps to being lucky in love:
Step 1: Find the Love of Your Life: We may each meet many potential life partners before we find the one that we want to spend
the rest of our lives with. Whoever that person may be, that person needs to be right for you AND you need to be right for them.
When that happens, the love between you both will emerge, develop and blossom to a point where you both know you want to
spend the rest of your lives together.
Step 2: Learn the O perating M anual for Your Life Partner’s Brain: Both members of a couple need to learn the operating manual
for their life partner’s brain. In so doing, each member of the couple knows what drives the other, what makes them happy and what
doesn’t. In so doing, each member of the couple is best placed to provide the other with the most nurturing, loving environment for
their life partner. In turn, both members of the couple are able to grow individually, as well as continuing to grow together as a
couple.
Step 3: Learn Your Life Partner’s M oods and Signals: Both members of a couple need to be able to recognise their partner’s mood
simply by looking upon their life partner’s face and/or posture. In so doing, each member of the couple is well-placed to enhance
their life partner’s positive moods while minimising negative ones. It is also helpful for each member of the couple to know their life
partner’s non-verbal signals. In so doing, each member of the couple can communicate with one other without the need for words
to be spoken. This is something that can be continually honed and refined over time.
Step 4: Know Your Life Partner’s Preferred Love Language: We all have our own way of expressing love for another person. We
may express our love through physical touch, quality time, gifts, words of affirmation and/or acts of service. When members of a
couple speak in their partner’s preferred love language, the partner feels genuinely loved and cared for. Couples will naturally find
it easy to speak their partner’s love language when both members of the couple have shared or overlapping love languages. When
this is not the case, it becomes imperative that each member of a couple know, and use, their partner’s preferred love language.
In the music industry, they say it takes 40 years to become an overnight success. So, too, in relationships, it may take a lifetime to
nurture our most precious relationships. So, what will you do to nurture your most precious relationship from this day forth?
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F OOD F OR THOUGHT
along with the use of visualisation to train our
subconscious mind towards what we want in life. The
power of the subconscious mind was just as powerful
back then as it is today. So, what will you do to tap into
the power of your own subconscious mind, today?

In the Science of Getting Rich, author Wallace D. Wattles
believes that there is a certain mindset required in order
to become wealthy. Whilst he does not use the
language we use today (his book was originally written
in the 1920s), his ideas reflect an abundance mindset

#----------------------------------------------------------------------------------------------------------------------------

REPLY SLIP AND REQUESTS FOR INFORMATION
r

I would like to renew/become a member of CE N TR E F O R CA R E E R DE VE LO PM E N T A N D ER IC K SO N IA N HYPN O SIS . I understand
that membership includes calendar year subscriptions to CQ® and HQ® , library borrowing privileges and entry
into either the SE M IN A R S O F T H E FU TU R E ® or PR O F E S S IO N A L PR A CT IC E PR O G R A M seminars. If you would like to attend the

second seminar series, you can do so for an additional fee.
r

I would like to book into the 2015 PR O F E S S IO N A L PR A C T ICE PR O G R A M Year 1 seminars to be held on the following
Mondays, 6.00-8.00 pm









7th Sept:
5th October:
2nd November:
3rd August:
5th December:
18th January:
1st February:
22nd February:

Processes and Procedures that Work.
Determining Your Price and Fee Setting.
Budgets and Cash Flows.
Marketing Your Business: Your Product.
Marketing Your Business: Promotion Strategies that Work.
Marketing Your Business: Getting Your Image Right.
Marketing Your Business: Alternate Places for Your Product.
Marketing Your Business: Databases for Your Business.
®

Or:

I would like to book into the 2015 SE M IN A R S

Day 1:
10.00:
11.15:
02.00:
03.15:

r 11th September
Reinventing Your SELF — Positioning your Career for Today and Tomorrow.
Who am I? Who do I Wanna Be? Bridging the gap.
Knowing Your Strengths, Merits and True Worth.
Arming Your Self through C.V., letters, emails, flyers, FAQs, articles and more.

Day 2:
10.00:
11.15:
02.00:
03.15:

r 18th September
Reinventing Your Career TRAJECTORY — Novel Ways to Grow Your Career.
Bypassing Discrimination (Gender, Age, Race, Religion, etc.).
To Developing Employment Appeal.
How to Use Backups to Enhance Your Employment Appeal.

Day 3:
10.00:
11.15:
02.00:
03.15:

r 25th September
Reinventing Your FUTURE — How to Build Your Profile.
How to Make LinkedIn, Facebook, Twitter, U-tube, Signature files and etc Work for You.
Going Beyond Social Media in a World of Three-Second Bytes.
To Position Your Self for the Next Decade.

O F TH E

FU T U R E

, to be held in September as follows:

See also www.rachel-abramson-and-associates.com.au to find out more about how we can help you (a) be proactive;
(b) take charge of your career; and (c) look after your health.
Membership fees for 2015 Calendar Year: . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $
330.00
Plus: Additional fee of $220 if attending both seminar series in 2015. . . . . . . . . . . $______________
Please make cheques payable to Rachel Abramson. All fees include 10% GST. Total:

$= = = = = = = = = = = = =

Name: __________________________________________________________________________________________________
Address: ___________________________________________________________________ Postcode: ____________________
Phone: _______________________ (bh)____________________________ (ah)

Mob: ______________________________

e-mail:________________________________ web:______________________________________________________________
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