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COMMUNICATION | SPEAKING 

The power of 'matching' your 
communications 
We experience 'surface communication' with our physical senses 
and the non-physical is the intuition, gut instinct or 'sixth sense'. 
When these two are in alignment the outcome will have a positive 
impact. If not... 
by Bob Scheinfeld 
1594 words | 5 pages  
 

————————————————————— 
 
Out of the blue this year I received several invitations to speak about the 
unique Internet marketing strategies I use in my businesses and my use 
of multimedia for promotion and product creation. 
 
At the end of those talks, I added a piece that I refer to as my "ultimate 
secret weapon," or "the turbocharger." The audiences seemed to love 
that piece, so I decided to share it with you here. 
 
If you're already aware of my 11th Element work, some of this will be 
familiar to you. 
 

I share this in the context of 
business building, but it actually 
has application to all aspects of 
life. 

 
Let me begin by asking you two questions: 
 
1. Have you ever met someone for the first time and without having any 
real interaction time with them, you instantly had feelings of trust and 
comfort, or distrust and discomfort with them? 
 
2. Do you feel you have a pretty good "bulls__t detector" and can tell 
when someone is lying to you? 
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If you answered yes to one or both questions, you've witnessed a very 
powerful communication dynamic at work, possibly without realizing the 
true significance of it. 
 
Here's what I mean.  
 

Whenever you communicate with 
another person, whether it's face 
to face, on the phone, through 
audio or video recording, or the 
written word, there are two 
channels of communication being 
sent and received 
simultaneously. 

 
The first is what you experience with your physical senses— what you 
see and hear. I call this "surface communication." 
 
The second is what you experience with your non-physical senses, what 
you'd call intuition, sixth sense, gut instinct, etc. I call this "energetic 
communication." 
 
Whether you admit it or not, or consciously track it or not, you're receiving 
lots of information through both channels all the time.  
 

You don't need to 'be psychic' or 
'gifted' to do this. We all do it. It's 
our natural state. 

 
Based on that fact, there are 2 things you must realize: 
 
1. If the information flowing through both channels "matches," that is, 
they're saying the same thing, the communication is effective and has 
tremendous positive impact. If there's a mismatch, however, meaning the 
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surface communication says one thing, and the energetic communication 
says something else, there will be problems. People will sense the 
mismatch and on some level, it'll bother them or raise a red flag about you 
or your communication. I'll illustrate this in a minute. 
 
2. The energetic component is much more powerful in determining the 
ultimate effectiveness of communication.  
 

We all think the surface 
communication is what counts, 
but it's really the energetic 
communication that has the real 
power. 

 
Let me give you some examples to illustrate these two key points. If you 
own a business and are selling a widget, and your advertising says "Our 
widget is fantastic and our service and support are first-rate" (i.e. the 
surface communication), but the truth is that your widget has problems 
and your service and support are weak, (i.e. the energetic 
communication), the mismatch in what's flowing through the two channels 
will ultimately come back to haunt you. 
 
As another example, suppose you have a website and are selling a 
product through it. You have a sales letter or some sort of text designed 
to sell it. Suppose at the end of that sales letter you say "And the 
investment for this product is $699", but you secretly have thoughts that 
$699 is too much, and no one will buy at that price. There's an energetic 
reference to that which others can sense and it creates a mismatch. 
 
These are two business examples, but again, this kind of dynamic takes 
place in our personal relationships as well. 
 
When I look at these mismatches, I compare them to speed bumps on a 
smooth road. Suppose you're driving along on a smooth road in your 
dream car. The top is down, it's a beautiful day, a soft breeze is blowing 
on your face and you're having an awesome experience. Then, suddenly, 
without warning, you go over a speed bump in the road and your car 
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"bounces" over it harshly. What happens? You get yanked out of your 
awesome state and get a shock to your system, right? 
 
If that happens just once, you'll quickly rebound and return to your 
awesome state. However, if you keep hitting speed bumps on that road 
every few feet, what will you do? Get off the road, right? 
 
The same thing happens with mismatches in your communication with 
other people. People will "put up" with a few speed bumps from a 
personal or business perspective.  
 

But if they keep experiencing 
them, they'll get off your road too, 
which means leave your orbit, 
which means not buy your 
product or service, not want to 
hang around with you, etc. 

 
They might not even consciously know why they're doing it, but the power 
of the energetic communication compels them to make the decision to 
leave your orbit. 
 
Conversely, if the energetic message you're sending about any subject is 
strong and clear and powerful, you could simply show up (in person or 
through audio, video, print), say very little, and be e-x-t-r-e-m-e-l-y 
effective with others, including motivating them to buy a product or 
service if they could really benefit and that's your goal. 
 
I've had fascinating experiences with these dynamics in my own life. For 
some reason, I was born with the "volume" on my energetic 
communication being set to a much "louder" setting than most people. As 
a result, matches and mismatches in my communication had a lot more 
impact. That's how I really "got" how powerful these dynamics are. 
 
So, what's the "to do" from this? Simple. Some of it will sound obvious 
(but you'll see it from a fresh perspective) and some will be new: 
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1. Be honest in all your communications, because if you're not, people will 
sense the mismatch. It may or may not have impact in the moment, but it 
will over time.  
 

Many people think they can fool 
people with their surface 
communications, but the 
energetic references are always 
there expressing what's true. 

 
2. Review all your communications, especially written, audio or video, and 
if you notice anything going through your thoughts or feelings as you 
communicate that conflict with what your surface communication says, do 
whatever it takes to resolve the mismatch immediately. 
 
3. Anytime you notice a mismatch forming of any kind in the moment—
you weren't *completely* honest about something, you exaggerated a bit, 
you have doubts about what you said, etc.— even if it was unintentional— 
resolve it immediately by doing whatever you have to so the two channels 
of communication match. 
 
 
 

————————————————————— 
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Bob Scheinfeld, for more than 20 years, has been helping people create 
extraordinary results, in less time, with less effort, and much more fun. 
His passion is helping others carve out and live what he calls their 
"Ultimate Lifestyle." 
 
Bob is the grandson of Aaron Scheinfeld, who founded Manpower Inc., 
the world's largest temporary help service. Manpower is currently #176 on 
the Fortune 500 list with sales of $11 billion a year. 
 
When Bob was just 12, Aaron began teaching him his little known wealth 
building secrets— but passed away before he could finish explaining the 
complete system. Bob spent the next two decades applying what he 
learned, and scrambling to gather up the missing pieces of how his 
Grandfather amassed his wealth. 
 
Along the way Bob became a millionaire (and self-proclaimed stressed-
out maniac), plunged more than $150,000 in debt, and spent seven years 
struggling before discovering the missing pieces, re-building his business 
empire, becoming a multi-millionaire, transforming the other aspects of 
his life.  
 
Bob is the bestselling author of The Invisible Path to Success and The 
11th Element. He's also an 11-year veteran of applying cutting edge sales 
and marketing strategies and has had in-the-trenches experience of 
creating profitable million dollar businesses (on and off the Internet). 
 
Most recently, Bob helped grow Blue Ocean Software from $1 million to 
$44 million in less than four years, resulting in the company being named 
three times to the Inc. Magazine Inc. 500 list. That tremendous growth, 
accompanied by outrageous profitability, led to Blue Ocean being 
acquired by software giant Intuit for $177 million. 
 
He also played a key role in growing a computer store franchise company 
called Connecting Point of America from $90 million to $350 million in 
sales. In addition, the marketing model and system Bob created has been 
used to pack the room at Tony Robbins multi-media seminars. 
 



 
 
 

TheNetworkMarketingMagazine.com Page 7 
 

Bob’s keynote speeches, seminars, books, audios, and other learning 
resources have helped tens of thousands of people in more than 170 
countries transform their definitions of success, and the pathways they 
follow to create success in their lives. He'll get you on-track, laser-
focused, and tapping into a new kind of power to produce the total 
success you've been searching for. 
 
Please use our affiliate links below to visit Bob Scheinfeld's websites and 
learn more about what he has to offer: 
 
The 11th Element Business Development Products 
  
Invisible Path to Success Personal Growth Products  
 
Ultimate Lifestyle Academy Products  
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