
Keynote: Tony Robbins on State,
Influence, Business Growth, and AI

Tony Robbins delivered an interactive business and personal-performance keynote
for an Australian audience facing tighter cash flow, higher lead costs, economic
uncertainty, and rapid AI adoption. His central case was that people create better
results by managing their physical and emotional state, recognizing recurring
patterns, and turning simple business principles into action. He closed with a
guided exercise for using gratitude and positive memories to approach a stressful
unresolved issue from a stronger state.



Economic pressure is a winter season, not a
permanent condition

Robbins said he had returned to Australia after a three-year delay tied to COVID and
the birth of his youngest child. At 61, he had five children and five grandchildren.
His oldest daughter was 52 and his youngest was five. He also recalled living in
Mermaid Beach and praised Australia’s culture of camaraderie.

He acknowledged that the audience was operating in difficult conditions:

Cash flow and acquisition costs: Cash was tight, while leads probably cost
three or four times what they did in 2021.
Housing: He said average housing was down 8%, while prime homes were
down 20%.
Interest rates: He guessed another rate rise could come the following week or
by the end of the period he had in mind. This was a forecast, not a confirmed
event.
Leadership pressure: The material was aimed at business owners,
organizational leaders, parents, and people seeking more influence in
relationships.
Business background: Robbins said he had learned to scale from an initial
struggle to grow a business worth half a million dollars. He now had interests in
121 companies doing $22 billion across entertainment, education, AI,
hospitality, and other industries.

He framed economic cycles as seasons. A strong growth period was followed by fall
and then winter. Winter exposes weak companies and sidelines some people, but it
also rewards those who learn to operate in it. Spring follows, even if it does not
arrive immediately.

His practical message was to stop treating the current downturn as
unprecedented and prepare to use the season rather than merely endure it.

Philosophy and strategy must produce both success
and fulfillment

Robbins divided achievement into philosophy and strategy. Strategy can save years
and improve execution. Philosophy determines whether success also produces
happiness and fulfillment.

He rejected the choice between success and happiness. “Success without
fulfillment is the ultimate failure” was his governing principle. Lasting



achievement requires both the tools to produce results and an internal framework
that makes those results meaningful.

His interest in human performance began with a difficult childhood. He had four
different fathers and lacked stable role models. Reading became his substitute.
After taking a speed-reading course, he set an unrealistic goal of one book a day.
He did not reach it, but read about 700 books over seven years on philosophy,
strategy, and practical tools.

That study led him to treat behavior as a pattern rather than a fixed identity. Anger,
sadness, overeating, shouting, avoidance, and other unwanted conduct do not
occur continuously. They appear after particular triggers and through recurring
physical, emotional, and mental sequences.

Behavior is not identity: “This is a pattern” leaves room for change. “This is
who I am” makes the behavior feel permanent.
Triggers can be retrained: He argued against arranging life around avoiding
every trigger. The stronger response is to weaken or remove the trigger’s
control.
Patterns apply to other people: Separating a person from an unwanted
pattern makes change and influence easier.
Understanding is not enough: Principles change life only when they lead to
action.

Robbins said he had spent nearly 50 years studying performance, crisis
intervention, and suicide. He claimed he had not lost a suicidal person he had
worked with during that period. He referred listeners to I’m Not Your Guru for
examples of people shown during an intervention and again years later.

Internal mastery begins with focus, meaning, and
action

Robbins distinguished the external world from the internal world. People cannot
control events, markets, other adults, or their children. At best, they influence them.
The controllable elements are what a person focuses on, what that focus means,
and what the person does next.

Those three decisions form a chain:

1. Focus determines what enters awareness.
2. Meaning creates the emotional response.
3. Emotion shapes action.
4. Action produces results and, over time, a person’s direction in life.



He illustrated the chain through his childhood. His mother mixed prescription drugs
and alcohol. He said she forced liquid soap down his throat, beat him with coat
hangers, and once chased him with a knife. He did not excuse the abuse. Instead,
he said surviving it pushed him to understand psychology and protect his younger
brother and sister.

Robbins proposed the belief that life happens “for me, not to me.” A painful
experience may remain something a person would never choose or wish on
anyone. Five or 10 years later, however, the person may see that it developed
strength, care, independence, or resourcefulness.

He criticized using powerlessness as a source of status. In his view, people regain
agency by choosing their focus, meaning, and response. That does not make the
original harm unreal. It changes what controls the future.

Three pattern skills reduce fear and create leverage

Robbins presented three durable skills for a future shaped by AI and other
technologies:

Pattern recognition turns apparent chaos into something familiar

The first skill is recognizing patterns. Events seem frightening when they appear
random or historically unique. Studying history shows that many new stories follow
old structures.

He used the discovery of seasons as the foundational example. Hunter-gatherers
became able to settle because they learned when to plant, protect crops, and
harvest. Hard work in the wrong season brought no crop. Recognizing the cycle
allowed communities, cities, and countries to develop.

He applied the same idea to politics. Current hostility may feel unprecedented, but
American founders John Adams and Thomas Jefferson exchanged extreme personal
attacks during their presidential contest. Robbins quoted campaign language
accusing Jefferson’s side of bringing murder, robbery, rape, incest, adultery, burning
homes, violated women, and children on pikes. Jefferson’s side attacked Adams as a
“hideous hermaphroditical character” without the qualities attributed to either men
or women. The example supported his claim that severe political rhetoric is not
new.

He also argued that media businesses compete for attention rather than wisdom.
Outrage, clickbait, and material aligned with an audience’s beliefs attract attention
whether or not they are true. Companies respond to incentives and shareholders.
Consumers must therefore guard what reaches their minds.



Using an existing pattern is often enough

The second skill is using a pattern once it has been recognized. Entrepreneurs do
not always need an original invention.

Starbucks: Howard Schultz saw Italian coffee shops serving expensive specialty
drinks and functioning as a social place before and after work. Starbucks’
owners initially rejected the idea. Schultz pursued it independently, was turned
down by about 87 people, and later bought Starbucks with investors. Robbins
presented this as transferring a human pattern from one setting to another.
Apple: Steve Jobs did not invent the mouse or graphical interface. Xerox had
them. Robbins said Jobs recognized their value, applied the pattern, and built
Apple around it.
Modeling: Musicians first learn other people’s patterns. They can reproduce the
same result before developing a distinctive style.

Creating a new pattern is the highest level

The third skill is creating patterns. After enough practice and modeling, a person
may produce a new method, style, or business system. Robbins called this the most
exciting level but said it was not required for success. Recognizing and applying a
proven model can already create substantial value.

Energy is the base resource for change

Robbins called energy the most important ingredient in finances, relationships,
business, and life. Low energy makes problems seem permanent and threatening.
High energy supports resourcefulness, humor, persistence, and momentum.

He said energy had dropped sharply across industrialized countries after people
spent three or four years sitting and looking at screens during and after COVID. The
audience was an exception during the event, but he urged them to bring
comparable energy to spouses, children, customers, and colleagues.

Energy was presented as a mental and emotional habit expressed through the
body, not merely the product of food or sleep. Food can consume energy through
digestion. Sleep is a source, but not the only source. A sufficiently engaged person
may suddenly feel awake despite exhaustion.

Robbins repeatedly had participants alter posture, breathing, facial expression,
movement, and voice. They imitated excitement, boredom, annoyance, fear of
rejection, affection, passion, certainty, and uncertainty. The exercises were designed
to reveal that each emotion has a physical pattern.



Boredom and fear tended to involve lowered posture, hesitation, shallow
breathing, a quieter voice, and reduced movement.
Excitement and affection involved an upright body, fuller breathing, faster
movement, louder speech, facial animation, and greater physical contact.
Deliberately producing laughter could turn an initially false laugh into genuine
laughter.
Celebrating without waiting for a major external victory trained the body to
experience more positive emotion.

Robbins summarized the mechanism as “emotion comes from motion.” Change
the body radically enough and emotional energy changes with it.

He also challenged the Australian “tall poppy” tendency to suppress celebration or
cut successful people down. Hiding success does not help others grow. Attacking
high performers can create an illusion of significance without producing
achievement. Happiness and celebration, in his account, improve health, longevity,
strength, and relationships.

State and blueprint explain behavior and influence

Robbins defined leadership as the ability to influence the thoughts, emotions, and
actions of another person or group. A title does not make someone a leader.
Influence used for a purpose larger than oneself makes a great leader. Influence
used only for personal gain creates a destructive one.

To influence someone, a person must understand what already influences them.
Robbins identified two universal forces:

State: A person’s immediate mental, emotional, and physical condition controls
moment-to-moment behavior.
Blueprint: Beliefs and rules govern long-term expectations about money,
relationships, respect, achievement, age, and appropriate behavior.

A kind person can act harshly while in an angry state. A difficult person can behave
warmly in a better one. People also become unhappy when reality fails to match
rigid rules such as how much money they should have or what relationship stage
they should have reached.

Blueprints take longer to change. The session therefore concentrated on state.
Physiology and focus were the two main state controls.

Physiology changes emotion



Physiology includes movement, breathing, posture, facial expression, gesture, and
voice. Robbins argued that people repeatedly use the same bodily patterns and
therefore reproduce the same feelings.

Participants introduced themselves to strangers in several deliberately different
states:

1. As though the conversation were an annoying waste of time.
2. As though they were terrified of rejection.
3. As though the other person were a beloved friend or long-lost partner.

The audience then compared pace, eye contact, hesitation, touch, breath, volume,
facial tension, and posture. The point was not acting skill. It was learning the
physical controls for each state.

Focus changes feeling

Robbins stated that focus equals feeling and, for the individual, focus becomes
reality. A false scenario can produce a real emotional and biochemical response.

Questions redirect focus more effectively than assertions. Telling people what is
true can prompt resistance. Asking them to identify someone they appreciate, a
loving family moment, a romantic experience, something funny, or a current source
of excitement can make them generate the emotional evidence themselves.

He used a visual search exercise. Participants first looked for brown objects, closed
their eyes, and were asked to recall red objects. They found more red after being
told to search for red. His point was that attention finds what it has been trained to
seek, sometimes stretching categories to do so.

State change is the foundation of new behavior

Robbins laid out a simple result model:

New results require new actions.
New actions require a new state.
A new state requires a change in physiology or focus.

Trying to alter behavior without changing the state behind it often fails. He
contrasted dieting with fasting. Dieting can require constant negotiation over what
is allowed. Fasting follows one resolved decision, which reduces that internal
argument.

He also cited a common communication formula: 7% of communication comes
from words, 38% from voice quality, and 55% from the body. In an elevator in Japan,



he playfully told three startled women, “You’re probably wondering why I called this
meeting.” Even though only one apparently understood English, all laughed
because his state and delivery broke the pattern.

Authenticity was tied to congruence between words, voice, body, and emotional
certainty. Audiences detect low energy and self-protection. Passion is not just
stronger wording. It appears through specific changes in posture, gestures, pace,
and vocal force.

Andre Agassi example — physiology and focus
restored performance

Robbins used Andre Agassi to show how state can affect elite performance. After
winning Wimbledon, Agassi had fallen in the rankings. Robbins recalled that he
might have dropped to No. 19, though he was unsure of the exact number. Agassi
was dealing with a wrist problem, conflict with his father, and frustration. Brooke
Shields, then his partner and one of Robbins’ clients, suggested the consultation.

Robbins first had Agassi imagine striking a tennis ball perfectly 10 times from a
first-person perspective. During the visualization, Agassi was not focused on his
wrist. Robbins then compared videotapes:

At Wimbledon, Agassi walked onto the court as if he owned it, handled the ball
with confidence, touched his hair, and focused on his opponent with the
thought, “Why did you even show up?”
At the French Open, he entered with a defeated posture and remembered the
last time his opponent had beaten him. His focus was, “I can’t go through this
again.”

Robbins trained him to reproduce the walking, movement, and focus associated
with his best state. He said Agassi won first place the next weekend, first place the
second weekend, and third place the third weekend before returning to first. Within
about 12 weeks, Robbins recalled, Agassi was No. 1 in the world.

The lesson was not that injury or technique never matter. It was that certainty and
performance can change when physiology and focus return an athlete to a
proven peak pattern.

Reagan and Gorbachev — changing state changed
negotiation

Robbins described being invited by former President George H.W. Bush to a
gathering of about 100 leaders after the fall of the Berlin Wall. Attendees were to



include François Mitterrand, Margaret Thatcher, Mikhail Gorbachev, and Bush.
Robbins agreed to transport Gorbachev from New York on a chartered aircraft.

Gorbachev initially had a migraine and declined an interview. Robbins began
speaking with Gorbachev’s wife and eventually drew him into the conversation. He
asked what ended the Cold War.

Gorbachev first gave a practiced answer: demonization ended. The Soviet Union
and United States stopped treating each other as evil empires and began dealing
with each other as human beings. Robbins pressed him for the specific moment.

Gorbachev then recalled a heated argument in which Ronald Reagan lectured him
about communism. Gorbachev became furious and rejected being treated like a
student. Reagan stopped, stepped away, turned back, and said, “Can we start fresh?
My name is Ron. Are you Mikhail?” Gorbachev laughed. The humor interrupted the
anger and made a personal relationship possible. Reagan later brought 25 children
for Gorbachev to show around his country for a week, which deepened their
friendship.

Robbins later asked Reagan the same question without revealing Gorbachev’s
answer. Reagan named a different moment with the same structure. During an
angry nuclear-arms negotiation, Reagan suggested a walk. Moving from a
confrontational seated position to walking side by side in a cold, beautiful setting
changed their state. Reagan said they reached their first agreement to destroy long-
range nuclear weapons during that walk.

Robbins’ conclusion was that shifting physiology and focus can change
negotiations at the highest level. If it helped two hostile powers move toward
nuclear disarmament, it could also help with a business sale or personal conflict.

Business survival requires an owner’s mindset

Robbins distinguished a business operator from a business owner. An operator
cannot leave for several days or a week without fearing that operations will
deteriorate. The operator does too much personally and resists delegation because
employees may not perform tasks as well.

Early hiring often reinforces the problem. Founders first hire themselves, then
family, friends, or affordable people they like rather than the strongest qualified
talent. The company gains movement before it gains maturity, much like a toddler
becomes more dangerous once mobile.

A company that collapses when its founder steps away has not yet become an
owned system. The founder remains its central operator.



Robbins said dependence on one company also creates exposure. COVID showed
that a government shutdown could quickly damage a restaurant or other company
built over decades. He recommended developing a second source of wealth
through investing. In his formulation, that second business should require little
time, have no employees, and continue growing through investments.

He offered several survival figures:

50% of businesses disappear in the first year.
80% are gone within five years.
96% are gone within 10 years.
The 4% that remain are not necessarily profitable.

He cited Lehman Brothers to reject the idea that age guarantees safety. A business
can operate for a century and still disappear. The required attitude is that of a
gladiator: each entry carries risk, but “not me, and not today.”

Investing begins with oneself, then extends to private
equity

Robbins said the first investment question should be where returns are highest, risk
is lowest, and results are most consistent. His answer was investing in oneself.

He attributed the same answer to Warren Buffett. Buffett reportedly described
education and communication skill as resistant to taxation and inflation, capable of
continuing to grow, and relatively controllable. Buffett’s Dale Carnegie course was
especially valuable because his ideas had previously been “dying on my lips.”

Robbins then called private equity the best investment outside oneself. He said
average private equity had beaten every stock market in the world for 39 straight
years. He recommended his book The Holy Grail of Investing, based on interviews
with 13 leading investors.

His comparison used a 1986 starting point:

A $1 million S&P 500 investment compounding at an average 9% would have
become $28 million.
Private equity averaging 15.7%, or 74% more per year, would have turned the
same $1 million into $293 million.
A $100,000 investment would have become $2.8 million in the S&P example or
$29 million in the private-equity example.

Robbins did not recommend placing all money in private equity. He expressly said
investors still need liquidity.



He explained private equity’s return as active value creation. Firms buy private
companies, replace leadership where needed, install technology, change marketing,
increase enterprise value, and then sell at a higher multiple or take the business
public. He also said the U.S. public stock market contained almost 40% fewer
companies than 20 years earlier, while many businesses remained private.

His warning was that ignorance creates pain and poverty. Investors should either
learn the patterns themselves or work with strong pattern creators.

Three moves can grow almost any business

Robbins said complexity is the enemy of execution. A complicated idea degrades as
it passes through an organization, especially one with 600 or 1,200 people.
Simplicity takes more effort to design, but people can use it consistently.

He offered three moves for B2B, B2C, B2G, consumer, government, and other
businesses:

Find the ideal customer

The ideal customer is not every current buyer. It is the person most likely to:

Continue buying during a downturn.
Buy more than once.
Recommend the company to others.
Value what the company does well.
Participate in a mutually respectful relationship.

A company should know what this customer loves, hates, fears, wants, and finds
painful. Founders often project their own needs and therefore sell best to people
like themselves. Researching the ideal customer broadens influence.

Robbins said some companies should fire customers who consume
disproportionate time, complain regardless of performance, and show no mutual
respect. Overdelivery does not require accepting abuse.

Build an irresistible offer

An irresistible offer is so strong that the customer feels foolish declining it.
Removing risk, friction, inconvenience, or uncertainty can matter more than
protecting the current margin.

Robbins used Zappos as an example. Selling shoes online in 1999 appeared
implausible because customers could not try them on. The original process made
shoppers pay shipping both ways, creating too much friction. The revised offer let



customers order many pairs, try them at home, return unwanted shoes at company
expense, and receive a refund.

Investors feared that shipping would destroy the margin. The counterargument
was that the company was already failing. Customers also kept attractive shoes they
had expected to return. Zappos became a multibillion-dollar company and sold to
Amazon for $1 billion.

Apple’s 99-cent song offer followed the same pattern. Free services such as Napster
existed, but Apple combined quality, legality, low cost, and ease of purchase.
Robbins compared the structure to Columbia House offers that used extremely
cheap initial albums or CDs followed by recurring purchases.

Domino’s built its defining offer from a service failure. Tom Monaghan had reduced
overhead by eliminating the dining room and delivering pizza. Expansion beyond
college areas created delays. After a customer complained about waiting an hour,
Monaghan promised a fresh pizza within 30 minutes or it would be free. The
replacement arrived in 20 minutes. The customer urged him to make the promise
universal. “30 minutes or less, or it’s free” helped Domino’s become the world’s
second-largest pizza company.

Overdeliver until customers become raving fans

Satisfied customers can leave. Raving fans stay and tell others. Zappos learned
customer preferences and sometimes included an unexpected belt, sock, shoe, or
other item.

Robbins applied the same standard to his own events. He described service as a
privilege but insisted on mutual respect. The business goal is not mere
satisfaction. It is a customer experience strong enough to create advocacy.

The three moves work together: know the ideal customer, remove resistance
through an irresistible offer, and deliver more than expected.

Scaling starts with psychology and an unreasonable
goal

Robbins attributed 80% of scaling success to psychology or mindset and 20% to
strategy or technique. A brilliant strategy has no value when people agree with it
but do not act.

He used John F. Kennedy’s moon declaration to explain the first scaling
requirement. The Soviet Union had entered space first. Kennedy committed the



United States to placing a man on the moon and returning him safely within the
decade, despite NASA’s view that the necessary technology did not exist.

Robbins called for an unreasonable goal rather than an impossible one. It must be:

Large enough to excite the leader.
Compelling enough to attract other people.
Supported by reasons strong enough to survive setbacks.
Converted from a “should” into a “must.”
Bound to a tight timeline that forces immediate action and innovation.
Supported by the right talent and technology.

A 10-year goal may feel too distant to affect today. Bringing the first major
milestone into the current year makes the target operational.

Philanthropy example — from two families to billions
of meals

Robbins traced his food philanthropy to a childhood Thanksgiving. His family had
little more than crackers and peanut butter. A delivery man arrived with groceries,
an uncooked turkey, and a pan. Robbins’ father interpreted the gift as proof that he
had failed his family. He became angry and later left.

Robbins focused on a different fact: a stranger had cared enough to help without
seeking credit. The same event therefore produced a different meaning and
response. He decided that if strangers cared about him, he would care about
strangers.

At 17, he fed two families. A grocery manager gave him a 10% discount. Robbins
borrowed a manual-transmission van he did not know how to drive and delivered
the food while dressed as a delivery worker. His note called the groceries a gift from
a friend and asked recipients to help another family someday if they became able.

At one home, a Spanish-speaking mother cried, kissed him, and called him a gift
from God. Four children celebrated the food, especially the pumpkin pie. Robbins
mistakenly said “Feliz Navidad” as he left on Thanksgiving, which turned the
mother’s tears into laughter.

Driving away, he saw the children smiling and their mother crying and smiling. He
concluded that his worst childhood day had become the source of one of his best
experiences. He fed four families the next year, then eight, and eventually reached
millions.



By 2014, his foundation told him he had fed 42 million people over 37 years. He first
considered feeding 50 million in one year, then 100 million. He finally declared a
goal of 100 million meals per year for 10 years, or one billion meals.

The immediate milestone mattered. Feeding one billion people over 10 years did
not dictate that morning’s work. Feeding 100 million during the current year did. He
said he completed the billion-meal target in eight years.

Robbins then worked with former World Food Programme leader Governor Beasley.
He said the number of people near starvation had grown from 85 million about 10
years earlier to 380 million. He attributed much of the increase to effects of the
Ukraine war, including reduced grain and fertilizer availability.

They framed a 100-billion-meal challenge over 10 years. At a Forbes 400 event, only
five people initially signed up. One acquaintance worth $25 billion called a
commitment of 100 million meals a year for 10 years—about $100 million total or
$10 million per year—beyond his pay grade.

Robbins said the weak initial response would have discouraged him without clear
reasons and a firm commitment. He later reported that the effort had already
surpassed 100 billion delivered meals and had another 291 billion, putting it on a
path toward 400 billion. He withheld the exact number because a formal
announcement was planned for the following Saturday at a Global Citizen event at
the UN.

AI is both a major danger and a major business
opportunity

Robbins acknowledged predictions of a 10% chance that AI could cause human
extinction within 10 years. He did not dismiss the risks. His broader view was that
every major technology carries danger and opportunity, and that people must learn
to use AI rather than let it use them.

He argued that competitive pressure makes a global stop unlikely. Even if many
countries agreed to slow development, another state or actor could continue. The
practical response for businesses is therefore capability, not denial.

His main claims were:

Job displacement: People will not simply be replaced by AI. They will be
replaced by people who know how to use it.
Business window: He described the next 36 months as a critical period and
said more could change than in the previous 100 years.



AGI and superintelligence: He said AGI was already present or close. He
predicted superintelligence within five or six years and stated that it would
make one agent more powerful than all human minds combined.
Ray Kurzweil: Robbins said Kurzweil had made 147 predictions in 1990 and had
been 87% accurate on timing. He attributed the remaining gap partly to
predictions whose dates had not yet arrived.
Access: Nonprogrammers can now direct AI agents in ordinary language.
Cost and speed: Robbins said work that previously took three years and about
$3 million had been completed in less than a week for almost nothing. He
personally did not code and iterated the agents’ output about 15 times.

He contrasted management with creation. Constantly managing money, children,
or work can feel burdensome. Creating a business, opportunity, or smile feels
energizing. AI offers unprecedented creative leverage, so fear should not prevent
experimentation.

Robbins also cited long-run progress to counter pure pessimism. Over roughly 125
years, he said life expectancy had risen from 32 years to 73 in the United States and
83 in Australia. Global per-capita income had tripled, food costs had fallen
thirtyfold, and extreme poverty had declined from 80% of the world to 8%.

Hunger converts knowledge into performance

Robbins called hunger the pattern most likely to guarantee success. Intelligence
and knowledge do not ensure action. Many people know what to do and still avoid
it.

Hunger was not defined as a temporary desire to reach one goal. It was an
enduring drive to be, do, create, give, and love more. It raises standards and
reduces the attraction of easy exits.

He used an audience member’s 1,000-kilometer bicycle ride as an example. The
man had raised $72,000 in connection with suicide prevention after losing his father
and helping a friend avoid suicide. Robbins and Stephen offered another $28,000 to
bring the total to $100,000, provided the man promised to fly rather than ride the
bicycle again.

Robbins also invited him to the six-day Date With Destiny program in Palm Beach in
December. He offered a place in a coaching group afterward if the man wanted to
develop further suicide-prevention coaching skills.

The episode supported two points: strong reasons produce extraordinary effort,
and skill must accompany good intent when the stakes are high.



Active learning builds usable nervous-system
patterns

Robbins said conventional schooling trains people to sit quietly, avoid talking to
neighbors, and absorb information passively. Business rewards the opposite.
People must communicate, participate, and act.

His repeated requests for the audience to stand, shout, move, answer questions,
compete, and speak with strangers were not only entertainment. He described
them as ways to activate the nervous system.

Participants also worked in pairs. One person tried to influence the other while
feeling uncertain and dispassionate. The partner observed changes in eyes, face,
gestures, posture, and voice. They then practiced certainty and passion, identified
two or three physical differences, and deliberately repeated them.

The exercise showed that certainty and passion could be accessed “in a
heartbeat” by reproducing their physical pattern. Emotionally active learning was
meant to make later action more likely than passive agreement.

Focus habits determine whether achievement feels
fulfilling

Robbins identified three common focus dimensions:

What is present versus what is missing: Achievers often focus on the gap. This
supports improvement but prevents sustained happiness when used
continuously.
What can be controlled versus what cannot: Attention fixed on uncontrollable
problems creates overwhelm.
Past, present, or future: Achievers often live in the future. That supports
anticipation but can make them miss current life. Fixation on the past can be
especially limiting because it cannot be changed.

A person focused on what is missing, what cannot be controlled, and painful past
events is likely to feel angry, frustrated, sad, or depressed. Robbins said the answer
was not ignoring problems. People can inspect what is missing at chosen intervals
and then attack it. The problem is making deficiency the permanent lens.

He also made a broad claim that antidepressants merely numb people and do not
change the focus patterns behind depression. This was presented as his view
during the talk, not as a medical recommendation.



Relationship quality changes with energy and
attention

Robbins applied the state model to relationships. At the beginning of a romance,
people invest large amounts of energy in attention, service, play, attraction, and
care. Over time, the same people may still love each other but approach ordinary
requests with resentment or exhaustion.

His advice was simple: if a relationship seems near its end, treat the partner as
one would at the beginning. More attentive behavior changes the energy and can
change the relationship.

Two people who love each other and maintain strong energy are likely to
experience the relationship differently from the same pair under financial stress,
crowded schedules, family conflict, and exhaustion. In a low-energy “danger zone,”
people may say things their partners remember for 20 years.

The same principle applies to customers. Companies should fall in love with the
customer rather than the product. Products are replaced. Deep care for people
encourages the company to learn their needs and design better solutions. Robbins
called love the ultimate business solution because caring drives both strategy and
follow-through.

Being “stuck” often means negative experiences have
been stacked

Robbins closed with a model for emotional overreaction. A person may respond
intensely to one event because it has been mentally combined with every similar
disappointment. The current event feels like “again,” not merely “now.”

He described a former business partner who excluded him from an event, kept
advertising Robbins’ appearance, filled a stadium, and then told attendees that
Robbins had failed to show. Their contract required the partner to cover the tour’s
roughly $5 million cost if this happened. Robbins became enraged over the
reputational damage and mentally reviewed every prior instance in which he had
helped the partner or felt betrayed.

Although Robbins knew how to alter his posture and movement, his anger felt too
deeply accumulated for a quick physical reset. He then tried the opposite approach.
For four or five minutes, he vividly recalled unrelated moments of gratitude, joy,
and appreciation. He experienced them from a first-person perspective rather than
watching them at a distance. His mood shifted dramatically for the next few days.



Robbins connected this method to measurements associated with HeartMath. He
described heart and brain signals in frustration as jagged and out of sync. After two
minutes of recalling appreciative moments, he said the signals became coherent
and entered what he called a flow state.

His conclusion was that people who feel stuck may have stacked enough
negative memories to shape their biochemistry and block access to solutions.
Stacking genuine positive experiences can restore a more resourceful state.

Guided close — gratitude, positive memory, and
unfinished business

Participants selected one unresolved issue that normally produced stress of at least
seven, eight, nine, or 10 on a 10-point scale. The issue could concern a relationship,
children, finances, or another avoided responsibility.

Robbins then guided them through a sequence:

Put both hands over the heart and breathe deeply.
Appreciate the heart as an unearned gift that works about 100,000 times each
day.
Re-enter three specific moments of gratitude through sights, sounds, breath,
and bodily feeling.
Add moments of pride, love, friendship, excitement, humor, romance, and
sensuality.
Imagine future moments that carry the same emotions.
Continue stacking positive experiences until the body feels saturated with
them.
Return to the stressful issue and complete three prompts: “All I need to
remember,” “All I need to focus on,” and “All I really need to do.”

Robbins described gratitude as an antidote to fear and anger because a person
cannot fully occupy those states and deep gratitude simultaneously. Many
participants raised their hands when asked whether they now knew what the
unresolved situation required.

The closing claim was that the issue became easier to solve because participants
approached it from a unified peak state rather than a weak one.

Event offer and continuation



After Robbins left the stage, the event host promoted a package accessed through a
QR code on page 35 of the event workbook.

The host said participants in Limitless X and the “Freedom operating system” would
receive:

Two days connected with the Freedom operating system.
Four days of Unleash the Power Within Digital.
A free ticket to “Fortuna 27.”

The host also announced that Robbins would return the next year with other
speakers. The offer was presented as free to attendees who used the QR code,
although the exact eligibility language around Limitless X and the bundled program
was not fully clear in the recording.


