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The mind is ruled by the 5 house, with Mercury
influencing the thinking process called upon throug h
communication and information. The 9 ™ house is the
upgrading factor and affects people considering ach ieving betterment of themselves. Most
successful people | know have a good mix of these i nfluences. With Jupiter (Luck and
power) in the 3 " for contacts or 9 ™ for power deals, one usually attain positive resul tsin
these areas. Knowing the right planetary transition s, in lieu with your current power
planets and your natal chart, it is easy to obtain such success.

Over the years, | have come across
those great thinking minds and how
they use their wits to create wonderful

opportunities and success. I'm talking

about people ranging from ordinary
business people to community leaders.

One thing’s for sure: they are driven to

get to where they intend to be in life,
and will focus all they got to get there,

regardless of how difficult it might get

along the way. It is as if life spurs them

in that direction: they know they can do

it and off they go to pit their ability to

the test.

| was told of a start-up businessman who tried to d o business with a wealthy merchant in
his homeland. He made several appointments to meet up with this merchant but to no
avail. On several occasions, he was shunned away wi  th the excuse that the merchant was
too busy with his business or something or another had come up and did not have time to
spare. True, the merchant was very busy running aro  und to keep track of his business that
he had build through the years and hardly even have time to sit down for meals even!
Such was the nature of his business. Despite being rejected a meeting several times, the
businessman refused to call it quits.

After several more attempts to meet with this merch ant, the businessman stumbled upon

the fact that during certain evenings, the merchant would play golf (which was his
favourite sport), so he narrowed his efforts and ex plored for more details and location.
Upon obtaining this information, he went to sign up as member of the golf club and made

sure he would “bump” into the merchant at one of th e holes. Finally, he got his chance.



One evening, the businessman chanced the merchant m  issing the hole by some distance.
Deciding to take this opportunity, he rocked up tow ards the annoyed merchant. “Sir, | tried
to make contact with you for the past year but was told that you were always busy and
now | am lucky to meet you at our golf club.”

The merchant was annoyed with this intrusion and wi thout thinking, said to the
businessman, “If you can put the golf ball into the hole, | will make time to talk to you
about your so-called business.” The businessman pro ceeded to gallantly pick the golf ball
off the ground and went over to the hole and droppe d it in. The merchant admired the

business man ingenuity and immediately gave him the appointment. Just like that, they
were partners and in the course of time, made a for  tune through their partnership. Their
business grew in leaps and bounds and through this strange leap of fate, both men

succeeded in achieving such bountiful harvest becau se of the businessman'’s belief.

There was a polytechnic lecturer who wanted to vent  ure out into the business world and

try his luck in making it on his own. He had a wide range of experience in the public
announcement and projecting huge flat TV images. Of ten, he is called to set up these
system for speeches of dignitaries and passing out for certificates and diplomas for

students at the end of their courses. His experienc e ranged from working with important
events to national day interests. He was well verse  d in the high tech world and had deep
insight into handling such situations.

After several months of correspondence with an inte rnational company, he was presented
with the rare opportunity to witness the power of t heir high tech flat TV, which was
commercially used in front of large building for ad vertisements and other corporate
purposes. That meeting allowed him to meet with the higher ups in the company, and he
discussed his intention to become their agent, and represent their brand. With their
prestige and fortitude, making this a reality would set him up for life and this thought
urged him to fight for this deal.

There, he also met up with several engineers whom g  ave him the rundown of why their TV
monitors were the best. In comparison to other bran ds, theirs were always ready for show
at the request of their clients. For such quality, it was no surprise that such technology

would cost no less than five million! As the head e ngineer proceeded to further boast
about the unit, the lecturer intervened. “Instead o f showing me all this mind boggling

displays and digital movies... Show me the basic whit e, red, green and blue. | will be truly
grateful if | can see the quality in these alone.”

The engineers were won over by the integrity of the lecturer and granted his request. Upon
analysis, he was duly impressed by the luster of th ose colours and admitted them to be of
high quality. The engineers admired the lecturer fo  r being able to see the heart of the
situation so easily. That experience with the lectu rer was enough for them to whole-
heartedly recommend that the lecturer be their agen t for the business and be part of the
research group for new progressive technologies. Th is suggestion was naturally
accepted.
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