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Part I


Introduction

Persuasion happens everywhere in day-to-day life. It can be seen in how we interact with others, leaning in to persuade people to keep talking while ignoring them in hopes that they will be persuaded to go away. We persuade others to help by asking them and pleading our case, or we persuade people to do something through suggesting it.

What makes persuasion dark versus regular persuasion, and how does dark persuasion work? If you want to understand why dark persuasion is so manipulative, you must first understand what it entails, as well as how it differs from harmless persuasion. 

Defining Dark Persuasion

At its simplest, persuasion is the act of coaxing or influencing someone into doing or believing something that they did not do or believe prior. Think of asking someone to do something that would never have occurred to them before.

Perhaps you ask your partner to help you carry something because it is too heavy, and your partner has not yet offered help.

If your partner then decides to carry something for you, you have successfully persuaded them.

There is nothing inherently manipulative or wrong about doing this—you are simply asking for help and your partner obliges.  

Dark persuasion, then, adds a level of darkness. The propensity for darkness is the propensity to doing things for one’s own selfish interest with no regard of what it may or may not do to those around the manipulator.

They do not care if people get hurt, betrayed, or upset. The only thing that matters to people who have a propensity for darkness or dark psychology is that one’s own wants and needs are met. 

Taking those two definitions, of darkness and of persuasion, you can then infer that dark persuasion is the art of influencing people to act in a way that is primarily or only beneficial to the manipulator with no regard for those being manipulated.

Anything that the manipulator attempts to get from others is selfishly motivated. This selfishness, this darkness, is what makes dark persuasion so dangerous or harmful to others. 

Persuasion vs. Dark Persuasion 

If persuasion is acceptable, but dark persuasion is harmful, what is the real difference, you may ask. The difference lies in the intention. Persuasion, by and large, does not seek to inflict harm, and if anything, often seeks to better both the person doing the persuading and the person being persuaded. Oftentimes when trying to persuade someone, you are doing so because you believe it would be better, and this is from a good spot, seeking to benefit the other person as well. You are not trying to convince the other person to do something for your own benefit, and only your own benefit. 

Ultimately, the one-sided selfishness is what differentiates the two from each other. Persuasion is not necessary but can be, selfish, but dark persuasion always is.

Dark persuasion is almost always one-sided, though the other person may believe there is some sort of benefit to him or her as well. In contrast, persuasion often seeks to balance benefits of all involved, attempting to spread as much good as possible.

All parties involved in normal persuasion usually benefit in some way, shape, or form, but only the manipulator benefits in dark persuasion. Dark persuasion does not concern itself with morality, whereas persuasion does.

The dark persuader does not care about right or wrong, but the persuader does.


Chapter 1


What is Dark
 Psychology


Dark psychology, in particular, will look specifically at the psychology of people that have a very specific personality type.

In particular, we are looking at those who are Machiavellian, narcissistic, sadistic, and psychopathic. These people tend to be among the most dangerous that you can encounter, and they will have no qualms about using and abusing other people.

However, there is much to learn from this personality type—if you can come to understand this personality type and the tactics that are commonly used, you will be able to emulate them without the threat or harm that may otherwise go along with them.

In particular, this book will be looking at the behaviors of those with dark personality types. From there, the duration of the book will be spent studying the behavior of those specific personality types. 

Dark psychology assumes that when people behave in abusive manners, using techniques like manipulation and deception, it almost always has a reason.

We will look at those reasons and applications as well, learning what it is that makes these tools so attractive to monsters in human clothing that are willing to wield them.

You will see exactly why people behave in ways that are abusive or evil, how they come to the realization that they do that justifies the abuse in their minds, and how they are able to overcome the empathy and compassion that usually prevents people from behaving in such abusive manners.

We will look at several of the most commonly used techniques of the abusive personality types, and from there, we will spend time discussing how several of them can be used in a wider context, allowing for their usages during day-to-day interactions.

Instead of manipulating someone to abuse them, you can look into how to use the same skills to help persuade and guide people toward whatever they need to do.  

We will also look into how these particular tactics impact the person that is being subjected to them. Some of these techniques work through instilling feelings in other people, knowing that emotions are incredibly motivating.

Others work through accessing the unconscious mind, suggesting certain behaviors. Others still work through acts of deception. 

Understanding dark psychology will not only enable you to understand the actions of personality types such as the narcissist, the Machiavellian, and the psychopath but also be able to combat it.

You will be able to avoid falling for their tactics if you know what the tactics are. This means that learning to think like the darkest personality types is imperative—when you can think like them, you can identify them.

The History of Dark Psychology

Traditionally considered a field of applied psychology, dark psychology begins with the study of the dark triad or the study of manipulation.

Considering that dark personality types have existed as long as history can record, it comes as no surprise that those interested in understanding these dark types have been scattered across history as well. In particular, it is possible to find evidence of studies surrounding manipulation and abuse in nearly every culture around the world. Humans have always victimized other humans as long as they have been able to.

You can read in history books about how people used to take slaves, destroy other towns and villages, and steal. 

Ultimately, up until relatively recently in history, attempts to manipulate and control other people were common, but not particularly controlled or recorded. It happened on a regular basis, but without proper guidance and logging that allows for it to be tracked.

After all, even religious texts make reference to manipulation, such as referencing Eve being deceived by the snake. 

In proper psychology, there have been studies to determine how stimulations of any kind can change behaviors. These have studied aspects such as whether fear can be conditioned and learned, or whether adding certain situations or wording could convince people to act in certain ways. 

Perhaps one of the earliest records of controlling the behaviors of others comes in 1897 with Ivan Pavlov’s study of dogs and their behavior.

He learned that some of the behavior of dogs seems to be innate, such as salivating in response to food. He also learned that innate behaviors can be linked to other stimuli.

Instead of the dog salivating at food, for example, he conditioned the dogs to salivate to the sound of a bell through what was eventually called classical conditioning.

In classical conditioning, you are able to take unconditioned responses and cause them with unconditioned stimuli. The food is the unconditioned stimulus, and in response to seeing it, the dog will salivate in response.

That unconditioned stimulus gets paired with a conditioned stimulus, and in response over time, you will see that the unconditioned response occurs when exposed to the conditioned stimulus. 

The concept of classical conditioning was strongly supported by psychologist John Watson, who declared that he believed that classical conditioning was involved in all aspects of human development and psychology.

He pushed the point in 1920 in an experiment during which he conditioned a 9-month-old infant to fear anything white and fuzzy.

In particular, during this experiment, a child referred to as Little Albert was provided access to several white animals in a neutral setting. He was shown a rat, a rabbit, a monkey, and several other items.

At first, Little Albert was not afraid of any of them. He was unafraid of what he saw in front of him. Eventually, the white rat was presented, along with the sudden loud bang of a hammer on a steel bar just behind his head. While the rat itself was not disturbing to the child, the sound was, and he cried.

From 11 months on, he was exposed to the rat with the loud noise occurring once a week for seven weeks. Of course, the child cried each time.

After the seven weeks, all that researchers had to do to trigger the meltdown was to show him the rat in question. Upon seeing the rat, even without the noise, he would cry in fear and attempt to flee.

That was not all—Little Albert became phobic of anything that was white and fuzzy. Whether a white dog, a piece of cotton wool or even Santa Claus, the sight of something white and fuzzy was enough to send him into a panic.

While this behavioral response faded somewhat over time without reinforcement, it was still readily triggered by repeating the creation of the loud sound that went along with the rat. 

This becomes a foundation for many different forms of manipulation and influence. You will see this concept arise repeatedly when you look at neuro-linguistic programming, during which you will see what is called anchoring, a technique to trigger a certain behavior with a specific emotional response.

It can also be relevant in emotional manipulation as well.

After the discovery and conceptualization of classical conditioning, the concept of operant conditioning arose as well.

Particularly in 1936, B.F Skinner came up with the concept, drawing heavily from Thorndike’s 1898 Law of Effect, which posited that anything with a positive consequence is likely to be repeated, while anything with a negative consequence is going to be avoided.

For example, if a child is given a piece of candy after cleaning up his mess, the child is going to be more inclined to pick up the toys in the future, thanks to the positive effect.

Conversely, if the child yells at someone and then gets a negative consequence, such as having to go to their room, they are not as likely to repeat it.

This concept was reiterated within Skinner’s theory, and he added to it a new concept—reinforcement. Skinner asserted that if a behavior is reinforced, meaning that it is rewarded, it will be repeated or strengthened.

The person is likely to repeat those behaviors that are reinforced because they had a good result. However, when reinforcement does not occur, that behavior is going to be weakened or extinguished. 

In 1948, Skinner reiterated these concepts with experiments. He created what he called a “Skinner Box” which was a box in which an animal had access to a lever, a speaker, and two signal lights. There was also an electrical grid on the bottom that would generate a shock.

The animals were shocked when they pressed the lever with a specific light illuminated, but when they used the lever with the other light illuminated, they were rewarded with a piece of food.

Through this experiment, it was shown that there are three types of responses that will follow a behavior: Neutral operands, during which the environment neither encourages nor discourages the repetition of behavior, reinforcers, which drive the individual to repeat the behavior and punishers, which discourage the repetition. 

You will see this concept when looking at techniques such as intermittent reinforcement, during which a manipulator will give positive reinforcement only sometimes.

As you can see, much of behaviorism becomes incredibly relevant to the study of dark psychology. 

The 1960s came with Albert Bandura, another prominent behaviorist, acknowledging and agreeing with classical and operant conditioning while also adding two distinct and important ideas.

He asserted that there are processes between the stimuli exposed to and responses and that behavior is a learned concept that develops via observational learning.

In particular, Bandura presented an experiment known as the Bobo doll experiment in 1961. He argued that children, in particular, will pay attention to the behaviors or their models—people that they are surrounded by—and they will imitate the behaviors that they were exposed to.

Think of how a toddler may yell out something embarrassing in public, not realizing that it is embarrassing because he has heard it from his parents: This is the perfect example. 

In Bandura’s experiment, he exposed children between the ages of 3 and 6 to violent behaviors toward a doll. First, children were studied to see how aggressive they were as a baseline.

They were then sorted into groups of similar temperaments, in which some were shown an aggressive role model, some were shown a non-aggressive role model, and some were given no role model.

The aggressive role model was aggressive toward a Bobo doll—they were given a hammer to beat the doll with and threw the doll around while yelling, “Pow, boom!”

The non-aggressive model saw a model ignoring the doll and playing with another toy quietly. 

The children were then offered access to several other toys, which a researcher told them were the best toys of all. Their behaviors were then recorded. Children who had been exposed to the aggressive behaviors tended to behave aggressively toward the Bobo doll that they had access to.

This shows us that children learn behaviors through observation—social behavior is learned and influenced heavily based upon model, becoming the basis for the Social Learning Theory. 

This is further supported in several of the tactics used in dark psychology as well. People are more readily persuaded by people similar to them, much like how the children are more likely to mimic people similar to them.

People are also more likely to mimic others in unfamiliar settings as well, which is displayed in tactics such as persuasion. 

As you continue to read through this book, you will find that much of the concepts that are innately used by the manipulators that are being studied involve many of the concepts of behaviorism. It becomes recurring, and in a way, it makes sense: Behaviorism is a study of how people act and how the environment influences behavior.

Dark psychology seeks to control and change the behaviors of other people. As you continue to read, keep these key processes in mind as they will be quite relevant. 


Chapter 2

Techniques

Now that you have a suitable baseline for understanding dark psychology's nature and practice, remembering that practice is at the core of dark psychology's nature, that it exists to be used more than studied, you are ready to start learning about the tools employed by dark psychology practitioners the world over.

You will additionally remember that, while the terms “tools,” “techniques,” and “methods” will be used interchangeably throughout, it is best to think of these sub-crafts of dark psychology as first and foremost tools, because tools, again, are objects meant to be used.

If it helps, imagine dark psychology as a kind of carpentry, wherein you use these tools to build something. In the case of dark psychology, instead of a house or a table, that something the dark psychology practitioner is building is a subservient or otherwise personally beneficial social relationship-based like a house is based on a concrete foundation, on his or her target's (manipulated) desires.


MANIPULATION


In many ways, beyond containing within its deception, manipulation hints at and implies the existence of the other tools of dark psychology. In many ways, dark psychology is ultimately a method for better manipulation. 

If you google “dark psychology” and click through the first few articles, you will see immediately that almost every source on dark psychology uses manipulation several to many times, and that in most cases it is a subheading within the article, or even in the subtitle to the article itself!

This illustrates how significant manipulation is too dark psychology and how broadly the two are connected. In fact, as was hinted at above, manipulation could itself be split into several subcategories. Obviously, one would be deception, which was already covered.

Otherwise, their Machiavellianism, reverse psychology, semantics, all of which could be described to some extent or another as kinds of covert-aggression. 

All forms of manipulation could be described as covert-aggression because manipulation is inherently an aggressive social tactic. The proof of this is in the word "aggression" itself. Forms of aggression are, at their core, about exerting power over another person or animal. If a driver shouts aggressively at another car to "MOVE!" or because that driver of that other car cut him or her off, that driver is aggressive because he or she wants his or her will to take precedence over the other driver's will. He or she shouts "MOVE!" because he or she wants the other driver to move, in other words, and manipulation functions the same way.

Unlike other forms of aggression, though, it has a secondary aim: avoid the detection. 

This also speaks to the dark or sinister core of manipulation; it is always about power, and power is always, on some levels, angry and forceful.

This is as true for semantic manipulation, a technique that can seem not just easy-going but even agreeable, as it is for Machiavellianism, a worldview named for a famously cynical and power-hungry author and politician.

To slow it down so as not to miss anything, we will unpack the concept of semantic manipulation.

Chances are, you have experienced this method of manipulation in your life several times. It is, stated simply when a person insists that he or she understands words to mean something other than what they normally mean as a means of re-framing and controlling social interactions.

Say, for example, a couple has a conversation where one, a man, tells his partner, a woman, that he really doesn't think very highly of her mother. Perhaps this was already an attempt at dark persuasion, which is coming up next, but perhaps not. Either way, the woman, understandably, gets upset with him for saying such a cruel thing out of nowhere.

His response to her anger, however, disarms her immediately. He, calmly, tells her he didn't mean it negatively. "Thinking highly," he explains, means to him thinking that a person is imposing and scary.

By "not thinking highly" of her mother, he meant that he saw her as a friendly and welcoming person with whom he could speak openly. In response, if he is successful, his partner becomes immediately less angry, believing herself to have misinterpreted his words.

You can see how this can be useful on a basic level but also consider how, applied repeatedly, it creates a pattern wherein the practitioner is free from all criticism and looked at as a flawless, golden kind of person.

This desire, to be viewed as flawless or golden, is ultimately about getting others to put all of their trust into you, which could be considered an attribute common to a Machiavellian worldview. As was said above, Machiavellianism's namesake was a famously cynical politician and writer. He is famous for writing the cynical statecraft how-to guide The Prince, a book where he breaks down the necessity of building loyalty by being seen to be perfect, and he coined the phrase, “The ends justify the means.”

This phrase gets at the core of the logic manipulation employs to function. Ultimately, manipulation is about using social tactics (means) cynically and knowingly, no matter how underhanded, to improve your social station (ends).

As you can see, deception is all-over the above methods. It is fundamental to most practices of manipulation. However, it is important to note, that deception is not synonymous with telling lies. In fact, telling lies is just one subcategory of deception, which contains all manners of withholding, skewing or twisting of the truth along with the outright telling of falsehoods.

This distinction is important because in many instances telling lies is nor the most efficient neither the most useful form of deception. Lies are often easier to detect and harder to pass-off than forms of deception that meld the truth with lies, or that function only as an absence of truth.  

You probably have a passing understanding of reverse psychology, namely that it is telling a person to do one thing, so they do another. Well, it does run deeper than that, which seems to imply that people make decisions on a binary.

This is not the case normally. One of the most brilliant things about reverse psychology is that, when deployed correctly, it is, itself, the impetus for limiting another's thought to a "yes or no" question. Say a skilled dark psychology practitioner decides he or she wants his or her friend to come along to the beach, but he or she knows that that friend hates going outside.

In order to make that friend come along, he or she says, as if a normal statement, "You probably don't want to go. You're not really into fun like that.” In that scenario, the dark psychologist is using reverse psychology, clearly, but what he or she is also doing is turning the question of whether or not to go to the beach into a question of whether or not that friend is fun. So, of course, the friend decides to go to the beach! 

Hopefully, you're starting to get a picture of the varieties and permutations of manipulation as they function on people in the world. From the above, you should also get the idea that, while there are distinct words for different kinds of manipulation, ultimately, they blend together and can be used in tandem with one another.

There is no reason why an attempt at semantic manipulation can't be employed along with reverse psychology, perhaps as a means of framing the yes/no dichotomy through which the target of the manipulation is meant to think. Likewise, it is impossible to imagine Machiavellianism without covert-aggression, and fairly difficult to imagine the reverse.

That is all to say that manipulation is ultimately a fluid thing, as you will see with the rest of the tools laid out in this chapter and, admittedly, with most ideas you engage with every day. Although these things are "dark," they function like anything else. Taken in reality, in their actual use, these concepts all blend together.

PERSUASION

A note before diving into the skillset known as persuasion – persuasion, in fact, exists in two varieties. There is, on the one hand, regular everyday persuasiveness. This is the persuasion people are talking about when they, for instance, reference persuasive writing techniques. It can also contain the social pressure of the ethically or morally-minded variety. On the other hand, though, and more in line with the topic of this book, is dark persuasion.

This is the kind of persuasion that has more to do with personal gain than ethics or morality, the kind of persuasion that has no scruples about negatively affecting people's lives. It is the persuasiveness of con men, corrupt politicians, and amoral attorneys. All groups of people who are, you guessed it, routinely practitioners of dark psychology. 

As was said above, manipulation can be viewed in a sense as a partial umbrella term for all of dark psychology. This is true, but in another sense, dark persuasion can itself be viewed as an umbrella term for all of dark psychology, which would mean that manipulation is itself contained in it.

How, you ask, can manipulation and persuasion both contain each other? The answer, of course, is that categorizations are contingent and incomplete things a lot of the time. This ambiguity, however, is productive for the practitioner of dark psychology.

Think back to the introduction, where the link between the power of the world and dark psychology was laid out. You will recall that knowledge of dark psychology has remained for elite eyes only – that is to say, obscured to your average person – for most of its history.

Well, this ambiguity or confusion surrounding terms speaks to that secret history, where practice and not scholarly taxonomies or categorizations determined the shape of the world of dark psychology. Because it is shaped like this now, it is important to not smooth over the complexities it presents too much, lest you miss out on fully grasping, and perhaps taking part in, dark psychology. 

That being said, look at dark persuasion and ask yourself how it could differ from manipulation. To start, persuasion, even of the dark variety, is much less aggressive than manipulation.

This is not to say that it is wholly nonaggressive, because, as was said before, dark psychology is an inherently aggressive style of engaging with the social world. However, dark persuasion's aggressiveness is by and large, more deeply concealed than manipulation's aggressiveness. 

This is because of a simple, but also fundamental, the difference in tactic. Persuasion could be considered a better first step in trying to bend the will of another person than manipulation, because it is more subtle, and even in the unlikely event of detection it can be passed off as socially acceptable behavior. 

How does dark persuasion work, though? In order to answer that, first, look at the fundamentals of dark psychology. What is it? It is an intensely intimate method of control predicated on the subconscious of another person.

With manipulation, there are shortcuts to accessing the subconscious of another person based on the basic nature of the human psyche. People are generally, even overwhelmingly, susceptible to at least some methods of manipulation, and those methods work even if you know very little about the person on which you are trying to use them.

This is not so with dark persuasion. Dark persuasion, instead, is predicated on a certain kind of dark intimacy with your target. You have to know and understand his or her drives, interests, and dislikes.

The more you know, the more effective the persuasion of your subject will be. In dark persuasion, unlike in manipulation, the dark psychology practitioner comes to understand the mind of the target in an old-fashioned way, by way of study, observation, and time spent around the target. 

Note the term dark intimacy used above. It will come back later. For the time being, however, it warrants some unpacking. How, exactly, does dark intimacy differ from regular intimacy? The answer, as always, lies in intent. For the average person, intimacy is an end in itself.

When the average person is emotionally intimate with another person, he or she feels seen, heard, appreciated, and generally good. Emotional intimacy is the bedrock upon which normal relationships, be they platonic, romantic, sexual, or familial, are based. None of this is the case in the dark psychology worldview, though. When you practice dark psychology, social relationships, no matter their type, are never an end in and of themselves.

They are always a means to an end. It is a necessary component of the dark psychology methodology of control.  

Therefore, intimacy in the context of dark psychology, what you would call dark intimacy, could not be further from its normal, not dark counterpart. It can take many forms.

Dark intimacy may be based solely on the study of its target's inner workings. From Freud, we have the insight that, with enough observation and study, the subconscious of any person can become legible to others. Freud didn't have control of the other in mind, but the principle remains the same.

That is to say; dark intimacy does not necessarily imply a real relationship of any kind. That being said, it can. Another form of dark intimacy, darker still than that dark clinical intimacy, is dark intimacy developed the old-fashioned way.

It comes from entering into a relationship with another person and feigning normalcy, pretending that you are in the relationship for all the normal reasons, while secretly maintaining that relationship for self-interested, anti-social ends.

This is a very potent set up for practicing dark persuasion. Only after you have established what the other person perceives as real, mutual trust will you be able to enact your dark persuasion, but it will be very effective.

Once you understand the target of your dark persuasion inside and out by way of dark intimacy, you can begin.  

You already know the importance of deception to all practices of dark psychology. It comes out in full force here, because what underpins the differences between dark and regular persuasion is that, unlike regular persuasion, dark persuasion has no fidelity to the truth or the world.

It has fidelity only to success in persuading its target and to the whims and wishes of the person deploying it. So, once you, the dark psychology practitioner, have developed a suitably intimate, which is to say close, understanding of your target, such that you understand as many of his or her wishes, insecurities, drives, and desires as you can, you deploy persuasion techniques as needed without any heed to the truth.

If your target wants to be beautiful, and you want your target to make a large purchase on your behalf, for instance, you may be able to find a way to convince him or her that he or she will be more physically attracted to you if he or she makes that purchase for you. When you are practicing dark persuasion, it does not matter if this could not be further from the truth. Even if you knew that never in a million years, would you find that target physically attractive? 

These are the fundamental attributes of persuasion, or, more specifically, dark persuasion. The detour into dark intimacy was necessary, because without dark intimacy of some kind or another dark persuasion simply cannot work.

Unlike manipulation, which has a higher success rate on strangers, dark persuasion must be predicated on some knowledge of the target's inner workings, or at the very least in-depth knowledge of how and what most people desire. 


Chapter 3

The Art Of Persuasion

The power of persuasion means nothing more than using mental abilities to form words and feelings used to convince other people to do things they may or may not want to do.

Some people are better able to persuade than other people. And some people are easier to persuade then other people.

The ease of persuading other people is directly tied to their current mental or emotional state. Someone who is lonely or tired is easier to persuade, simply because their defenses are lowered. Someone who is momentarily needy may be easier to persuade than someone who has a strong sense of self-worth.

People who are at a low point in their lives are easy prey for others who might try to persuade them to do something they might not usually do.

The first step in persuasion involves the idea of reciprocating. If a person does something nice for someone else, then the receiving person usually feels the need to do something good in return.

If someone helps their elderly neighbor carry in groceries from the car, that neighbor might feel obligated to bake homemade cookies for that person. A coworker who helps complete a project is more likely to receive assistance when it is needed. Many people do nice things for others all the time without expecting anything in return.

The person who does nice things for people and then mentions some little favor that can be done in return may be someone to watch closely.

Nonprofit organizations use this tactic to gain more contributions to their causes. They will often send some little trinket or gift to prompt people to donate larger sums of money, or even just to donate where they might not have originally.

The idea behind this is that the person opening the letter has received a little gift for no reason, so they might feel obligated to give something in return.

Some people are automatically tempted to follow authority. People in positions of authority can command blind respect to their authority simply by acting a certain way or putting on a uniform.

The problem with this is that authority figures or those that look like authority figures, can cause some people to do extraordinary things they would not normally do had a person in a position of authority not been the one asking. And it is not simply held to people in uniform. People who carry themselves a certain way or speak a certain way can give the impression that they are something they are not.

For someone or something to be considered a credible authority, it must be familiar and people must have trust in the person or organization. Someone who knows all there is to know about a subject is considered an expert and is more likely to be trusted than someone who has limited knowledge of the subject. But the information must also make sense to the people hearing it.

If there is not some semblance of accuracy and intelligence, then the authority figure loses credibility. Even the person who is acknowledged as an expert will lack persuasive abilities if they are seen as not being trustworthy.

The worst part of the power that goes along with persuasion is that things that are scarce or hard to get are seen as much more valuable. People value diamonds because they are expensive and beautiful.

If they were merely pretty stones, they would not be as interesting. Inconsistent rewards are a lot more interesting than consistent rewards. If a cookie falls every time a person rings a bell, then they are less likely to spend a lot of time ringing the bell because they know the cookie reward will always appear.

If, however, the cookie only appears sometimes, people will spend much more time ringing the bell just in case this is the time the cookie will fall.

There are ways to improve the power of persuasion. Just like any other trait, it can be made stronger by following a few strategies and by regular practice.

Persuasion is a powerful tool in the game of life. Persuasive people know that they have an amazing power, and they know how to use it correctly. They know how to listen and really hear what other people have to say. They are very good at making a connection with other people, and this makes them seem even more honest and friendly.

They make others feel that they are knowledgeable and can offer a certain sense of satisfaction. They also know when to momentarily retreat and regroup. They are not pushy. They are persuasive.

Did you know that your body speaks more eloquently than words? Body language is at work constantly whether you are aware of it or not.

When you want to master the art of persuasion, you need not only understand (and read accurately) body language, but also learn to use it to drive your point home. 

Body language is a mix of hand and facial gestures, posture and overall appearance.

Using these to your advantage you can get people to do what you want without them realizing that you are actually controlling the outcome of the discussion. 

Why people are persuasive 

What makes a person convincing? Why are they persuasive, and you aren’t? This is the answer we’re going to pursue in this e-book, but I’m telling you now, there is no single, short answer to that question. 

What makes this persuasive influence so difficult to pin down and elusive is precisely this almost mosaic quality it has. It’s the result, the perfect merger of several important aspects that you wouldn’t normally attribute to such an influence. 

These aspects of their being don’t only affect them, but affect us, as well. That’s the fascination around it. It’s all psychological, it’s an overwhelming and sometimes unintentional psychological influence on the people around them.

Confidence is the absolute most important aspect when it comes to persuasion. There’s no doubt it’s been scientifically proven that it’s easier to persuade people when you’re confident. That’s because it’s just assumed you’re an authority on the topic and they’ll listen to you, because they have no knowledge or experience, but you seem to have both. 

It’s also crucial to understand that humans are doubtful creatures. We’re not very confident and we don’t really believe in our own abilities or even experience, so when someone comes along and appears to be confident and to know more, we follow them like a herd of dim sheep. 

Persuasion is just as much about the impression you leave upon people as it is about your actual skill. Like many other times in life, appearances are more “real” than actual reality, because it’s all other people will ever know about you. It doesn’t matter if deep inside, you’re insecure or you don’t really think you know what you’re doing. 

On the outside, you’re this dazzling, confident creature that can persuade anyone into anything because you’ve mastered all the important contributing factors: confidence, eye contact, body language, manner of speaking, tone, facial expressions, as well as your general demeanor.

Confidence

How do you think so many scammers make a living? No, that sketchy guy selling you snake oil isn’t really a doctor, but he speaks like he is one, so people believe him and throw money at him, genuinely believing he will solve their problems.

Now, I’m not advocating that you try to trick people, but I am telling you that you need to work on your confidence. You’ll notice that every single person you find convincing has some sort of authoritative stance. It’s like their presence demands attention and respect. 

Eye contact

Eye contact is a classic, natural display of dominance. It’s a technique that’s even present in the animal kingdom, and if a lion doesn’t intimidate you, I don’t know who can. It’s true that the goal isn’t to intimidate? Eye contact can do that very effectively. 

Body language

Do you know how often people underestimate body language, or just ignore it outright? I don’t know why, because body language is an amazing tool for persuasion. People are always advised to display open body language, like facing your audience, making sure not to keep your arms crossed against your chest, keep your palms open, and all sorts of little tips that we’ll discuss at length later. 

What you maybe haven’t heard is that in order to be effectively persuasive, you also need to take note of and use the body language of the person you’re talking to. 

Manner of speaking

Your choice of words is overwhelmingly important when attempting to convince someone, because it must be very deliberate. There’s a clear strategy behind verbal persuasion, and it relies on appealing to the person’s emotions. 

The way you speak and what you say are both equally important, because even though your message may be perfect, if the delivery is lacking, it won’t do much good. We’ve already established that speaking with authority is half the battle, but you also have to speak the right words, in order to win it. 

Tone

Continuing on the idea that the way you say things is vastly important, let’s talk about tone and why it matters. In fact, I lied when I said tone and message are equally important: tone weighs much more on a person’s impression. 

If someone has a very somber voice, a serious, measured tone, and an equally severe facial expression, it almost doesn’t matter what they’re saying – you’re going to assume it’s grave and important; the actual words or what they mean matters less. A joke told with a serious tone isn’t funny at all. 

Facial expressions

Facial expression goes hand in hand with body language and eye contact and is similarly important to tonality. Creating the impression that you mean what you say involves your face, because it will be the very first to betray you or, on the contrary, help you enforce your message. 

General demeanor

Now, a lot of different aspects of your being can fall under “demeanor”. In a way, it’s a sum of everything we’ve discussed so far – body language, facial expression, tone, etc. General demeanor is actually one of the main things you need to master and it has one major rule: mirror the demeanor of the person you’re trying to persuade. 

What you can obtain through persuasion 

Persuasion is a very powerful and very valuable skill that not everyone has, but that everyone should have. It comes in handy throughout your life in virtually any aspect of your existence, from sweet-talking your way into free movie tickets to convincing your boss you deserve a raise. 

Your relationship with your spouse 

Far from being unfair or manipulative, having the ability to convince your significant other can actually improve your relationship because you have fewer fights about your disagreements and lack of compromise. Now you can use all that extra time and energy implementing your superior decisions.

Your relationship with your kids 

Having the persuasion skills and indisputable power and authority to convince your kids to actually do what you tell them to is as close to magic as you can possibly get. If you don’t believe me, try it!

Your relationship with your friends 

We all have that one friend who always makes terrible life choices and no one can get through to them and steer them towards the right path…except you, that is. If you have influence and persuasion skills, don’t keep them for yourself. Use them for good, not evil. 

Get paid what you deserve 

Negotiating absolutely falls under persuasion, so really, absolutely everyone should have this skill. No matter if you’re haggling at the market or discussing a higher salary, you need to have the ability to convince your ‘opponent’ that you deserve this and you should have it.

It’s mostly applicable in the workplace, where – let’s be real – no boss will ever willingly part with their money and hand it over to you. So, it’s your job to convince them to do it. You’ve earned it, you deserve it, and it’s rightfully yours. You have to ask for it, but you have to know how, and persuasive skills help with that. 

Earn the trust and respect of your boss 

You can accomplish that by becoming their go-to person. Offer your bright ideas, come up with solutions to problems the company is facing, persuade them to implement your suggestions and that they’re the contribution the company needs right now. In time, you will reap the rewards when your boss comes to consult with your first. 

Be a good leader to your colleagues 

Obviously, your persuasive abilities will prove to be invaluable to a position like this if you want people to respect you, your work, and your ideas. It should be obvious for everyone that your way is the right way and there will be minimal dissent if you have the necessary influence over them.

Get out of paying tickets 

Legally, a ticket is a mandatory consequence of breaking the law in some way, by speeding, failing to wear your seatbelt, talking on your cell while driving, etc. Practically, however…a ticket can be a negotiation, as long as you have the necessary skills. 

Get into coveted clubs or restaurants 

If you’re persuasive enough, you can influence any menial gatekeeper and convince them to just let you through without needing to jump through fiery hoops or grease the well-meaning palms of anyone. Talk about some sweet perks!

Get important information

If you can talk the talk well enough, you can basically convince anyone to tell you anything. Gossip from your friend, preferred customer sales dates from sales attendants, where they keep the extra free peanuts from the flight attendant…you get the idea. Sweet talk yourself into perks and valuable info.

How to Persuade People

The ability to influence someone during a conversation and make a decision is necessary in order to become one of the most important people in the world today. This ability is useful in business negotiations, and in everyday life.

In general, the impact on people is not so obvious. The basic idea is that people’s behavior is often guided by their subconscious simple desires. And to achieve your goals, you need to understand the simple desires of people, and then make your interlocutor passionately wish for something.

It should be noted that in order to influence people you should NOT try to impose or force them to make a hasty decision. It may seem incredible, but the person that wants to reach a mutually beneficial cooperation becomes a huge advantage compared to those that are trying to impose something on others.

If you are willing to put yourself in the shoes of another person from whom you want to get something and understand his/her thoughts, then you do not have to worry about your relationship with the person.

The secret lies in the ability to help the self-affirmation of the interlocutor. It is necessary to make sure that your companion looks decent in his own eyes. First things first, there are six basic principles that will absolutely affect any of your interlocutors.

To achieve their goals, people often use the influence of psychology, which helps to manipulate man.

Even in ancient times it can be seen that priests ruled the people, instilling in them that religion is harsh, and everyone will be punished if they cannot follow the established rules and practices. Psychological influence strongly acts on the subconscious, causing the victim being influenced to be led by a skilled manipulator.

If you want to succeed and learn how to manage people, these words of the great American entrepreneur should be your credo. You will grow your personality only when you are in close cooperation with the community.

From childhood we develop the basic patterns of behavior and outlook, produced by the long historical, biological and mental development of humankind.

In order to have influence and control over another person, it is required that you know their personality and behavioral traits. Most importantly, learn how to use this knowledge to master the specific methods and techniques of influence and control the behavior of the other, on the basis of his outlook, character, personality type and other important psychological features.

If you want to learn how to manage people, secret techniques in this article will let you know not only the theoretical aspect of the question but also allow the use of this knowledge in real life.

To help people to look beyond the limits of consciousness, professionals use a variety of methods and techniques. One of the most effective of these is hypnosis.

This method of direct influence on the psyche, whose essence consists of the introduction of human narrowed state of consciousness, makes it is easy to control someone else's suggestion and management.

The ability to manage people, primarily, is to combine the knowledge of human psychology and their personal characteristics. They help to change their own behavior so that this change will cause the desired reaction in others.

Try to be more observant while communicating; it will help you better understand the individual psychological characteristics of the interlocutor. Based on this knowledge, try using the following methods and techniques that will help you manage people correctly and efficiently.

To learn how to manipulate people, you must know how it feels to be on both sides. After all, you need to understand the feelings and emotions experienced by each side. This section of the learning process will be much more efficient!

Just focus on the moral side of the issue. If you are ashamed to receive from people that are important to you, you do not accept selfish purposes - better close and do not hurt their highly moral consciousness of the information received.


Chapter 4

Psychology Of Manipulation

Attila the Hun is a well-known name in history and is viewed as a barbaric ruler. Coming from a land of nomads, he became their leader and learned to be as ruthless as the hostile empires that surrounded him. His life as a nomad made it easier for him to conquer life as a vast nomadic general.

He ruled over the Hunnic empire and had a sense of control over Germany, Poland, parts of Russia and Hungary. He set a goal, pummeled through Europe and Asia, and almost conquered the Empire of Rome. Attila was determined to make a way for himself in the world.

He and his armies moved across Europe and Asia, pushing across the borders and harassing the Romans. Most of the battles set against the Romans left the Romans badly defeated, and they paid large sums of gold in tribute to Attila and his empire, which was slowly conquering theirs.

The only way that he was defeated was through a combination of armies from Rome and the Visigoths. This was the only way to stop his destruction and to keep control of their lands. 

This man was a great general who accomplished great things. However, he was also a narcissist. He was known for his temper and his rages. He was often jealous, had a huge ego, and lacked empathy. He knew what he wanted and went out and took it, no matter the risk or the cost.

Attila the Hun was often known as the Scourge of God, and the destruction and wake that he left behind were what made other people fear him, which caused them to do their bidding. Such as the Roman Empire when they payed him tithes.

Dark Manipulation, otherwise known as psychological manipulation, is a form of social influence that aims to change how someone behaves or perceives others through indirect, deceptive, and/or underhanded tactics.

The manipulator uses these tactics to advance their own interests at another’s expense. The methods that they use can be viewed as devious and exploitative. 

Now, social influence is not always dark and negative. It depends on the manipulator’s agenda and how they use their tactics. 

What kind of outcome do they want to have? For instance, people have often used interventions, with emotional manipulation, to help their loved ones change from their bad habits or behaviors.

When social influence is harmless, the person has a right to choose what they are being offered or reject it. They are not forced into making a certain decision.

If this is not the case, then it is dark manipulation, and the person is using their interests as an advantage to gain something from the other person. 

Some of the things that motivate manipulators are: 

1.​
The need to feel in control due to a feeling of powerlessness in their lives.

2.​
The need to feel a sense of power or authority over others and to lift their self-esteem.

3.​
The need to fulfill a sense of boredom. Often manipulators consider hurting others as a type of game.

4.​
Sometimes the manipulator is not consciously aware of what they are doing. They often feel like their own emotions are invalid, and they forecast those emotions onto others, i.e., trying to justify their fear of commitment.

5.​
Having a hidden agenda that can be criminal. This can include financial manipulation that is often used on the elderly or unprotected wealthy who have been often targeted to obtain their financial assets.

George K. Simon, a psychologist and author, states that the role of the manipulator plays a huge role in being successful in the art of dark manipulation. There are three things that the manipulator must be aware of and know: 

1.​
How to conceal their aggressive intentions and behaviors and how to be sweet and pleasant to get what you want, i.e., buttering someone up.

2.​
Know their victims’ vulnerabilities. This will allow the manipulator to know what tactics would be more effective.

3.​
Having no moral qualms about being ruthless, as well as not caring if you hurt the victim in some way. The end is justifying the means, as the saying goes.

The Dark Triad

Personality Vulnerabilities  

Manipulation predators or dark manipulators use many techniques to control their victims. They look for a certain type of people with certain types of personalities.

Those types of personalities that are often prey to manipulators are those with low or no self-esteem, those who are easy to please, those with low or no self-confidence, who have no sense of assertiveness and are very naïve. 

Let’s explain these personality traits in more detail:

•​
Those who are naïve find it virtually impossible to accept the fact that particular people in their lives can be cunning, devious, and ruthless. They will constantly deny that they are being victimized.

•​
Those who are over-conscientious give the manipulator the benefit of the doubt, even if they know in the back of their mind, they are right. They are hoping they are not and take the blame.

•​
Those who have low self-confidence start to doubt themselves and what they are experiencing, they are not assertive and they easily defensive because they don’t want to make waves.

•​
Those who are emotionally dependent have a submissive and dependent personality. When the victim is more emotionally dependent, the manipulator has an easier time exploiting and manipulating them.

•​
Those who over-intellectualize want to believe the manipulator and try to understand their reason for harming others, especially the victim themselves.

Studies have indicated that the triad consists of a lot of undesirable behaviors, such as aggressiveness, impulsivity, and sexual opportunism. 

When people show signs of these characteristics, they are trying to get away with using others to get what they want. Each one of these personality traits can make life difficult for people, but all of these traits combined can be dangerous to anyone’s mental health.

Those who have any one of these personality traits show some of these behaviors: seeking out multiple sex partners, acting out aggressively to get what they want, having high or low self-esteem, and not viewing themselves highly.  Most of these traits are shown by men (Whitbourne, 2013). 

Knowing more about the dark triad will help you protect yourself from those who wish to manipulate you and use you to their advantage.

Research has been done to analyze the differences between all three personality traits within the triad. They have found that all three malevolent personalities.

However, psychopathy and Machiavellianism are more related because of their malicious behavior. Those who fall under the narcissist umbrella are very defensive and are surprisingly fragile.

Their arrogance and ego are just a cover for their feelings of inadequacy. Men are prone to psychopathic traits and behavior due to biological factors (testosterone), as well as social norms. 

It is important to note that people who have one of these three personality disorders are not trustworthy, are selfish, are not straightforward, are not kind, or modest, and they do not comply or compromise; which are all qualities that are not good for any type of relationship.

If you know someone that exuberates any of the dark triad traits, you might want to see if you are a victim of any of these techniques. 


Manipulation Techniques


Lying is one of the very first techniques that manipulators use. It is a technique that pathological liars or psychopaths use when they want to confuse their victims. If they are constantly lying to them, their victims will often be unaware of the truth.

Those who use this tactic have no moral or ethical apprehension about it. 

Telling half-truths or only telling part of a story is another tactic that can be used to manipulate someone. People like this will often keep things to themselves because it puts the victim at a disadvantage.

They can get what they want by waiting to tell them the rest of the story until their needs are met. 

Being around someone who has frequent mood swings can often make a person vulnerable to their manipulations. Not knowing what mood that person will be in, whether they will be happy, sad, or angry can be a very useful tactic for the manipulator.

It keeps the victim off balance and easy to manipulate because they will often do what the manipulator wants to keep them in a good mood. 

Another tactic that is often used by narcissists is known as love bombing. This doesn’t necessarily mean that you have to be in a relationship but can be used in a friendship as well. Those that use this tactic will charm the victim to death and have them believe that this is the best relationship or friendship that has ever happened to them.

They will use the victim for what they want, and then when they are done, they drop them and the victim has no idea what happened. 

A tactic that can be used in extreme cases by the manipulator is that of punishment. This makes the victim feel guilty for something they did wrong, even if they didn’t do anything at all.

Some of the punishments that they can inflict on their victims are consistent nagging, shouting, mental abuse, giving them the silent treatment, and even as bad as physical violence. 

Denial is often a tactic that is used when a manipulator feels pushed in a corner, and they feel like they will be exposed for the fake that they are. In this instance, they will manipulate the victim into believing that they are doing the very thing the manipulator is being accused of. 

Spinning the truth is a tactic often used by politicians. It is used to twist the facts to suit their needs or wants. Sociopaths use this technique to disguise their bad behavior and justify it to their victims. 

Minimizing is when a manipulator will play down their behavior and/or actions. They move the blame onto the victim for overreacting when their actions are harmful, and the person has a valid reason for feeling the way they do. 

It is often interesting when the manipulator pretends to become the victim. They do this to gain sympathy or compassion from their real victims. They do this so that their victims feel a sense of responsibility to help and end their suffering, especially if they feel that they are the cause of that person’s suffering. 

Another way that the manipulator can move the blame onto the victim is by targeting the victim and accusing them of wrongdoing. The victim will then start to defend themselves, while the manipulator hides their manipulation away from the victim.

This can be dangerous because the victim is so focused on defending themselves that they forget to notice what is right in front of them. 

Using the positive reinforcement tactic tricks the victim into thinking that they are getting something for helping the manipulator get what they want. This can be through purchasing them expensive presents, praising them, giving them money, constantly apologizing for their behavior, giving them lots of attention and all-around buttering them up. 

There are times when a person knows where they stand with someone. However, in any type of relationship, the manipulator might keep moving the goal just to confuse their victim because they thought that everyone was still on the same page. 

Another manipulation tactic that manipulators like to use is known as diversion. This tactic is commonly used to divert a certain conversation away from what the manipulator is doing. The new topic is created to get the victim to lose focus on what the manipulator is doing or trying to do. 

Sarcasm is a tactic that can be used to lower the self-esteem and confidence of a victim through embarrassment. The manipulator will use sarcasm – usually saying something about the victim- in front of other people. This gives the manipulator power over the victim because they just made them feel very small. 

Guilt trips are another tactic that a manipulator will use against their victim. In this instance, they will often tell their victims that they don’t care about them or love them; they will indicate that they are selfish and that their life is easy.

It keeps the victim confused and anxious because they want to please the manipulator by letting them know that they care about them and will do anything for them. 

Using flattery is the exact opposite of guilt-tripping. In this instance, the manipulator will use charm, praise or other types of flattery to gain the victim’s trust. They victim enjoys the compliments and lets their guard down. 

Another way that a manipulator will move the blame is to play the innocent card when the victim accuses them of their tactics. They will act shocked or show confusion at the accusation. The act of being surprised is convincing to the victim, and it makes them question their judgment and if what they are feeling is wrong. 

A dangerous tactic that a manipulator can use is that of extreme aggression. Rage and aggression are used to force the victim to submit. The anger and rage are a tactic that scares the victim to stop talking about the conversation. They pretty much want to help keep the manipulator’s anger in check. 

Isolation is another dangerous tactic used by manipulators. It is a control mechanism that is used by manipulators to keep their victims from their family, friends, and loved ones who can expose the manipulator for who they really are. The manipulator might know that their victim can be manipulated, but their friends and family can see right through them, and they are not done using their victim yet. 

And, one of the last tactics that manipulators, such as psychopaths and sociopaths use is that of fake love and empathy. These types of people do not know how to love others besides themselves and have a hard time loving others and showing empathy towards others.

They use this tactic to entangle themselves into their victims’ lives to extract what they want from them (Learning Mind, 2012). 

Remember that Dark Manipulation is a very dangerous thing and not something that anyone would want to be caught up in if they can help it.

Therefore, it is important to read this chapter to protect yourself against anyone who would try to take advantage of you and manipulate you to get what they want.

The more knowledge you have about these devious acts, the easier it is to protect yourself from it.


Chapter 5

The Art Of Manipulation

In this chapter, we will look briefly at the psychology of manipulation. This allows us to see where it might occur in our lives. It will also help you in identifying those who might attempt to manipulate you.

It is not only about people who like to dominate. If we don't know it is happening to us, might be encouraged to act in ways that are incongruous to our normal personality and behavior. Learn how commerce can persuade customers into buying their goods and services. Recognizing such methods will help in dealing with the power of persuasion.  

Later in this book, we will look at how to deal with various manipulative methods, even sometimes covert. First, you need to learn to recognize when you are being manipulated so you can counteract it. For this purpose, we will now look at what the experts say on how this sort of behavior can exist among us.  

Are you feeling manipulated? What then, in our everyday lives, do we need to be wary of?

Persuasive Language  

The idiom that every picture tells a story, is very true. Words can be so much more powerful as they inspire and encourage us, even to the point of manipulation. How many times have you been inspired by a good orator, whose daring speech motives you into action?

Words even influence when we are lost completely in a great book. The art of words can be so influential in coercing us to believe something, even when our eyes tell us differently.

Communication is a powerful tool, especially when it comes to making people do things.  

Six Theories on Psychological Manipulation 

1 Cognitive   

There are many well recognized psychological processes in theories regarding the art of persuasion. One of those is the Cognitive Response model, developed by Anthony Greenwald in 1968.

It is still relevant today for determining some factors in persuasion. It is also a model used extensively in the world of advertising.  

Greenwald suggested that:  

It is not the words of the message that determines the success of persuasion, but more the emotions of the receiver. The internal monologue of the one receiving the message will be deciding factor on how easy they are influenced. Such internal thoughts will include positive and negative aspects, according to the individual’s own personality.

This not a learning process, but more based on whether the person already views the message with favorable or unfavorable thought processes (cognitions).  

Overcoming any counter-arguments will rely on the expertise of the persuader. They should stop their target from having sufficient time to construct any counter-arguments. The persuader must encourage positive arguments to come to the forefront. This gives the "persuasion effect" a better chance of success.  

Persuasion can be more difficult if the intended target has been forewarned. It allows the target time to build their own counter-arguments, if the "message" is counter-intuitive to their present cognitions.

The importance in pre-warning can be seen in research conducted by Richard E. Petty, in 1977. The study showed that students given notice about a certain event were less likely to be persuaded that those who had no pre-warning. 

2 Reciprocity  

Another well-studied explanation for how we might be open to the power of persuasion is the Rule of Reciprocity. This is based on a principle related to social conventions.

If someone does you a favor, or does something good for you, then you are more likely to feel obliged to return the favor.  

The Rule of Reciprocity can also happen subconsciously. Without even realizing it, you may agree to an action or favor asked of you by the requester. All because at some point they had done something for you, and you feel in their debt.

You may feel obliged even if the request is something you would normally decline. It is an effect widely used by companies who are looking to make sales. Often companies give out free samples, or time-limited trials.

This is not without a motive. It is in the hope that the customer feels obliged to return the favor, and buy the product or continue with the agreement.  

Reciprocity is a recognized psychological process. It is an adaptive behavior which would have increased our chances of survival in the past. By helping others, it is likely that at some later point they will help you. Though, it can also have negative effects.

If someone does something bad to you, then you may be driven by the rules of reciprocity to exact your revenge.  

The Rule of Reciprocity is well supported by academic research. Burger et al (2009), suggested that a group of participants were more likely to agree to a request if the requester had previously done them a favor.  

3 Information Manipulation   

A powerful tool in the manipulator's armory. This is a method of being outright deceitful. It is a means of providing limited and confusing information to the victim. The effect of this will unbalance their way of thinking, making them vulnerable. It can also incorporate the use of intentional body language, to persuade and manipulate someone.  

A study by McCornack et al. (1992) showed the different ways a message can be falsified to assist in the manipulation process. McCornack's theory has a premise of four maxims, in a truthful statement. A breach of any of these will render the message as intentionally deceitful.  The four maxims are:  

Quantity  

This is the "amount" of information provided. Most of us seek to provide the right amount of information so that the receiver understands our message. Not too little, or too much, as that might confuse. A manipulator though would play with that quantity of information.

They may omit certain pieces they consider irrelevant. Most especially if it is likely to work against their argument. This is known as "lying by omission."  

Quality  

Refers to the "accuracy" of the information provided. Truthful communication is one of High Quality. If we were to violate this maxim, then the receiver hears intentional mistruths. This is "outright lying," to gain the manipulator power.  

Relation  

Here, we talk about the "relevance" of the information to the message. To confuse or sidestep an awkward question, the manipulator may go off topic. This is a way of changing the subject, for the sole purpose of misleading. It could be to hide their own weaknesses. Or even to over-emphasize on something that will give them more power over their listener.  

Manner  

The "presentation" of the message. An important aspect of this is body language. We read inflections and facial expressions as we listen. A manipulator may exaggerate these to mislead the presentation of the message. This is all in the aim to emphasize their own agenda.

Lying to manipulate or persuade someone is not a new concept. It is though, a method that is becoming particularly potent in the modern world. Online communication and social media do not always involve face-to-face contact.

This makes it easier to tell mistruths or exaggerate information. A manipulator may in their elements with such communications.    

4 Nudge  

Not all manipulation is sinister. Sometimes we may be manipulated to help us make the right decisions for our own good. To do this, the Nudge Theory is particularly useful. The Nudge Theory expands positive reinforcement, by using small nudges.  

Skinner's studies or behaviorism, show how useful this theory can be. With positive reinforcement, such as rewards, it can manipulate people into behaving in the manner that you are hoping to encourage.  

One example of "nudging" can be seen in this example. Adding exceptionally high-priced items on a menu may seem counterproductive. Yet, the result of this actually increased the sales of the second highest priced item.

The customers were given a "nudge" in the right direction, but for the benefit of the restauranteur.  

Richard Thaler, considered the father of the Nudge Theory, was awarded the Nobel Memorial Prize in Economic Sciences. His contribution to behavioral economics was considered quite momentous.

Nudge Theory gives positive reinforcement, or as Thaler described it, it gives "nudges."  

The Nudge Theory is not only effective in economics. It can be used to encourage behavioral changes and influencing personal choices. Even accepted social norms can be manipulated to changes, in this way.  

Nudging is so successful, that in 2010, the British Government set up a Department Behavioral Insights Team. This was to help develop policies. The department was referred to as the Nudge Unit.    

There can be obvious benefits of using "nudges" to influence people. It is still a form of psychological manipulation that can infringe on an individual's civil liberties.  

5. Social Manipulation  

This type of manipulation is also known as psychological manipulation. It is often a tool for politicians, or other groups of powerful people who are used to advancing their own interests. In its worst form, it is a means of social control.

By taking away individuality, it coerces the populace into accepting what is given to them. Though it can have a positive side when used to help with personal issues, such as improving health and wellbeing.  

Those in power who use social manipulation may use distractive techniques to deflect from important issues. They would argue that their proposals are for the benefit of the populace, and the benefit of your family and its future. Anything you think personally, that might be different, is wrong and selfish. This type of persuasion is very paternalistic, almost treating individuals as if they were all children.

This “system” will strive to make the crowds believe the things that have gone wrong are, in fact, their own fault. The only way to resolve the problem is to listen to the guidance of those who know better.  

Such a political strategy would bring to forefront one social problem, only to hide another. It is a tactic to cause social unrest and panic among the populace. By creating unease in society, the populace will begin to demand changes.

An example could be that the department wishes to hide the problems health care. So, they decrease the budget in crime prevention, causing crime statistics to rocket. The populace will receive information to coerce them into believing the best way forward for the crime problem.

The politicians will feed propaganda, by disseminating their own truths and facts. It may not always be true, or it may be information that is exaggerated, such as misuse of statistics.

This type of social manipulation could take years to get the end result that the manipulator requires.  

The use of psychological manipulation is all a part of social influence. Professor Preston Ni, Communication Studies, published an article in Psychology Today.

He indicates that one party recognizes another’s weaknesses. They deliberately set out to cause an imbalance of power. This enables them to exploit their victims, for their own agenda.  

Does this make us all social puppets? To some degree, it does. Most of us comply and conform to what is expected of us to avoid a society of chaos.  

Think for a moment, what is the latest gadget or home improvement product that you would like to buy? Is it something a friend told you about, or a neighbor owns?

Chances are it is something that someone else has, or you’ve read that it’s popular on the internet, and that makes you desire it. This is another side of social manipulation. We can be so easily swayed if we let our guard down.

Whether that is a good or bad thing, depends on how you personally view it.  

As mentioned earlier, not all social manipulation is a bad thing. it can have positive aspects. The word "manipulation" might conjure up thoughts of a villainous individual/s bending you to their will.

But, used correctly, social manipulation can help the populace, as a whole. Good examples of social manipulation are the "5 a day campaign." Health specialists attempt to convince us to eat more fruit and vegetables.

Or even the "stop smoking campaigns," which have resulted in reduced numbers of smokers. The result of which is a reduction in smoking-related diseases. This is coercion at its best.  

6 Gaslighting   

This is perhaps the cruelest form of manipulation. It is a means of casting into doubt on the sanity and self-esteem of a person. You could say it is sowing the seeds of doubt into the victim of manipulation. Working on a similar principle such as "knowing you are being told repeated lies." Until eventually you begin to believe the lies as the truth.   

It is an unkind form of manipulation. The gas-lighter will cause their victim to lose all confidence in their own credibility. This leads to completely destroying their own self-worth.

All because they begin to doubt themselves. That is the intention of gaslighting, to reduce the victim to a psychological mess. The manipulator will constantly put their target down by contradicting them. Also, by convincing them that they are always wrong. Sometimes to the point that the victim will be accused of telling lies. This is why the victim loses all self-esteem.

When that happens, they become ruled by the domineering influencer. It is a form of mental abuse, often seen in abusive personal relationships. The influencer will use constant techniques to make their victim doubt themselves.

Even to the point of doubting their own memories, by denying things they’ve said and done.   

Gaslighting takes a while before it is fully effective. The manipulator will wear his/her victim down over a long period of time. This type of manipulation is so insidious that it can eventually lead to the victim doubting their own sanity.   

Dr. George Simon PhD is a Clinical Psychologist at a Texas university. He has studied people with disturbing personalities. The results of his studies caused him to believe that certain types of personalities, particularly psychopaths, are very adept at manipulation.

They will distort the truth and use aggressive language, to set the wheels of doubt in motion in their victim's thoughts. Eventually, the target will lose confidence in their own judgment.

They may feel shame and they will come to believe that the manipulator is right. This puts the target under the manipulator's control.   

Gaslighting is not only restricted to individuals acting on one other. It can be argued that it also has political uses. Columnist and author Maureen Dowd are one to follow this belief.

She argued that Clinton's administration used gas lighting techniques against a political opponent. Newt Gingrich, a member of the opposing political party, was often goaded into appearing hysterical. Some journalists and psychologists argue that Donald Trump also used gas-lighting techniques.

Not only during his presidential campaign but also whilst in office. They argue he frequently says one thing, then denies he ever said it, which is classic gas-lighting. 

Your partner is manipulating you 

Let’s look at some examples of how manipulation manifests itself in personal relationships. Perhaps you can see some of these traits in yours?   


	
Manipulators are always control-freaks. The more control they have, the more they sink their teeth into the victim.  



	
They will violate other people's personal boundaries. It could come in the form of snooping and spying, or even more bold open actions.





To enable them to do this, you will be allowed nothing personal, such as your phone or computer. They will pry your passwords from you, in some sly way. 

At the same time, they jealously guard their own boundaries, being the first to complain if their personal space is breached.   


	
They may force your hand, such as stopping you from seeing your own friends. They do not want to share what is theirs, and you are their property. To start with they will show you that they don't like your friends. Inside, they see them as a threat. Jealousy is taken to the extreme and may even become aggressive.



	
If you make a decision without them, they will not be happy. They don’t want you to have free will, otherwise one day that decision may be to leave them!  



	
Their control may appear in the form of advice, though you have little or no choice but to accept it. They are not advising you, they are instructing you in what to do, and how to behave.   



	
It is not unusual, in fact, it is usually essential that a manipulative partner will want to know your daily routine. Step out of that routine, and they will interrogate you for it.   



	
You may notice that they often criticize anything you say, particularly in public. Belittling your opinions and thoughts gives them a sense of, “they know best.” Another means of imposing their power over you.  



	
Not only do they enjoy putting you down, but they may go the extra mile. Accusing you of lying or having a bad memory, or even having the cheek to call you the manipulator.   



	

You can never please a controlling manipulator. If you think you have got to that point, they move their own goal posts. This is a relationship whereby you never know exactly where you stand.   







Chapter 6

How To Analyze People

Self-Analysis: Understanding Yourself Before Analyzing Other People

Understanding and knowing about ourselves through self-analysis is vital to know more about who we are individually and how outside people, environment, and circumstances have an impact on us.

Often, we may overlook or dismiss aspects of our personality and behavior that are picked up or readily noticed by someone, who may use this trait to either help or exploit us.

Sometimes, we may try to understand or assess someone so know why they act or behave in a certain way, and how we can adjust to relate and/or communicate with them effectively.

In some cases, spouses of abusive partners may attempt to understand a specific personality disorder, and whether it is an underlying reason for the abuse or toxic behavior.

On the other hand, we might try to figure out how a person can be positive and ambitious despite experiencing setbacks in life, so that we may learn from them and understand their internal methods for coping and conquering their goals.

Before we can adequately evaluate someone else, it is vital to learn self-analysis.

We need to become comfortable with our inner thoughts, emotions, and behavior, before we can assess someone else, as to how we communicate and act towards others, has an impact on them as well.

When we review a situation where there is a conflict, we may immediately look at the other person(s) before considering our own role in the discussion, debate, or argument that resulted.

Even if there is no fault of our own, it’s important to rule out any influential markers or perceptions of us the other people may have had, such as a gesture or tone that could be misunderstood. For this reason, and to begin on a neutral level, begin the steps of self-analysis.

Self-analysis is defined as an internal evaluation of your own thoughts, behaviors, and resulting actions.

It is a way to enhance self-care, by delving into our own thoughts and emotions, to gain a better understanding of ourselves. This can be done by following these steps:


	
Think about yourself and how you view yourself. Consider all the negative, positive, and neutral attributes that you would attach to you.





If you find that most of your attributes of this analysis shift towards the negative, you may be too critical or hard on yourself, whereas if there are many positive traits you can think of in yourself, this is a sign of confidence. Neutral and/or a balance of everything may be a balance of acknowledging what you are good at and finding areas for improvement.

Overall, you should gauge your own self-perception and determine what that is and whether it’s positive or negative.


	
Consider other people’s feedback, and be sure to ask a variety of people, not just those who are critical in general, or anyone who would shy away from being honest and upfront.





You could ask them to assess their thoughts of you in a constructive way, looking for points of improvement along with positive traits. It’s best to obtain a cross-section of different people and opinions, with little or no coaching, so the results are more honest and useful.


	
When you receive the feedback, consider that not all terms are necessarily completely negative or positive, depending on the person who uses the term to describe you.





For example, independence is often seen as a positive trait, though to some people, it is seen as less collaborative and team-oriented, which may be useful in certain work and organizational environments.

Some people may consider a competitive nature healthy and natural, while others see it as negative in certain situations. Some attributes are always well regarded, such as reliability, fairness, and innovation, whereas others tend to be vastly regarded as negative: arrogant, ill-tempered, and indecisive.

Aggression may be frowned upon in situations where patience and care are needed, whereas an abrasive environment may accept, even embrace some forms of perceived aggression as a sign of strength, even where it is not.


	
Once you have collected all the feedback, and have a good list of attributes to work with, build a list or table and move each of the items under their appropriate category:





1.​
Which items are considered valuable skills, characteristics, and abilities? These may include a sense of responsibility or accountability, diligence, honesty, hard-working and reliable

2.​
Do you have hobbies and areas of expertise that help you develop? Do you play an instrument, speak more than one language, enjoy reading, sports, or an artistic pursuit?

3.​
How would I describe my relationship with family, friends, neighbors, and colleagues?

4.​
What goals do you have currently, and what milestones are you looking to achieve?

5.​
What are my areas of improvement?

There are some key benefits from self-assessment, which include the following:

•​
Self-criticism, in a constructive way. When you assess your feelings, actions, and behaviors, your perspective moves outside, as you look within. Often, we can be critical about ourselves, which can be habitual, though constructive criticism can give us a balanced view of what we can improve upon, to reduce what we’re not content with

•​
Receiving constructive feedback from others is of great benefit, and allows us to see who we are from the outside, without going through the effort of attempting this ourselves. Contrary to what many people think, others may have a more favorable view of you, offering some new ideas and advice that can serve as a benefit to self-improvement.

•​
The combination of feedback and self-perception creates a wide view, or 360 degrees of perspectives, which can paint a full picture of reflection.

•​
There is a potential to build confidence. When we take the approach of self-assessment, this can become part of a self-care pattern, where we aim to take care and improve ourselves together.

Gaining a fuller perspective of who we are, what we experience, and the world around us is a valuable way to achieve a greater understanding of reality by viewing our world through several lenses and viewpoints.

Once we are cognizant of our own perception and how it may differ from reality, we can take a more pragmatic approach to experiences in life, and how we make decisions. 

Techniques on Analysis: How it is Done?

Reading People, Observing Body Language, Various Methods of Communication and Cues

Reading people and analyzing their behavior is an important tool for understanding their cues and various reasons for acting in certain ways. Looking for cues is not difficult, and many signs can be picked up in body language, positioning, and other non-verbal expressions. 

Close Proximity/Positioning:

When you first meet someone, most people will allow a reasonable amount of personal space between you and them. The average personal space allowance is about eighteen inches, or close to this distance. If you ride subway trains or other means of public transportation that require close contact with other people, you notice how most will try to maintain a space of at least a few inches in between them and others, for safety and security.

Most people will offer a handshake, though an embrace is often reserved for people you know more intimately, or work with closely. If someone you first meet trues to close or minimize the gap between you and them at an early stage in your relationship, it may be a sign they feel comfortable and want to foster that connection.

This can also be a sign that a person you've only just met to gauge how close they can get to you and how far you will let them. They will observe your reaction, and whether you welcome their close contact or feel intimidated by it.

When this happens, it can be a manipulator's way to learn your comfort zone and what they can and cannot get away with. If you find yourself in a situation where someone is trying to get too familiar too fast, consider it a warning sign, or at least a situation to monitor, for your own safety.

Hand Gestures:

People who strive for control tend to rub their hands together, or their neck with their hands. This can be a clear indication in some people, though it may also signal that a manipulative person feels guilty or anxious about what they’re going to do. Consider how some people get sweaty palms when they tell a lie or perform a dishonest act.

They may also react this way when they are about to try a manipulative tactic or trickery and may feel conflicted about it. Other people who are more skilled in persuasion may not exhibit these symptoms, because they are well practiced, and no longer feel uneasy about their actions. 

Another hand gesture that is common among manipulators is when the fingers are spread, with the tips outstretched, forming a tent.

This is usually done while they are sitting, with their hands formed this way on a table or over their lap. This can signal a strong urge to achieve and maintain control over people and/or situations.

Eye Contact:

When eye contact is maintained, this means you are being taken seriously and listened to. There may be many reasons for why keen attention is being paid to you, and what you say, especially when someone has a reason to know more information: they may be trying to assist you for your own benefit, or learn something new.

If someone is manipulative, they may be listening for cues or signs of inadequacies that they can use against you. Shifting eye movements or avoidance can indicate a lack of interest or occur due to distraction.

Generally, bodily movements than impede on your space or make you feel uncomfortable are often used by people who want to establish control.

It is their way of invading your space physically and making you feel as though they are powerful. When a manipulator does this, they often look for cues from you: do you shrink back and try to avoid their covering nature, or do you stand firm to them and assert yourself? Someone looking for easy “prey” may be easier to target, but only if they are receptive to the manipulative techniques.

For example, a salesperson may be eager to close a sale, and in their determination, they use favorable language towards the potential customers, highlighting the benefits of the item they are selling. In doing so, they may create an extended comfort zone, where the customer feels obliged to allow them to continue speaking to them.

They may touch your arm or pat you on the back, as a friend would, gauging how receptive you are to their closeness. For some people, these actions make them feel “trapped” as if they need to commit to the sale, where others may feel compelled to buy into the “benefits” of becoming a consumer.

Where a salesperson is crafty, but careful in their tactics, they may be able to sell to someone who doesn’t really want to buy the product, but does so because of pressure. In this way, persuasion moves into a stronger form of manipulation.

What Do Manipulators Look for in Their Targets?

There are specific non-verbal cues and gestures that manipulators look for when they target people. Some skills levels are advanced enough that they can pick up from minor or subtle gestures, which you may have no control over, or notice yourself.

The following non-verbal cues are often noticed by people looking to assess you and determine how likely you are to fall under their “spell”:


	
Fidgeting with your hands and shaky hands is a sign of nervousness and anxiety. A person fidgeting may simply be nervous because they are meeting someone for the first time, or preparing or a public speech.





When someone with ill intentions notices this, they will know or assume that you may react this way often around certain people and/or situations. This places them in a slightly more advantageous situation if they notice you are easier to influence in this state.

For example, if someone is about to give a speech to a large crowd, and displays signs of nervousness, a manipulator may play the role of the reassuring friend, comforting you and “building” your confidence, so you feel better about your presentation so that you begin to trust them and see their actions as sincere. This may be part of their overall techniques to convince you of their good intentions, which are not altruistic.


	
Avoiding eye contact is another sign of nervousness or fear. Some people will avoid looking in the direction of an event or person who is offensive or causing them grief. This will be noticed by someone who is manipulative and show them exactly how you react to unpleasantness, and which items or situations cause you to react in this way.





A manipulative person will want to learn your fears: what paralyzes you to the point of doing whatever it takes to avoid a specific situation or scenario?

If they are capable of mimicking a situation that makes you uncomfortable, you are more likely to comply with their demands.


	
Posture speaks a lot about a person’s self-confidence and how they feel about themselves. A person who slouches forward may suffer from low self-esteem and appear to be apologetic or feel unworthy. When they receive positive attention and feedback, the effects are sudden and surprising.





They may begin to feel liked and accepted by someone, even a manipulator, without realizing the feedback can easily switch to criticism or bullying.

If they stand tall and look confident, some manipulative people may not focus on them if they appear to be mentally and emotionally strong already; however, some manipulators will view them as a challenge and gladly take it on, so they can find out what makes the person so confident. 

When someone is looking for a target to take advantage of and manipulate, they will often look for signs in you that indicate it’s easy to gain control, either immediately, or in time.

A skilled manipulator will take their time if their goal is to secure a relationship or business connection with someone they see as a benefit to their life: this could involve money, status, and/or connections to other people in the community.

A narcissist will expect that someone they manipulate will be receptive to their every need, and will use flattery to boost your confidence while tearing you down later when and if you don’t give them what they want.

Keeping an eye on your body movements and gestures is an important way to set boundaries and establish a comfort zone while signaling to anyone who may be manipulative that you are not going to fall for their tactics.

This can be done by using some of the following techniques, even if you don’t always feel confident or secure, you can make a few simple changes to avoid the onset of manipulation:


	
If someone steps too close, too fast, you can simply step back. If this happens again, and they don’t heed the warning, place your hand in front to signal, “that’s enough, I’ll stand here, you stay there” as a means of non-verbal conversation.





Any attempts to ignore this gesture should be considered on purpose and an attempt to gain control over you. If you feel physically threatened, leave the area immediately and avoid contact with the person completely.


	
Maintain eye contact and watch for their reaction. Are they keen on setting their eyes on you as well, as a means to challenge you, or are they making a meaningful connection?





This can be difficult to determine unless you know the person well. For people who are typically controlling, they will look to notice how much attention you pay to them.

By showing that you are observing them, you are letting them know that you are paying attention. This may keep them on alert, and they may back away, or see the eye contact as a challenge to try a method of persuasion.


	
Keep your posture strong and firm. Stand or sit upright with your shoulders back. This will demonstrate that you are comfortable and confident with yourself.





Even if you don’t necessarily feel this way at times, it can be a valuable way to discourage certain malignant types of people who prey on those they see as vulnerable or weak. 


	
Shake hands strong and firm, without squeezing the hand too much or appearing too aggressive or avoidant. A firm, yet brief handshake is enough to state that you expect a fair, honest connection, without any room for persuasion tactics.





A manipulator may still find a way to use one of their techniques, though if you maintain a similar disposition and stance as the handshake, keeping it straight-forward and fair, there is little room for them to succeed with their sly attempts to control you.

Always keep an eye on behavior or gestures that make you question the other person and their intentions. While some people may be simply nervous or fidgety at times, even as a habit, a manipulative person will usually appear cool and calm, and may only appear slightly nervous anticipating their next move.

Generally, narcissists and sociopaths tend to hold their composure when they use manipulative tactics, causing other people to build confidence in them; if they appear confident and sure of themselves, they may also seem more trustworthy than they are. For this reason, it’s best to keep an eye on behavior that triggers your doubts and concerns, as there may be a good reason to feel this way.


Chapter 7

How To Defend Yourself From Persuasion And Manipulation 

We are indeed human at the end of the day. it is because of this very reason that we get to dwell allot on the opinion of others in everything that we do.

We always desire and adore getting validation from others so that we can subconsciously decide whether or not we shall be depressed. in this age of the millennial, the norm has become to just brag about their wealth on social media. A lot of these bragging are often than not the truth.

This ultimately leads to one having a loose relationship with reality. Self-deception of this type can dig deep into the human spicy, that a victim of these may one day wake up and realize that their perfect world is only existent within their maids.

Depression will closely follow suit. The first step to attempting to defend yourself from persuasion and manipulation is confronting the situation and taking the stance of breaking off any illusions you may have. You will not be able to proceed normally with your life. You have to be wary of the fact that you are in control of your own choices.

Then make the conscious choice of seeing things for what they are. That deal, which seems too good to be true, could actually be just that... too good to be true. The other thing you should follow is to definitely trust your instincts.

There are times that a lie has been told to you in the most skilled way imaginable, that you will end up believing. But you can feel an imbalance on some instinctive level between what should be, what is, and then what is being projected onto you. There may be no physical signs to show that hey, something is wrong, but you feel something is wrong.

The next important thing when you ask questions is to listen to the responses. This may sound somewhat unbelievable because you'll listen to the answers. The truth is that our self-disappointment can make us choose the answers we receive. We tell ourselves that we listen, but we only pay attention to the answers we want to hear rather than to the answers we receive.

You may have broken the illusions around you, but some of you are still clinging to the comfort of those illusions. The pain of confronting the situation would prevent you from listening to the real answers to your questions.

Actual listening requires a certain sense of detachment, but this time around not from reality. You have to get rid of your emotions. Your detachment from our emotions would lead you to the next step, which would logically process the new information.

It can complicate situations more than they already are to act irrationally. It makes your exit strategy so much difficult to let all the emotions simmer and spring to the surface. When you face the truth, the irrational part of you may want you to let it all go hell. Your rightly justified anger can inspire you to take steps to calm your emotions in the short term.

But you may come to regret these actions in the long term. I’m not saying that you should deny your emotions; I'm not saying that you do not act on these emotions. First deal with the situations and later deal with your emotions. 



Act quickly

It’s great that you have come to terms with the reality of things. But defense against these dark manipulative tactics entail so much more. While attempting to defend you from the claws of these manipulators, is often intense and exhilarating at first.

This intensity of these emotions may cause one to slowly slide into denial. The more you delay in taking any action is usually what accelerates the onset of this denial, and when it happens, there are high chances that you might relapse and end up getting trapped in the same web.

This can be avoided by taking action immediately you realize that someone is trying to manipulate you. This can present itself in the simplest of ways like when informing a close friend of some reality of the particular situation may be all that’s needed so set in motion a series of events that will eventually lead to your freedom.

You should know that the fabric of illusion is made from tougher material than glass after making the choice to act. The illusion could work its way back into your heart with your emotions in high gear by using fragments of your emotions to fix it.

When a liar is caught in a lie, he or she may attempt to recruit others to enforce that lie when they feel that they are no longer holding you.

A deceptive partner with whom you have recently broken things off would at this point try to use the other mutual relationships in your life to change your mind.

If you want to get out of this unscathed, you will need both your logic and instincts. Although the truth of the situation is that when you discover that you've been lied to consistently, you become emotionally scarred, so the issue of leaving the situation unscathed becomes silent.

Priority should be given, however, to take the route that allows you to leave this toxic situation without harming yourself further. You’re all over the place emotionally.

Rage, anger, hurt, and deception is the iceberg's tip. But logically, you need to think. Keep your head above the water and warn yourself. 

Get help fast

When you're trapped by other people's manipulations, confusion is one of the emotions you'd experience. This helps cloud your rational thinking and leaves you feeling helpless. You might even question the reality of what you are facing at this point.

It would lead to denial if you continue to entertain these doubts. You’re probably going to want to conclude you've got the whole situation wrong. That you misunderstood some things and came to the wrong conclusion.

Such thinking would drive back to the manipulator's arms. Resist the urge to give in by receiving a second opinion. People go to another doctor in a health crisis to get a second opinion. This is to remove any iota of doubt about the first diagnosis that you may have and to affirm the best treatment course for you. 

Similarly, getting another person's opinion can help you discern the truth of the situation and what might be your next steps. Just remember, it's better to go to someone who has proved countless times they're interested in your best.

The next step is to confront the perpetrator if you have the help you need. For this, I suggest you choose the scene or location. Choose a place you know that gives you the upper hand. On your part, that would require some careful planning.

If the perpetrator exists in the cyber world, especially if the person swindled you of your money, you would have to involve the police and the relevant authorities.

Do some of your own investigations so as to ascertain the truth. After you face the perpetrator and take the necessary steps to get out of the situation, you must start the healing process quickly. 

The scale and gravity to which you were hurt, manipulated or abused do not matter. You must be able to walk past it and wait until you can "heal" your wounds, rather than sitting on your couch and reliving the past.

Time would give you enough distance from your experience, but if you learned something from this book, it would be almost never healing for emotional scars.

If you don't do anything about it, an unhealthy scab could form over the wound, which would make you as vulnerable if not more than you had experienced. Speak to a counsellor, attend therapy, and take an active part in facilitating the healing process, whatever you choose to do.

It won't happen overnight, but you are sure that you get closer to improving every day and every step you take in therapy. 

Trust your instincts

While your brain interprets signals based on facts, logic, and sometimes experience, your heart works in the opposite direction by screening information through an emotional filter. The only thing that picks up vibrations is your gut instinct, which neither the heart nor the brain can pick on.

And if you can groom to the point where you recognize your inner voice and are trained to react to it, you will lower your chances of being seduced by people trying to work on you with their manipulative will.

To begin with, it's hard to recognize this voice. And that's because we allowed voices of doubt, self-discrimination as well as the critics ' loud voices within and without drowning out our authentic voice over the course of our lives.

Your survival depends on this voice or instinct. So, trust that when it kicks in, your brain neurons can still process things in your immediate vicinity. 

Some people call it intuition, and some refer to it as instinct, especially when it comes to relationships, they are undoubtedly the same thing. You must accept that it may not always make logical sense to start trusting your instincts.

If you've ever been in the middle of doing something and experienced the feeling of being watched all of a sudden, then you know what I mean. You don't have eyes at the back of your head, there's no one else with you in the room, but you get the tiny shiver running down your spine and the "sudden knowledge" you're watching. That’s what I'm talking about.

The first step to connect with your instinct is to decode your mind with the voices you've let in. With meditation, you can do this. Forget the chatter of "he said, she said." Concentrate on your center. You are the voice you know. Next, be careful about your thoughts. Don’t just throw away the eclectic monologs in your head. Rather go with the thoughts flow. 

Why do you think of a certain person in some way? How do you feel so deeply about this person, even if you only knew each other for a few days? What’s that nagging feeling about this other person that you have? You get more tuned to your intuition as you explore your thoughts and understand when your instincts kick and how to react to it.

You may need to learn to take a step back to pause and think if you are the kind of person who prefers to make spur decisions at the moment.

This moment in which you pause gives you the opportunity to really reflect on your decisions and evaluate them. The next part is a hard part and it couldn't be followed by many people. Unfortunately, you can't skip or navigate around this step.

This part has to do with trust. You need to be open to the idea of trusting yourself and trusting others to be able to trust your instinct. Your failure to trust others would just make you paranoid, and it's not your instincts that kick when you're paranoid.

It's the fear of you. Fear tends to turn every molehill into a hill. You must let go of your fear, embrace confidence, and let that lead in your new relationships.

You are better able to hear the voice inside without the roadblocks put up by fear in your mind. Finally, your priorities need to be re-evaluated.

If your mind is at the forefront of money and material possessions, you may not be able to see the past. Any interaction you have with people would be interpreted as people trying to take advantage of you, and if you dwell on that frequently enough, it will soon become your reality.

You know how you attract into your life what you think of. If you're constantly thinking about material wealth, you're only going to attract people who think like you. Using this as a guide, look at all your relationships with this new hindsight; the old, the new, and the perspective.

Don’t enter a relationship that expects to be played. Be open when you approach them, whether it's a business relationship, a romantic relationship or even a regular acquaintance. You can get the right feedback about them from your intuition.

Do not step into this thinking, too, that your gut will tell you to run in the opposite direction when you meet suspect people. 


Chapter 8

Mind Control

Mind control is a term that is used for several psychological phenomena such as mind control, coercive control, brainwashing, coercive persuasion, malignant use of group dynamics and a lot more. 

It is a psychological theory with many names. The many names given to the theory is a clear indication of the fact that there is a lack of agreement which makes room for distortion and confusion, especially in the hands of those that intend to make use of it covertly for their selfish interests. 

One can, however, agree with the fact that mind control easily falls under the umbrella of influence and persuasion which deals with the way people change other people's beliefs and behaviors. While some will like to argue that all falls under manipulation, it is important to take note of the missing distinctions in this argument. 

It is much better to think of influence as a continuum because at one end there are the ethical and respectful influences that make room for giving respect to an individual in relation to his or her rights while at the other end there are destructive influences that rip off a person's independence, identity and his ability to come up with critical and logical thoughts. 

When it comes to the darker side of the continuum, we talk about cults and sects. These are the groups of people who make use of deception and mind control skills in taking advantage of its member's strengths and weaknesses in order to satisfy the selfish desires of the cult leaders.

There are one-on-one cults which are intimate relationships where a person manipulates and exploit others using their own influence. These are cultic relationships which are a smaller version of the larger groups that may prove to be destructive as a result of the fact that all the time and attention available are directed towards a person. These relationships may come in the form of husband/wife, pastor/worshipper, teacher/student or therapist/client.

The best way to pin a definition to mind control is to look at it from the angle of a system of certain influences that can disrupt a person at their core and at their identity level which has to do with their preferences, beliefs, behaviors, relationships, decisions and so on. 

Mind control creates a new pseudo-identity or pseudo-personality for the person and can be used in several ways to the benefit of others or that of the person himself. For example, mind control can be used for the benefit of addicts while it can also be used in bad and/or unethical ways.

This practice is not uncommon as it is not a mystery or dark art that is known to only a select few. It is merely a combination of words and group pressures that are packaged in a way that make room for the manipulator to create a sense of dependence on his followers. This helps the follow make personal decisions while thinking that they are independent beings who are free to decide on their own.

When a person becomes a victim of mind control, he is unaware of the influence process as well as the changes that are taking place within him.

In discussing this topic, however, it is of uttermost importance to take note of some certain distinctions, as there are some points that need to be made clear. 

First, mind control is a subtle but very insidious process which means that the individual is largely unaware of the grave effects of the influence that is being imposed on them. This is the reason why they typically make little changes over time with the belief that they are making decisions for themselves, when all the decisions that they are making are made for them.

It is insidious because the purpose of mind control in some cases is to entrap and cause harm to the victim.

Another distinct point to note is that it is a process which doesn’t just happen in an instant. It usually takes a lot of time, which depends on factors like the skills of the manipulator, the methods that the manipulator has decided to make use of, the length of time that the victim was exposed to the techniques and other personal factors.

However, these days manipulators do not require a whole year or several months as they have become sufficiently skilled in such a way that they can control a person's mind within a few hours.

Also, there is usually force involved in controlling the minds of others. This may not come in the form of a physical force but there is certainly some form of psychological and social force/pressure.

Common Techniques of Mind Control

There are different ways which people use to control the minds of others, below are some of these techniques:

Subliminal Messaging:

These are either visual or auditory messages that are sent to a receiver’s brains to bypass the person’s normal conscious perceptions. To do this effectively, the mind controller flashes these messages to the other person’s brain without giving the person’s eyes the chance to capture/see the image or by making sounds inaudible for the receiver’s ears.

The messages are sent directly to the brain. The aim of the mind controller is to influence the other person and they do that effectively with the use of this technique.

Brainwave Synchronization:

For everything a person does or thinks, there is a league of neurons that communicate with each other in the brain. These neurons generate and transmit electrical signals between themselves, creating patterns that are in the form of waves, which are known as brainwaves. For different states of mind of a person there are different resultant frequencies of these brainwaves.

Thus, the question becomes whether it is possible to get to a predetermined state of the mind. 

Neuro-Linguistic Programming (NLP):

This is a technique that has its basis in the idea that successful behavioral patterns can be made possible in either the self or other people through the modification of underlying thought patterns as well as interpersonal relationships or interactions.



Cognitive Behavioral Therapy:

This is a therapeutic technique that may not be absolutely related with mind control, but it works perfectly when it comes to the underlying principle of the modification of a person's behavior, known as behavioral modification, based on corresponding thought modification. 

Hypnosis:

This is a mind control tool that is used by professional hypnotists to fish out a person’s suggestible subconscious mind by moving past the conscious and analytical mind with the aim of creating positive thoughts or replacing old negative beliefs that the mind has held onto for a long time.

People in sports have used hypnosis successfully. It has also been used in other fields like education, therapy, as well as self-improvement in order to boost a person’s self-confidence and get rid of phobias, fears and bad habits. It is used for the purpose of relaxation and stress relief too. 

According to the National Institute of Health, hypnosis is an effective tool in the reduction of some kinds of pains which include the pain from cancer. Also, hypnosis has been proven to have some self-help benefits. It has been said to be a useful tool in any attempt to change the thought process of another person for things like persuasion, negotiation or sales.

When hypnosis is used in this manner, it is known as conversational hypnosis which is based on the techniques created/developed by the American psychiatrist and medical hypnotherapist Milton H. Erickson.

Manipulating the Mind with NLP

As you may already know, there are several techniques that can be employed when it comes to the subject of mind control. For the purpose of this book, in this section we are going to focus on the ways in which the mind can be manipulated with the use of NLP. The following are a few of those ways:

Close attention to the person: 

When a person is trying to manipulate another person's mind with the use of NLP, they do so by first paying close attention to the subtle cues of the person like breathing pattern, body language, pupil dilation, eye movement, nervous tics, body flush and so on. Thanks to the fact that the emotions of a person at a time are easily linked to such cues, it is easy for the NLP user to infer the person's state of mind. 

Also, the NLPer notes these gestures in order to be able to determine the ways that a person perceives and processes every piece of information.

For example, if a person is asked about the color of their favorite shirt and they move their eyes to the top right corner, it becomes obvious that they have visually created their answer. Similarly, if they move their eyes to the top left corner, it means that they have created a visual remembrance as they flash back to the color of their shirt. 

In recent times though, studies have shown that this technique is not very reliable as it has to do with so many other factors that make it more complicated (Praveen, 2016).

Talking with a suggestive frequency of the human mind: 

This has to do with the uttering of words close to a person’s heartbeat, which typically is about 42 to 72 beats every minute. When this is done, it can induce a high state of suggestibility to a person’s mind.

Moving past the conscious mind with the use of voice roll: 

This is a manipulating technique that has to do with voice roll, which is a patterned pace style that entrenches a desired point by skipping a person’s conscious mind and going to the subconscious mind. An NLPer does this by placing emphasis on the word they desire the receiver to hear in a patterned style of monotony.

Building rapport easily, in secret: 

This is a manipulative technique used by the skilled NLP user. It is done by employing language to boost suggestibility. To create a rapport with a person, the NLP professional examines the person closely and pretends to adopt the person’s body language in a very subtle manner, thus making the person more vulnerable to everything the NLPer suggests.

Programming the mind in a sublime manner and creating an anchor: 

This technique has to do with a process of creating an anchor in a person such that it becomes easy to put the person in a particular state of mind by simply tapping on the person or touching them in order to program the person’s mind in a sublime manner.

Using hot words in an effective way: 

NLP professionals can adopt a pattern of words that may seem normal on the surface, but in truth they are permissive and suggestive. There are some hot words that are connected to the senses, these are the ones that are more suggestive.

They include words like eventually, feel free, see this, means, hear this, now, because, as, etc. 

These words are very potent in invoking a state of mind like experiencing, feeling, imagining, etc. It also creates the perception that the NLP user desires in the mind of a person. Also, they can make use of some vague words to control a person’s thoughts.

An interpersonal subconscious mind programming: 

By making use of the interpersonal strategy, the NLP user can say one thing, when they are planting something else in the subconscious mind of their subject.

Protecting Oneself from NLP Mind Control

Many times, whether you are conscious of it or not, people will try to use NLP mind control on you to have you become submissive to them. This will include those you work with and those you get into intimate relationships with. Though, developing a keen and potent immunity to it will be of much help to you. 

To do this, you must closely study the mechanics that are employed by experts in the field. Jason Louv (n.d.) suggests the following as ways of protecting oneself from NLP mind control:

Be very wary of those who copy your body language: 

When you are talking to a person that you suspect may be into NLP and you note that they are trying to copy some of your gestures and mannerisms by either trying to sit the way you sit or trying to place their hands the way you have placed yours, put them to test by making a few adjustments to the way you sit by changing the way you have placed some parts of your body to see if they will do the same. 

For those who are skilled in the art of NLP, they will find it much easier to mask this than those who are new to it, as the new ones tend to copy the movement of the body almost immediately after you do so. When you notice such mirroring of your gestures, it is time to raise a point of order to let them know that they are beginning to cross the line.

Make random unpredictable patterned movements with your eyes: 

You will find that this is a very funny way to troll NLPers, but for what it's worth you should try it out, especially when your rapport with the NLP user is at its initial stage. At this stage, they will generally try their best to pay keen attention to your eyes. You may be deceived into thinking that their attention to your eyes is because they have an interest in what you have to say. 

Maybe they are interested in what you are saying but this is not because they are interested in your thought process. The attention they give to your eye movement is because they want to study and know the way you store and process certain information. 

Watching the movement of your eyes will give them certain information about you, such that in a few minutes, they will be able to easily decode when you are not telling the truth and even the part of the brain you use whenever you are speaking.

This will give them so much insight into what your thoughts are, such that they will even appear to have some psychic information about your core thoughts.

To break this, you can begin to dart your eyes around whenever you speak with people that you suspect of using NLP so that you frequently look up, down and sideways.

You can make it look as if this is a natural thing for you to do when you talk to people but at the same time, try to do it randomly without a pattern. This will make the NLP user go crazy as you will be doing so much to throw their calibration off balance.

Avoid being touched by anyone: 

This may be an obvious practice, but it should be done with more caution when you are having a conversation with a person whom you suspect may be into NLP.

This is an especially important practice whenever you find yourself in a heightened emotional state of anger or laughter or anything like that and the person you are having a conversation with attempts to touch you at a point when you are still in that state. 

For example, they may choose to tap you on the shoulder. If they do this, they would have successfully anchored you so that if they desire to make you go back to that state later, they can just touch you on the same spot. This is as suggested by NLP’s wayward logic.


Chapter 9

Dark Manipulation Is All Around Us

Emotional Manipulators In A Relationship

Naivety  

Naivety is the state of being naïve. This means that it is when a person lacks or shows a lack of understanding and/or experience, often in a context of taking people at face value rather than paying more attention to what they are doing or what they are saying.

A Naïve person chooses to refuse to believe that anyone can be dishonest, or takes it for granted, and if they were, then they aren’t allowed to prey on others. Manipulators know this fact very well and can use it to their advantage. 

At some point in life, everyone suffers from naivety; it all goes with the territory of growing up and the more you grow and gain experience (mostly gained the hard especially through manipulators hands) you know and do better. 

The “disease to please” 

People pleasers come in many varieties, from unhappy parents struggling to keep things in order in their homes so that they don’t upset their kids to even business leaders who can’t sleep because they are scared of confrontations.

Different people have different reasons for trying to please others, for some, it could be a learned behavior from childhood, and to others, it’s just a desire to be in good terms with everyone.  

If you didn’t know, but you have a tendency of saying yes to people especially to things that you do not want to do, and you avoid speaking up simply to avoid upsetting the other, then you have the disease to please people.

One important thing you should know though is that people-pleasers are a manipulator's easy target.  

Spotting a people pleaser is very easy, and the more a person keeps saying yes to requests, the more frequent these requests get. People-pleasers are easily swayed by phrases like “I wouldn’t ask anyone else, but you’re such a good friend.” Or “I hate to ask you this, but…”  

Whether they feel guilted into doing something for someone or honored because the other person has entrusted them with favor, what is important to note is that when other people know that their main goal is to please people, then they can easily manipulate them. 

Over-conscientiousness

Conscientiousness is a personality trait characterized by being careful or diligent. Conscientious people tend to have a desire to do a task well, efficiently and in an organized manner, and also take other people’s obligations seriously. They are also usually self-disciplined, act dutifully, and they always aim for achievement.  

Conscientious people display planned instead of spontaneous behavior manifested in characteristic behaviors like being systematic, neat, or even elements like thoroughness, carefulness, and deliberation (propensity for thinking carefully before acting). All these make such kind of people very dependable. It also exposes them to manipulation. 

Conscientious people usually care so much about right and wrong, and they always want to be on the right side. So, all a manipulator has to do is point out to them legitimate weaknesses, inconsistencies, shortcomings, minor errors, or missteps. Before they get a grasp of what is happening, they start seeing and doing things the manipulator’s way.  

Emotophobia

Emotophobia is an irrational and excessive fear of negative feelings, that is, avoiding anger and conflict. For a lot of people, emotophobia is actually avoiding these negative consequences instead of attaining positive rewards that keep people-pleasing behavior. If you are wondering what is wrong with avoiding negative feelings in the first place, look at it this way. First of all, suppressing anger is much more damaging than explosive rage health-wise.

Also, avoiding confrontation and anger makes relationships less genuine. Furthermore, staying away from people to avoid negative feelings only makes you far away for people to embrace you; your safe zone becomes a lonely place.  

But the worst thing about being emotophobia is that it makes you easily vulnerable to manipulators. Manipulators can make emetophobic choose to comply and do what they want through emotional manipulation, rather than experience negative feelings. Unfortunately, the only way to get over this fear is to embrace these feared emotions.  

Low self-confidence

Having self-confidence is having self-assurance in one’s personal power, ability, and judgment. Now having low self-confidence is characterized by lacking the qualities of self-confidence and feeling bad about oneself. Low self-confidence makes one feel unlovable, incompetent, or awkward. Such people easily tend to go on the defensive.

These make them vulnerable to other people, especially manipulators. They may openly ridicule them, criticize them, or point out their flaws.  

People with low self-confidence also tend to look for confirmation of their self-limiting beliefs. This makes them constantly become targets to manipulators who want to take a physical and mostly mental punch at them. Instead of retaliating, they usually just go with it. This is because deep down, they believe that it is their fault anyway.  

Approval addiction

This is basically the addiction to earn acceptance and approval by other people. This is somehow similar to the disease to please but with a little difference. Approval addiction is both the desire to please some else but with an added need to get approval from the other person in order to feel good about them. This is usually a sign of low self-esteem that manipulators prey upon. Many manipulators aim, if not all, is to create a relationship where they can exercise every power and control. And a person who constantly craves for approval perfectly fit into this much needed submissive role.  

Also, there are times when the manipulator would withhold approval as a tactic to create more doubts in the victim’s mind about themselves. These doubts help a victim with low self-image and low self-worth to crumble further in their downward spiral.

In the process, they would also be helping the manipulator to toy with them by replaying these doubts in their minds over and over. The psychological damage, in this case, is usually extensive. However, as usual, the manipulator cares less about the fate of the victim as long as they meet their needs and accomplish their goals. 

The inability to say no 

The inability to say no has been linked directly to a person’s need to seek approval from others. This behavior is characterized by the inability to say no even when you really want to, making elaborate or false excuses or ignore requests with the hope that the other person will get the message or just drop it.

The good news is one's inability to say no is not a flaw in the person’s character but rather a learned behavior. The bad news is, this behavior makes one vulnerable to manipulative people.  

Once a manipulator finds out this behavior in a person, they won’t hesitate using it to their advantage. Once the manipulator gets a hold of them, the victim will have hard and almost impossible work of standing up for themselves.

They would always feel like guilty or always in the wrong because they don’t always want to abide by the manipulators. 

Over-intellectualization

Psychology defines intellectualization as a defense mechanism where a person would ignore the emotional significance of a phenomenon or event and instead focus on a more intellectual or rational explanation. While being rational or logical is not a bad thing; what is bad is ignoring the emotional side of things.

And this is what a manipulator prey on. A victim who has a tendency to over-intellectualize would try too hard to understand a manipulator’s behavior and believe that there is an understandable reason the manipulator is hurtful. This only allows them to be victimized even more.  

A dependent person

A person with a dependent personality is usually characterized by a pattern of dependent and submissive behavior. Such a person usually finds it hard to make decisions on their own and resorts to seeking an excessive amount of advice as well as reassurance from other people. In extreme cases, this behavior could be a symptom of dependent personality disorder.

Studies have found that the disorder is more common in women than in men. Such kinds of people are very easy to be influenced or manipulated. They would prefer to be belittled and berated by a manipulator as long as they are not alone, or they feel accepted. If you feel that you are in a situation like this, visiting a psychologist is one of your best ways out. 

Emotional dependency

An emotionally dependent is one that doesn’t define their own inner worth; instead, they make other people’s attention and approval responsible for their sense their worth.

When a person is not taking responsibility for their own feelings or for defining their worth, it means they depend on other people to do it. This makes them a victim of other people’s choices. This is what is called emotional dependency.  

The more emotionally dependent a person is, the more vulnerable they make themselves to be exploited and manipulated. Manipulators will offer them the emotional support that may eventually lead to financial support as well.

This will ensure that the victim will never leave the manipulator since they offer them both emotional support and a source of livelihood. In such a situation, the manipulator will strive to isolate their victim from the rest of the world since isolation feeds dependency.  

External locus of control 

A person with an internal locus of control credits their success to their own work, and they also believe that they control their own life. On the other hand, a person with an external locus of control attributes their successes and failures to outside influences.

A person with an external locus of control often doesn’t believe that they have the power or ability to change their situations. They feel powerless and hopeless in the face of difficult situations. Manipulators take advantage of this and exploit such kinds of people by pretending to give them that strength they lack and in exchange exercise power and control over them by getting them to do what they want. 

Immaturity

Generally, a mature person is someone who has achieved both natural growth and development. It is the state of attaining the desired or final state. A mature person is specifically an individual who lives their life by principles as well as wisdom gained through personal experiences and learning from others.

An immature person, on the other hand, exhibits less than these expected degrees of maturity. Immature people are easy targets for manipulators. This is because the immature people are either trying to please someone or to get back at someone, usually a caregiver and therefore they would do anything.

The manipulators find them as easy prey because they would never question what the manipulator is doing.  

Too trusting

A person can be too trusting when it comes to other people. These kinds of people believe that anyone has everyone’s best interest at heart and that there isn’t any person who would willingly do wrong to others. For manipulators, there is nothing they do that is in the victim’s long-term best interests. Instead, when they prey on too trusting people, this trusting nature makes them vulnerable to blame games and lies of manipulators. 

Lonely people

Loneliness is a very dangerous emotion. It makes people do anything to rid them off of it, and that may easily include allowing manipulators into their lives. A manipulator will prey on someone looking for companionship and even step in between the victim and their few friends with the promise of always being there for them.

Loneliness is sometimes a lack of safety net for a person who can be a potential victim for a manipulator.  

Impulsive

Impulsive people aren’t usually in control of their emotion, and it makes them very vulnerable to manipulation. Mostly, impulsive people are often turned to anger, and manipulators use this opportunity to build guilt with their victim arising from the anger and accompanying actions.  

Another way that manipulators can use this impulsiveness to their advantage is by encouraging the victim to make quick decisions without thinking completely through. The aim here is for the manipulator to exercise control and power just like with any other tactic.  

Masochistic

Masochism is someone’s belief that they deserve to be punished for something. Having such a personality trait makes things very easy for manipulators – they fall right into the manipulator’s tactics of punishment and guilt. The manipulator would continue to find faults in the victim no matter how much sad or hurt they are.

The more the manipulator feeds the victim with feelings of being a bad person, the more they feel they deserve whatever punishment the manipulators give them.  

Altruistic

Psychologists describe altruistic as the opposite of a psychopath. An altruistic person is one that is too honest, too empathetic and too fair. They always take other people’s feelings into consideration and can easily be fooled or manipulated by false emotions like hurt or anger displayed by someone else.  

Keep in mind that expert manipulators are also good actors who can use drama whenever the opportunity or need arises. They aren’t bound by feelings of being honest or fair.


Chapter 10

Toxic Relationships And What To Do About Them

Toxic relationships are everywhere. They can be overtly toxic in the way that people treat each other, or they can be covertly toxic in a subtle manner. Regardless of the actual nature of the relationship, toxic relationships can undermine a person’s confidence and destroy their peace of mind.

That is why where are going to be looking at the definition of what a toxic relationship is, the types of toxic relationships, and what you can do to avoid them.

What Is a Toxic Relationship?

Roughly speaking, a toxic relationship is any kind of relationship that causes harm to at least one of the parties involved. This is an important distinction to make as some toxic relationships affect only one of the parties (there needs to be at least two parties involved), or they may hurt all of the parties involved. 

The type of harm that occurs in this kind of relationship can be physical, emotional, or both. Most of the time, one type of harm is more prevalent than the other.

In some cases, there may be a combination of both. Be that as it may, a toxic relationship will inflict harm on the parties involved in such a manner that it can leave lasting effects.

Consider this example:

In a marriage, one spouse is physically abusive to the other. The victim generally puts up with the abuse for any number of reasons. For argument’s sake, let’s assume that the victim does not leave the relationship out of fear.

As such, the victimizer takes full advantage of this and looks to further submit their victim. In the end, the physical harm endured by the victim may lead to grave consequences such as death and serious bodily injury.

In this example, one of the parties is the recipient of the abuse and thereby bears the brunt of the harm. The victimizer may suffer from emotional distress as a result of their action.

For instance, the victimizer may feel guilty after inflicting the abuse upon their spouse, though such cases aren’t always the norm.

Now, let’s consider a situation in which both of the spouses are in a toxic relationship and in which both suffer harm. 

In this scenario, there is no physical harm inflicted upon any of the spouses, but rather it is emotional harm. Both spouses are verbally abusive to one another.

They frequently engage in shouting matches in which they say very nasty things to each other. The end result is emotional distress beyond anything either spouse has experienced.

In this case, both parties play a dual role; that is, victim and victimizer. This naturally leads to a breakdown in the relationship which, most of the time, is irreparable. This means that the pattern of abuse will continue until the relationship itself ends.

However, both partners may be so set in their ways that the thought of ending the relationship may seem inconceivable to them. The end result may be a pattern of abuse that lasts for years on end.

How to Recognize a Toxic Relationship 

Generally speaking, any time you are in a relationship, whether it’s romantic, professional, family or friendship, and you are suffering any type of harm, that is, you are hurt in any way, at least on a consistent basis, then you are most likely in a toxic relationship. 

Some of the signs may be too subtle to tell. But if you consistently feel bad, in any way, then you may have to take a closer look at your relationship. Perhaps things aren’t so bad on the surface, but beneath the visible surface, there may lie a deep pattern of abuse.

Let’s consider your workplace.

If you find yourself working with colleagues who drag you down rather than spurring you to be your best, then you are most likely in a toxic workplace environment. If you add to that a boss who is demanding, overbearing and domineering, then you might as well get a new job.

Think about it in this manner.

If you get home absolutely spent at the end of your workday; if you feel like you have run a marathon; if you feel that you are emotionally drained, every single day, then you might very well be the victim of toxic relationships. Now, it’s one thing to have a tough job which is demanding and requires a high degree of physical and emotional conditioning.

You can tell the difference because you feel that your job gives you a sense of purpose beyond the paycheck. But if you would rather go through a root canal rather than go to work, then it’s a safe bet that you are not in an ideal environment.

Another telltale sign that you are in a toxic relationship is when you feel that you are giving more than you are getting. While this may be the manifestation of unfulfilled wishes (for instance, a narcissist may feel that they are not getting what they want in a relationship), an honest assessment of both your actions and those of the other parties may reveal that you are in a toxic relationship.

It could very well be that others are simply taking advantage of you.

Furthermore, toxic relationships are manifest when there is a clear benefit for one party as compared to other parties. For example, parents clearly derive a benefit from their children while the children themselves don’t receive the love and attention they need. This is generally seen in child stars.

The parents reap the benefits of their child’s success while the child is neglected and forced to work.

On the whole, toxic relationships are fairly obvious once you begin to peel back the onion. This assessment begins when you see that you are hurt in some manner, or you are not receiving any kind of benefit in the relationship. Moreover, if there is any kind of physical harm in a relationship, then it’s time to end it.

Types of Toxic Relationships

While the term “toxic relationship” tends to be seen as an umbrella term encompassing any kind of harmful relationship, the fact is that there are multiple variants of this type of relationship.

The difference generally lies in the way the relationship is set up. So, there are relationships that are focused more on a romantic interest, whereas others are focused more on a professional setting. 

Toxic Romantic Relationships

This type of toxic relationship can take on any number of facets. It is the only one we are going to explore in isolation as it is the one which is the most vulnerable to degenerating into a toxic, abusive interaction among both parties. 

In general terms, toxic romantic relationships tend to be broken from the beginning. As such, the foundations of the relationship are set up in such a way that there is hardly any semblance of what a normal romantic relationship would like.

In theory, romantic relationships involve two individuals who profess affection and fondness for one another. This means that there is an affinity between both of them in such a way that they commit their time and energy to caring for each other.

If a relationship is set up under those pretenses, then the chance of it surviving over time is far greater than if they are set up under any other type of pretenses. The situation now shifts dramatically when one of the parties in the relationship enters it with a hidden agenda.

When this occurs, the relationship may be broken from the beginning. Then, there is the case in which a relationship deteriorates over time thereby leading to its toxicity.

Roughly speaking, one, or both, parties in the relationship are somehow hurt by the dynamic that ensues. When this happens, resentment brews leading to potential animosity between the parties. At this point, the relationship may be beyond repair.

In fact, the only solution may be to break up and move on. The situation gets further compounded when there is some type of physical harm involved. Natural, physical harm is extremely difficult to deal with as it could lead to serious injury or even death.

That’s why it’s important to note that abuse in a romantic relationship can range from verbal aggression to physical harm. Everything that happens in between can be a sign that the victimizer, whether acting consciously or unconsciously, is looking to extract as much benefit for themselves as possible.

As a result, the manifestation of blackmail, gaslighting, guilt or blame can be evident. As the abuse deepens, one or several of these phenomena may emerge. The victim may be left broken with their self-esteem shattered in a million pieces.

The victimizer may end up resenting themselves though unable to break the pattern that they have become accustomed to.

Dependence

Dependence is especially toxic when the victim is the party who sustains the dependency of the victimizer. 

To clearly exemplify this, think about a drug addict or alcoholic. The addict becomes dependent on their spouse, parents, siblings or friends especially when they are under the influence.

When addiction takes over a person’s life, they may be unable to function in a traditional social context. For instance, they may depend on financial support as they are unable to work. If we assume an adult child who is financially dependent on their parents, the addiction may perpetuate this dependency on the parents.

The relationship then becomes toxic for the parents especially if they are older and no longer able to work. In addition, the emotional toll that such a relationship can take on a person is truly exhausting.

Dependence can also be seen at an emotional level. For instance, a person is completely dependent on their partner’s attention and validation. In this case, the dependent individual may be unable to function properly without having the full attention of their partner. This can be seen in jealous types (regardless of whether they are male or female).

The jealous types will strive to control their partner’s every move so that they can feel safe and secure. Naturally, the relationship becomes toxic for the victim as they tend to feel suffocated and smothered by the relentless desire for attention from their partner.

Narcissism

This is one of the most toxic relationships you can be in. A narcissist will generally stop at nothing when looking to take full control over their partner’s life, or in the case of narcissistic parents, their children’s lives. 

Let’s explore narcissistic parents a bit further.

Narcissistic parents are the kind that seek to control everything about their children’s lives. They will be eternally vigilant and overprotective. This attitude is not the product of genuine concern for their children’s wellbeing. Rather, it is a manifestation of their own insecurities.

As a result, they need to be in full control of their children’s lives so that they can feel more at ease. Furthermore, narcissistic parents have a tendency to live vicariously through their children. This means that these types of parents will push their children into activities and areas in which they, the parents, failed in their own lives.

As such, the parents are looking to realize their own dreams through their children. Hence, the support that these types of parents put into their children’s development is done more out of the desire to realize their own dreams rather than pursuing their children’s wishes and desires.

Lastly, dealing with a narcissistic boss can be a terrible experience. A narcissistic boss is generally a micromanager and very slow to delegate any kind of responsibility or decision-making power to anyone else.

Thus, they are totally committed to supervising everything that is done while centralizing all decisions. Needless to say, this can be extremely frustrating while leaving employees with a profound sense of powerlessness. In the end, these types of bosses manage to alienate their employees to the point where they may no longer care about the work they are doing.

The boss, on their end, may end up feeling completely exhausted, both physically and emotionally, as all of their energy is spent on trying to maintain control of everything around them. This type of relationship is completely toxic for all of those involved.

Manipulation

Manipulation in relationships can be subtle or quite overt. In some cases, manipulation occurs when the manipulator has a hidden agenda that they act upon. In other cases, the manipulator simply acts out instinctively without really being aware of what they are going to their victim.

Regardless of the case, the manipulator uses their victim for whatever purpose suits them. In some of the most sordid cases, the manipulator may choose their victim out of sheer pleasure and enjoyment, that is, they take sadistic satisfaction in victimizing a vulnerable person.

As discussed in earlier portions of this book, manipulation can occur through blackmail, guilt, lying or even mind control techniques. The level of sophistication on the part of the manipulator may end up determining how well these techniques can work on their victim. 

Furthermore, when the victimizer gets bored or fulfills their purpose, the victim may very well be discarded. This is the type of attitude that manipulators with psychopathic tendencies might take. They may not have the slightest amount of compassion for their victim. As such, they will see their victims are disposable.

One other thing about manipulation: when a victim becomes aware of the manipulation but does nothing to stop, they become complicit. In a manner of speaking, they become an enabler as they do not attempt to put an end to it. 

When this occurs, the victim may take pleasure in being victimized. This is a masochistic response that may evolve as a result of prolonged periods of exposure to the abuse and even torture. So, don’t be surprised if you happen to find people who actually enjoy being subjected to painful experiences.

How to Avoid Toxic Relationships 

There are two ways of going about this: first, what to do when you are already in a toxic relationship, and second, how to avoid getting one in the first place.

If you are in a toxic relationship, you need to assess how toxic the relationship really is. If you believe that it may be repaired, then it would be wise to talk with the other party to see if there is a possible resolution. However, if you feel that the relationship is seriously compromised, then you may need professional help in order to restore a healthy balance.

On the other hand, if you believe that the relationship is beyond repair, then there may be no other way but out. Often, professional help may be of benefit, but repairing a toxic relationship requires the commitment of all parties involved.

If any one of the partners is reluctant to work on the relationship, then there may be no solution to it.

In addition, it is important to spot the red flags as they emerge. Here is a list of red flags to look out for:

•​
Excessive control

•​
Jealousy

•​
Insecurity

•​
Emotional dependence

•​
Physical violence

•​
Guilt

•​
Hurtful comments

•​
Passive-aggressive attacks

•​
Name-calling

•​
Constant blaming

•​
Constant reminder of past mistakes

Any of these red flags, should you spot them, ought to give you an indication that you might be in a toxic relationship. The sooner you spot them, the sooner you may be able to get out, or in the best of cases, repair the relationship.

If you realize that you are, in fact, the manipulator, then you might be able to make amends and restore balance to your relationship.


Conclusion

The notion that Dark Psychology is prevalent and that it is part of our world can be a scary thought. People have centered their whole lives around using these tactics, whether at work or home to get people to do what they want and to harm them.

Within this book, we broke down the components of manipulation, persuasion, deception, and brainwashing and how you can avoid those who mean to do you harm.

Those who suffer from narcissism, Machiavellianism, and psychopathy suffer from mental diseases that can be harmful to their loved ones as well as their friends.

Not all of these people harm others intentionally. However, some do, with or without the excuse of feigning a mental illness diagnosis. 

We defined Dark Psychology at the beginning of the book and indicated that it falls into the same category as general psychology. However, it goes deeper into the human mind and helps pinpoint tactics that people use to motivate, persuade, manipulate, and coerce to get what they want from others. 

The Dark Triad is a term in Dark Psychology that can be helpful when trying to pinpoint the beginning of criminal behavior. 

•​
Narcissism exhibits these traits: egotism, grandiosity, and lack of empathy

•​
Machiavellianism uses a form of manipulation to betray and exploit people. Those who practice this do not practice morality or ethics.

None of us want to fall prey to manipulation, persuasion, deception, reverse psychology, brainwashing, or even hypnosis, especially from those who we love. The unfortunate truth is that we often are. Dark Psychology tactics can be used regularly to harm us for perverse fulfillment of others. 

The fact that people can be used as pawns on a chessboard makes all of us want to understand Dark Psychology more and to figure out what it is, and how we can save ourselves from it.

This book was written as a guide that provides a list of tactics so that the reader would know how to educate themselves on the devious actions of others and how they could go about protecting themselves. 

Knowledge is a key element in protection because the more you know, the more you can read behind the devious acts of others within your life or who you find trying to coerce you into purchasing something that you didn’t need. 

Out of all of the methods we discussed in this book, the art of hypnosis has been used by medical science for something good. There are many ailments that hypnosis can make better or even cure.

And we are not just talking about mental ailments, but physical as well. Hypnosis can be used to help cure some of the side effects that are caused by chemotherapy and radiation in cancer patients. 

We all know that there has been a lot of skepticism for this alternative medicine due to the quacks that use it as a laughingstock. However, when used correctly, this type of medicine can greatly benefit people because it wakes the subconscious up to letting go of things that they are holding on to that might be causing a plethora of problems in their lives. 

With this being said, all of these methods can be used for good, it is just based on their intentions and the overall outcome. Those who use manipulation tactics do not use them for the intention of helping anyone.

Manipulating is changing someone’s thoughts, actions, and behaviors to fit someone else’s (the manipulator’s agenda). There is no way to sugarcoat some of these techniques. And that is why they fall under the Dark Psychology umbrella because they have been used by criminals to get what they want as well. 

We hope that you have used this book as a sort of guide to help you understand these methods and be able to spot them, as well as have a list of tactics that can be used in order to help you protect yourself in the future. 

Because we all know that someone is going to try to make us a victim of one of these methods in our lives, and I for one would want to be as ready as I could possibly be.


Part II



Introduction



The mind is very complex, and so are the things that are related to it, which can make it hard to treat. Psychology encompasses all facets of the human experience, ranging from the workings and functions of the brain to the decisions and actions of nations. This even includes the development of a child and the care given or received by the aged. It encompasses the process of thoughts, memories, emotions, dreams, behavior, perception, and many more that cannot be physically seen but understood. 

The subject psychology covers the study of both the conscious and the unconscious occurrences including thought and feeling. Psychology is also an academic discipline with a very broad scope. It pursues the understanding of the evolving properties and workings of the brain.

As a social science, psychology pursues the understanding of both groups and individuals by researching particular cases and instituting broad-spectrum principles. 

A psychologist is a professional researcher or practitioner in any field of psychology, and they are classified as behaviorists, cognitive psychologists, or social scientists. Psychologists aim to understand the function of the human mind, behavior, and mental processes ranging from attention, cognition, perception, intelligence, emotions, phenomenology, brain-functioning, decision-making, morality, relationships, motivation, and even personality.

Psychology has been acclaimed to be the “core science.” In medical science, it leans toward psychiatry and neurology, while in the social sciences, it leans toward human behavior, development, experiences, and other subdisciplines within psychology.  

Although psychological knowledge is habitually used for the assessment and treatment of issues related to mental health, it is also applied every day in several other spheres of human endeavors. This includes understanding and solving different types of problems, such as solving mysteries and problems in crime dramas on television. Psychology, in the long run, aims to benefit and advance society. 

Most psychologists are engaged in different roles, from practicing in clinics, managing a therapeutic practice, counseling, or practicing in school settings.

Other psychologists engage in a wide range of scientific research covering broad areas such as mental processes and behavior. Some provide services to psychology departments in universities, including teaching hospitals and medical schools.

Other psychologists are employed to provide professional services in large organizations and in government settings. Finally, other settings where you might find a psychologist include a forensic investigation department, law agencies, human development and aging, media, health, and sports as well as in the military and intelligence. 


Chapter 1

Manipulating the Mind Through NLP

Everybody’s conceived with a similar essential neurology. Our capacity to do anything in life, whether it’s swimming the length of a pool, cooking a feast, or writing a book relies upon how we control our sensory system. Along these lines, quite a bit of Neuro-Linguistic Programming (NLP) is dedicated to figuring out how to think more effectively and communicate more adequately with yourself as well as other people. But what does NLP really mean?  

“Neuro” is about your neurological framework. NLP depends on the fact that we encounter the world through our five basic senses and interpret that sensory data (sight, sound, taste, touch, and smell) into manners of thinking, both conscious and unconscious. Perspectives trigger the neurological framework, which influences physiology, feelings, and conduct.  

“Linguistic” alludes to the way individuals utilize language to understand the world, and then convey that experience to others. In NLP, linguistics is the investigation of how the words you speak impact your experience.  

“Programming” draws intensely from learning hypotheses and determines how we code, or rationally perceive and understand, our experience. Your own programming comprises the inner procedures and methodologies (thinking designs) that you use to make decisions, fix problems, learn, analyze, and achieve desired outcomes. NLP demonstrates to individuals generally accepted methods to recode their encounters and rearrange their inward programming to get the results they need.  

The NLP Communication Model  

The NLP communication model, produced by Richard Bandler and John Grinder, depends on psychological brain research. As indicated by the NLP correspondence display, when somebody acts intentionally (their external behavior), a response is created inside you (your internal, i.e. mental or emotional, reaction), which makes you react intentionally (your external behavior), which then makes a chain response inside the other individual (their internal reaction), and the cycle proceeds.  

The internal reaction is comprised of a person’s thought processes and the nature of their mental state. The thought processes comprise self-talk, pictures, and sounds, and the mental state is the sentiments that are experienced.  

How to Manipulate Using NLP 

Controlling thoughts  

The way our brain works can be seen remotely through an electroencephalograph (EEG), and it measures the condition of one’s awareness, the force of thought waves, sharpness, and action of the psyche. 

In this state, the brain is constantly active, and you may experience a lot of thoughts going on in your mind: that’s the typical situation of a stressed-out, 21st-century person.  

Alpha is a lightly relaxed, drowsy state. The brain is operating in the 7-14 Hz range, and this is where a state of hypnosis and visualization can occur. This is the typical state that you experience when you start a meditation session.  

Why am I telling you this? Well, you’re here to learn how to persuade, influence, and manipulate other people’s minds. To effectively do that, you can take advantage of the Alpha state. In fact, this specific state operates as a bridge between the conscious mind (Beta state) and the subconscious mind (Theta state). You can access this knowledge and information to help you better understand your actions, behaviors, and motivations, and you can also change your habits and belief systems. Of course, anything you can apply to yourself, you could also apply it to others: that’s why being able to induce an Alpha state in other people is an invaluable skill to master.  

You have to keep in mind, though; brainwave states do not exclude each other. You can be in the Beta state of mind while walking or talking, but still be producing some Alpha waves as well. Remember that YOU are the one who generates these different electrical signals. And by learning how to manipulate your brainwaves just a little, you can also learn how to generate the mental state necessary to effectively hypnotize yourself or others.  

Entering the alpha state 

First of all, you need to relax. Close your eyes and take a few deep breaths, and you’ll soon be generating some Alpha waves. When someone achieves an Alpha state, their subconscious mind is ready to be manipulated or programmed. At this point, you can use suggestions and visualizations to send effective messages to their subconscious mind to make a desired change happen. Visualizations are especially effective because the subconscious mind works best with symbols, images, and clear visions.  

So, it’s important to first let go of beliefs or core issues that created the unwanted behavior in the first place, and only then can we influence the subconscious mind to help us create the desired behavior. 

Mind perception  

Impressions from signals in our surroundings unintentionally impact our thoughts to a specific degree. Up to 99% of our subjective actions might be unconscious.  

Along these lines, it is possible to influence someone’s psyche by priming the environment—putting a specific object or message near the subject that sidesteps the conscious personality, but is picked up instead by the subconscious personality.

Most traps of the mentalists work exactly in this way, as they may wear a red tie that will be overlooked by the conscious personality as though unimportant, but registered by the unconscious personality of the observer without even knowing it. Presumably, it’s done by using the word READ as a part of the discussion, for example, which will trigger the shading RED in the observer’s brain.  

These ideas are validated in the onlooker with deliberate behaviors that are utilized by very talented NLP experts. The truth of the matter is that the simpler the recommendations, the more the unconscious personality get affected.  

Mind control procedures  

There are a few personality control procedures utilized by NLP experts to control others’ minds. For example, closely consider the subtle signals of people like eye movements, pupil dilation, apprehensive tics, body flush, non-verbal communication, speed of breathing, and so forth as they can be associated with the feelings of the individual. For example, eye movements can be tracked to decide how one acknowledges and processes data.

Let’s say you ask someone about the color of his car, which is not nearby. When he answered, his eyes moved toward the upper right corner before his answer was spoken aloud. Essentially, the eyes moving to the upper right corner would be visual recognition that he’s attempting to recall the shade of the car.  

Real experts have even conveyed their words following the rhythm of the human heart, i.e. 45 to 72 beats per minute, so that they could create a condition of suggestibility in the listener.  

They often give you an anchor, which makes it simple for them to place you in a specific state just by tapping or touching you. For example, imagine that you’re talking about love and you’re listening to the personal experiences that an individual is sharing with you. He’s recalling them, living those feelings a second time.

If you can tap your fingers on the table, or touch him in a certain spot (for example, a strong touch on the left shoulder), you can associate those positive love feelings with your physical anchor.

If you need the individual to recall those feelings another time, you can tap your fingers or touch the left shoulder again. You will control their feelings without them knowing it.  

NLP experts even use a particular set of words that appears typical, but are more suggestive. These “hot” words are more suggestive for being more closely associated with the five basic senses.

Words and phrases like “hear this, see, feel free, in the end, implies, now, as, in light of the fact that,” and so on can conjure a specific perspective like emotional, confrontational, imaginative, and observational in the brain.

When you use these certain words, you can gain control over the content of your thoughts, and with practice those of others.  

The interspersal hypnotic technique, a form of behavioral momentum, is largely used in NLP. Basically, science has proven that when tasks include easy responses it increases the probability that less preferred and/or more challenging tasks will be performed. This incognito hypnosis strategy can have an impact on an individual’s psyche to a more prominent degree. However, it does not force them to perform an action they are already against: this may require a significant programming of the brain. 

You don’t want anyone to be able to do the same to you without your full consent. Therefore, here are some ways in which you can protect yourself and your loved ones. A wide range of individuals have attempted to use NLP to talk me into buying something, or making decisions to their advantage. The following is a list of defensive strategies you can apply to defend yourself.  

1. Be aware of, and careful about, individuals replicating your non-verbal communication.  

If you’re conversing with an individual, who may or may not be into NLP, and you see that they’re mimicking your body language, the way you’re sitting or standing, or reflecting the way you’re holding your hands, test them by making a couple of specific movements and checking whether they try to emulate you or not. Gifted NLPers will have practiced veiling this, however, novice NLPers will be more likely to duplicate your intended movement.  

2. Move your eyes in irregular and unpredictable directions.  

Particularly in the initial phases of establishing affinity, a NLP client will give careful consideration to your eyes. You may believe this is because they’re seriously inspired by what you’re saying. They’re watching your eye movements to discover how you store and then retrieve data. In no time flat, they won’t just have the capacity to tell when you’re lying or making something up, but they’ll also have the capacity to determine what parts of your mind you’re utilizing while you’re talking.

This can help them tune into what you’re thinking, and how you’re thinking it, so that they appear to have some sort of psychic knowledge into your deepest thoughts. Weird, right? Well, if you’ve read my other books on persuasion, you should know by now how the eye accessing cues work. An astute hack for this is just to haphazardly shoot your eyes around—admire the walls, to one side, side to side, down—make it appear to be natural, without a precise pattern.

This will drive a NLP individual completely nuts because you’ll be diverting from their assessment.  

3. Try not to give anyone a chance to touch you.  

This is quite clear, although, a bit difficult to apply in everyday life. In any case, suppose you’re having a discussion with some person you know practices NLP, and the conversation puts you in an emotional state—you could be laughing real hard, become furious, or start uncontrollably weeping—then the individual touches you. For example, patting you on the back or tapping you on the shoulder. This will “anchor” that emotion with that physical interaction. Then, on the off chance that they need to put you back in the exact same emotional state, they can touch you in the same way, on the same spot.  

4. Listen for dubious language.  

An essential strategy NLP borrowed from Milton Erickson is the use of dubious language to initiate trance or hypnosis. Erickson found that indirect language is capable of leading individuals into a trance state, because that indirect language can tap into an individual’s unconscious response patterns.

On the other hand, using more direct language could prevent an individual from entering hypnosis because it may not connect at the unconscious level. Former President Obama used this particular strategy in the “Change” campaign. It’s an ambiguous word, and every audience will read their own agenda in it.  

5. Listen for “make you an offer” language.  

Have you ever heard (or used) phrases like: “Don’t hesitate to unwind.” or “The pleasure is all mine for you to sample this food or test drive this car, etc..” or “Make yourself at home.”? Watch out for this! This is noteworthy knowledge from pre-NLP therapeutic specialists like Erickson: an ideal approach to inspire a person to accomplish something is by asking them to give you authorization. That’s the reason gifted specialists will, by and large, NEVER direct you to a specific act: “Go into a stupor.” Instead, they will use phrases like “Please, take all the time you need.”  

6. Listen for nonsense.  

“Nonsense” can be summed up in garbage phrases like “The more you release this emotion, you can move confidently into any situation with the force of your increasing prosperity.” The specialist isn’t really making a clear statement. Simply, they’re attempting to program your internal reactions and shift your thoughts toward the feeling or reaction they prefer. Thwart these attempts by asking things like “Would you be more straight-forward?” or “What precisely do you mean by that?” Two things will happen: it disrupts the strategy and shifts the discussion into clear, concise language, breaking the “hypnotic” strength of the “dubious language” examined earlier.  

7. Find the hidden meaning.  

Individuals practicing NLP rely on language with subtle and/or layered implications. With the statement, “Healthy nourishment and regular sleep for me are far more critical than anything else, wouldn’t you say?” It appears to be undeniable, and you could likely concur with little question or thought. Beyond any doubt, nourishment and rest are vital, but that isn’t the only vital thing happening in that statement. You might be wondering, what’s the subtle or layered message? “Healthy nourishment and regular sleep for me are far more critical…” Even though the speaker emphasized themselves and their opinion, the structure of the closing question, “wouldn’t you say,” asks you to consent to it. That’s the first step toward the “make you an offer” language discussed earlier.  

8. Be aware of your attention.  

Exercise extreme caution when daydreaming around people who practice NLP. Even looking off into the distance is enough to welcome a word or touch that might trigger your unconscious. Here’s an illustration: A NLP client wanted to motivate me to provide unpaid work for some brand marketing. For a second, I wasn’t paying complete attention, basically staring off into space. And, without letting a single second pass by, she began with the not-so-subtle attempt to practice the power of suggestion (see point 7). She started by discussing how she almost never uses her marketing budget, because outlets and business vendors send her samples and review copies of products and media for no cost. “No upfront costs,” she murmured. “Everything I need, anything, I just get it for free.” She’d simply made it too easy to catch on.  

9. Remember you are in control.  

When you are being presented with a choice, give yourself a chance to think it over and avoid making large or small decisions off the cuff. Try to give yourself at least 24 hours before settling on a choice. Especially, if you think, or realize, you’re being controlled. Remember you are in control, and simply remove yourself. NLP systems are most used by sales and retail employees to trigger hasty purchases. When you recognize this, simply leave; you don’t have to accept just because something is offered.  

10. Follow your instincts.  

Most essential to this list: when your gut reacts first, you wonder if this person is messing with you, something feels “too good to be true,” or you just feel uncomfortable, don’t ignore it. Especially if you work regularly with NLP individuals; quite often, they can appear to be shady. If you feel confident enough, or that it won’t endanger your safety, call them out on using NLP methods and leave the situation or ask that they stop. 


Chapter 2

Psychology At Work

Whether you are a boss or a low-level employee, whether you work in sales, or whether you are the IT guy, there are lots of subliminal and subconscious techniques that you can use to influence people at work or in business. 

As we have explained, subliminal influencing involves persuading people to make specific decisions based on messages that don’t register in their conscious minds. The whole concept of subliminal messaging has its origins in advertising and sales. In as much as it is applicable in romantic relationships and in parenting, it’s most commonly used in business and career situations. 

Because of the impersonal nature of the relationship dynamics that exists here in the workplace, employees have no qualms about manipulating their bosses into paying them more, and bosses have no qualms about manipulating their employees into becoming more productive. The social contract that governs business relationships allows for subliminal influencing—if you are not using the following techniques to your advantage, then you are at a self-imposed disadvantage. 

First, let’s talk about how you can get someone at work to be your friend or close acquaintance. There are always people at work who have influence, and it is advantageous for you to be close to them. It could be a colleague with whom you wish to collaborate on future projects.  It could be someone within the organization, who outranks you, and you know he could help you climb up the career ladder. 

Let’s say that you don’t know each other at a personal level; to him, you are just a person who works in the same building. 

Thus, how do you get him to be your close friend? Easy. Just ask him to do you a minor favor. 

Walk into his office and ask him to lend you something small; maybe it’s a reference book or a portable device. You could also ask to pick his brain on a matter that relates to the job. After he has done you a favor, say “thank you very much” to him in the most gracious way possible, and then leave. You have just made a friend. 

From that point on, you won’t just be a random face in the office; you will be someone who is of interest to him. When someone helps you with something, no matter how small it is, their brain is immediately primed to feel invested in you, and in your welfare. He may even come over to you later to see how your project is going, and if you need any further help. You can build on that, and with a little more effort, you will soon be getting what you wanted from them. 

The second subliminal technique we’ll discuss is one that can be used in negotiations. You may be looking to negotiate to get a higher salary, you may be quoting estimates for the funding you need for a project, or you may be selling something to a client or customer. 

The trick is simple; first, ask for way more than you actually need. You can then scale back slightly as you carry on with the negotiations. This trick works because the moment you mention a high amount of money, even if it’s ridiculous and unreasonable, the person with whom you are negotiating will be primed to use that number as a reference point. 

This trick works for more than just number-based negotiations. It can also work for other sorts of requests. Supposing you are the boss, and you want your employees to put in a couple of hours of overtime, say on Thursday and Friday. During a staff meeting earlier in the week, you could mention that there is a lot of extra work that has to be done in the coming days, and you will require all employees to come in during the weekend. 

Now, that will annoy even your most mild-mannered employees. There will be murmurs of discontentment. However, as the week progresses, you will hold a subsequent staff meeting and tell your employees that you know how valuable their weekends are, and that you have assessed the workload, and you now believe that if everyone could stay a little longer on Thursday and Friday, you might be able to salvage everyone’s weekend plans. Your workers will feel like that’s a reasonable compromise, and they are more likely to agree to your new request. 

There are many iterations of this subliminal trick, and different versions can be used to influence both individual and groups. The reason it works when it’s used with colleagues with whom you are well acquainted is rather simple. If you ask someone to do you a favor and he turns you down, he will feel a stronger sense of obligation to agree to your second request (and it helps when that second request sounds like a bargain compared to the first one). 

The next subliminal technique that you can use in the workplace is flattery. It is said that flattery could get you anywhere. It may seem like an obvious technique that anyone can deploy without much training, but remember that people in the workplace and in business situations tend to be sharp and vigilant, so they’ll spot in genuine flattery from a mile away. Make sure that the flattery comes across as honest. 

People in the workplace have certain notions about themselves and their abilities. When you flatter them, you are aiming to validate those notions that they already have, and not to exaggerate because that would make them suspicious. If a colleague acts like he is the best salesman on the team, you can flatter him by ‘acknowledging” it out loud. 

When you flatter someone who has high self-esteem, he will like you more because he will just think you are sincere. If you flatter someone with low self-esteem, he may hold it against you because he may think that you are either mocking him or that you are patronizing. Make sure you understand who you are dealing with before you deploy flattery as an influencing technique. 

You can use mirroring as a subliminal technique to get someone to warm up towards you before asking them to do something for you. Later in the book, when we talk about neurolinguistics programming, we will dive deeper and discuss mirroring in more detail. However, for now, we should note that if you mirror someone’s body language and verbal cues subtly during a conversation, you stand a better chance of convincing him to do you a favor. That’s because mirroring helps establish a rapport between two people, and in some cases, it can make someone feel like the two of you are very close to each other; like you were kindred spirits. 

You can also use fatigue to your benefit when you are trying to influence people at work or in business settings. People start making decisions early in the morning. In the course of the day, busy people can make hundreds of decisions, small and big decisions. Scientists have discovered that the more decisions people make during the day, the more their decision-making abilities are impaired. While people make well-thought-out decisions early in the morning, by late afternoon, they’ll be making rash decisions without seriously weighing all the facts; this concept is called “decision fatigue.” 

When people get tired, it’s because their energy levels are depleted. However, it’s not just physical energy; it’s also mental energy. When you ask people for favors when they are tired, you’ll be amazed to discover that they are more likely to agree to do what you want. 

When you walk into a colleague’s office late, close to the end of the business day, and you ask him/her to do something for you, instead of taking a moment to assess what the request is and to say “yes” or “no,” he/she is more likely to tell you, “I’ll look into that tomorrow.” They are trying to avoid taking on anything else at that moment, but they inadvertently agree to do it at a later time. When the next day comes around, they are more like to do what you asked because they already gave their word, and most decent people are psychologically programmed to keep their promises. 

When you want to ask someone for a favor at work, you can use nodding as a subliminal messaging technique to prime them to say yes. Scientists have established the fact that when the person you are conversing with nods a lot as they listen, they are more likely to agree with what you are saying. 

In western societies, and in most other societies for that matter, nodding one’s head (in an up and down motion) is used to indicate agreement. If you are in deep conversation with some, they are naturally inclined to mirror your body language, so if you nod a lot, they too will start nodding. 

Talk to the person for a while as you nod, and when you notice that he has started copying you, you’ll know it’s time to slip your request into the conversation. 

Even if you don’t want a favor, and all you want is to convince someone to see things your way, nodding still helps. It will increase the person’s level of agreeableness as it relates to you. 

On a larger scale, subliminal messaging can be used to influence people in business to increase the sales of certain products, or to increase subscriptions to certain services. Stores and other businesses use music all the time to modify the shopping habits of the people who walk through their doors. 

It may not seem so, but there is definitive proof that music has the ability to affect your consumption habits. Some years back, researchers in Britain sought to prove this concept. They used French songs as background music in a store for the whole day.

Some of the most successful supermarket chains in the world play calm, relaxing, and familiar music throughout. They program their playlists in such a way that there is no time wasted between tracks. The people who walk into the stores may be aware of the music that’s playing, but they have no idea that the music has the effect of making them stay longer. 

Supposing you are picking the last item on your shopping list, and just as you put it into the basket, and start walking towards the cashier counter, one of your favorite classic rock songs starts playing. Studies show that in such situations, most people are more likely to walk around a bit more, enjoying the music, waiting for the track to end. As they do this, customers may find themselves tossing a few additional items into their shopping baskets – items they had no intention of buying in the first place. And what if the next song is even better than the last? Well, some customers might just decide that it’s a good day for a shopping spree! 


Chapter 3

Psychology In Relationship

The perfect purpose of a manipulator is to enter into a long-term relationship with their target and to ensure that they have full control over the other individual. This is a very unhealthy relationship because only the manipulator will profit. The equivalent rate of support between the individuals who are in it will be part of a healthy partnership.

But if you’re in a marriage that seems like you’re always the one that offers, you may be in a relationship with someone dishonest. A manipulative relationship will be hard to identify because the manipulation will be subtler than some other types of relationships toxic.

Psychological manipulation may arise when one tries to create a power imbalance in the hope of taking advantage of another. Manipulation will have several methods that it can manifest, but the one topic that will continue to appear between all is that one individual, the manipulator, will benefit, and the other, the victim, will not and cannot be harmed.

There are occasions when someone ends up in and does not even know a toxic relationship. The partnership may be quite ordinary, without the stress and complications you’ll have to encounter later while coping with the manipulator. This will form part of the coercion method because it helps the manipulator to reach the target and take control of it without knowing the other individual.

Naturally, the relationship will not begin with the drama or the drain on autonomy or other tactics that the manipulator will then use. When they started, the goal would see them right at the start and go the other way through. A different approach will be taken by the manipulator—one which is slower and slower. 

In the beginning, love bombing and a lot of affection are not going to cause them any problems. When the goal is rooted and often in love, the manipulator begins changing strategies. It is not going to happen overnight and can continue for many weeks so that the objective is not reached before the adjustments are too late. At this stage, the aim has been so spent in and around the marriage that the issues and abuse are overlooked more than in the past. 

Apparently, there are some unique indications that indicate a manipulator in your own relationship. It is important to look for these indicators if you are uncertain whether anybody in your marriage is poisonous to you and causing you trouble or if it is a manipulator: 

You are urged to leave your comfort zone in many ways. In order to ensure that interests are off track, the manipulator will do this socially, physically, and psychologically. The manipulator can, therefore, be the one with the upper hand and then be the one in charge along the way. 

You’re going to try to rid your confidence. If we begin having little self-confidence, we will be manipulated more easily, because we are looking for ways to feel better. That’s why a manipulator is so quick to ship back our trust to make us feel smaller and never great enough. The operator can take advantage of our weakness. 

The secret treatment. That’s where you take a small slight from the manipulator to make it a big deal. We will use silent treatment and disregard it to threaten the goal. All e-mails, chances of voice, texts, emails, and more are provided. The manipulator manages to keep everything under control and knows when the silence treatment is over. 

The journey with remorse. Neither of us would like to feel guilty of anything, and if we experience that remorse, we’ll do all we can to make that shame go away. This is something that the manipulator depends on, and he will accuse and excuse as much as he can for anything they had to do with. 

You are denying and glossing about unresolved problems. Unhealthy marriages will flourish with many unresolved disputes as no contact occurs or because the manipulator will not want to settle such conflicts intentionally. That is because it will be easier and better for you if you trick yourself to feel that the conversation has started or finished than first collaborate with you to solve this problem. 

We can now understand that this is not so good as to cope with a marriage. None of us would like to be caught up in this sort of relationship in which we feel caught up and like the other individual is always in charge of us. We would like our own lives to be governed. So, without taking full advantage of ourselves, we want to seek one friend who is able to let this happen.

Though, before we go too far, there are some questions we need to ask ourselves in order to help us determine whether we agree that our spouse is a manipulator. When we have been through this guidebook, you will understand quite well whether you have a coercive friendship or not. Some of the measures you can do to defend yourself include recognizing your rights if you are involved in one of these partnerships. It is sometimes difficult to remember how to stand up for yourself when you have had such a friendship for a long time.

Note that irrespective of what you have been instructed by the manipulator, you have fundamental rights to be protected. Such freedoms include the right to respect for others, the right to express some of your opinions, desires, and beliefs, the right to set your own goals without being influenced by someone else and the right to say no to others.

You also have the ability to have a different opinion from another person to help ensure you are psychologically, mentally, and emotionally secure and can have your own life apart from another person if you choose. 

These are the privileges that the manipulator can try in the long run to strip from you. This allows you to maintain the checks you want and ensures that you can do what you say. But the next time you’re there, consider your freedoms, take a deep breath to your friend who’s a manipulator, and then try.

You are the only one who controls your life. Stay away. Stay away. Stay away. The next thing you have to focus on is staying away from the other person. The best thing is always to keep away from a manipulative person.

If this is too late, see if at least you can get a little space from you both. You simply give them another opportunity to learn about you, figure out your vulnerabilities, and find a way to get your future, any time you have to get entangled with someone who is dishonest. Staying away from this person is the first and the only way to protect you from dishonest individuals.

When you begin to feel an incentive to try to improve, go the other direction. Note that the manipulator tries to make you feel bad for you, and they want to help you get back in the marriage and take advantage of you again. Consider your own interest to stay away from the manipulator, and don’t drop for the fuck that you want to feel bad and support them. 

It’s not your fault, mind. Another aspect a manipulator will do is to try to find the right ways to exploit the vulnerabilities. If the manipulator figures out about the vulnerabilities, he will be able to use them to the full and use them against you. It makes it easy to feel inadequate, and often the target ends up constantly punishing yourself for the confusion that the manipulator creates.

This is achieved by the manipulator deliberately. You know you will find ways to avoid culpability. And they know that they can always move the targets so that you can never meet the standards you set, no matter how hard you work and how long you work. It helps them to maintain control of their destination for as much time as possible. 

Do not allow this to continue with the manipulator. We want to blame you for shortcomings and to guarantee that you always feel bad, and you stick around and seek validation from them so that you feel better. The implication that none of this, nor anything of which you are accused by the manipulator, is your responsibility. You have just been used to really feel bad, and it is done to make the company and your privileges more likely to be yielded.

The manipulator will lose control over you if you know it is not your responsibility. Know why, yes. Learn how to say no. The partnership manipulator has come to rely on the fact that its goal is always to say yes to everything. They go through lots of information and strategies and make sure they do what they want and say yes.

Knowing how to tell now is one of the fundamental rights we talked about earlier, but it is something we must look into it a little more and widening because it is definitely something that many of us, be it in a manipulative way or not, fail to express on a daily basis. 

If we are worried about hurting someone else’s feelings, and we think about how someone else’s attitude can shift if we refuse to help them, saying yes to someone else can simply make us cry, and often, it takes great bravery. This happens regularly. Imagine, if you deal with a manipulator, how it takes to say no. No strong speech and knowing how to stand for this one will be a valuable skill that will help you to take some power away from and back from the manipulator.

Obviously, they’re not going to like that, and you’re going to have to fight to stand up. If you tell ‘no’ without any remorse, whether or not you work with a manipulator, will be the secret to a freer and healthier life in general.

The target is never better to be in a toxic relationship. It’s a whole partnership that will depend on offering what the manipulator needs, and the aim would eventually lose something.

The aim was, however, conditioned to think that this is the appropriate way to do things, so they won’t realize they are in a toxic relationship until it’s too late. The first step in resolving the problem can be discovering how to recognize when deceit, coercion, and other difficulties arise in your marriage.

It takes time and a great deal of bravery, especially because the aim of that marriage has long been to develop confidence and self-esteem and get them through this difficult time. This takes time and courage. But when it does fall together, and the target actually realizes the connection in which they are and how to strengthen it, they can realize that without a manipulator, everything can really change in their existence.


Chapter 4

Psychology In Parenting

No matter the age of your kids, subliminal psychology can help you be a better parent to them. From the time they are born, children are naturally conditioned to trust their parents. That’s because as babies and as toddlers, they are entirely dependent on their parents for survival.

However, as children begin to understand the world around them, they begin to exercise independence by using their own judgment. The older they get, the more independent they become. That is just the natural progression of things. 

Before we look at the subliminal psychology techniques that you can use on your kids, we have to make it very clear; your aim should not be to control your kids. It should be to instill good values in them and to teach them to exercise their independence in a smart way.

No matter how “bratty” your six-year-old is being at the moment, and no matter how rebellious your teenager has become lately, you have to understand that whatever action you take when dealing with the child, it’s going to stick with him/her forever. Don’t be shortsighted. Think of the long-term impact of your actions and subliminal psychology strategies; don’t deploy a strategy that could potentially scar your kids for life. 

That being said, children, even at a very young age, can be a handful, and you need a lot of subliminal psychology tools in your arsenal. In this chapter, let’s discuss some tricks that parents have used with some considerable level of success. Feel free to try some of them out with your own kids, and see how it goes. 

Getting children in line is no easy task, but sometimes, you can get them to change their attitudes and do whatever you want. How? With reverse psychology. Reverse psychology techniques are subliminal in the sense that when they are correctly used, they fly under the radar; it doesn’t register in the mind of the child that he is being tricked. 

When you are dealing with toddlers who are scared of something, you can make them less afraid by creating a fictitious solution to whatever they are afraid of. Toddlers tend to be very imaginative, but when that imagination runs amuck, it can become problematic.

The kid may want to sleep in your bed every night because he is afraid of monsters. He may throw a tantrum at the doctor’s office because he is scared of getting a shot. All parents have different ways of dealing with such situations, but some methods are universal; the tooth fairy was invented to make kids less afraid of having their teeth pulled out. 

Toddlers are at an age where they are just beginning to understand the world around them, and they tend to create wild stories to explain the things that they don’t yet fully understand. As a parent, you can try to plant more fun versions of fantastical stories in place of the horror stories the kids tell themselves. 

You can use reverse psychology to teach kids to shake it off when they get hurt in the playground. When your kid falls when running outside in the lawn, or when they accidentally get hit by a ball, don’t be quick to display empathy. If you are playing with him and he falls, just carry on with the activity and disregard the fall. You will be amazed to see that the child quickly forgets the pain, and he gets back to enjoying himself.

If you treat every little incident as if it were an emergency, you will condition your child to become an attention seeker. 

No. We are not advising you to turn into a terrible parent who ignores the child when he is seriously injured and needs first aid or consolation. You should learn to make a quick judgment about the extent of the injury that the child has incurred, and then you should proceed to ignore those harmless falls. You also need to learn to tell why your toddler is crying. When you are dealing with babies, you must attend to them every time they cry. However, with toddlers, you have to learn to tell whether they are crying to get attention, or whether they are in real pain. 

As a point of caution, even if your child cries out of real pain, you should avoid using treats to console them, and instead, you should try to address the real issue. Treats can create a feedback loop in your child’s brain, which can be dangerous and can lead to a lifetime of bad habits.

For instance, let’s say your child gets hurt when running around the house, and he starts crying. You decide to console him by offering him a scoop of ice-cream. If you do this several times, his mind will start associating the pain with the ice-cream, so that the next time he merely bumps onto a piece of furniture, he’s going to scream at the top of his lungs to make sure that you notice. 

When your kid gets hurt after you have performed first aid and made sure that he is physically alright, let it be a lesson to him. His brain will associate the pain with the clumsy action that he took, and he will be more careful next time. Don’t interfere with that natural learning process by rewarding him with a treat. 

Another way to deal with children using subliminal psychology is by giving them the illusion of choice. This may sound diabolical, but it works well, especially with younger kids (7 years or younger). If you try this trick with older kids, they will see through your game, and they may turn things around on you. 

Here is a simple example of how the illusion of choice works: Supposing every time you take your kid to the park, he wants to stay there longer than you can afford to let him. You have tons of things on your schedule, and you want to go back home, but he throws a tantrum, and it puts you in a difficult position. 

Next time, when you want to leave the park in a few minutes, call the kid over and instead of asking him to get into the car, offer him a choice. Tell him, “you can keep playing with your friends, but we have to go soon. How much more time do you need to spend playing? Five minutes, or ten minutes?” 

Now, the little guy is going to do the ‘smart’ thing and answer “ten minutes.” You’ll then say, “OK,” and let the kid keep playing. 

Remember, the kid can’t tell time yet, so in a few minutes, you can call him over again and tell him, “Okay, I gave you all the ten minutes you needed. Now, let’s go!” He will happily follow you to the car because it was his own decision. 

There are very many variations of this trick that you can use in everyday situations. Just like adults, kids like to feel like they have a choice, and as long as you manage the illusion in a way that doesn’t insult the child’s intelligence, you could get him to do lots of things with little resistance. 

You can get your child to make choices that are more responsible by suggesting to them that it’s the “grown-up” thing to do. Every little boy aspires to be a “big boy,” and every little girl wants to be treated like a “big girl.” You can tell your kid, “Big boys clean their rooms,” or “Big girls spread their beds,” and because they are eager to be perceived as “grownups” they’ll try to show some initiative. 

One parent came up with a trick to get her little kids to eat vegetables. She would prepare meals for the whole family and set everything on the table. She would serve the meals, but fail to put vegetables on the children’s plates – only adults would get the vegetables. She would then make “yummy” noises when eating her veggies, and this would get the kids a bit curious. After a while, the kids will start asking, “Mummy, what’s that?”

“This is grown-up food,” she would say, “but I suppose I could let you have just a little bit.” The children would jump at the opportunity to have a taste of the ‘grown-up’ food. 

This way, she trained her kids to enjoy vegetables. It wasn’t that the kids liked the taste of the vegetables; they were just glad they were part of the “grownup club.” By the time they were old enough to figure out it was just a trick, eating vegetables had become a habit that was ingrained in them. 

You can also use the classic reverse psychology technique where you pose a challenge to the child so that he has to prove you wrong. The next time you want the kid to put all his toys away, don’t ask him directly.

If you say, “Can you please put your toys back into the chest?” you’ll be met with a resounding “no.” However, if you say, “I bet you can’t put your toys back into the chest—no way can you do it,” the kid will take it as a game, and he’ll play it to win. 

If your child has a competitive streak, you can use it to get him to do a lot of things. You can make it a kind of sport for him, and you can even time him to make him do things faster.


Chapter 5

Psychology In Influence And Persuasion

Often in psychological manipulation, we use words like manipulation, persuasion, and influence. We can spend time on the meanings of each of these terms, and we have, but ultimately there is actually something else we should aim to do for each of them: inspire.

If you can inspire someone to reach above their normal limits, they can do things they never thought possible. But in order to inspire others, we must have complete confidence in ourselves. 

We must feel totally assured about what we are doing. There is no room for doubt — doubt and hesitation may no longer be in your vocabulary. This is the only way you can provide for others the words, wisdom, and prosperity that they want to achieve.

You can show them what they can achieve once you have built confidence in yourself.

First of all, recall the differences between our terms. Mind reading is the ability to figure out what someone is thinking; mind control is changing their thinking; manipulation is changing their actions.

Now that this has been established, you have to learn how to display confidence so that people will buy your frame. To briefly reiterate what we have learned so far: your one real goal in NLP is to speak with someone’s brain directly. The language of the brain is nonverbal, based on gut feelings, and constantly evolving — and it is displayed through a person’s unconscious behaviors and communication. 

When we want to change someone’s behavior, or manipulate them, we must first speak with their brain directly by imitating these unconscious forms of communication. Once we do that, the subject will consider us part of their mental world, as an extension of themselves. After we reach this point and we tell them what they should do, they will not see it as someone manipulating them. They will think their ideas of what they should do have simply changed by their own choices.

Also, don’t forget the two key skills in every attempt at mind control or manipulation: state control and perceptual sharpness. You can’t manipulate someone without being immune from how they might normally affect you emotionally. You can’t manipulate someone without being able to make out things about them through their unconscious communication cues through perceptual sharpness.

Soon, we will start learning the techniques that specifically make manipulation happen. However, first we have to learn how to adopt this confidence that makes people do what we want them to do. When we are the embodiment of self-confidence and certainty, it makes people want to believe what we say.

It makes people think that we know what is best to do. That means it is crucial for you to put on the air of confidence when you need to.

There are two sides to self-confidence: body language and self-image. When both of these things are in place, we call that congruence.

People can tell when you are confident both in your body language and in how you view yourself. This is called congruence because the way you present yourself in body language appears to match up with how you unconsciously display how you feel about yourself internally, through ways like your facial expression and voice.

It is very important that you don’t have confidence in just one aspect and not the other. As we just said, people know when you are not congruent. There is no point in adopting the body language of a confident person if everyone can still tell you don’t feel confident on the inside — that you are incongruent. It is equally pointless to feel confident on the inside if you don’t adopt the body language typical of someone who is confident. 

You may be entirely confident on the inside, and the body language might feel fake to you, but people have their ideas of how confident people present themselves, so you just have to adopt these body language patterns.

At the end of the day, all body language is a skill. Like any other human behavior, knowing the difference between one form of body language, and another is a learned skill. It’s up to you and your subject to communicate with each other and build a rapport.

You might not be the most confident person naturally. Don’t take this to mean it won’t be possible for you to use psychology manipulation, because you certainly can. After all, as we just said, half of congruence is the learned skill of adopting the correct body language. Anyone can do this. It has nothing to do with how you feel on the inside.

We don’t have to spend too much on what this body language looks like, because we all know to some extent. But for just a moment, let’s list some of the things you should do with your body to display confidence.

For one, take up more space with your body. This means keeping your feet further apart, making your lower body take up more space overall.

You should also be careful about habits like tapping your feet or playing with your shirt buttons. These are habits that make you seem nervous, ruining the image of confidence.

Of course, it should be apparent that you should hold your head up high and straighten your neck high. Get rid of the craning posture of someone who looks down at their smartphone. This does not look confident at all. It makes you seem like you are totally uncertain at all times.

This next tip isn’t about how you should present your body around people, but rather it is something you can do with your body when people aren’t watching to build your inner self-confidence. It may sound silly, but hold up your arms above your shoulders. Keep them up for a while with your fists in the air.

This will actually make you feel more in power and control.

You will have to learn the other side of congruence. It is more complicated than learning the body language of a confident person, but that does not make it hard.

Earlier in the book, we spoke of anchoring in the context of state control. We said to revisit a memory where you felt safe and calm so you could feel that way at any time. We said to revisit memories about any emotion to feel any emotion when you needed to.

Anchoring is the key to feeling confident on the inside when you are trying to manipulate someone with psychology. Even if you don’t usually feel like the most confident person in the room, you can make yourself feel confident at any time by thinking back to a time when you did feel confident.

You might not feel like this all the time, but you have felt confident at some point in your life. You know what the feeling is like.

Try to go back to a memory that still feels fresh in your mind so you can experience that confidence like new. Combined with the body language of a confident person, you are bound to become the kind of person people want to listen to.

If you learn both sides of congruence, your psychology manipulation is bound to feel natural.

This is how you create a positive psychological relationship with the most powerful people in your life. Learning congruence is the foundational skill for learning to mind read and mind control, but it is especially important for manipulation. Changing someone’s behavior is the hardest thing you can do with NLP, so you have to pull out all the stops when this is your goal.

Your relationships are all built on trust, including your relationship with a powerful person you want to manipulate. Trust is the backbone of every good relationship between people. If you want a powerful person to trust you and let you into their mental world, you have to build trust through displaying congruence, and therefore confidence. 

But if you want to have congruence, the internal side of it can only come out of anchoring for so long. Thankfully, after you do anchoring for so long — and after you manipulate people with your anchored confidence — you will start to develop real, genuine confidence.

This is useful for an NLP practitioner, because only through rich self-esteem can you really trust yourself. If your self-confidence were built only on anchoring for too long, even you will start to see that your confidence is not genuine. 

People want to listen to you when you appear to be certain — when you appear to trust yourself. When you use anchoring to feign self-confidence internally and body language to feign confidence externally, these behaviors will start to become part of you.

You will get into the habit of doing these behaviors without the techniques outlined in this chapter. Once that happens, your self-trust will become even stronger, and people will want to listen to you and do what you say even more.

Now that you have learned the principle behind congruent self-confidence, you are ready to learn the techniques that are particularly useful in manipulation. You can use these techniques for mind reading and mind control as well, but they are specially designed to change people’s behavior. Our first technique is called the voice roll.

The voice roll might be the easiest to understand out of everything we cover here. All it involves is inserting the behavior you want the subject to adopt in passing during a normal conversation; when you insert this into the conversation, do it in a monotone voice.

You might be wondering the purpose of the monotone. You see, you don’t want to speak in monotone constantly, because no one likes someone who sounds like they don’t ever feel emotions. It makes them seem like they aren’t human. So, you should have emotion in your voice most of the time during the conversation. However, when you say the thing that is meant to manipulate the subject’s behavior, you say it in a monotone voice, so you sound like you aren’t emotionally biased or up to anything suspicious.

Even though we don’t like to hear monotone all the time, when used correctly, monotone makes it sound like someone is a logical thinker who is not influenced by emotion. Monotone gives you credibility when you use it correctly. It appears as if you are in control of the conversation rather than vulnerable to the emotion of the person you are talking to.

As you get to know people over time, you can adjust your monotone according to the person’s style. For example, if the conversation goes too far off-topic for you, you can casually go monotone to shift the topic back when you want it to be.

Hopefully, you can think of examples where this can be useful already. It may be the easiest technique to understand in this chapter, but that doesn’t mean it is always easy to use. That’s because the monotone alone doesn’t do all the work for you. You also have to learn how to read social cues from people and adjust your words accordingly. 

It is a hard balance to strike, because you don’t want to make it seem like you only want to talk about the topic that involves the behavior you want them to change. You want to bring it up in passing without seeming suspicious. However, at the same time, you can’t let them take control of the situation completely.

As usual, with psychology manipulation, it is a matter of framing. When you notice a topic come up in conversation that is adjacent to the topic involving the undesired behavior, take advantage of that, and talk about what you think they should do differently in a monotone, seemingly impartial voice.

While right now we are talking about voice rolling in terms of manipulation, this can also be an excellent way to know what someone is thinking — that is, to mind read them. But more on that in the appropriate chapter.

The most important part is to try to find an action that makes the subject uncomfortable. This will give you a good example of how to deal with the undesired behavior, and it will be necessary for the earlier stages of you learning psychology manipulation since your techniques won’t work some of the time. When you have the urge to reach out and change someone’s mind through speaking with their unconscious, you’ll be better able to talk with them about this in the future.

Ultimately, voice rolling is all about getting to speak with the subject’s unconscious mind, just like all of NLP. It is about speaking the cryptic language of the brain. By voice rolling, you are implanting an idea of a new behavior into their mind in a specific, unemotional, monotone way.

They won’t remember where they heard this idea, but later on their behavior will change, and they won’t even remember you are the reason why. Thankfully, people’s memories are not that good. We use this to our benefit.

The next technique we discuss involves direct suggestion — that is, you will end up asking the subject to change their behavior directly. You may think at first this is something you should never do, but this isn’t true. Especially when it comes to manipulation (as opposed to mind reading and mind control), there are times when you have to ask them to change their behavior directly.

This is because changing someone’s behavior is a completely different playing field from the others. You are asking much more of someone when you manipulate them as opposed to simply making them change their ideas about the world. 

People are very attached to their current behaviors. They are their habits; our habits make us who we are, and we don’t give up on them very easily. To get us to change our daily behaviors, we need a big push. In many cases, if not all, we have to ask the subject directly to change their behavior if we expect them to do it.

Don’t take this to mean it is always required, and don’t take it to mean that asking them will be enough. Of course, you must know that asking someone to change is not that simple.

There are still techniques involved when you ask directly for a behavior change, and you still have to use guiding principles of NLP like state control, perceptual sharpness, and congruence. But oftentimes in manipulation, what must happen alongside the techniques and other built-in NLP skills is a direct request for change.

Asking directly for behavior change is a must when dealing with a narcissistic, volatile, or emotionally or mentally troubled person, even an adult. You must know this already if you already have someone in your life who you decided it was necessary to use psychology manipulation on. It is your job to make sure that what you ask for isn't dismissed by the person, and this is where psychology manipulation comes into play.

But even if you are using NLP to manipulate a more mature person, you may still have to ask directly for a behavior change for the reason we discussed earlier: people are attached to their habits. They become part of our identities, so it takes a big push to let them go. If you tell them directly to change in the context of these techniques, you have a great chance at a successful manipulation attempt.

To be clear, you don’t always have to ask directly. In fact, since it is always better for the subject not to know they are being manipulated, you should give these techniques a fair shot without directly asking before you move on to this step. But what do you do if you find yourself in a situation where you have no choice but to ask for a behavior change? Here is a quick assessment:

What behaviors or feelings will you use to get the behavior you want?

We learned before that emotion is a thing you must learn to manipulate in another person if you desire to change their idea or behavior. This is because emotions are a very powerful thing, and when they are activated, they can permanently change us. This is exactly the case in the next technique we will cover.

The technique is called memory activation. We have discussed anchoring a few times now, and a good way for you to understand memory activation is as getting your subject to anchor themselves in an emotionally-laden memory without even realizing you are the one causing that memory to be triggered.

To use this technique, you must first control a subject's awareness or attention. For instance, you may have your subject look at something on your phone that you genuinely think they would find interesting. Especially with someone you wouldn’t normally start a conversation with, this can be a very valuable tool for controlling the flow of dialogue.

You can also use this technique to develop a rapport with a subject by starting a casual conversation. Now, you want to be sure you don’t get stuck on the casual topic, but it’s also necessary that the subject never sees this conversation as anything more than a casual exchange.

This is because what you eventually want to do is get them to revisit an old memory filled with pleasant emotions.

We constantly emphasize the importance of the larger skillset outside of the technique in NLP, and this is why. You know that you have to get your subject to recall a positive memory while around you, but you have to do it without them realizing you are doing this on purpose and getting suspicious.

You have to do it amid the chaos that can sometimes define a social situation. These things are going to be incredibly challenging if you are not already skilled in psychology manipulation and neurolinguistic programming overall.


Chapter 6

How To Influence People With The Maximum Efficiency And Minimum Effort?

Now that we know where brainwashing started, let’s look at the definition of the term. Brainwashing can simply be defined as a process where a person or a group of people make use of some underhand methods to talk someone into changing their will to that of the manipulator. 

When discussing this topic, it is important to delineate between honest persuasion and brainwashing, as there are several ways that people persuade one another these days, especially in the field of politics.  

A very easy way that people persuade others to conform to their will is by stating a few things that could typically induce a yes response from the target. They then use some statement of facts as the icing on the cake. At the end, they state what it is that they want people to do. For example, consider the speech below: 

“Are you tired of paying exorbitant fares for your child's schooling? What about the rising prices of gas and power supply? Are you concerned about the constant riots and strikes?

Well, a good point to recall that the government has mentioned the country is gradually drawing close to recession and that the prices of fuel will continue to rise as they are seeing the greatest drop in the economy since the end of the civil war. If you want the country to change for the better, vote democrats." 

The truth is that you may not want to agree with the fact that these are brainwashing techniques which may come off as subtle persuasion and that they are techniques in the hands of manipulators.  

Here are some of the most common manipulation techniques that you should watch out for: 

Isolation:  

When trying to brainwash a person, one of the first things usually done is the isolation of the victim from their family, friends and loved ones. This is to ensure that the victim will not have any other person to talk to besides the manipulator. So, the victim will get all their ideas and information from the manipulator while avoiding any possibility of a third party stepping in to ask what is going on. 

Attack on the victim’s self-esteem:  

Since the manipulator has successfully isolated the victim, he must look for a way to break his will and self-esteem. They will then use the process to begin to rebuild the victim in whatever image they wish to.  

The only way a person can be brainwashed is if the person manipulating them is superior to them. This attack on the person’s self-esteem would manifest in the form of intimidation, ridicule or mocking the victim. 

Mental abuse:  

The manipulator will try to brainwash their victim by putting them through a phase of mental torture. They will do this by telling lies to the victim and making them feel embarrassed by telling them the truth in front of other people. They can also bully these victims by badgering them and not leaving room for them to have any form of personal space. 

Physical abuse:  

Manipulators understand there are many physical techniques that can be used to brainwash the victim. These techniques include depriving the victim of sleep and making sure that they stay cold, hungry or causing bodily harm by exhibiting violent behavior towards them.  

The manipulator can also make use of some much more subtle ways like increasing the noise levels, making sure that there is a light that is always flickering on and off or raising or lowering the room's temperature. 

Playing repetitive music:  

According to a study, if a person plays a beat repeatedly, especially a beat that has a range of about 45 to 72 beats each minute, it is possible to introduce an extremely hypnotic state. This is because repetition is much closer to the rhythm that comes from the beat of the heart of a human being.  

This rhythm, however, can cause an alteration to the consciousness of the person until they reach what is known as the Alpha state, which is where the person becomes 25 times more suggestible than he would ordinarily be when they are in a Beta state. 

Allowing the victim to only have contact with other brainwashed people: When the manipulator is brainwashing a person, they ensure that the victim does not encounter any other person/people besides those that are already brainwashed. This is to create room for peer pressure.  

The truth is that everyone desires to be liked and accepted. This is more prevalent when a person is a new member of a group. In such a case, the person will typically adhere to and promote things that the other members are saying which will secure them a space with their new company. 

Us vs. them:  

This also has to do with the possibility of being accepted by a group. The manipulator makes the victim feel like there is an “us” and a “them.” So, they are offering the victim a chance to choose the group they wish to belong to. This is done to gain absolute loyalty and obedience from the victim. 

Love bombing:  

This technique has to do with attracting the victim to the group through physical touch and by sharing some intimate thoughts with the victim. Emotional bonding is also used in this technique through a show of excessive affection as well as constant validation. 

All the above mentioned are a few ways to brainwash a person. Once a person is brainwashed it is usually very difficult to get them back to normal. They develop more rigid neural pathways than other people and this could be an indication of why it is always very hard for a brainwashed person to double check their situation by rethinking it once they have been brainwashed. 

The Fear-And-Relief Technique

The primary strategy on our rundown begins with a well-explored and archived control system that you can use to your greatest advantage. Basically, the dread and-alleviation method includes playing a bit with the other one's feelings, and keeping in mind that the facts demonstrate that this system can cause a lot of pressure and tension, it is amazingly effective.

It will rapidly make him powerless against the silly conduct that you can use for your favorable position. At that point, you offer him an alleviation of the dread that he encounters. The most testing piece of this strategy is to really realize what to use to startle the individual. You cannot, obviously, keep thinking of unnerving stuff on spot, trusting that he will begin encountering dread. You need an unmistakable thought of what to state and how to state route before you approach the individual. At that point, you likewise need an answer that will spare him from the awkward inclination.

The strategy is regularly utilized in the media to snare the watchers. The news channel, for instance, can alarm individuals with an extremely sensational declaration like "20 individuals are influenced by the new infection episode" that will doubtlessly terrify the general population.

At that point, they end up with "for the refreshed data of what to do, continue watching our channel" which offers the answer for the watcher – continue viewing and we will reveal to you how to endure this horrendous infection.

You know, clearly, that you are not a news channel; however, it does not imply that you cannot utilize dread and help system to control others. You can panic individuals with anything structure their vocation objectives to individual connections. Be innovative, investigate your objective and think of the most ideal methods for doing the strategy.

At whatever point you see that the one you are attempting to control is going to surrender, that is the point at which you help them assuage the pressure and let off all the steam: you are essentially attempting to give that individual unexpected emotional episodes that will leave the person in question totally incapacitated. At the point when that occurs, the individual being referred to is substantially more liable to do whatever you need them to, and as detestable, as that may sound, it genuinely works!

Reflecting Technique

This is one of the most acclaimed control methods that includes two sections. In the first place, you are attempting to reflect the individual you are attempting to impact and afterward, during the subsequent part, the person will reflect you. This sets up the trust among you and someone else and causes you to assemble the association that you will, in the end, begin to misuse.

The system is very fundamental and easy to do. You should simply duplicate the conduct. Investigate their non-verbal communication, face and hand motions and the tonality of the voice. Is it accurate to say that he is remaining with his hand crossed? Do likewise.

It is safe to say that he is talking unobtrusively without numerous feelings? You begin talking a similar way. Clearly, it is critical to do it as cautiously as would be prudent.

Else, it will be too evident that you are attempting to reflect and the individual will rapidly begin being suspicious of your conduct. You would prefer not to do that, as it will be extremely hard to recuperate from that position.

After some season of doing the reflecting strategy, the individual will begin to feel increasingly associated with you. This is the point at which the individual has a trust towards you and winds up helpless against the distinctive control techniques.

The cool thing about reflecting is that soon you will begin seeing something astounding – presently the individual will begin replicating your conduct. At the point when this occurs, you realize that you have effectively finished the endeavor of setting up the trust.

The procedure is significant for the further endeavors of control. On the off chance that an individual does not confide in you, it is very hard to influence him. When the association is built up, different strategies recorded in this article will begin working a lot simpler.

Ensure that you reflect for quite a while and do not anticipate that the enchantment should occur in no time flat. Contingent upon an individual, it may take hours until he opens up to you.

Attempt The Bribery Technique

This one more generally utilized control method consistently brings about the ideal result at whatever point you attempt to cause someone to do what you need. On the off chance that you compensate someone, be it sincerely or physically, they will be one way or another vibe constrained to furnish a proportional payback – make a point to utilize that to your greatest advantage when they do!

You should simply to make sense of what your supervisor, your life partner or your companion needs or needs and simply offer it to them, at that point try to propose that you might want something consequently. Be mindful so as not to make it seem as though you are extorting them however, as that will positively not end well! Attempt to make it look as though you are truly being pleasant to that individual.

The gift is the simplest procedure to execute in the event that you are not excessively self-evident. You are claiming to be pleasant by giving straightforward stuff away as a decent motion. It works for several diverse promoting divisions, sales reps and any individual who is attempting to get the support of others. Studies demonstrate that once individuals get even a little blessing from others, they give back where it is due (buying items, doing what others need, and so forth) greater than they got.

The key is timing. It is critical to give individuals things they need cautiously and path before you need them to accomplish something. You cannot give your manager a watch or extravagance pen and request an advancement in 60 minutes. Much the same as the various techniques, enumeration for control requires a cautious methodology. You have to assemble trust and association after some time, gradually impacting others.

Gift likewise does not require something costly or tedious. You can begin taking a shot at it with little stuff like free espresso or desserts. In the end, with regards to causing others to do what you need, they will have 'sure, I'll help, he is generally so decent to me' contemplations running in their minds.

Listen and Learn

Try not to feel that controllers just utilize a couple of code words to hack into your cerebrum and cause you to do anything they desire. It does not work that way. As I referenced above, building up the trust among you and someone else is a central piece of impact. In the event that an individual does not confide in you, he will not have any desire to do anything with you and you will lose an opportunity of impacting him. That is the reason it is critical to really be companions with him and perhaps the most ideal methods for doing it is to turn into a decent audience. This has two advantageous parts for you:

1. Being a decent audience makes a dream of invitingness during the procedure of discussion. You appear to be significantly more engaging and dependable to others when they see that you are keen on what they need to state. This is particularly valid for the general population who do not get a lot of social communications in their lives and are frantic to converse with other individuals.

They want to talk about their lives, disclose to you what they did yesterday, where they are intending to go one month from now for an excursion and even very close subtleties of their own lives. You should simply remain calm and tune in. In the event that things get incredibly exhausting, in any event, imagine you are intrigued, yet recollecting what they said is significant for the subsequent part.

2. The trust towards you fortifies altogether, when you after some time notice something that they let you know previously. That is the minute when they accept that you really minded and truly tuned in. It is hard to tune in and recall all that they stated, particularly if the discussion was incredibly exhausting and you listened simply because you need to control them. Be that as it may, attempt to recollect in any event a couple of subtleties. In the event that they say something regarding their up and coming get-away, rather than rehashing everything about a parrot, coolly notice how the get-away went.

Figure out how to Read People’s Body Language

Did you realize that individuals convey what needs be more through their non-verbal communication than through real words? On the off chance that you are experiencing serious difficulties "decoding" an individual, at that point, you should simply to focus on their non-verbal communication, and understanding it can truly be viewed as workmanship.

So as to have the option to completely and easily control someone, you should make sense of that individual's mental and passionate cosmetics, and you cannot do that without considering their non-verbal communication. Individuals can lie and curve their words all around effectively, yet hiding the signs your body is attempting to send is much progressively troublesome.

Likewise, make a point to remember that a great many people are vulnerable to enthusiastic reactions: if the individual you are attempting to control is an especially passionate one, at that point you should play with their feelings – once more!

There is nothing muddled about understanding individuals' non-verbal communication. However, it is critical and basically the fundamental necessity on the off chance that you need to control others. There is no mystery learning of it to ace so as to comprehend what individuals express utilizing their bodies. The essential articulations are the accompanying:

Do you see an individual with crossed hands, not exceptionally passionate outward appearance and does not draw in with eye-to-eye connection with others? At that point, he is in all likelihood unengaged, not prepared to be locked in with a discussion or is under worry because of despondency or outrage.

It is safe to say that he is loose, closer to you, keeps up long eye-to-eye connection and has a passionate outward appearance? At that point, he is prepared to be locked in, has an inspirational disposition and would not see any problems with bouncing into the discussion with you.

While this article does not go into subtleties of perusing non-verbal communication, we exceedingly prescribe you ace its propelled information. Else, it will be hard for you to comprehend the general population you are attempting to impact. We have a few articles about it here, so peruse the non-verbal communication classification.

Utilize Your Looks in Your Best Interest

In any case, human instinct is very shallow to a limited degree – we are normally attracted to charming individuals, and that is true. In the event that you are a gorgeous individual, at that point, you can make its best and control other individuals. Life truly is simpler for lovely individuals; however, your appeal alone will not get you far: you really need to take a shot at it and to figure out how to take it to the following level.

You should be certain, lively and you should likewise have an agreeable and inviting non-verbal communication – on the off chance that you figure out how to do as such, at that point, this can extraordinarily profit you both in your own life and your expert one. Make individuals feel uncommon and make a point to consistently act naturally certain: don't try too hard, however, in light of the fact that by the day's end no one loves presumptuous individuals paying little mind to how appealing they are.

Master Your Feelings First


Chapter 7

How To Win Friends With Persuasion?

You should also avoid being emotionally attached to people who you suspect of being controlling. We acknowledge that this is easier said and done. Meeting new people isn’t easy, so when you meet someone you think you might be compatible with, and you notice that they have certain traits that could indicate that they are controlling, it’s still tempting to give them the benefit of the doubt, because deep within, we want to believe that people are good.   

You might decide to indulge someone for a while before you fully understand his or her true nature, but as you do that, you become emotionally linked to him or her. you fall for their charming behavior, and before you gather enough evidence to prove to yourself that they are controlling conclusively, you would already be too emotionally invested in that relationships just to sever ties with them.   

The best approach for you is to set your boundaries from day one before you become emotionally invested.   

Even if you want to give the person the benefit of the doubt and to get to know them better, you should go into it while understanding your own rules, and don’t let emotions cloud that understanding. Stay cordially civil whenever you interact with them (or anyone for that matter), and break with them as soon as you are sure that they are indeed as manipulative as you suspected.  

So far, we have looked at how you can defend against mind and emotional control when you discover it early enough before you become too invested in a relationship. However, the fact is that even if you are vigilant, some people will fly under your radar, and they’ll get close to you before you notice that they are manipulative.

In other cases, you may not have a choice on whether or not such people are in your life; you may be able to choose your romantic partner, but you can’t choose your family members, colleagues at work, or your casual acquaintances. So, how do you defend against control in such cases?   

Well, you may be able to defend yourself by following this simple 3-step process:   

Know What You Want  

Manipulative people will seek to control you because they want something from you. They want something very specific from you, and they are manipulating or controlling you to increase their chances of getting that thing out of you. The problem is that if you are the kind of person who spends his or her time giving other people what they want, you will waste your whole life serving other people’s interests, and you won’t ever get what you really want out of life. Therefore, no matter how long you have been under the influence of a manipulative person, this is how you have to start; by figuring out what is it that you want.   

You have to do this as empirically and as systematically as possible. Take a notepad or some kind of writing material, and start evaluating the things that you consider your core values. Write down the things in your life that you believe are the most important to you. Is it your family? Your job? Your faith? Your academic pursuits? Certain hobbies you enjoy? A certain person you love? Be honest with yourself and create a list. First, write down whatever comes to mind. The first list will be in random order.   

After you have put down all the things that you value, it’s time for you to rank them according to how much you prioritize each one of them. List them, from what is most important to what is least important. Don’t have any qualm or guilt about the way you rank your values (for example, if you feel your hobby is more important than your career, be honest with yourself in your rankings).   

Once you have ranked your values, it’s time for you to ask yourself why those values are important to you, and why each value is more important or less important relative to the other things in your list. Try to see if there are any things that you currently value, which may be on your list because of the machinations of a controlling person.   

If there is a value that seems particularly important to you, or it seems to rank higher than it logically should, it could be up there because someone manipulative drilled it into you over a long period. If something that is, logically important doesn’t rank as highly as it should, it could be that a controlling person has been influencing you to think of it as unimportant.   

You should also repeat the same exercise, and this time, instead of listing and ranking your values, you should list and rank your favorite ways to spend your free time.

Start by listing all the activities that you believe you would like to do when you have the time. In this initial list, don’t think practically; think imaginatively. If you had the time, and you had no constraints, no one to hold you back, what would you do?   

You should then create a different list, not one of the activities you would lie to do, but one of all the activities that you remember doing during your personal time lately (all the time you spend outside work is technically person time). Rank those activities based on how much time you have spent on them in the past few months.   

Now, compare those two lists and spot any differences. What would you like to do that you don’t have the time to do? Why don’t you have the time to do it? What takes up all your time? Look at the things that you often do, particularly those that take up most of your time. Why do you do those things? Do you truly enjoy doing them, or do you do them out of a sense of obligation? How much “me time” do you really get?   

The reason why it’s important to assess both your values and the way you spend your time is that someone may have taken over your life, and he may have installed his or her interests at the helm of all your lists.   

A controlling person may have destroyed your real values, and he may have forced his values on you. A controlling person may be taking up all your time so that instead of doing what makes you happy, you are spending every free moment you have doing what makes him happy.   

If you find yourself spending every evening in a sports bar with your boyfriend when you would rather be taking a dancing class, it means that he has taken control over your evenings and that his leisure activities are a bigger priority for you than your preferred leisure activities. If you find that most of your values are external rather than internal, it means that you care more about someone else’s happiness more than your own.   

Compare how things should be and how they are; if you find that your priorities are not your own, it’s time to make a change.   

Stand Your Ground  

Relationships (whether they are partnerships, marriages, friendships, or workplace relationships), are all about give-and-take. Controlling people and manipulators want to take more than they give or even more than you are willing to give. There is only one-way to truly regain control if you are under the influence of a manipulative person, and that is to stand up to them.   

Now that you know what you want, and you are able to identify areas in your life where you have compromised too much, and given control over to someone else, you’ll have to confront the manipulative people in your life; there are no two ways about it. It’s either you regain control, or you let them control you.   

To stand up for yourself, you have to reinstate your real value and get rid of the values that have been imposed on you by manipulative people. If, when assessing your values, you realized that you don’t have your priorities straight, it’s time to let the people who take up your time know that from this point moving on, you will prioritize your own interests, and their interests will take the back seat.   

You have to make it clear to yourself and to the people in your life that you have the same rights as they do, and you will no longer let them trample on those rights. Controlling people like to think that they are superior to the people, they seek to control, and so if you have one in your life right now, he or she is overdue for a reality check.   

That has not to say that you should unload on such people, and release all you are pent up anger onto them. you want to make it clear, and in the most logical of terms, that you will no longer be their personal doormat, that you won’t be subservient to them, and that you do in fact, have the moral high ground in that situation.   

Here are crucial tips that will help you stand up for yourself:  

Realize That No One Else Can Invalidate You  

The reason we are so afraid to stand up to controlling people is that we seek external validation. However, the whole concept of external validation is a fallacy. Sure, people can validate us; a boss can praise you in public, a spouse can tell others what a nice person you are, etc. when these people validate us, it only works if we choose to internalize that validation.   

The same goes for invalidation. The only reason people have the power to invalidate us is we give them that power; we choose to internalize the invalidation. Therefore, if you are afraid to stand up to someone because you think they will invalidate you, essentially, that’s self-sabotage.    

No matter what others say, the decision to perceive your thoughts, feelings, and actions as invalid only lies within you. This knowledge should empower you to stand up to anyone, even if you know there’s going to be some backlash.   

Make People Respect and Value Your Time  

Your time on this planet is very short, and it’s extremely valuable.  As part of standing up for yourself, you have to make sure that the people in your life realize that. If someone shows no respect for your time, then you have to cut the amount of time you give to him or her.   

Ensure That You Always Stay Calm When You Confront Manipulators  

You’ll come up with a strategy to assert for yourself, but no matter how well thought out your plan is, it could fail if you let emotions get in the way. The only way to win is by staying calm. When you confront a controlling person, make sure that you process the entire interaction through the logical part of your brain, not the emotional part.   

This is going to be difficult; as we have already mentioned in the book, emotions are more primal than logic, so it’s very easy for them to take over. You have to make a concerted effort to stay calm and logical.   

When you stand up to someone, emotion is your enemy; it doesn’t matter if it’s a positive emotion or a negative one; it’s going to work against you. When controlling people see that you are finally standing up to them, they’ll react in an emotional way.   

Emotions can be infectious (for example, when someone raises their voice in a conversation, you will instinctively do the same) but you have to make a mental effort not to mirror the manipulators’ emotions. Make your point in a calm voice, and if they react with anger, let them vent, and then reiterate your point calmly as you address any points they may have raised in their angry tirade.   

You may feel strong emotions in the process, and you’ll definitely be tempted to act on those emotions, but at that moment, you should realize that the stakes are much higher than that; you are trying to regain control over your life, and emotions are of no use for you at that moment.

Unless you control your emotions, you won’t be able to regain control over your life.   


Chapter 8

How To Analyze Body Language: Techniques And Tools For The Analysis Of Body Language

Sometimes, what is even more useful than manipulating people is being able to read their body language. We communicate many messages through the way we use our bodies, and we do so without even realizing it. This chapter will cover the techniques you can use to read someone’s body language and know how to interpret it. It is a deep subject, so let’s jump right in.

To begin, you must learn how to trust your gut. There are objective things to pay attention to that we will list — but for example, if someone keeps their feet close together, they are trying to take up less space. Someone whose feet are far apart is trying to take up more space. We can detect these things intuitively, and they tell us a lot about how the person is feeling or even about their personality.

The truth is, knowing about how to interpret body language is even useful outside of psychological manipulation. It can be used both in communications and in business, even when your end goal is not necessarily to mind control or manipulate your colleagues.

The study of body language is the study of gestures, contractions, postures, and facial expressions. Psychologists have studied the significance of body language for decades, and they have found that it has been important for much longer than many people think. Even ancient humans relied on body language to understand one another and send messages.

Body language has many key principles behind it. You might think you should pay attention to the specific gestures or postures, but this isn’t true. First, you should listen to what your gut tells you about someone’s body language. Ask yourself: is this person calm, anxious, or trying to put on airs?

The other big question to ask yourself is: how does this person’s body language compare to other people’s? This is a helpful trick — otherwise, you can easily fall into the trap of assuming something about someone’s body language when they are doing something normal that almost everyone else does.

But now that you are paying attention to these questions, there are specific cues you should look out for. For one, look at the subject’s feet and how far apart they are from each other. The distance between a person’s feet speaks volumes about them. This is because when our feet are close together, we are easier to knock over. When they are far apart, we are much more vulnerable.

Someone might not give away how they are feeling in any other way, but give it away with the distance between their feet. Someone whose feet are far apart is probably feeling nervous and insecure; if you ask them anything even slightly personal, they will probably react with a great amount of nervousness. If this happens for you, you know they make a great candidate for psychology manipulation. People who are in a vulnerable state are much easier to manipulate and mind control.

The opposite is also true, however. If the subject’s feet are far apart, they are protecting themselves. They are staying vigilant of what other people are trying to do. By no means is this a sign that they are impossible to manipulate: nobody is impossible to manipulate. Nonetheless, you are going to work a lot harder to manipulate this person.

To create rapport, ask a series of questions about the mood, personality, or situation of the other person as if it were a conversation. Repeat back as many of these questions as possible. “How are you feeling right now?” and other questions like it are seemingly non-invasive, but the subject’s answer to them will tell you a lot about them. The answers themselves are less important than how the person reacts to your questions. 

If they started off seeming nervous but then relaxed, this is a sign that they are hiding something. That’s because they were on edge, but then your seemingly harmless questions made them feel secure again. When you find out they are hiding something, you can use NLP to figure out what it is they are hiding from you.

Now, we have given you a surefire sign that someone is confident or feeling vulnerable. But fronting is another matter to pay attention to.

You already learned how to apply congruence to manipulation for yourself. At this juncture, you simply have to see it from the other side. You have a gut feeling when you see how a person acts; then you pay attention to the physical body language they are displaying. 

If these two things don’t seem to match — for example, if they give the impression of insecurity, but are overcompensating with confident body language — this means they are more easily manipulable. Despite the confident body language, they are just as vulnerable to NLP as someone who displays less-than-confident body language.

You need to closely monitor your own body language as well. You don’t want to give away all of your thoughts with it, but people can tell when you are acting strange and robotic, so you absolutely shouldn’t suppress all of your body language. In fact, by showing the nonverbal clues to your unconscious thoughts, you are making it easier for your subject mind to “read” your unconscious mind so they believe you are being genuine. This will make them trust you even more. 

The subject may have been told about you — you, your weaknesses, your strengths, what you are most and least likely to do. People talk, and this means the subject may already have opinions about you. But if you show them in your nonverbal cues that you are willing to be vulnerable, too, this will make the subject’s defenses go down, and it will make them trust you. This is why it's so important to express as many nonverbal cues as possible.

There is one last thing to know about body language. Someone can give you completely different messages with body language at first but then change it completely once they get to know you better. Once they get to know you better, their body language will appear more comfortable and relaxed compared to how anxious and insecure they seemed at first.

This means body language is a great way to see how close you are getting to someone. The closer you get to your subject, the easier they are to manipulate and mind control. This is because their mental barriers come down around people they trust. Then, you are given the perfect opportunity to get what you need from them.


Chapter 9

Defining Desired Outcomes

The idea behind being a persuasive person, the main objective of persuasion, is to get something in return. There is no sense in practicing the art of persuasion if there is nothing desired in return. Persuasion means to cause someone to do something specific. Therefore, some sort of gain is desired, some sort of end result. 

In order to know the intended end result of the persuasive effort, there must be a defined desired outcome. The person doing the persuading wants something tangible, something definable. But what do they want? Well, that is completely up to them to decide. But they must decide, before engaging in any form of persuasion, exactly what they hope to achieve at the end of the conversation. 

This is what is meant as defining desired outcomes. The thing that is desired must be decided before any kind of persuasive tactics begin so that the person doing the persuading understands the desired outcome. 

Pretend the office is holding a meeting to decide the location of a new office. The old office is small and cramped. The business is growing and needs more room to be able to continue to grow. So an office meeting will take place where, hopefully, the new location will be decided upon. This is the first step in defining the desired outcome, knowing what the proposed outcome is. In this case, it is the location of the new office. 

So the meeting has been set for a particular time and place. Finished, right? Wrong. Without some sort of order and organization, the meeting will be unproductive and the desired outcome probably will not happen. The meeting is crucial to the desired outcome. Without some sort of specific plan then the meeting is nothing more than people in an office meeting in one room to make conversation. 

So now it is necessary to set up the meeting; to have a plan as to how the meeting will proceed. Since this is a meeting of the entire office, there is no need to decide who to invite since everyone will be in attendance. So the next step is to create the agenda for the meeting. Will there be time for questions? Will certain people be invited to participate by offering specific recommendations for the new location? How will the ultimate decision be reached? All these factors need to be decided before the meeting begins. 

When beginning the meeting be sure to mention the desired outcome. Let everyone know exactly what they are there to discuss. Make sure everyone involved knows and understand the desired outcome. Set a specific time for discussion and a time when the decision will be made. Then when the meeting is reaching the end of its prescribed time restate the objective and determine if a decision can be made or if more research is needed. 

An outcome is nothing more than an end result that can be seen and measures. It is the consequence of the action. It is the conclusion that comes from persuading someone to do something. In any desired outcome there are four things that will need to be decided before the desired outcome can be decided upon. Those four things are: is something specific desired, is something already owned needing to be kept, who should be connected with and how, and what skills are needed to achieve the desired outcome. 

It is important to decide these things because the underlying objectives will definitely affect the way the outcome is to be gained. It is similar to a football game where there is a defensive team and an offensive team. One group attacks the opposing team and one group defends against the attacks from the opposing teams. Each team will have a different set of priorities and procedures. Their desired outcomes will be quite different from one another. Each team will need to decide what it is they want to learn, defend, or acquire. The goal will determine the game plan. 

The goal is the desired outcome. Behind any goal and its desired outcome is the need for change. Some sort of change needed has been identified and will be achieved. The path to achievement begins with setting a goal. The end of this journey is the desired outcome. It is necessary to understand that these are two separate entities that work together to achieve a result. 

A goal is a destination. An outcome is a specific thing; it can be seen and measured. While setting the goal is vital to receiving the outcome, they are two quite different things and should be treated as such. 

Goals always have reasons behind them. Something that is thought of as being necessary to happiness, to wealth, to health, or just because it is truly desired, is just not there. Whatever the reason is, it is that exact reason that drives forward progress toward the desired outcome. In order to be able to progress, to go forward to the goal, that goal and the idea of achieving it must be firmly entrenched in your mind. Without a steady focus on the goal, there is no possibility that the goal will ever be reached. 

Imagine going to work every day for fifteen years, doing the same job every day. Imagine this is a job that needed college courses, so it was a chosen job. During the past fifteen years, doing the same job every day has been rewarding and profitable. There have been several promotions, the last of which came with a private secretary and a lovely large office. Several other people, who have not been working here quite as long, are now the team that directly reports every Monday in this large new office. 

But going to work has become somewhat boring. The job just does not bring the amount of satisfaction it once did. The problem is not in the job itself but in the person doing the job. What seemed so right all those years ago now feels so wrong. What is really desired is more interaction with people. In managing other people, a new skill has emerged: the ability to take raw recruits and mold them into productive team members with a bright future. That is the job that brings happiness and satisfaction. 

But while this thought has been firmly entrenched in the mind for months now, no changes have been made to get closer to the goal of that type of occupation. And so every Monday morning is filled with team meetings, every day is filled with spreadsheets, and every Friday is filled with boundless joy that another work week has passed. Why? 

The answer to why? Is procrastination. Whether intentional or unintentional, procrastination has ruined many good intentions. Unintentional procrastination does happen sometimes. Everyone has that moment of “oops, I meant to take care of that today I’ll get to it first thing in the morning.” That is unintentional; something was forgotten. Intentional procrastination means knowing something needs to be done but putting it off until whenever. Many people do this with dreams and desires, especially those that will require extra work to accomplish or simply just a big leap of faith. Changing careers when one is firmly established is a scary thing. But what someone wants at twenty is not necessarily what they want at forty. People change. Their hearts change. They must be willing to follow their dreams and make them a reality. But people procrastinate out of fear. 

So, ask these three questions: 

1.​
What exactly am I afraid of? Do I fear to lose a great job that will pay for my kid’s college and not being able to find one that pays as well? What if I have to take a pay cut and can no longer pay the mortgage? What happens if I lose my health insurance? These are all valid question that must be addressed when considering a large change in employment. 

2.​
What will I gain if I am able to conquer this fear? What great gain will be realized? Will it be a new job, a new career that is more in line with current life goals? Maybe the real dream is the chance to help other people. 

3.​
What do I do to fight this fear? Accept the fear as real. Acknowledge its existence. Then make a plan to reach the new goal and proceed without waiting. Go forward without procrastination. 

Now, it is time to set a goal to make this dream a reality. Identify the goal as specifically as possible. The more specific the goal, the better the chance is to realize that goal. Vague goals are nothing more than wishes. It is as simple as the difference between “I want to lose weight” and “I want to lose twenty pounds.” The second statement is a specific goal that can be measured as work toward it progresses. 

Know exactly what is desired as a reward when the goal is achieved. If the goal is weight loss, perhaps the reward is being able to wear that dress featured in the store window. If the goal is learning how to swim, then maybe the goal is to swim in the ocean for the first time ever. Plan how this goal will be achieved.

Think about the senses that will be used along the way and how they will make this progress easier or more difficult. 

Visualize the plan and try to imagine any possible obstacles. That does not mean putting the obstacles in the path, but in being aware of the possibility that they might crop up and having a plan to defeat them. If the intended goal involves weight loss, what will be the plan for coping with the buffet during the holiday season? If the goal is to complete classes online then what happens if the internet goes out or the computer crashes? It is necessary to have a back-up plan to deal with life’s little emergencies. 

What will be used for markers along the way to track progress toward the goal? If the goal is weight loss, then perhaps a wall chart with every five pounds lost marked in red. Perhaps a drawing of a thermometer, with the goal being the mercury bulb at the top, and the thermometer is filled in gradually with every pound lost. Have a system in place to track these milestones. 

Be aware that working toward any goal might come with negatives attached. Changing careers will most certainly mean a change in income. What if the career change means moving to another state? Is that a viable option? An extreme amount of weight loss will mean constantly refreshing the wardrobe.

It is important to be aware of anything that might be seen as a negative effect of reaching the goal. These must be acceptable or the goal will need to be changed. 

And when little distractions occur along the way, do not let them cancel out any progress that has already been made. Life happens. All roads have bumps in them. Even Shakespeare knew that no matter how good the plan was, it might not work. So, acknowledge the fact that little bumps in the road will happen and have a plan to overcome them.

Maybe it was a temporary lapse in judgment. Maybe it is a sign that the current path needs to take a bit of a different direction. The choice is solely up to the person who set the goal and created the path. And when the goal is reached, so will be the desired outcome. 


Chapter 10

The Power Of Persuasion

At this point, you have had some time to analyze the target and figure out what makes them tick. You know whether they are driven more by logic or by emotions, and you know a lot more about what will work as a technique of manipulation for them. Once you are done with that, it is time to move into planting some of the seeds of how you would like the target to behave.

These are hopefully going to get the target to agree to your course of action, but they are planted in a manner that makes it so the target feels they got to make the decision, rather than them feeling like they are forced to make the decision by someone else. 

When all of that is done, it is time to move on to the third part of influence the process of persuading people. This is going to be the part that will require you to bring in some physical actions, rather than just using your words. These physical actions are so important because they will really push things over the edge and will get your target to agree with you, or get them to comply, with the thing you are asking for. 

The trick to this one is that you need to use persuasion in a way that is going to work on your target. This is where the other two parts come in. if you were successful with all of this, and you really worked towards making the target understood then you will find that the persuading part of all of this was pretty easy. You will be well equipped to deal with the target because you will know the perfect tactic of persuasion that you can use each and every time. 

Persuasion is such an important part of this. And we are going to take some time to explore how to make this work and some of the different techniques that come with persuasion later on. But right now, remember that persuasion is going to be a big part of the manipulation, and it is the step that will help to seal the deal. If you are able to put all three of these parts together, you will be amazed at the results that you are able to get from the target, and how easy it is to get them to do what you want. 

This guidebook is going to spend some time working on the different techniques that you are able to use when it comes to the art of persuasion. This can sometimes be something that we see as a good thing.

And often persuasion doesn’t have the same evil or bad connotation that manipulation may, even though it is possible that it is going to be used for evil purposes along the way as well. 

There is a lot of persuasions that we kind find in the world around us, and it is often going to depend again on the intention that is behind it, and how much choice the other person has. If they are able to see it working and then walk away without feeling any guilt or anything else in the process, then this is seen as a good form of persuasion that still lets you have some kind of choice.

But if the manipulator, or the person behind the persuasion, is able to get you to behave in a certain way because it is really hard to walk away and say no, then this is often seen as a bad thing. 

Think of some times when you have seen persuasion at work, and it didn’t seem like such a bad thing to work with at all. You may have seen countless advertisements out there telling us to purchase this one product, and not another one. We may have had a parent or another family member try to convince us to do something because they needed help or because they thought that it was in our best interests. 

We are able to see these kinds of manipulation and find that they are not so bad. We are able to walk away from the advertisements on TV because we have seen a lot of them in our lives, and they all say the same thing over and over again. We know that when a family member, for the most part, tells us about a plan and how they want us to try something, we recognize that it is usually for something that is good for us and we are willing to consider doing something. 

But then there are times when the manipulation may not be the best thing for us at all. We find that this persuasion is going to be used against us and that the answer and the reaction to it are not going to be able to benefit us really at all in the process. This is the type of persuasion that we need to be really careful about, the kind that can sometimes sneak up on us without us even knowing. And then we are going to end up losing our control and giving it to the person who is trying to manipulate us. 

Staying secret when you manipulate 

While we just talked a bit about the three steps or stages to influence, we also need to take a look at what can be known as the final part of this process. It is not really a step like the others but it is important to consider when you do manipulation. When you are working with this process, it is important for you to remember that your intentions need to be kept hidden as much as possible in order to see the results. 

Think of it this way. How would you feel if you found out someone was trying to manipulate you against your will? It’s likely that you would not feel the best, and would want to stay as far away from them as possible. If someone else finds out that you were working to manipulate them, there are going to be two different things that could show up. 

First, it is likely that your target is going to stop trusting you. They will wonder how many other things you have lied about over time and will try to distance themselves from you as much as possible. This is basically going to take away any kind of chance you have to manipulate them now or in the future. 

The second issue that you are going to have is when the target sees that you are manipulating, it is going to shed some more light on what you were trying to do. This means that even if you were to try a new kind of tactic for persuasion or manipulation in the future, it is likely they are going to notice it.

This is because they no longer trust you, and they are going to start putting all the actions that you do under a microscope to see what adds up and what doesn’t. 

This means that if you want to be as successful as possible with the process of manipulation, you have to be good at staying secretive about your intentions throughout the whole process. To do this, you need to take things slowly and make sure that you are picking out the right kind of target to work on for all of your needs. 

Manipulation is a practice that you can technically use on anyone. There is not going to be any kind of limitation or restriction on who is able to use these techniques, or even when they are able to use them. Of course, most people will also make sure that they are not using the techniques of manipulation when it is seen as something illegal or when it is considered morally wrong. For example, most of the time it is frowned upon to manipulate another person into a relationship with you when it is against their will. 

However, these strategies are going to be great to use in situations like negotiations with business because it helps you to make sure that you are getting what you want, helps you to change up the perception that the other person has of you, and other similar manners. There are some people who will use these techniques in the wrong manner and will use the techniques to get what they want, whether it is seen as illegal and unethical or not. 

It is so important that if we want to be able to see some success with persuasion or manipulation or anything else that we are doing, that we are able to remain secretive, at least a little bit. We may be able to get away with the analysis and not being as tricky and sneaky as the others because people are always analyzing each other in our modern world. But if you don’t be careful with the way that you are using the techniques that come with manipulation and persuasion, then the other person is going to catch on, and you are going to end up in a world of trouble then. 

If you are worried about giving yourself away, or if you have had a few close calls that could have derailed the whole thing, this means that you are going through the process too fast. It is much better to take things slow and work through them, forming a good connection with the other person and really getting them to feel like they know you and trust you, rather than just jumping in and hoping that it is all going to work out. 

The moment that the other person, the moment that your target, realizes what you are doing against them, and they find out that you are going to use persuasion and manipulation against them for your own benefit, then they are going to want to have nothing to do with you, they may tell others, and you are going to be exposed for all that you are trying to do against them. 

It is much better to take your time, do a good analysis, and then pick the technique that you want to use and get them on your side ahead of time. it may take a bit longer, but you will find that this method is much more effective in the long run. 

Subconscious Techniques for Persuasion 

Persuasiveness is an effective aptitude everybody ought to learn. It is helpful in incalculable circumstances. For both your business and your personal life, being inspiring and influential to others will be the foundation for accomplishing objectives and being successful. 

Learning about the traps of persuasion will give you new awareness for when they appear in sales messaging you read. The greatest advantage? Your cash stays in your pocket. It literally pays for you to understand exactly how sales representatives and marketers offer you items that you don’t really require. The following are some persuasive techniques that work on a subconscious level. 

Outlining Impacts Thought

Let’s say you’re thirsty, and someone hands you a glass of water not-quite full. “The glass is half full.” An optimist would “outline” the reality of your glass of water in that way. Outlining is used as an approach to modify how we classify, connect, and attach meaning to every aspect of our lives. 

The headline “FBI Operators Surround Cult Leader’s Compound” creates a mental picture strikingly different from another version of the headline for the same story: “FBI Specialists Raid Small Christian Gathering of Women and Children.” Both headlines may convey what happened, however, the selected words affect the readers’ mental and emotional responses, and therefore direct the impact the target events have on the article’s readers. 

Outlining is employed by apt government representatives. For example, representatives on both sides of the abortion debate refer to their positions as “pro-choice” or “pro-life.” This is intentional, as “pro” has a more positive association to build arguments on. Outlining an event, product, or service this way unobtrusively utilizes emotional words strategically to persuade individuals to see or accept your perspective. 

Creating a convincing message is as easy as selecting words that summon strategic pictures in the minds of your audience. Indeed, even with neutral words surrounding it, a solitary stimulating word can be powerful. 

Reflecting as Persuasive Strategy 

Reflecting, often called “the chameleon effect,” is the act of replicating the movements and non-verbal communication of the individual you want to persuade. By mirroring the actions of the individual listening, you create an appearance of empathy. 

Hand and arm motions, inclining forward or reclining away, or different head and shoulder movements are types of non-verbal communication you can reflect. We, as a whole, do this without much thought, and now that you’re becoming aware of that, you’ll notice not only yourself but others doing it, as well. 

It is important to be graceful, thoughtful about it and allow just a couple seconds to pass between their movements and you reflecting them. 

Highlight Scarcity of a Product or Service 

The concept of scarcity is often employed by marketers to make products, services, or associated events and deals appear to be all the more engaging on the grounds that there will be restricted accessibility. The belief is that there is a huge amount of interest for it if availability is scarce. For example, an ad for a new product might say: Get one now! They’re selling out quickly! 

Again, it literally pays to know that this is a persuasion strategy that you will see everywhere. Consider this concept the next time you settle on your buying choice. This principle triggers a feeling of urgency in most individuals, so it is best used when applied in your marketing and sales copy. 

Reciprocity Helps Make a Future Commitment 

When somebody helps us out, we feel responsible to provide a proportional payback. All in all, the next time you need someone to accomplish something beneficial for you, consider doing something unexpectedly pleasant for them first. 

At work, you could pass a colleague a lead. At home, you could offer to loan some landscaping tools to a neighbor. 

The details, where or when you do it, won’t make a difference; the key is to supplement the relationship without being sought out first. Lead with value and give it freely, without overtly expecting anything in return, and their response will come. 

Timing Can Bolster Your Good Fortune 

Individuals will be more pleasant and accommodating when they’re mentally exhausted. Before you approach somebody for something they may not otherwise participate in, consider holding back until they’ve recently accomplished something mentally challenging. Consider making your offer toward the end of the work day, for example, when you can get a colleague or collaborator on the way out of the office. Whatever you may ask, a reasonable reaction could be, “I’ll deal with it tomorrow.” 

Enhance Compliance to Acquire a Needed Result 

To avoid cognitive dissonance, we all try to be true to how we’ve acted in the past. A reliable technique business people use is to shake your hand as they are consulting with you. We have been taught that a handshake equals a “sealed deal,” and by doing this before the arrangement is really sealed, the business person has taken a step to persuade you into believing the deal is already done. 

One approach to employing this yourself is influencing individuals to act before their minds are made up. Let’s say that you are roaming downtown with a companion, and you decide you want to go see a movie at the local theater; yet, your companion is undecided. Compliance can come into play if you begin strolling toward the theater while they are still thinking about it. Your companion will probably consent to go once they realize you are strolling in the theater’s direction. 

Attempt Fluid Discourse

In the natural flow of our speech, interjections and reluctant expressions act as fillers when we need a moment to think or select the “right” word, for example, “um” or “I mean,” and obviously the newly pervasive “like.” These fillers have the unintended impact of making us appear to be unsure and doubtful and, in this way, less convincing. When you’re certain about your message, others will be more effectively persuaded. 

If you have trouble finding the right words at the right time, practice some free-flow association every day in front of the mirror for 60 seconds. You can add it to your morning ritual, or you can do it while having a shower, like I usually do. Basically, your goal in these 60 seconds is to jump from one topic to another very quickly, by associating words; do your best to avoid “um,” “like,” or other fillers. 

Example: The water on my back right now is so hot, it reminds me of the hot weather in California. I love Cali; I like the food there. Mexican food is so spicy and hot, like Mexican women. I remember Marcella, that one Mexican girl I met last time I was there; she was probably the only blonde girl from Mexico. She was blonde like a Swedish model. I’ve never been to Sweden, but I’ve heard it’s cold out there… 

And so on, until you get to 60 seconds without pauses or interjections. Once you reach that point after some practice, you can aim for 120 seconds. Once you’ve done that, the next step is to practice this game with other people. You don’t need to go on for a full two minutes straight, but while you’re talking to someone, you can go on a tangent for 20 seconds and practice the free-flow association skill. You’ll practice and improve tremendously, while they’ll be wondering “This guy is interesting. I really want to know what he’s going to say next…” 

Group Affinity Can Affect Decisions 

We always seek the people around us to help us make decisions; people have an inherent need for belonging and acknowledgment, as previously discussed. We have a much higher tendency to imitate or be persuaded by somebody we like or by somebody we see as an influential leader.


Chapter 11

Take Advantage Of Reverse Psychology

Inoculation Effect

In the early 1960s, a man named William McGuire developed a theory to describe the process by which people become immune to related attempts at persuasion over a prolonged period of time. He dubbed his theory the Inoculation Effect and discovered that one way that resistance to persuasion develops most effectively is if the subject is warned that attempted persuasion is about to occur.

Over the years there has been plenty of evidence to support this theory, starting with a famous study of children who were heavily educated about the marketing tactics of cigarette companies, specifically those aimed at young people.

While the study took several years to come to fruition, the results were extremely promising, all of the students showed higher than average resistance to the pressures of smoking at one year, two years and ten years down the line. 

As a salesperson, you can take advantage of this fact by understanding that you are naturally going to need to work harder to attract customers as they have all been constantly inundated by toothless marketing practices practically since birth. Specifically, what you can do is put some reverse psychology into play and tell people something they never expect to hear from a salesman, the truth. This will often catch the potential customer so off guard that they drop their defenses almost completely. 

Warn them about the competition: If you know that your potential customer is waffling between you and one of your competitors, and you don’t have anything left with which to seal the deal, you can instead mention how you are always a straight shooter, while some of your competitors have been known to sweeten certain products that may have little known deficiencies or that bait and switch tactics are common with these types of products, “just so they know.”

It is important to only discuss minor sales tricks and ensure that they are nothing that you have tried on the client as well, remember, honesty isn’t just the best policy if you hope to use this tactic, it is the only policy. 

Consider what sets you apart from your competition: If you start out by explaining to your potential customer how you are different from your competition in one key way or another, it will also naturally inoculate your potential customer against common industry standards. This method is particularly useful if you have a clear demarcation point from your competition that can be clearly understood even by those who are completely unfamiliar with your industry. 

If you are selling catering services for fancy parties, perhaps you have found a way to cut costs that allows you to not charge fees for flatware and china, so you can casually mention that most other companies tend to charge outrageous fees for such things. Then, even if the customer doesn’t bite right away, if they go and get prices elsewhere, they will be on the lookout for the charges that are sure to make you look good by comparison.

Offer less: These days, choice is king. Customers who feel the need can customize virtually everything they buy online in ways that are perfect for them. While this is sure to be the case for some potential customers, others don’t want to do the research themselves, or care enough about your product or service to want quality, without giving to much thought to the specifics. For customers like these, having too many choices can result in analysis paralysis where they literally end up frozen with indecision and end up walking away empty handed as a result.

These customers still want to feel in control of the process, but not to the point they have to make any tough choices. In cases like these, you are going to want to be prepared to offer potential customers who start looking glassy-eyed a package that contains exactly three options. This type of presentation shows that you, as the expert, have hand-picked the best of the best to provide the customer to pick from the choices you have already made for them.

Give them an out: Most potential customers go into any interaction with a sales person assuming they are going to get a high-pressure sale. As such, you will often find great results by simply backing off this tactic and ending your pitch with something along the lines of you know your product isn’t for everyone, so you understand if they need some time to think things over. If they were already planning on buying, it is unlikely this is going to cause them to rethink their position, while also cutting down on the potential for buyer remorse besides.

For those who are on the fence, it shows that you are confident enough in your product and your business to let it do the talking for you, increasing customer confidence as a result. 

Disqualify your client: This technique can require a bit of careful balancing but can be very rewarding when things work out. Essentially, it requires that you offer the base model of your product, while at the same time dangling the deluxe version just out of reach. It tends to be most effective on those who you can determine to have something to prove. Young couples are often a good choice, as are those who are typically referred to as new money. For example, if you were selling mattresses to a young couple, you may walk them past the fancy memory foam models to a variety of quality box springs.

When they inevitably ask why they were shown the other models, you simply explain that these are the models that tend to be in the price range of couples just starting out. While it won’t work every time, if you can hook them properly you can virtually guarantee a deluxe sale. 

Rate the attitude: Another useful technique is to ask the potential customer to rate their attitude towards the product after you are finished with your pitch. Assuming they come back with something in the 7 range, then they will expect you to tell them the reasons that they should be even higher. As such, you can lower their defenses by instead telling them that you are surprised as you expected their response to be lower, somewhere around three or four. As they now feel as though they have to explain themselves, the potential customer will then start elaborating on what they like about the product, working themselves closer and closer to a sale in the process. 

Ask additional questions

One problem that many sales people have, especially those who are just starting out, is that they talk far more than they listen. If they opened their mouths to ask questions instead of spouting fact, then they would likely close far more sales. While a high-pressure salesperson might never stop pitching, a more effective salesperson instead listens to as much as the customer has to say as possible, while using what are known as reverses to keep the conversation slowly moving towards the sale. 

A reverse is the name given to the strategy of asking questions in response to any question that the potential customer has. There are countless different reverses that you can put into rotation, but you are sure to find the following useful on a regular basis. When using this method, it is important to keep in mind that potential customers rarely ask the question they really want to know up front, which means you might need to do some digging to get to where you need to be. As such, plan on needing around three questions to get to the root of each real question. 

By three questions in, you should be able to determine the emotional set of the potential customer which is what influences their decision to buy or walk away in the moment. To understand how the rule of three works, it is first helpful to understand how a potential sale is lost by not using it. For example

Potential customer: Do you have any more of this model?

Salesperson: Yes sir, I can get one for you if you like.

Potential customer: I wonder if they make a lot of them?

Salesperson: I’m not sure, I know we sell a fair amount though.

Potential customer: Oh, never mind then, I only buy exclusives.

While there is nothing to say that the salesperson couldn’t find another in with this potential customer, it does add far more pressure to the close than would otherwise be the case. Now, consider how the exchange could have gone if the salesperson used the rule of three.

Potential customer: Do you have any more of this model?

Salesperson: I think there might be another around somewhere, why do you ask?

Potential customer: I was just curious how many they make.

Salesperson: I suppose that makes sense, may I ask why that’s important to you?

Potential customer: I prefer to buy exclusives.

In this scenario, the salesperson now has infinitely more flexibility when it comes to dealing with the customers true needs. What’ s more, he is now under no pressure to close and is free to lead the customer to a purchase. 

It is important to keep in mind, however, that questions alone can sometimes rub people the wrong way. This is why you will want to pad out your questions with softening statements that create an atmosphere where the potential client feels as though they can let their guard down and give a straight answer. Useful softening statements include

•​
This seems really important to you

•​
That is a good point

•​
I’m very glad you asked

•​
Good question

Using softening statements like these, while speaking in a calm, relaxed tone, will help the potential customer open up to you, making it easier for you to surface your questions in a way that feel inoffensive. If the potential customer seems to be moving too fast for your rule of threes questions to do their work, you can pump the breaks by using a reverse such as, “That’s a good point, but I’d like to backtrack before we get too far.”

If they seem to be really putting the pressure on you can simply ask them why they are putting so much pressure on you, getting to the root of that answer can make things proceed far more smoothly for everyone. 

Likewise, if you and the potential customer are largely in agreement except for one sticking point, rather than dancing around it you should speed right into it by stating that you have a problem, outlining the problem, and then asking the potential customer if there is anything to be done about it. If there is, great, if not, at least you didn’t waste any more time on a sale that was going nowhere. 

If there is a lull in the discussion, you can simply ask the potential customer to ask you any additional questions they have about the product or service. Rather than answering their question directly, you can then follow up with a second question along the lines of, “That’s a great question, what made you think of that one?”

In addition to manufacturing questions you can answer, it is important that you also get into the habit of hearing the questions that the potential customers don’t ask. For example, if they respond that the price is too high, you could go on the defensive, or you could say, softly and with assurance “which means…” Don’t be afraid to let the ellipses dangle in this instance because as the silence grows the potential customer will have no choice but to chime in which is when productive dialog can begin. 

Another common refrain that many sales people hear is something along the lines of, “You always do this to me.” As this is a loaded statement at the best of times, the best response is to try and break down exactly what the potential customer is getting at, which can be done simply by asking “Do what to you?”

Keep in mind that you never really know what a potential customer means until they ask. In fact, as such, a statement like the price is too high, might not even be an objection, simply a sign of the stress the have of taking on a new monthly expense. If this is the case, then the price is high could mean that the potential customer is ready to make a deal, or it could mean that the price is high, and a negotiation is going to need to take place before any forward movement can occur. Once again, without asking you have no way to know.

With the previous examples, reversing eliminated all the confusion between the salesperson and the potential client. It also has the ability to make it possible for the potential client to offer your solutions that you would not have thought of otherwise. This can be done by simply asking the question, “If you could magically solve this problem, how would you go about doing so?”

Once the question is asked, it gives the potential client the freedom to describe what it is they are really looking for, without feeling bound by any constraints both real or imagined. If they still don’t seem to be opening up, assure them this conversation is off the record, regardless of whatever it is you are talking about. Despite the fact that this is largely meaningless 99 times out of 100, you will be surprised at how effective it is at loosening lips.

While reversing is going to be a great way to get to a true question, if the potential customer asks the same question twice, then it is important to not make them repeat themselves a third time. While you can’t count on customers to be direct, if you do find yourself dealing with one, don’t beat around the bush, you will both be better off for it. 


Conclusion

In our world, we need to start to become more aware of manipulation. When you can recognize that someone is trying to control you, it will be much easier to stay out of their controlling grasp.  

When you start to better identify manipulation, how it develops, and how it has affected your life, then it will only become easier to navigate without it. Interacting with others can include doing your best to avoid it healthily. However, stopping ourselves from being manipulated isn’t the only important thing we will be discussing.   

We will pay significant attention to how you can become a persuasive person yourself. Though you might have been hurt in the past by manipulation, or even damaged your mental health by being the manipulator yourself, there is hope, now that we can work towards a better future for ourselves. This is done by becoming an inspirational and potentially influential person.   

Manipulation is dangerous, but when it is put in a more positive light, it can become healthy influence. 

If you are able to be a persuasive individual and not only get what you want, but fulfill the needs of others as well, then it will become easier for you to be able to get the things that you desire the most in life.   

Rather than always doing things you don’t enjoy, being the “yes man,” or letting people take advantage of your good nature, you can become just as influential as the people who have tried to control you previously.  

You might even be at a point where you fear manipulation altogether. Why would you want to do something to others that has actually caused you grief in the past? This kind of thinking is because we have only been aware of the negative types of manipulation. Not only that, but it is important to ensure we have the tools to understand how to get these things.   

The first important step in this process is to investigate the personality types of manipulators, as well as the people whom they commonly go after. You may have heard of the common personality type, “Narcissist,” a person who is only concerned with himself and getting the things he wants. Narcissists might take advantage of empaths, or highly sensitive people who are more concerned with the wellbeing of others.   

After that, we will further explore positive manipulative personalities and the way that you can adopt some of these helpful practices in your own relationships.  

Aside from that, we will also be discovering how our bodies communicate, the signals and responses that we give off, and what others might be taking away from our body language. The better you can understand influence through ways besides our verbal communication, the easier it will be to avoid becoming influenced yourself and to better persuade those around you.   

After we understand what all of this means, it will be easier to learn and practice the rest of the influential tips that we will be sharing throughout the book. 

Though it might seem easier to negatively manipulate those from whom you want something, the person whom you would be hurting most in this process is going to be yourself. 

Always look for ways of positive influence so that you can mutually benefit both parties.  
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PART I


Introduction

A quick check of your dictionary would provide different definitions of manipulation. We are interested in the psychological definition. In this field, manipulation is described as a form of social influence which aims at changing the perceptions or behaviors of other parties usually through deceptive, abusive, or underhanded methods. Collectively, the manipulator is always pursuing their interests at the cost of the victim.

As such, most of the approaches they use are considered exploitative, abusive, devious, and deceptive. Social influence is not necessarily harmful, but when the approach used leads to manipulation, it might cause negative outcomes. 

When a doctor persuades a client into changing their lifestyle to overcome health issues such as obesity, we can refer to this as social influence. This is a harmless type of the influence.

The same applies to all other forms of influence whereby the person doing the influencing has good intentions of the receptor at heart.

On the contrary, if a person uses a form of coercion to get their way and benefit from the receptor’s action or reaction, this is considered to be a harmful influence and will generally add up to manipulation. 

A victim of manipulation may not voluntarily adhere to the demands of the oppressor.

However, they may lack any alternatives, forcing them to grant them their will, of course, depending on the tactic used to influence them. Manipulative people typically display a lack of sensitivity and care towards other people; thus, they see nothing wrong with their actions.

A different type of manipulator only cares about their end goal and is unconcerned about who they hurt along the way; be it a child, relative or close friend.

Most manipulative people avoid healthy relationships because they possess the fear of not being accepted. In the event that such a person gets into a relationship, they are unable to take charge of their problems, behaviors, and life in general. What follows is they initiate the process of manipulation and make their partners take over those responsibilities.  

If you analyzed all forms of mind control, you would realize that a manipulator is able to use most of them so as to gain the influence they desperately need. One of the most common tactics across the five types of mind control is known as emotional blackmail. Here, a manipulator comes up with a plan to evoke guilt or sympathy in their victim.

They understand all too well that guilt and sympathy are one of the strongest human emotions, and are likely to open up their targets to their manipulation. Once the guard is dropped, the manipulator takes advantage of the subject and initiates the coercion process.

In no time, the subject of manipulation finds themselves cooperating and assisting the controller in attaining their malicious goals.  

One danger of manipulators is that they are not only good at evoking these emotions, but they are able to evoke them in immeasurable degrees in comparison to the situation at hand.

Such a person will make a small situation such as being late to work appear to be as huge as causing the collapse of a whole company.  

Emotional blackmail is one of many tactics employed by manipulative people. There are others, such as a covert form of abuse known as crazy-making. Just like the name suggests, the aim of the manipulator is to make their subject to feel crazy.

They create a scenario where the victim develops self-doubt. At times, the level of self-doubt might be so severe that the subject might think they are losing their mind.

There is yet another form of manipulation where the manipulator acts as if to support their victim verbally but give non-verbal cues that portray contradicting meaning. If they get confronted, they revert to rationalization, justification, deception, and denial to try and escape from trouble.

Another big problem with manipulators is that they might not always be aware of what their subjects need. At times, they might be aware of them but lack the ability to consider and/or provide them. This does not, at all, justify their behavior.

What it does is show that a manipulator will neither consider nor prioritize these needs. They also do not feel any pity, guilt, or shame. The dangerous thing about this trait is that it makes it hard for the manipulator to stop their harmful influence.

If this is a point to consider, it explains why some victims of this vice never realize the extent of the damage until it is too late. Manipulators are also solitary humans.

They are most likely to be found alone because they never form or sustain durable relationships. The problem is that after forming relationships of any form, their manipulative nature creeps in and scares their friends or lovers away.

People who at some point, relate with manipulators confess to feeling used and lacking trust towards the controllers. In this case, the problem affects both parties; first, the controller will not be able to recognize or provide the needs of the other party.

On the other hand, the affected person will not succeed in creating the emotional connection required to sustain the relations. In the end, both parties go their own way, and the manipulator is once again left lonely.  


Chapter 1

What Is Dark Psychology?

Dark psychology is like a tool. All tools can either be used to create something new or to destroy something. While we are going to touch on dark psychology and how people have been using it against you, this is not a how-to for you to do the same. It is a way that you can recognize and defend against it and then twist it for good to use personally. When you understand what dark psychology is, you can better have defense methods against it. 

Think about the way that you might see manipulation in the media or even with politicians. They can all manipulate you with a good or evil purpose. It is up to you to decide how you will use it.  

To do this, it all starts with understanding what dark psychology is. 

Dark Psychology  

The brain is undoubtedly the most complex organ in the human body. It has intricate mechanisms that make it multifaceted and beyond total comprehension. We still don't fully understand why it operates the way that it does.

We do have a little insight that can help us to better comprehend ourselves as well as other people. If you are not aware of the basic machineries of your brain, then you could very well be putting yourself at risk to the conversion of other people. 

The less we know about our own brains and our own emotions, the more vulnerable we are to letting other people take advantage of this complicated organ. 

We have an incredible amount of power that lies within our brain. We can remember things, we can create new ideas, and we can figure out our life's greatest problems all within the same organ.

However, we have the ability to manipulate others, brainwash them into thinking something that isn't true, and convince them to do terrible things all with the power of these same mechanisms.

The only thing that we know about our brains is what we've learned from our own brains! The only way that we interact with other people is through the control of these complicated devices. 

You won't be able to get a new transplant from other people for a different brain, and once you damage your brain, it's really hard to repair it depending on the part that was injured. 

One thing we can remember about our brains is that we have the ability to always change them. Just because you're born with a certain brain doesn't mean that it's the one that you're stuck with for the rest of your life.

You have the ability yourself to rewire the way that you think.  This is an important understanding for your own psychology. However, when we start to talk about dark psychology, that's a little bit different.

Dark psychology refers to the way that we can manipulate our brains according to what other people want to get from us. 

When we talk about psychology, that's referring to the way that you interact in the world. What motivates you, what causes you pain, what drives you, what you enjoy, what you dislike, and so on, all makes up your basic psychology.

When you have issues with your brain, such as depression or anxiety, you would go see a psychologist who would help diagnose you based on your various symptoms.

Dark psychology is something a little less focused on in the professional world, but it's valuable to understand in our everyday lives. 

This is because all throughout our day, every moment of our lives, there is someone who is trying to persuade us. Whether it's a toxic boyfriend or the commercial that plays in between your favorite show, there are persuasive tactics being used against you. 

Human beings have great minds, so that means when you can control more than one mind, you are going to have more power.

Think of politicians or other world leaders. They want to convince you of something that they believe so that you can work with them. Of course, not all politicians are like this and there are plenty that are legitimately fighting for the rights of human beings.

Of course, anybody that you know in your life could be a person who was manipulative. Whether it's your mother, your daughter, your sister, your cousin, your boyfriend, your father or your husband, any of these people could be manipulators. 

The thing is, we can't live our lives assuming that everybody is out to get us. That will turn you into a paranoid person. It can create negative thoughts within your brain when you're constantly looking for methods that other people are trying to manipulate you with.

While everybody in your life could be manipulating you, chances are you probably only have one or two toxic people in your life.

Even then, you might not have somebody who's actively trying to control you; they could simply be using tactics unknowingly. 

Always look at the incentive for why somebody might be manipulating you. A boss who wants to get you to do a job is a lot more likely to be manipulating you, rather than a parent who wants you to get into a good university.

A friend who wants to get money from you is going to be more likely to have manipulative tactics rather than a friend who is trying to help you get a job. Look at the motivation and who they're trying to help or hurt in the end. Are they trying to take something from you? Give something to you?

Or are they trying to share something with you? If they're taking something from you, then it's a good chance that they might be using some manipulative tactics.  

Moving on, we also have to remember that not everyone is aware of the dark psychology that they use against others. It is easy to fall into a pattern where you can manipulate people.

Sometimes you are doing it so subconsciously without even realizing. Think of someone who is a drug addict. Perhaps they have exhausted all of their sources. They've run out of their own money, they lost their job, and they’re at risk for losing their home.

All of this happened because they're addicted to drugs and they can't stop buying them. 

When they run out of other sources, what do they do next? Of course, they're going to turn to friends and family. This person likely isn't thinking in their mind that they are going to actively manipulate others.

They simply are so desperate for something that their brain is looking for every source possible to try to get it from other people. They'll go to their mother, their sister or their friend, and they'll give them a really tragic story about how they lost their job. They’ll talk about how they're going to be homeless soon so that they can get money or other resources from their friends.

They're not doing it actively because they want to take from somebody; it's simply, in their minds, a survival tactic to get them the drugs because they have become so dependent on them.  

Of course, since they aren’t as aware as other people, this doesn't make it okay. It's still a terrible thing to do. But we have to consider the level of malice that somebody has when we decide how to take action.

Somebody who is an active criminal and who is constantly manipulating people out of their money is going to be a lot more likely to have that conscious manipulation, where they're actively trying to see how they can get things that they want from other people.   

When it comes to dark psychology, we do have to understand basic psychology first. There are many factors that go into making up the brain that you have.

The first thing that we won't always have control over at all will be our genetics. What was passed down to you from previous generations, for example, think of a mother and a father who are predisposed for anxiety, maybe the mother has obsessive compulsive disorder, and both of them are just actively neurotic people.

When they have kids, their kids are going to be at a higher risk for having the anxiety or obsessive-compulsive disorder compared to two parents who have no history of any anxiety disorders whatsoever. 

This is one thing that we won't always be able to control. Of course, just because somebody who gave birth to you or helped in creating your genetics might have something going on in their brain, that doesn't mean that, you're going to have it either.

For example, if your parent was an abuser and they actively harmed you throughout your entire life, that doesn't mean that you are an abuser too. You might pick up some traits from them, such as being hot-headed or more emotional, but it takes a lot to create evil people like that.

Don't make yourself feel bad as if you might have the genetics of somebody that you don't really want to associate yourself with. 

The second factor is going to be the childhood experiences that we had as we were raised. Think of the people who raised you. Your mother and your father biologically might be different than the mother and father who raised you.

That's going to be situational. We do have to consider all the roles of all these people. Mom, dad, stepmom, stepdad, grandma, grandpa, uncle, teacher, older sibling—all these people who helped raise you might play an active role in creating the personality that you have now. 

The things that they believe will seep into your brain. Now, if you grew up in a home where everybody was a bigot, intolerant, racist, closed-minded, and just generally not very educated, that doesn't mean that you are going to be like that for the rest of your life.

However, growing up, you were probably exposed more to those ideologies than a more open household. Therefore, there will still be differences in what you think.

Again, just like your genetics, having that in your background doesn't mean that's who you are now, but we can't ignore that and pretend as though it didn't play a role in the person that you have become.

For example, if you did come from that bigoted, close-minded household, you might be even more dedicated and passionate toward human rights and education now because of your background (NIH, n.d.). 

You could go the opposite way of how you were raised, and that doesn't mean that it's going to stick around with you forever. 

The third factor that plays in after genetics and childhood experiences is what you live through now. Of course, everything that you went through from the ages of two to 12 is extremely defining in who you are.

At the same time, the experiences that you have between 18 and 25, or 26 and 32, or 45 and 55 are all factors that play into your character. The things that you go through now still play a pretty large role into making the person who you are in the present and who you will become.  

This is also what we have to consider when we're looking at the other people in our lives when evaluating those who might be trying to manipulate us.

They have all gone through experiences and had childhood traumas and issues just as we did. If you better understand what might make somebody the thing that they are now, you can better recognize their psychology. 

Too many people attach labels to who we are now. Someone might be more aggressive or predisposed to get in a physical altercation when they're upset, but that doesn't mean that they're just an evil person. They might have been physically abused as children.

They were probably taught that using your hands was more important than using your words in a fight. 

While it doesn't make a behavior acceptable, it does at least help us to better understand why they do the things they do. When we have that understanding, it's easier to sort of separate yourself and look at things objectively from a psychological standpoint, rather than taking everything as a personal attack and looking at it emotionally.

Again, bad people who do bad things don't get a free pass just because they had bad experiences growing up. It's as simple as that. 

At the same time, if we just chalk everybody up to a bad person, then we're never going to get anything accomplished. It will change the way that you think. In turn, it could in turn, have you been somebody actively participating in dark psychology. 

When it comes to dark psychology, the most challenging question of all is whether we all have a dark side within us.

Does everybody who you run into have a light in a dark inside of them just waiting to get tapped into? Do bad people have a good side and do good people have a bad side? 

Are we all capable of dark manipulation? What will it take to transform us into people who manipulate others? This is something that you will have to answer on your own.

We will focus on the way that you can turn the negative manipulation that you've experienced into more of a positive persuasion. 

We're going to help you stop being manipulated so that you can learn the subtle art of persuasion and use it yourself. We have one recently uncovered method that we will discuss later, but before that, let's get you prepared to recognize everything that you have been taught and everything that you can use to stop manipulation and to start positive persuasion. 

What separates us from other animals is our ability to empathize. While you might know many bad people, who have caused you pain in your life, what we can always remember at the end of the day is that we can still empathize.

Even when somebody hurts you, you can still look at them and question why they might have done it. This can give you a little insight into their personality and make it easier to accept the things that they've done to you. 

We can also be intellectual. A dog isn't going to ponder if someone is being malicious intentionally or if that is just a part of their personality. Perhaps they are, but we can assume that humans are more thoughtful thinkers. We can recognize human behavior and try to fill-in the “why” with the power of our own minds.  

At the same time, we are very similar to animals. We can act impulsively. We have something inside of us called a fight or flight reaction. When you are presented with a threat, you will either fight or you will fly or run away.

Of course, you will not be able to literally fly, but you will still have that instinct to tell you how you should be reacting to the situation. 

Think of a lion in the wilderness and how they would react to a threat. You're walking down the path and all the sudden you come in contact, face to face, with a lion.

Of course, if you walk up to this lion and start attacking it, it's going to attack you. However, if you present yourself as more dominant—maybe you have a car or you have something that makes a loud noise—then you're letting the lion know that it should run away. You might react in the same way.

You might have a weapon on you that you use against the line to protect yourself or you might simply have no choice but to try to outrun it. 

Of course, you probably won't get far, but that's still how you would react. When we are presented with something that causes stress, we have that same reaction. Just because there isn't a big lion in front of your face doesn't mean that you won't still have that fight or flight response.

If you find out that you're getting evicted from your home, there are a few things that you would do.

You could fight it by talking to your landlord and trying to work out a deal. You could flee it by picking up everything in your apartment and moving out right away into a new space.  

When you have a problem with your family or friends, you can do the same thing. If they upset you, you can fight them, or you could just completely shut them out block them on social media, delete their number, and never make contact again.

These are responses to stressors that confront us. The better you recognize the fight or flight response, the easier it is to understand our deepest darkest parts of our psychology. Moving on, think about the way that a child will respond. When we are continually confronted with stress throughout our childhood, we have the same kind of response, but it builds. It will build so much that it affects us into our adulthood.

For example, a child who experiences constant trauma, whether they're being physically or mentally abused, will have a flight or fight response. Most of the time, children are going to do the flight response. A small child isn't able to fight back against their big parents.

They'll recognize not only the physical differences, but they will understand that the parents have the power; therefore, they are in charge.


Chapter 2

Understanding Dark Triad Personalities

Dark psychology is not a single, universally applicable medical diagnosis that can be applied across all cases of deviant personalities. There are, in fact, a wide variety of ways that dark psychology may manifest itself in someone’s psychological and behavioral makeup.

There is no absolute division of one deviant personality type from another, and many deviant personalities with prominent features of dark psychology may display elements of more than one manifestation of dark psychology.

Psychopathy

Psychopathy is defined as a mental disorder with several identifying characteristics that include antisocial behavior, amorality, an inability to develop empathy or to establish meaningful personal relationships, extreme egocentricity, and recidivism, with repeated violations resulting from an apparent inability to learn from the consequences of earlier transgressions.

Antisocial behavior, in turn, is defined as behavior based upon a goal of violating formal and/or informal rules of social conduct through criminal activity or through acts of personal, private protest, or opposition, all of which is directed against other individuals or society in general.

Egocentricity is behavior is when the offending person sees himself or herself as the central focus of the world, or at least of all dominant social and political activity.

Empathy is the ability to view and understand events, thoughts, emotions, and beliefs from the perspective of others, and is considered one of the most important psychological components for establishing successful, ongoing relationships.

Amorality is entirely different from immorality. An immoral act is an act which violates established moral codes. A person who is immoral can be confronted with his or her actions with the expectation that he or she will recognize that his or her actions are offensive form a moral, if not a legal, standpoint.

Amorality, on the other hand, represents a psychology that does not recognize that any moral codes exist, or if they do, that they have no value in determining whether or not to act in one way or another.

Thus, someone displaying psychopathy may commit horrendous acts that cause tremendous psychological and physical trauma and not ever understand that what he or she has done is wrong.

Worse still, those who display signs of psychopathy usually worsen over time because they are unable to make the connection between the problems in their lives and in the lives of those in the world around them and their own harmful and destructive actions.

Machiavellianism

Strictly defined, Machiavellianism is the political philosophy of Niccolò Machiavelli, who lived from 1469 until 1527 in Italy. In contemporary society, Machiavellianism is a term used to describe the popular understanding of people who are perceived as displaying very high political or professional ambitions. In psychology, however, the Machiavellianism scale is used to measure the degree to which people with deviant personalities display manipulative behavior.

Machiavelli wrote The Prince, a political treatise in which he stated that sincerity, honesty, and other virtues were certainly admirable qualities, but that in politics, the capacity to engage in deceit, treachery, and other forms of criminal behavior were acceptable if there were no other means of achieving political aims to protect one’s interests.

Popular misconceptions reduce this entire philosophy to the view that “the end justifies the means.” To be fair, Machiavelli himself insisted that the more important part of this equation was ensuring that the end itself must first be justified.

Furthermore, it is better to achieve such ends using means devoid of treachery whenever possible because there is less risk to the interests of the actor.

Thus, seeking the most effective means of achieving a political end may not necessarily lead to the most treacherous.

In addition, not all political ends that have been justified as worth pursuing must be pursued. In many cases, the mere threat that a certain course of action may be pursued may be enough to achieve that end. In some cases, the treachery may be as mild as making a credible threat to take action that is not really even intended.

In contemporary society, many people overlook the fact that Machiavellianism is part of the “Dark Triad” of dark psychology and tacitly approve of the deviant behavior of political and business leaders who are able to amass great power or wealth.

However, as a psychological disorder, Machiavellianism is entirely different from a chosen path to political power.

The person displaying Machiavellian personality traits does not consider whether his or her actions are the most effective means to achieving his or her goals, whether there are alternatives that do not involve deceit or treachery, or even whether the ultimate result of his or her actions is worth achieving.

The Machiavellian personality is not evidence of a strategic or calculating mind attempting to achieve a worthwhile objective in a contentious environment. Instead, it is always on, whether the situation calls for a cold, calculating, and manipulative approach or not.

For example, we have all called in sick to work when we really just wanted a day off. But for most of us, such conduct is not how we behave normally, and after such acts of dishonesty, many of us feel guilty.

Those who display a high degree of Machiavellianism would not just lie when they want a day off; they see lying and dishonesty as the only way to conduct themselves in all situations, regardless of whether doing so results in any benefit.

What’s more, because of the degree of social acceptance and tacit approval granted to Machiavellian personalities who successfully attain political power, their presence in society does not receive the kind of negative attention accorded to the other two members of the Dark Triad—psychopathy and narcissism.

Narcissism

The term “narcissism” originates from an ancient Greek myth about Narcissus, a young man who saw his reflection in a pool of water and fell in love with the image of himself. In clinical psychology, narcissism as an illness was introduced by Sigmund Freud and has continually been included in official diagnostic manuals as a description of a specific type of psychiatric personality disorder. In psychology, narcissism is defined as a condition characterized by an exaggerated sense of importance, an excessive need for attention, a lack of empathy, and, as a result, dysfunctional relationships. Commonly, narcissists may outwardly display an extremely high level of confidence, but this façade usually hides a very fragile ego and a high degree of sensitivity to criticism.

There is often a large gulf between a narcissist’s highly favorable view of himself or herself, the resulting expectation that others should extend to him or her favors and special treatment, and the disappointment when the results are quite negative or otherwise different.

These problems can affect all areas of the narcissist’s life, including personal relationships, professional relationships, and financial matters.

As part of the Dark Triad, those who exhibit traits resulting from Narcissistic Personality Disorder (NPD) may engage in relationships characterized by a lack of empathy.

For example, a narcissist may demand constant comments, attention, and admiration from his or her partner, but will often appear unable or unwilling to reciprocate by displaying concern or responding to the concerns, thoughts, and feelings of his or her partner.

Narcissists also display a sense of entitlement and expect excessive reward and recognition, but usually without ever having accomplished or achieved anything that would justify such feelings.

There is also a tendency toward excessive criticism of those around him or her, combined with heightened sensitivity when even the slightest amount of criticism is directed at him or her.

Thus, while narcissism in popular culture is often used as a pejorative term and an insult aimed at people like actors, models, and other celebrities who display high degrees of self-love and satisfaction, NPD is actually a psychological term that is quite distinct from merely having high self-esteem.

The key to understanding this aspect of dark psychology is that the narcissist’s image of himself or herself is often completely and entirely idealized, grandiose, and inflated and cannot be justified with any factual, meaningful accomplishments or capacities that may make such claims believable.

As a result of this discord between expectation and reality, the demanding, manipulative, inconsiderate, self-centered, and arrogant behavior of the narcissist can cause problems not only for himself or herself, but for all of the people in his or her life.

The Dark Triad in Practice

The professional workplace has acknowledged the presence of people exhibiting Dark Triad characteristics. The following diagram illustrates that they are tolerated for their efficiency and their ability to get things done but contrasts that ability with the negative effects it has on their ability to form personal relationships:

[image: ]


(McLarty, 2015)

The clinical descriptions are easy enough to categorize, and in isolation, it can be fairly straightforward to separate one type of dark psychology from another.

The real world is a lot messier. Many of us have grown accustomed to so-called “toxic relationships,” whether they are relationships with our partners, our co-workers, our family members, our bosses, or our political and community leaders.

In addition, manifestations of dark psychology are often far more mundane than the dramatic examples we see in major television and film productions about the romantic lives of serial killers and other criminals.  The more we accept these relationships as normal, the more difficult it will be to identify them as problematic.

Remember that psychological, emotional, and social predators do not think of themselves as sick.

Their lack of morality and empathy, and their adaption from a very early age to live according to rules and methods you may find horribly wrong, can make their presence intimidating.

However, you should also remember that even when their amorality and lack of empathy may allow them to enjoy an unjust advantage in relationships, their mental capacities are the result of underdevelopment, not a higher evolutionary state.


Chapter 3

The Art Of Manipulation

It’s interesting to see that manipulation has been around for a long time, and that is not a new or imaginary concept. Understanding what the art of persuasion is really all about is vital, to help you to deal with it. 

We will look briefly at the psychology of manipulation. This allows us to see where it might occur in our lives. It will also help you in identifying those who might attempt to manipulate you. It is not only about people who like to dominate. If we don't know it is happening to us, might be encouraged to act in ways that are incongruous to our normal personality and behavior. Learn how commerce can persuade customers into buying their goods and services. Recognizing such methods will help in dealing with the power of persuasion. 

We like to believe that we are individuals who make sensible choices. In our personal journey of life, we do not always have full control, and we don't always realize this. As children, we are influenced by our parents and have little control over how we raised. Once in the education system, we are further manipulated. The teachers will tell us all about the social norms and what is expected of us in society. As adults, we are lured in by politicians trying to get their share of votes. Many are persuaded to vote for a party because of what they promise for the future, even if they don’t necessarily believe in their policies. This gives such politicians power, and their decisions will affect our lives. Are we really in control of our lives, or are we merely influenced by those who know all the tricks of persuasion? 

We will look at how to deal with various manipulative methods, even sometimes covert. First, you need to learn to recognize when you are being manipulated so you can counteract it. For this purpose, we will now look at what the experts say on how this sort of behavior can exist among us. 


Recognizing the Art of Manipulation
  

What then, in our everyday lives, do we need to be wary of? 

Persuasive Language

The idiom that every picture tells a story, is very true. Words can be so much more powerful as they inspire and encourage us, even to the point of manipulation. How many times have you been inspired by a good orator, whose daring speech motives you into action? Words even influence when we are lost completely in a great book. The art of words can be so influential in coercing us to believe something, even when our eyes tell us differently. Communication is a powerful tool, especially when it comes to making people do things. 


•     Advertisers and salespeople use language to convince their goods are just what we are looking for. Using words, such as: 


Affordable; Easy to use; Safe; Enjoyable; Time Saving; Guaranteed to last. 

Note how all these words make us believe they are confident in their own products. 


	
Politicians will use language, such as: 





“We” - to encompass you in their world. 

“Us” to make you feel a part of a team. 

These are all communication tactics to make us feel included, so therefore important. 


	
Bullies use language along with aggressive behavior, to achieve their own selfish goals. 






	
Criminal predators, such as psychopaths, sociopaths and narcissists, are all people who learn the use of persuasive language. This is a means to get their own way and gain control over another person. 






Six Theories on Psychological Manipulation
  


1.    Cognitive  


There are many well recognized psychological processes in theories regarding the art of persuasion. One of those is the Cognitive Response model, developed by Anthony Greenwald in 1968. It is still relevant today for determining some factors in persuasion. It is also a model used extensively in the world of advertising. 

Greenwald suggested that:

It is not the words of the message that determines the success of persuasion, but more the emotions of the receiver. The internal monologue of the one receiving the message will be deciding factor on how easy they are influenced. 

Such internal thoughts will include positive and negative aspects, according to the individual’s own personality. This not a learning process, but more based on whether the person already views the message with favorable or unfavorable thought processes (cognitions). 

Overcoming any counter-arguments will rely on the expertise of the persuader. They should stop their target from having sufficient time to construct any counter-arguments. The persuader must encourage positive arguments to come to the forefront. This gives the "persuasion effect" a better chance of success. 

Persuasion can be more difficult if the intended target has been forewarned. It allows the target time to build their own counter-arguments, if the "message" is counter-intuitive to their present cognitions. The importance in pre-warning can be seen in research conducted by Richard E. Petty, in 1977. The study showed that students given notice about a certain event were less likely to be persuaded that those who had no pre-warning.


2.    Reciprocity


Another well-studied explanation for how we might be open to the power of persuasion is the Rule of Reciprocity. This is based on a principle related to social conventions. If someone does you a favor, or does something good for you, then you are more likely to feel obliged to return the favor. 

The Rule of Reciprocity can also happen subconsciously. Without even realizing it, you may agree to an action or favor asked of you by the requester. All because at some point they had done something for you, and you feel in their debt. You may feel obliged even if the request is something you would normally decline. 

It is an effect widely used by companies who are looking to make sales. Often companies give out free samples, or time-limited trials. This is not without a motive. It is in the hope that the customer feels obliged to return the favor, and buy the product or continue with the agreement. 

Reciprocity is a recognized psychological process. It is an adaptive behavior which would have increased our chances of survival in the past. By helping others, it is likely that at some later point they will help you. Though, it can also have negative effects. If someone does something bad to you, then you may be driven by the rules of reciprocity to exact your revenge. 


3.    Information Manipulation  


A powerful tool in the manipulator's armory. This is a method of being outright deceitful. It is a means of providing limited and confusing information to the victim. The effect of this will unbalance their way of thinking, making them vulnerable. It can also incorporate the use of intentional body language, to persuade and manipulate someone. 

A study by McCornack et al. (1992) showed the different ways a message can be falsified to assist in the manipulation process. McCornack's theory has a premise of four maxims, in a truthful statement. A breach of any of these will render the message as intentionally deceitful.  The four maxims are: 

Quantity

This is the "amount" of information provided. Most of us seek to provide the right amount of information so that the receiver understands our message. Not too little, or too much, as that might confuse. A manipulator though would play with that quantity of information. They may omit certain pieces they consider irrelevant. Most especially if it is likely to work against their argument. This is known as "lying by omission." 

Quality

Refers to the "accuracy" of the information provided. Truthful communication is one of High Quality. If we were to violate this maxim, then the receiver hears intentional mistruths. This is "outright lying," to gain the manipulator power. 

Relation

Here, we talk about the "relevance" of the information to the message. To confuse or sidestep an awkward question, the manipulator may go off topic. This is a way of changing the subject, for the sole purpose of misleading. It could be to hide their own weaknesses. Or even to over-emphasize on something that will give them more power over their listener. 

Manner

The "presentation" of the message. An important aspect of this is body language. We read inflections and facial expressions as we listen. A manipulator may exaggerate these to mislead the presentation of the message. This is all in the aim to emphasize their own agenda. 

Lying to manipulate or persuade someone is not a new concept. It is though, a method that is becoming particularly potent in the modern world. Online communication and social media do not always involve face-to-face contact. This makes it easier to tell mistruths or exaggerate information. A manipulator may in their elements with such communications.   


4.    Nudge


Not all manipulation is sinister. Sometimes we may be manipulated to help us make the right decisions for our own good. To do this, the Nudge Theory is particularly useful. The Nudge Theory expands positive reinforcement, by using small nudges. 

Skinner's studies or behaviorism, show how useful this theory can be. With positive reinforcement, such as rewards, it can manipulate people into behaving in the manner that you are hoping to encourage. 

One example of "nudging" can be seen in this example. Adding exceptionally high-priced items on a menu may seem counterproductive. Yet, the result of this actually increased the sales of the second highest priced item. The customers were given a "nudge" in the right direction, but for the benefit of the restauranteur. 

Richard Thaler, considered the father of the Nudge Theory, was awarded the Nobel Memorial Prize in Economic Sciences. His contribution to behavioral economics was considered quite momentous. Nudge Theory gives positive reinforcement, or as Thaler described it, it gives "nudges." 

The Nudge Theory is not only effective in economics. It can be used to encourage behavioral changes and influencing personal choices. Even accepted social norms can be manipulated to changes, in this way. 

Nudging is so successful, that in 2010, the British Government set up a Department Behavioral Insights Team. This was to help develop policies. The department was referred to as the Nudge Unit.   

There can be obvious benefits of using "nudges" to influence people. It is still a form of psychological manipulation that can infringe on an individual's civil liberties. 


5.    Social Manipulation


This type of manipulation is also known as psychological manipulation. It is often a tool for politicians, or other groups of powerful people who are used to advancing their own interests. In its worst form, it is a means of social control. By taking away individuality, it coerces the populace into accepting what is given to them. Though it can have a positive side when used to help with personal issues, such as improving health and wellbeing. 

Those in power who use social manipulation may use distractive techniques to deflect from important issues. They would argue that their proposals are for the benefit of the populace, and the benefit of your family and its future. Anything you think personally, that might be different, is wrong and selfish. This type of persuasion is very paternalistic, almost treating individuals as if they were all children. This “system” will strive to make the crowds believe the things that have gone wrong are, in fact, their own fault. The only way to resolve the problem is to listen to the guidance of those who know better. 

Such a political strategy would bring to forefront one social problem, only to hide another. It is a tactic to cause social unrest and panic among the populace. By creating unease in society, the populace will begin to demand changes. An example could be that the department wishes to hide the problems health care.

So, they decrease the budget in crime prevention, causing crime statistics to rocket.

The populace will receive information to coerce them into believing the best way forward for the crime problem.

The politicians will feed propaganda, by disseminating their own truths and facts. It may not always be true, or it may be information that is exaggerated, such as misuse of statistics. This type of social manipulation could take years to get the end result that the manipulator requires. 

The use of psychological manipulation is all a part of social influence. Professor Preston Ni, Communication Studies, published an article in Psychology Today. He indicates that one party recognizes another’s weaknesses. They deliberately set out to cause an imbalance of power. This enables them to exploit their victims, for their own agenda.

Does this make us all social puppets? To some degree, it does. Most of us comply and conform to what is expected of us to avoid a society of chaos. 

Think for a moment, what is the latest gadget or home improvement product that you would like to buy? Is it something a friend told you about, or a neighbor owns? Chances are it is something that someone else has, or you’ve read that it’s popular on the internet, and that makes you desire it. This is another side of social manipulation. We can be so easily swayed if we let our guard down. Whether that is a good or bad thing, depends on how you personally view it. 

As mentioned earlier, not all social manipulation is a bad thing. it can have positive aspects. The word "manipulation" might conjure up thoughts of a villainous individual/s bending you to their will. But, used correctly, social manipulation can help the populace, as a whole. Good examples of social manipulation are the "5 a day campaign." Health specialists attempt to convince us to eat more fruit and vegetables. Or even the "stop smoking campaigns," which have resulted in reduced numbers of smokers. The result of which is a reduction in smoking-related diseases. This is coercion at its best. 


6.    Gaslighting  


This is perhaps the cruelest form of manipulation. It is a means of casting into doubt on the sanity and self-esteem of a person. You could say it is sowing the seeds of doubt into the victim of manipulation. Working on a similar principle such as "knowing you are being told repeated lies." Until eventually you begin to believe the lies as the truth.  

It is an unkind form of manipulation. The gas-lighter will cause their victim to lose all confidence in their own credibility. This leads to completely destroying their own self-worth. All because they begin to doubt themselves. That is the intention of gaslighting, to reduce the victim to a psychological mess.

The manipulator will constantly put their target down by contradicting them.

Also, by convincing them that they are always wrong. Sometimes to the point that the victim will be accused of telling lies. This is why the victim loses all self-esteem. When that happens, they become ruled by the domineering influencer.

It is a form of mental abuse, often seen in abusive personal relationships. The influencer will use constant techniques to make their victim doubt themselves. Even to the point of doubting their own memories, by denying things they’ve said and done.  

Gaslighting takes a while before it is fully effective. The manipulator will wear his/her victim down over a long period of time. This type of manipulation is so insidious that it can eventually lead to the victim doubting their own sanity.  

Dr. George Simon PhD is a Clinical Psychologist at a Texas university. He has studied people with disturbing personalities. The results of his studies caused him to believe that certain types of personalities, particularly psychopaths, are very adept at manipulation.

They will distort the truth and use aggressive language, to set the wheels of doubt in motion in their victim's thoughts. Eventually, the target will lose confidence in their own judgment. They may feel shame and they will come to believe that the manipulator is right. This puts the target under the manipulator's control.

Gaslighting is not only restricted to individuals acting on one other. It can be argued that it also has political uses. Columnist and author Maureen Dowd are one to follow this belief. She argued that Clinton's administration used gas lighting techniques against a political opponent.

Newt Gingrich, a member of the opposing political party, was often goaded into appearing hysterical. Some journalists and psychologists argue that Donald Trump also used gas-lighting techniques. Not only during his presidential campaign but also whilst in office. They argue he frequently says one thing, then denies he ever said it, which is classic gas-lighting.


Chapter 4

Understand People

Researchers examined data that was collected from over 1.5 million people and it was found that there is a minimum of four distinct personality groups: reserved, regular, exemplary, and egocentric. The findings go against the existing paradigms that are present in psychology. 

The study used questionnaires with questions, in which volunteers volunteered to respond in exchange for more information about their own personality.  

People have tried to sort out personality types since ancient times, but the scientific literature has discovered that this did not make sense.  

Personality types were only found in self-help literature and did not find any mention in scientific journals. From the answers of the questionnaires, the specialists pointed out the five basic traits of personality: neuroticism, extraversion, openness to new experiences, sympathy, and conscientiousness. Once the new algorithms were developed, there were four types of personalities that emerged. 

Regular  

Regular people are rich in neuroticism and extraversion, and have low levels of openness to new experiences. Women are usually more prone to fall into this category.  

Reserved

The reserved individual is emotionally stable but has no openness or neuroticism. He is not extroverted, but he is pleasant and aware.  

Exemplary  

Exemplary people score low on neuroticism and high on all other characteristics. There are more women in this category. The likelihood of someone being exemplary increases with age. They are the kind of people that you can trust and they are open to new ideas. These are the kind of people that will take care of things.  

Egocentric

This group scores very extroversion and below the required score in openness, sympathy, and awareness. These are people you do not want to leave. There has been a substantial decrease in self-centered numbers as people’s age, both with women and men. 

Researchers also developed a new method, reducing the possibility of aggregation of the algorithms. This procedure revealed the four groups.  

To make sure the categories were accurate, they used a group of egocentrics - adolescent boys - to validate the information. We know that adolescents behave in an egocentric way. "If the algorithms were correct and selected for demographic data, the results would point to the egocentric as the largest group of people in that situation."

According to experts, this research can help health care professionals evaluate people with extreme personalities. In addition, you can collaborate with the selection of candidates in job vacancies or even for those who are looking for a loving partner.  

The analysis also points out that as mature people, their personality types changed. For example, older people are usually a lot more conscientious and sympathetic than the people that fall under the age of 20 years. When we look at people in large groups, it becomes very clear that trends exist. Some people can change their characteristics over time. 

Classification of Personality Types 

The classification of your personality type is by the combination of 4 criteria. 

These criteria are the opposite and exclusive. For example, if you are extroverted, you cannot be introverted. In order for a personality to be formed, it is necessary to choose a criterion of each criterion. In the end, the combination of the four chosen criteria gives the personality type, for example, ENTP or INFJ. 

Check out the acronyms and the four classification criteria below: 

Personality Types: Introverts or Extroverts 

The first classification of personality types is related to the way we interact with the world. With respect to this question we can be: Extroverts (E) or Introverts (I): 

Extroverts (E): Who has this type of personality is extremely sociable and likes to talk and interact with other people. He is not afraid to state his opinions and is very communicative. Focus your energy on the real world. 

Introverts (I): These are usually people who feel better alone, are less sociable, and interact with fewer people. In general, they do not open easily. They concentrate their energy on the world of thoughts. 

Types of Personality: Sensory or Intuitive 

The second classification of personality types is related to how we observe and absorb information from the world. With respect to this criterion we can be: Sensorial (S) or Intuitive (N): 

Sensory (S): Corresponds to the most materialistic personality type, obtains information through the observation of facts and concrete details. They are realistic and practical people. 

Intuitive (N): These are people who have a more imaginative profile. Instead of obtaining information through concrete facts, they prefer to observe and draw the final conclusions from their own thoughts and beliefs. They are the most creative and complex people. 

Types of Personality: Thinkers or Sentimental 

The third classification of personality types concerns how we judge other people's actions and also how we make decisions. With regard to this criterion we can be: Thinkers (T) or Sentimental (F): 

Thinkers (T): They make decisions and always judge people based on logic, generally weighing the pros and cons of the situation. They are objective and fair; they rarely let feelings influence their decisions. They value logic, justice, and equality among people. 

Sentimental (F): People with this type of personality judge people and make their decisions guided by their instincts and also by feelings (decide based on what they are feeling at the moment). They value harmony, empathy does not follow strict rules, and they accept exceptions well. 

Types of Personality: Judges or Perceptive 

The fourth classification of personality types is related to how we prefer to live, whether we prefer to act spontaneously or whether we prefer to think well before acting. With respect to this criterion we can be: Judges (J) or Perceptive (P): 

Judges (J): Whoever has the type of judging personality is satisfied after decisions have been made, they are distressed by letting problems accumulate. In general, do not think much before acting, prefer to regret later. 

Perceptive (P): They are more satisfied to make well-thought-out and more accurate decisions; they take time to act. Perceptions become distressed if they need to make a decision quickly. They usually think hard before they act because they are afraid to repent.


Chapter 5

Emotional Manipulation

Now that we have covered the basic foundations of dark psychology, including the concept of seriously dangerous psychopathy and the irreversible movement toward the Dark Singularity, you may feel a sense of relief that these societal problems have been identified, and that a system for addressing them has been established. In addition, you may also breathe a sigh of relief knowing that the most serious offenders are somewhat rare, and that your chances of encountering them on a daily basis are fairly low.

If you agree that knowledge of the traits of dark psychology is a good first step toward protecting yourself from these dangers—that’s great! Knowledge is power, more so in the information age than ever.

However, the truth of dark psychology is that lower levels of these deviant personality traits are extremely common. Worse yet, they are often legitimized by the very institutions and people we depend upon to address such violations.

Especially in the contemporary environment, in which technology has fostered and encouraged the development of alienation and anti-social lifestyles to the unprecedented degree that they now provide a potentially viable and sustainable means of financial and social support, understanding how dark psychology manifests itself can make the difference between success and failure. As the following diagram illustrates, your ability to establish a high level of emotional intelligence has a direct effect on your job performance:

Types of Emotional Manipulation

Discussing manipulative behavior accurately requires that we examine this problem from two perspectives: from the perspective of clinical psychology and from the perspective of every-day relationships. We will begin by discussing different types of emotional manipulation using clinical terminology.

Many clinical psychologists have studied and classified manipulative behavior according to well-established theories of behavior modification and cognitive learning. We will look first at some of the techniques identified by a few of these psychologists before looking at real-world examples and signs that someone is trying to manipulate you.

Characteristics of a Manipulative Relationship

First, one theory states that emotional manipulation is essentially a one-sided activity in which all of the effort to create, execute, and sustain a manipulative relationship is made by the manipulator.

Such relationships generally have three defining characteristics:


	

Concealment: The true motivations of the manipulator—aggression and control—are concealed by behavior that appears friendly and helpful.






It is more difficult to conceal problems with aggression and control in our personal, intimate relationships, our friendships, and our relationships among family members. As a result, these types of relationships are more likely to develop in the workplace or in your community among business owners and their staff or other professionals.

For example, you may encounter a co-worker who, on the surface, is always friendly toward you at work. This person may always be willing to find a place for you at the table during lunch break or may always appear at your cubicle with a smile and offer lots of encouragement and advice.

This type of conduct in itself may be a good sign. However, if this relationship ultimately leads to a friendship outside of the office, an emotional manipulator may misinterpret your intent.

In the less-regulated world outside of the workplace, emotional predators may exploit the trust they have established by making unreasonable demands on your time, asking for favors, and putting pressure on you to agree by suggesting there could be repercussions at work.

A truly gifted manipulator will know how to make this threatening behavior look and feel friendly and perfectly reasonable until you have been too badly compromised to take any action to reverse course.


	

Profiling: The manipulator will have studied the vulnerabilities of the victim, so that he or she will be able to exploit them more effectively.






This type of predatory conduct has become much worse in the current environment of surveillance and social networking sites.

Often in the work environment, this type of personality can manifest itself without your awareness.

Especially if you work for a large company, anyone who has access to personnel records or other sources of information may feel they have the luxury to profile you so that when they do finally approach, they will appear quite calm and confident.

If someone with whom you have had little or no direct contact seems to know a lot about you, you should be cautious. Often, being overly enthusiastic, paying you a lot of compliments, and telling you that you have earned a great reputation is a technique used to hide the true intentions of the manipulator.


	

Amorality: The manipulator will possess high degrees of amorality and a lack of remorse, both of which enable behavior that is ruthless, cunning, and treacherous.






Often, we expect that a simple, polite request to cease harmful, rude, or disruptive behavior should be sufficient to end predatory or violative misconduct.

Although we may be right, Dark Triad personalities who lack empathy find it easy to engage in amoral behavior.

Even worse, far from feeling any remorse as a result of committing abuses, they often feel a great sense of joy, victory, and accomplishment. As the saying goes, such reactions add insult to injury.

Further, in the competitive business environment, this type of dishonest and illegal behavior may be rewarded. Meanwhile, the efforts of diligent, honest employees may go unrewarded, and their complaints of abuse may result in punishments levied against them rather than the perpetrators.

Categories of Emotionally Manipulative Behavior

Understanding the basic dynamics of manipulative and abusive relationships is important. Each of these general types of relationships may be characterized by specific types of behavior. Psychologists have identified many specific techniques of behavior modification commonly employed by emotional manipulators. Some of these techniques include:


	
Positive reinforcement: This technique was identified by the behavioral psychologist B.F. Skinner, whose theory of operant conditioning resulted from his experiments with small animals placed in cages. In his experiment to prove the theory of positive reinforcement, he used cages equipped with two levers—one lever did nothing, while the other produced a food pellet whenever the small animal pushed it. Soon, the animals learned through positive reinforcement which lever to push to get their reward.





Emotional manipulators employ positive reinforcement in their strategies by using techniques such as praise, false and superficial demonstrations of emotions such as charm and sympathy, excessive rewards including gifts, money, approval, and attention, and other outward demonstrations of emotion meant to make the victim feel good.


	
Negative reinforcement: The other part of Skinner’s experiment proved the effectiveness of negative reinforcement. For this part of his experiment, small animals were again placed in cages, which were again equipped with two levers. This time, the cages were charged with a mild voltage of electricity that caused slight discomfort to the animals that were placed in them. Once inside the cages, the animals would press one of the two levers. One of the levers did not produce any results, while the other stopped the electrical current, relieving the discomfort. Soon, the animals learned to press the lever that lessened their pain.





Emotional manipulators employ negative reinforcement in their strategies by using techniques such as removing someone from a difficult situation or relieving them of the responsibility to complete a previously agreed job or task in exchange for some type of favor.


	
Intermittent reinforcement: Intermittent reinforcement can be either positive or negative and is used to create doubt, fear, or uncertainty. An emotional manipulator may “train” his or her victim by imposing inconsistent reward and punishment mechanisms to lessen the victim’s sense of confidence, control, and autonomy.





For example, in a romantic relationship, the predator may condition the victim to wear certain clothing, listen to certain music, eat certain types of food, and work at a certain type of job. As the victim in this relationship gains confidence, the predator may begin to discourage their victim, who will be caught off guard. As the victim scrambles to respond, the manipulator may again change tactics.


	
Punishment: Punishment is a very basic form of emotional manipulation that may involve an entire range of psychologically and emotionally negative and damaging behavior, such as threats, yelling, nagging, complaining, intimidation, insults, guilt, and other forms of emotional blackmail. Skilled predators may find a way to incorporate this abusive and controlling behavior into the relationship over time, so that the victim will develop a tolerance for abuse.



	
Traumatic one-trial learning: This technique is related to the use of punishments, but rather than a feature of a long-term relationship, these techniques involve discrete episodes in which the manipulator uses verbal abuse, demonstrations of anger, and other forms of dominance and intimidation to discourage the victim from certain types of behavior.





Specific Types of Emotional Manipulation

Within these major categories of emotional manipulation techniques, psychologists have also identified a wide range of more subtle variations that we all likely encounter on a daily basis. These techniques include:


	
Lying: Dark Triad personalities, particularly psychopaths, are highly skilled at lying and cheating, so often we may not detect their intent until it is too late. Beware of those who have demonstrated a pattern of dishonesty.



	
Lying by omission: Lying by omission is a little more subtle. The predator may not say anything that is untrue but may withhold information that is necessary in an effort to cause you to fail.



	
Denial: Often the damage from emotional manipulation is inflicted after the fact. When you confront someone with evidence of their dishonesty and abuse, their refusal to admit wrongdoing can cause even greater psychological harm.



	
Rationalization: The increase in popular news media has led to the growth of public relations and marketing firms who produce “spin” to deflect criticism in both political and corporate environments. Rationalization is a form of spin, in which a manipulator explains away his or her abuse.



	
Minimization: Like rationalization, minimization is a form of denial in which the predator understates the seriousness of his or her offense.



	
Selective attention and/or inattention: Manipulators will pick and choose which parts of an argument or debate should be considered so that only their views are represented.



	
Diversion: Manipulators often resist giving straight answers to questions, particularly when they are confronted by their victim. Instead, they will divert the conversation to some other topic or change the subject altogether.



	
Evasion: More serious than diversion, a manipulative person confronted with his or her own guilt will often completely evade responsibility by using long rambling responses filled with so-called “weasel words,” like “most people would say,” “according to my sources,” or other phrases that falsely legitimize their excuses.



	
Covert intimidation: Many manipulative people will make implied threats to discourage further inquiries or resolution.



	
Guilt tripping: A true form of emotional manipulation, a manipulator will exploit the integrity and conscientiousness of the victim by accusing them of being too selfish, too irresponsible, or not caring enough.



	
Shaming: Although shaming can be used to bring about social change when large corporations or governments advance abusive or discriminatory policies, manipulators may attempt to intimidate their victims by using sharp criticism, sarcastic comments, or insults to make them feel bad.



	
Blaming the victim: This tactic has become increasingly common. When a victim accuses a predator of abuse, the predator will attempt to turn it around by creating a scenario in which the victim alone is responsible for the harm that came to him. The predator may also try to accuse the victim of being the aggressor by complaining about the violation.



	
Playing the victim: Using the opposite tactic of blaming the victim, the predator will lure a conscientious person into a trap by pretending to have been grievously wounded and cultivating feelings of sympathy. The real plan, however, is to take advantage of the caring nature of the conscientious person by toying with their emotions. 



	
Playing the servant: This tactic is common in environments marked by a strict, well-established chain of command, like the military. Predators become skilled at manipulating this system by creating a persona of suffering and nobility, in which their bad actions are justified as duty, obedience, and honor.



	
Seduction: This technique does not always have to involve sexual conquest or intimacy. Emotional predators may use flattery and charm to convince people to do their bidding, and they often look for people with low self-esteem.



	
Projection: This term is used in psychotherapy. Predators who use this technique will look for victims to use as scapegoats. When the manipulator does something wrong and is confronted, he or she will “project” his or guilt onto the victim in an effort to make the victim look like the responsible party.



	
Feigning innocence: This technique can be used as part of a strategy of denial. Under questioning, the manipulator will “play innocent” by pretending that any violation was unintentional or that they were not the party who committed the violation. A skilled manipulator who lacks morality and empathy can be very successful at planting the seed of doubt.



	
Feigning confusion: This technique can also be used as part of a strategy of denial. Under questioning, the manipulator will “play dumb” or pretend to be confused about the central point of the conflict or dispute. By creating confusion, the manipulator hopes to damage the confidence of his or victim.



	
Peer pressure: By using claims, whether true or not, that the victim’s friends, associates, or “everyone else” is doing something, the manipulator will put pressure on his victim to change his or her behavior or attitude.






Chapter 6

The Manipulator And The Manipulated

Manipulators

With that look into the traits of empaths complete, it is time to create a more complete profile for the manipulators. Manipulators are the ones that are prone to utilizing dark psychology. While the dark triad encompasses a portion of the manipulators you are likely to run into, there is more to it than simply narcissism, psychopathy, and Machiavellianism.  

Though manipulators come in all shapes and sizes and from all over the earth, with different backgrounds and histories, they oftentimes still possess similar personality types.

This makes sense; of course-manipulation is something that those who feel guilt or empathy are likely to struggle with simply because it is guilt-inducing. 

Most people would find the act of forcing another person to do something against his or her will to be abhorrent, and yet, it still happens with alarming frequency.   

Take a look at some of the other most common traits that manipulators are likely to possess and why they can be so incredibly dangerous. 

When you understand what a manipulator looks like and how a manipulator behaves, you are likely to avoid falling victim to his or her attempts to control you. Remember-knowledge is power, and learning what the manipulator looks like is the ultimate defense to avoid his or her influence and control.

Traits of Manipulators

Remember, not every manipulator is going to have all of these traits. Some will have a few of them while others possess the vast majority. Despite this, each of these traits should have alarm bells ringing if you approach someone exhibiting behaviors consistent with them. 

If you see someone engaging in these sorts of actions, you should always stop to reevaluate your relationship and the situations in which they have occurred, as there is always the possibility that you have been victimized by a manipulator. 

Lacking empathy or remorse 

Perhaps the most important trait of master manipulators is their ability to not feel remorse for their actions. Because they lack empathy, one of the most important traits for regulating behaviors into effective, productive actions that benefit the survival of the group, these master manipulators seen no problems with their actions, allowing them to engage in all of the manipulation and abuse they please without ever feeling bad about it.  

Lacking morals

Whether the individual has chosen to disengage from their sense of morality or simply never had a sense of morality, to begin with, those who are not concerned about things as petty and abstract as morals are far more willing to utilize behaviors that would be seen as a moral grey area simply because they do not feel constrained by such an arbitrary concept. Why bother with morals if they do not feel guilty anyway?  

See people as tools 

Oftentimes, manipulators fail to acknowledge the value in human life, instead of focusing on the utility of a person rather than the inherent value. The utility is how much use a person or object has. When a person is more concerned with the utility of people rather than the value of that person as a genuine human person worthy of respect, they are more likely to resort to manipulation simply because manipulation will get the results desired.

It does not matter if the other person was hurt because the manipulator is not the one feeling the hurt, to begin with.  

Spiteful motivations

Sometimes, although this can oftentimes seem quite counterintuitive, the manipulator will do certain things and engage in certain acts that are self-harming out of spite. If he feels wronged, he will twist the situation around to force his point, even if doing so will hurt him in the process. He sees himself as collateral damage and accepts the cost simply to watch the other person suffer in some way to try to coerce them back into obedience.  

For example, a manipulative spouse who has never been interested in parenting the children in the family may suddenly decide to take the children and apply for emergency custody after being asked for a divorce, citing abuse as the reason for earning it, even if the other parent has never been manipulative and the parent who took the children is projecting his or her behaviors onto the victim.  

Now, the parent who has never cared for parenting is suffering because he has children to care for that he did not want to care for in the first place. The children are suffering because the children do not have the parent that has always done the bulk of their care.  

The primary parent is now suffering because the children that were always cared for by her have been taken away, and she is, presumably, a good parent who wants to be with her children.  

The manipulator sees nothing wrong with this setup simply because he sees the victim suffering as well. So long as the victim is suffering, anything else can be tolerated.  

Egotistical

Manipulators typically have an ego so inflated that it is a wonder they manage to walk around at all. They are frequently so focused on themselves that they struggle to recognize how their actions hurt those around them.  

They will use other people to make sure they can continue to feed their ego and achieve whatever it is they want simply because they believe they are more important than those around them.  

These individuals ultimately care more about their selfish gain than the feelings of others, and because of that, they are even willing to go to lengths such as manipulating or coercing others to get their desired results.  


Entitled


Those who manipulate others typically do so because they are entitled-they believe that they are entitled to a certain result during a certain timeline, and they have no qualms about pushing that timeline forward with manipulation if necessary.

Through manipulating others, they can get what they want, and because they were entitled to that particular result anyway, they see no harm in doing so.  

This again goes back to Machiavellianism-the people are seen as a tool rather than as whole people capable of thought and feeling. The manipulator may believe that he deserves to be catered to, so he will force the point with those around him. If he believes he deserves to get a new job, he will apply and will have no qualms about lying during the interview to be hired. 

Superiority complex

Oftentimes, the manipulator, through years of experience getting his or her way repeatedly, will end up believing that he or she is superior to others. Whether due to a personality disorder that causes these beliefs of superiority or because they have justified them throughout their experience of getting their way, the manipulator believes he or she is better than everyone else.  

Simply being superior canned also be enough justification for the manipulative behavior as well-the manipulator will see the target as unworthy of respect because he or she was able to be manipulated and controlled in the first place, which means it is his or her fault for a falling victim.

It is not the manipulator’s fault that the victim was so easily swayed, he may claim.  

Sadistic

Sometimes, manipulators simply enjoy hurting others. These are people who will manipulate just for the experience of hurting other people to get their way. 

They will see hurting other people as a game-if someone else gives them the power to hurt them, then they can utilize that to their advantage, and it also allows for the manipulator to feed his or her ego.  

For example, a manipulator may be likely to harm another person simply for entertainment. He may call someone names and see just how far he can push the other person, only to play the victim and reverse the situation altogether, making the manipulator the victim and the actual victim of manipulation is seen as the aggressor. 

Selfish

Manipulators, more often than not, are doing so because they are being selfishly opportunistic. They see an opportunity to manipulate someone else and they decide to run with it to ensure they get what they want simply because they want it.  

They want to ensure that they get the best result for them above all others, and they will do whatever it takes to ensure it happens. The manipulative behaviors can be justified to the manipulator, so long as he has benefitted in some way.   

For example, if someone decides to lie on a resume to get a better job, that is entirely justifiable, because the manipulator needed the raise in pay, and doing so was the only way to get it. 

How The Mind Works When It Is Manipulated  

When it comes to working with dark manipulation, there are going to be a lot of different methods and techniques that we are able to use in order to get what you want. Remember we are talking about some forms of manipulation that are going to help us to get what we want but may end up harming the other person in the process. This means that they may not be seen as the best options to work with, and you may feel a bit uncomfortable with them if you have not worked in dark manipulation, or even with dark persuasion, in the past.  

However, working with these techniques will help you to get the results that you want. They will ensure that the other person you are using as your target will be likely to do the actions or say the things that you would like them to, even though it may not be in their best interests to do so. With that said, let’s take a look at some of the different dark manipulation tactics that you are able to use to get someone else to do what you want.  

Using isolation to get what you want 

The first technique that can be used in mind control includes isolation. Humans are very social creatures. They like to spend some time talking with others, spending time out in public, having close friends, and family, and spending their time in more social situations. When we take this social aspect away from many individuals, it changes the way that they look at life.  

Complete physical isolation can be the most powerful. This is when the subject is taken away from all contact with others, including email, social media, phone calls, and physical contact.

This is something that has been seen in cults and with other groups. They will often take the person far away from others, and then the only human contact that the person can have is with the captors.  

Criticism

The next option to work with when it comes to manipulation is the idea of using criticism.

This one is sometimes used with isolated or on its own and it works well because it makes the target feel like they are always doing something that is wrong, and that they are not able to meet the high standards of the manipulator.

The criticism can always show up on a variety of topics and could include how they look, who they hang out with, the clothes they wear, their beliefs, and anything that the manipulator thinks will work for this.  

When a manipulator decides to use this tactic, they are going to be really good at hiding it behind one of their compliments to the other person. Or they will say something nice and add this little jab at the end of it. This allows them to say all the mean things that they want, and then they can say that the target misheard or misunderstood them and that they hadn’t really meant any harm by it.

This puts the target in a bad spot because they know the manipulator is being mean to them, but they are the ones who look paranoid and bad in this situation.  

Alienating the target to get what they want 

No one wants to be alienated. They want to feel like they are a part of the group. They want to feel accepted, as they belong, and more. This is never more apparent than when we see a newcomer. When someone is new to town, or to school, to work, or somewhere else, you will notice that they are trying to figure out how to join into the group and get them to accept them. They are worried that they are going to be alienated, and in order to avoid this, they will do everything in their powers to get others to like them and go along with them, and this is where the manipulator can come in and get what they want.  

Newcomers who start to join a new manipulative group are usually going to receive a welcome that is very warm. And they will form a number of new friendships that seem to be much deeper, and have a lot more commitment and meaning behind them compared to anything that they were able to experience in the past.  

There are several reasons for this one. First, this gets the target to feel welcome and more indebted to the group, and the manipulator. They are thankful that they have these deep connections, and it is usually easier to get a friend to go along with something that a stranger, so it works to the benefit of the manipulator as well. Add in that the target is scared to be alienated, then they are going to do what they can to keep the relationships going strong.  

If there are any doubts that end up arising, later on, these relationships are going to become a powerful tool to ensure they stay with the group.

Even if they aren’t completely convinced, the target will start to remember their outside world, the world that they had before joining this group, and it is going to seem cold and lonely. They will instead choose to stay with the group, even if there is some manipulation going on.  

Simply because of the fact that we do not want to be taken away from the crowd and we don’t want others to have anything to do with us, we are going to do what the manipulator wants us too.

The fact that humans are very social creatures and like to be included in some kind of group all of the time, it is likely that we are going to give in to these urges to do what the manipulator wants, even if we don’t feel like it is the best thing for us.  

Using social proof as a form of peer pressure 

We like it when we are able to be a part of the group. Sometimes we center this around wanting to fit in, and we will follow the rules and do what we can to make sure that we are liked and part of the group. And even when we are more introverted and don’t want to be in the group all of the time, we still want to find a group of people we are able to be around and fit in.  

The thing is that the manipulator is able to come in here and use the idea of wanting to fit in to help them work against you and get you to do things that you don’t want to. They know how much fitting in is going to matter to you as an individual, and they are going to use this to convince their target that they need to act in a certain manner if they want to be able to fit in with others.  

Repetition

This one is going to use the idea of when we do something a bunch of times, it becomes more likely that we are going to get that to turn into a habit and stick. And this is a way that a manipulator is able to control their target. If the manipulator is able to repeat the message over and over again, and they use the same tools when repeating the message, they are more likely to get what they want.  

Constant repetition can be a powerful tool of manipulation. It seems like a simple idea but it is going to be really effective. The more times that you are able to repeat your message to the target, and the more you keep things the same each and every time, the more likely it is that they are going to end up doing what you would like.  

Fatigue

This method is going to take advantage of someone when they are tired and worn out.

When we haven’t gotten a lot of sleep recently, and we feel worn down, our decisions are not always going to be the best.

Think about how a new mother is going to feel when she is trying to take care of a new baby and hasn’t been able to get a lot of sleep done in the last few weeks.

Manipulators are either going to wait until their target hasn’t been able to get a lot of sleep naturally to ask for something, or they are going to be the ones who create this kind of environment so that the target is low on sleep and energy.  

You will find that this can be effective because often we do not have to go for a very long time without sleep before our brains start to go foggy.

This is a bad thing when you want to be able to protect yourself from those around you and you want to make sure that you are not manipulated. But for the manipulator, this is really good news.


Chapter 7

Persuasion

Persuasion is perhaps one of the most innocent ways to control the mind of someone else. In a sense, it qualifies as mind control because it is literally causing someone to shift how they are thinking in line with what the persuader thinks is right. When you are able to master the art of persuading others, you will be able to yield that power when it is necessary, in ways that can be beneficial to both you and those around you that you seek to persuade. Of the different forms of dark psychology, this one is the least insidious.

It does not hide and does not attempt to force someone else into doing something. Instead, it is open and honest—advertising its purpose and seeking to encourage those around the individual to do something because they want to rather than out of coercion. The persuader wants everyone to agree with him or her, but not badly enough to force the point or coerce others.  

When attempting to persuade someone, there are six principles that should be remembered. Understanding and utilizing these can be incredibly useful when it comes to influencing other people.

These six principles are reciprocity, consistency, social proof, likability, authority, and scarcity. Take the next several moments to familiarize yourself with each of these.

Reciprocity

Reciprocity is the concept of people wanting to give back when they receive. When you help someone, the other person is far more likely to help you. Reciprocity seeks to harness that concept, recognizing it as a truth of humanity, and seeing how useful it can be in encouraging others to do as a persuader desire. 

This can be seen even in restaurant settings—when the waiter or waitress brings you a few chocolates or a complimentary treat like a fortune cookie at the end of your meal with your check; you are far more likely to want to give a larger tip than if you had received nothing instead.

This explains why so many restaurants do offer up that cheap mint or cookie in response—they want to earn that extra tip. 

You can utilize this concept yourself by always making it a point to consider what you can do for other people before seeking the other person to do something for you instead. If you stop and ask what they can do for you, you are not likely to get as far as if you stop and ask what you can do for someone else first. Your mind will be blown the next time you try this.

To start, try doing this in a relatively low-stakes environment. Perhaps ask your spouse how you can help one evening, and after the fact, ask your spouse for a favor. Your spouse, if the favor is reasonable, is likely to concede! 

Consistency

Consistency is a bit trickier to understand. It is the idea that people make active commitments to the world around them, and they feel obligated to follow through with it.

When you have a commitment, you feel the drive to follow through, simply because you want to be considered reliable and committed. While this may not necessarily seem relevant to persuasion, consider this point: If you can get someone to offer a commitment to something, you are more likely to get them to follow through after the fact. People are innately driven to complete whatever they have promised to do so.

If you want someone to do something for you, then, you should always seek to get it put into a commitment of sorts in order to ensure it is completed. 

With the commitment made, you should then make it known to those around you. Through publicizing the individual’s commitment, such as by telling people at work that John over there has agreed to help you with your copying all week, you add an extra layer of pressure to the individual.

John is far more likely to try to follow through simply because he wants others to see him as reliable as well.

When there are multiple people’s thoughts about him on the line, he is far more inclined to push through and complete whatever he has agreed to do so. 

Keep in mind, however, that this has to be voluntary. The other person has to want to do whatever it is you are asking them, or they are not going to really feel compelled to follow through with finishing the task.

For example, if you attempt to coerce the other person into doing your copying, and they reluctantly agree just to get you off their back, they are not going to feel that same innate drive to finish the work as if they had volunteered to do so on their own.  

Social Proof

When is the last time you have walked into a room, looked around, and been entirely unsure what you were supposed to be doing?

If you are not sure, think about the last time you went to a busy public building for the first time—you may have been entirely confused as to what you would be expected to do or where you should wait. Instead of standing there without doing anything, you likely looked to the cues of those around you—you appealed to social proof. You wanted to fit in, and so you chose to do what those around you were doing, even though you were still unsure that that was the right thing to do. 

People oftentimes rely on the social cues from those around them to understand what they should be doing, thinking, or feeling. Specifically, people want to follow their peers rather than authorities or subordinates.  

Understanding this concept can be incredibly important when it comes to persuasion—if you are going to be getting a new group of charges at work, the easiest way to get everyone in line is to get a single person on-board first and allowing everyone else to follow that one particular person’s example.

You just lessened your own workload and allowed for those around you to be trained quickly and easily. 

Likability

Ultimately, people are far more likely to be persuaded when they like the person who is attempting to persuade them. It is a simple fact of life—people naturally reach out to those they know and trust and are more likely to take the advice of someone they trust than someone they do not. This can be used in a wide range of ways, and even if the other person is entirely new to you or does not know you well enough to like you, there are ways you can persuade them to like you so you can then persuade them at a later time. 

There are three things that cause people to be more likely to like someone. These are reliability, praising, and being able to cooperate toward a common goal. If you can harness these, you are far more likely to get someone else to like you. 

When you are relatable, people are likely to get along better with you. When you can relate to someone, you are better able to empathize, which can allow them to better see that they do like you. The easiest way to make yourself relatable in situations, in which you are, for example, a salesperson, is to share a small detail about yourself early on or decorate your room or office with pictures or items that are relevant to you. Maybe you have pictures of your children up, or perhaps you decide to add a photo of yourself engaging in a hobby. Anything goes, so long as it personalizes you. 

Secondly, when you want to be likable, you should always make it a point to praise the other person. However, you cannot just make something up or say something that you do not mean—you need to make genuine compliments to the other person. When you lie about praise, you are often seen as doing so manipulatively and, in an attempt, to convince them to want to help out of sheer flattery. Even though you may actually be complimenting them more to get them to agree than out of kindness, you should still make sure that whatever you do say is genuine. 

Lastly, you want to make sure you and the other person are working toward the same goal. When you are both working together toward a common goal, the other person is going to be far more likely to want to work with you. Even in situations where you stand to benefit far more than the other person, such as in a sales job when you are trying to sell a car, and you will literally make a commission based off of the cost of the car bought, you should make it clear that you are working toward a common goal. You can do this by pointing out that you want to help the other person, or through phrases such as, “help me help you” that make the other person feel like you are on their side. After all, you are—you want them to get what they want, while also wanting what they want to be mutually beneficial. 

Authority

People naturally want to defer to authorities when it comes to certain situations and decision making. This is why people will go get consultations from lawyers or doctors, or they will go to a professional to help with taxes.

When someone else is seen to have all of the pertinent information on something simply due to experience or education, it becomes far easier to just defer to whatever that person is thinking or suggesting. By recognizing the authority vested in someone else out of experience and education, people are able to avoid making the wrong decision due to a lack of experience or not knowing how something works. After all, would you want a daycare teacher to decide which surgery you should get to repair an issue? Unless that daycare teacher happened to also be certified as a surgeon, the answer is likely no. 

This is incredibly relevant to persuasion—if you can establish yourself as an authority on a topic somehow, people around you will be far more willing and happier to go along with whatever it is that you are requesting of them, which will serve you well. Luckily, there are several ways you can establish authority simply and quickly.

The simplest way to do so is through making sure you keep your credentials visible.

Place them on your nameplate, or hang your diploma on the wall right behind your desk. You could also make sure that when your clients come in, your secretaries offer some sort of detail that appeal to your authority. If you sell cars, your secretary may say something about how you are the top seller of the month, or if you are a dentist, the receptionist might sing your praises to the person making the appointment.

You could also do this yourself by offering small snippets of details about yourself when the client first enters your office, such as making a comment about that one time you were in school at such-and-such prestigious university studying your major.

By dropping your credentials subtly and naturally, you set yourself apart as an authority, and you will gain all of the persuasive power and influence with it. 

Scarcity

The last of the principles of persuasion is scarcity. This one is also quite simple—it is literally supply and demand.

When things are less readily available, people see them as more valuable, and when they are more readily available, they are seen as less valuable simply due to the ease of access. You can introduce scarcity in several different ways depending on the context. 

Within a relationship, you may put a time limit on making a serious decision, such as choosing to move in together or give an answer to a proposal. If you are attempting to sell someone something, you can make it clear that the offer that is on the table at that particular moment is limited and will expire shortly. This puts the pressure on the other person to decide quickly. 

While putting the limitations on the table, you should also make it a point to show how the other person is likely to lose out if they do not take the offer quickly.

By focusing on what will be lost, the other person is more likely to act quickly simply because people do not like the idea of losing out. 

Another way to cause scarcity is to make something limited. Think of how restaurants will run limited time only items, such as fancy drinks or menu items.

These are only available for a short period of time, and people often fall for the trick, trying to get in to get the limited-time item just so they can say that they have.

Especially today, with social media being so influential and people wanting to have everything social-media ready, people are more likely to go out of their way to seek out a rare item just so they can say that they did so.


Chapter 8

Hypnosis

There are many misconceptions regarding the practice of hypnosis. Many people maintain the idea that hypnosis is a powerful mind-control technique that leaves the victim vulnerable to control by another person.

This notion is driven by the numerous hypnosis stage shows that are common in shows and movies these days. In such shows, you will likely observe the hypnotist swinging a pendulum, often a watch, a few times before the face of the person to be hypnotized while mumbling some things.

Within a short moment, the hypnotized person will enter into a state of trance, and it is then that the hypnotist causes him to do absurd things, like forget their names or a number, which they do. This state remains until the person is ‘released’ from the hypnotic state by his hypnotizer.

This is usually done by a simple command such as, “You may now remember your name.” To the surprise of the audience, the hypnotized person goes back to his original state.  

If this is what you perceive hypnosis to be, then you are wrong. It is, in fact, quite far from the truth. In reality, at no time does the hypnotist have power over the hypnotized. The hypnotized person remains well in control of his actions throughout the entire process. According to the American Psychological Association, a leading authority on all matters psychological, the definition of hypnosis is, “a cooperative interaction in which the participant responds to the suggestions of the hypnotist.”

From this definition, it is clear that the hypnotist, contrary to what many people perceive him or her to be, is merely a conduit to something rather than the cause of it.  

In truth, when someone is hypnotized, the person attains an altered state of mind that is characterized by heightened awareness and extreme body relaxation.

Research shows that people who attain such altered states of mind are more open to suggestions and that is where hypnotherapy gains its power from. When someone has achieved this state of heightened awareness and extreme relaxation, hypnotherapists can then go on to issue suggestions, to which the hypnotized will be very receptive, that is meant to take effect even after the hypnosis is over and done with. 

The probability or intensity of being hypnotized varies from one person to the next. There are people who are considered to be highly hypnotizable.

This category is usually made of people who are highly sensitive and creative. Creativity is required because during the process of hypnosis; one is required to ‘picture’ various things and scenarios as guided by the hypnotist. As such, children and young adults make up the bulk of this category of people. In total, highly hypnotizable people make up to between 5 and 10 percent of the population. 

The next category of people, with regards to their ability to be hypnotized, makes up the bulk of the total population, at around 70 to 80 percent.

This group falls somewhere around the center of the scale. Their ability to be hypnotized is considered medium, and they are averagely receptive to hypnotic suggestions. These are people whose sensitivity and creativity levels are considered average and thus the average score on their ability to be hypnotized. 

The last category of people is minimally receptive or totally unreceptive to hypnosis.

This group is characteristically made up of very insensitive people who are not very creative. Psychopaths make up the bulk of this group. Insensitivity and a lack of creativity is a recipe for lack of hypnotic capacity because it means that this group of people neither trust their hypnotists nor do they have the capacity to imagine scenarios as suggested by their hypnotists. In total, those who lack hypnotic capacity make up to between 5 and 10 percent of the total population. 

History of Hypnosis

It is not clear exactly who discovered the possibility of hypnosis or when, but one thing about it is clear. It has been in action for quite a long time. Its earliest developments, however, is credited to Franz A. Mesmer in the eighteenth century.

Long before the discovery of anesthesia as early as the mid-nineteenth century, hypnosis was used as a pain reliever during surgeries with significant success.

James Esdaile, a surgeon from Scotland, used hypnosis in the 1840s in India to perform multiple surgeries with tremendous success.

Prior to its use, close to half of all surgeries conducted were fatal due to extreme pain leading to shock. Hypnosis came as a saving grace to this situation with tremendous success.

For the multiple surgeries (Over three thousand), conducted by James Esdaile using Hypnosis as a pain reliever, the total mortality rate due to pain shock fell below five percent. 

The Process of Hypnosis 

From the American Psychological Association of Hypnosis, it must be mutual. This implies that one cannot be hypnotized without their consent or knowledge. The reason for this is because it is an ‘interactive association’ that requires input from both parties involved.

Having stated this, it is now prudent to describe some of the steps followed and the results of these steps, when doing hypnosis. To do this, we shall use an example where hypnotherapy is to be applied as a pain reliever for someone who has a migraine. 

The first step that is required for the process to be effective is to find a peaceful and calm place. Hypnosis has a greater chance of success in locations where there are minimal distractions from the environment. This is so as to enable the person being hypnotized to concentrate and to better picture the suggestions being fed to him by the hypnotist.

Of great importance is that the selected location must be where the patient feels secure. One will never be hypnotized if they are in a place where they feel that their security is at risk. For this step, given these conditions, an ideal place may be the home of the person to be hypnotized as this is likely to be the place, he would feel most calm and secure. 

The next step is the preparation phase. Here, both parties will discuss issues surrounding the process and the desired outcome. Having said that hypnosis is somewhat a guided imaginative process, the hypnotist has to know what the patient wishes to get out of the process.

In our case, the patient will tell the hypnotist that he wishes to be relieved of the intense headache he or she feels. This exchange of information is important as it is what will form the basis of the suggestions issued by the hypnotist. It may be compared to a medical examination where the doctor endeavors to find out the problem ailing the patient. It is clear from this analogy that the success of the whole process is pegged upon this stage.  

The hypnotist then gives the patient some instructions regarding the process; some of the things to expect, how to react to them, what to do in order to relax and get into the zone, among others. This is important so that nothing comes as a surprise to the patient, thereby enabling the process to go on smoothly. Having prepared well, it is now time for the process to begin.  

The hypnotist’s first task is to get the patient into a totally relaxed state. This is done by giving a series of instructions to the patient. This stage of hypnosis is referred to as the induction state of hypnosis.

The patient is expected to vividly imagine these suggestions. An example of a suggestion at this point may be, “Imagine that you are in a place that you like, a place that smells very good, surrounded by nothing but nature.” the patient should respond to this suggestion by trying their best to picture themselves in the said place. In addition to these suggestions, the patient is often encouraged during the induction phase to control their breathing patterns.

This is an elaborate trick to shift the patient’s focus from the conscious mind to the subconscious, which is what is tapped into during hypnosis. The more that this goes on, with due cooperation from both parties, the more the patient sinks into a trance.  

The patient slowly forgets or completely disregards the immediate surroundings, as they are guided by the hypnotist into a new reality.

The hypnotist will, of course, be able to tell the progress of the trance, gradually approaching the zone through suggestive guidance. To know the stage that the patient is, the hypnotist may suggest something that should make the patient happy for example, “You are with your loved ones having a good time,” then watch out for signs of internalization of this suggestion such as a smile. Different moods can be suggested, and the corresponding physical signs assessed.  

Once the hypnotist is satisfied that the patient is fully receptive, he moves on to the next stage, which is the most crucial. This is where the problem at hand is handled. The suggestions made at this stage are directed towards altering the patient’s thought processes and or behaviors. Using our example, the hypnotist will tell the patient to “Imagine light and without pain.” Given the receptive state that our patient is in, he or she will visualize this suggested state by shifting focus from the pain in their head to this new suggested state.

Depending on the level of trance that the patient achieves during hypnosis, the results will manifest for a significant amount of time even after the hypnosis session is done. 

Stages of Hypnosis

As mentioned earlier, there are different levels of hypnotic trance. Given that hypnotic capacity varies from one person to the next, some people will be able to achieve the highest level of hypnosis where they will go into a deep trance. On the other hand, others will only go into a light trance and fail to progress from there. Generally, there are three main stages of hypnotic trances, although you may find that in some areas, they are classified into more stages. The following are the three main ones.

Hypnoidal State

This is the first state of trance that a person under hypnosis attains. It is essentially the state that the induction stage of induction aims to achieve.

Most people are able to attain this state of light or mild trance with guidance from a skilled hypnotist and some initiative on their part.

There are signs to watch out for in order to determine that a person is in a hypnoidal state.

The main one is the fluttering of the hypnotized eyelids in rapid succession. During this light trance, the patient is in a fairly relaxed state and is receptive to suggestions, albeit not all of them. 

Cataleptic State

Beyond the light trance, up the ladder of hypnotic states, is the cataleptic state. At this stage, the altered mental state that was achieved during the induction state is significantly deepened.

The patient at this stage is very receptive to suggestions and is in a somewhat deep trance. At this point, the patient may still be conscious of their surroundings. In most patients, this state is characterized by the side to side movements of the eyeballs.  

Somnambulistic State

This is the deepest state of hypnotic trance that a person can achieve.

You may, however, find in other classifications some other subdivisions within this state. It is important to note at this point that this is a generalized classification and other specific ones with more classifications may still be accurate.

In the somnambulistic state, the patient is very open to suggestions as they are in a very deep trance at this point. They may even begin to lose consciousness of their surroundings and may fail to remember the suggestions they are given completely once they are out of the trance. It is often characterized by rolling of eyeballs back into the head.

How to Learn Hypnosis 

Identify Your Field

Just like is the case with learning anything else, you need to be clear beforehand which type of hypnotism you wish to learn. In medicine, for example, any good student ought to know the area of specialty that they would like to pursue.

One may opt to go for pediatrics, general surgery, neurosurgery, cardiology, dentistry, ophthalmology, or any other field of medicine there is. This helps the student know the areas to focus on for the best results.

The same goes for hypnosis. You may wish to learn hypnosis to do tricks to impress at street corners or on stage, you may wish to learn it to gain the ability to help others through hypnotherapy, or you may wish to learn it for self-help through self-hypnosis.  

These are all different types of hypnosis which require different study approaches and skills. For instance, hypnotherapy requires a human connection. You have to be able to engage a patient in a professional manner while eliciting trust. Street hypnosis requires theatrics and stage performance capabilities.

Self- hypnosis requires a focused mind and a strong will and resolve to succeed. These qualifications in conjunction with your reasons for your interest in hypnotherapy should be enough to guide you in the right direction. 

Learn the Different Types of Suggestions 

Several materials are available from which you can learn the different types of suggestions. The internet may be one such exceptionally rich source. As a beginner, however, it may be necessary, to begin with, direct suggestions before moving on to indirect suggestions. Direct suggestions are simple to understand due to their straightforward nature and are common with stage hypnosis where people are ‘instructed’ to do something.

To study and understand how the direct suggestions work, you need to have done research on the basics of hypnosis and how hypnosis works. You have to have knowledge of some of the important requirements for hypnosis to work. A good example is in knowing the answer to the question, why is the relaxation of the body and mind necessary for one to be receptive to suggestions? 

If your interest in hypnosis is for street performance, then there is no need to study the next part about indirect suggestions. If, however, you are interested in hypnotherapy, this next part is especially for you and you should pay keener attention.

Having studied direct suggestions, you can now move into the more complex world of indirect suggestions. You must know the reasons why hypnosis works. For instance, you have to know that these suggestions all tap into a person’s unconscious mind. Understanding this will give you an idea of why induction statements are framed the way they are.  

Utilize Available Records and Videos 

You must also understand that people are unique and as such, they require personalized induction statements and suggestions for the best results.

To understand how this is done, you will need to go through different records of hypnotherapy sessions and try to figure out why the suggestions you read were appropriate for that particular patient. You can download several records such as these from the internet as well as watch videos of recorded hypnotherapy sessions.

In addition to records and videos, there are several books that have been written on the subject. Utilize these, and you will be on your way towards learning to be a good hypnotist.  

Practice What You Learn 

The most important part of any study is practice. Find willing volunteers and constantly try to put whatever you learn into practice. You may be surprised at the outcome after just a few practice sessions with willing volunteers.

Take note that in order to successfully hypnotize someone, you first be able to captivate them.

This means that you need to be able to tell a riveting story to draw someone’s attention before you begin issuing induction statements. This is something you can practice with your friends and family even without their knowledge. You just need to monitor their attention spans as you speak. This will help you to know and master different attention triggers for different people. 


Chapter 9

Emotional Psychology For Success

Every day each of us will likely experience a very high number of social contacts ranging from long, complex interactions with people with whom we share a very close or intimate bond to casual encounters with people who are familiar to us to short, quick exchanges with strangers, clients, customers, or other professionals who together comprise the social universe we inhabit.

Generally, when we think about “distressing, consequential events,” we think about catastrophic illnesses, significant disruptions to our financial or professional well-being, or the death or serious illness or injury of ourselves or loved ones. So, it may seem an overstatement to include interpersonal rejection in the category of events that we might consider “the most distressing and consequential.”

However, Dr. Leary goes on to offer a convincing argument for the basis of this theory, an argument that may also help you develop both an awareness of how important maintaining healthy emotional psychology can be and understanding the importance of social interaction to your own personal and professional success.

Charles Darwin’s The Expression of the Emotions in Man and Animals was an important contribution to theories examining emotional psychology and predation, and gave rise to theories of so-called “social Darwinism,” from which popular culture derives its belief in the “survival of the fittest” ethos and the predominance of ruthlessness and cut-throat policies as the foundation of business success.

Furthermore, though we scarcely ever think about it consciously, emotions like embarrassment, hurt, and loneliness can often signal threats or challenges that emerge as the result of our complex interrelationships. Both acceptance and rejection are social responses to our own individual behavior.

When we experience the acceptance and approval of those around us, we are overcome with positive emotions such as confidence, and we generally are satisfied that we have somehow made the right choice or satisfied some standard that will allow us to move ahead in our lives. Conversely, when we are rejected, whether by receiving negative feedback in the form of a professional proposal that is rejected, a social invitation that is declined, or being entirely expelled by a social group, we may be overwhelmed with feelings of guilt and shame. Especially when we believe we have been rejected for reasons that are not defensible or justified, we may also experience a great deal of anger.

In a normal, healthy social environment these signs of social acceptance or rejection occur without a lot of pre-meditation or conscious thought—they are simply a natural reaction among groups and individuals within groups to behavior that either conforms to or violates the established norms and values of a given society.

Yet, the degree to which our survival depends upon receiving positive social and emotional responses in the form of acceptance has a disproportionate influence over our ability to succeed. 

For example, if you are a highly skilled attorney working in a law firm, you may reasonably expect that your skills alone will allow you to win cases and earn the professional and social rewards you would expect.

And in a normal environment in which emotional psychology operates as a social function that is subordinate to and responsive to professional performance, this would be the typical outcome. However, in an environment that may have been thrown out of balance by emotional predation and manipulation, professional performance alone may not be enough to win you the recognition and success you believe you have earned.

In fact, if the dynamics of interpersonal relationships are thrown out of balance significantly, professional performance and skill may be a secondary concern that has been made subordinate to your ability to achieve social acceptance and approval.

And if the decisions about who receives social acceptance and approval are made by emotional predators, all of your professional skills and accomplishments may be regarded as a liability. So, an emotional predator can control you and hurt you by placing you in a position of inferiority and making you a captive audience in a social trap that you may not have the skills from which to extricate yourself. Furthermore, social interactions and interrelationships are complex and difficult enough to manage in a natural setting. The contemporary environment is host to an entire complex apparatus of unprecedented developments in the form of social media, email, mobile phone technology, video conferencing, and other forms of electronic communication.

In his thesis “Emotion in Social Media,” Dr. Galen Panger, a graduate of U.C. Berkeley’s School of Information Management Systems, has identified certain parameters in his effort to determine whether the emotional psychology of social media users differs from the emotional psychology that characterizes people engaged in normal daily interactions.

According to his study, users of Facebook and Twitter did not display extreme or detrimental effects indicating that the social isolation caused by these new media has led to an increased development in antisocial personality disorder.

However, he did establish that depending on the social media forum, users may tend to be more or less emotionally positive or negative. Specifically, Facebook posts were overwhelmingly characterized by positive emotional overtones, while Twitter posts tended to have a more negative tone.

Conversely, because Facebook posts tended to celebrate individual attributes in an emotionally positive and affirmative tone, Facebook users generally experienced more aggravation of negative emotions like jealousy and anger, while the negative town of Twitter posts worked to cure feelings of frustration and anger among users of the forum.

However, the study did not focus on one crucial element. The use of social media is itself an anomalous and unprecedented development in the evolution of human relationships and generally occurs when social media users are in social isolation.

All true scientific studies must have a control group, but this study lacks one. The control group for any valid study of human psychology and emotion must be a natural environment devoid of technological interventions.

Although Dr. Panger’s study established that there may be less variance or distortion among social media users when compared to each other, it uses environments largely regulated by technological communication as the default.

The study does not address either how these disrupted environments compare to the human social and emotional psychology in non-technological environments, nor does it consider how technological communications devices and social media may enhance the ability of social and emotional predators to work in isolation, essentially unsupervised,  to assemble profiles of their potential victims and create social personas that may strengthen their ability to succeed.

Thus, understanding the importance of emotional psychology and the presence of emotional predators is important for two fundamental reasons—our natural tendency is to seek social approval and acceptance, and our ability to succeed personally and professionally depends on maintaining an environment in which social rewards are distributed according to established norms. When this environment is skewed, whether in our own personal sphere of influence or in the larger professional or social environment in which we work or live, we lose the ability to fend for ourselves and sustain our own well-being. Upsetting this balance is precisely the goal of the social and emotional predator.

As a result, looking for signs of emotional and social manipulation in an effort to avoid such entanglements, and understanding how to respond and recover in the event we are caught off guard, are more than just refinement and sophistication; they are necessary skills for surviving and thriving in a world that has been dramatically altered and thrown off-balance in recent years.


Chapter 10

How To Eliminate Manipulative People? 

If you have, in fact, found yourself suffering from emotional manipulation, know that you do not have to put up with it. You can, in fact, decide to change your perception of the relationship you are in and leave if you desire to do so. In fact, leaving is likely for the best, as you will be able to heal as an individual from all of the damage the manipulator has likely done.

Know that manipulators are masters at persuading other people, and while the manipulator in your life may be attempting to convince you that you are crazy or overreacting, recognize that you are not. You deserve to live free from the abuse of manipulation. You deserve to have your own free will. You deserve to be entirely happy. 

Luckily, there are ways that you can achieve this happiness and ensure that you get the life you deserve. Please remember that it is okay to decide you are done in a relationship or workplace with a manipulator, and there is no reason for you to put up with it once you know it is there, and you are ready to leave.


Know the Signs


The most important way you can eliminate manipulation in your life is to make sure you are aware of the signs. Remember, the methods that manipulators use are oftentimes incredibly insidious and are meant to be harmful. The manipulator wants you to give in and do whatever the manipulator wants without you realizing that you are being manipulated in the first place.

However, if you know the signs, you can notice when a red flag goes up, and when that flag does, in fact, fly, you are able to act.

If you notice that the manipulator is attempting to coerce you or guilt you, if you are aware that those are techniques manipulators favor, you are able to then avoid falling for it simply because you know it is there. Knowing the warning signs is your first defense against manipulation. 

Be Assertive

Remember, the manipulator is counting on your remaining cooperative. In fact, you were likely selected to be manipulated because you are not combative in general. However, that complacency, that desire to remain silent and put up with the manipulation, does not have to define you any longer.

If you are able to stop and become assertive about your wants and needs, the manipulator may decide you are no longer worthwhile. For example, if you know what you want to get a chance to pick out a restaurant once and a while on a date night, assert that and refuse to back down.

If you want to make sure you are no longer called names or told you are worthless, assert that, and refuse to back down. 

This can be a particularly difficult skill to master, but you can do it. There are seven key points to remember when being assertive, and if you can do so, you will be able to make your points clearly and concisely, though the manipulator will likely try to find some way to spin things to be your own fault. These are the seven steps to becoming a more assertive, and therefore less easily manipulated individual: 


	
Make sure you are clear: The most important thing when being assertive is ensuring you express yourself clearly. Use direct, clear, and calm language. 



	
Maintain eye contact: As you assert yourself, make sure you face the individual and make eye contact as you do. This shows that you are not willing to back down. 



	
Open, positive posture: Remember, there is a difference between assertive and aggressive—you are aiming for assertive here. Make sure that you are upright, relaxed, and facing the other person. Make sure your arms are not crossed, and your jaw is not tense. You do not want to come across as aggressive or unwilling to communicate. 



	
Plan your point in advance: Make sure you have a general plan for what you are asserting. Back it up with facts, if necessary. This keeps you from getting flustered, which can quickly become defensive and negative. 



	
Do not be afraid to call a time out: If you need it, it is okay to take a time out from the situation. If emotions begin to run to high, you are well within your rights to call for a break to regather your thoughts and recollect yourself before continuing. 



	
Avoid any attacks or accusations: Make sure your language is as non-aggressive as possible. Statements should always begin with “I” instead of “You” in order to avoid confrontational language. Instead of saying, “You hurt my feelings,” you would word it as, “I’m feeling bad.” 



	
Remain calm: When you are asserting yourself, ensure that you do manage to keep yourself calm and under control. Doing so ensures that you cannot be made the aggressor in the argument. It also makes sure the manipulator cannot attempt to manipulate your emotions in order to get a rise out of you. 





Avoid Suspected Manipulators

Ultimately, the most effective way to escape the grasp of a manipulator is by separating yourself from manipulators altogether. You cannot be manipulated if you have no contact with the manipulator, after all. For this reason, if you suspect that someone in your general vicinity is a manipulator, you should probably make it a point to end the relationship or keep your space.

Of course, a manipulator who has targeted you is going to do one of two things in this instance: Pursue you more, or let you go because you have proven that you are not an easy target. After all, most manipulators would prefer an easy target over one who is going to constantly put up a fight. 

Never Give Up Values 

Manipulators always want to force you to give. However, no matter how much a manipulator guilts you, you should have a set of values that you refuse to back down on. These values are likely your innermost beliefs; they could be religious or moral in nature, and they likely define your own behaviors. Do not let the manipulator erode at those values. In making it clear that you will stick to your convictions and refuse to back down, you are telling the manipulator that there is no way you are willing to give in. You ensure that you are honoring values and beliefs in a way that you will never give up on, and the manipulator has to either accept that or move on to someone else that will give up on those beliefs.

Always Take Time to Consider Options 

No matter how much the manipulator may try to pressure you into making a decision right at that moment, remember that it is entirely acceptable to push off most major decisions a day. For example, if the manipulator wants you to take out a car loan for him or her and is pressuring you to do so that night, you are well within your rights to stop, tell the manipulator that you would prefer to take the night to consider it, and actually follow through with weighing the pros and cons. After all, something like that is a major purchase that will take years to pay off, and you will be responsible for the car if the manipulator does anything or decides to no longer pay for it. 

While the manipulator may wish that you would be willing to give in right that second, remember that you can make these decisions for yourself. You need to make decisions that are right for you, even if you are married to the manipulator in the example.

All major decisions should always be slept on and considered before they are impulsively followed. After all, something that seems like a good idea at the moment may not actually be that good of an idea when you have time to research and reconsider when emotions are not pressuring you.


Learn to Say No


This one goes hand-in-hand with the skill of assertiveness. Considering you were targeted for manipulation; you were likely afraid of confrontation. This, of course, entails saying no to someone. People who hate confrontation hate having to say no to other people. After all, saying no is inherently displeasing, and if you are a people-pleaser, you likely will not like the process. Nevertheless, the best way to avoid being manipulated if you cannot stay away from the manipulator is learning to say no to the manipulator, no matter what strings are being pulled. 

When you are saying no to someone, there are three factors to consider—you want your no to be firm, clear, and without excuses. When you are firm, you avoid making too many apologies, and you are not defensive. You can be firm while still being polite, which tells the manipulator that while you recognize that you are not doing what was desired of you, you are not willing to change your mind.

By being clear that what you are saying is a no and not a maybe later or to ask you later, the manipulator is aware that your opinion and answer are not changing any time soon. If you make it seem as though you may reconsider in the future, you are going to create even more conflict in the future.

Lastly, you want to avoid excuses when you are saying no. You do not have to have a reason to tell someone no; you do not owe anyone an explanation for your reasoning behind declining, and your reason for declining does not invalidate the answer. You are not obligated to do anything that other people are asking of you, no matter how much the manipulator may try to convince you otherwise. 

Beyond hitting the above criteria, there are three steps to effectively saying no. First; you must simply say it out loud. You simply say, “No, I’m sorry; I can’t help you right now.” That is it. If you are not ready to say no at that moment, it is also acceptable to instead say that you want to take some time to reconsider. If even after reconsidering, you cannot think of a way to make it work, or you simply do not want to make it work, you can offer to say yes to something else instead. You can let the other person know that while you cannot do what they have requested, you can help in another way, and offer up that other way in return. 

Ask if Request is Reasonable 

The last technique you can use to immediately challenge manipulation as it happens is to turn things back around on the manipulator. If the manipulator is really insisting that you do something and will not accept any of the other methods you have used to try to tell the manipulator that you cannot help at that time, you can try turning things around by asking if the request seems reasonable.

The manipulator will most likely confirm that it is, in fact, reasonable, at which point, you should ask the manipulator if it would be reasonable to make that same request back to you. The manipulator is now stuck between either doing what he wanted himself or admitting that the request was not actually reasonable in the first place. 

For example, imagine that your manipulative partner has been insisting that you should spend an extra two hours that night preparing something for a potluck that he did not inform you about until that evening. He did not get any of the ingredients for the item he wants you to cook, nor did he give you any warning before you got home from your own job, exhausted after working full time. Your partner then assumes that you will have no problems going to the store to get the ingredients, come home, cook dinner, clean up dinner, then cook the potluck dish, clean up that mess, and somehow still get the kids finished with their homework and sent to bed on time. Of course, your partner will sit on the couch and complain about how tired he is after his long day at the desk at work while you somehow attempt to juggle everything. 

In this instance, you could stop and ask your partner if it is reasonable to expect all of that all at once. Chances are, your partner will say that, of course, it is reasonable and that you are better at cooking, and he has already told all of his coworkers that he is bringing in that particular dish cooked by you, which has been a huge hit at past potlucks before. Instead of asking how he could help, he assumes you will go along with everything. At this point, you could ask that he does it instead, and when he balks, you tell him that you cannot do it for the same reasons he cannot—you are tired and busy after work, and you still have kids to get ready for bed and school. 


Chapter 11

Tips & Tricks

Change of environment

Often times, the environment that you are in can determine how people respond to your requests. In a business environment such as the workplace, it is likely that your colleague perceives you as rivals or competitors. As such, they might be unwilling to help you out when you ask them for one thing or the other. To get more favorable answers to your requests, consider asking for favors when you are out for drinks or at an office party. Jim from Finance will be more willing to consider your requests to expedite the invoicing process if you ask him after he’s had a few beers at a party as compared to when he is at the office and buried in paperwork. This is because he perceives you as less of a rival when he is having a good time. While at the office breaking his back, Jim considers you as part of the reason why he cannot get home on time. 

Make it about the other person 

Here’s the thing--you are looking to learn how to manipulate people for your own gain, but you do not have to make that your selling point. Nobody will be looking to help you advance your agenda if you let it know that this is your objective from the get-go. You are more likely to experience success with manipulation if you instead set out to help the other person, while also looking to help yourself.

When a person feels that you have helped them get what they want, they will be more likely to also help you get what you want, be it knowingly or otherwise. Instead of always asking your colleagues or friends for favors, offer your help from time to time. This way, the next time you need something from them, they will likely be willing to help. 

Speak quickly

When people do not understand what you are saying because you are speaking quickly, they will give in to your demands.

There are two reasons for this: they might be unable to process what you are saying and do not want to look stupid by asking for clarification, or they do not want to process what you are saying because your energy is overwhelming and they do not want to deal with it.

Next time you need someone to do something for you, walk up to them and give them swift instructions on what you need done, and then walk away. Do not give them too much time to process what you just said. This especially works when you are in an authority position and are giving instructions to your juniors.

You are an important person and do not have the time to slowly elaborate every detail. You need them to be quick on their feet to respond to your demands. This is a tactic that salesmen, especially car salesmen, seem to love.

By speaking quickly to your customer and rattling off all the details of this and that car, the customer easily becomes overwhelmed and settles on the next choice that is offered.

It might not be in the best interest of the customer, but it is definitely in the best interest of the salesman. 

Dress nicely

If you want to make a good impression and gain something from making this impression, you must dress well. Whatever stage you are at in your life, you must make an effort to dress well. Nobody pays attention to raggedly dressed people. The only attention you might get is having people clutch their purses tighter when you approach them. In many stories told about con artists, you’ll hear their victims say how the con artist seemed like a trustworthy person based on how they presented themselves. 

He looked like a nice guy, they say. 

You look like a nice guy based on how you present yourself--and clothes have a huge role to play in that. If you want to hear yes more often, invest in some nice clothes and shoes.

Keep your hair well-groomed. Buy some nice cologne and maybe a nice watch. The way people treat you when you are well put together is different from how they treat you when you look like you have put zero effort in your overall look.

A well-groomed gentleman who smells nice and looks great will have an easier time getting what he wants from a woman as opposed to a man who looks like he crawled out of a hole. And remember, you do not have to buy designer labels or the most expensive outfits on the planet to make a great impression--you just have to make it seem like you did. 

If you do not believe that dressing nicely works, consider this--studies have shown that males who show up in court well-dressed and clean-shaven tend to get more lenient sentences. If dressing nicely works to your advantage in a court of law, there is no reason why it will not work in your everyday life. 

Scare tactics

Nobody likes to be caught flat-footed. Human beings have a survival instinct that includes wanting to be prepared against everything and anything that might be harmful to them. In the world of marketing and advertising, the fear of the unknown is used on a daily basis to convince consumers to spend their money on certain products and services.

All you need to do is convince the said consumer that there is a very high likelihood that a particular thing will go wrong and that they need to be prepared for this likelihood by buying your product or service. If human beings did not have a fear of the unknown (and the desire to survive the unknown), the insurance business would not exist. If the insurance business has made it so far, you can also ride on scare tactics and convince people that they need you for an elaborate number of reasons. This tactic works really well if you are hoping to manipulate people into accepting a solution that you are offering. It could also work in personal and workplace relationships depending on the context and the angle you work it. 

Consistency is key

There is a saying that goes like this: a person who is nice to you but rude to the waiter is not a nice person. This is something that you must always remember when you are trying to step up your manipulation game. You must remain consistent in your behavior when interacting with everyone around you, regardless of whether that person is your target or not. Consistency is important because you need everyone to think that you are a nice person.

If people have conflicting impressions of you based on behavioral mistakes that you have made, the red flags will start to go up. Red flags are the stop signs that will prevent your potential assets and victims from assisting you in furthering your agenda.

Stay consistent. Speak the same way to everyone. Let everybody think of you as the charmer who always has a nice thing to say about everyone. You’ll win more people over this way, and once you do, you will have an even larger pool of people to manipulate. 

Silence is golden

Silences make most people uncomfortable. Sometimes, the most effective thing you can do to get information from someone is to remain silent. This way, the other person will be compelled to fill this silence with some talk, thus giving you an opportunity to gather as much information as you want. The trick is to ensure that you say enough so that you encourage them to keep talking. For example, you can repeat the last bit of every statement they make so that they keep on adding more information. An example: 

I ran into Robert yesterday. 

Robert?

Yes, at the new Chinese restaurant. 

Chinese restaurant?

Yes, the one that opened down the street last month. I was having lunch with a friend. 

Notice how you have been able to gather additional information without giving anything for in return. You can keep this going for a while, but you do not want to overdo because then it becomes awkward. 

Play nice

This tip is somewhat related to tip number 6, but also somewhat different. Here’s why: in order to get what you want out of people, you must have the patience to play nice even when you are screaming internally.

Even the nicest people have their breaking points, and some people seem to have the talent to push you over the edge.

You must be careful to always stay positive and begin your conversations on a positive note even when you are nearing your boiling point. For example, if you want a colleague to do something for you (for example, correct a report that they have messed up on), you’ll want to phrase your statement in a way that absolves them of the majority of the guilt.

For instance, instead of telling them that they are a dummy and have mixed up all the numbers, ask them whether they sent the right report and if they would like to take a second look and send another version. This gets you what you want without making the other person feel foolish, and this is exactly what you want as you need to be able to keep getting what you want from this individual. 

Replace the I don’t think this is right with have you considered…? 

Carry your cross

There are certain things that you can do that will make people automatically assume that you are a good and trustworthy person, even when really you are not. For instance, wearing a cross necklace or rosary will make others assume that you are a well-meaning Christian with good morals.

Once people make this assumption about you, they will lower their defenses when around you and you can manipulate them to do as you wish. 

A lot of men have figured out that the accessories that you carry along with you can influence the kind of interactions they have with other people (read women). It is for this reason that you will find some men walking their cute dogs (even when they are not really interested in the dog) or taking their pretty nieces along to social events because these two accessories (while not really store-bought accessories) give a great boost to their appeal.

A man with either of these two accessories automatically comes across to most women like a decent, nurturing and well-grounded guy who can make a good father to a baby, be it a real one or a fur baby. This might not necessarily be the case, but it is a ploy that has worked for the longest time and continues to be effective to date. 

This tip does not require you to borrow your nieces or nephews. The point here is that you can create an illusion of who you are by incorporating a few things in your being. 

Talk that talk

If you sound smart, everybody assumes that you are smart. If you are not articulate with your words and like to use filler words like a teenage girl would, nobody is going to take you seriously.

Widen your vocabulary by listening to great speakers and reading books. Watch documentaries about important topics so that you can have serious dinner conversations without seeming like you are out of your depth. People tend to trust intelligent-sounding people, and you need to ensure that your smarts earn you this trust. Sounding intelligent has nothing to do with using big words. In fact, the more you use ridiculous sounding words, the lower your credibility dips. Learn to be measured in your intellect.

You do not want to use up all your big words in one night. Come the next night, you will have nothing left to use. 

Put the data aside 

Some people will never be convinced unless you have a set of data to back up your claims. Your CEO, for instance, wants numbers and not stories about how you embarked on a marketing campaign that won over customers. Top level management wants to be convinced that you are doing your job by looking at the numbers that you have to show them. However, the vast majority of people don’t care for numbers and prefer stories.

If you are speaking in front of an audience, you stand to influence them more if you rely on anecdotes to push your message. Anecdotes lend a personal touch to claims and make you seem more relatable. They humanize your message and win you the trust of the audience.

Don’t worry if you have not had enough experiences to have interesting anecdotes--you can always borrow other people’s stories or make up some of your own. It is not a sin to have an imaginative mind. 

Be unique but also predictable in a relatable way 

As a manipulator, you want to stand out so that you can be remembered, but you also want to blend in so that you do not arouse suspicion. To achieve this balance, you must ensure that you do what everyday people do.

Use clichés, talk about predictable topics like the weather and be generally easy-going. This way, you’ll be just another guy, and there will be nothing unusual about you. You will have plenty of time to advance your agenda, but in the meantime, you must perfect your ordinary, decent guy or girl act. Learning to blend in also has the advantage of giving you the protection of a crowd around you, so to speak.

When you are just another guy (but who is also smart and charming), you will likely have a social group of individuals who are like you surrounding you in your life. Getting to you will be harder as opposed to when you are that guy that sticks out like a sore thumb. 

Newbies are easy targets 

Newbies, be it at the workplace or any situation, are always eager to come help and fit in because nobody really is a fan of sticking out like a sore thumb. If you have a new intern or colleague at your workplace, this is your lowest hanging fruit as far as getting what you want. You can have this new employee do whatever it is that you want without much resistance.

You will, however, have to be careful to not come across as overbearing as you want to be able to use this newbie for as long as you can while having them think that you are looking out for them. In the case of the intern, you can have them perform any tasks that you find unpleasant by disguising it as a learning opportunity.

Take them out for pizza once a week, and you will have a faithful servant for as long as their internship lasts. 

I need your help… 

The way you phrase a request can mean all the difference between someone doing it grumpily or happily, or not doing it at all. If you are a boss, your employees already know that they need to abide by your rules, and do as you say.

However, phrasing your orders and instructions as requests for help will get you better results and make you come across as a likable person. This is exactly the kind of reputation that will be beneficial to you in the future when you need more things done for you. 

Never feel the need to flex your authority muscle all the time. Everybody knows that you are the boss. They do not need to be reminded all the time. In fact, if you come across as that guy who is in charge but is not drunk with power, you will seem more trustworthy.

Political leaders have especially mastered the art of making their constituents think that they are just another buddy, but with a better office. They’ll attend local events and sit with communities to chat and catch up on a cup of tea. This is just a trick to seem more relatable.

At the end of the day, the constituents go to their homes convinced that the politician is just another well-meaning husband and father who wants to transform their community. Only after some years will the constituents realize that they have been duped. 

It’s all in the name 

People like the sound of their names, especially when it comes from someone they find attractive or superior to them in one way or another. When meeting someone for the first time, repeat their name as many times as you can without making things awkward.

Not only will this make you seem like a nice and likable person, but it will also help you remember their name which comes in handy when you need something from them. At work and in other social situations, address people by their names. Walk up to colleagues and call them by name before asking for favors. Get to know your neighbors’ names and call them as such.

You will have created a bond of familiarity just by this simple gesture, and you can count on this bond to come in handy down the road. At the same time, ensure that these people know your name so that they know you as [insert your name] as opposed to knowing you as just a neighbor or colleague.

When people feel some form of familiarity towards you, they are less likely to say no to you. 

Saying no to Liz sounds a whole lot worse than saying no to that girl from accounting. In the first instance, there’s a whole feeling person behind the name. In the latter case, there is this nondescript colleague that you couldn't care less for. So, make sure you know people’s names and ensure they know yours as well.


Conclusion

Manipulation isn’t making people do what you want them to do but to get them to do what you want them to do. But how can you get people to do what you want them to? First, you need to identify their genuine desires and reverse engineer it to achieve what you want.   

The closer someone is to you, the easier it is to manipulate this person. So this means that romantic partners are the best to test the secrets of manipulation.   

If you want to persuade people, you have to be ready to make people see and feel like it was their decision.   

Many people want to manipulate others for short-term gain. However, the genuine art of manipulation is defined by the long game.

One has to be patient. The same way professionals make their skills look easy; you need to make manipulation sound easy. But it will take time and patience to learn to execute the manipulation secrets.   

One thing about the manipulation that you need to keep in mind is that you should never reveal your true intentions. Maintain your consciousness of how you are making them feel and attempt to manipulate for the best.   

Lastly, the more familiar you are with manipulation tactics, the harder it will be for anyone to use them against you. The truth is that manipulators are found everywhere, and they are everyone:  


·
                     
Your boss  



·
                     
Your family  



·
                     
Your boyfriend or girlfriend  



·
                     
Your workmates  



·
                     
The media  



·
                     
99.99% of people.  


It is only the techniques that vary, and now you know what they are.  

The next time a person attempts to influence you, you will see it coming from a mile away, and you can either decide to ignore it, or you can choose to call them out on it.  


PART II


Introduction

Persuasion, in the business domain, refers to a corporate system of influence aimed at changing another people, groups, or organizations’ attitude, behavior or perception about an idea, object, goods, services or people. 

It often employs verbal communications (both written and spoken words), non-verbal communication (paralinguistic, chronemics, proxemics and so on), visual communication or a multimodal communication in order to convey, change or reinforce a piece of existing information or reasoning peculiar to the audience. Persuasion in business can come in different forms depending on the need of the management. 

For instance, business enterprise sometimes uses persuasion in cases like; public relations, broadcast, media relations, speech writing, social media, customer-client relations, employee communication, brand management and so on.  

Persuasion, in psychological parlance, refers to the use of an obtainable understanding of the social, behavioral, or cognitive principles in psychology to influence the attitude, cognition, behavior or belief system of a person, group or organization. It is also seen as a process by which the attitude and behavior of a person are influenced without any form of coercion but through the simple means of communication.

For instance, when a child begs his mother for candy and the mother refuses but instead proffers a better food for the child to eat while also encouraging him that it will make him grow bigger. 

The child gets excited and goes for the new alternative. In this way, the mother has been able to tap into his belief system without any form of duress. Hence, persuasion can also be used as a method of social control.  

In the world of politics and governing today, persuasion still retains its role as one of the important means of influencing the behavior, feelings and commitment of the populace through the power of mass media.

For instance, politicians sometimes use social media, television, radio, newspaper, magazine to persuade the populace to sponsor their political campaigns.

Persuasion in modern politics is also observed through the use of authority in such situations where opponents of one political party influence on cross carpet to the other party with different promises in the form of power and immunity.

In addition, the court still entertains the use of persuasion during the prosecution or defense of an accused.  

Another way to see persuasion is through the intentional use of the means of communication as a tool of conviction to change attitudes regarding an issue by transferring messages in a free choice atmosphere. 

The verbal, non-verbal and visual forms of communication are manipulated just for the sole purpose of persuading an individual, group, or organization.

Although communication is the most important and versatile form in which persuasion is manifested, it is worthy of note that not all forms of communication are intended to persuade.

For instance, the celebration of a newly inaugurated president or governor circulated on the news cannot be classified as persuasion unless it is intended to impact something on the citizen of the country or react in certain ways.  


Chapter 1

What is NLP

We have delved into the art of persuasion, what it is, and how to start practicing your ability to persuading others.  We have discussed how to understand others, and how understanding others can benefit you in your goals.  We know that gaining and using influence to achieve our desires is possible. 

We have even discussed mind-control and many of its methods, and how to put these methods to everyday use.  Now, we are digging deeper, into the world of Neuro-Linguistic Programming, or NLP for short. 

NLP was founded and introduced by Richard Brandler and John Grinder in Santa Cruz, California in the 1970’s amidst the Human Potential Movement. The Human Potential Movement was a psychotherapeutic movement that took a humanistic approach to people and their woes. 

The focus during this movement was personal psychological growth and understanding through many techniques.  The most emphasized of these techniques were the use, application, and participation of encounter groups, sensitivity training, and primal therapy. 

Encounter groups were a new way of thinking in the therapy world.  Individuals participating in this type of therapy met as a group with a trainer to help guide their individual and collective process. 

Group sessions could last for hours, even days, and the length of the sessions was said to help members become uninhibited, literally exhausting its participants, allowing for an increase of self-awareness through verbal interactions that were not directed or influenced greatly by the trainer. 

Open displays of all range of emotions were welcomed and encouraged, even displays of rage, hostility, and grief.  Sensitivity training was encouraged to help people become more aware of their own prejudices, their own judgements and assumptions, and to become more sensitive and aware of others and their diversities within their group or workplace. 

Unstructured discussions amongst the group were encouraged to help increase empathy and embrace differences.  This type of training is still popular and is often used within business and corporate models to increase harmony among employees and management.  Primal therapy was introduced by Dr. Arthur Janov.  Dr. Janov believed that an individual’s mental and physical ailments were a manifestation of repressed traumas, usually occurring in childhood. 

This type of treatment would begin with a patient seeing the therapist on-on-one for three weeks, concluding after fifteen sessions, to explore and get to the root of past traumas and how to overcome them.

After the initial one-on-one sessions were completed, the individual patient was introduced to group therapy sessions once to twice a week, with no conclusion or time frame for completion. 

The focus on these group sessions was to allow patients a safe environment to lose control of their feelings and emotions to process their pain with assistance in a controlled environment, therefore alleviating the effect the trauma’s they experienced and the effect those traumatic events had on their overall mental and physical health and well-being. 

Now that you have a background on the Human Potential Movement of the 1970’s, you will be able to better appreciate the theories behind the introduction of NLP into the world of psychotherapy. The ideas behind NLP are interesting to say the least, and it is important to note that many have discredited the applications and effectiveness of NLP because of what is claimed to be a lack of hard data to support the theories, and the belief that most of the theories of NLP are based on hypothesis only, that is, educated guesses or assumptions made by Bandler and Grinder during their research.  Despite the naysayers, NLP is still used as a tool by many self-help personalities, corporations, educators, and psychotherapists today, as well as coaches and for business and management training groups. 

The psychotherapeutic applications of NLP are to use the basic principles as a tool to successfully achieve success during instances of persuasion, in negotiations (either in business or personal matters), and during public speaking. 

For an individual to master the art of NLP, much practice and training will be required to achieve positive results, as NLP demands much control and subtlety.  In fact, there are quite a few online workshops and certificate programs available, as well as physical schools dedicated to educating, instructing, and helping those interested in learning how to master the art of NLP.

The theories behind NLP are very complex, and can be very hard for the layperson, or someone not familiar with the science and physiology behind the concepts of NLP to understand.  In this book, we will introduce the principles and beliefs of what NLSP at is most basic concepts teaches, and how best a person being introduced to the concepts may begin to apply those concepts to achieve their desired goals. 

Neuro-Linguistic Programming uses the premise that there is a connection between the language we speak, and the behavior patterns we all exhibit, and that both the way we speak, what words we use, and the way we normally behave can be altered or changed by other’s who use NLP to achieve their own goals. 

That is, that a practitioner of NLP can change or alter another person’s normal behaviors or thought patterns. 

Per the practitioners of NLP, our behavior is best understood based on our five senses, and that our perceptions of reality are subjective and different to everyone based on which of our senses is most prominent at the time of engagement, and that each person’s ruling sensory interpretation changes regularly. 

In easier terms, NLP states that linguistics (or language) is more than just words we speak, but also how our individual brains process and interpret these communications. 

Individual processing of this information is stressed, as another vital aspect of NLP is that no two people process and interpret information in the same way. Again, it is important to note that all five senses play a factor in our perception of our lives. 

So, in theory, by using the practices underlined in NLP, an individual’s perception of their reality, their lives, can be altered for the better.  Here it should be mentioned that not all people research and study NLP for the sole purpose of practicing NLP techniques on others, but also on themselves to better their life circumstances, or to change things they perceive to be negative in their lives.  

To begin the practice of NLP on another person, the most valuable and important aspect is to begin to build a rapport with the other party, or to already have built rapport with the person in question.  Rapport is a close relationship that includes mutual understanding of one another’s feelings, and an ability to communicate well between yourself and the other party. 

Rapport is something that you have already built with a close friend or acquaintance, or a family member.  When considering the requirements and steps that are needed to begin trying to practice the concepts of NLP on another person, other than already having a close relationship with said individual in question, your influence and the esteem or authority with which the other party views you are significant factors. 

It is much less difficult to build rapport with someone who looks up to you, sees you as a figure or authority, or defers to you and your knowledge.   

So now that you have built rapport with another person, what’s next?

The notion is to now begin layering very subtle meaning into your spoken or written interactions with the other person, to begin to implant suggestions in a very light and subconscious way. By stressing key words or phrases when communicating, you are highlighting these key words, and the other person’s brain is subconsciously recognizing or remembering them without them being fully aware of what is occurring within their own body.  Again, it is important to stress that subtlety is key.  Another way to achieve the layered meanings you want to achieve is to use metaphors that can be interpreted in different ways, and the use of double-entendres.  An example of a double-entendre was a very ironic and humorous quote by the late Hollywood actress Mae West.  Mae once stated “Marriage is a fine institution, but I’m not ready for an institution.”.  What Mae was getting at is that while the institution of marriage is good and well for others that chose to get married, it also could make those that did marry crazy enough to be institutionalized.  It is funny, a play on words, and has a clear double meaning and is open for interpretation. 

Emotional speaking, or talking about things that will illicit an emotional response within the other person is also very useful.  Knowing what words, phrases, stories, or double-entendres will illicit an emotional response will depend upon how well you know the individual or group of person’s you are speaking to.  If you understand the other’s motivation or the reason being why they want to listen to you.  Speak to what you think will create emotion within them. 

What emotion do you want them to feel?  What words make you feel the way you want them to feel?  What words make you feel happy?  Joy, fun, pleasure, satisfaction, glee, bliss, ecstasy, all are words that convey and illicit happiness.  A great example of stimulating a specific emotion, the emotions of optimism and change were invoked in millions of American’s during Barack Obama’s presidential campaign. 

The simple phrase, “Yes We Can”, along with the simplistic imagery used causes a nationwide emotional response.  Simple, to the point, and very effective. 

When speaking to other’s emotions, simple and short is the most effective way to create a specific response in others.  The shorter a message is, the more likely the other party’s brain will retain it. 

Our brains can only contain so much information at a time, and it is best to not overload another person with long winded speeches or dialogues.  Make an impact.  Stress a sentence or phrase that you know will produce the emotional response you hope it does, and then emphasize it by using similar words throughout the communication. 

Now that you have built rapport with someone, and you are actively using subtle layering techniques, and speaking to the person’s emotions, it is time to become very observant.  Watch the tiny non-verbal cues the other party exhibits during this interaction to modify the way you speak to them. 

Are they moving their eyes away from you, looking at you directly, rolling their eyes to the side?  Is there any indication that you need to rephrase a sentence, or use alternative word choices based on how they react?  Are their pupils dilating or constricting?  Pupillary response is physiological and not a voluntary reaction that is controllable. 

Pupil dilation as it relates to emotional reaction may indicate sexual arousal, curiosity, or cognitive workload (as in, you are making them think).  Pupil constriction can be a sign of a negative response, like fight-or-flight responses are being demonstrated in the body and it is time for you to re-direct the conversation, or disengage altogether and attempt your communication goals later. 

The faster a pupillary reaction occurs, the stronger their emotional response to the interaction is.  Being able to notice pupillary response is something that is easy to practice on a day to day basis, but difficult to master. 

Other non-verbal cues that need to be considered are flushing of the skin, their body language, and whether you feel they are being honest with their exchanges, or if there is any indication that they are falsifying certain details, giving false responses, or outright lying. 

Lying is hard work for the brain, so people who are not telling the truth must work harder at communicating as opposed to people that are being honest and open.  People that are lying tend to leave small details out of their stories or responses, as it is easy to forget what specifics were given while lying.

If someone mentions a concert they recently attended, but they leave out details or cannot recall what the opening set was, chances are, they aren’t being honest.  Memory, or the lack of one is another tale.  Those that embellish or lie often claim to have a lacking memory, as it is harder to get caught up in a lie if you “can’t remember” the information being asked. 

Correcting what is said is another easy way to tell if someone is not being honest, especially if the individual corrects themselves repeatedly during the interaction.  Contradicting information or statements is also a dead giveaway, as is being fidgety, seeming to be nervous or preoccupied, or tense.  Just like watching pupil reaction and other non-verbal cues, it is all about keen observation of the overall physical response the other person is exhibiting. 

Observing other people on this level in an imperceptible way takes a lot of time and practice to master, but with time, your brain can quickly take note of another person’s emotional reactions and non-verbal tales.  This is important, because it enables you to be able to change their response or way of thinking by interpreting what they are thinking, how you are making them feel, and deciding how to best change their response or thinking to match your own. 

The next step in implementing NLP strategies after you have carefully and strategically observed the other person or people, is to then begin to mimic them. 

By imitating the other persons, you are attempting to create subconscious affiliation with them.  This affiliation is another way for those individuals to feel a closer connection with you, as you are similar, even if it is a connection that is solely felt by your generation of it. 

Other important things to consider mirroring are their mannerisms, and their speech patterns.  As mentioned previously, NLP is an art form that takes practice, less your efforts be noticed.  If you are not subtle with your techniques, and another person realizes that you are taking on their own affects, they will immediately feel as though you are mocking or imitating them, and many see this as a negative and extremely offensive.

Remember, the goal is to get them to trust you, to see you as an ally, someone they could easily have a meaningful connection with, not some hack that is fake or false in their interactions.   

Once a rapport has been built, and you have observed non-verbal social queues, created an emotional and significant bond by your design through subtle simulation, it is time to put all your efforts to use.  Allow and encourage the other person to talk about themselves, and continuing to be engaged.

At the same time, you need to allow the other party to see a sense of openness and vulnerability within yourself, in a real and honest way.  It has been stated before, and is now being reiterated again, that people sense falseness, and being fake in your interactions and willingness to be open to them in turn will be admonished. 

So, by engaging another party or group of people with this give and take will allow an opportunity, created by your own hard work and practices, for others to trust you and what you have to say.  Gaining that trust is paramount, as it allows you to begin to steer the conversation in the direction you wish it to go. 

Steering other’s thoughts in the direction you desire allows you the opportunity to set up the exchange to your benefit, and ultimately, gives you the upper hand in getting what you want, persuading others that your ideas or goals are the most logical and accurate, and that you want what everyone else wants too.  Remember to elicit emotional states and responses in others as you continue to steer the scenario.  Anchoring, again, slight nuanced touch to the upper arm in a natural and quick fashion only furthers your goal.  And your goal is easier reached when following these practices that the NLP techniques offers you.


Chapter 2

The Positive Use Of NLP

When it comes to managing people effectively, it’s important that you first understand the non-verbal cues they provide, in order to be able to apply your skills toward influencing them. This is an important principle in applying the NLP technique. Following are a few NLP techniques that can allow you to influence people’s perception and thinking:

Deciphering eye movements

The reason it is important to understand the meaning of eye movements is that each eye movement tells its own tale. For instance, when you’re searching for the right word, or trying to remember a name, you automatically move your eyes in a certain way (most likely, squinting). Rolling the eyes signals contempt, or exasperation. 

Winking indicates flirtation, or a joke.  Widening the eyes signals surprise, or shock; even extreme excitement.  We’ve discussed earlier, how eye movements are also implicated in other facial expressions.  In fact, the eyes can reveal much more about people’s mental and emotional status, all on their own.

Once you understand what other people’s thought processes are, you can accurately follow a course of action or dialogue which acknowledges the unspoken response, as signaled by the eyes.

And as you may know, eye movements complement other forms of communication such as hand movements, speech and, as stated elsewhere in this book and above, facial expressions.  Dilation of the pupils, breathing, angle of the body, position of the hands – all these are complementary to the spoken message. Still, eye movement is very important in communication, because every movement is influenced by particular senses, as well as different parts of the brain. 

Here is how you can generally interpret eye movement:

Visual responsiveness

•Eyes upward, then towards the right:

Whenever a person tilts eyes upward and then to the right, it means that the person is formulating a mental picture. 

•Eyes upward, then towards the left:

Whenever a person tilts eyes upward, followed by an eye movement to the left, it means the person is recalling a certain image.

•Eyes looking straight ahead:

Whenever someone focuses directly in front of them, as though looking at a point in the distance, this indicate that the person is not focused on anything in particular. That is the look often referred to as ‘glazed’.

Auditory Responsiveness.

•Eyes looking towards the right:

When a person’s eyes shift straight towards the right, it means the person is in the process of constructing a sound.

•Eyes looking towards the left:

When a person’s eyes shift straight towards the left, it indicates that the person is recalling a sound.

Audio-digital responsiveness

•Eyes looking downward, then switching to the left:

When someone drops their eyes and then proceeds to turn their eyes to the left, this signals that the person is engaged in internal dialogue. 

•Eyes looking right down then left to right:

When a person looks downward and then proceeds to turn their eyes to the left and then, to the right in consecutive movements, it means the person is engaged in negative self-talk.

Kinesthetic responsiveness:

Here, the person looks directly down, only to turn the eyes to the right. That is an indication that the person is evaluating emotional status. This further indicates 

that the person is not at ease.

Verbal responses:

Rhythmic speech

The idea here is not to be poetic as you speak, but to speak at a regular pace. The recommended pace of speaking is equated to the heartbeat, say, between 45 and 72 beats per minute. At that pace, you are likely to sustain the listener’s attention and establish greater receptivity to what you’re saying. 

While normal conversational speed averages about 140 words per minute, slowing down a little and taking time to pause is highly effective as a means of sustaining people’s attention. 

Your regular cadence should be punctuated by fluctuations in tone and emphasis, in order not to sound monotonous.

Repeating key words

When you are trying to influence someone, there are key words or phrases which that carry additional weight as far as your message is concerned.

This method of speaking is a way of embedding the message in the listener and subtly suggesting that your message is valid and worthy of reception. 

Repeating key words also suggests commitment, conviction and mastery of the subject matter.

Using strongly suggestive language

Use language that is positive and supportive of what you are saying, using a selection set of strong, descriptive words or phrases.

As you do this, you should observe the person you are speaking to closely, in a way that makes them feel as though you are seeing right through them and aware of what they are thinking. 

Don’t be invasive about this, or aggressive.  Merely suggest, by way of your gaze that you have a keen appreciation of what makes people tick.  This places you in a dominant position, especially when accompanied by dominant body language, like “steepling” (see section on hand gestures). It helps to use suitable, complementary body language as you speak, to subtly underscore the message. 

Touching the person lightly, as you speak

Touching the person as you speak to them draws their attention to you in a relaxed and familiar way.

By employing this technique, you’re preparing the listener to absorb what you are saying to them; a way of programming attentiveness.   Those engaging in inter-gender conversations in the workplace should take great care with this technique, as it can lead to misunderstandings. 

Using a mixture of “hot” and “vague” words

“Hot” words are those that tend to provoke specific sensations in the listener. When you are using them to influence someone’s thinking, it is advisable to use them in a suitable pattern. Examples of phrases containing hot words are: it means; feel free; see this; because; hear this.

The effect of employing these words and phrases is that you’re directing influencing the listener’s state of mind, including how that person feels, imagines and perceives. 

You’re also appealing to the sense most prevalent in the listener’s perceptive style (as observed through the movement of their eyes). 

For example, the phrase “hear this” will appeal to those who indicate a tendency to respond most actively to auditory stimuli. Using the interspersal technique

The interspersal technique is the practice of stating one thing, while hoping to impress on the listener something entirely different.  

The techniques just described form strategies in the service of influencing people.  They’re not intended to force a viewpoint, or to control people’s behavior for nefarious ends.  These techniques are intended to modify undesirable behaviors which may be resulting in workplace difficulties, including the failure of staff to work well together, or to complete team projects. 

They’re also extremely helpful in the context of relationships with young people and children, whether at home, or in a learning environment.  Techniques of subtle manipulative effect like those described, though capable of influencing people and their behavior, don’t amount to anything even approaching coercion.

The person being spoken to chooses all responses and is merely influenced, or steered toward those responses.


Chapter 3

Beyond The Basics Of NLP Persuasion

Have you ever gone through the effort of trying to communicate with someone else that does not speak the same language as you? Perhaps you speak English, and the other person speaks Chinese. The person speaking Chinese is desperately gesturing fo

r something, but you are entirely unsure what it is that they need. They gesture frantically, but you never figure it out. You make many guesses—you offer a phone, and they shake their head. You offer water, and they shake their head. No matter what you offer, the other person becomes more and more annoyed or frustrated because he or she cannot get through to you. Eventually, the other person storms off without having ever gotten whatever it is that he needed and you are left wondering what it was that was so desperately needed in the first place. 

Now, imagine that same exchange, but you are both the English and Chinese speaker—one half of you only speaks in English while the other desperately tries to communicate in Chinese. Neither side is able to communicate with the other, and both end up disjointed, frustrated, and without any proper communication.

This is actually what does happen in your mind. Your conscious mind thinks in one way, and the unconscious mind thinks entirely differently. You may want to be setting up a life to be happy and successful, but in reality, your unconscious has never received the message. As a result, you find that your unconscious continuously sabotages you. Your emotions do not line up with your goals.

Your body language does not fit. You simply run into complication after complication, despite the fact that you know what you want. 

Keep in mind that your unconscious mind is not meant to be your adversary. It is not something that needs to be tamed or controlled. Rather, it is something to harness and work within tandem. However, this means that you need to learn to communicate with it appropriately.

If you can figure out the right way to communicate with that unconscious part of yourself, you can get it lined up with your conscious desires and expectations. You can get it to help you achieve your goals. It is not a matter of your unconscious being out to get you or subvert your attempts to happiness; it is a matter of you do not know how best to communicate with your unconscious mind to get what you want. 

Neuro-Linguistic Programming  


This is where neuro-linguistic programming comes in. NLP is designed to help you facilitate getting the results that you want and need. It helps you figure out how best to act in ways that are conducive to your success.

Those who practice NLP say that the unconscious mind is what drives you to achieve your goals, so long as you are able to communicate those goals effectively. NLP recognizes that both the conscious and unconscious minds are important and serve their own roles. 

[image: 00001.jpeg]


NLP helps to bridge that gap between the two, acting as a sort of translator, so your conscious desires are communicated to the unconscious mind in order to ensure that your mind works together rather than against each other.

By working together, you will find that you are far more likely to see your desired results simply because you are not running into the problem of having the two parts of your mind clash.  

Effectively, neuro-linguistic processing is a method of learning to communicate with the unconscious. You are learning to become fluent in your unconscious mind’s method of communication so you can finally tell it what you want.

It allows for that communication with yourself, but also facilitates the communication with others as well.

This means that you can use the processes learned during the practice of NLP to also communicate with the unconscious minds of others as well. You can implant thoughts, facilitate behaviors, and encourage changes in lifestyles all by learning how to tap into the unconscious minds of others.  

While this may sound manipulative, you actually see people paying others to give them the NLP treatment. People will pay practitioners to help them overcome phobias or bad habits. People can be taught to overcome emotions, create new coping methods, and more all by interacting with someone fluent in NLP. 

For example, imagine that you have severe anxiety because, as a child, you went up to present something, but you really needed to use the bathroom. You could not go before the presentation, and as you gave it, you accidentally had an accident.

Everyone laughed at you, and ever since, you have been terrified of ever getting involved in presentations. Being in front of a crowd became something that you could not possibly bring yourself to do. You failed several assignments all through school because you simply would refuse to present. You would do the work, but you would not go up to present it. 

Obviously, there are plenty of job choices during which you would never have to be in front of a crowd, but if you happened to choose a job that would regularly put you in front of people to deliver reports, you may find that you struggle. You know that you are not a child anymore and that realistically, you would not be wetting yourself again any time soon, but you cannot get over that feeling of being laughed at and horrified.  

As a solution, you may have spoken to an NLP practitioner. The practitioner would have access to several tools that could help you process that trauma in order to get past it.

You could reframe the situation, learning to laugh at it instead of feeling traumatized. You could learn to create anchors that will have you begin to feel an entirely different feeling when you go up to present. No matter the method, there are several tools that can be used to help you get over that trauma. 

This is just one example of a time that NLP can be used to benefit. However, it can also be used in ways that are harmful. Manipulators love the tools of NLP because they grant access to the unconscious mind. The manipulator can use NLP techniques to create tendencies to obey almost mindlessly. They can create tendencies to give the manipulator exactly what he or she wants.

The manipulator will be able to communicate with the unconscious mind without ever tripping the alarms of the conscious mind. Effectively, the manipulator is able to completely bypass the conscious and tell the unconscious exactly what is expected—and the unconscious will comply. Without any clear way to communicate, the individual will be left frustrated, wondering why they keep behaving the way that they are with no clear answer.  

The Keys to NLP  


For NLP to be effective, there are a few steps that need to be followed. These are the keys to NLP that will help you figure out how to access the mind. At this point, you are being shown a brief overview of what needs to happen.

There are techniques that will more or less use these steps on their own and other steps that will seek to change things up a bit.

However, at the heart of things, these must happen. These three steps, the keys to being able to practice NLP, are being able to examine and identify beliefs, choosing an appropriate anchor, and then setting that anchor in an efficient manner.  
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If you can master these three simple steps, you will find that the more specific techniques seem to fall into place with ease.

You will be able to convince people to do almost anything, simply by knowing how to get into the other person’s mind.

This is a strategic endeavor, but once you are able to follow that strategy, you will find that the control that you can exert over both yourself and others around you is far more than you had access to ever before.

You will become the master over your own behavior, while also having the power and access to other people to be a master over them as well. You can effectively use these NLP techniques and strategies to figure out how best to win the long game.
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Examine beliefs

First, you are figuring out the information at hand. This is where you start to piece together what you or the other person think or feel surrounding a certain event or situation. You may find that the other person is highly anxious about socializing and being in front of crowds. When in front of a crowd, they tend to melt down and freak out. You know this and acknowledge it.  

You will be examining beliefs to figure out why that is felt. In this case, it may link back to that one incident of wetting herself in front of a crowd and then being mortified any time she is under public scrutiny.  

If you are attempting to use NLP on yourself, which is a valid technique that many people will use, you may take this time to identify the emotion that you have that you wish was not problematic. You may figure out that you tend to feel angry during certain situations, and because of that anger, you struggle to really communicate with other people effectively.

That lack of communication usually has the unfortunate result of causing problems in your relationships. 

As you identify those feelings, you will find that you can figure out where the problem lies. In figuring them out, you can start to figure out how best to target and destroy them. In NLP, this process usually involves the use of anchors—points that are directly related to a certain event or feeling. An anchor for your stress, for example, maybe you bite your nails out of habit, but after a lifetime of biting your nails when stress, just the act of absently biting your nails can make your anxiety begin to flare up. 

Choose an anchor

Knowing that you will be under the influence of several anchors already, certain situations or actions that cause you to feel a certain emotion, it is time to figure out which anchors and emotions you can use to overcome the problem.

If you know that you have an anger issue, you may go through the effort of learning how to combat that anger issue through triggering new emotions instead. Whenever you would feel yourself getting angry, then you would make sure that you trigger your anchor, and that would then cause you to feel something else. 

Effectively, if you are familiar with basic psychology, you are conditioning yourself. You are effectively training yourself to act a certain way in response to certain situations, and in doing so, you are able to make sure that you can overcome the negative feelings that have been holding you down.

If you have bad habits in relation to your emotions, you can begin to counter them. You can figure out how to create new, healthier habits that trigger you to behave in new, healthier ways. You can figure out how best to protect yourself from your negative emotions so you can heal and move on in life. 

Your new anchor can be just about anything. You could use an affirmation or word that you repeat to yourself to help keep yourself under control.

It could be a movement or an action that you use to remind yourself to stay under control, such as snapping your wrist with a rubber band whenever you find that your anger is getting out of hand. It could be a scent that makes you feel secure. It can even be a certain thought or memory that you return to during times of distress.  

When you choose an anchor, you want to make sure that it is something that you can regularly access for maximum impact. You may be best served with a short phrase that you use or a motion of your hands. That is something that you can do subtly and at any point in time. 

Set an anchor

Finally, you must figure out how to set your anchor. This is where you see the most deviation in your behaviors and techniques. There are several different methods that can be used in order to set a good anchor point for you or for those around you, and how you decide to do so will largely be dependent upon what you are hoping to do and how you are dealing with. You may choose to use visualization if you are working with someone intentionally, with the other person knowing what you are doing. You may choose to use something more along the lines of mirroring and subtle mimicry and emotional triggers if you want to be entirely unnoticed. You may choose to do something like intentionally reframing a memory from negative and traumatic into something funny if you want to change your own way of thinking and your own emotional reaction.

Ultimately, the method that you choose will largely be subject to who you are attempting to persuade and how you want to go about it. 

If you want to make it a point to, for example, persuade a stranger to buy something that you want them to, you may make it a point to trigger a mirroring relationship—do not worry if you do not know how to do this.

From there, you can subtly influence him to nod his head by nodding your own head, making the other person’s mindset far more likely to be agreeable, and leading to the other person being influenced to nod along with you without ever realizing that you had influenced and encouraged that decision.  

Whether you want to control yourself or someone else, you always want to choose an anchor that is simple and easily implemented, but not so common that it will be randomly triggered by strangers during the course of the day.

While you probably could trigger someone to make a certain face every time you do a very specific and common movement, such as giving a thumbs up, it would not be particularly kind or ethical to do so. You would be triggering the other person in a way that will likely be distracting and problematic. After all, no one wants to be grimaced at every time they give a thumbs up to someone else.


Chapter 4

Manipulation and persuasion

We all manipulate people and situations at various points of our lives, like telling a white lie to save your skin or using flattery to make someone like us. For some people, however, manipulation is a way of life and a weapon they use to overpower their victims. Sociopaths, psychopaths, narcissists, and other social predators are critical users of manipulation. 

While the predators may have a range of techniques with which to overpower their victims, they only target particular personalities. This is because they aim to manipulate quickly and easily, having established the specific vulnerabilities in a person that could render them ripe for manipulation. People with low self-esteem, naivety, low self-confidence, and people pleasers are quickly manipulated.

The Techniques

Here are several techniques the predators use to manipulate:

1.The Fear-Then-Relief Technique

The fear-then-relief technique is one of the oldest, most foul manipulative techniques. It preys on a person’s emotions by the manipulator causing some high stress and anxiety on the subject then providing some temporary relief.

Once the individual goes through these sudden mood shifts, he or she is disarmed and less likely to make rational or thoughtful decisions. The person will respond in the affirmative when requests are placed to him or her. 

Suppose you are walking along the corridors of your university and people start jumping from every corner around you, dancing and doing all kinds of stunts. At first, when they start dropping from all corners, you may be frightened, thinking that you have been caught up in a rowdy mob and that you stand to be harassed. 

On learning that they are singing and dancing to you, you will get some form of relief. If after this someone you have been dating comes up and presents a ring, you are likely to say ‘yes’ compared to if the person had asked you upfront in another setting when you would have given some thought before accepting the marriage proposal. 

The fear-then-relief technique is the good cop/bad cop technique you see on TV all the time. The bad cop scares the hell out of the victim while the good cop tends to be helpful and considerate to the victim. With this mixture of emotions, the person becomes more cooperative and willing to talk. 

This is also the technique bosses use to get you to agree to their unfair demands. Your boss could let you know that your job is on the line, for example, then comment that you have been working very well, before asking you to work overtime.

2.The Foot-In-The-Door Technique

This is a manipulation technique where the person uses a small request to prime you before presenting the real request. It is a simple, subtle, but tricky technique. 

Cons use this technique when they ask you to purchase some lottery tickets that could get you to win some grand price. Once you have bought into the idea, you end up buying one ticket after the other without gaining any significant thing, in the hope of winning the grand prize.

By the end of the exercise, you will have spent all your money buying a nonexistent award, and the manipulator will move on to the next victim and repeat the process. 

3.Social Exchange

The social exchange technique is built on the premise of causing you to feel guilty.

This technique is popularly used by unethical marketers and con artists in which the first person presents the second with a physical or psychological reward so that when the first person asks the second for a favor or request to comply, the second person will feel the pressure to give in. 

Doing favors and other good things for other people without expecting things in return is typical in human society, but crooked manipulative people can use these social cues as a means to get their way.

For example, a bad friend could start informing people in a gathering about how helpful he was when he got you some bail money you needed to get out of jail after an arrest or a court ruling once you and those around you hear that, you will be too embarrassed not to give in to his requests when he immediately brings up his need for 500 dollars to get himself out of bad debt. 

You also see this trick in many movies when someone is forced to do things out of character to return a favor. A character could be forced to cover up murder as a favor to someone who helped them hide or falsify evidence in a case that would have sent the first person to jail. There are many other examples we could give.

4.Lowering or Utterly Destroying Your Self-Esteem

Lowering or destroying your self-esteem is a technique used to downplay you and everything you are about. The manipulator uses it by pointing out your defects instead of offering some positive criticism.

For example, a manipulative parent could say that his 18-year-old son cannot drive by himself and will need supervision, not because the son needs it, but because the parent wants to accompany his son and monitor him wherever he goes, whatever he does.

This is more like hovering than being a good parent. 



5.Projection

Projection is a diversion tactic that the manipulators use to shift the shortcomings and deficiencies in their own lives to other people. Rather than take responsibility for the mistakes and the errors made he or she made, the manipulator prefers to plant the case on another person so that the manipulator can avoid taking the blame. Their failures and faults are often projected to other people. 

Projection is a psychologically abusive tactic that makes the manipulator look clean and innocent while making the victim look dirty, silly, and unfortunate. The manipulator is very quick to identify a person to be blamed.

For example, a manipulative employee will lay blame on his supervisor when the section the employee works is underperforming. He will say that the supervisor is lazy and doesn’t give them targets. He might also say that he works hard, but others around him are lazy; they leave him to do all the work. 

A projecting father might say that the reason his children are misbehaving and failing in school is that their mother does not parent them properly. This parent completely disregards his responsibility and role in raising the children and places all the blame on the mother. 

A projecting relationship partner, instead of admitting his or her need for intimacy in the relationship, will choose to make it appear like you are too touchy, clingy, or that the partner is only intimate with you as a favor. The idea here is to cause you to appear weak and vulnerable, but for the partner to appear strong and independent. However, the truth is that the manipulative one is the weaker one. 

The same is the case for people who are always finding fault and correcting others. They do it as a way to project the failures and negativity they see in themselves. For example, when a person is quick to note low self-esteem or pride in another person, it is because the person is proud or has low self-esteem, and is only looking for a victim who can bear the shame or the poor image that comes with that.

6.Intimidation

If a manipulator considers you a threat, intimidation is one trick he or she will use to silence you. One way to do this is to remain very close to you and to speak to you in a manner that is both aggressive and subtle.

When you want to defend yourself, the person will look at you strangely, in a way meant to make you lose your train of thought or stop debating with them. This trick mainly works well with victims who are easily flattered or frightened. 

Once the manipulator has seen that you easily scare, threats and intimidation will follow. One way to avoid this is to overcome your fears and learn to stand amid intimidation.

Avoid revealing your weaknesses and fears to someone you cannot trust because the person will look forward to using it against you in the future. 

7.Intellectual Bullying

You may think that the person who often comes up with facts is so smart, but no, he is just a manipulator. Intellectual bullying is a common trick used to manipulate victims with intellectual facts that are not necessarily accurate.

The person knows that you do not have any access or chance to access that information to verify the validity of his claims, and for this reason, they appear to you as having some authority of a kind. This kind of manipulation is often used at points of sales or in financial institutions. You could easily fall for the sweet talk and the facts laid on you.

The only way to avoid intellectual bullying is to be informed. You do not have to know everything, but you should have an idea about everything. When you are informed, when a person comes to you with some alleged facts, you will know the validity of the information being given to you, and you can avoid being swept off your feet based on lies. 

8.Magnifying His Problems While Diminishing Yours

People are often doing this, but we rarely consider it to be manipulation, although it is. This is a trick done in a covert manner in which the manipulator first pretends to be sorry for whatever you are going through, and will show some short-lived empathy, in a bid to hide his true intentions. However, in a minute, the person brings up his challenges and magnifies them to the point that yours now seem insignificant. 

You will identify this trick in use when you see that a person only remembers his immense challenges when you bring up yours. Instead of working with you to come up with a solution to yours, the person would instead bring up their problems, and then start an endless discussion on their issues. 

What this trick does is that it makes you feel and appear foolish for ringing up your challenges in the first place. It also denies you the sympathy and helps you crave for your situation.

In the end, the manipulator will have succeeded in making you feel intolerant and like you blow up situations, which would be fitting for this situation because he has proven that your issues are only surface issues.

9.Name-Calling

One thing about manipulators is that they think so highly of themselves. They feel that they are always right, and everyone else is wrong. Most of them are narcissists. If you dare challenge their authority or opinion, one way they get back at you is calling you names. If you don’t have tough skin, you will be put down by the names and forget to challenge erroneous thinking, facts, and ideas thrown your way.

They will call you a fanatic, idiot, troublemaker, extremists and other titles you would want to distance yourself from. The idea is to rubbish your intentions and to silence you so that no one will be listening to what you are saying. One way to silence a manipulator that calls you names is to state categorically that you take exception from the name-calling. 

Other manipulation techniques you need to look out for include: Conditioning, Stalking, Gossiping, denial, frequent mood swings, spinning the truth, telling only parts of the story, playing the victim, aggression, flattering, isolation, feigned empathy and love, lying, sarcasm, minimizing, and others.


Chapter 5

Techniques of persuasion

Like some other workmanship, the craft of influence is neither positive nor negative in itself. It is just your objectives and the manner in which you use it that decides if you are contributing something beneficial to the world or not.

Having little capacity to induce others can be an incredible impairment throughout everyday life. You may experience difficulty finding a new line of work, purchasing a home, or making the following stride in your relationship.

Luckily, you can figure out how to have more noteworthy self-assurance, which gives you more capacity to display your perspectives as practical choices. You can likewise figure out how to think all the more obviously and sensibly, which can add significantly to your capacity to convince.

Then again, you may find that you are excessively effectively persuaded and fall for each trick introduced to you. Assuming this is the case, there are a few different ways to diminish your weakness in falling for each smooth, please. A specialist can enable you to assemble your confidence, improve your social abilities, or figure out how to deal with your downturn. These elements alone will make you less helpless.

You can converse with an authorized advisor at BetterHelp.com for these and other emotional well-being issues. Online treatment is reasonable, advantageous, private, and fit to enable you to reveal your concealed quality.

Regardless of whether you have to figure out how to be progressively influential or to investigate the influence strategies of others, treatment can have a noteworthy effect.

You can find out about the two sides of the specialty of influence all around ok to get what you need all the more effectively and ensure yourself simultaneously.

We are stood up to by influence in a wide assortment of structures each and every day. As per Media Matters, a run of the mill grown-up is presented to around 600 to 625 promotions in any structure every single day.

Nourishment creators need us to purchase their most current items while film studios need us to go see the most recent blockbusters. Since influence is such an unavoidable segment of our lives, it is frequently very not entirely obvious how we are impacted by outside sources. Influence is not simply something that is valuable to advertisers and sales reps, notwithstanding.

Figuring out how to use these systems in everyday life can enable you to improve as an arbitrator and make it more probable that you will get what you need, regardless of whether you are attempting to persuade your little child to eat her vegetables or convince your supervisor to give you that raise.

Since the impact is so helpful in such a large number of parts of day-by-day life, influence strategies have been examined and seen since antiquated occasions.

It was not until the mid-twentieth century, in any case, that social therapists started to officially ponder these incredible procedures.

Key Persuasion Techniques

A definitive objective of influence is to persuade the objective to disguise the influential contention and embrace this new frame of mind as a piece of their center conviction framework.

Coming up next are only a couple of the exceedingly successful influence strategies. Different strategies incorporate the utilization of remunerations, disciplines, positive or negative skill, and numerous others.

Make a Need

One strategy for influence includes making a need or an engaging a formerly existing need. This sort of influence offers to an individual's basic requirements for haven, love, confidence, and self-completion. Advertisers regularly utilize this system to sell their items.

Consider, for instance, what number of commercials recommend that individuals need to buy a specific item so as to be glad, protected, adored, or respected.

Request to Social Needs

Another extremely compelling powerful strategy advances to the should be mainstream, lofty or like others. TV advertisements give numerous instances of this sort of influence, where watchers are urged to buy things so they can resemble every other person or resemble an outstanding or well-regarded individual.

TV ads are an enormous wellspring of presentation to influence thinking about that a few evaluations guarantee that the normal American watches between 1,500 to 2,000 hours of TV consistently.

Utilize Loaded Words and Images

Influence likewise regularly utilizes stacked words and pictures.

Sponsors are very much aware of the intensity of positive words, which is the reason such a large number of promoters use expressions, for example, "As good as ever" or "All Natural."

Get Your Foot in the Door

Another methodology that is regularly viable in getting individuals to conform to a solicitation is known as the "foot-in-the-entryway" procedure. This influence methodology includes getting an individual to consent to a little solicitation, such as requesting that they buy a little thing, trailed by making a lot bigger solicitation. By getting the individual to consent to the little introductory support, the requester as of now has their "foot in the entryway," making the individual bound to conform to the bigger solicitation.

For instance, a neighbor asks you to keep an eye on two youngsters for an hour or two. When you consent to the littler solicitation, she at that point inquires as to whether you can just watch kids for the remainder of the day.

Since you have effectively consented to the littler solicitation, you may feel a feeling of commitment to likewise consent to the bigger solicitation. This is an incredible case of what clinicians allude to as the standard of responsibility, and advertisers frequently utilize this system to urge buyers to purchase items and administrations.

Pull out all the stops and afterward Small

This methodology is something contrary to the foot-in-the-entryway approach. A salesman will start by making a huge, frequently unreasonable solicitation. The individual reacts by cannot, allegorically pummeling the entryway on the deal.

The sales rep reacts by making a lot of littler solicitation, which regularly appears to be appeasing. Individuals frequently feel committed to react to these offers. Since they rejected that underlying solicitation, individuals frequently feel constrained to help the salesman by tolerating the littler solicitation.

Use the Power of Reciprocity

At the point when individuals help you out, you presumably feel a practically overpowering commitment to give back where it’s due in kind. This is known as the standard of correspondence, a social commitment to accomplish something for another person since they originally accomplished something for you.

Advertisers may use this propensity by causing it to appear as though they are doing you a generosity, for example, including "additional items" or limits, which at that point forces individuals to acknowledge the offer and make a buy.

Make an Anchor Point for Your Negotiations

The tying down inclination is an unpretentious subjective predisposition that can impact dealings and choices. When attempting to touch base at a choice, the main offer tends to turn into a tie-down point for every future exchange.

So, in the event that you are attempting to arrange a boost in compensation, being the main individual to propose a number, particularly if that number is somewhat high, can help impact the future dealings to support you.

That first number will turn into the beginning stage. While you probably will not get that sum, beginning high may prompt a higher idea from your manager.

Point of confinement Your Availability

Clinician Robert Cialdini is renowned for the six standards of the impact that he initially laid out in his top of the line 1984 book Influence: The Psychology of Persuasion.

One of the key standards he recognized is known as a shortage or restricting the accessibility of something. Cialdini proposes that things become increasingly alluring when they are rare or constrained.

Individuals are bound to purchase something in the event that they discover that it is the last one or that the deal will end soon. A craftsman, for instance, may just make a constrained keep running of a specific print.

Since there are just a couple of prints accessible available to be purchased, individuals may be bound to make a buy before they are no more.

Invest Energy Noticing Persuasive Messages

The models above are only a couple of the numerous influence strategies portrayed by social analysts. Search for instances of influence in your day-by-day experience.

An intriguing analysis is to see a half-hour of an irregular TV program and note each example of convincing publicizing. You may be shocked by the sheer measure of enticing strategies utilized in such a concise timeframe.

How is it that specific individuals are so unbelievably influential? Could we as a whole outfit those abilities? In the wake of contemplating the most powerful political, social, business and religious pioneers, and giving innumerable methods a shot myself, I have recognized these 21 basic exercises to convincing individuals.

This is a review from a discussion I have been providing for a great many business visionaries for a couple of years now "On the best way to Persuade People." More point by point models is clarified in the connections underneath.

The Basics

1. Influence is not Manipulation - Manipulation is pressure through the power to get somebody to accomplish something that is not to their greatest advantage. Influence is the craft of getting individuals to do things that are in their very own best advantage that likewise advantages you.

2. Convince the Persuadable - Everyone can be induced, given the correct planning and setting, yet not really temporarily.

Political battles center their time and cash around a little arrangement of swing voters who choose races. The initial step of influence is consistently to recognize those individuals that at a given time are persuadable to your perspective and spotlight your vitality and consideration on them.

3. Setting and Timing - The nuts and bolts building squares of influence are setting and timing. The setting makes a general standard of what is worthy. For instance, the Stanford Prisoner Experiment demonstrated that overachieving understudies could be formed into oppressive jail watches. Timing manages what we need from others and life. We wedded an alternate sort of individual than we date when we are more youthful, on the grounds that what we need changes.

4. You must be Interested to be Persuaded - You can never convince someone who is not keen on what you are stating.

We are for the most part most inspired by ourselves, and invest the greater part of our energy pondering either cash, love or wellbeing.

The principal specialty of influence is figuring out how to reliably converse with individuals about them; on the off chance that you do that; at that point, you will generally have their hostage consideration.

General Rules

5. Correspondence Compels - When I accomplish something for you, you feel constrained to accomplish something for me. It is a piece of our developmental DNA to enable each other to out to get by as an animal type. All the more critically, you can use correspondence lopsidedly to support you. By giving little motions of thought to other people, you can request increasingly back consequently, which others will joyfully give.

6. Perseverance Pays - The individual who is happy to continue requesting what they need, and continues showing esteem is, at last, the most influential. The manner in which that such huge numbers of recorded figures have at last induced masses of individuals is by remaining relentless in their undertakings and message.

Think about Abraham Lincoln, who lost his mom, three children, a sister, his sweetheart, bombed in business and lost eight separate decisions before he was elected president of the United States.

7. Compliment Sincerely - We are generally so decidedly influenced by compliments, and we are increasingly able to believe individuals for whom we have positive sentiments. Have a go at complimenting individuals truly and frequently for things they aren't regularly complimented for, it's the least demanding thing you can do to convince others that doesn't cost anything other than a snapshot of an idea.

8. Set Expectations - Much of influence is dealing with other's desires to trust in your judgment. The CEO who guarantees a 20% expansion in deals and conveys a 30% increment is compensated, while a similar CEO who guarantees a 40% increment and conveys 35% is rebuffed. Influence is essentially about understanding and over-conveying on other's desires.

9. Try not to Assume - Do not ever expect what somebody needs, constantly offer your worth.

In deals, we will regularly keep away from offering our items/administrations since we accept others do not have the cash or premium. Try not to accept what others may need or not need, offer what you can give and leave the decision to them.

10. Make Scarcity - Besides the necessities to endure, nearly everything has an incentive on a relative scale. We need things in light of the fact that other individuals need these things. On the off chance that you need someone to need what you have, you need to make that item rare, regardless of whether that article is yourself.

11. Make Urgency - You must almost certainly impart a feeling of earnestness in individuals to need to act immediately. In case we are not aroused enough to need something at this moment, it is improbable we will see that inspiration later on. We need to influence individuals in the present, and direness is our most important card to play.

12. Pictures Matter - What we see is increasingly strong that what we hear.

It might be the reason pharma organizations are presently so expected with the conceivably loathsome symptoms of their medications when setting to a foundation of people getting a charge out of dusk in Hawaii. Flawless your early introductions. What's more, ace the capacity to paint a picture for other people, in their psyches eye; of a future encounter, you can accommodate them.

13. Truth-Tell - Sometimes the best method to induce someone is by revealing to them the things about themselves that no one else is happy to state. Confronting the hard certainties are the most puncturing, important occasions that occur in our lives. Truth-tell without judgment or motivation, and you will frequently discover others' reactions very amazing.

14. Assemble Rapport - We like individuals our identity like. This reaches out past our cognizant choices to our oblivious practices. By Mirroring and Matching others routine practices (non-verbal communication, rhythm, language designs, and so forth.) you can construct a feeling of compatibility where individuals feel progressively good with you and become increasingly open to your recommendations.

Individual Skills

15. Social Flexibility - It is the individual with the most adaptability, not really the most power, who is in charge. Kids are frequently so powerful in light of the fact that they're willing to experience a reiteration of practices to get what they need (moping, crying, dealing, arguing, beguiling), while guardians are screwed over thanks to the single reaction of "No." The bigger your collection of practices, the more enticing you will be.

16. Figure out how to Transfer Energy - Some individuals channel us of our vitality, while others implant us with it. The most powerful individuals realize how to move their vitality to other people, to inspire and empower them. Here and there, it is as clear as eye-to-eye connection, physical touch, chuckling, energy in verbal reactions, or even simply undivided attention.

17. Imparting Clearly is Key - If you cannot clarify your idea or perspective to an eighth-grader, to such an extent that they could clarify it with adequate clearness to another grown-up, it is excessively confusing. The specialty of influence lies in disentangling something down to its center and conveying to others what they truly care about.

18. Being Prepared Gives you the Advantage - Your beginning stage ought to consistently be to find out about the general population and circumstances around you. Fastidious arrangement considers viable influence. For instance, you significantly improve your chances in a prospective employee meeting being totally versed in the organization's items, administrations, and foundation.

19. Isolate and Stay Calm in Conflict - Nobody is progressively viable when they are "On Tilt." In circumstances of uplifted feeling, you will generally have the most influence by remaining quiet, segregated and dispassionate. In strife, individuals go to those responsible for their feelings and trust them in those minutes to lead them.

20. Use Anger Purposefully - Most individuals are awkward with struggle. In case you are willing to raise a circumstance to an increased degree of strain and struggle, much of the time others will down. Utilize this sparingly, and do not do it from an enthusiastic spot or because of lost poise. In any case, do recall, you can utilize outrage intentionally for your preferred position.

21. Certainty and Certainty - There is no quality as convincing, inebriating and alluring as assurance. The individual has an unbridled feeling of assurance that will consistently have the option to influence others. On the off chance that you truly trust in what you do, you will consistently have the option to convince others to make the wisest decision for them, while receiving what you need consequently.


Chapter 6

Mind control

Have you ever wondered if mind control can be real? Have you ever had the desire to manipulate and control other people’s minds? Have you ever wanted to try these things and see how they really work? Well, you’re in the right place now. 

Let’s begin with saying that of course you can’t completely control your friends, partners, customers, or whoever you are in touch with to do exactly what you want, or to transform them in mindless robots. Well, maybe we’ll be able to do that one day in the future, but not yet. What you can do is subtly influence them, without them being aware of it. 

It’s known that humans are often not in control of their actions, decisions, and behaviors, even though they believe the opposite is true.

For instance, most of us have the deep belief that we have a stable sense of self that remains consistent, and that we can predict how we would act in the future. Could we really be so sure of how we’ll behave in extreme situations? Are we masters of our state, actions, and behaviors, or are we slaves, subject to others’ control?  

Most people would believe that, during a crisis, they could remain calm, cool, and collected; lead others, behave heroically, or maintain their core beliefs no matter what happens. Ask yourself: would you still be “you” during the zombie apocalypse? Would you stick to your moral code? Could you resist controversial orders from an established authority figure? I’m not sure anyone could, and here’s why. 

The truth is, very few people could accurately predict how they’d act in extreme situations. To find the reason behind this, we have to look inside your brain: when you find yourself under heavy pressure or in a stressful situation, your brain releases a hormone cascade that makes you experience a flight-or-fight reaction.

This physiological reaction helps us survive in dangerous encounters, but shuts down a lot of higher functioning. This might have been a great system for surviving a saber-tooth tiger attack, but in our modern world—where we actually need our higher functioning in dangerous encounters—it’s not so effective to defend ourselves from others’ control. So, in other words, when we experience extreme situations, or our survival is threatened, we may not think clearly or act in typical ways. 

To prove this point, two psychological experiments were done in the 1960s and ’70s. The first was a highly controversial study by Stanley Milgram, a psychologist from Yale University, exploring the phenomenon of obedience. They were seated at a panel with a microphone, a speaker, and a dial.

The experimenter was in the same room, wearing a white lab coat, which is a traditional symbol of authority (Just think about your doctor, would it feel the same to you if he wore a tank top and shorts during your visit?).

Participants were told that the “learner” (an actor selected by Milgram) was in another room; they would be required to ask the “learner” pre-scripted questions using the microphone, and they would hear the response on the speaker. The dial had labels ranging from mild all the way through to extremely painful and even fatal.

Here’s the scary part: although they experienced extreme stress, an astonishing 65% of volunteers administered the lethal shock, and those who insisted on ending the experiment didn’t ask to check the wellbeing of the learner. Most volunteers claimed they would never behave this way, but couldn’t stand up to the “authority.” 

The other disturbing study was the Stanford Prison experiment run by Philip Zimbardo, which showed how people are easily manipulated into behaving in sadistic and cruel ways. A basement at Stanford University was modified to look exactly like a real prison, and a group of students volunteered for the simulation. They were randomly assigned to the role of prisoner or officer.

Originally planned to run for two weeks, the experiment was shut down after only six days because of the ruthless, vicious behaviour by the officers, who started behaving in sadistic ways toward the prisoners.

Not only does this research demonstrate how easily and rapidly we can change our mind, but the scariest thing is the rationalization that we practice. After the act, most people will rationalize their behavior, convincing themselves that they actively chose the action and refusing to acknowledge or believe they were manipulated. 

Not only that…now, it gets scarier. Our perception is limited, which means a part of what goes on isn’t consciously available, especially, when we are focused on something else. Two studies demonstrate this phenomenon clearly.

When focusing on the instructions—counting the passes by the people in white—most people didn’t notice the gorilla running by and insisted that it wasn’t there. Most of the time, the person giving directions didn’t even notice. 

It’s not just gross inattention, manipulation, and post-hoc rationalization that modifies our behavior. You can use the great power of priming to change people’s actions without any conscious awareness from them. For instance, read this sentence: “The house is old; it creaked and groaned, struggling on its foundations.” Now, try standing up. After reading that, did you move slower than normal? If so, you were primed by these words to think of ‘old age.’ In a similar way, you can be primed to change your voting preference just based on the location of the polling booth. You can be primed at the grocery store, where the most expensive products are located on the shelves at eye level.

You can now understand how these principles have been applied throughout history.

This is not conspiracy theory at work but represents the innate desire to persuade, and even manipulate, others to achieve our ends.

Next time you see an effective TV ad, meaning you want to buy the product, you can bet you’ve been manipulated.  

A lot of the messaging that successfully “manipulates” works at a level far removed from our conscious attention, but you should always remember that disciplined, conscious attention towards your actions allows you to stay in control. When you notice yourself acting, or feeling persuaded to act, in ways that aren’t typical, use your new awareness and try to determine which technique is at play.  

Mind Control in Marketing

There are many other books concerning mind control, one above all is Dr. Robert Cialdini’s Influence: The Psychology of Persuasion, that shows clearly the scientific proof of mind control. In the next pages, I focus especially on one important topic: marketing.

The most important thing in marketing can be summed up with just one word: YES. If you ask a commercial partner to promote your product, and he or she says “Yes”; if you ask your customers to buy your new product, and they say “Yes”; if you ask a blogger for a link, and he says “Yes,” well, then your blog, activity, business is working in the right way and you can really succeed. 

And the most important thing here is that you can learn how to do that. Here is a concise guide to mind control. Read it and then use these tips carefully for your advertising and non-business efforts alike.  

1. Don’t let them think for themselves. 

Instead, take charge and do the work yourself. The fact is that people already have too much to think about: job, family, hobbies, friends, children, dogs, and everything else that completely fill people’s minds. If you give them something else to think about, they can easily break down or step away from the offer you present altogether. So, it could be a mistake to ask them to think your offer over, even if it’s new. 

Keep in mind, people usually adjust their focus away from what isn’t really important to them, or they just don’t think about it very hard. It’s not laziness or dumbness, but because they are already too busy and overwhelmed, which makes you as a seller or blogger a pretty low priority. 

The first part of this strategy is to not ask them to think, and instead do it for them. Here are some guidelines: 

Explain in a clear way how your offer will help, boost, or sustain your audience, show examples (the “social proof” discussed earlier) of similar situations where your product or service worked well. 

Have an idea for an event or learning opportunity? Rather than seeking prep work from your customers, do it for them; plan the event, complementary web pages, and email campaigns needed.

Then, provide them with those complete products, with everything already working, and ask for their assistance in finalizing the event. 

Online reviews can make or break a product or service. Rather than waiting for customers to write the reviews you need, provide a handful of clear, customizable examples and a strategic list of where they could be posted. 

Be specific and clear. Explain yourself and show proof. Tell them exactly what to do step by step and why; and they will be more than happy to tell you “Yes” for everything you are going to ask them.  

2. Start from a little snowball.

A successful marketing campaign always starts from something little, to then grow bigger and bigger as things go on. To achieve your ideal “Yes,” the hard part is to obtain the first one. But if you get it from the right person, then getting all the other “Yeses” will be very easy.

It’s like an avalanche, you get a little snowball going down from the top of the mountain and then it becomes a huge and powerful wall of snow. Here are some guidelines: 

Try to get someone popular, e.g. a blogger or an influencer, to share your post; however, this is not an easy trip. You may need to practice some reciprocity first, but if they do it just one time, then many other people may retweet, like, or share your post with their followers. And the more time passes, the more it increases. 

If you can convince an expert in your field of interest to promote your product or service, then the people who also follow that expert will want to know more about it and be likely to share it, as well. 

Again, if you can persuade (maybe with some mind control techniques) a public figure, or a celebrity, to create a testimonial for your product or service, which is very hard work, then you will see your sales increase so fast you can’t even imagine and you will find many other testimonials with little effort. 

So, don’t be frightened about the hard work you’ll have to do at the beginning to get people to help you, because after that, you will see that the road is all downhill and you will begin to see concrete results earlier than you might have imagined. 

3. Ask for a little thing, take a big one. 

Have you ever heard the expression “give them an inch, and they will take a mile”? While it’s usually given as advice, a warning against others’ greed, it can be great marketing. 

If you want to obtain something, don’t jump for the whole thing right away. Remember the snowball from point #2 and getting that first “Yes.” It’s the easiest way to get started, and reduces the risk of wasted time or effort. Then, you can start asking for more (and more, and more) when the results of your effort reveal themselves.  

And it’s not really unethical, or even manipulation, if you think about it. Why wouldn’t you push for more if things are going well?

4. Establish a real deadline.

As you know, deadlines are important because they create a sense of urgency.

But always remember: the important thing is that the deadline you set should be real. 

How many times has a salesman told you to come back as soon as possible when he or she sees that you’re not very convinced, maybe telling you that there are other people coming later and you could lose your opportunity by not acting now.

This happens so many times in our life. People lie to you or simply pitch you with artificial deadlines, thinking that this will really motivate you to act. Everyone uses this technique: teachers, bosses, wives and husbands. It’s very likely you’ve used this technique, too. The takeaway here? Don’t take this ineffective route. 

You should, instead, concentrate on generating real urgency. It’s not hard, and can be built up with your current marketing plan. For example: 

-          If you create content, don’t leave free data on your page or blog for an indeterminate time. Consider employing scarcity here, and say that it will be available for a limited time, after which, you will start charging a cost for it. The specific deadline will boost the number of downloads you receive, and fellow bloggers can boost promotion efforts while your report is still free. 

-          Rather than waiting for customer testimonials, like we touched on in point #1, let them know there is a precise timeline to respect, especially, that they have to come in by a specific date. Don’t think of it as something like a dictatorship, but as helping them be more serious and respectful of the work you are doing for them and for yourself. 

5. Be generous—give more than you take. 

This concept takes us right back to reciprocity, but the takeaway here is how much you should do. It goes beyond a one-for-one ratio; think ten-to-one. For example, if you’re going to ask for a link, you should have already given ten links. If you’re going to ask for a promotion, you should have already given ten promotions. 

Simply, smart marketers don’t resort to a 1:1 ratio; instead, they give ten and take just one. And that goes beyond action; think about value. 

If you’re going to ask for 100 visitors, you should have already sent 1,000 visitors. If you’re going to ask for $1,000 in products or services sales, you should have already sold $10k of their products and services. This is about generosity, and it’s a nice way to be sure they always lean closer to “Yes.” 

And I know it’s a lot of work to do, but, trust me, it works and it’s worth it. This is the price of influence, and you will see real results and income. 

6. Support a cause beyond your interests. 

Standing for something greater than yourself makes people care. And it can be applied to nearly everything. Rather than write another how-to post, stop and consider writing about an important issue, something you are really passionate about and with a strong logic structure.

Thinking of starting another consulting business? You could do something bigger, something that can really change your customers’ lives, and lead a movement. From there, you could inspire your customers, take time and write a more important book, about your philosophy maybe. Include many concrete and big examples, maybe about your own life, instead of writing another step-by-step manual. 

Those are the kind of things that people want to talk, read, or know about. They will be grateful to you just because you’ve given them the possibility to help you make the world a better place. 

7. Make no room for shame.

A great marketer is the one who takes shamelessness as one of the most important principles of gaining influence. And I’m not talking about lacking conscience, or being an extroverted person, or any other stereotype usually connected to how a marketer works. Simply, several of them are just false. 

By shamelessness, I mean the resolute belief that what you are doing will benefit the world and the determination to do anything to make it real.

When you believe in your products or services, you don’t need to lie about them to sell them. Because you really know your products or services can help your customers, and so it becomes a personal duty to share the word, get them to buy, no matter how. 

When you believe in your message, you don’t just publish and then immediately forget about what you wrote. Instead, you promote your books, your posts, whatever your content, daily, weekly, or even hourly. You will work without stopping to share your content to everyone you think needs it to succeed, and you will refuse to rest until you reach your goal. 

It should not be about money, or glory, or legacy. It’s about really believing in what you do and say. It’s about being charmed, about being so in love with what you do and what it can provide. It’s about bringing to life this beautiful vision you have.

It’s about fighting for what you believe in with every resource you have. 

If you really feel this way—well, listen to me—you can achieve nearly anything.
 


Chapter 7

Mastering emotions and reactions

Emotions — we all have them. We all feel them. However, we don’t all understand them. They are fickle things, constantly changing as much as the weather, and every little thing seems to impact them in some way, shape, or form. They do have a very specific purpose — to motivate. They allow for us to navigate through the world, swaying our actions or lack thereof.

Despite the fact that they have a purpose, to motivate us to survive, they can be unreliable. They can be influenced, manipulated, and controlled, both by yourself and by other people. This make them incredibly important to understand before we start delving into the world of influence and persuasion: They are at the base of everything.

When you understand what emotions are and how they work, you will be more prepared to use them to your benefit as you learn the skills this book will provide. You will understand how they can be used to your advantage — you can use someone’s fear of injury to persuade them to buy a car that has a better safety rating, which may be beneficial for a car salesperson.

You may be able to use someone’s good mood to get a better chance at swaying someone to do what you need them to do. No matter the emotion, each has a specific function, and when you understand them, you can utilize them to their fullest potentials. 

What Are Emotions?

Put as simply as possible, emotions are instinctive states of mind that are caused and influenced by the situation one is in, their mood, or their relationships with the people around them. This means they are feelings that come on their own based on everything around you. Without plenty of skills and training, you have very little control over how you feel.

While influencing your own feelings is possible, it takes practice. They come and go, providing a constant feedback between what you are observing around you and what your body is doing, sort of acting as an intermediary that communicates between the two. The world influences your emotions, which influences your body, which influences and interacts with the world around it. Emotions are the translations from your sensory input into a language your body understands, and your body reacts intuitively in response. 

These emotions can be reduced to an equation of sorts: Emotions are the sums of your environment, the way your environment influences your body, and your understanding of the environment. This can be broken down into the following:

[Environment or event] + [body’s reaction] + [Understanding of environment or event] = [emotion]

This means that the world around you and how you react both impact your emotion felt. Now, both of these are relatively simple to influence when trying to persuade someone.

You can tweak or change the environment or event with your own actions and words. You can even influence another person’s reactions and body language through developing rapport. This means that two of the three components of emotion can be controlled by your own actions. You can literally sway other people’s emotions if you learn to take control of the environment and their own reactions. This is, of course, easier said than done, but it is within the realm of possibility.

Why Do We Have Emotions?

With an understanding of what emotions are, it is time to start understanding their purpose. They are by and large used to sway behavior. They are what causes instinctive, gut reactions. Think of an animal — they are largely swayed by their emotions. When they feel angry, they lash out. When they feel calm, they are at ease.

They go through life allowing their emotions to rule their behaviors. This may work for many different animals, but in society, that is unacceptable. We cannot just act on whims — if we hit every person we felt the urge to punch, we would not get very far. In a fair and just society, we must be willing to consider the feelings and needs of others, and that is not something we can do when we are slaves to our own passions.

Instinct and instinctive reactions that are based upon emotions are largely for survival purposes. We feel protective of our children and grow enraged when someone threatens our children. This ensures that we keep them safe long enough to grow up. We feel happy when we see our romantic partners. This is because we bond to them and pair with them to raise children, ensuring the survival of genetic information.

We feel afraid or anxious when there is a threat, which encourages us to behave vigilantly and to prepare to deal with a threat if it happens to occur. These gut reactions are meant to keep us alive longer. However, in society these days, many of these feelings are overkill or are no longer permissible when compared to whatever has happened. We have laws in place, procedures for dealing with different wrongdoings, and are largely living in areas that are nowhere near as deadly as the world once was.

We do not have to seek justice ourselves if someone attacks us or our family, as the law will do it for us. Many people living within cities do not have to fear a bear or cougar attempting to eat them in the middle of the night. Since we have evolved to be a social species living in close proximity and we have developed the ability to think rationally, we no longer have to do whatever our emotions impulsively suggest. 

Emotions have a second purpose as well — they act as a way to communicate. However, at the simplest, empathy allows for people to understand the feelings of other people.

When we have feelings, we not only cue ourselves on how to interact with the world — we cue those around us of our current emotional state, which translates to needs happening in that moment. 

Emotions are typically accompanied by body language. This language is widely universal — humans have several expressions that are universally used to convey emotions, regardless of culture, or even the ability to see. Even people who have been blind since birth share these same facial expressions. This is because they have a biological purpose — they allow for communication without speaking. 

When you see someone smiling, you know they are feeling happy. When you see someone with a furrowed brow, a downturned mouth, and crying, you understand that they are sad. You understand their emotion, and often, especially if it is someone you are close to, you attempt to act in ways that will meet the other person’s needs.

For example, if you see your child crying and clearly sad, you are likely to stop and check in to make sure she is okay. Likewise, if you see your spouse angry, you are likely to try to communicate and discover what is wrong. The emotional state of the other person, and the body language that emotional state conveyed, allows you to understand what the other person needs, and you are able to help.

This nonverbal communication is crucial in societies and social species, as when the entire family, tribe, or other such unit of people is interacting together, they need to understand each other at a glance. They need to know if the other people feel threatened or angry. When they see that another person is angry, they know that something has overstepped somehow.

When they see another person who is afraid, they know they need to be on edge and prepared for a threat. When they see someone who is calm and content, they know that everything is okay. This nonverbal communication allows for smooth interactions that keep the group functioning better than if no one ever understood how others were feeling or what others needed.

Emotions and Their Reasons 

Understanding what emotions are and why we have them are both important to know, but you should also have a good understanding of what emotions mean on an individual level. Here are the seven base emotions upon which all other feelings are built, and what they mean:

Anger

When angry, people drop their eyebrows down with eyelids pulled up and lips tight. This conveys aggression or intimidation — it implies that the person feeling the anger is ready to lash out, either in defense or simply to lash out. This is what people feel when they feel someone is taking advantage of them or that they have been wronged somehow. It conveys a need for boundaries or to protect.

Contempt

When feeling contempt, the expression is almost neutral — one side of the lip is pulled up slightly and briefly, and the brow may occasionally lift as well on the same side as the lip.

This conveys that the individual feels disdain or hatred toward whatever has elicited the contemptuous response.

It conveys a disgust of sorts in which you wish to avoid the other party. 

Disgust

When disgusted, eyebrows turn downward. The nose wrinkles and eyes squint. The mouth opens slightly, with the upper lip being raised. This conveys that something around the individual is toxic or diseased in some way and should be avoided. It conveys a need to avoid whatever it was that offended them.

Fear/Anxiety

When afraid, people lift their eyebrows up and widen eyes. The mouth is usually open slightly.

This prepares the individual for fight-or-flight — their widened eyes allow for more light to be taken in, and the opened mouth allows for more oxygen to be breathed. This conveys that there is some sort of danger or threat to the individual and conveys a need for safety or protection.

Joy

When happy, someone usually smiles. The muscles surrounding the individual’s eyes tighten, causing wrinkles. When you feel joy, you are conveying that you are satisfied and have no further needs to be met, and that whatever is happening in that moment is good.

Sadness

Someone who is sad will raise the inner ends of their eyebrows, with loose eyelids, and lips turned downward. Sadness cues the person to slow down or withdraw, and communicates that there has been some sort of loss. It conveys a need for healing and support.

Surprise

When surprised, you typically pull up the eyebrows and eyelids, and your mouth widens. Typically, the eyes dilate as well. This allows for a wider glance around to take in the surroundings and ensure that everything is okay. This conveys that something new and unexpected has happened and requires attention
.


Chapter 8

Body Language Tips

In this chapter, we are going to be taking a closer look at some advanced body language tips. These concepts will help you take your understanding of human nature even further. In addition, you will be able to get a better grasp of your own body language so that you can truly become a master communicator. 

When looking into advanced body language, there are tiny movements and cues that can lead you to figure out where a person is both physically and emotionally.  

As such, let’s take a look at some of these clues. By the end of this chapter, I am sure you will become far more self-conscious of the way you handle yourself especially in meetings and other social interactions. 

Now, the first tip we are going to discuss is fidgeting. Fidgeting can be seen in many ways.

The most common type of fidgeting in the inability to sit still. Excessive movement can be due to any number of reasons. These reasons range from a person being nervous or uncomfortable to simply being hyperactive and unable to stay in one spot. 

Barring some physiological condition in which a person is simply unable to sit still, fidgeting is most commonly associated with being nervous. Anxiety is generally the root cause of this behavior. So, it is up to you to determine the context in which you find yourself in.

That way, you can figure out if the fidgeting is directly related to subject matter being discussed in a meeting or due to the events that are taking place. 

Another common cause for fidgeting is boredom. Any teacher will tell you that bored and uninterested students will almost always start fidgeting in their places.

In many cases, teachers struggle with students who can’t sit still. That only compounds the problem because the student was bored to begin with. Then, the with the teacher’s reprimanding, the problem only gets worse. 

In a business setting, fidgeting is commonly seen in the clicking of pens, doodling in notebooks or tapping of feet. Aside from boredom, fidgeting behavior can be taken as a flight response. The individual is looking to get away from the situation but may be unable to do so. Hence, they feel trapped. That is why the easiest coping mechanism is fidgeting.  

When a person feels trapped in a meeting for example, foot tapping becomes a common reaction. After all, anyone who is constantly moving their feet is looking to get going.

The same goes for legs. Excessive leg movement is a sign that the individual is looking to get moving. However, involuntary leg movement does happen as a biological response from the brain when it senses that the individual is falling asleep.

This reaction keeps the body awake especially when an individual has not gotten enough sleep. 



Similarly, faster than usual blinking can be a sign that a person is getting ready to fall asleep. The reasoning behind faster than usual blinking is that the brain is desperately trying to keep the body from shutting down. Of course, there is a point where the brain is unable to keep the body awake and a person simply dozes off. In extreme cases of sleep deprivation, a person will collapse to the floor and literally go into a coma. 

Extreme cases aside, the fact that a person may be fidgeting excessively has more to do with their reaction to what’s happening around them then a biological reaction to sleep deprivation. So, pay close attention, if you can, to a person’s legs and feet. They will tell you if they are getting ready to hightail it out. 

With regard to hands, one of the hallmarks of effective communicators is using hand when speaking. What this does is that it provides a means of emphasizing what they are saying.

Also, it gives off the impression that the person is being since about what they are saying. 

Any hand gestures that have an open palm can be taken as a positive sign. Unless someone is banding a table with the palm of their hand, you can infer that an open palm is inviting and friendly. Any gesture with a closed hand or fist is almost always seen as a negative sign.  

In sports, fist pumping is seen as a sign of victory and power. Naturally, opponents won’t appreciate such gestures very much. Any time you are looking to convey positive feelings, avoid using any closed hand gestures. They will send mixed signals to your audience as they will believe you are being aggressive or forceful. 

When sitting, if a person has the palms of their hands on the table, that is palms facing down, you can be sure they are in a closed position. They may be listening to what you have to say, but you will not be able to convince them of your message. 

Similarly, a closed hand is definite indicator that your interlocutor is reluctant to hear what you have to say.

If you see these types of hand gestures in addition to direct eye contact or even some teeth on display, then you had better get ready for a fight. 

If you find palms down but evasive eye contract and/or tight lips, then you might have someone who is reluctant to hear what you have to say because they feel intimidated or concerned about something. This could be an advantageous position for you especially if you are in competition with the other party. 

When a person is sitting with their hands facing upward, like when they are holding a pen while taking notes, you have an unconscious sign of openness and acceptance. This will enable you to get your message across more freely. If you are negotiating with clients or suppliers, this hand gesture will provide you with the signal that your counterparts are receptive to your message. 

If this gesture is couple with direct eye contact and higher than usual eyebrows, you could be well on your way to closing the deal that you are aiming for. Please bear in mind that any time a person is not sitting with their legs or arms crossed, you are already ahead. 

As we have indicated earlier, crossed arms and legs are defensive positions. They indicate that the individual is not open to communicate and is not receptive to incoming communication. That is why many profile photos of professionals send mixed signals. 

On the one hand, you have a smiling well-groomed professional usually dressed in a proper suit. Yet, they have their arms crossed across their chest. This type of position is intended to show that they are friendly yet competent and serious. However, at an instinctive really, they seem unapproachable. As such, the smiling face seems almost menacing as if to say, “give it your best shot”. 

The best profile photos for professionals and business leaders usually depict the individual with their arms open, perhaps holding something, or sitting at their desk with their hands facing upward on the desk. In order to avoid having their hands look strange, they may have an open book and a pen in one hand. Another great accessory is a watch. While the watch itself is meaningless, it just provides symmetry to the image. 

Most of the profile pics you see of business leaders feature a headshot of them smiling and looking directly at the camera. Professional profile pics that seem like the individual was caught unaware are uninspiring and do not transmit and friendly and open nature. In fact, it makes it seem like you haven’t taken the time to come up with a proper-looking profile photo. 

When standing, it is imperative that you avoid putting your hands in your pockets. These is a sign of disrespect in some cultures and will almost always send the wrong message in American culture. If you are giving a presentation, you can hold a marker or clicker in your hands, chest high.  

Also, placing your hands behind your back is an instinctive sign that you are hiding something. This may lead you to lose credibility with your audience as they might believe you are not being totally honest them.  

If you are up on a stage, pacing back and forth is distracting and almost always leads to people paying more attention to your movements that to your message.

It’s best to pick one spot and stay there. That way, you won’t have to worry about distracting your audience from what you have to say. 

On the subject of public speaking, it is always a good idea to avoid turning your back to your audience. While in some cultures it is a total lack of respect to turn your back on someone, it is also a sign of appreciation to always face your audience. If you are writing on a board, you can turn sideways. It might take a bit of practice, but it will pay off as you avoid taking your eyes off your audience. 

One helpful tip is to have a podium. With a podium, you can have your notes and you avoid having to move around. Also, the positioning of your hands is not evident. Although, it is a good idea to avoid holding on the sides of the podium for too long. That indicates that you are not entirely relaxed. A good comfortable position at a podium is always highlighted by good posture, head up straight and face looking forward.  

Other involuntary mannerism such as adjusting your glasses, playing with your hair, or touching your face are all signs that you are either nervous or uncomfortable.

Additionally, it is a great idea to video tape yourself giving a speech as a part of a dry run beforehand. This will allow you to focus on any involuntary mannerism that your audience might find distracting and/or offensive. 

On a personal level, it is always a good idea to keep movements to a minimum when speaking to someone. For instance, avoid having things in your hands, such as pens, keys or even your cellphone. That way, your hands won’t become a distraction.  

Also, as mentioned earlier, gestures such as adjusting your glasses too much or playing with your hand don’t always reflect a comfortable attitude. While you don’t want to seem like an automaton, you do want to make your movements as natural as they can possibly be. That way you can transmit a feeling of interest and engagement when speaking with someone else. 

On the subject of phones, it is best to stay away from them altogether. If you are in a formal business meeting, it is a good idea to just put it away.

Any fidgeting with a phone may lead the other party to feel that you are not interested in the meeting. While this point does not necessarily relate to body language or analyzing people, it’s just good sense to avoid having phones around. 

In personal settings, having a phone on the table is enough to signal to your interlocutor that they are not important enough to get your undivided attention. This is especially true when you are on a date. If you are interacting with someone whom you are genuinely interested in, it is best to just put the phone away.  

One way to get around having a phone on the table is to have it in silent mode. That way you won’t be distracted by incoming notifications. However, this is playing with fire as you may still be tempted to check it every once in a while. 

As such, you might miss important clues that will lead you to misread the situation, or simply send the wrong message to the object of your interest. 

When it comes to advanced body language clues, you really need to pay attention to the subtleties that most folks will let on unconsciously.

If you are keen and pay close attention, you can learn a great deal about the people around you. In a way, you can profile your acquaintances by establishing patterns in their behavior. When you get to know someone well enough, it becomes easy to tell when they are lying or hiding something. 

Of course, reading a stranger is a bit harder since you have no frame of reference. Nevertheless, the general guidelines which we have discussed up to now ought to provide you with enough fodder to equip you with tools you can use to make sense of the people you encounter on a daily basis. 

At the end of the day, the most important thing to keep in mind is that picking up on subtle clues and hints is all a question of practice and experience. Experience is, by far, the most important factor which can enable you to improve your people reading skills. 

Furthermore, it is a great idea to keep a journal, even just a simple one, of the behaviors, mannerisms and gestures you find in people. These notes will help you keep specific details in mind especially when you are interested in really getting a good read on someone.

Perhaps you are interested in getting a very detailed read on your boss. That way, you can learn to navigate their moods, feelings and even anticipate their reactions.  

So, do take the time to make notes on your observations. Your notes will become an invaluable reference down the road especially if you need to influence people around you. Also, notes can help you stay on your toes especially if you are dealing with colorful characters. 

Ultimately, your ability to keep your ideas fresh will help you get into a state of readiness in which people’s reactions will not catch you off guard. As such, reading people’s reactions will become second nature for you. But that all begins with your ability to keep tabs on what others around you are doing. Taking the time to be careful with your notes and observations will pay off in the long run.


Chapter 9

Analyze people

There are lots of reasons why you might want to learn how to manipulate people. You may want to manipulate your partner in order to forge a stronger relationship. You may want to manipulate your coworkers in order to help advance your career. Manipulate at its core, is a form of social influence, it's, therefore, an important skill to have, just in case you find yourself in a scenario where it's needed.

Reading People for the Purposes of Manipulation

To successfully manipulate people, you first have to be able to read them. As we’ve seen, manipulation involves; endearing yourself to the victim, learning how he or she thinks, figuring out his or her vulnerabilities, and selecting and deploying a manipulation technique against them.

Throughout the process, the only way to know if your machinations are working is by observing your target’s reactions. This involves reading his or her body language and verbal cues. If you can’t assess the effectiveness of your manipulation tactic, you won’t know if it’s working, and that drastically reduces your chances of success.

Reading people is about being able to perceive their thoughts and feelings in order to understand or predict their behavior. In order to read people, you first have to understand that everyone is different, so you can't develop a system of reference that is universally applicable. Instead, you have to study the person you are targeting as an individual to understand him or her truly.

The first step to reading anyone is to establish a baseline. The term baseline refers to the way a person behaves under casual conditions; when there is no pressure that forces him to modify his behavior. When you understand a person’s baseline, then you understand their natural behavior. You will know what they like and dislike, how they behave, their general attitudes, emotions, and thinking patterns, etc.

To establish a person's baseline, you have to interact with him several times. You need several "data points: to figure out the person's baseline; if you make judgments based on just one interaction, the chances are that the person may be acting out of the ordinary because of prevailing circumstances that are beyond your knowledge, and so your judgment may be mistaken.

Pay attention to the way the person behaves ordinarily: does he maintain eye contact with you during the conversation? Does he seem uneasy in social situations? Does his tone of voice vary when he is nervous? Do certain topics of conversation make him uneasy?

The point is to get a general sense of the person’s behavior that once you have started manipulating them, you will be able to observe behavioral modifications that indicate the effects of your manipulative actions.

As you try to establish a person’s baseline, you should ask them lots of open-ended questions to get them to open up about themselves. If you create a friendly and comfortable environment, few people will pass up on the opportunity to talk about themselves.

Even introverts will come out of their shells if they feel that you are a warm and trustworthy person.

You should look for inconsistencies in your target’s baseline behavior, and try to find reasonable explanations for such inconsistencies. As you begin to understand how the person behaves under normal circumstances, you will notice certain behavior that is “out of character” for that person; if you can find the cause of the behavioral inconsistency, you might discover a vulnerability that the person has.

Pay attention to “cue clusters” rather than individual cues when you are trying to read a person. If you jump to conclusions based on individual cues, you are highly likely to misjudge a person’s baseline behavior, and you won’t be able to make an accurate assessment of their emotional state later when you are manipulating them.

A good “cue cluster” is one that comprises a sign from at least two or more of the following areas; word choice, tone of voice, facial expression, body language, and the eyes.

To be able to read people accurately, you have to be aware of your own weaknesses and prejudices. It’s easy to form the wrong impression about a person because of cognitive biases that you may have. You need to be able to understand and look past your own assumptions to be able to gather and interpret information that could lead you to figure out a person’s baseline behavior.

Understand that you don’t have a monopoly when it comes to manipulation; there is always the possibility that the other person is looking to manipulate you as well. This means that the person may modify their behavior to create a certain impression about themselves, and you will end up falling victim to your own trap.

Let’s look at body language cues that can help you read your target:

When you are conversing with a person, you can be able to tell how comfortable that person is by the way he/she holds himself or herself. If the person is leaning forward or towards you, with their hands and legs open and in a relaxed position, while holding eye contact, and putting on a smile that feels genuine, you can tell that they are comfortable with you.

On the other hand, if the person you are talking to leans away from you, with his or her arms or legs either crossed or fidgety, all while avoiding eye contact, it could mean that the person is nervous or uncomfortable. Since your aim during the early stages of manipulation is to gain the person’s confidence, you may want to take steps to make them more comfortable.

The face can reveal a lot when you are reading someone. All signs of tension in the facial area are indicators of negative emotions; for example, clenched jaws, tight lips, furrowed brows, and smiles that don’t reach the eyes, can all be interpreted as negative.

You should also pay attention to signs related to personal space. If the person seems comfortable sitting or standing very close to you, and if they are inclined to touch you during conversations, it could mean that they feel comfortable with you.

On the other hand, if the person goes out of their way to put space or even obstacles between the two of you, it could indicate that they are uncomfortable with you.

Now, let’s look at the verbal cues that could help you read your target:

The first verbal cue is the tone of voice. Once you understand a person’s baseline tone of voice, any variation from that baseline could bear important meaning. For example, if the person gets louder than usual, it could be a sign of anger or excitement. If the person gets quieter than usual, it could be a sign of sadness or nervousness. Even without any training, you can be able to tell if a person’s voice conveys sarcasm, anger, passive-aggressiveness, many other emotions; the important thing is to pay close attention.

The second verbal cue to pay attention to is the length of the reply that the person supplies. If the person answers your questions in short snipes, it means they feel you are bothering them, or they are frustrated with you. Long responses often mean that the person is in a good mood and is feeling comfortable enough to engage you in a long conversation.

The third verbal cue is the words that people choose to use. Apart from nouns (people names, the names of objects and places) and verbs (words that specify certain actions), most of the words we use tend to be choice-based (meaning that they could easily be substituted with other words without changing the general meaning of what we are saying). People select certain words in certain contexts because of the underlying mental process. By paying attention to their word choices, you might be able to understand their attitudes and to figure out the subtext of their assertions.

How to Manipulate People

Now that you understand how to read people, you can use the information you gather from reading them to manipulate them. To manipulate someone, you first have to know what you want out of them. Without a clear goal in mind, you might find yourself using manipulation techniques in a way that is counterproductive.

The impression you create about yourself should match the end goal that you have in mind because it’s rather difficult to switch up strategies once you have deployed them.

For you to be a skillful manipulator, you have to be good at deception. Deception in itself is an art form; one that you can hone through practice. To successfully manipulate someone, you have to misrepresent yourself to them, and that means telling believable lies. You have to master your own emotions and to channel them in a way to convey a specific message to your target.

So, in order to manipulate people, you have to practice acting. Some people go so far as to take acting lessons to make themselves better manipulators, but for your purposes, we recommend practicing various emotional reactions in front of the mirror.

There are some people, who tend to be natural actors, and they have the upper hand here, but if deception doesn’t come naturally to you, practicing can go a long way in making you better at it.

Manipulation also requires a lot of confidence. This means you can make yourself better at it if you practice your debating and public speaking skills. If you look for more opportunities to articulate your ideas before an audience in both formal and informal situations, you will become a better manipulator.

Victims are more likely to fall for your manipulation if they see that you are confident and that you express your ideas in a clear way. When people can’t tell if you are lying to them or telling the truth, they’ll use their innate ability to observe your body language; if you put out cues that indicate you are confident, they’ll believe you, but if you put out cues that indicate self-doubt, they’ll assume you are lying.

As you set to stage to manipulate a person, you should mirror their cues in order to connect with them. Mirroring is something that happens naturally between two people who develop a good rapport during conversations. People who are in harmony with each other tend to copy each other's expressions subconsciously.

For example, if you are talking to someone and you touch your chin, if they are in agreement with you, they may do the same without even realizing it.

You can use mirroring to subconsciously indicate to a person that you are in sync with them, and this will get them to trust you. For example, if the person you are talking to leans back on her chair, you can do the same – you have to ensure that you are subtle about it because if they see that you are blatantly copying them, their guard will go up, and you won't get what you want out of them.

Mirroring can also indicate to you whether or not your manipulation technique is working. When you start manipulating someone, you can mirror their emotions. However, after you have made certain requests or suggestions, you can make certain moves and then pay attention to them to see if they are mirroring you. If they are, this could be a positive sign for you.

To manipulate people, you have to be charismatic. The term charisma is used to describe a number of qualities that people find charming or attractive.

A charismatic person is one who, not only comes across as confident but also makes other people feel confident as well.

They have the kind of self-assurance that doesn’t come across as egotistical or boastful.

Charismatic people have a way of making people feel special, and that is important when you want to prime someone for manipulation. When a charismatic person converses with you, you’ll feel like your opinion matters greatly to them.

They will take the time to listen to your interests and pay keen attention to your feelings. Within a few moments of meeting them, you will feel like you are old friends.

To learn to be charismatic, you have to get your ego out of the way. Many people like to be the center of attention, and they spend time talking about themselves rather than listening to people.

When it’s the other person’s turn to talk, many people keep thinking about what to say next instead of analyzing the other person’s verbal and non-verbal cues. To be a charismatic manipulator, you have to consciously remind yourself to keep your ego in check so that the other person feels important enough to open up to you.

Using Manipulation to Get Someone to Grant Your Request

Now that you understand the traits you need to have in order to be a successful manipulator, let's look at how you can manipulate people using some of the most common techniques out there.

More often than not, manipulation is about increasing the chances that someone will say "Yes" to your request even if they are inclined to turn it down. So, how do you turn a "No" into a Yes"? Well. The following techniques might help.

When you want something out of someone, you can start out by making an unreasonable request; then when it’s turned down, you can follow it up with a reasonable request.

Most people are uncomfortable with saying, “No.” The feel bad about turning people down, even if they know deep within that, they have to do it. You can use this in your favor by first asking your target for something that he or she is sure to turn down.

For example, at work, if you want your colleague to do you a favor, you can start out by asking for something major (egg something that is time-consuming, very involving, or very difficult). When they inevitably turn your down, you can then ask them to help you out with something that will take about 20 minutes (this will be the thing that you wanted all along). Even though they had no obligation to comply in the first place, they think of this as a bargain, and they’ll do what you want without complaining.

This manipulation technique can also work in relationships. For example, if you want your partner to have dinner with your parents, you can first ask him to spend the whole weekend with them. When he comes up with a bunch of excuses for why he cannot do it, you can then "compromise" by asking him to have dinner with them instead. He may see this as a good deal, and you may get your way.

When you are dealing with a stranger, instead of making an unreasonable request (one that your target is unlikely to comply with) you can make a small request (one that would take very little effort to fulfill) at first, before you follow it up with your real request. Psychologists have discovered that when you do a small favor for a stranger, you immediately feel invested in their wellbeing.

For example, if a stranger sitting next to you at a bar asks you to pass the pretzels, you will feel more inclined to engage with them if they start a conversation with you. If someone on the street asks you what time it is and you tell them, you are more likely to sign their petition if they ask you to do it. Many seasoned manipulators (egg pickup artists, conmen, etc.) have perfected this technique, and they use it to build relationships with strangers every day quickly.

You can manipulate people using the “fear and relief” technique. Here, if you want to get something out of someone, you first have to make the person afraid of the worst-case scenario. Secondly, you have to provide relief to that person.

When the person feels relieved, he or she will be happy with you for providing relief, and they’ll grant your request as a way of reciprocating what you’ve done for them.

For instance, at work, if you want your colleagues to do something for you, you can make her afraid of losing her job, reassure her that she will be able to keep her job, and then ask her to do you a favor. This often works well where the manipulator has power over the victim.

For example, if the manipulator is the boss, he could call his subordinates into the office, criticize her work (by indicating that it’s wanting and that submitting poor quality work is a fire-able offense), and then offer to let her off the hook with a warning. After that, the boss could ask the employee to come in during the weekend, and after the fear and relief, the employee will be inclined to say yes because she feels like she owes her boss.

You can manipulate people into doing what you want by making them feel guilty. Guilt works particularly well if you are dealing with a target that is emotionally invested (either in you or in something else). As a manipulator, even if you are dealing with strangers, you can easily tell if someone is prone to feeling guilty all the time. Most well-meaning people feel guilty about the injustices that happen in society, so you can use that guilt to get things out of them (this explains the prevalence of fake charity scams on the internet).

In interpersonal relationships, guilt can be used as a manipulation tool as long as there is some emotional investment. Parents can guilt their children into doing certain things and vice versa.

In romantic relationships, you can use guilt to manipulate your partner by making it seem like certain actions are a test of their affection for you.

For example, a woman who wants her boyfriend to do her a favor may use guilt against him by saying, “If you really loved me, you would do this.”

When her boyfriend hears this, he feels guilty about not showing enough love and affection for his partner. Even if he says "No" at the moment, he will ruminate over his decision, and he may find himself changing it later.

You can also use people’s sense of reciprocation to manipulate them to do what you want. We all have an innate sense of reciprocation; when someone does something for us, we feel the need to return that favor by doing something for them (either immediately or at a future date). This is a vital part of the “social contract” – without this innate sense, it would be very difficult for people to get along.

When manipulating people, you can use their sense of reciprocation against them in a number of different ways.

First, you can do them a small favor, and then ask them for a big favor. The disproportionate nature of your request does not negate the person’s sense of reciprocation.

For example, you can invite someone out to lunch, pay their bill, and then ask them to lend you lots of money.

Even if the cost of the lunch is tiny compared to the amount of cash that you are asking for, in the person’s mind there’s going to be a lingering feeling that “one good turn deserves another” and they are likely to give you the loan you wanted all along.


Chapter 10

Common manipulation techniques

Ultimately, manipulation techniques run rampant. While not recommended when keeping things ethical, it is important to understand some of these commonly used manipulation tactics. When you can recognize them, you understand how to avoid them, which is crucial when attempting to remain unmanipulated and unbiased. Here are nine common ways people will attempt to manipulate to get their desired results.

Convey High Expectations

When conveying expectations, you can sort of sway where the goalposts are to motivate the other person to go further. It is often known as moving goalposts — you start with relatively low expectations and slowly work yourself up to higher ones.

You do this in increments, slowly working up to whatever it is that you truly wanted.

This works the way it does because people are not likely to agree to do something that is a hassle for them. For example, if you are going to ask someone for a favor and want them to fix your entire car, you may first start by asking if they could do an oil change for you because you are unsure how to do it.

You may even word it as asking if they can show you how to do it. When they are under the hood of the car, you could ask them to take a look at the spark plugs too, because you have some but are unsure how to change them. When they agree to do that and are already down underneath your car, you may ask them to do some other menial task related to it as well, and slowly work your way through parts of your car that require attention.

Eventually, the other person will have done plenty of the work with no effort on your part. This works because once people have said yes, they feel like they cannot say no to the related tasks.

They likely would have said no had they been given the laundry list of repairs you wanted done to your car, but because you slowly raised the bar, asking for more and more over time, they were more easily swayed into doing it all.

The jump from doing an oil change to doing an oil change and checking the spark plugs is not asking very much. By adding several small tasks to the list, the task was made exponentially longer, and the person felt trapped into agreeing to do it all. 

Controlling Body Language

As briefly touched upon before, body language can essentially be hijacked, convincing other people to believe and do certain things based on how you move yourself. You begin this process through mirroring.

Remember, mirroring involves you mimicking the small motions of the other person. Do not do this too obviously, or the other person will get the feeling that you are copying them.

You want it to be hardly noticeable. For example, you could start by taking a drink immediately after they do, or by adjusting your sitting position every time they do.

These small signs are important cues for the other person — they tell the other person that the two of you are sort of synchronizing, and as you do this, you will be able to begin controlling the other person as well. 

When you notice that the other person is beginning to mirror you when you move, you know you are ready to take command of the other person. You can do this with subtle cues to sort of guide the other person into doing other things for you.

For example you could lead the conversation, leaning forward when you are ready to speak and cuing the other person to stop and listen, or by using a quick gesture to cue for the other person to follow you. There are several body language cues you can take that will make the other person do certain things at this point.

When you control the body language, you essentially control the duration of the conversation, when you speak or are answered, and how long you stay in one area, essentially granting you control over the other person.

Create Behavioral Consistency

Similar to consistency and commitment in persuasion, you can manipulate people into obedience and submission through creating behavioral consistency. People want to feel consistent when they are doing things, and by getting an individual to do something once, you are far more likely to get them to continue doing so in the future. This is because people crave and value consistency.

If you wish to use this to manipulate people, the key is in getting the initial commitment. Once you can get that initial commitment, the likelihood of the person continuing to commit out of pressure to seem consistent will get the result you want.

The person’s willingness to obey and be consistent does all of the motivation, as they want to be seen as consistent by everyone around them — if they are known as the person who is flaky or unpredictable, they know that will hurt their social presence, and they do not want that.

If you wish to use this tactic, then, get the initial commitment by whatever means necessary and then continue to ask for whatever it is they committed to. Not only will the tolerance for your request build over time, but the societal expectation to conform will also keep the person in line.

Social Norms and Pressure

People frequently conform to social pressure — this was even one of the principles of persuasion listed earlier. It can also be used to manipulate or coerce other people into conforming as well. This is frequently seen as peer pressure, in which those around an individual are all doing something so the individual feels the need to conform as well.

The reason this works is that the other person feels as though they want to be a part of the group. People do not enjoy being isolated or ignored, and because of that, they try to be a part of the in-crowd, so to speak, even if that means sacrificing their own values. This is because people have two distinct needs that this preys upon: The need to be liked and the need to be right. They feel as though the crowd, which is full of people doing the same thing, must be right, and they want to be liked. The default answer then is to default to what the crowd is doing in order to be both right and liked. 

This is often done in order to keep people in line with whatever the individual manipulator wants. He may appeal to social norms and pressure if you are voicing discomfort or trying to resist whatever is being requested, through dropping names of people you know around you, or those who are famous, who have done whatever it is that he wants you to do.

For example, if you are buying a car and he is trying to sell you on a specific model, he may voice that some prominent celebrity just bought one, as did two other people that you know of, hoping that you would feel the need to conform. This can also be done in more abusive ways, such as telling an abuse victim that the behavior is normal, and that other people are willing to do it, implying that maybe he will go find someone else to do whatever it is he is asking if the person wants to keep resisting.

Repeated Exposure

Through repeated exposure, the tolerance for something goes up. Think of this as similar to how a drug addict’s tolerance level for a drug goes up with every usage. This works for other concepts as well — as the person adapts, the tolerance goes up. Often seen in abusive relationships in order to manipulate someone to stay, you may see someone start with a lower exposure to violence or abuse. Perhaps it is name calling, followed by an apology.

The next time, it may be name calling without an apology, and slowly work its way up until the victim suddenly finds that the abuse has escalated well beyond simple name calling.

This can be used in other contexts as well — you may be able to convince someone to believe something through repeated exposure to the thought or opinion. For example, if you feel really strongly that the color that is clearly the most supreme color out there is a very specific shade of yellow, but your partner disagrees and likes another color altogether, you would slowly begin exposing your partner to that specific shade of yellow.

Over time, the partner would become more accustomed to the shade of yellow, and may eventually even begin to prefer it, especially if you began exposing your partner to it while pairing it with something pleasant, such as a hug and a kiss when exposing them. The partner may begin to associate the color with the pleasant experience of getting a hug and kiss, and grow to prefer it.

Of course, that last example is somewhat nonsensical, but it encompasses the concept.

Through repeated exposure to a thought, feeling, item, opinion, or behavior, the person begins to tolerate it more. Eventually, depending on what it is, it may become preferred, especially in the idea of thoughts and feelings.

Wording

Wording can change how you perceive something happening in the moment. It is very easy to sway someone’s opinion simply by changing the way you word things. You can share specific parts of facts while choosing to leave out others, or use other ways to word things to make it seem one way, even if it is another.

You frequently see this in politics, with the politicians wording things that shine them in the best possible light in hopes of getting elected or getting whatever votes they were going for. 

The manipulation of facts can be perhaps the most dangerous of the ways words are manipulated. These choose specific, ambiguous words in order to make it unclear what is being said. This allows for some level of plausible deniability without making it clear how the person stands one way or the other. For example, a politician may be asked a question, but answer it in a way that does not quite answer the question directly, but rather indirectly and not quite in the requested context.

The reason for this is that they can then deny what is being said. For example, if you ask a politician whether a policy would raise taxes, they may answer instead that the upper class will pay more in taxes while the middle class pays less gross in total expenses. This does not answer whether taxes would be raised, but only answers that the middle class is paying less on whatever was being discussed.

This is done so when someone says that the politician has said that the middle class is paying more in taxes, they can deny and say that they have said no such thing, and the middle class will be paying less overall than they were before. They will then deny and redirect to some other topic instead, choosing to avoid the topics they believe will make them look unfavorable or as an undesirable candidate for whatever they are trying to get.

Motivate through Limitations

Again retouching upon scarcity and limitations that played a key part in persuasion, manipulation can also involve limitations. When things are limited in some way, shape, or form, they suddenly seem more appealing. This can be the last slice of pie in the fridge, the limited edition drink at the local café chain, or even a behavior you were specifically and explicitly told to avoid doing.

All of those are different types of limitations, and all of them then spur you to attempt to get whatever has been limited. 

There are three distinct reasons we react in this way: psychological reactance, loss aversion, and commodity theory. Each of these are relevant when things become limited and they motivate you in different ways. 

Psychological reactance refers to feeling as though you have been limited and deciding to resist it in some way. You are reacting to being limited and instead feel as though you need to do whatever that thing that was removed.

It is essentially reverse psychology, in which you tell someone not to do something in order to get them to do it. By removing choices that they had, you trigger a resistance.

Loss aversion refers to our fear of losing things, even if the thing we are losing is something we never really wanted. This is why people are more likely to buy something when they realize it is scarce, because if, on the off chance, they decide later that they want it but cannot have it, they feel they will regret having not bought it in the first place.

Lastly, commodity theory refers to the fact that people see things as inherently more valuable when it is limited. They value it more simply because it will not be available in the near future, even if it is something they will not care about when it is readily available.

All of these work together and allow for you to manipulate or influence people into doing what you ask.

For example, imagine you want someone to deal with the dishes while you are at work. You can tell them, “Hey, don’t do the dishes while I’m at work — I’ll do it later when I get back in between my homework and other responsibilities.”

You essentially limit the other person’s behaviors, and they may be compelled to do the dishes simply because you have drawn attention to them. You can also convince people to eat the last of something simply by voicing it is the last and seeing how everyone reacts. People are bound to enjoy it more when it is the last of the item, and people will be scrambling to get it. That’s a great way to clear the leftovers from your fridge before they expire!

Tit for Tat Behavior

Tit for tat behavior refers to the tendency to return what you are given. If someone gives you a dirty look, you are much more likely to return the glare than you are to smile back. Likewise, if someone smiles at you, you are likely to feel inclined to smile in return. This sort of return exchange back and forth is referred to as tit for tat, in which people return what they are given, or they expect an equivalent exchange for them. 

This refers to the power balance that exists within relationships — there is always some sort of level of selflessness vs. selfishness or competitiveness in every relationship to different degrees. Some people will be far more competitive and demand equality, in which they seem to create a sort of scorecard in which they are able to use to justify and demand certain behaviors in return.

They may demand that their partner gives them a foot massage because they have given three that week and it is their turn. This scorekeeping leads to resentment and conflict.

However, when tit-for-tat is used more selflessly, in which people are constantly acting in ways that are beneficial simply because they wanted to do something nice for the other person, they tend to be happier.

This can be used to manipulate others easily — give what you want to receive in return. If you want your partner to be affectionate, respond first with affection. If you want help, respond first through helping the other person. 

The interesting part about this manipulation tactic is the tendency of psychopaths to use it. Those who are rated higher on tendencies toward psychopathy are far more likely to always defer to the negative.

Think of the prisoner’s dilemma — in the prisoner’s dilemma, people are given two options: they can defect or they can cooperate. If both people cooperate, both prisoners get a 5 year sentence. If one cooperates and one defects, the one who has denied gets a 10 year sentence while the other gets to go free. If neither people speak and both remain silent, however, they each serve 2 years.

The two prisoners, being held in separate rooms, have to decide what to do without interacting with each other. 

This experiment is done frequently to see what people would naturally tend to do, and often, psychopaths will frequently defect, regardless of whether the other person attempts to cooperate repeatedly. The psychopath does not care about tit-for-tat and only cares about getting the best possible result for himself.


Chapter 11

Learn from Mistakes

I keep promising that I will not make a mistake, such as leaving a tap running, only to find that I have done the same thing the next time I turn on a tap. I am confident that I am not alone, and many of us keep repeating our mistakes from time to time. 

As you may have realized by now, repeating mistakes can be quite an expensive affair. In my case, it blows the water bill through the roof and makes those living with me unhappy, which is to say that the mistake takes away the joy in my home. Mistakes could cost you the relationships that surround you, cause people to lose faith in you, or cost you grand opportunities like scholarships. The good news, however, is that you can pick up lessons to help you avoid the same trouble in the future. 

Below are the ways through which you could learn from your mistakes:

1.Acknowledge the Errors

Most times, when people apologize, they tell others, “I am sorry you feel that way,” or “Too bad things did not work out as you had hoped.” However, statements like these disguise blame and minimize the individual’s contribution to the mistake that happened, and this is not helpful to anyone. 

Before you can derive lessons from your mistakes, you must first acknowledge that the mistakes happened and accept the role that you played. 

2.Reflect on The Mistakes 

Although it may be uncomfortable to dwell on the mistakes, it is important that you reflect on them to understand the situation better. Ask yourself what went wrong, how you should have handled the situation, what you could do to change the results presented with the same circumstances, and the lessons you derived from your experience. 

Put down all this information because as you do it, you will gain better clarity of the situation. You will also think better about what should have been done so that you can come up with better strategies you can use to handle a similar situation. 

3.Have A Plan

It is no use dissecting events and drawing lessons from them if you are not going to use the knowledge you gained to help you in the future. The essence of remembering the past is to equip you so that you can handle the circumstances in the future.

Therefore, come up with a plan that will keep you from making similar mistakes. Let the plan be with as much detail as you can. However, be flexible in your mind, knowing that circumstances could change quickly, and you would need to think quickly on your feet. 

If you can find an accountability partner to help track your progress, take up his help. If you can’t, use your calendar by marking on it the days by when you should have made certain progress. 

4.Put Stronger Barriers

This time, you are going to have to make it harder for you to make mistakes. Your willpower and your resolve to avoid the mistakes are not enough guardrails because you are likely to go over those when you need instant gratification. You need extra protection to make messing up harder. 

For example, if hanging out with a group of people causes you to do the wrong things, try deleting their phone numbers and avoid the route they usually use. If you physically or emotionally abuse your woman whenever you two argue, consider walking out to take a walk whenever a situation gets heated up, and you want to start lashing out. 

5.Have Strong Reasons Why You Do Not Desire to Repeat the Mistakes

Your will and desire not to repeat doing something are not enough to keep you from doing something, from indulging in things that you shouldn’t.

Come up with several fundamental reasons why you need to stay on track even when faced with the hardest temptations.

For example, if you want to stop using drugs to be a good example to your children, carry with you a picture of them everywhere you go so that whenever the urge comes up, you will look at your children and remember the reason for which you must remain sober. 

The more you are able to put restrains, the easier it will be for your will to get stronger. Your mental strength will increase. 

6.Move Forward with The Knowledge You Have Gained

Use the knowledge you have gained from previous mistakes and practice the self-restraint you have learned in other issues and spheres of life. Use your experience to teach you how to take up good behavior and shun evil habits. 

Lessons You Are Likely to Learn from Your Mistakes 

After reflection and thinking, here are a number of lessons you might learn from your mistakes. 

1.You Don’t Know Everything

People who think that they know everything often make the most grievous mistakes. People call them idiots. Every time you fail to listen to others who are smarter than you or when you know to do better, but you go ahead and do what you ought not to do, you are an idiot. 

Idiots need to understand that life is not about impressing others and displaying their huge egos. To be anything in life, you are going to have to work well with others, and doing so will require that you have the right attitude, one that is borne out of being humble.

People who refuse to humble themselves, life humbles them, and it often isn’t a pretty sight, 

2.You Might Not Be as Impressive as You Thought

In life, you will realize that there is someone smarter, stronger, cooler and much better looking than you. I can promise you that. Therefore, stop going around, thinking that you are the best.

Do not compare yourself to other people; be you and work on yourself.

3.No One Is Responsible for Your Happiness

Although people may be taking care of you, they are not responsible for your happiness. Your parents, foster parents, siblings, coworkers and other people in your life are not responsible for you. You are already grown, and you need to take responsibility for who you are, how you feel, and how you turn out.

Whenever you are not happy with your life, do something about it rather than pouting and blaming others for how your life is.

4.Avoid the Company of Losers

Some people are not interested in getting the same things you want to get out of life. Some are only living life as it comes, with no particular vision or drive. People like these are losers. They may be good buddies, to some degree, but they are the wrong company to keep. Surround yourself with people who are walking the path you are walking so that you can help each other on the way.

People who do not have a sense of direction will only delay and possibly cut off your progress. 

5.It Is More Pleasurable to Go the Long Hard Way 

Many people tend to avoid the long way and take short cuts; no many choose to do the hard things. For example, some would rather cheat and swindle others rather than find a job. Others take pills to lose weight rather than work out and improve their diet.

These people do not realize that the hard things are the ones that bring more returns to your life.

In addition, when you successfully do hard things, it brings a lot of pride and satisfaction to you. It produces a sense of accomplishment that cannot be found when living the easy life. 

6.It's More Peaceful to Be Alone

One thing that requires maturity for individuals to realize is that your company alone is enough. You do not need someone else to enjoy yourself and be happy. Of course, you must interact with others in the course of your day, but you must not need them to avoid feeling lonely. If you cannot bear to be alone, that is a dangerous sign. 

Time alone gives you time to think and reflect on yourself. It helps to bring out the strong independent person that does not need the opinions and validation of others to live. 

7.There Rarely Is Enough Time 

When young, in your teens, there seems to be an endless supply of time.

You feel that you can do anything, and still, have time to make up for the mistakes you make.

However, as you grow older, you realize how limited time is. You realize that there is no time to lose hanging out with the wrong company, working at a job that makes you miserable, postponing your happiness, and doing a whole bunch of things that make you happy.

You will want to spend your time more wisely, more productively, doing things that are of benefit to yourself and others. 


Conclusion

Persuasion is one of the most important aspects of communication. It is necessary to convince others to listen to you in order to get them to work for you. To help you develop and hone your persuasion skills, this book should provide you with ample material designed to get you started on the right foot.  

To start off, it’s wise to understand the 6 basic principles or “weapons” of persuasion Cialdini describes, especially if you are in a commercial or marketing environment. They will help you understand the basic human psychological tendencies in behavior when it comes to influence and identify when you can employ them into your own situation. These principles have been tried and tested and accepted universally.  

All human beings are motivated by one aspect of life or another. According to John Maslow, humans tend to follow a hierarchy when it comes to attaining life’s goals. Understanding this hierarchy can help you lead a better life.

Once you are aware of these basic physical and psychological motivators you will be able to assess people much more efficiently and have a better idea of what they may respond to.  

There are different types of persuasion techniques that can be used to influence others and each one is applicable in a particular situation. All of them are based on theories that have either been tested through scientific study, my own personal experience and many times a combination of both. These include tactics such as “Reversal Tagging/Counter-Attitudinal Advocacy/Anchoring/Hurt and Rescue” just to name a few.

Understanding them and using them in your daily life can help control situations to a certain extent and persuading others to listen to you. But consistency of application will be key and practice essential.  

There will be many different situations that will arise in your day-to-day life where you will be required to use persuasion techniques. Being aware of these situations will prepare you to respond in a manner that will turn it around for you and work in your favor.  

My life has been filled with high-pressure situations of all descriptions and in order to stay in control and remain in command of them, I had to make use of a certain skill set that supersedes normal and everyday discourse.

Your communication needs to be crystal clear; you need to be well prepared having done your homework. You also need to be adaptable and while all of the time controlling your emotions. These skills should be developed as they are not inherently present in everyone.

However with a little dedication and effort in the right direction, you will be able to develop and hone these skills so you can handle these high stakes situations when they come around.  

It is no secret that everybody loves a charismatic personality, gravitas is difficult to defeat when it comes to the persuasion game. So you must try to develop your charms and use your personality to influence others where ever you can.

There are certain basic personality enhancing elements to develop that will guide you through the process of persuasion such as improving vocal expressions and gestures, dressing the part and becoming a great story teller.

Developing a strong personality can, in fact, make it extremely easy to influence others, as half the work will be taken care of for you.  

Small talk is another important skill to develop in life. It’s the glue in the fabric of conversations that allow you to move seamlessly from topic to topic. It also allows you the opportunity to talk with complete strangers or garner information you otherwise wouldn’t have gotten.

You must engage in small talk with everyone and anywhere you go. Keep it as interesting as possible and with time and practice, it will become progressively easier to carry out and your conversations will be exponentially more fruitful as a result. When it comes to high level communication it is important to maintain the right type of language when you come in contact with people.

What you say will say a lot about you, so make sure your vocabulary is broad and strong enough to stand the test. It’s not always about good or impressive language either, it is equally important to taper what you are saying to the current audience.

Use the lexicon and phrases they would use. Also never underestimate the impact of impeccable greeting and goodbyes. These are the things that people will remember the most so don’t waste them with weak introductions or forgetting people’s names.  
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PART I


Introduction

We have many wishes in life but most times we wish we had the power to see through people and know their intentions towards us. Are there times when you look at a person and immediately think you have them figured just by that one look? Did you guess turn out to be right or wrong? Or did you make some mistakes about some little details of the person's personality?  

Whether you successfully predicted this person or not, you just tried to analyze them. There are people who are very adept at this and to them, analyzing people is as simple as drinking juice. Yet there are those who wish to have the skill. After all, if you can analyze people, you'll be able to know certain things and how to approach people. You can tell if your boss is in the right mood to hear you talk about that badly needed raise. If you can analyze people you will know when your parents are in a bad mood and know that it isn't the time for you to let them know how you scratched the car. When you can analyze people, you will use the knowledge to your own benefit.  

There are several errors people make when they analyze people. You could be making one of those: 

1. Ignoring context

Before you read meaning into actions by somebody, you have to be sure that you're not just forcing meanings into things. If a room is cold or the individual is sitting on a chair without armrests, you will not be doing yourself a favor if you think someone with a crossed arm has another motive. Be sure that anything you think will pass the commonsense test based on the environment you're in. So, consider the environment. Before you count something as a clue ask: "is it normal for someone in this circumstance to behave this way?” 

2. Not noticing clusters:  

If you're looking at a person and trying to see just one thing that will give you all the information you need, then you're wrong. In life, you can only properly analyze someone by noticing the consistent group of actions that they display like touching the face, sweating, and stuttering. When you notice this combined behavior, then you can start deducing why they behave that way.  

3. Not creating your baseline 

When someone is always jumpy, you can't deduce anything from it because they are almost always like that. But if they stop moving without being prompted, you can then ask yourself if this is the way they normally behave.  

4. Not paying attention to biases 

When trying to analyze a person, some things can affect the way you see them. The way you judge them will be affected if you already like or dislike them. If these people have showered you with compliments before or there is something quite similar between you and them or they are attractive, you can find yourself being biased in reading them. And even if you think those things do not really affect you then you're more biased because you won't be able to notice when you are.


Chapter 1

The Art Of Analyzing People

Most people focus only on the verbal aspect of communication when analyzing people. I can liken this situation to a blind man trying to describe what someone looks like. It’s impossible to fully grasp the full content of a message if you only focus on a small percentage. How can you get the whole picture?

Why don’t we check out this scenario to show you just how powerful and innate your body language is? Let’s say you are on vacation in Paris. You booked a place to stay for the duration of your visit. After a nice wash and a little nap to cure your jetlag, you set out to explore the beautiful city. Upon returning to your room, you find an erratic gun-wielding man facing you. He snarls something in French. As he cocks the pistol and waits for your reply, would you search for your English-to-French dictionary to translate what he said?

How Does Body Language Reveal Your Emotions and Thoughts?

As mentioned earlier, you cannot hide your body language. You will always communicate it to the other party one way or another. Your body language is an outward reflection of your emotional state. This is the key to knowing what the other party is going through. Sometimes these body signals are highly noticeable.

For instance, a woman who is self-conscious about a few extra pounds on her thighs may smooth her dress down repeatedly; someone who is scared or defensive might fold their arms or cross their legs. Sometimes, a man conversing with a big-breasted woman will consciously avoid gazing at her breast while unconsciously making groping gestures with his hands.

You know that the key to analyzing people is being able to understand their emotion while paying attention to what they are saying and taking note of the circumstance under which they are saying it. In simpler terms, you will know how to separate fiction from facts when you take and observe beyond what the person is saying.

A classic way of trying this out is by studying the body language of those close to you. You will find out that their hand and body movements portray their inner feelings. Australia’s former Prime Minister, Bob Hawkes, uses his hand gestures to reveal the issues in his mind. Here’s an example of this: Bob Hawkes once defended the increased pay for politicians by drawing a comparison between their salaries and that of company executives. In his speech, he claimed that the pay increase for politicians was smaller when compared to the massive rates at which company executives are being paid. To many people watching this press conference, the prime minister’s speech seemed sincere and sensible.

You will find an interesting contradiction to his speech when you observe his hand gestures. Each time Hawkes mentioned politicians’ income, his hands were about one meter apart. On the other hand, he held his hands only a foot apart when he mentioned the salaries of executives. So what does this tell us? His hand distances divulged that he felt the politicians were getting a better deal than he cared to admit.

Why Women Are More Intuitive than Men

When we say someone is intuitive, we are simply referring to their unconscious ability to read other people’s body language and compare it with the verbal cues. Being “perceptive” enables you to spot the contradictions between someone’s verbal and nonverbal cues—I call it a bullshit detector.

Sometimes, people refer to this ability as a “gut feeling” or as a “hunch.” For instance, you might have a hunch if someone is lying or hiding something from you. The ability to spot these contradictions or lies has given rise to what many people refer to as a woman’s instinct.

This intuition is more pronounced in women who have raised children. For the first few years of a child’s early life, a woman has to solely rely on nonverbal cues to effectively communicate and decipher the child’s needs. Now, this is the point where you ask for proof of these assertions. Let’s start with a research conducted by psychologists at Harvard University. This group of psychologists was able to prove that women are generally more perceptive than men. How? By showing a short film with the volume turned off. The participants were asked to decode what was happening by reading the characters’ expressions. Women were able to read the situation accurately 87 percent of the time while men were only able to get it right 47 percent of the time. Although men in occupations such as nursing and acting also scored well on this test.

Universal Gestures

Have you ever wondered why people exhibit the same gesture to show a particular emotion, irrespective of their culture or geographical location? For instance, people smile when they are happy, and they scowl or frown when they are unhappy or sad. Here’s another example of a universal gesture that seems to be wired into our DNA: we all nod in affirmation to a certain action. Conversely, we shake our head from side to side when we don’t agree with something. Many children adopt this gesture at infancy when they learn to shake their head from side to side when they’ve had enough of their mother’s milk. In this way, the child quickly adopts this gesture as a way to show a negative attitude or disagreement.

Let’s examine another universal gesture—the shoulder shrug. This is a good example of a universal gesture that is used to show that a person doesn’t understand what you are saying. It consists of three main components: a hunched shoulder to protect the neck region from being attacked, an exposed palm to show that nothing is concealed, and a raised brow which signals submission. The answer to these common or universal gestures perhaps lies in our evolution. The smile in primates, for instance, is coupled with non-threatening gestures to show submission. The sneer is a threatening gesture exhibited by primates to show displeasure and a possibility of attack. Although humans are less likely to attack with their teeth, they also sneer to show displeasure.

You don’t need any mind-reading skills to read these universal gestures. These gestures are ingrained into the core of our being. Just as how we have different verbal languages, there are also body languages that differ in each region. Whereas one body language might be holding a meaning in one culture, it may be meaningless in another.

As mentioned in the introduction, somebody’s languages might be harmless in one culture and offensive in another.

Let’s focus on how to get an accurate analysis of people’s body languages. To accomplish that, you have to follow these three golden rules.

Golden Rules for Analyzing People

It is so easy to get things wrong when analyzing people. What you see, the nonverbal cues, might mean and translate differently from what you think. Reading body language is more than the basic gestures. To avoid making wrong assumptions, these three golden rules will help mold your skills.

Don’t Read Individual Gestures

Here’s one of the first mistakes you can make when analyzing people. It is often wrong to analyze gestures individually. Most times, individual gestures usually have no meaning and are inconsequential to the overall body language of the person you want to analyze.

Just like verbal languages, body languages come with all the rudiments of grammar—words, punctuation, and sentences. Each gesture is like a word, and as we all know, a word can have a myriad of definitions. For example, scratching the head comes with lots of meaning—dandruff, forgetfulness, lying, or just a childhood habit. Perhaps the subject’s mother may have patted his head a lot during childhood, and the habit stuck as he or she grew up.

Therefore, it is only until you put the individual gestures (words) into clusters (sentences), that you will be able to reveal the truth about the person’s feelings. Never forget that you need to have a cluster of body languages before you can accurately analyze people.

To support our point on clusters, let’s examine a body language cluster of someone who’s interested in what you are saying. Imagine you are sitting across an interviewer whose body language exhibits the hand-to-face gesture. This body language involves sitting with your legs crossed (defensive position), your index finger pointing up the cheeks, your thumbs supporting the chin, and another finger covering the mouth.

When you combine these individual gestures to form a body language cluster, you can safely arrive at the conclusion that the interviewer doesn’t like what he or she is hearing. What’s more? The cross-legged position shows that he or she is holding back negative feelings. At this point, you should know that there’s little chance of winning over the person.

Search for Harmony

Do you remember the phrase “Actions speak louder than words?” Yes, your actions speak about ten times louder than your words. Therefore, when your body language is not consistent with what you are saying, perceptive people, are likely to spot the discrepancy.

Let’s go back to the example in the first rule. If you were to ask the interviewer to give an opinion on what you said earlier and he replied that he disagreed with you, his body language will correlate with his verbal statement. In other words, his body language is in harmony with his verbal sentences. However, if he said he agreed with what you said, there’s a high chance that he’s lying since his body language is not in harmony with his words. And that is one of the steps in detecting a lie.

Why don’t we look at another scenario before we proceed to the next rule? Suppose a speaker is standing on a stage, speaking confidently with his arms crossed (defensive position) and his chin pointing toward his chest (hostile position). In this position, if the speaker is telling us about how open and receptive he is to new ideas, would you believe him? What if he tries to assure you of his caring and gentle nature with his fists clenched and repeatedly hitting the lectern? By observing the disharmony between his verbal sentences and his body language, you will be able to detect that he is insincere.

Read Gestures in Context

What would you think of when you see someone sitting at a park with his chin down, and legs and arms crossed? You might probably say he is being defensive and being insincere. Well, congrats, since you now understand how to read body language clusters.

But wait a minute! Before we put the final stamp on your conclusions, why don’t you observe the gestures in relation to the environment? What if it was a cold and windy day and the person in subject was trying to shield himself from the elements? So when you take the environment and circumstance into consideration, you will be able to create an accurate analysis of people. What if the subject assumed the same position in a library? Then you can safely assume that the subject is being defensive.

Recognize and Decipher Quirky Nonverbal Cues

As I mentioned earlier, there are universal body languages that are not specific to a group of people. These universal signals are easy to detect and analyze. You should know that there is a second type of nonverbal signal that’s limited to an individual. This is referred to as a quirky nonverbal cue.

Mind you, these less popular signals are hard to detect and are often associated with behavioral patterns formed out of habit. To detect quirky nonverbal cues, you have to search for behavioral patterns in the people you interact with frequently. It’s hard to detect these with those you are meeting for the first time. The longer you interact with someone, the better your chances of discovering that behavioral pattern upon which you would base your analysis.

For instance, if a colleague always scratches his nose and bites his lips before going into your boss’s office, it might be a reliable quirky nonverbal cue that speaks of his nervousness. Undoubtedly, these nonverbal cues have become his personal gestures to show how nervous or flustered he is.

Try to Establish Baseline Behaviors

Establishing a base behavior is a critical rule in analyzing people. When you interact with people in your workplace, parties, hangouts, or family gatherings, try to get a grip on their baseline behavior. In simpler terms, try to understand their normal phase—how they act without any pressure or external stimuli.

Start by studying their normal sitting posture, the usual position of their feet, their common facial expression, their posture, and the tilt of their head, where they place their personal belongings, and so many other nonverbal tics. Mind you, this is not for you to start acting all creepy around those you interact with, or else they will tense up around you.

The goal is to know how to differentiate their “normal” face and stressed-out face. This rule is not limited to those you are familiar with; you can also apply this rule to strangers. At the start of your interaction, you should note the “starting point.” Establishing a “starting point” or baseline will help you gauge if the person has deviated from it.

The Trick to Becoming a Better Reader

You don’t have to wait until you have a crucial meeting with someone before you can put your body-reading skills to use. Continuous practice will improve your people-reading skills. Every day try to devote some time to studying people’s body language and compare what you see with the indications in this book. Also take the time to be aware of the verbal and nonverbal cues that you are emitting. Often times, the body language you get from a person will be a mirror of yours.

Attend parties and business meeting to help you study the flow of human communication. This will help you identify the powerful voice, the sly, and the cowed ones. Watching videos is another interesting way to hone your people-reading skills. Turn down the volume and try to analyze what the flow of conversation is by interpreting their body language. Mind you, this is different from lip reading. Learning how to analyze people through their body language will liberate you from those who seek to manipulate and dominate. It brings you the epiphany that others are also doing this same to you—reading your body language. It teaches you to be more sensitive to other people’s feelings and to connect more with your peers and loved ones.


Chapter 2

Understanding The Self

In order to properly analyze others, it is important to seek understanding with your own body movements. In social settings, the way we position our body can be the difference between making friends and repelling them. Since we cannot see our body movements as well as others, it’s important to become in tune with your feelings and perception. Many times, we may not even realize the silent signals we are giving off. Sure, we have the ability to speak our emotions, but we all know that the truth is seldom spoken. 

Science has proven that we emit energy that can be detected, and is even contagious. When your inner energy is feeling tired or bored, your outward appearance will give evidence of that energy despite how “excited” you say you are. Technology has given us the grand opportunity to display rejection with the simple glance down at the phone. For example, when a friend is telling you a story that you are 100 percent not interested in, likely you will reach for your phone and begin scrolling. Your words are saying, “Uh-huh,” occasionally, but your demeanor speaks volumes. You may believe you are listening when really you are showing outward disdain for your friend. This sign is often taken as disrespect and could create distance in the friendship.

Another common sign is the crossing of the arms. In social occasions, this can be translated as, “I don’t want to be here.” When in reality, you could simply be cold. Since this is what you are exhibiting, others are naturally going to view you as unapproachable. Do you find yourself doing this quite often? Crossing of the arms is another form of protection. It is almost likened to a comfort mechanism that we do when in an uncomfortable situation. 

This can be attributed to a form of social anxiety and inner insecurity. Sure, you may be the most inviting person in the room, but you are not aware of that yet. Your inner, primal voice is activating your fight or flight response. You may be subconsciously uncomfortable with your outfit, afraid of others' opinions, or even fearful of talking to people. The importance of becoming aware of your deeper desires will work wonders towards your body language. 

Another instance occurs during one-on-one communication. Do you notice your eyes drifting during a conversation? Or even your hand being placed on your face while someone is talking? This signals disinterest and could be extremely disrespectful to the person talking. In turn, your friend could become upset with you without you even realizing it. 

Flirtation can be a fine and tricky art because many of the signals of genuine interest and attraction are often intertwined. For example, a young man was engaging in a conversation with a married woman at a public event. She was talking to him about a job opportunity she had available in her department. Being recently laid off from his job, naturally, the man was excited! He began to shift his body towards her as he leaned his head in. His eyes never left hers, and he had a slight smile on his face. Upon noticing, the woman’s husband grew increasingly alert to their conversation. From the outside, all he saw was this young man, leaning in towards his wife with a smile. Unbeknownst to him, the situation was far from flirtatious. 

This is a clear indicator of how our body language deeply affects the way people view us. When engaging in that conversation, the young man was extremely interested in the possible job opportunity, not the married woman. However, his body language signaled attraction. The importance of being aware of how your body is positioned when speaking to others is a subliminal sign of respect. One fantastic way to become aware of your body motions is to remember the three W’s: who, what, and where. Let’s consider them one at a time.

Who

When speaking with another person, it’s key to remember who you are engaging with. Is it a close friend of the opposite sex? Is it your manager or maybe even an older person? In all of these instances, the way you position your body means everything. Take, for example, speaking with your manager. Do you find yourself naturally crossing your arms when he or she approaches you? This could be your way of protecting yourself against their authority, or you may actually dislike your manager. However, you want to keep your job and even appear interested in what he or she has to say. This instance is when acting and awareness play a major role. 

When you see your manager coming, the butterflies may ensue. You may even become a bit clammy in the hands. Instead of allowing that feeling to overpower you, simply acknowledge it, and let it be. Don’t try to manipulate the feeling as that causes further anxiety. Rather, acknowledge it, and place your hands by your side with open palms. Try your best to breathe and remain comfortable. Position your back upright with your shoulders aligned. Create an opening demeanor that opens the door for conversation. 

What

When engaging in a conversation, try to feel what your body is doing. Are your hands clenched in a fist? Do you feel your face tightening as if you’re displeased? When you become aware of what your body does when engaging in a conversation, you will be able to control those muscles. One vital question you can ask yourself is, “What is my body telling others right now?" By doing so, you can immediately change the way others perceive you. 

Where

It’s especially important to be cognizant of where you are when speaking to others. Oftentimes, certain atmospheres may warrant specific behavior. For example, during a blind date, it would be quite rude to scrunch your forehead and brows in disgust at your date’s appearance. Sure, they may not be what you expected, but you never want to display your inner emotions. In addition, you wouldn’t walk into a funeral with a big smile and open arms. Even if you barely knew the deceased, that demeanor may appear heartless to the grieving family. Making the connection between what your body is doing and remembering where you are is imperative for your reputation. 

Body awareness is key to navigating your world. It is defined as “the sense that we have of our own bodies.” It is an understanding of the parts that make up one's body, where they are located, how they feel, and even what they can do.  Certain activities such as yoga and Pilates assist with connecting the bridge between the body and mind. When engaging in these exercises, you are mentally aware of the positioning of your body. You have full control over your balance which strengthens your mental and physical muscles. Engaging in these activities on a regular basis can assist with understanding your body movements. This will come in handy when evaluating what your body is doing in social settings. 

To practice your own proprioception exercise at home, begin by balancing on one foot. What are your arms doing? Your fingers? Do you feel a tingle in your opposing leg? Become engrossed in how your body is working together to keep you balanced. By repeating this simple exercise daily, you’ll begin to notice the movements of even the smallest parts of your body.

In order to fully understand the body language of others, you have to become connected with your personal movements. Body language is more than just reading movements. It’s attributing a deeper meaning towards body posture that can speak volumes into a person's emotions.


Chapter 3

How Can Anyone Read People?

There are many things that can cloud your judgment when reading people. Biases, intimidation, and sexual attraction are just some of the things that can make you choose to ignore your gut and misread someone. You may think that someone’s harsh actions are admirable if you admire the person, while their actions would appear despicable if you did not admire them. Do not let anything cloud your judgment.

Men are more likely to judge pretty young women less harshly. They let pretty young women get away with disrespectful behavior in hopes of winning their favor. If you are attracted to someone, you are more likely to ignore red flags about the person. Try to look past sexual attraction. Understand that there are plenty of attractive people in the world, so fixating on one person’s attractiveness is not necessary. You just need to view an attractive person more objectively. Try to focus on his or her character as a separate thing from his or her looks.

Status or certain jobs can also make you admire someone. But understand that someone is not perfect just because of his or her status. Do not let someone’s status intimidate you or bamboozle you. In fact, they probably got to where they are today by being cruel to others. Read their character separately from their status or work.

Being in your own emotional funk can really distort your judgment, too. When you are emotionally down, you may be harsher to judge others in your state of bitterness. You may also be more vulnerable to kind actions from others. Unfortunately, manipulators are great at spotting when you are upset and offering a kind action in order to gain favor with you. Do not let your emotional state make you vulnerable in judgment.

Emotional wounds can make it hard for you to trust people. This is especially true after you been through a divorce or bad break-up. As a result, you might judge the gender that you are attracted to unfairly. You may instantly dislike all people of that gender. Do not be so quick to write off people that you do not know. Use your scars as lessons to read people who remind you of those that have hurt you in the past, but do not make the mistake of thinking that the entire gender is bad. Give individuals a chance. Try to read them for who they are, not who your ex was.

Don’t Just Base it Off of Behavior

Many people make the mistake of trying to read people off of behavior alone. But often behavior offers an incomplete and inaccurate picture. Often, you cannot know all of this information, so don’t even attempt to read someone based off of behavior alone.

Sometimes behavior is inaccurate because it is fake. Many people are great at creating a façade. They appear totally normal and upstanding, while hiding their horrendous internal flaws. Think of most serial killers. Often they go to work, keep nice houses, and look like totally normal people. The world is shocked when they are finally caught with a basement full of hacked up bodies and torture devices. Sexual deviants who get caught watching child porn are often politicians and businessmen with great jobs and totally normal outside appearances. While these examples are extreme, many people are adept at hiding their bad personalities under totally normal behavior. Therefore, you cannot base judgments off of the outward behavior of others, as this behavior can be faked and misleading.

Create a Baseline

Try to gauge a baseline of someone’s normal behavior. Watch for unusual mannerisms that a person often displays. Quirks and habits that you frequently observe in someone over time form the person’s baseline. A baseline does not take long to form once you become more adept at reading people with practice. FBI profilers will usually gather this information within the first fifteen seconds of meeting a person.

From this baseline, you are able to tell when someone is behaving abnormally. When someone is behaving abnormally, you can determine that something is going on. Perhaps the person is lying or is upset about something.

It is difficult to start a baseline on someone if you do not have a chance to observe him over a period of time and you are not yet adept at reading people in just a few seconds. Therefore, it is a good idea to watch for really odd behavior. Behavior that stands out as unusual may be a quirk or it may be a sign of something more ominous, such as deception. You may want to ask other people who know the person well if this behavior is normal for him. If you can’t do that, then you simply must rely on your gut. But do not rely too much on behavior to form judgments about people.

You can start a baseline just by asking someone how they are doing today. Watch how the person reacts. From there, you can determine what his or her normal mannerisms are. The more you talk, the more you can gather about the person’s baseline. Does his eye tic often? Does he often gesticulate with his hands? Does he stutter normally, or is he normally articulate? Also gauge the speed with which he speaks in normal conversation and the tone and pitch of his voice.

You must establish a baseline in order to tell when someone is behaving inconsistently. In addition, a baseline lets you know how a person is in normal settings. If a person is typically nervous, you can decide if you want to be around someone who is frequently nervous and therefore probably insecure with social anxiety. If a person is typically rude and blunt, you can determine if you want to deal with that kind of behavior in the future.

Infer Things from the Initial Reaction

Of course, strangers tend to be tense in their initial behavior toward you because they do not know you well. But a person’s initial reaction to you indicates a lot of information about how he feels about himself and how he feels about other people. This initial reaction shows the hang-ups he may have and the guard that he puts up to protect himself or the façade that he erects to charm people that he meets for the first time. As a result, this reaction says a lot about who he is as a person and the things that you may expect from him as you get to know him better.

If he is initially rude, for instance, he may thaw and become nicer toward you, but you know that at heart he has his guard up against new people. You can then wonder why he has his guard up. He is probably a sensitive and insecure person with a lot of emotional baggage; he feels that he has to act tough and careless in order to avoid getting hurt. 

Particularly articulate and charming people usually have a lot to hide. They are great at being around people and hiding who they really are. They have designed behavior that is intended to hook people. Very charming behavior is often indicative of manipulative and deceptive personalities.

A person who is overly nervous usually has social anxiety and is rife with insecurities. This person will probably get more comfortable with you over time. However, you may want to avoid trusting him too much. As a general rule, people who are insecure are not reliable and will act in ways that are not always appropriate. Insecure people tend to have trust issues and they will act out in ways that are hurtful because they believe that they are not good enough. You are not responsible for the insecurities of another person, so don’t allow such a person to burden you with his problems and doubts.

A person who acts too calm is probably also a sufferer of social anxiety. However, he is adept at projecting calmness to hide how nervous he is. Become suspicious of people who are just “too chill.”

Also watch for people who only want to talk about themselves. People who are obsessed with themselves and don’t even try to ask you questions about yourself are typically very selfish. This behavior will not change with time.

Another behavior that will not change with time is someone who is negative, even on your first meeting. People like this are very toxic and will simply try to drag you down.

A person who talks about others shamelessly when he first meets you is also probably a chronic gossip. It is not normal for someone to start gossiping when he first meets you.

Positivity and enthusiasm are great signs in a person that you have just met. However, if someone talks too much of a big game and brags overly much, you can assume that this person is trying to impress you or even make up for something that he feels that he is lacking. Mild positivity and enthusiasm is a great sign, but being overly enthusiastic is not.

Confidence and assurance of one’s self is a good sign in a stranger. A person who is willing to introduce himself to you, look you in the eye, and talk to you is usually secure in himself. He has developed good social skills and hence might be a more sensitive friend, lover, or work associate. While you want to be wary of people who are too smooth and charming, someone who acts normal yet confident is usually a good person to know.

Ask Pointed Questions

If you want to get to know someone, feel free to ask him questions about himself. He will probably volunteer a lot of the information that you want to know. You don’t even have to ask him things to find out a lot of information about who he is as a person, what he likes, and what he is looking for from his association with you.

But if he does not volunteer what you want to know, then ask. It is best to ask pointed questions and to not be vague. If you are vague, you run the risk of miscommunication. As an adult, there is no use or time for games anymore. You know that you cannot be a mind reader and neither can anyone else. So ask what you want to know without shame.

You do not want appear like you are interrogating someone. Asking rapid-fire questions can really put a person off. Asking overly personal questions about someone’s life, family, or personality is also off-putting. But do not be afraid to ask general, socially acceptable questions whenever there is a break in the conversation.

Monitor a person in how he answers your questions. Since you have already more or less established a good baseline, you can tell when there are inconsistencies in his responses. If his gestures, tone, pitch, or eye contact suddenly shifts away from his baseline, then you can tell that he is not being truthful or that a question makes him uncomfortable for some reason. You can change the subject or pursue it more, depending on your goal in communication with him.

Word Choice is Important

How a person talks indicates a lot about what he is feeling and thinking. Listen for key words that indicate his intentions and his basic state of mind. The words that he chooses say a lot about how he is as a human being and what he is really feeling at the moment. If you are meeting someone for the first time, remember that the initial meeting speaks volumes about who a person is inside. How he chooses to speak to you right off the bat indicates a lot about who he is generally.

Someone who uses very harsh, aggressive language is an aggressive person or else he is currently in an angry mood. You never want someone to show you anger when you first meet; this indicates that the person may have an anger management problem.

Someone who uses very vague wording is possibly passive aggressive and trying to skirt around a hard subject. This type of person is not able to be direct. Expect games and behavior like shirking responsibility. If this person wrongs you, he will probably never admit to it and apologize. If he has a problem with you, he will probably never tell you to your face, but rather will hint about it or tell everyone else how he feels except for you.

Another troubling sign is when someone repeatedly says sorry or seems to take the blame for things. This type of person is very sinecure and blames himself for everything.

Someone who uses conceited language, such as bragging about how he just won “another” award, indicates how proud he is of himself. Watch for people who brag too much about themselves. These people are usually narcissistic and egotistical or else they are over compensating for feelings of inadequacy.

A person who uses very critical language is probably an overly judgmental person or a perfectionist. Watch for someone who nitpicks everything. This is a trait that will not lessen with time. If anything, it will only grow worse with time.

Most people use “I” terms more frequently than any other. This is not a troubling sign, but someone who uses more “we” terms is a better team player who is looking to collaborate with you. Someone who uses more “you” terms is focused on you. This can be a great sign that someone is focused on pleasing you and getting to know you, or else it can be a worrisome sign that someone is trying to manipulate you. Watch for other word choices in order to tell the difference. If someone is asking you about what you like or who you are, then that is usually a sign that he wants to get to know you or find out how to best please you. This is a great sign in a date, a new friend, or a person that you are thinking about hiring for a service. But if he seems to be fishing for pertinent information with overly personal questions, if he keeps trying to find ways that he can commiserate with you so that you will confide in him, or if he is using fancy language and flattery to make you feel ingratiated and charmed by him, then that is a bad sign that he is trying to get an emotional hook into you in order to manipulate you.

A good sign that someone is being shifty is vague language. Someone who refuses to answer yes or no questions is probably lying. Someone who uses confusing language is probably deliberately creating a sort of mirage of vagueness in order to hide something.


Chapter 4

Our Bodies And The Way They Talk

It’s already been established that different hand gestures can have a considerable difference in meaning depending on where you are in the world. This chapter will concentrate on how they are used in America in everyday life.

Have you ever watched a politician and how they use their arms and hands? The hand is often swept down in a cutting motion when they want to emphasize what they are saying and comes down emphatically to make each point. 

Or have you watched how a comedian will open his arms to his audience with palms up, inviting his audience to share his incredulity at a ridiculous but hilarious occurrence he is describing? Creative people often wave their arms around, especially when they are getting excited about their current topic. 

Research has found that babies who use lots of hand gestures at 18 months go on to be more intelligent in later life. We can say all kinds of things with our hands without ever opening our mouths, so we should get on and incorporate them into our lives as soon as possible. 

Using our hands and arms comes naturally. Even blind people do it when speaking to other blind people. However, be aware that there are limits. You should not be waving your arms around like a windmill because that just becomes distracting and people cannot concentrate on what you’re saying. So, let’s get down to business and find out what we should be doing.

HANDS

Counting

Children learn to count using their fingers – and sometimes their toes – but it is often used in normal speech to emphasize what you are saying and helps others to remember. So, for instance, if you order three coffees in a busy café, and hold up three fingers at the same time, the server has a visual record as well as an audio one of how many you ordered.

Just a Tiny Bit

Holding your forefinger and thumb slightly apart indicates that you mean ‘just a little’. You might do this to emphasize that you only want a very small amount if someone asks you if you want pepper on your food for instance.

Nothing to Hide

Holding both palms up indicates that you have nothing to hide and you are revealing that there is nothing in your hands. It is also an invitation for someone else or an audience to share something you are saying. This gesture could also be used to ask for compassion from someone else.

Stop Right There!

One palm up, pointing towards the other person(s), might be used to stop someone in their tracks when they are speaking. It might mean that you think that the person is under a misapprehension and it is an indication that you want to take back control in the conversation. It is the same gesture as a traffic cop might use to stop the traffic.

And, what’s more……

This is a pointed finger in the direction of the person you are speaking to. But take care with this one because if it’s done sharply and with a prodding motion, it can quite easily be perceived to be aggressive.

Whatever

Holding up your hands so that your palms face each other and loosely shaking them indicates that something can be one thing or another. It can represent flexibility and that there is nothing firmly fixed in place.

Making a Distinction

This is when you might raise one hand loosely to represent one point of view and the other hand then comes us as you home in on the other point of view. It’s about delineating two points of view.

From Here to Here

Holding your hands facing each other and then moving them in or out can indicate growth or shrinkage.

Growth

Holding one palm facing downwards and then raising it indicates growth or shrinkage if used the other way of course.

And that includes you

This brings someone back to the conversation if you mind detect that their mind is wandering. It might mean, ‘And I’m sure that you feel the same?’ It gives grounds of commonality so that the person feels more attuned to what you are saying.

And I’m talking from the heart here

Holding both hands towards the chest or the heart means that what you are saying is heartfelt and that it is personally how you feel.

Let’s go for it

Making a fist shows that you are about to make a determined effort. Watch the facial expressions when making a fist though because it can also mean that you’re edging for a fight.

Let’s put all that aside for now

Making a sweeping movement with your hands can indicate that you want to ignore what’s gone before and lay out fresh information. Or it could mean that you want to amalgamate all the facts available.

Let’s get cracking

This means that someone is eager to get started with something and shows enthusiasm. Alternatively, it could mean an anticipation of gain.

Now I feel confident

The gesture of clasping your own hands over your abdomen or crotch should be used if you want to feel more secure. It’s used as a symbolic sign of protection. Watch out for others doing this because the higher that the hands are held, the higher the level of insecurity.

I’m the boss

When hands are clasped behind the back it normally indicates authority. Members of the English royal family often adopt this stance, but it could equally be used by an army sergeant or university lecturer. It shouts out that that person is confident because they are brave enough to expose their front body without feeling the need of protection.

ARMS

I’m trying to restrain myself

When someone is holding on to their arm behind their back, they are holding themselves back. They may find themselves becoming irritated and this is a way of keeping themselves in check against attack be that physical or verbal. It’s done behind the back because the person doing it doesn’t want to appear negative or aggressive to the other person.

United we Stand

Holding your arms out and then joining them together means that you are encompassing the other person(s) into what you are saying so that it unites you. Your fingers might intertwine to show extra solidarity. If you do this whilst facing someone, you might encircle your arms around them to say that they are part of your inner circle and that you trust them.

I am so bored

We are probably all very familiar with this one and it is represented quite clearly by crossed arms in front of the body. The body assumes a relaxed position because it feels disinterested and is switching off. It can also indicate a level of defensiveness, ostensibly protecting the main organs of the body. Watch out if the person’s fists are clenched at the same time though because it can mean aggressiveness.

I’m safe

One arm across the chest with the hand clasping the other arm emulates when we were children and our parents hugged us. It provides us with comfort and reassurance.

I’m Waiting

Standing with your arms out with one hand on either side of your waist would indicate that someone is waiting with a reducing level of patience. Alternatively, it might also mean that someone is ready for the next step.

Of course, there are many more gestures, but this list provides some of the most common and those that you should bear particular attention to. If you want to keep your thoughts to yourself, you better be sure to sit on your hands at the same time.

EYE SIGNALS

We’ve all heard the saying, ‘The Eyes are The Windows to the Soul’ and this is probably based on fact. It is very difficult to stop emotions from being reflected in or by the eyes as some signals are sent reflexively, when the pupils dilate for instance. Some people may choose to wear sunglasses even indoors or when the weather doesn’t require them to do so. They hide what a person might be thinking.

Eyes Looking Up

This can indicate that a person is thinking or that they are bored. They might be conjuring up images or trying to remember something. This is often the sign of a creative person. If they are looking up and towards the left, they might be trying to recall something. Looking up and to the right could mean that they are lying. Holding the head down and looking up can be used seductively or to make apology. It this is accompanied by a negative facial expression it represents disapproval.

Eyes Looking Down

If someone is looking down, unable to meet your eyes, they may be lacking in self confidence or lying. It can also be a sign that someone feels guilty or ashamed. If you are being looked down upon, that person may well consider themselves to be superior. 

Eyes Looking from Side to Side

This might be because someone is thinking or considering options. It might also be covertly looking around to make sure no-one is watching because they’re about to do something they shouldn’t.

Rolling the Eyes

This is a sign of exasperation, an OMG expression.

Wide Open Eyes

This indicates surprise or incredulity, or even shock or fear. 

Gazing

You might find yourself gazing at someone you love, perhaps a child, spouse or animal. Your face will belie the emotion behind the gaze and will be relaxed and soft. If you gaze into someone’s eyes it might show that you are attracted to them. If you gaze drops from the eyes to their mouth, you might be subconsciously thinking about kissing the mouth. If it goes even further down the body, then the gaze might be one of lust as opposed to love. However, another reason you might be looking someone up and down is that you are assessing them as an opponent. 

If you are faced with more than one option of objects, and must make a choice, you are more likely to gaze at the favorite for longer.

It is surprising how we become aware of someone gazing at us, even with our backs to them. It might be that you’re admiring their beauty, or you might not even be aware that you are gazing at them because your eyes appear vacant which indicates that you are thinking of other things. When we are gazing, others often look to see what the cause of such inspection is themselves. Perhaps they fear they may be missing something.

Eye Contact

It’s uncomfortable to have constant eye contact and can be perceived as being threatening or aggressive. Normally, when people communicate, thy intermittently break eye contact out of respect and to illustrate that they do not wish to appear dominant. Conversely, sustained eye contact may mean that there is a sexual attraction between two people. It can also mean this when someone looks at you for a prolonged amount of time, looks away briefly and then looks back, perhaps with the head on one side in a flirting manner. This can be achieved across a crowded room on many enchanted evenings.

Other reasons for breaking eye contact may be that the other person is lying and does not want the other person to see it in their eyes. It might be out of deference or embarrassment. Or maybe you have said something insulting to them and they look away sharply to break the connection with you.

Making eye contact means that you have got someone’s attention. Have you ever heard a parent ask their child to look at them so that they know the child is listening?

Narrowing Eyes

This could indicate a disbelief or the idea that someone is lying to you. It might also be a sign that someone does not understand what you are saying. Also, by doing this, the field of vision is narrowed meaning that focus on specific objects is magnified.

Closed Eyes

This could be as simple as someone wanting to block out any distractions so that they can think more clearly and concentrate on what they want to say. It could also mean that they don’t wish to receive an answer from the person whom they are addressing or that they think that they are so important that they don’t need to look at the other person. It could also be a way of pushing the reality of a harsh world away.

Blinking

We all need to blink from time to time because it is a way of cleaning out the eye. However, when someone does this rapidly it can be a sign of nervousness or of lying as the liar quickly tries to think up the next part of their lie. 

Lovers might blink when their partner pauses. This is a good time for them to blink because they want to be as alert as possible to what they are saying.

Winking

This can be a flirtatious action to let the other person know that you are interested. Or it could be a way of telling the other person to keep whatever you are telling them to themselves or that you are joking with them.

Crying

Many of us might have no control whatsoever of when we cry, even though men are brought up in our society to be macho and told that it is not manly to do so. Tears can also be of joy as well as sadness and if we watch emotional films a stray tear can often find its way down our face. Tears of rage are another type of crying when emotions overcome you.

Pupil Size

This is the part that we cannot control, and the size of our pupils can be affected by any number of causes. When it is dark, our pupils dilate to let in more light and conversely when it is bright they contract to block it out. This is a good rule to remember. When our eyes see something they desire, our pupils dilate and when they find something distasteful they contract. 

So, for instance, if we see someone to whom we are sexually attracted our pupils will dilate. If they are attracted to us, then their pupils will dilate too. 

This also applies to objects.

You’ve probably heard the saying, ‘If looks could kill’ and this very accurately embodies the importance and power of a look when it comes to body language. This is especially true for someone who has learned to use their eyes as one of their best assets. Get practicing or invest in a nice pair of dark glasses until you learn to perfect the art to your best advantage.


Chapter 5

Essential Tools That Give You An Edge Analyzing Behavior

The art of reading people is a crucial and vital skill. It’s no wonder security agencies like the FBI and CIA employ specialists to do this. The good news is that you do need to be an FBI profiler before you can read people. 

From understanding eye movement and contact to reading body language and emotional intelligence – you are capable of reading people. It is essential to emphasize at this junction that reading people is a skill human are naturally wired with. Every time you interact with people, you are reading them. 

With that aside, with practice, you can develop your people reading skills.  

Why is it important to know how to read people? 

The interaction of various people at a time is essential to the survival of man. The ability to decide when not to interact with others is also vital. Also, the better you can read people, the more you can get from them. 

Reading People Naturally

As established above, nature has built the skill to understand people in us all. When interacting with people, you automatically do the following: 

•You are evaluating them subconsciously. You access their appearance, body language, and behavior. You try to understand their motives and intentions. 

•You are also reading them consciously. In other words, you are evaluating their appearance, motives, and body language. In any interaction, you will probably take into account a couple of things about the person you are talking to. 

•You appropriately respond to them based on your assessment. This happens after you have subconsciously evaluated the person. 

This is the basic form in which all human interaction takes place. 

As an example, let us assume some random guy walks up to you and greets you in a friendly manner. Instantly, your brain assesses his style of dress and evaluates him as well dressed, and nothing about him seems off or suspicious. 

You might not think about it consciously, but your subconscious is busy doing the evaluation. After assessing him, you return his greeting with a hello. This was the response of your assessment of him (his body language, voice, appearance, etc.). 

This shows that to read people, the conscious thought plays a significant role as well. You may subconsciously be assessing them while consciously drawing conclusions from those assessments. 

Another example is that you might be at a party sitting in a corner by yourself. Your eyes are traveling around the length and breadth of the room, consciously evaluating the people and assessing potential threats. Your subconscious continually takes in the information from your conscious and does its own check to ensure you’re safe. Those “feelings” you get about certain people or places come from your subconscious assessment. 

How to Read People 

The idea behind these examples is that we all read people naturally, although some people are better at it than others. You can, however, develop your skill of reading people by learning from books (like this) or in a classroom. 

We have examined various ways to read people’s body language in the early part of this chapter. This is very important to get better at your job or improve your relationship. However, without any prior lesson or knowledge on body language, you can figure out what someone’s body language is saying via instinct.  

Let’s proceed to the basic tips on reading people:  

Understand the Basic Needs of People 

In learning how to read people, an understanding of Maslow’s Hierarchy of Needs is very important. Although not a perfect model, it does teach a lot of practical concepts in human psychology. How people behave, alongside their motives, is determined by their utmost needs and desires. Maslow explains that these needs come from a ground-up approach (Wikipedia, 2019). 

In other words, people will act based on their needs, what they want. This could, however, depend on the circumstance, type of need, level of desperation, and personality type. A hungry person, for instance, might just need to fix a meal in the kitchen or walk up to a restaurant. If they don't have money, they might rob or maim another person to get money to fulfill this need. This is where desperation, circumstance, and personality come to play. 

We can group the needs of people in various ways. In general, however, after psychological needs come safety needs. If a person does not feel secure, there will be an outburst of emotions like anxiety and fear, which could drive them to look for security. 

After this comes love. People look for affection and relationship security after the first two needs are handled. 

Next is esteem needs. In other words, it allows a person to satisfy their ego and give their life meaning. While it is not required for living, it helps make life better. 

Human behavior generally revolves around these needs. You can see this evident when people act emotionally. Hence, in reading someone, be sure to determine the need and then respond appropriately. 

If you threaten someone's ego, be prepared for a verbal attack, since you have attacked their esteem needs. You have essentially provoked their sense of belonging in the world. They may react mildly or strongly, based on the current emotional state and how much of a threat you are perceived to be. 

As another example, someone who perceives that their success at an interview is in jeopardy will likely be very mad at you if you block their car, causing them to be late. This person already ties their safety needs to their success at the interview, therefore anything that stands between them and the job is a threat.  

On a final note, bear in mind that motives are what fuel behaviors. Behaviors, on the other hand, are the physical manifestation. Hence, motives trigger behaviors. 

Understand Emotional Intelligence

Understanding yourself is crucial to understanding others. To understand yourself, however, you need to develop emotional intelligence. In summary, what is emotional intelligence? 

●       Self-awareness: the ability to understand your emotions and their impact on your life as a whole.

●       Being in touch with your emotions as well as those of others.

●       The ability to give the right response to other people's emotions.

You are a rational person with limitations. This is one of the key concepts in developing emotional intelligence. What this means is that your brain evolved from the “ground up.” This is also the order in which thoughts appear. Emotions come before higher thought. 

Maslow’s Hierarchy of Needs revealed this very well. This is why security and physiological needs are at the bottom of the need hierarchy, while self-actualization comes first.  

The reason is simple - emotions are essential to keep us alive, help us survive, and reproduce. These examples explain this better: 

●       Fear will keep us away from dangers and threats, even if it prevents us from accomplishing great things 

●       Anger will help protect our ego and also fight off threats

●       Love will help us reproduce and provide for our family and friends

●       Anxiety will prepare us for threats, whether real or imagined.  

This is the idea, and this is the way our brain has developed, since reproduction and survival are (were) much more important than thinking rationally.  

There are times we find ourselves in highly emotional situations which support the fact that emotions are powerful and come before higher thought. An example is a recent breakup. Without a doubt, for the next couple of days, it will take over your thinking. You will be upset and sad, and probably angry as well.  

The problem comes when people do not realize their emotions have taken over yet, and those emotions continue to guide them.  

Many people invest in Ponzi schemes, for instance, because they were probably driven by emotion. Things might go well until they realize that it is a bad investment and they lose a lot of money. They then realize how excessively optimistic they were, which drove their investment. 

This explains how powerful our emotions are, and how they can determine our behavior. This is why working with people’s emotions is the best way to influence them.  

This is one secret known to great marketers. Marketers know that people rarely base their purchase decision on rationality, so they strive to manipulate and capitalize on their emotions.  

People’s emotions influence a lot about them and manifest in their actions and daily decisions. Although, some people can be more emotional compared to others. In reading people, identifying the emotion is critical. For instance, if you can identify that someone is: 

•Upset, you might not want to make any requests 

•Fearful, you could use that to get them to buy something 

•Sad, you could try and comfort them  

On a final note, whenever you see someone getting emotional, consider Maslow’s Hierarchy of Needs. An upset person will have an emotion from the pyramid of needs and considering this will help you assess the situation well. 

Know How to Decode Body Language 

Knowing how to read body language is a critical part of reading people. In addition, take note of the following: 

•If they stand with their chest up, taking a lot of space, with a dominant posture while appearing strong and confident, there is a good chance they are in charge. 

•If, while talking, they have their feet pointed away from you, they probably want to leave.  

•Consider if they are touching themselves excessively. This is in a bid to calm themselves down, as people do this when uncomfortable. It could be the subject of discussion or the person. 

•If they are mimicking your body language, you have established rapport.  

All in all, consider the overall impression you get from the person. Do you feel they are interested in a conversation, or about to leave? Do they appear to be friendly or a threat? If their behavior or body language shuts you out, they probably do not want to be around. 

In considering the body language as well, there is the aspect of reading the person’s behavior in context. Is the person’s behavior appropriate for the context? Is something about them off? Are they dressed normally? 

Another thing about body language as well is that it has to complete the entire picture. In considering their intention, you need to examine what their intention is in relation to the overall body language picture. 

It is also important to bear in mind that people could intentionally mislead you with their body language. Someone could cross their arms on purpose or act generally uninterested to mislead you. Someone could be extra nice in a bid to make you feel warmer towards them. Be sure to follow your gut. 

Understand How Ego Drives Human Behavior 

One of the most powerful driving forces of human thought and action is the ego. Ego is man’s need to be respected and relevant in the world around. You see people acting out their ego when you insult them, say something that affects their self-image, or even correct them in public.  

Hence, anytime someone’s ego is threatened, they will act out to try and defend it. No one likes the feeling of being disrespected. 

Whatever a person invests their ego in also has a lot to say about them. Called ego investment, it is important and can make the person mad if the investment is attacked, as this is what they take pride in. Some common ego investments are: 

•Standing out as an expert in a field 

•Distinguishing oneself for a particular positive trait 

•A strong cause, belief, or religion 

•Social status in life 

•Well-being of a group that reflects the person’s value 

You can understand a lot about someone based on what and where their ego investment lies. Besides, people with lots of personal insecurities will invest their ego in social status.  

You can find a lot of people who associate their ego with a local or international sports team. Hence, they take the loss of their team so personal that a sane person will find it abnormal.  

The bottom line here is everyone invests their ego in something, even though some people could have theirs in the wrong thing.  

Ego is part of the self-esteem needs of people, and self-esteem needs are above safety and psychological needs. This is why it is a primal instinct in people to defend their ego whenever attacked. An insult is seen as an attack on the ego, and people will do anything to address it.  

This is why it is the wrong tactic to insult someone when you’re trying to persuade them. If you do, the person will address the insult before giving ears to your persuasion. You also need to be careful of fragile egos. This happens when you insult someone even if it is not your intention. 

Be sure to know when people are acting out based on their ego. An idea of this will help you react accordingly. For instance, you can capitalize on their ego in terms of persuasion or negotiations. This is not about insulting them, but rather appealing to their ego investment. 

A person excessively invested in a belief will not see any sense in other beliefs, so what you can do is limited. These sorts of people will either have to hit rock bottom before considering another stance or take baby steps. 

You can conclude when someone is excessively ego-invested when their opinions and rationale just do not add up when discussing logical evidence with them. You see them overreact and lash out at you over simple matters.  

An idea of this will guide you in the act of reading people better.  

Understand the Psychology of Belief 

The knowledge of this is also essential in learning how to read people. It could be simple and complex at the same time. 

It is simple in that what you perceive as your identity and abilities determines your beliefs, as it’s hard to have a belief that will make you accept your weakness.  

It is also complex in that it is a combination of self-serving thoughts unique to each person. However, you can predict someone’s beliefs by examining their values and characteristics. You, however, cannot predict it all.  

Changing someone’s beliefs is also difficult, though not impossible. It gets harder if the belief has to do with their ego.  

Merely considering someone’s life will give you an idea of their kind of belief system. This explains why a person that’s been an atheist for their entire life will not see sense or believe there is a God somewhere.  

The long and short of the story is that the ability to know what people believe in will tell you a lot about them, thus enabling you to read them. Ask probing questions, bring up various subjects of discussion, and you will get a feel for who they are. Their response and stance can give an idea into what they believe in. 

The ability to decode someone’s belief will let you know who you are dealing with.


Chapter 6

Verbal And Nonverbal

Nonverbal Communication

For this discussion, nonverbal communication is akin to body language. Let us start with facial expressions that affirm that the human face is highly expressive and communicates countless emotions even without vocalizing anything. A great aspect of nonverbal communication is that it is largely standard as the facial expression for anger, happiness, and fear is similar across different cultures. Like most aspects of nonverbal communication, one has little control over the source and manifestation of facial expression, making it a critical aspect of evaluating the honesty of communication. From facial expressions, we can determine how one is feeling.

Beginning with body movement and posture, how one stands, sits, holds their head or walks affects how others perceive one. For instance, your posture communicates much about your attentiveness and eagerness when listening to a speech. Your posture also communicates our emotional status. If one is angry, then he or she is unlikely to appear composed and likely to stand upright for long or slouch for long. On the other hand, if one is excited, he or she is likely to change posture and movements frequently than when one feels sad. At one point, you must have felt highly excited, you probably walked fast, jumped, sat, and stood up frequently than usual.

Additionally, gestures are the other form of nonverbal communication. Focusing on hand gestures, they are used to beckon, wave, point, or direct. In most cases, hand gestures happen without much intervention from the conscious mind. The meaning of most hand gestures varies across cultures. An innocent message created by a hand gesture in one country may be offensive in another country. One can read the emotional states of a person from their hand gestures even if they speak contrary. For example, when one is angry, he or she is likely to throw their hands in the air in an uncoordinated manner. In most cases, hand gestures contradict verbal communication, especially where one is feeling emotional and tries to hide it.

Relatedly, there is eye contact that is an important aspect of body language. The way one looks at another person when communicating reveals hostility, affection, interest, and confidence. Individuals that have difficulties initiating and sustaining eye contact are largely considered shy. When an individual feels embarrassed, he or she is likely not to make and sustain eye contact. Sustained eye contact at a particular person or group of people is a stare and indicates judgment. Think of how your instructor looked at you when you were talking while others were writing. Prolonged eye contact is associated with intimidation and judging.

For touch as a component of body language, it evokes significant meaning and, in some cases, touch influences the development of a person. In the formative years, children need touch, reassuring fondle for them to feel secure and loved. Psychologists can suspect bonding issues where one of the parents shows reluctance to touch and stroke their kid. For adults, touch is expressed commonly as a handshake and a hug. A firm handshake indicates confidence and familiarity, while a weak handshake suggests a lack of confidence and unfamiliarity. A hug serves the same role as a handshake, but hugs for individuals in love may be prolonged.

Equally important, there is space as part of nonverbal communication. Getting too close to the person you are having communication with will make them feel uncomfortable unless it is in exceptional situations. For lovers trying to connect more, moving closer to each other may sound romantic. In teaching, there is what they call the professional distance, which is the standard distance allowable between a teacher and the student when communicating. When someone gets too close, then the other person may feel suffocated, trapped, and intimidated. Getting too far is also counterproductive as it makes the other person strain to participate in the communication.

Correspondingly, voice is part of nonverbal communication. How loud we speak communicates an emphasis. The pace by which we speak captures our emotional status. If one speaks fast may indicate that one has panicked or one is feeling insecure and wants to get through with speaking as fast as they can. The tone and inflection of the voice tell more about the attitude of the speaker and the nature of the message. For instance, the message may sound standard and devoid of emotions, but the tone and pitch of the speaker may bring out excitement or temper. The tone of the speaker may indicate sarcasm or anger.

While nonverbal communication can be manipulated or rehearsed, it is difficult to manipulate all forms of nonverbal communication in one instance. It is difficult to rehearse tone, gestures, touch, distance, and facial expressions to align with verbal communication. For this reason, body language remains a reliable source of reading and ascertaining the emotional status of an individual. However, it is possible to learn and exert control over your body language to enhance particular outcomes. Just as if we learn to focus our emotions and subsequent reactions, we can exert more control over body language. There is also a possibility of receiving confusing nonverbal communication, which is unintentionally sent by the source. In most cases, a confusing nonverbal communication harms relationships. At one point, you might have smiled unintentionally only for your friend to think you are rejoicing that they are suffering. 

For example, Collins holds the view that he gets along well with his colleagues at work, but if you question any of the colleagues, they think that Collins is intimidating and very intense. Most of the friends think that Collins's eye contact is a stare that seeks to devour others through the eyes. Collins's colleagues are of the view that if he takes your hand, he lunges to grab it and then squeeze so hard that it hurts. Collins is a caring lad who wishes that he attracted more friends, but his nonverbal language keeps people at a distance and constraints his ability to advance at work.

Relatedly, even though Dennis thought that he had found the perfect match when he met Sharon, Sharon was not so sure. Dennis is good looking, a smooth talker, and hardworking but seemed to care about his thoughts than those of Sharon. The inability of Dennis to listen to others makes him unpopular with many of the individuals he most admires.

Against this backdrop, all these smart and well-intentioned people are struggling in their attempt to socialize with others. The unfortunate thing is that they are unaware of the body language they communicate. If one wants to communicate effectively, they should avoid misunderstandings and enjoy a trusting relationship, both professionally and socially. One should understand how to use and interpret body language and enhance their nonverbal communication.

One of the most challenging and most valuable aspects of nonverbal communication is that it is happening even when one is not initiating. For this reason, body language can be frustrating, especially where one is trying to hide something while the body language keeps on giving them away. At some point, you have been in a relationship and detected lies from your partner despite the best attempts by your partner to cover their trails. On the other hand, nonverbal communication gives the most dependable indicator of the status of an individual even when the person is attempting to mask their true status.

Relatedly, most people feel frustrated by nonverbal communication because they cannot always control it even with rehearsals. Think of trying to assure your partner that you are not offended, but the tone and pitch of your voice suggest that you are upset. The listener will feel that you are not being honest with yourself and to the listener. It is important to match verbal communication with nonverbal communication and not the other way around. The inability to manifest the desired body language can be a source of distress.

If reading body language, try to pay attention to inconsistencies exhibited by the communicator. Usually, nonverbal communication should support or amplify verbal communication. Where inconsistencies manifest, then the individual is trying to mask their true emotional status. It is important to analyze nonverbal communication signals as a group rather than a single nonverbal cue. For instance, analyze the tone of the voice, hand gestures, facial expressions, and eye contact a group of related components. It is important to remember that some people are born with conditions that make them appear to show inconsistencies when communicating nonverbally, but they are honest in their communication. 

For instance, they are people born shy due to parental issues that make them shy off when interacting with people. A shy individual will have challenges in initiating and sustaining eye contact, and this has nothing to do with their emotional status and honesty of their verbal message. There are persons born with hyperhidrosis, which is a condition that makes them sweat excessively even when the weather is cold and with no strenuous movement. The hands and feet of such people sweat, and they will avoid handshakes or eye contact, which should not be interpreted as panicking, insecurity, and anxiety.

Verbal Communication

Communication systems employ the signs and symbols for interaction purposes. 

As signs are signals used to convey a message, so also is the general philosophy of verbal communication. Getting the whole idea of verbal communication and translating them rightly is a function of the receiver knowing the cause of the action. How do I mean? You get to understand a particular signal because you understand the cause of the action. For example, if your child mutters some words and points directly at the door, what does that mean? It definitely means that probably someone is at the door or an attention is need at the door. On the other hand, symbols are marks or words indicating a complex level of reasoning and understanding between the parties involved. Symbols as complex as they seem brings about the concept of symbolic interactionism theory. 

Whenever verbal communication takes place, it allows us to look for and understand the symbolic content that gives us the idea of what the speaker is talking about. This process is sub-divided into:

SEMANTICITY: Semanticity is knowing the relationship between the after-effect of an action and what caused it. As you know that signals stand for a particular meaning of its own even though might be construed to mean other complex things. For example, a little child shouting at the top of his voice with a sharp knife in his hand connotes something. So as an observer, what comes to your mind is that he cut himself with the knife and not that his noise stands out rightly for the cut itself. It allows you to see occurrences differently as much as you see it separately to understand the main message it’s passing across. 

GENERATIVITY: Generativity takes the stand that a finite message could take the shape of infinite meanings. The idea shows the level at which diverse thoughts range from individual to individual. And that’s why languages are capable of combining and recombining symbols and signals to produce meaningful and comprehensible utterances to users of language.

DISPLACEMENT: this third pillar supports the idea of communicating what is abstract, and it has a linkage in language. This is due to the fact that language gives room for the communication of things that exists only in the mind. The imaginative tendencies through this displacement factor allow communicating participants to discuss that which only exist in the imagination aside from what can be seen. 

Symbolic Interactionism Theory.

Imagine telling your three kids, “Prepare for a big visitor this evening,” and the first child quickly cleans the dinning and applies little gloss to make it attractive to the visitor when he comes. The second child, knowing fully well that first impression lasts longer, went to the entrance of the housetop clean it up, bringing down the bushes and burning them. While the third child just went into the restroom to tidy it up, thinking, “The visitor would like the restroom clean after all.” So around 6pm, you had the visitor, and he planned spending three days with you, and no one remembered to clean the guest room, which hadn’t been used for months. Imagine the frustration that comes with the issue that none of them remembered cleaning the guest room when you had already told them a visitor is coming around. You wonder why it’s somehow funny and inherently possible for three of them to translate the statement “Prepare for a big visitor this evening” differently. This is the complex role symbols play in human communication systems.

Symbolic interactionism is a concept where a message is given series of possible interpretations, which shows the extent at which people attach different meanings to symbols and words. It was a concept named by Herbert Blumer in 1969, and its concepts were initially outlined by the duo of George Herbert and Max Weber. The theory is premised upon the fact that human in their diverse complexities attribute personal intuitive interpretations to what they feel around their environment. Their environment consists of signs and symbols whose signals take shape from social interactions that ensues within them. You should also note that human could also serve as signs and symbols.

Principles and Assumptions of Symbolic interactionism

Based on the theory, the meaning of words or any other communication objects isn’t an object but is instead determined by the interaction of forces in the social interaction sphere. However, it is the levels of human ability to interpret the signs, signals, symbols, and how he views other people’s perspectives that determines the meaning he attaches to the message. It also purports that social interaction is an ongoing series of processes, insights, roles, self-concept (what you think someone feels about you immediately, you get a message). As opposed to social psychology theories, symbolic interactionism supports more of human thoughts and how they communicate rather than social systems being the catalyst of human interactions. It’s more of a “one-on-one” study of interaction system. Symbolic internationalism allows the parties involved in a communication baseline to see themselves as interactionists. They carry an ideology that wouldn’t allow them premise judgment of what a message means on merely objects. 

Interactionism further promotes the following ideologies:

1. You shouldn’t never see yourself as a subordinate to the society but one who creates one for himself and those around him.

2. Making human interaction and its forces around you, your main focus of study allows you to see the society as full of interaction, including objects.


Chapter 7

How To Interpret Verbal Communication

A conscious effort has been made to analyze the non-verbal ways of communicating, but then there is a lot to learn from people talking too. I have mentioned something about speech, in fact, but then, as the most important route of communication, it is vital I treat verbal communication as a chapter.

Having said this, you cannot expect people to tell you about their deepest worries or character flaws. However, we can learn a lot by learning to listen and knowing when to speak. Learning to listen beyond the surface is a critical part of verbal communication. For you to make a good analysis about a person, you must make sure you overcome bias when you are listening to them as that will affect your mind and the truth. 

Pitch

This is simply a quality of the voice of a person that can be used in determining what other people think about them. The general belief is that women always have a higher-pitched voice, while men consistently have lower pitches. Beyond gender differences, though, low-pitched voices have been connected to calmness, reassurance, and a soothing disposition. This is the very reason why hospitals, call centers, and customer service outfits prefer agents with relatively low-pitched voices. 

The pitch of our voice can be controlled in four different ways; chest, nose, mouth, and diaphragm. People that speak with their nose will sound whiny and high-pitched; people that speak with their mouths have lower pitches than them. When you notice someone speaking in a higher pitch than they normally do, it can signify agitation, excitement, or panic. 

The majority of the people speak from the chest, and this is to ensure they are being heard. But then, it can later become tiring, and the speaker will have no other choice than to speak with a harsh voice. However, the best place to speak from is the diaphragm. The diaphragm is strong, full, and it requires much training before it can be used effectively. It is also the ultimate if you wish to speak in a pitch that communicates calmness and authority.

Speech Patterns

The speech pattern is simply the way people speak; it’s basically how fast the speech is, and the pauses being taken around the flow. For instance, being too fast with your speech makes you look rushed and can be interpreted to mean anxiety. What people will think is that you are probably just pouring out anything that comes out of your mind without even giving thorough thinking to what is coming out of your mouth. While trying to analyze people, be aware that most fast talkers are probably nervous. A lot of people are unable to stop speaking rapidly when they are nervous or anxious.

On the other hand, people that talk with slow, measured pauses sound authoritative, calm, and friendly. Their pattern of speaking indicates that they are taking their time to think about what they have to say before they say it. However, it is important to say that this can be complicated at times because if your speech is too slow, it might be indicating that you are distracted or probably tired. Your audience can get bored if they observe that your speech lacks enthusiasm. Understand that slow speech may be in order to gain more room for thoughts. However, excessively slurred speech can be a precursor of boredom.

Fillers and Pronouns

Does the person you are speaking with use a lot of filler words? What is his pronoun usage like? Does he pause a lot and fill up with unnecessary words? 

Fillers are words that break up the normal speech flow without adding any specific meaning to the overall message. Examples of fillers include “like,” “um,” “uh,” “err,” and the likes. All fillers have been considered bad lately, and generally, the advice is for people to avoid and get rid of them entirely. 

For instance, the repetition of “um” by a speaker points to some level of insecurity, or anxiety. Most of the time, people use fillers when they have stored information with certain pointers. In trying to recollect these pointers, fillers are introduced in place of long, awkward pauses. 

The way a person uses pronouns can provide another fascinating insight into his current state of mind. Specifically, the way a person employs and utilizes “You,” “I,” and “we” can provide an instructive discourse. Usually, when “I” is being employed to convey instructions, it is a message of authority. “I” also provides a dominating and intimidating atmosphere in such case scenarios. “I” is an assertive choice of word, especially when the person addressing you is your superior at work or an older family member. It connotes and denotes a powerful wish when it is used to request for one. 

On the other hand, “We” is the safer option people use when they need to carry out a task, they find distasteful. “We” could also be used to mitigate the potential impact of the news about to be delivered. It is easier to hide behind “We” when firing someone, for instance. It is always, “We cannot continue to employ you,” as opposed to using “I.” It can also be a route to escape responsibility for a transgression or unpleasant task. In short, “we” comes in pretty handy when you want to communicate that a situation is out of your hands. However, when “We” does not refer to a single entity or organization, it can be an indicator of “togetherness,” especially in unheated situations. Romantic arrangements are a notable example of this.

The use of “You” is particularly complex. It all depends on the context and pitch of the speaker. “You” can be made to sound accusatory under the right situations. A speaker that emphasizes “You” may be trying to pass a message of non-involvement or non-consent. “You,” though, can also be made to sound placatory. However, most of the time, “You” is a message of dissociation; people use it frequently in a conversation to make it clear that they are a separate entity from the other party. Learn to notice when “You” is accusatory. Pair its use with other visual clues such as frowns or scowls.


Chapter 8

Intricacies Of The Face (Common Signs)

The universality of facial expression has been subject to debate ever since Darwin’s time to date. Some facial expressions seem to be universal while others confined to particular zones. However, there are some expressions of the face which seem to be sending the same message among individuals from all corners of the world. This chapter decodes the hidden message in various facial expressions. This is an important factor because 80% of the emotions are shown and revealed on one’s face. Do not just listen to the words, pay attention to what the face says. 

#1: Furrowed brow most often indicates to signs of discomfort

The furrowed brow facial expression accurately represents what it means to feel and create negative emotions. When one starts to get stressed, anxious or angry, their brow is furrowed. Even if the individual may pretend to be all happy around you, this is a great giveaway!

#2: Eye contact typically indicates interest and confidence

Typically, when someone is telling the truth, they tend to look you directly in the eyes. This is called eye contact. Such individuals have immense confidence in whatever they are saying that they do not see the problem in facing you directly. When the speaker and the receiver maintain a direct and attentive eye contact, it could be translated that both parties are interested in the subject of discussion and that some level of truths are involved. One is also seen as being confident. The converse sends the message of shyness, lies or uninterested in all that’s said. 

#3: If the eyes are averted downwards, shame is probably involved

This is one of the most uniquely recognized facial expressions. In most cases, the eyes of the individuals are normally averted downward while the person wears a saddened and worried look. The head also takes a downward look, with a frowning or neutral mouth. In simpler terms, shame could be associated with submission. It’s as if the individuals are sending the message that they have been caught when they least expected it and that they have no choice than to submit. For primates, when the dominant individual successfully forces the other side into submission, the losing side tend to look downward in submission.

In your observation of facial expressions, you will likely see shame in the other person’s face. However, what you may not see is what cause that shame. The shame could be due to something they did and didn’t like it or they were involved in some competition and lost. These will be manifested in broad ways thus some background information would guide you in coming up with a more effective conclusion. 

#4: If they repeatedly touch the face, they are probably nervous

There are many things that can make someone nervous. When an individual is faced with a situation likely to cause one anxious, you will notice them repeatedly touching their face. 

One may be having financial problems or thinking of changing jobs and all these emotions will build up in them to a point they can no longer take it. When that happens, they tend to bury their face in their hands and take in deep breathes. 

These symptoms of anxiety or nervousness can grow to a larger extent that your normal life is interfered with.

#5: If you see their mouth and eyes are wide open simultaneously, they may be surprised

Gaping mouth and widened eyes are the trademarks for a surprised look. Surprise or shock as an emotion is closely associated with fear. The face made by a surprised person is one that instinctively forms. This occurs unconsciously to us and is triggered when something that we did not expect happens. When this unexpected event takes root, the eyes widen and the pupils expand so that they can cover more of the increased environment.

#6: Frowns and slanted eyebrows may display sad emotions being experienced

Unlike happiness, sadness assumes a less welcoming face. Many people find it easy to walk towards a happy person but will rarely have the same freedom when approaching a sad person. Sadness is facially expressed by a frown and slanted eyebrows. These are then coupled with feelings of loss and helplessness. Withdrawn individuals typically display this face. The expression originates in a simple manner: the features which show sadness are basically your usual facial features but in their reduced form. Everything tends to droop downward, but they seem not to be headed in any specific direction. It could as well be an indication of defeat, lack of initiative to engage others or giving up. Certain individuals couple the sadness facial expression with teary eyes (but this is not always a guarantee). One has to be careful when associating teary eyes with sadness because sometimes one could form tears as a result of too much joy. 

#7: Clenched jaw or tightened neck shows stress

The two limbic responses are linked to the limbic system in the brain. The limbic system plays the crucial role of controlling how we react to threats, and display emotions.

When you notice someone miss the bus at stage, they will likely clench their jaws and rub their necks. Or the boss sends a letter to the staff that everyone will work over the weekend and all of a sudden the orbits of their eyes narrow as their chin lowers.

#8: Half-open eyelids and weak-looking shows tiredness

Half-open eyelids are the main facial expression that the person you are looking at is exhausted. In an attempt to stay awake, this person typically raises the eyebrows. When you perform too much of a task while allowing yourself no room for rest, fatigue soon kicks in. The face expresses this in a weak-like appearance, probably seeking sympathy from any onlookers. As fatigue takes over our bodies, the faces act as an indicator of the amount of energy we could be left with. It shows our level of functionality when we are in a team and the others can notice our capabilities. 

#9: Infrequent blinking and eyes fixed on a particular thing shows they’re probably focused

A focused facial expression tends to vary depending on the situation. If an individual is focused on a given task, they will have their eyes fixed on it. If the same individual is focused on a thought or idea, they tend to look upward with their eyes facing the side. You may also notice that they blink once in a very long time. An interesting part about how focus is facially expressed is when a person twists their tongue and will move it from side to side. Many are not aware that they are doing this. The phenomenon is referred to as motor disinhibition whereby a bigger percentage of your brain’s energy is dedicated to the task while the remaining little energy keeps the body stagnant. 

#10: Head scratching with the eyes gazing in the eye may indicate confusion

When one is confused, he/she is unaware of what direction to take. They have a couple of options choose from, all of which seem viable. This is a state that can be expressed by the face. It is mostly characterized by the nose and forehead scrunched up and there may be an eyebrow which is higher than the other. The lips of the confused person are also pursed together while the actual confusion tend to be seen around the eyes. Confusion is an indicator that you lack some understanding and the expression itself comes about when the individual puts in more effort to properly understand the matter at hand.


Chapter 9

How To Understand Truth Or Lies

Anyone is capable of telling a lie and for the most part, everyone does. Most Americans will tell several lies each day. There are ways you can spot these lies.

The best way you can spot a lie is by knowing how a person will act when they tell the truth. Ask anyone you know a simple question such as: “Where are you from?” Now, you need to watch what their eyes do and the way their voice sounds.

Once you have established this information, you just have to look for changes in their behavior in four categories: speech content, facial expressions, voice tone, and body movements. These are all communication codes.

Know that these signs aren’t foolproof. If a person feels uncomfortable, they might fidget in their seat. If they feel nervous, their voice might crack.

There has been much debate within the healthcare community, basically in the mental health community about what body language tips truly show when someone is lying. What we perceive could keep us from correctly interpreting the signs that we see. It’s tough trying to figure out people just by watching their body language because someone might look tense or uneasy for many different reasons. It’s easy to think that somebody who will not make eye contact with you is automatically lying. They may not be lying but they might be feeling anxious, ashamed, or bored. We really aren’t as great as reading people as we think we are.

There is some good news. There are signals that you can look for. Who tells more lies, women or men? Do they have different reasons for lying?

In a study that was conducted with two groups, one group was made up of 77 college students, the other group was 70 random individuals, they were told to keep a daily diary for one week and write down every lie they told during their social interactions that lasted for ten minutes or more. Students told lies in one out of three interactions. The random community people said they lied one in about every four interactions. After one week, about nine percent of the different community people and one percent of the college students claimed to not have lied at all. Yes, you might be thinking that they are telling lies about not telling lies.

Even though it might be clear that everyone lies, it is clear that there a specific people who are able to lie easier and more than others. While doing this study, the “champ” told 46 lies in only one week and this equaled to about seven lies each day. You may be wondering who these people are that can lie more than the rest of society. These are people who lie every single day. Do these people possess certain personality traits? What gender are they? What is their age? Does telling lies have connections to relationships?

A Liar’s Personality

While doing the diary study, each person filled out specific personality measures. That information was used to see if certain personality types were prone to telling more lies.

When you went through the questions about “who lies?” did a certain kind come to mind? Did you guess that people who lie more were more scheming and manipulative? If so, you need to remember to use your intuition. People who like manipulating others are more likely to lie than people who aren’t as manipulative.

People who are manipulative normally only care able themselves so you might think that liars don’t care about anybody else. This isn’t totally true. People who frequently lie might also care too much about other people. What they care about most is what other people care about them. These people worry about the impression they make on others: “If I do this, will they think I’m a loser?” or “If I say this, what will she think?” These people have a personality type of impression-management. This person is going to tell a lot of lies. What is very interesting about these people is that they actually know they are lying and they know they do it more than other people. This is noteworthy because the participants of the diary study thought they were a lot more honest than other people.

Extroverts will also lie more. This is why we have to keep track of social interactions and not just lies. If we only counted the lies, extroverts would be capable of lying more than introverts because they spend a lot of time around others. This allows us to look at lying rates or how many lies people will tell according to their opportunities to lie. Extroverts actually told more lies than introverts, even if the difference wasn’t that substantial.

So, why do extroverts lie more than introverts? It is because little lies will make social interactions go smoother. Extroverts know about being nice to others and they practice this as often as possible so they don’t realize that they are lying. When extroverts were asked to take a look at how many lies they told during a week, it surprised them to know how much they actually lied. The reason isn’t clear as to why extroverts lie more than introverts.

The next trait is a responsibility trait that gets measured by the same scale that shows people who are ethical, reliable, honest, dependable, and responsible. Responsible people won’t lie as often as people who aren’t responsible, especially any lying that serves themselves.

Relationships and People Who Lie Frequently

For the people who participated in the above study, they rated the quality of their relationship with people of the opposite sex and with people of the same sex. They showed how satisfying, enduring, and warm their relationships were, how well their friends and they knew one another and how quickly they made friends.

The quality of their relationships with people of the opposite sex didn’t correspond with how quickly they lied. It was the total opposite when they had relationships with people of the same sex. People who had good relationships with people of the same sex didn’t lie as often or as much, especially self-serving lies, than people who had bad relationships with people of the same sex.

How Women and Men Compare

On average with each type of lie, men and women are equal in their tendency to tell lies. When they looked closer at different kinds of lies and targets, this is when differences showed up.

Think about two kinds of lies: kind-hearted and self-serving.

Lies that are kind-hearted are told to make somebody else feel or look better or to keep from hurting their feelings, blamed, being embarrassed, or punished. Look at the following statements:

“I know how you feel!”

“You look wonderful!”

“What a wonderful meal!”

How to look at these four combinations of targets and liars:

1.Women telling lies to women.

2.Women telling lies to men.

3.Men telling lies to women.

4.Men telling lies to men.

In three of the above, people will tell more self-serving lies than kind-hearted ones. In the other one, people will tell the same number of kind-hearted and self-serving. You might be asking which one?

Kind-hearted lies get exchanged between two women more. If men are involved, either as liars or targets the self-serving lies will always prevail. There were always two to eight times more self-serving lies than kind-hearted lies.

Lying and Age

In the above study, the community people didn’t tell as many lies as the college students. This means that older adults won’t tell as many lies, right? Well, not really, the community people were different in other aspects as well. There was 81 percent that was employed and 34 percent just had a high school education.

In a completely different study, adults were asked how many lies they had told in the past 24 hours. The results showed that the older they were, the number of lies that were told was a lot less. The main difference was they didn’t say how many opportunities they had to tell a lie.

This isn’t written in stone but it might be that the older we get, the less we lie.

Forms of Lying

If you started researching on ways to know if someone is lying, you will find many different articles that will give you lists that might include averting eye contact, changes in their voice, fidgeting, and nervousness. If you work, you were interviewed for the job, these happen a lot. These are all normal reactions to any stressful event.

Spotting a lie is hard to do. Everyone will exhibit different mannerisms when they are lying rather than a set pattern that is constant for everybody. If someone were to lie during an interview, it might be likely that the majority of what they are saying is true. It’s hard to get through all that information to figure out what parts were deceitful while you are conducting the interview.

It is also hard to lie. A person who is skilled and knowledgeable knows ways to see and expose lies by using a very detailed inquiry. You can ask the exact same question in different ways to get more information that will be more accurate. You could consistently rephrase the question until you get all the clarification that you want. If a person is lying, constantly pushing the conversation might lead to new choices; they are going to have to either escalate their lie or claim that they don’t understand and finally tell you the truth. If they do decide to escalate their lie, indicators of lying will become more obvious.

No one can deny that lying is bad. The thing is that most people are completely clueless about to large the problem is. Lying may be an unconscious and destructive habit. Let’s look at different lies and see if you recognize any of them.

Understanding the different types of lies could be helpful when recognizing the problems that a liar may go through whether they are friend or foe. Knowing the types of lies to look out for might help you when trying to detect a lie:

•Lying for Exaggeration

Exaggerating will enhance the truth when you add a lie to it. A person who exaggerates will mix truths with untruths to make them look more impressive to others. These people could successfully weave truths and lies together to create confusion even to the person who is doing the lying. With time, the liar will start to believe their own exaggeration.

Some people think that exaggerating will help them. If you believe that you aren’t good at something, you might choose to lie about something so that it makes you sound better. These are very tragic people because they don’t feel good about themselves and they feel like they have to make up stories to make themselves look good around other people.

•Compulsive Lying

This is caused by the person needing attention. This person has very low self-esteem. A person who is a compulsive liar will find it hard to stop lying. They tell their lies even if tell the truth would have been easier and better. Many people believe that each word of what they say is the truth. They live in their own little world that is completely different from reality. It isn’t ridiculous. It is a tragedy.

•Bold-Faced Lies

This is a type of lie that tells other people something that everybody knows is a lie. It is very simple. It might be cute for small children to tell a lie about not having any cookies before dinner even if they have chocolate all over their face.

As we get older, we like to try to be this clever when trying to cover our lies. Some people don’t ever grow up and continue to lie even if others know that they are telling nothing but lies. When we hear a bold-faced lie, we feel resentful that they think so little about our time and intelligence.

Some might say they hate lying even when they know everybody around them know that they are lying. They might even feel a bit dumb. The people who are being lied to might feel the exact same way.

•White Lies

This lie is considered the least serious of them all. People claim they tell white lies just to be tactful or polite. It might be just making up an excuse for not attending a party or not showing appreciation for a gift you don’t want. Consistently telling white lies could cause conflict because, after some time, they could cause problems with others since they begin to realize the insincerity. This is what causes people who tell white lies to lose credibility.

Saying that you have something to do when you don’t just so you don’t have to let them know that you don’t want to go out with them can hurt as much as a straight lie. Saying that you are fine even when you feel down or sad could hurt you more than the other person. When you tell this little white lie, you are disrespecting the person who asked that simple question to help build the relationship. It will put up roadblocks when trying to build a deeper relationship.

•Fabrication

This is telling other people things that you aren’t even sure they are true. These are very hurtful since they could lead to rumors being started that might damage another person’s reputation. Once you decide to begin a rumor about somebody, it isn’t just a lie but you are stealing their reputation. Some people absolutely love spreading rumors. They like telling lies about people you don’t like. It works most of the time. You are deliberately inventing false stories.

•Deception

People who like to deceive create impressions that cause others to get misled by creating false impressions or not telling all the facts. You might not like for others to think you are smart so you joke about being smart to try to make them think that you aren’t smart. This might work some of the time and it might not even feel like you are lying. You think you are just pretending to be something that you aren’t. Being deceptive is hurtful. It is very subtle but deadly at the same time. It is like when you were a child and you exaggerated about everything you can do even when you know you can’t. You make yourself look more experienced, successful, greater, and better.

•Broken Promises

This is failing to keep a commitment or promise. It can create a lot of damage when a person makes promised that they never had any intention of keeping. Saying you are going to do something when you know you aren’t going to be able to could cause a lot of problems.

What many people don’t realize is that lying and breaking a promise can cause double damage. It can cause hurt feelings that never had to happen. Breaking promises can hurt other people’s hope. They get excited because you said you could do it just to have their hopes destroyed when you don’t. These broken promises could easily lead to lives getting broken. 

Here are some more types of lies:

•Restructuring: These distort the context. People will say things sarcastically. They might change the characters or the scene.

•Minimization: They reduce the effects of a mistake, judgment call, or fault.

•Error: This one only a lie by mistake. The person who says these things don’t realize that they are lying.

•Denial: These people outright refuse to acknowledge what is true. The extent of their denial could be very large. They might lie just to you one time or they might just be lying to themselves.

•Omission: They will leave out information that is relevant. This isn’t as risky and a lot easier. They aren’t forced to make this up. It’s passive deception and there isn’t as much guilt involved.

Non-verbal Signals

By now, you might be wondering how you can tell if a person is lying. This could get complicated. Many people have instincts for detecting a lie and these are actually quite strong but our minds could fail us at times.


Chapter 10

How To Fake Body Language

First things first, the word “manipulate” has quite a bad rap to it, but for the purpose of this section, I would like you to see that word in a different light. To help you see manipulation from a different perspective, consider the following examples: 

Jack wants his friends to have a great evening at a party. He suddenly bumps into one of them, spilling their drink in the process. Jack smiles disarmingly and apologizes for the accident even though clearly it was the other person’s fault. Both had a great evening. 

Jill wants to make her work colleague look bad. She spreads negative rumors about the colleague. Eventually, the colleague gets to hear the rumors and feels sad and loses self-esteem. 

In the first example, Jack manipulated his friend’s feelings to make them feel better about a bad situation. In the second example, Jill manipulated her colleague’s feelings to make them feel bad. The problem is not with the manipulation; instead, it is with the motive behind the manipulation. 

Here’s the message I am trying to get at from the above: to manipulate (in the context of this book) is to intentionally influence someone into changing their mind or behavior without any intent of causing harm to the other person. It is a mutually beneficial act—a win-win for all involved. 

“Fake it till you make it!” is a cliché that people use to motivate others to believe in themselves. This also holds true for body language. When you assume a body posture or a physical position or an attitude that you would like to have, your brain immediately begins to release hormones that make you actually feel that way! 

Now that you clearly understand what I mean by faking your body language in order to manipulate others to do as you want, let me share with you two quick tips on how to fake it until you get the result you desire. I recommend that you should make a handful of videos of your verbal presentations in different situations. They don’t necessarily have to be lengthy videos. When you play back the videos, turn off the sound so that you only see your body movements, gestures, and facial expressions. Observe what your body is saying. Does it say exactly what you mean? Is there a way you can make it convey the message you intend in a clearer way? 

Few minutes before a meeting (in a social or professional setting), take deep breaths. Be present and mindful of your environment. Ensure that you take your attention off the meeting or whatever the near future holds and focus your attention on your present moment. This is a mindfulness practice. Steady yourself with deeper breaths. Clench and unclench your fists to make sure they are not shaky. All this will help you to become calmer when you eventually get into the meeting, and it will make you become more aware of your gestures and body movements. 

Now, let us consider some of the practical ways to fake your body language properly so that you appear confident and interested in someone or make others comfortable around you even when you are not in the least any of these things! 

Faking Interest

It is easy for anyone to tell you, “Show interest even when you are not.” The problem with this advice is that the average person (who doesn’t know how to fake their body language) is likely to become robotic in doing this. 

First of all, you need to understand that interest has a lot to do with the human attention span. And the normal human attention span doesn’t last for long—at least not without some form of disinterest at some point or distraction. So, when you are faking interest in someone or something, here’s how to do it. 

You have to look like you are interested, but don’t overdo it. Human beings don’t have a 100% attention span to anything for a long time. So, when you show interest (or fake interest in other people), be sure to keep the show up for only about 70% of the time. Trying to fake interest in someone for longer periods will expose you as fake! 

No one likes it when they are being “taken for a ride.” Well, that is what it feels like when you want to get something from someone by faking interest in them. The poorest way to do this is by showing interest in someone just right before you ask them for a favor. For example, someone approaches you and offers you a compliment, and right after that, they go, “I was wondering if you could help me . . .” and they blurt out whatever it is they were really after. It doesn’t take a genius to figure out that the earlier compliment given was not an honest one but a means to an end—the end, in this case, being the favor they want from you. So, if you want to compliment the person, that’s fine, but make sure to give the compliment genuinely.  

Discuss a variety of issues that will lead up to the favor you intend to ask. While this involves verbal communication, your body language throughout the interaction should show that you have a genuine interest in the issues or topics you talk about. 

Making People Comfortable Around You 

Closely linked to faking interest in people is learning how to make people comfortable being around you. If you can fake this successfully, you will be able to build a strong rapport with other people in a relatively short amount of time. Interestingly, while you may feel it is fake and unreal at the initial stages of using these techniques, with time, you will become so good at it that it no longer feels like faking. This is when you have moved from faking it to making it! 

Mirroring: The Chameleon Effect 

The chameleon effect is simply mirroring the other person’s body language and speech pattern. Tuning yourself to reflect the other person back to themselves is a quick way to make them feel really comfortable around you and even like you in the process. When you mirror or mimic their sitting posture, tone of voice, gestures, body angle, expressions, and so on, you send an unconscious message to the other person that tells them you are like them in many ways. This makes them relax or let down their guard around you. 

This technique may sound easy to use, but in real-life application, it can be the worst giveaway that you are simply faking if you don’t know how to use it. It goes without saying that being obvious about mirroring or copying the other person’s body movement or speech pattern defeats the purpose of the technique. What you want to do is to make these movements flow naturally with what you are saying. Keep in mind that you are not a robot, and you definitely don’t want the other person to catch on to what you are doing. So be mindful of how you shift your posture in response to theirs, how you tilt your head in response to theirs, and how you use your gestures in response to theirs. As with all things, moderation is important here.  

You must not copy every single move the other person makes throughout your interaction. 

Effective Listening

You cannot fake listening to someone when half of the time, your attention is clearly shifting from them to other things, like your phone, computer, or other things happening around you. Conversely, you will overdo effective listening if you keep your attention riveted on the other person the entire time! What you should aim at is to show them that you are listening without appearing to be trying too hard. 

Nodding is a sign that you are following what they are saying, and it nudges and encourages the other person to be more forthcoming. However, excessive nodding is a clear sign that you are not listening but simply want to appear that you are listening. It can also be a sign that you are trying to be a yes man or yes woman, agreeing “blindly” to whatever it is they are saying without thinking about it. This is usually a mistake that subordinates make with their bosses or employers. The other person will get a clear signal that you are not genuine in your agreement. 

Use Their Name

This is one powerful “relaxation” trick salespeople use. When you use a person’s name in a conversation, you are sending a powerful unconscious message to them to relax and trust you more. Even in writing (email, text messages, and so on), mentioning the other person’s name helps to build rapport with them.  

As an example, instead of saying, “I’d like you to consider the benefits of this proposal,” you can create a stronger bond with the other person if you use their name like this: “Jane, I want you to consider how this proposal will benefit you.” It doesn’t matter if the other person is a complete stranger; using their name shows them you were interested in them right from the very first time they introduced themselves that you could remember their name. 

Smile

A smile seems to appear simple; however, it is one of the most difficult to fake. The reason for this is simple: the muscles that move in your face during a genuine smile are controlled by impulses sent from the brain. You simply cannot fake those impulses. For this reason, I will strongly suggest that if you must fake a smile, do it from a distance so that the other person will not be able to clearly read your eyes (if they know how to detect a fake smile).  

However, if you are in a close range and you must fake a smile, don’t let the smile linger on your face. A brief smile will do the trick. Holding a fake smile on your face is a dead giveaway that you are not the real deal. 

When you are in contact with someone and you want to relax a bit, flash a quick smile—not necessarily showing your teeth because that will make you look very awkward, especially if it is a fake smile. To add more effect, you can raise your eyebrows slightly to cover for the fake smile. 

Faking Self-Confidence

There are several ways you can fake self-confidence using your body language. The thing with faking self-confidence is that the effect is not only felt on the people you are trying to manipulate or persuade; you eventually feel it too because, as I have earlier mentioned, your brain assumes that you are actually feeling that way and sends a rush of hormones to increase your self-confidence and decrease your stress level. 

So, here are some quick body language tips to use in faking self-confidence. 

Using Low Tone

Nervous and anxious people usually speak with high pitches and at a quicker pace, whether they are males or females. On the other hand, when you speak with a low tone and a slower pace (not a dull monotone voice!), it conveys a sense of authority or power. 

Here is a simple trick you can use to lower the tone of your voice. Before you speak, tighten your lips together and make a humming sound for about ten seconds. This will return your voice tone to its optimal pitch. Also, when you finish your sentences, remember to make your voice drop at the end. This will make your voice sound more authoritative. When your voice goes high as you finish your sentences, it conveys a question rather than a statement or an order. It will sound like you are seeking approval from the other person or people listening to you. 

Assume the Power Pose 

When you need a quick boost of self-confidence, stand upright with your legs spread apart and your hands on your hips. Lift your head like someone who is truly confident and stay in that position for about two to three minutes. This is the power pose; it has the effect of increasing your self-confidence and making you calmer, especially when you are going into a meeting that makes you nervous. 

Claiming Your Territory

When you sit, place your feet firmly on the floor, and you spread your arms on the table in front of you. You can even hang one hand behind the chair you are sitting on. This posture says you are in charge of your space. And even if you are not too sure of yourself inwardly, it doesn’t show when you carry yourself in this manner. It is an excellent move to hide your inner fears.


Chapter 11

Personality Development  

All individuals possess certain traits of personality which set us apart from the rest of the world. The mix of good and bad traits tells us how you respond to the situation. According to some studies, it is stated that these traits are genetic and remain fixed throughout life.  

Lastly, the third factor called character which is inclusive of emotional, cognitive, and behavioral patterns which are learned through experience determines how a person can think, behave, and feel throughout his life.  

Other than this, the character also depends upon our moral values which are inherited in us through our ancestors.  

The different stages of life significantly influence personality development, which is a very essential part for the person and the other human beings also. Let’s discuss the stages of life: -  

Infancy- The first two years of the child are very crucial in which he/she learns basic trust and mistrust. If he/she is well-nurtured and loved by the parents properly, then the infant develops trust, security, and basic optimism. If it is opposite, then the result will be mistrust.  

Toddlerhood- It occurs after the first stage starts from three to four years. During this stage, they learn shame and autonomy  

Preschool- In this, the child learns initiative and shame. Through active play, they start using imagination, try to cooperate with others, etc. During this stage, the parents play a very essential role in which they get a restriction on the play and use their imagination.    

School-age- In this stage, the whole development of the child takes place in which he/she learns various good habits like teamwork, how to work with rules and regulations, cooperation, and basic intellectual skills. Moreover, self-discipline surges every year with the passing of school age.   

If the past stages of the child are excellent, then they learn various good habits otherwise, they feel inferior in front of others.  

Adolescence- It is the age between 13 to 14 years in which a child starts behaving like a mature person. The young person starts experimenting new things and if parents are opposed to it, negativity arises. Indeed, this stage starts seeking leadership and rapidly develops a set of ideals for them to live by.   

Importance of Personality Development  

In order to get success in both personal and professional life, a great overall personality is very crucial in the life of an individual. Every person is automatically influenced by attractive and renowned personality. Whether it is a job, interview, while interacting with other human beings, and many more sectors, you must have certain traits and features which should compel other human beings to say yes! What a great personality!  

Nowadays, in every field, the personality of a person matters a lot. For instance- in the interview to impress the interviewer, in business to influence the client and make them believe in you.  

Therefore, the demand of personality has surged drastically with the passage of time. These days with the advent of personality, every school is careful about it and they make their students a perfect example where they can excel in every field.  

Some years ago, the overall concept of personality was very common and no one really approached towards it. Parents also rarely gave importance to it.  It was just looking good while wearing good clothes, which is more emphasized in a work-related environment. Indeed, the interviewer just wanted good working skills of the person and not interpersonal skills.   

But now the scenario has changed a lot in this age of competition and economic revolution. Let’s put some light on the various points of personality which are considered very crucial in personality development: -  

Personality development inculcates numerous good qualities  

Good qualities can be in any form like punctuality, flexibility, friendly nature, curious about things, patience, eager to help others, etc. However, if you have a good personality, you will never ever hesitate to share any kind of information with others which benefit them.   

According to the rules, you will follow everything like reaching on time at the office. All these personality traits not only benefit you but also to the organization directly or indirectly.   

Gives confidence  

Great personality tends to boost your overall confidence. If you know that you are properly groomed and attired, it makes you more anxious towards interacting with people. Other than this- in any of the situation, if you know how to behave, what to say, how to show yourself, then automatically your confidence is on the peak.   

Overall, a confident person is liked and praised by everyone both in personal and professional life.   

Reduces stress and conflicts   

A good personality with a smile on his face encourages human beings to tackle any hurdle of life. Trust me, flashing a smile on the face will melt half of the problems side by side, evaporating stress and conflicts.   

Moreover, with a trillion million smiles on your face, there is no point in cribbing over minor issues and problems which come in the way of success.  

Develops a positive attitude   

A positive attitude is that aspect of life which is must to face any hard situation and one to one progress in life. An individual who thinks positive always looks on the brighter side of life and move towards the developmental path. He/she rather than criticizing or cribbing the problem always tries to find out the best possible solution with a positive attitude.   

So always remember, if any problem occurs, then take a deep breath-in, stay cool keeping in mind the positivity anyhow. This is because developing a positive attitude in hopeless situations is also part of personality development.  

Improves communication skills  

Nowadays, a lot of emphases is given on communication skills as a part of personality development. A good communicator always lives an excellent personal and professional life. Indeed, after your outer personality, the first impression tends to fall on another person is what you say and how you say it.   

Verbal communication of the person makes a high impact on another person. Individuals with good communication skills ought to master the art of expressing thoughts and feelings in the most desired way.   

Helps you to be credible   

It is a good saying that you cannot judge a book by its cover which also applies to a person. Means people judge a person from their clothing and how it is worn. Therefore, dressing plays a very essential role in the personality of an individual.  

So, be careful while picking up clothes for yourself. It doesn’t mean you will buy expensive clothes, but they should be perfect and suit your personality.   

How to develop a personality  

I just want to ask one question from you guys that have you observed any person who is the center of attraction? They have mind-blowing qualities due to which people get attracted to them like a magnet. So, how do they manage to do this?  

Actually, they are personified persons who want to learn something or everything to look unique.  

Well, every individual has his own qualities and traits which make them unique. But, some of the tips are very beneficial which help the person to be a perfect example of personality. While making your personality there is no room of age, but the improvement has. It cannot happen in a day, it takes overtime.   

So, there are multiple characteristics on which an individual has to work on while developing his personality. Here you will know some tips on developing personality: -  

Be a good listener  

If a person has good listening skills, they can make another person feel important in front of them, so be a good listener. One of the examples of this is:  

This quality is very appealing in order to have an awesome personality.  

Take interest in reading and expanding your horizons  

The more you gain knowledge about various aspects, the more you become famous in your personal and professional life. So, read more and cultivate those interests in yourself which make you stand in front of others with confidence.   

On the other hand, when you meet people, you have the opportunity to share things with the individuals by making them flat.  

Dress up well  

While going to the office, party, or on any other occasion, wear dress according to that which suits you. Good looks no doubt add to your personality but what matters is how you dressed up for any occasion. Thus, dressing sense plays a very crucial role in personality development and building confidence.  

Observe the body language  

While interacting with people, try to use positive gestures which make another person comfortable and relaxed. Some studies stated that 75% of the work is done by verbal communication in which a person’s personality is judged by another person.   

So, keep an eye on body language.  

Remain happy and light-hearted  

Try to see the joy in the world and every work that you do. Spend precious and laughing with others so that you feel happy. Always appreciate people in one way or the other. So, smiling and laughing plays a significant role in making your personality awesome.  

Stay calm in tensions  

Some people have good personality until and unless they come across some tense situation. Don’t be that kind of person who becomes angry in tensed issues and shouts on everybody. Therefore, be relaxed and stay cool while finding out the best possible solution for a problem.  

Develop leadership qualities  

It is believed that good leaders have an excellent personality which can impress another person easily and effectively. However, leadership skills don’t mean giving orders to subordinates. Rather, it means how well you can as a leader manage your subordinates to accomplish any task. Indeed, work hard to set an example for them who work with you so that if in the future they will get a chance to work with you, they will feel very excited.  

Work on your inner beauty  

Most of the people only work on external appearance, but when you behave or speak outside, everything gets reflected. So, it is true that the outer look is essential but inner beauty is also very crucial to be a full-proof personality.   

Indeed, it takes only a few days to change your outer appearance but, sometimes it takes years to change the inner world. So, work on that and you yourself can see the difference.  

Learn from your mistakes  

As a human, mistakes are part of life which makes an actual individual. If you are learning any new thing, you are bound to make mistakes. Always get ready to learn from your mistakes while saying or feeling sorry. Saying sorry will make a significant place to make a respectful corner among your friends or colleagues.  

Indeed, if you have made a mistake, forgive yourself and move on.  

Always make compliments to others  

If you see that someone is looking great or gorgeous, then don’t hesitate to say something positive to them. This will make your image or standard up.  

Be original  

The next essential step in making your personality awesome shows what you actually are. It is a very eminent saying that original is worth than copied things. So, follow this and be how it is; rather, pretending what you are not.  

Other than this, one should not copy someone’s personality. But you can adopt some habits of other individuals who are good and help you in developing your personality.  

Meet new people with a smile  

Try to meet new people which will make you aware of a new environment and culture by which you as an individual can learn new things. Moreover, it also broadens your horizons.  

Make your own opinion  

The opinion is something which cannot be changed or stolen from another person. For example, while sitting in a group when someone asks your opinion, give them your opinion which is unique and is for the betterment of everyone. This attitude will make you more interested and stimulating to be sociable.  

Get out of your comfort zone  

Be ready and always get prepared to challenge yourself to learn new skills. Like for most people- learning new things is quite a challenging work. But with a positive attitude and confidence in yourself, you can tackle anything.  

Don’t give up at any point  

Whenever you try to do anything and you fail, then give yourself a second chance to improve it. So, don’t give up at any cost and try, try, try until you succeed.  

Create your own style  

According to my personal experience, you don’t need to be a replica of anyone- you need to be yourself.  

So, find the best style which makes you comfortable and relaxed. This pattern of developing your personality is very unique which offers the chance to explore and develop over time. Means if you get tired of something, you can move to another style without any downturn.  

Be passionate about your work  

In case you are not happy with your job or work, then don’t complain regards to that if you don’t have the capability to change the circumstances.   

Therefore, figure out your passion and try to make the necessary changes in your life to change the present situation.  

Don’t make yourself aggressive  

Well, in everyday situation there are numerous assertive situations which make you angry. But, be careful because is a big turn off to people, both in social and professional life.  

If your nature is like pushy, then be honest to yourself and try to change it as soon as possible.   

Don’t strive hard for perfection  

Keep in mind that you don’t have to attain perfection in any field because no one is perfect in this world. When a person is willing to show imperfection, then he/she is putting people at ease.   

Evaluate yourself  

Evaluation is the best technique to change yourself towards positivity so keep evaluating yourself at regular intervals of time. In this case, take the feedback from your friends, colleagues, and other near and dear ones seriously, which will help you to improve gradually.


Chapter12

Emotional Intelligence

Plasticity is used to define the brain's ability to form neural pathways that are different from the existing ones. These pathways are responsible for our thoughts, imaginations and habits. Thankfully, it is not impossible for the neurons in our brains to connect in different ways to other neurons. What this means is that behaviors can be changed. You may not, in reality, become a different person altogether, but you can act in new ways. All it would take is resolve and repetition. If you make the conscious effort to stick with the new behavior you have adopted, very soon a neural pathway would be established in your brain to support that behavior, and it would become a habit.  

I explained that to say that you should not give up hope simply because you think you're not emotionally intelligent. It is not outside your reach and has nothing to do with IQ. One cannot predict a person's capacity of emotional intelligence by measuring their IQ. These two concepts function distinctly, and, unlike IQ, emotional intelligence has little to do with genetics. With EI, there's an even playing field for everyone, and it's all up to your will.   

You embrace change instead of running from it. This is because you now understand that everything is subject to change. This is how we measure the passage of time. Things wear out, seasons come and go, and people change, for better or worse. Being self-aware, you observe this characteristic in yourself. You are probably not working the same job anymore, or the beliefs you held sacred now seem silly to you. When you develop your EQ, these changes do not scare or make you angry. Instead, you welcome and try to enjoy them. You are excited to know that things will not be the same for you a few years from now, and you can't wait to see how it all plays out.  

You become an empathetic person. You are no longer merely sympathetic to the emotions of the people you meet. It is quite easy for you to see things from the perspective of others and understand the reasons for their actions. Someone could be angry with you even when you are obviously in the right. Yet, you are still able to understand why they feel the way they do towards you and can diffuse the otherwise explosive situation. But empathy can also be proactive. You are able to predict, with some degree of accuracy, how a person might feel or behave if you did or said something to them. With this understanding, you can show a true respect for the emotions of others.  

You don't recoil from constructive criticism. And why would you? You know that, if the criticism is not done in malice, it could be an opportunity for growth. You are aware that the absence of criticism is a scarier reality. You are not an infallible person, and you do not pretend to be. Things may seem right and for the best from your point of view, but you count it a blessing when others can show you the folly of your ways. You consider these criticisms without spitefulness and use them to your betterment. You even go further to have as friends those who are not afraid to be critical of your work, attitude, and so on.  

Your emotions no longer determine your actions. Remember the time you would have gone off in a round of hurtful words, thinking you would feel better afterwards? Also remember the time you could not separate the harmful actions of people towards you from your feelings for them? Well, you are not like that anymore. You understand that emotions are just unintelligent chemicals in our brains, and that our brains use them to predict our actions in certain situations. You now know for a fact that emotions are not good enough to base our judgments on. They rarely ever show the truth of any situation and often leave us with a dampening feeling of regret. Although you know the importance of emotions in the survival of humans, you prefer to be in control of them.  

You know how to really listen, even in an argument. You make the effort to always keep an open mind, even in a heated debate. You are not only trying to make a point, but you allow for the opportunity that you just might learn something helpful from the other person. It is clear to you that will never know everything there is to know, and you try to never act like you do. Every opinion can be contested, even when it seems completely irrational to do so. This is why you listen with interest, regardless of how much a view differs from yours. You do not try to shut people up or hurry them so you can make your point. In fact, you much prefer to listen than talk anyway.  

You have a consistent nature. You used to think this was a bad idea and loved to switch your personality to confuse people, but you get it now. Everyday life is different from warfare, and in the reality of everyday society, being predictable is a good thing. People find it easier to rely on and trust you when they know how definite your character is. Even though you like to learn and improve yourself, you are not easily swayed by every passing fad. You know that trends go as quickly as they come, and that the popular opinion is not always the right one. You know who you are, you know what is irrefutably right and wrong, and the core of your character is never affected.  

You understand the importance of prioritizing. Some things are more important than others, but some are just more urgent. You know that multitasking is not essentially an efficient way to go about your tasks. So, you make a list of mental notes to do certain tasks first and at set times. You are disciplined enough to follow through on your list of priorities, and your twenty-four hours are effectively utilized. You know what you should devote your mind for a more secure future. Whether it's a degree, skill, or networking, you know what to do and when to do it.  

You are more accepting of various people and the diversity of their opinions. You understand the dangers of being biased and have done away with all kinds of superiority complexes. You invite people with varying levels of education and from different backgrounds to speak their minds freely. You, at least, attempt to see logic or motive behind their opinions. You probably will never be liked by every single person you meet, but you make friends of people who otherwise would have been enemies as a result of your open-mindedness and acceptance.  

Your actions are intentional. You no longer act mindlessly only to wallow in regret later on. You are conscious of the things you do and the impact they could have on other people and the environment. Even though you never allow yourself to be bothered by worry, you think clearly about your actions to be sure you can live with them. You know that no one can judge your thoughts, but your words and actions are the image you present to the world. So, you manage your actions consciously and deliberately to give people the right perception of you.  

You are a more self-confident person. Being that your actions are intentional, you are self-aware and can manage the relationships in your life, so it naturally follows that you would be a confident person. And this is the case. You don't doubt yourself anymore because you know what makes you tick and you're the boss of your emotions. You may still feel afraid or a little shy sometimes. If you decide to try, for example, public speaking, you might feel stage fright, but you know just how to shove those feelings aside and be who you know you can be. Your steps are sure, your gaze is steady, and people can tell that you are, indeed, confident.  

You are not envious of people. You no longer want things because people have and flaunt them. You know what the ultimate goal of your life is, and you are focused on making it happen. You also understand that, instead of longing after the possessions and achievements of others, it is a much healthier option to work towards getting, owning and achieving things. You are sincerely happy for those who are successful around you, even when it seems like you are way behind them. You root for them and even chip in to make their dreams realities. All the while, you continue to improve yourself and work diligently towards your goals.  

More people want to follow, be in a relationship with, or listen to you. Gone are the days when you were begging people to stay in your life. These days you find that people are drawn to you. They find your words motivating and get inspired by your actions. Even in trying times, people can tell that you will be fine in the end. They see the strength of your character, how eager you are to learn, how bold you are in tackling challenges, and how productive your life is. Those who knew you before you developed your emotional intelligence can tell the difference, and they want to know how you did it. People are easily loyal to you, and they like to discuss their challenges with you. They do so because you always help them step back from the middle of the problem and see things from a better perspective.  


Conclusion

Even for trained psychologists and psychiatrists, analyzing a person is a complex task even though it appears straightforward. Human behaviors are complex, and this implies that we can only approximate the profile and intent of an individual rather than precisely modeling the person and the associated behavior. However, there is a reassuring source of analyzing people, and this is body language. Body language is diverse and includes gestures, facial expressions, posture, tone of voice, and distance in communication. The other aspect of body language is that it is largely happening at the subconscious level of the mind making it difficult to rehearse all aspects of nonverbal communication uniformly.

Against this backdrop, this book offers a simple guide to reading people. The book avoids landing the reader to techniques of analyzing people because it is important to anchor the reader on a brief introduction to human behavior psychology and the benefit of analyzing a person. The reader will learn that we do not just read people for the sake of fun of it but for us to establish the truth-value in their actions and words. The book will walk the reader through ways of becoming an analyst of people as well as tackling what constitutes nonverbal communication. Under nonverbal communication, we explored eye signals, facial expressions, nonverbal of legs and feet, and paralinguistic, among others. After walking the reader systematically through the basics of body language, the author introduced mind control and means of defending oneself against it, manipulation and handling manipulators, as well as detecting lying and deception.

understand why human behavior is complex as well what motivates human behavior. For instance, under the investment model, one seeks to maximize returns by committing certain actions. While the book invokes reputable psychological theories and concepts to make the content quality and applicable, the author ensures that the book is easy to read for any reader. Throughout the book, the author employs simple and easy to understand the English language with the understanding the audience of the book is likely to be of native and non-native speakers of the English language.

Additionally, the author systematically presented content and concepts allowing the reader to build familiarity and complexity towards the end. The author presented the book as a manual, guide, and informative piece of ways of reading human body language. All these were possible through extensive reading of related topics on the issue from reputable scientific journals and presenting it in a readable, relatable, and simple language. Against this backdrop, this book managed to introduce human behavior psychology, discuss the role of analyzing people, ways of becoming an analyst of people, and presented different forms of nonverbal communication. Towards the end, the book discussed ways of mirroring body language, mind control, manipulation, and ways of detecting lying and deception. As such, you should find this book an easy and informative guide to reading body language.


PART II


Introduction

Psychologically, body language is the art of communicating without using words. It can be anything you do or any action you take that someone else takes to mean something. Body language is not always intentional; most times, majority of us often fail to realize that others are reading meanings to what we do even when we do not utter a single word. 

Each human thinks of him or herself as an amateur psychologist. We all think we can figure people out or read people just by watching them. This is why people conduct interviews; they believe that just by watching you for a few minutes, they can learn a thing or two about you- your personality and possibly, your character. 

Human beings are also smart. When you know others are watching and observing you, you continuously work to present yourself in a certain way. You try to control and manage the impressions others have of you. 

Managing impressions is the essence of body language- using the right body language to manage the message you send and the impression you leave on others. 

Reasons why you should learn effective body language are as many as the lines on your palm. Below are a number of reasons why learning body language is such an important undertaking:  

Detecting Insincerity: By properly studying the art of body language communication, you can easily detect when someone is lying or ‘cooking’ the truth. For instance, when someone avoids eye contact or stammers a lot while communicating, it might mean the person is being insincere. Body language is honest and that is why law enforcement arms of government use it often. Your words may hide the truth, but it is very difficult to hide your body language. 

Reinforcement of Words: You can use body language to render more impact to, and reinforce your words. That way, you get people to pay attention to you when you are communicating with them. 

Knowing When to Stop: Body language can also help you detect when a person is uncomfortable with a particular conversation or when someone does not like what you are saying. When you know this, you can easily change the topic of conversation. 

Expression of Feelings: Another very important use of body language communication is that you can use it to express feelings during communication. A person may say yes when what he or she really means is no. By understanding body language, you detect real intentions without the need for words. 

Confidence: You can use body language to show confidence. This is especially important for leaders because followers have to view their leaders as confident and in control. Body language signals such as breaking a sweat, stammering, or being jittery while addressing followers may send out signals that a leader is very unconfident, which may affect the level of trust followers have in such leaders. 

Games: If you play games like poker, body language can be a very useful skill to learn because it can give you an idea of your opponent’s state of mind and his or her next move.


Chapter 1

Being Lie Detector

A lie can be defined as an assertion that is believed to be forced to simply deceive somebody. Lies involve a variety of interpersonal and psychological functions for the people who use them. People use lies for various reasons which are, at most times, best known to them only. It is believed that every human being can lie. Multiple types of research have suggested that on an average day, people tell one or two lies a day. Some surveys have suggested that 96 percent of people admitted to telling a lie at times while 60 percent of a research study done in the United States claimed that they do not lie at all. However, the researchers found at least half of that number were lying. However, scientists say that there are ways in which one can easily spot a lie or be able to know when somebody is lying to you. Lies can be intended to protect someone while others are very serious like covering up a crime done. People do not know what ways they can use to detect a lie, and most of them end up telling themselves that they can easily detect a lie. You can easily recognize a lie by noting down the nonverbal cues that people use like for example, a liar cannot look you directly in the eye; however, researchers have proven that this might not necessarily work. In 2006, Bond and De Pablo found out that only 54 percent of people were able to detect a lie in a laboratory setting. Investigators also do not find it easy to detect a lie and can easily be fooled into believing what is not. Most people believe that trusting your instincts always is the best way to avoid being fooled. 

Gesture

This is a form of nonverbal communication where body actions tend to speak or communicate particular messages. Gestures include the movement of hands, feet, face, and other body parts. Gestures enable one to communicate non-verbally to express a variety of feelings and thoughts. For example, people can communicate none verbally when they are in trouble and need somebody’s help. The gesturing process comes from the brain which is used by speech and sign language. It is believed that language came from manual gestures that were being sued by the Homo sapiens. This theory is known as the gestural theory that was brought about by the renowned philosopher Abbe de Condillac in the 18th century. However, the use of gestures can be a way to note when somebody is lying to you. Some people find it hard to control their body motions when telling a lie. That is why gestures are used to detect when somebody is lying to you. Different body expressions will tell you when a person is lying.

The Mouth Cover

This gesture has been at most times used in childhood. A person lying to you will cover their mouth when trying to prevent themselves from saying the deceitful words. Most people do not entirely cover their mouths but use just a few fingers covering the lips.  Other people may try to fake a cough to be able to get a chance to cover their mouths, which by the way, does not make any difference whether they cover it fully or partly. However, this gesture needs to be carefully examined before concluding that the person is lying. If the person covering the mouth is the one talking then it is most likely that they are the ones lying and if the one covering the mouth is the one listening then this might be a show that they are carefully listening to what is being said and might be probably thinking that you are totally not sincere with them. People who can note this behavior cannot be easily fooled or manipulated or controlled in any way. The liar will always be afraid of approaching the person since they are afraid that their intentions will easily be noticed. This reduces the rate at which people use others to their advantage thereby influencing the community ethically. 

The Nose Touch

Most people that lie tend to always touch their nose while talking. After letting go of their mouth, they tend to touch their nose and try to fake that they are itching. It is almost instant to note when it is just a normal nose itch or when someone is trying to use it to hide a lie. A normal itch can be relieved quickly by just a simple scratch, but if someone keeps on scratching and touching their noses, meaning that they are lying. 

The Eye Rub

The brain tends to use the eye trick as a way of hiding deceit. People who lie tend to rub their eyes to hide the clear show from their eyes that they are lying. A lot of people find it difficult to maintain eye contact when they are lying, and they tend to shy off every time they look at the person they are lying to. They, therefore, rub their eyes to hide from the fact that they are lying. People say that the eyes tend to create a sign of doubt to the person you are talking to. This is why most people rub their eyes to hide this sign.it is said that men do it very vigorously while women do it gently without having to hurt themselves much.  Being able to recognize this gesture will help the community and society at large to be able to fight off liars. 

The Ear Grab

When a person is lying, they tend to touch and play around with their ear lobe as they talk. This makes one feel a bit more comfortable while telling a lie and also trying to block themselves from hearing the words that they are saying. Children tend to cover their eyes when they hear something they suspect is a lie, and they do not want to hear it. 

Neck Scratch and Other Body Parts 

Adults who lie tend to use their index finger for scratching their neck just below their ear lobe. This is done a few times, showing that the person is lying. A person who is lying tends to also put a finger in the mouth when they feel they are under a lot of pressure. Lying creates a very uncomfortable state for people and they, therefore, are unable to control their feelings around the people they are lying to. 

Change in Breathing and the Collar Pull 

This gesture art was first discovered by Desmond Morris when he noticed that there is always a tingling sensation in the facial and neck tissues, which causes one to rub or scratch that place a couple of times. The increased blood pressure brings about the sweating of the palms and at times even under the armpits. This makes you short of breath when you start suspecting that the person you are deceiving might not be believing you. This is called a reflex action. 

The Position Change of the Head 

People do tend to make quick and sudden head movements after they have been given a direct question or query, they are likely t0o be lying about something. They will either retract the head, or it will face downwards or even titled to one side before they answer the question you had asked them. 

Feet Shuffling, Holding a Stare and Standing Still 

People who are not moving at all when you engage in a conversation with them should be a call for concern. It is normal that when you two people converse, there is movement of the body in a relaxed way, but if the other person is very rigid and seems relaxed in a very extraordinary way could show that probably there is something very off about that person. The shuffling of the feet is brought about by being nervous and uncomfortable. It could also show that the person eagerly wants to leave the conversation as soon as possible. Looking at a person's feet and their movements tell you a lot about what that person is saying. It is renowned that most people are unable to maintain eye contact when lying; however, some other people don't move an eye or blink when they are lying to you in a quest to completely pull you off with their lie and manipulation. Liars tend to use a cold stare when trying to intimidate and control you. 

The above-explained gestures are seen in a lot of people that try to manipulate people or lie to them to get what they want. However, it is good if you all have these skills that will help you in identifying people that play around with your mind or may want to use yours to your advantage. Most people who lie will lack words to say since all their tactics have been revealed and learned by everyone. 

Facial Expressions

The facial expressions that a person makes tell you a lot, whether they are lying or not. Lies to you become obvious when you can learn these different cues in a conversation. All that goes around someone's face shows either dishonesty or honesty in a conversation. The following are the facial expressions that may tell you that a person is lying. 

The Eyes

The eyes are what most people use to note whether the other person is telling the truth or they are just lying. The eyes create a link to both imagination and memory. Imagination is often seen as a good thing when one is creating a lie. This is because one is able to imagine situations in their head and also try to figure out the reaction of that person after they hear the lie.it is said that when a person looks up to and to the left after being asked a question, they are usually trying to recall some information where the memory comes in. this act is often told to be the truth. When someone looks up and to the right, they are utilizing their imagination or in other words, fabricating information to give to you. This is taken as a lie. After asking a question pay close attention to the person's eyes and which direction they move. The eyebrows also tend to raise when they are telling the truth and tend to blink or close their eyes a lot to steal time for them to rethink their lie and make sure that their story is kept intact without having to betray themselves through the eyes. Most people that lie also tend to avoid eye contact with the person they are talking to. When forced to make eye contact, they often feel uncomfortable and may even fall short of words making the other person now that they were trying to lie to them. 

Blushing

When a person is telling a lie, they tend to often blush. They become nervous thereby creating an increase in the body temperature, especially around the face area. Blood tends to flow in the cheeks thereby causing the liar to blush or shy away. Although blushing can be stimulated by a couple of many other things, it is almost certain for a liar to blush. This might be a good way also to know when somebody is blushing. 

Smiling

A person that lies while smiling does not have a lot of facial expressions like the flickering of the eyes to show that their smile is real. However, liars smile with "dead eyes" that do not brighten up their faces. A real smile has a great effect on the eyes and tends to cause the eyes to either become big or small. This is because more muscles are used in becoming happy rather than forced demands. A liar always has a fake smile whereby the truth of their lie is revealed by their eyes yet again. Being able to distinguish between a real and fake smile will help you in distinguishing between a person who is telling the truth and one who is lying. 

Microexpressions

Facial expressions that easily come and go quickly serve as best indicators that a person might be lying. These expressions are known as micro-expressions. These expressions prove to be great lie detectors and reveal the raw truth. These expressions also reveal if there is something wrong since it is hard to hide these expressions. However, it is good to note that not all microexpressions reveal that a person is lying this is why it is highly advised that you be trained on how best to note and differentiate these feelings. Before concluding that the person you are questioning is lying it is advisable that you first check on the circumstance and situation at hand. 

Speech

The way a person speaks while in front of you can tell a lot in terms of truth and lies. Liars tend to repeat themselves a lot while speaking because they are not sure of what they are saying and are struggling to convince themselves of their lies. A person who is lying to you tends to speak in a very fast way which enables them to bring out the lies in a very fast and consistent way. They are often left wondering whether the lie they told would be believable causing them to have an increase in heartbeats. Liars tend to add more or extra details to their stories to be able to convince their listeners that what they are saying is true. They take brief moments to rehearse or go over the answers they had rehearsed before to ensure that they do not make any mistake that will make their listeners doubt them. They at times become defensive about their answers and also tend to play the victim if they think their lie is not going as they had planned. However, the liar does not stand a chance if the person telling lies has an expertise in understanding and knowing when a person is lying to them or when trying to create a lie. 

The Direction of the Eyes 

People who may not be telling the truth may tend to look to the left to construct or create imagery in their heads. Looking up and to the right is considered to be an effort to try and remember something that happened which is true as compared to looking up and to the left which is considered as trying to create a lie through imagination. However, this might be a little bit confusing for those people that are left-handed. Left-handed people tend to do the opposite of this theory, they look up and to the right when trying to create a lie and look up and to the left when trying to remember some events that took part in the past. The left side of a left-handed person is considered true while the right side is considered to be a lie. 

Voice Change

Gregg McCrary, a retired federal bureau of investigations criminal profiler, stated that a person’s voice might change abruptly when they tell a lie. This strategy works by first noting their speech patterns by asking simple questions for example, where they live. By this one can monitor the various changes in the speaking tones when they are faced with a more challenging question. A person who learns this art can easily tell when a person is telling or trying to create a lie. 

The facial expressions explain above clearly show that people must learn these arts to be able to deal with people in the society who love manipulating others. These people tend to confuse people by lying to them and making these lies true so that they can get away with their lies. A person who is not able to identify such kinds of people is at a higher risk of getting blackmailed by these people and making you do want they want to do, for example, commit a crime for them.


Chapter2

Another Real Language

Let me just repeat what we’ve learned so far.

You may remember having the option to learn a new language when you were in high school. For some of you, it was a requirement. You’d to take a year or two of another language, hands down, no choice, no questions asked. 

You were, however, also given the opportunity to choose the language you wanted to learn, whether it be German, French, Spanish, or even American Sign Language were options for some schools. For all of you that opted for the sign language, I’m pretty sure you remember that there were the kids that argued that signing with your hands wasn’t a “real” language, & therefore it wasn’t a “real” grade. 

If you’d taken that course, however, or if you’ve ever had the opportunity to witness two people conversing in sign language, you know for a fact that it’s indeed a real language & it’s difficult to learn at first. 

Then we’ve those dead languages. The ones that nobody speaks anymore, or the ones that so few people speak that the language is no longer classified as living. You’re probably thinking of Latin right now. Even though there’re countless medical, legal, & even religious terms that’re Latin, this language is still considered to be dead. 

There’s yet another language that’s alive & well. Perhaps the most universal of all languages, as anyone can read it without either person saying a single word. 

I’m referring to body language. 

But, you argue, that’s not a real language. 

Still not convinced?

Consider this: we as people are often fascinated with body language. If we see two people across the street making wild gestures at each other we all automatically pause to see what’s going to happen next. If we see through the window two people being close & passionate, we can assume they’re going to take it further. 

If a celebrity or even high ranking official makes a gesture or refuses a gesture, we talk about it for weeks on end. 

Why?

Because we want to know the drama that’s going on behind it. We want to know why the person made the gesture or didn’t. We all want to know why the people are arguing or if they’re going to take it further. We want to know more about the story, because the part of the story we read from their body language wasn’t actually enough to satisfy our curiosity. 

While you can all spend your entire day chasing after the latest gossip based on body language, you can also all see it taking place all around you in your day. 

Your date says they just don’t care where you go for dinner, but you can “just tell” the entire evening that they didn’t want to go to the restaurant you actually chose. Your boss says good morning to you as always, but you wonder if something’s wrong because of the way the whole interaction took place. 

You don’t feel the person at the customer service counter treated you with respect, even though they actually didn’t say anything impolite. 

And, we’ve all been in that situation where we can use the phrase, “He/she didn’t say anything, but they didn’t have to. I could just tell…” 

In all of these situations, you were all reading body language. 

Remember everyone else is reading body language throughout the day the same way you are. That means they’re reading you. 

What does your body language actually tell the world? 

Exercise 1.

I want you to take a moment right now, & analyze how you’re sitting. Whether you’re in an office, in the library, at home, or wherever, don’t change a thing about yourself. 

Think about how you’re sitting. Are you crouched over? Are crossing your legs? Are you folding your arms? 

Are you taking up as little space as possible? Or, on the other hand, are you perhaps taking up as much space as possible? 

How’re you presenting yourself to those around you right at this moment? 

Have you also analyzed yourself? Ok, good. 

What you just analyzed about yourself is called a nonverbal expression 

We all subconsciously express ourselves this way, whether we give it any thought or not. The way you sit, stand, relax, or even speak to people will spring from your perception of yourself. 

What, what?

That’s right. We all carry ourselves according to the power & dominance we feel we possess. & this isn’t just true of humans, animals do it, too. 

If you’ve ever seen a porcupine or a badger, you know that they make themselves as large as they can when they’re confronted by danger. They do this because they’re showing off to whatever it’s in front of them. 

Bears do it, birds to it. Primates do it. All across the board you see different animals that do this same thing. 

Imagine a turkey or even a peacock. They strut around with their tails spread behind them, open wide for the world to see. You can easily tell just by looking at them they don’t fear anything. They’re presenting themselves to the world as they see themselves… the best. 

People do the same exact thing. If you stop & think for a moment, consider the confident people you know. They just don’t slump, they don’t stare at the floor when they speak with someone. They don’t “mouse” around. They stand tall, hold their head up high, & take the world in. 

Consider the athletes you see in the Olympics or even on sports games. Whenever one of the athletes does well, what does he do? 

He extends his hands up & out in a V shape, looking slightly up to the sky, opening his body wide. We’ve all seen it, & many of us have likely also done it when we’ve won something we were working hard for. This’s an expression of power & dominance. 

It’s interesting to note, this’s an act that’s born into us. In other words, we don’t learn to take on that form when we win based on what we see in the world around us. A person that’s blind from birth will do the same exact thing if they’ve this feeling, even though they’ve never seen it done by anyone else before. 

But what do we do when we feel powerless? 

The exact opposite. When we feel like we lost, or that we perhaps can’t win at anything (literally or even figuratively) we do the opposite action. We pull our arms in. We also draw our legs in. 

We take up as little space as we possibly can, somehow trying not to make contact with the world around us. Think about the people you’ve seen that do this. Think about your reaction to them. If they’re someone you don’t know, you probably wonder what’s wrong with them. 

If you do know them, you wonder if there’s something bad that happened, or if you know what happened, you know why they’re doing that, & you may describe it as ‘pouting’ or ‘sulking’. Whatever your thoughts are behind it, you read what the person is feeling based on what they’re doing in either sense.


Chapter 3

Benefits Of Understanding Non-Verbal Cues

How the Brain Controls Body Language 

The reason nonverbal language never lies is that it happens unconsciously. We have the ability to consciously control the things we say in order to lie or share half-truths, but the body will still show the truth, why does this happen? 

Humans have evolved to communicate in a nonverbal manner. There is an ancient system that lives inside our brain that understands and conveys intentions or emotions through physical movements. This part of the brain is what is called the limbic system. It works in a precise manner. The amygdala is the key player in the limbic system and is located in the medial temporal lobe. It works by helping us to process emotions. 

There is an interesting evolutionary story that explains how the limbic system come to be. It takes us through how water-dwelling creatures became land roaming and continues to turn into walking, talking, and hunting humans. 

Something that is hard to believe for most is that creatures have evolved from common ancestors. These ancestors lived in the water 360 million years ago. The struggle to survive and climatic changes forced them to move to the land. Their fins turned into limbs in order to walk, and their skin became tougher in order to handle the harsh climate.  

About 320 to 310 million years ago, the reptile evolved. This was when the limbic system began to develop. The reflexive system of the breed, feed, flight, and the fight began. The part of the brain this created consisted of the cerebellum and brain stem. The behavior of the reptile is predictable, but it is what helped them to survive. Emotions didn’t exist until mammals evolved. 

When mammals emerged, they had a deliberate social behavior, unlike their reptile ancestors. The reason for this could be connected to their habitation, bonding, nurturing, reproduction, and changed metabolism. A mammal’s offspring grows inside of them until they reach a certain stage. They are feed by secretions from the mammary glands, and they control their temperature in order to adjust to different climates. 

The new brain structure, called the cortex, for mammals was built upon the reptilian complex. This new brain section consisted of the insula, orbital frontal cortex, cingulate gyrus, hippocampus, and amygdala. Even though mammals were superior in their survival, they naturally used the fight or flight approach, which is a reptilian act. They created other ways to work around this fight or flight approach through planned movements, expressions, and behavior. Emotions were a great gift as well as being able to smell different things and being able to remember them. This helped mammals to endure different circumstances. This caused them to spread across the planet. 

Finally, the common ancestors of apes and humans appeared the primate. It is possible that they evolved from mammals that were more skilled at climbing trees for shelter and food. The primate’s brain developed more complex parts to help them adapt to new environments and social challenges. They have better systems to coordinate movements on the ground and in trees. They had the ability to plan and think. Their vision also improved, and they could recall scenes. 

As the climate changed, parts of these primates remained in wooded areas, leaving in the trees. Others were forced to start roaming the ground when their trees were replaced by brush. These primates start to walk on two legs with the hands-free to farm, fish, hunt, make tools and gather food. They start to build and live in fixed shelters. 

This ability to walk on two feet changed their movement and behavior patterns and how they communicated. Making different sounds, gestures, and facial expressions became helpful in express their feelings to the other people in their group. Through various civilizations, this continues to be a diverse part of their lifestyle and communication. This created their cultural and social norms and ethics. 

For us, modern humans, the neocortex is the most advanced part of the brain. This rests above all of the old brain sections. This section of the brain is the reason why we can solve problems, figure out math, navigate our way around, perform introspection, learn other languages, use our imagination, and reason things. This is also the area that helps us to regulate our emotions, harbor feelings, and control a few of the impulses of our limbic system. The limbic brain is what controls all of our nonverbal communication, and we can’t completely control it with our neocortex. 

Emotional and visual memory has the ability to cause us to act in ways that our ancestors would. We feel comfortable in favorable situations and uncomfortable when in danger or distress. When we are placed in a threatening situation, we are still going to act like other mammals or reptiles.  

Non Verbal Signals

Being able to communicate well is a very important part of succeeding in the professional and personal world, but it’s not the words you say that scream. Rather, it is your body language. Your eye contact, tone of voice, posture, gestures, and facial expressions are your best communication tools. They have the ability to undermine, confuse, offend, draw others in, build trust, or put people at ease. 

There are a lot of times where what a person says and what their body language says is completely different. Nonverbal communication can do five things: 

•​
Accent – It can underline or accent your verbal message. 

•​
Complement – It can complement or add to what you are verbally saying. 

•​
Substitute – It can be used in place of a verbal message. 

•​
Contradict – It can go against what you are verbally trying to say making your listener think you are lying. 

•​
Repeat – It can strengthen and repeat your verbal message. 

There are several different forms of nonverbal communication that we will look at in this chapter. We will cover: 

•​
Facial expressions – As you will learn, the face is expressive and is able to express several emotions without saying one word. Unlike the things we say and other forms of body language, facial expressions are often very universal. 

•​
Posture and body movement – Take a moment to think about how you view people based on how they hold their head , walk around, stand, and sit. The way a person carries their self provides a lot of information. 

•​
Gestures – These are woven into our life. You speak animatedly; argue with your hands, beckon, point, and wave. However, gestures vary across cultures.  

•​
Eye contact – Since sight tends to be the strongest sense for most people, it is an important part of nonverbal communication. The way a person looks at, you can tell you whether they are attracted to you, hostile, affectionate, or interested. It also helps conversations to flow. 

Nonverbal communication can wrong in many different ways. It is quite easy to confuse different signals. 

The Lower Body

The arms can share a lot of information. The hands can share more, but the legs provide us with the exclamation point and tell users exactly what a person is thinking. The legs can tell you if a person is comfortable and open. They can also show dominance or show where they actually want to go. 

Feet Pointing

Watch the direction of a person’s feet to find out where their attention is. The feet will always point towards what is on a person’s mind or what they are focusing on. Everybody has a lead foot, depending on the dominant hand. When a person that we are interested in is talking, the lead food will point toward them. However, if a person would like to leave a situation they are in, you will see their foot pointing towards an exit or how they would like to go. If a person is seated during a conversation, look at where their feet are pointed to see what they are actually interested. 

Shy Tangle

This tends to be something that women do more often than men, but anybody who starts to feel timid or shy will something entangle their legs crossing them under and over to try and block out bad emotions and make themselves look small. There is another shy leg twirl that people can do while standing. The actual act of this movement is crossing one leg over the other and hooking that foot behind the knee as if they are trying to scratch an itch. 

Smarty Pants

This is a very apparent position where a person tries to make their self-look bigger. They are typically seated with the legs splayed open and leaned back. They may even spread their arms out and lock them behind their head. This is often used by those who are feeling confident, superior, or dominant. 

Touching

A person, when standing, can only touch their thighs or bottom. They can do this in a seductive manner, or they can slap their legs as if saying, “Let’s go.” It can also indicate irritation. This is where paying attention to the context of the conversation is important. 

The Upper Body

The upper body language will often show signs of defensive signs because the arms can easily be used as a shield, as discussed above. But upper body language also involves the chest. Let’s go through some language of the upper body. 

The Superman

This is a common move by models, bodybuilders, and was made popular by Superman. This can have many different meanings depending on how a person uses it. In the animal world, animals try to make their self-look bigger when they feel threatened. If you watch a house cat, when they get spooked, they stretch their legs, and their fur stands on end. Humans also have this, even though it isn’t as noticeable. This is why we get goosebumps. Since we can’t make our self-look bigger anymore, we have come up with arm gestures like placing our hands on our waist. This shows us that a person is getting ready to act assertively. 

This is common in athletes before a game, or a wife nagging at her spouse. A guy who is flirting with a girl will sue this to appear assertive. This is what is referred to as a readiness gesture. 

Chest Thrust Outward

If a person pushes their chest out, they are trying to draw attention to that part of them, and it can also be used a type of romantic display. Women understand that men are programmed to become aroused by breasts. When you notice a woman pushing her chest out, she may be inviting intimate relations. Men thrust their chest out to show off their chest and possibly to hide their gut. The difference is men do this to women and other men. 

Profiled Chest

If a person is standing sideways or angled at 45 degrees, they are trying to accentuate the thrust-out chest. Women may do this to show off the curve of their breasts, and men do this to show off their profile. 

Leaning

If a person leans forward, it moves them closer to the other person. There are two meanings to this. First, it tells you that they are interested in something, which could just be what you are saying. Bu, this movement can also show romantic interest. 

Second, a lean forward can invade personal space, hence showing themselves as a threat. This is often an aggressive display. This is an unconscious thing that powerful people will do. 

The Hands

The human hands have 27 bones, and they are an expressive part of our bodies. This gives us a lot of capability to handle our environment. 

Reading palms isn’t about looking at the lines on the hands. After a person’s face, the hands are the best source for body language. 

Gestures of the hands vary greatly across cultures, and one hand gesture might be innocent in one country but offensive in another. 

Hand signals might be small, but the show what our subconscious is thinking. A gesture might be exaggerated and done using both hands to show a point. 

Shaping

The hands have the ability to cut our words into the air to emphasize the things that we are saying and our meaning. They are trying to create a visualization out of nothing. 

If a man is trying to describe a fish he caught on his fishing trip; he might try to show the shape by indicating with his hands. He could also carve out a specific shape that he would like his ideal mate to be. Other gestures might be cruder when they hold certain body parts and move sexually. 

Holding

A person with cupped hands is indicating they can gently hold onto something. They show delicacy or holding onto something fragile. Hands that are gripping show desire, ownership, or possessiveness. The tighter their fist is, the stronger they are feeling an emotion. 

If a person is holding their own hands, they are trying to comfort themselves. They could also be trying to restrain themselves, so they allow someone else to talk. It might be used if they are angry, and it is keeping them from attacking. If they are wringing their hands, they are feeling very nervous.  

Holding their hands behind their back shows they are confident by opening up their front. They might conceal their hands to hide their tension. If one hand is holding onto the other arm, the tighter and higher the grip, the more they are tense. 

Two hands could show different desires. If one is forming a fist with the other one holding it back, it might be showing that they want to punch someone. 

A person who is lying tries to control their hands. If they hold them still, you might want to get suspicious. Remember that these are only indicators, and you need to look for other signals. 

If a person looks like they are holding an object like a cup or pen, this shows they are trying to comfort themselves. If a person is holding a cup, but they are holding it close where it looks like they are “hugging” the cup, they are hugging themselves. Holding onto an item using both hands makes a closed position. 

Items could be used as a distraction to release nervous energy like holding a pen but doodling, clicking it off and on or fiddling with it. 

If their hands are clenched together in front of them but relaxed, with their thumbs resting on to could show pleasure. 

Greeting

Our hands are used to greet others. The most common is the handshake. Opening of the palm shows they don’t have any concealed weapons. This is used when waving, salutes, and greetings. 

This is a time when we get to touch another person, and it could send many different signals. 

Dominance is indicated by shaking hands and placing another one on top. How strong and how long they shake your hands tells you that they are deciding on when to stop the handshake. 

Affection can be shown with the duration and speed of the handshake, smiles, and touching with the other hand. The similarity between this one and dominant can lead to situations when a dominant person tries to pretend they are friendly. 

Submission is shown by a palm up, a floppy handshake that is sometimes clammy and comes with fast withdrawal. 

Many handshakes will use vertical palms that show equality. They will be firm but not crushing and for an exact amount of time, so both parties know when they need to let go. 

Waving is an easy way to greet somebody and can easily be performed from far away. 

Salutes are usually only done by the military, where the style is prescribed. 

Control

If they are holding their hands with the palms facing downward might be figuratively restraining or holding onto someone else. This might be an authoritative action telling you to stop now or it might be a request asking you to calm down. This will appear with the dominant hand placed on a top handshake. If they are leaning on their desk with their palms down, it usually shows dominance. 

If their palms are facing outward toward another person might be them trying to push them away or trying to fend them off. They could be saying, “stop, don’t come closer.” 

If they are pointing their finger or whole hand, they might be telling a person to leave now. 

The Face

A person’s facial expressions can help us figure out if we believe or trust what they are saying. The most trustworthy expression will have a slight smile and a raised eyebrow. This expression shows confidence and friendliness. 

We often make judgments about how intelligent someone is by their facial expressions. People who have a narrow face and a prominent nose were thought to be very intelligent. People who smile and have joyous expressions can be judged as being intelligent rather than a person who looks angry. 

Eyes

Many people refer to the eyes as being the “window to the soul” because they can reveal a lot about what we are thinking and feeling. While you talk with someone, take note of their eye movements. Some things you might notice is whether they are making eye contact, looking down, how quickly they are blinking or if they have dilated pupils 

Size of Pupils

This can be a very subtle signal. The light level within the environment can change the pupil dilation, but emotions could cause changes in the pupil size. You might have heard the expression “bedroom eyes.” If a person’s eyes are very dilated, they could be aroused or very interested. 

Blinking

This is a natural bodily function, but you need to pay attention to whether or not a person blinks too little or too much. People that blink rapidly might indicate they are feeling uncomfortable or distressed. When a person doesn’t blink enough, they may be trying to control how their eyes move. Someone playing poker might blink less because they are trying to look unexcited about the hand they were dealt with.


Chapter 4

Body Language In Other Countries

If you’ve ever been to another country, you’re sure to realize that some of the body languages that you use at home are going to be translated differently than it would at home. This’s because there’re cultural differences that’re present between America & the country you’re visiting & each group of people is going to see things in a slightly different way. This chapter is basically going to discuss some of the differences that might occur between cultures to show how different groups are actually going to come up with meanings for the way that someone acts. 

The differences that show up in various cultures are also going to be present in many different circumstances. This might simply include interactions that occur between different genders, the interactions that occur between those of the same gender, the conversational distance that you should’ve with people & how much physical touch should be allowed in the conversation. For example, there’re some cultures that feel that physical touch is expressive & they use it a lot in their country. You’ll be able to find this in places such as Italy where a kiss on each cheek & a big hug is considered acceptable & even common when it comes to greetings. On the other hand, when you’re in Japan you’ll find that a proper greeting is going to include a respectful bow & there’ll be no touch at all.

Comfort distances & personal space are often influenced by the culture that you live in or are visiting. For example, those who’re from South America will see that their comfort distances & personal space tend to be a lot smaller than those you expect to find in other cultures. People from these countries will stand close to each other when they’re talking; it doesn’t really matter whether they know each other that well or not. On the other hand, people in the United States also value a larger personal space & they’re not that comfortable when others are standing close to them, especially when the other person isn’t known to them.

These kinds of cultural differences that’re found in body language are often going to be the most pronounced when it comes to gender interactions. A lot of cultures still see the man as the dominant gender & assume the male to be of higher status than the female. Often, the body language that’s used in these interactions will be reflected from this viewpoint. You may find in some cultures that women are required to avert their eyes when they’re in the presence of a man, or they might be required to walk a few steps behind any male they’re with. On the other hand, in western cultures you’ll find that gender expectations have changed & this allows men & women to share a more equal status when it comes to acceptable body language.

You may wonder why these differences in cultural body language are going to be so important. These differences are a direct result of how the culture thinks & acts & so you’ll be able to learn a lot about that culture by the body language exhibited. If you’re planning on going to visit an unfamiliar country, whether that vis it’s for pleasure or for business, it’s often good to have an understanding of the body language that they value. Displaying the wrong kind of body language could land you in a lot of trouble with people who’re unfamiliar with this style of behaviour. For example, if you’re on a trip for business & you use the wrong kind of body language, you can send out messages that’re going to hurt the deal that you’re trying to make really fast. In the world of travelling for pleasure, the wrong kind of body language is going to lead to hostile & sometimes dangerous situations.

A good example of this’s in the Middle East. In this scenario, a male businessperson is going to have much more leeway in the manner that he conducts business there as well as where he’s able to walk. There’s also more access to local business opportunities at many different levels. This’s in comparison to women, most of whom aren’t able to do business in this area due to the cultural aversion to interacting with women which’s often too much to overcome so most businesses will avoid that happening.

If you’re planning on going on a vacation to a different culture, it might be a good idea to pay some attention to the body language that’s expected in that area in order to understand what’s going on better & help you to avoid any problems that may arise. For instance, if you happen to get lost in Japan, you’re more likely to receive some help from a citizen there if you’re able to show some respectful body language & then follow the local customs such as avoiding touch & perhaps respecting that you bow when you ask for help. If you’re rude or don’t follow customs, it might be difficult to get the kind of help that you need.

There’re a lot of different things that you can consider when you’re looking at body language in the United States compared to other countries. Some of these would include:

•                Eye contact—In the U.S. & Canada intermittent eye contact is very important in order to show that you’re interested & paying attention to the other person. On the other hand, in a lot of the cultures of the Middle East, intense eye contact that’s shared between those of the same gender is a symbol of sincerity & trust while eye contact that occurs between those of opposite genders, especially when it comes Muslim cultures, anything that’s longer than a brief eye contact is going to be seen as inappropriate. In addition, Latin American, African & Asian cultures are going to see extended eye contact as a challenge & the Japanese see even a little bit of eye contact as something that’s uncomfortable. In some other cultures, it’s expected that a woman look down when she’s talking to a man.

•                Handshakes—In Western cultures it’s acceptable to shake hands as a form of greeting another person when you’re meeting up. In other cultures, there’re quite a few differences that might surprise you. For example, a lot of northern European cultures will also use a firm one pump handshake as a greeting while parts of South America, Central America & Southern Europe will use a longer handshake that’s considered warmer; this means that they’ll take the left hand & use it to clasp the hand, elbow, & sometimes the lapel of the other person. You should be careful with the handshake in Turkey, this kind of thing is often considered aggressive & rude. In some African countries, a limp form of handshake is the norm. In Islamic countries, a man will also never shake the hand of a woman who’s not a part of his family.

•                Greetings—In America, there’re many different types of standard greetings that can be used, & many people have learned these greetings since their childhood. But these kinds of greetings aren’t going to be found everywhere that you look & sometimes you might confuse another culture by using them abroad. For example, if you’re in Japan, you’ll be expected to bow to those you’re greeting while in Italy you’d give people kisses on the cheek.

•                Personal Space—This was mentioned briefly above, but each culture is also going to have a different meaning for personal space. In America, personal space is valued & most people don’t want to have others too close to them, especially if they’ve just met. In China, those who’re doing business together wouldn’t find it acceptable to have any personal space at all. Strangers are going to touch often when they’re in crowded meetings. 

•                Touching—Touching is another thing that’s going to vary depending on the country you’re in. While touching is fine in America, there’re many cultures that would’ve rules on how this should take place. In countries which are Islamic, a man is only allowed ever to touch his wife. In England, Scandinavia & Japan, touching isn’t that frequent. Latino cultures go the opposite way in that touching is often encouraged. Often, it’s best to follow the lead when visiting other countries. Let the other people guide you a bit & soon you’ll be able to determine what behavior is appropriate. There’re certain countries that don’t encourage the touching of the heads of children, for example, so steer clear of this unless you’re sure this’s acceptable.

•                Personal hygiene & dress—About the only thing that’s common between cultures is that brushing teeth is usually normal practice. Otherwise, there’re a lot of differences that you’ll find as you travel. In come cultures, women aren’t expected to shave. Some cultures are never going to wear deodorant & might not reserve as much time for bathing. You must make sure that when you’re going to another country that you aren’t offending anyone or that you’re easily offended. 

•                Gestures—The gestures that you make with your hands are also going to mean different things in various parts of the world. You may find that avoiding these gestures is the best bet when you’re in another country. If you were to use a rude hand gesture toward someone in one country, they may not realize what you’re doing & won’t get offended because it has no meaning in their country. In some cultures, the middle finger is going to be used as the pointer finger so they’ll really not understand what you’re trying to do. The thumbs up signal is often different as well. Other signs that you should actually watch out for would include the OK sign & placing your hands on your hips. If you aren’t sure that they’ll be recognized as polite, then it’s best to avoid gestures that may cause offense.

The thing to remember about this’s that when it comes to the differences in body language culturally, it’s important to have a little bit of knowledge ahead of time. This will allow you to understand what’s expected of you so that you can enjoy your experience in the new country without actually causing any issues with the citizens who live there.


Chapter 5

Body Language And Relationship Insights

Spotting Romantic Interest

In this chapter, we are going to be taking a look at how to spot romantic interest through the analysis of body language, facial expressions, and other non-verbal clues. Also, we will be making gender-specific analyses as romantic interest varies greatly based on a person’s gender.  

Spotting romantic interest is one of the most popular topics of all time. Consistently, both men and women are interested in learning more about how they can determine if a person is genuinely attracted to them.   

This topic is part science and part art. There is plenty of scientific evidence that backs up the reasoning behind attraction while there is an instinctive component, which cannot be adequately measured or quantified through scientific methods. What this implies is that if you are looking to gauge someone’s level of attraction, then you need to have both a scientific approach and reliance on gut feelings.  

To start things off, it should be noted that attraction works differently in men than it does in women. While the underlying biochemistry is essentially the same, the physical manifestations are different. In addition, cultural norms may govern romantic interactions to a varying degree.  

For example, more conservative cultures frown upon any advances made by women while more liberal societies have a level playing field, that is, both men and women are free to pursue the object of their interest.  

In that regard, it is worth mentioning that while many of the non-verbal clues are the same, women tend to be a lot more subtle than men are. In contrast, most men tend to be very open about their feelings toward the object of their attraction. While this shouldn’t be taken as a blanket statement, it is a general rule of thumb. After all, there are plenty of shy men out there who have trouble making their interest known while there are plenty of women who are quite overt about their feelings for the object of their interest.  

One other note with regard to attraction is that romantic interactions are generally perceived to be between men and women. Nevertheless, the non-verbal signs discussed in this chapter are perfectly applicable to same-sex relationships. After all, what matters is the person who is sending the signals and not necessarily the recipient.  

That being said, I intend to have this discussion cover the entire spectrum of male and female interaction within a romantic context. That way, the information presented herein will provide you with the insights you need in order to improve your ability to pick up on the non-verbal clues indicating potential romantic interest and attraction.  

Now, the first to keep in mind is that attraction is somewhat hard to define. The reason for this is that men and women seek different things in a potential mate. We are operating under the assumption that there is genuine attraction among those involved and not some hidden agenda spurring interest.  

In that regard, the attraction is based on the qualities of an individual that meet or exceed the needs of the other. Hence, women tend to focus on different qualities in their potential romantic partner, whereas men tend to focus on a different set of qualities.   

For instance, women tend to seek security and stability in a romantic partner. This is due to an instinctive need for survival and preservation of the species. In order to fully comprehend this, we would need to go all the way back to the day of primitive humans in which there was no guarantee that offspring would make it past their first year of life. As such, women, designated as a caregiver from the start, needed to secure the means and resources needed to ensure the survival of their offspring. On the other hand, the males were in charge of playing the role of provider.   

In the early days of humankind, males were mainly hunter-gatherers. This means that they needed to go into the fray to find food. Whether food came from hunting or foraging, males were expected to provide the sustenance needed to ensure the survival of their offspring.  

In contrast, males needed to find healthy females who had the physical qualities that would ensure their fertility and ability to bear children. I know that this sounds very primitive, but it is important to underscore this point as humans we are hardwired under this context. Consequently, thousands of years of evolution and biology are just now being challenged by the new social paradigm in which we find ourselves.  

Over the last two hundred years or so, the dating paradigm has shifted dramatically.   

Traditionally, most marriages were arranged. As such, it was not so much about love and romance, but about the position and financial stability. This paradigm lasted for a few centuries. Since the outset of the Industrial Revolution, the attitudes of society changed in such a way that men and women were free to choose who they wanted to marry. This opened the door for a number of circumstances.  

So, men went from courting women to dating them. This meant that men needed to ensure that a woman would be willing to reciprocate his intentions and feelings. In contrast, women played a more passive role, and they were conditioned to wait for men to make the first move. However, they could drop subtle hints regarding their interest. That way, the man would be certain that he had a chance with a given woman.  

In modern times, we are faced with a very liberal dating scene. While some countries have far more cultural and religious restrictions, most countries are fairly open about the manner in which they can pursue the object of their desire.  

Consequently, it is imperative that both men and women gain deeper insight as to how attraction is expressed by either gender.  

So, let us start off with men.   

Men are a lot easier to read, as they tend to be far more overt about their interest in someone. They will generally seek the object of their interest and engage them in some manner. Typically, men will try to engage the other party by displays of strength, wealth, or status. These are signs that they are providers or protectors. In short, men try to position themselves as the best possible mate their object of interest can find.  

Some general guidelines include direct eye contact, tilting their body toward the person they are attracted to and seeking constant physical contact. The latter generally tends to make most women uncomfortable, as unsolicited physical contact can get rather awkward quickly.  

Other not so subtle hints that men drop are following the object of their affection around, placing their hands, or arms, as a sign of possession and frequent fidgeting. In fact, fidgeting is a dead giveaway as it is a sign that a man is nervous in the presence of whom they are attracted to.  

In addition, some men might go silent (remember the freeze response?) and even fail to react in the presence of the object of the attraction. This reaction is partially due to the freeze response but it also due to the fact that some men freeze up when they don’t know what to do or how to react.  

This is why you see most dating advice that is oriented to men focus on what to do and what to say in various situations. What this does is that it eliminates a man’s reliance on his wits by providing him with a set of tools. These tools are certainly useful though they may not be universally applicable.  

One common method used by men is to approach and pull back. This method consists in approaching someone they are attracted to and then pulling away. Then, they will engage and withdraw until they are able to make progress, say, go on a first date. The logic beneath this approach is that men tend to come on very strong when they are attracted to someone. As such, this approach allows them to find a balance between displaying their intentions and giving the object of their attraction some space.  

As you can see, men are far more open about their attraction toward someone based on the permissiveness that society has afforded men throughout history. However, women have been traditionally tagged with a more submissive role. Therefore, women are not always able to express their intentions overtly in the same way that men do.  

Some not so subtle signs of attraction in women are eye contact, hair pulling, and trailing off in conversation.   

When a woman is attracted to a person, she will seek eye contact. This eye contact tends to be rather brief as women are not interested in winning a staring contest. They just want to signal to the object of their interest that they are willing to be engaged.  

Another telltale sign of attraction in a woman is related to her hair. If you see a woman playing or pulling on her hair when speaking to someone they like, you can be pretty sure that she is indicating a willingness to be engaged.  

Also, women who are interested in a person will allow for closer physical contact. Any a time a woman keeps people at arms’ length, it is a clear indication that they have no interest in them. By the same token, any time a woman avoids eye contact and tilts their body away from the person they is interacting with, it is safe to assume they are not interested in being engaged.  

Women are generally focused on faces. What this means is that when a woman is attracted to someone, they will not only focus on their eyes but also their mouth. They generally tend to watch the other party’s lips when they speak. This is an instinctive reaction based on their desire to find a strong and healthy mate. Consequently, healthy-looking eyes, teeth, lips, and skin are clear indicators that a person is in good physical condition.  

Women also drop many hints with their arms and hands. A woman who is uninterested will almost always cross her arms and/or legs at some point. If you find that a woman is sitting in the manner on a date, then the other party has a tough time ahead for them.   

Conversely, if a woman is actually interested in the other person, she will sit, or stand, in a very “open” position, that is, hands at her sides (or folded on a table) and legs uncrossed. Also, leaning forward while listening to the interlocutor is a good indication that they are interested in what the other person has to say. If they make direct eye contact on various occasions, then the combination of clues is virtually a declaration of intent.  

Some women refrain from eye contact when they are genuinely attracted to someone. They may cross gazes but quickly look away or perhaps look down. In some cultures, this is the norm, as it is a sign of submission. Western cultures don’t normally have such customs though women may still prefer to avoid eye contact in order to prevent themselves from being too obvious.  

Additionally, women will allow some type of physical contact as a sign of attraction. For instance, they may lightly brush their hand up against another person’s or they may even give the object of their attraction a gentle tap on the shoulder or arm.   

While this is, by no means, an invitation for further physical contact, it is a sign that a woman is comfortable and ready to take the interaction to a more personal level. This type of light touching can be reciprocated by similar touching.   

Finally, a woman’s voice says a lot about the way she feels. Women tend to speak with a higher pitch when they are in the presence of someone they are attracted to. Also, they may raise the tone of their voice in order to be “noticed” by the person they are attracted to. In one on one interaction, don’t be surprised if you see a woman speaking somewhat faster. However, if she begins to slow down, then that might very well be a signal that she has lost interest.   

On the whole, men and women will exhibit very similar signs of attraction such as open lips, rounded eyes, eyebrows higher than usual and the classic pupil dilation (this is actually very hard to spot). However, hands, arms and body positioning are far more indicative of attraction than other signs commonly mentioned.  

In addition, facial gestures such as smiling are good indicators though not foolproof. After all, you might be talking with someone who is upbeat and positive. However, that does not mean that they are attracted to you.   

In many ways, spotting attraction is a question of observation. So, pay close attention to the signals that you are receiving. They can help you to differentiate attraction from simple friendliness. That being said, you can also use these hints to indicate your own interest to someone.  

In that regard, it is best for men to moderate their behaviors and mannerisms when interacting with someone they like. While it is certainly important to make their intentions known, it is also important to be more subtle. Being too open and direct can cause the other person to feel uncomfortable and even intimidated. Naturally, this will lead to an ineffective interaction.  

So, for the men out there, dial it down a bit. You can send more subtle hints such as less direct eye contact and some light touching. For example, a handshake that lasts just a little longer than it should is a great way of signaling interest.  

As an exercise for this chapter, I would recommend that you pay close attention to these signs when you are in restaurants, bars and other places where couple usually go on dates. Take the time to observe couples’ interactions in order to identify the signals they are sending out. That way, you can get a good sense of knowing when someone is genuinely attracted, and when someone is not. Also, don’t forget to take notes. These notes will help your thoughts on the right track.


Chapter 6

Hands

Tired or Tense

We have seen how powerful facial expressions are in nonverbal interactions. Body language is not only about our face, it includes the whole body working together. How then do hand gestures fit in with this unspoken code of communication? They are after all the major tools that we use for so many different tasks.

We unconsciously send out messages from the actions of our hands. If someone is biting their nails, it could mean they’re nervous about something. Of course, they may be attempting to remove a piece of broken nail. On the whole, though, this gesture indicates anxiety and nervousness. Instead of your nails, you might bite at the end of a pen. It's all the same behavior in that it is the clenching of the teeth as if it brings a sense of relief.

Other hand gestures betray your restless thoughts, such as tapping your fingers on the table. Or, you may even go to the extent of putting your hands on your hips, all sending messages of angst and anxiety.

The difference between nail biting and hands on the hips is that one gesture is more introvert than the other. Hands on the hips are considered a more confrontational gesture. We unconsciously do this when we attempt to be assertive. In a sense, we're trying to make ourselves look bigger and appear more dominant. How loud the nonverbal message is, depends on the position of the hands and fingers. When at ease the hand will be more spread out and relaxed. Whereas if done threateningly, the fingers will be tighter together, maybe even clenched in a fist.

So many gestures and so many ways to interpret them. Authors Hartland and Tosh (2001) wrote a book titled Guide to Body Language. In it, they claim there are over 700,000 different body movements and postures related to nonverbal communications. That’s a lot of interpretations to learn.

With 27 bones, your hands have almost a quarter of all the bones in your body and each hand has over 30 muscles. It stands to reason that we use our hands for more than grasping and feeling, we also use them constantly in our expressions.

Fingers

Our fingers alone can speak many unsaid messages.

Pointing a finger can imply different meanings:

A person may point a finger to show someone directions, trying to be helpful. This pointed finger gesture will be loose and relaxed. The other fingers might make a relaxed loose fist with a relaxed thumb.

Whereas, if a person wants to be confrontational and aggressive, they might point their finger directly at a particular person. The finger will be rigid to enhance the shouting voice. The other fingers will come together in a tighter-fist. Does the pointed finger represent a weapon, such as a gun? It is certainly associated with an angry voice.

Prodding a finger can have a double meaning depending on how you do it:

To prod another person with one finger which stiff and poking hurtfully, signifies aggression.

Yet, to use a few fingers to push gently rather than poke is a less threatening gesture.

Drumming the fingers can send a couple of messages. How it is done can be a tell-tale sign of the drummer’s emotions.

To drum the fingertips fast and loud can indicates the drummer is anxious, tense or frustrated.

A more gentle and slower tapping of the fingers can mean the drummer is in a thinking mode.

The thumb alone can also send varying messages.

A loosely clenched fist with a thumb in an upwards position is a sign of agreement or thanks.

If the thumb is in a downwards position it sends a negative message of “no thanks.”

Hands

The fingers are busy at work as we use non-verbal communication all day long, as is the rest of the hand. Usually, the hand is only a small part of some intricate nonverbal message.

There will be other body movements going on at the same time, such as:

Hands and Shoulders

With palms facing outward and arms slightly raised, accompanying a shrug of the shoulders. It is a silent way of indicating that you “have no idea,” without using any words.

Hands, Knees, Face

Religious people place their palms together in prayer as they kneel down with closed eyes, closed mouth, and a relaxed face.

Hands, Fingers, Face

Waggling the fore-finger to disagree with something. The expression on your face will give away your true emotions on how much you disagree.

Hidden Hands

Putting hands in the pockets could be a form of hiding. The other person cannot read your body language so well, because you’re hiding one of the important indicators. Then again, you may simply have cold hands.

The list of gestures with the hands seems almost infinite. Hands are such a crucial communication tool, that humans have even invented sign language by using the hands and fingers. That is a whole new language that does not involve any words whatsoever.

There are other movements to consider in understanding the strength of a hand message. For instance, if someone is performing an insulting gesture with their fingers, are they doing it with one or two hands? By using two hands it increases the vigor of insult twofold, and all without the use of any words.

One Researcher suggests that although scientists believe spoken language evolved from body gestures, there is still a place in modern society for non-verbal communications. Such gestures, he argues, don’t only add to the spoken language, they play a fundamental role in it. (6)

Considering we also touch and feel with our hands, it takes the hands to a whole new level, making them tools of intimacy. It’s no wonder that we use our hands for our personal communications when they are such an important part of our body.


Chapter 7

Learning To Read The Vital Signs

You will become better at reading people's nonverbal signals once you've been able to furnish your skills in recognizing emotions and understanding context. Reading body language doesn't require too much, however you do have to pay close attention to a few things.

•​
Pay attention to inconsistencies: Actually, nonverbal communication is fashioned to complement verbal expressions. Remember that one of the roles of nonverbal communication is to complement spoken words. So, if you're trying to read body language, you must watch out for inconsistencies because it is possible for someone to be saying something and the person's body language is communicating something else that contradicts. Imagine someone telling you he's very happy but the expression on his face shows that he's sad but only trying hard to appear happy. Another example is when someone tells you “yes” and he's shaking his head "no", this is one of the ways to read body language, by paying attention to inconsistencies.

•​
Look at nonverbal communication signals as a group: This simply means that you should not isolate one nonverbal communication signal from another rather, gather all the received signals from voice tone to eye contact and facial expression and interpret together. Once you put all these signals together, you can go ahead and check if the words they're saying match up with their nonverbal signals. More so, since you've already put all the signals together, verify if they are consistent or inconsistent.

•​
Trust your instincts: Your instincts are always correct most times and this is why you shouldn't reject your gut feelings. If someone is talking to you and you have a strong feeling that something is fishy or there are a few things that are not adding up, don't reject your instincts! There's a high chance that you're already picking up a mismatch between nonverbal signals and verbal expressions.

General Guide To Body Language

Though the temptation exists to hone in on a single vital sign, it is a mistake to consider a single signal when interpreting body language. The great communicator looks at all of them collectively to get a more reliable read from an individual or group. After learning about context, emotions, and the role nonverbal communication plays, we proceed to the vital signs themselves and how to read them. The great communicator must be much more observant than a normal communicator. They must understand every vital sign and what it may indicate, remembering that all work together in a conversation.

The Eyes

The eyes hold high significance when it comes to the communication of non-verbal signals. Whether unconsciously or consciously, we are all prompted to 'read' people's eyes and it seems this ability is innate. Our eyes are capable of detecting contact made at a very far distance and at a close space. More so, the eyes are capable of observing and unearthing a secret glance, an awkward gaze, a moistening eye, a piercing look, or a blank stare. Here are some interpretations of the signals and movements of the eyes:


☐
     Looking at the right side (generally): When someone is looking at the right side, it's either they're lying, guessing, fabricating, creating, or telling a story. Creating simply implies that the person is trying to come up with a storyline and it could either be false or true.


☐
     Looking at the left side (generally): When someone is looking at the left side, it could mean the person is trying to retrieve some facts, data, to remember a particular thing or to recall a particular event or incident. This simply means that the person here is definitely telling the truth - well, in most cases. But another thing which one does not know is if the memories, incidents, or facts are actually true. However, when someone is looking left downward, it's an indication that the person is engaging himself in a mute self-talk or self-conversation before he arrives at a decision.


☐
     Looking right and up: Someone who's looking up might be lying, fabricating something or be creating visual imaginations. The right side part of the brain is very active when it comes to creativity and imagination and when someone is looking up, it's an attestation that something is cooking.


☐
     Looking right sideways: When someone is looking sideways, such person is likely to be imagining sounds.


☐
     Looking right and down: Someone who's looking right and down is likely to be accessing feelings. Nevertheless, there's no fabrication about this because it's a creative signal. In some occasions, the context may be very relevant in interpreting this signal but in most cases, it expresses that the person is likely to be questioning his/her feelings over a specific thing.


☐
     Looking left and up: Someone who sends this signal is likely to be creating images rather than imagining them.


☐
     Looking left sideways: There's a high indication that whoever is looking left sideways is remembering sounds. Please note that looking left implies that someone is remembering something but looking sideways suggests sounds.


☐
     Looking left down: Whoever is looking left down is likely to be self-talking by trying to rationalize something that relates to an outward view.


☐
     Direct eye contact (while speaking): Someone who's maintaining direct eye contact with you while speaking can be truthful or be faking honesty. Generally, maintaining direct eye contact is an indication of honesty but there are some dishonest people who have mastered the art of faking this signal.


☐
     Direct eye contact (when listening): This suggests attraction, interest, or attentiveness. When the speaker's eyes are focused with that of the listener's, it's an indication of unfeigned attraction to either the subject or the person or perhaps, both.


☐
     Widening eyes: This suggests a sense of invitation, appeal, or interest. Generally, there's a communicated positive invitation response when the eyes are widened but if this occurs when the eyebrows are raised, it might not naturally suggest a welcoming expression but might be as a result of shock.


☐
     Rubbing the eye or eyes: Eyes rubbing can indicate tiredness or disbelief. Someone who just finished crying or about to cry might be rubbing the eyes and someone who needs a good sleep or is suffering from boredom and tiredness might be involved in this action. In addition, if the person continues to rub the eyes and blinks continuously, it's a strong indication of tiredness.


☐
     Eye shrug: This suggests exasperation or frustration.


☐
     Pupils dilated (enlarged): This signal communicates desire or attraction. Contracted pupils are less sexually appealing than dilated pupils. Dilated pupils have a way of communicating a mutual sexual attraction but be careful that you don't fall into the temptation of believing that everyone with dilated pupils around you is sexually into you.


☐
     Blinking frequently: Someone who's blinking frequently is either experiencing a lot of pressure or very excited. Experts believe that normally, the blink rate in a minute should be between six and twenty times. However, when the blink rate increases way above the usual, it's an indication of pressure or excitement. More so, please take note that increase in blink rate may not signify deception.


☐
     Blinking infrequently: Blinking infrequently can express different things and it's often advisable to combine this with other signals to get a better nonverbal expression. If your eyes are not focused or if they're too concentrated, there's a high probability that your blink rate will be infrequent. Another factor that can cause infrequent blinking is boredom.


☐
     Eyebrow raising (eyebrow 'flash'): This suggests acknowledgement, recognition, or greeting. An 'eyebrow flash' is when you lower and raise your eyebrows swiftly and it's a common signal of acknowledgement and salutation. The eyebrow flash can also express fear and surprise.


☐
     Winking: This signal can send a friendly acknowledgement or indicate involvement in a joke or secret.

Mouth

There are lots of body language signals associated with the mouth and this is not surprising due to its many functions and the roles it plays in day-to-day activities. The mouth is an expressive part of the body and it's extremely flexible. Apart from those, it plays a very significant position when it comes to facial expressions. Unlike other sensory organs, the mouth has more visible moving parts and it offers a large variety of signals. The mouth acts quite independently and not just like the ears and nose that are usually dependent on the fingers or the hands to be brought into a state of activeness. One of the essential parts of facial language is smiling. And, it can either be a real one or a fake one. Here are some interpretations of some signals and movements of the mouth:


☐
     Pasted smile: This is a faked smile. A pasted smile is the kind that displays swiftly and unlike a natural smile, it stays for a longer period of time. A pasted smile points out forced agreement or a suppressed displeasure and sometimes, it does not extend to the eyes.


☐
     Tight-lipped smile: It connotes concealed feelings or secrecy. Whoever has this kind of smile on his face has a secret he's not interested in sharing and this may be because of distrust or dislike. It can as well be a signal for rejection.


☐
     Twisted smile: It expresses sarcasm or mixed feelings. Basically, it displays contradictory emotions on the respective sides of the face.


☐
     Dropped-jaw smile: It's a faked smile. This smile is quite unnatural and you would see it in the way the jaw is dropped lower than it should.


☐
     Smile - head tilted, looking up - It suggests playfulness, coy, and teasing. When this signal is done, a part of the face is hidden, sending the target a playful smile.


☐
     Bottom lip jutting out - This signal suggests that someone is upset. Just as the adult version of crying is exhibited through eyes rubbing, the jutting out of the bottom lip also signifies a dense emotion and a tearful face. However, you should know that people get upset or cry for different reasons or to achieve a goal. And, it might be to seek kind treatment, empathy, or to avert attack.


☐
     Laughter - This suggests relaxation. Laughter shows that the person is at ease and the atmosphere is relaxed and serene. Laughter is very important to humans because it helps to reduce stress and pain. Studies also reveal that when people stop laughing, they become more visibly vulnerable.


☐
     Forced laughter - It depicts nervousness or cooperation. Someone who is stressed or nervous can be coaxed to 'subscribing' to an unnatural laughter with the goal of changing the atmosphere or to make the tension disappear. Artificial laughter also signifies an effort to maintain sympathy or to show cooperation.


☐
     Biting lip - This shows tension. This signal can occur due to anxiousness or high concentration and it often suggests stress or tension.


☐
     Teeth grinding - It suggests suppression or tension. This signal is often provoked by fear or other suppressants.


☐
     Chewing gum: Just as above, it suggests suppression or tension. It's an inwardly-directed 'displacement' sign which can result from reacting naturally to suppression. On the other hand, chewing gum can be a substitute for smoking or perhaps, to freshen breath.


☐
     Smoking: It's for self-comfort. People who smoke gradually get addicted to it and consequentially, it becomes a habitual practice. Smoking can be likened to the thumb-sucking act of a child, just as the child derives comfort from it, so does smokers derive pleasure in smoking.


☐
     Thumb-sucking - It's for self-comfort. This is usually done by children and babies who seek a self-comforting means and a substitute for breast-feeding. However, this habit, if care not taken, can be carried on into adulthood.


☐
     Chewing a pen or pencil: It's a means of self-comforting. Just as babies and children thumb-suck and adults smoke to comfort themselves, someone who's chewing a pen or a pencil is doing so for self-comfort purpose.


☐
     Pursing lips - It suggests being upset or to be full of thoughts. Whoever expresses this signal is still trying to hold the words in the mouth and still adjusting them before they get fully released. This signal can also express impatience, anxiousness, or trying to suppress exploding into tears.


☐
     Tongue poke: It suggests rejection or disapproval. Tongue poking is when the tongue is pushed out briefly at the middle of the mouth and at times, it can be very subtle. In an extreme case, it can go along with a squint of the eyes and wrinkling of the nose.


☐
     A hand clamped over mouth: It suggests suppression or an attempt to hold something back or to show shock. This signal is usually used unconsciously as a means of regulating oneself - halting a speech for tactical employment, embarrassment, or shock. In an extreme case, the two hands would be used to exercise this gesture.


☐
     Nail-biting: It suggests suppression or frustration. It's an inwardly-redirected aggression that can result from fear or a means of suppression. Nail-biting can as well become a habit which serves a means of providing comfort. It can as well be prompted by fear or stress. People can also outwardly demonstrate stress through nail-biting.

Head

The head plays a very laudable role in body language because it can generally determine body direction and it's very sensitive and vital because it's where the brain is located. The head is very functional and active in both defensive and directional body language. More so, it's endowed with a flexible neck structure that helps it to turn, tilt backwards, forwards, sideways, and jut forward. And, there are meanings to all these movements.


☐
     Head nodding: It signifies agreement. Someone can voluntarily nod his/her head while listening to someone or something to suggest accordance. It can as well occur when a particular person is demanded to respond to something. Howbeit, 'head shaking up and down' can as well be referred to as nodding, even though it can be confusing and somewhat daft.


☐
     Slow head nodding: This simply suggests attentive listening but be careful, it might be a faked signal. For you to identify if it's a faked one, don't rely on just the signal alone, look out for other helpful signals like the focus of the eyes.


☐
     Fast head nodding: It suggests impatience. When a listener is nodding his head vigorously, he's trying to tell the speaker that he has elapsed his time or noted his point.


☐
     Head held up: It suggests alertness or neutrality. This position indicates attentive listening but often with an indecisive mind.


☐
     Head held high: It suggests arrogance, fearlessness, or superiority. An extreme version is when it is exercised with jutting chin.


☐
     Head tilted to a side: It's a sign of thoughtfulness, submission, or absence of threat. It expresses vulnerability or interest and at times, both. The signal intends to express a level of trust.


☐
     Head forward, upright: It's a positive reaction and it can as well indicate interest. If someone leans his head towards another person, it simply signifies interest.


☐
     Head shaking: It signifies disagreement. Generally, shaking of the head sideways expresses disagreement and it may as well communicate exasperation, frustration or disbelief. This signal is usually obvious and can, at times, be missed or ignored by the recipient.


☐
     Pronounced head shaking: This expresses a firm disagreement. This signal is very powerful and full of emotion because of the strength of the movement of the head which emphatically suggests the head-shaker's strong unwillingness to succumb to the pressure of the other person. Some people also use this signal not just to express a strong disagreement but to exert dominance.


☐
     Head down (while responding to a proposal or a speaker): It often suggests rejection and can at times, indicate disinterestedness. Generally, it communicates rejection, probably to an idea or a comment from someone. In addition, when someone is being questioned and his head is facing down, it connotes vulnerability, failure, or ashamedness.


☐
     Head down (when an activity is ongoing): It signifies defeat or tiredness. Lowering the head while an activity is ongoing signals shame, defeat, or loss. And, this is why there are carved expressions like 'don't let your head go down' and 'don't let your head drop' which encourage people not to give up. These two expressions are usually used in competitive activities like sports to encourage sportsmen. To include, this gesture may as well show intense weakness and indicates that the person is likely to slump.


☐
     Chin up: It's a sign of defiance, confidence or pride. Holding the chin up signals resistance, pride, resilience, and strength. An expression like 'chin up' is also used to stimulate someone to be courageous.


☐
     Active listening: It signifies attraction, interest, or attention. The head and the face play a combined role in evaluating how active and responsive people are listening through their head movements and facial expressions. When a speaker is giving his speech and the listener nods in different directions or tilts his head in distinct directions, it affirms accordance or disagreement with what is being said. During conversation, silences are often used to digest meaning.


Chapter 8

Body Language Interview Techniques

Did you know that giving every interviewer a strong resume or curriculum vitae nowadays does not necessarily guarantee you are landing the job? You might also be able to correctly answer all the focused questions; however, if the body language sends the wrong signals and messages throughout the interview, you will still not be close to receiving and signing the letter of appointment.

It may come as no surprise for many, but statistical data have also shown words have only succeeded in contributing 35% of the message being transmitted, while the tone of your voice and body language has a command of 65% of what is communicated.

Whether you're a confident person or not, whether you're the open and friendly guy or the shy and quiet man, whether you're a team player or a solo loner, or whether or not you're honest and genuine. The interviewer will not only pay attention to what you say during the question-and-answer phase but will also analyze carefully the way you say it. You will then look for all those comments, reactions, and answers from you that suit their requirements for the offered role.

If or not you put it in your mouth, body language will show your true feelings to the interviewer. If you are without the knowledge or awareness of your negative attributes from your actions, you definitely won't be able to get on their right side. Signals and movements such as anxiety, fear, weariness, dullness, dishonesty, and lack of integrity can potentially project your bad image and lose you the job application.

It is difficult to overemphasize the significance of body language during the first four or five minutes of the encounter. A bright and enduring impression will be created within this short period that can dramatically affect the outcome of the meeting. Please wait for the interviewer to raise his or her hand first as a sign of respect and politeness before offering yours for the handshake. Grip and shake the hand tightly while holding eye contact, but do not squeeze. Primarily, a robust optimistic handshake produces the best results for encouraging confidence. In comparison, soft and awkward handshakes will only transmit a half-hearted message that will only undermine and degrade an otherwise optimistic situation.

Start seated only after the interviewer has told you to do so. At the same time, be aware of your surroundings and stop having to face a bright and shiny window, as this will make it difficult for you to maintain good eye contact. Try not to be afraid to ask or demand politically for a seat change if you have no opportunity or preference to stop the sunlight glare.

You will need to put yourself in a positive and relaxed way to start in the right direction and altogether avoid projecting any negative patterns in body language. Make sure you always have space for yourself to shift and reposition if you happen to be restless or rigid.

Raise your head to the same eye level as the interviewer to display an engaging smile, while at the same time relaxing your back, but not to the point of slumping to the floor. Place your hands on your lap loosely or place them on your chair's armrest. By doing so, you can use hand movements at any moment to help what you say to clarify your comments and make the conversation more interesting. The interviewer will look at you as confident and comfortable with the progress of the interview with hand gestures that support your words. Bear in mind not to get too excited and result in overdoing in excess the gestures and actions, as this will project only an uncomfortable shape that indicates anxiety or hostility.

All the essential and useful body language movements and signs you must always be mindful of during interviews are described below: Using Your Voice Power Successfully* Express confidence and excitement through your voice's firmness.

Don't pinch too hard on your face. High-pitch voices are hard over the years, making you sound like a whining child.

Avoid enthusiastic gabbling and mumbling because no one trusts a speedy speaker.

Vary the conversation voice and dynamics, so avoid talking too loudly or too softly.

Talk slightly slower than usual to keep your presence smooth and steady, but don't overdo it.

Always pause to avoid unconsciously responding and having the wrong words coming out of your mouth before beginning the next word.

Test your tone range to prevent dreary and weary monotonous speech.

Negative Body Language Behavior and Habits to Avoid* A fixed or distracted look indicates that either you're dreaming during the day or your mind is somewhere else.

Hesitating or looking away before or during your speaking time indicates you're unsure about what you're doing.

Constantly rubbing your eyes or mouth while talking means you're deceptive or hiding something.

Doodling on paper shows that you don't pay attention and that you don't care.

It's irritating, distracting, and a sure sign of boredom to click your foot continuously.

Arms folded or crossed suggest a refusal and a reluctance to listen.

Constant fidgeting suggests frustration and restlessness.

Favorable postures and gestures* Attentive: nodding, grinning* Listening: verbal recognition, nodding, tilting of the head, constant eye contact* Responsive: open arms, leaning back, nodding negative postures and gestures* Lying/deception: glancing around, rubbing of the ears, averting of the eyes, hands over the mouth, awkward shifting of the chair* Aggression: clenched fists, cutting hands.

Don't fidget when you feel uncomfortable when you're sitting. Slightly change your position and sit up straight to keep an alert.

If you are faced with a difficult question, stay calm before answering and be aware of your negative body language patterns. Stop jumping into an unpredictable expression.

Watch and mimic the movements of the interviewer. When laughing, laughing with them, leaning forward to illustrate an argument, lean forward to demonstrate your attention. Postural and gestural echoes bring together, and you will receive a more precise answer.

Relax to create a relaxed and comfortable look. Do not hurry through the interview; simply flow the pace and let the interviewer set the pace.

Keep eye contact consistent and alert, but try to stop looking from time to time.

Smile expression can give positive emotional reactions. It will restore your enjoyable nature and enthusiasm, but be mindful of senselessly over-delivering.

At job interviews, body posture and movement are vital ingredients. Through our facial expressions, the sound of our voice, and also our eye language, our emotions, and inner feelings are easily conveyed to the interviewer. Make sure that you always sound relaxed and optimistic by speaking with a calm, consistent, and managed voice that can be easily heard and understood. Thin and soft voices do not seem to have the vital energy and do not inspire faith in others.

What you want to do here is to focus and use your body language to define your abilities, qualities, and values to maximize the interviewer's potential.

Take some time before the actual interview day to practice and rehearse using the role-play technique with a family member or a relative. Note that it makes training better. You will protect half of the job before you even enter the room when you are well trained.

One final thing you always have to consider, as this is the most critical aspect of any job interview. Be on time and arrive on time. Being late is to say goodbye to the conversation more or less before it even has an opportunity to start. There will be no company interested in employing a person lacking in professionalism and corporate ethics. Being early by an hour is much better than being late by just one minute.

Your Body Language Speaks Volumes About You

The language of the body speaks volumes as a man within you. It is the number one factor that determines whether you can catch the attention of an attractive woman or whether you can blow it out absolutely. I've already written about how to use your body language to attract women. Now I will discuss how negative body language can impact your dating / social life. Some of the body language features you may have will be highlighted that hold you back in your search to be able to pick up women. Imagine the setting to be a nightclub for all these scenarios.

You see a woman tempting you. She sits at a table alone. With long steps, you get up and begin to walk towards her, head held in such a way that you seem to look down on people. You get to her plate and look down at her there. First of all, long steps show that you are in a hurry, and women do not see this as self-control. There's a difference between walking with your head held high and keeping your head so low that you look down on people. Another shows self-confidence and a sense of self-worth, and the other depicts a guy who seems to think he's better than anybody else. People see this as selfish and want nothing to do with self-absorbed people. One of the something worst is to do is to tower over and probably startle an unsuspecting woman. You're showing the woman that you're a bully, and you're seeing her as an object by not sitting down and being her equal, not to mention that in the process, you've insulted her. It all ends and starts with your body language when you see a girl you want to approach. From the moment you get up from your chair to the moment you hit it, all people, including the one that attracts you, are watching and judging you. If your body language is unfavorable, you will not achieve positive results, and you will be assured of rejection.

Are you one of the shy guys sitting alone watching any girl entering the club? Once you see a girl who is interested in you, you have no idea how to handle her, so instead of putting yourself through' the solution ' pain, are you trying to convey your message by looking at her? It's not a good thing to do to start a girl. This makes them uncomfortable, just as if someone looks at us makes us guys uncomfortable. This evokes a woman's reaction to a' fight or flight.' Think about it this way: what result do you get when you look right in your eyes at a strange dog? The dog gets very agitated, starts to bark, and if bound, he will likely try to break it to get to you. Staring is an aggressive form. The' fight' will be a harsh rejection, and the' ride' will be her leaving the club because you've just made it too awkward for her to stay. When you look at a woman, she will see you as hostile. Instead of using staring as your tactic to impress a woman, go home and do some research on yourself so you can lose the shyness and learn how to be confident so that you can approach her the next time you see an attractive woman instead of ogling and pushing her away before you even get to her table to sell yourself.

The next one is something I've heard every woman talk about in my social circle, and it's the number one activity that will not only get you rejected by women but can also get you out of a club. Women call it' party stalking.' I saw it myself, and I saw the effect it had on every woman in the club. I'm going to give you the scenario I saw myself as an example of the very negative and terrifying form of body language. A few weeks ago, I was in a club with a couple of lady friends and found this guy standing on the side watching one of my friends, and we're going to call her Samantha. He stared very intently at her. He also noticed it and figured that he was just one of those shy guys who didn't have to touch the nerve. She got up to go to the bathroom, and I realized the guy was gone. She was distraught when Samantha returned to the table. Not only had this man followed her and stood within viewing range from the washroom of the women, but he also followed her outside and quietly observed her sitting against a wall as she had a cigarette. I looked up to my right at this point in her tirade and saw the same man leaning against a wall about fifty feet away, glaring again at Samantha. I glanced around the club and found that a couple of other people were taking little peeks in his direction, possibly because he was also watching them. Samantha was in frustration with this guy because he was so insecure in his body language and actions that she felt insulted by him. Without even saying a single word, he had earned her contempt. Samantha told me that sometimes women run through this kind of guy in a club, and the whole reaction is,' Please don't touch me.' She also said some women are going to get the bouncer to take them to their cars and wait for their cabs with them. Such guys are afraid of women as they likely ought to be. A vocabulary of the body resonates with aggression. I was indeed in a fight or flight mode myself on that particular night. If I'm in this mode as a man, what effect do you think this will have on women? Trying to get a woman is a terrible technique. You could get a' pity' dance with one at the very best because they're too scared to say no. You're going to be kicked out at the worst.

It is the biggest turnoff for women to have a negative body language. If you ever want to get to the' approach' level, this needs to be fixed immediately. Women won't give the time of day to men who look like bullies by towering over them, almost daring to reject them by a woman. Our very feelings about bullies are that they are likely to talk a bit with our hands with their wives, so denial is a guarantee. Ogling women or robbing them of their eyes makes them unbiased. It's not artifacts. We are people. You're not going to attract any girl doing this. For all of you guys out there who think it's a turn-on for people to' stalk' girls around clubs to demonstrate their attraction, quickly lose the attitude.

No one likes to be followed around, man or woman. This invokes a state of battle and flight in both. It's the number one turnoff, and it's probably going to get you booted from the club or in a confrontation with someone because a woman who feels threatened is going to grab a bizarre guy to block you. Some guys are women's security, and on a personal level, they want to deal with you. All these critical aspects of body language are a severe obstacle to women's access. Such characteristics have to go, and they have to be replaced by more supportive body language before you even think about approaching a woman.

Nevertheless, not everything is ever lost. To see what kind of person you are and what kind of man you want to be, it just takes practice and a look inside. Of course, the rest will follow.

Nonverbal Communication is the Message

Nonverbal communication is the meaning that our body language passes between individuals, such as facial expressions, head movements, body posture and acts, clothes, mannerisms, personality traits, etc. You've probably heard that 55% of the overall impact of our communication is determined by our body language (nonverbal communication). The sound of our speech decides another 38 percent. And the words we use (verbal communication) choose just 7 percent.

Many similar actions in our body language have been found by researchers to have specific meanings.

Face, facial movements and motions, for example, provide data on the type of emotion being expressed; body position and stress indicate the strength of the feeling.

One language of the body that I find in people is the grimace of the face as they listen to someone who tries to communicate or describe something.

That's quite rude, and it's as if they're saying, "Come on can't you tell it fluently," "Why do you have such a hard time talking," rather than just waiting patiently for the person to speak in the best way he/she can.

Another kind of illustration of body language is someone dozing off during a lecture presentation; it says something about the respondent's feelings towards the session, the speaker or the business— either the presenter is boring, or the participant is entirely disinterested and rude.

Caution is needed in all of this analysis of body language. Too many people are going to read a book or take a body language course and begin excessive criticism of others after the test.

Just because a book says that "crossing the arms over the head" is a symbol of superiority or uncooperative, it doesn't mean that everybody who takes that stance is transmitting that message. Not at all.

How many times did you do it and wasn't uncooperative? Perhaps, this pose is simply because one is tired of having his / her arms hang from the sides during the long, drawn speech of someone! It's a comfortable location. Sometimes I do it without any negative meaning.


Chapter 9

Body Positions

Expectedly, posture and body orientation should be interpreted in the context of the entire body language to develop the full meaning being communicated. Starting with an open posture, it is used to denote friendliness. In this open position, the feet are spread wide and the palms of the hands are facing outward. Individuals with open posture are deemed more persuasive compared to those with other postures. To realize an open posture, one should stand up or sit straight with the head raised and keep the abdomen and chest exposed. When the open posture is combined with a relaxed facial expression and good eye contact it makes one look approachable and composed. Maintain the body facing forward toward the other person during a conversation.

There is also the closed posture where one crosses the arms across the chest or crosses the legs away from someone or sits in a hunched forward position as well as showing the backs of the hands and clenching the fists are indicative of a closed posture. The closed posture gives the impression that one is bored, hostile or detached. In this posture, one is acting cautious and appears ready to defend themselves against any accusation or threat.

For the confident posture, it helps communicate that one is not feeling anxious, nervous or stressed. The confident posture is attained by pulling oneself to full height, holding the head high and keeping the gaze at eye level. Then pull your shoulders back and keep the arms as well as legs to relax by the sides. The posture is likely to be used by speakers in a formal context such as when making a presentation, during cross-examination and during project presentation.

Equally important there is postural echoing and is used as a flirting technique by attracting someone in the guardian. It is attained by observing and mimicking the style of the person and the pace of movement. When the individual leans against the wall, replicate the same. By adjusting your postures against the others to attain a match you are communicating that you are trying to flirt with the individual. The postural echoing can also be used as a prank game to someone you are familiar with and often engage in casual talk.

Maintaining a straight posture communicates confidence and formality. Part of the confidence of this posture is that it maximizes blood flow and exerts less pressure on the muscle and joints which enhances the composure of an individual. The straight posture helps evoke desirable mood and emotion which makes an individual feel energized and alert. A straight posture is highly preferred informal conversations such as during meetings, presentation or when giving a speech.

Correspondingly being in a slumped position and hunched back is a poor posture and makes one be seen as lazy, sad or poor. A slumped position implies a strain to the body which makes the individual feel less alert and casual about the ongoing conversation. On the other hand, leaning forward and maintaining eye contact suggests that one is listening keenly. During a speech, if the audience leans forward in an upright position then it indicates that they are eager and receptive to the message.

Furthermore, if one slants one of the shoulders when participating in a conversation then it suggests that the individual is tired or unwell. Leaning on one side acutely while standing or sitting indicates that you are feeling exhausted or fed up with the conversation and are eagerly waiting for the end or for a break. Think of how you or others reacted when a class dragged on to almost break time. There is a high likelihood that the audience slanted one of their shoulders to the left or right direction. In this state, the mind of the individual deviates from things that one will do next. In case of a tea break, the mind of the students will deviate from what one will do during or after the tea break.

By the same measure standing on one foot indicates that one is feeling unease or tired. When one stands on one foot then it suggests that the person is trying to cope with uncomforting. The source of uneasiness could be emotional or physiological. For instance, you probably juggled your body from one foot to help ease the need to go for a short call or pass wind. In most cases, one finds himself or herself standing on one foot when an uncomfortable issue is mentioned. It is a way to disrupt the sustained concentration that may enhance the disturbing feeling.

If one cups their head or face with their hands and rests the head on the thighs then the individual is feeling ashamed or exhausted. When the speaker mentions something that makes you feel embarrassed then one is likely to cup their face or head and rest the face on the thighs. It is a literal way of hiding from shame. Children are likely to manifest this posture though while standing. When standing this posture may make one look like he or she is praying.

Additionally, if one holds their arms akimbo while standing then the individual is showing a negative attitude or disapproval of the message. The posture is created by holding the waist with both hands while standing up straight and facing the target person. The hands should simultaneously grip on the flanks, the part near the kidneys. In most cases, the arms-akimbo posture is accompanied by disapproval or sarcastic face to denote attitude, disdain or disapproval.

When one stretches both of their shoulders and arms and rests them on chairs on either side then the individual is feeling tired and casual. The posture is akin to a static flap of wings where one stretches their shoulder and arms like wings and rests them on chairs on either side. It is one of the postures that loudly communicates that you are bored, feeling casual and that you are not about the consequences of your action. The posture is also invasive of the privacy and space of other individuals and may disrupt their concentration.

If one bends while touching both of their knees, then the individual is feeling exhausted and less formal with the audience. The posture may also indicate extreme exhaustion and need to rest. For instance, most soccer players bend without kneeling while holding both of their knees, indicating exhaustion. Since in this posture one is facing down, the posture may be highly inappropriate in formal contexts and may make one appear queer.

When one leans their head and supports it with an open palm on the cheeks then it indicates that one is thinking deep and probably feeling sad, sorrowful or depressed. The posture is also used when one is watching something with a high probability of negative outcomes such as a movie or a game. The posture helps one focus deep on the issue akin to meditating.

Additionally, crossing your arms to touch shoulders or touch the biceps indicates that one is deliberately trying to focus on the issue being discussed. Through this posture, an individual will try to avoid distractions and think deeper about what is being presented. If you watch European soccer you will realize that coaches use this posture when trying to study the match, especially where their team is down. However, this posture should not be used in formal contexts as it suggests rudeness. The posture should be used among peers only.

Then there is the crossing of the legs from the thigh through the knee while seated on a chair especially on a reclining chair. In this posture, one is communicating that he or she is feeling relaxed and less formal. In most cases, this posture is exhibited when one is at home watching a movie or in the office alone past working hours. If this posture is replicated in a formal context then it suggests boredom or lack of concentration.

For the posture where one crosses the legs from the ankle to the soles of the feet while seated, it communicates that one is trying to focus in an informal context such as at home. For instance, if a wife or a child asks the father about something that he has to think through then the individual is likely to exhibit this posture. If this posture is replicated in a formal context then it suggests boredom or lack of concentration.

Activity

a. Richard is attending a meeting on security and the role that employees play in helping maintains the organization secure. During the first ten minutes of this meeting, Richard is seated upright with the head slightly leaning forward. Comment on what this implies.

b. Thirty minutes later, Richard slumps or slants in the chair while raising his head up and backward. Comment on what this means.

c. Forty-five minutes later, Richard has slanted his left shoulder and is supporting his head with the left hand while watching the speaker. Comment on what this implies.

d. After a twenty-minute break, Richard sits upright with his arms crossed and palms touching the biceps. Comment on what this means.

e. After fifteen minutes, Richard stretches both of his arms across the top edges of the adjacent chairs while listening. Comment on this posture.

f. After twenty minutes, Richard crosses his legs from the thighs through the knees while listening. Comment on what this implies.


Chapter 10

How To Have A Positive Effect On Others

Part of coming across as respectable to other people and getting along with them is projecting confidence and positivity. Someone who is seen as a positive person will have a much easier time connecting to a wider range of people and will also get to enjoy better opportunities in life, due to their approachable nature. This makes it highly important to learn how to come across this way. 

The 6th Law of Body Language: How To Have A Positive Effect On Others

It’s not as hard as it seems to become a positive influence for those around you, and you can start right now. Here are some simple actions that can have a positive effect on others:

•​
Approachable Facial Expressions: A genuine smile tells the other person you are warm, confident and approachable. This builds trust. 

•​
Subtle Mirroring: Match the other person’s movements in a subtle way. This helps build rapport through establishing a common ground. It also shows your similarities as you mimic others. People will naturally observe this even if they aren’t aware of it on the surface, and will instantly like you more. 

•​
Nodding: Nodding while someone is talking shows you are engaged and listening. So many people are used to people being distracted while they are talking, so this is a simple way to show you care and are truly hearing the other person and listening. Also, you can nod while you are talking to help influence the person to agree with you. It is no guarantee, but when you nod while asking a question, people often unknowingly nod as well, signifying they are agreeing with what you are saying. 

•​
Don’t Sit Down: Standing up helps you feel powerful and confident. This is useful when giving presentations. Just make sure not to stand over anyone, as that is a sign of a threat to most people. 

•​
Be Mindful of your Head Position: Tilting your head or body toward someone shows you are interested. If you make others feel important then you have the opportunity to positively influence them. 

•​
Pointing your Feet: The way your feet point says a lot about whether you want to be where you are or not. Much like head positioning, the position of your feet can also have a subconscious effect on someone. Pointing your feet towards someone shows you are interested. It is a positive signal that builds trust. Pointing your feet away, on the other hand, shows that you subconsciously are waiting for a chance to escape as soon as possible. 

What can Mastering Body Language do for you?

It’s possible to improve your life and interpersonal interactions greatly by becoming mindful of your nonverbal cues. Research shows that having correct nonverbal language will aid you in the following ways: 

•​
Less Misunderstandings: This can help with connection with others, meaning that you are less likely to be misunderstood. Since misunderstandings are at the base of most negative interactions and resentment, this is a must. 

•​
Better Performance: The right posture will help you with your performance, since it directly impacts how you come across and the mood you’re in. Utilizing “power postures” will help you feel more confident. You can also embody the idea of determination in your posture to make yourself feel stronger and more confident. 

Small shifts in your nonverbal cues can have a great effect on your existence, overall. Here are some specific ways that this can happen for you. 

•​
A Posture of Power: Our body language has a direct role in the people we are, whether we’re aware of it or not. This simple factor directly shapes our personalities, abilities, power, and confidence levels. Not only does the way you carry yourself send others a clear message about you, but it sends your brain a clear message, as well, and impacts the way you act and feel.

Our animal relatives show their dominance and power by making themselves larger, expanding, taking up more room, and stretching their bodies out. In other words, establishing power is all about opening your body up, and people do this as well. If you are feeling nervous, small, or incapable, simply open your body up and pay attention to the way your mood shifts. You should feel suddenly much more capable and self-assured.

You might, for example, wish you feel more confident or powerful in situations where you are interviewing for a job and wish to showcase your abilities and assertiveness. You might also wish to show that you’re confident in a classroom situation or a leadership position. As you walk into a negotiation, you would definitely want to send a message that you know what you want and are well-aware of your own abilities.

For situations like this, or any others you need a confidence boost in, you can stand erect, with your shoulders pushed back, your stance wide, and your head upward. Raise up your arms to make a “Y” as in the YMCA dance, and you will instantly feel more powerful and energetic. What is it about this posture that helps us feel better and more confident? It affects our hormones, resulting in a couple of key ingredients in the feeling of dominance. These are cortisol (the hormone of stress) and testosterone (the hormone of dominance).

Males who are in high, alpha positions of power in groups of primates have low levels of cortisol and high levels of testosterone, but this isn’t just primates. Effective and powerful people in leadership positions have the same pattern, meaning that they are assertive and powerful, but don’t react strongly to stress. Even in tough situations, they are able to stay calm and handle business effectively. Research shows that adopting the power position we just told you about for a minimum of a couple minutes will lower your levels of cortisol while boosting testosterone. In other words, you will be priming your brain to deal with whatever situations might pop up during the day.

More Postures for Improving your Levels of Performance: 

As stated earlier, the posture of our body directly influences our mind, which results in our specific behaviors and actions. This means that if we can convince our physical bodies to lead our minds to more positive places, our performance will skyrocket as a result. Here are some postures that are recommended by professionals for positive results.

•​
Tensing up for Willpower: If you’re in a situation that calls for more willpower, you should tense your muscles up. This posture shows your body that you’re tensed and ready for anything, no matter what. This will send the message to your brain that resilience is needed on a mental level. 

•​
Hand Gestures for Persuasion: If you’re in a position where you need to persuade other people in conversation, make sure you utilize gestures of the hands. This shows that you believe in what you’re saying and also helps you come across as more convincing.  Others will feel more positive about you if you do this. 

•​
Cross your Arms for Persistence: Having crossed arms can mean that you’re closed off, which is bad in certain circumstances. In others, however, this is a useful frame of mind. You might, for example, be in a situation where stubbornness is a good quality and you need it to stay persistent. This is a good time to cross your arms. 

How to gain the Advantage in Body Language: 

Body language is a whole new world that can change your life, as mentioned earlier. When it comes to any situation that handles interactions with others, it’s a must for being successful. Here are some tips for getting ahead in this area. 

•​
Raising the Eyebrows: When someone is out in public and sees someone they know, their eyebrows will move up automatically, just a tiny bit. No matter what culture, this response is present. The good news here is that you can start using this to your own benefit any time you meet a new person. Try to do it in the first few seconds that you’re talking to them. Raising your eyebrows just a little bit will make you appear more approachable and friendly, creating a positive connection between you and the other person. 

•​
Remember Times you were Enthusiastic: Having charisma just means that you have enthusiasm and that it shows clearly to other people. This means that wanting to look charismatic to others requires simply appearing enthusiastic. In order to do this at will, simply call to your mind another time that made you feel enthusiastic. Once you re recalling this past event that made you very excited and enthusiastic, this will come across in your nonverbal cues, showing that you’re charismatic and confident. This is a contagious effect and others will feel more positive from noticing your enthusiasm and charisma. 

•​
Smile for more Resilience: If you’re faced with a hard task, you can make it feel easier to yourself by smiling. The body’s natural reaction to reaching exhaustion is making a pained grimace. However, experiments have shown that smiling increases your ability to press on and keep going through that feeling. Athletes were shown to be able to do a few more reps if they started smiling during their performance.

Making a grimace sends your brain the message that you aren’t able to continue doing what you’re doing. Your brain then reacts to that by pumping you feel of stress chemicals, adding to your exhaustion and difficulty. Smiling, on the other hand, shows your brain that you are able to keep going, resulting in a better performance and more resilience.

Using these cues will help you a lot with your general positivity and how others perceive it. Shifting your nonverbal cues and body language will influence the way you’re perceived by those around you, as well as how you see yourself. On top of this, your facial expressions and postures are always sending your brain messages which then influence the hormones your body is releasing. This is a great power to have if you’re aware of it and use it in the right way, but not being aware of it can have negative results and effects, not only on yourself, but on others. Take the power into your own hands and become more positive by using this connection.


Chapter 11

Rules For Accurately Reading Body Positions 

Reading people is not entirely the forte of psychiatrist even though psychiatrists are best placed on reading people. Reading people requires deciphering their verbal and nonverbal cues. When reading people you should try to remain objective and open to new information. Nearly each one of us has some form of personal bias and stereotypes that blocks our ability to correctly understand another person. When reading an individual it is necessary to reconcile that information against the profession and cultural demands on the target person.

When reading people, one should observe their body language cues.

As indicated earlier, body language provides the most authoritative emotional and physiological status of an individual. It is difficult to fake all forms of body language and this makes body language critical in understanding a person. Verbal communication can be faked through rehearsal and experience and this can give misleading stance. When analyzing body language analyze the different types of body language as a set. For instance, analyze facial expressions, body posture, pitch, tonal variation, touch and eye contact as a related but different manifestation of communication and emotional status. For instance, when tired, one is likely to stretch their arms and rest them on the left and right tops of adjacent chairs, sit in a slumped position, stare at the ceiling and drop their heads. Analyzing only one aspect of body language can mislead one in the conclusion. Where verbal communication and nonverbal communication conflict, one should prioritize nonverbal communication.

Next, you should pay attention to appearance. The first impression counts but it can also be misleading. In professional contexts, the appearance of an individual is critical to communicate the professionalism of the person and the organizational state of the mind of that individual. For instance, an individual with an unbuttoned shirt indicates he hurried or is casual with the audience and the message. Donning formal attire that is buttoned and tucked in suggests prior preparation and seriousness that the person lends to the occasion. Having unkempt hair may indicate a rebellious mind and this might be common among African professors in Africa. In most contexts, having unkempt hair suggests that one lacks the discipline to prepare for the formal context or the person is overworked and is busy. Lack of expected grooming may suggest an individual battling with life challenges or feeling uncared for.

Equally important one should take note of the posture of the person. As discussed earlier, posture communicates a lot about the involvement of an individual in a conversation. Having an upright posture suggests eagerness and active participation in what is being communicated. Cupping one’s face in the arms and letting the face rest on both thighs suggests that one is feeling exhausted or has deviated from the conversation completely. Having crossed arms suggests defensiveness or deep thought. Sitting in a slumped position suggests that one is tired and not participating in the ongoing conversation. Leaning on the wall or any object suggests casualness that the person is lending to an ongoing conversation. At home sitting with crossed legs suggests that one is completely relaxed. However, the same posture at the workplace indicates that one is feeling tensed and at the same time concentrating.

Additionally, watch for physical movements in terms of distance and gestures. The distance between you and the person one is communicating communicates about the level of respect and assurance that the individual perceives. A social distance is the safest bet when communicating and it suggests high levels of professionalism or respect between the participants. Human beings tend to be territorial as exhibited by the manner that they guard their personal distance. Any invasion of the personal distance will make the individual defensive and unease with the interaction. For this reason, when an individual shows discomfort when the distance between communicators is regarded as social or public then the individual may have other issues bothering him or her. Social and public distances should make one feel fully comfortable. Allowing a person close enough or into the personal distance suggests that the individual feels secure and familiar with the other person. Reading the distance between the communicators will give a hint on the respect, security, and familiarity between the individuals as well the likely profession of the individuals.

Facial expressions are among the visible and critical forms of body language and tell more about the true emotional status of an individual. For instance, twitching the mouth suggests that an individual is not listening and is showing disdain to the speaker. A frozen face shows that the individual is shell-shocked and this can happen when making a presentation of health and diseases or when releasing results of an examination. A smiling face with the smile not being prolonged suggests that one is happy and following the conversation. A prolonged smile suggests sarcasm. Continually licking the lips may suggest that one is lying or that one is feeling disconnected from the conversation.

By the same measure create a baseline for what qualifies as normal behavior. As you will realize that each person has distinct mannerisms that may be misleading to analyze them as part of the communication process. For instance, some individuals will start a conversation by looking down or at the wall before turning to the audience. In a mild way, mannerisms are like a ritual that one must activate before they make a delivery. Additionally, each person uniquely expresses the possible spectra of body language. By establishing a baseline of what is normal behavior one gets to accurately identify and analyze deviations from the standardized normal behavior. In this manner, one will not erratically judge a speaker that shuffles first if that is part of his behavior when speaking to an audience.

Additionally, pay attention to inconsistencies between the established baseline that you have created and the individual’s gestures and words. Once you have created a baseline then scout for any deviations from this baseline. For instance, if one speaks in a high-pitched voice that is uncharacteristically of the individual then the person may be feeling irritated. If one normally walks across the stage when speaking but the individual during the current speech chooses to speak from a fixed position then the person is exhibiting a deviation that may suggest that the individual is having self-awareness or is feeling unease with the current audience. If an individual speaks fast but usually the person speaks with a natural flow then the person is in a hurry or has not prepared for the task.

As indicated, view gestures as clusters to elicit a meaning of what the person is communicating or trying to hide. During speaking a person will express different gestures and dwelling on current gesture may make you arrive at a misleading conclusion. Instead, one should view the gestures as clusters and make an interpretation of what they imply. For instance, if a speaker throws the hands randomly in the air, raises one of their feet, stamps the floor and shakes hands, then all of these could suggest a speaker that is feeling irked and disappointed by the audience or the message. By the same measure, the different aspects of body language should be interpreted as a unit rather than in isolation.

Go further and compare and contrast. For one to fully read the target person, try comparing the body language of the person against the entire group or audience. For instance, if one appears bored and other people appear bored then you should conclude the tiredness of the person is largely due to the actions of the speaker for speaking longer than necessary. In other terms, the body language of the target person is not isolated. However, if you make a comparison and it happens that the target person’s body language deviated from the rest then you should profile the actions of the individual accordingly. Making a comparison and contrast helps make a fair judgment of the target person.

Similarly, try to make the person react to your deliberate communication. Another way of managing to read a person is to initiate communication and watch their reaction. For instance, establishing eye contact and evaluating the reciprocation of the target person can help tell more about their confidence and activeness in participating in the interaction. When an individual ignores your attempts to initiate communication the person could be concentrating on other things or the person feels insecure. Initiating communication is necessary where it is difficult to profile a person and one wants to convincingly read the person.

Again try to identify the strong voice. A strong voice suggests the confidence and authority of the speaker. If the speaker lacks a strong voice then he or she is new to what is being presented or has stage fright. However, having a strong voice that is not natural suggests a spirited attempt to appear in charge and confident. A strong voice should be natural if the individual is feeling composed and confident in what he or she is talking about.

Then observe how the individual walks. When speaking to a target person, he or she will walk across the stage or make movements around the site that the conversation is happening. From the manner of walking, we can read a lot about the individual. Frequently walking up and down while speaking to an audience, may suggest panic or spirited attempt to appear in control. Speaking while walking slowly across the stage from one end to the other end indicates that one is comfortable speaking to the audience. If a member of the audience poses a question and one walks towards the individual then it suggests interest in clarifying what the individual is asking.

Try to scout for personality cues. Fortunately, all people have identifiable personalities but these can be difficult to read for a person not trained in a psychologist. However, through observation one will get cues on the personality of the individual. For instance, an outgoing person is likely to show a warm smile and laugh at jokes. A socially warm person is likely to want to make personal connections when speaking such as mentioning a particular person in the audience. Reserved people are likely to be laconic in their communication and appear scared or frozen on stage when speaking.

Equally important, one should listen to intuition as it is often valid. Gut feelings are often correct and when reading a person you should give credence to your gut feeling about the person. When studying a person and you get a feeling that the person is socially warm you should entertain this profiling while analyzing the body language of the person. While taking gut feeling into account you should classify it under subjective analysis as it is not based on observable traits and behaviors but on an inner feeling.

Furthermore, watch the eye contact. Establishing eye contact suggests eagerness and confidence in engaging the audience. Avoiding eye contact suggests stage fright and shyness as well as lack confidence in what one is talking about. A continued look is a stare and it is intended to intimidate or it may suggest absentmindedness of the individual. If one continuously blinking eyes while looking at a target person suggests flirting behavior. An eye contact that gradually drops to the chest and thigh of the individual suggests a deviation of thoughts from the conversation.

Expectedly, pay attention to touch. The way one shakes hands speaks a lot about their confidence and formality. A firm handshake that is brief indicates confidence and professionalism. A weak handshake that is brief indicates that one is feeling unease. On the other hand, a prolonged handshake, whether weak or strong, suggests that the person is trying to flirt with you especially if it is between opposite sexes. Touching someone on the head may suggest rudeness.

Finally, listen to the tone of voice and laughter. Laughing may suggest happiness or sarcasm. Americans are good at manifesting sarcastically laughter and it is attained by varying the tone of the laughter. The tone of the voice tells about if the person is feeling confident and authoritative or not. Overall, a variation of tone implies that the individual is speaking naturally and convincingly. A flat tone indicates a lack of self-confidence and unfamiliarity with the conversation or audience.

Activity

a. James is giving a speech. He starts by standing on one leg and brushes his unkempt hair. At first, his voice shakes before becoming natural and with varying tones. As the speech goes on, James initiates a continued stare at one of the audience members who is sleeping. Then James continues with the speech walking at half the stage. When James looks at the watch after fifteen minutes, he suddenly speaks fast than he did and throws his hands randomly in the air. As a journalist covering the event for the first time and without prior knowledge of James read James.

b. Arnold finally meets the woman that they have been chatting on Facebook for over two months. When Arnold offers to shake the hand of the lady, she obliges but quickly withdraws her hand. Arnold then tries to initiate eye contact, to which the lady reciprocates by looking down. When Arnold welcomes the lady to the public bench, she sits far from him.  When Arnold asks the lady if she is unease and probably needs some time to make her mind if necessary to proceed with the date, she indicates that she is okay and that they should continue with the date. Read Arnold. Read the lady.

c. Pick any episode of any season of the TV series “The Big Bang Theory” and mute the volume of the TV or computer or smartphone. After watching the first 17 minutes, try to read the behavior of the participating characters based purely on their body language. Ensure that the episode does not have language subtitles. Go ahead and repeat this for any movie or TV series you have to enhance your skill of reading people. The best experience is a movie or TV series that you are yet to watch.


Chapter 12

Improve Your Own Communication Skills

Does it come down to how we perceive one another’s nonverbal gestures or is it more complex than that?

For most of us, it's true to say that we don’t even think about how we interpret other people’s body language, nor they ours. Unless you come across a guide such as this one, or a media article on the topic. That's because it's something that we do automatically.

Given that no one's taking notes, imagine if you could manipulate your body language to send out the wrong messages. The art of any sales representative proves how persuasive body language can be. If you can learn to manipulate others by using nonverbal signals, it would certainly lend you an advantage. Just as you can tell lies with verbal words, so too you can mislead others with nonverbal messages.

Benefits

Improving your communication skills is not about misleading others, although some may use it for that. Instead, it's about using these skills to become a better person. It's about understanding your own, and other people’s, subconscious thoughts.

By communicating more effectively, you could potentially:

•​
Advance your career prospects to improve your lifestyle.

•​
Boost your confidence, by learning power poses using nonverbal actions.

•​
Increase your popularity, by learning to show how interested you are in listening.

•​
Get others to agree with you, by eliminating nonverbal barriers and being more open.

•​
Make others feel better about themselves, by stimulating their mood.

•​
Recognize the truth from an outright mistruth.

Is all this achievable without using one word?

Of course, we still need words otherwise we would not have developed languages. It’s important though to make sure the verbal language matches the nonverbal communication. If it doesn’t, then all you will succeed in doing is causing confusion.

It’s a skill that takes some understanding, interpreting and patience. To use a person's movements to your advantage, you must learn to decipher nonverbal messages correctly. To do this it's essential that you research and re-teach yourself on the body language of your own culture. Be aware of the multiple meanings of some gestures, such as arm crossing. Does the situation mean it's a defensive posture for the subject, or are they cold?

Other Skills To Improve

Be a good listener. Lean in and make sure your pose is open. Don’t become distracted when having a conversation. Repeat things back to the other person to make sure you understood the message they are communicating to you. You should work on never controlling a conversation. Instead, actively listen. Then, what you give back will contribute to the quality of the dialogue.

Don’t be judgmental. No scowling or crossing of any of your own body parts. Negative movements will make the other person feel uneasy. This is about improving your own thoughts too. It’s important to work at having an open mind to all things. If you hear something you don’t like, explore it further without judgment. Show more interest in the topic so you can better understand where the other person is coming from.

Learn the meanings behind nonverbal movements so you can decipher other people’s emotions. This will be a great skill to have, helping you to improve your own empathy of people and the problems in their lives.

When someone is verbally telling you about their experiences, don’t come back at them with your own. Watch their nonverbal movements to understand their mood. Is it a sad tale that upsets them, embarrasses them, or makes them feel bitter or angry? By learning to pick up on their emotions, you are far better placed to help them. This is far more beneficial than simply comparing your own experiences to them.

Don’t contradict people when you disagree with them. In general, it means they will have to retaliate and that may damage your relationship. We all love a good debate, and that’s fine if that’s what you’re having. Free yourself of your own ego by not thinking about your own opinions and experiences all the time.

Don’t forget that warm smile, use it, a lot, but make sure it's in the right context. Make it a slow smile so the rest of your face looks expressive. It will get those facial muscles in alignment and look more authentic.

Angle your chin downwards a little so you don’t come over as if you're looking down your nose at someone.

Show your palms, it helps to make you appear open and approachable. This will put others at ease.

Dealing With Another’s Deviant Tactics

Don’t give them much of your time. They are clearly wanting something from you, so ask them outright what they want. Watch their body language so you can work out their misleading code. They may be very apt at the same communications game that you yourself are trying to learn, only for different reasons. There’s no need to be aggressive. You could even congratulate them on their amazing communication skills. Then challenge their motives face-to-face, keeping the mood light.

Dealing With Your Own Interpretations

It’s a tall order when you set about learning any new skill. For this one, you already have the tools in place. You’ve been using this method of communicating all your life. All you need to do now is to become more observant of others, and more aware of your own movements too.

It can be a daunting task trying to improve these skills. The hardest part is interpreting which postures and movements fit within the situation. As we have seen, many body movements can have different meanings in different situations.

Once again, think of the folding arms example.

•​
Is it cold?

•​
Are they bored?

•​
Are they putting up a barrier?

•​
Watch for those facial features to confirm why the person is shutting you off.

•​
What is the rest of the body telling you?

•​
How are you going to help this person change their mind and relax?

Another example is that smile.

•​
Are they smiling yet looking down at the floor?

•​
Are they putting on a brave smile while tears roll down their cheeks?

•​
Is that smile in the eyes and the rest of the facial muscles?

Or, what about that powerful handshake?

•​
A weaker one does not necessarily mean they are weak-minded. Do they have a hand injury or arthritis?

As you can see, it’s not only about observing body language but also matching it up with the situation that you’re in. Remember that what you're really reading is the other person’s emotions. A set of feelings that can be very complex to read. Get it wrong and you could add fuel to fire, or at best you could end up embarrassing yourself.

It’s also about combining their movements with the voice that they’re using. What is the tone and pitch of their words?

There are so many tiny little hitches you need to be aware of. Such as, when using eye contact to build up a good rapport, do it in small intervals. Experts recommend only 4-5-second intervals, then move your eyes away to give the other person a break. The last thing you want to end up doing is having a staring competition.

Progressive Stages

The first rule has to be “practice.” As with most new skills, the more you do it over and over, the better you become.

The better you become, the more people will find you interesting and want to associate with you, so long as you are using it positively.

Don’t use this powerful skill to manipulate people or you may become very unpopular, or even labeled as a bully.

The more popular you become as your confidence increases, the more likely others will see you as a useful person. We all love to be liked and that in itself should be your reward.

Be more honest and open and you might just:

•​
Gain that promotion.

•​
Make new friends and acquaintances.

•​
Get those sales figures on an upward trend.

Best of all, become a better person.


Conclusion

This guide should open your mind to a daily process that we all take for granted. Our nonverbal communications. When you find out how much information you are signaling, without even realizing it, you will see how important it is to disguise those clues. Most especially if you desire to be successful in your life.

Interpreting someone else's complex body language is not easy. You will need to identify some of the small, almost invisible, movements we have written about. Then, you must try and fit them according to the situation you are in.

Whether at a business meeting or a romantic liaison, you can learn to read between the lines of what people are saying. It takes a good deal of practice to make sure you don’t misinterpret what you're observing. So, don’t think you can learn this skill overnight.

Once you feel confident that you're reading the right messages, you can then begin controlling your own nonverbal signals. Make sure you always come across as confident and clear, by knowing what to give away and what not to make so obvious.

If you’re intrigued by the mysteries of body language, then you’re not alone. It’s only one small part of the intricacies of communication between people. Our ability to feel so many emotions is what makes humans such a convoluted species. This is a small part of understanding what we’re all about. If you can master the secrets of nonverbal communications, you will get to know other people better than they know themselves.

As you become more aware of the people around you, business associates or your social circle, you will be better able to help them. That's because you can read when they have conflicting emotions. If you’ve read this book through, and taken in the advice and techniques we have shown you, then you’ll know to do.

Whilst we think our verbal words instruct others on what we wish to communicate, they only cover a small part of our message. Emotions are not conveyed in a verbal language unless we chose to do so. Yet, in nonverbal communications, we give our emotions away without knowing it. Once you can comprehend that, then, and only then, will you get the full picture of what people are expressing. They do this every day, so you have a lot to learn and understand.

Use this guide to improve your own communication skills. Better understand what others communicate with their movements, that they're not saying with their words.

You might find one or two surprises within these pages. Use them as a guide to make you a better person for this new skill. We all have room for improvement, so long as we never stop learning.
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Introduction

Mind control has a massive history in society. There are many parts of human history where mind control was used to create desired outcomes. It has been used to assist in exorcisms, possession, and healing mental illnesses in the past. 

One of the earliest known forms of mind control was a technique called trephining. This technique involves a tactic where a hole was cut into the skull of a person who was believed to be possessed by evil spirits. It was believed that by cutting the skull open, the hole would enable evil spirits to leave the body. In various parts of the world, an instrument was pushed into the hole to “scare” the spirit away.

This technique is essentially the earliest form of a lobotomy. Trephining was believed to be done all around the world as there have been many skulls uncovered from various areas of ancient civilization that feature holes on the cranium. 

While you won’t be using any physical or harmful tactics on the people you are going to brainwash, it is important to understand the lengthy history of mind control and the fact that it has always been a rather major part of society.

In the days of trephining, it was believed that mind control could be accomplished by physical tactics. Essentially, those cutting into the skull believed they could regain control over the mind and have their patient forcefully adopt new ways of thinking and behaving that would be more appropriate to their society. 

The idea of possession carried on for centuries, and various types of exorcisms have been completed in those times. Exorcism appears to be one of the primary methods whereby we see mind control, because as we now know, it is not possible for a human to be possessed by a demonic spirit.

However, back in those times it was believed to be possible and so individuals would be subjected to brainwashing techniques to attempt to redeem their spirit and return their purity to them. In modern ages, we can suspect that most of these individuals were actually those dealing with mental illness and this was the best way that the society knew how to handle the situation at the time. 

As a result of these beliefs, there have been many mind control strategies enforced over the centuries.

Straitjackets, shock treatment, seclusion and sensory deprivation, rush chairs, restraining chairs, rotating chairs, and tranquilizing chairs were all some of the more harmful strategies that were enforced as an attempt to brainwash these individuals and return them to normal standards of thinking and behaving.

Of course, these days very few of these strategies are used any longer, and there are many statutes of limitations on how the ones that are still used can actually be used. Furthermore, you don’t want to be using any of these in your own brainwashing strategies because they likely won’t work.

However, there is one strategy that was developed in history and has been a widely popular form of mind control over the ages. This strategy is still used today, and is even used by many professionals as a means to brainwash patients into a new mindset. This strategy is known as hypnosis.

Hypnosis will be a large part of what we use throughout this book, however it won’t be the only one. In the remaining portions of this chapter, you will learn about various methods of mind control and how you can employ them to brainwash people into believing what you want them to believe and thus behaving the way you want them to behave.


Chapter 1

Covert Persuasion

Persuasion and influence go hand-in-hand. Both are important in many aspects of life – and they are both considered an art rather than a science. When it comes to influencing someone, being able to persuade him by changing his mind, shaping his opinion, or prompting him to make decisions all matter.

As we all morph into a more flat, matrixed, and flatter team models, the idea of ‘power’ does not solely rely on position. Now, who can influence more is the one with more power.  

In order to become an effective influencer, you should be able to make use of both style and substance. More importantly, you should also establish a solid foundation of credibility.

When these are present, then the language of persuasion becomes your main weapon.  

Persuasion techniques also have their own level. Whether you are a beginner, an intermediate one, or an advanced user of persuasion of techniques, you should be able to discern when to apply these techniques to maximize their effectivity. 

20 Persuasion and Influencing Techniques You Can Try 

Basic Persuasion Techniques

#1. By Association

This is one persuasion technique that is commonly used by people who are the early stage of improving their influencing skills. With this technique, you try to link the particular service, product, or idea with another thing that is already liked by your target audience.

Association is a powerful technique although it does not explicitly claim that you will be able to achieve these things. 

Let’s take an example – associating the concept of ‘family’ with the brand such as Coke through emotional transfer has been an effective tool used for many years.  The term ‘victory’ has also been associated with another brand ‘Nike’. 

#2. By Bandwagon

Another persuasion technique that can be used by newbies is the Bandwagon method. Basically, what you want to achieve it to make other people realize that ‘everyone else is already doing it and so should you’. Most people want to have a sense of belonging and they do not want to be left behind. So, in this technique, your ultimate goal is to make sure that your prospect is ready to hop on the bandwagon with you.  

#3. By Testimonials

OK, this is probably one of the most common methods, yet it works really well despite being around for decades. This is because people tend to pay extra attention to celebrities.

Whether we admit or not, following a celebrity or being a fan is one of the guilty pleasures anyone can have. When big brands make use of celebrities, famous athletes, models -- it is easier to influence people into trying the same product. 

#4. By Using Humor 

Many of the ads that we usually remember are because of the humor injected into it.

When we see them, we laugh and we feel good.

Thus, it becomes a great persuasion tool. When you associate your product or service to something that makes people ‘feel good’, it becomes easier to influence them. This works when it comes to relationships too. When you are able to be intelligently funny to someone, it becomes a lot easier to influence him or her to continuously like you.  

#5. By Repetition

As they say, repetition is the key to retention. To influence and persuade people, you should be able to repeat your message subtly and in various ways. Have you ever found yourself humming or singing an ad jingle in your head?

You may not like the product itself but since you see the ad almost every day over the Web, on TV, or even in print ads, something about it sticks. When it sticks, it becomes a lot less complex to influence the person. 

#6. By Experts

This is a form of testimonials too.

It is common that people would look at the logical reasoning or expert claims behind a particular item. If you are an expert on one area, it would be easier to find an expert testimonial. For instance, if your prospect customers are parents or moms – then the expert should be a mom as well who is known in a particular field.  

#7. By Bribery

Yes, we all love freebies, don’t we? This is one technique you can employ as well. When you want to influence people, give them more than they expect – discount, promo, holidays, etc. Influencing people also means being able to give them good value for money, good returns on their investments, etc. As you hone your skills, you will then be able to influence more effectively using the succeeding techniques. 

Intermediate Persuasion Techniques

#8. By Being Charismatic 

I must admit – I am quite guilty of this. I get persuaded into buying something if the endorser itself is someone that tickles my fancy.

For instance, if you present yourself to be bold, confident, strong, and sleek, then you could expect people to listen to you more.  

#9. By Presenting Novel Ideas 

People love new things. It is no longer surprising that people place great faith in technological advancements. One method to influence people is by presenting an idea that is new to them. By offering something novel, it gives them that sense of pride of being one of the first to get it. 

#10. By Using Rhetorical Questions 

One of the most effective ways to elicit reactions from people is by asking them questions. Questions such as,” Do you want to become a millionaire before you hit 30?”, “Do you want to live debt-free?”, “Do you want to be as stunning as Monica Bellucci?” – these are all set up to build alignment and to establish rapport before the sales pitch takes over.

Usually, these are the type of questions that would capture the attention so that your prospect would stay longer and listen to the sales pitch. 

#11. By Nostalgia

This is the opposite method of #9. In this method, you try to influence people by making them excited about the ‘good old days’. As changes come at a rapid rate, there are people who get tired of it and would want to get back to the days when life is so much simpler. A good example is the revival of the Nokia 3310 in this time of advanced smartphones or that easy-to-prepare food that brings back memories of childhood. 

#12. By Offering Simple Solutions 

We live in a complex world and people are constantly seeking for simpler solutions. If you intend to influence someone or a target market, offer relief by proposing a simple solution to any problem. Advertisers, for instance, like the concept of ‘one-stop-shop’ for any particular service which enables consumers to address their multiple needs in one place. 

#13. By Showing Slippery Slope 

This is quite similar to using ‘fear’ as a weapon for influence. Instead of predicting positive results, you can influence people by showing them the looming dangers if they do not act and make a decision immediately.

For instance, in order to influence and persuade people to invest, you could show the possible scenarios when the recession kicks in. Anything that could give them the picture of what could happen if they do not do something can be used in this technique. 

#14. By Presenting Scientific Evidence 

In this method, you get to present facts that would eventually influence someone to make a decision instantly. Many people tend to consider themselves ‘people of Science’, or those who are keen on knowing the scientific principle of one product before buying them. For instance, if you are trying to sell a collagen-based skin care product, you need to explain the role of collagen and what it does in the biological makeup of the skin. By showing pretty girls using it in ads may not be sufficient.  

In the succeeding items to be shown, you will learn the techniques that influencers of the advanced level make use of. Note that you do not have to jump to this list right away. You can utilize any from the previous list to know which suits your style best. 

Advanced Persuasion Techniques

#15. By Analogy

A good analogy does not only help in influencing people, but also creates a sense of truthfulness which then helps in establishing your credibility. A weak analogy, on the other hand, can instantly break interest. So, when using this method, make sure the comparison is still logical and not over the top. 

#16. By Understanding Group Dynamics 

This is a more intense version of the ‘Bandwagon’ technique. By understanding the specific beliefs of a group of people, it will be helpful in understanding the influence method to use. For instance, if you are selling a high-end product, you would certainly look for a market that can afford them. However, you can also capture the market who aspire to be part of the group.  

#17. Ad Hominem

This is a Latin phrase that means ‘against the man’.

In this technique, you do not influence people by attacking a product, but the maker itself. This method is also referred to as ‘attacking the messenger’. It takes skills and a colossal amount of research to do this. Incorrect use of this method may lead to other complex problems, so use this with care and discretion. 

#18. By Scapegoating Method 

This is one powerful method that politicians of today make use of influence voters. They tend to highlight the failures of former politicians or leaders to capture the trust of the voters. Another example is when they blame a particular person, organization, or race on a problem. 

One clear example here is when politicians vying for a position in an incoming election would blame the undocumented immigrants for the rising unemployment rate. Unemployment itself is a complex matter that is bound by multiple factors.  

#19. By Knowing the Right Timing 

Timing is of the essence even when it comes to influencing.

You need to know what is happening around you, what are the current affairs, and current problems that need immediate solutions. An ill-timed proposal, for instance, can instantly go up in smoke when people find the timing irrelevant. 

#20. Card Stacking

Bin this method, you do not tell the whole story, but only select the parts which are considered favorable to your audience or target market. While this could work well, it is imperative to know how you could justify the ‘hiding’ of the facts. Again, as this is a tricky method, you need to be ‘great’ at this to make it work. 

As you can see, there are ‘dirty’ tricks that people can do to influence people. While they are entirely incorrect, it takes a great deal of care, courage, and common sense to use them. If you are not exactly comfortable with using the advanced techniques, you can still the beginner and intermediate methods.  

Remember - each one of us has an influencing style that we are most comfortable with. Evaluate yourself and find your own.

If you have finally grasped how you could do better, it’s now time to learn how you could increase your influence in this digital era.  

How to Persuade People

In this chapter, I will tell you some of the techniques used to manipulate human consciousness. This gives you two choices - use the information for your own purpose in order to achieve a particular purpose, or for the recognition and protection of other people's actions.

To learn how to manipulate people, you must know how it feels to be on both sides. After all, you need to understand the feelings and emotions experienced by each side. This section of the learning process will be much more efficient!

Psychology of influence is very simple and obvious. The secret lies in the ability to analyze your own and others' behavior.

Robert Cialdini "Psychology of Influence".

Just focus on the moral side of the issue.

If you are ashamed to receive from people that are important to you, you do not accept selfish purposes - better close and do not hurt their highly moral consciousness of the information received.

This chapter is for those that want to live and have fun!

Let's move on already from theories to more specific information. Here are some ways to manipulate and control people - they will certainly be useful to you!

Example 1: Care and love

Almost all the methods of influence are based on the rule of mutual exchange. This is very common and well known in the psychology of the impact of the concept, the essence of which consists in bringing the person a sense of duty, and it is done on an unconscious level. There is no single hundred-percent method because there is an infinite number of modifications that could "boomerang".

Thus, the standard example: the husband alone in the evening washed the dishes, did the cleaning, and wiped the dust. He sent his wife to rest in front of a TV.

After work he came to her, kissed her and casually asked, "Honey, we have tomorrow with the children gathered to drink beer, well, I'm going?"

This situation is very simple and very real. The husband made his wife become responsible for him, resulting in a chance for a positive response, which greatly increased.

A person’s cold way of thinking can be affected in this perspective. For instance, you could see on TV that all pensions and benefit payments will be increased by 50%! Immediately, everyone begins to delight about the news.

And if you immediately double the transport tax, then people will say, "How is it even possible? It could probably be as a result of the increase in benefits." The essence of this is about. This "feeding" is very effective and is often layered with good intentions that lead to hell.

Always know that there may be something fishy when someone starts to care about you for no apparent reason. Be careful not to accumulate a sense of duty - with a light heart, let rejection.

This way of manipulating people is quite effective and widespread. You can become a generous man once in a while and ask what the person wants.

Example 2: Repetition - the mother of learning!

Repetition - the basis of zombies. A simple example is what you see every day on television advertising very tasty seasoning for soup. Take a walk around the store with your wife and you will not notice how to buy it. However, why? Because you have already seen the ad a thousand times - and it has long been stuck in your subconscious. Still you think about learning how to manipulate people?

On this subject there is a very apt proverb that fits this context. It says: "Tell a person a hundred times that he is a pig, and on the hundred first he will oink. In fact, this is applicable for all cases. This method is especially common when dealing with heads of his subordinates, who have low self-esteem and lack prospects for career advancement.

The same applies to the standard model of life: "Garden - School - University - Plant". This chain is familiar and has long been imposed on people.

Hardly anyone thinks about its correctness. Who thought - that has long gone up?

Be watchful - repetition can be easily linked to care, which is quite a powerful weapon. And you will not notice until you become a very good investor or loan shark for a not-very-good person.

Example 3: The forbidden fruit is sweet

Do not succumb to the temptation, and these desires are not so simple. To do this, you need to have willpower and be a hard core, with a strong character. This approach can be effectively used to learn how to manipulate and control people. Analyze your life and remember how often you say the phrase, "Do not seduce...", "Do not tempt me..." This includes phrases such as, "Hey, prove that you're a man!" "If you are a man..."

Typical examples are promotions and discounts in shops. This is especially true for web sites that have a countdown timer. This same temptation in its purest form is not the real manipulation of people! Sometimes it is difficult to resist such methods.

Here’s another example. As a married man, you went drinking with friends at a restaurant. After drinking and enjoying yourselves at the restaurant, you all decided to gather at the sauna and relax with pay girls. You may be tempted to go with them... This is an example of collective manipulation bordering on incitement.

To avoid such situation, you need to understand their nature, how they work, and have a strong character and steadfast principles. This way, no one can easily tempt you!

As you can see, learning how to manipulate people is very simple. First, you need to learn how to analyze their behavior and understand when to manipulate them for your own interest.

Mind Reading

"I want to learn to read minds!" We have at least at one point in our lives nursed this idea. After all, it becomes easier in life to know what our interlocutor thinks! Many believe that the ability to read minds is synonymous with people that have super powers and unfulfilled dreams. But in fact, nothing is impossible in this world!

The logic of many living things is quite simple. If there were no incidents, then there would be no subjects to talk about. That is, if people could not read each other's thoughts, then no one would know of such a thing as telepathy. You do not necessarily have to possess special skills to read thoughts. Many of us were already able to do so, except that it happened without us knowing, and we never realized.

Remember how in some stressful situations, or there is a man with super powers, and people start to run twice as fast to overcome fear or started to hear voices? All these examples prove once again that man has great potential.


Chapter 2

Dark NLP

NLP is a lot like a User Manual for the brain, to help you communicate the goals and desires of the unconscious mind to the conscious self. Imagine you are in foreign country and craving chicken wings, so you go to a restaurant to order the same but when the food shows up, it ends up being liver stew because of a failed communication.

Humans often fail to recognize and acknowledge their unconscious thoughts and desires because a lot of it gets lost in translation to the conscious self. NLP enthusiasts often exclaim: “the conscious mind is the goal setter, and the unconscious mind is the goal getter”.

The idea being your unconscious mind wants you to achieve everything that you actually desire but if your conscious mind fails to receive the message, you will never set the goal to achieve those dreams. 

NLP was developed using excellent therapists and communicators who had achieved great successes as role models. It’s a set of tool and techniques to help your master communication, both with yourself and others.

NLP is study of human mind combining thoughts and actions with perception to fulfil their deepest desires. Our mind employs complex neural networks to process information and use language or auditory signals to give it meaning while storing these signals in patterns to generate and store new memories.

We can voluntarily use and apply certain tools and techniques to alter our thoughts and actions in achieving our goals. These techniques can be perceptual, behavioral and communicative and used control our own mind as well as that of others. 

One of the central ideas of NLP is that our conscious mind has a bias towards a specific sensory system called the “Preferred Representational System (PRS)”. Phrases like “I hear you” or “Sounds good” signal an auditory PRS, whereas, phrase like “I see you” may signal a visual PRS.

A certified therapist can identify a person’s PRS and model their therapeutic treatment around it. This therapeutic framework often involves rapport building, goal setting and information gathering among other activities.

NLP is increasingly used by individuals to promote self enhancement, such as self-reflection and confidence as well as for social skill development, primarily communication. 

NLP therapy or training can be delivered in the form of language and sensory based interventions, using behavior modification techniques customized for individuals to better their social communication and improved confidence and self-awareness.

NLP therapists or trainers strive to make their client understand that their view and perception of the world is directly associated with how they operate in it, and the first step toward a better future is keen understanding of their conscious self and contact with their unconscious mind.

Its paramount to first analysis and subsequently change our thoughts and behaviors that are counterproductive and block our success and healing. NLP has been successfully used in treatment of various mental health conditions like anxiety, phobias, stress and even post-traumatic stress disorder.

An increasing number of practitioners are commercially applying NLP to promise improved productivity and achievement of work-oriented goals that ultimately lead to job progression. 

Now, let’s look at how NLP works. John Grinder, in association with his student Richard Bandler, conducted a research study on techniques used by Fritz Perls (founder of Gestalt therapy), Virginia Satir (Family therapist) and Milton Erickson (renowned Hypnotherapist). They subsequently analyzed and streamlined these therapy techniques to create a behavioral model for mass application in order to achieve sand reproduce excellence in any field. Bandler, a computer science major, helped develop a “psychological programming language” for human beings.

On the basis of how our mind processes information or perceives the external world, it generates an internal “NLP map” of what is going on outside. This internal map is created based on the feedback provided by our sense organs, like the pictures we take in, sounds we hear, the taste in our mount, sensations we feel on our skin and what we can smell.

However, with this massive influx of information, our mind selectively deletes and generalizes a ton of information. This selection is unique to every person and is determined by what our mind deems relevant to our situation.

As a result, we often miss out on a whole lot of information that can be immediately noticed by someone else right off the bat and we end up with a tiny and skewed version of what is really occurring. For example, take a moment and process this statement: “Person A killed person B”, now depending on our circumstances and experiences we will all have our own version of that story.

Some might think a “a man killed a woman”, or “a lion killed a man” or “a terrorist killed a baby” or “John Doe killed Kennedy” and so on and so forth.

Now, there’s a method to this madness, whatever story you came up with, realize there is way you got to that story which was driven by our own life experience.

Our mind creates an internal map of the situation at hand and then we compare that map with other internal maps from our past that we have stored in our mind. Every person has their own internal “library” based on what is important or relevant to them in accordance with their personality. 

Did you ever feel that once your conscious mind makes you aware of what you want to do or gain, suddenly the universe seems to be propping up signs that could help you find your way to get what you want? For example, one day you wake up thinking I need to take my family on a vacation.

You go on with your day the same way as you have been for days or weeks, but you suddenly notice a poster on an exciting trip to Florida on your way to work, that you later learnt from your coworker has been up for over a month now. You suddenly see that close to that same Starbucks you visit every day, there is a big travel agency that you had never paid attention to.

When browsing the Internet, you will suddenly see travel ads all over your Facebook or ads from Airbnb popping up on your YouTube videos. Now all these may come across as coincidences, but the matter of the fact is those things or signs had been there all along but your mind deleted that information or perception because they were not relevant to you.

So as your conscious mind starts connecting the dots between your wishes and the reality of the world, you start picking up on new information that may have already been in plain sight, but you are only tuned into now. 

What Is Dark Nlp?

Your personality profile also plays a major role in what information your mind chooses to exclude and what is processed. People who are more focused on security, they are constantly assessing their situation to determine whether its safe for you or not.

On the other hand, people who are more freedom oriented, they tend to think of their situation in terms of options and limitation with no focus on safety at all.

Your personality determines what and how you update your mental library and ultimately the meaning you add to these internal maps. For example, a kid looking at a roller coaster is thinking only about the fun of traveling through open space in a cool looking ride and given the opportunity will easily and fearlessly jump on the ride, because his personality is not security oriented.

But an adult who is able to focus not only on the fun and excitement of the ride but also, it’s safety and potential hazards, will think twice before making that same decision. 

Here are some prominently used NLP techniques: 

Anchoring

A Russian scientist, Ivan Pavlov, conducted an experiment on dogs by repeatedly ringing a bell while the dogs were eating and concluded that he could get the dogs to salivate by the ringing the bell anytime, even when there was no food present.

This neurobiological connection observed in the dogs, between the bell and salivation is called a conditioned response or “anchor”.

Thus, the process of creating a perceivable sensory trigger to the state of how you feel is called Anchoring. 

Try this yourself! Think of a gesture or sensation on your body (pulling your earlobe, cracking your knuckles, or touching your forehead) and associate it with any desired positive emotional response (happiness, confidence, calmness etc.) by recalling and reliving the memory when you actually experienced those emotions.

The next time you are feeling stressed or low, you can trigger this anchor voluntarily and you will notice your feeling will immediately change. To strengthen triggered response, you can think of another memory when your felt the desired emotion and relive it.

Every time you add a new memory to the mix, your anchor will become more potent and trigger a stronger response. 

Content Reframing

This NLP technique is best suited to combat negative thoughts and feelings. With the use of this visualization techniques you can alter your mind to think differently about situations where you feel threatened or disempowered.

Simply view the negative situation and reframe it’s meaning into something positive. For example, let’s say you just broke up with your long-term girlfriend or boyfriend. You will most likely be hurt and in pain. But you can choose to reframe the end of your relationship with empowering thoughts of being single and new potential relationships.

You can choose to focus on the lessons you learnt from your past relationship and how you can implement them to have an even better relationship in future. Thus, by simply reframing the break up, you can feel better and empower yourself. 

This technique has massive appeal in treatment of post-traumatic stress disorder and for people who have experienced child abuse or are suffering from chronic or life-threatening diseases.  

Rapport Building

Rapport is the art of generating empathy in others by pacing and mirroring their verbal and non-verbal behaviors. People like other people who they think are similar to themselves.

When you can subtly mirror the other person, their brain will fire off “mirror neurons” or “pleasure sensors” in their brain, which make them feel a sense of liking for you. You can simply stand or sit the way the other person or tilt your head in the same direction as theirs or the best of all, just smile when they smile. All these cues will help you build rapport with the other person. The social significance of rapport building cannot be underscored. Strong personal and professional connections lead to a happier and longer life. 

Dissociation

The NLP technique of dissociation guides you in severing the link between negative emotions and the associated trigger. For instance, certain words or phrases may instantly bring back bad memories and make you feel stressed or depressed. If you can successfully identify those triggers and make an effort to detach those negative feelings from it, you are one step closer to healing and empowering yourself.

A slew of mental health conditions like anxiety, depression and even phobias can be effectively treated with this technique. It can also be used to positively deal with difficult situations at home and work.  

Future Pacing

The NLP technique of leading the subject to a future state and rehearsing the potential future outcomes so as to achieve the desired outcome automatically, is called Future Pacing. It’s a type of visualization technique or mental imagery, used to anchor a change or resources to future situations by imagining and virtually experiencing those situations.

A skilled manipulator can lead their victim on a mental journey into the future and influence the responses occurring when the future unfolds. An expert NLP user with prominent Dark Psychological traits may cognitively transport their victim into the future and suggest outcomes while monitoring the victim’s response to eventually get their own desired outcome into the psyche of the victim. 

Influence and Persuasion

This is definitely the most ambivalent NLP technique and houses a gray area between Dark Psychology and Psychotherapy.

NLP is primarily focused on eliminating negative emotions, curb bad habits and resolve conflicts, another aspect of NLP deals with ethically influencing and persuade others. Now pay attention to the word ETHICAL here. 

One of the prominent psychology therapist to participate in Grinder’s original research on NLP was, Milton Erickson, leading hypnotherapist and founder of the “American Society for Clinical Hypnosis”. Erickson was so adept at hypnosis that he could literally hypnotize anyone anywhere and communicate with people’s subconscious mind without needing hypnosis.

He helped construct the “Milton Model” of NLP, designed to induce trance like state in people, using abstract language patterns. According to the Milton Model, using artfully vague and deliberately ambiguous sentences will trigger the person to search for meaning of what they hear from their own life experiences and fill in the details subconsciously.

This powerful tool can be used to not only ethically influence and persuade people but also help people deal with some deep-seated negative emotions, overcome fears and increase their self-awareness.  


Chapter 3

Mind Control

Mind control is a technique whereby you use various psychological techniques to alter someone’s mind. In doing so, you can change the way they think about various things so that their thought processes work in your favor.

This technique can enable you to achieve virtually anything you want with the help of virtually anyone you want. It truly puts you in the driver’s seat of reality and allows you to have an effortless ability to live your desired life with your desired outcomes. 

The History of Mind Control

Mind control has a massive history in society. There are many parts of human history where mind control was used to create desired outcomes. It has been used to assist in exorcisms, possession, and healing mental illnesses in the past. 

One of the earliest known forms of mind control was a technique called trephining. This technique involves a tactic where a hole was cut into the skull of a person who was believed to be possessed by evil spirits. It was believed that by cutting the skull open, the hole would enable evil spirits to leave the body.

In various parts of the world, an instrument was pushed into the hole to “scare” the spirit away. This technique is essentially the earliest form of a lobotomy.

Trephining was believed to be done all around the world as there have been many skulls uncovered from various areas of ancient civilization that feature holes on the cranium. 

While you won’t be using any physical or harmful tactics on the people you are going to brainwash, it is important to understand the lengthy history of mind control and the fact that it has always been a rather major part of society.

In the days of trephining, it was believed that mind control could be accomplished by physical tactics.

Essentially, those cutting into the skull believed they could regain control over the mind and have their patient forcefully adopt new ways of thinking and behaving that would be more appropriate to their society. 

The idea of possession carried on for centuries, and various types of exorcisms have been completed in those times. Exorcism appears to be one of the primary methods whereby we see mind control, because as we now know, it is not possible for a human to be possessed by a demonic spirit.

However, back in those times it was believed to be possible and so individuals would be subjected to brainwashing techniques to attempt to redeem their spirit and return their purity to them. In modern ages, we can suspect that most of these individuals were actually those dealing with mental illness and this was the best way that the society knew how to handle the situation at the time. 

As a result of these beliefs, there have been many mind control strategies enforced over the centuries.

Straitjackets, shock treatment, seclusion and sensory deprivation, rush chairs, restraining chairs, rotating chairs, and tranquilizing chairs were all some of the more harmful strategies that were enforced as an attempt to brainwash these individuals and return them to normal standards of thinking and behaving.

Of course, these days very few of these strategies are used any longer, and there are many statutes of limitations on how the ones that are still used can actually be used. Furthermore, you don’t want to be using any of these in your own brainwashing strategies because they likely won’t work.

However, there is one strategy that was developed in history and has been a widely popular form of mind control over the ages. This strategy is still used today, and is even used by many professionals as a means to brainwash patients into a new mindset. This strategy is known as hypnosis. Hypnosis will be a large part of what we use throughout this book, however it won’t be the only one. In the remaining portions of this chapter, you will learn about various methods of mind control and how you can employ them to brainwash people into believing what you want them to believe and thus behaving the way you want them to behave. 

Dark Psychology

The human condition related to the psychodynamics of those who prey upon others in a way that is motivated by deviant methods is known as dark psychology. Throughout this book you are going to be studying bits of dark psychology because it can help you further understand mind control and how it works. 

Virtually every human has the ability to tap into dark psychology. This may sound somewhat terrifying, since dark psychology is often known to be the psychology fostered by psychopaths and sociopaths, and it can be the entire foundation for how many major crimes are committed. However, in this book you are going to learn about dark psychology and how you can use it to your benefit without compromising your own wellbeing, as well as how you can use the understanding of dark psychology to prevent yourself from being brainwashed by others. 

The majority of dark psychology is based in goal-oriented motivation that can be rationalized by the individual who is completing the activities.

Dark psychology includes the thoughts, feelings, and perceptions fostered by those who are responsible for using dark psychology to complete certain actions. 

A lot of the forms of mind control are considered to be rooted in dark psychology because many believe that mind control is an impure strategy used by those who cannot be bothered to do things themselves. They believe that it is a form of evil, hence why it is called “dark” psychology. While we certainly do not want to alleviate the blame from true criminals, you should understand that you are not a criminal for using mind control strategies. 

Mind control in this day and age can be a powerful way to encourage people to do the things you need or want them to do. Obviously, this type of powerful strategy can be used to have people do bad things or to create criminal results, but it can also be used to encourage positive results.

The way this method works for you is entirely up to you. If you choose to use these strategies to justify and execute criminal behaviors, then you are going to become a criminal and you will likely end up prosecuted as such.

However, if you use these strategies to benefit yourself and those around you without doing harm unto anyone, then there truly is nothing wrong with using mind control to get what you want. There are many people who use mind control for various purposes, such as selling, building businesses, encouraging employees to do what they should be doing in order to keep a business running well, encouraging people to see past their fears and limitations, and much more.

Being able to control someone’s mind leaves you with a lot of power to do many positive things. Just as much power as you have to do evil things, even. How you choose to use your skillset is entirely up to you. 

Various Techniques of Mind Control in Society 

In this day and age, there are ten versions of mind control that exist. These are essentially modern-day versions of the techniques you learned about in the “history of mind control” section. Understanding these strategies and how they work will assist you in understanding how they contribute to mind control. After, you will learn about strategies you can employ, and how they work as well! 

Education

By educating impressionable children, society essentially teaches them to become “ideal” members of society. They are taught and trained in certain ways that fulfil the desires of the government and authorities, and most people don’t even think twice about it. 

Advertising and Propaganda

By putting advertising and propaganda everywhere, those in control are capable of eliminating people’s feeling of self-worth and encourage them to need what is being sold, as opposed to just wanting it. This is essentially a subliminal strategy to make people feel poorly about themselves so that they will purchase whatever is being advertised to increase their feelings of self-worth. 

Predictive Programming

The idea of predictive programming is essentially that authorities place references to major activities in the popular media before the atrocity ever takes place.

As a result, everyone already warmed up to the idea, and so they are not overly fearful when it takes place. It is essentially a foreshadowing tactic used on real humans, instead of in writing. 

Sports, Politics, Religion

The idea of these strategies is to “divide and conquer”. Ultimately, each one has people placed into various categories, where they feel very strongly.

As a result, they don’t come together and support one another, but rather they are against each other. This means that they are divided, and so the authority can conquer. 

Food, Water, Air

Believe it or not, there are many toxins and additives that are put into food, water, and air that are literally changing the makeup of your brain.

As a result, you are being subjected to mind control every time you consume anything that is essential to your livelihood. 

Drugs

Whether they are street drugs or pharmaceutical drugs, they have the ability to alter your brain’s chemicals and therefore change your mind.

Drugs can be considered akin to old-time lobotomies, shock chairs, and other types of mind control to eliminate mental illness from people. Only, these days, they are much more commonly accepted and are taken by people everywhere. 

Military Testing

The military has tested mind control for a long time, claiming that they want to use it as an opportunity to control the opponent and ward off any violence. They have even discussed creating helmets that would protect the militia from mind control strategies and keep them focused on their missions. 

Electromagnetic Spectrum

This essentially means the electromagnetic rays that are cast by electronic devices.

We all have our houses filled with them, and every time you plug them in or use them you are subjected to the electromagnetic spectrum. It is believed that this can have a mind-altering effect that would contribute to mind control. 

Television, Computer, “Flicker Rate”

Televisions and computers are believed to subject people to overwhelming amounts of information and ideas that ultimately causes them to be hypnotized by the ideas and lulls the information into their subconscious minds, thus creating a situation of mind control.

There are also “flicker rates” which means essentially that data is flickering by faster than the eye can see. It is believed that these strategies, including video games, are used to execute mind control strategies. 

Nanobots

These are ultimately placed into your brain and used to alter your mind. They believe that by putting a nanobot into your brain they can create any outcome they desire because you are under mind control. You can literally “press a button and become happy”. 

Understanding the various forms of mind control can help show you the many ways it can be done. While some of these may be chalked up to conspiracy theories, you can still derive a general understanding of how each strategy would contribute to mind control. When you are learning to master mind control, it is important that you understand all of the different ways it can take place. 

In the above scenarios, there were some common trends. The general ones included: subliminal messages, mental overwhelm, education, and direct physical altering of the mind. These are the most common methods used to attempt to brainwash someone and control their mind.

Some of these strategies are not really doable for the average person, however understanding them will help you later when it comes to preventing yourself from being subject to mind control. 

In the meantime, we are going to focus on three primary methods of mind control that you can use and easily execute on virtually anyone. They include: persuasion, manipulation, and deception.

These methods are all strategies that are completed using spoken word, and they can assist you in altering someone’s mind so that you can have your desired effect on them. Now, you will learn about each one.  


Chapter 4

Dark Cognitive Behavioral Therapy

Cognitive behavioral therapy (CBT) is a special favorite with therapists because it is so successful. CBT works by changing someone’s patterns of thinking using questions and self-analysis.

Therapists can use it, but individuals can use it themselves too. That means that you can use it.

You can change someone’s thinking to match your own purposes. This isn’t necessarily ethical, but then again, dark psychology isn’t always ethical either. You can employ CBT for manipulation, brainwashing, mind control, and even emotional abuse.

These simple methods can really give you a lot of power over someone; you will essentially become God, molding a person’s mind into exactly what you want.

How Does CBT Work?

CBT works by encouraging someone to take control of his or her own thinking. A lot of someone’s emotional suffering lies in his or her thinking patterns. By addressing and correcting those patterns into something more positive and fulfilling, a person can heal. But this form of therapy doesn’t have to be just for healing.

You can take CBT into your own hands and use it to gain control over others by changing their thinking. Using lines of questions or comparisons, you can make someone realize that his line of thinking is not helpful. You can then lead him in the line of thinking that you desire him to follow.

CBT believes that people tend to hold certain thinking patterns. These patterns are usually learned in childhood and then perpetuated throughout a person’s life. These patterns are far from permanent, however. You can easily make someone look at situations and things from a different perspective and change his thinking patterns.

With time, these new thinking patterns become habit and become part of a person’s life.

First let’s explore common cognitive distortions. Then we’ll explain different types of more helpful thinking. Finally, we’ll explore how to use Dark CBT to get control over someone’s mind.

Cognitive Distortions

Cognitive distortions are forms of distorted thinking, or negative and unhelpful thinking patterns. All people have one or two cognitive distortions that they buy into. You probably have some of your own. The ultimate goal of CBT is to identify these distortions and correct them in some way.

•​
Assuming. When you assume, you make an ass of you and me. This is why assuming is never healthy or helpful in any situation. You might be wrong. What evidence do you have to prove that you are right?

•​
All-or-nothing thinking. This is where you see the world in black and white, rather than shades of gray. Everything is completely wonderful or utterly awful. You are happy or sad. You don’t accept that life is actually a balance of positive and negative.

•​
Dwelling and ruminating. The past should stay in the past. Dwelling on your pain or past too much will only magnify the problems and misery that you suffer from. It is better to get your mind off of your problems.

•​
Over generalizing. “Everyone,” “always,” “never,” and other such terms are terms that you may use when you are over generalizing. You assume (usually erroneously) that everything will go the same as your previous experiences because everyone is the same.

•​
Mind reading. You can’t know the thoughts and feelings of others, so don’t try to guess what others are thinking. You are more than likely wrong. And you will make yourself miserable if you try to be a mind reader. It’s better to stop guessing and just ask someone straight up.

•​
Negative self-labeling. This is where you call yourself bad names. You blame yourself for everything that goes wrong. When something goes right, you think, “I don’t deserve this.” And when you screw up, you are so hard on yourself! You speak to yourself abysmally.

•​
Disqualifying the positive. When you disqualify the positive, you refuse to acknowledge that good things are happening in your life. You instead choose to fixate on the bad things going on. This is hardly helpful or healthy.

•​
Disqualifying the present. You don’t focus on the present. Instead, you’re busy worrying about the future or dwelling on the past. You fail to see how the present plays the biggest role of all because you’re too busy focusing on the future or past, which you cannot control.

•​
Blaming others. You have the immature habit of blaming others for everything wrong in your life. You fail to take responsibility for your own actions. Consider looking at how you can take control of your own life and change your life with your own actions.

•​
“Should” thinking. You don’t accept things as they are. You are always discontent because you think of how things “should” be. But you really can’t judge how things should be. And things are never as they should be. Let go of this type of thinking.

•​
Catastrophizing. Everything is worse than it really is. You freak out about small things that you could probably really let go of.

•​
Excessive need for approval. This is where you need the approval of others so badly that you worry constantly about what others think and you go out of your way to please other people. The opinions of others really don’t matter that much, so work hard to rid yourself of this distortion if you suffer from it.

Replacement Thought Patterns

CBT aims to replace negative thought patterns, or cognitive distortions, with more helpful types of thinking. Eventually, the subject will learn to replace his normal thought habits with the more helpful ones that CBT teaches. He can find how to do this by identifying his incorrect or unhelpful thinking and then identifying how to best change it.

•​
You don’t know it all. Stop assuming. Only make decisions based on facts and solid evidence.

•​
Life is in shades of gray, not black or white. You may be ecstatic, but understand that there will be bad things to go with the good. Alternatively, even if you are miserable, there is always a plus to everything. Seek a balanced perspective and don’t be too happy or too sad about anything.

•​
Look on the bright side. There is a silver lining to even the most horrible situations or people. Seek out potential positives in every situation that brings you down.

•​
Life and people change constantly. Consider that this time around, things might be different. There are no steadfast rules for people or life, so don’t over generalize.

•​
Seek out the good in yourself. When you criticize yourself, try to think of ways to compliment yourself instead. Think of good things and good qualities that you possess.

•​
Always notice and value the present. Be grateful for what is going well in your life. Count the things that you do have rather than focusing on what you don’t have.

•​
The past and the future are beyond your control. You can’t read the future or change the past. But you do have power over the present. So, focus on that instead.

•​
Life is never as it should be. Instead, focus on working with what you do have.

•​
Consider that maybe this is your fault. Then consider how to fix it. Don’t blame others for things that you can control, or you surrender your power and control, and feel that the entire world is against you. You’re better than that. Take responsibility for your own actions.

•​
You can’t read minds. Even if you think that you are psychic, you can’t read the minds with any degree of accuracy. Don’t assume what others are thinking. Ask yourself, “Do I know for sure that that is what he thought?”

•​
Things usually don’t deserve as much energy or time as you dedicate to them. Consider scaling back and toning down your emotional response to things. Some things are really rather silly, and you can safely let go of them.

Question Yourself

First, you should identify the line of thinking that you don’t need. Ask yourself some questions to figure out what you are thinking wrongly, and how you can change your thinking to accomplish your goal.

“Why do I think this?”

“Could I be wrong?”

“Could I possibly let this go?”

“Am I thinking of how this should be, or how it is?”

“Am I blaming others? What could I do to change this situation?”

“Am I focused on the present? Or on the past or future, which I can’t control?”

“Do I have any proof that this is what he thought, or am I mind reading?”

Ask yourself these questions and write down the answers in a CBT journal. When you ask these questions, you can pinpoint where your thinking is going wrong. Then you can become constructive about changing your thinking. Find more helpful thought patterns. Then, write them out. At the end of the session with yourself, document how much better you feel, now that you have found a new way of looking at a situation.

In therapy, therapists will ask you these questions to make you reconsider your stance and perspective on a situation, relationship, or person. You can become someone’s therapist in Dark CBT, for good or for evil. When using Dark CBT, you want to ask your subject the same types of questions.

Ask him questions to make him doubt the correctness of his thinking and to nudge him in the direction that you desire. Change his perspective by pointing out that he could approach something a little differently in his mind. You would be amazed at how sensitive people are to suggestion and at how easily they will adjust their thinking with just a little bit of help.

Goals

CBT is goal-oriented. There should always be some end goal. Usually, when using this therapy, a person will set a goal such as, “I want to stop being so unhappy” or “I want to solve this problem that I have in my life” or “I want to stop self-medicating and become healthier by learning healthier coping skills.”

In Dark CBT, however, the ball is in your court. You can set whatever goal you wish. Just make sure that this goal is very clear so that you can understand how to take steps toward achieving it.

There always needs to be a set goal for CBT to be effective. So, when you decide how you want to change someone’s thinking, you need to choose exactly how you want to change it. You want to outline what you want to see happen. Then, every day, you must make work toward that goal with the subject.

Your subject also needs to be clear. You want to keep your target in sight. Running CBT takes a lot of dedication, so ideally your subject will be someone with whom you spend a lot of time. Of course, you can use Dark CBT on anyone, but you will have a more permanent and lasting effect on someone if you can use Dark CBT on him over a long period of time. It takes a while for CBT to stick and totally alter someone’s personality.

Dark CBT Principles

Ask Questions

The minute someone starts to think something that you don’t want, you can use a line of questions to nudge his thinking in a different direction. Think of the questions outlined above and adapt them to fit your unique situation.

Now let’s say you want to motivate a co-worker to do something for you. Right now, he is very negative about doing it because he is lazy and doesn’t want to expend the energy. He doesn’t see a significant reward waiting for him at the end of his work, so he is iffy about doing it.

So, you can easily ask him a line of questions to make him feel more enthused about doing the work. Ask him things like, “Don’t you want to take credit for this work? Don’t you want recognition from your boss?” Make him see the positive and the benefits that he will receive from doing what you want.

Encourage Cognitive Distortions

Typically, CBT strives to change cognitive distortions into more positive thinking patterns. But you can reverse this to cause emotional suffering in someone. Try the very opposite and suggest lines of harmful thinking to someone.

Encourage someone to adopt cognitive distortions. You can really make them miserable if you distort their thinking and make them start to think in unhelpful ways.

You can work someone into a state of extreme anxiety by encouraging him to catastrophize. Suggest the worst possible outcomes in the guise that you are looking out for him. You don’t have to even be obvious about it. Just expose him to ideas. For instance, if he’s about to take a flight, expose him to a plane crash movie and casually discuss extreme flight delays.

You can make someone pessimistic by always pointing out the negative. You can also discount the positive, making him learn to do the same. Set a model for negativity that will bring him down all of the time.

When he is feeling positive, you can ruin that by warning him not to be too “black and white.” Pretend that you are trying to help him out and spare him disappointment. Teach him to abandon a cognitive distortion in favor of an even more harmful thought pattern. Tell him, “There is always a negative or a con to every situation. Don’t assume that everything will be great.” This will teach him self-doubt and uncertainty.

You can also make someone start to catastrophize. When a situation is small, add drama and excitement until it blows up into something huge. Cause someone to get upset over nothing. You can pretend like you are simply being a concerned friend so that you don’t get into trouble with your subject.

Of course, you don’t always have to teach someone to be negative. You can also teach someone to be more positive if it behooves you. The more you question and challenge his thinking, the more control you have over his mind. Then, you can mess with him and make him think positively or negatively as it suits you. He will rely on you for direction and permission on how to think.

He will look to you for affirmation and validation because he can no longer trust himself. He will need you to guide his thinking for him. This is great for you, because it means that you are in ultimate control.

Remember that over time, you will make a thought pattern a habit. If you keep exposing or training the person to take on that thought pattern, it will stick.

How someone thinks directly impacts his personality, so you can change his disposition and nature very dramatically. You will make him more positive or negative. It will take a long time for him to revert back to his old thinking and he may never be the same. 

Stir up Doubt

Most people are pretty comfortable with their thinking styles when they reach adulthood. You can really mess with someone’s peace of mind by calling his set thinking style into question. You will disconcert him and also confuse him. You will plant seeds of doubt deep in his mind, which may bloom into self-hatred, depression, and other such issues.

When someone says something, you can challenge him every time. This challenging will make him wonder if he is right in what he thinks. It will spark doubt. Let’s say he likes to over generalize and say things like “Everyone likes me!” Ask him if he really thinks everyone does, since it isn’t feasible for him to know everyone in the world. Make him really doubt what he says and watch what he mentions to you because you always have some sort of challenging retort.

Bring Up Memories

If you know that someone has a bad memory that he needs to work through in order to become healthy, you can challenge his progress and healing by exposing him to the memory. He can’t heal if he continues to be exposed to the pain and strife of a traumatic event.

There are numerous ways to expose someone to a horrible memory. Scents are one powerful thing that transports people into their memories. If you know the scent that reminds him of someone, such as a particular perfume that reminds him of his ex, then wear that scent around him or spray it in his home or office. He won’t know why the memory comes flooding back and where the scent is coming from.

You can also use images related to what happened. Leave a magazine open to an image where he’ll find it or show him pictures on your phone under the guise that you want him to see something cool.

Or keep mentioning the name of a person who traumatized him. You can pretend to not know what really happened so that he can’t blame you for trying to remind him of the past. Act like you just know this person and want to talk about him or her, innocently.

Another thing that you can do is pretend to be someone’s friend to the point where he confides painful memories in you. Then, when things turn sour or the proper time comes, you can bring up these memories.

Use them as weapons. Only do this when you are more than ready to end a relationship with someone. There is no going back if you shed all discretion and make it obvious that you are trying to hurt someone.


Chapter 5

Maximum Manipulation

Manipulation is a form of social influence which uses indirect, underhanded, and deceptive tactics to change people’s perceptions and their resultant behavior. Usually, the end goal is to advance the interests of the person who initiates the manipulation.

In many cases, manipulation happens at the expense of the person that is being manipulated; they may be emotionally, mentally, or physically harmed, or they may end up taking actions that are against their own best interests. 

It’s important to note that social influence is not inherently bad; one person can use manipulation techniques for the good of the person he or she is manipulating.

For example, your family members or friends can use social influence and manipulation to get you to do something for your own good.

The people who mean you well might manipulate you as a way of helping you deal with certain challenges or to help you make the right decisions. 

However, in this book, we won’t focus on the garden-variety harmless forms of social influence. We are more interested in the kind of manipulation that is done with malicious intentions. This is the kind of manipulation that disregards a person’s right to accept or reject influence. It is coercive in nature; when the person being targeted tries to push against it, this kind of manipulation gets more sophisticated, and the end goal is to negate the person’s will to assert for themselves. 

How Manipulation Works

There are several psychological theories that explain how successful manipulation works. The first and perhaps the most universally accepted theory is one that was put forth by renowned psychologist and author, George Simon. He analyzed the concept of manipulation from the point of view of the manipulator, and he can up with a pattern of behavior that sums up every manipulation scenario. According to Simon, there are three main things that are involved in psychological manipulation. 

First, the manipulator approaches the target by concealing his or her aggressive intentions. Here, the manipulator seeks to endear himself to his target without revealing the fact that his ultimate plan is to manipulate him or her. The manipulator accomplishes this by modifying his behavior and presenting himself as a good-natured and friendly individual, one who relates well with the target. 

Secondly, the manipulator will take time to know the victim. The purpose of this is to get to understand the psychological vulnerabilities that the victim may have so as to figure out which manipulation tactic will be the most effective when he ultimately decides to deploy them. 

Depending on the scenario, and the complexity of the manipulation technique, this stage may take anywhere between a few minutes to several years. For example, when a stranger targets you, he may take only a couple of minutes to "size you up" but when your partner or colleague seeks to manipulate you, he or she may spend months or even years trying to understand how your mind works. 

The success of this second step depends on how well the first step is executed.

If the manipulator successfully hides his intentions from you, he is in a better position to learn your weaknesses because you will instill some level of trust in him, and he will use that trust to get you to let down your guard and to reveal your vulnerabilities to him. 

Thirdly, having collected enough information to act upon, the manipulator will deploy a manipulation technique of his choosing. For this to work, the manipulator needs to be able to marshal a sufficient level of ruthlessness; this means that the manipulation technique chosen will depend on what the manipulator can stomach.

A manipulator with a conscience may try to use methods that are less harmful to manipulate you.

One that completely lacks a conscious may use extreme methods to take advantage of you. Either way, manipulative people are willing to let harm befall their victims, and to them, the resultant outcome (which is usually in their favor) justifies the harm they cause. 

Simon's theory of manipulation teaches us the general approach that manipulators use to get what they want from their victims, but it also points out something extremely important: Manipulation works, not just because of the actions of the manipulator, but also because of the reactions of the victims. 

In the first step, the manipulator misrepresents himself to the victim: If the victim is able to see through the veil that the manipulator is wearing, the manipulation won’t be successful. In the second step, the manipulator collects information about victims to learn about his or her vulnerabilities.

The victim can be may be able to stop the manipulation at this stage by treating the manipulator’s prying nature with a bit of suspicion. In the third stage, the manipulator uses coercive or underhanded techniques to get what he wants from the victim. Even in this stage, the victim may have certain choices on how to react to the manipulator’s machinations. 

The point here is that when it comes to manipulation, it takes two to tango.

By understanding both the victim’s and the manipulator’s psychology, it’s possible to figure out how you can avoid falling victim to other people’s manipulation, and it can also help you become more conscientious so that you don’t unknowingly use manipulation techniques on other people around you. 

Let’s look at the vulnerabilities that manipulators like to exploit in their victims. 

The first and most prevalent vulnerability is the need to please others. We all have this need to some extent; we seek to please the people in our lives as well as total strangers. This is technically a positive quality that helps us coexist in our societies, but to manipulators, it’s a weapon that can be used against you. 

Many of us are willing to endure certain levels of discomfort just to make other people feel happy; we feel a certain sense of obligation towards one another, and that’s just human nature. The closer we are to certain people, the greater the need to please them. For example, the need to please your friend is higher than your need to please a stranger. 

Manipulators understand this, and they use it against their victims all the time. If a manipulator wants to get something big out of you, he will first take the time to get closer to you, not just to get to know your vulnerability, but also to increase the sense of obligation you feel towards him. 

The second vulnerability is the need for approval and acceptance. Again, as social beings, we all have an innate desire to feel accepted. We want people to love us, to think of us as members of their groups, and to choose us over other people. This feeling can be addictive, and it can give other people (especially manipulative ones) a lot of power over us.

The vast majority of manipulation victims are people who have close personal relationships with the manipulators; in other words, they have an emotional need to gain the acceptance or approval of the manipulator. The remaining manipulation victims can be manipulated because they want to be a part of something (a group, a social class, etc.). 

The third vulnerability that manipulators like to exploit is what psychologists refer to as “emetophobia” (which is the fear of negative emotions).

To some extent, we are all afraid of negative emotions; we will do lots of things to avoid feeling angry, afraid, stressed, frustrated, and worried, etc. We want to lead happy and fulfilled lives, and anything that makes us feel “bad” is a threat to that sense of fulfillment. So, in many cases, we will do what manipulators want if it serves to alleviate that “bad” feeling. Manipulators know this, and they use negative emotions against us all the time. 

The fourth vulnerability is the lack of assertiveness. Assertiveness is a very rare quality; even people who you may generally consider to be assertive are likely to cave in if manipulators push hard enough. Even when you are willing to stand your ground and to say “No,” manipulators can be very persistent, and in the end, they can wear you out. 

The fifth vulnerability is the lack of a strong sense of identity. Having a strong sense of identity means having clear personal boundaries, and understanding one's own values. Unfortunately, these qualities aren't so strong in most of us, and that leaves us open to manipulation. Manipulators succeed by pushing our boundaries little by little, making them blurry, and then taking control of our identities. 

Finally, having an external locus of control, and having a low level of self-reliance are also key vulnerabilities that manipulators love to exploit. When you have an external locus of control, it means that your identity and your sense of self are external to you. It means you view yourself through other people’s eyes. It means that you are extrinsically motivated. When you have low self-reliance, it means you depend on other people for sustenance and for emotional stability.

It means that if support systems in your life are taken away, you can easily find yourself leaning on a manipulator, which leaves you at his mercy. 

Manipulation has existed with man since the earliest civilizations. An ever-present yet background behavior that people will use to benefit themselves. Usually for the pettiest of reasons.

But some have used manipulation for the attainment of great power such as the Roman Emperors who manipulated for the power over millions, to politicians today saying what we want to hear. All the way down to the lover quarreling in their relationship.  

This begs the question of why, why someone would use social subterfuge for anything. Well, look at the people I mentioned prior they all have one thing in common. Power. They manipulated for the sake of power, and that power helped them accomplish many great things. Consider the modern corporate world.

If you want to get ahead easily, you’re going to do what is called by many individuals as “Playing the Game.” Simply put you’ll act the way your superiors want to act; you’ll go out of your way to endear yourself to them. While at the same you prove that you are a more qualified employee for that opening you want to attain. Manipulation can have its roots in the earliest of human civilizations. This is simply because it works. You yourself manipulate and do not even realize it. Let's take this theoretical for example your good friends with someone and have helped them with difficult tasks before.  

Can Manipulation be a Good Thing? 

Well, now you need help moving, your most likely to go and try to call a close friend or family member because you know rather it be subconsciously or consciously that they will almost certainly help you.

Simply by virtue of prior interactions you have had with them, interactions where you have helped them. So, as a result of this setup, you’ll both be amicable to helping one another. Well, simply put that is manipulation because you recognize that the individuals you have asked for help from have asked you for help in the past. Hence this arrangement appears natural within the confines of this friendship, but it is still a form of manipulation, nonetheless.  

This is also the odd part of manipulation; we use it so often in our daily lives to get things in what we think is a friendly way that benefits both parties in that they both feel good in the end. We end up becoming oblivious to the insidious side of manipulation to where the people using these tactics on us don't have anything for us to gain.

They just want us to be manipulated into believing what they are offering counts as some kind of gain. Believing that it would hopefully provide them with power in the name of the people. 

Concluding this point I would also like to point out the fact that some individuals who engage in manipulation are simply just  mentally ill, and as a result of  that, their manipulative behavior is stemming from a place of hurt, because in a place of hurt you are incapable of thinking rationally of your actions and the consequences that they may have on other people.  

These people who use emotional manipulation as a defense mechanism oftentimes, do it because it is the only mechanism of psychological defense, they grew up knowing. These individuals with mental illness, for the most part, intend no malicious intent or are even mean at heart, but their behavior and activity they engage in can create that appearance. That still means don’t go out of your way to try to help people like this such as boyfriends or girlfriends.  

Romantic manipulation is by far the worst form that occurs and yet most common. Due to how it shatters trust barriers and bonds.

So, in future encounters with manipulators, it is important for you to remember these things as they will help guide you in future encounters with manipulators since you now understand some of their storied histories.  

We can begin to look at manipulation as it occurs now in the 21st century.  Most of today's manipulation honestly occurs in something as simple as social media. What I am saying by this is people can manipulate and covertly trick us into thinking they live these blessed lives when, in reality, they don't. They show us only what looks good and what gets like.

In a way manipulation has gone from the background to the foreground.

It has moved into our everyday lives with things like “fake news” and internet links that are designed to sound enticing yet simply accomplish nothing more than selling an ad.  

This why it is important as ever to understand manipulation, given how often it occurs in this fast-paced world of ours.  This may sound devious, but manipulation can also be used to accomplish great things that benefit everyone, such as Gandhi’s hunger strikes and other forms of peaceful negotiation.

Concluding on the history of manipulation, just remember it has always been with us and always will be with us. It will just change forms over time.  

Knowledge is the power 

Knowledge is power, and you the reader knowing how people manipulate, the background on it, and why it happens, are now much better equipped to deal with manipulation when you encounter it in your day to life. But heed these last words because when looking at the history of manipulation do not always focus on the negative sometimes manipulation has accomplished great things and even saved lives. 

As has been the case in things such as diplomacy. Think of it this way when you are arguing with a potential foe. It makes more sense to lie to them and tell them what they want to hear. Because if there are potentially millions of lives at stake, then why would you want to risk anything but an absolute success.  

This may sound malevolent, but the fact of the matter is that sometimes, a bit of dishonesty needs to be used to allow honest virtues to thrive.  

Finally, manipulation can also be used for good if you are a salesperson. The kind of manipulation used in sales as you will read further into this book.

Tends to not be overt, it leans more on the subtle side of things as a result of how it functions and what the end goal of it is. To simply sell things, so remember while manipulation can look bad on the surface, it is what the end goal is that truly matters.  

So now that we have covered the history of manipulation. You were probably left wondering why I mentioned manipulation can be used for good and how it may not perhaps always be bad. I used a prior summary to explain this, but now I would like to go into more depth about the matter. See the big issue with using manipulative tactics for good. Is the negative connotation manipulation carries with it as a word? When you hear it used to refer to someone or an organization in conversation, you’re most likely going to assume something nefarious regarding them.  

This is simply false! 

The spies had to lie and play a part, while also manipulating a target to get exactly what they need. The sad truth is that manipulation may, in some situations, be unavoidable – and we can't fool ourselves into thinking that good manipulation does not exist.  

Imagine if you have bills to pay and work at a car dealership, well “sales tactics” are really manipulation. 

Sales tactics are used to create an emotional and economic incentive for a potential customer even though, for the most part, they're probably false. But in this case, both parties win. From the perspective of the car salesperson they have now made a sale and can feed their families and themselves. 

From the customer’s outlook, they now believe they have earned a great deal on an expensive car and have somehow found someone who gives them exactly what they want in a product, thus giving them a sense of happiness. While on the surface, this is most definitely manipulation, it is something you could consider positive, given both parties win in their minds.   

There is importance in knowing when it's healthy to use manipulation to defend yourself is as equally important. Take, for instance, you suddenly start noticing your significant other always putting you on the spot or always playing the victim in every single situation.  

Then it dawns on you they’re a covert manipulator. Well, if you know manipulation tactics on your own, you can spot them in relationships and by virtue of understanding their use. You can completely avoid them in individuals who may potentially act like this.

In situations like these your using manipulation out of peer necessity. For whatever reason, you may need someone to get talked out or into something, so you don't get harmed. Funnily enough using manipulation tactics against police officers to avoid a traffic stop is a good example of this.  


Chapter 6

Human Psychology

As suggested, studying people is not reserved for psychiatrists but any other person even though psychiatrists are best positioned to analyze people. Analyzing people requires understanding their verbal and nonverbal cues.

When studying people, you should try to remain objective and open to new information. Nearly each one of us has some form of personal biases and stereotypes that blocks our ability to understand another person correctly.

When reading an individual, it is crucial to reconcile that information against the profession and cultural demands on the target person. Some environments may force an individual to exhibit particular behavior that is not necessarily part of their real one.

For instance, working as a call center agent may force one to sound composed and patient when in real life, the person acts the contrary. 

Start by analyzing the body language cues of the target person you are trying to read. Body language provides the most authoritative emotional and physiological status of an individual.

It is difficult to rehearse all forms of body language, and this makes body language critical in understanding a person. Verbal communication can be faked through rehearsal and experience, and this can give misleading stand. When examining body language, analyze the different types of body language as a set. For instance, analyze facial expressions, body posture, pitch, tonal variation, touch and eye contact, as a related but different manifestation of communication and emotional status.

For instance, when tired, one is likely to stretch their arms and rest them on the left and right tops of adjacent chairs, sit in a slumped position, stare at the ceiling, and drop their heads. Analyzing only one aspect of body language can mislead one to come up with a conclusion correctly. 

Additionally, it would be best if you lent attention to appearance. The first impression counts, but it can also be misleading.

In formal contexts, the appearance of an individual is critical to communicate the professionalism of the person and the organizational state of the mind of that individual. For example, an individual with an unbuttoned shirt indicates he hurried or is casual with the audience and the message.

Wearing formal attire that is buttoned and tucked in suggests prior preparation and seriousness that the person lends to the occasion. Having unkempt hair may indicate a rebellious mind, and this might be common among African professors in Africa, for instance.

In most settings, having unkempt hair suggests that one lacks the discipline to prepare for the formal context or the person is overworked and is busy. Lack of expected grooming may indicate an individual battling with life challenges or feeling uncared for. 

It is also important that one should take note of the posture of the person. Posture communicates a lot about the involvement of an individual in a conversation.

Having an upright posture suggests eagerness and active participation in what is being communicated. If one cups their face in the arms and lets the face rest on both thighs, then it suggests that one is feeling exhausted or has deviated from the conversation completely. Having crossed arms suggests defensiveness or deep thought.

One sitting in a slumped position suggests that he/she is tired and not participating in the ongoing conversation. Leaning on the wall or any object suggests casualness that the person is lending to an ongoing conversation. If at home, sitting with crossed legs suggests that one is completely relaxed. However, the same posture at the workplace suggests that one is feeling tensed and at the same time concentrating. 

Furthermore, observe the physical movements in terms of distance and gestures. The distance between you and the target individual is communicating communicates about the level of respect and assurance that the individual perceives.

A social distance is the safest bet when communicating, and it suggests high levels of professionalism or respect between the participants. Human beings tend to be territorial as exhibited by the manner that they guard their distance. Any invasion of the personal distance will make the individual defensive and unease with the interaction. 

For this reason, when an individual shows discomfort when the distance between communicators is regarded as social or public, then the individual may have other issues bothering him or her. Social and public distances should make one feel fully comfortable. Allowing a person close enough or into the personal distance suggests that the individual feels secure and familiar with the other person.

Through reading, the distance between the communicators will give a hint on the respect, security, and familiarity between the individuals as well the likely profession of the individuals. 

Correspondingly, then try to read facial expressions as deep frown lines indicate worry or over-thinking.

Facial expressions are among the visible and critical forms of body language and tell more about the true emotional status of an individual. For instance, twitching the mouth suggests that an individual is not listening and is showing disdain to the speaker. A frozen face indicates that the person is shell-shocked, and this can happen when making a presentation of health and diseases or when releasing results of an examination. A smiling face with the smile not being prolonged communicates that one is happy and following the conversation.

A prolonged smile suggests sarcasm. If one continually licks, the lips may indicate that one is lying or that one is feeling disconnected from the conversation. 

Relatedly, try to create a baseline for what merits as normal behavior. As you will discover, people have distinct mannerisms that may be misleading to analyze them as part of the communication process.

For instance, some individuals will start a conversation by looking down or at the wall before turning to the audience. Mildly, mannerisms are like a ritual that one must activate before they make a delivery. Additionally, each person uniquely expresses the possible spectra of body language.

By establishing a baseline of what is normal behavior, one gets to identify and analyze deviations from the standardized normal behavior accurately. Against this understanding, one will not erratically score a speaker that shuffles first if that is part of his behavior when speaking to an audience. 

Furthermore, pay attention to inconsistencies between the established baseline that you have created and the individual's gestures and words. Once you have created a baseline, then examine for any deviations from this baseline.

For instance, if one speaks in a high-pitched voice that is uncharacteristically of the individual, then the person may be feeling irritated.

If one normally walks across the stage when speaking but the individual chooses to speak from a fixed position during the current speech, then the person is exhibiting a deviation that may suggest that the individual is having self-awareness or is feeling unease with the current audience.

If an individual speaks fast, but usually the person speaks with a natural flow, then the person is in a hurry or has not prepared for the task. 

Correspondingly, view gestures as clusters to elicit a meaning of what the person is communicating or trying to hide. When speaking a person, will express different gestures and dwelling on the current gesture may make you arrive at a misleading conclusion. Instead, one should view the gestures as clusters and interpret what they imply.

For instance, if a speaker throws the hands randomly in the air, raises one of their feet, stamps the floor and shakes his or her hands, then all of these could suggest a speaker that is feeling irked and disappointed by the audience or the message. As such, different aspects of body language should be interpreted as a unit rather than in isolation. 

Then compare and contrast. For one to fully read the target person, try comparing the body language of the person against the entire group or audience. For instance, if one appears bored and other people appear bored, then you should conclude the tiredness of the person is largely due to the actions of the speaker for speaking longer than necessary. In other terms, the body language of the target person is not isolated. However, if you make a comparison, and it happens that the target person's body language deviated from the rest, then you should profile the actions of the individual accordingly. Making a comparison and contrast helps arrive at a fair judgment of the target person. 

By the same measure, try to make the individual react to your intentional communication. Another way of managing to read a person is to initiate communication and watch their reaction. For instance, establishing eye contact and evaluating the reciprocation of the target person can help tell more about their confidence and activeness in participating in the interaction. When an individual ignores your attempts to initiate communication, the person could be concentrating on other things, or the person feels insecure. Initiating communication is critical where it is difficult to profile a person, and one wants to convincingly read the person. 

Go further and try to identify the strong voice. A strong voice suggests the confidence and authority of the speaker. If the speaker lacks a strong voice, then he or she is new to what is being presented or has stage fright. However, having a strong voice that is not natural suggests a spirited attempt to appear in charge and confident. A strong voice should be natural if the individual is feeling composed and confident in what he or she is talking about. 

Relatedly, observe how the individual walks. When speaking to a target person, he or she will walk across the stage or make movements around the site where the conversation is happening. From the manner of walking, we can read a lot about the individual. Frequently walking up and down while speaking to an audience may indicate panic or spirited attempt to appear in control.

Speaking while walking slowly across the stage from one end to the other end indicates that one is comfortable speaking to the audience. If a member of the audience poses a question, and one walks towards the individual, then it suggests interest in clarifying what the individual is asking. 

It might be necessary to scout for personality cues. Fortunately, all people have identifiable personalities, but these can be difficult to read for a person not trained in a psychologist. However, through observation, one will get cues on the personality of the individual. For instance, an outgoing person is likely to show a warm smile and laugh at jokes.

A socially warm person is likely to want to make personal connections when speaking, such as mentioning a particular person in the audience. Reserved individuals are likely to use fewer words in their communication and appear scared or frozen on stage when speaking. 

Additionally, one should listen to intuition, as it is often valid. Gut feelings are often correct, and when reading a person, you should give credence to your gut feeling about the person. When reading a person and you get a feeling that the person is socially warm, you should entertain this profiling while analyzing the body language of the person.

While considering gut feeling, you should classify it under subjective analysis, as it is not based on observable traits and behaviors but an inner feeling. 



Expectedly, watch the eye contact. Creating eye contact suggests eagerness and confidence in engaging the audience. Avoiding eye contact suggests stage fright and shyness as well as lack confidence in what one is talking about. A sustained look is a stare, and it is intended to intimidate, or it may suggest absentmindedness of the individual.

If one continuously blinks eyes while looking at a target person suggests a flirting behavior. An eye contact that gradually drops to the chest and thigh of the individual suggests a deviation of thoughts from the conversation. 

Additionally, pay attention to touch. The way a person shakes hands speaks a lot about their confidence and formality. A firm handshake that is brief indicates confidence and professionalism. A weak handshake that is brief indicates that one is feeling unease.

On the other hand, a prolonged handshake, whether weak or strong, suggests that the person is trying to flirt with you, especially if it is between opposite sexes. Touching someone on the head may suggest rudeness and should be avoided. 

Finally, listen to the tone of voice and laughter. Laughing may suggest happiness or sarcasm. Americans are good at manifesting sarcastic laughter, and it is attained by varying the tones of the laughter. The tone of the voice tells if the person is feeling confident and authoritative or not. Overall, a tonal variation implies that the individual is speaking naturally and convincingly.

A flat tone indicates a lack of self-confidence and unfamiliarity with the conversation or audience and should be avoided. 

Distance in Communication

If one is talking to someone, the person violates your personal space, and you allow it, then it signals that you are okay to intimate ideas. Intimate ideas in this context include highly personal issues that one can talk with another person.

For instance, if you walk and sit close and in contact with a woman watching television and she approves your behavior, then it is indicative that she is likely to allow you have a personal talk that may be intimate in nature.

Such discussion may include your health challenges or mental health and not necessarily sexual issues. For this reason, one should carefully weigh the need to invade the personal distance. 

Regarding children, violating personal distance will make them freeze due to feeling uncomfortable. If a teacher sits next to a student or stands next to a student, then the student is likely to feel uneasy and nervous. However, they are instances where the invasion of personal space is allowed and seen as necessary. For instance, during interviews or when being examined by a doctor, invasion of private space by the person with advantage is allowed.

The panel during an interview may move or ask you to move closer, which may violate your personal space. A doctor may also stand closer to you, invading your personal space, but this is necessary due to the professional demand of their service. 

As such, when one avoids personal distance, and the individual is expected to be within this space, then the individual may be feeling less confident or feeling ashamed.

For instance, if a child has done something embarrassing, he or she is likely to sit or stand far from the parent during a conversation. For this reason, it appears that one should feel confident, assured, and appreciated to approach and remain in personal space when needed. 


Chapter 7

Mold Perception

Now that we have reviewed how to disarm a manipulative individual and detach with love, we are going to go over how to build your self-esteem and increase your self -confidence. A manipulative individual will go to great lengths to get what they want from you and as we have reviewed a lot of these behaviors are instinctive and designed to make you feel guilty or shamed.

You can take a step back and observe their behavior and practice self-awareness so that you do not absorb their words or take their accusations personally, but a long term solution to avoiding manipulation is to improve your self-confidence and learn how to be assertive so that you are not impressionable to their manipulative techniques.

Build Your Self-Esteem

Your self-esteem is evident in your gestures and how you speak about yourself.

Remember, the manipulative person is looking for those signs of weakness and submissiveness in the way you communicate verbally and through your body language. If you have low self-esteem your actions and conversation will display this.

High Self-esteem is having a good sense of self-worth. This is having a respectful and healthy view of yourself. When you have good self-esteem, you will be comfortable with yourself and are confident in most situations. You have a positive self-image, and you will surround yourself with people that treat you with respect.

You will have a good opinion about yourself and will not be overly concerned with the opinions of others. You will believe that you deserve to be happy and that you deserve to be loved. You will value your happiness and you believe that you should have a good life and that you do not need to change yourself for other people. You believe that you deserve respect and fair treatment from others.

When you have good self-esteem, you are confident that even if things go wrong or you have difficult relationships, you can work things out.

You have a firm belief that you can manage what comes your way in life, knowing that if you are faced with challenges or struggles, you believe that you can take care of it. You are self-assertive, think for yourself and have faith in your capability to direct your own life. You believe that you can create a good life for yourself and handle things that need to be handled.

Maslow’s hierarchy of human needs shows that we all need the five basic needs which are, self-actualization, esteem, love and belonging, safety and our physiological needs to be met to have balanced emotional well-being and healthy life. It has been discovered that if we are deficient in any of these needs, we are prompted to fulfill them.

When fulfilling the needs for love and belonging we seek approval. Many times, looking outside of ourselves to others for that approval. If one is lacking self-esteem or feeling bad about themselves, they may become overly dependent on the approval of other people.

It is important not to worry about what others think about you and just value your qualities and attributes. You cannot control everyone's opinion of you or worry about it.

Wanting to improve the opinion of everyone else has of you is an exhausting and unrealistic goal to set. It is not logical to try and persuade everyone to like you. It is not workable to have your entire self-esteem based on the opinion' others have of you. You must have firm boundaries about what you allow in your life.

You do not have to let the opinions of other people control what you want to do in your life. Stop caring about compliments as well. By doing this you will observe from a very neutral perspective and be less likely to get offended or be hurt by the opinions of others. Keep in mind other people's views are based upon their own thoughts and are not reality, just opinions.

Another thing to consider is that we cannot satisfy our self-esteem without addressing our morality. It has been discovered that personal morality is another aspect of having good self-esteem. Be sure that you are aligning your behaviors and actions with your morals and do not permit anyone to push you into behaviors that you believe to be immoral.

Do not exchange your own beliefs in exchange for acceptance.

You can improve your self-esteem in a few simple ways. One way to begin increasing your self-esteem is valuing yourself, appreciating what you have done and what you like about yourself. Another is becoming part of a group or organization. Being productive is also another method of building your self-esteem.

Learning something new brings up our self-confidence, so furthering your education or taking up a new hobby is a perfect way to do this. Another good way to raise your self-esteem is to set goals and achieve them, this will build up your self-worth.

Your self-esteem is very malleable, and you can improve it easily. Our self-esteem is based upon our thoughts of ourselves. You must be aware of the words you use to describe yourself and your abilities to others.

You should take the personal time to journal your thoughts and recognize the way you are feeling and the way you speak to and about yourself. There a few techniques that you can follow that will build self-esteem when practiced routinely and incorporated into your inner dialogue.

One technique is to find out what your purpose is. Think to yourself what you would do if you had all the time and money in the world. The answer to this self-inquiry will tell you about yourself and your inner drive. See if you can work your way towards that goal, even if it's only on a smaller scale.

You can also write down ten things about yourself that you admire and tack it up somewhere that you will see it every day. Here are a few more daily actions you can take to improve your self-esteem:

•​
Every morning be sure to make a habit of writing down at least one thing about yourself that you admire

•​
Be sure to take care of yourself, your appearance and health

•​
Spend time with people that make you feel good

•​
Tell people what you like about them

•​
Say thank you to someone who compliments you, instead of disagreeing

There is a suggested visualization technique that has helped some people to change their inner dialogue that may help you. Review your daily awareness journal for the entries that are about what you are good at, and be sure to include the entries of what others think you are good at as well.

Meditate on those qualities for a bit. Now visualize there is a volume switch next to that thought and picture turning it up to high. Whenever you have a negative thought picture pressing a delete button and do this for any negative thought you have whenever they come up.

Another practice that will help build self-esteem is mediation. Meditation provides you with the ability to recognize your thoughts. Once recognized you can dismiss these negative thoughts and re-frame them with positive thoughts.

The more a thought is repeated you will eventually believe it, so the more you re-frame your thoughts and counter these negative thoughts with more positive views of yourself the sooner you will begin to believe it. Think things like "I have value", "I am a good person" and "I'm worthy of good things."

Having a daily awareness practice combined with meditation will help you to realize when you are entertaining self-defeating thoughts and enable you to counter them quickly by saying to yourself "that's not true." The more you practice this the better you will become and eventually, you will no longer have this negative self-talk sabotaging your self-esteem.

Finally, make it a daily practice to start repeating to yourself statements that are up-building to your self-esteem. What will happen is you will begin to believe these statements about yourself once you repeat them to yourself and this will build self-confidence and raise your self-esteem.

Building Your Confidence

Self-confidence is an important part of our emotional and mental wellbeing. When you have self-confidence, you will not be an easy target for the manipulative individual who is seeking a submissive people pleaser. When you have self-confidence, you are more inclined to treat yourself and your time is valuable. This means you will not be so quick to give in to the power persuasion tactics that are often rolled int the direction of someone who is emotionally dependent. 

With this in mind, you can see that being self-confident is a core part of breaking away from manipulation. We have reviewed self-awareness, and self-esteem so let's move on to how to build self-confidence, which can be done in a few easy to follow steps and can be started right now.  

A good way to build up your self-confidence is to write down a list of all the things you like about yourself. The key here is to be honest with yourself if you like the way you sing out of key then write that down. If you know that you bake a mean batch of brownies, then write that down.

If you know that you are the type of person who will go out of your way for a friend or family member, write that down. Every day when you wake up look over your list and know that you are a great off-key singer, brownie baker and caring friend. This will reinforce your self-confidence and assist you in being not only happy with who you are but also value the good that you do. 

Visualize yourself as you want to be. If you want to be confident, happy and adventurous then visualize yourself with these traits.

Take a few minutes before you start your day to see yourself behaving in the manner you would if you possess those qualities you want to build in yourself. Know that you can achieve any personal goal you set for yourself. Make the effort during your day to search out opportunities to exhibit the traits you are looking to embody.

When you take a few moments during your day to think about things that make you happy, you will see that soon every day you will be happy. If you are in the middle of your workday and your boss asks you if you can complete that project, reply with "I am confident, that it will be completed." When you are considering lunch, go and try something new, fulfilling your desire to be more adventurous.

The point is to begin to incorporate these desired traits into yourself by finding ways to act them out. So, to recap, see yourself as you want to be and work towards becoming that person. 

Question your inner criticism and challenge your inner critic. This may be a hard one but with the continued effort you will learn to shut down that voice in your head that is telling you that you are less than.

Make it a point that every single time you hear yourself say something critical about your person or your abilities and skills that you immediately counter it. Whatever the negative statement tell yourself "That's not true" and immediately follow with a positive up-building statement about yourself. The more often you do this the less you will hear the negative inner dialogue and soon all you will hear is the positive self-affirming statements about how capable you are. 

Try something new every day or at least once a week. This will be a way to build your self-confidence in a quick and gratifying manner. It does not matter if it is taking a dance class, going to the movies alone or learning how to make sushi at home. Just challenge yourself to try something new at least once a week. This will encourage you to see that you are capable, open to new things and able to accomplish anything that you put your mind to. 

List your achievements, great and small. Take a few minutes at the end of each day to write down at least one thing you achieved during that day. Then look back on your personal history and write down one thing that you thought you would never pull off but did. This will cement in you that you are capable of doing whatever you set your mind to. 

Do something you have been putting off, especially if it is something you enjoy doing or have been wanting to do for a long time. We all have busy lives and there is such a strong pattern in most of us to put off the things we want to do or enjoy taking care of our responsibilities or we place others' needs before our own. Take the time even if it is once a month, to do something that you have wanted to do but haven't. This will send a message to your subconscious self that you are worthy and deserve to enjoy your life. 

Another sure-fire way to build your self-confidence is to help others. You can take the time to either contribute your time to a charitable organization or just offer to help your friend out with moving into their new apartment. Take a friend out for lunch or make dinner for your family. Offer to walk your neighbors' dog while they are away or donate your old clothes to charity. If you do nice things for other people, this will confirm that you are a decent and caring human being to yourself. 

Think positively about yourself and the activities of your day. Life is full of stress and occasionally we do feel overwhelmed but if you take the time to put a positive spin on everything then you will find that your self-confidence will grow.

Make it a point to listen to positive music, watch positive entertainment and spend time with people that make you feel good. Appreciate what you have to be grateful for every day and you will find your attitude about yourself and your life will improve. 

One final way to improve your self-confidence is to exercise regularly and dress nice. Take care of your appearance and take care of your health. If you take the time to care for yourself then you will be sending yourself the signal that you are worth caring for. When you dress nice in clothes that make you feel attractive you will have more confidence when you are among others. 

By incorporating all or just a few of the above behaviors you will find that your self-confidence will improve, your self-worth will grow, and your mindset will shift from one of negativity to one of optimism.

You will enjoy your day when you begin it with positive self-talk and you will rest better at night when you realize that you have so much to be grateful for, starting with yourself. 

Be Assertive

Being assertive is an important part of avoiding manipulation. Being assertive means that you value yourself and have a strong sense of self-awareness. When you are assertive you have self-confidence, know who you are, your strengths and your boundaries. When you are assertive you are sure of who you are and what you will and will not do. There is nothing about you that a manipulative individual would recognize as weak or insecure, in other words, you would be lacking the traits that they look for. 

You can relate to others but not from a needy and catering perspective, but rather from a healthy self-reliant perspective. You can support and encourage others because you know the value of yourself.

You will contribute your time and effort once you have given yourself time to consider a request and are sure you have the desire and ability to do so. In other words, you value yourself and your time and though you care for others, you will not be pushed into overextending yourself. 

Being Assertive means that you can accept that people are imperfect and when confronted by an individual who is manipulative you understand that this is just their behavior. You do not take their slander personally. You would not absorb their actions, nor would you let them drag you into a dramatic argument just to get what they want. When you are assertive you will consider yourself and make the decision that is best for you, before caving to the demands of others. 

To build your self-assertiveness work on communicating your thoughts and decisions clearly, making sure you are being firm about your boundaries. If someone asks you for a favor take the time to consider if this is something you can do, if not then be direct and tell this person you are just unable to help them.

If someone tries to lure you into an argument, accuses you of being selfish or not caring about them, just let them know that you understand their feelings, but that does not mean your decision will change. If you find that you are getting a little uncomfortable or stressed by their behavior just politely excuse yourself. 

To be truly self-assertive you must remain in your integrity, knowing that you are not dependent on the opinions of others for validation. You are sure of yourself and you are not swayed by the pressure others put on you because you value your time, yourself and respect your needs. 


Chapter 8

The Secrets To Effective Mind Control 

If your attempts at controlling other people’s minds for their benefit are to be successful, you must first know what is it they actually need and want or what motivates them to undergo such a procedure.  Otherwise, it’ll be like driving your car out of the garage and not knowing where you need to go – a total waste of time and resources.  

The Most Powerful Drivers of Behavior

According to success guru Anthony Robbins, all of our actions and behaviors are driven primarily by 2 motivations:  pleasure and pain.  We do things to experience pleasure or to avoid experiencing pain.  

Consider the chain smoker. Despite the possibility of suffering from lung cancer in the future, why can't he or she give up the habit?

While it's true that nicotine, the main substance in cigarettes, can be highly addictive, it's mostly a matter of the Mind.

For most people can't give up smoking, it's about experiencing oral pleasures that are more real and stronger than the fear of suffering from smoking-related sicknesses later on. 

My cousin was able to give up smoking but was only able to do so by replacing it with another unhealthy oral habit, which is eating tons of candies every day. He replaced one oral addiction, which is smoking, with another one - candies.  His blood sugar is now close to being diabetic as a result. 

To a certain extent, he was able to successfully quit smoking by addressing the real cause, which is oral fixation. However, he addressed it by simply satisfying the fixation in another form. It just brought on another set of problems. 

A good example of intense fear motivating a certain Behavior is phobia of romantic relationships.

While romantic relationships can be a source of the most intense pleasures, a person who's been betrayed in a previous relationship and has experienced trauma because of it would rather skip on the possibility of massive pleasures than risk the possibility of experiencing intense emotional pain.

For such a person, spending a lifetime being alone is a price worth paying to ensure he or she never gets hurt that much in that way again.

Needs Analysis

Oftentimes, the key successfully addressing a problematic Behavior or erroneous belief is no being the person's history. As adults, the things we believe in and how we view the world and the people around us were shaped by our early childhood and Adolescent experiences.

If you grew up in a home where your parents frequently affirmed you and were there for you during the most important times of your life, you'd be a well-adjusted, confident, and secure adult.

But if you grew up in a home where your parents weren't around most of the time or would always say discouraging words to you, you'd probably grow up to be an angry, unconfident, or awkward adult. 

The simplest and best way to discover what is it in the past that may have caused a particular problematic

Behavior or erroneous belief in another person is to just ask a lot of questions. For example, if the other person is afraid of being in a room full of people, it's quite obvious that they have very low self-esteem.

There are only a few things that can result in such: Humiliating experiences or lack of affirmation growing up. Knowing that, you can start asking focused or relevant questions about that person's past. How to did your parents treat you while growing up? Did they constantly speak words of encouragement or words of discouragement? Was there a time when you were a kid that you were bullied or embarrassed in public? Questions such as these can help you understand why they think or act the way they do and provide you with insights on how to use mind control for their benefit.

Information Processing

Another way to effectively control another person's mind for their benefit is to understand how they process the information they receive. Let me explain it in a simpler way. 

If you're an American, chances are English is your main language. Probably the only language you know how to speak in. Let's say you go to Indonesia for a vacation in one of the most remote areas of that country. Chances are, the people living in that particular remote area would only know how to communicate in Bahasa. 

If you needed to ask for directions going to your destination, what language would you ask the locals in? In English probably because that's the only language you know. But while that makes sense to you, it doesn't to the locals who you're asking directions from. They would need to receive what you're trying to communicate in the language that they can understand, which is Bahasa. And for you to understand what they're trying to say, they would need to see them in English. Insisting on your own language or them interesting on theirs will just be an exercise in futility. 

Similarly, each and every one of us tend to understand or process information in different ways. As such, you will need to know how the other person processes information or sees what's happening all around if you'd like to successfully control their minds. If the other person sees things through square-shaped lenses, then you will need to employ square-shaped tactics. 

Love Languages

Many relationships are in disarray and are filled with conflicts because of misunderstandings. For example, a husband who works more than 12 hours a day at the office Mondays to Saturdays tends to express his love and appreciation for his wife by giving her lots of gifts and the expensive ones at that. However, his wife still feels very much unloved and neglected despite being showered with so many expensive gifts that most women can only dream of. As such, they would often argue during the few times we get to spend together. 

The wife feels unloved and unappreciated despite the gifts while the husband feels frustrated because the wife doesn't seem to appreciate his working hard for her and showering her with gifts all the time.

This becomes a continuous spiral of arguments, with each party growing more frustrated at why the other can't seem to understand how they feel. But why? 

It's because both the husband and the wife don't understand the concept of languages. Dr. Gary Chapman is the person responsible for identifying and popularizing the concept of love languages as a way of strengthening and deepening key relationships with other people. The principle behind the Love Languages is pretty simple: Each person has a specific way in which he or she feels loved and express his love in return. So, when a person receives an act of love that is not consistent with his or her specific way or love language, that person hardly feels the other person loves him or her. 

You’ll learn more about how to know and use other people’s love languages to control their minds, i.e., influence or persuade them more effectively.  

Representational Systems

Another way by which you can have an idea of how the other person processes information or experiences things in his or her life is through representational systems. 

This refers to how each of us process the information we receive from outside. There are 5 different representational systems that can explain how each of us experiences the world: visual, auditory, kinesthetic, gustatory, and olfactory.  If a person's representational system is visual, then he or she is able to process or understand information better by seeing them. Visual people learn better with visual media such as pictures, movies, graphs or tables. If a person is representational system is auditory, that person is able to understand or process information primarily through hearing. Kinesthetic people on the other hand tend to process or understand information much better by physically or emotionally feeling the information. Gustatory and olfactory people do the same primarily through taste and smell, respectively. But generally speaking, people are either visual, auditory, or kinesthetic. 

Representational systems are an integral part of a mind control technique called neuro-linguistic programming or NLP.  But suffice to say, to the extent that you know how a person processes his or her experiences and the information he or she receives is the extent to which you'll know how to best communicate with them and successfully control their minds.


Chapter 9

Mind Control Techniques

Mind control can be utilized clearly in positive manners, for instance, help addicts, but here we are talking about situations that are innately appalling or immoral. 

The social psychologist, Philip Zimbardo, expresses the opinion that brain control is a procedure by which a person or communal liberty of choice and act is compromised by agents or agencies that alter or deform awareness, incentives, influence, cognition, or attitude consequences and he proposes that every person is vulnerable to such treatment. 

The person that is mind controlled is not conscious of the influence procedure nor of the alterations happening within themselves.  Persuasion and mind control happen everywhere and are around us all the time.

From acquaintances, family units, groups, politicians, religions, scientists, authors, and activists.  

The actual query is the following: are we influenced by specifics, cause, investigation, and open admission to data?  

Or by controlling and deceptive methods?  

I end up to the conclusion that permission through deception is no permission in any way. 

Various Mind Control Methods 

Fundamental brain control techniques are often shaped widely by cults and sects to employ, instruct, and maintain members, and the greater part of the influential people are psychopaths.  

These thoughts about fundamental brain control methods can immediately simply be applied to one-on-one associations as to sets of people.  

Narcissists are one more group who frequently use these kinds of methods. 

Mind control techniques depending on their utilization can be either seductive or destructive.  

They signify diverse things to dissimilar people.  

They’re also recognized as forced persuasion, brainwashing, thought restructuring, manipulation, and seduction, among others.  

Under the umbrella of mind control, there is a sequence of techniques with the intention to manage and alter the mental processes of a human being.  

In many cases, they’re extremely efficient and, in others, permanent.  

In spite of this, not all kinds of cerebral control are essentially negative, because there are some positive uses for these techniques.  

Mind control techniques might have very influential effects. They can considerably influence an individual’s action, their behaviors, opinions, beliefs, tastes, associations, and even their own identity. 

Cerebral control can be used by every person who would like to manipulate or have power over another person.  

In addition to that, those people who use these kinds of techniques have very particular reasons, which are either political, social, and/or personal.  

Mostly, their aim is for specific people to lose their sense of freedom of thought and personal confidence.  

Moreover, mind control is a widespread technique among sects, cults, and religions.  

They use them to insert new followers and maintain their members active.  

Briefly, mind control isn’t always that terrible. These techniques are only negative when they are used for self-serving aims. 

In the following page, there are some factual mind control methods that were usually utilized not only by normal individuals in interrelated associations but also in many groups. 

Brainwashing

At present, the notion of brainwashing is not used by the majority of psychologists and social scientists, and the techniques of persuasion and compulsion used during the Korean War are not considered to be esoteric.  

Hypnotism

Hypnosis is a human situation concerning focused attention, reduced peripheral consciousness, and an improved capability to react to suggestions.  

During hypnosis, a person usually has a sharp focus and concentration.  

The utilization of hypnosis as a type of therapy to recover and incorporate early trauma is controversial.  

Study shows that hypnotizing an individual might, in fact, aid the formation of false-memories.  

Hypnotism is an extremely controversial topic, even to the query as to whether it is real or not.  

This segment unties a few of these queries and illustrates some of the procedures and methods that are used. 

Criticism

Criticism can be utilized as a remoteness aspect.  

The manipulators will frequently talk in “us against them” terms, disapprove of the exterior world, and maintain their own superiority.  

In accordance with them, you just feel blessed to be around them and be related to them. 

Repetition

Steady repetition is an additional authoritative persuasion instrument.  

Although it might appear too simple to be effectual, replicating the same message over and over again makes it recognizable and easier to memorize.  

When reappearance is shared with communal evidence, it promotes the message without success. 

Fear of isolation  

New people to controlling groups will typically accept an affectionate welcome and will shape the numeral of new associations that appear to be much deeper and more significant than everything they have ever experienced in their whole life.  

As time will pass, if any uncertainties occur, these associations will turn into an influential tool to hold them in the group.  

Even if they aren’t entirely persuaded, life in the exterior world might appear very lonely for them, and surely, they will not want to be isolated and lonely. 

Social proof and peer pressure 

People who try to control huge groups of people will characteristically use social proof and peer force to brainwash newcomers.  

Social evidence is a psychological fact where many people suppose that the movements and attitudes of others are proper and due to the fact, that “everyone does that,” it must be acceptable.  

This turns out to be particularly good when a person isn’t sure what to believe, how to act, or what to do.  

Numerous individuals in such circumstances will just watch what others do and then do this particular thing. 

Fatigue

Exhaustion and sleep deficiency leads to corporal and psychological fatigue.  

When you are bodily tired and less alert, you are more vulnerable to influence.  

A study referred to in the Journal of Experimental Psychology suggests that people who had not slept for just 21 hours were more vulnerable to persuasion. 

Alteration of individuality

Eventually, people manipulate the desire to recreate their individuality.  

They desire from you to stop being yourself and turn to a robot, a person who unconsciously goes after their instructions.  

Utilizing all techniques and brain manipulation methods mentioned above, they will try to take out an affirmation from you, some form of acknowledgment that you consider that they are good people doing a good thing.  

At the start, it may be something apparently unimportant like accepting the fact that the members of the group are fun and loving people or that some of their views are undeniably valid.  

When you allow that one little thing, you may be more prepared to admit another one and then another one and then one more. And then before you even know it, out of the desire to be constant with what you do and say, you begin recognizing as one of the group.  

This is mainly influential if you are aware that your affirmations were being recorded or filmed. 


Chapter 10

Personal Benefit Of Mind Control And Manipulation 

While we often think of manipulation as a bad thing, but there are actually quite a few benefits that are going to come with using manipulation in order to get what we want.  

Just because we are getting what we want doesn’t mean that we are going to always harm someone else. And this is the difference between regular manipulation and what is known as dark manipulation. It is an important distinction that we need to make. With regular manipulation, we want to get something, but we don’t want the other person to get harmed or hurt in any manner, whether it is physical, mental, or emotional.  

On the other hand, when it comes to dark manipulation, it isn’t going to matter to the manipulator whether the other person gets harmed or not.

They don’t really care how much that person is harmed, and usually, there is going to be some kind of harm in the process. As long as the manipulator gets the thing that they want, they are going to be happy about the situation.  

With that said, whether you are using manipulation in order to progress your own agenda while helping others (like in sales or getting some help on a group project), or you are using it to benefit yourself and you don’t care if someone gets harmed in the process, there are going to be some benefits that come with using manipulation on a regular basis. Some of the benefits you can look for will include: 

Manipulation is often going to work. The idea here is that if I know what I want and I know how to evoke a feeling in the other person so that they are more likely to do what I want, then manipulation is going to be effective, and we are able to measure this effect as well.

Think of how this works. Businesses are going to spend billions of dollars in research to do various marketing strategies to point to how well the manipulation that is found in their campaigns and their advertisements work, so we know that manipulation must be something that works.  

Of course, you have to do things the right way. it is not enough to just put an ad online or on television and assume people are going to come in droves to purchase the product. There is just too much competition out there, and often we see so many advertisements that it is impossible to just see something and be manipulated by it. There has to be another level, and there needs to be some experience and expertise to pull it off, and that is what the research dollars of many companies are spending on.  

The same idea can be said when we take a look at regular manipulation that an individual is going to use. It is not enough for us to walk up to someone and say, “Do what I want!” The target is likely going to take a look at us and just laugh and walk away.

And you would do the same as well. You need to make sure that you are using the right techniques, and that you really understand what the other person will respond to. When you use manipulation in the right manner though, and with the right techniques you will find that it actually works which is a really cool benefit.  

The next benefit that comes with manipulation is the idea that we can become pretty good at it. This manipulation is actually something that we have been practicing since before we were able to walk.  

This is because there was a time when we were not able to talk, and we still needed to get things. We needed food something to drink to feel loved to have clothes, to get baths to get diapers changed and more.

Even though we were not able to talk and voice our opinions on our own, and we were not able to take care of these things on own at this time, we were able to use manipulation in order to influence mom and dad to do the work for us.  

Since we have been able to read others since a young age in order to help us get what we wanted as a baby up through adulthood, we are already good at reading others, often much better than we would think. And we can even find that, with a bit of practice, we are able to quickly guess the right thing to do to help us motivate that other person in the process as well. Of course, some of us are going to be much better at doing this than others, but it is still something that we can work on to improve and see some great results with influencing others.  

Easier to get what we want. If you decided to come right out and ask the other person to give you exactly what you wanted, it is likely that they are going to say no. if you just ask about it, without using any of the techniques that we will discuss in this guidebook and the techniques of manipulation, then the other person really has no need to help you and won’t feel guilty about doing something that they have no interest in helping out with.  

However, if you are able to use some of the manipulation tools and techniques that we have been discussing so far, and you are able to trigger some feelings in the other person, you will find that it is easier to get the other person to do what you want.

They are going to feel some kind of obligation in order to help you, even if they are not sure what that is all about. And even if they are not fond of the idea of helping out with it, they are more likely to say yes.  

This is going to be really great news for you. It means that you are going to be able to get the other person to say yes to what you want them to, without having to push too hard or worry as much about whether they are going to say yes or no to you.

You will have already put in the work that is needed to convince them to work with you, and it is likely, especially if you spent time analyzing them and using the right technique for their needs, that they are going to agree to what you want.  

And the final benefit that we are going to take a look at here when it comes to using manipulation and some of the different techniques that come with it is the idea of power. Since all relationships whether they are with family, at work, or an intimate relationship, are going to have some element of power in them. All of us would like to have power over others or at least over someone at some point, and manipulation is going to be the tool that we need to ensure that we gain that power over our target.  

Now, there are those who will take that power and go too far. This is where the manipulation is going to turn into abuse and some other problems as well.

But the power that comes with manipulation can sometimes be as simple as having a bit of control over one person in your life, even your child, and it doesn’t always have to be an abusive or negative kind of thing to work with.  

The negatives of manipulation 

Of course, there have to be a few negatives that come with manipulation. If there weren’t, then everyone would use this technique all of the time and we wouldn’t have some of the negative connotations that come with it along the way either. The negatives of this are going to mainly occur when you are not versed well enough in using manipulation or if someone catches you in the act of manipulating them. We will explore these a bit more as we get through these sections. Some of the different negatives that can come with using manipulation in your own life can include: 

Manipulation is something that has the potential to backfire quite a bit. People are often going to have some kind of sense about when another person is trying to manipulate them. This is because we are heightened to the idea that because we want something out of another person, it is likely that someone else is going to want something out of us as well.

When someone starts to sense that they are being manipulated, it is not going to end well for you and it is often going to generate a lot of anger, resentment and more.  

If the target senses that the manipulator is trying to take control, or they feel that the manipulator is trying to take some power over them in a sneaky manner, it is likely that the target is not going to trust that person any longer.

At this point, if the target feels like you have successfully manipulated them, they may withhold something from their manipulator in order to get even, even if it is not that big of a deal what you are trying to get.

And if the target thinks that this manipulation has gone even further and feels like their feelings are being toyed with, then it is sure to bring out a big power struggle between the two people in this game, and the trust is going to head right out the window.  

Another negative to be careful about is that we often are not going to think through the manipulation that we are doing before we do it. Before we even have a good idea of what we want out of the relationship, or before we start to evaluate the possibility of just coming out to the target and asking for what we want in a direct manner, we are going to head right over and start manipulating the other person.  

The reason that we do this is because we are so eager to try out the techniques, we are eager to get what we want, or we just assume that the other person will say no to us and we don’t want to worry about the rejection in the process.

This step though is going to lead to some assumptions about you both that could end up corroding the relationship that you are in. remember that once the relationship is gone and corroded, it is impossible for you to regain the control that you need in order to manipulate that person again.  

There are a lot of different indirect versions of manipulation that can come into play, and sometimes they will become almost a habit in the relationship. Some of these are going to include options like guilt tripping, abusive criticism, and complaining. And another layer of the power struggle is going to start showing up in the relationship when we use these techniques all of the time, even though that was usually not the intention.  

The best way to avoid this kind of issue is to make sure that you don’t jump into the manipulation too quickly.

You need to be able to think it all through properly, and really consider when you will use it, how much you will use, how you will manipulate and more. Manipulation is something that has to be thought out, and if you are not ready to do that, then you are going to find that it is hard to keep control over your target.  

And finally, there are some people who jump into the idea of manipulation in order to give them power, control, and everything that they imagined they ever wanted. And for some of these manipulators, that is exactly what they want and they couldn’t be happier.

On the other hand, there are some people who find that doing this manipulation is not going to give them what they want.  

Think of it this way. Maybe you manipulated someone into a relationship with you and into saying they love you because you were looking for some attention and love from another person. You finally get into that relationship and get them to say those words.

But it just isn’t going to satisfy most people the way that they had hoped because they know that the other person was tricked into saying it. Yes, the target is going to say they did it on their own, but the manipulator knows the work they did behind the scenes to make those words come out. Sure, you technically got what you wanted out of the situation, but it just doesn’t seem as satisfying when it is done this way.  

As you can see here, there are a lot of different benefits that are going to come into play when it is time to use manipulation. And this is often why people will choose to work with manipulation in order to help them gain power, get control over someone else, and to get what they want out of life.

But it is important to note that there are also going to be some negatives that come with manipulation, and it doesn’t always work out the way that you would like. Understanding both sides of the story before you start to use these tools of manipulation can make a world of difference as well. 


Chapter 11

Undetected Mind Control

Mind control has been termed as a form of manipulation, brainwashing, coercive persuasion, thought reform, mental control, and coercive control, among other terms. However, despite the many names used to explain what mind control is, it has a simple universally acceptable definition.  

Mind control can be defined as a system of influences that majorly disrupt a person at their core, their preferences, belief, behaviors, values, relationships, and decisions and create a new pseudo-identity or persona.

Though the name mind control comes out as a bad thing, if used well, it is useful in some cases like helping addicts transform.  

However, in dark psychology, mind control is used unethically. It is a process by which personal or collective freedoms or action is compromised by agents or persons that distort or modify perception, cognition, motivation, behavioral outcomes or affect. This is a form of manipulation to deny personal freedom of choice and thoughts.

Mind control is what results in the formation of cults and sects. People lose the ability to think or reason for themselves instead they follow everything their cult leader says.  

Who Uses Mind Control?  

You may be curious to know who would use these techniques to destroy others for their own gain. or manipulate others because they can and want to control others. The answer is sociopaths or psychopaths and narcissists. The only explanation as to why they do it is simply lack of conscience.  

When people do not know about these scholarly names, they call the manipulators abusive or controlling wife or husband, jealous boyfriend, strict boss, or verbally abusive woman among other names. When closely scrutinized, it is found that these people suffer from various personality disorders.  

Undetected Mind Control Tactics  

Various tactics are used by people every day to control others for their selfish gains. Difficult people that want to control others are everywhere. From the workplace, intimate relationships or friendships, mind control is rampant. It is important to be cognizant of these control tactics so that you can stay away from them.  

Below, we shall discuss a few controlling tactics that manipulators often use to maneuver others to be disadvantaged and for them to have an upper hand over them. However, it is important to also know that not everyone that uses these tactics wants to control you. Some people just don’t know how to behave and if told, they are likely to stop. Some of these control tactics include:  

Time dominance and home-court advantage  

A controlling and aggressive person may insist on having a meeting and interacting with you at a location that is advantageous to them. He wants to be in a space where he can exercise his dominance and control to get what he wants.  

Apart from location, a controlling person will want to control how long a meeting takes to their advantage. They may want to make it very long to tire you or short to cut you off abruptly before you can express your opinion.  

Causing you to wait  

If you had an appointment with a person at a particular time, you get there on time, but the person deliberately makes you wait, he or she is simply exercising their power over you. This is a classic form of power play and the message is that their time is more important than yours and that he or she is also more important than you. They want to make you feel that you need them and they don’t need you, so you must be the one patient with them.  

Furniture set-up to insinuate differences in power  

This mostly happens in office setups where you find a person has set up their office in such a way to exercise power. They make sure their seat is large and adjustable indicating executive while you are given a small chair.

When seated, they look like they are over you and you are below them. He or she also dominates the tablespace making sure her things have fully occupied the desk and you have no space to place even a laptop. In some cases, the table is used as a sign of emotional, physical barrier or creating a psychological distance.  

Calling your name deliberately  

Someone can call your name strategically or deliberately as a form of power play. When a person calls out the name of another person, they have their attention. The listener feels like they have been put on the spot and are forced to respond with more attentiveness. Because of this, the listener ensures to answer questions with care and detail.  

Intimidation through the strength of numbers  

An aggressor may want to intimidate another with a show of might and numbers. They take dominance of a situation by having their associates and friends present to reinforce their position. When the other party sees those numbers, they may get intimidated.

In addition, his associates or friends can back each other up and occasionally challenge you during the process. In some instances, they will put undue pressure on you to make a decision before you feel ready to. At its worst, strength through numbers can be used to harass or bully an opponent directly or indirectly.  

Uncomfortable formality  

An aggressor may deliberately want to make their opponent uncomfortable and make them feel defensive. They do this by making their speech, physical environment, clothing and or the proceedings uncomfortable and formal.

This feeling may be accurate if the formalities or demonstrations are not in accordance with their usual behavior. When the aggressor is being excessively formal and extra, he or she may be trying to be impressive and psychologically intimidating in order to have an upper hand and get what they want from the proceedings.  

They maintain an uncomfortable physical closeness to you  

An aggressor may want to sit or stand uncomfortably close to you especially if they are taller to intimidate you with their height.

When people stand tall over you, and uncomfortably close, naturally the height intimidates you. In so doing, the person hopes to gain a sense of superiority and psychologically dominate you to their advantage and at your expense.  

They use procedure and red tape as a form of intimidation  

Some people in an effort to show and maintain their position of power, they will use procedures, bureaucracy, by-laws and laws, paperwork, and much more to make it difficult for you. This technique is also used by those that want to delay those that are seeking facts or truth, to hide weaknesses and flaws or to avoid scrutiny.  

Displaying negative emotion and using a raised voice  

When holding a normal discussion, some aggressors will raise their voice to intimidate others.

They believe that with raised voices and displaying negative emotions, you will yield to their coercion so that they get what they want. They often combine the aggressive voice with intimidating body language like using excited gestures or suddenly standing.  

10.Threaten a walkout and lack of patience  

Just like raising a voice, other power-play tactics that aggressors use to pressurize their listeners to conform are showing a lack of patience and threatening to walk out of a proceeding. If the recipient is emotionally invested in the situation or the aggressor, it gets easier for this kind of coercion to work on them.  

11. Negative humor  

An aggressor knows that using negative humor that focuses on your area of weakness will disempower you. He or she makes critical remarks disguised as humor to make their victim insecure and inferior. They can make negative comments about your appearance, your possessions like your phone or even your credentials and your background.

By making a person feel and look bad, an aggressor hopes to psychologically impose their perceived superiority over you.  

12.Constant criticism and judgment  

An aggressor will make sure to criticize and judge your every move or decision so that you feel inadequate. In this case, the aggressor will directly pick on you. He or she will ridicule, marginalize and dismiss you to keep you off balance and have superiority over you. The aggressor wants you to think there is something wrong with you at all times and for the people around you to think the same. Regardless of how much you try, he or she works at making you feel nothing good can come out of you. At all times, they focus on your negative traits, but not once will they offer solutions that are constructive or helpful.  

13.Pressurizing you to make a decision  

This tactic is most common with salespeople. When a person wants you to buy something, they refuse to give you time to weigh your options and think through instead they want you to decide now.  They apply tension and bully you into making a crucial decision without thinking through it.

Even during negotiations, one party will put pressure on you to make a decision when you are not ready. They put undue pressure on you with the hope that you give in to their demands and they get their way without caring how you feel about the situation.  

14.Giving you excessive and multiple directions  

This is geared towards controlling you psychologically and behaviorally. This is a tactic common with law enforcers to control one’s behavior. Individuals that like to control in business also use this tactic often. In domestic, intimate relationships and other situations, this tactic is also used by excessively controlling people. Some people use this tactic for no reason just because they want to bully and abuse their victims. They look at the vulnerability of their victims and take advantage of it.  

15.Use of threats  

Aggressors may use threats to intimidate their victims about the consequences that will come if they don’t comply. The consequences are varied and can be emotional, legal, financial, psychological, physical, or social among others.  

Difficult people that want to control others are everywhere. Knowing the tactics, they use is important for an individual so that you can use strategies available to restore respect and balance.  

Why don’t we realize it’s happening?  

Mind control is very difficult to detect. Those that use it are usually trusted, close people to use. They use subtle ways that the victim often believes they are responsible for their own decisions. Most mind control tactics are not physically aggressive. The aggressors also are careful in choosing their victims. Most of their victims are usually weak, vulnerable and in some cases, emotionally abused.   

An individual that feels they need someone that loves them, believes in them and understands them are easy to manipulate this way. Studies indicate that most victims of mind control are individuals that have recently gone through a divorce, are ill, are undergoing a personal tragedy, their careers have failed, or are away from their loved ones and are lonely.  

Many people that have been mentally controlled especially those in cults will never admit to it.

They believe they made the decisions soberly and their leader is being targeted. Mind control can be so severe that their individuals choose their leader over their loved ones. These leaders use various tools to make their subjects loyal to them as discussed below.  

Tools of mind control  

Controlled environment – a manipulator or aggressor will make sure the victim is completely disconnected from their loved ones. They forbid any form of communication and brainwash them into thinking their family and friends are the enemies.  

They break your sense of self – they attack their victim’s self-esteem on the basis that they are wrong and their views are wrong as compared to the group is right.  

They instill a new sense of self – the victim is given a new sense of identity, that of identifying with the group. This is reinforced by the group environment where the victim only interacts with members of the group and any information he or she gets is from the members. They train the victim on how to behave and the right way to live according to them.  

1.Isolation – a victim is kept off the outside world. They are shunned from the internet or watching the news. Fear is instilled in them such that they are afraid to venture out of the “safe” group environment.  

Preventing Mind Control  

•Ensure you maintain close contact with your family and friends  

•Do not allow sulky or moody behavior from your partner control you  

•Be on the lookout for nonverbal clues  

•Refuse to agree with uncompromising rules    


Conclusion

As we move forward, though, we want to perhaps keep in mind that all of the issues you just saw and dealt with are to, a certain extent, present in all human beings. That’s why you felt so uncomfortable reading so many of the chapters because you could see reflections of your behavior with people in it.

Even those of us who are “good” people can fall into behavior that is similar to the actions of dark psychopaths. It’s unnerving, but also true.

Are you surprised we know? Look, we keep telling you this, but let’s repeat it anyway: This book in your hands is all about you. You are the person who, even before you read this book, had a niggling feeling that you were dealing with a problem, and you are the person who took the badass decision to do something about it.

This book is merely a guide. In fact, why don’t you think of it as a road map?

You are like a traveler making your way down to the bright sunny town of Hope Springs, and every chapter that you have gone through is an obstacle that you have to overcome so that you can keep moving forward.

It may sound silly, but in truth, if you really want to break away from the negative psychological impacts that dark psychology has been having on your life and perhaps the negativity that you have been spreading by acting in an underhanded, manipulative manner, then all you have to do is start.

And start now.

Life is like a long, twisting road that you are walking down. The older you get, the more you will realize that contrary to popular opinion, where the road leads is insignificant—what’s important is the journey.

Make your journey count. Focus on where you are now and try not to become obsessed with the destination. You will miss what is happening in the present, and when you finally reach the destination, you will realize that you missed the important things in life, the things that lined the road you have walked.

Speaking of important, do you know what is important to us?

As cheesy as it may sound, you are.

Your well-being, your happiness, your mental peace—all of these are factors that we are deeply invested in. This isn’t just your journey; it’s our journey. And we want to walk with you as you learn to improve yourself and your life, your relationships and those around you.

We are in this together.


ROBERT J. WILLIAMS – BRANDON H. CLARK
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Introduction



B

rainwashing is a tactic that we often hear about. We are told that television commercials bombard us with what to buy, and we are exposed to people’s rants on television, radio, the newspaper, online, and on social media. These rants tell us what we should look like, what we should be eating, reading, voting for, wearing, etc. We are all subjected to the art of brainwashing on a daily basis and the amount of brainwashing continues to grow.

Before the creation of social media, we were still exposed to social media. However, they would only market to their target audience. If they weren’t meant for you, they would be ignored until the next commercial or show came back on the air. For example, you wouldn’t have paid much attention to a Polly Pocket or Barbie commercial unless you were a ten-year-old girl or someone who might buy the product for their child. 

But things are not like that anymore. Advertising has moved past gender roles, and with the inception of social media, advertisements are now personally geared for us. These websites take information that we provide them. For instance, Facebook uses our likes, comments, status updates, etc. to find the perfect things to advertise to us. They are utilizing brainwashing techniques in the 21st century. 

The History of Brainwashing 

The term first appeared in the 1950s when Americans were deathly afraid of the spread of communism like it was a poisonous disease. This was the time of the Korean war and there was an extreme belief that Chines Communists had found a way to mysteriously and effectively change the behavior of their prisoners of war.

However, most of the time when we in the modern world hear about brainwashing, we often think about religious cult groups. These groups take people from their families and isolate them, deprive them of sleep, and expose them to loud and repetitive chanting and singing. It didn’t seem like there was a lot of torture involved in this type of brainwashing. Instead their minds were controlled by love and what they thought they were receiving from these groups which are things they were not receiving back at home. 

Psychologists refer to brainwashing as thought reform, which falls in the category of social influence. “Because brainwashing is such an evasive form of influence, it requires the complete isolation and dependency of the subject, which is why you mostly hear of brainwashing occurring in prison camps or totalist cults” (Layton, 2019). In these instances, the brainwasher must have complete control over those who they are brainwashing. That means that all of the brainwasher’s patterns: eating, sleeping, using the bathroom, and other human needs are based on the will of the brainwasher. The brainwasher has a process that they have to complete to make sure that they have exerted ultimate control. They break down their victim’s identity so that they do not have one anymore.


Brainwashing



B

rainwashing has already been briefly touched upon during the topic about mind control, but it is so important and relevant to dark psychology and manipulation, it deserves its own segment of the book. When you think of someone who has been brainwashed, oftentimes, the result is someone who is mindlessly obedient, oftentimes out of fear. They may have been kept prisoner for so long that they became obedient just to survive, or maybe they were beaten into submission. No matter what the cause of the obedience, the results of brainwashing are absolutely undeniable—they create someone who is effectively under someone else’s control.

Defining Brainwashing

Initially used in the 1950s by Edward Hunter, brainwashing was used to refer to American soldiers that were Chinese war prisoners. Upon release, many different American soldiers declared that they were against Western thoughts and were converting to a communist belief system, which, of course, triggered everyone to fear that the Chinese had actually developed a legitimate form of mind control. In reality, however, those techniques far predated the Chinese and their usage of it in the ‘50s.

Brainwashing refers to thought reform—it involves several different techniques that, over time, sway a person to change their very thoughts, feelings, behaviors, and core beliefs. They change so much that they have essentially lost their ability to make free choices—they become obedient. The techniques that cause the change can vary greatly, but as a general rule, when brainwashing has occurred, it is typically combined with some sort of danger and threat, with force frequently used.

How Brainwashing Occurs

Brainwashing has several different steps, despite being a somewhat simple concept. In order to brainwash someone, at least in the way that it was done to those soldiers who were studied carefully and extensively, there are twelve different steps. Each of these culminates to create a changed person.


	
Assault on the individual’s identity: This challenges the person’s identity. People are frequently beaten when answering their questions about their own identities and immediately contradicted afterward. For example, if asked their name, they may answer, get beaten, and then told a new name. They quickly develop doubt about who they are as people. 



	
Guilt: The person being brainwashed is then exposed to massive amounts of guilt, being forced to believe that he or she deserves the treatment being given. It is incredibly important here to make the person feel as if everything is their fault, or if something does not work out just right, then it is on them, and they must feel guilty.



	
Self-betrayal: This stage involves the brainwashed individual being systematically forced to denounce everything they held dear. Friends, family, religion, culture, and anything else. It essentially culminates in destroying the identity of the person being brainwashed.



	
Breaking the individual: Eventually, the person being brainwashed recognizes that there is no escape. Without the hope of escape and returning to a life, the individual is consumed by fear and the fear of being destroyed, rendering them unable to reason and oftentimes desiring death as quickly as possible.



	
Leniency: At this stage, when the prisoner or brainwashed individual is sure he or she will break, someone offers a tiny beacon of kindness. The tiniest of leniencies here creates a new hope. This is paired with the manipulator insisting that if the person does as request, then everything can be put behind them, and the prisoner is willing to do so to escape destruction.



	
Compelling to confess: At this point, the prisoner likely feels a need to confess all sorts of perceived crimes—the point is to cleanse the sense of self in order to allow for progression. The captor, of course, encourages this. 



	
Channeling guilt: The prisoners then begin to feel guilty for his or her very sense of self rather than for the crimes. Everything, involving their beliefs, their family, and their likes becomes a cause for guilt. As they are accepting the viewpoint of their captors, they become guiltier over themselves. 



	
Re-education: At this point, the past identity and everything that went with it is discarded by the prisoners. They are open to reeducation, learning to live with the captor’s desires and expectations.



	
Progress: The more they begin to accept the captors’ perspectives and beliefs, the more they are welcomed into society and treated as humans, encouraging them to continue on their path.



	
Final confession: At this point, prisoners are given one last confession—they are speaking as their new selves that were created by the process and given the chance to clean themselves of their past identity.



	
Rebirth: Now, the prisoners are recognized as humans once more. They are rewarded for good behavior while punished if they do anything reminiscent of their past lives. 



	
Release: With the process complete, the prisoners are released into the real world, where they are given their rights as humans, but always faced with scrutiny for their new identity, or for their old identity, and they are questioned. 





Effects of Brainwashing

Ultimately, the effects of brainwashing can be quite dramatic—an entirely new person can be created over a relatively short period of time. This personality is taken as a defense mechanism, happening solely to cling to any form of survival possible to be sure the individual continues to live. By protecting themselves, victims of brainwashing became precisely what those around them desired them to be out of necessity. They knew that the only way out would be through pretending to be someone they were not, even if doing so was denying and rejecting who they were fundamentally as people. 

The people are suddenly entirely new entities, much to the shock of those around them, but ultimately, this can be changed. Brainwashing is relatively simple to correct—as soon as people are out of danger, the effects of the brainwashing start to let up, little by little. While of course, there will be plenty of necessary intervention, therapy, and other treatments, the process can be undone.


Brainwashing Techniques



W

hile we are focusing more on the dark psychology that comes with manipulation, you will find that there are examples of using manipulation that can occur in our daily lives, and often we don’t think that we are doing it at all. We think of manipulation as the way that we are able to get what we want from other people, but sometimes we do it in order to save the feelings of the other person. For instance, how many times have you lied to someone in order to let them know they looked good in something, even though you didn’t think so. You did this in order to spare their feelings, whether they are a family member or a close friend!

Even though the point of doing this was good, you still were looking to save yourself. You didn’t need to be the one who said something means about the other person and how they looked. This kind of manipulation can be seen as a good thing, though, because it was done in order to spare the feelings of the other person in the process.

With that in mind, we are going to take a brief look at some of the most common of the manipulation techniques that are available to us to use to get what we want. You are sure to recognize at least a few of these as ones that you have used at some point or another in your life, even if you did not think of it as manipulation at the time. Some of the most common manipulation techniques that you are able to use includes:

Lying is something that we have all done at one point or another. We do this to confuse the other person, to make sure that others believe something we want, or even to get ourselves out of trouble. You may decide not to go to a party one night because you don’t want to go, so you say you had something with family come up. You don’t really like the gift, but you smile and tell the giver that you love it. We have all used lying at one point or another and it is considered a type of manipulation. When it comes to a dark manipulator, though, the lying is going to be done in a deliberate way that helps them succeed while ensuring that the other person gets harmed.

Another method that you can use is going to include not telling the whole story. You can imagine yourself as a teenager with this one. Your parents asked you where you were, and you say at the mall with Susan and Sally. But you leave out the fact that the boy they don’t like, John, was there as well. You technically were at the mall with your friends, but you leave out the part of the story that is going to get you in trouble or make someone else mad.

Punishment is next on the list. This is one that is often reserved for the dark forms of manipulation, but it is still going to be used on occasion. We may, without thinking of it as manipulation, punish someone else when they don’t do what we want. How often have we used the silent treatment against a friend or a spouse who didn’t do something that we wanted?

None of us want to end up being the one to blame for something even if we were the one who did it. We will try to get out of it by denying that anything happened at all. With another tactic known as minimizing, we may admit that something did happen, but we are going to downplay the actions and make it feel like the other person was overreacting and misreading the situation. How many occurrence have we said something we didn’t mean, and then when the person came back to get mad at us about it, we turn it around and minimize it by saying they didn’t hear the words the right way. These are probably the two methods of manipulation that we use the most to help keep us out of trouble as much as possible.

Another option that you can work with is going to be known as spinning the truth. This is something that we see all of the time with politicians, and it is something that is done so often we can usually see it happening ahead of time. The spinning of the truth is going to be done in order to turn some bad behavior into something that doesn’t seem as bad to others. This one takes a bit more work to accomplish because you have to think on your feet and come up with something that is plausible, but the point is to change up the story so that your perception from other people will change as well.

Even though we are not fond of it when other people do this to us, we can all admit that at one point or another, we have played the victim. We know that when we can come up with a sob story, people are more likely to feel bad for us. Maybe we try to make one particular person feel bad about how they treated us, and we will do it in front of others so that we can get what we want. Other times we may come up with a big sob story to get out of a group thing, out of late work, and more. The point here is to turn ourselves into a big victim, even though we really don’t deserve to have that kind of attention or that title.

Positive reinforcement is something that every parent who has wanted to keep their sanity and who has wanted to make sure that their children are going to follow the rules and behave will use at one point or another. This is where you are going to reward the behaviors that you really like, the behavior that you want to make sure sticks around. This can include paying a lot of attention to the target, excessive charm, and expensive presents.

Think of it this way. When your toddler is learning the rules, it is often more efficient to convince them to listen and do what they should when they get a reward for it. Whether it is a sticker chart, a reward of a toy or some candy or lots of praise, you will find that the more consistent you are with these, the more the toddler will continue to follow the rules. And this is precisely how the idea of positive reinforcement is going to work whether you use it on a child or on an adult with manipulation.

Diversion can be another way that you can keep the attention on yourself and work to make sure that the other person doesn’t catch on to your true meaning. How many times have you felt that someone was trying to get at your lie or was coming close to figuring something that you had hidden, and then you would divert the conversation away? No matter how firm they tried to get back to it, you would just push it all back at them or turn the conversation over to a new topic in order to get the results that you wanted and to keep the target away from guessing your true intentions.

Sarcasm is a technique that we have all used at one point or another, especially when we want to feel frustrated about something and we may not be able to explain things to someone else. This is going to be done in a way to make us feel more superior to other people and to really lower the self-esteem of the victim. Whether we are doing it with friends as a joke, or we are using it against someone else whom we want to belittle to make ourselves feel better, sarcasm is something that we are all going to be pretty familiar with.

Guilt-tripping is an excellent way for us to make sure that we are able to get what we want from other people. We will say things like the other person has life easy, that they are really selfish, or that they don’t care about us. This is going to make the other person feel bad and like something they did was wrong, even if they were trying to help you out with something, and they are more likely to want to try and help you some more.

How many occurrence have we all tried to use some form of flattery in order to get what we want from other people? This helps us to really get on the right side of the other person and all it takes is flattering the target praising them and using all our charm. The target, no matter who they are, is going to be happy to get all of this praise and compliments and it will help to lower their guard a little bit in the process. This is a great one that can be used when we want to get a new job or gain up in our position when an opening happens.

As you will notice, there are a lot of different methods of manipulation that we are able to use in our daily lives, and it doesn’t seem to matter whether we are using them just to help us get by or if we are trying to use them in order to help us be dark manipulators and always get what we want, no matter the consequences. How many of the methods on the list have you used at one point or another in your own life to get what you wanted?


Dark Psychology and the Power of Seduction
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lirting, at its most basic, is a form of interaction where two people interact closely to convey sexual or romantic interest. It can be witty banter, lots of compliments, sitting very closely, and many other sorts of exchanges between two people. Flirting is often a gateway to seduction. Once a person flirts with someone of interest, and they reciprocate interest, the flirting can escalate—it can become more sexual. Over multiple episodes and over time, it may escalate into an invitation to someone’s apartment or asking someone out on a date. 

So now—what is seduction? Seduction is persuading someone to have sex with you or make them more excited to do so. Seduction is often simply part of attraction between two people, as it sets the stage for the sex to come. It may include a woman wearing lingerie to greet her partner after his long day at work, or a man buying his date a fancy dinner and whispering in her ear how beautiful she looks in her dress. Among good-intentioned people, seduction is a normal, specific mode of communication appropriate for indicating desire and hoping the person of interest feels the same way. Ideally, the process of seduction is never dishonest or misleading. The person being seduced knows what their pursuer wants, and they can have a mutually satisfying sexual encounter or start a romantic relationship.

How does seduction fit into dark psychology then? Seduction can be to help the person being seduced, to hurt that person, or to benefit the person doing the seducing. All three of these motives have one thing in common though; all seduction, to some degree or another, requires at least some affection of the desired person’s mental state. 

Why Use Dark Seduction?

Dark psychology seduction is often an effective seduction technique because it can make the person of desire feel intrigued and excited. In some ways, it is almost a form of persuasion. At its most ethical, persuasion is beneficial to the person being seduced and the persuader has good intentions. At its worst, the persuader causes harm to their victim and only thinks of possible rewards to themselves. The same goes for seduction.

A person with good intentions may use dark psychology seduction techniques gets the most out of their love life. They harbor no will to harm others, but know how to have fun. When this person decides to marry, it will most likely be a happy marriage, as they have created excitement and joy in their partner.

Someone who seeks to harm through dark psychology may choose to do so because of the thrill they derive of letting someone down so spectacularly. When this harmful person seduces someone, usually a vulnerable person, they feel pleasure in watching the partner’s excitement turn into fear and anguish. This person has no regard for the person they have seduced and is often promiscuous, with a long trial of failed relationships and angry exes behind them.

If someone is completely self-serving with their dark seduction, then their results will fall somewhere between those of the good intentioned seducer and the maniacal seducer. The completely self-serving seducer may cause harm but mostly out of selfishness and lack of awareness. In general, this person will often be dissatisfied because their intentions lead them to neglect their relationships with those whom they seduce. 

Using some dark psychology when trying to seduce someone is not innately good or evil. Instead, it simply a tactic that has proven more successful that others. The only absolute truth about this method is that it is an efficient way to seduce someone, that maximizes one’s chances of finding someone they find attractive and enjoy. With that said, dark seducers are more likely to get what they want because they know what they want. Dark seducers usually get the most attractive, most successful partners because they see what they want and go for it. They are not wishy-washy, and they do not settle out of convenience or loneliness. 

The Dark Seduction Techniques

There are many techniques to dark seduction, but at the core of this method is creating excitement and joy in whomever you wish to seduce. Be sure to entice this person, make them want you. These techniques are all about creating witty banter and showing off how fun and attractive you are in a suave, smooth, swoop.

The Friendly Opener

This technique involves doing anything but asking “what’s your sign” or “come here often?”. In this technique, an open-ended question is best. Something like, “Hey there, could you help my friend and I? We disagree with who the most overplayed artist on the radio is right now.” See what’s happening? The seduce asked a friendly question that opened the floodgates for a funny, friendly conversation. The person being seduced does not feel overpowered or intruded upon. Instead, a friendly stranger asked an interesting question. 

The power of this approach is that it simply invites friendly conversation without mentioning any sex. It is impossible to be rejected, because this is not even a sexual advance. It is simply a way of meeting a new person and having some fun banter.

This also works because it avoids coming on too strong. The object of your desires is less likely to feel defensive, suspicious, or intruded upon if you present yourself in a friendly, non-aggressive way. You will not seem to overtly sexual or creepy, so this person will not feel the need to avoid you or shut down conversation as soon as it ends. 

Show Off (A Little Bit)

This tactic is all about demonstrating, not just bragging about, social capital and success. The first step is to simply look the part—wear a nice, noticeable watch or jewelry. Dress unlike everyone else, as it is a sign of a confident, independent thinker. Another important way to show off is not to seem too desperate for company; show up to a bar with a group of friends, or flirt with two women at a time who are friends with each other. This demonstrates to both women that you are not only a bit of a challenge but also that you are a friendly, confident person in general. 

Be Mean (But Again, Just A Little Bit)

If the person you are trying to seduce is acting a little bit haughty or playing hard to get, pretend you are about to walk away. This one will wow them because they expected you too keep playing along with their little game. Showing that you are not so desperate that you will put up with game playing from them show you are confident and not in need of their attention because you can simply seek attention elsewhere. Once they want your attention back, you have practically won, because now the person you are interested feels like they are working a little bit extra for your attention, not the other way around. 

Send Some Mixed Signals

It can work in your favor not to seem too interested. Do not pick up their call now and then. Maybe once whomever you are interested in seems to reciprocate, hold back just a little bit and cut back contact. Why? Seeming just a tad aloof can create a sense of depth about you, leading your target to wonder even more about you or maybe even become fascinated. This is all about creating an air of value about yourself. Everyone wants what they can’t have, right? Playing just a little bit hard to get can make someone’s interest in you pique. 

Give The Ego A Nice, Long Stroke

To stroke someone’s ego, do not simply flatter them until you turn blue in the face. Instead, agree with them a lot—go along with what they say, get to know them and come to understand how this person’s emotions work. In doing this, you will comply with the person’s belief that they are the main character of their own story. Everyone believes this about themselves because it is true; each person, in their own story of their life, is the main character of that story. By playing along with someone else’s story of their own life, you satisfy and validate them, making them trust you and enjoy your presence.

Be A Little Bit Taboo

Most individuals are, at least to some extent, thrill seeking. This does not mean that we all seek out dangerous situations or abuse hard drugs to feel alive, but rather that we all crave a little bit of excite, and the taboo inspires this in us. 

Another important facet of dark psychology is know that you miss one hundred percent of the shots you do not take. Why is this important? A little bit of arrogance and psychopathy is useful here. Most people suffer from an overwhelming fear of rejection when they are trying to flirt. They are so afraid in fact, that they will avoiding going after those they find attractive because they fear how much pain they may feel as a result of rejection. The dark seducer knows a secret, which is that there are billions of fish in the sea, and rejection is not all that bad. 

Simply put, learn to take rejection—avoiding it simply makes flirting an even more daunting prospect and adds even more anxiety to dating. Instead, flirt enough that you get some practice with rejection. Once you survive it a few times, it will seem way less intimidating. The dark seducer knows a rejection is a blessing in disguise, because it simply frees up time in the future to pursue other, more interested prospects.

Some people go for a more structured approach, by asking questions and knowing the emotions to evoke in a specific order in the object of their desires. Others, however, may like to go for it more organically by asking an open-ended question or “going with flow”—of course, projecting confidence and ease throughout the interaction. 

While you may have already made up your mind about dark seduction, it is important to ask, “When does dark seduction turn cruel and unethical?” Dark seduction becomes malevolent when it involves dishonesty, deception, and coercion. There are many ways one may wield dark seduction morally dubiously but knowing what this looks like can prevent you from experiencing a great deal of pain.

Of course, not everyone can be lucky in love. Some people were raised in chaotic households and find themselves in dysfunctional relationships as adults because they were not taught as children how healthy relationships function. Others are young, naïve, and impulsive; the prospect of love is so tempting to them that they are willing to ignore obvious red flags about their dates and dive headfirst into sex and relationships.


How to Use Dark Psychology in Daily Life
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eople use psychology within their daily lives, so why not use Dark Psychology and the tactics to protect yourself in everyday life. There are quite a few personality traits that can be very harmful if you get caught up in them. Sadists fall under this category. For instance, this personality type enjoys inflicting suffering on others, especially those who are innocent. They will even do this at the risk of costing them something. Those who are diagnosed as sadists feel that cruelty is a type of pleasure, is exciting, and can even be sexually stimulating.   

We do have to face the fact that we manipulate people and deceive people all the time . When it comes to deception, people are deceiving not only others daily, but they are also deceiving themselves. People often lie to gain something or to avoid something. They might not want to be punished for an action, or they might want to reach a goal, and they self-deceive to get there.   

Here are some instances of how people can deceive themselves:   

Having a hard time studying - this is a common occurrence. When people are trying to study, they find a lot of things that can distract them, especially cell phones and social media apps. They will find just about anything to distract them from the task at hand. These types of people seem to have a phobia of not studying long or well enough and they are afraid that they will come home with a bad grade and it will show how unintelligent they are. So, they take the art of self-deception and come up with the idea that will help prevent them from studying. This excuse will weigh better in their mind if they do end up getting a bad grade on their test. The person’s subconscious is telling them that it is better for them to get bad grades for lack of studying than to study and failing and therefore having to blame their intelligence. They couldn’t live with that.   

Here are other ways that we regularly deceive ourselves:   

Procrastinating

People often waste time when they do not want to study or do something important. However, the main reason for procreating could be the phobia against failing and procrastinating was just an excuse. Self-confidence can be an issue as well.  

Drinking, doing drugs and carrying out bad habits

People often fall into bad habits, drink, or do drugs just to have something to blame if they fall again. This type of person will try to convince themselves that if they could stop doing drugs, they could be very successful. When they are the ones deceiving themselves and standing in their way.  

People often hold back because life is unfair. They tell themselves that we all live in a big lie that most people believe in, but not them. It is easier to blame it on life being unfair, then hold ourselves accountable for not reaching our goals.  

If you realize that you have been deceiving yourself, here is a couple of things that you can do to change that.   

Remember that you are smart and the fact that you have been able to deceive yourself reaffirms it. If you were not smart, there would have been no way that you would have been able to come up with some of those ideas.  

It is important to learn how to face your fears. If you are running from a certain trauma, or not wanting to take a test, you have to remind yourself that you are stronger than this and that you can beat it.  

Lastly, once you face your fears, your self-confidence and courage will grow. 

Manipulation in Our Daily Lives    

Manipulation is an underhanded tactic that we are exposed to daily. Manipulators are people who want nothing more than to get their needs met, but they will use shady methods to do so.   

Those who grew up being manipulated, or being around manipulation, find it hard to determine what is going on because if you are experiencing it again, it might feel familiar.

This is important because manipulation tactics break apart communication and break a person’s trust. People will often find ways to manipulate the situation and play games rather than speaking honestly about what is going on. However, others value communication only to manipulate the situation to reveal the weaknesses of the other person, so that they can be in control. These types of people do this often in conversation. They have no concern with listening to others talk about anything about themselves. And they are not there to help those people get through whatever it is that they are going through. It is all about dominance in this case and that’s it.   

Here are some of the tactics that can be used on an everyday basis:   

Some of the common techniques that we can experience are:   

Lying

White lies, untruths, partial or half-truths, exaggerations, and stretching the truth.   

Love Flooding

Through endless compliments, affection or through what is known as buttering someone up.   

Love Denial

Telling someone that they do not love you and withhold your love or affection from them until you get what you want.   

Withdrawal

Through avoiding the person altogether or giving them the silent treatment.   

Choice Restriction

Giving people options that distract them from the one decision that you don’t want them to make.   

Reverse Psychology

Trying to get a person to do the exact opposite of what you want them to do in the attempt to motivate them to do the direct opposite, which is what you wanted them to do in the first place.  

Semantic Manipulation

Using common words with a person and later telling them that you have a different view of the conversation that you just had.  

Being Condescendingly Sarcastic or Having a Patronizing Tone

To be fair, we are all guilty of doing this once in a while. But those who are manipulating us in conversation are doing this consistently. They are mocking you; their tone indicates that you are a child, and they belittle you with their words.   

Speaking in Universal Statement or Generalizations

The manipulator will take the statement and make it untrue by grossly making it bigger. Generalizations are afforded to those who a part of a group of things. A universal statement is more personal. 

Luring and Then Playing Innocent

We, or someone we know, is good at pushing the buttons of our loved ones. However, when a manipulator tries to push the buttons of their spouse and then act like they have no idea what happened. They automatically get the reaction that they were after and this is when their partner needs to pay close attention to what they are doing. Those who are abusive will keep doing this again and again until their spouse will start wondering if they are crazy.   

Bullying

This is one of the easiest forms of manipulation to recognize. For example, your spouse asks you to clean the kitchen. You don’t want to, but the look they are giving you indicates that you better clean it or else. You tell them sure, but they just used a form of violence to get you to do what they wanted. Later they could have told you that you could have said no, but you knew you couldn’t. It is important to note that if you fear that you cannot say no if your relationship without fearing for your safety, then you need to leave the relationship.   

Using Your Heart against You

Your spouse finds a stray kitten and wants to bring it home. The logical thing to do would be to discuss being able to house and afford the cat. But instead, they take the manipulative approach. Their ultimate goal is to make you feel bad about not being able to take care of the animal. Don’t let anyone, even your spouse, make you feel that you cannot make the best choice for you. You do not have to take care of the kitten if you don’t want to. Bottom line. Meet their manipulations with reasonable alternatives.  

“If You Love Me, You Would Do This”

This one is so hard because it challenges how you feel about your spouse. They are asking you to prove your love for them by giving them what they want from you, making you feel guilt and shame. The thing you can do in this instance is to stop it altogether. You can tell your spouse that you love them without having to go to the store. If they wanted, you to go they could just ask.   

Emotional Blackmail

This is ugly and dangerous. The idea that someone will harm themselves if you leave them is harmful at the core. They are using guilt, fear, and shame to keep having power over you. Remember that no one’s total well-being is your responsibility alone. You have to tell yourself not to fall for it. This will always be a manipulation tactic. However, you can tell them that if they are feeling like they are going to harm themselves that you will call an ambulance to help them.   

Neediness when it’s Convenient 

Has your spouse started to feel sick or upset when they didn’t get what they wanted? This is a direct form of manipulation. For instance, they don’t want to go somewhere with you and have a panic attack, that you have to help them through, so that they don’t have to go at all. This is not healthy at all, and if this persists you should think about ending the relationship.  

They Are Calm in Bad Situations 

When someone gets hurt, or their conflict, somebody dies; your spouse always seems to not react with any feeling. They are always calm. This type of manipulation makes you think that perhaps how you are reacting is a bit much. Maybe your emotions are a little bit out of control. This is a controlling mechanism because no one should be able to tell you how to feel. This might seem like they are questioning your mental health and maturity level, and you find yourself looking to them and how to respond in certain situations. If this something that happens often and you see that you keep falling for it, you might need to go and see a therapist. This way, they can help you work on your emotional responses and find your true feelings again. This manipulation method can be very damaging to your psyche. At the moment, learn to trust your gut. It will not steer you wrong.   

Forcing Their Insecurities on To You

Your spouse will manipulate you into thinking that their insecurities are now your problem and will use them in a way to control you. They will tell you that they have been cheated on before, and that’s why they don’t like that you have male friends and that you should stop. Or they use them when they act a certain way, controlling your behavior because they don’t want to lose you. When it comes to this situation, you have to find a balance.


Tips and Tricks
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eading people accurately is not easy and it takes time. With practice and patience, you can develop this important skill and enjoy your interactions with below. Below, we discuss various tips or strategies that will help you in reading people.

Be Objective and Receptive 

Before you endeavor to understand individuals, you should initially work on having a receptive outlook. Try not to let your feelings and past encounters impact your impressions and assessments. 

If you judge individuals effectively, it will make you misread individuals. Be objective in moving toward each association and circumstance. 

As indicated by Judith Orloff M.D in Psychology Today, "Rationale alone won't reveal to you the entire tale about anyone. You should give up to other essential types of data with the goal that you can know out how to peruse the significant non-verbal intuitive prompts that individuals radiate." 

She says that to see somebody plainly you should "stay objective and get data impartially without twisting it." 

Focus on Appearance

Judith Orloff M.D says that when understanding others, attempt to notice individuals' appearance. What are they wearing? 

It is secure to say that they are dressed for progress, which demonstrates they are driven? Or on the other hand they are wearing pants and a shirt, which means comfort? 

Do they have a pendant, for example, a cross or Buddha which shows their otherworldly qualities? Whatever they wear, you can detect something from it. 

Sam Gosling, a character clinician at the University of Texas and writer of the book Snoop, says that you should focus on "personality claims". 

These are things individuals appear with their appearances, for example, a shirt with mottos, tattoos, or rings. 

"Character cases are purposeful explanations we make about our frames of mind, objectives, values, and so on… One of the things that are exceedingly critical to remember about personality proclamations is because these are conscious, numerous individuals accept we are being manipulative with them and we're being pretentious, however I believe there's little proof to recommend that that goes on. 

I think, for the most part, individuals truly would like to be known. They'll even do that to the detriment of looking great. They'd preferably be seen truly over emphatically on the off chance that it came down to that decision." 

"More elevated levels of Extraversion were identified with all the more projecting nose and lips, a passive jawline and masseter muscles (the jaw muscles utilized in biting). On the other hand, the substance of those with lower Extraversion levels demonstrated the switch design, in which the region around the nose seemed to press against the face. These discoveries propose that maybe mental qualities can—somewhat—be perused on an individual's face, however more investigations would be expected to comprehend this marvel." 

Focus on Individuals' Stance 

An individual's stance says a great deal regarding their frame of mind. If they hold their head high, it implies they are sure.

On the off chance that they walk falteringly or fall, it might be an indication of low confidence. 

Judith Orloff M.D says that with regards to act, search for on the off chance that they hold their high in a certain way, or the event that they walk hesitantly or fall, which demonstrates low confidence.

Watch their Physical Developments 

More than words, individuals express their sentiments through body language. 

For instance, we lean toward those we like and away from those we don't. 

"If they're inclining in, if their hands are out and open, palms looking up, that is a decent sign that they are associating with you," says Evy Poumpouras. 

If that you have seen that the individual is inclining ceaselessly, it implies the person is setting up a divider. 

Another development to notice is the intersection of arms or legs. If you see an individual doing this, it proposes protectiveness, outrage, or self-security. 

Attempt to Decipher Outward Appearances 

Except if you are an ace of the poker face, your feelings will be scratched all over. As per Judith Orloff M.D, there are a few different ways to translate outward appearances. They are: 

At the point when you see profound scowl lines shaping, it might propose the individual is concerned or over thinking. Despite what might be expected, an individual who is genuinely chuckling will demonstrate crow's feet – the grin lines of satisfaction. 

Something else to watch out for are pressed together lips which can flag outrage, scorn, or harshness. Also, a grasped jaw and teeth pounding are indications of pressure. 

Try not to Flee from Casual Conversation

Perhaps you feel unease with casual chitchat. Be that as it may, it can provide you the chance to acquaint yourself with the other individual.

Casual conversation causes you see how an individual carries on in typical circumstances. You would then be able to utilize it as a benchmark to precisely detect any strange conduct. 

Analyze the Individual's General Conduct

We once in a while accept that if a specific activity is done, such as looking down at the floor during a discussion, it implies the individual is apprehensive or on edge. 

Be that as it may, if you are as of now acquainted with an individual, you will know whether the individual maintains a strategic distance from eye to eye connection or is simply loosening up when the person looks down the floor. 

As per LaRae Quy, a counterintelligence operator for the FBI, "individuals have various peculiarities and examples of conduct" and a portion of these practices "could basically be characteristics".

That is the reason making a standard of others' typical conduct will support you.

Pose Direct Inquiries to Get a Straight Answer 

To get a straight answer, you need to avoid ambiguous inquiries. Continuously pose inquiries that require a straight answer. 

Keep in mind not to hinder when the individual is responding to your inquiry. Rather, you can watch the individual's idiosyncrasies as they talk.

"For instance, if your supervisor says she's "chose to go with brand X," the activity word is chosen. This single word demonstrates that undoubtedly your manager 1) isn't incautious, 2) gauged a few choices, and 3) thoroughly considers things… Action words offer bits of knowledge into the manner in which an individual thinks." 

Notice the Words and Tone Utilized 

At the point when you converse with somebody, attempt to see the words they use. At the point when they state "This is my subsequent advancement," they need you to realize that they additionally earned an advancement already. 

Prepare to have your mind blown. These kinds of individuals depend on others to support their mental self portrait. They need you to adulate them so they will like themselves. 

As indicated by Judith Orloff M.D, you ought to likewise post for the tone utilized: 

"The tone and volume of our voices can enlighten much concerning our feelings. Sound frequencies make vibrations. When understanding individuals, see how their manner of speaking influences you. Ask yourself: Does their tone feel alleviating? Or on the other hand is it grating, short, or whiny?" 

Tune in to What your Gut Says 

Tune in to your gut particularly when you initially meet an individual. It will give you an instinctive response before you get an opportunity to think. 

Your gut will hand-off whether you're quiet or not with the individual. 

As indicated by Judith Orloff M.D, "Premonitions happen rapidly, a base reaction. They're your inner truth meter, transferring in the event that you can confide in individuals." 

Feel the Goose Bumps, Assuming Any 

Goosebumps happen when we reverberate with individuals who move or move us. It can likewise happen when an individual is stating something that evokes an emotional response inside us. 

"At the point when we take a gander at research [on the chills], outside of the transformative reaction to warm ourselves, it's music that appears to trigger it, just as moving encounters and even films," said Kevin Gilliland, a Dallas-based clinical clinician. 

Focus on Flashes of Understanding 

Once in a while, you may get an "ah-ha" minute about individuals. In any case, remain alert in light of the fact that these bits of knowledge arrive instantly. 

We will in general miss it since we go onto the following idea so quickly that these basic bits of knowledge get lost. 

As per Judith Orloff M.D, hunches are your inside truth meter

Sense the Individual's Quality 

This implies we need to feel the general enthusiastic climate encompassing us. 

At the point when you read individuals, attempt to see if the individual has a cordial nearness that pulls in you or you face a divider, making you back off. As per Judith Orloff M.D, nearness is: 

"This is the general vitality we emanate, not really consistent with words or conduct." 

Watch Individuals' Eyes

They state our eyes are the entryway to our spirits – they transmit amazing energies. So set aside the effort to watch individuals' eyes. 

When you look, would you be able to see a minding soul? Is it true that they are mean, furious, or watched? As indicated by Scientific American, eyes can "pass on whether we are lying or coming clean". 

They can likewise "fill in as a decent locator for what individuals like" by seeing student size. 

Try not to Make Presumptions 

This nearly abandons saying, however remember that presumptions bring about mistaken assumptions. At the point when you effectively make presumptions without knowing the individual, it brings more issue. 

In The Silent Language of Leaders: How Body Language Can Help–or Hurt–How You Lead, the writer pointed a few mistakes individuals make when understanding others and one of them was not being aware of inclinations. 

For occasion, on the off chance that you expect that your companion is irate, at that point whatever they state or do will appear hid outrage to you. 

Try not to bounce into end when your better half hits the hay early instead of viewing your preferred TV appear with you. Perhaps she's simply worn out – don't think she isn't keen on investing energy with you.

The way to perusing individuals like a professional is to unwind and keep your mind open and positive. 

Work on Watching Individuals

Careful discipline brings about promising outcome so the more you study individuals, the more you can peruse them precisely. 

As an activity, attempt to work on watching television shows on quiet. Viewing their outward appearances and activities will enable you to perceive what individuals are feeling when they are talking, without hearing any words. 

At that point, observe again with the volume on and check whether you are directly with your perception.


Mind Control
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ind control has been termed as a form of manipulation, brainwashing, coercive persuasion, thought reform, mental control, and coercive control, among other terms. However, despite the many names used to explain what mind control is, it has a simple universally acceptable definition.

Mind control can be defined as a system of influences that majorly disrupt a person at their core, their preferences, belief, behaviors, values, relationships, and decisions and create a new pseudo-identity or persona. Though the name mind control comes out as a bad thing, if used well, it is useful in some cases like helping addicts transform.

However, in dark psychology, mind control is used unethically. It is a process by which personal or collective freedoms or action is compromised by agents or persons that distort or modify perception, cognition, motivation,

behavioral outcomes or affect. This is a form of manipulation to deny personal freedom of choice and thoughts. Mind control is what results in the formation of cults and sects. People lose the ability to think or reason for themselves instead they follow everything their cult leader says.

Elements of Mind Control

Mind control is subtle. This means that the person is not aware of how the influence is affecting him or her. The changes are made in small portions over time making the individual think that they are responsible for the decisions they are making when the truth is that every decision is being made for them. The unfortunate thing is that the individual is never aware of how harmful it is for them, and entrapped they are.

Mind control is a process. It does not happen instantly. It takes time and the amount is dependent on the methods used, the manipulator’s skills, how long a person has been exposed to the technique as well as other social factors. However, with a skilled manipulator, mind control can happen in a matter of hours.

Mind control involves some form of force. The force doesn’t have to be physical but social and psychological pressure and force is used.

Mind Control and Brainwashing

An interesting distinction has been made before on mind control and brainwashing. In brainwashing, it is believed that the victim is aware that the aggressor is an enemy. For instance, in cases where there are prisoners of war, the prisoners understand that their captors are their enemies and for their own survival, they must change the way they think. Their aggressors use physical force to coerce them to do things they normally wouldn’t do.

However, when a victim of brainwashing finds an escape, they almost immediately lose the effects of the brainwashing.

On the other hand, mind control is almost undetectable. Most times, the person doing the manipulations is usually a trusted person to the victim. They do it in such a way that the victim is always willing to be manipulated. They share all their important information and secrets that end up being used against them as leverage in the manipulations.

In comparison, mind control is more dangerous than brainwashing that uses torture, drugs, physical coercion or abuse. Mind control is more effective than brainwashing and is the best way to gain control over an individual. The difference is physical coercion will change behavior temporarily but persuasive coercion which is mind control transforms a person’s thought process, attitudes, beliefs that result in changed behaviors. Unfortunately, the victim of mind control genuinely believes the change is good for them and happily becomes a participant.

This makes it difficult for them to be told that the person they trusted and was their friend was manipulating them that way. Victims of mind control do not recognize when it is happening. Even when the person manipulating them is out of the picture, their thought patterns, beliefs and attitudes have been transformed such that it is difficult to change back. This is because they are convinced that the decisions are of their own volition and are good for them.

Who Uses Mind Control?

You may be curious to know who would use these techniques to destroy others for their own gain. or manipulate others because they can and want to control others. The answer is sociopaths or psychopaths and narcissists. The only explanation as to why they do it is simply lack of conscience.

When people do not know about these scholarly names, they call the manipulators abusive or controlling wife or husband, jealous boyfriend, strict boss, or verbally abusive woman among other names. When closely scrutinized, it is found that these people have various personality disorders.

How to Know when a Person is Using Mind Control against You

As earlier indicated, mind control happens when the subject’s thoughts and deeds are controlled externally. This can happen either through physical or psychological means and in most cases, it involves breaking the victim so as to achieve total control. Mind control is used around us on a daily basis mostly indirectly. From politics, advertisements to media bias, all these are aimed at influencing or persuading you to a certain way of thinking.

The following are various ways that mind control may be getting used against you:

1.   Isolation – if you notice you are systematically being isolated from

your family and friends, this is a sign of mind control. This is because the closest and dearest people to you will be able to tell you what they can see and the manipulator does not need you to know that. A manipulator in order to be successful, they need you isolated so that you are most vulnerable and it is easy to break you.

2.   Mood swings – do you notice your partner sulking if she or he doesn’t get their way? To maintain peace, do you find yourself changing your behavior or keeping off an argument? This is how your partner will begin to control you mentally. Where you find yourself changing your actions to please the other, not because what you were doing is wrong but you do it to make them happy, it is mind control.

3.   Metacommunication – with this technique, the manipulator gives very subtle hints and clues by the use of nonverbal cues. For instance, when a wife would ask her husband if he is ok, he may answer in the affirmative with a shrug or a sigh. This is an indication he is not ok yet his verbal answer is positive. To put subliminal thoughts in another person, some individuals use metacommunication.

4.   Neuro-linguistic Programming – NLP is a technique of putting layers of thoughts in a person’s unconscious mind by use of language without their knowledge. This technique uses language to put suggestions in a person’s mind.

5.   Uncompromising rules – do you notice your partner placing unreasonable rules to your lifestyle? If your partner gives you to meet impossible deadlines, restricted mealtimes, controlling how you access your money, this is mind control.

When a person uses mind control as a way to persuade the subject, they take all the decisions away from their subject. They want their victims to follow a certain strict set of behavior that benefits them at the expense of the victim.

This gives them the room to implant their own suggestions or agenda into the victim’s life and control it.

Preventing Mind Control

Undetected Mind Control Tactics

Various tactics are used by people every day to control others for their selfish gains. Difficult people that want to control others are everywhere. From the workplace, intimate relationships or friendships, mind control is rampant. It is important to be cognizant of these control tactics so that you can stay away from them.

Below, we shall discuss a few controlling tactics that manipulators often use to maneuver others to be disadvantaged and for them to have an upper hand over them. However, it is important also to know that not everyone that uses these tactics wants to control you. Some people just don’t know how to behave and if told, they are likely to stop. Some of these control tactics include:

1.   Time dominance and home-court advantage

A controlling and aggressive person may insist on having a meeting and interacting with you at a location that is advantageous to them. He wants to be in a space where he can exercise his dominance and control to get what he wants.

Apart from location, a controlling person will want to control how long a meeting takes to their advantage. They may want to make it very long to tire you or short to cut you off abruptly before you can express your opinion.

2.   Causing you to wait

If you had an appointment with a person at a particular time, you get there on time but the person deliberately makes you wait, he or she is simply exercising their power over you. This is a classic form of power play and the message is that their time is more important than yours and that he or she is also more important than you. They want to make you feel that you need them and they don’t need you so you must be the one patient with them.

3.   Furniture set-up to insinuate differences in power

This mostly happens in office setups where you find a person has set up their office in such a way to exercise power. They make sure their seat is large and adjustable indicating executive while you are given a small chair. When seated, they look like they are over you and you are below them. He or she also dominates the tablespace making sure her things have fully occupied the desk and you have no space to place even a laptop. In some cases, the table is used as a sign of emotional, physical barrier or creating a psychological distance.

4.   Calling your name deliberately

Someone can call your name strategically or deliberately as a form of power play. When a person calls out the name of another person, they have their attention. The listener feels like they have been put on the spot and are forced to respond with more attentiveness. Because of this, the listener ensures to answer questions with care and detail.

5.   Intimidation through the strength of numbers

An aggressor may want to intimidate another with a show of might and numbers. They take dominance of a situation by having their associates and friends present to reinforce their position. When the other party sees those numbers, they may get intimidated. In addition, his associates or friends can back each other up and occasionally challenge you during the process. In some instances, they will put undue pressure on you to make a decision before you feel ready to. At its worst, strength through numbers can be used to harass or bully an opponent directly or indirectly.

6.   Uncomfortable formality

An aggressor may deliberately want to make their opponent uncomfortable and make them feel defensive. They do this by making their speech, physical environment, clothing and or the proceedings uncomfortable and formal. This feeling may be accurate if the formalities or demonstrations are not in accordance with their usual behavior. When the aggressor is being excessively formal and extra, he or she may be trying to be impressive and psychologically intimidating in order to have an upper hand and get what they want from the proceedings.


Methods of Persuasion
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or some individual, the art of persuasion comes easily. You can watch them talk to almost anyone, and it seems like they will always get the response that they want from the other person. On the other hand, there are those people who may have the best message in the world who couldn’t convince anyone, even their closest friends, to do something. No matter where you drop in either of these groups though, with a little bit of practice and hard work, you will be able to learn how to use persuasion to your advantage. 

In terms of the process of using persuasion, there will usually be three parts that you need to follow including: 

·        The communicator, or the medium used as the source of persuasion

·        The persuasive nature of the appeal

·        The audience or the target person that the appeal is going to be sent too.

Each of these elements needs to be accounted for before you try to use persuasion on a higher level. It is continuously a great practice to look around you and check to see how many instances of persuasion are going on in your daily life. Some of these are going to be overt, but many of them are going to be pretty subtle. This can be great training for persuasion because you will be able to employ the same kind of tactics. Let us take a peep at some of the alternative that you can use when it comes to good persuasion and using the right techniques.

Using the Aristotelian Appeals 

So, the first option that we are going to look at is the Aristotelian appeals. Aristotle is well-known and is actually one of the most famous persuaders of all time. He believed that there were three main ways that a person could approach things when they were trying to use persuasion to change the opinion of the other person. 

Ethos

The first appeal that one could use was ethos, which is going to focus on things such as trust, integrity, and character. This appeal is going to center on the reputation of the person and some of the things that they may have done in the past, or even how others think about them today. There are many people who value their reputations, and they will work hard to maintain them, especially if the person is in a high office or the public eye. This is not a bad thing to care about your reputation. 

As the persuader, it is fine to show off some character because this shows that you are a human like everyone else, and you can even show off some of the flaws that you have. The trick here is that you need only to show off flaws that are pretty small, ones that the target audience will not see as a big deal, but they do need to be large enough that they show that you are still a person who has some good values and even virtues. 

Pathos

The second appeal that you should work on is pathos, which is when you evoke the emotions of the other person. You will want to find some way to excise the other person, to get their interest in some way. This can often be done with storytelling or even by referencing situations where injustices were done at some point. You can add in some ethos to this by condemning these actions and describing how your values fall into the matter. 

If you are working on this appeal, it is important to use the right linguistics. Language is going to be your most important tool for getting the emotions involved. A good speaker will consistently be able to pick out the right words to get their message out there. For example, they know how to use words that will amplify or subdue the situation based on the results that you want to get. 

Logos

And the third appeal that you can use when it comes to persuasion is logos. This is when you are going to use logic, rational explanations, and even evidence to help support your claims. Some people do not respond that well to the emotional side, and they may feel that anyone who is using their values and integrity are only doing so to make a sale. These people are probably going to do the best with logos, being told logical information that they can look up on their own to verify before they make a decision. 

Foot in the Door 

This one allows you to ask for a bigger favor after you have already been granted a smaller favor, especially if they are related in some way. You may start with something that is pretty small, such as just borrowing a cup of sugar from your neighbor. Your neighbor will probably be fine with this because it’s not that big of a deal, and most people, as long as they have it on hand, will have a cup of sugar to share with you. 

This procedure can be used in many different persuasion circumstances. The trick is to always start out with something small, something that you think the target will be willing to help you out with. Then you will slowly build yourself up until you get to the bigger thing that you would like them to have in the long run. You may have wanted the target to start with the bigger thing, but if you went there first, you would have completely missed out on the sale. 

Reversal Tagging

Another option that you can use is known as reversal tagging. This is a trick that uses simple and subtle sentence phrasing to get an agreement, or at least compliance, from the target in general. It is going to use two opposing structures inside the sentence, the first part being an affirmative statement and the second one will be a tag question. 

The key to this method is to ensure that the first statement is pretty strong because it is going to be the main persuasive component. This kind of technique is also useful when you are trying to convince the other person to take an action on something, rather than just agreeing with you. It is the same principle, but this time you will state your negative first before taking a long pause and then adding in the tag question. 

Reverse Psychology

This is something that you have probably heard about in the past because it is a psychological tactic that is often used when you want to get the other person to take an action. However, if you are not good at performing this tactic, it is going to seem pretty obvious, and it will not work the way that you would like it to. This tactic is basically going to get somebody to do what you would like by suggesting that they do the opposite in the beginning. It is going to be the most effective if you can evoke an emotional response because it will stop the person from thinking rationally through their decision. 

Cognitive Dissonance

Have you ever been in an circumstance where you know that something seems a bit off about it? When there isn’t something quite right about a situation, it is going to set off some dissonance in the mind and will trigger the person to try to make it all right. People who have OCD will often know this feeling because they will notice when little things are out of the normal. 

If you can change things up a little bit, you may be able to convince the other person to act in the way that you would like. They may feel that their reputation is falling a little bit, that they are missing out on something, or so much else. You can then step in to offer them a solution, an easy way to change things back to normal, and they are more likely to jump right at it. 

Counter-attitudinal Advocacy

It is pretty common for people to state a view on something, or even to support an opinion, even if that is not something that they really believe themselves. This isn't necessarily that deceptive because the things that people choose to do this with are usually small or they have the best intentions. For instance, it is common for someone to tell a little white lie because it will help to protect the feelings of someone else. When this happens, we are attempting to reduce the dissonance that we caused by saying that our actions are still noble.

Whether you think that telling a little white lie or doing something similar is acceptable or that you think honesty is the best option is irrelevant because you can still use this human tendency to your advantage when you are persuading others. This is a common technique to use when it comes to cults or even gangs when they are trying to change the beliefs of others to justify their behavior. 

Hurt and Rescue Principle 

This principle is going to be based on evoking some discomfort or fear in the person from the start. When the person is assessing their options for a solution, you will be able to offer the perfect solution in the form of the thing you want to persuade them to. You need to be able to manufacture a level of discomfort here first, and being crafty enough to make this work can be hard. 

Since you are trying to bring in some fear or discomfort with your target, you do need to be a bit careful with this option. It is not a good idea to come off as aggressive or intimidating in the process because this will just turn the person away from you completely. 

Auction Model

This strategy is a good one to put in place if you are working with more than one buyer at the same time. Otherwise, it is not going to be the best one. With this method, you want to play one of the parties against the others so that there is a buying frenzy, and it is more likely that the price is going to be driven up, no matter what you are trying to sell.  

It is human nature to be competitive, and when they are faced with some opposition to something that they would like, their primitive instincts are going to come out. Possession seems to be an innate for most of us, especially if we haven't gone through to rationally appraise the real use for the item ahead of time. The persuader will be able to use their advantage, getting all the buyers in the deal to jump on board and try to pay more than the other person. 

As you can see, there are a lot of different techniques that you can use when it comes to being successful with persuasion. The one that you will choose often depends on the goals that you have in mind, what you are trying to persuade the other person to do, your comfort level, and how hard the other person will be to persuade. Try a few of them out and see which one works the best for you.  
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henever we encounter anyone for the first time, we’re presented with a slew of information all at once. In those first few minutes, it can be difficult to work out accurately what kind of person they are and what makes it even more difficult is the fact that nearly everyone is going to be putting on a much nicer facade because they want to make a good impression. No one will ever show you their true colors right from the start, even more so if they happen to be a manipulative person. This only emphasizes the need for a better understanding of how we communicate through the secret, untold signals, and movements that reveal the truth about who we are and what we feel. Body language.

Experts believe that 55% of what we convey comes from the body language that we project. 38% of our communication comes from the tone of voice, and what we say only accounts for 7% of what we say. This only means that when we’re meeting someone for the first time, we have to account for these three factors in addition to what their appearance may suggest. Body language is a powerful element, and therefore, it does hold several advantages to its name that make it stand out more against verbal communication. When used together with verbal communication, it can result in effective communication and relationship building sessions. If you want to gain insight into what a person is like, you need to be paying attention to the body language rather than what they’re telling you.

The Danger of Being Duped

We tend to be more gullible than we’d like to admit. We want to believe that people are genuine and sincere with us right from the start. We want to believe that they like us for who we are. We want to believe that they’re not trying to take advantage of us. Making a deep, lasting, meaningful connection with others is something we all yearn for. We’re social creatures by nature, and we don’t do well in isolation. Everyone wants to feel that sense of belonging, but to achieve that, we need to be able to trust the people we’re with. Loneliness is something we try to avoid actively. Therefore, there exists a necessity to form strong bonds with the people you surround yourself with. These tendencies to want to believe in the good in someone are precisely what manipulators prey upon, and that makes it so easy for them to manipulate us. The thing about manipulators is that they will always have a friendly mask on, and that makes it difficult to spot a manipulator right away, especially during the first meeting.

Manipulators are great actors, and are skilled in concealing their selfish and devious nature, only revealing their true color when you have become too entangled in their web to just cut them loose without consequences. They want to draw you into their fold, and once they do, they will work very hard and do whatever it takes to keep you around because they intend to use you for their own benefit in some way. They continuously have an covert rationale for everything that they do. Even the fact that they are being nice to you is done for a reason. They want you to lower your guard so you, in turn, will be less resistant to their demands. They will always be extremely nice to you in the beginning, sometimes even going the extra mile to make you think, “Wow! This person is amazing!” and that is a standard modus operandi for the manipulator. When someone is working hard to cover up something, they will be extra nice and extra charming, hoping that you won’t suspect a thing. Why do some people resort to manipulating others? Because they know it is going to work. On some level, they genuinely believe that their way of approaching situations and dealing with people is the right way to go about it.

Their behavior becomes exaggerated, and they don’t see this as a problem because they are unable to look beyond having their needs met, and that is the only agenda that they care about. They never question themselves because they never see themselves as the problem. They’ll try to distract you from their true agenda and their body language by relying on the conviction bias. The conviction bias is when someone says something with such conviction that they’re going to have you thinking, “Wow, this person MUST know what they’re talking about, and I believe them.”Most of the time, this is typically happening without our awareness because we’re so distracted and taken with their charming persona. However, once you notice that someone is talking with such exaggerated energy, that’s when your awareness should be heightened. Of course, some people can be genuinely friendly and more expressive by nature, but you’ll know that something is up if the person doesn’t know you that well and they’re already behaving like you have been best friends for years. That is the moment you need to become more sensitive to their body language.

The Need to Read (Body Language)

Deceivers have certain telltale clues that indicate something might be up. For example, when they’re relying on the conviction bias, they could be flashing a huge smile that doesn’t quite reach the eyes and use a lot of hand gestures as a form of distraction. Here’s an interesting truth you might not have noticed before. When someone is exaggerating the way the manipulator does, this often only happens on one side of the body. The other side is slightly tenser, revealing their true intentions. For example, they could be flashing you a huge smile, but the rest of their body is not as relaxed as they would lead you to believe. They might be stiffer or unusually still. It is a clue to providing valuable information about what the speaker is not saying with their words. Being able to interpret these nonverbal cues accurately is how you gain the upper hand over the other person, something manipulators have become surprisingly skilled at. It is their ability to accurately read people that helps them pick out their next target.

These are the subtle indicators that clue you in to the fact they might be trying too hard. It simply is not possible for a human being to control every single muscle in their entire body. Oh, the manipulator will try their best to do it, but they’re not going to be successful, and when you’re skilled at reading body language indicators, it’s going to be even harder for them to pull the wool over your eyes. Your ability to effectively analyze someone is going to have a big effect on how well you can deal with them. To understand what they feel, to know what they truly mean are important aspects to think about when you’re tailoring or adapting your message to communicate in the best possible way. When they are trying to cover up something they’ve done, they will always be prepared with a plausible explanation and a well-thought-out explanation detailing the chain of events and “evidence” that confirms they are the “innocent” party. Whenever an explanation is too perfect, that’s the moment you should be skeptical.

When you know that someone is purposely trying to distract you from the truth, what most people would do is let it go or accept it because they want to avoid confrontation. But that is not what you should be doing. What you should be doing instead is to encourage them to speak more and show an interest in what they are saying because the more they speak, the more revealing clues their body begins to give away. Everyone is different. Each person comes with their unique behavior patterns, quirks, and tendencies. No two people are ever going to be the same, not even twins, so each person is going to give themselves away in a different way. One person might have a smile that does not reach the eyes while another could be clueing you in by the way they cross their arms over their chest. People display different body language cues for a reason. While we may not be able to read minds, we can certainly ready bodily signals, and that can be used to our advantage. An effective strategy is to encourage them to keep talking and, at the right moments, pose questions that make them uncomfortable if you suspect they are being less than sincere with you. When you purposely ask questions that make them uncomfortable, pay attention to their micro-expressions and their body language.

Micro-Expressions Explained

Most facial expressions will last more than a second. Micro-expressions, however, are the little slips in expression that we don’t want other people to see. People like to think that they are good at masking and concealing their true feelings, but they’re not good enough. Our bodies tend to give us away, no matter how hard we try. Our face is where we tend to give off our strongest feelings, even when we try to conceal them. These show up as micro-expressions, which is the sudden “leak” of true emotions that escape the mask we’ve put on to show the world. These micro-expressive slips usually happen unintentionally, and if you are looking for an inconsistency in the manipulator’s story, this is what you need to be paying attention to. For example, when they are telling you how much they like your colleague but you happen to notice a slight, sudden curl of the upper lip (almost like a snarl) when they mention the person’s name. That’s an inconsistency in the story, and that is a revealing indicator they aren’t being honest the way they would like you to believe.

Psychologist Paul Ekman was the one behind the research about the six universal facial expressions that we have. Ekman believes that these six universal facial expressions are the same, no matter where in the world we go. Take smiles, for example. No matter where in the world you go, if you see a person smiling, you’re going to believe that this person is happy. Micro-expressions are also universal. In 1970, Paul Ekman and W.V Friesen developed what is known as the Facial Action Coding System, or FACS for short. FACS was designed to pick up on even the slightest, tiniest facial muscle contractions and movements.

It then takes the data and determines which category the facial action that it detected best fits into. FACS, of course, can pick up the micro-expressions that appear for the briefest moment on your face, and that makes it a useful device to anyone who is researching human behavior. Law enforcers rely on FACS to get the truth.


Cover Your Tracks



T

he ultimate key to using Dark Psychology is to be discreet. You can’t run games on people and trick people if you are obvious about it. You must hide your intentions and what you are really doing. You will get away with Dark Psychology using these discretion tips.

Being discreet is of utmost importance. People hate being manipulated. They prefer to be asked for things directly. When people are manipulated, they have no control. They don’t know what they are being made to do. Therefore, you must avoid detection when you are manipulating others.

You also must avoid detection in deception. You can’t get away with lying if people know you are lying, right? So being discreet is crucial. People cannot know that you are lying or you will have to reveal the truth. Deception itself refers to avoiding the truth and hiding your true intentions, so keep that in mind when you deceive someone.

You also want to avoid detection in psychological warfare. If you are obvious about what you are doing, people will be able to prepare defense strategies against your Dark Psychology tactics. You can field these strategies by being discreet. Surprise people with unexpected attacks. Defend yourself by hiding what you are really doing.

All of the brainwashing techniques covered in this book, from Dark CBT to Kamikaze Mind Control, also require the ultimate in stealth. People don’t like being controlled. They want to control their own minds. Therefore, you can’t let them know what you are trying to do. You must hide your intentions and your actions. Fortunately, mind control in itself is usually subtle and sneaky in its very technique. Subliminal methods are difficult for others to detect. But you still must be careful never to show your hand.

The finest way to be discreet is to consider all Dark Psychology methods as part of a huge, clandestine poker game. Life should be a game to you, and people are pawns. You don’t want to reveal your hand, or you will lose. You must keep a great poker face and keep your cards (which are really your Dark Psychology weapons) hidden. You must also play to win. Losing is not a choice because there is a lot at stake.

What Happens when You Don’t Use Discretion?

Let’s consider what you stand to lose if you lose at this great poker game of Dark Psychology. First of all, your reputation will become soiled. People talk. If someone is hurt or ripped off by you, he will become angry and tell others about what a manipulative bastard you are. People will stop liking you and they will avoid trusting you. Then you can’t use Dark Psychology successfully on anyone ever again. Everyone will know what you are up to and they will have their guards up around you. You must make sure that you never gain the reputation of a manipulative bastard.

Second, you stand to lose relationships. If you are using someone, that relationship is beneficial to you. If you are with someone, either romantically or as a friend, and you use manipulation to get your way, you could lose that person and his or her value in your life. So losing these relationships will hurt you. You don’t want to lose people or make enemies. You want to keep people on your side. So you must hide what you are secretly doing.

Finally, you will risk losing what you are going after. You are not using Dark Psychology for nothing, or so I hope. Dark Psychology entails a lot of effort, risk, and time. You are putting your relationships and reputation at stake every time you use it. If you use Dark Psychology correctly, you can mitigate or altogether avoid these risks and get away with what you are planning. But if you don’t use discretion, you stand to lose everything, including what you are going after. Dark Psychology is usually best when used as a last resort. Only use it when it’s the only way to get what you want. If you mess up, you won’t get what you want.

So you can see that Dark Psychology is a wonderful way to get what you want. But it does not come without risks. You must conceal what you are doing and cover your tracks very well. Otherwise, you will never succeed. You will lose everything. And you can’t afford to lose everything. You can’t start over, again and again. So learn to cover your tracks using the tips. Never forget to take precautions against detection when you are employing Dark Psychology on a victim.

Use Dark Psychology Wisely

It can be safely said that discernment is key to life. You must be discerning in all situations. Always be wise and avoid taking on too much or starting a battle that you can’t win. This same advice is especially crucial to follow when you use Dark Psychology in your life. You need to be selective about when and where Dark Psychology is useful. There are times when Dark Psychology is either useless or unnecessary. Always explore alternative options before you commit to using Dark Psychology.

Dark Psychology is incredibly powerful. It is also almost always successful. You will enjoy great power and success when you employ Dark Psychology on difficult people in your life. But Dark Psychology is so powerful and successful, there are situations where it is overkill. You do not always need to hurt people with psychological warfare, manipulate someone into giving what you want, or lie to someone. Mind control is seldom necessary in real life situations.

Before you use the super powerful persuasion methods contained in this book, find out if you can just ask the person for something directly. You would be surprised at how saying “please” can get you what you want. Being direct will make you look like a better person. It will make people trust you, so that when you do need to use Dark Psychology persuasion and manipulation methods, people won’t suspect you of being manipulative at all. Try using more direct methods to get what you want first. Only whip out persuasion and manipulation when you know that someone will say no, or when you want something that no one will give you. Save it for a last resort when you just can’t get a yes to what you want.

Psychological warfare is an awesome way to crush your enemies. But some battles can’t be won. Other battles just don’t matter. Have you ever heard the phrase “Pick your battles”? This phrase is incredibly wise. Sometimes, you really don’t need to exert the time and energy that it takes to win a fight with someone. Really look at a battle before you take it on. Ask yourself, “What will I gain from winning this? What do I stand to lose? Will this really matter in six months? Will I even remember this in a year?” If something does not really matter, don’t bother with it. Let it go and move on with your life. You will feel a lot better if you drop stressful ordeals that don’t matter in the long run. You also won’t need to use the complicated Dark Psychology psychological warfare techniques included in this book.

When it comes to deception, it may be your initial reaction to lie. But retain that when you can tell the truth, you should. It makes you more trustworthy and it helps you avoid the messiness of keeping track of lies. You need to work on deciding when and where deception is necessary. Usually, it is best to lie only when you stand to lose a lot by telling the truth. Telling the truth is best in all situations, unless the truth will damage your reputation or cost you something like your job, your friends, your family, or your reputation. So decide if a lie is really necessary before you commit to one. Remember that lies are basically lifetime commitments. One lie may lead to more lies. It’s a downhill slope once you start to lie. Is something really worth that kind of commitment? And will you lose more if you are caught lying than if you tell the truth? Think long and hard before you use deception.

Dark Psychology is best used sparingly. The more you use it, the more trouble you can get into. It also tends to lose its power the more you use it on someone. Save Dark Psychology for situations and people who are truly worth your dedication, who need to be controlled, and who stand to ruin your life otherwise.

Reserve Dark Psychology as a last resort. Or whip it out every now and then to gain control over a person, but don’t use it every day. Don’t employ it every day or you will start to get into trouble and gain a reputation as a shifty, untrustworthy manipulator.

Destroy Evidence

You should always destroy evidence. Or, better yet, leave no evidence behind. Evidence can be destroyed but destruction of evidence is often messy. You do much better if you never leave any trace of what you do.

Make sure that you never leave a paper trail. For instance, if you want to lie to someone, don’t do it through an email where he can bring it up later. Instead, do it in person. Later, you can always claim that you said something different. There will be no proof.

Also avoid being recorded. People will do this if they feel that you are being untrustworthy. Make sure that he doesn’t have his phone in his hand. He might be recording you if he holds his phone up when you speak.

Avoid having witnesses. When you want to talk to your victim, do it when the two of you are alone. Witnesses can be your downfall. You don’t want others to remember what you really said or did. Be very cautious when speaking or doing things related to Dark Psychology in the presence of others.

When you use subliminal triggers, such as an online picture, be sure to delete that picture from your computer and your Internet search history. This way, you can’t be caught later on. Any weapons that you use subliminally should later be deleted or erased.

Make sure that things can’t be traced back to you. Say you use a high-pitched noise device to drive someone crazy. Have a company install it and use a different name to get it. Pay for it with cash. This way, it can’t be traced back to you. Cover up all trails that lead back to you. This will help you even if the law gets involved.

Evidence can be your downfall when you lie. You want to make sure that nothing can prove you were making things up. Be as close to the truth as you can possibly be. Also make sure that there are no loose ends.

If you use any sort of weapon, device, or other physical item to run Dark Psychology on someone, don’t keep this item in your possession. Get rid of it or destroy it for good. Being caught with something that you once used against someone can prove your guilt.


How to Analyze People



T

here is a number of ability that is important in analyzing people. The first and perhaps most important skill are having an understanding of human nature and normal human behavior. If you do not have a sense of how humans behave under normal circumstances or what motivates most people then you are unlikely to interpret the actions and intentions of others correctly. Just as a judge relies on their sense of how people typically behave and what motivates them in their judgments, so too must you develop an understanding of the normal spectrum of human behavior in order to analyze someone properly.

Of course, human beings can behave in highly original ways, which makes the process of analyzing them difficult at times. Although human beings frequently behave in typically human ways – like being jealous at the success of others, or envious of a colleague who just married a beautiful wife – sometimes people can surprise you. Indeed, some people never feel jealous or envious others. Most poor people do not steal even though they may need this or that because it just is not part of their character to do so. Indeed, frequently the greatest, most flamboyant thief is the person who already has all that they need.

That being said, in order to analyze people, you are going to have to start with knowing how humans are generally. This includes understanding the spectrum of human emotion, the behaviors linked to these emotions, and the things that motivate people to do this or that. Everyone wears a mask, which means that sometimes the intentions of others are not always clear. But even with this mask, people can reveal to you their emotional state, the things that make them happy, the things that make them sad.

We all wear a mask, but perhaps only FBI agents are so skilled that they never give you some sort of clue. A spontaneous laugh, a twinkle in the eye, a giddy tapping of the foot: these are unconscious signs that men and women give of how they feel. Analyzing men and women appropriately will require taking a basic understanding of human behavior and using it to interpret the things that people say and do.

Non-verbal Communication

Non-verbal communication refers to the little clues that others give us that convey important information to us outside of language. Human beings are social animals, which means that we evolved in settings where we were generally in close proximity to one another rather than alone. For this reason, we developed the ability to perceive and to interpret the signals that others send us that indicate their emotional state, thoughts, and motivations.

It is easy to pay attention to words when we are attempting to analyze others, but because language is not always an accurate indication of how people feel it is important to also pay attention to the non-verbal cues that others send. These cues can include facial expression, body distance, the position of hands, quick movements of the hands or the feet, and the like. These non-verbal cues are not specific to human beings. Non-human primates are excellent examples of how animal societies can be built without speech. From bearing of teeth to the position of the tail, apes have a language comprised entirely of non-verbal cues.

Differentiating Fake from Real Emotion

Analyzing others accurately will require developing the ability to distinguish true sentiment from a false one. Human beings know that others are observing and interpreting them, at least the intelligent ones do, so they have become adept at hiding how they feel. A common example of this is someone who smiles even though they are not happy, but this hiding of emotion can mean appearing to be angry when one is really hurt or vulnerable. Human beings wear masks to protect themselves, as you must if you plan on defending yourself from practitioners of dark psychology. But protecting yourself also means analyzing people appropriately, and this means determining which emotions are real and which are not.

The practitioner of dark psychological tactics perceives you as prey so they are paying very close attention to your words, actions, non-verbal cues: essentially anything that indicates what’s going on inside. You may put up a wall to make your emotions more difficult for the predator to access, but most likely you will say or do something to reveal the truth. This is just as true of the predator as it is of you, the prey. They can put on a façade of smiles and pleasantries, but sometimes all it takes is one fierce look to reveal that their intentions are not so friendly.

We see this all the time in films and television shows. The new neighbor seems nice, but just when your back is turned the camera shot reveals their subtle change in expression. They are not so neighborly. Their goal is to steal your husband and wreak havoc in your life (in the case of the standard Lifetime Original Movie). Is there a discrepancy between the surface emotion and the events taking place? Perhaps the other person is smiling, but you heard that they lost their house and are short of funds. Would most people be so giddy in this situation?

An important part of distinguishing real from fake emotion is deciding whether the surface or “fake” emotion makes sense given what you know. Also, there is a useful expression here. “When people show you who they are, believe them.” Human beings are good at being emotionally aware by dint of being so communal. A person can hide what they feel, but it may only take a brief glimmer of real emotion for you to establish the rule of what is real in this person and what is not. When the other person drops their mask for a second, make a note of what the real person beneath looks like. 

Tips to Identify a Liar

Anyone who has spent time around a pathological liar knows that there are little tricks that can be used to tell when they are fibbing. Pathological liars are often highly sociable people who love to talk and always have something to say. It is this always having something to say that gets them into trouble. If you are suspicious that the person you are speaking to is a pathological liar, pay attention to the factual aspects of the things they say. This will become natural in time as you become aware the person is lying. You will simply make a mental note about facts like a specific monetary amount of something, a date, or the name of a restaurant because you know these things may potentially be false.

Paying close attention to the details is the first step in identifying a liar, and the second is knowing when to face the liar with the facts. It may not be a good idea to confront them pointedly as you may decide it is better that they did not know that you are onto them. If they said they went to a particular restaurant, ask them what they had to eat. Baked chicken and mixed vegetable stir fry. Later or the next day asks them how was the steak. If they say it was wonderful when you have caught them. They did not go to the restaurant at all. A pathological liar tells so many lies that they cannot keep track of them.



Personality Types





T

here are many different classes of personalities that we can observe that will influence the way people can interact with the world. This is an excellent example of how people who look alike can see things differently and why they don't always get along with other people who seem to be the perfect solution. While some people like to go out and socialize regularly to recharge their batteries, there will be those who prefer to spend time at home relaxing and being alone for a while to recharge.

The Different Types of Personalities

There are many names with personality types, but we will focus on the four main types. These will include:

-         Driver

-         Expressive

-         Analytical

-         Friendly

Let's take a look at how they work and how we can put them together to see the different ways our goals will behave and see the world.

Driver - The first type of personality we will see is known as the driver. These people will have strong characters that will occupy the entire room. You will see that this class of person has a personality that is all you need and do it. There are times when this personality will seem too dominant, and we can see that they are ready to act, even if their choice of action is not always the best way to do things.

The negative thing that comes from this type of personality is that sometimes they will seem arrogant and stubborn. This personality also comes in and seems brazen because they will decide to invest in others to do things, and they often want to make sure things are done the way they want them to be done.

Analytical - The next personality type we'll see is the analytical type. Most people who like to investigate will find that they fit this personality type rather than one of the others. Analytical people will continually evaluate things, determine the pros and cons of that, and then make a list of the elements they choose to pursue in any course of action.

If you are around this type of person, you will find that they are not afraid to ask a lot of questions and sometimes do so much that they end up with too much information in the process. Others may see these types of personalities as having many brilliant ideas. But then there are times when these people will suffer from what is known as analysis paralysis, which is when the person analyzes the situation too much and then doesn't know what action to take. If you have ever found yourself making a list of things that need to be done in the right way, then this is a good sign that you are adapting to the type of analytical personality.

Expressive - The expressive personality type will be a person. These are people who like to spend time talking to others and socialize as much as possible. They can also be good at telling stories and will be too involved in many things because they want to be able to please other people. They like to be involved, and they are the kind of people who make us feel like we are involved in everything. But because they want to be there to please everyone and take on more than they can handle at any given time, they will drive some people crazy in the process.

If this person has a good vision that they want to share, they are good at communicating it and will be able to attract others to problems and ideas and make them known. However, because they try to take on too much at once, they will find it hard to trust when it comes to doing things. This type of personality must pay attention to the number of words they undertake and must learn to say no, otherwise they will end up driving too many people crazy in the process.

Friendly - Of all personality types, we will see that the lovable personality will be the most peaceful. Lovely standards will be more relaxed, and you will find that they are more challenging to arouse than others. They are the type of people who will seem consistently comfortable and will not bother you at all and want to keep the environment as quiet and pleasant as possible.

This type of personality will do everything possible to make sure they never disturb another person. The indifference they sometimes represent will be precisely what will end up making people want to be more fulfilling. This personality type will often be the type that waits until the last minute to make decisions and will usually simply choose to follow what others do. They just want to have harmony in themselves and with other people and will be the most emotional of all groups.

Understanding these types of personalities and the way they connect to the lens you are working with will make a big difference in the way you can work with your glass. Each personality type will be presented differently and will attract the goal of acting in a certain way and seeing the world in a different way. The more you can know your objective and the more you are sure they will attack with a particular personality type, the easier it will be to choose a proper manipulation technique to use against them to get everything you need.

The Enneagram Types

While we talk about different personalities, we should take some time to highlight the Enneagram and the meaning of these types of personalities. When you try to resolve what your personality type is and what your target personality type is, you will find a lot of information online that will help you with this. 

One of the most effective methods that can help us understand personalities and how they work will be the Enneagram test. This test will deepen our character and what we consider essential. And if you can understand the type of Enneagram of your target, if you learn it yourself or if your goal is willing to tell you openly, you will already have a lot of information about your target from the beginning. The different types of Enneagrams we can focus on when analyzing our aim include:

1.     The Reformer

2.     The Helper

3.     The Achiever

4.     The Individualist

5.     The Investigator

6.     The Loyalist

7.     The Enthusiast

8.     The Challenger

9.     The Peacekeeper

Let's see correctly what differences these personality types have between them.

The Reformer - The personality type one of this test will be known as a reformer. They will be the classic perfectionists with principles, rational and in control. They will be those who will be guided by the idea of right and good. Quality and integrity will be crucial to them. You may find that this type of personality will be calm and collected in some cases. Still, sometimes there are times when they do not compromise on one thing and are also a little critical.

You will find that this type of personality will be critical of yourself in many ways and will believe that there is a wrong or right way to do things. They are hard on themselves because they think they always have to do the right thing, even if it's harder, and they will think well before they do or say anything. These people will feel more anger than others, but to keep them inside and not often will you see them go through an emotional outburst.

The Helper - Type-two personality will be known as an assistant. These people will be helpful and caring and will love when they can help and please others. These people are caring and generous and want to make sure that the world as a whole is a better place. These people will be caring and one of the most genuine people you know, which will help make them good friends.

However, this type of person has a great need to be appreciated and loved, which is sometimes considered something more harmful. These people will work very hard on their relationships and add a lot of energy to this relationship. This means that even in friendships, this person will be the contact person if you need someone to help you, or also just to listen to you. Often, the Type Two personality will spend a lot of time helping other people who do not leave enough time to add attention and care to the process.

The Achiever - Now we have to move on to the Type Three personality, which will be similar to the Type One personality, which is more driven by success and wants to look its best for those around it. These people want to be the best, and they work hard and do very well in many cases to be there. But sometimes they focus too much on their looks and the idea of looking successful, they forget about others and end up hurting their feelings and losing friends in the process.

In the workplace, this type of personality will be extremely focused, competitive, and driven. They are the ones who want to be the leader and are overtaking others to get where they want to go, even if they can't handle their emotions well. Of course, these individuals are not all bad. They are good at communicating with others and can learn from their mistakes. Others can also learn a lot from this type of personality if they can slow down enough to do so.

The Individualist - The type four personality will be compassionate, characterful, and dramatic. This sounds bad, but there are also many positive aspects of this type of personality. These people will be creative and will be able to see the beauty in many things in life. They will be authentic and unique, despite having a rather romantic world view in general.

In their way, this type of person will be oriented and focused on a purpose. It will also be known in many situations for their sensitivity and courage. However, as you can tell from this, the Type Four personality will be super-emotional and sometimes go too far. Sometimes they are so focused on everything they don't currently have that they end up rejecting the things they have.

The Investigator - The personality of type five will be intense and innovative. They can be reserved and quiet and not worry about being alone. They will also be intelligent and rational and, most of the time, will be known for their minds. Also, many people can focus on the negative trait because they see this person's peace of mind as arrogance or that this type of personality thinks they are better than others, which is not valid in their thought processes.

Often these types of personalities will be alert, curious, and inventive, but they have some problems with emotions. They can detach themselves from a situation, and they don't have much confidence in other people, which makes it difficult for them to open up, which keeps them within themselves. You may also find that this type of personality will be a hard worker who will pay attention to your actions and words and will always strive for more information.


Conclusion



T

he environment you grow up in might determine so much about your life. For some individuals, it is because of their upbringing that they develop narcissistic personality disorder. When you are raised by parents who want to control everything in your life, it is possible their desire for control might have an effect on your life in the future. Some parents shed too much light on you, and it is difficult to fly under the radar.

Whichever reasons responsible for someone’s narcissistic tendencies, understanding the person is the first step towards coexisting with them. Today a lot of people will advise you to stay away from a narcissist. Walk away from relationships with them and have yourself a happy life. However, what happens if the narcissist is your brother or sister? The rest of the world will avoid them because no one wants to deal with their inflated personalities. Do you walk away from them too?

Knowledge of narcissism can help you help someone who has narcissistic personality disorder. Granted, many narcissists believe that they are always right. No one knows better than they do. However, all this self-importance does for them is to conceal the real problem, the fact that they have deep insecurities that many people are unaware of.

Narcissists are just afraid that someone might find out the truth about them. Having created a persona of perfection, the fear that someone might know them too well and reveal their imperfections pushes them to survive. Survival tactics include manipulation by any means possible.

Even if you are not in a romantic relationship with a narcissist, close relations also suffer. A lover might walk away from your narcissistic brother or sister, but you cannot. You learn to live with them, because you have been there for one another since you were kids. There are always two sides of a coin.

In this book, we have addressed narcissism from three angles, the victim, the abuser and narcissism as a problem. Anyone who is close to a narcissist will find this book useful. In the example above, when the rest of the world avoids your sibling for who they are, it makes an already difficult life even more challenging for them. They feel like outcasts. What this does for them is that it heightens their need for self-preservation.

In such a state, their manipulation goes a notch higher, because they need to be loved. They have an urgent need to show everyone that they are not as bad as people think they are, and people are wrong to shy away from them. As a family member, understanding what they go through helps you learn how to manage your interactions with them. For validation, a narcissist will do and say anything to have you seeing them in a different light. Being alert to their manipulative traits can help you filter the drama, and at least maintain a semblance of a normal relationship with them. It might also make them recognize that you are impervious to their manipulation, and probably have them recheck their approach.
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