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How to Use the Book

Section 1 of this book shows you how o speed-read other
people to quickly determine their basic thoughts, feclings, and
emotions. The system works with any person, place, idea, or
situation. Far ﬁx.._..:._mu.__... in _Fm._ MEAUEES Vol Can determine if
someone 15 interested or not, confident or scased, being
honess, or hiding something,

In this seetion, we focus on seven u_"._n_.“_n_n. QUESEDRE Yo
may have regarding another's thoughts and intentions by
using an array of real-life examples to dllustrate hoar the tech
:r..__._nu are r.uum_p__. u_..‘._u_rum. Each _.“_.hu_.._n_nu_ in the book contains a
vanety of observatonal and conversational technsques.

In some cases, you will not be able o directly engage the
person from whom Vi need information in conversaton. In
these situarons, .._ﬁ__._..__. use @ strategy theat _n._.um._nu._.“ @ vanety of
signs and signals, Ar other times, you'll be able to interact with
the individual i queston, so more sophdsticated strategies
can be used.

Section 11 comes into play when there are situations in which
you will want greater insight. In this section, you will leam
hew v buidld a near-perfect profile of anyone, how to tell what
somecke is thinking or feeling, and how to predict what he of
shie will do next.

For instance, by applying the techniques in Section [, you
will be able to tell if your date is interested in you. Then, you
can later do a complete profile if vou want to know how he or
she will respond 1o anything you say or do, When nepotiatng,
you can quickly measure the other parey’s levels of honesty
and confidence,




Bux :...._.__._ wani i know how he wall _.__._.:nnﬁ....._._.._Q:.nG faa1aet
sure his flexibility, or devect his hot banons, you can use this
pavcholoppeal strategy to quickly and disereetly build a com-
plete profile,

Using specific, real-world examples, you will lesm how to
tell whether a juror will be hard or casy po sway, if a guilry sus-
pect will confess or siick to his story, or if a person will e for
giving or unforgiving when he finds owt an unpleasant truth,

This book will teach vou hiw to get to the bottom of any
situation, keep from being taken advantage of, and get the
uppet hand with anyone, anytime—ofen in five minutes or

less,

Introduction

ave you ever withed you could peer into someone’s

mind tor find out what be's really thinking? Now you
can, using a highly advanced, psychologically based system.
As the only one of its type, this program offers a complete,
practical, and easy-to-use system that you can use to measure
a ﬂx“.n.:.__n_.v .ux.._."_..n..._..: and _m._.-l_n.m.m _"w_"r..r_v.. at any ume,

To be elear, You Can FBaad Almyene is not a eollection of recy-
ched ideas about body language. We ane not goang to suggesea
womman's .__.._.mnm#.._n wnll Bive you wnlmited access to her soul or
draw wildly ambiguous generalities about people based on our
intuition or gut insgncts. This book will not tell you how w
reach conclusions based on how someone folds his hands or
ties his shoelsces.

The principles herein are not ideas, theories, or tricks that
only work sometimes on some people. The book contains
specific, proven psychological techniques that can instamtly be
applied tor any person in almost any sitoaton.

Dioes this mean yoH will be able to read anyone with per-
fect precision, every timer Mo, The system is not 100 percent
foolproof. However, vou will gain a definitve statstcal
advantage in every encounter. Y oull have the ability o use the
miost impomant psychologieal wools governing human behav-
ior to not only level the playing field but also to create an

automanc sdvantage,
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Picase understand, this book is not abour developing
sowcalled “relepathy” 5o you can learn how w know exacty
what number someone is thinking or whether someone is
considering having a tuna-fish sandwich for lunch.

You Can x._.n.E_...uﬁ_ onr shorws, step-by-step, how vo tell whar
amyone is thinking and feeling in real-life sinsations. For exam
Pl
._..__u..E..n anll stay In or _"._.__.nm_ whether a mm_n.amuaqn_.__._ 5 IDUSToT-
thy, or whether a first date is poing your way or the other way.

When the stakes are high, do more than simply put the

vou will see exactly how to predict whether another poker

odds in your favor, Set up the game so you can't lose.

DAVID J.LIERBERMAN

SECTION |

THE 7 BASIC QUESTIONS

Learn how to find out quickly and easily, what
anyone is thinking and feeling in any simmation or

circumstance.

Is This Person Hiding Anything?
Thurmbs Up or Dewn—Does He Like [t or Not?

Is She Confident or Just Trying to Play it Cool?
Hover are Things . . . Really?

Is He Interested, or are You Wasting Your Time?
Whose Side Is She Really On?

How Safe, Stable, and Sane [ a Person.

You CAM READ ANFONI




Is This

cwa@rer Person

Hiding
Anything?

“Honesty may be the best policy, but it's important o
remember that apparently, by elimination, dishonesty is
the second-bese policy.”

SGeorge Cariin
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hen you have a sneaking suspicion that another person

miay be up o something underhanded, you are lefi with
three hleak opticns: confront the person, ignore the sination,
of try to gather more information.

If you confront the person, not only does it put him or her
on the defensive, but if it tarns out you are wrong, theee is a
good chancs you may appear parancid or jealous and the rela
tionship will suffer.

lgnoning the sitaarion can be difficult and possibly damag-
ing to vou.

Finally, wying to gather more facts on vour own is
time-consuming and can work against you if you gee caught
snooping around.

Whenever you have a gut feeling that something dishonest
is going on—such as your teenage child doing dnags, a stealing
employee, or 2 disloyal friend—use one of the following tech
nigues o find out what o person is really up to or has on his
mind.

Technique I: The Mind Reader

This vechraque, which 1 oniginally introduced in my book
MNewver Be Livd g0 \“__n.&._....u. ..;.2:.._..__”'. fuarantees that you can fined
out within memstes if someone has something 1o hide. Iewoeks
like a Rorschach test, also commonly referred to as an ink-
bloe test. The Rorschach test consists of abstrace, bikxterally

I & DAVID | . LITELERMAN

I

m”....._.__._.__.._"inu._ a_..___u_ﬁ_._n: of inkhblots. The ._..__h:_..__. behind the test
15 that & _"._..rqa._.__._.u Interpretaton of the “#-__..n: will reveal has or
her unconscious attinides and thoughts,

With aur _unn_.._"_.__.m_._:nu:.ﬁ use the same _._._n_.a.__..,._u.nn _.._"_._—.__h._u.. it
in an entirely new way—srbaly. You ask a question that docs
not accuse the other person of anything bur does allude o the
situation. Then, mm_.._.__.u_.,._. by gauging the FELpORsE, yvou'll be ahle
tor find out if the person has something to hide.

By doing this, you can bring up a sensitive subject and find
out if someone 1t combortable of concemed with the _..._—.__.... all

without _._.._uEn_m 2 u..__._._h__.. acowsation. Let's book at an nan:u1_n_

SMAP SHOT A sales manager thinks one of his

salespeople may be stealing office
supplies. Asking outright, “Have you been smealing from
the company?” would put the employes on the defensive
immediately, making it nearly impossible 1o get the tuth
out of her, If she's not J_..“..__..__..__.. she'll, of course, tell the
manager that she hasn't been stealing, IF she is guilry, she
will probably lie and say she hasn't pifered any supplics.
Instead, the manager might simply say something
non-threatening, such as, “Jill, I'm sondering if vou could
help me with something, It's come to my attention that
someont in the sales depanment has been aking home
affice supplies for personal use. Do you have
becrw we cam puat a seop o this®™ Mow be simply observes
her reaction.

vy e

If she asks questions and seems interested in the vopic of
eopversation, he can be _.n.p.m_.__._u_”__u_.. sure she 5 not steal
ing, but if she becomes very uneasy and secks 1o change
the subject, then it's _Fn___ that she's ._h_.:_d...

YoOU CAM READ ANFOMLE T




The manager will notice an immediare shift in her
demeanor and attitsde. (For detailed sgms of anxiety and
m_._ﬁ_n___.i... ﬂ._......ﬂ B n.:»n:_..n 3

If she iz pnoscent, she's .=__:.___. 1o offer her advice and be
pleased he sought out her opinion. IF guilty, she'll beeome
nobiceably uncomfortable and probably wall assure him
that she would never do anything like stealing. Mo reason
exmits bor her o bong herself inio the picture undess, of
course, she is the one who feels guilry.

Anosher way to apply the technique is 1o simply wonder aloud
how someone could do a particular ching (what you think the
ather is doing) and jEuge the ._..,....E_".E.v TEs poaise. Let's see how
wondering aloud works:

EHAPSHOT A woman thinks her date is acting
_ﬂ_n.m..__.__"_”.. odd, and wonders if he is
taking some kind of substance—prescribed or othersdse
To fend out, she can _.__.__._n__".n alond, “Isn't it interesting
that people can use drugs and think that others don’
r_"__"_d...vr...._._._n_._._...n:_.n...__..u_._n could say, “l was just reading an
article that said 33 percentof adulis have wied secreational
drsgs at one dme or another in thelr lves."
She indirectly raises the subject, observing whether his
reaction will indicare if he 15 hiding his own drog use.
Someone who's not engaged in the acdons she mentons
is likely to join in the conversation willingly, while some
one who is involved in the behavior will move to shift the
topie of conversation.

This technigue can also be applied by actually asking the

ather person for his advice.

DAWVID J, LIEBEERMARN

SNAP SHOT A hospial administrater suspects a

doctor is drinking on duty. She might
say, “Dir. Sendth, T'd like vo ger your advice on something,
A colleague of mine at another hospital has a problem
with one of her doctors, She feele he may be drinking
while on call. Do you have any suggestions on how she

can best approach this docoor

.n.t. in, if he is ._pcm_._...p. of the same behawior, n_.._.__._r..__._._... o
duty, he 18 likely to beeome very uncomformable. 1 he isn't
drinking on duty, then he will be pleased you soughe his
advios and will offer it willingly and happily.

Technique 2: Paging Dr. Bombay

If you think someone knows someone of something spe-
Am._u_n' ihe ..v.f.“_._-_._.“ [, _.r”.a._.._...u”..: _"nn_..._._r.._.w_n can be used 1o _.__..-_"_
find the truth, The technique works on a psychological panca-
ple= a person is drawn equally to what e has oo prior knowl-
‘......_Na of, u.z__._.___-__.._.._ ifa persan has never heard of Fred, Peter of
Marvin, his interest in them will be equal, Conversely, his
attention will naturally be drawn to what he is most familiar
with. If he knows Marein bot not the other two, hell pay mode
atrention when Marvin's name is mentioned, in contrast to the
other names.

Thes ._.n._.._._u._._n__..:.. presents the person with ..J_._.n.__.___. avadlable
options, If his interest moves unevenly in one direction, it's
likely that be has an awareness of certain information that he
has mot revealed o o Here"s how it works:

YOU CAM RLAD ANFONIE




SMAP SHOT A personnel manager thinks Jimmy

may be planning to leave the com-
pany arad take a lisy of clienss with him. He suspects Jummy
has already met with “Mr. Black,” the camer of a compet-
ing comipany,

Therefore, the manager u_n_...ﬁ___. sats __._._._:._._..n__._i._.un_n_ -
ally puts three folders on the desk labeled “Mr, Green,”
"Mz, Bloe,” and “Mr. Black.” If Jimmy already has met, or
15 planning vo meet with Mr. Black, his gaze will at biest fix
longer on Mr. Black's file than on the other files. Then he
may try 1o avert his focus from the file whereby his atten-

rion will appear mechanical and uneven.

Another way to apply the technique is by mesely talking about
the siuation and lstening for his fecus. First, state all the facts
a3 you both know them e be, Then, ok ane of thes, If his
attenton gocs o the switched face, then you know conchu-
sively that he is aware of the situation itself.

For example, let's say a detective s interviewing a suspect
ahbout a robbery. He reads from the report, telling his suspect
exactly what happened, but switches a key point about the
facts of the cime. If the suspect is guilty, his astention will
instinctively go o the key point. What he hears surprises ham,
He wants to be sure be heard you rght, and he will use the
“inconsistency” as a reascmn why he could not have committed
the erime. The only way he would know to focus on one
“fact™ would be if he commined the came, 1f he's innocent,
then all of the cime's details are unknown to him, =0 he's
"__.__..u_:.._.u.._.__.. of separating them into “true™ or “false’’ categones.

Let's see what this dialogue sounds like in acton

DAVID J.LIEBERMAHN

BNAP 8HOT Thedetective neads the “facts” 1o his

SUSpECT 25 hie knyws them, “The sus
pest shot the teller, left in a green sedan with California
icense plates, (then add one piece of false information)
crashed into anather car, got out, jumped over a fence and
goit away.”

If the suspect is guailty, he will queston the incorrect
detail: *Crashed inte another car? My car doesn't have a
scratch on it It couldn't have been my carl™ His “proof™
of innocence uses the one false piece of information: _"_u..
using it, he reveals he knows the whole story.

Technique 3: What Do You Think?

The r_..__. e this qnn_.__.__..._._._n 15 oo not accuse, but inform.
Your subject’s response will tell you if he's hiding anything.
The sequence explores a person's frame of mind when he is
presented with new mformation.

For example, Pauline visits her doctor for a soutine physa-
cal. When her doctor gets the bload tese resulis back, he ealls
w0 inform her she has contracted the herpes virus, Thinking
back over her recent sexual partners, she's convinced that
Mike or Howie must have jiven her the disease. Merely asking
her two “suspeors” if they knowingly gave her herpes would
most likely prove futile, as dental by both would be hkely,
Heee is what she does:

SMAP SHOT Pauline calls both guys and caswally
informs them she just found out she
has herpes. The responises she teceives bead her straight

¥OU CAMN READ ANFYAONLE




the culprit. After hearing the news, the two men respond

&5 _unu.:_n_ar.u“

Mike “Well, don't ook ar me! T cidn’ give it 1o ___.w..__ I'm
clean,”

Howie: “You what?] How long have you had 17 You
might have given it to me! [ can't believe this. Are you

surer’

Whio is et likely 1o be the guily pary? IF you guessed
Mike, you're nght. Un _.__..u_.__:x that Pauline has an incur
able, _...» ly transmittable disease, he goes on the defen
sive, assuming he i being aceused of infecting her with
herpes. He is unconcerned about has own health because
he already knows he is infected. All he wants is 1w con-
vince Pauline thar he's not gualty.

Howwie, in contrast, assumes the call is wo inform ham she
might have infected him. Thus, be gees angry beeause he is

concermed about his health.

Simply, a person wrongly accused will be more likely to go on
the affensive, while the guilty party usually assumes a defien-
sive posture. Here's another .na..:u_.ﬂ__n_

SMAP SHOT Lets say __,ﬂ:.:.. ,.._..S._E_x in the eus-

tomer-service department of a com:-
puter seore. A customer brings & non-working primer
back for an exchange, claiming he bought ot a few n_u_..r
ago. He has the all-impomant eeceipr, and the printer is

manr\?m _.__E_"___ in the _"__._.n.__._u_ s,

Upon inspecting the eontents, find a TWEDEESAry,
expensive, and easily removable component of the

machane _.._”__.-...m_"__n|» clesr isicanon of _.,_.r”.. the machine

DAVID J.LIERIEMAN

i not functioning properly, Here are two possibbe
responses you might gee after informing the customer of

your discovery:

Response 1: T didn't take it owt, Thar's bow it was when
bonsgrhe 1"

Response 2 “Whar? You sold me a printer that has 3 miss-

ing part. | wasted oo hours trying o ger the thing o
work!™

Dex you see how effective this isf The person who Eves
Response 2 has every right o be annoyed, and oes on the
offenaive. It never crosses his mind that he's being sccused of
u.._.:._._"_.__u._.ﬂ. .

The pesson who gives Response | knows he never tried to
get the printer to work, because be took the part our, Tt dees
oot ocoas 0 him o beeome angry, He automatically assemes
he’s being acewsed of removing the part and becemes defen-
sive when informed the pam is missing,

Technique 4: Dodge or Declare

When asing this nﬂn,_._:_.,.._.._._n. the ohject is 1o attach YOMT SLES-
picion i something you know is tree about a person but com-
pletely unrelated. If he mies o kide or deny the trath about
what you know for sure, you have the answer o YeRET Suspd-
cion

However, if he frecly acknowledges the existence of your
claim but denies the relationship, then your suspicion is Hkely
unerue, Let's take a look:

YOoU CAM READ ANYOME




SEMAP SHOT Henrywonders if his date is an aleo-

halic,. He already knows Elaine athe h ir's likely that b
T PErs0n cawses him concern, it ¢ th "5
s  likely unnclaved (and P Tl s Tty Tk he s Innocent.

Then, gauge your subject’s behavior, If interaction with the

always chews gum after her me
certainly bemign] actvity, Thesefore, he would say some

thing such as, “1 was reading a study chat aleoholics rend EHAP BHOT A police detective puts his suspect
o chewe g after meals,™ Nt & T__.__,.._.m.._i cell and declares,
“Crkay. We know one of you s gulty, and blood found at
the seene tells us the perpetraor has hepatts ©.°F Now,
when  the confederate, bleeding from his  hand,
approaches your suspect, if he's not gudlty, he'll move
You see, she will have no rexson 1o deviste from her osual waay and become alarmed. He knows the othier Y Est
an unflanering light be responsible.

Mareower, she has no reason to doubt the vercty of

Moew, if Eline is an alcoholic, he will notdee she will, in
addition to becaming encomfiorable, probably choose to
ot chew the gum after eating.

| behavior unless 1t shows her

. N However, if he's guilty, he has no reason to be concerned
Henry's research statement. aboist this person having hepards. He assumes he has
She is probably thinking, “Yikes, that's just what 1 do.” hepatitis because he already knows he'’s guilty.,

Herwever, if she is notan aleoholic, she will say v him she You can also use this technigque in groups by merely amaching

your marker o the suspicion and not the suspect. Subse.
quently, the suspect will show himself,

.._.___u”l chews gum after meals, so the .=._.F_”_ ok e
completely trse, OF course, she may not chew the gum to
avoid her date assuming othersise even if she does not
dirnk ﬁa_.._.J.»_...ﬂ“_”... it the oxdds are she won't deny herselt
an enjoyable routine and gve up a chance o nefune his SNAF BHOT A manager wantng o find out who
merely to avoud presenting a wrong appearance. went theough his desk might say,

“Whoever went into the office will be fired. The rest of

you will get a promotion for enduring tis investigation,”

Mevw, he simply observes his suspect’s subsequent behay

[ Technigue 5: Fear of Folly sor, IF he is excited or inguires abowt the salary and bene
_ fis of the new job, them he's ._..::._...-__...___. InROCEnt.
When stakes arc high, “Fear of Folly™ is 2 great technique Otherwise, siming silently demonstraces a serong sign he
L tor determine what someone’s hiding, regardiess of how good was behind the “break-
_ an “actor’ he may be. To apply the payehology of the wech-
| nigue, you inform your subject he and another person—a
| confederate working with you—are both “suspects,” and you
_. “aitzch” an unwebcome quality 1o the person who is guilty,

DAVID J.LIERERMARN You CAN RELAD ANYOMNE




Technique 6: How Would You Do It? QUNGK TAKE A axvaler comet (0 8 fouk in the rmad lad
ing e wo villages. In one village, che |

This technique works under the premise thar a guiley people atways tell lies, and in the other village, the people

person will do whatever he can to give the impression of inno- abways tell the wrath. The traveler needs 10 condusct business

in the village where everyone abways tells the wruth. A man

cence. By asking outrighe _.._Q_.,_.u.ﬁ._.._ﬂ suspect would do the very
from one of the villages is standing in the middle of the fork,

thing that you accuse him of, vou pain a great insight ints his
st there i: B indscaton of which _..“__x_nﬁ he ressdes in, The

—— e

thanking, The psychological assumption i this: when a situa-

3 . traveler a hies the iFm i . C
ton presents oaly one reasonable way to do something and pproaches the man and asks him just one question.

=

From the man's answer, he knows which rosd v follow.

| the person picks an our-of the-box answer, it is worthy of fur . ;
What clid the traveler ask!

ther investgation,

SHAP SHOT Helen bebeves her bookkeeper,
Mitch, has beenm skimming money
from a perry funds account. Emberzhing would be easy
for him because there are no real checks-and-balanees.
While he denics stealing money, she has her suspicions.

Therefore, in a Hght, carcfree meoment, she says: “If you
were to steal, how woeld Yo alsut n_:.s_x ie#" If he
responds with a convoluted answer like, “Weil, thinking
aff the top of my head, I'd _.nn...u__ 4 sepATate set of books

and then wse invisible ink . .. " he's probably hiding some-
thing,.

Why? The right answer would be o do it the easy
way—by taking money from perty funds. However, since
he doesn’t want her 1o know he has thought of perty -
funds, he comes up with 2 mundabout way of seealing, ’ b “Which way 53 poar sellaee™ He goes that way. Remember, be needs o go
oo the eratk-eellers. Ef the man is telling the ena ¥ et him im the
right directice. IF the man is wlling s lie, ke w = i the dght
direction. het way, be koows which way An alternative
solucion i 0o aik, “What would the otser persan tell mc i do” Then,
o thee oher way.
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Thumbs Up

cuwagrer Or Down:
Does He Like
It Or Not?

“There's only one thing worse than a man who doeesn't
have strong likes and dislikes, and that's a man who has
strong [ikes and dislikes without the courage to voice

them, ™

Teny Randall
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ave you ever been in a meeting with someone but found
yourself unable to determine what's going theough her
head? Has someosne you know had an unusaal expenience but
waon't tell you what she thinks abouar in? When you explain a
nEw strategy to 4 co-worker, he barely says a word, What is he
thinkeng?
This chaprer will teach you how, in similar situations, o
quickly and disereetly discover what a person is really think-
ing, sometimes without saying a single word.

Technique |: The Ghost Image

When you write a message down on a note pad and tear off
the sheet, have yERU EVET notced what m_u.“_"__unn._u“.._ n..m.nu._.-_... the
message is still banhle on the paper undermneath. The indenta
tion of the pen causes the message 1 remain even after you
TEMOVE ..n_n ._nu1 ?_u_l.ﬂu. .u.._-__n. m._H‘U_l.ﬂI.r u..r EuLnﬁE“ B oar ._.ﬁxn.—.._u
nigue, because all of our expenences leave an impression on
things around us and can ercate a conditioned response, Let's
ﬁ.xuu_um._u“

_.u:._.._..: remember the lessons leamed _.___. Russian scientst
Pavlov? In shost, the dogs he worked with salivated when he
witlked invto the room. The dogs had learned Pavlew's appear-
ance meant _"Ir-._.. would be fed soon and therefore associaied
Pavlov with foeod, even withowt the presence of food. The
example 18 referred to as 3 conditioned reflex, and we have

many _.-xu_._._—__._nm in our own lives,

10 DAVID J.LITAIRMAN
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For instance, maybe the smell of cor prass brngs back
fond memories of your childhood; ar, anytme you mect
someone with a certain name your have unpleasant _..nn_L_._.._n_"
towards them because of 2 former experience with a person of
the same name.

Memories are anchors. An anchor is an assoclation or link
between a specific set of feelings or emotonal state and some
unigue stimulus: an image, sound, name, or asie

By associating the current situation with a newtral simulus,
4 person's true feclings anach themselves to the stimulus.

I a classic 1982 study, Gerald Gormn paired one pen eolor
with pleasant music and another pen coloe with unpleasant
music, {The two pen colors, blue and beige, are used in the
experiment with similar posidons). Gorn split the subjects of
the experiment inte separate groups and showed them both
the blue pen and the beige pen paired with “pleasant™ music
{in this case, the Gmase soundrrack), or “unplessant™ music (in
this case, classical Indian music).

At the end of the nxmvn:._.s.u_:. the :_..__.__n/\; were told they
could keep one of the pens as 2 gft, By a 3.5 to 1 ratio, the
subjects picked the pen paired with the music they prefesred
(Groen, 1982,

Ancther study, dlustrating the same condrboning m..“_._.n
nomenon was conduceed ar the University of Warsaw
(Lewncks, 1985). During the stady, srudents were interviewed
by a researcher and then asked 1o state their name and “hirth
order.” Whenever a subject asked what “hirth arder™ means,
the interviewer lambasted the stedent for his ignorance or
reacted newtrally by merely answering the question.

The students were further instrucoed o go into another
room and hand a piece of paper o “whichever rescarcher is
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not busy,” Both researchers in the room were “not basy,”
However, one rescarcher physically resembled the inter-
viewer. An astounding £ perrent of the subjects who had been
scoffed ar chose the researcher who did not resemble the
“birth order” interviewer, Alternatvely, sbour 45 percent of
the subjects receving the neutral response chose the
lnk-alike,

With this technigue, we apply the same psychological pro-
cess by painng the sitwation with a neutral stmulus and menely

observing his “feelings" toward the stmulus, If he becomes
moge attracted 1o it, you know he has a favorable impression
of what was previously unknown. Conversely, if he displays
an wnusual dishke for i, you know unpleasant feelings are

wransplanted from the original source

BENAF BHOT You are a medime working to

resolve a dispute between rwo par-
ties, After extensive negotiztons, you are having trouble
reading both of them, On the desk are several blue pens,
After the meeting, you ask both parties to individually
sign scveral, preferably untelared documents—eliminar-
ingg the possibility of individual preference or unnecessary
r.:..._.u?_ﬂ.h_..ln wier the course of 3 few minuzes, The par-
ties gve the pen back to you each tme. Bach time you ask
ghem “.m_u...._._. bt offer a choice berween black and blue

pens.

Assuming the pens are equally desirable, the pasty consis-
tenily choosing the black pen probably has a oegatve
association with the blue pen and unfavorable feelings
ahwar the previous discusson. However, the party over-
whelmingly picking the blue pen presumably has positive

DAVID J.LIEBERMAM
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feclings associated with the pen and favorable impres-
sions towasd the meetng. The psychologicsl straregy can
be used with a vanety of paited assockations, giving vou a
srong  seatiseal _.._._._.,.... 1 "_...“_.__ur. out & _-x.l.«_i..z
preferences,

SHAP BHE®T Apersonis listening to your presen-
tateon. You are both seated in bluse
chaars, Afrerwrands, he is taken toa new moom with 3 rownsd

rable and four

urs: ewes bdue and owo gray, 17 be has a

favorable _u.__-_u...lL_.:._ of the & stcally speaking, he

i mioge [ikely 1w choose the blue chair over the pray one

Anytime the person is "areracted” w the sumulus present

during the s HOA in question, we assume his iMpeession

was positive, In contrast, when a person is repelled by a preve
ows newtral stimulas, we assume he has an unfavorable
Impressiog,

Before we continue with more technigues, let's look at a

_..GF._"__n of _.__.ﬂ”.._“___. reliable signs 1o a person’s true _"_._u_._E..._ﬂ_

Signal 1: First Impressions

. Paul Ekman, psychologist and lesding be-detection
cxpert, points cut a clue to true feelings in the form of
micro-facial expressions—emotional responses reflecting a
person's true feelings, The expresssons flash across a person's
face oo quickly for most o see, and the person quickly
adljusts his expression oo gve oft the desired Empressicn
(Ekman, 1985). You need not worry about videotaping the

SCETEAFIO,
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While you may not be able to detset the inndal emotional
response, the fact that a new one appears = evidence of a
sk for his true feelings. Whatever impression he is exhibit
ing movw, i his expression ook a while in coming or changed
from something else, then assume it is not genuine. Ekian
_-.:..__._.u_”m. aul most _..x...._..__.__.ul are not aware of MUCIO-CEPOCESIINS,
since they appear before they can be morphed and probably
before the person expeniencing the emotion i even awise of

the emowon.

Signal 2: The Unconscious Spills
The use of pronouns can reveal a fascinating insight o

someone's true thoughts and feclings. “Statement Content

Analysis™ is a system that examines use of pronouns such

as “1" and “we." For example, it 15 unusoal for victims of

abductions, sexual batteries, and other violent crimes to refer
o the offender and victim as “we.”

Instesd, in recounting narratives invohang the cnme, ithe

victim usually uses the personal pronoun o refer to ham-
self and “he' or “she’™ to the offer

pronoan “we' imvalves 3 _._r_.._..w_c__.___unu._ closeness not u._.._...mn._.._

The use of the personal
in a crime (Adamas, 1994).

EWAP 8 HOT A fmend is relling vou abour her naghe

out with her boyfrend. Her story is
?.._._?.:.._.._ with the word we *We got to the club at 10
o'elock . . then we had a denk . . . e met some of his
trends . . . " Then, the narratve chanpes to, “He took me
home.” You can rightly assume there was a dispare of
scumee st between your fnend and ber boyfnend, ance

she meoves to a bess intimate recounting, For example,

DAVID J.LIEBERMAN

" and =0 o,
would more likely indicate a harmomniows ending,

"We drove home; we went home; we

Many applications of this psychology exist. For instance,
when a person is confident and believes in what he is saying,
he is mure likely to use the pronown 1" “we,” of :E...:.r.._.:._._
we feel less strongly, we unconsciously seek o distance out-
selves from our remarks and do not attach ovnership 1o our
wards, )

SWAP BHOT Ifyouask your boss what she thinks

of your mew idea and she responds
by saying “I like i," you have 3 higher probabili f
truthfulness. If she says, “It’s nice,” or “You did a good
jod,” she does not ke ownership of her sentence and
may not believe in what she is saying,

It is important to remember that all signs must be exam-
ined within the context of the simaation, and we showld avoid a
definitive conclusion based upon isolated signals.

QUICK TAKE A key component 1o graphology (handwrie-

ing analysis) looks ae the distince between
the pronoun “I” and the next word to help determine the
author’s erue feelings. If the distance is greater than the spac
eng berween ather words, we assume there is an unconscios
atternpr, by the writer, 1o distance himself from the SEALE-
ment. Additonally, if the propoun is smaller or lighter fless
pressure), then there is reason to believe the _,__.iq._..n is con
flicted or outright does not believe frmly in what he is
writing,

-
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Technique 2: All The World Is a Reflection

It is efren said that a person looks at the world as a reflec
won of himself. [T he sees the world a5 a corrupe place, e feels

at some level——albeit probably wncomsc

isly—that he is cor
fupl. 1f e sees honest workang _x..:m”..__... that is often how he
sees himaell. As the saying poes, “It takes one o know one.”
Out of the blue and with no real evidence, if someone thinks
YoM Afe up o £”__._£.._"_._5._._.... ask yourself, “Why 15 he so
m._.n_.._.v_u__.-u_mm-_...

In psychological rerms this is referred o as projection.
Projection is why the con arest i the firss one to accuse
another of cheating. If you are constantly being questioned
about your motives of activities, the accusations should set off
alarm bells in your mind.

How often do we hear of a jealous boyfrend constantly
accusing his girlfriend of cheating on him, only o have her
find out he s ._._u.b_...w.:n everything he has been acousing her of
deing? The methodology is apphbed i the following way:

If you ask someone if he is an honest person, he may
simply lie and say “yes™ However, if you wene m ask if he
thinks most people are honess, he's free to give his opinion

without concem for your ascribing the quality to him.
A window 1ndo has soal, n-_ﬂ.n._..”u_.w Maor ﬁ.xu.....q_v.
Transparency is obviously a concern—you want o make
sure he will not know whar you are really asking, Therefore,
we use the transitve propesty o deaw out his tae feclings
without arousing suspicson. In mathematies, the ransitve
property of equaliey is illustrated by: if a = band b = ¢, thena

bl =

1% DANYEID J. LIEBERMAN

wwant 1o find out if o person is ina happy mar-
riage. OF course, simply asking

ight is mot a mind-reading
technigque, nor ean vou be assured of BECULICY,

Therefore, we use the following system 1o more specifi-
cally pinpoint his foelings without ranning the risk of trans-
parency or anomaly. Using correlated information—one or
raro steps removed from the original question—you can pen
ctrate has real amirude withowt him thinking he is Eiving away
his true feelings.

SMNAP SHOT The queston is, “Ane you happy in

your marrages” The primary corne
lated stanistic is: people who are happy in mardage are
grareful for thelr spouse. The secomdary correlated seatis-
tic is: 2 person wha is grateful for his spouse tends not o
take advantage of her. The question asked is, "D you
think taking sdvantage of your spouse is simply “_E.._.“.. of
_.u._u!_»._..,q....

I€ he responds by sayi

“¥es," this is a red fag (though
certainly mof conclusive] that he may ned be ._.__x.,.._...n_.mh_._“_

happy in marriage, as he is taking advaneage of his spouse,
fieels she takes advantage o

i, o bt

Maturally, coming up with the nght correlations is essential
There is no hard-and-fast formula—ie is nos foolproot, but it
does bend the odds in your Bvor. Some correlations ane siatis

tically oriented, while athers are simply common sense. Ler's
BOE 3w __“—ﬁ_..lq _IIH.I_._-_nI.-__l.“
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SEMAP SHOT Adefense attomey wants to find out
whether a _.:._4_._:»_ jnor is for or
against the death penalty. 1 he cannot ask direeely or wor
ries hie cannot be sure of 2 truthful answer if he does ask,
he uses a correlabed Face: stadiitcally sheaking, @ perran aie it
for the death pemalty it against gun cowirel. Mowe, he ssmply asks
the jutar if she is for of .._1..;__.7_. i control. I he believes
the question 15 sall ton transparent, he can further corre-
lare it with a question such as, “Dwo you think gen mame
facturers should be held responsble for misuse or abuse
of their products?” Accondingly, he assumes thar & person
who suppaorts gun control is likely o believe gun manu-
Facrurers have a greater ‘wﬁ.n.i af __n_._EJ.. thafl s
who does not support gan contral.
Thus, the technique gives you a greater insight into the
persan's true thinking and, eombined with other technigues
in this section, can help you to know what 15 really going on

his head.

QUICK TAKE Owur physical schves are highly tuned to that
.E.._._.m_n.—._ [} r_ﬂ._—._ﬂu._.._u_”_..lu.p_hwﬂ. _“_._n ihstance, |
one m_.__"_".nn..i_.__n rest shiows the effects of vanous substanoes

on the haman body. 1f person holds his arm n fron: of his

bady, he will resist another person pushing his arm down.
However, once the person places a small sample of an
_..__-__.x..u__"_.___. substance, like refined swgar, in his hand, the abil-
ity fior his arm to mainin the same levels of strengrh is often
.f._.vnn___-u._n.u_u_—.h”_. ﬁ_..__-__.__.._u_._ﬂﬁ_.

DAVID | LIEEERMAN

Technique 3: Language Lessons

Language powerfully impacts how we perceive and, conse
quently, feel about what we hear. Good slespeople know
they shoukd suggest o a customer “Okay the paperwork'
instead of “Sign the contrace.” Beware when a person uses a
euphemism, an expression intended by the speaker to be less
offensive or disturbing to the listener than the word or phrase
_n :u-.l.-_uﬂﬁﬂl

For example, the military enderstands the influence of
wirds on attitude and behavior. People are more comiorable
hearing about a military action than a war, even though the
terms mean the same thing, We would rather hear abour col-
kateral damage than civilian property and lves being scoiden-
eally ."_.n_.._.._.____.ni. Casualties are easier to swallow than deaths,
and friendly fire is preferred over hearing we shot at our own
FOTCes,

In everyday life, we do the same thing: we may refer 1o the
taibet as the bathroom, the powder room, the men's room, or
ladics™ oy, Indeed, we would rather tell our insurance com-
pany of the “fender-bender™ than use the woed “eollision.”
And of course, lerting an emploves “go,” oF tedling him he is
being laid-off, is often the preferred language over being
“fired.”

So what is the practical applicasion hese? In a subele way,
smEtimes cven unconsciously, the hnguage a person _._u_....x
reveals i he is concerned you will nest like, sccept, of believe
the news.
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SNAPF SHOT After revicwing Theresa's prope vl

her supervisor declares, "Vour idea is

imeresting,” “thought-provolding,” or ely written,”
Without any folloa-up, Therssa can sssume he did not

like the proposal,

Of course, 2 person's style of communication, among
other varia mast be mken into consideration. However,

absent any other information and in conjuncion with one of

rwo other techniques i this section, you gain a much

inec the srmueston. L .x_.._u__.__._ A persan will directd v

greaber i)
say what he means, unless he has a reason to deviate. Let's

examine another scenarios

SMNAP $HOT Freds new gidfriend mentons she
stopped by o see someone wath

whom she was “friendly” some time ago. If she had sasd
dated, as was the case, Fred eould asseme nor mach is
going on. Her decision 1o use a cuphermism means she

believes Fred would nos take kindly o her whereahbours ar

she is not revealing the larger pictare.

Technique 4: Positive Markers

In the previous chaprer, we spoke about wsing negative
maricers _”_..n:._h_._”__._nu faklai] chew g and aleoholism?) o find
out if someone’s up to something, Here, we use positve
markers w0 detect whether a person has a favorable or unfa-

vorable Impression abeut K"__H__.._.r_._._n

40 DAVYID J].LIEEERMAN

SHAF SHOT After oo meetings with a pew law

_|=.._|_._. Ryan w % to find our B
interested the frm i in hir Therefore, he may sav, “Id
be really excited abowt working for a firm that ._._.um.x pas-
sion for pro-bono work inseead of teating it as an obliga

tinn,” Now, Ryan gauges the response

If the other person eliborsies on the firm's commitment
1o pro-bono work and purs forth his own personal com-
mitment, there ix 2 good chance the firm is very interested
in Ryan. However, if he goes right by the point or offers a
light agreement, they are less likely
he muay be wasting his time.

be interested in hime

To make the rechnigue work, the markes should be some-
thing subjective, allowing the person the option of amaching
himself to the markes, or ignosing it
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~ IsShe
. &w « Confident or
= Just Trying
To Play It

Cool?

....fr...m_.__.....c.._..__.m_.?.:p._.. is the first fequisite to great wnderiak-
ings.

Samuel Johnaon (1708 1784
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5 the poker player sitting across the mble from you confi-

dent or scared? Is vour date seally as sure of himself a3 he
wants you to believe? Is the opposing lawyer as happy with his
case a5 he professest Use these rechnigues to find out if yous
apponent ks }._.-__sm._ ﬂ_.n..n_. about his chances or just pattng up
a goad frone.

To better understand confidence, we must first chear up a
misnomer, Self-esteem i3 often confused with confidence, but
the pwo are quite different. The distnction is very important,
Confidence is how cffective a person feels within a specific
area or situation, while self-esteem is defined by how much a
person “likes™ himself and how worthy he fecls of receiving
good things in life. Simply, a person can feel good about him-
selfl yet not feel positive about his chanees under certain cir
cumstanees, and vice-versa.

For instance, an atractive woman may feel confident she
can find a date in the bar, but finding a date has nothing to do
with how she feels about herself overall. Likewdse, a man who
has high sclf-cateern may be a lowsy chess player, but he
“Nikes" himself. He will exhibir signs of deten rated confi-
densee when playing with a supenior player, vet his sclf-worth

remains unaffected,

A person’s confidence in a particular sitvation is based on

a varety of factors: previous performance, expericnces, feed-
back, and comparisons. As well, self-esteem can affect conii-
denee, Stadies show the greater someonc's self-esteem, the
mare inclined he is 1o feel comfortable and confident in a new

SITIEATICHL.
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However, the opposite is not true, A pesson placing a grear
degree of imporance on confident feelingrs physical
appearance, comssdenng himself to be artractive) may exhibit
signs of higher self-csteem to the untrained eve. Mevertheless,
i person’s feelings of self-worth are affected more by what he
deees (free-will behavior) and not what he is or what assets are

ar s r_.._v._t._rn._. Therefore, whar we MY perceive as
self-csteem is really an inflated ego,

Self-esteem and confidence are distinet pavehalogical
torces, and bath Impract the overall __aav.n_._... m_._-m_..-ﬁ_.__"_..._... While
it's interesting o note the source and impact, the angin does
nat bear any consideration in terms of evaluation, Whether or

not the person is confident is the :_.__._.. q_._mq_.“_u.. we meed to assess

here. Where and how it came about is ot necessary 1o our
evahuation. 5o, let's retarn to our immediate discussion and
see precisely how o gauge someone’s level of confidence.

g e —

QUICK TAKE When we are anxious or stressed, our abilins

tor fiowous is often diminished, Have you n.-._...ﬂ
miet someoae ata party and forgosren his name right afier you
are introduced® Look at distraction and the inahility oo .—._3..
artengion wowhar s going on a3 signs of temporary nsecurin: |

e ee—

Gauging Confidence Levels

Mow, well examine whar a confident person looks and
sounds like, so we can readily determine who is and 1m0’
secure. Depending on the sibeation, we can rely on one or
more signs, signals, and technigues. .
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The real secrer o reading someone’s confidence level lies
not in observatson but in filrerng our the signs intended 1o
gve the _ﬂ.ﬂ.__..:.q._._.n:. _m.__ n.n._.q.a_,._._fqn.n We will cover ?.m_.._:”.. knoam

signs of confidence; smiling, eye contact, and so on. Bur
because s of confidence are casy to fake, we'll tum our dis-
cussion to more complex factors that are easy o observe and

nearly impossible 1o manutacure,

Sign 1: The Physical

In mstances of extreme fear, when @ person is quate uncom-
fortable, vou will notice one of two distinet behaviors: either
his eves will dart around and he will beeome easily distracted,
becawse ke is on emotional high-alert, or he may frocee amd do
the exact _3.1_".__5?.... The Familiar “deer-in-the-headlights
resction is a prime example. Let's look at some other inviolun-
tAry fespodses a person has [ide or no control over:

The Fight-or-Flight Syndrome: A person’s face may
become flashed, or um white, with extreme fear, Look for
signs of rapid beeathing and increased perspiration. Additon-
ally, take note if he is trying to conerol his breathing to calm
hirmself, Efforts to remain calm will appear as deep, avdible
inhaling and exhaling,

Trembling or shaking in voice or body: Hidden hands may
tremble, If he's hiding his hancs, it might be an amemps to
hide uneontrollable shaking, His voice may crack and scem

INconsistent.

DAVYID J.LIEBERMAN

QUICK TAKE When we are nervous, we take things maore
linesally. When we lack confidence in a situ

ation, our mind wes 1o EeC ins _u_..:n_.._i_... and we aften canmot
see beyond face value, For instance, we will often have twou-

| ble processing sarcasm, because it requires a non-logical per-

spective, and this shift ir nking takes time

e ———— - |

Difficuley vi....._..__..__ﬂ.m._._wu Swallowing becomes difficult, so
lexak fiar @ hard swalbow. Television or movie actors, wha wish
o express fear o sadness, often use this behavior—hence the
expression “all choked up.” Throat-clearing abso is a sign of
nervousness, Anxicty causes mucus to form in the throat. A
public speaker whao is nervous often cleass his throat before
speaking.

Vocal changes: Vocal chords, like all muoscles, dghten when
a person is steessed, producing a higher sound, octave, or
piteh.

The “Blinker™: When people are nervous, their blink rane
increases. In a Newsweed arricle published Owceober 21, 19946,
Boston College MNeuropsvchodogy Professor Joe Teece made
this point regarding the presidential debates of Bob Dole and
Bill Clinton during the primary election: The normal blink rate
for somenne on television is 31-50 blinks per minute.

Bob Dole averaged 147 blinks per minute and 3 blinks per
second. His highest rate of 163 blinks ocourred when asked if
the countey was better off now than it was four vears agn.
Clinton averaged %% blinks per minute and peaked at 117,
when he was questioned about the increase of reen drug use,
Professor Tecce poknted out that in the five elections poor to
2004, the candidate with the higher blink rate during the
dethates lost the election
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Sign 2: Determining Focus
nn._u_umun. an athlete, musician, or artist who 15 in “the wone”

and flawless in his performance. He is not focused om himself,

his books, or his performance. A basketball player, for
instance, shoots the ball with the intention of making a basket,

All potential distractions are drowned our He merely has the

intention and he carrics it out without attention to himself, He
is not selfawarr or self-conscious, [f he becomes self-con-
he is hyper-aware—distracted from what he'

led berwecn him

1=

arvenuon and focus are ¢

dhaing—ansd
self, his surroundings, and others,
A confident person is able to focus on the objective, and

the “1" disappears. A nervous person hias an cgo consun i

his _._.__.__.i_.__“.» hecanse of fear, WOTTY, aned anxie ¥, and he can't
help but focus on himself, He's hiterally self-aware of every-

thing he says and does. What were once unconscious actions,

such as where his hands are or how he is siving, become part

4 actons appear

of a heightenad stte of awareness. Thus,
more awkward.

Whether in a meetng, on a date, or m an .._u_._..u:_r.»_“__u:.

when reaching for an object a person fecling in control of the
situation may do so without paying attention w his hand or
ble 1o dio this

: his cyes wi likely follow his

the ohject. The insccure person does not fee
_lvﬂ.ﬁum_._u}.. .—v.. 15 unsure nVn. _I__n =
T MoVements.

I
ivolved. There are four stages to someons's actons: swor-

at he is not

al mechanics

s further examine the psyche

SEROME rRcemhelenee 1% when a pefsan 15 unaware
performing correctly; smsdou ineompetene is awareness that he
has not sequired the shall set necessary to be as effective and

successful as he would like vo be; senncionr competence is when a

48 DAVID J.LIEBERMAN

person 15 aware of what he needs 1o do, but awareness is
needed in order to be effective; saomusom compeliemie 1% when a
person can perform correctly

._hm F LY u_.ﬂ._.._...nxuﬂ._.. W 1F] 4 _._m.w

full, or cven parrial, ancntion,

An analogy of someone who learns o drive a stick shifr
effectively illustrates the four levels What is ac first o
pletely fore

eventually moves to a skill level ar wh

h the

UL COMSE

drver shifts [ECArE W
doing.

The second, third, and fow

ly boeusimg an what he is

Tt
person’s competency and confidence levels, (The first level is
irrelevant, as the peTEOn i5 nedt even aware of what he is .._:.__._m.

let abone confident at in).

1 levels give us in

BMAP SHOT Dwringa casual conversation

eo-aorker, vou nemice she e
for

can of soda well within her grasp, She warches her
e denk. Then, the waiches her
T __ﬁ_.... Werar co-wo .r_..q i nervous and

unsure of herself and docs not “Frass

hand extend 1

:_._ F L]

EVER s

abilicy
what she has done hundreds of thousands of tmes
¥

wes do

lecfore-—take a drink—withour paving attentic

usially & mamer of unconscows COmpElEKce

LU =

MiCHAus  competenoe—a | ened  level of

HCATCNESS,

I yosia kivow: what to book for, confidence {or the lack thereaf)

15 gasy 1o spot. Simply observe whether or not the persen is

1's consder

focused on himself and what he is doing, [

another ....x..._.:__.._n,_
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SNAP §HOT Asinglemanwalksintoabas, hoping
to meet o woman If he considers

himeseli o be anractive and 3 good carch, his focas will be
on what the women in n_l__n. —-._Hq _n—..._r. __r._... __um_.ll _n."un_.vm_.__l.u-w

hemise]f o be ananractive, be will be more concerned with

hevar be apgears to them. In other words, his focus shifts
F_q.m..u_._p_.__..r o his bevel of confidence. A lack of confi
dence forces one to become self

%o ot anly will his demeanar be saff and mechanical, but

us o self-awan:

his objective is geared towands the impression he is

making om athers.

We know this 1o be true in our own lives, For example,
when a person has confidence 10 his words, he is more eon-
cerned that vou understand him and bess interested in how he
appears to you. When you're interested in making a point, you

wang to make sure the other person understands you, but
when you're less confident, your focus is mternal—on how
you spund and appear. You are conscious of your every word

"_..._n- mowement,

5o BDAVID j. LIERERMAMN

Advanced Signs & Signals:
Perception-management

When a person is nervous but tries to appear etherwise,
this leads to what is called perception MAAZEITIETH—3 et
S0N'S attempt 1o present 4 certain Image in order to conver the
“right"” effect. We discussed wha

ek for to tell if a person
& confikdent or insceure, Now, we are looking fur somethinyg

else. We can look for signs of someonc wrying o afpear confi
dent. We know a person pretending to be confident is nor
Evenifhe tries to fool vou by not giving himsel
previous signals, you will carch him here, as vou |
“bluffing” person looks and sounds like, .

Sign I: Overcompensation

A person engaging in perception-management generally over
compensates, If you book for i, in is laringly ..”._."_...____._m.
Remembsee, the confident person is ot interested in hew he is
coming across, He i unconcerned with his imeagre, unlike his
petception-management counterpart, who is consumed hy
others' impressions of him. .

SHAP SHOT A card plaer bets heavily and raises

the por, Does he have the cards of
simply gars? When bl i a poker hand, he wants o
show bhe is not dmid. He might put in his madey quic kiy
But, if he does have o pood hand, what mdght he do? He
wll ¢

berate a bit, putting iv in slowly, showing he is not

 suere Aot his hand. Mike Care, one of the foremsost

authorities on poker strategy, illuminates pumensus
instances in his book Poker Tall (2003), which revolves
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arcund this single aspect of human namare: a bbuffing
person will give the impression he has a strong hand,
while the person with 2 strong hand wall give the impaes-

sion that his hand 15 weak,

When people pretend 1o be confident, in a poker hand or in
the real a ._.._._..F.”. ._"__u._._;._...r._u_._.. how confident they appear _.__..
trying to ereate the opposite impresion of how they traly feel.
Agpain, while bluffing and trying (o sppear confident, a player
berts _"_.".__.ﬁ_.p___ (And when he has a good hand, he will actually

& IROTHEND O TWo, ﬁ_!_:.._..__"_"__.__n he's _"_:m.___r__.__n about what to
.

The principle applies in almost every simaanon. If he reacts
too quickly and assuredly, he is trying o show confidence,
when in many cxses, he really isn't confident. In contrast, a
confident person does not need 1o wll people he 15 confident.
Somecas _._ﬂ.:._.__"_..__.__h to be sure of ._.:..._._.. oF u._.__...w___.__h else,
will make gestures consistent with the amitede, often going a

lirtle overboard,

SENAP SHOT Law enforcement —._u.n_m...rwm_...u._:hu

kewowe that a person who is lying {and
o lacking confidence] wall often show deliberative, pen-
sive displays, such as stroking of tapping his chin, He wall
act as though he is giving senous thin hit 1o even the sim
plest of questions—in an amempr o appear as if he it
wrying very hard to be helpful.

Another indication of overcompensating with percepton

management is when the person unnecessarily ies 1o regain
the *._:..._...._u..___.xr.._n,.._ mL.,.m_._ﬂ._T.._..

DAWID J.LILBERMAN

EHAF SHOT Amandrops his date off herapart-

. It's late, [
think I'm poing to go to bed.™ I he likes her and is inse
cure, he thinks this is a ruse w0 get fd of him. He mighe

ment and she declares,

tespond with something such as, “I'm tred too. [ wasn't
going i neM D0 appear des
appointed. However, if he merely says, =
ng bt that effect,
manage hes perception by offer

stay anyway.” He is likely oy

be tred.™ or scwmer

why he doesn't mind,

| QUICK TAKE Sometimes, people pur up & strong

r__."u..‘_._.._v.“

tor defend their pos It has been the casiest poople

ey sell are those who have a sign saving, “Mo szlesman or

[
m solictiors.” The teasoning is this: these people know, de

doven, i a salesman did get to them, they would buy whar
ever he had ro sell.

Sign 2: Superfluous Gestures

Ady ___.__"J.nl._::_._v Ersture in a serlous situation s a sign

SOHMEONE ks tryings to act calim and confident. For instance, lyw
enforcement professionals know o

a subjoct may vawn as if
shiovwr he is relaxed, calm, or even boged, £ the person is sit

ting, he may slouch or swretch his arms, ¢ 'Ering more terei-
tory as if v demonstrate comfore. O, the subject ey be busy

picking off line, erying 1o show he is preoceupied with some
thing trivial amd clearly mot worried, The onky problern is thar

seameone who is wrongly accused will be ¢

mant, and
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not paving atention o such inconsequential activitics, nor
engaged in promaoting tee “right” image.

EHAP BHOT A detecive is mesting wath the paf
ents of & young girl who appears to
have been kidnapped. The hushand tells the detective the
gl may already be dead, Shortdy thereafter, he is handed a
cup of coffes. 1t he un“_..?:.._n_... with _._..n_.__.._._.“_.__n such as,
“Thank PUER T vich. I nesd this “_.q.?...qn._.p_uu.. like _xu.nwu;._..: he

B engaging in percepbon-mandagerment and erying o
canvey he iz polite, considerate, and well-mannered. ..

and something is likely very wrong with his story.

Another example of superfluous behavior is trying to look
the part, When a person alters his appearance (0 COME ACT08S

O way b_.__._ _“T_ﬂq_n. 5 0o reason ._ﬂ._ﬂ i, _l__n. _..__Z.I‘ ridl ._._n.u._.u_”_ ._un..‘.._

what he is portraying,

cnel homes

SHAP 3HOT A salesperson of

AWOELS & POten 1] _..__.___._".n on 2 Sunday
marning, When the sales agent mects her client, he is
his cgll _.__.__.__n.n,. and in the

dressed i a suit and te,

ddle of an *important™ call. He has to money,

54 DAVID J].LIERBERMARN

| QUICK TAKE 'The father of motvatienal rescarch, Frnest
| Drichter, says in his book, The Hasdbeok sf
Conrumer Matimations (1964), * We anempt ter escape fiear-pro

ducing stimuli. By producing fear, we can alter people's
beha

ever more infantile an

. When caught in fear, we regress step by step 1o

anmmalistic drives.” The more scared
a person becomes, the
regression, much like the way a person

re likely vou will see signs of

g for the oo
ofcam or other comfort fonds when fee ing uneasy, a per-
son's behavior will drift in a repressive direcion, The refore,

ok for physical manifestadons—anyt g from osal fixa
tion, siuch as chewing on a pen, o egocentric influences like
inCrcased anger, j lousy, FESCRIRMLERT, Envy BERTN

Technique |: Squeezing Signs

When we lack confidence and threat levels increase, sipns
of insecurity become more visible, Stedies conclude __.r__..
when we are around people we think are better-looking than
we are, we tend o feel less confident abowt our appearance
and ourselves. The concept is true, even if we did not feel
InsoCure iy

e firse place.

You see, by introducing 4 porential threar, we can mose
casly gauge how comfortable a person really is with himself
and the simation. Look for a shift in mood—if he beeomes

angry, ruce, inconsiderate, or exhibi general signs of anciery

or pnervosness, then be wante out of the situation,
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SMAP $HOT Adercerive is interviewing a suspect,
and the suspect seems confident

Either he is innooent or he is guilty but knows e has goa
an airtight alibi. When the detective informs the suspecta

o o s if he firs the

.__.__..;__E._._ e the 51

n_n aﬂﬂ.?_!v_u_. the _,._n_vﬂ-—..‘.._ may appear !P.___l:-.._.._."_ _n. _-__l. T... _n.___l_nu_ -
in hiz chances, or irricared and agitated if he is not.

R

QUICK TAKE A person i_.:.__n to bluff in mw.__n_..ﬂ will err om
the side of caution by acting r.__.__.._.,_”.. toasands
you. He does not want to risk gerting you mad, Fearing it may

__q_ﬁ._._r.n you imo calling his ber, Therefore, _m”p..u__ &0 some-

thing that nomally annoys him and he remans seemanghy

unbathered, or uncharacteristcally quiet, you can be Fairdy

surc u_ﬁ 15 OOE 30 n..n.._u_l__.,__n._u_n u_"—. HIE ”__.._w ._.._-_r_.__l._...r.

Tor aprply the psychalogy i any situation, simply reduce his
oddis of success, and see if he looks fu__x.._.."._»..._ or untathered.

5 & DAVID J. LIEBERMAN

How Are
cn e« Things. ..
Really?

_...
Don’t think you ave going to conceal thoughts by con-
cealing evidence that they ever existed.”

Dwight D Eisenhowar (1880 - 12969
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v did your coworker’s meeting go? Is your new
neighbor's giclfriend a keeper or on the way out? 18 yous
. happy with his new assignment? These tactics
i regardless wf

employee i
will reveal to you what someons is really fe

hevwr dght-Lpped he is.

Sign 1: The Power of Perspective

Have you ever experienced the ncrechible “on-a-roll phenam
enon,” when ahsolutely nothing gers in your way? You are
unstoppable and succeed every tme you tryt Then there are
times when nothing goes aght. Everythang you touch seems
1o e wromyg aned you're afraid to even get owt of bed.

What eauses us i get carricd along on such a streak? Fasci-
matng research shows i is cauwsed by the way in which our
transitional self-concept has been shaped around wnfolding
events. We see ourselves as thae kind of persun—hence, we

istent manner. Even events seemingly

v:..._.q._.w.._._.__ moa e

hevond a person's eomplets contral can be subjeet o this law.
Let's take a book at one area and it impact on our self-con

ies show when someone is presented with a small

n ﬁ__.__.ﬁ_”.. hritiiad E.r._.."_..

ﬁF._.___.

(=14 F._Hm .r_._.._u.na.._._:_..ﬂ_._..h__. _-_nu._u-.:.]u i, —s_ﬁ.

re
po agree 1o 3 langer request—the thing we wanted him to dovin

the first place. However, if he 5 not first presented with a
smaller request and r_..__._r_.._.__._n.__.:_. does not complete the

saller recquese, he has no unconScous  MONVAGON for

consisency,

58 DAVID J.LIEBLEMAN

| QUICK TAKE The following study demonstrates the

“foot-in-the-door™ rechnique—a tendency
for pet
comply later with a larger request. Freedman and Fraser
(1%96) asked homeowness if they would allow 3 huge
“DRIVE CAREFULLY™ sign to be placed in the frone yasd
Only 17 percent gave permission. Other residents were first
approached with a smaller requese—to put 3 three-inc
A SAFE DRIVER" iym in & front window. MNearly 21l resi
dents agreed. When m_-.._-._n_.a._nw._n."_ a few wecks later, the same
“ group ovenvhelming agreed (76 percent) 1o have the gigantic
sign placed in the frong yard,

. who have first complied 1o 2 small FequEst, to

When we take small teps in one direction, we strive o

maintain a sense of consistency by then agresing o larger

requests, Simply, people agrecing to the smalles sequest have
reshaped their z_.._.q..n_.”.?..nnv_ o include the definition: they are

serious about driver safety. Therefore, agresing to the larges
request is doing something for a cuse they already firmly
“believed” in supporing. The effect of

—u_u_l.n_nu_.-._n._u___u._
extends to many areas of our lives,

Ef you ask a room full of salespeople whether they |
had a similar expenence, all hands will go up. For example,

you are calling 2 list of beads and your seecesses come
streaks. Similasly, you find when things are nor going well,
they are :uL_.__. not goimg well, Ohur world, and how we interact
with it, is largely determined by our oun perceptions and our
perceptions are anchored in our self-concepr—the way we see
ourselves,
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A pe roon's ar.._n.d:_._nn.,_.: 1% H_.nn_..nL_..p. fixed, bat it sirerches
i ol derrit nd is altered depending upon rocent
events. Therefore, vou can often predict what has happened

by taking nodce of whar is happening,

3 Types: (a) Personal Specific (b) Personal
Mon-Specific, (c) Generic
() Personal Specific:

Research regarding memory and behavior conchades that
people base self-concepss on availshilicy or how casily ey
can bring information w mind. For instance, if you are asked
1o think of several tmes when you acted confidenty and you
are able vo recall the events with relative ease, overall, you
think of yourself as confident. Conversely, if you cannot come
up with an ﬂxus._m_.__... you can conclede thar i RS MO cau-
tious and hesitant by namre,

Thus, your subsequent behavior is likely consistent with a

cautious and hesitant mmage, ard you are more seserved in

e

yous actions. Oecasgonally, something happens
life—either o you or caused by you—ie make you tempo
urself and your world,

rarily reshape the way you see

SHAP SHOT A salesperson has lost three hig

accounts in the past few days, The
next time he walks ino a clients office, he'll be less sure
than usual and mare hyper-focused. Depending upon
inecrest level and how badly he needs to make the sale,
he'll become mone anxious and over-analyze the sinwton
1o make swre be i Yon top of it and 15 oot missng any-
hurtfial Of cousse, the exception is a

thing helpful
person who has lost several key accounts but

&0 DAVID J.LIEBEEMARMN

himself off, recite 3 few affiTmatons, and meet his next
cliens with renewed vigor and passion, However, this goes
Against the grain of hsman natare and 15 less likely o
happen. .

SHAP SHOT Apokerplayer has los mwi hig haneds
in the past ten minutes, His self-con
cepr is temporanly molded as very unlucky, or one not

playing very we
anmd—all ¢

sive play

His decision o bluff will be skewed

s being equal—he will not do so, Agpres-
andy bappen with a strong hand. The genecal
rde: he becomes more “gun shy”™ and is sttstcally less
likely #o take chances.

If you have ever kiworarn someone who has had a eraffic acci-
dent, his subgequent driving changes. For example, if he wried
o move into the left lane and did not see the oncoming car
that subsequently hit him, he might become mare tharough,
of even over-thorough, when shifting lines in the same Wy
again. Or perhaps someone who has been recently rear-ended
might glance up a1 the rear-view mirror more often, out of an

exagperated fear of o repeat scenasio.

(b) Personal Mon-Specific
Someone'’s transitory self-coneept 15 also shaped by

feneric situations. Even something seemingly innocuous, like

somenns paying you a compliment, can put y
“I'm-on-top-of-the-workd” mode. When things are “poing
our way,” we feel berer, more confident and optimistic in

other, unrelated sinsations.

w in the
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SMAP SHOT Bernard has had his teeth whitened
ir he looks en

and everyone tells
vears vounger. Therefore, he will be more inclined to take
o 4 new project of get behingd an idea thae he may have
d,

_u._.-n._.._. __-._w-.__. H‘llwm.w

A person with a renewed sense of confidence likely emcoun
tered or was recendy thinking abowt a sitation wherehy he

felt a sense of EMPOWETMCNE, FESpect, OF comtrel,

{c) Generic

ven reading the newspaper can change hoay we see our
world and ourselves. For instance, after hearng about a major
plane crash, people tend to overestimate personal vulnerabil-
ity 1o the nsk of flying. The reason 15 this: the crash is most
available in memory. The odds have not changed, vet our per-
ceptions have changed, Subsequently, our thoughrs, artitude,
and behavior follow, We biterally beeome mote afraid, even

though staristically and realistcally speaking, nothing has

changed.

SMNAP S3HOT A lifeinsurance salesman calls on a
potential  customer, Mz Jones,

whose co-worker, a fory-one-year-old man, died of
heart anack two days age. Mz, Jones' thinking gees warped
and his interest level increases. He believes life insurance

may be more important than previoasly suspected.

Whenever you wanl o gain 3 ghmpse o someone's past,
self in the present, By lesking care-
{ his outook is at all

natice how he handles b
s actions, you can pick up i
in which case you can susmise that something recenty

fually at

skewe
v he currently pesecives his reality.

_._x_._m._...._.n.nr oo aleer

L DAVID |.LIERERMAN
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Technique 2: “How |s He Feeling?”

Human beings conting seck purpose and eause in

events cither unrelated or beyond understanding. Ask the

petson to observe an unusual ye
ing. If he seerns 1o indicare it is ign of good forune, he is
fecling optimistic. However, if he says the event is an indica
tich of something negative, he is fe ing pess

arnbiguous event or happen

ixtic,

ENAP SHOT Johnwilks ourofa meeting abour a

new secret program for which he i
trying to gamer suppore. He cannor divulge any of the
mieeting’s detadls and is purting on his besy poker face o
avedd giving away any incication that the company will be
supporting his plan. If you wane 1o find our you merely
say something such as, “Did you know the office clock
stopped at exactly 7:11 and then began runmang again® If
he responds with s

cthing like, “Mothing ever works
right around here,” yow can surmise he i not feeling good
about his chances. However, if he responcs with 2 seae-
meent such as, “Mavbe we should po ro Atantc Gj ity and
Play blackjack,” you can assume he is feeling more opg
mistic about his recent meeting. Repasdless of what a
person chooses o reveal concemning his feclings, no
marter howr neutral he tries 1o be, he often can's avaid the
us leaks that spill ineo che eurrent sington,

RIFIC O
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Technique 3: Contradictions

Individial gestures need o be looked at separately and in
pconjunction with what is bemg saicd. Besides obvious inconsis
tencies—such as shaking of the head from side o sade whibe
saying yes—subtler but equally revealing signs of somecne’s
true feelings exist,

Whenever you are faced with dual messages, hese 15 the

f thumb: trust emaotional displays over the spoken word

& a physical gesture, facial expression, or words ane

incemgruent, you can be faidy sure that whart this person says

is different from what he believes

EMAP SHOT A man i frowning or has his fists

clenched while ﬂ.z:._..v.n_u*.. 3 Jove

fooe his girlfriend. He is nes feeling very boving roward bher.

C0r your car mechanie, a faint smile, tells you be is
sorry, but the par he ondered came in wiong, Assume he

s ot gorry, the pamn is pot wromg, or both

W often witness tvpes of dual messages but quickly dismiss
them as cur brain secks to organize information in an eastly
digestible way. But if we pay attention, we can hale the naral

n selection and see more clearly what's

process of informa
really going o Beware of the following signs that the mes
sage intended For you i not the real one:

8 The riming is off besween gestures and words.

= The head moves in a mechanical fashion

® Gestures do not match the verbal message,

® Emotional gestures” iming/duraton seem “off.”

L] DAYID J.LIEBERMAN

QUICK TAKE “When human amx:.._r..n_ i5 reconded and
_.__u..n..._ backoards, maxed wih the _n.__.__X.T
short, very clear staternents can somctimes be heard,
Reverse speech is deseribed as another form of human com
munication, Advocares seate langaage is bi-level forward and
reverse. As the human bran constructs the sounds of
speoch, it forms sounds in a way that two distinct messages
are spoken simultaneously—one forwards, which is the con
soiows mind speaking, and the other in reverse, which is the

unconscious mind speaking,

Technique 3: A Clean Slate

Generally speaking, the more optimistic a person is about
her furare, the more torgiving she is of the past. The principle
is most evident in situations when the frast is directly assoc
ated with the future. The psychodogical bink offers us a fasci-
nating window of opporunity to gauge a person’s truc
m_..ﬂ.__n_v....w and _._.._.__._x_.__.m. about & cufrent situation by coatrastng

her feclings to the linked pass.

SMAP SHOT Hillary's former business partner,
Crary, is qﬂqﬁ_..__._.:, to the same paten-
tial client as her fiem, Afver Gary's meeting, Hillary simgly

Haowever, if he thinks his furure concerning this account

i nod positive, his response will reflect his erue feelmgs.
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When things are going well for us, we are maore forgiving of
the negative experiences that got us here in the first place.
However, when we feel thwarted or frustrated by what we are
deing, we tend o be mone hostle toward the people and cir

CUMSIances .uw:__:_._w s to e an “this mess,"

SHAP SHOT Gwen wants to know if things are

sericas with her fonmer fancée and
his mew Eq_"_.u._n_.__.“_. Parm. OFf course, she can asle, b
there is lictle surety she will geta trurthiu] answer, There

fore, she muay say, T wamt you o konow 1 valeed the dme
we were together.” Mow she simply gauges his response.
If et is saseastie and nude, he is probably not feeling wo
good about his current flame. However, if things are
going well with Pam, he will likely respond with some-
thing pentler and kender. OF course, knowing his person
u_.i.. is :q_.ﬂq._.r._ in mn:i_n a baseline, If he _..Eu__._.... Rexnis

wovavard bednyg overly sarcastic or overly nlee, you need o

know before you offer yous declarzoon,

DAVID J.LIEBERMAN

QUICK TAKE Maood s u..._.z.__,. indicatve of a person's pres-
Nt situation; it is meore often a funeton of
the future and sometimes the past. When in a good mood, a
person lkely anticipates something pleasurable. Oine can be
0N VaCaL nd miscrable if he is thinking about poing back
to wark the next day, Conversely, one can be ar work think
ing about his upeoming vscation in Hawsii and e will be

]
terrific mood. OF course, a person can be in a bad mood
because of soenething that happened recendy. However, sta
ustically speaking, mood is a function of the future, and if
ot can pube oWt A feoent past annoyance, you have greater
certainty he is thinking of a furure event.

Technique 5: Eye-Accessing Cues

Meuwroling

hypoosis, can give you intercating insight into a person’s

tic programming, an offshoot of Milionin

nking—specifically how thoughts relate 1o eye movement.
For instance, have you ever noticed a daydreaming pesson
stares off into space, usually with his head cocked slightly
the right and eyes o the upper left (for dght-handed people)?
The following is the peneral schemat:

When a person books up, he is accessing or recalling visal

informanen, I a rghe-handed persen looks up and o his left,

it indicates he is visually remembering o past event. (For a
left-handed person, the opposite is true). We find if a person is
lsoking up and to his left, (your righr) he is constructing a

visual image.
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Generlly, most nght-handed people move their eyes up

for visnal, scross for auditory, down for language and feclings, O 1
- Gauging

right for constructed data, and left for memones. |

SMAP SHOT The first thing you wamt o do is EH Mﬂwmw_ R —jﬁm—.mm.ﬂ

. - L ]
desermine if vour masget fs o the ..__._..r. !.-.w_.

general nght or left-handed eategory. You can do this by _l.m<m_ m“ — m _l_ m

.n..__.._v.__.. »zr:._r him the colos of his first car. Once you have

hus representatyon, you are able ta detect his neal ___._m_._r__._n _ ﬁ .H
Fog instance, you a5k v ﬁ.Em_.n.....E. why she came in late, —I_ m —.mm m 5
and she responds by saying, “There was such a bad car

sccident pight in front of me.” Then you might ask some O —. D —.m %O..—.._

thirg such as, “What colos was the car®™ 1f she goes into

o o et e el mods, you o et Wastin g
Your Time?

“Half the time men think they are talking business, they
are wasting time,”
Edgar Watsen Howe (1853 - 1837

DAVID | . LIEBERMAN YOU CAN BEAD AMNYOMNE X




ow, let’s find out if your date likes you or not, if your
co-warker is really interested in helping you with your
project, or if your prospect is interested in your product.

Onar ability to gauge whether a person is niterested 13 not
difficuls, if we ean see clearly. The problem is, the more we
want something o work out—a dare or 2 sale, for example—
the less aceurate our abality to ohjectively discem another per
s0Mm's mbereit.

When nur perspective Narrows, we become maore feurotic
For example, when pursuing sarmething of ut..uﬂ..;.n_"— mpor-
rance, such 18 a project of relatonship, we may analyze every
thing and give it an inflated sense of importance. Our interest
has the capacity 1o consume us, becoming our whole workd,
Thercfore, the best thing we can do s look, a5 objectvely as
possible, at the sization and ask, "Tf i sar Dappentng to a frived
of merme, wbat adyicr would | give ber?

A person interested in someone or something shows ir,
even though he may do ot say something to keep his true feel-
ings hidden. This section will eover ewo techiniques, tao basic
mf._._m of interest and an a.,.u_..n_l.u. —._ﬁu__._.__. __.."x"._-..qr:.__._-_:..x.nnw to

quickly gauge anyone's level of interest in anything.

ia DAVID J.LIEBERMAN

Technique |: Self-interest

Remember this geaeral rule of thumb: people act in their
own best interest. Whar is the great insight here? Whenever
you are quesBoning & person's desre for soemething, mwide
what bt does, rot _._.us......u.._.._.m..__. what he SAYE

SNAP SHOT A person saying he is too busy o

pursue something of interest = not

eruthful. And we would see this morse often if we were not

cloaded by our own desine for his interest to be ¢

Ask this person to invest something, anything——tme,
money, enery—and see if you get excuses or compliance

The mose willing a person is to mvest of himself, th

oare
inverested he is (assuming you filer out pereepton-man-
agement). Life is a matter of priodtes; we all have them,
and we make tme for what really maners w us, When a
[PEr sV that he has oo time, he often means thar it is
nod worth his e,

Sign I: The Eyes Have It

Papil diladon can be a very effective way o gauge somenne’s
interest. When a person is imercited of asoused, the pupils
dilare, lerting in more Bght, allowing him o “see elearly™ and

BARNET O information, When someone i less receptive, the

papils constrict, I is w0 casy 1o dismiss the idea as impract-
cal, but please know, if you pay attention you can obderve the
changes with the naked eye. Researchers Lubow & Fein,
(19965 have found thar by measuring H..FTn H2C 1N PEEpOnse i
photographs of crime scenes, they have been able o detect
people with guilty r_.__"E.m?._._....n. T percent of the tme and were
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able to e
i dome.
In facr, some market research firms install hidden cameras

inate people without such knowledge 100 pervent of

to measure pupil dilatien to determine shoppers” responses as
they lowk at  differert products  and  packaging
“Pupilometrics™ is the name given to the method of advertis-
imgr research in which a study is conducted of the relationship
between a viewer's pupil dilaton and the interest factor of
wvisual srimuli,

Additonally, when a person is very intesested, look for the
cyes 1o be open wide and, perhags, for the mouth 1o be open
Like a child who is surprised with a new oy, his eyes widen
and his mouth opens—to take it all in

SMAP §HOT Anzreshibitorshows several pieces

o an appraiser, and o
observes: the gaze of the appraser lasts longer on one
jpiece than on the others, ..._.L.,.._..._..r..__.._.__”_. magnifications

is what he

the security cimera mpes show his eves widen and notice-
able pupil dalation. The appraiser, regardless of whas he
says, has a presver interest in this pieee than be does the
others,

Sign 2: The Eyes Have It, Again!

With heighrened interest, a person may be trying to look disin
rereated, bur will keep his atten on the object of his inter-
est. He secks immediate feedback. Understand, he may no
like and may ev en e fearful of his siuaton, but we can say he

has an elevated level of mterest in the outcome.

nr instance, a petson with a phobia of snakes may

become panicked in the presence af the reptile, bur her arten-

T ODAYID J.LIEBERMARN

Bl Wi

st leave the snake. A person being arnacked with a
kenife will focus on the knife because he wants to know exactly
where the knife is at all dmes.

Yet, _.__".,.._....Dn.._u_"_nn_-__“ if a ETCWN man is met _u”. a five-
year-okd wneldimg a toy knife, his level of attention will not be

the same, Only a heightened level of interest will cause a
prerson to focus om an object, as he secks immediate feedback.

ENAP SHOT Apokerplverplsces larges bets than

are customary for him and then waits
fesr his opponent 1o see, faise, of fold. If the player is Bluff.
iy, confidence is down, and his interest in what the other
player
plaver that his eves will continue 1o glance ar his cards or
become transfined, depending on his skill level, on his
opponcit’s hands, He sceks immediate feedback and his
opponent’s hands will reveal to him what he will do
next—ign b0 his chips or fold his cards, If he's not bluffing
and less likely to lose, he may glance cas

do is _u...__.-x_-__..ﬂ_.‘. __H.ﬂ .F.__l._ mstice N A MOVICE

around the

FO0AE 31 hiE :_.__a:_.._.._.__u. faces and at others, {The more
expenenced will engage perception-management, though
gve
unconeered).

meclves away by preeending o be
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QUICK TAKE The next time vou find yourself in a restan
rant, __.Eqr. 0T u_.__.._..__uhﬁ public or prvate, I
and you want to know if someone is interested in you or :
watching you, look up at the ceiling and ransfix on a single
paint, Then quickly nam around and see where he is looking,

If he has been watching vou, he wll be __..:r.__._._,.. at the same |

thing you were.

Technigue 2: Curiosity Reveals the Cat

“Cunosity Reveals the Car™ is a grear technique that works
n meost situations. The basic premise is this: 2 person inter
esned in 4:._.5n.q_.__a.r_. oF SOTeHLE wants more information than
spmedne not so intefested. With the e ..&_._ﬁ.. W CREals %
sense of curiosity, and if the person secks to investigate fur
ther, we can say he's ar least maldly mterested. 1F he's not cun
g, then be is uninterssted. The secrer is o filer our idle
curiosity, wherehy the person has to do something in order 1o
satsfy mtencsts. You can apply the ._..r._.._.._.__s____ﬂ._. af the
—_n_.._._._..__.__..:.. ina ._u._;._....m._b af WY,

SMAP SHOT Let'ssay you wane to find out if your
old company s sull interested in

having vou come back. You can send your conezct a blank
If she is interested in you, she is cunous about

ant o write (of the file vou “forgor’™ wm

attach) and will e-mail you back. If nos, she will likely

ignore the e-mail

You can also use the technigque to see how motivated some

ane 18 1 do somethang, You need 0 create an incentive for

DAVID | . LIEBERMARN

him 1o move; the more energy he invests, the preares his inter-
est is assumed to be,

BNAP SHOT Inasmall company, Denise wants to

find out if & co-worker is interested
mn moving 1o another department. She does not think she
will get a straight answer by asking him outrght. She will
say saemething like, *“Tom, | hear accountng has an open-
ing." (M eourse, he may iquire further about salary,
howrs, and 5o on, merely bocause be is iy curious. There-
fore, she ups the ante so that Tom has 1o invest kimself in
order to ger more information, I he is interested, e will
Dienise continues with something such as, “1 hear they
want someone who's not a clock-watcher and stays late o
get the job done.”” Now, she ssmply notes whether he
leaves a8 usual or stays on a bit longer.

Technique 3: Shifting Reality

A person's confidence werscly proporsonal to his
mterest level, For instance, a woman who considers herself vo
be atractive has high confidence in her appearance. If she
finds herself in the presence of a man she wants desperately o
impress, she will become less confident and secure sbout hee-
self. Another example is a man who has been out of work far
several years, Should he finally land a job interview, his confi-
dence level will be lower than if he was already working and
looking to change jobs.

The more interested we ane in something or someone, the
more consumed and concerned we wall be with our abiliry 1o
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ohtain the object of our interest. Ol pergectioe marmows, and we
become hyper-focused. e abserve imterent thrawgh the denr of confi-
dener o wiorperna, For examgple, someone w weveral job
offers is likely to see and evaluate cach offer with great ohjec
ove ,.W__FM"_I.HIF.F..

However, when a person has been unemployed for two
vears, has a stack of bills on his kitchen table, and finally lands
# job interview, his perspective 15 different. He will repeated]y
o over the interview, thinking about it nonstop, obsesing
over every minute detail, all the while fearing he won't get the
jobs, Such a person is obsessed only because his options are so

limndred.

When you have the ability to engmge the person in conves-
saticn, the technique allows you to get a specific reading on

the person’s degree of interest. Below is a quick outline of

each step. We will explore each one in more detail and cover a
few examples 1w show how it all works topether.

Observason: You want to gauge howw mterested

he appears o be before vou say or do anything,

Step 2 Realisy Shift: You introduee informarion, making him
believe his chances of getting what he wants are lessened.

Step 3: Observing Response: You simply observe his behav-
ior. If he becomes annoved or frustrated, be s clearly inter
exted. However, if he does not seem bothered thar his chances

have dwindled, YOI MAy assume he = not so interested.

Step 4: Mon-Restncove: In order to avoid geting a false read
ing because he may believe he never had a chance and will
show no sign of annoyance, you go the “other way” and intro-

duce 3 resson why he can pet what he wants. Now, if he

DAVID J.LIEEERMAMN

becornes excited, you know he s interested but doesn’t
believe he can nua__. uccesd iy geming whan he desites, Let's

see what these steps look like in greater depah:

Step 1: Initial Observation

If the person appears to be confident in minal observation, we
can conchede (3} he is interested in a favorable outcome and
feels good abour his chanees, or (b)) he s not interested.
Simply, if he's not interested in something, he may appear
confident merely because he doesn™t care, not because he is
sure of success, And of course, if at first review he appears to

be lacking confidence, we conclude interest is high.

Step 2: Reality Shift

Through a “Reality Shife,” we reduce a person's pereeived
chances of being successful and can then gauge his level of
intercst. Remember, the greater someone's perspective, the
muxre clearly he sees reality; the opposite is also e, By anifi-
cially marrowing someonc's perspective, the less clearly he
sees, foreing him to run toward what he wants,

1 you want to know if 3 pesson is interested in someone or
something, you narrow the possibility of his obtaining it. 1f his
confidence level falks, his level of miterest is derermined to be
high. 1f his confidence level maintains itself, his interest level
is loar, thus taking all of the guesswork out of evaluations.

Step 3: Observing Response
Onee you engnge the “Reality Shift,” you merely look for
sigms of demanished confidence and a shift in mood. A person

wanting something but fearing he cannot obtadn it will move
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into a state of constricted consciousness, At the expense of
clarifying the obvious, below are signs of both low confidence
and poos e,
® Signs of falling confidence are: nability te pay attention,
nervousness, or uncemfortable sh g and posturing
{please see previous chapter for more in-depth signs and
signals).

s of a diminished moeod are: angry, rede, casily Fras-
i, annoyed, in mking-mode, inconsiderate, or lack

T._n .u..__._”_q._......vm__n._.

Step 4: Mon-Restrictive

In what siruation o t there be great interest yet the person

showws no signs of concern even when his chances appear to
i The answer is, wher ...__:..__....1._u.a teteanr b mever aid @

e drwinie
chanse.

“The person, beligving be has no likelihood of seccess, i
nat confident despite appearances. He is not in the game; we
hawe 1o par him in the game.

For example, 2 high school student with a C average wheo
scored 2 600 on his SATs is not going to bite his nails over his
application o Harvard. Again, if the person feels he has no
chanee, he will not exhibit signs of nervousness or anxiety
over having his odds reduced. To avaid geing a false posi-
tive, we want to bring possibality into his realm of realicy, 1F
vou think he's so cool becanse he's out of the money, put ham
m:_ the money and see if it makes a difference.

Mow let's put the steps together to see how this technigue

works in a real-world soenario,

Ta DAYID | LIEBEREMAN

BRNAF BHOT A sales agent wants 1o gauge his cli-
ent's .__..:.._..__n.u._.r. He seems interested,
but evervones u__..,..n.”_..a does, and the AgENT WanLs 1o knioar

for sure. The salesperson needs to shift perspective
and z=e 1f the interest level rizses or falls, Fe will Sy SOme-
thing like, “Me. Smith, you should know the finance terms
are maore restnctve than with most investments.” Moa he
gauges Mr, Smith's response. If he does not seem o care,
he clearly has no confidence in his ability to pay back the
loan. Barif he gets annoyed, there exists both interest and
confidence in his ability to pay what he previously
assuamed was _.?..__._mu?._ Mo, it is rimse for the final shife, 1T
the agent does not perceive much of a change in
demeanar, then if could be becanse the clisnt iz ..._.ﬂ_in 0]
accept any terms of he has zero confidence in his ability o
make thas deal.

The agent informs his customer that he can possibly pet
him this kouse with zero down, If the customer beging o
agk more questions or becomes giddy, excted, and more
animeted, the zgent knowws the house has now become 3
greater reality fior the client. Confidence in his ability to
w..nnqn._nﬁ.E___. oibstaan whiat he wans was m_._:"F:_.. diminashed,
based upon the original terma, This confirms high interest
and low confidence.
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Ally or

<« @+ e« Saboteur:
Whose Side
Is She Really
On?

“It is easier to forgive an enemy than o forgive a friend."
wWilliam Blake (1767 1827
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5 she for vou or out to get vou? If you think someone may

e sabotaging vour efforts when she appears w be cooper-
, use the following echnigques 1o find out quickly whose

side she's on

Technigue 1: What Can | Do to Help?

The techaigque works on a simple and known premise: a
cooperating person is willing 1w do what makes sense in order
o help. But the sahateur only wants to give the imbresion he s
cooperating because he doesn't really want to help vou. He is
aware that any appearance of cooperation will be viewed more

favarably than if he were to ove :"_._. refuse n_.'._r.._ﬂ. The ohjec-

tive beee to discern if your *suspect” s giving the imprcs-
sion of cooperation or is actually being cooperative.

To u_.nn__.__.:l.,__n_._ your _.q..cu_.. make his _.._._..u._u_.._EE._.__._ n_._ﬂ._n.._.u___._n
I believes is not inherentdy observable—he is free to act in
his o best interest. Meaning, if he is a saboteur, he will try 1o
throw off the test.

Ler's say a police detective has a suspect in custody. The
interviewer informs the suspect he will shorly be given a test

to determane 3 he is being truthful. In osder for the rest o

work, e must ey to remain as relaxed as possible. Otheradise,

the test w v work.

Here is the psychalogy behind the [Process The suspect

oAWID J. LIEBERMAN

believes the sccuracy of the testis contingent upan his level of

conperation. Therefore, if he does whatever he can to cooper
ate—aghich in this case s hmited n._.....nu:_n..__p. b0 u.p._ﬁ»_:__._._..n
calm—he i imnocent, However, if he whes 1o undermine the
effecavencss of the test, you know he does oot want (o coop-

erate. Here's what the dia gue mipht sound Bhe:

SHAP SHOT The interviewer sits the SUSPECT
dowmn and says, Ty ._:_.__._. I think
kly. I'm g

kel oof st thar takes only 8 few minses, Tn order for the

we can clear this up g

jf b Ve VO 3 new

test 1o work, it B imporant you remaln ad calm and

relaved 08 possible. Otheratse, it won't work, IF you can

take some good deep breaths and not move arounsd in the

mext few minutes,
when we being in the test, If you Bdget or move arouwnd,
the test won't work and can’t be used ar all.”

be able to get an accurate reading

Then the interviewer is called away suddenly and leaves the
roomm, while the suspeet is observed through the one-way,
This “sudden opportunity™ for the gailty person e void the

testis much oo good wo pass up. If the suspect remains seated

and tries 1o remain ealm, be wants the test to work, indicating
zets and the

_.-P.._.v."u_._ W

his innocence. If, however, he moves around,

like, he 15 probabdy guilty, Remember, the g

to avoid an aceurate resding while the innecent person wants
the test to be as accurate a5 possible,

By gauging the suspect’s real level of eooperation—how
calm he tries o remain—you can determine his palt or nno-
cence quickly and with high cemamty, Here's another examiple:
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SNAP SHOT Cahy has been trying to pet the
neighbaors o sign a petition allowing

hier ta put up her boliday decosations in the small public

area susrowmding her community. While speaking 1o her
neighbors, they all seem cooperative and supportive of

her idea. But she’s not so sure because the wwn bo
nod—and she has
her suspicions the complainers include the Foley fam

vl ber several nerghbors had comj

S0, o find ow e Foleys are for or against her, she

simply knocks on the door and says, “Here's the petition |

need u:n_u!v: e ot o run now, b iF YOI CAn *.__,...._.:..
p.m, then [ can

leave it outside mv doos o kaer o

return it on me.”

Once they apree, she simply waits for what happens nes

If they mystericusly “fongret™ or it “hlown away,” they are

chearly mot for it OF course, if they put up a reasonable resis-
tance to bringing the petiton across the street, it is possible

they are not amongse her strongest supporters, [f they |
by her dooe o time, it s probable they are for her campaign.

Technique 2: A Free Exchange

u always needs information

I
o be correctly exchanged. When he knows whar you know

The person wanting o

and you know what he knows, he is in the best position o
serve you, However, when he docs not care to make sure you

_u_u..._.. all q_._-.l _.h..un.... ofF ..-.u_._._—.__.—..lnmv sCemeE Inhormano, Tou —n._.__._.;.,_. N

he's not fully, or even partially, commined eo b priragr vou and

might be out to get you

LI | DAVID |.LIEBERMARMN

BNAP BHOT A coworker says she w

prepare for a meeting with o client,

help you

Yo aren't sure what her motivation i5, 0 you pait her to
the best by baiting her with o bit of information she knows

15 now true and waiting to see if she corrects vou Yo

hing like, “Mancy,

wonald say s e elbent is looking for

4 campalgn that's serious, but has some humos, They
really like what we did For them last year, so 1 think we

shomld do semething along those same lines,"”

Mow, the truth is that the clicars have not been happy
with the previous campaign and Mancy kmows it. S0, if she
doesn't speak up, she’s not for you: she wants 1 sabe wage
WL

So, the next time you want to find oue whose side s HNEORE is

really om, throw a misassumption—aone she's sure w0 know

150 true and could be §

fious to vou—Eabo the conversa

ton, and notice whether or not she corrects YO

Technique 3: The Eager Beaver

In this techn

b2, YOU £an gEisge a person's degree of oy

alty by determining how agreeable he is under the specific set
of circumstances. Now, the typical challenpe is that the mwbe
Fraor afipearr agreeable, You have t apply some tactful psyehaol
ogy. It works like this: you ask the person 1o give you
something he can reac |

offer at no risk to himself. Then you

turnt up the heat a licle by purting his petsanal intcrests in

jeopardy. The rechnique has to be done in fwo SIEps.
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SNAP BHMHOT Yourea police officer canvasang a

come seene for wimesses, You
apperoach a pers happened.
If yera mierely ask him, “Did you see anythingr * amd e
Mo and proceeds o walk away, you

w4l think sow _..xu_...__..p. "

responcds by saying,
don't know if he

are pretty much out of optons. You &

saw something and is uncooperative, or if he's telling the

wath.

‘Therefore, you will begin with an innocuous queston,

peosting whethet these is a change i aopenstion and tone of
conversation. For instance, you might say, "D you feel
comfortable living in this neighborhood?™ or “THd you
grow up around beee™ You see, the questions are fairly
non-threatening, (nce you engage him m conversanon

7 this harmless parrer, you switeh the foous and ask

i question: “Dad you see what happened?” Mow,

veua koo e 1 an unco-
ppened but

he says no and wwies i walk

opertive wimness who may know what

st want bo get invoboed.

However, if he say bur stays and continees (o engage

vou in conservation, be 1 probably an all r and truly will
img 1o help vou. OF course, if at any time he acknowledges
e save something, you can assums there s ud_.mE_.__ﬂ_ﬂ» L{s]
help. Take a ook at amother applcation:

SMNAP SHOT A phnt manager believes one of
three unauthorzed employess who

have aceeds to the warehouse looked theough some confi

dential boes, She says the follewing to the thres suspects.
“WWle know that a pamial image of the thicf was caught on

bioushy mot true, otherwise he would not need

R

nrerview them) and the company logo is missing from

B & pAwWID J. LIEBRERMAN

his jacket. Can I ask you three o ._.._1:—n YOHIE COMMpany

jacker o my officer
You have three people whe presumably will be able 1o
produce 4 jacket with loge muact, The real culprit is
thalled because be is abde w offer “proof™ that he

o
guiley because his jacket s noe missing 2 logo—in facr,
nuwe & the jackels are.

Mow the technique takes a twise when each emplovee
comies to her with the jacker, she adds, T was wrong, the
camera did show .__”r#..._._. but the ITIAQE WS VEry unclear so
we didn't see it at first. 50 instead

want i ot the
jackets for traces of “warchouse dust"—you can leave

yours with me aow, or just drop it off befose vou leave

work.”

Mow, she has him; the innogem person will leave the
jacket m order 1o _"__...mﬁr__.;. leas kis i

. The guilty persan
wanes 1o clean up the garment (likely offering a very poor
excuse as to why he needs 1o ke it with him) before he
submats it for esting,

You see, if she initially asks the theee men to twrn in their
jackets 1o be twested, shell have no way of knowing who
will be cleaning the jacket and wheo will deop it eff without
“tamipering with the evidence.” By informing her suspects
of the new eateron, once the jackets are in her prosses-

sion, she can readi v tell who s COOpET: ol who Bsn'e

Technique 4: The Six-Star Test

In my bk Gt Ammene fe Do Anyibing, § explored this very

idea with a very simple test. In general, if you want 1o know if
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someone is a pood frend, a fake or using you, try the fellow-

ing to sec where her lovalty nea

Interest: One impomant criterion defining a friend 15 how
interested the person is in vour life. Tell her about something
Sk i ) lifie aned see if she calls to follow up
and find out what happened. If she docsn's, call her and see if
wns it. Fimally, if she doesn't bring it up, drop a hint

and see if she even remembers the previous conversaton.

Laoyalty: Tell a secrer about a mutaal fricnd and see if it gets
back to her, True friends know the value of wust in a relatson
- Hoverever, make sure o et your muiual Frcnd's pEr-

mission to tell her secret,

Pride: Anyone can tell you to “cheer up.” It makes them feel
good. :.._....._.._.___ pats you on the back for a good job? Friends
oot driven by envy will commend you, Your true fricnds are
proad of ¥ weomplishments, not jealous of your s
when

cesses, Lot of people are willing o “cheer you uf
things aren’t going well, but it's meore difficult to find some-

you when things are going well

one who will congranslare

Homesey: A true fricnd ells you what you don’t want to hear.
She's willing to have you be upset with her, if it helps you
Dhoes she tell you things for vour benefit, though she knows it

r make vou upset with her?

Respect: Tell her there i something exciting going well in
vour life, but you absolutely prefer not o alk about it nght
..._..u..__: and see f she presses youw. There is a difference between
curiosity and concern. I she “must know,” she is interested

thee possip and not in you, A yood friend respeces your wishes

and gives you your space—for now. She mighe brng it up

oAYVID |J.LIEBERMAN

Erom Gk to ame, because she s interested, but she will not
constantly amnd i tately press vou an the subject iF vou
have made it clear you choose nat to discuss it now.

The reason you use a positive “mystery o feat o mepa-
tve o, is that a good friend feeling something is wrong o
that you are not well will insist on ru_h.._s.__.__n now, because she

is concerned. You don't want to “test” your friend this way,
because vou wouldn't want o warry her.

Sacrifice: 15 she willing to give something up if it means
making vou happy? Will she sacrifice her own pleasure for
yourr happiness? Who decides what you do together? Is the
ward “compromise” in her vocabulary? When the chips are
dorn and it's you sgainst them, most people seramble 1o peo-
tect personal interests. Motice if she's the one who has an ides
o a plan to help both of you “escape unseathed,” or she wries
o save hersell amd protect her own interests
It"s wery important to remember that

tmes, become absorbed in our own res amd can't casily
focus on somenne else, even when W Cane .m_.._..ﬂ.___. for them,
Therefore, don’t judpe this person based on an isolated

encounter, bur rather owver 3 good penod of nme.

Technique 5: The Big Sel

With this technique, you aceually bring up your concemn
that she may not really be an ally. Then all you have o do is
Jaipe Ber maad, After having been accused of such a d walty,
the person, if really an ally, will seill have some residual annoy-

ance, sadness, or at leasy guestons, However, if she s really a

¥OU CAN READ AMNYDHNE




exboreur, she is eager to change the subject and you will rotice

a prefound shift in mood—n postire—afier this lintde talk,
“The sceret here lies not in gauging her mood while the sub

jeet is discussed, as she could be 3 eonvincing actress. Rather,

anee you move on, notce if she is pleased with herself for

having “sold you." or upset with you for questioning her alle-

giance, The imporant part of the technique & o let her
believe you accept what she says wholly and completely—no
if's, ands, or buts—so she doesn't believe she has to resel

in which case it would appear that ghe is still annoyed.

SHAPF §HOT Youthinkacoworker has been con
sparing behind your back. ‘Therefore,
wou simiply bring up your conoerm in & non-threatening
way. For instance, “Helen, | heard 2 rumor that you put
Denise’s promotion ahesd of mine and downplayed my
contribution o the team." Mow, you pretty much ignore
whatever she says. You smile and accept her responsc.
Then rake note if she continues w ask you “why' and
“how' you could have thought the amaor implicates her,
o if she disappears and heads eo hench. 1f she is eruly an
ally, she will want to set the record straight and clear the
air. 1f she is a saboteur, she will ery 1o end the conversation

as quickly as possible,

pDAYID | LIEBERMAN

QUICK TAKE A person seeking to manipulace of oodtnal
others almost abways presenrs the image of

™ prETAO. OF course, he may m__._._mm._.. ke a r.:...a
person, but you have o ask yourself che question, “Why is he
being so mice o me?"” Please understand, this is not io make a
YT il of Yoia, Rarther, it is a reminder that eryone has
motvations—some pood, and some bad. And if someons
your don't kaow very well is being nice to you, especially if he
does not seem 1o be in a good mood himself, it may be
because he wants something from you and is getting ready 1o

meenapelate g
P

Signal: Emotional Theft

m._a._.v_._.._..r emations cloud our percephon of reality, More than
2 (MX) years apo, Arstotle had this o say abour emotion :
distortion: “Uneder the influence of strong feching we are casily
deeeived. The coward, under the influence of fear, and the
lower under thar of love, have such dlusicns that the coward,
owing 1o a wrifling reserblance, thinks he sees an enemy, and
the lover his heloved.

Emotianal states are exther self- poed, externally caused,
or a combination of the two. Some of the mere powerful ones
include guilt, intimidation, appeal to oo, fear, cunosity, the
desire to be liked, and love, When _.”.._-z.wu:_.:n in any of thess
states, your udgment is likely 1o be impaited. Furthermore,
anyone who uses any of these is attempting to move vou from
“__.__...m_.. 163 EMHOEICH, I an atte mpt o _._.L_-_mmu.._“_u:.. yois, I the prce
cess, the truth gets lost because you are not operating logical
and canmot cifectively soc the evidence before you, let alone
wedgh it. Some generic examples of how manipy

are as follows:
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sMap &HaT Guilt “How can you cven say that?

st me. 1

[I'm hurr that you Wy

just don't knos who you are anymaore.

Fear: “You know, vou might lose this eatine deal. T d

think that's going to make your SEPEOIsOT VEry happy. 1
hape vou know what you'ne doing, I'm relling you that

vou won't get 4 beeter deal amwhere else. You're a fool if

you think otherwise.”
Appeal to Ego: 1 sec you'se a smaft person. I wouldn't

try to put anything past yow You'd be on toome in a

SO,

Curinsity: “You onby live once. Try it You can abways go
hack to low things were before. Ie might be fun—a real
adventure."

Desire 1o be Liked: “T thought you were a real player. So
did evervbody else, 1t's going to be disappanting 13 you

don't come through for us”

IF yos boved me, you wouldn®t question me. [ have

1 kv [ woouldn’t be 1o

aur best interest at heare.

Look am

message. These mar

" ¥
ctively ot only 1o the words but also the

dative factors hinder your abiliy to

. -
digest the faces, When emotions crecp Into- your thinking,

s and look i front of

tempotarily suspend your feel

not meade vourself

BERMAN
B2 pAYID | LIE

QUICK TAKE In [awny Bthest Conrciener (1999, Eobert

Hare warns us not o be influcnosd by

e, the o L fast walk, and

the gifts meany 1 deflect Fi Froem the mandpulation and

exploitation that may be occurring, “Any of these character

sdes,"™ he writes, * can have enomouws sleight-of-hand val

serving o distract vou from the individual's real messape,”
Yewn mvust beok a1 the singation a5 ___..__.._..n_ s 1_.?__..__.. . by
seeing chearly wharis !._"..___.H._._.._-_.r. versus the story being sold
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; Emotional
«w s ofre = Profile: Learn
©  Just How

Safe, Stable,
and Sane a

Person Is

“Chdinarily he was insane, but he had lecid momens

when he was merely stupid.”
Hainrich Heine (1787 - 1858)
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vou s learn the warning signs of emotional instabality

ence. From a blind date, v the baby

gitrer. o 4 oo-worker, gain the advantage by knowang what 1o

¥ =F 13 < lF
k for and what questnons o ask in osder to protect yourselt

and your loved anes.

To fully underssand the process of gauging someons s pey-

chobomical welfare, we will walk throwgh the inmernal foross

and struggles each of us face, wlimancly determining oar

§ emotional well-being. We will also cry

ize the

.._.n._._,:._-. 5
greneral paychological process into clear, specific red fags you

need to be on the lookour for.

What Makes a Person “Mormal” or Mot?

\ human beings, three inner forces exist, often at

cach other: the soul {our SONSCENCE, the ggo, and
The soul seeks to do what & right; the ego (or lower

+ be right; and the body jwst wrants 1o escape from

[roing what is easy of comfortable is a body drnve. Exam
ples of overndulgences of this drive are overeatisg oF Ve

sleeping—in «f

ct, dodng of not doing something we ko

we should or should aot do, merely becanse of v it feels

An ego dove can run the garmut making a joke at

someone else's expense o buying a flashy car that's beyond

JEEERMAMN
& oDRaRYID |- L

our means, In cssence, this is doing semething to appear a cer-
tain way to others, When we are driven _.___. £gn, we do _._._:_._”......,..
that we believe project the right image. These choices are not
based on what is good but on what makes us look good.

Finally, a soul choice involves ;_.__n._._.qr whar 15 i.n_.:. :._..“wﬁ_.
less of what we feel like doing,

In short, the body wants to do what feels good; the epo
wants to do what books i wond; and the soul wanis oo do what is
oo, When the alarm clock sounds in the morning, they all
bartle it ous. 1F we hit the snooze button, guess who won the

True freedom is nor about being able w do whatever we
feel like doang; rather, it is about being able to do what we truly

want 1o da, in spite of what we feel like ...__.x__.__.“ at the moment,

QUICK TAKE Imagine you are on a dies and swddenly feel

like eating = _._r:...ar of chocolate, You Y
hard w0 fight the tempaation, but you can mo bonger resist; you
cave in. Can it be said you are free? You felt like eating it, and
vou did. Is this freedom, of slavery? How do you feel afeer-

wards? How wi you feel abowt yourself if you resist the
temp LalanF

When we nse above our inclinations and resist, we are
exercising self-control. Only when we are abd w0 choose
uﬁm._u.._q._.z__"'_u... ard do 6, de ae n schf-csteem. .._..J.“_. eripemy and
relfocontrod are intertzawed. 1f we cannot control ourschves and
give in to immediate granfication of live o promote and pro

RECT dfb iikRpEe, W wind up _....._.._..m_._x _:_._..._... We are _..J_.u_._._h at the
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whims of our own out-of-control impulses and dependent
upad others to feed our seli-image.

When we oversleep of OVEnsat, we become angry with ous-
selves, On a deeper, often unconscicus level, when we do
things “For show,” we feel empty ingide. Chur actions ._...-__" away
at our self-esteem because we sacrificed the very thang we
wanted—what was right for us to do—for the sake of an
image.

Such 4 person is constantly angry and fruserated at life for
coming up shar. His expectations are never mel. He s mot
complete and like a parasite, he feeds on almose anything—a
passing compliment, control, powes, even fear—and continu-
ally takes, zapcly resisting the chance 1o impress. He is con-
E..Eﬂ_ with ﬁ._._.ﬁ he lacks, what he is ewed, and whar else he
peeds in order 1o be complete. He is endlessly searching
because his quest is never sausfied: he is forever one moge
thing away from happiness.

The psyche of the self-absorbed person is ransacked by
desires, fleeting impulses and utges masung and pullisg _._J has
thoughts. When he is alone, in ordes 1o quiet the unconscious
gmawing that says, 1 don’t like me,” he dogs whatever he can
tor o] good,

This cycle spitals downward, because a person who does
nit feel good about himself often sceks the temporary, hollow
refupe of immediste gratfication and ghves in to impulss
instead of rising above ther. The vapor-like pleasure miasking
his contempt for himself quickly dissipates because the com
fiort sought is replaced by greater pain, He only cycles brwer
and lower, . .

When we don't like whowe are, mote than not Invesng o

curselves, we punish curselves in ways disguised as pleasure:

L] DAVID J.LIEBERMAN

excessive eafing, alcohol and drug abuse, and endless distrac-
tions 10 keep ws from examining our lves. We want 1o love
ourselves but lose oursebves instead. We are unable o imvest

in our well-being, so we substinute iluskions for kove,

QUICK TAKE Have you ever chamed pleas v with
someone whom you did noo like VEry
much? How abour spending an hour or an entire day with
someone who got on your nerves but o whom you had o be
pulite, responsive, and affer nrmasst TespeC In"s alrmsimsy _im:
Ful, What if you lived with that person. .. and thar PeTson was
Mo matrer whan you did o distract yourself from your-
vn__u. wou woraled e ...‘.._n.__.vu«,_.n,__.. EITIn il mdn__._x_nL..__..
drained.

The self-absorbed person doesn't like who he has become,
so everything in life is hard, The effort is like working for a
hoss you can’t stand, Even the most minor sk is cause for
frustration and angst. Would you work hard for or invest in,
let alesne bove and respect, an ungrateful, out-of-control, arm-
gant person? Yoo might ey o quier or distrace him with
pointless pursuits, or endless entertainment, of even help him
get lost in a haze of aleohol—anything to keep vou from
_._u_r.__._n to face or deal with him.

When a person has neo self-respece, he can't truly love him
self, To fill the emotional void, he trns o the world for
u.“_..__":...nu__."._._. This TONCERE IHUMmIn&res the source of all nejminve

emations, as well as imerpersonal conflicts: the acceprance

and recognition be craves comes in the package of respect. If

the world respects him, then he can respect himself, comvent
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ing their adoration and praise info self-love. His self-worth
_u_.”r.:_u.nv a direct refleenion of others' opinions. His mood b
raw and he is vulnerahble 1o every fleeting glance an] passing
Ccomamenl, )

The person whe desperatchy needs w0 roclam his sense of
self-worh—through cthers—ves in a virtual feeding frenzy,
ahways seeking arenton and approval, Awpihing we da
depending on others (for atteation o approval] wears at us
emotionally.

Far example, if we dress for approval or make a decision to
impress others, it makes us emotionally dependent. We put
purselves in a positon of dependency and by extemsion,
became more self-centered and vulnerable. And so we easily
become feurstc, anxious, and even depressed. Think about
this: if our selfoworth is dependent upon others o foed
us—sgith a nice word, we feel good; with a harsh glance, we
feel bad—we are at the whim of the world to nourish us
Understand, though, that wr arr s gartiateed

As we have said, we see our world througha distorted lens,
Litthe reality comes through and what does can't be retained

beeause we have no solid vessel w hold it.

DAVID J. LICBERMARN

QUICK TAKE Imagine you are pouring water [ a cup,
but the cup has no bortem. As you pour in
the ligquid, the cup “feels” and looks full. As loag as you are
filling his cup, a dependent person is satsfied. Bur the minace
you stop (the d amtention, respect, or adomtion), he
is imstanitly empty and as thirsty a5 be was before. He can
neves be satisfied, no matter how much you give, The powr-
ing offcrs an Mlusionary, fleetng sansfaction, fowing
throwgh him bur never filling him. He desperately, constantdy
srcks bove, approval, and respect from others but has no
solid vessel eo contain it It flows ous as fastas icis poured in,

e ———

Out of Control and Angry

By definition, loa self-esteem means a person does oo
beel in conitrol. Remember, self-respect comes from selficon
trol, 5o any circumstance robhing him of his freedom takes
away his bist vestige of control. In effect, it harms his sole
source of self-esteem and causes him 1o lash out. He is az the
mercy of the world 1w make him feel good, so he fighrs,
defending his ego and justfying his belicfs, values, amd
aetions, as well as his nght to be heard, He already feels out of
control, so he will defend every last drop of true freedom he
Can maktain.

In the person who feels disrespecred or oue of contral, 2
lack of sclf-respoct causes an out-0f propormion response 1o
any sitwation. The world, funneled th rough his ego, is his only
source of psycholomeal nourishment. When he feels he is not
getting the respect he craves, anger—the epo's ulimane
weapon—engages as a defense mechanism against feclings of
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vulnerability, Spiraling further and further from emotanal
health, he does not understand that the angmer he s, the less
in controd ke beeomes,

Some people direct anger ourward and become mean,
loud, and obnoxious, while others direct it inward and becoene
perpenzal doormats, wying to please the world in an aremps
tor gain bove and appreciation. (We will discuss the implica
tions and signs of the two ypes in the following chapters).

Oileay—he has low self-esteem and is emotonally uneven.
Bat does thar mean he will become violent? Mo, However, the
emaotional groundwork has been laid, so the potential exises,
Here are some steong signs of the potential for violence thar

vou should be aware of, divided inte three main sections:

General Signs Indicaung the Potential for Yiolence
Romantc/ Casual Encounters
Warkplace: Are You in Dangee?

I: Red Flags Indicating the
Potential for Violence

I addition 1o the previous discussion on the psychology
inwolved, look for the following spns that may indicate an
increased hikelthood of violence:

» How does he talk about his chil dhood, parents, siblings,
other relatives, childhood frends, and so onF A person
whe speaks harshly about his childhood or relatives,
uSENE strong, m.,.n_"_"_u.._"_m. violent languagre, clearly has wnre
solved issues that could lead 1o explosive consequences.

DAVID |.LIEBERMAN

® Has he ever been abused? Roberr Resser, the FBI
behavioral scienmst who coined the term “'ser
states in Whoever Fights Monsters (1993) that a star
thing 100 percent of ser crs have been abused as
children by way of vialence, neglect, or humiliation. We
are not suggrestng that a victim of abuse will become an
abuser, but statieally spesking, it is mose likely thar he
will hurt another person becawse he was a1 wvictim
himself

Does he tend 1o use force or violence in an attemps o
resolve challenges? Wil the person walk away from a
figrht or try to defuse it verbally, as opposed w0 resorting
o physical conflict?

® Dioes he overseact to little things and assume a persanal
motivation? For instance, after the cashier gives him the
wrong change or someone gives him poor directions,
does he becomes enraged, believing the motivation was
intentional and personal?

® s he crwel 1o animals, or for that maiter, people? Does
he say hustful things or seck bo embarrass or humi :
others, patticularly those who cannoe casily defend
themsclves?

® Does he drink excessively, use other drisgs, or engage in
any nsk-taking behavior without litle regard for his own

of others' _ﬁ.z.q__. and welfare?

Ths bist isn't exhaustive and docsn't cover every possible
scenario, but it sheds light on whether someone has the
potenvtial for becoming violent, OF course, if he has dergiled
plans to commit acts of viekence, speaks about senling debes
of getting respect, and has X5} JCCEds bo A weapon, you can he
fairly sure violence may be imminent. Appropriate authorities
should be contacred m_._._:z.._.__.._.z.___.. because someone’s safcry

may be in danger.
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the waitress, a recepricnist, or a doorman, These inrer-
actions are good indicators of his real characrer.

II: Red Flags in Romantic/Casual Encounters

In addioon z:._:n__...qns.mnunwu._uu_u..zw_u_q.,..:.“_._f:n._n_.._._nqu_}._h. m If he is ...._.._._..E“____. abusive in any way, vou should he
lence, use the following red flags to determine if a potental m__q.._d..:& physical abuse is :u:E._..F__”“. oot far behind,
eompanion may eventually cause you harm or become the While it may rermain a5 verbal, the odds aren't in yoRur
partrier from hell:; favor,

® A el jealously may be sweet—too much s poison. " lnthe _.__..n_E__h.:_n.:Tyn relationship, did he cosme on too

Jealousy has less 1o do with how 2 person feels towands SIrong oc il and become preocoupied with you
you and more to do with how he feels abour himself, 1t and everything abour you? While you may be _"._p._._._.n_....ﬁm.
is an unhealthy emotion rooted in insecurity. Dioes he vou should be eoncerned. He docsn’t have a realistic
keep tabs on yout and wane to know where you are st all n__:_:cr.p_u___E the relationship and is placing far maore
times? If e is jealous of others, as well as your foends _.|.=_ﬂ__.ku.u_m and attention than is warranted for a new rela-
and family, aceusing you of flirting and trying to lmit tionship. His behavior is indicative of 2 person wha's
your actvites when he is not involved, be aware, Fur now sceimy reality very clearly.

thermore, if he tries to restrict of control your time with ® Have your friends or family told vou that they do nos

friends and family, you're headed for a wery senous
problem.
Are vou scased in any way? Does he threaten you, or are
you concerned about whar he woubd doif you broke up
with him? Does he ever, under the guise of joking, say
something like, “T could never live without you and you
wouldn'e live either."” Similar comments are not loving;
they are cause for concern.
Watch out for the two-faced person; if his personaliy s
incomsstent, be on aler. He may act nicely to vou and
_..___.._u.u_u.. o others, O course, i he trears you poorly and s
pice to others, vou alresdy know you have a problem.
But the former is a concern because he is adjusang his
coqduct torward you For his own gain; his behaveor is not
a reflection of his rue nature. How he wreats others
when he does not need anything from them is a stronger
indicator of 4 eore personality. Pay attention to how he
regards people he does not “need”™ o be nice 1o, such as

DAYID J.LIEBEERMARN

QUICK TAKE Gavin Diebecker, moted secufity consultant

like him or said that these "is just something about him™
they don't quite like bur can’t put a finger oa® If 5o, you
iy have lost perspective. Take step back and rz._r a
the relationship as objectively as you can. Try taking a
few _._.a_,.." apant; o out of toamn if _:“n__.._ can, and see if vou
are mdssng something you should be paying attention to
in the relatonship.

in The ot & Foar (1997}, tells us not hearing |

L e —

the word “no™ in any way shape or form is 1 VEry sInGg sign |

you may be in danges, Diebecker says, when semeone igmoTes

you saying “no,” he is seeking comntrol of the situation o

refusing to relinquish conerol. Do por oegediate with che |

person, “MNo™ means “MNo." Remember, “Mo™ is a complere
sontenceE,
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The previous red flags will ler you know if you need to be
aware of certain behavior. However, if he currently treats you
roughly, regardless of any excuse he offers (or those that you
offer for him{—dninking, upset, having trouble at work,

v through a difficult time, ivwill naot happen again, and 50

an—get oat, untl be gers heldp.

lII: Red Flags of Workplace Danger

Use the red flags in the previnus pao categories in addition
w0 the red flags listed below 1o determine whether of not a
persen may be a danger 1o you in the workplace.

icult

» s he a boner, hypersensitive, of does he have ¢

relatinnships with co-workers? A person who doesn’t
t along well with anyone may be harmless, bur he can
o he danperous her way, be alert, articubarly if he
has a penchant for violence as illu inated in the previ

S PAD Sections
& Has he had 2 recent financial of personal ensis, swch asa
banknapecy, scparation, divorce, restraining order, cus
v batile, or hearing, and so on? Any significant nega-
tive shift in his life or bfesyle, combined with other
q.»...._n;.-.. Ty e cause for concern.
u_...:.__._. _._mu
frustration with his lack of progress? Or for tharm
does he remain suspe mded, ?_,u...._.._._ over fog _.._z__._.____"m_.u_:_.n
ar advancement? If he seems particularly frustrated by

enpporate ladder and showing

T,

&fs untar “_.._.hm

wark and unable to handle what he con
unjust, again, pay atteation; it may be nothing, or it may
be somethang.

(R X DAVID |J.LIEBERMAN

] thers been o sudden decline in workplace aminde
performance, or behavior? Dioes he suddenly seem &v._
interested and unaffected by the goings on ar work? If
so, look for the presence of the other signs in this “M.._._L
_—-__“- _l-ﬂ.ﬂ._.u___l_.r Tt SECTMNE, ’ .

Thess warning signs shoald give vou a “heads ap™ for any
pending swareness issues, However, if he talks at all u_.:..__._.“_
_......_._"._,... “fed-up™ or “sick and tired™ of “everyone and every
thing" or generally about 3 plan 1w get even or solve his 1_..,..”._..._.
lems, be on high alert,

In addition w dthe previous red flags, please read on wo

leam mose about low self-esteem and ather signs of possble
abusive of vielent behavior,
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SECTION i

BLUEPRINTS TO THE MIND:
UMDERSTAMDING THE
DECISION-MAKING PROCESS

Go beyond reading basic thoughts and feelings:

Learn how people think so you can profile anyone,

predict behavior, and understand a person better
than he does himself.

S.M.ALP, Isa't Based on Personality Type

The Primary Colors of Thought

How and Why We Think What We (B3]

The Impact of Self-cstecm: The Big Six

Dioes He Have High Self-estoem, or Is He Just Pretensd-
ing?

The Self-Esteemn Detector

Three-Type Profile

The Art and Scienee of Profiling: Real-Life Examples

DAVID |.LIEEERMARMN

SN.APIs
= Not Based
On
Personality
Types

“Persomality can open doors, but only character can keep
them open.”

Elmer G. Leftarman
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ing has many practical applications; it also
. Exen wnth the best system, the catego-

has its himitat

fies we place people into can often be time-consuming, con-
fusing, and contradictory, For example, according v one
parackigm, the well-respeened Myers Brigis, a person can be
caregorized as Introverted, Intuitive, Thinking and Nusdprry
{or INT] fior short), Hese's 2 short blurhs on one aspect of this
P

Sensing serves with a poosd | or not at all, As other infe-

rior functions, it has on| Teenary awinoness of con
texn, amount, or degree, Thus INT]s swear the deails or,

at tmes, omit them. “I've made up my mingl, don’t con

fuse me with the faces,” could well Tave been said by an

INT] o & mission. Sensing's extraveried arrinsde 1z evi

dient in this type’s benr-m-xavor sensations, rather than 1o

merely categorize thern, Indiscretons of indulgence are

likely an expreasion of the unconscious vengeance of the
inferior

Personality typing can be a highly effective tool, and con
clusions may be drawn thar the person you are speaking to is,
for instance, detail-onented. Bur even under the best cirocum-
stances, you stll can't predice what the person is thinking in 3
specific instance.

Chur personaliry is basically an interface berween the world
and us, and how we relate. But, because both the person and
his world are in a constant state of flux, it can be difficult 1
get a consistently accurate read using personality-ryping. For

I1a DAVWID | .LIEBEERMAMN

example, in different environments, the same person can
exhibit varying persomas. At work, he can be driven and
-.n_ﬂ.ﬂ_..uH_u_-..___.u._J-.l. at a ."_..m_u_—.._ﬁq ﬂ__._u.n nu—.l.mn-.._ﬁ_.a... ._.nrx.nm Lh_h- AT
daring; and around }__._.__“_.... insane, Circumstances uv_.iﬁ out
differemt aspects of a person's integrated personality. A
._”_u.__..._.._u_..uu._._.:.."_._.__. _.._w. the way, GCeurs when aspects af the self are
ot integrated and each persona takes on a bife of i
own—hence the phrase “split-personaliny.”

The same person can also act differendy ar different times
wathin the same crcumatanee, because attitude and behavior
also depend upon mood or the carrent state of mind, which is
constamly shifting, regardiess of personaliny.

A we kivow in oar own lives, & shift in mood can deaman-
cally alter hovw we see and feel about the current situation and
oursehves, For instance, oommon sense _”f_.H.._._..__.qi_._ _-___. studies)
shows individoals in 3 depressed mood have less inrerest in
social mtersction and conversation. (Interesting and coun-
ef-lnnve, a Person & positve mood takes fewer nisks
than a person in a negative state—because he is more sensi-
tive to loss). For example, a “Type-A™ extrovert personality
who is in a bad mood while at a party may act Iike an antrovers,

Another relevant detail 1s that what we know about the sii-
uation can affect our artitude and decision-making process.
Continuing with the above scenario, she can later be in a great
ﬂ_u__lx-w—.* nu._nw _l_nn:_.. o meet |r-.._1 H. anu.!_..ﬁﬁﬂﬂa _._.u x_-_n —n.D_.__E..w.
coming on oo strong will turn him off, she may aler her
behavior.

We find thar unchanging, universal, and _u:_.nql_.“:.._ﬁ forces

of human natere dirr one's personality, 5.0 AP. uses the
components of these forces vo give us an accurate, predicable

!ﬂu-.._ __._.uh. md.ﬁ_..:__-.._ r_h_u_huv._ oVery ﬂmun.__ll..mh._ Cvery _.n_._mﬂ_:._n ..um._.E_L._.:_..
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v ThePrimary
«wie i« Colors Of

..l\.

“  Thought

“Dhscovery comsists of seeing what everybody has seen

and thinking what nobody has thowughe, ™
Alberl won Szent-Gyorgyl (1883 . 1986)
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o we see something teuly amazing, The previous chap-

ters give us a good insight into different aspects of a pet-
son's pavche for basic profiling and situation-gaugng wheen
only specific information i needed. This insight would be
wseful in 2 oeg .
a date, o see if someone 18 interested, From this point, we

o see if the person is confident; of on

=

ke a more holistic approach o obtain a more complete

understanding of ous subject.
wh._m.. you to beter unsderstand how and

The system w

why a person thinks the way he does, and 1o berter predice

wrman nature is the hagd

it hie will do in a given siuation
ware running the program we call “rhought”—input im, input
aut. Tt doses the same thing every time, based upon the com-
nds entered, Although rarely simple, it is an equation noae

theless. once you understand the psychology behind the

commieds )
You can rell what someone is thinking because, in reality,
he's aot thinking, (uside of ool creative thouyht, human
beings afe .,__..._._..h.__.... foeced into conclusions about hew and
what they sec. What often passes for thought is really a
responss based on enmotiwally pre-programmed choices. (We
af a Ingical decision that, while it incorpe

frcs emations, continues o pemain @ froeswill chaice,

: it SpEak

wherehy twao people with the same “input regpond with daf-

fermgr behanior).

Specifically, statistically speaking, a woman who is highly
promiscunas and engajged in rampant, casual sex o prosu-

tion was probahly sexaally abused, in some fashion, as a girl or

[ | DAYID J.LIEBERMAN

voung adult. In fact, studics show, more than 75 percent of

teenage prostitutes have been sexually abused.

S0, what's going on here? In order 1o reconcile and make
semse of what happened 1o her, she 15 forced, albeit uncon
sciously, e reduce the 4_._..,-._.=.£.m_._r.4 of the even, m__. —_"__:_"__.__..n

the value and sanctity of sexual relations, her willful promisca-
iry muakes what happened to her seem less sigpnificant and Jess
impertant. Simply put, the value of what was harmed, or taken
fram her, has been reduced.

Otherwise, she is foreed o reconcile something much
more mwaumatic, To reduce the emotional pain of dissonance,
she emgages in a seli-destmactive ___._..r_.“.._n.. Devaluing sexual
activity, diluting it to the point of insignificance, reinforces her
belief that it does not mater.

Thersfore, 1f YEML Can tell, _._._uG_.._._ﬁ_. _.__._r...r. cbservation, thar
she was & victim of abuse, you know mesre about her thoughis
an men, sex, and herself than she does. In additon, you w
know this, not because of her personality, but based on
hisrnan mariee,

Consider another F.ga_.n_m___... You're WCANng i brand-new,
wvery expensive suit, In speaking with a collesgue, she remarks
itis the most IEOTpReOus and _._.u»E_L.u.._._”_”. crafted suit she has ever
seen. Y ou think this person knows quality, so you'll simply say
hank wx.__._... OF i }...:..—.A.. el her the cost. However, if she has
leamed the _".ﬂ.m_....u. and eells Yol she thinks WO _.v...ﬂ_._x._xm. i
will belicve she doesn't know a thing about quality. Further-
more, you may inform her of the hand-sttched crattsmanship
and how the sust will r_..n._... El L._"__.._,._.»_.__.._ lase fior VELTS D0 OOMSE,

The difference in vour attitucde and response is pre-pro-
grammed. When a person's ego (which s emaotionally

charged) is engaped, he fecls psychologically threatened and
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thourhts po into “seli-defense™ mode. The apph

ree of natuge is effectvely dlustrated in the grear Amencan

QUICK TAKE We literally are abmost always “force

our attitudles and thoughes hased UpOn spe-
afic fonees of b e In an inberview &od
Rabert Anton Wilson, self-styled garu of human motis
Dir. Ernest Dichrer was asked abowt |

He declared, “"MNobody s

Casinos work on a percentage of as litthe as two peooens for

some games like blackjack and baccamt; in some instances,

the margin can be as low as 117 pereent. Soowhy, on a typic

day, do more than 85 percent of gamblers walk away bosses?
Lok art the stock market. It can move in one of two direc-
tiogs: up of down, Conventional wisdom suggests you have a
“fifty-fifty” chance of winning or losing. Yet, (statstics vary
on this), roughly 77 w0 95 percent of _.r..u.._.__n whe _"__._.u.. the
market dailv—by themselves, withour ourside input—will,
1 e, Wyt Mot because of the odds, but because of
Taman nature. Let's beter understand the psve ology at work

with two basic, distinct seyles of play:

DAVID J,. LIEBERMAN

Gambler A: The Chaser
Here's a typical scenario: o person bes $10 and loses: e then
bets §10 again and loses, Next, he bets $20 and loses, then $30

anwd ayrain loses, He mroreaser her Betr ar be doer gores. _”...._e._...ﬁ_._.._.___..q
tmies 1o chanee his money—rying bo win it all hack in one
hand by betting more to make up for the tmes he lost. When a

person’s ego is engaged, he will be inclined o chase,

Gambler B: The Cha
Here's a typical seenario for this mentalit: 2 person bets $10
and loses; e bets $10 and loses again. After some dme, his bet
shrinks to $5, Good plan? Poas Iy not. If he wins, be feels he
should have bet more and if he loses, e seill bost. He is partly
pheased that he loss, because only through Insing can he new
justify tr hamself lowering his bet! Agrain, the ego is hurking,
Interestingly, people with LE-D profiles (we w
shonly in Chaprer 14 whar this means) will lkely eng
behaviar B *the chased™) while individuals with [E-A pra
with higher sclf-esteem may do cither, but will remper his I
with better judgment and objectvity,
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QUICK TAKE In
QUETICES, where

g temporary o G-

tle or ¢

fiort or inher- _

ent interest is involved, a person’s actiofns can be ¢ miplete

archestrated metely by a suggestion that instanty, albeit ceo-

porarily, reshapss his seli-concept (via the ego) Faor instadds,

ol want & oo-workes 10 Signa | v, Youa might say, “You
kenw Grary, 1 abways appreciated the Fact thar you're some:

se or kdea.” Onee

ane who is willing w get behind a good
Gary thanks
wirnaally bocked-in 1 signing the ped

for your kind words, be has _._._.k.ﬁ.ﬂ.m.nu..u_._.._”.
should you ask

a few minutes time.

‘The cgno 1s irrational, but irsgtonal does not mean unpee

dictable. Tf vou know what clements afe in play, you can

readily k
sevwrard vou and the sitaation, o what are the elements? ake

The Primary Colors

From the threc primary colors—red, blug, and

Jow—=viou can cocate mallions of distinct and drccmnable

cologs. For instance, mixing blue and red makes purple,
vellow and red makes orange, and yellow and blue makes
[Ters |8
Similarty, when you understand the primary colors of the
mind, all you need to know is how much of each “color™ is

¢ “shade” of the person's thoughts within a

_._jﬁwﬁ_.__. [Er] :-._._
—
simuaton. In _.E.__.__:"__._..,. ._n,_._..._..._..w.._._..__.,......___h; saturation and brush

da i e
wpe, among other things, alter the paint formula in sable

[ DAWID J.LIEBERMAN

ways. 50, there are secondary factors influencing our thinking,
which we will discuss as well.

loainge is & brief outdine, and
then a deeper explofaton of how the fcrors direct our
thoughts:

The Three Primary and Four Secondary Factors

Self-esteem—the depree to which a persomn likes himself and
feels worthy of happiness.

Confidence or Self-cfficacy—the degree wo which a person
feels competent am effective, within the given situation.
Level of Interest—whar exactly is at stake, or the degree w
which ome cares abaowt the conversation or situation.

W will examine other ﬂm_...n:_ i
E00E, W Vs

cal variables which influ

n_ﬁ.uu.‘.._l..r. n—.-_ﬁ __I____LN_I_H “_nn_n_. n_-—l._...u,.u___u_ u.—.._L.—n-_l_._-_.
process: effort, justficaton, beliefs, and mood,

Effort—hoa much work, emotional, _.__._”_._:._..u_. financial, and

80 0N, 15 necessary o achieve the objective,

Justification and Rationalization—to make sense of our
previous behavios, a person b
warld th

Ids a

may be ightly, or very inconsistent with real

b his

iey—he then seeks to perpetuate this image.

Eum_HMKII .n_._u__.n_-__ e i md.n.qm_ m —.._nu_-.._m b _-__n. rue, hether or mot 1

1% congistent with the facrs.

.F.Huﬂ-.m a _u__n.anu._._.R current state __._. H____l__._. a5 1t relates to s
CIFCUMETACES,
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Mow we'll debve into the psychology behind the formula
s you can sce exactly how 3 person comes 1o hehave
he does. With this understanding, you can more effectively
determine what & person 15 ¢

163 ANV W situation OF Crcumseanoc.
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4 . How And

4 4 1+ Why We

7 Think What
We Do

_. .
There is no expedient to which a man will not go to

avaeid the labor of thinking,”
Thomas A Edisan [(184T7-1931
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wey it simply refefs

elf-esmeem literally transhaces to selt
1w how much a person likes himeelf. As we will sec,
self-esteem 15 the mastef prmary color, because “__". iz the blter
determining how much of the real workd comes in and how

mwch we distorr via the ego. In the nest few chapters, we'll

explare the peyehokopry in great depah becaase
ing significance. )
The system in this secton is ol 50 much about fec

ental components of

Jues; it's about understanding fun
.

it
e X - [SeF he master emplatc,
a person’s pevche. Onee you understand the P

vl be 2ble to use your knowledge in any sifuAlan you

choose.

self-Esteem and the Ego

In Chapter 7, we discussed the process by which we gain
self-csreem and howe it coleors oar perspective. Birefly, when
we avercome the urge 1o do what is casy, and instead choy whia
s right, we feel good about ourscives. Thus, we gZaifl
self-respect and self-cateem.

The ego and self-csteem ane generally inversely related.

T
et the seli-csteem, the smaller the epo. Less uas

The gn . 1 .

remains in the picnure, and we se reality more clearly, bocausc
= - g o if oy ¥

the ego distorts the clasity of our perspectve. Lo, if we ke

I i ] exactly what he's foreed o sec.
o bigg his co s, we can tell ¢ wactly what he

[ ocAYID | LIEBERMAN

The Power of Perspective

The word “cgo™ s bandied about with ambiguows aban
den. In a aushell, it's the glue bonding our self-concepe w
our bebiefs, values, and behaviars. It seeks consstency and
permanence, regardless of whether in is in our best intercst
A..I.__h..;.m.u_ll. W .Fnu._.L_m ..um._u._._u._”.. ﬁ.._.:_n_vu_l. O .“I.._l_“_.d.._huq ._u.Hvﬁ..L on
raticznal information. We would exercise and eat healthy to
teel betier, apologize and make wp, even when we were agha,

ior H_m_u_._mu wie un_“_h_-ﬂ a —.-_._._w.lﬂ _u_._m?._I—n._.. b somcome H__nr.u.r.n ﬁu_n_nnu__u_T.

fault with vs. The ego i what stops us. Therefore, knowing

how “big an ego”™ someone has is crucial o gaining insight
ineo his way of thinking.

The ego filvers our world, keeping out whar harms, or even
causes deviaton in how we need to see ourselves, and how we
insist others see us, Our epn colors the world, so we remain
untainted. We saw examples carlier: remember the promiscu-
ous grrl and the expensive suit? Now, ket us delve into the psy
chodogical mechanscs behind thas aspect of human nature

Bill buys a watch for §5000 He ._.._m_n.ﬁ through a Az
and sees whar seems 1o be the same warch advertised for $300,
producing an emotonal inconsistency. He wanes to see him-
:._-U? a smart ._-.1_._.._. ”—.._n_. Yn.-.J..”_. T_-L.__l_m.ﬁ T, ”_..ﬁ.q n—.-_n. .|__._ FUEIEss el
dence to the CONITary. Either he was ﬁ__.._-x.._“_ agwd :...,..n.h...»m_._ T
the advertisernent is not what it appears to be.

Bill's level of self-esteem determines his thought process,
Higher self-esteem means he'll see the ad and nor quickly _"._.._.
the pagre. He'll read it and, if he bebeves it o be accurate, con
chade he made a mistake, With lower self-csrcem, | miy Fall
back into a belief system saying the whole world is erooked

I._-_..-_ D O ._..3.:. a ._.P_ﬂ am._n._.rn.. OOt eVEn SOMEes 4% savvy as
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mscli. In this case, he deflects the damage away from _._T
g, He may also realign values and decide quickly, hefore his
conscrous mind is forced 1o scoept 2n unplessant seality, thar
tirne is mare important than money and it simply 20’ worth
1L )
person lacks self-esteem, he does naot book 1o u_.___.?_.“n.._._.
He can't afford to be wrong emotonally or to see himsclf, o
have the world see ham, as less. So instead _..._.ﬂ_._n:m._,_n..ﬁ whos he
is, he changes his view of the world, bringing arder from
o5 without ever damaging a hair on his emotionally volatile
head. The thowght “1 am bad, or wrong™ is replaced by “the
world 1= unfais,” “she is wrong,” or “people ate our 1o get
me.”
In extrerne instances, if a person can't come 1o gops with
i e g he's unwilling or unable o consciously
fieel guilt and remorse, he unconsciously resorts o changing

[ : ing is wife, for
his perception of events. A man cheating on his wife,

instance, has to .__._.__._"__.u. his behavior. If he can't contort his
waortld enough by reshaping his beliefs abour his wite and mar-
riagre, or realigning his valees to justfy his behavior, _._“. wll
CORAET in distortion of reality, This distorton ecauses him o
“gee" his wife doing things weong and 1o unconsciously oot

i e -ati is behavior.
for her to give hirm resroacnve prstabication for be

DAVID | LIEBEERMAN

QUICK TAKE A leac

anorney once remarked that his hardest j

—

white-collar cominal defense

5 COmvincis

s client he has done SCHTHE

g arong. Tt s s
casy to et canght up in the sctvity and Justfy every lile
| step. Withoue realizing it, you have mowed a greas

very wrong direction, Most people recognize that robibing

murdering, and hurting others is wrong, But in the area of

accounting, for example, with no tangible victim and srmed

“reasonable raric

zations,” § person can be blinded
e impact of his actions.

Predicting the Path

Thus faf, we sec a person with high self-esteen will more

elearly evaluare information while someone w lower

self-esteem i 1 bened his thinking o follow the course

of least fesistance.
Drssonance forces a person 1o reconcile the diserepancy

¢ paift. For instance, a2 person with low self-csteer

by admir to himself that he may have made 1 mis-
take, Being mght beeomes mare of an emotional pricoty than
dnimg what iv right.

A person's instinct is o protect the pevchological self, in
misch the same w

you protect your physical self, As you will
o to great lengths to protect your body from hasm, you also
seck to protect your self-imape, When your physical self s
threatened, vou eigage i what 15 referred o oas the
"fight-or-flight” response. Similarly, when your paychological
self is threatened, the mind engages in whar is called the
"accept-or-deflect”™ response. When a self image is heabty
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challenge 1o the self is usually accepred and con-

and strang,

fronned, When the self-image is weak, the ejo prob
by dissorting the warld, to avoid being i jured. If you know

n you kmow 3 great deal

how much reality i getting in, ©
about what a person sees (o he trae.
iging his

[ a person's bevel of self-csteem is so crucial

thought peocess, the million-dollar question becomes, how

kes'™ himse

dor you tell bow mach a person

Firsy, we'll briefly see how self-esteem impacts the other
wl offers ws wWays o auge 4 ._.I.n..:n_... selfcsteem).
nhservable method of

solors

SAET 3 ._._ﬁ._.qu_n._..l_. [1=""

Then, w
determining how 4 person ruly feels abour himaclf, without

even engaging him in conversabon

126 DAVID |.LIEEEAMAN

4 .« Thelmpact
c i e ik o Of
Seli-esteem:
The Big Six

L =
The nice thing abour egotists is that they don't talk
about other people.”

Lucille 8. Harpern
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elf-csteem affects the other pwo colors, a8 well as the four
k) sdditional vasiabbes. 1t's the most influential fictor deter-
mminkng thouglt and action, Two people with theoretical 100
percent self-esrcern will almost abways make the same deci-

sicon—to do what they believe is sght (what they believe is

rigzhe will vary, but not as much as you might thank).
Everything we experience shapes us— cither by adding 1o
WE IbO

self-esteem or subtmoting from it. As we put OuE ¢
real-wordd, overriding infloence

he mix, we see the practic
of self-csteem on a person’s thinking and decision-making
processes. We wall nowr see the impact 10 SIX Afcds: IYpE af

intesest, confidence, effort, beliefs, justfication, and mood

Factor |: Type of Interest

An overweight, diabetic woman knows ghe shouldn't be
eating chocolate cake for dinner, but eats it anywsy. OF
course, it's ot in her best interest, but becauwse of low
self-esteem, her interests change. Lying on the couch cating
cheese doodles is undoubiedly pleasurable, yet most people
do not spend indhulging, Different types of interest ane
sought and dictared by a person’s self-esteem. When

self-esteetn is low, the type of interest shifts o the now: A
person will find appealing that which centers on his needs and
offers more immediate satisfaction—Dbe it for ego or physical

desires.

1318 CAYID J,LIEBERMARN

mecne who has low self-csteem is emotionally imma-
ture and i primarily interested in the hese and now, often for
saking his _.ﬂ__.__.“._“_..n,_s self. He most eertainly can't focus an
another's satisfaction and pleasure unbess HT_...::” i% an ulterior
:_..:I_._ motive. When self-esteem increases, his interest __:._.._.
rises 1o that which offers longer-term satsfaction, He finds
pleasure in more meaningful things benefin

\ r hirm down the
road, at the cxpense of immediate gratification,

The graph shown here is psychologist Abraham Maslow's
Hierarchy of Weedi, 2 schema showing the different levels of

needs that human beings seek. Ar the botesm are the most

SELF-ESTEEM
Achiewement,
Recognitian, Respect

BELOMGING-LOVE
Friemds, Family

\ . SAFETY
Security, Stability, Freedom from Fear

PHYSIOLOGICAL
Food, Water, Shelter
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basic needs necessary for survival As each need is met, we
strive higher 1o greater emotonal fulfillment.

Generally speaking, at the top rung the person is most flex
ible, honest, and open. He operates with a higher degree of
intellecrual ineegrity, As we move down the pyramid, emo-
tions play a stroager role in the decision making process.
Incressingly, the person's needs take center stage, and his
fioeus shifts From owrward o inward, His perspective narmows
as his ego looms larges, secking satsfy his own desires at
the expense of what is possibly right or more Aght.

Very much like our single-celled fricnd, the amocha, we
are inclined to move toward plessure and woay from pain. The
exact things, however, that we link pleasure o pain o vary
from person (0 person.

Human beings are wired to be pleasure seckers, By the
narure of reality, pleasure is amached o meaning, Therefore,
when we do what is fight—and seck meaning over temporary
gratification—we gain pleasure; when we do mot, we feel
depressed, anxious and suffer from pooe reladonships.

The pleasase/pain mechanism is what kesps us IOVing In
the right direction. In order for free-will to exist, the illu-
snn——ortified by the ego—has to be equally as anractve s
the reality. As we know, the bess ego someone has the more
reality he sees, Thus, he makes better chodees because he can

see clearly what's in his best interest and is more mieaninriul
and pleasurable

Lo sclf-esteem is the force behind the impulse that
causes 3 person o satiate the appetites of the o and body
Because we are designed to seck pleasure, when we don't

T.._i W SCCK

obtain it in reality through connecting to mea
pleasure through feeting outlers, We often decsive ourselves

N ] DAVID J.LILEERMARN

inter belicving what we ase doing is importane, so we can sl
pursue what is fus, yet gain a fecling of relevance, We ilap
meaning onwe fonsense, telling ourselves and others thar
whaz we're dong has significance, when we know deep down
thar we're secking ro jus

) the n_.__.__"_n_.:__. of our actions.

For instance, how would you feel if someone pulled a fear
SEENES 10 Ree pou 3 great job? You would probably feel premy
good. How might vou feel if vou found our umnq.:._::. yeirs
on the job, that everything was fake; thar o had _vnu._.._..“.nm_._.___:.
tons not attached 1o any working machine and vour phone
had rung to actors whe were merely plaving along, In e, you
were wildly suceesshal ar your “job," but none of it was _.“n,w_
Most people would be devastated—buos why? The answer T.
simple: your work was not real and had no meaning, therefore
was not pleasurahle,

The more engaged in life vou are, the more meant ngrfial and
thus pleasurable your experiences will be, The more vou with.
diraw intes temposary comfbort or pursae illusions aa_,_.,..._._ by the
egu, the less pleasurable life becomes. In this state, vou some-
times feel productive, but deep down inside =.2_L..:=w._.. thas
your pursuits are not fulfilling. No matter how mech .E_::.
w.ﬁ.s .nu_._ﬂ.h. the satisfaction is feeting because the end objec-
tve is not meaningful. Being comforable and having fun are

S OUE 5 E—n_._m_:_..z AE us, N

4t trr cles mere, bt also

ter become something more,
Ir's abundantly clear how important it is to know whether a
persan has high os low self-esteem, and to see whar he

. . . -
interested in and likely will pussue. Ler's continue brieily
exploring the other factors self-csteem impaces, .
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Factor 2: Confidence

People with higher scli-esteem have greater confidence in
their abilioe teo think and act effectvely, pamcularly in new sit

_.:Eﬁu.._._._nu..n.__._ peroevers mote casily when faced with diffi

cult challenges and are not consumed with the possibility of
failure. Remember, the less self-estéem & perion s, the
preater his epgo and the greater his concern with what others
mray think of him, as well as his own preoccupation with

performance.

Factor 3: Effort

A person wants to do something, but if it is not worth the
effore, he will not take action—no swrpose here. What is
newsworthy, howeves, is that the effort required ienpacts not
oaly our _.ﬂ_...ﬁn::,, s take action of not but also dhanger bew gy
.1._”.._._.» awnd foed about the sitwation, Why is this so?

H:._m_ﬁ._.._n aperson knows he should helpa fraend but simply
decsn’t feel like it He may justify noe helping by thinking the
friend really does not need his help, He'll further eationalize
not :n_—._“n._.m._"._.. thinking “he's not such a good Eriend anyway,”
ar “T'm entitled to pest because 1 work very hard. ™ Thercfore,
we must put into the equation the degree of effort, *:E...f..q
we quantify i1, 1o gain insight into his thinking as well as his

ﬁ:.ﬁ...m_:wﬁ MExXt mMOVeE.

Additionally, the absolute pain of effort involved i anly
measured in contrast 1o the level of self-esteem. The higher
the esteem, the bess the percetved effors. The pain we fieel s

imversely correlated 1o self-esteem.
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For example, we may normally do almeost anything for
somenne we bove, But even the shightest effort is painful when
we feel less apprediation from, or anger toward, the person
Then, most any effort is arduous, The reaction harkens back
o s, People with higher self-esteem don't feel the effort or
pain involved in doing whar is right, in contrast to those with
lovwrer self-esteem.

When we love oursehves, we can invest in our long-term
satisfaction and well-being with maximum effore and minimal
pain. Even though we are expending a great deal of energy,
self-esteem wps us inte an unlimited source of eneryry and

inspiration.
We can sum it up by saying the higher a person's
self-esteem, the mose willing he is 1o pur effoet int kimself

and his life and o do what is dght when it concerns others.

Factor 4: Values and Beliefs

If you're dating somesne you like and who likes you but
you believe all women wall hun you, your interest bevel in her
contradicts your motivatdon to act. Another example is this: if
you believe a lie-detector test does not work, then it won't
work o you, It will f2l not because the test doesa’t work but
because it's predicated on the belief: if you lie, the machine
will not know, 5o there is no fear, and that is what e machine
MEAB RIS,

Unhealthy or false belicfs are formed to protect us and ase
based on our limitasons. Almost eve rything we do or believe
B 10 justify our behavior to the world and ourselves. If we do
not feel we need e hold onu a belief that is false or damaging,
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we can let it go. Self-esteem gives us the emotional fuel and
the ability to release.

Marrow values are also built on low self-esteem. When we
can't reach ru.n_.._.a._a_ o oran wants and needs, we ..E___.._._ e
values o accommodite our narcissisem. We bower the bar

instead of raising our ConsCiousCss.

Factor 5: Justification and Rationalization

To reduce guilt, we have to make sense of our previous
behavior, To feel better about ourselves in general, or things
done 1o us, we build 2 vision of the world and oursclves that is

gonsistent with what we need 1o be true, notwith what is true

e —————c——

QUICK TAKE Fascimating research shows us an interest
ing relationship beracen reward and behay-
ior. One such srady found people who were paid $100 o |
perform a task rared it a3 mone difficult and stresaful than
individuals paid $25 to perform the same task under _.__._.__.:."uh i
condizicns, We learn when a person & compensated for
something, he often finds the sk 10 be more difficulr and
less enjovable, and as the size
__"__._n_a.u_“m_“__._ and interest decline (Freedman, 1992). A person
with highes self-csteem will have greater invellecnually hon

esty, and go his thinking will be more congraent with re

When we choose to do something, if we aren’t paid or oth

the reward increases, his |

thiik we made a mistake. We must ju iy ourselves. The pro

cess, which is mostly unconseious, engages the ego, Irwarps
the information process in a way that prevents us from seeing
o thinking cleary about whar is before us, Consider another
example: an aleoholic, who works 3 desd-end joby and is on his
third marriage, can conelude either that he peeds help or that
d
in ogder to get an accurate read on his thoughes and feclings in

4 Even situation,

the world is unfair, We need to know how he ealors his

Justification also eakes place in specific instances. 1f some-
one has mvested a considerable amount of time, efforr,
enefgy, or money, then his outlook is .»__"_.___uﬂn_.. skewed. His
ego mkes it hasder for him o walk away wnd wil justify why it
miakes sense. [f & person invests 2 great deal of time, the pey-
chological phenomenon of cognitive disscnance is engaged
and the person does not want 1o have o “lose™ his mvest
ment. He is less able to take a “hit 1o the epo.”

This particular human tendency is precisely why a car
salesperson keeps you waiting for o bong while be walks o the

“sales manager.” The more time you spend waitng, the

harder it is to walk away. The same is true in d

ng. A person
who has invested herself for a lonyr time in a relationship is
less bkely wo call it a day. Please understand, selfestcem is,
again, the pivotal component used 1o evaluate the sinpaon,
Someone with low selfesteem won't believe he wastes his
timme, while someane with higher self-csteem is able o ccept

o, see ot, and leave when it

lenger makes sense. So
while these factors, such as dme invested, energy, and effor,
are important 1o know, seli-esteem is more influentaal as it

dictates the wetght of this emotional force,

erwise compensated, we're unconsciously deven to like it
more, Why else would we be doang ir? We would prefer not o
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Factor é: The Mood Override

Moosd is the shadow of self-csteem, temporarily lifting or
deflating us, coloting how we see our workd and ourselves.
The boraver a 1nﬂ..u._._..... self-esteem, the mare mood beeomes a
faeroe in his thinking and feclings, As suted, when a person
nself, Theretore,

has very low self-esteem, he is absorbed in
his thoughts and actions are more likely to depend on his
.

Since low sclfeestecrn creates a looming cgo, situations

affecting others are not as important a8 they might be for
someone who is moee emoticnally stable. When things do
affect someone with low self-csteem, they are much more
magnified. He is quick 1o assume everything is abowt him,
What else can something be about than him, the center of the
universe? Therefore, two factors determine the weighe of
mood on the decision-making process: self-esteem and the
significance of the event. When classifying a person as having
very low self-careem and the siuation is not of great sigpafi
cance, mood 15 a _".zusnnﬁ.._“_ firce in the decision _H_xrm_._t
process.

Fa
the garbage (insignificant event), but if he has come home

rance, 3 person may not be in the mcwesd b ke our

after being away for three weeks, and his flancée’s parents are

ing over for the first time, whatever self-esteem he has

(i

will kick tnto high gear, A person may not be in the mood o
call his sister to apologice after a big fight, but if she's sick and
in the hospital, then self-esteem becomes the baromerer. Let's

also be clear that someone with higher self-esteem would mot

let the garbage —.s_n up in the first 1_un4. nor would he let
e dictate the relationship with his sister.

13 & DAVID J.LIERLEARMAN

. ...._.a we discussed earlier, when one's self esteern 15 higher,
be is more doven o do what's oght, regardless of whether ar
not he feels like it Bur as self-csteem lowers, his mood begins
to dominate the thought process, with his subzequent behav
wor hinging upon the significance of the sinsation,

When the epo i efigaged we cannor easily see or feel
beyond our cwn pain. This is sirnilar 1o physical .?_.:._ whereby
“.=__._._n::_.. with a wothache, for mstance, finds it difficalr :
foous on the neads o

Lia]
[ another. Feeling cormpassion for the
e » . i
hungry, homeless, and suffering becomes next o ifmpossibile
with a _._._!u__.__.__;.n pooth

Having a greater understanding of self-esteem and the role

it plays in & person's attitude, thoughrs, and behavi
sany

1S NECEs
o leamn how to identfy what people with  high
self-esteem look like and the couneerfeirs fir whom they are
often mistaken, !
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~+ Does He
c e £ 2 Have
Self-Esteem,
Or Is He Just
Pretending?
The Five
Pitfalls

e ——————————

"If vou develop an ear for sounds that are meesical, it is
like developing an ego. You begin to vefuse sounds thar
are not musical, and that way cut yourself off from a
good deal of experience.”

John Cage {1812 - 1882}

¥OU CAN RLAD ANYONE 135




L

s
o ST

e A

il

o

e e

5 we will see, evaluating a person's degree of self-esteem
is miot diffieal, bt can be ricky if you do not know what
to pay attention o and whas 1o ignose. Here are five main pit

falls vo avaid in this process:

Pitfall 1: Self-Esteem Wersus Ego

Don't fall into the wap of believing the person whes has a
big o [hes himself. We must rernember that the ego and
self-esteem are generally inversely related. Mo mater how
much a persan appears be happy with hignseld, if T has a big
e, he is not—he is miserable. The statement 32 Aot conjec
rure, but a law of huran nansre—it is psychological marth, So
insidious is this law, that a person may actually think he likes
hirseelf while his behavior betrays his real feclings.

Differentiating berween sclf-esteem and ege can be diffi-
cult. For instance, take someone who plays his car radio
loudly. Do we assurne he has bow self-estcem and craves
awention, or does he have high self-esteem and simply ot
care what other people think of him#

And what about physical appearance? Somekaody who's
always well-dressed may suffer from low self-esteem and meed
_.u._u_s.._u 1o think she is beautful, _"_:_.._“.._n_._"_._n r, and Fashionable
in order 1o feel good about herself. O, she may have high
a reflection of her

seli-gsteem, and her attre s mere
weli-warth. Conversely, is someons who dresses shoppily
doing so because he likes himself and does not eare what

140 pAVID |.LIEBERMAN

others think? Or does he have such low self-esteem he does
not care enough to look decent? You see the problem, The
miscues are endless, and it gets even trickier.

For instance, it's too easy o say that someone who over-
cats and does not take care of his health dislikes himself.
Rather, the case may be that he has guilt over something spe-
cific, or perhaps has childhood issues specifically related o
food, To a novice observer, the person may be labeled as
having lew selfworth when, in acruality, the contrary s true.
Consder the opposite: perhaps a person gonges himself non-
stop but has o fast metabolism, This person's appearance

wiiedda't reveal that he's an over-cater,

Pitfall 2; Self-Esteem Versus Confidence

How do you distinguish bevaeen self-esteem and confi
dence? As we suggested earlier, maybe the person is sure of
himself in a given siuation and appears 1 have all of the clas-
85 ...m._,u”_v of _.__n_._ self-esreem. nr.__._.__._..q_nn___.. 4 PErsof may, an
fact, have high self-esteem but in this instanee e seems with-
drawn, uneasy, and unsure, We can see that discerning
between self-esteem and confidence can be problematic. But
it's certainly necessary to accurarely read a person.

Pitfall 3: The Success Story

We can't ook at how sucoessful 3 person is in order o
gauge scli-esteem, because sociery’s iden of success may be
very different from our own.
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As we learned, choosing 1o do what is righe—
from the ego and over-indulgent body drives—gives us
self-respect. Mowhere is this more evident than in a person’s
life in peneral. A person who does what he wants to do in life
and fsn't driven by ego or weighed down by immexkiate
gratification, effectively gains self-esteem. Conversely, ong
whs isn't doing what he wants, even if he i successtul of is
doing what be wants and is not where he thinks he “should™
be in tesms of progress, will suffer from low self-csteem

For Mystance, & partnes in & major law firm may be sucoess-
ful 1o the casual observer, but if he always wanted o be a
miusician and went inwo law w appease his father, he cannot,
by psychological law, have high self-esteem becawse his deei-

n was ruled by fear., anversely, 2 poet with o money whes
exijoys writing for eriting’s sake can be full of self-esteemif he
considers himself a success, Someone doing extraordinary
things can fieel _._n._J_:_.ar......_ and suffer from low self-esteem if he
hasi't schieved the kevel of success he aspires to because he's
pursuing his objestive for ego-based motvazons and needs

the accoledes and praises of others,

Pitfall 4: Humility or Doormat?

Ir's easy to mistake humility for weakness; rather, it is
strength. If a person is consumed with himseli, he's anogant,
the opposite of being humble. An arrogant pegsod only takes.
He's an emotional junkie, depending upon others to feod his
fragile cgo, or a slave to his own impualses, which he can't fise

above,
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When a person has humility, he is fulfilled. He is free 1o do
mdat £r mpht over that which merely makes him look pood or 15
simply easy, Because humility allows us to choose to do what
is right, it gives us self-contral. This is the EAtEWaY 1 el-eteem
and to emotional freedom.

The challenge here is obvious: how can you know if a
person i% mere ___. Harting humble,” when in faee, he's not de g
gosod because he likes others, bur meeds for them to ke him?
Maybe he gives, not because he feels gpood, bur because he is
afraid to say no or does not feel waorthy of asserting himself,
Clearly, we need a way w separate those who really have
self-csteem, and =0 humility, from those who allow dhem-
selves o become doormats,

Pitfall 5: Self-Esteem Versus Mood

As we also learned carbier, self-esteem derermines how
much mood becomes a factor in our profiling. Moreowver, dis-
n.m.n.v-ﬂ.-._m..munm_l_r _.—ﬂ._-s-llﬁ_u _.—._-ll wy Can ._E _u_".nu_u__ﬂ _.N._u._umﬁu &5 ._.n._-.!.—_m Cifn
ook a lot like self-esteem. Maybe the person

noa good
mood, acts accordingly and sounds a kot like someone whao is
n.n.._.__..p. comformable in his own dan _.E._n:mah..._. n._....ﬁ._..._u.—mr
warm, considerate, and =0 on, but in "._n_.su._._._,._. ig a
self-absorbed narcissist who fior a short span of dme merely
adopis. this persona. Do you see the problem?

Here's the good news: in the next chapeer, vou'll see there
is only sar svthod that is consistently effective in determirning if
& person has high or low self-esteem, withour missead O
_._..____"—..___.:.___._T.. has behaviors,
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4 ~ The

< » ¥ Self-Esteem
_______ "~ Detector:
Determining
A Person’s
Level Of
Self-Esteem

“Selfesteem is the reputation we acquire with oer

selves,”
Dr Hathaniafl Brandan
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e explored the overall psychobogy to better help you to

have greater _._.uwm._..m_.__.”.. i EEapmng SOMLEOne's _.._n._..mw».
and to give you more options in what 1o ook for and pay
sttenmion oo Because of the pitfalls we saw carlier, it is
extremely difficult to tell whether or not someone has high
seli-esteem _.___ _._zm_._n any anc v:..._"_.

A person

1 be giving, but the question you have o ask
¥ surself 15, “why®' 1s ke _.__x_._I it because he likes the other

person of he wants the other person o like him? Does he seck

toy continucasly improve and work an himself because he

feels good about who he is or is he an overachbever compen

sating for feelings of insecurity? The miscues are endless.
How can you tell if someone has high sclf-esteem? e see i
ar @ reflection of bow be sreats biveoelf and sthers. A person who lacks

self-careem may indulpe in things 1w satsfy only his own

desares and will not weat others partcularly well, Or, he may

cater to others because he eraves .._._.__-_!u_....._._ and respeect, but he

waoit't take care of his own needs. Only someone who truly

both himaelf and others well. When

has self-catcern wi
W Y well we d TeAn _..._._.._,..u_nr._“..._r I shosrt-term ._...._.x_“:._...u.
tio: rather, he invests in his bong-teem well-being as well as
being kind and good 1o others,

We might erroneously conchade that a person delayving
gratification is enpagng self-control and assume thas is refloe-
tive of self-esteem. But unless we look at the other side of the

coin, we are left with only half of a story, What if the person

doesn’t ear wasry, fartening foods (defayed gratification) so she

can lose weight to anrsct a marred man? We mst see the full

I 4 & DAYID J.LIEBLREMAN
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ton to see if the modvations balance out and produce
seli-exsteem oF aet. This woman, for mstance, would demon-
strate cracks in her self-cateem because

_ as a ratter of human
i

ign, she

treat otivers poorly.




"Creative powers can fust s eastly tum out o be
destructive. It rests solely with the moval persomalicy
whether they apply themselves to pood things or 1o bad
And if this is lacking, no teacher can suprply it or take s
place.”

Carl Jung (1878 - 1861}
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ou can readily tell when a person has lovw self-esteem, but
this may not automatically mean that he has a big ego.
When self-esteem begins o erode, pao distinct mentalities are
produced, His perspective shrinks and mere of his “personal
ity" comes through, filtered by his unique insecurtics, Two
people with low seli-esteem can manifest one of two different

(|
artitucles foward the same siteation. From the two types, we

can determine a person's peneral thinking, feelings, and over

all ardmde o any sinsation,

One can have a diminished ego and high esteem—this 1
the humble person; one can have a large ego and low
seli-estpem—his is the arrogant person. There & ancther

one ¢an have low esteem and a diminished

possik
Homwever, swe cosnol Sy

ecgue—=this i the doormas mentalit
bih

The person most dangerous to others 15 the one with the
big ego and litde or no self-esteem. The maost dangerous to
himself is one with a diminished ego and linde self-esteemn.
The reason is an arrogant Person is mone likely to disect hus
anger ourward, W see that violent eriminals often have o cer
tain bravado and smugness. A person without much epo and
myoge inclined to direct negativity

Werteens amd o Loege g,

loow seli-esteem, however,
imwared and blame himself for feelings of unworthiness. Let's
gain a deeper clanty with these types.

LE-D Doommar: This pesson is quick to apologize, even
when something s not her faule. She does things for others
she doesn't really want to do, not because she likes them, but

rather because she fears not being liked. She rarely stands up

[N DAVID J. LIERBERMAN

for herself, as she doesn't feel her necds are important enough
and eertainly not meore impostant than others”, She is a quing-
essential people-plesser. A person who “gives™ 1o be liked can
often, on the surface, be confused with ome giving hecause it is
the right thing w do or because she wants o give,

The same action will cause rwo disinet emotionl
imprints, based on your intention. Tt is the difference between
being robbed and giving a donation. In both cases, money is
Boing from vou to another; but ane instance is E...?Ed:.uﬁ,
while the other iz weakening, Accordingly, one
self-esteem while the other is emotiorn

enhances

y draining. Please
. if w i 3 [

understand, if you give out of fear o gult, this does nothing

o enhance self-esteen; indeed, it only diminishes it ¥

(a1}
aren't really givingg the other is person & ng. ¥Wou are being
taken advantage of, with your consent. Only when vou chosase
s frec-will engaged and wour sense of independence
nourished,

You know in your own life, when someone tries o uile
you into doing something, you say “no,” stand up for yourself
and feel bemer about yourself. Tt is the same type of empower-
ment feli wh

your sy “yes” 1o & tequest you should accom-
masdate, even if you are nat in the mood, Whatever VOIS SAY OF
da, a3 long as it is from 3 position :-.w._:_..:._._..:..]_.?..ﬁ_“nn “..:...
chouse your eourse of action—you feel better, When you see
yoursell as incomplete, you allow yourself 1o be Em__ém toa
assunge feelings of inadequacy. .

This profile most often produces a person who 15 intro-
verted, When she is in her element, however, and feels com
forable and confident, she sprinigs to life, While she is wsually
reserved, she often blossoms when she feels safe, secure, and
in 3 good mood,
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Signs of LE-D
Most people have some clements of each classificanons,
but generally speaking, these are the characreristics associited

with an LE-I) fype:

» He doesn't acoept compliments w

8 He's unassertive and doesa't speak up to defend him-
self.

® He speaks negatively about himself.

® He's constantly apolopizing and feeling guiley

anc il

» He suffers from an infinite vacety of psychos
ThERREE.

® He may be anxious and nervous when he's asound new
_._ﬂ.__-__n._.q out of his .n___._._._”n;_. E__._n or enviroament, and
prefiers to stay where he fecls safe.

wrt, caloulated rsks,

& He fears taking even

LE-A Arrogant

“This person needs to be the center of ament

and is ot

loud, easily frustrared, and a big complainer, His insiseenee of
greatness masks the pain of low sclf worth. He secks comstant
reinforcement and adalation from cahers, and will become
angry when these are not received i sufficiens and continaal
quantities. He usually doesn’t mind offending or insulting
srake him loak beter of smarter in others’

someane if 0w
eyes .

He's often a fierce _.._u_.__._uu__.._"m.__u_q whose self-worth hangs in
g1, MADCISHE

the balance of every compeunon. He is conm
tic, self-ahsorbed, pushy, and full of bra
for feclings of inadequacy. When he gives his opinion, he is
often offended if his ideas are noe accepred, He insists people
understand his point of view, despire a complete and some

o 1o CoEnpEnsa
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et ehwious lack of inge rest; he merely sees this as stubbeorn
ncss and the other person’s own ego igno

i has abways good
advice. Whike a person with high self-esteem wi
cerned about offen

he com-
g, cmbarmassng, of annoving other
people, the LE-A person does not respect others, beeause he
i5 largely unable. A person gives sespect, so if he has nane for
h

self,  whar is he giving? He acrually—o varying
degrees—lacks the capacity to gve, Linde room for others
exists when his sense of se

mpartance drips into every rela-

u.r.._._:_.___l... A sel

hsarbed person has no to lowe, as he

only lusis when his epo i in conal. Mareover, he s

hyper-sensitive o or

m abowt himself, often respanding
-uf_n_-_ n_l_.ﬂa..ﬂ.

The more sccepting we are of ourselves, the more accept:
ing we are of others. Converscly, this person needs o “see”
others as deficient o less in order o feel berer about himiself.

We all probably have one or two people in our lives we
find difficult, However, this person feels almose EVETYOHE IS
problemanc, In reality, it isn't evervone, but

problem,

he wheo is the

A person with high selfesteem i gentle with his envison-
mene, while the arrogant person can often be seen hittin
banging, and forcing inanimate objects to do his will, Just as
he tries to do with people, he insises on imiposing ._.r....___._ 4
Lt L] ._“_..__.__n_ﬁ. and _._...:_.:.Lw:._T

Signs of LE-A

® He's exsily frustrated, angry and comrolling, feeds off
artentson and can often be seen as agEressive, not only
with people, hut his emvironmen as well,
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@ He has a tendency to averreact to any perceived injus
tee, fo matter how minor.

s He's often brageing and boastful when he Tz achicved

Y eonsumed by material possessions, secking o fior-
tify his sense of IMPOSANCE; no maticr what the conver
mu..r:_._. he tries o i TIpTEss the other with his kne ._d.._h._m._r.ﬂ
andl is bent on steering the focas back wo ham.

® He needs to be right, and tries 1o rake control of people

and simations, insisting his way is the only Also,

he's unable to Bsten 1o another’s point of view, and
quickly dismisses their opinicns.

He has highly addictive behavior and may engage in

high-ask behavios to “feel alive™

Signs of both LE-D and LE-A*®
& He's hyper-sensiive. While the LE-A may become
angry of put on a strong front, the LE-I becomes sad
and withdraan.
m He often uses hopeless language and lives in the past,
even thoagh it may be langely unpleasant.
® In an unconscious atempt ta anehor amself in some
thing definisve, he often paints his woeld in _._m_-__.._n m_..__._
whiite: unless of course, this does not suit him, in which
case he sees shades of gray wherever he needs 1o,
He often projects a false image of himself 1o the rest of
the world because he wants others i believe he i some-
ng better than he believes himself 1o be.

He takes everything personally; what could it be about
except him, the center-of-the universe?

He constanty secks approval and resssusance from

athers.
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He's filled with irrational beliefs, has g strong tendency

tx think emotionally, and uses losgie b justify his behay-
mnuq. ’

® He is easily fruserated and will shift course, or abandon
ship aloogesher, when the going gets rough.

® He has unhealthy relationships; there are more than a
few people in his life whom he simply does noe get alon

B
well wath,

® He blames evervone but himself for his problem and
refuses to accepe responsibility for much of his lfe and
well-being, He is a perpetual vietim,

® He's often depressed or, at 2 minimum, ansious and
Euﬁuv.__..

u

He s difficulty in making decisions. The fear of being
wrong often paralyzes him into inaction. He has o
strong fear of change in instances where too many vasi-
ables are owt of his control or understanding,

We should note thar a person w

low seli-estcem ofien
cycles between personas of inferioriny (the doormat mens ry)
and superiority (producing arrogance), wherehy whichever
maode is dominant ar a given time yvields either negAtvity
directed, imward manifesting e o

sadness, or ouwrsard
into anger, By gaging which mode the person i
a ﬁm._..n..a e, you can feasonahly predict has overall ardrade
and behavior

What we have laid our thus far is the complere pevchology
hehind 5.8 AP With i, yvou have the u._u_m_._”_.. 1o better under-
stand the thought and decision-m

Ny proCess, as each pro

- . .

frle gives us a very clear windew infe a person's thinking,
Mow, it's simp

a mamer of plugnng the facts inte the
equation. While Section | offers concrete tactics, Section 11 is
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mose of an art. In order to get the most out of your new skills,

g =~ TheArt And
e ooy o el e et i - Science O
) Profiling:
Real-Life
Examples

“Imagination and fiction make up more
quearters of our real life,”

Simone Weil (158089

+ than three

1943
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he two classifications which account for all possible

dmarnics folkow, with real-life examples o illustrate how

_“—s_ﬁ. system .‘..ﬁuq—...r.
Onee you have observed the “color
fidence, interest—you put them inta the mix w build 2 fase

*—self-esteem, com

and complete profile deterenining thought, feclings, bebefs,
1will see, some of the colars—even

primary and certainly secondary—can have a negligible effect

and age not weighted in every caloulation. You'll notice t

we use the eype of interest (nat to be confused with the ke el

r point on which to build our psycho

of interest) as the sta

logical framework. While theoeetically you can wse any of the

it : pype of i o5t i - CASIESt to
eolots 45 8 starting point, the gype of interest is the ca _rr.
ghean, as it is almaost abways understood by the conzexe ol the

sinanon,

Classifications

Class A: a person with no inherent personal interest in the
cutcome (eg jury member, work evaluation, favor fior 2

friend).

Class B: a person with his own obvious mntesest at heart {egg
poker, negotiation, sales call).

MWoe: In instances where a person’s bewel of inbercit is

unknown, such 43 on 4 date, apply the techniques in Chapter 5

Ly ] DAVID jJ.LIEBERMAN

and then proceed 1o either formula base
there is perceived interest,

1 whether of Aot

First, we'll examine sinations where the person has no
inherent interest and has high self-esteemn, then no inherent
interese with low self-esteem. Then we'll follow cases where
the person has an inherent interest in the outeome and is
ohserved to have high self-esteem, then where he is observed
1o have bow seli-esteem

Class A: A person with no inherent personal interest in the
oubcoeme,

Of course a person certainly mav wanr 1w do the righe
thing, by having an interest in seeing justice served or in help
ing out 3 friend in need. We are speaking, however, abour
whether or not this person has an inherent desize for a specific
outcome benefitting him on & more PErSOA:
lewel.

Recall that self-csteem determines the level of inherent

on-altruistic

interest in what is at stake, and the grester one’s self-estoem,

the greater his ability o gain pleasurne in pursuing meanin
objectives. With low selfesteem, the value in de gy the right
thing goes unseen, and one amaches Bttle or no interest in the
autcoeme

In a situation where the person has no inherent interest,
his. self-esteem becomes the most influential facior in his
thinking  and decision-making process. ‘Therefore, this
becomes the focus of our inital scan. From there, we bemn to
draw our profile, and the next section tells what VEN CATN COE
chede from i .
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5.M.A.P: General Evaluation

As cffrn increases, in relation w what is ar suake, likeh
hood of positive or helpful action decreases. However, the
higher one’s self-esteem, the more resilient is his desire to da
what's right over what feels good or looks pood. As
self-esteemn decreases, mood becomes a stronger factor and,
even with minimal or no effort, the desire to do what's rajht
weakens., As mood deereases and effort increases, chances of
compliance quickly sink fass. With no inhesent interest amnd
low self-esteemn, wharever is at stake becomes pretty much

irrebevant, especially as mood dec

As meod increases, the person is able 10 move slightly
away from egoecentric thinking and can focus, for & tme, on
another’s noeds, Therefore, complisnce oF cooperation s
highest when a person with low self-esteem is i a good

eond, effort is ow, and what is at stake is relatively hagh. We

should add that confidence is rarely a factor when ._u__.:.n i5 n

self-interest, @8 Coan fidence if 2 funcon of interest au_._..__..?n:.

related. S0, with low self-cstcem and no inherent interest, the

persan simply does not care enough 1o be concerned about
5 level of effectiveness.

As we know, all low self-esteem is not created equal. An
LE-A type person will be less concerned with public percep
tion, while the LE-D type will be more easily somyed by whar
ik of his action. While both tpes ase con

others may t

surmed with the opinions of others, LE-A is more interested m

¥y his cown needs. 1§ what he wants from the simaton

_:ﬁ_._.._,M larger, he will do what is good for him while the L E-D

iy sccommedate others at his own expense.

type will more &

] DAYID | . LIEBERMAN

Profile When Self-Esteem Is
Observed to be High

®  Focus shifts to long-term benefit and to othe
scwence can overtide own intereses,

B Mood will ot ordinas

) ¥ engage, unless what is ar stake
13 very low,

m ot

nee hinges on degres of interest and is not likely
to engagre, unless interest (in doing what is ¢ :
nlu_f...“_ 1% ﬂknuﬁ.qlﬂ_._.. T_u-_-...n_

i this

The person sees with great intellectual elarity, and emations
are aot elouding judgment. Perception s wide and mor
self-centered. The person is positive and giviryg, not rude or
rushed, He does not need 1o prove anyrhing, and he is out
wardly focused and not ot all self-conscion

; 5. The person is
focused on g

ny, information o berter make a2 decision
: o he is coming across, As self-esteem increases
further, be wall take the higher mogal ground, even at his own
personal expense.

and bess on B

Profile When Self-Esteem s
Observed to be Low

8 Focus sh
(=14

IS I

rediate gratification and wo self-inger-

® Mood overrides self-cstcem

L ._”.Fq.:_._n_.__...u is mversely related o interest, and s
unlikely 1o engage strongly enough o be a factor need-
g to be weighed
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The Mottos

Mo inherent Interest

“] don't want anyone to

Inhesent Inteneit

LE-I} “TT try.” -
et frad At me.

LE-A T need this™ “Whatever!”

S/E  "TMdowhalcan”  “Let's dowhat s rght”

This person sees what he needs to see in .:RF.___H_._ ._.._.._“._.
secure and becomes emotionally driven—clouding juc v_.:x,_._...
He is self-centered and focused on his own needs. He ..n _._“.:_w
out 1o do what is good for himself, unless he isin 4 very n__“._._
mood. The person will be rude and abrupt d.._:.u.m. he s in m__ .
mood. 5o unless there is something 5.; for him, he wi .
pesistant o COGPERAGON OFf COMPIOMISCE. The _._.._.”__... _.n_..“._.._. n_".
sway him is 1 appeal 1o his ego, since his sense .m; _._#5". ﬁ._“
J__..ua._._n is too distorted for appeal 1o his conscience to

effective,

Real-World Examples

High Self-Esteem Observed -
Case Az A prospective juror is being intervicwed ,.v._.. ade «._.___.._“
amorney for a case in which his clientis charged wnth a seriow
Crime,

Summary: If the defense has good, solid evidence, 5.—”___:3_”
is & keepet. If the case pelies on _...u._.__n_nE_.n. the ._E”._M. wi _"_”__n.
easily by it. Howewver, he's nof against feching __E__.....r _.dnd.._i. -
one and empathizing with his pain, As someone with high

CDAVID J.LIEBERMAN

self-esteem and no inherent mnterest, he can easily feel for
others. No ego absorbs his attention or interess.

That said, this [PEFSOA 15 ot poing to ignore the facts of the
case merely because he fecls badly for someone. With high
self-csteern and no inherent ingerest in the outcome, the
person feels he is right and does not mind sticking to his guns.
“I must des what is right. Justice must be served,” is his I,
but he will be fair and babinesd. He will listen o nthers bur
remain firm, unless he has logical reason i move from his
[rosation

Another factor here is that of beliefs, 1f 5 potential juror,
for instance, holds a belief thar all CEOs ae ireedy and w
der wharever t ey can to make money, this bebief will cleasly
impact his thinking. Thesefore, to el
Chapter 2, Technigue 2)

thinking is leaning

sk correlated questions 1o see if his
unexpected direction,

High Self-Esteem Observed
Case B: A probation officer I8 prepaning a repor for the coust,

Summary: This scenario is similar to the Previous case, with
ane exception. In this case, 2 person's job is tied into the sira-

tion, 50 while he doein't have an inhesent personal interest in

the outcome, he does have an interest in miiking good and
effective decisions,

Thesefore, we must factor in the officer’s overall proce
dure, more heavily wei

hing his fecent decisions, I he's
recently made some recommendations that were soft vet
well-received, you ean expeet more 1o follow, Hewever, the
strength of his self-esteem will indicate how far his own be

of right and wrong will deviate fram wha

“accepeable” in
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terms of guidelines. We often erronenusly conclude that it is
the egotist who is willing to “make waves™ and masch to the
beat of his pam proverbial doum. Thas 15 tae only if he has
something at stake. Withour inherent inferest it is the person
with 1 higher degree of seli-esteem who is inclined to deviate
when it does not personally beaefis him or his interests.

Low Self-Esteem Observed
Case A: A prospestive juror is being inte rviewed by a defense
attorney for a case in which his client s charged with 4 serious

COIMmE.

Summarny: The caloulation here is mose complicated than it is
with his higher self-esteem counterpart. He's naturally preoc-
cupied with himself and doesn’t consider the ﬁ.mr...d. of the
case unless he amaches personal meaning IE irs not a
high-profile case, the interest level is assurmned 10 be low. | __...,a
po likely to weigh faces as much as emotion and is engaged in
irrational feelings and subjective thinking,

The egocentric person sees himselfin others, so it depends
an whom the jutos identifies with—the plaingff or the defen-
dant. He will faver this person. He 15 thinking, “He is just ke
me* A strong caveat exists and the amachment can boomer-

ang if the jurot feels jealousy wward the one with whom he
identifies,

The potential for jealousy is stroager with people similar to
us. For instanee, 3 painter is nox likely to focl jeabous of 3 sur
peon's skill, but another surgeon, particubarly one with low
.m_..__..n...:“.nq_.._. identifies moge cleardy with other doctors, and
tealoussy is bred. The test is to ask correlated questions (s chis
D_nﬁm.i Chapter ) to gauge the way his atachment will fall.

I &4 PAYID J.LIEBERMAMN

Ceenerally speaking, if he's in a good mood for mose of the
trial, particularly dunng deliberation, and the juror identifies
with the suspect, he'll lean ward finding the suspect inno
cent. 1f he's in a bad mood, hell favor a guilty verdscr, The
reason is this: when his mood is bad, his ego fully engages.
The unconscious musing is that if ather people “like me™ are
WNTRE .m._m_. I muse be better off,

The juror (LE-A)can be persuaded if ather jusors strake
his e, But if he becomes enraged, he'll stick 1o his guns until
the very end. If he's had enough and wanes to get out, he'll be
quicker o acquiesce. His own comfort and needs are of pr
mary importance, over any type of justice. 3o if the case drags
on for a while, then count on his position shifting whenever
he fecls that he's done,

In conirast, the LE-ID person generally has a “herd” men-
tality; in such cases, he'll ﬂ.n._...n:n:_“_”.. agree with the crowd
unless he develops a very strong identification with a parey. In
this case, hell anerpt 1o “hold his own™ untl the pressure
becomes too unbearahle,

Low Self-Esteem Observed

Case B: A probation officer is prepadng 2 repom for the
court.

Summary: Again, the summary is simalar to that of the previ
o case, except that the person’s job is ted into the scenario,
Lovar self-esteem, however, will decrease the person's flexibil-
. You'll notice a strong tendeney o follow a pareen., The
strongest indicaror of what he will do now is what he has done

in the past under similar scenarios, Low self-esteem (LE-A)

means he will seck our an ident v and want to be known as a
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certain gype of person, such as the “tough, no-nonsense guy.”
If hve deviates from his usual pateern, it will be because he sees
the case as very different from others. .
Therefore, he doesa’t have to change how he sees himaeli
by voting differently than usual. The person is _Eum._ nw.ﬁ___,._ﬁq
u_“_.._...._ﬂ& by showing him how the case is ditterent brom the

athers and allowing him to make a new decision based on rew
information, as opposed to changing his general thinking
about these types of cascs, .
The LE-D type person is more inclined 1o again go with
the crowd and the prevailing wisdom, He's just as emotional
as his LE-A counterpart but mere willing 1 feel for F._..r__”_._nu..
as most of his choices revolve around the needs and wants of

athers over his own, Absent any of these influences, his think

ing is simalar to the LE-A rype.

Class B: A person with his own intencsts at heart

5.M.A.P: General Evaluation

When self-interest is assumed, a person’s level of eor
dence becomes the dominant influental factor. Because _.Ju._w
fidence and interest are versely related, the person’s
thoughts, ﬁ.nn“_:.._m.? and subsequent actions are based :u_. how
badly he wants “it” wversus his perceived chances of being

successiul

DAVID J.LIEBERMARN

QUICK TAKE ¥

4]

crowd make a difference? Social fa

arceasal, when orher
pesple are present and our performance can be evaluated
Sradies show the arousal enbances our performance on
| simple tasks but impairs our performance on complex easks,
For instance, when several observers watched below averape
plavers shoot poal, the plavers made fewer shors, But when
the observers warched aboy c-averge plavers shoot pool, the
{ *.__.._.p....q»_._..._.."_,..._._-_::_. shats, (Mich cls, et ..r_.._._._wu._ Wohen voure
COMPETHE IZANst somenne maore

lepe than yoursels, do it

withowat esthers arouand, Hi vargver, if v : incteny
| have people arcund to watch, because i will help you to per-

form better and your opponent worse.

When self-esteem skews high, then confidence rgwals aciion,
Put simply, a person is deiven to po after whar be wants when
he feels good about himself and his chances of success, But
because he's acting responsibly, as confidence in his ability ro

be successful deereases, his desire 1o put in effort dwindles as

well, Therefore, as effort incresses, lkelihood of action
decre

CS.

Mood is also nepligible with b

her self-esteem, If w

ar stake isn't so important an

or 15 temporary, mood comes
back into play. Doing what's responsible becomes less -
tant because the sinsation won't have g lasting impace in Ly
significant way.

When sclfiesteem is on the lower side, mood becomes a
stronger factor ted into confidence, As he gers his joles of
emational ficl from suceessful encounters, when confidence
i high, mood gocs with it, and viee-verss, Also, when confi-

dence is _.__ﬁ_._.

I pursue an objective relentle ssly, even mose
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s than someone with high seli-esteem. So much 50, that even
effort (for LE-A) is not much of a factor.

The rexson is that his self-worth is wrapped up in actions,
nost himself, Thas, suecess will make him like himself more.
But for (LE-D), his lack of self-csteem and diminished ego
offer linle support for making his Lfe berter or makang him
happicr. So, he more often gives way to quitting and indulging
in immediate gratificanion to feel good quickly and o distract
hirnself from the oppormnity lost. However, for the LE-A, if
canfidence and mood are low, he becomes angry, fruscrated,
and easily annoyed. He wants something for himself, and i
only interested in himself, Yet, he does not feel good about his
chanees and is enraged in proporion to his interest level.

Situational Filter

Mo we have to factor in something that's nota part of the
person’s emotional make-up, bt a reflection of the sinuaton
itself and what 15 going on in the person's life, which affects
his thinking and aninsde. It is casy 1o do the right thing and
maintain good valses and moral beliefs when there’s no
seli-interest, This staternent isn't an indicement of human
pamure but rather 3 function of it. The only force holding
self-intersst in check (when it conflices with what is right) is
seli-esteem; and self-esteem is what halds healthy values and
beliefs in check.

In some cases, it is quite advaniageous, EVEn NOCESSary, m
know what is geing on in the persoa’s life as ir relates w0 the
situation and how it may conflict with his sense of moeality.
Asa dx_ﬂ:a__r self-inmerest increases, it becomes maore compli
cated. The equation it simpler for 2 person kaving no inhenent

I &8 DAVID J.LIERERMARN

self-anterest, or even for one who is in an ourmight competi-
tion, because self-interest, while present, does not aften indi-
cate a moral dilemma,

. This factor can be a wildeard, bue you can navigate around
i (use the technique in Chapter 3, Sign 2). Bricly, bring up the
subsject and note if the person becomes more self-conseions,
I he does, you are probably nearing the threshold whese his
valuwcs may give way to necessiry.

Addiionally, when questioning the point at which (if ever)
the person®s simation will erode his values and belicfs 1o the
level where he will engape in behavior going against his
nature, looking for patterns is very helpful. The _u__v.uﬁ.r— pre-
dictor of future hehavior is past behavior, Barring any signifi-
cant event, o attitude change, vou can expect the m_h..:&: o
do what he has always dose,

I you lure & person away from another fiem, you can be
sure of ane thing: he can be ured away from your m._._-_._. Alsera
worman finding herself in a relationship with a married man

can be sure of one thing: he will, statistically speaking, chear
o her as well, )

Profile When Self-Esteem |5
Observed to be High

® Focus shifes to long-term benefie

® Mood is negared, because both self.esteern and interese

are up; it eomes into play only when the sitvation is not
S0 Imponant.

= Confidence becomes a strang factor.
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This person wants 1o dowhat is right, but will reach a poin:
where his moral barometer conflicts with his own interests
For instance, if he finds a waller with ten dellars and a bunch
of credit cards, he is inclined to seck its owner.

However, he is forced into more of an internal seruggle
should he find a bag of cash filled wath hundred-dollar bills.
His desire to do what is right and turn it in o the police will, at

sume poini—depending upon his self-esteem and how swong

s own needs are—cause him o act yminst his own moral

Compass,

Case A: John is in a coatract negotiation with you
Simce ntetest is assumed, the focus now shifts 10 confi

denee, If you evaluare his confidence level as high, you're in
for a tough bande, High inerest, high confidence, and high
self-esteem put him into the “zone” where be is premy much

fearless. He's not inclined to make an irrational meove, unlike

his low-sclf csteem counterpart. Your susest shot of et

Thiem 1o budire from his positgon will bt appeal 1o his sense

of goodness—doing something for you—even theugh he

does not have o com

1 wou note his confidence is low, however, vou will more

r that he may walk

casily gain leverage by rising the possib
away with less than he scraally expected. Thus, you gain a
foothold by dlting his thinking from rational to emotional.
Mow you have a bester chance of his actions deviating from

what's in his obiective long-term best interest.

Case B: You are

u._l__._ your _.vu.._v. e,

ing poker and the hand is down o yoo

R BAVID | LIEBIREMARN

Here, you would use the techniques in Chapeer 3 wo deres-
mine his confidence level and then play accordingly. While
you have no way of knowing what his casds are, vou can pre-
dict the various possible cutcomes based upen the following:
he will play according to the odds and is not afraid 1o toase his
gut indtinces. He s unlikely to make irrational meves or be
swayed by emotions. If he docs not have a good hand, it will
be & caleulated bluff, leaning toward risky, but not foolish.

With high confidence noted (adjusting for pefeep
._.u:_._.u._x.-_g.r.ﬁin_._ﬂ__ he will tend to play shighidy mone AFEres-
sively, since confidence is linked with mood. Studies show the
persan is inclined to take more fisks if he recently won a bigr
hand or is up overall If low confidence is noted, his higher
self-esteem will generally keep him from deviating from smart
play.

Profile When Self-Esteem Is
Observed to be Low

B Focus shifts to immediate gratficason.
® Mood is factored and may override self-esteem even in
sirations of obpective unifmportance, because w0 a

jperson with low seif-csseem, anything can be imporant
if it concerns him and his interests,

® Confidence beeomes a strong factor, hinging o interest.

With bow self-esteem and high interest, his confidence is
easily shaken, and he ean appear almost frantie in his dealings
as he views this situation as his big chance to narn his life
around—his lucky break. With lowered confidence, his per-
spective is cven mare skewed, and he is capable of acting
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complerely irrathonally and becomung v angered and fras-
trated ar every roadblock o his brass ring,

Case A: Brad is in a contract negetiation with you,

Levw seli-esteemn and high confidence means he will be
highly emotional and reckless; a ehanee to feel good cannot be
ignored. He i3 hyper-vigilant o cvery point, and nothing
escaped his amention. The .__.._...r..._.._._m_“m_u_._ 15 his __m__uﬂu__l._.::._.u.. £
ime to shine, Expect him to come actoss larger than bfe.
Hewever, if you note an LE-ID tendency, while he is thinking

everything we just saicd, his demeanor will be less than overe

»_._..._ nos 1 oiaf-face,
With low confidence, he pulls back, scared even when

longie dictates staying in the negotiation—he runs. He may also

appear completely disinterested; his desires are outside of his
teach, and his cgo cngages o prevent him from being injuted

He will now rationalize all of the reasons why it doesn't make
sense for him to assent himself. 1f he has an LE-D type per

sonality, he'll appear dejected; an LE-A may become rude and
almost ensaged, panticularly if imerest levels are very high.

Case B: You're playing poker, and the hand is down to you
and your opponent.

An LE-A type with high confidence will milk the hand for
everything it's worth. His self-worth harys in the balance of
the hand, and his life comes down to this one moment. Ay
ATLEmpT to ._._.._.u_..__"_zn:...:_.. without grvimgr awiay his hand, w
sought. Mote whether he looks around for o witness 1o his big
achievement. An LE-D} type is harder 1o read but is prone m
taking note of who is around to witness his success. 1f his con-
fidence is bow, he'll exhibit mose withdrawn, less animazed
hehavior.
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Waorking Forward and Backward

Unce you get familiar with the process, you can apply your
skills in two directions, Yeu'll be able 1o profile a pesson and
determine thought and behavior patterns, in addigon o
understanding his emotional make up in 4 lasger sense, Effec
tive profiling is 2 two-way street, flowing forward and back-
ward. For example:

You concliede through obsesvation that a tennis player has
low self-esteern, high confidence, and high interes. Transla-
tion: he gaing his sende of self-worth from his abilites. Wich
high interest, he's putting his whole world on the line, There-
fore, lock at the nype of low self esteem determining his
behavior. You can predict that the LE-A will be loud and con-
trolling, possibly smug and ANV,

You know he'll beeome extremely volatile if things do not
2o his way. Bad calls will canse him to lash our, and e on, The
LE-I} person won't even complain aver bad ealls ar become
antagonistie, but will porttay a somewhar dejected arinade.

You can also work backward. Seeing a person’s previoss
behavior—such as that of our tennis player—can help you
surmnise that he has low self esteem, high confidence, and high
intErest.

Look ar some examples of how we can predict the out-
come Of gain insight into the person’s emetional miakeup if
you already know the outcome:

Question: Pam waorks in the office where her friend was just
fired, despate her objection, and replaced by Suve, If you
observe Pam has high-self esteemn or bow self estEEm, W
will she do?
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Answer: IF she has higher esteern, she will choose 1o do what
is right over merely trying o be rght. However, if she has
lower self-estoem, proving she is tight is mare impertang tin
doing what is best for the office. Therefore, she is likely to
Behave in an unhelpful way—with behavioral ranges from
passiy ﬁ.u._vﬁ:.:mnm_r._.. o .u__..::.._.w.._"_._ ...-_..:...._u«....m#u._,. pe at her new jol
Question: Kelly, the housekeeper, finds a quartes under the
cowch amd purs it on the tahle fior you 1o retneve, Can we say
she is honest? What might Kelly do if she finds a crampled
$100 bill in your pants pocker?

Answer: Your odds of getting it back are dimirushed with
Kelly's lower self-esteern, When a person's inlierent interest is
at stake, we must factor in any situation that may rapoure her

moral eenter. The uestion, “How _....9__..__.. dines she need the

money?'” needs to be par into the exquation

If she has higher scli-esteem, only self-interest can move
her. 50, examine her situation—is she m..:..mnﬂ eviction of
financially strapped? OF course, this assumption isn't abso

lage. Her morality may hold, but look far sy of erosion,

Cuestion: You want a co-worker o SUPPOn your project.
Will he or won't he?

Answer: As his costs go up, vous chanoes g derwens, 1£ his sup-
poet may injure his reputation, the cost of self-interest is
weighed apainst the value of the relationship. Again,

self-estecm moves him to do what is right ower what leoks
pood (his reputation), A person with an LE-I} personality 15
mone inclined to _._...”__"_ than an LE-A, as he docs not want to

risk effending you or making you mad ar him.

1 T4 DAYID jJ.LIEBEERMAN

Question: A woman 5 00 a date and pauping her date's
thoughts. She already believes he likes her, bur ahat will he do
nexe?

Answer: The person will be proae to action, if confidence is
high. If the confidence kevel 15 low, the pemson will seck
image-enhancement. To make himself look better, he'll ask
questions and ey to engmge her. He'll be seli-conseious,
focusing on himself and how he comes acrows. It should be
noaed that he may appear completely disinterested as a
defense mechanism o protect against getting his hopes up.

General Profiles

Fimally, let's take a look at the six most inteiguing and
important general profiles, Familiarity will benefie you greatly,

Qruestion: Who is mose likely to make a deal or whe action?
Answer: High confidence, high interese, high investment, and
low self-pateem.

The Logic: The person will be almost frantic in his pursuit
With high confidence, he can’t believe his good fortune

Interest is T_“._...,_.._. &0 he has motivaton. Low self-esteem means
he doesn't want to ler the opporunity pass by, and high
investment means he’s already ratonalized the wonth and
doesa’t want to further dent his self-image by throwing away
his “investment.” The type of low self-esteern only comes
ineee play if the person has (o assem himself in an uncomiort-
able situatson.
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Question: In general, who is moss likely to walk away from a
dieal?
Answer: Low interest, high seli-csteem, and low investment.

mial

The Logic: Fren with higher interest, he has no em
pull. Imagine you're the persan looking ara home, Evenif you
like it, 1t's not the end of the world if you don't get it 5o per-

u__:nﬁ.:.r._.. is not skewed. Additionally wath this ._.._..E.m_h amd

where confidence is bow, you can expect with high cermainty
that he operates with a low level of motvaton to take action

in this instance.

Question: Who ks most easly persusded?

Answer: Confidence low, interest high

The Logic: Rescarch shows that in many simanons
Mﬂwﬁuﬂ-.-llﬂ._l_... CULS bt ways mﬂ_ Berms __J. _.TL. abalrty to —.I.F. _.-_l.._.u
suaded. 1§ vou ke yourself, you can take a hit to your ego and
be wrong. At the same time, you may be more confident in
your opinion. With low self-esteemn, it harder w0 admir
you've made an epror, but vou're also susceptible m tctics of
influence and less sure of yourself, overall. Either way, if
much has been invested, then being able to influcnce him
abong his current course of action is predhable, and with less of
an investment vou are maore bikely to be effective i swaying

him 1o move inoa new directon,

Question: Who's most likely to do the wrong thing {lie, cheat,
or steal) or, for that macter, who's most bkely 1o be agid, stub-
born, and inflexible?

Answer: Low self. ......._...._.._"_._.”_.:n_._ imterest, _..__n_._ confidence, and

—..__.Iu.q ._u_hu._.xl_.

[ DAVID J.LIERLERMARN

The Logic: This profile produces the absolute worst combi.
Mmaton _.v_.m”.__._ﬁ_._:_h.._._u__.u_ factors with

a jgven srtuation. With
an inherent high interest and high confidence, he fesls he
successful in his pursuit and will be relentless. Both types,
(LE-A and LE-D)) under the A_.m—.rq conditions are ﬁ"_._._..__..a_ o
acting wrongly, In face, it i not wowsaal o bear it was “the
quict one W

» kept to himsel™ who was responsible for
wrongdoing. OF course, the brazen, arrogant person also has
the emotional make-up consistent with a high likelihood of
this type of behavior,

With a litele bit of *._..w_.r.aq..._u_n, person becomes a royal pazn,
Low self-esteem and high confidence produce the lowest

for cooperaton. He feels sirong in his position

and will define his a_.-.__m.._u.._.v:_._ on the OuUitome,  Snoe
self-cateem is low,

Factor in poor mood, and the psychobopical dynamic pro
duces extreme m_..._.m_"u_.._..__._.._.. and reational behavior, The person
will be stubbom and wnyielding, and is ready to pounce in a
secomd on anything over anything, At the same dme, his
thoughts are _”_mm_.__.._.. critical, judgmental, and focused on whar
you think of him, since his underying motivation is driven by
2 search for respect—also a funcoon of self-estcem, So, para-
domically, ke will be more argumentative, since he views the

world as a competition with his image hanging in the balance.

Question: All things being equal, who's maost likely to make a
bad chaoice?

Answer: High interese, low self-esteem,

The Logic: The rwo factors are most relevant, as both high
interest and bow self-esteem skew perspeetive. When we don't
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Question: In general, who is most likely to walk away from a
deal?

Answer: Low inter
The Logic: Even with higher interess, he has no emotion
peall. Irnagine you're the person looking ara home: Even if you
like it, it's not the end of the world __.”.ﬁ_c_ don't get it, 2o per-
spective is not skewed. Additiomally with this profile and
where confidence is bow, you can expect with high certaimy
that he operates with a low bevel n 1o take acton

in this instance.

self-esteem, and bow investment.

Question: Who is most easily persuaded?

Answer: Confidence low, interest high,

The Logic: Rescarch shows that m many afuations
seli-esteem curs both ways in terms of the ability o be per
suaded, __".u.ﬁ._.._ like yourself, you can take a hit to vour ego and
bse wromg,. At the same time, you may be more confident in
your opimon. With low self-esteemn, it's harder to admit

= oo rtactcs of

you've made an error, but vou’ne also suscep
influence and bess sure of yourself, overall. Either way, if
much has been invested, then being able to influence him
along has current course of acoon 15 _._Ru._uu_.__.,.. and

westment you are maore bikely to be effective in swaying

h less of

him to meove in a new direction,

Question: Who's most kely b0 do the wong thing (lie cheat,
or steal] or, for that maner, who's most likely to be dgid, swlb-
b, aned inflexible?

Answer: Low self-esteem, high interest, high confidence, and

__u.rn..__ I ITHH ..n_..

i Té DAVID J.LIEBERMAN

The Logic: This profile produces the absolute worse eomhbi-
nation of psychological Factors within a given situation, With
an inherent high interest and high confidence, he feels he'll be
successfal in his pursuit and will be relentless, Boh types,
(LE-A and LE-D) under the right conditions are eapable of
acting wrongly, In faet, it is not unuswal to hear it was “the
quiet one who kept to himseli™ who was responsible for
wrongdoing, OFf course, the brazen, arrogant pesson also has
the emotional make-up consistent with a high kelihood of
this type of behavior.

With a little bit of power, the persan becomes a royal pain.
Low self-esteem and high confidence produce the lowest
probability for cooperation, He feels strong in his position
and will define his self-worth on the CULCOHTIE,  SINCE

self-esteem is low,
Factor in poor mood, and the psychological dynamic peo

duces extreme irritability and irrational behavios, The persan
will be stubborn and unvielding, and is ready to pounce in a
second on anything over anything. Ar the same time, his
thoughts are highly critical, judgmental, and focused on whar
yous think of him, sinee his underlying motivation is driven by
a search for respoct—also 3 funcrion of self-esteemn, $o, pars

doxically, he will be more argurmsentative, since he views the
wotld a8 a competition with his image hangis

the balance,

Question: All things being equal, wha's maost likely vo make a
bad choice?

Answer: High interest, low self-csteem,

The Logic: The raro factars are mose relevant, as both hagh
intesest and low self-esteem skew perspective, When we don't
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see clearly, we can't make good choices. The type of low

self-esteem doesn't marern

Question: Who's most likely to be flexible, honest, and trust-
worthy?

Answer: High self-esteem, low inherent mnterest, and good
musid.

The Laogic: With this profile, the person is dearly wlling to
be flexible, High self-esteem means he doesn't aced o hold
t 1 position, since his ego doesn't mind bending as lang as
it doesn't conflict with his sense of morality. Low inherent
intesest means he doesn't care vﬂ_..m_.__.._u..__.._.. and a good mod
means he will likely move into a giving mode.

S.NLAP provides a terrific edge in almaost any sitsadon, It
allovars you 1o gain a high level of insight into u.H.F._.uu_"—B.... think-
ing and pavche without having w spend much tme with the
person that you wizh to .m__"#_".__h. O course, as we've iflaserated,
profiling, while systemartc, 15 not exempr from ambdguiry and
misCues,

e you hecome more familiar, however, with what o
losesk fior amd whar 1o listen to, your abiliy 1w read a person will
become almost instincnaal

iTa DAWID |J.LIEBERMAN

Conclusion

Drear Reader:

The techniques in Section [ allow you a great deal of
insight into people, and will help you gain the advantage in
about every situation. Onee you've mastered the process in
Section I1, it will become second nature, When it does, vou'll
possess ane of the most important, valuable wols available o
help you in all areas of your life,

It is my fondest hope thar this book will heelp you to better
accomplish your worthwhile goals and objectives in life.
Indeed, knowing if you are being taken advantage of, lied o,
or manipulated will save you from unnecessary emotional,
firanicial, and possible physical hardship. Pechaps, after read-
ing this book and implementing its stracegies, you will have
gained a better understanding of human narure. As a result,
you'll have muore insight into yourself, which will help you 1o
be a better, healthier person and 1o enjoy richer and more
meaningful _....._u_"__u__-_ﬁ_._mmx.

I wish you a good Bfe and good relationships,

Warmest wizhes,
Davad

You CAM READ ANFOMNE 1Ta




Bibliography

Adams, 5, FBI Bullet
pords really reoeal?

..e_,v_.._._. 5 E ..._._._. Studies of _..—..—....q.__.__..q__..n arsd conformm
minogity of one against . unanimous majpority, Prrobolsgia!
.:.94..._3.___;._. T

Ekman, P. {1983}, Telling lics: Clues to deceit in the marketplace,
miarriage, and polises. Mew York: Nomon,

Caro, Mike, (2003). Caro’r book af poker tellr, Mew York, NY:

Cardozs Publishing,

D Becker, Gavin, (1997, Tl Giff of Ferr. Mew York, MY D
Pulblishing,

Dichter, Esest. (1964). Handbook of conmmer matinations: The pry
chalagy o the world of lvects, Mew York, WNY: McGraw Hill,

(19949). Siatememt analyrin; et do g

Crorn, Crerald, (1982 e £
choice behavior A classical cond
Marketing, $6{1), 94-101.

cts of music, in advertising, on
ing approach. ol of

Freedman, |. L., Cunningham, ). A, & Krsmer, K. (1992),

" ..
gy, i,

o withour

Freedman, J. L., & Fraser, 5 C. (1998). Compl
casure: The footin-the-door iech nique. .__ss.y....._.s..___.:..::
...:.a..__a_.._....:c....v....e".. o

¥OU CAN READ ANYOMNE &1




Friedman, B, [ 2000, Jamssry), Designing casinos to dominate the
competition: The Friedman International standards of casing
design. Dmrtitwse for the S twcky of Gambling and Commengial Ganing.

Hare, R. I3, {1999) Without conscience: The dinturbing world of she
prpcbetaths amang ur. New Yok, NY: Guilford Press.

Lewscki, P. (1985), Monconscious biasing effects of single
instances on subsequent judgements. fonrnal of Prrspnality and
Soial Prpchedagy, 48, 563574,

Lastsermean, D, ). (1998), MNever be Snd o qgain. Mew York, NY: 5
Martin®s

Licherman, IV, |. (2000}, Get aupens do de amptiing. Mew York, NY:
St Martn's.

Tuborer, B E. & Fein, O, (1996). Pupillary size in sesponse to a

v knoradedye tese: Mew technique for the detection

eception. Jasmal of Experimental Procbalg: Appied, 2(2),

164-177

I8 2 DAVID J.LIEEERMAMN

about the author

David ]. Lieberman, PhD., is an award-winning suthor
and internationally recogmnized leader in the field of human
behavior and interpersonal relationships,

Technigues based on his six books, which have been trans
lated dnter 18 lanpuages and include two New York Times
bestscllers, are used by the FBL, The Diepartment of the Navy,
Fortune 500 companies, and by governments and corpora
tons in more than 25 countrics,

Dr. Licherman has u_.._mwnuﬂni a5 4 Euest CXPEM o0 mone
than 200 programs such as The Today Show, Fox News, PRS,
and The View, and his work has been featured in publications
around the world.

Drr. Lieberman, whose PhuD. is in payeholeogy, lectures and
holds workshops across the country on a variety of wopics. He

lives in Mew Jersey.

Conuac
Dir. Dravad |, Liebeman Ermail D] LMediafanl.com
c/o Viter Press Fax 772-619-T828

1072 Madison Ave,
Lakeooosd, .Z._ 08T

¥OU CAM READ ANYONE 183




This file was downloaded from Z-Library project

Zlibrarv

Your gateway to knowledge and culture. Accessible for everyone.

z-library.se singlelogin.re  go-to-zlibrary.se single-login.ru

@

Official Telegram channel

Z-Access

W

https://wikipedia.org/wiki/Z-Library



https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://z-library.se
https://singlelogin.re
https://go-to-zlibrary.se
https://single-login.ru
https://t.me/zlibrary_official
https://go-to-zlibrary.se
https://wikipedia.org/wiki/Z-Library

