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            Praise for

The Little Book of Charisma

         

         ‘This is a treasure trove of great ideas and practical strategies with engaging and relevant stories woven throughout the book. I can’t think of any other book that includes references to the Simpsons and tantric sex!

         ‘David has a gift for taking complex and profound ideas and making them really accessible and fun to learn. Anyone who has met him knows he definitely walks the talk. For anyone committed to being an elegant and influential communicator this is a must read.

         ‘What I especially enjoyed was being able to dip into the book over and over again to try new ideas.

         ‘For teachers there are so many illustrations of great ways to connect with and influence children that can be applied immediately.

         ‘Given that research suggests that 80 per cent of workplace problems involve poor communication rather than technical competence this little book is a much needed resource.’

         Andy Vass, coach, author and trainer

 

         ‘The Little Book of Charisma is a generous and comprehensive resource of exercises, meaning, quotes and stories for the tutor to engage the student through many levels and aspects of charisma. It is refreshingly easy to use for either quick lessons and processes or for an entire journey through all the levels from authenticity to the ways we make connection. David Hodgson’s style and material is inspiringly supportive, creative and clear and a must whether a novice or very experienced teacher.’

         Gale Vincent, leadership coach, Galeforce Consulting

 

         ‘I was captivated by this book from the beginning. David Hodgson is engaging, thought-provoking and entertaining. This wonderful book is clearly widely researched, well thought through and uses both personal and professional anecdotes to reveal how the reader can communicate their ideas with charisma. “It’s not enough to have a great idea,” says David, “we need to be able to communicate our ideas with charisma”. That’s the key to this book and you’ll learn exactly how to do the same. I’ll be recommending this book to all my clients and using a few of these strategies myself!’

         Lynette Allen, founder of Pink Skills, 

Pink Expertise and UK Coaching Partnership

 

         ‘Teachers in their flow, at one with their learners, telling powerful stories and putting emotion into motion. Charismatic and inspirational teachers can transform children’s lives, and this book should be read by all within the profession. It has far greater capacity to hook a child into learning alongside his or her teacher than Ofsted, the National Strategies and DCSF rolled into one. It therefore represents wonderful value for money, so stop looking at the cover and get it bought. Now!’

         Will Ryan, primary education consultant and author

 

         ‘At last someone has wrestled the beast to the ground. Charisma, that most elusive of concepts, is no longer the property of the gifted few but available to the rest of us. In a book filled with nuggets and gems, David Hodgson draws the map and shows us the route. Read, enjoy, learn the method and change your life.’

         John Jones, writer, presenter and educational consultant

 

         ‘I loved this book. It is packed with tips and interesting facts too. There is something useful on almost every page and you could almost just open it anywhere and read and learn. It also feels as if it is written in a hurry, without a wasted word, which I like – I found myself reading it more quickly than I normally would! The first book in history with a fast forward button; how clever.’

         Michael Finnigan, CEO, i2i-121
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            Foreword

         

         It has happened on many occasions, not just to me but to other members of the Independent Thinking family of speakers. You have just finished giving your all in a presentation to teachers, hoping to have inspired and entertained them just long enough to have educated them too. Then, in the queue of people coming to speak at the end, amongst the delegates requesting a business card, asking for a job or coming to complain that they couldn’t quite hear because they are a little deaf but still insisted on sitting at the back anyway, there is the teacher who starts with the words, ‘That’s OK for you but …’

         What comes next is always one of two things:

         ‘… what about Ofsted?’

         or

         ‘… what if you don’t have any charisma?’

         The best answer to the first challenge, as told to me once by the late, great Ted Wragg, is simple. ‘Bugger Ofsted!’ In other words, don’t let them hold you back. Show them what you’ve got instead. They’ll thank you for it. And who are we to argue with Ted Wragg?

         Answering the second challenge is more of a puzzle in itself. On one hand it is a compliment to your stage presence, dazzling presentational skills and general ability to put yourself on the line and hold an audience for anything from 40 minutes to an entire day with nothing more than a set of marker pens, a flip chart and four decent jokes. On the other hand, it is an excuse, a cop-out, a reason the delegate is using for not changing anything at all, not even trying. And, if there were any hands left, on another hand, it also is quite sad. It’s saying openly, publicly, to a virtual stranger, ‘I can’t be better because, look, I have no personality’.

         So, maybe the answers are, respectively, ‘Thank you, you are too kind’, ‘Stop giving me excuses’ and ‘That’s not true’ or at least needn’t remain so. And, to address this last point, where better a place to start than with this book.

         Like magic, charisma isn’t magic. It’s a set of techniques, it’s a mindset, it’s a way of approaching things, the application of certain rules when it comes to interacting with people, a way of looking at what is going on and responding. Some people may be born with it. Some aren’t. Some people are born with blond hair but that doesn’t make them better than you. Just blonder. So, get over it.

         Take Charles Lindbergh as an example if you like. He knew that to achieve his goal of being the first person to fly single-handed across the Atlantic he would need financial backers. Being a daring barnstormer in the early days of mechanised flight would not be enough to achieve that. What he needed was a personality. Or last least the semblance of one, one that was different to the one he had used up until then. In the words of biographer Leonard Mosley:

         ‘Normally he was a solitary, taciturn man who rarely sought the company of his fellow human beings … but once he got an idea in his mind or a project that needed selling, he was prepared to meet anyone, slap every back in sight, turn on his smile and his charm and listen patiently to the emptiest small talk – but only if it brought him nearer to the attainment of his objective.’1

         Your main objective probably isn’t to fly the Atlantic single-handed or present the acceptable face of the Nazi party, but what is your primary goal? This is one of the aspects of charisma that David Hodgson so cleverly draws out. We, all of us, come alive when we are driven, when we have a goal in mind that moves us. Identify this and you not only start to show that spark in your eye that is the mark of people with charisma, it also gives you the impetus and motivation to be different. Or, in this case, to try out David’s many simple but powerful tips and ideas, strategies and techniques to help you be, not someone else, but more you.

         Apart from his pioneering work with young people on the application of personality profiling, David is also a great advocate and practitioner of NLP or neurolinguistic programming. One of the key tenets of this approach to being a better you is to look at people who are great at what they do and, in a nutshell, do it too. The secret here is to use what the NLP crowd refer to as your ‘acuity’. You have to look and listen very carefully to pick up just what it is these model experts do, but once you start to notice it, then you can start to copy it. It’s not cheating, it’s just improving. You wouldn’t practise a sport or rehearse a play without aiming to get better at it, so why not the same with your job?

         By breaking down what it is that soi-disant charismatic people do, David is able to take you through various exercises and ideas that will help you build up your own repertoire of charismatic behaviours and approaches that can make a genuine difference in your job and beyond.

         So, whether you were the first or the last to be picked for the team when you were at school, whether you are the life and soul of the party or the one in the kitchen looking through someone else’s fridge, enjoy this Little Book of  Charisma, learn and practise the ideas here, absorb them into the way you approach life so they become so much more than just a set of techniques and we hope you enjoy the challenge of change and we wish you a happy, fulfilled and charismatic career.

         Ian Gilbert, Dubai, 2010    

         
            1 Mosley, L., Lindbergh (New York, Doubleday, 1976)

         

      

   


   
      
         
            Introduction

         

         
            It was like Elvis whispered a dream in our ear and then we all  dreamt it.

            Bruce Springsteen

         

         A chipped windscreen changed the course of my life. While driving home on the M1 on a cold February night within three seconds the crack grew from an area the size of my thumbnail to a slice across half my windscreen. I slowed down, nervously drove on to the next service area and called for breakdown assistance. Half an hour later John arrived and placed my car on his truck while I warmed up in his cabin. He soon joined me and within three or four sentences his whole life story spilled out.

         We all want to make our mark. Leave an impression. Be our best. Humans have an inbuilt desire to shine. Effective communication is at the heart of ensuring we do. It is while being charismatic that people communicate best. It is not magic – it is something we can all develop to ensure our best is heard, acknowledged and flourishes, so the whole world benefits when we can be our best.

         Last year John had been involved in a motorway pile-up in which he’d seen terrible things. He reassessed his life and realised he’d spent far less time with his wife and far more time on motorways than he’d have chosen if he’d planned more.

         ‘If they’d invent satnavs to direct people through their life’s best route I’d buy one,’ he said as he tapped the satnav on the cluttered dashboard between us.

         He asked me what I’d do if I discovered I only had a few months to live, but before I could answer he told me he wished he’d set up the business he had planned with his wife five years ago. They wanted to transport food, clothes and other basic supplies to Eastern European orphans and victims of war. They could work and travel together to make up for the years they’d spent apart while he had been a heavy goods vehicle driver. They’d also be doing something useful that they both believed in. He told me they had a great business plan.

         ‘I just couldn’t start the business though,’ he said with a shake of his head. ‘People just didn’t want to invest in me. I knew why. It was because of the way I look and talk.’ I sensed he was right as he had the sort of face only a mother could love and he spoke with a broad Essex accent. He pointed to a picture stuck on the dashboard.

         ‘My sister is nothing like me. She’s confident, pretty and has been successful, but she’s selfish. She has charisma but hasn’t used it properly. I don’t have it and it’s held me back. After the pile-up I vowed to my wife that we would set up our business. I’m going on a course next week to increase my charisma and then I’m hoping to crack on with the rest of my life.’

         I wasn’t sure how to respond. Surely charisma couldn’t be taught, could it? I decided to wish him well and keep my doubts to myself. I was intrigued by the thought that charisma could be learned and looked into the course John had described. It looked interesting and I booked onto the next programme. The trainer remembered John. It was a great course and we learned the five levels of charisma used by charismatic communicators – identity, beliefs, communication, emotion, and space and place. I applied these in my work and my courses were better received and more fun to deliver. It is the combination of the patterns within each level that creates charisma. These patterns are included in this book.

         
            If you learn tricks you’ll be a caterpillar that flies, not a butterfly.

            Baba Ram Dass 

         

         But learning a few techniques isn’t charisma. We were encouraged to conduct further research and I did so with alacrity.

         Joseph Roach, in his book It, describes charisma as: ‘the effortless embodiment of contradictory qualities simultaneously: strength and vulnerability; innocence and experience; singularity and typicality’.

         I identified a total of thirty-eight patterns used by charismatic communicators. These are also included in this book. It is not the patterns alone that create charisma, however; it is the way they combine in the performance itself.

         An experiment with chess players reveals much about what it is to be human and how we can enhance our charisma. Unfortunately for the Dutch psychologist Adriaan de Groot, his work and ideas were largely ignored. However, he did become a master chess player and lived into his eighties. For his research, chessboards with chess pieces placed on the board replicating situations from real games were presented to two groups, chess players and non-chess players. They were asked to remember the place of all the pieces and recreate the positions on another board. Was one group better than the other? Yes, the chess players were far better. Now for the interesting part. The experiment was repeated but the pieces were placed randomly on the board. This time both groups did equally badly.

         What does this mean? We learn and understand by making patterns out of apparent randomness. Chess players remembered the first groups of chess pieces because they were in patterns. They followed rules and guidelines that had been learned by the chess players but not by the non-chess players. We learn language in the same way.

         Consider the sentence:

         The kitten played with the ball of wool.

         We’ve learned patterns relating to language. First we learn that things (nouns) can be matched to the sounds people make, like ‘cat’ and ‘wool’. We can speak these words as well as listen to others speak them. Brilliant. We learn how to construct sentence fragments like ‘the kitten played’ and ‘the ball of wool’. We know if the sentence is wrong:

         With the wool kitten the ball played of.

         We start to read patterns. We read words as a whole. As long as the first and last letters are in the right place we recognise the word:

         Sa lnog sa the frist nad lsat ltteras rea eth same.

         It is patterns we recognise. And we’re even more clever. We learn lots of chunks and can then pull these together into bigger chunks and this helps us to do very complicated things. When we first learn to drive we are swamped with so much detail we struggle. Then we start to chunk. We divide driving into sequences of memorable chunks, one for changing gear and another for clutch control. Once we master these we chunk up and can complete a turn in the road.

         Win Wenger describes in The Einstein Factor how he would tinker at a piano and leave a tape recorder playing as he did so. He had no musical training or natural talent. He noticed that if he played as if he knew what he was doing some sections were fairly pleasant. He listened for the good bits and soon put together pieces of music that had a start, middle and end.

         We learn by spotting and learning patterns and chunks of patterns. We recognise sameness and difference. The patterns in leaves, clouds, faces, peanuts and buildings fascinate us. The same process applies in all of our senses, and when they all come together in the form of a ballet dancer or a gymnast we are in awe of the complexity of patterns chunked together so seamlessly.

         We can do the same with charisma. 

         
            There is no special charisma pheromone or incantation. The effect  is all produced by very ordinary behaviours – moving around,  speaking. The trick is these ordinary behaviours are performed in  specific, extraordinary sequences that taken together leave the  unmistakable impression of charisma.

            John Neffinger

         

         Max Weber suggests charisma is transitory and ephemeral, that is, it exists only in the moment of its appearance. Kurt Lewin, developer of the ‘field approach’, points out that for a change to occur the total situation has to be taken into account. If isolated facts are used a misrepresented picture can develop. To develop charisma we need to develop and practise all the patterns rather than choose a ‘pick-and-mix’ approach.

         Practising these patterns will make a cumulative difference in our communication. Aristotle said ‘excellence is a habit’ and we develop habits through practice. 

         
            If I miss one day of practice, I notice it. If I miss two days, the  critics notice it. If I miss three days, the audience notices it.

            Ignacy Jan Paderewski

(the virtuoso pianist, who performed well into his eighties)

         

         The psychologist Anders Ericsson suggested it requires 10,000 hours of practice to reach master or expert status. The idea was picked up by Malcolm Gladwell in his book Outliers. I prefer the approach championed by Daniel Coyle in The  Talent Code. He proposes that the type of practice we do is more important than the amount of time we practise. He suggests ‘deep practice’ is the most beneficial. It mirrors the Guild System of training favoured until around the sixteenth century. Apprenticeships work on the same model. Students learned under the tutelage of a master, chunk by chunk, through action and practice. The system produced many of the finest artists ever to have lived through a chain of mentoring. This book applies the Guild approach of practising important pattern techniques and then bringing these together into chunks.

         Charismatic people appear to know something we think we’d like to know. We imagine that by being in their presence we’ll catch some of this magic. We feel good when we’re in the presence of a charismatic person. We like charisma because we can’t properly define it and because it shows us people at their best. We marvel, awestruck, in the company of the charismatic in the same way we marvel at the dedication, power and skill of Olympic gymnasts.

         When a twenty-one-year-old English student, James Murray Wells, set up Glasses Direct, allowing people to purchase spectacles online for around £15 compared to hundreds of pounds on the high street, he knew he had a great business idea. To test his concept he sent his prescription and frame preference to the manufacturer who had agreed to work with him. A few weeks later his glasses arrived, at a cost of just £6. He thought through the technical issues from the perspective of his customers and included a section on the company website where they could place different styles of frames on an uploaded photograph of themselves. His biggest challenges were communicating his business concept to the media and the public and overcoming aggressive opposition from competitors. Not surprisingly, the story of an underdog taking on big business, combined with a high quality, low cost product, resulted in the business becoming hugely successful. It is not enough to have a great idea; we need to be able to communicate our ideas with charisma. I believe everyone has great ideas. By adding communication charisma to this we can all be successful.

         How to get the most out of this book

         I thought it would be great if there was a book that showed us how to develop our natural charisma. A book that applied the latest research and thinking from the fields of art and science. A book to help us communicate with confidence, clarity and integrity to maximise the positive impact we can make in the world. That is the purpose of this book.

         Gok Wan’s shows tend to have three parts. First it’s a reality check and the building of confidence and self-belief in the lady (though he calls everyone girl) transformed while they sag, nearly naked, in a 360-degree mirror. This is the charisma makeover equivalent of Chapter 1, ‘Identity’, and Chapter 2, ‘Beliefs’. Next, it’s the part of his show where he talks about the clothes. He seems as happy as a man can be as he accessorises, fems it up and almost hyperventilates with excitement whilst hungrily prowling high street stores. Chapters 3 to 5, ‘Communication Skills’, ‘Emotion in Motion ‘and ‘Space and Place’, are the dressing up part of the process of creating charisma. It is about learning and applying the skills of effective communication without looking like you’re trying too hard. Well-dressed people, like charismatic people, think carefully and select an appropriate outfit for each occasion and look like they’re trying to reveal their beauty rather than hide their faults. In the third part of his shows, women display their new look to their nearest and dearest; who gush lavish praise and hold back tears of pride. All for just a few hundred quid! This third part of charisma, practice, is explored in Chapter 6, ‘Charisma Matrix’.
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