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Praise for Owen Fitzpatrick


‘After twenty years of working together and collaborating on five books, I still have nothing but praise for Owen Fitzpatrick ... His new book fills a gap in the literature of the field of NLP and the subject of charismatic living. More importantly, it is an everyday guide to vigorously pursue the life you want in a way that shines.’


Dr Richard Bandler


‘Charisma is the impression that you create in the mind of another person. Having spent time personally and professionally with Owen over the past few years, I know that the impression he creates in audiences around the world is one of a charismatic master of communication. The Charismatic Edge is a gem of a book. It has distilled years of knowledge and research into an essential ‘how to’ guide for anyone wishing to understand the secrets of being more charismatic. Owen Fitzpatrick’s unique psychological insight makes this book the finest book on charisma I have read. It is concise, well-written, and goes to the heart and head of what charisma really is. I highly recommend it.’


Paul Boross, author of The Pitch Doctor


‘The cross between the Sherlock Holmes, Gregory House and James Bond of the corporate arena: Owen sees things that no one else does, conveys it as straight as you can get and moves quietly in, tackling the problem with a steely grit and relentless determination that ensures the problem is, once and for all, eliminated.’


Joseph Higgins, Finance Manager


‘As a business leader with over 20 years’ experience, I have read countless books and academic papers on the subject of charisma and its importance to success. Owen Fitzpatrick’s book, however, not only sets the benchmark in this regard, it also sets out clearly in layman’s terms how anyone following his systematic approach can learn the skills necessary to excel in this field. He is fast becoming the ‘go-to’ guy for business leaders wishing to improve their charisma skills and I therefore have no hesitation whatsoever in recommending him and his book to you.’


Robert Orr, CEO


‘Having coached some of the world’s most recognisable actors and many dynamic corporate leaders, it’s often hard to explain to people why some people are mesmeric and others simply are not. In this book Owen Fitzpatrick has broken the code and unlocked all the secrets to allow anyone to confidently brim with charismatic confidence. For anyone who has a message and wants to connect with others in the most meaningful way, The Charismatic Edge tells you how to authentically reach peak performance.’


Poll Moussoulides, International Voice Coach







To the late Dr Elizabeth Dunne, for all you have taught me and for believing in me in university. It was a great honour learning from you. You are very much missed.


To Dr Richard Bandler, the most charismatic person I have ever met, for being an inspiration and a legend in bringing a set of skills to the world that has quite literally changed it. Thank you, Richard, for all you have taught me and all you have done for me. I am where I am thanks in no small degree to your support and help.
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Chapter 1


Introduction


You can be more













Some people are intimidated when talking to large numbers of people in an entertaining way. Not me.


DAVID BRENT














Imagine you wake up one morning at your very best. You get up feeling great, full of energy and motivated for the day ahead. You brush your teeth and have a shower and run through the day you’re about to have. And you know you can handle it. You know it’s going to go well.


Imagine every interaction goes as well as it could possibly go. You feel extremely confident and sure of yourself yet humble and interested in others. You are at your most engaging, entertaining and persuasive. You can read other people effortlessly and know exactly what to say. You get through to whoever you speak to easily and motivate them, inspire them, connect with them.


Imagine you’re clear and compelling in how you relate to others, while remaining caring and compassionate. You use the right word at the right time in the right situation with the right person, each and every time. You handle difficult conversations brilliantly and you’re an obvious leader. You’re the life and soul of the party and you embrace challenges with a smile and a sense of knowing that, come what may, ‘everything’s gonna be alright.’


If this were true, what would life be like for you? What would your personal experiences be like? What would your professional life be like? How would people see you? How would you see yourself? How would they feel about you? How would you feel about yourself? My guess is that, if you’re like me, the thought of what this would be like really excites you.


I’ve spent the last twenty years studying and practising everything and anything I could find to do with communication and influence, leadership and charisma. Like you, I have an interest in—a passion for—what makes people tick and how to perform at your absolute best. If we could only be at our very best it would transform our world. It would have a huge impact on our income, our interactions, our inner sense of happiness. We know this. And yet we rarely live up to our best. We rarely reach our potential. Why is this? I believe there are two core reasons: we don’t know how to, and we’re scared to.


THE DEATH OF PERSONALITY


The reality is that the vast majority of people on this planet are not living up to the very best versions of themselves. Many people don’t come across as even remotely interesting or engaging. Instead, their personalities are on life support, only awakening on special occasions within the comfort zones of close friends and family. They’re not experiencing enough of what life can be like, they’re simply surviving. Their heart is beating, but it’s not feeling.


Sit on a bus or train and you will see little evidence of life. Facial expressions rarely change, and people avoid eye contact, hoping they won’t have to converse with each other. Despite such close proximity, we have never felt so far apart from our fellow-humans.


We hide who we are when we meet people, in our social life, in business. We try to be who we think we should, dress how we think we should and speak how we think we should. We do so to fit in. We want others to approve of us, to love us, to be impressed by us. We crave acceptance.


When asked about why we aren’t very sociable we dig deep within our creativity for a plausible excuse. We explain that we’re shy even though we might really want to be confident. We explain that we’re happy as we are and are just ‘this’ type of person or ‘that’ type of person. But we’re lying to ourselves. We’re lying because we are scared.


Of course, there’s nothing wrong with having a preference for being introverted. But using that as an excuse not to communicate as best we can is where we make the biggest mistake. Some of the most successful people in the world are introverted, but when they need to communicate they can. Barack Obama is an example of this. One of the most charismatic politicians of our time, Obama is reported as being an introvert, yet he is able to communicate with impact when it’s required of him.


The excuses we tell ourselves permit us to justify a lack of effort, or a dearth of results. And the fascinating thing is this: the most obvious difference between very successful people and everyone else is that the successful make far fewer excuses.


However, many of us are afraid of contact—fearful of interaction, terrified of making a fool of ourselves. We’re petrified of what others think of us. This stifles us, traps us, limits us. The result of this is that we live an average life, in average circumstances, and we get by.


Let me ask you a question. Is ‘getting by’ enough for you? I ask you because it was never enough for me. I’ve always wanted more. In order to get more I learnt that two things need to happen. Firstly, you need to get over the fears that prevent you from doing so. Then you need to know what to do to impact others more.


To get over the fears that hold you back you need to look inward and examine who you are—who you really are. You need to get to know your character—the truth about yourself. You need to get to like yourself and be comfortable with being yourself much more frequently. Then you will be able to overcome fear. You will be authentically ‘you’.


Once you reach that milestone the next step will be learning what to do to become more effective at delivering your message. And the rules have changed. The social and corporate worlds today are radically different from those of the past. Knowing how to be at your best in communicating is a whole new game at the present day.


THE NEW RULES OF COMMUNICATION IN THE TWENTY-FIRST CENTURY


Globalisation has meant that our friendships are often dispersed around the world. The internet has created a new kind of virtual friendship that emphasises shortened bursts of written communication. We tweet and post Facebook photos, always planting a smile on our face as we try to get others to see us in a positive light.


We’re now friends who market to each other. We advertise how we are, what we think and how we feel in spurts of revelation by means of social media. We communicate through text messages and email in a virtual world, a virtual reality. And when we do interact in the real (physical) world, things have changed.


We no longer live in a world where we are granted full attention. Now we have to earn it. We have to grab it. We have to keep it. We face competition, not just in the business world but in our personal lives. There are so many other things someone can be doing, so many other choices they have instead of spending time with us, that we have to be of constant interest and relevance to them.


In this world of limited attention you have to understand what to do in order to stand out, engage and influence others. That means learning from the thousands of years of study and research in the field of communication into how you can do so with impact. It means learning all you can about the psychology of influence, personal development, neuro-linguistic programming, leadership, marketing, sales, comedy, storytelling and media training, to name but a few areas of study.


You have to be prepared to practise skills that have been tried and tested in the modern world, to duplicate the strategies used by the most compelling and charismatic speakers and to apply the principles and insights of the very best leaders, salespeople, politicians, lawyers, preachers, actors, voice coaches, screenwriters, therapists, life and business coaches, trainers, speakers, novelists, socialites, attraction experts and marketing geniuses.


The beauty is that, regardless of their field, all these experts offer us powerful insights into what makes some people engaging and compelling to listen to and others not. The Holy Grail we’re discussing here is the discovery of the things you need to know and do to make the most impact.


The wonderful news is that we have never known more about how the mind works than we do today. Brain research has taught us more about the mind in the last three years than in the last three thousand. We have never known more about how people are influenced. We have never known more about how people make decisions and about how to keep them focused. The information is there.


If only there was a way to comb through the terabytes of information and find the most important principles and insights that relate to creating a powerful effect when you communicate. If only this could be packed into a book you could read in a matter of hours.


That is my goal in this book. In it, I will share almost twenty years of experience and the most prevalent insights into human communication to answer two crucial questions: how you can become the very best version of yourself, and how you can express yourself to others in an engaging and memorable way.


So, my purpose is twofold: to help you become more you and to help you express yourself to others in such a way that they want more of you. When you accomplish this you will have what I call the ‘charismatic edge’.


WHAT’S IN THIS BOOK?


You’ll find it split into four parts. The first is called ‘Step up: The attitude of charisma’. Here I will invite you to explore you—the real you—and share with you strategies and techniques that will enable you to be more like you, and to like you more. This tackles the ever-pressing issue of becoming far more secure in yourself.


The second part is ‘Step forward: The actions of charisma’. Here I will share with you the very best insights and skills for understanding how to put yourself across to others in the most desirable manner, and for maximising your physicality, body language and voice.


In the third part, ‘Stand out: The art of charisma’, you will learn the four key skills for being an effective communicator and how to influence people, make people laugh, tell captivating stories and speak with impact in public.


The final part, ‘Stand for: Applications of charisma’, will explain how to apply the insights you’ve gained to a number of areas, to help you present the best version of yourself to the world. This will include leadership, sales, interviews, flirting, relationships, parenting and lots more.


Whatever area of business you’re in, or whatever aspect of your life you’d like to make more of an impact in, what you learn in this book will have massive consequences for you, both in your personal life and in your professional life. When you apply the ideas herein, life will never be the same again for you. But not only for you. I believe that what this world needs more than ever is a revolution in how we relate to each other. It needs more people to stand up and be themselves.


I want this book to help both yourself and others. I hope you can share the ideas I present to you with your friends and colleagues, because I believe we need a change, a shift, a new viewpoint on ourselves and on the world. I hope you will join with me in this. I want to challenge you not just to be your best, but to do your best.


This book is not designed to swamp you with the vast amount of existing research. I’ve provided a reference to some that you can follow up on, but for many of the insights I present I’ve avoided footnotes, expansive references, jargon and technical terms. I’ve done the legwork on this one over the past few years and filled my brain with studies and theories, facts and opinions. Here you get the nutrients—without the fat!


WHY LISTEN TO ME?


So, what makes me worth reading, then? What makes me the expert? Let me answer these questions in the next few paragraphs so that I don’t have to keep ‘subtly’ telling you why I’m great for the rest of the book (drives me crazy when I see that!) and can instead put all my focus on the most important person: you.


As a psychologist, I’ve worked with tens of thousands of people individually and in courses, teaching and training many aspects of personal and professional development, charisma perhaps most of all. I’ve coached billionaires and Olympic athletes to perform at their best. I’ve worked with CEOs on presenting themselves better on stage and in the media. I’ve trained trainers and teachers to become better public speakers. I’ve travelled to more than seventy-five countries, and I’ve taught people in more than twenty to become more effective in how they communicate with others.


I presented my own prime-time show on RTÉ for two years and have been interviewed by the leading television and radio interviewers in Ireland. I’m the founder of the Charisma Bootcamp, a multi-speaker event for which I invited twelve speakers to Dublin—including a top voice coach, stylist, magician, comedian, pitch doctor and authority on leadership—to teach various aspects of communication. I’ve taught my charisma courses and ideas all over the world, including in Japan, Thailand, India, Italy, Spain and Colombia.


Having read thousands of books on psychology and communication, I did my Master’s thesis in applied psychology on ‘Gurus and Charisma’. I’m a qualified psychotherapist and hypnotherapist and a licensed master trainer of neuro-linguistic programming. I’ve been mentored by, and written a number of books with, the joint creator of NLP, Richard Bandler (teacher of Paul McKenna and Anthony Robbins).


I’ve studied media skills with one of the best media trainers in the world, Joel Roberts, and have been personally coached by Michael Sheehan, media adviser to Bill and Hillary Clinton. I studied strategic negotiation at Harvard Business School and deliver leadership-development courses and training on innovation, communication, time management, influence and motivation, as well as delivering keynote speeches for multinational companies and world-class market leaders.


Now, at this point I could either go on or I could say this: I don’t tell you all this to impress you but to ‘impress upon you’ something. But the reality is that I do want to impress you. I do want you to be impressed—very impressed. I’m impressed. But why? Very simply, because it wasn’t always like that for me.


Today I work in a job I thoroughly enjoy and I have a life I’m really happy with. But my story doesn’t begin here.


WHY DO I CARE?


The real reason you should listen to me is because of my story. It’s not just that I want to share my story with you: I need to. Why? Because I believe that the people I’ve listened to in life, the people who got through to me, have done so only when I felt they cared and when I felt I understood why they did. So let me explain why I care—a lot—about you getting what you want from this book.


I don’t come from a broken home. I wasn’t abused by anyone. I haven’t suffered through terrible grief or tragedy. But twenty years ago I wanted to die. Not only did I want to die, each day when I came home from school I’d plot my downfall, write suicide letter after suicide letter and try to summon up the courage to end it all.


Hiding away from the world, I used to go to my room and scratch my wrists every day with a compass. This continued for a while, and my reasons were all connected with my experience at school. I had no real friends. I was seen as a reject, an outcast, a loser. I was the opposite to popular. I struggled every day in school, hating myself, hating my life. I felt like I had been born destined to always be alone, always be rejected. To me there was no hope. I was trapped inside my body, my personality, and I was left without anything to look forward to.


The pain I experienced eventually drove me to do something: it drove me to start studying. Not schoolwork but everything I could get my hands on about popularity. I became fascinated with reading books on self-improvement, and I focused on learning all I could about becoming better with other people. I was tenacious and studied as if my life depended on it.


Because it did.


Over the next few years in finishing school and university, I studied part time to become a therapist and NLP trainer. This is basically a system where you learn how to change the way you think, feel and communicate. In university, I studied human development and psychology and after eight years walked away with a Master’s degree in applied psychology and a thesis on charisma.


The whole time, I was obsessed—obsessed with understanding the secrets of the most powerful speakers, salespeople, trainers, seducers, celebrities, politicians, leaders; obsessed with understanding how I could start getting similar results; obsessed with understanding if I could truly change my life. It wasn’t just an academic obsession: it was a live-saving obsession. Bit by bit, I applied what I learnt. Bit by bit, I began to be myself more. Bit by bit, I stood out, engaged others and became more persuasive.


I learnt what worked and what didn’t, what helped and what didn’t, what could change and what couldn’t. I found out what the most successful negotiators do in billion-dollar deals and how best-selling authors prepare for ‘Oprah’. I understood how Hollywood screenwriters create the most charismatic characters. I discovered how the best preachers and speakers fire up their audience and how top comedians time their delivery to have their audiences dying with laughter.


What I didn’t expect was that the secrets I sought were not to be found in some communication strategy, but in the hearts of the people I studied. They were in the character of the inspirational individuals. I soon travelled the world teaching what I’d learnt to tens of thousands of people. And I kept refining what I learnt, adapting it as the world changed and was transformed.


So, what I share with you here is purely the result of a lot of hard work. It is the result of a lot of trial and error. It is the result of a burning obsession that has led me to understand this topic so well. The book you are about to read packs in the most essential principles I have ever learnt, the same principles for which people have attended my courses over the last twenty years and that have cost me tens of thousands of euros to learn. So, drink deep the wisdom in these pages, for herein lie insights that can help you transform your world.


THE EDGE OF CHARISMA


Before I discuss what I mean by ‘edge’ let me just explain what I mean by ‘charisma’. It is an impression of yourself that you create in the mind of another person. It may be one of you as funny or inspiring, entertaining or fascinating, persuasive or powerful; but whatever it is it engages them in some way. They listen to you, watch you and want to know more.


By edge I mean having that ‘something extra’, the quality that marks you out from the average and keeps you a step ahead of the game. This something extra is the knowledge of what to do to stand out, engage others and persuade them. Having that skill in the current economic environment is absolutely critical. It’s a skill you can’t afford not to learn. Most people never learn this skill for one reason: they were lied to.


YOU’VE BEEN LIED TO


Imagine you were in a room with the following people: John F. Kennedy, Adolf Hitler, Marilyn Monroe, Oprah Winfrey, Barack Obama, Madonna, Steve Jobs, Michael Jackson, Mahatma Gandhi, Lady Gaga, Bill Clinton, Aung San Suu Kyi, Lenny Kravitz, George Clooney, Robert Downey, Jr, Eleanor Roosevelt, the Dalai Lama, Frank Sinatra, Kim Il Sung and Martin Luther King, Jr. Or, here in Ireland, imagine you were in a room with Charles Haughey, Mary McAleese, James Joyce, Gerry Ryan, Miriam O’Callaghan, Michael Collins, Mary Robinson, Oscar Wilde, Ryan Tubridy, Maeve Binchy, Bono, Marian Finucane and Gay Byrne.


Who would you go to? Who is the first person you’d want to talk to (or punch)? One thing is certain: for each of you reading this, I’m very sure I’d get different responses. We have different preferences and different perceptions of what it means to be charismatic. Here’s the problem, though: we’ve been lied to. We’ve been lied to because we’ve been told that charisma is impossible to attain and that it’s possessed by these larger-than-life characters because of their genes or childhood environment. The reality is quite different. So let me now, quickly and decisively, eliminate the three predominant myths that surround the idea of charisma.


Myth no. 1: Charisma is a personality trait


The main theory that caught on about charisma is that it’s some sort of trait or quality that some people have and others haven’t. According to this theory, what comprises ‘being charismatic’ is the possession of good looks, energy, confidence and enthusiasm, along with the quality of a person’s eyes and the quality of their voice.


This makes sense from the point of view of how we describe people and charisma: ‘He is a charismatic person,’ ‘She has charisma.’ However, there are plenty of examples of people who don’t possess qualities such as these. You think Hitler was sexy? That’s my point. (By the way, if you do, you’ve got issues.)


I have one simple argument that instantly disables this notion: babies.


I have got the two most beautiful god-daughters on the planet. Both of them light me up with a smile whenever I see them. Whenever I’m with them I barely notice anyone else. You may be aware that when you walk into a room and see a baby or toddler they will always capture your attention. They will immediately command your focus. Also, you really want a baby to like you. For some reason it’s really important. Babies and toddlers are naturally charismatic. We find ourselves drawn to them and want to be around them. We don’t know what they’re going to do next, and they know how to get through to others.


Myth no. 2: Charisma is just a set of behaviours


There are many books that argue that charisma is just a set of behaviours, that people are construed as charismatic because of what they do, the way they present themselves in terms of how they look, sound and communicate with others. The idea is that you can train someone to be charismatic by having them dress differently, walk differently or speak differently.


Although it certainly enables the person on one level, this theory falls down for the following reason: how you feel about yourself internally will come across to others no matter what you learn to do with your body language or voice. People get a feeling around you, and that feeling is based not only on how you communicate to them but also on the kind of person you are.


The way you think affects how you come across to others. The state you’re in and the beliefs that guide your behaviour are critical factors in developing charisma.


Myth no. 3: You can’t change—just accept your limitations


Some people will argue that charisma and other ‘Western’ concepts are overrated and that we must simply accept what is, rather than search for the solution all the time. They will suggest that we must just stay in the present and observe our surroundings and avoid attempting to ‘achieve’ all the time. To a certain extent they’re correct about the overarching need many people seem to have to attain their goals. But I wish to make a different point in this book.


This is not about ‘achieving’ a life full of friends, adoration and popularity. I want to go much deeper than that. I want you to find the character within and accept yourself more deeply than you ever have, because it’s from that place that you will recognise that charisma has a lot to do with being in the present. It has a lot to do with presence. For it’s in letting yourself become absorbed in your experiences that you fully engage with others. However, in order to do this we need something deeper than a few skills or strategies.


You see, we all think we know what charisma means, who is charismatic and who isn’t. Most of us would agree on those mentioned above—all very different people, and yet they could all be deemed charismatic. We know charismatic individuals are preachers and great leaders, evil dictators and promoters of cults. Their one common characteristic is that they’ve all made an impact on the world. This wasn’t a result of some ‘trick’ or ‘technique’; it wasn’t simply about some ‘skill’ or ‘strategy’. It was because of who they were, deep down. They were powerful characters—not necessarily all good, but powerful.


Stephen Covey, in his classic book The 7 Habits of Highly Effective People, suggested that if we want to bring about an effective change we need to think in terms of the ‘character ethic’ rather than the ‘personality ethic’. We need to think of the great qualities we can unlock in ourselves rather than the superficial practices that can boost our popularity in the short term.


I want to propose a radically different way of thinking about charisma. I see charisma as being far deeper than most people suppose. I see it as consisting of three dimensions. I believe that it’s rooted firmly on the inside, in the attitude and character, practised on the outside through our actions and behaviours, and, finally, developed in our interactions through abilities and skills.


THREE-DIMENSIONAL CHARISMA


I believe that we all have charismatic potential. I know this because I’ve seen people become charismatic, and if it’s possible for them it’s possible for anyone. In studying the elements that constitute charisma, I’ve discovered that the qualities of charisma are all things that can be worked on and improved on. It requires effort, but the results make it worthwhile.


Through my analysis of charisma, I found that the qualities of charismatic people are three-dimensional.


1. Charismatic attitudes: This includes the beliefs that charismatic individuals have about themselves and about their interaction with the world. It also includes what I call ‘charismatic states’, which are the internal states that individuals experience when they’re at their most charismatic.


2. Charismatic actions: This refers to the way in which individuals present themselves through their body language, voice and nonverbal gestures, and even how they dress.


3. Charismatic abilities: Here we’re talking about the skills that individuals use to construct themselves as charismatic, such as the ability to use humour well, the art of persuasion and the craft of storytelling or public speaking.


You can work on these three qualities. The key is to begin by getting your beliefs right and then to develop the states, behaviours and skills necessary to reach a charismatic state. These qualities will be improved by following the suggestions and guidelines I present. The next step is to decide where and how you’re going to apply this learning. So you will also get a chance to discover how you can use what you will be absorbing in a multitude of situations.


To sum up, here is my definition and model of charisma: the art of creating an impression of yourself in the mind of another person as someone who is interesting, entertaining, captivating, compelling or convincing.


Three-dimensional charisma is the model of developing powerful, personal charisma. It exists in three dimensions: your attitude, your actions and your abilities. When you work on all three levels you develop a far more powerful presence and a charisma that lasts.


This book is not just a guide for what specifically you can do to transform how you impact the world. It’s something that will challenge you, provoke you and reveal to you the most fascinating insights we have gained over the last hundred years into ourselves and how we interact with each other. Your conversations will never be the same again, for you will understand more of what’s going on, and you will understand—in times when you most need to win over the hearts and minds of others—what to say, how to say it, even why to say it. The book you hold in your hands is a master-class in the field of human communication. This master-class can help you build a more charismatic brain. How is this possible? Surely our brains can’t learn to become more charismatic. Well, they can, and here’s why.


BORN TO BE WILD: GENES, NEUROLOGY AND CHARISMA


When I was in university we’d be asked every other day to write about whether some psychological trait was a result of our genes or our environment. The nature-nurture debate is one that still torments students of psychology throughout the world. And, if I may be so bold, it’s a really stupid waste of time to try and answer that question. For almost any psychological trait you mention I will give you the same answer: it’s both. And, often, it isn’t even that relevant what the exact percentages are. In most cases they seem to be around the fifty-fifty mark. What I believe is useful is to understand to what degree we have control over such traits. What I believe is even more useful is to understand how we can actually affect them ourselves.


You see, the nature-nurture debate had a missing piece: it didn’t account for our ability to deliberately affect a trait. It presupposed that the way we were nurtured or the way our environment shaped us was the only way that a non-genetic influence could affect how we behave. The reality, however, is that more and more we’re learning that we have the ability to alter our brains and even, some exciting new research suggests, our genes.


There are billions of brain cells or neurons in our brain. Between them there are nerve connections or bridges that connect to each other. When you learn something for the first time, your brain creates a new bridge (also called a synaptic connection) between neurons, and the more you practise it, the more you reinforce that connection so that it becomes permanent.


If you take control over the way you think and feel you effectually take control over the way your brain functions. Even if you’re genetically predisposed to being anxious or depressed you have the ability to rewire your neurology by training your mind to make the kind of connections that produce confidence and calmness. Meditation, hypnosis, NLP, and mindfulness have all been shown to be very powerful ways of building a better brain.


Your brain releases chemicals that affect your feelings all the time. The fact that you have a say in this is incredible news. And it’s news that can change your life. For if you change your thinking you will change your neurochemistry. Your brain will release more dopamine, serotonin and endorphins (feel-good chemicals). It will release less cortisol and neuro-inhibitors (stress chemicals). You will think more clearly and communicate more powerfully.


So to the question ‘Is it possible to build a more charismatic brain?’ the answer, I believe with absolute certainty, is a resounding Yes. Our brains can be rewired to make us more confident and better communicators, and our true potential hasn’t even begun to be fully explored.


The book you’re reading contains many exercises. If you do them you will be starting the process of rewiring how your brain connects and ensuring that you start to feel happier with yourself, more confident, more relaxed and more inspired by the opportunity to make an impact.


To make your brain more charismatic you will be making a number of attitude, physiological, behavioural and emotional shifts. Also, the brain learns by repetition, so it’s not good enough to do something just once or twice: the key is to make it a habit. Habits operate on a particular neural pathway. When you repeatedly go down this pathway you increase its efficiency and go down it quicker, and the habit becomes more and more automatic.


This is connected with the four stages of learning. The first stage is the unconscious incompetence phase. This is when you don’t know that you can’t do something: your inability is not even in your consciousness. The next stage is the conscious incompetence phase, when you’re aware that you can’t do something. The third stage is the conscious competence phase. This is when you can do something when you give all your concentration and attention to it. Finally, the fourth stage is when you practise enough to develop unconscious competence. That means you can do it without even thinking about it consciously. All the habits we learn, from brushing our teeth to driving a car, are automatic habits that we have developed unconscious competence for.


Here’s the important thing to remember: some people might take more naturally to driving a car, having a particular genetic predisposition to being great at driving; but anyone can learn to be great in a car—maybe not as great as an Ayrton Senna or a Michael Schumacher, but they can learn to be really, really good. And that’s true of every skill and every characteristic. If you practise it enough you develop unconscious competence and then it becomes automatic and even natural to you.


I believe that we’re on this planet to do two things: to be impacted by the world and to make an impact on the world. We’re impacted when we grow and improve as a result of how the world affects us. We impact the world by learning to apply what we’ve learnt to others. This is how to think about charisma. You may never speak like John F. Kennedy or Martin Luther King, but you can learn to communicate with far more impact than you do right now. You can learn to be better. It all begins with attitude.







Part 1







Step up: The attitude of charisma










Attitude is more important than facts. It is more important than the past, than education, money, circumstances, than failures and success, than what other people think, say, or do. It is more important than appearance, ability, or skill.


CHARLES R. SWINDOLL














I couldn’t take my eyes off the television: a volcano grounding all Irish and British flights! You must be kidding me. Especially one from poor old Iceland, a country that had already got some of the blame for the recession. Now here they were again, this time unleashing a volcano on the rest of Europe. Iceland was like the defender who kept scoring own goals.


It was 15 April 2010 and the volcano Eyjafjallajökull had just erupted. There I was in a hotel in Manchester, about to get a taxi to go to the airport. It was 10 a.m. and I needed to get to Rome for an important conference the next day. Then I needed to be back in Dublin a couple of days later. I couldn’t afford to miss either appointment.


I watched in horror as the news headline read: ‘All flights grounded in the UK and Ireland until further notice.’ I had to think quick, and so began a journey I would never forget. Over the next few days I made it to Rome and all the way back to Dublin by way of fourteen trains, two buses, two boats, three taxis and one hitched ride. Along the way I was told ‘No’ many times and informed that there was no way I would manage to get where I wanted to go and that everywhere was sold out. And yet somehow I made it. ‘How?’ you might ask. Simple. It was all about attitude.


As far as I was concerned I needed to get where I was going and I was going to do whatever it took to get there. Rejection didn’t bother me. Failing to find the right solution didn’t bother me. Looking silly didn’t bother me. I was focused on one single objective: to get where I wanted to go. My attitude was that I was going to do that. I was going to get there. I was certain of it.


Along the way, I hitched a lift across borders, blagged my way onto booked-out trains and talked my way into getting special treatment. In all, I booked maybe two trains in advance. I made it in time for both conferences. When I arrived home, something struck me. The people I’ve met who do have that attitude also tend to be really successful. Now, of course, I’m not suggesting that you break the law or do anything illegal along your way. I’m talking about having the attitude that says ‘I can, I will, let’s go.’ Many of the most successful people in the world have faced a lot of adversity on their way to success, and it was their attitude that carried them through.


In his biography of Steve Jobs, Walter Isaacson talks about Steve’s ‘reality-distortion field’. When Steve was convinced about something, even if it seemed impossible he was able to convince everyone else that it was possible. He had a remarkable ability to get others to believe him. How did he do it? It was really because of his attitude. He was convinced, so he could convince.


When I was watching the Olympics and Paralympics in 2012 two moments stood out for me. In the Olympics, of course, watching our Irish hero Katie Taylor winning the gold medal in fantastic fashion was a memorable occasion, and in the Paralympics, Jason Smyth, a runner who suffers from Stargardt’s disease and has impaired vision, won gold in the 100-metre and 200-metre sprints for the second time in a row.


Both events made me very proud. Both were quite emotional. As they stepped up on the podium to receive their medals, I felt it was a perfect metaphor for what they have achieved. For it is in stepping up in the first place that these amazing athletes managed to push past their limits and become world champions multiple times. Heroes. In fact, regardless of the gold medal, everyone competing in such events is a hero in my book. Not because of what they’ve achieved. Not because of qualifying. Not even because they’ve triumphed in the face of great adversity. But because they’re doing their best to live up to their best. They’re practising the disciplines required to live fully.


When I talk about stepping up I’m really talking about deciding to live up to one’s potential. That means being all that you’re capable of being. From a charisma standpoint it means being as charismatic a communicator as you can possibly be. Because in order to do that you need to start with belief—belief in yourself, belief in your ability to impact people, belief in you being able to handle failure or rejection, belief in your ability to feel how you want to feel.


The beliefs you hold about yourself can limit you or empower you. It’s important to get to know yourself, to get to like yourself and to learn a valuable lesson from babies and toddlers: that failure, rejection and embarrassment are nothing to be afraid of. Indeed, when we can come to the place where we no longer fear these things and can build the kind of feelings we want, we will be in a frame of mind that will allow us to impact others, powerfully. It’s time to step up. Your attitude holds the key.









Chapter 2


The attitude factor













If you don’t get everything you want, think of the things you don’t get that you don’t want.


OSCAR WILDE














If there’s one thing everybody who studies success takes for granted, it’s the undeniable reality that your attitude has a huge impact on your success. This is true in every aspect of life, from serious business to loving relationships, from personal goals to professional sport.


Your attitude determines how you handle what happens and what you do as a result of what happens. It filters your world in such a way that it frames every event in either a useful or an unhelpful way. The process of taking charge of your life and changing the way you think, feel and behave starts at the attitude level.


When I talk about attitude I think it’s important to put it into context and explain what I mean. I want you to think about your attitude as being the way you think and feel about yourself, others and the world. I want you to think about it also as the combined beliefs you hold about your life and how the world works.


Now, most people have this idea that all you need is a ‘positive attitude’ and your life will turn round. I disagree. I think you need a particular type of positive attitude. The ‘positivity tribe’, as I call it, is the emergence of coaches and trainers in the personal-development world who promote themselves as phenomenal performance experts. It seems that anyone who has read a few books or done a course can automatically become a guru. The internet enables people to market themselves powerfully to the world without having to live up to their own cultivated reputation.


As a result their advice is usually a distorted version of what they’ve heard their own favourite guru or author say. Sometimes it can be beneficial, but often it can take away from the effectiveness of the approach. One common meme that sprang into life and received global attention was the ‘law of attraction’. It was popularised by a book by Rhonda Byrne called The Secret, which involved some heavy-hitters in the personal-development arena explaining how the law worked.


Now, this law is pretty simple: you get more of what you focus on. So, focus on good thoughts of what you want to attract and you will. Most of the book repeated that idea and connected with the aspirations of the reader by suggesting that achieving their goals is a lot easier than they thought. This also became a springboard for the positivity tribe to emerge with various versions of the same message: be positive—it’s good for you!


The reality is that things don’t work as simply as that. I know because I’ve imagined being a multibillionaire, with Rachel McAdams waiting for me at home every day, and, sadly, it hasn’t happened yet. You see, focusing on what you want and being positive is extremely important, but it’s not the only important thing. To achieve anything in life you need a few more things.


You need to start with this goal-oriented perspective. The reason The Secret has a lot of merit is that focusing on what you want tends to make you more likely to get it. With respect to the very funny and clever Oscar Wilde quotation above, in reality it’s really important to avoid thinking about what you don’t want and to switch your way of thinking around. Once you do that the next step is to figure out what challenges might stop you getting what you want. Next, find out what resources are at your disposal. Then it’s about figuring out a strategy to overcome the challenges and get it. Lastly, it’s about taking action and following through on your strategy.

OEBPS/html/docimages/tp.jpg
The Charismatic
Edge

The Art of Captivating and Compelling
Communication

Owen Fitzpatrick

Gill & Macmillan





OEBPS/html/docimages/cover.jpg
AN EVERYDAY GUIDE TO VIGOROUSLY
PURSUE THE LIFE YOU WANT INA
WAY THAT SHINES'

DR RICHARD BANDLER

IHE /7 CHARISMATIC

EDGE

OWEN FITZPATRICK

AUTHOR OF NOT ENOUGH HOURS





