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Introduction




You may not have realized it, but at some point in your life—most likely several points—other people have manipulated or persuaded you into doing the things they want you to do, even if you didn’t especially want to do them. This phenomenon isn’t limited to peer pressure, either.

In some cases, people who are persuasive or manipulative don’t even realize they’re doing it. However, there are other times when people may be deliberately manipulating you through body language, phrasing, and other dark psychology tactics in order to get what they want from you. For example, salespeople (especially those who work on commission) may be trained in subliminal persuasion in order to close sales.

You probably know or have met at least a few people in your personal or professional life who are almost impossible to say no to. It can be uncomfortable being talked into agreeing with something that you aren’t interested in doing or participating in—and often, truly manipulative people can make it seem like it was your idea in the first place, leaving you to only later realize you didn’t want what they had to offer.

For this reason, it’s important to be able to identify this type of persuasion and manipulation so that you can protect yourself from the damage that manipulative tactics can cause. Once you understand more about how to analyze people, you will be equipped to defend against those with evil intentions, so you’ll never agree to something you don’t want again.

As you learn the secrets to analyzing and influencing people, keep in mind that you shouldn’t use these strategies in order to manipulate others. You can learn how to analyze people and direct important conversations in order to gain something that will mutually benefit you both, or at the least, not cause harm to the person you’re influencing. It’s vital that you learn the difference between harmful, manipulative behavior and the ability to convince others to agree with something they’re able to do or provide.

The best use of tactics associated with body language, psychology, and subliminal persuasion is when you need help or agreement from someone, but for whatever reason, you’re unable to ask them outright. The power of persuasion can be incredible when used responsibly—so be sure to use it only with those who are in a position to help you without harming themselves.

For example, you might use these tactics to:


	Succeed at job interviews

	Ask for a raise or promotion

	Gain (or regain) someone’s trust

	Improve your personal relationships

	Ask friends or family members for a loan

	Become a brilliant public speaker

	Make fantastic first impressions



In this book, you will first learn how to analyze the people around you through body language and various psychological theories. After you’ve developed a stronger sense of how to analyze people, you can then learn how to persuade anyone to decide in your favor on matters where they have the power to help—and you’ll be able to defend yourself against those who seek to harm through evil manipulation.

 








Chapter one

Analyzing Other People Through Body Language





Body language is incredibly powerful. Although there’s no official measurement for how much communication is verbal compared to how much is nonverbal, most experts estimate that 60 percent or more of our feelings, meanings, and intentions are communicated through body language, regardless of the words that we speak. This means you can learn a lot about a person from the way they move and hold themselves, the gestures they make, and even their tone of voice and patterns of speech.

Much of our knowledge concerning body language is grounded in science, rather than opinion or gut feeling—and humans, as a species, have collectively learned a lot on this subject. In fact, there is so much to learn about body language that you could spend a lifetime studying it and still not know everything.

But once you learn the basics and practice looking for and interpreting nonverbal cues, you can discover how to analyze people quickly with a surprising level of accuracy.

One thing to know is that the process of analyzing body language can be challenging because you’ll need to be able to analyze yourself first. Judging and analyzing ourselves is never an easy task. However, once you come to a better understanding of the way you hold yourself, gesture, and overall how you come across when interacting with people, you’ll be able to recognize the same body language in others.

It’s important to remain aware of yourself and study how your body reacts—or does not react—when trying to communicate with people. You’ll need to compare what you’re thinking with what you actually say and look for any cues that your body offers to communicate your real meaning. You may tend to notice your thoughts more than your movements, or vice versa, depending on your own personality and life experiences. For instance, many women have a heightened awareness of their body movements and the space they occupy, formed as an instinctual reaction to growing up in a patriarchal society.

There is a balance you should strike here between awareness and focus, though. If you only concentrate on body language, you may become insecure about what your movements are communicating and either freeze up or over-exaggerate, which will have a negative effect on your interactions with people.

In this first chapter, we’ll look at body language basics that will help you build a solid foundation for analyzing other people. Getting to know someone and becoming familiar with their unique body language will help you understand them more fully, which enables you to develop the best persuasive strategy for influencing their decisions with regard to you.

A Caveat on Cultural Differences

When learning how to analyze people through body language, one important thing to note is that each person is different. While there are general signals, movements, and cues that remain similar from person to person, the exact way a person’s body speaks can vary in many ways. It’s especially vital to keep this in mind when you’re having a conversation with someone who has a different cultural background than you.

For example, hand gestures might vary in meaning from one culture to the next. In America, we assume that a thumbs-up means “good job” or “I agree,” but in other places, such as areas of Greece and the Middle East, it’s the equivalent of flipping someone off in the U.S. Similarly, beckoning toward someone with one finger is viewed as insulting or rude in other countries, such as Singapore, Malaysia, China, parts of East Asia, and the Philippines—where you can actually be arrested for making this gesture.

The social protocols surrounding touch and contact also vary among cultures. Human-to-human contact is typically part of many friendly conversations in America; we shake hands, grasp shoulders, touch arms and elbows, and even hug. Similar cultures exist in Latin America, southern Europe, and much of the Middle East (although this is generally limited to between men). However, other cultures, such as those in the Far East and northern Europe, prefer practically no-contact save for the occasional handshake.

Even eye contact can vary by culture. Americans generally associate strong eye contact with assertiveness, confidence, honesty, and other positive characteristics, but in many African, Asian, and Latin American cultures, steady eye contact is seen as confrontational or aggressive, and social constructs dictate that lowered eyes are a sign of respect for elders and superiors.

There are a number of other cultural differences when it comes to body language as well. Therefore, be sure to keep the other person’s cultural background in mind when learning to analyze people. If you want to communicate with someone from a different culture, it’s a good idea to pick up a more in-depth understanding of their cultural norms.

Your Body is Powerful

There is no denying the power of body language and its ability to telegraph the whole picture of what a person is trying to say. If you want to know what someone is truly trying to communicate to you, it’s critical to understand not only what they’re saying, but how they’re saying it. The how of communication is where body language comes into the equation.

Even when we’re not saying a single word, we are constantly communicating. If you’re sitting alone in a restaurant to enjoy a meal and you’re not interested in striking up small talk with a stranger, you will subconsciously signal disinterest whenever someone comes within conversation range—you’ll avert your gaze, or turn away in your chair, or even suddenly find something interesting on your phone.

On the other hand, if you’re sitting alone in a restaurant because your car broke down and you’re hoping someone can help you, the signals you give off will be different. You’ll appear distressed rather than disinterested, and you will look at everyone who comes within conversation range.

In fact, body language is so effective that even a physically weak and non-imposing person can command a room with it.

There are plenty of ways that a person can use the right body language to convince others to agree with them or do what they want. Some of these methods are subtle, harmless, and effective, while others may be truly manipulative and not work on everyone. For example, the physical threat of an imposing person might elicit submissive behavior in some, while others may respond with returned aggression, even if they don’t appear physically equal. Sexual persuasion is another example that while a few people might respond to manipulative sexual overtures, many will be repulsed by that type of behavior.

Fortunately, you can employ body language that doesn’t rely on physical or sexual intimidation to greater effect, in ways that will work with most people. Some of the basics of this type of persuasive body language include:


	Keeping yourself and your body movements visible and open, so that other people understand that they can trust you.

	Eliminate physical barriers between yourself and the person you’re communicating with, such as moving a chair or walking around a table, to help strengthen the connection between you.

	Demonstrate interest in the other person and confidence in your own side of the conversation at the same time through the use of mirroring and other body language techniques, which we’ll discuss in detail.



The very process of analyzing other people’s body language helps you to pick up tips and mannerisms that will help you better reflect what you’re trying to communicate and convince the other person to agree with you. You can also take this a step further by studying the body language of celebrities and other well-regarded people for clues regarding confident, trustworthy body movements.

A Smile is Worth a Thousand Words

Your smile is among the most powerful tools in your body language toolbox. The simple act of smiling can help you instantly engage with another person and elevate the general mood of the conversation—it’s so powerful that you can often cheer yourself up when you’re alone, simply by smiling.

Several studies have shown that when someone smiles at you, you are highly likely to smile back. A returned smile is a nearly universal reaction across all cultures, and when the person you’re speaking to starts smiling, they’ll be in a better mood for the rest of the conversation.

Of course, you need to offer a genuine smile in order to set the tone of the discussion for the outcome you want. Some people struggle with this, especially those who don’t have the luxury of gleaming white, perfectly straight teeth. Notice the way you smile when talking to people you don’t know well—do you tend to keep your lips closed, duck your head, or otherwise conceal what’s inside your mouth? Resist the temptation! The most beautiful smiles are the ones given freely and authentically, not the ones that have been created by thousands of dollars in dental work.

How Your Own Body Language Works With (or Against) You

One reason it’s a good idea to work on your own body language before analyzing the movements of others is that your body can actually work against you—and conversely, you can improve the way you function just by using the right body movements. Gestures are one of the most effective ways to do this. The way that you position your arms and hands during a conversation can be highly beneficial, or it can prevent people from talking to you.

How does this work? If you have a tendency to cross your arms while talking, many people will view you as closed off and unwilling to hear what they have to say. It should be noted here that this is a common misconception, as instinctual arm-crossing is actually a self-soothing behavior when we feel concerned or threatened. Nevertheless, others tend to associate this gesture with a closed-minded attitude.

On the other hand, assertive body language that displays a lot of confidence may make others feel intimidated and look for ways to exit the conversation. Again, this is often a misconception, as confident body language and wide, animated gestures tend to signify comfort, excitement, and passion for the subject matter. But due to the association between confidence and aggression, you’ll need to learn how to tone it down.

Because every person is different, you may not even mean any of the things mentioned above when you perform these body movements. For example, some people adopt a closed-off posture because they are highly self-conscious about their bodies and believe that crossing their arms hides the worst parts (the truth is that it does not—other people can still see you with your arms crossed). Try to take note of what you’re feeling when your body claims that you’re closed off or over-enthusiastic, so that in the future you can adjust your body language accordingly. It will take practice to achieve self-awareness regarding your body language, but it’s worth the challenge.

While there are certainly drawbacks to using body language that doesn’t match your feelings or can be easily misinterpreted by others, there are also advantages to changing the way you hold yourself that go beyond improving the way other people view you. The right body language can affect your mental state and help you improve both memory and function.

Hand movements for memory boosting

Do you talk with your hands? If you tend to make gestures while speaking, you may have a better memory than people who don’t use hand movements. Hand gestures, like forming shapes, numbers, or basic pantomiming, help to place reminders about your thoughts and ideas in your brain. Additionally, using your arms and hands to recall something and relate a story helps you remember more of it, faster because it encourages your brain to keep thinking.

Hand gestures are also very helpful in a business setting or when giving a talk. In addition to helping you remember, your audience will find both you and your story more memorable, and they’ll be better able to recall exactly what you talked about.

Open your arms, open your mind

When you uncross your arms while having a conversation or speaking to others, you’re signifying that you are open-minded and willing to not only talk, but to listen. An open-armed stance, even if your hands are just hanging at your sides and relaxed, tells others that you are confident (without being aggressive) and receptive to talking about anything.

In addition to letting people know that you’re open, confident, and trustworthy, open arms can benefit you by improving the function of your brain. When you stand with your arms open, you are signaling to yourself that it’s okay to let your mind wander off-topic, and you may find yourself thinking of new ideas that you wouldn’t have included before, especially if your arms were still crossed. This same type of improved openness and fluid thought process occurs with all relaxed, open body movements—not just your arms!

Tips for studying your own body language

The more you know about how to analyze people through body language, the easier it will be to recognize and adjust your own. For this reason, it’s a good idea to pay close attention to the signals that your body is transmitting for others to read.

In any given situation, be aware of everything that you are feeling (or will be feeling) and choose to emphasize the most important aspect of your feelings/desires through your body language. For example, you’re both excited and nervous to meet someone new, so focus on emphasizing your excitement.

One powerful way to analyze your own body language is to record a video of yourself speaking, such as at a work meeting or with a trusted friend. Here’s a helpful tip: If you play the video back at two times the normal speed, your gestures and body language will really jump out, allowing you to identify your personal “tells“ and work on them. You can also use this technique to analyze the body language of others.

Studying the Body Language of Others

With a stronger understanding of various body language and what it represents, you can begin paying attention to other people’s body movements whenever you come into contact with them. Each person you interact with will exhibit different body language, but you’ll be able to start reading and understanding them as you observe their body movements in various situations.

As you pay more attention to both your own and others’ body language, you will also need to focus on acting naturally. Keep in mind that if you are hyper-aware of what your body is doing during a conversation, the other person will be likely to pick up that something is off. While not everyone may be familiar with how to interpret body movements, most humans have some level of instinctual awareness when it comes to reading body language—which is why it can be such a powerful tool.

After a bit of practice with analyzing people through body language, you may be surprised at how much better you can get to know people, even those who are already close to you. For example, you may learn that a co-worker you believed to be extremely confident is actually displaying insecure body language. Or, you might realize that a friend or family member you thought was simply intelligent presents themselves as somewhat pretentious or above it all.

The more you learn about another person’s body movements, the better equipped you’ll be to understand them and gain greater insight into their personalities, their likes and dislikes, and the way they approach communication. This will equip you to comport yourself appropriately while around them. You might, for example, be able to develop deeper friendships with people who seemed to be holding back if you discover they’re just nervous or shy. If you’re hoping for a promotion or raise, you may learn to measure and match your boss’s level of confidence.

Aside from observing the body movements of others, you should spend some time practicing with your own body. Try setting up a mirror that lets you pay close attention to your body language while you’re engaged in everyday activities, such as watching TV, eating a meal, or lounging in bed. You’ll be able to start identifying the body movements that you default to, so you can make adjustments, if necessary.

Following are some basic, generally common body language aspects that you can start learning about with yourself and others.

Eye contact

As previously mentioned, many Americans believe that you need to maintain eye contact in order to show interest and get what you want. Conversely, you may have heard that failure to make eye contact means a person is lying.

One of these things is sort of true, while the other is not at all.

Strong eye contact is a gesture of intimidation. You’ve most likely experienced, at some point in your life, a person who stares at you and simply does not (or will not) look away—which means you may recall how uncomfortable it made you feel. Maintaining eye contact is an expression of intensity, whether the person is intentionally trying to intimidate or really wants to make a point.

However, as with all body language reading, this must be taken in context. For example, prolonged direct eye contact at a business meeting may be someone’s attempt to get another person to back down…while long gazes between two people who are dating may simply signify high levels of interest.

On the other hand, a person who averts their gaze or refuses to make eye contact is uncomfortable. Many people assume that gaze aversion equates to lying, but it simply means the person doesn’t like either the topic of conversation or the answer they have to give, which in some cases might be a lie, but in many is a true response they just feel bad about having to offer.















