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 Introduction 
 
    I want to thank you and congratulate you for purchasing the book, “Manipulation: Beginners Guide to Learn and Develop the Art of Manipulation.” 
 
    This book contains proven steps and strategies on how to get people to exactly what you want them to without them even realizing.  
 
    The book is the ultimate manipulation handbook that is packed with tons of little-known manipulation strategies, proven secrets of mind control through hypnosis and NLP, and actionable techniques that can be applied right away to influence people to do exactly what you want. From talking your way into a salary hike with your boss to seducing someone you’ve only just met, there’s just no stopping where and how you can use the valuable information contained in this power-packed beginner’s manipulation resource. I’ve provided lots of everyday examples and illustrations to make the understanding easier and more impactful.  
 
    Thanks again for purchasing this book, I hope you enjoy it!


 
   
  
 

 Chapter One 
 
      
 
      
 
   
  
 

 Manipulation Decoded! 
 
    “When you know what a man wants you know who he is, and how to move him.” 
― George R.R. Martin, A Storm of Swords 
 
    We’ve been practicing manipulation even before we learned fancy terms for it. As babies, we manipulated our way into being fed and put to sleep. As toddlers, we cried aloud for the toys we wanted until our parents relented. As teenagers, we manipulated out way into the hearts of our dates. As professionals, we try to have our way with just about everyone from our manager to co-workers to subordinates. There’s just escaping from practicing the art of manipulation in everyday life, whether we like it or not. Even when I convinced you to download this book, I resorted to manipulation in some form (or did I?).  
 
    What is Manipulation?  
 
    Manipulation is fundamentally the art of getting others to do exactly what you want them to not necessarily by paying attention to their desires or in extreme cases even harming them. It comprises a series of techniques such as charm, charisma, hypnotism, persuasion, trickery, coaxing, misinformation and much more.  
 
    The underlying objective of manipulation often is “I need to trick people to lead them to give me precisely what I require or desire.” However, not all forms of manipulation are bad. At times, they can be used positively to turn the game around and help you get what is rightfully yours or what you’re being deprived. For instance, a stingy boss refuses to give you a promotion or pay raise that’s been due for long. No forms of logical or meaningful persuasion work with him or her. In such circumstances, manipulation can be used in a positive manner to help you get what is rightfully yours.  
 
    Manipulation generally stems from a fundamental belief that your needs or desires are above everyone else’s. You place yourself at the epicenter of the universe and believe everything revolves around your desires. It can be given a more positive twist when you realize that connect with other people and work towards aligning their desires with yours. In such a situation you will end up positively manipulating people into doing what is good for them and you. This way you are likely to end up on their side and they’ll not feel like they are being fooled.  
 
    For instance if you think there’s no one who can keep your date or partner happier than you, you try and align their desires with yours. You know you will keep them happy when they get married to you and vice-versa. There is a positive manipulation and persuasion, where he or she does not get the feeling that they are being tricked. You are in fact doing what is good for both him or her and you. As a person in love, you are trying to lead them into a powerful bond that you truly believe in. Is manipulation wrong here? Well, maybe not!  
 
    Unlike persuasion, manipulation occurs at a deeper and subconscious level. It is carried out by attempting to change to the fundamental beliefs and experiences of people to get them to do what we want. This can be done by using a variety of raw and sophisticated methods ranging from hypnotism to seduction or top-notch verbal skills. It is sometimes performed by distorting someone’s idea of reality to get them to think and do what we want them to. People will then start behaving and thinking about reality precisely as the manipulator wants them to.  
 
    Have you seen Shakespeare’s tragedies such as Macbeth or Othello?  
 
    He understood manipulation in human relationships, leadership and political ambitions before the term became popular.  
 
    Lady Macbeth absolutely manipulated her husband through a series of psychological techniques to kill King Duncan and take over the Scottish throne as its powerful ruler. He then launches into killing spree to guard himself against suspicion, doubt, and enmity, which leads him to become an example of tyranny. The bloodbath that follows and the ultimate civil war lead to the downfall and death of Macbeth and Lady Macbeth.  
 
    Lady Macbeth as well the witch sisters resort to major manipulation through the tale. They trick, goad, instigate and encourage Macbeth into performing horrific acts that ultimately seals his fate. They manipulate him into believing that he alone will be the king of the land, thus sowing a seed of ambition and hatred for Duncan, which eventually leads Macbeth to kill Duncan.  
 
    Another Shakespearean classic, Othello thrives on the plot of manipulation. The villain, an ambitious trickster, called lago creates the most vicious, deceptive and sophisticatedly manipulated plot for sowing the seeds of doubt in the mind of Othello against his love Desdemona.  
 
    He tricks Othello into believing that Desdemona is being unfaithful to him (Othello) through a series of carefully planned and manipulated scenarios. lago is believed to have had a fantastic insight into human psychology that he craftily used to have his way into power. He orchestrated a complicated plot to eliminate his arch-nemesis by leading Othello to believe that Casssio (Othello’s favorite and most trusted lieutenant) is involved with Desdemona and thus being disloyal to his master. lago hopes to take Cassio’s place as Othello’s chief lieutenant.  
 
    This pretty much sums up the idea of manipulation. However, like I explained above, even though it has negative connotations, not all forms of manipulation are evil. If channelizing positively, they can be used to bring about change in a constructive manner.  
 
    Whether you realize it or no, you are being constantly manipulated in your daily lives. The tool of manipulation is used almost by every marketer or business that is getting you to buy their stuff and live in a specific way as suitable for their profits. “Buying xyz brand of sports shoes makes you look like a professional and cool athlete” or “vote for abc political party if you really want to witness change and people’s welfare.” It is in your face, all-pervasive and everywhere – there’s just no escaping manipulation in your personal, social and professional life.  
 
    Is It Possible to Use Manipulation in a Positive Manner? 
 
    The answer is a thumping yes! Constructive manipulation can be used for transforming negative energy into a positive experience through physical, psychological and spiritual attributes of your personality. Imagine trying to manipulate a drug addict to give up drugs or a binge eater to start eating in a healthier fashion. Now that’s not so bad, is it? You are resorting to positive or constructive manipulation to get someone to do what is good for them.  
 
    Positive or constructive manipulation has been occurring since ages. What do you think Jesus Christ, Martin Luther King or Mahatma Gandhi were doing when they drew people like magnets? They restored to spreading a highly positive energy through their own fine example and actions to lead others on the same path of equality, justice, humanity, and brotherhood. Would you call them manipulators?  
 
    Not in a negative sense but they did positively influence or manipulate people through their hypnotic personalities, words, ideas, and living examples to learn important lessons of life.  
 
    Think about this for a minute. There are several times in your life when you’ve felt compelled to reach out to someone that needs your assistance. Yet, for several reasons, he or she has turned down you straight-laced attempts for help. Is it bad then if you manipulate them to comply for their own good? Your motives can be hardly ascribed as selfish or self-fulfilling in such a scenario. The tactics you use can also be barely labeled as devious, wicked or crafty.  
 
    We are all familiar with the term: “desperate times call for desperate measures.” Sometimes approaching people to convince them about what is good for them in a straightforward manner falls flat. In such a scenario, when you’ve tried everything in the book to persuade them positively, the only communication tactics you may have to resort to may be the ones that are viewed as downright crafty or evil. The intent is precisely what distinguishes negative manipulation from constructive manipulation.  
 
    In the latter, your intent isn’t to twist the other person to suit your will. It is only a means to get past their stubborn, obstinate and illogical defense mechanisms. Let’s take an example of how this works.  
 
    You have a childhood friend (let’s call him Joshua) you deeply care about. You grew up in the same neighborhood, went to the same school and your families have been thick too. You’ve learned through a mutual friend that Joshua is about to sacked from work owing to deteriorating performance that can be traced back to him being abandoned by his partner for another man. Joshua was planning an elaborate wedding ceremony with his ladylove when she ditched him a few days before the wedding and eloped with another man.  
 
    Joshua felt betrayed, hurt and broken, which made into slip into a state of depression. This is now taking a toll on his professional life and affecting his performance at work. As a friend, you suggest that before anything more untoward and disastrous happens, Joshua go and meet a counselor to seek some solution for his situation. Joshua vehemently denies that anything at all is wrong with him and refuses to fix an appointment with a counselor. No amount of persuasion, cajoling or pleading works.  
 
    As a childhood friend, you are utterly concerned about his condition. What do you do next to bypass this obstinate approach by Joshua?   
 
    Overcome by absolute desperation, you speak on how a co-worker’s son slipped into a coma for days before he got back to living a normal life following a near-fatal accident. You talk about how your co-worker was deeply affected, disturbed and depressed throughout the time his son was in a coma. The expressions, tone of your voice and words are carefully chosen to convey the right emotions.  You then go on to state how his performance at work was an absolute disaster, and he was on the brink of losing his job.  
 
    Then you masterfully and carefully introduce how the co-worker agreed to meet a therapist on your suggestion, which changed things around for him completely. You begin to elaborate on how a combination of therapy, antidepressants, and a strong will led him to get back on his feet and become the awesome worker that he once was. Joshua will be stirred by this emotional take of will over a challenging situation that was accomplished by seeking the help of a therapist. He will most likely be moved and inspired by the emotional account of an unlikely hero’s tale of fighting all odds to emerge victoriously.  
 
    Of course, you made up or fabricated that entire tale. None of your co-workers or even someone you ever knew had their child slip into a coma, following an accident. There was no depression and no looming fear of a layoff. You just devised that story as a means to manipulate Joshua into seeking professional help for his deteriorating psychological condition. It can at best be seen as a way for bypassing a person’s defenses or obstinate, where reason or rationale does not seem to work. Manipulation opens that tiny window of hope where you can get your loved ones to do what is good for them.   
 
    Well, there’s no denying that the strategy you resorted to was manipulative, scheming, dishonest and may be deceptive. However, it was also an innovative, resourceful and creative way to get Joshua to do what you wanted him to do for his own well-being. If it leads him to reevaluate or rethink about his own reluctance about seeing a therapist, it may be worth it. In this case, it can be hardly classified as immoral, unethical or unprincipled. You’re manipulating your friend into thinking and believing something as someone who cares about him. Sure you may have taken the recourse of devious ways, but your intention was compassionate and unselfish.  
 
    This is exactly what sets apart negative manipulation from constructive or well-intended manipulation. It is the intention that sets the tone for whether someone is using manipulation in a positive (caring, loving and compassionate) or negative (selfish, deceitful and self-fulfilling) manner.   
 
    Plenty of therapists use constructive manipulation for helping their clients transform their lives. Think back to all the instances where you’ve been slightly imaginative and shifted from a more conventional approach to promote someone else’s welfare. You are doing this simply to boost your odds of reaching out to a person who seems shut off to a more straightforward, traditional approach that is linked to his or her own welfare. We use such techniques without even realizing them to minimize another person’s resistance and bring about a positive behavioral change.  
 
    Sometimes, much like the world leaders, we discussed above, we use constructive manipulation to bring about a beneficial change at a social or human level. This change is good for everyone or the overall good of a family, workplace, community, nationality, race or humanity. Using manipulation to bring about a positive change isn’t as devious, evil or crafty as manipulation is made out to be. When straightforward techniques do not work too well in getting people to respond, manipulation proves to be the last ditch attempt.  
 
    Much like any other tool or method, nothing is inherently good or bad. Its positivity and negativity lie in the manner in which it is used.  
 
    C’mon now, even when you are training a puppy to “sit” by holding their favorite treat over their head, aren’t you actually manipulating the creature to do what you want them to? Well yes, it is called training you may argue. But that’s just clever wordplay or semantics. You are training your puppy, so it leads a more disciplined life that keeps it out of harm. In future, it will find a good home should you have to give it away if it is well trained. So, is manipulating the puppy in such a scenario dubious and evil? No, right?  
 
    If you’ve raised kids or currently fulfilling the herculean task of being a parent, you pretty well know what constructive manipulation is. We are constantly teaching them lessons we want them to believe in. We make up stories about angels, Santa Claus, witches and fairies to get them to do what we want them to for their own welfare. We all know eating vegetables or fruits will not give them superpowers, but sometimes that is the only way to get them to agree to eat it.  
 
    Several times more subtle or gentle types of manipulation can be utilized for motivating or inspiring people to do things that are more beneficial or safer for them. These approaches can be used to transform a person’s self-image. If you are manipulating someone to quit smoking or give up junk food, that isn’t such an evil thing, is it?  
 
    Think of manipulation as fire. It is a powerful, lethal tool that can be used to offer warmth as well as cause destruction. How you choose to use it is totally up to you. It’s like that little matchstick you have in your hand. You can light the fireplace or a bunch of candles to keep you and your loved ones cozy and comfortable or you can misuse it to cause devastation.  
 
    Manipulation and Influencing People  
 
    Manipulation is nothing but a technique that can be used to influencer person to serve a positive or negative intent. Eminent social psychologist Robert B. Cialdini listed six influence principles that when mastered allow you to pretty much influence people and influencer their thoughts and behavior.  
 
    1. Reciprocity – People almost always have a compelling urge to return other’s favors. “Oh! She bought me a really expensive gift. I must do something for her too.” Do not these words seem all too familiar? If you really wish to get someone to do something for you in future, start by making them obliged to you. Keep reinforcing verbally the things that have been doing for them as a favor. For example, say something like “Oh! You’d do the same for me, or you’d help me too, wouldn’t you?” instead of saying, “not a problem at all or do not mention it please.” You are simply trying to tell them that you expect them to help out or do something you want them to in future.  
 
    2. Social Proof – Good or bad, people are more often than not hardwired to follow the herd since man’s primitive hunting and gathering days. People automatically assume that just because everyone else is doing it, it must be good or right. This is precisely how trends, fads, and fashions take off. Presenting social proof allows you to influence people because it leads them to believe that they aren’t the only ones doing something. Do not you ask the host upon being invited to party about who all will be attending it? Aren’t you likelier to go when you realize that almost everyone from your social circle will be there? You do not want to be left out, do you? 
 
    3. Scarcity – It is human tendency to value things that we believe are rarely available or limited. Think about how carefully business owners and marketers influence consumers with their often false “limited sales,” “last few products remaining,” “exclusive offer only available to selected customers” “until stocks last” etc. There is a tendency to grab what is viewed or perceived as scarce.  
 
    4. Liking - Be honest when you answer this. There is an attractive looking and pleasant talking in store A that is the exact same thing that is being sold by a plain looking and not so confident salesperson in store B. As a customer, who are you likely to buy from even though both seem like really good people? We are more influenced by affable, charismatic and physically attractive people. Similarly spending plenty of time with a person is a great way to get them to be familiar with you or like you. Want to ask your crush out on a date? Spend lots of time just hanging out with them as friends before taking the plunge. They will be less likely to refuse because you’re now familiar and hence liked by them.  
 
    5. Commitment and Consistency - When you get people to commit to something, it’s easier to influence them to fulfill it. For instance, if you get someone to make a public declaration about something or get them to commit to it in writing, there will higher chances of them following it for fear of being held accountable for it later. When you really want someone to do something, get them to commit to it in writing or say it where others can clearly hear them say it. This way, they can’t really backtrack or risk being seen as someone who does not fulfill what they commit to.  
 
    6. Authority – Why do you think all those health and hygiene product advertisements and promotional videos have “experts” talking about how people will benefit from using these products? Ever wondered by social media influencers are highly paid to promote a product, service or idea on their social media channels? Because people lap up authority. Anyone who holds a certain position of authority, power or expertise in a given domain is highly regarded by people. If you truly want to influence people or get them to do what you want them to, introduce a person who perceived to be in a position of authority to say what you want them to do.  
 
    Again, whether you use these techniques in a negative way to achieve a devious objective or harness it positively for influencing people and bringing about a constructive change is totally up to you. Remember you’re holding a powerful matchstick in your hand that can either light up a flame or cause a disastrous fire. 
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 18 Proven Strategies for Manipulating
 People into Having Your Way 
 
      
 
    We all practice manipulation in some form or the other in our daily lives, though the intensity of it varies from person to person. There are sneaky tricks and strategies that we use on people to have our way without them even realizing that they are being manipulated.  
 
    How can you almost always have your way with people? What are those proven manipulation strategies that get you to obey people into doing precisely what you want?  Here are 18 solid manipulation strategies that will allow controlling people’s actions/thoughts/feelings and allow you to have your way with them.    
 
    1. Establish Similarity  
 
    Establishing similarity is one of the most effective ways to get someone to do something you want them to. Whether you’re trying to an impress a man or woman you’ve just met a party or your boss into giving you a raise, go all out to establish a strong sense of familiarity. People quickly take to others who are much like them. They subconsciously develop a strong sense of affiliation for the other person and are more likely to do what he or she wants them to.  
 
    The next time you want to make your way into the favorable books of someone, mirror them. Observe the way they talk, and try using similar words and phrases. Similarly, notice the way they hold their drink or lean against the wall, and follow suit. Sip your drink immediately after them or shift your weight from leg to another just like they do.  
 
    However, when you are mirroring people’s words and actions to reinforce that you are just one among them, do it in a more subtle and nonobvious manner. If the act of mirroring is too obvious (or in your face), people will be offended by the notion of you imitating them, which can backfire hugely.  
 
    When you want to influence or manipulate people into thinking and doing things in a certain way subtly mirror everything from their body language to intonation to words and expressions.  This method works wonderfully well when you are trying to manipulate someone in a professional or official situation since emotions seldom work in such settings.  
 
    2. Sign up for a Drama or Theatre Workshop  
 
    One of the biggest hurdles when it comes to manipulating people is to master not just your emotions but also expressions, voice, and body language to convince people of your contrived or created feelings.  
 
    Have you tried practicing appearing distressed or disillusioned when you want to have your way? What about faking various emotions and expressions? Taking a theatre, drama or acting class is a great way to hone your manipulation powers.  
 
    Ensure that you do not let people know you’ve signed up for a theatre class lest they stop believing in the genuinely of your rather practiced emotions and expressions.  
 
    To be a master manipulator, you’ve got to know and master your emotions. Practice being in control of your emotions, otherwise, you will end up manipulated instead of being the manipulator. You will have to cry when required, laugh at the drop of a hit and basically learn to put on a variety of acts according to the demands of the situation. Recognizing and using your emotions/expressions at will is an important skill for any manipulator to pick.  
 
    3. Develop Charisma  
 
    The concept of charisma is hard to explain yet it can be quickly recognized or identified when you see it. Charismatic folks have an effortless and inherently smooth tendency to get people to do exactly what they want. They often seamless work their charm to hypnotize people into their way of thinking and behaving. Do you radiate a warm and friendly vibe? Do you have a more approachable, affable and open body language? Can you hold people into a compelling and arresting conversation even if you’ve only just met them?  
 
    People well-versed in the art of manipulation practice their conversation skills. They complement others generously and make them feel exclusive and special. Make eye contact with people you desire to influence. Give them the feeling that you are truly interested in getting to know about their feelings, emotions, and interests. Demonstrate that you care to take the trouble to know them better (even when you clearly do not).  
 
    Confidence is a huge charisma booster. Charismatic folks and people who wield magnetic personalities are aware of their effect on people during interactions, which make them even more confident. This confidence, in turn, makes them appear even more charismatic. Thus it is a circle of each positive leading up to the other. If you have explicit faith in yourself or your abilities, you are likelier to be successful in influencing or manipulating people into thinking or behaving like you. 
 
     If you are confident of yourself, you inspire the faith and trust of other people too. People tend to take your words and actions more seriously if they are convinced that you know exactly what you are doing, and that comes only with practiced confidence. Be glib when you are talking to people you want to manipulate, whether you are speaking the truth or fabricating something to accomplish an objective.  
 
    4. Practice Reading People  
 
    Each individual has a distinct personality, and a unique spiritual, psychological and mental make-up. Everyone is not likely to respond to your manipulation techniques in a similar way. Every person has a different trigger point that drives them into thinking, feeling or behaving in a certain way. Before you begin putting together an elaborate plot for manipulating someone, take some time to thoroughly study their personality. What makes him or her tick? What is the most suitable and effective approach to get them to do what you want them to? What are the person’s most compelling fears, motives, and needs?  
 
    Here are a few tips for reading people accurately.  
 
    Identify if people are more prone to emotional responses. These folks may turn out to be easier to manipulate emotionally or psychologically. They are typically people who sob while watching movies, feel an instant connection with animals, display strong sympathy for people and a high sense of empathy for other’s problems. To get them to do something specific, you have to tap into their emotions until they feel a sense of pity for you, and give in to your wishes.  
 
    Some people are more open to a logical or rational approach. They need facts, figures, statistics, and evidence if they have to buy into what you say. If for instance, you realize that someone keeps themselves updated with news reports frequently or requires hard facts and figures before making important choices or decisions, you’ll have to be more calm, persuasive and fact-oriented while trying to influence them. There will be a greater need to speak in a more composed, balanced and rational manner without resorting to an overt display of emotions. You’ll at best have to use subtle, calm and gentle persuasive powers to manipulate them into the way you want them to think and behave.  
 
    5. Follow an Unrealistic Request with a Reasonable One 
 
    This is a classic and proven manipulation technique that we’ve all used at some point or the other. It is super simple yet works like a charm! It begins with the manipulator making a highly unreasonable request, quickly followed by a more reasonable and realistic request. In doing so, what you actually end up doing is give the other person an opportunity to compare one request against the other, and be far more psychologically relieved with the second request after being shaken or disturbed by the first.  
 
    There is a huge surge of tension caused by the first request, followed by instant relief following the second request. This make makes it easier for the person to give in to the reasonable request.  
 
    For example, if you want to come into work late for the next two days, you approach your manager and request them to allow you come in to work a few hours late each day for the next couple of months. When your manager seems appalled by the suggestion, you quickly seize the opportunity and say, “Hey, no problem Bill. Would you allow me to come late for the next two days?” The latter seems like a more reasonable suggestion, and Bill will be much more relieved and receptive to it following the first request. It will be tough to say no for the second time, especially when it is way lesser than what you requested the first time around.  
 
    6. Induce Fear then Relief  
 
    Plenty of marketers, brand managers, advertisers and business owners prey on the fears of consumers to manipulate them into buying from them. Make the person imagine the worst situation, followed by helping them feel relieved. This sneaky little trick will help you to get them to do precisely what you want them to.  
 
    For instance, you could say something like, “When I wore your dress for the prom night, I thought I heard a horrible sound of the dress tearing. I was sure I had torn your beautiful dress. However, I realized that it was just a video one of the girls was watching on her phone. Isn’t that truly funny?” Oh and this reminds me, can I borrow the dress again for an upcoming weekend bash if you do not mind?  
 
    See what we did there? We simply took the person on a whirlwind of emotions from fear to immediate relief that the dress is still in good condition after all. They will be in a more positive and receptive frame of mind, which will increase your chances of having your way with them.  
 
    7. Induce a Feeling of Overpowering Guilt  
 
    Guilt is another excellent tool for manipulating someone into your way of thinking, feeling and doing. This works even more effectively on people who aren’t sure of themselves, do not possess a very high self-confidence (or sense of self-worth) level or are generally indecisive by nature.   
 
    For example, if you want to manipulate a parent into allowing you to go camping with your friends, simply make them feel pangs of guilt that throughout your childhood, they have been extremely protective of you and haven’t given you an opportunity to experience life on your own.  
 
    Similarly, if you wont to induce guilt in a friend, list all the wonderful things you’ve done for them or times when you’ve gone out of the way to do things for them, followed by how they’ve let you down on various occasions.  
 
    People also feel an overpowering guilt in their partners by saying something like, “It is all right, I didn’t expect anything else from you.” This implies that he or she is always letting you down, and you do not really expect anything better than that from them.    
 
    Notice how some senior people induce guilt among their children and manipulating them into doing what they want them to by stating that the children do not spend enough time with them or do not do much for them or that they aren’t going to live for too long now even though the grown-up children go out of their way to spend time with them in the midst of their busy schedules and domestic duties.   
 
    8. Play Victim  
 
    Playing the victim card is another time-tested manipulation strategy. Often a group of people to gain political or social or some other benefit will portray themselves as a disadvantaged group to attract the support of masses. They will manipulate popular opinion in their favor by demonstrating the unfairness they’ve been subjected to or the disadvantages they faced on account of belonging to a particular group, class, community, tribe, race or religion.  
 
    Use this technique carefully and cleverly to get it right, without overdoing it. Basically, you are telling others that you’re a wonderful and giving person or group or community and that the entire universe is against you. 
 
    People using this manipulation technique are likelier to come up with, “I do not know what I or we did. But everything seems to go against me or us for no reason.” Sound like you’re totally perplexed by why things are not working out for you or going in your favor. It will trigger a sense of sympathy and empathy in people.  Make people feel that you’re always being nice and giving to others, and no one seems to return the same sentiments.        
 
    Rather than arguing, fighting or squabbling with people to have your way, simply act calm and like you’ve accepted the situation. For example, if a co-worker refuses to give you ride back home from office, tell them it is all right. “I could do with the exercise since no one is willing to help. It is absolutely fine.”  
 
    9. Do Not Admit to Using Manipulation Tactics  
 
    Some people are really smart and experienced cookies. They sniff manipulation from miles and more so if you’ve been using the same techniques on the same set of people over and over again. If a friend, manager or spouse calls you out for using sneaky, manipulative strategies for having your way, never ever admit to it. Just open your mouth wide open, gape and say, “I do not believe you actually said that.” Act horrified (now you know the importance of signing up for that acting class) and hurt.  
 
    Saying something like, “I do not believe you think like this about me” will make the person feel really bad about accusing you of resorting to manipulative techniques. Under no circumstances should you ever admit to using manipulation because it will be extremely hard to manipulate the individual into doing what you want again.  
 
    10. Flirt  
 
    We all have done this more than once. Flirted our way into people’s hearts and minds to get them to do what we want. You can’t simply issue orders and tell them to do what you want them to. People can’t really be forced to do what they want. They have to like you or even better adore you if you want to cast a spell on them and drive them into thinking or behaving in a particular manner. You invoke positive emotions and give yourself the power to make a more favorable impact on the other person.  
 
    Whenever you can flirt and impress people, go ahead and do it. Throw aside your inhibitions or differences about gender, and use some suggestive expressions or touches without going overboard. A light tap on the arm or leaning while talking to someone or gently ruffling their hair can be harmless flirting and increase your likeability quotient in the eyes of the other person.  
 
    Do not be respectful, pushy or aggressive when people are not taking too kindly to the flirting. Respect the other person’s boundaries and wishes even when you are trying to get them to do what you want. Flirting (or using different ways to charm an individual) works well with people who have a low sense of self-worth or are lonely.  
 
    11. Hide Criticism as Altruism  
 
    You have to appear to be the nice person (even if you really aren’t one) if you want to get people to believe you and get them to do what you want. Negative acts such as criticizing people’s actions, screaming at them or holding them responsible for something (whether they really are or aren’t) is not going be very effective until you cleverly coat it with altruism. Present yourself as someone who always cares for about reaching out to others and helping them.  
 
    Explain to them how they aren’t acting in their own interests, which is really bothering you. After an outburst, if you regret what you just said, explain that reason you got so volatile is that you truly care about their welfare, and want the best for them. Ask them in what way you can help to make it easier for them. Offer them complete support, and confidently state that no matter what anyone says or does, you will always be around for them. They will more often than not drop their defenses and do exactly what you want.  
 
    People are more vulnerable when they make a mistake. They accept everyone to be up against them and make them accountable for it and hence get even more defensive. Instead of criticizing, if you reach out to them as a do-gooder who is more than happy to help them instead of accusing and blaming them, they will buy into what you are saying immediately.  
 
    12. Be a Pro at Overcoming Trust Issues  
 
    People who have experienced manipulation in some form on earlier occasions are wary of being manipulated and come with plenty of trust issues. They do not take too kindly to manipulation techniques. Whenever you find there are trust issues with a person, eliminate the trust barrier by sharing something increasing confidential, secretive or personal with him or her.  
 
    Share something that’s related or significant to them to make it even more effective. Your story may or may not be real but it’s imperative that you make it believable.  
 
    13. Sign Up for Debates and Public Speaking  
 
    While a drama class can hone your ability to control your expressions and reactions, debates will help you influence, persuade or manipulate people in calm, balanced and unruffled manner. You will learn the fine art of gathering and present your facts/arguments in a coherent manner. A public speaking class will arm you with the ability to use your voice tone and body language for convincing people.  
 
    By becoming a powerful orator or speaker, you can hypnotically attract and inspire people to your cause like a magnet. You learn subtle yet effective strategies for making yourself more convincing while presenting ideas to people.   
 
    14. The Bribery Strategy  
 
    This is another popular manipulation technique that is proven to work well across multiple settings and relationships. Reward someone psychologically or materially, so they obliged to return the favor. Ensure that when they do actually return the favor – it is to your advantage.  
 
    Identify what your manager or partner wants and simply give it to them. Make it obvious that you are doing them a favor and that you expect them to pay it back in some form. When the time comes, strike and remind them that it is the time they give back.  
 
    However, one thing to be careful about while using this technique is not to make it come across as blackmail. It won’t go down well with the other person if they realize that you are blackmailing them into doing something. Approach it from the angle that you are reaching out to the other person and genuinely helping them. The bribery strategy works well since the person sees a clear benefit first, and hence feel more persuaded to go ahead.  
 
    For instance, if you plan to ask your manager for a few days off in the following month, proactively offer to stay up late and complete the project for which no one else is volunteering. Ensure you make it clear to him or her that you are going out of your way to rise up to the occasion and fulfill a need. Follow it up with a request of taking a few days off in the next month. It will be harder for your manager to refuse you! 
 
    15. Foot in the Door Route  
 
    Foot in the door strategy is where you cut the ice with the other person by making a small request that they aren’t likely to refuse. Then very subtly and cleverly, go for the kill and ask for what you really have in mind or want from them. What you are doing is starting a chain of positive replies.  
 
    Once someone says yes to you (for a small request), they will find it harder to follow it up with a negative reply. The trick is to ask for something small and reasonable that is very easy for the other person to fulfill followed by what you want them to do.  
 
    16. Home Ground Advantage  
 
    If you plan to get someone to do exactly what you want them to, insist that they meet you in a physical space where you wield greater authority, dominance or control. This space can be your home, office, vehicle or any other place where a strong sense of ownership and familiarity is felt by you, while the other person remains on unfamiliar court.  
 
    Ever wondered by neighbors and friends who plan to sign you for elaborate network marketing schemes almost always insist on you coming over to their place for a presentation? They are playing on the home court advantage.  
 
    Similarly, if you are negotiating a big business deal or trying to persuade a prospective client to sign up for your services, it may do you good to insist that they come over to your office to talk so you can better explain and show them your processes. In reality, you are just giving yourself the upper hand by negotiating in a territory that is owned by you or is familiar to you.  
 
    17. Let Them Talk First  
 
    When you are trying to sell something to someone or getting them to do what you want, let them speak first. This will give you a brilliant opportunity to establish a clear baseline and spot their weaknesses. The baseline gives you a good idea about their thoughts, feelings, and behavior. You can use this to determine their positives and negatives. Keep a set of questions ready (the answers to which fulfill your agenda) and ask wherever possible.  
 
    18. Smother with Facts and Statistics  
 
    We discussed earlier how some people are slanted towards logical and rational arguments and aren’t affected by emotional manipulation. Overwhelm these folks by dumping a ton of research and arguments on them through “intellectual bullying.” Pose yourself as knowledgeable and authoritative in a particular field, and take advantage of your expertise.  
 
    Present facts, statistics, research findings in an imposing manner. Focus on the other person’s areas of weakness and talk about subjects they have little expertise in or do not know much about. This technique can be in negotiations, professional encounters, social arguments and just about anywhere. You gain the expert advantage and push your agenda on the person even more convincingly. It not just awards you a sense of intellectual superiority but also makes the other person feel inadequate, ultimately leading to them giving in to your demand. 
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 Unlocking the Secrets 
of Hypnotic Mind Control 
 
    “Almost all people are hypnotics. The proper authority saw to it that the proper belief should be induced, and the people believed properly.”
- Charles Fort (Author: The Outcast Manufacturers) 
 
    What is Hypnosis? 
 
    If you ask the average person on the street what hypnosis is, they are more likely to come up with answers ranging from swinging pendulums to people doing crazy things such as barking like a dog. Not their fault. We’ve all been fed with terrible misconceptions regarding hypnosis by popular media. It is viewed as something increasingly weird or scary, almost as a form of black magic or some mumbo-jumbo.  
 
    In a purely scientific sense, hypnosis is related to different states of consciousness or awareness. We have a waking state or a state in which we are fully awake, alert and alive to real-world experiences. There is an awareness of what we experience in and around us. We move from different states of consciousness all through the day. For instance, you are enjoying a relaxing aroma massage treatment, and you begin to feel drowsy, your mind is roaming or subtly shifting from one state of consciousness into another.  
 
    Simply put, hypnosis is an altered state of awareness or being, which we move in and out of throughout the day. It occurs even when our eyes are wide open and can be induced without the use of words. For instance, you can be hypnotized simply by staring at a subject continuously. The most important aspect of hypnosis – it diminishes a person’s ability to think rationally, evaluate information critically and make independent decisions.  
 
    Ever stared continuously at a fish tank? After staring for a while, your attention becomes absolutely focused, and you switch off or blank out from everything else happening in the surroundings. It is like nothing else apart from the fish tank, and you exist in the world. This is typically a hypnotic trance or altered state of mind or awareness. It draws your attention primarily on what is occurring internally than externally.  
 
    An important aspect of hypnosis and why it is popularly used by manipulators around the world is that reduces an individual’s ability to think rationally. They become receptive to any information that is fed to them without applying much thought, irrespective of whether the idea is logical or not. This simply means that people in a trance state are susceptible to uncritically or unquestioning accept the notions/ideas that are fed to them. Their powers of logical analysis, rational decision making and objective judgments are completely eliminated.  
 
    This is precisely the level at which cult leaders lead their followers into doing exactly what they want in an absolutely unquestioning manner. When powers of judgment and decision making are reduced, people blindly follow what they’ve been led to believe.  
 
    Mind control hypnotism or hypnosis equips you with the arsenal to manipulate others.  
 
    What is Covert Hypnosis? 
 
    Covert hypnosis is when an attempt is made to communicate with the subject’s unconscious mind without the subject knowing that he or she will be put through hypnosis. It comprises a string of technique such as conversational hypnosis or NLP (neuro-linguistic programming), body language and other powerful communication and interaction strategies.  
 
    The primary objective of covert hypnosis is to gradually change an individual’s behavior at a subconscious level to lead the subject into believing that they changed their mind on their own accord. You simply lead them into believing that they weren’t influencer or manipulated by changed their mind on their own.  
 
    When covert hypnosis is successfully performed, the subject isn’t aware that he or she is being hypnotized. There is considerable debate about the fine line between conventional hypnotism and covert hypnotism. While standard hypnotism is about drawing the focus of the subject, covert hypnotism is primarily about relaxing the subject a bit or softening their stand by using deception, confusion, interruption and a series of other techniques.  
 
    If you’ve watched the series “The Mentalist,” you’ll realize that covert hypnosis is used in a particular instance when a perpetrator tries to influence various characters and tries to murder her employer.  
 
    8 Proven Covert Hypnosis Techniques  
 
    Here are some forms of covert hypnosis techniques for beginners  
 
    1. Deception  
 
    Deception is one of the most commonly practiced covert hypnosis techniques to lead the subject into doing what you want without them knowing about your real intentions. For instance, you may want a close friend to give up addiction and resort to plain deception to lead them away from their addiction triggers or suggest something false without making them catch your true intentions of making them give up alcohol or drugs.  
 
    As a practiced hypnotist, you create an illusion or sense of false reality to help the subject believe something you want them to. We have all been susceptible to deception at some point or the other. There is a tendency of believing fictional information without ever asking for details.  
 
    Clairvoyants, psychics, and hypnotists used this method generously to create an illusion by gaining the explicit trust of the subject through clever rapport-building techniques.  
 
    2. Eye Contact Clues  
 
    People almost always display a particular body language type that reflects their deepest thoughts and feelings. Hackneyed as it sounds, “Eyes are truly windows to one’s soul.” Analyzing an individual’s body language (especially their eyes) will award you with a good sense of how a particular word, action, sound, image or emotion is perceived by him or her.  
 
    The subject is read based the direction’s his or her eyes are darting in. Examine the subject’s eyes thoroughly for cues. This technique is more complicated than it sounds and needs plenty of practice.  
 
    3. Misdirection  
 
    This covert hypnosis technique is widely used by magicians all over the world to manipulate their audience or create an illusion. Magicians sneakily use the power of misdirection to distract their audience’s attention to another point of focus to perform a quick action that they wish to hide.  
 
    For instance, if you are attempting to get the subject to do something by directly sowing the suggestion, they are more consciously aware of your intentions. However, if you are accomplishing the same goal, you distract their attention elsewhere and make the same suggestion worded in another context.  
 
    4. Submodalities  
 
    There is great variance between the responses of different to the same information. This can be detected by the manipulator using several submodalities (under various contexts) to generate the desired response. Look for voice tone, body language, facial expressions and eyes cues. When the use of certain words or actions creates positive submodalities, you can continue using them to invoke specific feelings or emotions.  
 
    5. Generalized Reading  
 
    Generalized or warm reading is a covert hypnosis technique based on making a generalized observations or statements that could be applicable for just about anyone that do not take into account unique observations or responses gained from the subject.  
 
    Fortune tellers, psychic and clairvoyants use a lot of this technique to manipulate their clients into believing that the readings are unique to them, when in fact, these are general observations that can be applicable for just about any person.  
 
    For instance, “You are an ambitious person who also strives for happiness, contentment and inner peace. You’ve learned and evolved from your past experiences. You have overcome your past mistakes to look forward to new and exciting life ahead.” You can ask any person to read this, and he or she will end up believing this was written only with him or her in mind.  It leads the subject’s mind to believe that it is about him or her since they are unique.  
 
    Warm readings can be used as icebreakers to establish a rapport of trust with the subject (by making seemingly accurate statements) before they begin to talk. This gives you the advantage to build upon the all too accurate beginning statement.  
 
    6. Hot Reading  
 
    Hot reading differs from general or warm readings in a manner that you have some prior information about the subject (which he or she is completely unaware of), which completely amazes them.  
 
    You’ve got to find a way to obtain important bits of information about a person without him or knowing about it, which can be tricky. The subject will then be led into believing that you have been blessed with supernatural or psychic abilities.  
 
    7. Cold Observations  
 
    While warm observations involve making generalized statements that can be applicable to everyone and hot observations are sneakily obtaining specific information about a person to use it to your advantage, cold observations are made based on your initial impression about a person by closely studying them.  You then build upon the general statements by making more specific statements based on their responses.  
 
    It is regularly used by mentalists, psychics, and spiritualists to form an illusion that can accurately read a person’s mind or perform telepathy. Subjects are led into believing that they are indeed everything they are told they are by the manipulator.  
 
    It comprises making vague statements after making a few first impression observations of an individual, which can easily be acquired after practicing a few people reading and analyzing skills. For example, you can simply say to your subject, “I have a feeling you are a self-assured and confident individual although you tend to hesitate at times based on past experiences.” You wait for a response from the subject.  
 
    The subject can come up with a bunch of responses such as, “yes, you’re right. I am generally confident and expressive but tend to be held back by past experiences” (which means they are generally confident people), “Oh yes, I do tend to reflect a lot on my past actions” (which means they are more shy and hesitant than self-assured and confident). Once they respond to a general statement, you can use their response to make more specific or direct statements about the person.  
 
    8. Ericksonian Hypnosis Theory  
 
    This technique comprises using stories, examples and anecdotes for eliminating the wall of resistance built by our subconscious mind. The hypnotizer or manipulator narrates a story, which ends with a moral that the manipulator desires to convey.  
 
    The subject’s subconscious mind builds a connection or deep relationship with different aspects of the story. You lead the subject into emotionally linking with the story that sounds similar to the situation they are in currently. 
 
    This is s strategy for making indirect suggestions using a story to distract or divert the conscious mind, thus leaving the unconscious more receptive to suggestions. 
 
    Power-Packed Conversational Hypnosis Techniques  
 
    One form of covert hypnosis that can be used to manipulate someone into what you want is conversational hypnosis. It helps you establish an immediate connection with the other person so you can almost mind read them and lead them to do as you desire.  
 
    Among other things, conversational hypnosis gives you the ability to alter a person’s state of consciousness right there and then, while driving them into a hypnotic trance. It will get people to obey what you are telling them to do without giving it a logical thought. Conversational hypnosis can be used as a tool for changing a person’s behavior and getting them to act on your command. Here are a few time-tested secrets of conversational hypnosis unlocked.  
 
    1. Sharpen Your State of Awareness Recognition  
 
    To be an ace hypnotizer, you need to be fully aware of or identify trance signals in others. This becomes even more complex when the signals are subtle. Practice enhancing your state of consciousness or awareness so you can better recognize signals of other people changing states of awareness.  
 
    Once you gain expertise in the art of being aware of your state of consciousness, it will be easier to gain awareness of the slightest detail around you. Your senses will be open and receptive for quickly catching on to any changes you spot in the immediate environment.  
 
    2. Build on It  
 
    In this technique of conversational hypnosis, what you are actually doing is slowly sowing a seed of thought or idea in the mind of the other person, which you intend to keep growing over a period of time, one bit at a time.  
 
    It starts by asking the person to change something really tiny. Then build on that chain by requesting more and more change. Start with something simple and non-complicated during each session of hypnosis. To make them reach a gradual state of intense trace, gradually and progressively build upon the simple or easy request. 
 
    3. Controlling with the Voice  
 
    You have to have a distinct tone of voice for trance and nontrance states if you really wish to have a powerful effect on the mind of a person. During the entire hypnosis process, you must progressively move into your special trance tonality.  
 
    The idea is to clearly distinguish between your voices when the person transcends through different states of consciousness. Thus, the voice can be slightly lighter in a less intense state of trance and deeper when the trance state is more intense. This way you can control the movement of your subject from one state of consciousness to another simply by using your voice at will. They can be led to move from one state of awareness into another through the power of your voice alone.  
 
    4. Repetition 
 
    This is a form of controlling the mind through repeated exposure to a thought, idea or behavior pattern. Repetition is a covert hypnotic manipulation tactic used to expose your subject to the same idea or notion again and again until it is deeply embedded into their subconscious mind, and they start believing the notion to be true.  
 
    5. Compounding Effect  
 
    This technique simply means that each time your idea receives a positive response from the subject; you follow it up with a more powerful one. You are basically building on your last success point. When a suggestion works, you prim up the next one and have it ready for acceptance (greater odds of it being accepted if the earlier suggestion has been received positively).  
 
    In the event that your suggestion is met with a negative response, you start again from the last point of positive response and build on it.  
 
    6. Dramatic Words  
 
    ‘Hot words’ is another brilliant conversational manipulation technique that is often used by glib conversationalists to hypnotize people. Our subconscious mind associates certain words and phrases with powerful emotions. There is a deep emotional or psychological significance linked to these words or phrases that almost always drives the subject into action.  
 
    Words such as “baby” “love” “trust” “assurance” and more incite a sense of warmth within the subject.  
 
    Once they respond to the hot words in a positive manner, you subtly begin to move to hypnotic words to first induce a state of relaxation, followed by a state of trance. For triggering a state of relaxation, you use words such as “relax.” When you urge someone to relax, it triggers memories associated with relaxation such as lying on the beach or watching television. All the relaxation memories combine to make the person slip into a heightened state of relaxation.  
 
    This is followed by encouraging them to fixate their attention by using words such as “concentrate” or “focus.” You have to emphasize on words that essentially convey that a person should pass their regular conscious state and do things more unconsciously. Words such as “spontaneous” invoke those reactions or responses.  
 
    7. Amplifying Words  
 
    Much like hot or hypnotic words that are spoken to generate a desired reaction through the process of hypnosis, amplifying words increase or accelerate its pace. When you want your subject to perform a specific action, use words like “right now”, “instantly” “immediately”, “suddenly” etc. They create a rather dramatic effect or tension and a more powerful effect on the subject’s unconscious mind, thus leading them to a response. 
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 Neuro-Linguistic Programming 
and Manipulation 
 
      
 
      
 
    NLP or Neuro Linguistic Programming is one of today’s most widely used mind control, persuasion, manipulation and influencing techniques. It is applied by everyone from salespersons to political leaders to media bigwigs.  
 
    The method was invented by John Grinder and Richard Bandler in the 70s, and its popularity spiraled in the world of marketing, public relations, advertising, sales and even personal/social relationships. People who master NLP are known to be equipped with the ability to trick people into doing whatever they want them to in several incredible ways.  
 
    The duo Bandler and Grinder came up with a sort of new age version of hypnotherapy. While conventional hypnosis is dependent upon putting the subject or client into a state of trance, NLP isn’t as heavily loaded. It is about layering or planting suggestions into the subject’s unconscious mind through the clever use of language or semantics, without them knowing that you are using the technique.  
 
    Today the strategies of NLP and hypnotic writing are widely used in the internet marketing, social media and make money online scams. The sales copy of most get rich quick schemes is cleverly worded to manipulate the unsuspecting reader into taking the intended action.  
 
    People trained in the art of NLP are experts in watching out for eye movements, pupil dilation, flush of the skin and other neurologically linked signals that reveal plenty about the person’s thought process.  
 
    For instance, simply by observing a person an NLP trained person can determine what side of the brain is dominantly used by the individual.  
 
    They can also identify what sense (sight, hearing, smell, etc.) is most powerful in the person. The manner in which the brain organizes, stores and uses information (can be determined through a person’s eye movements) and when they are giving false information or making stories.  
 
    For example, an individual who is primarily focused on seeing will use words and phrases that hold visual metaphors such as, “Do you really see my point?” Similarly, a person is more focused on hearing with tend to use “Hear me” or “I hear you.” This is the language that you should stick to as a manipulator trying to get them to do what you want. You’ll score higher points with a visual person by using words such as “look at the situation in this way.” It is all about wording your talks in a way that plays on their linguistic programming.  
 
    By mirroring a person’s body language and specific linguistic patterns, the manipulator is aiming to build a rapport. It is a psychological process where a person lets their guard down and arrives at the conclusion that the manipulator or NLPer is similar to them or like them. What the NLPer does is fakes certain social clues that lead a person to drop the defenses they build around themselves for other people (especially strangers). This makes them more open and receptive to any suggestions that the NLPer plans to embed in their mind.  
 
    NLP helps the manipulator train others into thinking and doing what they want. It is about influencing the subject’s thoughts, feelings, and behavior in a way that is beneficial for the manipulator. Skilled manipulators know how to use the power of anchors (external influences) for sparking or triggering specific emotions in people. For instance, a song that is associated with the subject’s first kiss can be used for triggering all emotions related to that moment.  
 
    Do not we all experience this in everyday life? Certain songs remind us of particular moments or phases in our life and hence become associated with the emotions we felt during those moments or phases. Each time we hear those songs, our subconscious experiences the same feelings and emotions. The song in this example acts as the emotional anchor to help induce feelings and emotions that you want in the other person.  
 
    Let’s take another example. Each time a person buys coffee for you, you talk about something pleasant that happened in his or her life like his or her marriage or the birth of his child. If you talk about the birth of his or her child consistently every time the person buys you coffee, they will come to associate buying coffee for you with pleasant, positive emotions. It acts as a sort of anchor for his or her feelings.  
 
    NLP is a complex discipline that cannot be acquired in a day. It needs hours and hours of practice with reading people’s subconscious behavior, understanding their neurological programming and more. However, as beginner manipulator, you’d want to understand some popular techniques used by NLPers on their subjects.  
 
    Here are a few expert techniques NLPers use to manipulate people or control their minds.  
 
    1. They Observe Eye Movements 
 
    NLPers will always closely observe their subject’s eye movements to determine what part of the brain is being used, and how the subject stores/uses information. They give the impression that they are keenly interested in what the other person is saying and actually care about knowing their thoughts when in reality they are simply analyzing how a person access information from different parts of his or her brain.  
 
    Within a few minutes, practitioners of NLP can tell if a person is lying or telling the truth. The subject will almost end up believing that the manipulator has some psychic abilities or telepathic superpowers. NLPers carefully calibrate eye movements to know conclude which parts of a brain are most active in a person, and how they process information.    
 
    2. Use the Power of Touch 
 
    NLPers use the power of touch effectively to induce certain feelings and emotions in their subjects without the subject even realizing it. Let us say for instance that the subject is in a particular state of emotion such as happy, angry, upset, sad, etc., NLP practitioners will use touch (light tap on the subject’s shoulder or touch their arm) and anchor that particular form of touch by linking it to a specific emotion.  
 
    Each time you want to invoke that specific emotion in a person to fulfill your intent, simply use the particular touch that you did when the subject was experiencing the same emotion earlier.   
 
    3. Use Vague Words and Phrases 
 
    One of the fundamental methods of NLP is the generous use of vague verbiage for inducing a sort of hypnotic trance on the subject. NLPers believe that the more ambiguous and vague your language, the less likely is to your subject to opposing your ideas or disagree with you, thus making it easier to lead them into the trance state. You are basically limiting their ability to react to what you are saying.  
 
    Did you notice how effectively former United States of America President Barrack Obama used this technique during the famous “change campaign?” It was a word wrought in complete ambiguity. Anyone could interpret it in a way they wanted.  
 
    4. Relaxed and Permissive Words  
 
    Expert NLP hypnotists never start by telling their subjects what they want them to do outright. The commands follow more permissive and relaxed issuances such as “please feel free to de-stress or relax” or “you can have this for as long as you like” or “you’re welcome to test this product.” The subject is sort of given a loose rope, and the impression that the NLPer really wants to relax and enjoy without restrictions.  
 
    The language use is more relaxing and permissive. Skilled hypnotists realize that this is more effective when it comes to driving the subject into a state of trance over immediately commanding them into it. When you begin with, “please feel free to let your hair down and relax completely”, they are likelier to go into a trance gradually.  
 
    5. Layered Language  
 
    Skilled NLPers will always use language that is deeply layered or has hidden meaning/connotations attached to it. They’ll use widely believed facts and slowly slip in their agenda into to manipulate the subject’s subconscious mind into thinking in a particular way. For example, food, sleep and going outdoors with me are the formula for a healthy life.  
 
    On the surface of it, the subject’s subconscious mind tends to agree with it because everyone has been conditioned to believe that food, sleep and getting fresh air is good for their health. They will tend to agree with it without giving it much thought. However, the layered message here is – going outdoors with me. And boy did you just get someone to agree to that on a subconscious level? This is an extremely subtle yet powerful NLP technique that is harnessed to the hilt by experienced NLP practitioners.  
 
    You also follow up one question with another to create what can be termed as a conditioning by association. For example, you ask someone, “How many fingers are there on the human hands?” followed quickly by “How many on ten hands?”
The answer to the first will be ten, while the answer to the second question most likely will be 100.  
 
    The first is, of course, right, while the second is wrong. The answer to the second is 50. As an NLPer, you are creating a trap for getting your subject to think the way you want to through careful conditioning through association. 
 
    In NLP, you essentially build anchors or baselines that you can lead your subjects to whenever you want.  It can come to anyone with a little bit of training and practice.  
 
    Talking about the power of association, it is widely used by advertisers to manipulate consumers into associating certain products with specific attributes and lifestyles.  
 
    For instance, Coca-Cola always has these fancy advertisements about beautiful young people gulping glasses of bottles of the aerated beverage. They are hot (or cool if you please), rich, in gorgeous settings and look extremely cheerful. What are your impressions as you consume those images? That drinking Coca-Cola gives you access to the good life. The idea and associations are deeply installed and embedded in the subconscious mind and leads you to make a rather quick decision when it comes to purchasing.    
 
    6. Get them to Agree  
 
    If you can get your subjects to answer in the affirmative to several questions in a row, it will be tough for them to refuse your final request. NLPers know this only too well and use it liberally on their subjects to get them to do what they want.  
 
    This is one of the many clever manipulation and persuasion strategies used by sales and marketing folks. They will launch into a series of questions, the answer of which will rarely ever be in negative. After getting consecutive positive replies from their subjects, they will go for the kill and lead them into making impulsive and emotionally driven decisions. The entire technique is designed for engineering spur of the moment decisions by switching off the subject’s ability to make logical decisions.     
 
    For example, an insurance salesperson will ask his client questions such as  
 
    “Wouldn’t you like to financially secure the future of your loved ones?” Yes.  “Wouldn’t you like to use a policy that offers hassle-free claims?” Yes. “Wouldn’t you want to protect your family’s dream for a low as $123/month?” Yes. “Wouldn’t you like your children’s education and future dreams taken care of even when you aren’t around?” Yes. “Wouldn’t you want coverage for the immediate family under one policy at a single rate?” Yes. 
 
    “Then you should not waste any more time because you never know what happens in the next moment. Sign up for the policy immediately while it is available for a low monthly premium for a limited period.”  
 
    See how a person is led into making a decision using the power of affirmatives or getting someone to agree to a series of questions before finally getting them to agree to the main thing. This can be as effective when you’re asking someone out on a date.  
 
    When a person replies in the affirmative to a series of mostly emotional questions posed by the NLPer, it is hard for the subject to refuse the final offer.  
 
    7. Use Gibberish  
 
    NLP practitioners resort to using a lot of gibberish mumbo-jumbo with the intention of attempting to program the subjects internal emotions and leading them into where the manipulator wants them to go. As an NLPer, you can’t afford to be specific or explain precisely what you meant. You have to utilize trance invoking ambiguous language that throws the subject off gear and allows you to take complete control of their feelings and emotions.  
 
    Phrases such as, “As you let go of this emotion slowly, you will see yourself transitioning into a state of alignment with the aura of your success.” It does not make any sense in the logical scheme of things, but your subject is befuddled into doing exactly what you want him or her to. Since it cannot be comprehended immediately, they’ll be less prone to rejecting it in a state of confusion. When you do not know what to do or can’t think for yourself, you are more susceptible to blindly following the instructions of the person who is guiding or leading you.  


 
   
  
 

 Chapter Five 
 
      
 
      
 
   
  
 

 7 Tips for Safeguarding Yourself 
from Manipulation 
 
      
 
    We discussed in an earlier chapter how manipulation is a double-edged sword that can be used to fulfill a positive as well as negative purpose. Being a manipulation expert is as much about spotting manipulation and deception in others as it is about leading others to do what you want them to.  
 
    Do you want to safeguard yourself from manipulation on a daily basis?  
 
    Do you want to prevent people from taking advantage of you for fulfilling their own selfish goals?  
 
    Do you want to be able to sniff manipulation from miles away?  
 
    Here are 10 brilliant strategies to protect yourself from manipulation.  
 
    1. Ignore Their Words and Actions  
 
    Manipulators almost always go after shaking people’s confidence and making them insecure to get them to do what they (the manipulators) want. They will do their best to plant seeds of apprehension and self-doubt. There is a tendency to make the victim believe that the manipulator’s opinion is actually the truth or fact.  Rather than wanting to help you, they are more interested in trying to control you.  
 
    The best strategy to deal with these negative manipulators is to ignore them rather than trying to argue with them or correct them. This allows them to set an even deeper trap for you. Do not fall for their conflict or confrontation bet. Simply bypass them, without revealing your emotions. Do not let them see the emotions that make you tick. Once they gain a good understanding of your emotional triggers, they will sneakily use it for influencing your thoughts, behavior, and decisions.  
 
    Some people are difficult to delete from our life immediately. Think – boss, neighbor, family member, etc. Just pretend to listen to what they are saying, agree with it and eventually do exactly what you want.    
 
    2. Trust Your Judgment 
 
    Few people know what’s good for you as well as you do. You do not have to ask everyone for their opinion and end up coming across as someone who is not sure of himself or herself. You are inviting manipulators into getting you to do what they want if you do not know what you want.  
 
    Do not look for definition and validation from other people. Trust your own judgment and feelings. Develop an inner voice that guides you through important decisions in life rather than relying on other people to do for you.  
 
    Tune in to your own values, beliefs, strengths, and interests. Hold on to what you believe in strongly. This way you’ll be less susceptible to let manipulators make inroads into your thought process and life. Your strong beliefs will prevent them from influencing or affecting you.  
 
    3. Do not Compromise  
 
    Guilt is one of the most insidious tools used by manipulators to get their victims to do what they want. Of course, it can be used positively to influence a person too, but in negative manipulation, its usage can spell disaster for the victim.  
 
    Manipulators induce a feeling of guilt in their victims for their past mistakes, choices, and failures. They will make you guilt about being self-assured and self-confident. Each time you experience happiness, they will make you feel bad about it. Their objective is to never make you feel good about yourself or happy.  
 
    They’ll sow seeds of self-doubt about your true worth, persona, and abilities. Do not get knocked off balance or feel guilty they start blaming you. Do not doubt your self-worth or abilities. Never believe that you do not deserve happiness or to feel wonderful about yourself. Take pride in who you are and your accomplishments. Build a strong sense of self-esteem and confidence. Do not compromise on your happiness or your feelings about yourself.  
 
    4. Do not Fit In, Stand Out  
 
    It isn’t funny how many people make them susceptible to manipulation by trying hard to fit in. Manipulative people count of your desire to want to fit in to push their agenda. They lead you to believe that everyone does what they want you to do and that those who do not conform are abnormal. That is the only way to control your decisions and behavior.  
 
    Give up the notion of trying to fit in, and encourage the idea of standing out among the rest. Be different from other folks. Focus on reinventing yourself, laying your own rules (for what is good for you and others) and avoid cowing down to peer pressure.   
 
    5. Stop Seeking Permission  
 
    We’ve been conditioned to ask for permission since childhood, right from when we wanted to be fed as a baby to when we wanted to visit the bathroom in school to waiting for our turn to talk in the boardroom. The result of this conditioning is that people seldom do anything without seeking permission.  
 
    There is an excessive focus on being polite and making things comfortable for others. Manipulative people want their victims to live by their own self-drafted, imaginary rules or values. The underlying idea is you are not free to take any decision without consultation. Be brave and give up this sense of confinement. You have the power to change your life without the need to live by someone else’s self-fulfilling rules.  
 
    6. Do not be a Baby  
 
    If you are tricked once, it isn’t your fault. However, if you are tricked 15 times, there’s something wrong with you. Do not let people take advantage of your by being everyone’s favorite punching bag. Have the courage to stand up to manipulators and say a firm no when you know they are taking advantage of you. Stop whining about other people are taking advantage of you, and take complete control of your life.  
 
    Victims of manipulation almost always complain about how people use them. No one can take advantage or you without your consent. You are indeed responsible for your own actions and their outcome. If someone has used sneaky tricks to outwit you, it is your fault. Learn from past blunders and stop trusting slippery people again and again. Move away from them. Focus on surrounding yourself with positive, constructive, inspiring and like-minded folks who make you feel good about yourself.   
 
    7. Have a Clear Sense of Purpose  
 
    When you do not know what you want, you’ll be more prone to do whatever everyone else wants. You’ll be easily tricked into doing what other people want you to do without a firm goal or objective in life. People who lack a clear purpose or aim tend to function or go through life more mechanically. There is little logic in their actions or decisions. They will be more prone to experiencing a growing sense of emptiness in them that will craftily be filled by a manipulator.  
 
    This lack of objective or constructive activities makes the manipulator feel empowered enough to easily distract you or draw you to their agenda.  
 
    Have a higher purpose in life. It can be anything from taking up a cause for the betterment of the community to traveling around the world to rising in your professional life. Do not allow manipulators an opportunity to prey on your sense of purposelessness. When you are absolutely clear about where you are headed, it is difficult to stop you or get you to change tracks. 


 
   
  
 

 Bonus Chapter 
 
      
 
      
 
   
  
 

 9 Brilliant Strategies for Seducing 
a Person Using Manipulation 
 
    “I've been doing this a long time- manipulating people to get my way. That's why you think you love me. Because I've broken you down and built you back up to believe it. It wasn't an accident. Once you leave this behind..... You’ll see that. -Caleb”
― C.J. Roberts, Seduced in the Dark 
 
    So you’re playing the seduction game and leading someone to get intimidated by you? Again, manipulation is a powerful weapon in your arsenal that can be used negatively or positively to achieve your objectives with the person, even though it may have largely negative connotations. There are plenty of psychological tricks that can be used to get close to a person or lead them to be intimate with you. 
 
    In the bonus chapter of this book, I’ve put together 12 of the most effective seduction manipulation strategies when it comes to scoring with the person you fancy. Exercise due caution and diligence when it comes to using these techniques because your dignity and reputation are at stake here. Playing with other people’s emotions constantly to have your way will make you come across as distrustful, deceptive and selfish.  
 
    1. Flattery  
 
    Flattery is a brilliant way to break the ice with someone you’ve just met or lead someone you know for ages to do what you want. Ensure that you disguise flattery (however fake it is) in the garb of genuine and specific compliments.  
 
    For example, instead of telling someone how lovely they look in a particular piece of clothing, say something like, “I love how the color of your eyes is beautifully complemented by what you are wearing.” It sounds more genuine and invariably draws the person to you.   
 
    There is a secret strategy when it comes to resorting to flattery. Identify an area where the person is slightly insecure and needs reassurance. Use specific compliments related to that area to win over the person. For instance, if someone has issues related to speaking confidently in public, tell them that they have a wonderful voice texture or that they always tend to use the right words while talking. This directly squashes their concerns and insecurities and makes them feel nice about an area they aren’t too sure about.    
 
    2. Make Them Indebted to You  
 
    This is another slightly insidious strategy that can be used to seduce a person or get them to do what you want. It is universal strategy that is effective across cultures, classes, and genders. You make the subject feel indebted to you by doing them a series of favors. In their mind, they become obliged to you even though they didn’t really ask for it.  
 
    You create a misbalanced equation where you are the giver, and they are a receiver. To make the equation more balanced, they know they have to pay you back in some form. Take advantage of this titled balance and get them to do what you want by asking them in a straightforward manner when the time comes. There are high chances the person has already mentally conditioned himself or herself to pay you back. Evil as it sounds; the tactic is used by several people who will fund the lifestyles of others to make them feel indebted to the manipulator. The subtext is, “I own you because I pay for everything you use.” It may start with small things that the subject voluntary opts for, which later becomes impossible to get out of.   
 
    3. Use Shame or Guilt  
 
    There’s no denying that the manipulation seduction game can get really sneaky and complicated with blurred lines of what is right and wrong. However, here’s another technique that is widely used by the manipulator to charm people into going out or sleeping with them. It comprises inducing feelings of guilt or shame on the subject.  
 
    If the manipulator’s requests are continuously turned down, he or she will to making the subject feel guilty or shameful about refusing them. For example, “You know how lonely I am, living all alone away from my family. I’ve had a very rough and lonely childhood where no one ever loved or cared for me. You are also adding to my feelings of being lonely and uncared for with your cold and disinterested attitude. I know the world is against me and no one wants me.”  
 
    Manipulators know how to induce feelings of guilt by pushing the right emotional buttons. You will make more sweeping statements (no one loves me, the world is against me, or I’ve had a rough childhood) rather than state specific instances. Manipulators cleverly study what makes the other person feel guilty, and target those areas to get what they want.   
 
    Another rather disturbing yet highly successful seduction manipulation technique is to make the other person feel shameful about their past actions over and over again. Though it may help you get what you want in the short run, it will certainly not set the basis for a healthy, rewarding and meaningful relationship in future.  
 
    4. Steer the Conversation  
 
    Seducers who’ve mastered the art of manipulation will almost always hold the remote control of a conversation to lead their subject into doing what they want. For example, if you want to sweet talk with a date, spouse, crush or friend who is nagging you about something, you simply steer the course of the conversation by changing the topic to a more favorable one.  
 
    “Hey I just saw a gorgeous blue, low-cut outfit that would look really flattering on you at Mary Ann’s boutique the other day” or “I saw the most jaw-droppingly beautiful house at Lakeview Lane on my way to work the other day, what do you think about living there together?” This takes the conversation from a rather unpleasant tone into a more welcoming and inviting tone that sets the pace for wooing someone or triggering feelings of intimacy in them.  
 
    5. False Logic 
 
    This one is mostly used by the teens and adolescents, but there’s no denying that plenty of adults resort to it too. The logical fallacy or false logic creation technique comprises creating a seemingly false argument and making it sound that it is indeed true. When you tell someone that if a particular thing is true, then he or she would not do something that is seen as undesirable by you.  
 
    For example, “if you really love me, you will get married to me immediately” or “if you trust me, you won’t hesitate to go to bed with me” You are basically challenging them to prove their feelings and emotions by getting them to do what you want them to.  
 
    6. Make it Appear Normal  
 
    So what you as a manipulator are doing here is making the subject feel like what you’ve asked for or what you want them to do is absolutely normal. To do this, you stealthily use numbers, statistics and research findings for your advantage. You make the other person feel like it is them who thinks or feels differently, while what you are asking for is absolutely normal. This way they are led into believing that something is wrong with their thinking.  
 
    For example, “statistics reveal that 75% of people end up sleeping with each other right after the first date.” You are establishing that it’s a norm and that most people would do it, and they are crazy or abnormal if they think otherwise.  
 
    7. Silent Treatment  
 
    Seduction experts using manipulation know how to use the silent treatment all too well. This works like magic when you’re getting someone to obey your wishes. When you remain silent, it creates an impact on the other person by making them feel like they have done something wrong or hurtful.  
 
    They become even more eager to make up for it when they realize that you are hurt, angry or upset with their actions. You will have people eating out of your hands when the subject feels the need to make up for their hurtful actions.  
 
    8. The Mirror Effect  
 
    As someone who is using the mirror effect manipulation technique for seducing the subject, you are attempting to establish a level of trust and emotional comfort by convincing the other person that you are exactly like them. The manipulator pretends to have the same background, values, interests, personality traits as the subject. You may also share fake stories, secrets or confessions to build a sense of trust, familiarity and emotional proximity with the other person. You let them know what they want to hear emotionally, and they return the favor with what you them to, often sexual in nature.  
 
    This is the basis of most seduction-manipulation techniques. Manipulate someone’s emotions to lead them to think and feel in a particular way, and then get them to go to bed with you.  
 
    9. Create a Compelling Want  
 
    Seduction is all about creating a compelling desire and then presenting yourself as the source for fulfilling it. This is pretty much what every advertiser, salesperson and internet marketer uses. They create the need for a specific thing in the lives of their prospective customers and then present their products or services as the only solution for it.  
 
    Build a strong need for what you have to offer. Make them feel like they need you to fulfill their physical and emotional objectives. Do not be afraid to show them how you can help them or what you can offer them. Strut your strengths and tease until they are convinced that you’ve got what they need! 
 
    Maintain a little distance from the subject to show him or what they desire is slightly out of their reach. They will be yearning for you more when they realize that you have everything they want, and are yet out of their reach. This makes them strive for your attention even harder!


 
   
  
 

 Conclusion 
 
    I hope this book was able to help you to understand the basics of manipulation and how it can be used in your daily life to get exactly what you want.  
 
    The next step is to simply use all the powerful strategies and techniques used in the book to control people’s minds and influence them into doing what you want them to without them even realizing it.  
 
    There are plenty of actionable tips, wisdom nuggets, and real-life examples to help you gain a good understanding of the art of manipulation and how to use it effectively in your everyday life.  
 
    Finally, if you enjoyed this book, then I’d like to ask you for a favor, would you be kind enough to leave a review for this book on Amazon? It’d be greatly appreciated! 
 
    Thank you and good luck!  
 
    [image: ]
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 Introduction 
 
    Manipulation is an art that takes three steps to process: analysis, manipulation, and persuasion. Each of these three keys is essential in the creation of an effective manipulation strategy. 
 
    In this book, you are going to learn about what you need to do in order to effectively manipulate anyone. “Manipulation: Tips and Tricks to Learn and Execute Manipulation Techniques” is perfectly designed to help you learn how you can master the execution of manipulation. 
 
    Each chapter within this book will walk you through the three steps that are required to master manipulation. First, you will learn about what analysis is and why it is essential to manipulation. Then, you will learn effective and actionable strategies that you can use to begin analyzing people right away. Next, you will get the opportunity to learn about manipulation requests and strategies. You will be given an explanation on why these are important, how they work, and which strategies are the best to use. Finally, you will learn about persuasion and why persuasion is essential to effective manipulation. Of course, you will be walked through the best persuasion strategies that you can begin putting into action right away so that you can easily persuade people to agree with you. If you are still looking for more, you will also be given several great tips and strategies to maximize your success and see the most from your new skills.  
 
    Manipulation is a great technique that can truly help you get more of anything you want in life. No matter what you want, you can use manipulation to create the perfect opportunity for you to get it in your life. Whether you want to encourage your boss to give you a promotion, win over new clients, make more sales, borrow something from someone, encourage someone to give you a better deal, or even get something for free, manipulation is a great strategy to help you get there.   
 
    Don’t just take my word for it, though! If you are ready to begin manipulating effectively, read on! 
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 The Art of Manipulation 
 
      
 
    The art of manipulation is one that is often highly underestimated and misunderstood. Many people see the word manipulation and believe that someone is going to be cruel, mean, and potentially emotionally abusive. There are many negative traits associated with manipulation. Unfortunately, this prevents people from realizing how powerful this psychological art form is, and the many valuable usages it can have in life. Furthermore, many people fail to understand that virtually every one of us already uses manipulation in one method or another in our regular lives. Although we may not recognize it as manipulation, we all have some degree of practice with this art.  
 
    Learning to manipulate effectively does not mean that you are out to create some form of abusive patterns between yourself and others. Rather, it simply means that you know what you want and you have a refined way of getting it. At the end of the day, if someone does not want to give in, they won’t. Manipulation is not about pressuring someone into doing something that they seriously do not want to do. Instead, it is about helping someone realize that they do actually want something, and giving them reason to say “yes”.  
 
    Before we get deeper into how you can perform manipulation and use it in regular settings, let’s dig further into what manipulation actually is, how and why it works, and when you might decide to use manipulation in your regular life.  
 
    Manipulation is a 3-Step Process 
 
    To those who are unaware of what manipulation truly is, they may not realize that it is actually a three step process. While you typically only think of the step of manipulation itself, there are actually two additional steps that make manipulation possible. They include analysis, which comes before the manipulation, and persuasion which takes place for the entire duration of the conversation, but especially after the manipulation itself.  
 
    Understanding that the art manipulation is so much more than just the very act of manipulation itself will help you realize what goes into making any manipulation attempt successful. While you may desire to try manipulation without analysis and persuasion, the result will likely be that you do not get your desired outcome nearly as often as you could if you were to successfully unite the three parts together.  
 
    How and Why Do Manipulation Work?  
 
    Manipulation works in a very simple manner. Most people are automatically wired to say “no” to something the first time they hear about it, especially if the person asking is someone they don’t already know or trust. When it is someone they already know and trust, they are more likely to genuinely think about the question and therefore there are better odds of them saying yes. However, let’s assume that you don’t already know and have the trust of someone you are trying to manipulate. As a result, any time you ask them for something, they immediately say no. The reason behind this is fairly simple: we do not typically like to “take” things from people who we do not have trust in. It is sort of like taking candy from a stranger, or letting a stranger do something for you that could leave you vulnerable and exposed to some form of a threat. When someone you don’t know very well asks something of you, you are naturally inclined to say no because you don’t have enough trust to know that the result will not be devastating in one way or another.  
 
    The same is true for others toward you. If you ask someone something, there is a good chance that they will say no, unless they already know you and trust you. However, there are ways that you can use manipulation strategies to quickly build that trust between yourself and others and have them feeling inclined to say “yes”. Have you ever had an experience where you met someone for the first time and you immediately felt like you had been friends for quite some time? It is quite similar to that. You want to establish an immediate sense of trust and connection between yourself and someone else, and by using the tools involved in analysis, manipulation and persuasion, you can do just that. Then, as a result, people will be more likely to say yes to you, rather than to say no.  
 
    When Would You Manipulate Someone? 
 
    There are many times when you may desire to manipulate someone. For example, say you are a salesperson and you are trying to make a sale. Through using the strategies taught in manipulation, you would develop the opportunity to quickly and easily establish rapport so that you could then close the sale effortlessly. People would be less likely to say no to you and more likely to listen to your offer and trust you. The same is true when it comes to making recommendations, requesting help from someone, and otherwise trying to get your way. The idea is that any time you want something that would not be harmful to someone else, you could use manipulation to help you get that something.  
 
    When Shouldn’t You Manipulate Someone?  
 
    People cannot be manipulated unless they are willing to be. If someone is completely set against agreeing with you and doing what you have asked of them, there is no way that you can change their mind without calling on the types of manipulation tactics that are typically recognized as harsh, cruel, and sometimes even abusive. If you truly want to master the art of manipulation, you need to refrain from crossing that delicate boundary and keep your attention on using these strategies without being harmful to the other individual in any way. If they say no, it is your duty to respect that no. You can still call on the tactics of persuasion to try and get them to organically change their mind, but you should never force them into changing their mind. That is where the idea of manipulation being a “bad thing” comes to people’s minds. It is your job as the manipulator to ensure that you are never becoming a bully or being harsh toward another person, and that your manipulation never involves someone becoming harmed in any way. If you can honor this, then you can successfully manipulate without it being a bad thing.  
 
    What Can I Expect When Learning About Manipulation?   
 
    Learning about manipulation requires you to learn a series of strategies and practices that will help you in the three stages of manipulation: analysis, manipulation, and persuasion. Each stage has its own unique set of skills that you can use to help you leverage that stage and make the rest of the practice easier. When you successfully leverage all three stages, manipulation becomes effortless and people begin to agree with you nearly every time you ask something of them.  
 
    As you are learning about manipulation throughout this book, we are going to explore each of these three stages in-depth so that you can thoroughly understand them. You are going to learn about what each stage is, why it is important, and how and when it is executed. Then, you will learn specific techniques and skills to make the most of these stages and leverage them for your overall success. You will also be given examples of when you could practice these techniques so that you can generate an overall sense of confidence and comfort in using each technique. This will ensure that when the time comes for you to call on them during an actual manipulation effort, you are already confident in your ability to execute these techniques and you maximize your potential success. 
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 Step One, Analyze 
 
      
 
    The first and most crucial step to a successful manipulation effort is analysis. Analysis is the stage that comes before manipulation itself, and it gives you the opportunity to acquire information on your target. This is where you get the chance to understand who they are, what they are interested in, what their personality is like, and what types of information they need to make a decision. When you are able to successfully analyze someone, manipulating them becomes much easier. This is essentially where you get to acquire information so that you can tailor your manipulation efforts for the unique person you are targeting.  
 
    When Do You Start Analyzing?  
 
    You begin analyzing your target as soon as you decide that you want something from them. This gives you the opportunity to maximize the amount of time you have to generate information on them so that you can learn as much as possible. It is never too soon to begin analyzing someone. The longer you analyze them, the more information you will have on them. 
 
    You will likely find that as you begin to learn more about manipulation and find ways that you can use it to work for you on a regular basis, analysis comes naturally. Many people who prefer the art of manipulation to get what they want find that they are constantly analyzing people, whether they want something from them or not. This helps them keep their skills refined and effective. It also means that, should they ever want something from that person in the future, they have already acquired significant information about the person so that they can easily begin at any given time.  
 
    What Exactly Is Analyzing?  
 
    Analyzing is exactly as it sounds: observing someone so that you can learn more about them. When you are analyzing people, you are looking for specific information about who they are. You want to know about how they respond to various stimulus, what they are likely to do when they are being influenced by different moods, their natural behaviors and the natural changes in their behaviors when various stressors are involved, and their personality type in general. You also want to learn about what they are interested in, what they typically agree with and what they disagree with, and what makes them more likely to agree to something.  
 
    Ultimately, you want to learn as much as you can about someone that will help you with three things: relating to them, predicting their actions and emotions, and influencing them to agree with you. When you can relate to them, it becomes easy for you to make it so that they can relate to you. This results in them feeling trust in you and encourages them to be more likely to agree with you from the start. Being able to predict the individual means that you will have an easier time knowing what types of words and actions will inflict certain emotions and behaviors. Knowing this means that you can favor that which will get the results you desire, and avoid that which will push them away from agreeing with you. Finally, knowing how to influence them to agree with you means that you know what types of actions, behaviors and words you need to have in order to get them to agree with you. In other words, you know what they care about and what their pain points are, and you know how to use these to influence them to agree with you on anything that you may be considering.  
 
    Why Is Analyzing Necessary?  
 
    Technically, analysis is not completely necessary. However, if you skip over the step of analysis and immediately begin attempting to manipulate and persuade someone, you run a high risk of using tactics that will fall flat on them. Have you ever been in to a store where a salesman used techniques that were completely useless on you? You could probably tell from a mile away that they were trying to manipulate you into a sale, and because they had no idea about who you were or what mattered to you, they began trying to use tactics that were ineffective. This is what happens when you don’t take the time to analyze someone, first. You run the risk of using tactics that fall flat because you are not able to effectively connect with someone surrounding the things that matter to them. Rather than building trust, you jump straight into manipulation. Then, as a result, they will be more likely to recognize what you are doing and lose trust in you completely.  
 
    If you don’t want to run the risk of making a major mistake and completely missing the mark, then you need to make use of analysis. Effectively using analysis will ensure that you know exactly what drives someone, what makes them most likely to trust in you and agree with you, and what tactics you need to use in order to get what you desire. It prevents you from coming off as pushy, manipulative, or otherwise ill-intentioned. Instead, it helps you learn how you can call on all of the same manipulation tactics, but execute them in a way that is effective and successful. It maximizes the amount of success that you are likely to experience from your manipulation efforts, and ensures that you are getting what you desire more often than not.  
 
    Essentially, analysis is your opportunity to increase your success in manipulation in two ways. The first way is that you increase your secrecy so that people are less likely to identify when they are being manipulated. Because you take the time to get to know them and then execute the strategies in a way that sounds and feels good to them, they will feel as though you are genuinely trying to give the positive solutions, rather than trying to manipulate them into doing something for you. The second reason your success is increased is because you know exactly what you are doing. You are not flying in blind, but rather you have a firm understanding of what they care about, what they are looking for, and how you can tailor your preferred solution to those standards so that they agree with you.  
 
    What Types of Techniques Do You Use?  
 
    Analysis takes place both before and during manipulation. You start beforehand so that when you enter the conversation with the individual you are aware of what you need to know to get started. You have a firm foundation that helps you generate success. When it comes to analyzing people from a distance, you will rely on body language, physical appearances, and how they interact with other people aside from you.  
 
    Once you enter the conversation with the individual, you are going to pay close attention to body language, verbal cues, facial expressions, and other clues that will give you an idea of what they are thinking and feeling at any given time.  
 
    When you are analyzing someone, you will learn to do it in a way that it is not clear that you are analyzing them. You will learn to maintain secrecy and do it in a way that prevents them from feeling as though you are watching them or otherwise crossing into the vibe of “creepy”. This keeps you from accidentally destroying rapport and charisma with them before you even get the chance to get started. It also prevents you from giving off the wrong idea, such as by leading them to believe that you are sizing them up when really you are just trying to gauge their reaction to something you have said or offered.
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 Analysis Techniques 
 
      
 
    Now that you are clear on why analysis is used and why it is so essential to your manipulation practice, it is time for you to learn how you can actually analyze people! In this chapter, you are going to learn about three primary types of analysis, as well as when you can use them and how you can maintain your secrecy in the process. The three main strategies we are going to pay attention to are: body language (including facial expressions), profiling, and verbal cues. These three areas are the most important when it comes to analyzing someone prior to manipulation.  
 
    Body Language 
 
    There are two types of body language that you want to pay attention to when you are reading someone’s physical expressions: their actual body language, and their facial expressions. Both of these will give you a large amount of insight as to what they are thinking and how they are feeling at any given time.  
 
    You want to begin by paying attention to someone’s body language before you even begin talking to them. Get a sense of how they carry themselves, how they tend to move and express themselves when different types of things are said to them, and how their body language changes when different moods are experienced. Ideally, the longer you can comfortably observe someone from a distance, the better. This gives you a chance to get a stronger idea of who they are and what they are like before you enter a conversation with them. However, there are many times that you do not get a significantly long period of time to analyze someone before you begin your conversation. In these circumstances, it is beneficial to have already spent time practicing analyzing people and then use this practice to generate an idea of how your target is feeling and their personality in a short amount of time.  
 
    When you are reading someone’s body language, start by getting a “baseline” of what they are normally like. Pay attention to their face, their arms and hands, and their feet. Also, if they are walking, notice their gait and how quickly or slowly they are walking. You also want to know how they are carrying themselves. Then, once you get a baseline, take a moment to pay attention to how their baseline changes with different stimulus. For example, when they are happy or when they are annoyed. You want to essentially get an idea of their three primary states that matter most to you: normal, positive, and negative. This will help you when it comes to conversing, as it will give you an idea of whether they are having a positive or negative reaction to what you are saying to them.  
 
    The benefit of body language is that virtually everyone has a similar type of body language expression. This is a form of communication that we unknowingly learn as we grow up, and because we all tend to communicate in the same way, our body language tends to work in the same way from person to person. For this reason, if you do not have a long time to observe or analyze someone first, you can use basic body language knowledge to generate an idea of what they are thinking and feeling, and about how they are feeling in response to various things you say or offer them.  
 
    Now that you understand body language and how you should be reading it, let’s start focusing on specific cues and readings that you can understand from someone when you are analyzing them. In the following sections we are going to explore three types of body language: the body language itself, walking or mobile body language, and facial expressions.  
 
    Body Language 
 
    Body language comes in two forms: basic cues, and complex cues. Basic cues are ones that you are likely already familiar with. They include ones such as stomping your feet or making fists with your hands when you are angry, slouching in your chair and resting your head in your hands when you are bored or upset about something, and other similar cues. You are likely already familiar with the majority of basic body language cues, so we are going to focus more on the in-depth cues here.  
 
    Complex body language are things we unconsciously do any time we are feeling a certain way. These cues give on-lookers the ability to know exactly how we are feeling. Most people looking at us only know subconsciously and get a “feeling” about how we are feeling, or they may even overlook it entirely in favor of their own thoughts and feelings. As an experienced body language reader, however, you would be able to easily identify what these cues mean and how they relate to what the person is thinking at any given time. Let’s take a look at them, now.  
 
    When you are reading body language, you typically want to start with getting an idea for a person’s overall body language. This is how they tend to carry themselves when they are “at rest” in the conversation. It may vary from conversation to conversation depending on their pre-existing emotions at any given time, but in general you should notice that most people have a fairly neutral “starting” position. Knowing what someone tends to look like when they are in neutral allows you to recognize when they make changes and what these changes mean about how they are feeling and what they are thinking.  
 
    To read someone’s complex body language, start by looking at their hands and arms. Where are they placed, and what are they doing? Are they near the body, or further away? In general, the further the hands are from the body, the more relaxed a person is feeling. This is true unless the hands are tucked in neatly but are completely relaxed and not tensing, fidgeting, or grasping at anything. If their hand is rested comfortably on their lap, for example, it would show that the person somewhat submissive and relaxed. If both of their hands were folded and rested in the center of their lap, it would show that they were completely submissive in the situation. When people touch their arms with opposing hands, this often signifies that they are feeling uncomfortable or uncertain in a situation and that they are trying to understand it at a greater level. If both hands are touching the opposing arms, however, this indicates that they are feeling shut down on some level. If the hands are relaxed on the opposing arms, the person is feeling defeated. If they are tense, the person is feeling agitated.  
 
    Sometimes, hands may not be positioned on the body itself at all. Instead, they may be placed elsewhere. For example, on an object. The message then comes from whatever that object is and the tension of the grip on that object. For example, if they are lightly gripping their cup in front of them, they are relaxed but waiting for an appropriate moment to take a drink. If they are holding their purse or keys in their hand, they are ready to leave but are waiting for the right time to say that they are ready to go. If their hands never left their purse or keys, it means they were not intending to stay long and that they may be uncomfortable or untrusting in their surroundings.  
 
    With hands, there are two things you are looking for: placement, and grip. If the hands are placed on an object, consider what that object means to them. If the object is something that the person would typically use if they stay around for a while, then the person is likely relaxed and well-engaged in their environment. If they are gripping anything such as their keys, their purse, their wallet, the door handle, or otherwise, this means that they are ready to go and do not want to be here any longer.  
 
    The next place you want to look is at their legs and their feet. Unlike the hands, feet do not grip anything. For that reason, the biggest thing you can learn about someone from their feet comes from which direction the feet are pointing and what movements they are making, if any. Where the feet are pointing says a great deal about what the person is thinking and where they want to go. If, for example, they are pointed at the person in front of them and at the door, that means that they want to leave with that person. If both are pointed at the person, they are comfortable in the environment and completely tuned in to that single person. If they are pointing at multiple people in the conversation, they are engaged in a group conversation. If they are pointing at the bar, they want another drink. If both are pointing at the door, they really want to leave.  
 
    The feet may be making a variety of different movements, too. If they are still, this means that the person is either relaxed or focused. They are engaged in whatever is going on around them, and so they are not thinking about any movements. When they begin to move, however, they can signify a variety of things. For example, if a person is feeling anxious, they may rapidly move their feet back and forth. If the feet are only gently rocking back and forth, or if you are looking at a woman and she is slipping the back of her shoe on and off, it means that they are feeling some form of attraction for the person that they are talking to. If a person has their feet crossed at the ankles and they are bouncing them around, this may signify that they are bored and wish that they were somewhere else, or doing something else.  
 
    Pay attention to both the hands and the feet when you are reading someone’s body language. Both will give you a clear identifying factor of how they are feeling and what they are thinking. The best way to get a full read on a person is to read what both parts of the body are telling you and then put it together as a full message. That way, you know exactly what the person is thinking and feeling.  
 
    Walking Cues 
 
    How people walk says a lot about how they are feeling in any given moment. In general, the faster they are walking, the less they are thinking. This doesn’t necessarily mean that they aren’t thinking about anything it all. Instead, it usually means that they are only thinking about one thing. For example, they may be late and they are thinking about what they are late for and so they are walking fast. Or, they may be angry and looking for the person they are upset with, and the only thing on their mind is that anger.  
 
    Since the faster a person walks translates to less thoughts on a person’s mind, the slower a person walks translates to more thoughts on a person’s mind. Therefore, if you see someone walking about slowly, they are often thinking about a lot. They may be walking slowly with an inquisitive look on their face, as though they are pondering something large and looking for the answer while they walk. Or, they may be walking slowly with a somewhat dazed look on their face, thinking about anything that comes to their mind.  
 
    Aside from the speed of a person’s walk, think about their posture, too. A person who walks with a tall, straight back and their head held high is one who is confident and sure of themselves. Someone who walks with their shoulders slumped down and their back shrugged forward and barely picks up their feet is someone who is feeling unconfident. If a person generally walks with a tall, straight posture, and you see them walking with a shrunken, slumped posture, this likely means that they are upset about something in the moment. If the opposite happens, then the person is likely happy and has experienced some form of achievement in the very recent past.  
 
    In general, the taller and straighter someone’s posture is when they are walking, the surer of themselves they are. This can go all the way up to them having their chin turned upwards as they look down their nose at people, meaning that they likely have a grandiose sense of self-worth. Likewise, the more shrunken and slumped their posture is, the less sure they are of themselves. This goes all the way down to being completely slumped and skulking along, showing that they are feeling really low and down on their luck.  
 
    Facial Expressions 
 
    There are three areas you want to pay attention to one someone’s face when you are using it as a tool for analysis. These three areas include the mouth, cheeks, and eyebrows. These three parts of the face have the tendency to move the most when it comes to expressive looks, and therefore they will also tell you the most about what a person is thinking or feeling at any given time. Facial expressions change rapidly throughout conversations, so pay close attention to these. In general, an emotion will first be expressed on the face, then into the body. They say that if a negative emotion is already being expressed in the body, it’s too late and you may have lost the trust and faith of your target when it comes to manipulation. You have to be very swift and confident to turn that emotion around and regain their attention and trust.  
 
    With the mouth, there are many things you can tell. For example, someone who’s mouth is soft and relaxed is either bored or uninterested in what you are presently talking about. You are losing their attention, and fast. If their mouth is slightly pursed, this is usually the sign that the person is interested in what you are saying and that you have their focus. If the mouth is tightly pursed or even pushed out slightly, this would indicate that they are angry and trying to “bite their tongue” from what they want to say. Smiling typically indicates happiness, but smiling with soft eyes that do not feature crow’s feet at the sides indicates that the smile may be out of nervousness or obligation. A true smile always results in the eyes crunching and expressing crow’s feet at the sides. If someone’s mouth is pulled down at the sides, it may indicate they are sad. However, if it is pulled down and tense in any way, it may instead indicate defensiveness or annoyance.  
 
    The biggest thing to pay attention for in someone’s cheeks is their tension. If someone’s cheeks are tight and pulled back towards the ears, this typically indicates that the person is feeling fearful or nervous. If they are tight and pushed forward toward the mouth, this would mean that the person is feeling angry. If the person’s cheeks are tight and pressed up toward the eyes, this would indicate that the person is feeling happy. If they are soft or seem to be drooping toward the floor, this would indicate that the person is feeling sad.  
 
    Lastly, the eyebrows are another expressive place on the face that you need to pay attention to. If a person’s eyebrows are pulled down at the edges and turned upward slightly in the center, this would indicate that they are feeling sad or even pitiful. If they are furrowed, this would mean that they are focusing and trying to take everything in. However, if they furrow and their entire face tenses up, this would indicate that they are angry. Eyebrows that stay lightly raised for the entire conversation indicate that the person is interested in what you are talking about. However, eyebrows that quickly flicker up and then down indicate that a person is surprised by a piece of information. If they are fairly neutral and don’t move, this means the person may be disinterested.   
 
    Profiling 
 
    Profiling is where you look at someone’s surroundings to get a better idea of who they are. This can be easy in some cases, and harder in others. Let’s take a look at the three main areas you want to pay attention to with profiling: who they are with, what they look like, and their environment.  
 
    Who Are They with?  
 
    Start with who the person is with. If the person is close with the person or people they have come in with, then the interactions you see between those two people will be more accurate to how that person feels when they are comfortable. It also allows you to look at the pair or group as a whole to get a feel for what they are like. For example, if they are all dressed in a country-esque theme, you can conclude that they may be more outdoorsy and do-it-yourself type people. However, if they are all dressed in business or business casual clothes, their preferences may lean more toward outsourcing things and getting the best of the best - already made for them.  
 
    If they are with people they are not typically with, you will be able to tell as the interactions will be a little tenser between them. Although they may still be comfortable, especially if the person is confident, it may seem a little more professional than casual, even if they aren’t together for anything business-related.  
 
    What Do They Look Like?  
 
    Pay attention specifically to what the person you are targeting looks like. Are they well-groomed? Do they look after themselves well? Or are they unkempt and looking somewhat messy? This can give you an idea of how they feel about themselves, and how they think others feel about them, too. If they are well-dressed and groomed, this would indicate that they are confident and care what other people think and want to be perceived well by others. If they are unkempt and not well groomed, it may indicate that they feel low on self-esteem and self-confidence and that they don’t overly care about what other people think of them because they don’t think that they are worth high praise in the first place.  
 
    In addition, pay attention to what they are wearing. Their sense of style will tell you a lot about who they are. Bold, bright clothes that have fancy designs, for example, indicate that a person’s personality would be bold, bright, and unique. If their clothes are boxy, unfitted, and dull, however, the person may lack individuality and not have a clear sense of who they are. Someone who dresses neatly and in neutral colors likely believes everything should be clean-cut and modern, and has a fairly similar clean-cut personality to match it.  
 
    What is Their Environment?  
 
    Lastly, pay attention to their environment. The places they spend the most of their time equate to the places they feel most comfortable in. If they’re spending a lot of time at concerts and at friend’s houses, this would clearly indicate that they are outgoing and into a party lifestyle. If they are regularly spending time at up-scale bars, high end fashion boutiques and galas, this would indicate that they are a part of “high society” and that they like things to be the best of the best.  
 
    If you can, pay attention to their home, or how they keep their work space and car, too. If they keep them clean and organized, this indicates that the person is someone who has a clear frame of mind and works best in a clear and organized space. If they keep things messy and chaotic, it likely reflects on a disorganized frame of mind and an uncertainty about things. They are also less likely to be reliable than those who are more clean and organized. 
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 Step Two, Manipulate 
 
      
 
    The next step when you are manipulating someone is the actual manipulation process where you are going to ask for what you want and get it. The manipulation process is one that actually takes place in a generally short period of time. The analysis period will take longer, and so will the persuasion process which actually begins as soon as you begin talking to the person and lasts until well after the manipulation step. The manipulation process then comes in during the conversation where you are ready to request something and so you begin shaping your words effectively to draw that person in and get them feeling positive about what you want from them. This is where you learn to word yourself in a way that makes a person eager to willingly accept your offer or request, whatever it may be.  
 
    Manipulation is typically a play on words that allows you to trick the subconscious mind and get people to think in the way that you want them to. Once you understand how someone’s subconscious works, which you will learn about in a few moments, you can essentially insert tiny puppet strings into their mind and get them to choose things in your favor. It is a lot easier than it sounds, and takes minimal timing once you learn how to do it correctly. 
 
    We use manipulation processes such as word play to get people to act in our favor because, more often than not, most people don’t have a strong opinion one way or the other on the things we are talking to them about. However, unless they trust us greatly, they are likely to automatically decline us no matter what we are offering. It is wired into the human subconscious mind that “no” is the quickest, easiest, and best answer in any given situation. This includes situations whereby “yes” would actually be the better answer - for both you, the manipulator, and them, the target!  
 
    Think about it: imagine you have a really great product that you are selling. You stand at a kiosk in the mall and you get ready to sell to customers. But every single person you even make eye contact with quickly shuts down and walks away from you as fast as they can. Does this sound familiar? We are automatically wired to feel as though we are being preyed on in these situations, and so we quickly choose “no” and use flight mode to get out as quick as possible! This can result in us missing out on something awesome. If, however, you were a manipulator, you would be able to easily and quickly identify what that person’s needs may be and how you could show them that your product is the perfect fit for them! That comes from using fancy word play to get their attention and keep them interested. It also gives you the opportunity to quickly swap their “no” into a “yes” and make a sale!  
 
    The same isn’t just for selling and marketing, though. This is for many things. For example, imagine asking someone to borrow money from them. Most people will say “no” or “I can’t”, even if they actually can. This is because we care greatly about our money and we are taught not to share or trade it unless we highly trust the person. However, if you use your manipulation techniques, you can prove to the person that you are worthy of borrowing money and that you will certainly pay them back. You create an opportunity whereby they are more likely to listen to you and what you are requesting and say yes because they now trust you.  
 
    Manipulating is easy once you understand how, which is why you need some excellent tools in your bag to help you get the hang of things. That is why we are now going to look at some of the best tools for manipulating, to ensure that you master this technique easily and that you get the most out of any request you make to any person.  
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 Manipulation Techniques 
 
      
 
    There are three manipulation techniques that you need to know about: basic NLP tricks, making requests, and using anchors. These three techniques are easy to learn and will ensure that you have everything you need to easily manipulate people into agreeing with you. If you are ready to learn about how these can work for you, let’s go!  
 
    Basic NLP Techniques 
 
    NLP, or neurolinguistics programming, is a technique that is used by many to manipulate a person’s subconscious mind which results in them thinking about things differently. This technique works by using word play to completely bypass the conscious mind and tap into the subconscious mind. It truly allows you to “insert your puppet strings” and do anything you want. This may sound harmful or cruel, but it actually isn’t. Many life coaches, psychologists, and hypnotherapists use these tactics to bypass the conscious mind to facilitate changes in the subconscious minds of their patients. It allows them to see greater results and experience greater changes from the work they do together with people in these professions. It can also help you bypass the conscious desire to say “no” and twist the subconscious mind so that the person feels more attracted to your offer or request and inclined to consciously say “yes”.  
 
    The best part about NLP is that you don’t need to have a degree or any significant training to begin reaping in the many benefits that it has to offer. In fact, there are a few you can start using right away to get the most of this technique and begin reaping in the rewards. Let’s take a look at the three best NLP practices you can start using to manipulate people right now.  
 
    Rapport 
 
    Rapport is essential when you are trying to use NLP on people. In fact, it is essential with manipulation, too. This is a technique that you should be using every single time, whether you begin using the other NLP techniques or not. Rapport is how you get along with other people and empathize with them. It is a blend of tact, listening, and body language. You will learn a lot more about it when it comes to persuasion, but it is important to understand that it plays a key role in the manipulation part itself, too.  
 
    To put it basically, you build rapport by creating similarities between yourself and the other person. This goes a lot deeper than simply agreeing with things they share and having similar stories, though. This includes listening intently, remembering what they have told you and using this information in content reframing and your requests, and subtly mirroring the other person’s body language.   
 
    Content Reframing  
 
    Content reframing is a practice commonly used in hypnotherapy as an opportunity to encourage people to think differently about situations where they are presently feeling some form of negative association. Essentially, it teaches you to view previously negative situations in a new light, allowing you to see how they may enable you to have a positive outcome. This is a great tool to use when your target seems to see your solution, request, or offer as something negative. This is best if they are picking out specific negative elements from it, such as price, the size of your request, the nature of it, or otherwise.  
 
    Content reframing is really simple. When someone begins to point out the negative aspects of what you have offered or requested, simply reframe those exact same aspects in a brand new light that allows them to see how it could be considered a positive instead. For example, say you are trying to sell someone something and they say “But it is pretty expensive”. You could reframe that and say “It actually features an incredible price given the value that you are receiving from this specific product. If you compare it to other products of similar caliber on the market, you’ll notice this is actually inexpensive in comparison!” By reframing the thought in a way that shows why a negative thing is actually a good thing, it allows your target to recognize why something that they previously thought was bad is actually a good sign and something that they should be happy about.  
 
    Belief Changing 
 
    In childhood, we develop a system of beliefs, opinions and assumptions about the world around us. This is how we are able to guide ourselves through our day-to-day life. For most of us, we are not actually aware of the beliefs we have, we merely live by them on a subconscious level. While many beliefs are positive, some can actually be negative. In some cases, these negative beliefs may actually be preventing the person you are attempting to talk to from listening to you and hearing what you have to say. For that reason, it can be helpful to know how to subconsciously change their beliefs so that they develop trust in you and are able to agree with you significantly easier.  
 
    The NLP technique used to change belief systems is actually similar to content reframing. However, unlike content reframing whereby you are the one telling them what the positive outcome is, you need to take it a step further and get them to say out loud what the positive situation could be. You do this by using content reframing over and over, pointing out as many positives from each negative that is given to you. Then, eventually the other person will start automatically recognizing the positive and coming to their own positive conclusions about anything they pick apart. They may still point out seemingly negative aspects, but they will likely quickly draw their own positive conclusion either before or after you provide one. When this happens, you have gone a step further than content reframing. You have changed their beliefs. After that, nearly anything is possible!  
 
      
 
    Making Requests 
 
    There are a few ways that you can make requests when it comes to the part of the manipulation process where you finally ask for what you want and the other person agrees. The following three ways will help you get the most success out of manipulation. They include fear-then-relief, starting small, and large-then-small.  
 
    Fear-Then-Relief 
 
    The fear-then-relief tactic is a popular one that we see in the media. This is a tactic whereby you instill fear in someone before providing them a means of relief from whatever it is that you have used to create fear. For example, if you think about most news stations, they will provide fear by giving you some form of horrifying story and saying something like “And they still have not caught the suspect, yet.” This leaves you feeling uncomfortable, especially if the person is local to you, or particularly dangerous. They will quickly follow this by a saying like, “We will have the latest updates for you live, so stay tuned to hear more.” This instantly provides relief because you feel as though if you keep watching the news you are going to know exactly when the suspect has been caught. They do this with many things, however. For example, when terrorism happens, as wars are going on, and more. There is always something or another to be afraid of when it comes to listening to the news, and they always promise to be the ones that will give you the latest updates to keep you safe. For that reason, many people continue tuning into the news.  
 
    Another area where you might recognize this happening is when it comes to products that are for sale. This is especially true when they are selling products targeted toward the elderly. For example, they play on the fear that they know the elderly have around falling down and then provide relief by sharing their brand new, state-of-the-art product that is meant to prevent falls or send help in the event that a fall does happen. What this does is gets seniors and their concerned families quick to purchase because they are willing to do anything to keep their family safe.  
 
    Using the fear-then-relief strategy is simple: create a sense of fear in the target, and then give them your request which somehow provides them with relief. You want to use a fear that you know your target will have. If you aren’t completely sure, most people will be somewhat predictable in that they want to keep their family safe and healthy, they want to keep themselves safe and healthy, and that they are willing to protect anything and everything that is responsible for those two things. If you are ever unsure, find a reasonable way to tie in someone’s family to the mixture of fear, and then provide relief with your request or, as they need to see it, your solution.  
 
    Starting Small 
 
    Another great way to make requests when you are manipulating people is to start with small requests. Some manipulators call this “getting your foot in the door”. This works by having you make smaller requests throughout the conversation and have the person choose in your favor as much as possible. It gets them used to saying yes to you, and it also helps you see what drives them in manipulation. This means that when it comes to making the larger request, it is much easier.  
 
    Starting small, for example, works like this. Say you are a sales person and you are looking to sell as many products as you can in a day. Your first request would be something like “Can you spare a moment of your time?” and then your target would say yes. Then, you would continue making requests. For example, say you are selling a skin care product, your requests may sound like this: “Can you tell me what your skin is generally like?” “Do you tend to like creamier products, or oilier ones?” “Are you a fan of scented products?” and so forth. You want to get your target answering in your favor and saying yes as often as possible. This gets them used to saying yes. Then, once they’ve said it enough, you could say “So, do you want just the cream or the cream and the face wash, too?” You don’t ask a question where they can say no and walk away. Instead, you ask which ones they want. They will likely choose one or the other, forgetting that “No” is even an option.   
 
      
 
    Large-Then-Small 
 
    Another great request strategy that many manipulators use is called large-then-small. This is the practice whereby they use a large request first, then a smaller one. The larger request should typically be associated with something negative, and it should be the one you don’t want the other person to choose. The smaller request should be associated with something positive, and should be the one that you do want the person to choose. You always want to start with the large request so that their immediate and instinctive “no” reaction is to that one. Then, when you say “or…” they begin listening again and hear the smaller, more realistic, and more positive request.  
 
    The large-then-small request looks like this: “Would you rather pay $5,000 now and $10,000 later so you can buy an old beat up car full of unexpected problems that will cost you not only money but your valuable time, or would you rather pay $15,000 now and have a brand new car that has never been owned before and comes with warranty?” As you can see, you have made the first request sound large and negative, and the second request sound small and easy. If you can word your request this way, it becomes a lot easier to get someone to do what you want them to do.  
 
    Using Anchors 
 
    Anchors are another form of NLP, but they are important all on their own. These are a great manipulating strategy, as they help you anchor what you want them to choose with “good” emotions, and what you don’t want them to choose with “negative” emotions. Anchoring is easy, and it works like this.  
 
    The easiest way to anchor starts by you choosing one spot on your body that is going to be regarded as “positive” and one spot on your body that is going to be regarded as “negative”. Then, you are going to go ahead and have a conversation with someone. As you are talking, each time you bring up something negative, you want to point at that “negative” part of your body or gesture to it. This gesture or pointing should be subtle and should not look like you are intentionally doing it. You want them to think it is subconscious and not forced. In fact, it may be better if they don’t notice it themselves at all, but rather their subconscious mind notices it. Then, whenever you talk about something positive, do the same thing, only point or gesture toward the “positive” anchor on your body.  
 
    Now, when you are ready to make your request, you want to point at the negative part of your body when it comes to something you don’t want them to choose, and to the positive part of your body when it comes to what you do want them to choose. Because they are now subconsciously wired to recognize that these two anchors have positive and negative connotations, they will subconsciously pick up on these gestures. It bypasses their conscious awareness and ultimately leads to them immediately feeling more attracted to the idea, merely based off of the anchors you have used. 
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 Step Three, Persuade 
 
      
 
    The final step in the process is persuasion. This step actually starts from the moment you open the conversation with a person, but it is especially important immediately before, during and after the manipulation request.  
 
    Persuasion happens from the moment you enter a conversation with a person as you are persuading them to feel confident and trusting in you. Then, you persuade them to agree with you and the things you say. You ultimately persuade them to like you. Then, you persuade them to see things from your point of view, and to agree with the requests you have made.  
 
    It may sound similar to manipulation, but persuasion is less about tapping into the subconscious mind of someone and more about tapping into their conscious mind. Some of these tactics are about subconscious awareness, but you will see that most will quickly be picked up on by the person you are talking to. The trick is to get them to think that what you are creating is organic and not manufactured.  
 
    Persuasion primarily consists of intentional and controlled body language, affirmativeness, and skills. Some of these tactics are verbal, but they are more focused toward the conscious mind than the subconscious mind. These tactics are excellent tools to help you get what you want and make the other person really agree in your favor. When you use persuasion properly, people are already ready to say yes to you and they are infinitely more likely to want to do whatever it is that you have asked of them.  
 
    It is important that you include persuasion in your tactics as this is really how you get to “seal the deal”. Without persuasion, there is no way of guaranteeing that the other person will agree with you. With persuasion, it becomes almost unavoidable.  
 
    In the following chapter you are going to learn everything you need to know about effective persuasion techniques and how you can make them work for you. 
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 Persuasion Techniques 
 
      
 
    There are three forms of persuasion techniques that work the best when it comes to creating the perfect scenario for people to trust in you and want to agree with what you are saying. They include: mirroring body language, what you say, and how you say it. Using these three techniques will ensure that you are able to build rapport with the person, which means that they will naturally feel trusting in you. If you want to get the most out of your own persuasion practices, you want to start using these right from the beginning of your conversations with other people.  
 
    In general, even if you are not sure about what you want to manipulate for right away, practicing persuasion on everyone you meet is a great way to ensure that you get good at it and that should you decide to begin manipulating someone eventually, you do not seem to be acting “weird” once you start throwing persuasion strategies into the mixture. The idea is that you want these to seem subtle and very natural. They should not appear mechanical or forced in any particular way.  
 
    Mirroring Body Language 
 
    As you know, body language is a major factor that contributes to how we read other people. Whether we intend to or not, we are always subconsciously reading the body language of those around us. The idea is that this is a secondary way for us to completely interpret what someone else is truly saying. This is why many people conclude that text messages, emails, and other modes of written communication are not always effective. Because we cannot see what the other person is doing, or listen to their tone of voice, it becomes a lot harder to understand what they are thinking or feeling when they are talking. It then becomes our duty to decipher what they meant.  
 
    Luckily, when you are persuading people, chances are that you will be in front of them for all of your conversations where manipulation is involved. For that reason, it will become a lot easier for you to persuade them. That is because you can now intentionally use the element of body language to your favor to persuade people to feel a sense of trust in you.  
 
    When you are communicating with people, whether they know it or not, they are going to be reading your body language to see what you are saying. This is often where we get a sense of whether or not people are true about what they are saying. For example, someone may sound completely confident when they are trying to sell us on something, but because they were fidgeting or not standing with confidence, we subconsciously read a contradiction into what they were saying and so we are less likely to trust them. This is where you having some knowledge in body language works to your favor. See, if you are aware of what body language means, especially complex body language, then you can easily control your body language to agree with anything that you want the other person to believe.  
 
    First and foremost, you want to hold your body language in a way that it is in agreeance with what you are saying. For example, if you are suggesting that something in the past made you afraid, you might throw your hands up next to your head and shake them, pretending to mimic what you looked like when you were afraid. Alternatively, you may open your eyes wider and show a genuine sense of fear in your stance. The first form of body language would suggest that the fear was playful, whereas the second form of body language would suggest that you were still afraid just from thinking about it. Obviously, you would choose which feeling you want to portray based on the specific circumstances you are in at any given time.  
 
    Once you have mastered holding the proper body language for what you are trying to say and do for the person you are talking to, you want to begin practicing what is known as “mirrored body language”. This is essentially where you subtly mimic the body language that your target is using. The idea is that people are naturally more drawn in to those that look like them. We can relate to people who look like us, talk like us, and think like us. So, the more someone is like us, the more we naturally trust them. This is because they remind us of ourselves, and we would like to believe that we can trust our own instincts. We generally conclude that the other person has similar instincts as we do if they look like us, and therefore we should be able to have some level of trust in them already, regardless of whether or not that is actually true.  
 
    Mirroring someone’s body language is important, but it is crucial that you do it in a very subtle way. Doing it in a way that is dramatic or that looks like you are playing the mirror game that many actors and actresses play in practice camps is not attractive and will end up leading to people feeling uncomfortable and uncertain around you. They may think you have fallen off your rocker, for lack of better terms, therefore they do not want to trust you. Instead, you want to make sure that you are very subtly mimicking their body language. This means that you are not mimicking everything they do. Rather, you are only mimicking some of it. For example, if they touch their hair, you would touch your hair a few minutes later, but in a different spot and for a different length of time. If they leaned against a wall and cross their ankles, you might stay standing straight up but cross your ankles, too. You don’t want to completely mirror what the other person is doing; you just want to similarly mirror it.  
 
    Now, there is one other element of mirroring that you can consider, too. That is, say someone is talking about a specific topic, and every time they do you notice that they make a particular hand gesture or certain movement with their body. Ideally, whenever you talk about it in regards to your own experiences, you can subtly mimic that move, too. Therefore, you are not mirroring it exactly when the other person did it in regards to timing, but rather you are mirroring it exactly when the other person did it in regards to what you were saying at the time of the action.  
 
    Using body language in these ways results in people subconsciously feeling like you are just like them, and it is a great way to build their trust in you and have them feeling like they can confidently say “yes” to anything you request of them. The key, however, cannot be stressed enough: be subtle. You do not want to concern the person or make them feel uncomfortable because you have quite clearly mimicked them every single time. Only mimic them every once in a while. Do not mimic every move, and do not do it exactly as they do it. Aim for similar and often, not the same and always, when you are mirroring body language.  
 
    What You Say 
 
    The next thing you need to pay attention to when you are working on persuading a person is what you say. Like with body language, people really like to hear when other people talk in a way that is similar to them. It helps them feel like they share something in common and creates a sense of trust. For that reason, it is a good idea to learn how to talk in a way that is receivable by the person you are talking to. What this means is that you want to speak similarly to them. Use the same words they are using, speak with a similar tone of voice, and look for opportunities to adjust your tone of voice to match the natural emotions of the person you are persuading.  
 
    For example, say you want to use the fear-then-relief strategy to manipulate someone to agree with you. You would then use persuasion through monitoring what you say and the tone you use is similar to how the other person would express it themselves. This way, they can completely relate to what you are saying and are infinitely more likely to agree.  
 
    You can determine what a person would say by analyzing their overall vocabulary. Listen to specific words they use to describe things they don’t like, things they like, and things they don’t really care about. Then, when you are describing things that you want them not to like, such as the fearful part of the fear-then-relief request, you would use the same words as they would for what they did not like. Likewise, you would want to use the same words they had used to describe what they did like when it comes to explaining the relief part of the opportunity. As you are doing that, however, be sure that if there are any parts of the relief that could be perceived as negative, that you use their neutral vocabulary to describe these parts. This will naturally cause them to see it as neutral rather than negative, thus making them more likely to see past or around those potentially negative parts to see why the relief is positive.  
 
    It is important that you use this type of word play whenever you are working on asking something of someone. Many people struggle on matching the vocabulary and native tone of the person whom they are trying to manipulate. What ends up happening is that they fail to persuade the person because their words and tone of voice completely contradict what they are trying to say. Or, they simply do not relate well to the target and so the target does not understand what the manipulator is trying to do. They may not truly feel any sense of fear from the fear part, or they may not hear any sense of relief in the relief part. As a result, you have to make sure that you are using your voice as carefully as you are using your body language. Remember, if you contradict yourself or fail to create a connection between you and your target, you will not be able to get their trust and, by extension, you will not get your way, either.  
 
    How You Say It  
 
    In addition to using the right words and tone of voice, there are specific speech tools you can use to help ensure that your request is well-received and that you are more likely to have the other person agree with you. These tools are necessary in helping you bypass the conscious mind’s unwanted thoughts and get people focusing specifically on what you want them to focus on. These tools are quite simple to use, and you should certainly be using them any time you are trying to persuade someone.  
 
    Speak in Affirmatives  
 
    The first thing you need to do is practice speaking in affirmatives. This means that you want to speak with complete confidence and refrain from asking too many questions. Although you want to get the person saying yes often, you do not want to sound too questioning. By nature, we think of people who are overly questioning as more of followers than leaders. So, naturally, we are less likely to want to follow their lead because we simply don’t see a lead to follow.  
 
    Instead of speaking in too many questions or sounding somewhat all over the place in your intention and tone, try speaking with affirmatives. This means everything you say, you say it as though it is a fact. Even when you are asking someone about themselves, you can say it factually. For example, rather than saying: “Do you like the smell of lemons?” You could say “I assume you like the smell of lemons, right?” And when you ask “Right?” make sure you say it more like you expect them to say yes, and less like you are unsure about what they will say. This results in people naturally feeling drawn to say yes, almost because they subconsciously believe that is what is expected of them.  
 
    When you speak in affirmativeness, it becomes a lot easier for people to want to say yes. Remember, people who don’t actually know you very well will be a lot more likely to say “no” right away, without ever actually thinking over your offer. Even if you speak in affirmatives, if a person genuinely believes the answer is “no”, they will still say no. It does not put any form of mind-control force on them to say yes regardless of what they truly believe. Instead, it overcomes that natural instinct to say “no” regardless of what the truth is and actually say “yes” when they think “yes”. You are not wrong or harming anyone by using this strategy. Instead, you are helping the person’s subconscious and conscious mind feel trust in you so that it feels safe to agree when they truly do agree with you. In other words, rather than getting into flight mode, they are more likely to stick around and hear you out.    
 
    Talk Fast  
 
    If you want to get someone to agree with you and to comply with what you have requested of them, it is a good idea to work on talking fast. Talking fast keeps the conversation between you and your target moving quickly. If you can talk fast and use affirmativeness to get them to say “yes” often, the person will be thinking on the ball and will be quick to say “yes” to anything. This is because you have basically trained the person to say yes to you.  
 
    You want to use talking fast at every opportunity that you can. Move through the introduction, explanation, offer, and questions all at a quick speed. Keeping your speed up like this means that not only are you able to train them to say yes, but the person also does not have much time to look for reasons to say no to you. This means that they are more likely to agree in much quicker timing because they are not mulling things over and trying to look for reasons to decline your offer.  
 
    In addition to keeping the natural conversation flowing quickly, make sure that the pause breaks are short, too. Give your target a few moments to think things over so it doesn’t seem like you are overwhelming them, but as they are thinking things over, ask them questions. These questions should be things that work in favor of your offer. For example, say you are offering a body cream. As they are thinking it over, you could ask things like: “What are you already using?”, “Do you like it?” Essentially, you want to ask questions that are going to make it sound like you are thinking it over with them and helping them to determine whether or not the offer is good for them to take you up on. Since they can answer thoughtfully, and then often with “yes” to your yes and no questions, they will begin thinking in your favor once again. What you are doing is driving their thoughts to think things over in your favor so that everything they think suits what you need them to think in order to get them where you want them to go: which is agreeing with you!  
 
    Stay Consistent  
 
    When it comes to persuasion, you have to stay consistent. This is why it is a good idea to practice persuasive techniques like talking fast, mirroring body language, mimicking certain words, and creating similarity between you and your target at all times. You should start this long before you even know whether or not you actually want something from a person. If you begin all of your relationships this way and begin getting all of your existing relationships used to you behaving this way, these individuals will not think anything of it when you put these strategies to use to create the perfect scenario for manipulation. 
 
    You never want your strategies to lead your audience to think that you are switching gears on them and subjecting them to your manipulation. If you are always a slow and laid back person and suddenly you begin talking fast and acting differently, people are going to suspect something is wrong and they are going to be less likely to trust you. You lose your rapport. You need to make sure that you are staying consistent from the time you meet people to the time you ask anything of them. Assume that, eventually, you are going to want or need something from everyone in your life. This makes it easier for you to practice, and it also makes it easier to get anything should you find that you need something at any point in the future.  
 
    Stay Persistent  
 
    In addition to staying consistent, stay persistent. Once you have put it out there that you want something from someone, stay persistent about it. Keep talking it up, pushing it, and encouraging them to think in your favor. Be sure that you continue driving the conversation and that you are pushing their thoughts to work in your favor. If you stay persistent, people are a lot more likely to realize that you are passionate and serious about your offer. This means that they are going to be less likely to find your offer flaky or unusual. It also means that if they decline you, they will not feel like you are suddenly disinterested in them because they did not give you what you want.  
 
    It is also important to realize that when someone declines you, it is never a completely firm no. While some people will never change their minds on the declined offer, some may. For this reason, you do not want to come off as pushy and seem as though you are forcing someone to believe what you want them to believe. Instead, you want to come off as passionate and sincere about what you have asked of them and stay dedicated to it. At any time that you naturally can, talk it up and get them thinking in your favor. Eventually, if their mind is one that can be changed, it will change.  
 
    Rapport  
 
    Rapport is something you want to intentionally create when it comes to manipulation, but it is not something that you are going to focus on alone. Instead, this is more like the sum of all of the previous practices shared when it comes to persuasion.  
 
    Rapport means that you are gaining someone’s trust. They begin seeing you as a credible and reliable source, and they are more likely to want to agree with whatever you are saying. It is important that, in everything, you consider how your actions are affecting your rapport. You need to keep a positive rapport that keeps people thinking your favor. Even if they have not even heard the offer you have for them or the request you want to ask, they should already be thinking in your favor. You want them to think that you are an honest, trustworthy, reliable, credible, and effective source for anything. People should feel as though they can naturally trust you and that anything you do generates positivity in their eyes. When you effectively develop rapport, people are already saying “yes” to you in their minds before you have even asked anything of them. When this happens, it means that you are basically guaranteed to generate success from your manipulation. 
 
    Remember, rapport is built through the sum of all of the aforementioned persuasion techniques. When you create similarity, mirror them, use a similar vocabulary as they do, and adjust your voice to sound similar to how they talk, people are infinitely more likely to feel attracted to you. With that, you can do almost anything. 
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 Extra Tips and Tricks 
 
      
 
    In order to ensure that you are able to easily integrate manipulation strategies with your life, we are going to discuss extra tips and tricks that can help you master manipulation. These strategies will ensure that analysis, manipulation, and persuasion come easy to you and that you are able to effortlessly create a scenario where you are winning virtually every manipulation practice. If you are ready to learn how you can take this already-easy art and make it even easier, let’s begin!  
 
    Practice Often  
 
    The first step may sound simple, but it is incredibly important. When it comes to manipulation, especially manipulation, you need to practice often. Many people have a bad taste in their mouth around the word manipulation. It seems mean, cruel, and even harsh. As you know by now, honest manipulation is none of those. However, that doesn’t mean that other people will understand that and see it this way. Many may still believe that you are being harsh or mean, even if you are not. For that reason, you need to make sure that you practice often to prevent yourself from getting caught. 
 
    The more you practice analysis, manipulation, and persuasion, the easier it becomes to execute each of these strategies. That means that you will have a much better time creating perfect scenarios for you to generate total success with. You want to make sure that you practice in this order: analysis, persuasion, then manipulation. As you know, persuasion is a practice that starts right away when you first begin talking to someone. For that reason, it is helpful to practice persuasion before you practice manipulation. Start by first analyzing people, without taking it any further. Then, add in the persuasion. See if you can get people to agree with you or feel as though they relate to you effortlessly through persuasive actions. Then, when you are ready, add in the manipulation strategies. This way, you are already ready to persuade people before the manipulation even begins. It means that you are infinitely more likely to become successful, too!  
 
    Prepare Yourself  
 
    It is important that you prepare yourself for any situation. If you already know who you want to manipulate and what you want to get from them, take the time to prepare yourself for that situation. Analyze the person as much as you can and generate an idea of how they will likely act and what they will likely say toward your efforts. Then, when you are ready, you can go ahead and begin your manipulation practice on them.  
 
    Preparing beforehand means that you are able to make a game plan. You can generate a sense for what they like, what they dislike, and what actually encourages them to make a decision. You get an idea of how you can relate to them, you get the opportunity to begin building rapport with them early on, and you can ultimately set up the perfect ingredients for success.  
 
    Of course, you are not going to be able to prepare yourself for every situation. For example, say you are a sales person. It will not be easy for you to prepare yourself and know exactly what customers are going to say and what their objections are going to be. For that reason, it may be helpful to pay extra attention to how your persuasion and manipulation efforts have gone after the fact, too. For example, once you have successfully (or even unsuccessfully) manipulated someone, you can look back and see what made it a success, or what made it a failure. Then, the next time you come across another potential customer with a similar personality, you can use what you learned and create a sort of game plan from it.  
 
    When it comes to these unknown scenarios, there are always a few things that drive virtually everyone. You may recall them to be their families, including their family’s health and safety, and themselves, including their own health and safety. When you can cater specifically to these things, it becomes a lot easier for you to create a situation whereby you can easily recognize what will drive a person and what will get them thinking in your favor. From there, you simply need to be able to quickly analyze them, as well as continue to analyze them throughout the conversation so that you can learn as much as you can from them on the fly. Then, you can use this information to drive your conversation until you are able to manipulate them into agreeing with you!  
 
    Take the Pressure Off 
 
    When you are practicing, a good idea is to start slow and take the pressure off. Although it is a humble thought, going straight for what you want may not necessarily be the best idea when it comes to generating success with manipulation. As a result, you may find yourself feeling uncomfortable, feeling way too much pressure, and ultimately choking under it all. This is a great way to get caught in the act. If you get caught, it is really hard to regain the trust and good faith of the person you are talking to.  
 
    In order to avoid this from happening, a good thing to try out is to start small. Ask for things you do not necessarily care about, or that would be more of a convenience than a need. For example, instead of trying to sell an expensive TV, try to sell a DVD box, first. Or, instead of trying to get someone to give you money, try to get them to buy you a coffee, first. Starting small is a great way to get confident in your art and begin effortlessly getting those same successful results on the larger and more important requests later on.  
 
    Don’t Abuse It  
 
    As we have already talked about in this book, manipulation is not necessarily a bad thing. Unless you are abusing it, manipulation is merely a way of bypassing a person’s instinctive desire to jump into flight-mode and say no to everything, and help them to realize that saying “yes” can be a good thing in many situations.  
 
    However, manipulation can easily be abused. That is where it got its bad reputation, after all. For that reason, it is important that you learn not to abuse manipulation. This does not mean that you cannot use it as often as you want. You can use it all day long if you want to, that is not the problem. It is important, however, that you learn that you do not unintentionally slip from being manipulative to being forceful. People should never feel as though you are forcing them into something. You should also never lie or withhold the truth to get someone to agree with you. Although this may get you results right away, it can cause a very negative outcome later on. Not only will they realize the truth eventually, but they will also realize that you manipulated them and it can destroy your reputation. Once people see you as a manipulator, no one will want to trust you anymore.  
 
    Stay Secretive  
 
    Because of the bad reputation that manipulation often gets, it is important that you stay secretive about your practice. This is to help ensure that you don’t get caught, and it is also to help ensure that you don’t come across as strange or creepy. Think about it, if someone knew you were watching their every move, do you think they would feel trust in you? No, they would likely feel like you are hunting them down and therefore their flight-mode would instinctively kick in. In fact, depending on the situation, you may even run into some serious consequences for this behavior. So, you have to be certain that you are always staying secretive when you are practicing any of the three stages of manipulation.  
 
    Make sure that people don’t see you analyzing them. Be discreet. Look at them over the book you are reading, or from across the room. Look when they aren’t looking at you, and don’t get caught looking at them. When you are persuading them, be subtle. Don’t make it obvious that you are unnaturally changing your ways to lure them into anything. When you are manipulating them, make the request genuine and sincere. Word it in a way that it sounds like you are being honest about it and like you are not intentionally using word play to get them to agree with you. Take your time and master the practices carefully and intentionally so that you can easily hide them within your honest conversation with the other person.  
 
    Don’t Be Manipulated  
 
    Lastly, it is important that you don’t get manipulated! This is one of the best benefits of learning to manipulate others: you can prevent yourself from being manipulated. Recognizing other people using manipulative behaviors in action is a great way to make sure that you don’t get manipulated yourself. It is also a great way to study someone else in action and see how their practice pays off. Notice what they are good at, and what they are not good at. Pay attention to where you, and others, are drawn in. Look at where you, and others, are turned away from. Notice how other people interact with the person. And, of course, don’t let them manipulate you! 


 
   
  
 

 Conclusion 
 
    Thank you for reading “Manipulation: Tips and Tricks to Learn and Execute Manipulation Techniques”! 
 
    I hope this book was able to help you learn how manipulation can easily help you achieve anything you desire in life. Whether you want to make more sales, earn a promotion, borrow some money, or simply grab a free cup of coffee on your lunch break, I hope that you were able to learn everything you needed to master it. I also hope that each chapter was able to easily break down the three steps of manipulation and give you easy and actionable techniques to begin effectively using analysis, manipulation, and persuasion to get your way. 
 
    The next step is to ensure that you take all of these techniques and begin practicing them. Remember, a pressure-free, slow start may be the best if you are looking to get the most out of your practice. Taking it easy and taking your time can greatly increase your ability to successfully manipulate people. It builds your confidence, ensures that you understand how each practice works, and gives you the opportunity to see it in action.  
 
    Lastly, if you enjoyed this book I ask that you please take the time to honestly review it on Amazon Kindle. Your honest feedback would be greatly appreciated.  
 
    Thank you, and best of luck!
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 Introduction 
 
    Manipulation is an incredible art form that allows people to effortlessly get what they want, when they want it. Because of the fact that it requires a basic understanding of human psychology and skills to manipulate human psychology, many people wrongfully believe that manipulation is difficult and requires years of study and practice. The reality is actually quite the opposite.  
 
    If you want it to be, manipulation can be an easy and effective strategy to help you get anything you want in life. Whether you want to win over more clients, earn a better salary at work, borrow money, crash on someone’s couch for a night, negotiate better deals, or anything else, manipulation is a great way to make that happen.  
 
    Forget the outdated belief that manipulation is cruel or conning. The truth is, manipulation is a powerful negotiating tool that allows you to stay in the driver’s seat and command anything you want in life. The days of using guilt and fear are long gone, as manipulation has officially become a powerful tool to use in business and in life in general. If you want to be a true master manipulator, it is extremely simple and causes no feeling of guilt or shame in you or your target. Instead, it is a mere tool that you use to get what you want, when you want it.  
 
    Manipulation: Simple and Effective Strategies to Learn and Execute Manipulation Techniques is all about helping you learn how you can master this strategy to get anything you want. You will learn about the three steps of manipulation, including analysis, manipulation, and persuasion. You will also be given very clear facts and information about why each step is necessary, how it works, and what is required to make it work. Each technique you are given will be clearly explained and in some you are also given real-life examples to ensure that you completely understand why and how they work. This will allow you to see them in action so that you can become inspired to use them in your own daily life.  
 
    If you want to command your life, get what you want, and get to where you want to go, manipulation is a necessary strategy to master. There is no need to completely master all techniques, however. To get the most out of your practice, you simply need the ones that have already been outlined in this easy guide book. Once you master these and begin putting them into practice, you will be able to manipulate people like a pro. The best part is, no one will even know that you are doing it. It will seem as though your target is the one making all of the decisions, even though you’re the one secretly pulling the puppet strings to make it happen. If you are ready to learn how, let’s begin! 
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 The Art of Manipulation 
 
      
 
    Manipulation is a practice whereby you use a series of three specific steps to bypass the natural flight-or-fight mode of people to get what you want. Despite what some people think, manipulation is not a harsh or cruel act where you force people into doing things that they don’t want to do through guilt or shame. Instead, it is actually more like an art of psychology.  
 
    How Manipulation Works  
 
    When you are manipulating a person, you actually start with a step known as “analysis”. This is where you use the practice of analyzing people’s behavior, personality, attitude, and vocabulary and voice practices to learn more about who they are. This gives you the ability to personalize your strategy specifically to what drives and encourages that person to think or feel in a specific way. It is essential that you complete this step as you will have greater success bypassing their conscious desire to fight-or-flight in uncomfortable situations and instead learn to make them feel more comfortable and confident around you. Then, you can use this comfort and confidence to help them see why saying “yes” to your offer or request would be more valuable than saying “no”.  
 
    Manipulation is a part of the overall process. This actually comes later in the conversation, after you have already persuaded someone to see why you are a trustworthy and genuine person. You use manipulation strategies to help you know how to effectively word something so that people are more inclined to say yes to what you want them to say yes to, rather than simply saying no to anything you ask or offer to them.  
 
    Persuasion starts before manipulation happens, but it lasts well after manipulation has taken place, too. Persuasion is the practice where you create a sense of similarity and relatability between yourself and your target. This is your opportunity to help them see why you are trustworthy and genuine, and to help build rapport between yourself and them. Then, once you have made your request using manipulation tactics, you can use persuasion to help encourage the person to see why you are right and why they should agree with what you have asked or offered.  
 
    Manipulation can be used in many different forms. You can use it when you are shopping or in business to negotiate better deals, you can use it when you are making sales to encourage a greater return on your sales, it can be used when you are looking to get something for free, borrow something, or otherwise have a favor granted, or really at any other time. Manipulation is a powerful tool that can make it effortless to get what you want or need in minimal timing.  
 
    Why Manipulation is Not a Bad Thing  
 
    The idea that manipulation is a “con-man’s job” is based on the fact that many manipulators do not know what they are doing. Rather than using proper manipulation tactics to bypass the conscious mind and override the natural fight-or-flight mode, these are people who are using poorly executed variations of manipulation to virtually force someone into doing something they don’t want to do.  
 
    Have you ever seen a sales person who very clearly has no idea who they are talking to and who is not being considerate of their client’s needs? Instead of taking the time to analyze them and create solutions, it seems more like they are trying to exploit them to create a sale. This is what most people consider when they think about manipulation. They think it is something that is tacky, unkind, and maybe even annoying. Another form of manipulation people think about often occurs in intimate relationships between friends, family members, or even spouses. This is where one party obsessively uses the guilt-tactic to get someone to give in and give them their way. In reality, the guilt-tactic is outdated and does not work properly anyway. Using guilt will immediately cause your target to feel uncomfortable and will kill any level of rapport you have made with them.  
 
    True manipulation is not the art of forcing people to give you what you want and making them feel guilty or shameful if they don’t. True manipulation is learning how to go beyond the conscious mind’s natural tendency of not wanting to trust people that the person doesn’t know and teaching their subconscious mind that you are trustworthy and that it is safe to agree with you. When you use manipulation in this way, you simply use psychology to your advantage and manipulate the person into thinking or behaving in the way that you desire for them to think or behave. You are not forcing them into anything or creating a situation where they feel guilty or shameful for not agreeing with you. Instead, you are making it so that there truly is no reason for them not to agree with you because you took the time to analyze who they are, what they need, and how you can make your offer or request a solution rather than a pitch.  
 
    What’s So “Easy” About It?  
 
    The title of this book promises that you are going to learn “simple and effective” strategies, and that is absolutely what I am here to teach you. In this book, you are going to learn how you can easily enforce some of the most basic yet effective strategies of manipulation, including analysis and persuasion, to get your way far more often. You are going to learn about how you can easily execute these strategies, and what is required for you to get the most out of them.  
 
    It may sound difficult: bypassing someone’s conscious mind to get into their subconscious mind, but it actually is extremely simple. It only requires that you first take the time to get to know who they are and what actually resides in their conscious mind, then that you learn to persuade them to trust you and see you as credible and reliable, and then that you use specific word-play and strategies to manipulate them to agree with you. If you are ready to learn about how all of these form together to create the perfect situation for you to manipulate people with effortless success, let’s get started.  
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    As you learned in Chapter 1, Analysis is an extremely crucial portion of manipulation. Many people who fail completely at manipulation are failing because they are not executing the very first step: analysis. Analysis is the practice where you begin taking in information about a person and learning more about who they are.  
 
    Why is Analysis So Important?  
 
    As you know now, manipulation is an art where you have to know what is going on in a person’s conscious mind before you can bypass it and manipulate the subconscious mind. Analysis is your opportunity to learn exactly what is going on in the conscious mind of any given person at any given time. When you use analysis, you can get a clear understanding of what exactly it is that you are trying to bypass in your target. This makes it significantly easier to undergo the process of manipulation itself.  
 
    You may be wondering what it means to know what is required in order to bypass the conscious mind of an individual. After all, it sounds like some tricky stuff, doesn’t it? It isn’t, though. Bypassing the conscious mind of an individual simply means that you have taken the time to get to know what their beliefs are and how these beliefs shape their life. It is that simple. Through analysis, you get to see a person in action. It gives you a clear opportunity to identify what they think about life, what they think about themselves, what they think about others, what they like, what they don’t like, and other such information. With this information, you get a strong idea of what their beliefs are. Their beliefs reside in their subconscious mind and are acted upon through their conscious mind. You are analyzing what is going on in the conscious mind so that you can see exactly how someone’s beliefs are manifesting in their reality, and how they are shaping the individual’s actions and behaviors. This conscious action allows you to understand what the person’s positions on their beliefs are.  
 
    For example, say a person believes that making money is a bad thing because it makes you ignorant toward others. This belief may root from them growing up with their parents saying stuff like “watching the rich get richer while the poor get poorer” or “they have more money than brains”. As a result, this person believes having money is a bad thing. Rather than outright saying that, however, they will instead act in a way that makes it seem like they hate money. They will talk about how awful money is, how they never have enough, how things keep getting more expensive, and how they have to pinch pennies to make ends meet. They may dress in cheap clothing even if they make decent money and waste their money on other things that they view as means of pleasure, such as pleasure-items that seem frivolous and wasteful to the average individual. This is because they are trying to compensate for the fact that they are (or were) in possession of something that they believe makes them bad. So, they’re trying to feel good about it somehow.  
 
    When you can identify the root beliefs and then the outward actions that manifest as a result of the root beliefs of an individual, it becomes a lot easier to see where they are at consciously and subconsciously. Then, you can easily use manipulation and persuasion to get them on your side and have them agreeing with virtually anything you ask of them or offer to them.  
 
    It is absolutely critical that you use analysis whenever you are trying to manipulate someone. Even if you only have a few moments prior to trying to make a sale to someone, you need to analyze them as much as they can. You will continue analyzing people during your conversations with them, too. This allows you to see whether or not your tactics are working and understand how they are reacting to what you are saying to them. Analysis is essentially your compass. It tells you what to do, where to go, and how you should be putting your strategies into action. Without it, you will end up using generic practices on people that don’t work. You will become like the sales person who has no idea what their target is actually interested in but starts spouting off generic manipulative sales tactics anyway. It is tacky, uncomfortable for both parties, and largely ineffective in helping you meet your goals, no matter what they are.  
 
    What Constitutes as Analysis?  
 
    Analysis comes in many forms, but in essence it is the practice of observing someone in their environment and how they carry themselves in it, paying attention to how they interact with others, and recognizing what their primary concerns are in life. Any skill that helps you in this observation constitutes as analysis.  
 
    When it comes to manipulation practices and learning to analyze properly, there are a handful of things you look out for with people. First, you look out for the environment a person is in. You want to pay attention to what the environment’s atmosphere is like and how they carry themselves in it. This will tell you more about how they generally spend their time and how they think of themselves. Then you look at who they are surrounded by. They say that a person is the sum of their three closest friends. If you can, see who this particular person spends most of their time with and see what you can learn about those people. This will teach you a lot about who they regard themselves as and who they genuinely are in society. Then you pay attention to their appearances and how they keep themselves. How a person maintains their self-grooming and clothing is actually highly important to informing you about how they view themselves and what they care about, too.  
 
    Although these aspects all sound judgmental, they can actually tell you a significant amount about a person. In the art of manipulation, we call these elements of a person their “profile”. Essentially, you are profiling a person based on what you can gather about them simply by looking at them. The reality is, you can learn a lot about a person from this basic information.  
 
    The next forms of analysis that you pay attention to are body language. There are basic forms of body language that virtually all of us know, and then complex forms of body language that are commonly known only by those who have actually researched body language previously.  
 
    Finally, you want to pay attention to how they talk. When you are keeping the art of manipulation simple and effective, you primarily want to focus on a person’s tone of voice. Although there are other parts of the voice you can pay attention to, the tone will give away the most important information that you need to know when you are analyzing a person.  
 
    These are the types of practices that constitute as analysis when it comes to analyzing someone for the purpose of manipulation. Not coincidentally, these are also the practices you are going to learn about in Chapter 3.  
 
    How Do I Prevent Myself from Getting Caught?  
 
    Manipulation, although not necessarily a bad thing, can sometimes be seen the wrong way by people. For that reason, it is important that you learn how to practice manipulation without getting caught.  
 
    The easiest way to prevent yourself from getting caught is to practice often and with small targets and intentions. As you build your confidence, go ahead and work your way up to larger things. Otherwise, be very careful and intentional about how you word yourself and about how you use your strategies. The more practiced you are, the easier it is to execute it when you actually need to. You will learn more about exactly how you can practice maintaining secrecy in Chapter 8.  
 
    In addition to that, using analysis is important. As we have already mentioned, many individuals try and use manipulation without ever actually getting to know their target. As a result, they begin using word play by stimulating fears, concerns, or thoughts that their target doesn’t even have to begin with. The target then sees exactly what the person is doing and is less likely to respond in the way that the manipulator would prefer they do. The situation then becomes a bust and the manipulator is seen as a manipulator clear as day. There is no way to hide it in these circumstances. By taking the time to analyze the person you are talking to and get to know what they actually care about, you can create the opportunity for you to have success in manipulating them without any fear of getting caught. 
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    Analysis techniques are simple observation techniques that you can use on a whim to get a sense of who someone is and what they are thinking at any given time. This is your opportunity to get a feel for a person’s personality and really understand what types of things would drive them to make various decisions. You are going to then use this information later when it comes to manipulation. Because of how helpful this information is, it is important that you be sure to analyze as effectively as you can. In some situations, you may not be granted a lot of time to analyze a person. In others, you may have ample time. Either way, the following strategies are excellent for helping you get a sense of who someone is and what you need to do in order to get what you want or need from them.  
 
    Analysis can take days, or it can take minutes. If you are trying to analyze your boss at work to get a feel for what you need to do to get a raise, for example, you might find that you have ample time to get a sense of who they are and what is required in order for them to make a decision. Alternatively, if you want to negotiate a sale or get a better deal if you are the one buying, you may not have terribly long to actually invest in analyzing. For that reason, it is important that you know how you can use simple and effective strategies that give you answers quickly. Then, if you do find that you have ample timing, you can continually use these skills to build confidence in your answers to ensure that you are well-informed before you approach someone for any given reason. If you are ready to learn about simple and effective analysis strategies, let’s get started.  
 
    Profiling a Person  
 
    Profiling a person is the practice of getting to know everything you can about a person merely based on looks. You get the opportunity to get a sense of who they are and how they feel about themselves, as well as how they interact with others. If you are lucky, you may even get to see them making decisions when talking to those that they are surrounded by so that you can get a sense of what drives them to make decisions in their lives. There are three ways that you profile a person. This can be done in as little as a few minutes and can give you ample information right away. You start by looking at their environment, then at them, and then at the people they are surrounded by. This will give you an idea of what they think of themselves, who they think they are, and who they actually are.   
 
    What Their Environment Looks Like  
 
    You want to start by getting a sense of what a person’s environment looks like and how they carry themselves in the environment. Environments can mean everything. For example, the same people who are spending time in expensive restaurants and upscale venues are not also spending their time at cheap bars or hanging out on a sidewalk smoking cigarettes with their friends. You can tell a lot about who a person is and how they spend their time based on the environment they are in. It is important that you not only assess the environment, however, but that you also assess how comfortable they feel in it. This will give you the opportunity to get a sense of whether or not they actually spend a lot of time in these environments or if they actually feel as though these environments actually reflect who they are as a person.  
 
    For example, if you see people regularly spending time in up-scale restaurants and venues and they are completely confident in these environments, you know that they are confident in their social status and that they see themselves as a part of high-class society. If, however, they are in the same environments but they act as though they are out of place or seem to have a great amount of insecurity and show it in how they carry themselves, you know that they do not view themselves as a part of high-class society. Instead, they are there for some other reason. At that point, you would want to find out what that other reason was as that reason would be something they care about greatly, whether it be money, a partner, a friend, their family, or otherwise.  
 
    The same goes for virtually anywhere. If a person is regularly attending and feeling confident in poetry slams, paint classes, acting classes, and otherwise, you know that they are likely an artistic type and that they highly value self-expression and creativity. If they are hanging out in family restaurants and venues with their spouse and children all of the time, you know that they are most comfortable in family environments and that they hold their family in a very high and important position in their life. You can conclude a lot from a person’s environment.   
 
    What They Look Like 
 
    Next you want to pay attention to what the person looks like. You want to consider both the clothes they are wearing and their grooming. You also want to consider how comfortable they feel with both of these things.  
 
    To make it simple, start with their clothes. Do their clothes fit the venue that they are in? Do they look as though they are dressed the same as others around them, or are they dressed in a way that doesn’t seem to fit in properly? For example, are they at a high-class venue wearing jeans and a t-shirt? Or are they at a sports bar wearing a glamorous dress and high heeled shoes? If they are dressed in a way that doesn’t seem to fit in with the environment they are currently in, it would suggest that they are not commonly found in this environment and that it is new and therefore out of place for them. You would then want to pay attention once again to who they are with or what is drawing them to the environment as this will teach you more about what they genuinely care about.  
 
    Next, look at their grooming. How is their hair? Is it freshly cut and styled, or is it messy and overgrown? How is their makeup, if they are a female? Are they wearing any? If so, how well put is it? Does it look like they have experience, or does it look fairly thrown on? Then, look at other clues that would suggest their grooming habits. Are they freshly bathed? Do they smell nice, if you can tell from where you are? Are their nails well-maintained? You want to pay attention to as many aspects of their grooming as you can. How a person grooms themselves directly relates to how they feel about themselves. A person who is well-groomed and well-maintained tends to feel better and more confident about themselves than a person who is not. The more attention a person gives to this aspect of their appearance, the more you can tell about how they actually feel about themselves. Furthermore, compare their grooming to those around them. If they are better groomed than those in their surroundings, that may mean that they have a higher sense of self-confidence or self-assurance than those around them. If their grooming standards are lower than the people around them, it may mean that they lack self-confidence and self-assurance and that they have “given up” on themselves.  
 
    Finally, look at their comfort in how they are dressed or groomed. When people are dressed or groomed in a way that is natural to them and they feel good about it, they will wear it with confidence. This means that they will stand taller, walk with conviction, and will fidget minimally. If their present appearance is not normal for them or they are unhappy with how they look, they will regularly fuss with their appearances. They may play with their hair more as though they are trying to obsessively fix it, pull at their clothes, or walk unsteadily in their shoes. They may also try and physically shrink themselves by slouching, hiding behind the people they trust in the environment, and otherwise trying to physically make themselves “disappear”. People who are doing this are either uncomfortable in their environment altogether and have been drawn there by someone or something that they deem important, or they are uncomfortable in a sense that they are not typically in such environments, so whether they are enjoying themselves or not they currently feel like they don’t fit in.  
 
    Who They Surround Themselves With  
 
    Lastly, you want to look at who the person is surrounded with. What are the noticeable behavioral patterns that you notice about that person and the people they are with? Are they noisy, or reserved? Are they jokesters, or serious? Do they keep to themselves, or are they outgoing? Are they drinking the spiked punch, or no? You want to pay attention to as much as you can about the entire group.  
 
    The reason why the group is so important is because people befriend the people that they feel are most like them. As a result, despite the individuals in a group being unique, the group overall will possess very similar qualities in many ways. You can watch the group and see what the common traits are as an opportunity to get an idea of what a person feels about themselves. This will be more honest than what they try and tell you based on where they are and how they are dressed. People will often make themselves up in their environment and in their appearance, regardless of whether or not it is true to them. However, when they are surrounded by people they are comfortable around they will virtually always, without a doubt, act exactly as they are. This means that you will get to see the “unfiltered” version of themselves. And, since you will then have a group of people to watch, you get a greater opportunity to understand many aspects of that person.  
 
    Finally, in addition to seeing how the specific person you are analyzing carries themselves, see how they act toward the other people around them. For example, if the group is typically quiet and reserved but they encounter someone who is louder and more outgoing, what is the natural reaction of the person you are analyzing? Do they seem comfortable around the louder and more outgoing personality type, or does it make them uncomfortable or even angry? Getting to know how a person interacts with others, especially those they are less comfortable around, is a great way to know how they will interact with people they trust less or whom they don’t already have a great connection with. Namely, you.  
 
    Reading Basic Body Language  
 
    The next step of simple and effective analysis is reading basic body language. This is a quick and easy step and it takes only a few seconds. This is where you are going to get to use basic body language and a small mixture of common sense to generate a quick and basic idea of how a person is feeling or what they are thinking in any given moment. You may likely know many of these signals, but in case you don’t, we are going to review them quickly anyhow. This will ensure that you are fully prepared for anything.  
 
    The idea of reading basic body language is that you want to get a sense of the four ways that people tend to carry themselves. The first way would be as though their entire stature is lifted upward and toward the sky. Their back is straight, their shoulders are tall, their head is level with the ground, and they seem to be “lifted” almost as though there is a very light gravitational pull directly above them that pulls them “up”. This type of body language signifies confidence. This person is both confident in their environment, and in themselves. They likely have few insecurities about who they are and therefore they tend to have a strong sense of self. They are less likely to be shaken by fear or sadness, and more likely to respond well to empowering words of motivation.  
 
    Now imagine that same gravitational pull goes behind a person and lightly pulls them backward. Their cheeks are pulled backward toward their ears, their shoulders are slouched backward, their arm may cross across their chest and hold their arm almost as though they are physically holding themselves backward, and they may even literally take a step or two back. These are all signals of a person who is feeling nervousness or fear. The pulling back is their subconscious “flight mode” kicking into action and making them feel as though they want to flee the scene at any given moment.  
 
    Next, imagine the gravitational pull goes below the person and is pulling them even further downward than natural gravity already does. This person would likely be slumped downward with their shoulders drooping, their cheeks and eyebrows may be drooping, and their limbs are likely hanging loosely toward the ground. There is not a lot of motion or movement in them, they are very low and sunken in their stance and how they carry themselves. This would imply that the person is literally feeling “down”. They are sad, upset, or even feeling defeat about something. 
 
    Finally, imagine the gravitational pull goes in front of a person. This person may be loud and bold with their voice, has large gestures and actions with their body, and everything about them seems to be pressed forward. In this case, it may signify that they are an extravert with a very outgoing personality. However, if they also have their face pushed forward, such as with their lips pursed and their eyebrows sewn together, this would indicate that they are feeling angry and aggressive. They are unhappy and are openly expressing it.  
 
    These are the most basic types of body language. To get a sense of how someone is feeling overall, take a look at them and place an imaginary gravitational pull on them where it appears like they are being pulled toward. This will help you determine which overall mood they are presently feeling.   
 
    Reading Complex Body Language  
 
    In addition to using someone’s body language to determine what their mood is, you can also use it to determine what they are thinking. People’s body language can tell you exactly what they are thinking if you know what to look for. In order to keep this simple and effective, we are only going to look at two very important aspects of complex body language: the hands and the feet.  
 
    Begin by looking at someone’s hands. When you are analyzing their hands, you are looking for three things: placement, movement, and grip strength. Where their hand is placed will tell you what they are thinking. For example, if their hand is on their lap this means they are relaxed, but if their hands are folded on their lap it means they feel submissive toward the person in front of them. If their hands are touching an object, you can determine what they are thinking based off of the object. For example, if they bring a purse with them and never take their hands off of it, you know that they think they are in an unsafe and untrustworthy environment. If they take their hands off of their purse and later place it back on their purse and don’t immediately begin looking for something within it, then you know that they are getting ready to leave and their body is physically getting ready as they verbally prepare to exit the conversation they are having.  
 
    Next, the movement in their hand says a lot. For example, say their hand is placed on their lap and they are rubbing their thumb back and forth over their leg, or one thumb back and forth over the back of the other hand. This would suggest that they are literally trying to caress themselves so that they can develop a sense of comfort. They are not feeling comfortable or confident in their environment and they are trying to literally console themselves. If, however, they were fidgeting, such as by grabbing at a piece of their clothing or shaking something around, it would suggest that they were either bored or nervous. A completely neutral body language that is void of emotion combined with fidgeting would symbolize boredom, whereas a pulled back body language with fidgeting would symbolize fear. If they were pulled down showing that they were sad and they were fidgeting, it would symbolize that they were thinking about what was making them upset.  
 
    Lastly, you want to consider what grip their hands presently have on whatever they are holding. A light grip suggests that they are feeling comfortable or maybe even submissive in their environment. A mild or medium grip would suggest that they are confident in their environment but that whatever message you are gaining from what they are presently gripping (e.g. their purse), would symbolize that they are feeling pressured about that message and it is in the foreground of their mind. If their grip is extremely tight, it indicates that whichever emotion their overall body language is suggesting is being amplified and that they are feeling that emotion to the extreme level.  
 
    Once you are done looking at the hands, you want to look to the feet. The feet will tell you two important things: what the person is thinking, and what the person wants to do. If a person is fidgeting with their feet, such as by shaking their heel around or bouncing their foot, this would indicate that they have something on their mind. They may be nervous and wanting to leave, they may be waiting, or they may be eager to share a piece of information and are trying to diffuse their energy elsewhere as they cannot currently share what is on their mind. They may also be bored and trying to alleviate some of their boredom. Once again, you can determine this based on what they are presently doing with the rest of their body language and what their overall mood is.  
 
    Next, you want to pay attention to where their feet are pointing. The person or object that lies directly ahead of where their toe is pointing will tell you exactly what a person wants to do. If their toe is pointing at the door, they want to leave. If it is pointing at a person, they are interested in that person. If it is pointing at the television, they are interested in the television. If it is pointing at the bar, they want to go get a drink. So on and so forth. Whatever lies at the end of their toe tells you exactly what a person is thinking about and what they want to be doing.  
 
    Understanding Tone of Voice  
 
    Lastly, you want to pay attention to the person’s tone of voice. Their tone of voice will tell you a lot about what they feel directly in response to what you or anyone else has said to them, and about how they feel about the topic at hand. You can hear a lot of emotion in a person’s voice, and this is ultimately what you want to be paying attention to. This, combined with their words, will give you a sense of how they feel about specific things. When you can put these two together, you can get a fairly strong sense of what they think about certain topics, too.  
 
    Start by eavesdropping on a conversation that the person is having or begin one with them yourself. Then, listen to what their “baseline” is. This is their neutral emotion, or how they talk when they are not emotionally engaged. This is where most people talk on a general basis. Then, you want to see if you can notice what their different emotions sound like when they begin talking. For example, can you identify surprise, shock, or concern in their voice? Can you recognize happiness, joy, or excitement? Can you recognize anger, accusation, or annoyance? Can you recognize sadness, disappointment, or despair? Can you recognize fear, uncertainty, or anxiety? Try and recognize as many different emotions as you can as you are talking with them. The more you can recognize before you ever begin trying to manipulate them, the better. This will give you the best leverage when it comes to determining what they are feeling in regard to anything you are saying to them, and how you can use these feelings to maximize your persuasion and manipulation efforts. 
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    This may seem confusing but bear with me for a minute here. When it comes to manipulation, it actually works like this: analysis, persuasion, manipulation, persuasion. However, because persuasion is most enforced after the manipulation tactics have been deployed, it is easier to say that it goes analysis, manipulation, then persuasion. For that reason, it is important to know that while manipulation will come somewhere in the middle of all of your persuasive efforts, it is not necessarily the very next step. I say this not to confuse you, but to ensure that you read the entire book before you begin practicing anything from within these pages. This will ensure that you get the most out of it.  
 
    Now that you are aware of when manipulation actually comes into play, you can begin understanding why manipulation is necessary, how it works, and what methods are used when it comes to manipulation. We are also going to review what methods do not constitute as manipulation, to ensure that you don’t confuse honest and effective manipulation with using manipulation for conning people.  
 
    Why Is Manipulation Necessary?  
 
    For a book titled Manipulation it may seem somewhat straightforward that manipulation is actually within the contents of the book itself. However, it is important that you understand why manipulation is a necessary step in the overall practice of getting what you want from people. After all, if persuasion were strong enough, couldn’t you simply persuade people and skip manipulation altogether?  
 
    I suppose you could, but then you may be missing the entire point of manipulation altogether. See, manipulation is the point whereby you actually request something from someone. This is where you request what you want in a negotiation, actually verbally ask your boss for a promotion, ask your client to purchase something, or otherwise make the actual request from the person. If you do not include manipulation, then you may persuade someone to agree with you, but you will never actually have a platform to deliver the request upon which you actually want them to agree with you on! That would make it all somewhat pointless, wouldn’t it?  
 
    The manipulation step truly is the key that makes the entire process work. This is likely why it is the highlighted step when people think about this tactic for making deals and getting what they want or need from other people. Manipulation is a practice that allows you to use wording in a particular way so that you can get virtually anything you desire from a person. As you will learn about in Chapter 5, you can get nearly anything you want as long as you know exactly how to say it so that people feel more compelled to listen and agree with you.  
 
    What Makes Manipulation Work?  
 
    Manipulation works through using a specific strategy that includes play on words. There are two strategies that work best if you want to keep it simple, and they are largely focused on bypassing the conscious mind and tapping into the subconscious mind with how you say things.  
 
    In addition to the word play itself, you also require effective analytical and persuasive skills. Without these, manipulation will not work. That is why, in addition to talking about manipulation, we also learn about analysis and persuasion within this very book. As you learned about in Chapter 2, analysis is necessary because it allows you to know exactly who you are dealing with and what you need to know about that person in order to effectively persuade them to like you. Then, you can use the leverage of your persuasion and their trust in you to manipulate them. Once you have done that, you want to continue persuading them so that they agree with you.  
 
    Manipulation is essentially a concoction of analysis and persuasion combined with effective and manipulative word play that allows you to get people thinking in a specific way. It requires you to have a very basic understanding of human psychology, which we will discuss, so that you understand what really gets people to say “yes” to things.  
 
    The reality is, most people are already wanting to say yes, but they are wired to say no. This is why they tend to disagree with you on something, even if that is not how they actually, genuinely feel. Through effectively employing these strategies, you will be able to bypass the tendency of saying no so that you can encourage people to say yes more often. This means that you will get what you want infinitely more!  
 
    How is Manipulation an Honest Practice?   
 
    We have already basically touched base on this, but I just want to get back into it one more time before we begin learning about the technique and application of manipulation. Manipulation is largely considered a cruel practice because many associate it with using harsh guilt trips and the blame game. In the amateur’s world, this is exactly what manipulation is. And, respectively, it is a nasty thing. Many people believe that this is all manipulation truly is, and the reality is that it actually is not. This form of manipulation is typically one that people learn through their life as they try and get what they want from other people and never learn how to do so in a healthy way. So, they use tactics that essentially guilt or shame other people into agreeing with them. They continue abusing these practices until the person feels forced to agree, whether they truly want to or not.  
 
    Real manipulation, as you are in the process of learning about, is not actually a practice of using guilt or shame to get people to agree with you. The idea is not to step into an immature behavioral pattern and “throw a tantrum until the other person agrees”. That is not the aim at all. That is why it is necessary to learn proper and effective strategies that will help you manipulate people without creating unwanted feelings of guilt or shame. Instead, you are merely learning how a human’s psychology works and using word play to bypass the immediate fight-or-flight reaction that most people get when someone asks something of them, especially something big. For example, when you go into a store and someone asks if you need help and your immediate reaction is “no thank you”, even if you actually did. Then, you pretend to browse around before selecting a sales person that you feel most comfortable with. Essentially, you are bypassing the need for the person to select someone they feel comfortable with because you are making them feel comfortable with you right away! You are not forcing anyone into anything, but you are using fact-based evidence about human psychology to build your credibility and relatability through persuasion, and then encourage people to agree with you through manipulation. If, however, a person truly did not want to agree with you, they would then be at their own free will to disagree. However, assuming that what you are asking is respectful and genuine and that you are being sincere about it, there is no reason for them to disagree with you. 
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    Now that you understand why manipulation is so important, we are going to begin learning some techniques that you can use to begin manipulating people right away. Manipulation is a practice of using words strategically to make people think in your favor. The way you word yourself essentially makes it so that you make the option you don’t want someone to choose seem “negative” and the option you do want them to choose seem “positive”. The way you say it bypasses the conscious mind which will automatically say “no” and teaches the subconscious mind that it is okay to say “yes”. There are two strategies you are about to learn that will maximize the success you have with using manipulative requests to get someone to say yes to you. The first one requires you to start with small requests and work your way up, and the second requires you to ask something large or seemingly outrageous first, and then ask for what you want second. Both of these strategies will ensure that you get maximum success when asking for the things you want or need.  
 
    Starting Small 
 
    The first strategy you use requires you to start by building your way up to the “big request” through a series of smaller requests. There are two reasons why this works when it comes to manipulating people. First, getting people to say yes to smaller things before asking for anything large means that you get a feel for how the person tends to make decisions. You can ensure that your analysis was done correctly and that you are sure of what the person truly is like. You can also build your confidence in getting stuff from them and make it infinitely easier for you to then ask for the larger request. The second reason why this works is because it essentially “trains” the person to say yes to you. They become used to saying yes to you and both their conscious and subconscious mind become more trusting in you and what you have to offer. As a result, you end up making it easier for them to say yes to you for the bigger things in life.  
 
    Starting small is an effortless way to manipulate people, and it takes virtually no practice at all. As long as you have successfully analyzed the person using the skills you have already learned, you can easily begin making small requests and working your way up to your biggest or “ultimate” request. Simply begin with easy things. We are going to look at a real-life example below to help you get an idea of what the starting small request looks like in action.  
 
    Real Life Example 
 
    Cassandra is a retail worker in a luxury shoe shop. The shoes retail for upward of $1,000 per pair, and Cassandra knows that many of the people who enter the shop are not actually interested in buying shoes. Instead, they are simply dreaming of what life would be like with a pair of luxurious shoes on their feet. That being said, most just come in, look around, and leave. In the majority of cases they won’t even try things on because they don’t want to have to admit that they cannot afford the shoes to begin with. Cassandra, however, has made a bet with her coworker that she can sell four pairs of shoes in a day. She has already sold three, which is one more than she normally sells in a day. Now, she is on for the fourth and final pair. She knows it won’t be easy as she doesn’t have much time left on her shift, but she wants to try.  
 
    With fifteen minutes left on her shift, Cassandra looks up to see a lady walking through the door. The lady appears to be dressed nicely and is wearing a mix of luxury brands and inexpensive brands. Cassandra smiles, knowing that this lady can likely afford the shoes in the store, which makes Cassandra’s job just that much easier. She notices, however, that the lady seems to be somewhat unimpressed by their selection. She does not appear to be picking up or pursuing any of the pairs of shoes that she walks by. Cassandra gets ready to make her move and walks up to the lady to introduce herself. 
 
    Cassandra: “Hello, Ma’am, welcome to the store. What brings you in this evening?”  
 
    Shopper: “Oh, you know, just looking to see if there’s anything I am interested in.”  
 
    Cassandra: “Oh lovely! We have many selections to choose from. My name is Cassandra, and I’d be happy to help you find your perfect shoe! What was your name?”  
 
    Shopper: “Gina”. 
 
    Cassandra: “Lovely to meet you, Gina! You know, I have a great pair of sling backs that would look amazing with what you are wearing right now. Would you like to see them?”  
 
    Gina: “Sure.”  
 
    Cassandra: “Are you interested in seeing them in the gold style, or the black style?”  
 
    Gina: “Umm… black please.”  
 
    Cassandra: “Great! Are you into more classic colors, too?”  
 
    Gina: “Usually, yeah. I own a few more colorful pairs, but they don’t go with as much of my wardrobe, if you know what I’m saying.”  
 
    Cassandra: “I totally get it. I prefer shoes that I can mix and match, too. Do you wear mostly heels or do you prefer a different style?” 
 
    Gina: “Heels and flats.”  
 
    Cassandra: “Oh, great! I have some wonderful flats, too. Would you like to see a pair of gorgeous new black ballet flats we got in last week?”  
 
    Gina: “Sure.”  
 
    Cassandra: “Okay, perfect, I’ll go get the shoes!”  
 
    Gina: “Ok.” 
 
    Cassandra: “Okay, here are the black classic heels I was talking about. Aren’t they gorgeous? And these are the black ballet flats. I’m in love with the new styles they’re coming out with this season!”  
 
    Gina: “Me too, those are gorgeous.”  
 
    Cassandra: “The heels or the flats?” 
 
    Gina: “Both, but I’m preferring the heels honestly.”  
 
    Cassandra: “Okay! They’re definitely amazing. Want to try them on?”  
 
    Gina: “Yes please.” 
 
    Cassandra: “How do they feel, are they the right fit for you?” 
 
    Gina: “Yes.” 
 
    Cassandra: “Great! These would go amazingly with so many different styles of outfits, too. Don’t you think?”  
 
    Gina: “They would! I have a great outfit I can already picture them with.” 
 
    Cassandra: “Oh perfect! So you like them then?” 
 
    Gina: “Yes.” 
 
    Cassandra: “Great! Would you like me to hold them at the till for you while you continue to look around?” 
 
    Gina: “I’m ready to check out now.”  
 
    Cassandra: “Oh perfect! You can just leave the heels there; I’ll take care of it all! I’ll get these boxed up for you and meet you at the cash register.” 
 
    Gina: “Great, thanks!”  
 
    As you can see, Cassandra never pressed or forced Gina into taking the shoes. Instead, she created a scenario where she was able to essentially train Gina into saying “yes” to things. She asked a variety of things of Gina, always coming from an angle where Gina would have the opportunity to say “yes” in response. This got Gina comfortable with Cassandra and made it so that she was trustworthy of what Cassandra had to offer her. Cassandra took the time to notice that Gina did not appear to be overly impressed with any of the stock and managed to quickly analyze her client and ask her small requests (i.e. “what is your preferred style?”) to learn more about her. Then, she could come up with a solution to ensure that Gina would find a style she liked enough to want to purchase. Even though the bigger picture was that Cassandra wanted to make her fourth sale and win the bet, her entire focus was on creating requests, getting Gina to say yes, and finding the proper solution for Gina. Because she was able to create an option that seemed like a valid and rational solution for Gina given her circumstances, it was easy for Gina to say yes. Instead of feeling pressured or forced, she simply viewed the experience as a sales person finding a solution, rather than a sales person forcing a sale on a disinterested client.  
 
    Using smaller requests in the beginning gives you the opportunity to explore the needs and wants of the person you are attempting to get something from and creates the perfect scenario for you to tailor the ultimate request so that it appears as a solution rather than a pitch or a pressured offer. As a result of this approach, the person you are requesting from will view it as a positive experience instead of something that would otherwise frustrate them or make them feel annoyed with you.  
 
    Remember This 
 
    When it comes to using the Starting Small request strategy, there are a few points you want to remember. They are as follows:  
 
    
    	 Start with small, seemingly unimportant requests. These can be questions that encourage a “yes” response, or this-or-that questions that give you an answer to provide you with more analytical information. 
 
    	 You can use the information you learn with smaller requests to tailor the way you ask your big request. Make the big request sound like a solution not a pitch.  
 
    	 Starting Small gives you the opportunity to build up courage and confidence in making your request. 
 
    	 Starting small “trains” your target to say yes to you and helps both their conscious and subconscious mind feel more confident in saying “yes”.  
 
    	 Use at least 3-4 smaller requests before getting to your big request if you want to fully prime your target.  
 
   
 
    As long as you remember these five points, it will be easy for you to use the Starting Small request when you are manipulating a person.  
 
    This-or-That  
 
    The second type of request you can make is a This-or-That request. This is a form of request whereby you ask someone to make a decision between one thing or another. There are two ways that you can deploy a This-or-That request. The first way involves you giving a large request followed by a smaller one, where the smaller request is the one you actually want them to choose. The second involves you giving a seemingly strange or odd request followed by a more normal once, which would be the one you want them to choose.  
 
    This-or-That requests work in two ways. First, you always ask for what you don’t want first and make it seem way too much or way too strange for someone to actually agree with it. This way, they’re already saying “no” in their mind to the initial request which makes them far more likely to say “yes” to the second request, which is what you wanted them to say yes to anyway. The second reason it works is because you are giving them two options, and “no” isn’t one of them. Although they can still say no, the fact that you have not made it a vocalized option means that they are less likely to think “no” altogether. Instead, they will simply think “no” toward the overly large or strange request and “yes” to the one you want them to say “yes” to.  
 
    The This-or-That request should always be conducted with some form of urgency. You do not want to have the request made with something like: “Would you like to buy that today or wait?” because the person will almost always choose to “wait”, which results in you not getting what you want. The same goes for any request, regardless of whether or not it is sales-based. You need to make sure that “or not” is never an option. The This-or-That needs to be two scenarios where action is required now. To give you an idea of what the This-or-That request looks like, let’s explore a real-life example where this request type is being used. That way, you can see how it works in action.  
 
    Real Life Example  
 
    Bob is a relatively well-off guy, but recently he has been running into some money troubles. After being laid off at work, he found himself struggling to make as much money as he had in his previous job. Although he had since found new work, he was not making nearly as much, and it made covering his expenses a lot harder. He knew things would pick up, but he needed some money now. His car recently began having issues, and he was struggling to get it from point A to point B. Without his car, he would not be able to make any money.  
 
    Bob has a friend named Jeff who still makes good money. Jeff is aware of Bob’s situation already but does not know that Bob needs extra cash to cover the expense of his car repairs. Jeff generally prefers not to lend money to friends, as he knows that it can sometimes lead to uncomfortable situations or even arguments should the debt not be repaid properly. Although he trusts Bob, he has been burned too many times in the past when it came to lending to friends, and so he is openly and strictly against this. Bob knows this but is desperate to get his car fixed. So, he goes to Jeff to ask for assistance.  
 
    Bob: “Hey Jeff, how are you?”  
 
    Jeff: “Good, thanks, you?”  
 
    Bob: “Good. How’s work been lately?” 
 
    Jeff: “Good, getting lots these days. It’s been busy. You?” 
 
    Bob: “You know, making ends meet. Barely. Listen, I have to ask something from you, is that okay?” 
 
    Jeff: “Yeah man, what’s up?” 
 
    Bob: “You know I’ve been having it a bit rough lately since my last company laid me off, and normally I’m good for it, but my car has been running into some troubles and I need to get it into the shop so it doesn’t break down.”  
 
    Jeff: “Rough buddy, what do you need?”  
 
    Bob: “I know you aren’t a man to lend to friends, and I know why, but can you please loan me a couple hundred bucks to get it sorted out? I really need my car.” 
 
    Jeff: “You know I don’t do that, Bob. Nothing personal buddy, I just don’t want to get let down again. I know you’re a good guy, but it’s just easier not to go there, you know? Can you get a loan from one of those lending places?”  
 
    Bob: “I know, I get it. I could, but the return rate is insane and I can’t afford that, at least not until I know I have a better gig lined up for me. Listen, I know it’s not normally something you’re comfortable with, but I could really use your help. Would you rather my car breaks down entirely and I have to borrow thousands to get a new one, or would you rather I just borrow a couple hundred now and get it fixed so that I can sort my stuff out? You know I’m good for it.”  
 
    Jeff: “Yeah, I guess you’re right.” 
 
    Bob: “I just don’t want it to become a bigger issue than it has to be, I need it you know. I can’t make money if I don’t have it, and I don’t want to end up sleeping on your couch in a couple months because everything hit the fan.” 
 
    Jeff: “Yeah, alright. When do you need it by?” 
 
    Bob: “Thanks man, Saturday if you can.”  
 
    Jeff: “Alright, deal. You’re welcome.”  
 
    In this scenario, Bob used the leverage that he already had to get Jeff on his side. He knew that Jeff wouldn’t say no to him if he realized how serious the situation was and was able to get Jeff to completely change his mind despite him typically being completely against lending to friends. As you can see, Bob never pressured or forced Jeff into making a decision he didn’t want to make, either. Instead, he explained to him why it would be a good idea and then used the This-or-That manipulation request to explain that if he didn’t borrow a couple hundred dollars now, he would need a few thousand or a place to live later on. Because the alternative was a large and unwanted solution to the issue, his friend Jeff realized it made more sense to help him now than to wait for it to get especially bad later on. 
 
    Remember This 
 
    When you are using the This-or-That request in your own practice, it is important that you remember these steps: 
 
    
    	 The This-or-That request works best if you know exactly what the other person would say “no” to, so make sure that you choose something that they are least likely to agree with. 
 
    	 Always put the answer you want them to say “no” to in the first part of the request so that they are already mentally saying “no” to that. This will make them more likely to say “yes” to the alternative solution.  
 
    	 Make sure that you explain it in a way that it sounds like you are benefitting the person you are requesting from, and not like you are just trying to get something from them. For example, “Would you rather me sleeping on your couch in a few weeks, or lend me a couple hundred now so that I can stay in my own place?” 
 
    	 If you are unsure about what a person really cares about and what they would likely say “no” to, make sure that you choose something that is fairly generic for the first part. Typically, strange circumstances, large sums of money, and extremely inconvenient experiences all make for a great “This” if you are unsure.  
 
    	 Always make sure that the first part of the request is logical and makes sense. If it is too large or strange, people will not believe it and they will know that you are just trying to get them to agree with you. 
 
   
 
    If you can take your time and pay attention to these points when you try the This-or-That request, then you are almost certain to experience success with it. You can use this with virtually anything, as long as you have had enough time to get to know the person and what they would definitely say “no” to.  
 
    Combining the Two  
 
    You may have already realized, but the two forms of manipulative requests you have learned today can actually be combined to make the perfect ultimate request. If you want to make sure that you are getting maximum success from your efforts, try combining the Starting Small and This-or-That requests to get more out of it.  
 
    This can work in many ways, but typically it starts with you using the Starting Small practice. First, you would use this to get to know your target and get a clear sense of who they are and what they are looking for. You can use this as an opportunity to further analyze them so that you know exactly how to word your final request so that they will say yes. This is a great opportunity to get to know what they don’t want, what they are trying to avoid, and what they are looking forward to or what they need to say yes to.  
 
    Once you have asked several of the smaller requests, you can then use the This-or-That practice as your final request. Now that they are already saying yes to you and you have a greater understanding of what they don’t want, and what they definitely want, you can perfectly tailor your This-or-That request to ensure that they will answer in your favor. Simply take all of the things they definitely don’t want or like and turn them into one (reasonable) option, and then take everything they do want and attach it to your solution so that they want what you have offered!  
 
    This also works even better if you specifically use words that your target has used. You will learn more about that as we dive into “persuasion”, now! 
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 Persuasion 
 
      
 
    Although this is considered the final step of the practice, persuasion actually starts when you begin talking to the person. You are going to persuade the person to talk to you, like you, trust you, listen to you, and hear your offer. Then, you are going to persuade them to say “yes” to you!  
 
    Why Do I Need to Be Persuasive?  
 
    Persuasion is necessary if you want to be successful in winning people over. This is the practice where you get to encourage people to believe that you are reliable, credible, and trustworthy. You want to take it a step further though, and really get them liking you and wanting to do business with you, whatever your business may be.  
 
    If you fail to use persuasion, you may become “just another person with an offer or a need”. However, with persuasion you become a person who is seen as an equal. Your target no longer feels chased or hunted, but rather they feel as though you are genuine person who either has a solution for one of their needs, or who genuinely needs help. This is important because most people will automatically be inclined to say “no” to people they don’t know or trust.  
 
    Have you ever had a situation where you met someone and within a few minutes you felt like you had known them your entire life? This is what persuasion offers you. When you are persuasive and you make use of these skills, you immediately become the type of person who anyone can feel as though they have known for a lifetime. Because of this, they are far more likely to trust in you and want to listen to what you have to say.   
 
    What is Persuasion?   
 
    Persuasion is very similar to charisma, only it is more manufactured than just basic charisma. Charismatic people tend to be those who are naturally friendly and who seem to be able to make friends with anyone in a room. Persuasion is essentially taking charisma a step further. Instead of simply being friendly and likeable, you intentionally create an environment whereby people feel as though you are extremely relatable to them. You use a series of verbal and non-verbal actions to make it so that you are far more relatable person and so that people are naturally drawn into you. This takes it a step further than mere friendliness and makes it so that you are intentionally helping people feel at home around you and like they can trust you with anything.  
 
    Won’t They Know I’m Faking?  
 
    The idea with persuasion is that, even though you are intentionally using verbal and non-verbal cues to relate to someone, you are not actually faking anything. Instead, you are simply putting forth extra effort to ensure that the person feels comfortable around you. You want to make sure that they trust you and see you as a credible and reliable person, and using these strategies ensures that.  
 
    The only way people will know you are faking is if you are overly elaborate and not intentional about your actions. Persuasion is a series of subtle actions and cues that work on the subconscious mind, not overly elaborated actions and cues that are intended to work on the conscious mind. This is another practice where you are speaking past the conscious mind to tap into the subconscious mind to formulate a belief that you are trustworthy and credible.  
 
    Remember, when you bypass the conscious mind and tap into the subconscious mind, it becomes a lot easier to get people to trust you and believe in you. However, to truly make it work, you have to stay subtle and work in a very intentional way to ensure that the conscious mind doesn’t pick up on your actions and immediately start questioning your integrity. If you want to have the most success with persuasion and prevent yourself from being seen as a “faker” who is merely acting to gain people’s trust, you have to ensure that you are subtle. This is great for people who are beginning and who want to keep manipulation simple and effective because it truly doesn’t require anything over-the-top or difficult to remember. Plus, it significantly maximizes the success that you will gain from your manipulation efforts. 


 
   
  
 

 Chapter 7 
 
      
 
      
 
   
  
 

 Persuasion Techniques 
 
      
 
    Persuasion techniques are extremely simple to use. Some of them may even come naturally to you, as many of them are built-in subconscious communication forms that we use without even realizing it. However, because you do know about them, you can manipulate your own form of subconscious communication to intentionally orchestrate exactly what you are telling the other person’s subconscious mind. There are five primary ways that you are going to do this so that it stays simple and effective for you: mirroring their body language, picking up on their vocabulary, matching their tone, basic charisma, and staying optimistic. Through these five practices you can easily begin persuading people to talk to you, like you, trust you, and agree with you. Here’s how.  
 
    Mirror Their Body Language 
 
    When it comes to non-verbal communication, we rely heavily on body language. Although we have an advanced form of communication, which is our vocabulary, body language is one that we subconsciously watch to pick up on clues about how a person is really feeling or thinking in any given situation. It is entirely necessary if we are going to successfully understand what a person is truly saying to us, and so we tend to pay attention to both body language and verbal language when we are communicating to ensure that we get the full message that a person is trying to tell us. You have already learned about this in analysis, so we are not going to go much further into why body language is so important. Instead, we are going to pay attention to how you can effectively and simply mirror someone else’s body language so that you can communicate with their subconscious mind in a way that truly speaks to them.  
 
    You want to start by making sure that you are clear on the fact that you are not required to mirror every aspect of their body language. That would not be a positive way to communicate as it would tell their subconscious mind that you are trying too hard and alert their conscious mind that you are doing something strange. They will not feel comfortable around you, but rather confused and put off. They may even try to quickly end the conversation and get away from you because their flight-mode kicks in as a result of them not understanding what you are doing and why you are copying them so closely. 
 
    The trick with mirroring body language is to refrain from mirroring it exactly, and to refrain from mirroring every cue. Instead, you want to subtly and loosely mirror their body language in a way that makes it seem like it is happening naturally and unintentionally. Subconsciously, when a person subtly mirrors our body language it is a sign that they are drawn into us and that we are connecting on a friendly, or deeper, level. When we are genuinely interested in another person, regardless of whether the interest is merely on the surface or romantic, we subconsciously find ourselves loosely mirroring their body language. This mirroring resembles the connection we feel toward them. Again, this does not necessarily mean a romantic connection. In fact, it is extremely common in very professional and strictly surface-oriented connections like acquaintances or friends. So, you can use this trick no matter who the other person is or what you are asking of them.  
 
    To use it, simply ensure that each time they make a significant change or movement, you loosely mirror it a few moments later. For example, say that you are talking to someone and you are sitting across from each other. Perhaps for the duration of the conversation you have both been sitting upright and not leaning back in your chair. However, suppose they lean back and get extremely comfortable in their chair, cross their leg, and fold their hands in their lap. You would not take on the exact posture, but you may wait a few moments before simply leaning back. You do not cross your legs or fold your hands, but you do take a unique position that is now leaned back and relaxed in your chair.  
 
    By loosely following their body language in this way, you make it clear that you are “on the same page” as the person you are talking to. Because they can relate to you on a physical level, which they can tell based on your body language, they are more likely to feel trust in you. Again, make sure you don’t do this with every movement they make and never copy them completely. Make yours clearly different, but similar in nature. Only copy every once in a while. You don’t have to use any form of algorithm or numbers to choose when, simply do it when it feels right. If you notice you haven’t in a while, do it again.  
 
    Pick up On Their Vocabulary 
 
    In addition to copying someone’s body language, it is important and helpful to also copy their vocabulary! Once again, this is you intentionally and subtly mimicking a person’s preferred communication method to ensure that they relate to you. The best way to understand why this works is to consider two people of very different generations. Imagine an 80-year-old talking to a 20-year-old. They will speak in very different terms and their slang will be quite different, too. The references they refer to, the specific vocabulary they use, and even their choices and preferences will vary based on their age and where they belong in society. The same is true for everyone. If you want to have maximum success in persuading someone to like you and agree with you, you have to talk to them on their level.  
 
    This doesn’t mean that you have to completely change your vocabulary to speak like someone else. If you are a professional who typically speaks in a very educated and articulated manner, you do not have to suddenly begin speaking like a skater or a hipster to the person you are trying to persuade. Again, the idea is not to entirely mimic what they are saying and doing. That would lead them to believe that you are trying too hard, that you are not confident in who you are, or that you are otherwise doing something underhandedly that will put them off and lead to them ignoring you. 
 
    Instead, you want to simply pick up on a few of their vocabulary words here and there and put them in action. Use them in proper context, and make sure that you don’t abuse them. Only use them when it really counts.  
 
    For example, say that you are trying to sell a television to someone and you notice that they are looking for a “crisp” image with a “clear” sound and a “killer” price. These specific words are ones you would want to use later when you are describing a television to them. Specifically, when you are describing the television that you want them to buy. Make sure that you don’t sound like you are intentionally using these words each time, either. You may say something like, “I know you want a really crisp image and this TV is great for that! It also has a really clear and killer sound so you can get maximum enjoyment from it. You’ll love this one!” Let the words flow in smoothly and don’t make it sound overly intentional that you are using them. You can also include those words later on in other areas of the conversation, again in passing. Making it casual and not putting any form of unnatural emphasis on these words ensures that you are most likely to connect with that person without making it seem like you are trying too hard to appeal to them. If you overuse the words or put any form of unnatural emphasis on them, it will become clear that you are only using them for the benefit of getting that person to feel positive about what you have to offer, and this will put them off from the deal entirely.   
 
    Match Their Tone  
 
    The last part of communication that you really want to pay attention to and use when it comes to persuasion is the tone of the person you are talking to. When you are talking to someone, you want to match their tone of voice. Try and carry yourself in a similar way in regard to how their energy flows. For example, if they are a highly energetic and outgoing person, matching their high energy is a great way to ensure that you are truly getting the most out of your communication and encourage them to agree with you. If they are a serious and conservative person, you want to match them with a similar level of seriousness and conservativeness. You want to make sure that you are communicating with the same tone that your target is communicating with. 
 
    The reason for this is that we often struggle to relate with and understand people who are communicating beyond us. If we are serious and reserved, for example, talking to someone who is loud and outgoing may be uncomfortable. The high and outgoing energy of the person you are talking to may result in you feeling like you can’t keep up or understand them. As a result, you may find that you want to flee the conversation as quickly as possible. Regardless of whether or not they are using similar vocabulary and matching your body language, you are still going to feel like they are too overwhelming and you are going to want to end the conversation. The same goes for the alternative way, too. If you are outgoing and loud, talking to someone who is quiet and reserved may make you uncomfortable. You may find that you want to leave the conversation because you cannot relate to how quiet and serious they are about everything. Either way, when you communicate with someone on a level that is vastly different from the one that you are normal to, it is uncomfortable and hard to relate to them. 
 
    For this very reason, you need to make sure that you match the tone of the person you are communicating with. Take a moment or two to recognize where their energy level is at and what type of energy they have in general. Then, match this in your own energy. That way you can communicate on the same level and have them feeling like their energy is matched, rather than cause them to feel overwhelmed or even bored by the conversation they are having with you. The idea is that you want them to stick around and talk to you until you have had the chance to win them over and get their agreeance on whatever you want from them. 
 
    Basic Charisma 
 
    Although persuasion is not all about charisma, it is a very intentional extension of charisma. For that reason, charisma itself is still important. You want to make sure that you are effectively taking advantage of all of the aspects of charisma that naturally make people eager to talk to another person. Some of these aspects include smiling, being open and friendly, welcoming people to talk to you, and making people feel as though they are comfortable around you by genuinely being a nice person.  
 
    People are drawn into positive, smiling, warm people who are open to conversation. Don’t just get straight to the point of demanding requests from a person. Ask them about who they are, how they are, what they are interested in, and other personal questions. The more you take the time to get to know someone and have a genuinely friendly conversation, the better your strategy will go. First, you get to analyze them for a lot of great information while also persuading them to trust in you and feel comfortable around you. Second, you get to really build your charisma and persuade them to like you so that they are more likely to say yes when you finally request something of them.  
 
    If you jump straight to the point and fail to make an honest connection with someone, they are not going to want whatever you are offering. This is true whether or not you have known the person for some time before the request. Customers can see this behavior from a mile away, but so can friends. If you are the kind of person who is constantly making requests especially, requesting something without truly building the friendship between yourself and another person is a good way to put them off and leave them feeling like you are too needy and not genuine enough. You want to stay genuine and show that you truly do care about the other person.   
 
    Stay Optimistic  
 
    People are naturally drawn in to people who are optimistic. When people are positive, have a bright outlook on life and life experiences, and are eager to share their positive energies with others, they instantly become more attractive. Since persuasion is all about attracting people to trust and like you, it makes sense that you would want to incorporate optimism into your practice to ensure that you maximize the success you have.  
 
    Think about it, if you are negative and constantly complaining and whining, you instantly become a poster-image of the type of person people generally think of when they think of manipulation. They think of people who are negative, whiney, down-on-their-luck, and liable to guilt-trip and shame them into giving them something. This is a highly negative image, and truly a negative experience altogether. You don’t want your target feeling this way about you.  
 
    Instead, you want to stay positive! Look for the light in everything, share your excitement and passion, and stay optimistic from your position. You don’t have to be unrealistically positive about everything, but you do want to stay optimistic. Staying optimistic ensures that you are easily attractive to those around you and that they are eager to hear more about what you have to say. People are far more likely to say “yes” to those who are positive. They are also far less likely to recognize any manipulative patterns or think that you are intentionally trying to get them to do something for you.  
 
    Stay positive in your interactions, stay positive about how agreeing with you is a good thing, and stay positive about the fact that they are going to agree with you. Do not allow doubt or negativity to encroach on your mind and take away from your optimistic energy. You want every part of you, on the surface and underneath, to be optimistic. People will recognize if you are faking optimism on the surface, so make sure that you are genuinely experiencing it on all levels by giving yourself a positive pep talk if need be and staying focused on what good will come of the situation. Don’t let negativity or any other down-on-your-luck type emotions creep in and take away your ability to successfully win people over. 


 
   
  
 

 Conclusion 
 
    As you can see, manipulation is a powerful tool to get anything you want in life. Manipulation: Simple and Effective Strategies to Learn and Execute Manipulation Techniques was designed as a guide book to help you use manipulation like a master without ever having to dive beyond these basic practices. That makes it effortless for you to get what you want with minimal need to practice or remember any significant or elaborate strategies.  
 
    I hope this book was able to show you how easy manipulation is, and how quickly you can master the art. I hope you were also able to understand how honest manipulation is merely a tool in life, and not a strategy where you play on people’s guilt, shame, and fear to force them into giving you your way. Through honest and proper manipulation, you can get your way without ever making people feel like you actually orchestrated the entire thing. Instead, they will see everything in a positive light from the start and feel eager to agree with you, no matter what you are asking of them.  
 
    The idea behind true manipulation is not to hurt people or force them into agreeing with you. Instead, it is to use their natural psychology to create an atmosphere where it simply makes sense to agree with you. Through this atmosphere, it just wouldn’t make sense to do it any other way. They see that your offer is a positive solution or choice, and they are eager to make that choice based on their own free will. No pressure, force, or black mail required.  
 
    Now that you understand what these practices are and how easy they are to put into effect, it is time to get out there and actually start using them! Begin practicing using analysis first, then persuasion, and finally manipulation. Make sure that you get good at persuading people to like you and trust you before you really get into the manipulation part. This will ensure that when you do start using the manipulative requests that people are already willing to say yes to you, before you even ask. This will maximize your success.  
 
    Lastly, if you enjoyed this book I ask that you please take the time to honestly review it on Amazon Kindle. Your feedback would be greatly appreciated. 
 
    Thank you! 
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 Introduction 
 
    Manipulation is a great strategy that you can use to get virtually anything you want in life. If you have read any of my other books, you may already be well aware of some of the best manipulation strategies you can use when it comes to leveraging this skill for your own benefit. However, you may also be wondering when, where, and how you can practice manipulation. After all, it is something that you have to be very discreet about, and you don’t necessarily want to let anyone know that you are using this skill to advance yourself. 
 
    Even though you and I both know that you are doing it with positive intentions, not everyone may see it that way. Manipulation is a touchy subject, so this is something you will want to keep to yourself. 
 
    Unlike other skills where you can openly practice them at any given time, manipulation is a skill that you need to practice “undercover.” You do not want anyone to know that you are practicing it, or that you are even using it. This would result in you not being able to create as much success as you might desire. For that reason, “Manipulation: Best Practices to Learn and Execute Manipulation Techniques” was created. This guide will help you explore the many ways that you can practice manipulation so that you can become a master at the practice. You will also be guided through the process of recovering yourself should you get caught along the way.  
 
    If you are ready to learn about the perfect environment for you to practice manipulation in, and how you can truly become a master at this skill through practice, you are in the right place. In the following chapters, we are going to explore some of the best strategies you can take advantage of to practice this talent in. Then, you can begin using it full-force in your own life as you desire! Please, take your time working through this book. And of course, enjoy! 
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 Why it is Important to Practice 
 
      
 
    Manipulation is completed through a three-step process: analysis, manipulation, and persuasion. This three-step process is actually comprised of various strategies and skills that you will use to perfectly execute manipulation so that you can get the most out of your efforts.  
 
    It is important that you realize that the strategies and skills that are required for you to get the most out of your practice are just that: strategies and skills. For that reason, you need to be willing to invest time in practicing these strategies and skills to ensure that you truly get good at them.  
 
    Many values come from actually practicing your skills that ultimately lead to you experiencing maximum success from your efforts. For that reason, you will want to be sure that you practice regularly and thoroughly. Let’s take a look at the many reasons why practicing manipulation before trying it in any form of significant scenario is essential to be successful with this skill.  
 
    Benefits of Practicing First  
 
    There are many benefits behind practicing before you actually begin manipulating anyone in any form of large-scale scenario. These benefits are all ones that you gain when you take your time and slow down, so they are some of the biggest reasons why you are going to want to practice first.  
 
    The first big benefit you are going to gain from practicing before you attempt to go full-force with your manipulation efforts is that you gain tact. Manipulation is something that requires you to speak and work in very specific ways to ensure that you effectively achieve success in what you have set out to do. If you practice first, you give yourself the opportunity to really succeed in saying what you need to say, how you need to say it, and physically complimenting what you are saying rather than contradicting yourself through your body language. As you may already know through other manipulation books, creating success in how you communicate comes through knowing to communicate in two different ways: verbally and non-verbally. When you are manipulating someone, you need to be able to intentionally influence both of your communication factors so that you can truly tell that person what you want them to know.  
 
    Tact comes from regular practice. As you begin using your new analysis, manipulation, and persuasion strategies on a regular basis, you will learn how they actually feel when you are in action. You will get an idea of what makes them work, why, and how you can maximize your success. You understand first-hand how your tone of voice, body language, vocabulary, and choice of words communicate to the person in front of you. Then, you can adjust your practice to ensure that your tact is strong and that you are having complete success with it. You also learn how unique strategies work for different personality types and what that means for you when it comes to getting your way. 
 
    In addition to refining your skill and knowing exactly how to make it work, you also gain the opportunity to build your confidence. In the beginning, manipulating people can be intimidating and difficult. You may find that certain topics, such as those that are smaller or less important to you, are easier to manipulate people around. Alternatively, those that are larger or more important to you may be harder. For that reason, you want to make sure that you practice regularly so that you can build your confidence. Once your confidence has been built, and you are more successful with your skills, you can easily begin using your skills for a variety of larger requests and see greater experience from it, too.  
 
    Lastly, perhaps the biggest benefit behind practicing is that you want to ensure that your tact and confidence equate to you not getting caught. Remember, even though virtually everyone uses some form of manipulation on a regular basis, this doesn’t mean that people are actually aware of it. For that reason, many people still associate manipulation with a negative trait and they believe that anyone who uses it is unreliable and not trustworthy. You want to make sure that you are not getting caught so that you don’t lose your credibility with people and wind up with a poor reputation. The more you build your tact and confidence, the easier it will be to use manipulation without anyone realizing that you are actually doing so. You may also find yourself in many opportunities to learn how to get “un-caught” without anyone realizing what is actually going on. You will learn more about this specific skill in Chapter 7. 
 
    How to Practice 
 
    Practicing, as you now know, is essential. However, there are a few ways that you can truly benefit from practicing. This entire book is all about tips and strategies that will help you practice manipulation in highly effective situations so that you can truly maximize your success and get the most out of your efforts. There are a few things that you should realize as you go through this book, however.  
 
    First, practicing is truly something that you just “do.” Unlike other skills that you may be able to practice in private, behind closed doors or even in front of a mirror, manipulating is not like that. It is imperative that you have a second person involved in your practice efforts so that you can actually get a feel for what it is like and see how your efforts work. For that reason, it is important that you practice on people and not just by reading manuals and pretending to practice in the mirror or on some form of stand-in human. You need real, hands-on experience with people who are going to respond in the same way that anyone else would to your strategies. You need organic, natural, and real practicing scenarios so that you can actually put your skills to work and practice them for real.  
 
    That being said, you need to make sure that the people you are practicing on don’t know that you are practicing on them. If they do, this will completely ruin your ability to practice. They may overlook your mistakes, not properly respond to your strategies, and ultimately respond in ways that are not typical to how an unknowing target would respond to your attempts. You have to keep your practice private and not let anyone know that you are doing it. When you are practicing, you need to make sure that you are completely focused and that no one is interrupting or taking away from your success by giving inorganic responses.  
 
    Lastly, the best thing you can do is simply practice in as many different ways as you can. Use the many practice techniques and examples that you learn in the following chapters of this book and put them to work wherever and whenever you can. The more types of scenarios you practice with, the better. This will get you ready for virtually any situation you may run into where you truly want and need to manipulate someone for a greater purpose.  
 
    When to Practice 
 
    Just like knowing how to practice, knowing when to practice is important, too. You want to make sure that you are practicing at every opportunity you get. Truly, the more you practice, the better. There are many ways that you can practice manipulation, and there are literally tens if not hundreds of opportunities to practice it in your daily life, depending on what your lifestyle is like and how many people you interact with on a daily basis.  
 
    The best thing is to practice each unique step as much as you can. In your daily life when you are walking around, analyze people. See what you can pick up on about those around you, and try and get to know who people are without ever actually interacting with them. Analyze your cashier, salespeople, people walking by you on the street, people sitting across from you at the restaurant, your friends, your family, your coworkers, and anyone else that you come across. Constantly practice your analytical skills. Notice when certain things stand out to you and see if you can find any further evidence to justify what you have noticed. Analyze as much as you can, as often as you can, and as many different people as you can every single day. When you are in active conversations with people, analyze them, too. Get used to seeing how people’s verbal and non-verbal cues change based on the natural topics that come up in your conversation. See if you can recognize when people are actively engaged, when they aren’t, when they are defensive, and when they are receptive. Notice as much as you can.  
 
    When it comes to manipulation, make sure you practice this only after you have practiced persuasion. Remember, persuasion comes into play from the minute you start talking to people and carries on long after you ask your manipulative request. When it does come time to practice with manipulation, though, don’t be shy to put your skills to use. Recognize when you need to ask for something, anything, and use manipulative requests to get it. Even if you do not necessarily need to manipulate a person, use a manipulative request to give yourself the chance to practice how to word things, which requests to use when, and what to say afterward. Give yourself the opportunity to practice as many different types of requests as you can, as often as you can. Every time you ask for something from someone, refrain from straight out asking. Instead, make it a request and use your skills to get what you want.  
 
    Lastly, when it comes to persuasion, you want to also practice this as often as you can. Any time you meet someone new, use your persuasive skills to get them to like you. Use this as an opportunity to build your credibility, establish trust and connection between you and the person you are talking to, and increase their likelihood of agreeing with you and doing as you say. This will not only allow you to practice the skills of persuasion, but it will also give you the opportunity to set the tone so that if you ever want to manipulate that person for anything in the future, you already have credibility with them. If you want to make the most out of your manipulative efforts, you should be using persuasion in every single encounter and with every single person whom you talk to. This will ensure that at any time in the future if you should want or need something, they are already “primed” to naturally want to agree with you. This will make the persuasion efforts in the manipulative conversation infinitely easier. It will also make persuading people on the spot for urgent manipulative requests much easier as you will have more confidence and tact when it comes to using this skill. You will know how to be subtle about it so that people are less likely to recognize what you are doing and instantly become uncomfortable around you.  
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 Practicing Through Observation 
 
      
 
    The first and best way to really begin practicing manipulation is actually practicing through observation. When you are brand new to the skill, you want to make sure that you take the time to see what it actually looks like in action. Reading about it and hearing about it are both highly valuable forms of practicing as they help you to understand what to do and what you are looking for, but neither of these practices allows you to physically see what manipulation looks like in actual practice.  
 
    Practicing through observation is a lot easier than it may sound. You do not have to wait around for hours or days to see opportunities to observe people in action. Instead, you should know that hundreds of thousands of people practice manipulation on a daily basis. Many don’t even know they are doing it, but they are. This is great for you because it gives you the opportunity to see the practice in action and pick up on skills from those around you. Here are the best ways to find people to observe and what you should be observing for.  
 
    What Am I Looking for?   
 
    When you are observing people, the first thing you need to know is exactly what you are looking for. This will ensure that as you are observing, you are gaining the most you can from people. So, before you learn about the two best places to observe people, we are going to talk about what to look for when you start observing them. 
 
    First, you want to think about anything you have learned in your research. Through books you have read, guides you have listened to, or any other resources you have tapped into, consider what you have been taught about manipulation. Then, when you are observing, you want to look for these skills being put into use. See if you can specifically determine when and where they come into play. This will help you get an idea of what these skills actually look like, and when they are used. Not every manipulation skill is going to be used in every scenario, so it is important that you know what is used and when. Then, you can go ahead and get an idea of when you should be using each skill. But, not so fast. 
 
    Once you have seen which skills a person has chosen to use and how they are using them, you also want to consider the success in those skills. Are they actually working? Did they deploy the right tactics on the right people? Were they successful in getting what they wanted? If so, what do you think made them successful? If not, why do you think they were unable to close the deal? Look for every clue and sign that you can recognize to understand why the situation did or did not work in the favor of the manipulator. Recognizing the successful and unsuccessful attempts will give you the opportunity to truly understand what specifically you need to be paying attention to and infusing into your own practice so that you can be successful. Ideally, if a person has success, you want to mimic the strategies that made them successful. If they did not have success, you want to keep a mental note to avoid doing that in your own practice so that you are not subject to the same failed attempt that they were. This will help you learn to tell the great manipulators apart from the poor manipulators and then enforce the tactics of the great manipulators so that you can become one yourself.  
 
    Finally, you also want to be using this as an opportunity to maximize your analytical skills. Since you will not always be able to be close enough to the entire conversation to hear everything and somehow be directly or indirectly involved, you will want to use analysis as often as you can. See if you can read the lips of the people as they are talking, notice their body language and how they are communicating non-verbally with one another. Try and see if you can predict whether or not the attempt will be successful before it is even made. The more you learn to analyze from this part, too, the easier it will be for you to recognize what to look for in active conversation when you are talking with your own target. If you begin to see signs that you have previously recognized as signals that the person is about to shut you down or walk away, you can refine your strategy to revive your practice and hopefully turn the situation into a win.  
 
    Now that you are fully clear on what you are looking for during observation, we can begin paying attention to the two best places to turn to when you want to observe manipulation in action. The first place is by looking for people who are traditionally manipulative in society, and the second place is to look to actors and actresses. Both of these sources are great for learning more about manipulation.  
 
    Observing Manipulative People 
 
    The first place you want to look for opportunities to observe people is by seeking out people who are traditionally manipulative in society. The best place typically includes anywhere that people are trying to sell things to other people. Salespeople tend to work hard to master the art of manipulation so that they can bypass the natural desire of a “no” and turn their clients into a firm and eager “yes.” This means that they have to know how to use manipulative skills to get there. For that reason, many salespeople are actively using manipulation to try and close more sales. However, not every salesperson is actually good at manipulation. In fact, many aren’t. This makes them a great source for learning about what not to do. Plus, most stores have at least one or two people who are great at their manipulative tactics. So, it also gives you the opportunity to see both great and poor manipulators in action and truly understand why they differ and what makes the great ones so great in the first place.  
 
    In addition to stores, you will likely also find manipulators in your own personal life. Many of us have friends or family members who tend to use manipulation to try and get their way. I’m sure you can think of at least one or two people that you know who seem to use manipulation on a regular basis, whether they realize they’re doing it or not. You can also use these people to get an idea of how manipulation works, why it works, and what makes them good (or poor) at the practice. Then, you can use these tips to help you increase the success you have in your own practice. 
 
    Remember, when you are observing these people, you want to make sure that you are looking at everything we have already discussed. The best way to do this comes in two forms. First, you can watch them in action. If possible, stand in earshot of the person as they actively try to manipulate someone else. Do not make it appear as though you are eavesdropping or observing or else they may walk away from you or think you are strange or unwelcome. You don’t want to get caught doing this. Instead, make it seem like you are naturally in the vicinity and listen and be discreet about your observation.  
 
    Second, you can try and get into a conversation where the person is trying to manipulate you. The best way to do this is to find salespeople who you have already seen in manipulation-action. Then, go to them and pretend that you are ready to purchase something from their store. This is a great opportunity for you to practice manipulation because you are going to be manipulating them into believing that you are actually considering making a purchase. It will also get you in hands-on action with observing how they manipulate you. Or at least, how they try to. Then, you can really get a feel for what it looks like in action and what works and what doesn’t. Notice if you are feeling more inclined to say yes to them, or if you are feeling firmly against what they are saying. See if you can recognize what tactics they are using, and get an idea of how it feels from the receiver’s perspective. After the event, notice if there were anything they could have done differently that would have firmly sold you on a product and make a mental note to infuse your own practice with that difference.   
 
    Observing Actors and Actresses  
 
    The next place you can look for observation purposes is to actors and actresses! Actors and actresses are constantly manipulating their audience to lead them to believe something that is not actually true. They use their body language and other non-verbal cues in addition to verbal cues to create a situation where their audience will genuinely believe what is happening on set and get mentally attached to the story. They use manipulation to get you to like or dislike their character, to get you to believe that they have genuine relationships with the other people on set specific to the storyline, and that the storyline is actually real and actively happening. They are not just storytellers they are story sharers. For that reason, they need to be masters at their art of sharing to really get you to believe them. 
 
    The best way to use this observation skill is to watch a very poor quality movie with actors and actresses who are not believable. Ones who you constantly feel like they really are acting and never actually feel as though they are real or genuine. These actors and actresses are hard to connect to, hard to relate with, and hard to believe. We generally end up turning the show off because we simply cannot get into it as a result of their poor acting, or poor manipulating skills! 
 
    Then, watch a show with great actors and actresses who can actively get you involved with the story. These are the ones who make it feel like you are there, watching and acting alongside them. They create an emotional attachment between you and their character, even though you are nowhere near the same place and you are watching them in action through a screen. These are the best actors and actresses, and they are the ones who truly know how to manipulate the audience to get you to think what they want you to think, and feel how they want you to feel.  
 
    Next, compare the two. Notice how vastly different the acting was and how it made you feel as a result. Pay attention to the specific techniques and tactics they used to get you to believe them, and whether or not it worked. Ideally, you want to be using all of the same tactics and strategies that the incredible actors and actresses are using. You want to enforce them in the same way that they have so that you can get your own audience to believe genuinely anything you are saying to them. You want to manufacture the same connections as they have, and through that, you will get the most out of your own manipulation practice.  
 
    If you need to, you can actually take physical comparison notes of both of these strategies. Creating and comparing the notes is a great way to make sure that you actually recall and recognize what made one performance so incredible while the other was unbelievable and difficult to relate to. That way, you can really get the most out of your observation and put it into action for real in your own practice! 
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 Starting Small 
 
      
 
    The next thing you want to do when you are ready to begin actively trying to use manipulation in your own life is by starting small. Rather than trying to master every single practice all in one go and make the most of analysis, manipulation, and persuasion all in one attempt - your first attempt - slow down. Take your time, introduce each skill and practice slowly, and really build your confidence in each one before adding another practice on top. If you start slow like this and build your way up, soon, it will become much easier for you to actively use all of your strategies and effortlessly manipulate anyone to do anything for you.  
 
    Here are the best steps you should employ if you want to start small and manipulate people effortlessly by building your practice slowly.  
 
    Start with Analysis 
 
    The first thing you want to start with is analysis. Before you even begin to try and persuade people during conversations or introduce any form of manipulative request, simply grow comfortable with analysis, first.  
 
    The first step used to analyze people is often profiling. So, begin by profiling people. Pay attention to their appearances and their environment and surroundings and see what you can notice about them. Practice drawing any information about of these three elements of them to see if you can learn more about who they are, what they like, what they don’t like, and what they would be willing to agree to.  
 
    Then, go ahead and start practicing reading body language. Body language is a major sign of communication, and you can see it from far away. There is no need to wiggle your way into earshot for this one. Instead, simply glance at people around you and scan their body language. Quickly read it to see what it is telling you. If you see a situation that particularly stands out to you, use that as an opportunity to follow the situation. For example, say you see a couple across the room and one is clearly engaged with the other, but the other is completely disengaged and looking away. See if you can observe the situation to get a better idea of what is going on. Are they actually a couple? Or are they on a first date where one is happy and enjoying themselves, and one is not? Or, are they a long-time couple who is in some form of disagreement over something and one is trying to seek forgiveness while the other is clearly uninterested in giving it? Draw as much information from your observation as you can.  
 
    Lastly, go ahead and begin trying to get yourself within earshot of people. When there, see what you can hear. How do people talk? Are they talking similar to the other people in the conversation, or differently? If they are talking similarly, does it seem like they are from the same group of friends or like they know each other well based off of what they are talking about? If they are not, can you tell why they are in a conversation? Is it professional, or perhaps a new friendship that is budding? See what you can tell based on verbal cues. Try to understand what mood each person is in, if anyone is trying to pitch the other on something, and what the rest of the situation is.  
 
    Ideally, you want to get so comfortable with observing people and accurately drawing information from your observations that you can create a storyline in your mind about what is going on. Recognize who plays which role, how well the people know each other, how comfortable they are, what they are talking about, and anything else you can observe through your analysis practice. 
 
    Next, practice analyzing people when you are actually talking to them. Without trying to persuade them or manipulate them in any way, get an idea of how people act when they are in a conversation with you. What are they saying to you? What do they sound like? Does their tone change when yours does? Do you say certain things that cause them to shift their position or perspective? What can you gather about how they are feeling and what they are thinking during your conversation?  
 
    Get as comfortable with analyzing people as you can in every scenario, whether you are actively involved in it or just observing it. Then, once you are completely confident in your analysis skills, you can move on to working on persuading people to like you, trust you, agree with you, and eventually give in to anything you desire to ask of them.  
 
    Move to Persuasion 
 
    Persuasion is a great practice, and it truly is not that hard at all. There is an easy way to begin building your persuasive practice so that you can easily persuade people to like you and want to agree with you whenever the time comes that you are finally ready to practice manipulative requests.  
 
    The first step when it comes to practicing persuasion is to practice charisma. If you are already a naturally charismatic person, this will be easy for you. So, instead of trying to implement charisma, take the time to become more aware of what you do that is charismatic. In essence, analyze yourself so that you can get an idea of what your charismatic essence entails and how it affects people. If you can, use even more of your charisma to further engage with people and create positive relationships with them.  
 
    If you are not naturally charismatic, you will want to practice your charisma first. Smile often, be warm and friendly, and practice inviting people in to have a conversation with you so that they are eager and excited to talk to you and do work with you or agree with you in any way. Get used to really getting in there and building those connections. This is how you will begin building that connection and trust with the people you want to manipulate eventually. 
 
    Then, you want to begin building relatability. Remember, people have a tendency to connect and agree with people who they relate to and whom they feel like they could truly understand. When you learn to create relatability, you essentially want to practice story-telling. This is where you tell organic stories of your own that sound like stories your target would be familiar with in their own life. For example, say you both have children. You could tell an anecdote about your children that is relevant to the conversation that your target would likely agree with. Then, they would pick up on that, and that relatability would build! They would then share their own story, and you could go back and forth with smaller stories and building that connection between the two of you. 
 
    Relatability through storytelling works in two ways. First, as you know, it generates an opportunity for your target to say “me too” and feel connected to you. Second, it helps them feel like you understand them and their needs. Because you have a similar life as them, including similar struggles, you are more likely to have a clear understanding of what it is that would make their struggles easier to overcome. This means that when you make a request eventually, you can tailor it in a way that emphasizes on that relatability and explains how that particular struggle can be overcome with your solution.  
 
    You can use relatability as a means to really build credibility and rapport with your audience so that you can get the most success in generating connections with them. Get used to learning which type of people has which struggles so that you can share stories that specifically relate to that person. Also, get used to refraining from sharing any struggles that the person may not relate to at all as this may break down the connection. As well, get used to making it so that your stories sound organic and like you are naturally recalling them and not like you are intentionally recalling them as an opportunity to try and connect with that person. Although it is okay for it to occasionally seem like you are trying to connect with them through experiences, the best connections happen when it is organic, and the person seems “pleasantly surprised” that you have similar experiences as they do in life. If you need to, let them be the first to share a story so that you can get a strong feel for who they are and what they are most likely to relate to. 
 
    Next, you want to include some subtle vocabulary changes. Begin noticing some of the vocabularies that your target uses and casually infuse your own sentences and descriptions with it. Get comfortable practicing using it more and more, and get comfortable switching your vocabulary from person to person. You want to really build your confidence in speaking in different “tongues” at different times and get people used to feeling like you naturally talk like they do as this deepens the connection. For the people you are talking to, they should not notice a difference. You do not want to change your vocabulary completely, just adopt a few keywords that they use and use them. For you, this may be somewhat difficult as we often have a tendency to speak in a way that feels natural to us and changing our vocabulary from conversation to conversation can be hard. Practicing getting used to that shift is a good way to get started.  
 
    Lastly, move to subtly mirroring their body language. Get a feel for what body language they typically use and start using some of it yourself when you are talking to them. When you see people make a dramatic shift in their own body language, go ahead and subtly mimic theirs by making a similarly dramatic yet not exactly the same shift in your own. When they lean back and cross their legs, you lean back and rest your hands on the side of your chair, for example. If they touch their hair, you touch your own hair moments later but in a different place and for a different duration of time. Get used to mimicking body language in a way that is subtle and that people don’t actively notice. This will even further deepen that connection between you and them and will help you build your confidence in mirroring them without making them feel like you are mocking them or otherwise acting strangely. 
 
    Then Practice Manipulation   
 
    Lastly, you want to go ahead and begin practicing manipulation. When you are ready, start with an easy request strategy like the Starting Small strategy whereby you get them saying “yes” to many smaller requests before you finally ask the larger request and get them to say “yes” to that, too. Get used to using this request before switching to any other kind. This is the easiest request to practice and get used to, and it is the easiest to build up to so that your target does not suspect that you are trying to force anything from them. 
 
    Then, start practicing more difficult requests. Get used to using different requests in different situations, and get a feel for how they sound and how to word them out loud. Give yourself the time to understand how the wording works and make sure you think it through before saying it so that you word it correctly. Then, watch as you begin building more and more success. This will help build your confidence and making asking for anything you desire effortless. It will also help you understand which type of requests work best in each unique scenario that you may encounter in your life.  
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 Take the Pressure Off 
 
      
 
    As you are in the process of getting to know how to use your manipulation strategies, it can be helpful to know which scenarios are the best for you to really get started in. Of course, you are aware of the importance of slowly introducing one strategy at a time until you really get the hang of it before adding the next strategy, but there is more you need to know. 
 
    When it comes to the part of practicing, especially when you are practicing making manipulative requests, it is a good idea to learn how to practice in situations that are not filled with pressure. When we try and practice something in a situation where a lot of pressure is applied, it can be hard to really get the hang of it. You may find that you are incredibly nervous and thus you don’t perform as well as you truly could if you minimized the pressure and started in easier situations. For that reason, you want to pick pressure-off situations as an opportunity to help you really get used to your skills as you build your confidence and tact along the way.  
 
    Start with Zero Pressure 
 
    You want to start in scenarios that are completely free of pressure. For these scenarios, the pressure needs to come off in as many ways as possible. You want to be sure that you are requesting for things that you don’t entirely care about, and that you are requesting them from people whom you are not particularly concerned about your reputation with. This does not mean that you are going to go half-loaded on your attempts, but rather that if you make a mistake, it will not be completely devastating or embarrassing or otherwise off-putting for your practice.  
 
    Try starting with people where the pressure is really slim, like the pizza man. See if you can get him to give you extra cheese on your pizza at no extra cost, or if he can add a sweet deal to your order at no extra cost. The idea of something like this is that it doesn’t really matter if you get it or not, and you also don’t particularly care about what your target thinks of you. So, if it works you can count it as an awesome win, and if it doesn’t work, it doesn’t really matter. 
 
    Don’t just lock your sights on the pizza guy, though. Look for opportunities to use your skills in any scenario where you aren’t entirely concerned about the person whom you are trying to manipulate it. Make it so that you are not feeling any pressure to succeed and you can strictly focus on practicing. Of course, you don’t want to become so obsessed with your practice that you don’t actually pay attention to the conversation and it becomes apparent that something is wrong. Instead, you want to make sure that you are actively practicing as though it were a real situation where you actually did care about the person and the outcome. In other words, don’t skimp out just because you know you don’t care about who they are or what happens. Make sure you give it an honest and full effort so that you can really practice the magnitude of your skills and prepare to use them in real scenarios. 
 
    Continue using these completely pressure-free situations until you are absolutely and totally confident with your skills. You want to make sure that not only are you feeling confident in executing them, but also that you are getting your way more often than not. By ensuring that you are regularly performing well in these scenarios and that you are getting used to getting your way, you ensure that you are building your confidence and tact. This means that when you begin to apply pressure to the situation, it will become significantly easier for you to get the results you desire.  
 
    If you find that you are not getting the results you desire, and there is no pressure, slow down and take a look at what you are doing. It may be a good idea to go back a few steps and work your way back through the basics before you advance to any further stage of manipulation practice. Advancing before you are ready can result in you getting caught and in you losing your confidence and thus having an even harder time creating results in the future. It is important that you take your time and advance only when you are truly ready and comfortable with the idea.  
 
    Build the Pressure 
 
    Once you are regularly returning results with your pressure-free scenarios, you can begin adding pressure. It is important that you add the pressure slowly. Take your time and only add pressure to a few areas. You don’t want to add pressure to the entire situation, as this will create a scenario where you are advancing too quickly, and you may lose your confidence and tact as a result. 
 
    A good place to start is by choosing larger desired outcomes that mean slightly more to you. These should not entail anything that deeply matters to you or is highly important, but rather something you want more than what you have already been asking for. Aim toward these when you are working on the outcome you desire and continue practicing at this level of pressure until you get comfortable with it. Then, you can ask for something a little bigger and a little more meaningful. Once again, continue practicing at this level until you get comfortable with what you are asking for and you are regularly returning positive results that are in favor of your desired outcome. 
 
    After you have become used to asking for larger things, begin getting used to making the person you are asking someone who is more meaningful to you. You want to choose people whose opinions actually matter to you, like acquaintances. Get started with someone who you aren’t entirely close with but whom you do have some form of relationship with. Then, you can get used to asking them for something. As you get better and more comfortable with this, go ahead and start asking people who are closer and closer to you. The closer someone is to you, the harder it may be for you to request something from them. These people’s opinions deeply matter to us, and we do not want to hurt them by creating a scenario where they think we are trying to use or exploit them. Even though you likely are not doing that, they may think so if they begin to see traits of manipulation. For that reason, it is important that you take your time and build your confidence. The more confident you are in your strategies, skills, results, and self, the easier it will be to ask for what you want from the people who you care most about.  
 
    This level of confidence is necessary when you are asking in high-pressure situations. Even if you are completely confident in your manipulating skills, it can be a lot harder to use them when you are terrified of the idea of getting caught. So, you may want to take your time and work up to this slowly. It may be easier for you to begin by first analyzing and then persuading those closest to you, and then manipulating them. Even if you are already used to comfortably manipulating those who you don’t overly care about, it might be easier to start at the very basics when it comes to getting used to manipulating those who are closer to you.  
 
    The best way to decide when to turn up the pressure and how much is to pay attention to yourself. Notice how comfortable you feel in each scenario, and how confident you are in your skills. If you are feeling extremely uncomfortable, turn down the pressure by choosing a less important outcome or by practicing with a less important person. As you get more comfortable, you can go back to working your way up. You want to build your confidence up as much as you can at each step to ensure that your nerves don’t cloud your judgment and actions when the pressure gets higher.  
 
    Go All Out  
 
    Once you are used to turning up the pressure, and you can do it effortlessly, you can begin turning it up in virtually any situation. At this point, you should no longer need to worry about who you are manipulating or how big the request is. Instead, you should be able to feel confident that anyone you are asking will be an easy target for you and that you can get anything you desire.  
 
    You will know that you are at the stage where you can go all out when you are completely comfortable in all of your practice runs. There should be little to no fear, no concern of getting caught, and a high amount of success in the outcomes turning in your favor. You should have successfully worked through turning up the pressure more and more until you reach a point where you are feeling confident in yourself and in your abilities. The pressure should essentially be turned up more and more until it is to the point where you are comfortably maneuvering around scenarios that are on par with the pressure you feel in requesting your biggest desires from the most intimidating people.  
 
    After you have reached this point, it is important that you do not become complacent. Just because you are comfortable and confident does not mean that you do not run the risk of getting caught or otherwise facing troubles with your practice. You may still find that from time to time you run into scenarios where the pressure is more than you are used to. For that reason, it is important that you continue practicing at different pressure levels. Do not suddenly discredit the pressure-free situations because you are now doing well at high-pressure. Instead, actively practice in as many scenarios as you can, regardless of the pressure that you are feeling to perform well. The more you practice in as many different pressure levels as you can, the better you are going to perform under any type of pressure. 
 
    When you find yourself in a scenario where the pressure feels really high, and you are not sure about how well you will perform, use this as an opportunity to learn how to relax. Take the confidence that you have created for yourself from previous situations and use it to create a comfortable environment for you to deploy your skills. Be sure that you stay focused on your tact and strategy, but that you do not become so focused that it is apparent that you are not totally paying attention to much more than your analysis and actions. Slow down and take it one step at a time.  
 
    A great way to face high pressure when you are going all out is to turn the pressure up slowly in that specific conversation. Use strategies like the Starting Small request to build your way up and get used to requesting things of that person and getting them to say yes to you. Take your time and build your confidence up in that specific encounter so that when it comes time to make your official request you are feeling confident and sure of yourself. Do not ask until you have at least a very high level of confidence that you will be successful or the pressure you feel may be slightly too much to endure. You may end up accidentally blowing it at the last second. If you slow down and take it one step at a time and build your confidence up along the way, however, it will become a lot easier to request what you want and get it, no matter how big the request is or how much pressure you are feeling to get it right. 


 
   
  
 

 Chapter 5 
 
      
 
      
 
   
  
 

 Recognizing Manipulation 
 
      
 
    In addition to being able to use manipulation yourself, it is a good idea to know how to prevent people from using manipulation on you. Not only can recognizing manipulative efforts from other people prevent you from being manipulated, but you can actually spin it to be a great opportunity for you to practice further advancing your own skills.  
 
    Recognizing manipulation is not as hard as it may sound, especially if you are already aware of what manipulation strategies actually are. Once you know what they are, you can begin looking for them and paying attention to them in your own experiences. This means that you can prevent it and learn from it. Let’s get deeper on how you can do just that.  
 
    Recognizing Manipulation 
 
    The first step to recognizing when people are trying to manipulate you is to really make the most of your analytical efforts. Here, you want to make sure that you are paying attention to how people are behaving around you. Before you approach people, get a baseline for how they are behaving and acting. Then, once you approach them, see if it changes. See if you can notice how it changes, too, and what those changes resemble. In some cases, they may simply go from neutral to perked up, but in others, they may suddenly seem like they are “on a mission.” This could likely be a scenario where they are trying to manipulate you! 
 
    In addition to paying attention to this initial change in behavior, watch the person as you are communicating with them. Since you are aware of what practices are involved in manipulation, keep a keen eye out for them. Try and see if the person is analyzing you more than a person naturally would. As you are already used to analyzing others, you can likely tell the difference between someone who is engaging in a natural conversation with you and someone who is “eyeing you up.” Be on the lookout for people who seem overly concerned with your body language and vocabulary, and try and notice any intentional changes in their body language or vocabulary as they try and create relatability. Many people will naturally adjust their body language and vocabulary to suit the conversation, so what you are really looking for is someone who appears to first physically pay attention to your body language or vocabulary and then copy it in a way that shows manufactured naturalism. For example, if they look at your body language switch specifically, seem to think about it for a moment, intentionally wait a few moments and then change theirs, and this happens many times over, there is a good chance that they are doing it intentionally.  
 
    You also want to look out for other tactics they may be using. For example, are they using the Starting Small request on you by getting you to say “yes” to many things over? And are those requests getting larger each time as they seem to be working their way toward something larger? Or, do you notice that they are wording their requests in a way where the first offer seems to be large or strange and the second one seems more natural and likely? Look for all of these signs in a person to get an idea of whether or not they are manipulating you. 
 
    You can also look at the situation itself, too. Many people are naturally more likely to try and manipulate you in various scenarios merely based on the interaction you are having. For example, a boss, salesperson, a fellow business person during negotiations, or even a friend who seems to “always need something” may be more inclined to use these strategies on you than anyone else. If you are in a scenario where it makes sense that the other person would be trying to manipulate you, be wary.  
 
    As you get to know more about different types of analysis, manipulation, and persuasion practices, identifying them will become a lot easier for you. This is especially true if you are already using observation to identify manipulators and their tactics. The more you become used to intentionally identifying manipulators, even ones who are not manipulating you, the easier it will become for you to identify whether or not someone is trying to manipulate you in a conversation actively. Then, you can take the necessary steps to avoid yourself being manipulated. This can be as simple as declining to any further conversation, or, you could flip the switch on them and take matters into your own hands.   
 
    Flipping the Switch on Them   
 
    Flipping the switch on a person essentially means that you go from being the one getting manipulated to being the one manipulating them. This is a fun game to play that allows you to maximize your skills and practice them under unique settings. Normally, when you are practicing manipulating people, you are going to be manipulating someone who is not a manipulator themselves. This means that you are practicing on unsuspecting subjects who are completely oblivious to anything you may be doing to try and get them to agree with you. When you get to practice on an actual manipulator, however, then you really get to put your skills to the test. Now, not only are you practicing manipulating, but you are practicing on someone who already knows how the practices actually work! This means that you have to try even harder to keep your secrecy and prevent them from finding out what you are doing. If you can manipulate a manipulator, then you can truly manipulate anyone. This is especially true if the manipulator is particularly good at what they do!  
 
    To flip the switch on them, you want to start by really recognizing what they are doing. Try and see if you can identify what their desired outcome is. Is it to make a sale? To seal a good deal in their company’s favor? To borrow money? What do they want from you that they are using manipulation to try and get? When you know what they want, the power can easily be switched into your favor. Now, you know what matters to them. As you know, once you know what matters to a person you can use this to leverage your own manipulation to get what you want.  
 
    After you know what the manipulator wants, move on to persuading the person in your favor. Begin using the practices that you have already mastered with persuasion and getting the person to turn in your favor. Start intentionally matching their body language and vocabulary, relating to them, and really pushing yourself into the lead. Since they are trying to persuade you at this point, they are likely trying to be relatable to you. This means that they are going to be listening to your stories and responding with “me too” and similar stories. Push for them to start sharing their own stories and experiences so that you can get yourself into the “me too” position. Then, you can begin advancing through the rest of the stages of persuasion. Get them agreeing with you using the Starting Small request, and get them getting used to saying yes to you.  
 
    Make sure that you are subtle about switching into the manipulator role. People that are already clued into manipulation will be more likely to recognize these efforts, so you need to be very intentional and careful about how you do it. You do not want the person to begin recognizing what you are doing, or you may lose your edge. Instead, hide your strategies by manipulating them to believe that you are still the one being manipulated. Let it seem like they are in control when really you have begun taking over control. 
 
    Once they try and make their manipulative request on you, this is when you can begin to truly take over control. They are now in a vulnerable position where they want to maintain control, and they are going to try and persuade you to their favor. You, however, can firmly stay in your position and persuade them to meet you and your desires, rather than you meet them and their desires. Their request will give you many clues as to exactly what they care about and why, so you can now use those to create your own request. As you know, you will want to do it so that you make your desired choice one that they cannot refuse. You want to make it sound like you are more than willing to say yes if it is completely on your terms. This is where you get to decide your terms and get your way. Once you have, you have successfully manipulated a manipulator!  
 
    Learning from the Experience  
 
    After you have manipulated a manipulator, or at least tried, you want to make sure that you take time to reflect on the experience. Since these encounters are so unique in that you are both trying to manipulate the other, there is a significant amount that can be learned from them. You want to pay attention to both how they handled the situation, and how you handled the situation. 
 
    When it comes to their actions, you want to look at them in the same way that you observed others in Chapter 2. Pay attention to what strategies they used and how well they worked. The best way to tell how well the strategy worked is to determine at exactly what point you realized they were trying to manipulate you. Did you get it right away? Or did you agree to several requests before you picked up on what was happening? Pay attention to where they were successful and where you were feeling inclined to agree with them, and to where you could clearly witness them faltering in their attempt. Use this as leverage to help you determine what to do and what not to do in the future.  
 
    Next, you want to look at how you acted in each situation. What did you do that made you successful or not? If you were successful, in what ways did you create that success? What do you attribute to you being able to win them over and get your way in the end? If you weren’t successful, can you pinpoint the exact moment(s) where you lost your success? Do you know what you did that ultimately resulted in you not getting what you wanted?  
 
    Getting a handle on these answers is a great way to really identify your own practice. Just like you want to review your own successes and failures in average scenarios, you want to do the same in these unique ones. If you were successful in manipulating a particularly good manipulator especially, knowing what you did that made your attempt so successful can help you really latch on to that and master your successes going forward even easier.  
 
    In addition to reviewing and learning from the situation, these types of situations can also be a great confidence booster. If you experienced success and got your way, or if you were at least able to deploy many manipulation strategies without getting “caught” by the manipulator, you can trust that you know exactly what you are doing and that you have a strong handle on your skills. You can then use what you learned from the scenario to brush up and do even better in the future, ultimately leading to you getting what you want even more and with even less effort.  
 
    It is important that you never leave a situation such as this without assessing it. While you do not have to assess every single situation where you practiced manipulation, these ones are unique, and you can learn a lot from them through both parties involved. For that reason, it is important that you take the time to slow down and pay attention to what is available for you to learn. This is how you can really maximize your own success and become an even greater manipulator in the long run. 
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 When to Use Manipulation 
 
      
 
    There are specific times when manipulation really comes in handy in life. While you know that it is important for you to practice in as many different scenarios as you can, there are certain ones that you can really expect to rely on manipulation when you get into them. In this chapter, we are going to pay attention to where your manipulation skills can really matter and what you can expect to gain from them.  
 
    For the most part, the following reasons would be the most common reasons that people would want to learn to master manipulation. These are scenarios whereby manipulation can greatly increase your chances of getting your way in a truly meaningful way. Manipulation is not necessarily about being spoiled and getting what you want when you want it. Instead, it can actually be a powerful tool to leverage yourself and get far more value in the deals you close in life. For this reason, it is highly powerful in business. However, there are many places in personal life where it can be powerful, too. Let’s take a look at the many areas of life where being a successful manipulator can strongly increase your success and the value of your deals.  
 
    Business Negotiating 
 
    When it comes to negotiating in business, it is no surprise that we want to get our way. Getting our way usually means closing a better deal in favor of our own company. If you own your company, you know how important this is to you. Closing deals that are in your favor means that your company gets exactly what they are looking for and has to suffer very little inconvenience as a result. You can negotiate better pricing on services, better terms on deals, and anything else in your favor. It prevents you from being in as large of a deficit to other companies and puts your company toward the “apex” position of the business. 
 
    If you work for someone else’s company, you know how important it is to the vitality of your job. For all of the same reasons that you would be as fiercely passionate about closing better deals for your own company, you are likely just as passionate about closing better deals for the company you work for. People who close good deals are well-respected and recognized by their bosses and tend to move higher up in companies, meaning that you have a far better shot at gaining and maintaining a valuable position with your company.  
 
    When it comes to negotiating better deals in business, manipulation is a powerful tool. Whether people like to admit it or not, negotiations are rarely fair and evenly traded. Instead, there is usually one person who comes in and dominates the room, and the rest are left following that person, whether they realize it or not. You want to be the person dominating. Using manipulation in these efforts means that you can dominate without being recognized, so people are more likely to give in without trying to fight against you as hard as they might if they realize that you are trying to negotiate so fiercely in your favor. It is a powerful tool in closing business negotiations in favor of your company, and so it is a great idea to learn how to use it during business negotiations.  
 
    Closing Sales  
 
    If you are at all involved in sales, then you know that it is not always easy to close sales. If you work in retail, you likely notice that many of the people who come into your store are dreaming or looking around, not actually preparing to buy anything. For that reason, it can be valuable to know how to manipulate people as you can encourage them to spend money that they were not otherwise intending to spend. This means that you are gaining more capital for your company and that your sales numbers will be much better. If you own the company, you know how important this is. If you are an employee, you know that effective sales numbers and strategies mean that you are more likely to be respected by your employer and advanced up the ladder of the company.  
 
    If you are in a business-to-business sales position, then you know that manipulation can be a powerful tool in persuading and manipulating people to choose your company over anyone else’s. People who get into meetings with you are likely already interested in what you have to offer, but they are likely also shopping around and looking at the many offers that are available to them through yours and other companies. For that reason, using manipulation can be powerful in getting them to realize that your company is the best one and that they should shop through you. Once again, this is great for your sales numbers which means you are far more likely to perform better and advance through your company faster.  
 
    Knowing how to use proper manipulation at any level of sales means that you can close more deals and that you will be left with more happy customers. This only means good things for you and your future with your company!     
 
    Getting Better Prices  
 
    From the opposite perspective of a sales standpoint, being the customer and knowing how to manipulate can be highly valuable. As you know, most salespeople have been given some level of opportunity to negotiate with customers to encourage sales. This allows them to offer a “special and better deal” to people so that they are more likely to shop with the company. However, in addition to these basic deals, many can actually give you a far better price. You simply have to know how to negotiate in your favor. 
 
    Being effective at proper manipulation means that you can easily manipulate companies to give you better deals on products and services. By promising them your service and praise, you can essentially get them in the palm of your hand. They become far more willing to communicate with their managers and negotiate the best possible deal for you so that you will actively buy from them. Salespeople, especially commission-based salespeople, are always eager to close a deal. You can easily encourage them to close the deal in your favor with proper manipulation. 
 
    The best thing to remember when you are using manipulation in negotiating better sales in your favor is that you must always remain in control. Salespeople are naturally trained to try and manipulate you into a sale, so you have to look past their “sweet deal” and demand more without actually sounding demanding. They are likely to want to intimidate you by saying things like “this offer will only last for today” or “you won’t get anything better than this.” Most of the time, you can definitely get better pricing if you bypass negotiating altogether and use manipulation. The best part of this is that you will almost never walk into a store and have to pay full price for anything since you can effortlessly get your way and save massive amounts of money in the process!   
 
    Leading Your Desired Lifestyle  
 
    The lifestyle you desire and the lifestyle you are living may not be one in the same. The best part of manipulation is that you can use it to lead your desired lifestyle. This works in many ways. Let’s take a look at how. 
 
    Let’s say you are living in a house and you want to buy a house but the types of houses you like are not within your price range. Through effective manipulation, you may be able to get yourself a better deal so that you can afford the house of your dreams. The same goes for your cars, and other big-ticket items you may want.  
 
    Another way this can work is in relationships. If you are someone who wants a different set of friends who will better reflect the lifestyle you desire to have, manipulation is a great way to go about doing it. You can use the art of persuasion to get people from your desired friend group to want to spend more time with you, and then you can ultimately become a part of the lifestyle you want to live. 
 
    This also works in your intimate relationship. If your intimate relationship does not quite look like the one you desire to have, manipulation can easily help you start having a better one. If you want more romance, to spend time in fancier places or places that are more appropriate to you, or anything else from your relationship, you can use manipulation to do it. The best part is, your partner will think that everything is happening on their terms and through their own efforts, so they won’t even realize that you are actually manipulating them!  
 
    You can use manipulation with virtually anyone to get the life you desire. You don’t always have to have an “ultimate request” at the end. Instead, it can be all about intentional persuasion to encourage people to be more attracted to you and to desire to do things your way as opposed to their way. When you are the manipulator, everything can be deemed as your choice. Getting the life that you want and deserve has never been easier!  
 
    Getting Out of Things  
 
    Have you ever been asked to do something that you didn’t really want to do? All of the time we are given offers or signed up for things that we aren’t really interested in, and it can sometimes feel difficult to turn things down politely. You may feel obligated to give people your time, to be involved in their activities, or to otherwise fulfill the task that was asked of you. Fortunately for you, this is not a problem anymore once you know how to manipulate. 
 
    You can easily begin practicing using manipulation to get out of things any time that you find you are stuck doing something that you really don’t want to be stuck doing. If a friend offers to take you to dinner after you not seeing each other in a long time, for example, you may not want to say “no” because you don’t want to hurt your friend’s feelings. Using manipulation, however, you can easily change it. Perhaps instead of dinner, you go to something less formal where you don’t have to spend as much time together, like a club. Or, perhaps you can get out of it altogether by helping them realize that you have other things to do that are consuming your time. Using manipulation, you can do it in such a way that prevents them from feeling hurt or left out and leaves you out of whatever you had to do. 
 
    Not only can you use manipulation to get out of unwanted reunions, but you can also use it to get out of many other things. If your boss signed you up to do something you don’t want to do, you could manipulate someone else to take over and do it for you. If your spouse has agreed to a weekend with the in-laws and you do not want to be a part of it, you can manipulate your way out of it. If your child’s school has required you to be a part of a function that you do not want to attend, you can use manipulation to get out of it. Manipulation can be used to get out of virtually anything in a way where it doesn’t seem like you are blowing people off but rather that you genuinely can’t. People will not be left feeling like you have left them high and dry, but rather they will simply respect that you won’t be there and they will move on to do whatever it is that they need to do without you. And you won’t be left feeling forced to do something you don’t truly want to do. It’s a win-win situation! 
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 What to Do If You Get Caught 
 
      
 
    Many people fear what might happen if they were to get caught in the act of manipulation. After all, it is a widely frowned upon behavior that most people believe is only ever done with ill intentions. The idea of getting caught can be enough to make anyone nervous, especially if you don’t know what to actually do once you have been caught.  
 
    Although you never want to intentionally get caught, there are times when you might get caught in the act of manipulating. This may happen at any time during your practice, or at any time after you have become quite masterful at it. A simple slip up can result in you being caught, as it’s not actually too hard for anyone to really catch you if they know what to look for or if they have any level of skepticism, to begin with. That may sound terrifying, but it doesn’t have to be. The reality is, getting un-caught is extremely simple. It is a good idea to know how to do this before you ever actually need to so that you can call on these skills any time you require assistance in backpedaling. So, let’s explore what to do if you get caught!  
 
    What Not to Do 
 
    First, before you learn what to do, it is important that you know what not to do. Many people, particularly those who are amateurs or who have never actually looked into how manipulation works but rather stumbled upon it through natural causes, are completely unaware of what to do if they get caught. The initial instinct is to go into a defensive mode and begin denying everything that the other person is saying. They may say things like: 
 
    
    	 “I can’t believe you would think that of me!”  
 
    	 “Are you kidding me, that’s what you think?”  
 
    	 “What are you talking about? I would never do that!”  
 
   
 
    And other similar things. These are all actually types of unhealthy manipulation that are intended to displace blame and cause guilt in the target person. They are signs of immaturity and are extremely common in practices of manipulation that are intended to take advantage of or exploit a person, rather than to simply bypass a natural fight-or-flight mode to get an honest answer out of someone.  
 
    If you get caught, this may be your initial instinct, too. Even though you are only using manipulation to encourage an honest and thought out answer versus a predetermined “no,” you may still find that you are upset and outraged that anyone would think such a thing of you. After all, no one wants to be caught and accused of doing anything ill upon another person.  
 
    The point of all of this is to say that, despite what your initial reaction may be instinctual, you need to override it. Do not under any circumstances try and displace blame, create feelings of guilt, or deny what you are being accused of. First, you would be lying. If you were unable to reverse the situation completely, you would then be known as a manipulator and a liar. Second, extreme defensiveness is a common sign of guilt. You are inadvertently admitting that you are guilty of what you are being accused of when you go off the rails trying to defend yourself.  
 
    It is imperative that you never try to displace the blame and make it seem like the other person’s fault or like they are being unfair or unkind to you when you get caught. Under no circumstances should you ever point fingers, try and make the other person feel guilty, or otherwise use manipulation tactics to make the other person feel like the attacker and you the victim. This is seen as extreme defensiveness by most and will instantly be regarded as you indirectly admitting that you are guilty of exactly what you are being accused of. You will lose the trust of anyone who you are talking to, will spoil your reputation, and will struggle to get back to any level of success following a blow like this. Not only will it spoil how other people think of you and their likelihood of trusting you, but it will also wreck your confidence and spoil any chance you have of reviving your confidence in manipulation.  
 
    The only people who do this and continue to practice manipulation are those who don’t actually understand what manipulation is and the fact that they are using it in an exploitative and negative way. Unless you want to be viewed as someone who has little to no concern for people’s feelings and who is willing to exploit others to get what you want, do not use this method to try and get out of anything. You will not get out of anything, but you will get yourself deeper into trouble. This is exactly what people expect from a manipulative person, so don’t give in.  
 
    What to Do Right Away  
 
    Instead of trying to defend yourself or blame the other person, there are two things you need to do immediately following someone accusing you of being a manipulator. These two things are simple, and they give you the best chance to stop the accusation and get back on track.  
 
    The first thing you need to do is to immediately halt every and any manipulative effort you are making. Stop making requests, stop using persuasion, and stop doing anything that you are doing as an effort to manipulate the person. Completely stop. If you continue using any level of manipulative practice after you have been accused, you will give the accuser further evidence to justify their belief that you are manipulating them. You do not want to give them any evidence that you are or were trying to manipulate them. Instead, you want to make it seem like it was all in their head and like they were just overreacting.  
 
    You create the illusion that it was all in their head by agreeing with the person. Say something like “I can definitely see how you think that, I’m so sorry. That was not my intention at all.” Keep your apology short and sincere. Do not admit to manipulating them, but admit that you “can see how they would think that.” This way you are not agreeing that you were trying to manipulate them, but rather you are understanding that it could be taken that way. People do not expect manipulators to agree or apologize for their behavior. The only type of manipulation people generally recognize is the negative and exploitative kind. For that reason, when you apologize and admit that you understand where they are coming from (I repeat: NOT that it was what you were actually doing), then you throw them off course. They get confused and wonder why you would be understanding if you were truly manipulating them and trying to exploit them in any way.  
 
    By completely stopping every manipulative practice you were using on them and apologizing for what they believed to be manipulation, you make people second guess themselves. They begin to doubt what they have accused you of, and they may actually begin to feel guilty for accusing you of being a manipulator. Because you have given them every reason to doubt that you are one in the first place, they may then become guilty and want to make up for accusing you of something. This puts them right back where you want them to be.  
 
    So, to clarify, by doing the exact opposite of what your natural instinct tells you to do, you can actually quickly and completely switch the table so that it goes back in your favor. Rather than that person having the evidence they need to confirm that you are in fact manipulating them, they are instead left with self-doubt and a desire to make up for accusing you of something “so harsh.” Then, you can use this self-doubt and desire to make up for the accusation to flip the table completely back in your favor and get back on track.    
 
    Getting Back on Track  
 
    Once a person is at the point where they are self-doubting their accusation, and they are feeling guilty for pointing fingers at you, it is the perfect time for you to slowly and intentionally get back on track with manipulating them.  
 
    Because the person is already on the lookout for manipulation, it is important that you don’t jump back in full-force right away. Instead, you need to take your time and work your way back up to manipulating them. You want to start back at the basics using these three steps.  
 
    
    	 Analyze the person. Just as you would have in the beginning, take the time to analyze the person. Notice how the conversation is going, what they are saying, how they are responding to what you are saying, and what their tone is like. You want to slow down and wait for them to begin trusting in you again. Once they begin to look relaxed and like they are trusting you once more, you know you are almost ready to get started again. You want to make sure that you give them a while of trusting you in a pressure-free zone with zero attempts at manipulation before you go back to trying to manipulate them again. Giving them this time to regain trust in you will ensure that they do not immediately go back on the defensive and try and accuse you of manipulating once more. If you have been caught, it is imperative that you take your time and work your way back up to manipulation slowly the second time around. This will prevent you from getting caught for good and not being able to reverse it.  
 
    	 After the person has gotten comfortable with you again and the conversation is free flowing, begin slowly introducing the persuasion strategies once more. Take your time and make sure that you are very subtle about this. You do not want to tip them off that you are trying to win them over again, so you need to be sure that you are careful. Go very slowly and build your way up. This is not about speed or a race to get back to the top, this is about intentionally building yourself back into the leadership position so that you can resume your manipulative effort without being caught again. Remember, if you are caught a second time there is a good chance you are not going to be able to come back from it. Spend some time in the persuasion stage making sure that you really get the person trusting in you once more. You do not want to rush this stage, you want to take your time and be patient with it. The more time you spend nurturing this part of the process, the easier it will be to ease into the next part. 
 
    	 When you are easily persuading the person to agree with you, and you are confident that they have regained your trust, then you can begin using your manipulation requests once again. Make sure that you use a different one from the time you got caught, and be sure to use a subtle one that people are less likely to recognize. The Starting Small request that I teach you about in my book “Manipulation: Simple and Effective Strategies to Learn and Execute Manipulation Techniques” is a great one for this.  
 
   
 
    If you follow these steps after you get caught manipulating, it will be easy for you to get back on track. This will allow you to not only get un-caught but resume manipulating the person as if nothing ever happened. If you want to truly be great at manipulating, it is important that you know and execute the proper way of displacing the blame and covering yourself back up again. Approaching it in any other way will likely give the person evidence that you are, in fact, manipulating them and they will become even more suspicious of you. It could completely blow your cover and result in them not trusting you or wanting to work with you in the future due to your manipulative ways. So, be sure that you educate yourself on how to recover yourself before you ever find yourself in that position. 


 
   
  
 

 Conclusion 
 
    As someone who already understands what manipulation is and how it works, you may have still been left wondering how and when you can practice this strategy. After all, it’s not widely accepted by most people. Very few actually realize that most people use manipulation to one degree or another and that not all manipulation is harmful. For that reason, it is important that you are discreet about your practice. 
 
    I hope this guide was able to educate you on how to secretly practice manipulation in an environment where no one will ever know what you are doing. I hope that you were also able to learn about the many opportunities you have to learn and develop this new skill of yours. From observing others in action to actively practicing all three stages yourself in many different opportunities that you are awarded with, you were given a great deal of inspiration about when, where, how, and why you need to practice manipulation.  
 
    The next step is to make sure that you take it slow and build your confidence. Confidence is one of the best tools you can call on when it comes to manipulation, as it allows you to take leadership in any conversation and influence people to agree with you and follow your lead. If you want to have great success with manipulation, you need to master your confidence. This is done through intentional and regular practice.  
 
    Make sure that you also take the time to read through how to recover yourself if you get caught. Although the idea is to never get caught in the first place, there will be the odd time that someone may catch on to you and suspect you of manipulation. In these scenarios, you need to be prepared to recover yourself. The steps given in Chapter 7 will help you. 
 
    Lastly, if you enjoyed this book, please take the time to rate it on Amazon Kindle. Your honest feedback would be greatly appreciated. 
 
    Thank you! 
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 Introduction 
 
    Advanced manipulation is a higher level of manipulation that can allow you to effortlessly get anything you want in life. If you thought that basic manipulation was powerful, just wait until you begin executing the practices of advanced manipulation. “Manipulation: Advanced Strategies to Learn and Execute Manipulation Techniques” is the best book to help you discover the many strategies involved in advanced manipulation and how you can leverage them to take your skill to the next level. 
 
    Imagine this, if you are already getting incredible skills with basic manipulation, just wait until you begin using advanced manipulation. This form of manipulation allows you to not only understand the basic psychology of people and how this allows you to get your way but also how you can categorize these people based off of the three driving factors that we all have. By knowing what drives a person, you can easily customize any manipulation strategy on the spot to maximize your success.  
 
    Advancing your manipulation practice doesn’t only equate to better results, either. It also means that you have a better chance at keeping yourself secret, speaking directly to the needs of the person, and minimizing the amount of time it takes to actually get your results. Advancing your practice makes your manipulation efforts more sustainable in every way possible. Plus, it is fun to stretch your abilities, increase your skill, and challenge yourself to do better and better every single time.  
 
    As you read your way through the chapters of this book, you will quickly learn that successfully using advanced manipulation requires you to have a thorough understanding of the three personality types so that you can create a “manipulation map.” This manipulation map is essentially the blueprint of what techniques you will use to get to where you want to go. In addition to this manipulation map, you will be told exactly which strategies work on which personality types, and how you can customize the map to work on every single target you come across. 
 
    If you are ready to take your manipulation skills to the next level, experience faster and more sustainable results, and hide your trail even better to further reduce getting caught, then you are ready for “Manipulation: Advanced Strategies to Learn and Execute Manipulation Techniques.” Let’s begin. 


 
   
  
 

 Chapter 1 
 
      
 
      
 
   
  
 

 Introducing Advanced Manipulation 
 
      
 
    Manipulation is a powerful tool that allows people to use an understanding of human psychology combined with specific and intentional strategies to get what you desire from virtually anyone. If you have already learned about manipulation on some level, then you likely have an idea of how this tool works. Before we get into advanced manipulation, we will review the three necessary steps of manipulation and develop an understanding of what makes this practice advanced as opposed to any other manipulation practice. If you are ready, let’s begin.  
 
    Analysis 
 
    Analysis, as you may already know, is the step of manipulation whereby you get to pay attention to who your target is and what they are like. You want to develop a sense of what they are interested in, what they care about, what drives them to make decisions, and what would drive them away from wanting to do something. Each person is unique on this level, so the process of analysis allows you to pay attention to how your target is unique from other individuals. 
 
    While manipulation itself works on a specific set of psychological traits we all have, it does require you to have a basic understanding of how these specific traits appear in each unique individual. Proper analysis gives you the opportunity to decipher these differences in each person and use them to your advantage.  
 
    Basic analysis typically includes getting a general sense of body language, vocabulary, and tone of voice. This is a very basic level of identifying certain features, traits, and habits of different people. You are essentially learning to create a baseline and recognize anytime they move away from the baseline of their natural habits.  
 
    When you get into advanced analysis, you will look beyond the baseline to understand specific meanings behind different things. Rather than simply becoming aware of the fact that they are no longer on their baseline and developing a basic sense of what mood they have transitioned into and whether they are receptive or defensive toward what you are saying, you will get to know specifically what they are feeling and thinking. The more accurate you can get your analysis, the easier it is to use this as a tool to essentially guide you along a “map” of what to do with a person.  
 
    To really master advanced analysis, you will learn how to categorize different personality types and recognize which patterns and behaviors are natural for each personality type. Then, you will develop an understanding of what behaviors mean and how you can use these to determine what action you need to take next to maximize your persuasive efforts and succeed with manipulation.  
 
    Manipulation 
 
    Once you have begun a conversation with someone and made use of analysis and persuasion, you reach a point in the conversation where you are ready to manipulate a person. Remember, manipulation comes second in line because it happens in between persuasion, it is not the last thing to take place in the practice, however. After your manipulation someone, you will use persuasion to get and keep them in agreeance with you.  
 
    Basic manipulation is typically created through two different types of requests. These include Starting Small requests and This-or-That requests. Advanced manipulation consists of the same requests, but it takes them to a deeper level. When it comes to basic manipulation, you are taught to use Starting Small requests if you don’t know a person well, and This-or-That requests if you have a good idea of what drives them. For advanced manipulation, you will already know what drives them. For that reason, you will use these requests differently. You will learn more about what that means in the manipulation chapter, but essentially you will use them to create a need. Creating needs means the person you are targeting feels like they need to say yes to you, which makes getting that “yes” a lot easier.  
 
    In addition to advancing the two requests you already know, you are also going to learn about an additional form of request called: Making an Offer They Can’t Refuse. This request is a powerful one that can help you get a “yes” out of virtually anyone.  
 
    Persuasion  
 
    When it comes to persuasion, this is a practice you start the minute you begin talking to someone, and you keep it up until you are done the conversation altogether. You use this to get a person to like you, to get a person to trust you, and to get a person to agree with you. Basic persuasion requires you to simply use charisma and create a sense of relatability so that it feels easy for the person you are targeting to want to agree with you. However, there is much more to persuasion once you learn advanced analysis. When you have begun using advanced analysis, you know exactly what a person likes, wants, and needs in a conversation to trust and like a person.  
 
    When it comes to advanced persuasion, you want to use a person’s specific personality type to shape a more natural and organic connection between yourself and them. Even though it is still highly manufactured so that you can get what you want, the connection will feel infinitely more organic because you will not have to follow their lead. Rather than being in a “me too” position, where you are creating relatability by following the lead of the person, you will be in the lead. You will predict that person’s personality type, and then you will manufacture a connection by choosing specific stories and actions that get that person into the “me too” position. Then, because they feel like you are the leader, they will feel infinitely more trust in you, and they will be far more likely to follow your lead and ultimately agree with you once you give them an offer.  
 
    Understanding the Term “Advanced”  
 
    Switching from basic manipulation to advanced manipulation essentially means that you will be taking what you already know and building on it. Now that you are aware of what practices to use, and when, you will get to understand them even more. Rather than simply knowing which one to use based on certain triggers you see, you will understand the underlying psychological reason as to why they work, and how you can use this psychology to maximize your success with manipulation. This will ensure that you can effectively master anything you set out to achieve.  
 
    As you learn the advanced practices outlined in this book, you will notice that many of them require you to be able to analyze people for which psychological personality profile they fall under. This is how you will be able to create a perfect “map” of how you will get them from where they are now, to fully and willingly agreeing with anything you lay out for them. Plus, because you are doing it properly and skillfully, the people you target will not even realize that you are manipulating them. This means that you will be able to make it appear as though they are the ones who came up with the idea themselves, not you. They will feel like it was them who drew themselves to the natural yes, when in reality you orchestrated the entire thing and lead them there through intentional skills that you enforced along the way.  
 
    Now that you understand what advanced means and why the psychology of the people you are targeting matters, it is time to begin mastering advanced manipulation. If you are ready to explore the three steps at an advanced level, let’s go!  


 
   
  
 

 Chapter 2 
 
      
 
      
 
   
  
 

 Introducing Analysis 
 
      
 
    When it comes to analysis, the primary goal is to create a situation where you understand a person and their tendencies more than they likely do. You want to know a person intimately, including their way of thinking, their behavioral patterns, and their likes and dislikes. This gives you the opportunity to identify which personality profile they fall under and what that means for how you will advance with your manipulation practice.  
 
    Before you can begin your advanced analysis, however, you need to understand what you are looking for, what a personality profile is, and exactly how this would affect someone’s decisions. With this information, you can go from following the lead of someone as you learn more about them through interaction, to being the leader in the conversation and having them follow your lead.  
 
    What Am I Looking for?  
 
    When it comes to analysis, you are always looking for the same things. You want to identify someone’s body language, their vocabulary, their tone of voice, their self-expression, and anything else that gives away how they are feeling or what they are thinking in any given moment. You want to generate a clear understanding of who that person is, why they act the way they do, what their baseline behaviors are and what it looks like when they stray away from this baseline, and what makes them stray in the first place.  
 
    As you get into advanced analysis, you are still going to be looking at all of the same clues, but you will be drawing more information from them. Rather than simply understanding receptiveness and defensiveness, you will understand exactly why and how someone has become receptive, as well as exactly why and how someone has become defensive. When you understand these specific bits of information, it becomes a lot easier to understand the person that you are targeting. Then, you can use this information to generate their personality profile, which will enable you to create a map of what you need to do to effectively manipulate them.  
 
    What Are Personality Profiles?  
 
    In manipulation, personality profiles are essentially the personality type that a person has that specifically affects how you will be able to manipulate them. These personality profiles are comprised of a series of personality traits that give you direct information on what drives a person. There are three unique driving factors, and therefore there are three personality profiles. However, each individual has all three driving factors, which means that you need to understand exactly what makes up your targets specific personality profile. You will be paying attention to the primary and secondary driving factors in a person to really ensure that you maximize your success with them. 
 
    The driving factors that every person has to some degree or another include logic, ego, and emotion. These three factors have the power to completely shape how a person thinks, what they want in life, what they like and dislike, and other important information that contributes to your success with manipulation.  
 
    As previously mentioned, you will be looking for the one that drives your target the most, and the one that drives them the second most. The one that drives them the least is typically not something you need to worry about when it comes to manipulation.   
 
    How Do Personality Profiles Effect Decision Making?  
 
    Personality profiles or driving factors play a massive role in how we make decisions in our lives. Each unique personality driving factor has the power to determine what we will be more inclined to say yes to. Let’s take a look at what drives each driving factor.  
 
    Logic: Logic-driven people are driven by things that make sense to them. They rely heavily on statistics, facts, and evidence to make decisions. When they are choosing, they are more likely to question things based on their validity and look for credibility in the source of the evidence that they are being given.  
 
    Ego: Ego-driven people are driven by things that make them look good, or otherwise enhance their social status. They rely heavily on evidence that points to one specific thing: social status. They want to look good in front of their peers, and if you can convince them that they will, they are quick to agree with you on anything.  
 
    Emotion: Emotion-driven people are driven by things that make them feel good. Reminding them of happy memories or things that make them feel good is a great way to get them to agree with you. They are also more likely to respond to fear-based strategies, as they are always on the lookout for anything that protects their emotional state.  
 
    How Do I Become the Leader?  
 
    With basic analysis, you are following the lead of your target. This means that you are the follower in the conversation. While this can hold great success in turning results, you can gain even more success in becoming the leader of the conversation. This essentially means that you use analysis to identify which personality profile your target has, and then you use that knowledge to generate a map of how you intend to manipulate them. Even though you are in the lead, however, you are still going to look for specific cues and refine your strategy if necessary to get your desired results. 
 
    The biggest benefit of this type of analysis, though, is that you get to manufacture organic connections. You can predict which type of stories people will most relate to and appreciate, and be the first one to share them. This gets your target saying “me too” and feeling excited that they have generated a connection with someone who understands them. Then, because they feel like you are similar to them on a deep level, the person you are targeting will be more likely to agree with you and want to go along with anything you say or do. This is how you can become the leader and encourage them to follow you right to the finish line, where you get exactly what you want from them. 
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 Analysis Techniques 
 
      
 
    When it comes to analysis techniques, you will use the same ones that you used in basic analysis. Only, this time you will be drawing different information from each unique aspect of your analysis. This is where you are formulating your personality profiles, so it is important that you invest adequate time into your analysis so that you can easily identify what the driving factors are on your target. Then, you can use this to generate your manipulation map.  
 
    Body Language 
 
    We will explore body language based on the assumption that you already understand what basic body language looks like and what it means. If you don’t, I encourage you to check out my book “Manipulation: Simple and Effective Strategies to Learn and Execute Manipulation Techniques” to get a basic understanding so that the rest of this description makes sense to you.  
 
    When it comes to body language, there are specific movements that are made that help you identify which personality profile people are likely to fall under. Here is what body language looks like for each unique personality profile.  
 
    Logical: Logical people have a very quizzical body language. When they are taking in new information, they are often seen with their eyes somewhat narrowed and their brow lightly tightened in the center as they are focused heavily on what the other person is saying. When they talk, they always talk specifically about facts. They recount facts that other people have told them, they recall facts that they have read online and that they have heard elsewhere, and they are always looking for statistics that support their position. They often have a very neutral stance as they are both receptive and defensive in their positioning. When they are in a conversation with someone who is speaking on the same factual wavelength as they are, they are receptive. Their eyes may become softer, they get excited, and they may begin using elaborate hand gestures, and they have a genuine look of excitement on their face. When they are in a conversation where they feel their facts are right and the other person’s opinion or facts are wrong, they get defensive as they begin to protect their facts. Their hands may become tense, they may have a look of anger or confusion on their face, and they are likely very short and matter-of-fact in everything they say.  
 
    Egotistical: People who are ego driven have a grandiose sense of self. They are always looking to push their confidence and appear as though they are the best person in the room. They want to be the one everyone looks at, praises, and admires. For this reason, they have a tendency to carry themselves very expressively. They likely stand with their head held high, with a fairly straight posture, and as though they are intentionally generating a sense of confidence through their poise. They try to look proud of everything that they do and everything that they are. Everything they do physically from how they dress to how they carry themselves is very intentional and may even seem robotic. The more ego-driven and less self-assured they are, the more manufactured it will look. Their confidence is a form of confidence that is not genuine but designed with the intention of drawing more attention to themselves. If they are put on the spot and embarrassed in any way, they may become angry and defensive and try to blame other people for putting them in that spot. They brag often, and they are always receptive to any positive and affirming attention from other people.  
 
    Emotional: People who are emotionally driven are always highly receptive to their environments. They are constantly paying attention to everything, taking everything in, and concerned about everything. They want to protect their feel-good emotions, and so they are always on the lookout for anything that will help them get there. In positive and uplifting environments, they are openly receptive and will stay that way. They often have a smile on their face, are soft in their posture, and keep their arms down by their sides or their posture physically open to receive the positive feelings from their environment. However, if their environment becomes toxic or negative, they will quickly shut down. Their face may drop, and they will begin to physically express themselves closing off. This is their way of trying to protect themselves against anything that does not feel good. They cross their arms, lean back, slouch their posture, and let their face drop to a neutral expression when they first close off. Emotional people are the least likely to respond with aggression or outward defensiveness unless they are truly provoked by someone or something in their environment. Usually, however, they have to feel very strongly about something for them to express this part of themselves. Typically they like to lay low and leave the environment as soon as possible to preserve their emotional well-being.  
 
    Verbal Cues  
 
    Verbal cues are massive in helping you determine which personality profile a person falls under. There are many ways that you can predict what a person is thinking and feeling, as well as what drives them based on how they speak. The following cues will give you an idea of what personality profile a person falls under based on how they are speaking.  
 
    Logic: When it comes to logic-driven people, they often communicate with a very matter-of-fact tone of voice. They are very confident in what they are saying because they have typically researched this topic before. If not, they confidently recount facts from the past. When they make a mistake about something, they quickly try and shrug it off to protect themselves from being seen as someone who does not have all of the facts. They say things like “I once read,” “I was told,” “My friend experienced,” “In fact,” and other things that allow them to recount evidence that they have encountered in the past.  
 
    Ego: Ego-driven people are always talking in a way that expresses themselves and their concern for social status. They tend to talk about pop culture a lot, often sharing stories about celebrities and other high-class members of society in a way that sounds almost as though they know the person. They talk about looks often and have a tendency to become very judgmental over other people. They will quickly point out how a person looks and whether or not it is “socially acceptable” at any given chance. They say things like, “He/She said,” “I can’t believe so and so would do that,” “What are they thinking?”, “I would never do that,” and other things that prove that they are regularly comparing themselves to other people, and other people to their idols.  
 
    Emotion: Emotion-driven people talk in a way that very much emphasizes their feelings and their tendency to “feel” everything. They are very sentimental and sensitive when they talk, and you can often hear this in their voice. They struggle to keep their emotions a secret, and their voice often gives that away. When something upsets them, you hear it. When something excites them, you hear it. You can always hear their emotions in their voice. They often say “I feel” or “That feels,” regularly talking about the feelings they get from something. They also tend to describe things with feelings, such as “That’s a happy looking tree,” or “That’s a cold looking apartment,” as this is how they convey that something makes them feel good or if it makes them feel bad.  
 
    Building a Personality Profile  
 
    As you know, there are two profiles you are looking for in every person: a primary profile and a secondary profile. This is how you will get a clear idea of what drives a person and how you can use these driving factors to determine how you can easily manipulate them.  
 
    The primary profile is built based on which categories the person falls under the most. For example, if they have a very strong tendency to judge people and they carry themselves proudly, the person’s primary personality type would likely be ego-driven. If they are receptive and soft and they carry themselves expressively, they are likely emotion-driven. If they are always recalling facts and seem very confident and sure of themselves, they are likely logic-driven. The one that they are the most of would provide you information as to which their primary profile is.  
 
    The secondary profile is the next profile that they fall under. So, once you have identified the primary profile you want to look at the two remaining profiles and identify which one seems to describe your target the best. This will be their secondary profile.  
 
    Once you have the primary and secondary profiles identified, you can begin creating your manipulation map to determine how you will go ahead and manipulate your target.  
 
    Creating Your Manipulation Map 
 
    The manipulation map is easy to create. In the next few chapters, you will learn about manipulation and persuasion practices specifically based on how they can be used for each unique personality type. Each one will tell you which primary and secondary personality type it works best on. This will allow you to have the most success with choosing which strategies you want to use. 
 
    Once you have an idea of what these strategies look like, you can come back to your analysis and create your manipulation map. This works by allowing you to consider their primary and secondary personality types and your desired outcome and using these three pieces of information to determine exactly which manipulation and persuasion strategies you will use to get your target to agree with you on anything you say.  
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 Introducing Manipulation 
 
      
 
    Manipulation, as you know, is the practice where you get to use specific wordplay to make requests that people do not want to turn down. You use your words to manufacture a request that encourages people to choose in your favor which is ultimately how you get them to agree with you and give you what you want.  
 
    When it comes to analysis, manipulation, and persuasion, successful manipulation is always the end-goal. You always want to use your skills so that you can get people to agree with you and do anything that you have asked of them. That is why you want to take the time to understand personality profiles and basic human psychology: so that you can request things in a way that people always choose in your favor. When you can do that, you successfully master manipulation.  
 
    What Manipulation Requests Are  
 
    Manipulation requests are something that virtually everyone uses on a daily basis, often without noticing it. These are essentially requests that allow you to ask people things in a very specific way that makes it sound like a no-brainer for them to choose what you want them to choose. The only difference between a manipulation request and a regular request is that you are changing the way you word your requests for manipulation. This subtle word change ensures that you get your way every time.   
 
    What Makes Manipulation Work  
 
    People have two areas where thoughts form: their conscious and their subconscious. The conscious mind acts on the fight-or-flight response that is often formed in the subconscious mind. When someone is asked to do something or to choose something, they often feel some level of stress in their body, and thus in their mind. This often leads to them choosing in favor of the response that will quickly get them out of the situation and on their way. For example, if a salesperson says “would you like to take advantage of this offer today, or wait and decide later?” a client will almost always say “decide later” because they do not want to have to make a decision now.  
 
    Manipulation works because you can use this knowledge of the fight-or-flight mode to bypass the conscious mind which, if you have not been effective, is already saying “no” and trying to get out of whatever you are asking of the person. Instead, you are priming the subconscious mind to trust you and to mute the fight-or-flight mode when you persuade people, and then you are using specific wordplay to encourage the conscious mind to recognize that the easiest answer is the one that lies in your favor. This means that they can end the decision and quickly exit by simply choosing the choice you want them to choose to begin with. For example, “taking advantage of the offer today.”  
 
    There are a series of request format you can use to make manipulation work, and you will learn about three in this book and how each one works on the human psychology and flight-or-fight mode.   
 
    Why Personality Profiles Matter  
 
    When it comes to advanced manipulation, personality profiles are your key to choosing the proper manipulation request right off of the bat. They also allow you to structure the request specifically to that personality type so that the person you are making a request to easily agrees with you. This essentially makes it even more effortless for you to get your way as you are now in favor of human psychology and the psychology of your target. With these two keys, you can completely bypass the fight-or-flight mode and make your request one that they cannot turn down.  
 
    Choosing Your Type of Request  
 
    Determining what type of request that you will choose depends on what type of personality your target has. Each of the three requests that you are about to learn about are described in detail, and you will learn about how to tailor each one for each specific personality type. You will also be informed which one works best for each secondary personality type, too. Essentially, you want to choose the one that will best appeal to your target’s primary and secondary personality types, and that will help you get your desired response. That way, you can ensure maximum success from your efforts.  
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 Manipulation Techniques 
 
      
 
    Manipulation techniques allow you to determine how you want to request something from someone. Since you already know what you want to request, the only answer now is to determine how you will make that request. You can do so easily by following the guides below for three of the best manipulation requests that exist. If you have already read one of my other manipulation books, you have likely heard of the first two strategies: Starting Small and This-or-That. Unlike those guides, however, these guides will specifically tailor these requests to each unique personality type.  
 
    Knowing When They Are Ready  
 
    Before you can begin manipulating someone, you need to know when they are ready. With basic manipulation, you usually use the Starting Small request on some level to get your target saying “yes” often and ready to agree with you on your big request. With advanced manipulation, the cues are slightly different. While you do want your target saying yes to you often, you also want to make sure that their body language is open and receptive.  
 
    You are looking for nodding, clear signs of interest such as eye contact and feet that are pointing toward you, and an understanding of what the conversation is about, to begin with. You want to make sure that they clearly understand what you are talking to them about and that when you make the request, they have plenty of information as to why they should support you or agree with you. You do this through persuasion, which you will learn about next. However, once you witness these signs of receptiveness and openness in your target, you know that they are ready to hear your request.  
 
    Starting Small 
 
    The Starting Small request requires you to consider the personality type of the person you are communicating with and then ask escalating requests throughout the conversation. What you will request along the way depends on their personality type so we will focus on this as follows.  
 
    Logic-Driven: For a logic-driven personality type, you will be persuading your target through giving them facts. The request comes in when you essentially ask them to trust your facts. You would word your requests in a way such as this:  
 
    
    	 “I feel like I’ve heard that this car is the fastest in the world, have you heard that?”  
 
    	 “I read one time that this was the best couch that you can purchase on the market today. I’d have to say, I agree. Do you?”   
 
    	 “I give back what I borrow every time, and I feel like I’m a reliable person, don’t you agree?”  
 
   
 
    Through specifically saying things like “have you heard that?” or “do you agree?” you are requesting for people to agree with you and confirm the facts that you are sharing. This gets them used to saying yes and agreeing that your facts are reliable, which is something that is highly important to logic-driven people. As you may have noticed, the word “feel” comes up, too, meaning that this strategy is best for logic-driven primary profiles and emotion-driven secondary profiles.  
 
    When you finally get to the point where you get to make your big request, you would ask it in the same way. It would look something like this:  
 
    
    	 “Are you ready to purchase the fastest car in the world?”  
 
    	 “There really is no better couch that you can purchase. Are you ready to buy yours now?”  
 
    	 “You know that I always give back anything I borrow, so can I please borrow it?”  
 
   
 
    By embedding a fact into your request, you appeal to the logic-drive in the person and make it easier for them to want to agree with you and give you your way.  
 
    Ego-Driven: For an ego-driven personality type, you will want to make your requests in a way that appeals to their ego and need to be the best person in the room. You can easily manufacture your requests to appeal to this need by using words that talk about how it will make them look and how it will make other people look at them, too. You would word your requests like this:  
 
    
    	 “Many celebrities drive this car. It definitely commands the road. Can you imagine all of the heads turning to see you drive by in this car?”  
 
    	 “This couch definitely makes your living room look like something straight out of a design magazine. Who doesn’t want to have the fanciest furniture?”  
 
    	 “I am so grateful for the help I got (friend’s name) is literally a god for helping me out, don’t you agree?”  
 
   
 
    Because you are directly comparing things and people to a high social class, an ego-driven person is most likely to agree with you when you word your Starting Small requests in this way. Also, it uses a lot of fact-based evidence, so you know that this is a perfect request style for ego-driven primary personality types and logic-driven secondary personality types.  
 
    When it comes time to make your official request, you will word it in a way such as this:  
 
    
    	 “Are you ready to own the hottest car in town?”  
 
    	 “So, is this fancy couch the one you want to show off to your next guests?”   
 
    	 “I would be so grateful if you could help me with this that I would literally bow down to you, it would mean that much to me.”  
 
   
 
    By embedding your request with something that makes it clear that it speaks directly to their social status, it makes it easy for any ego-driven person to agree with you.  
 
    Emotion-Driven: When it comes to emotion-driven people, you need to appeal to their feelings through your requests. You want to make sure that you are using a lot of words that talk about how they will feel about certain things, and that you are affirming those feelings through getting them to agree with you. You would word your smaller requests something like this:  
 
    
    	 “This luxurious car has the nicest feeling leather seats out of any car I’ve ever sat in. Plus, they have heat warmers with three settings so you will be comfortable no matter what. Wouldn’t you love that?”  
 
    	 “This couch is made from a material that stays soft for years. No matter how much you sit on it or it gets used, it will always remain soft and cozy. I just love the idea that it will stay this cozy forever, don’t you?”  
 
    	 “I really feel like I am a reliable person and that I have always been honest and caring to those who help me out. Don’t you think so?”  
 
   
 
    Since you are using a lot of feeling-based words in these requests, you are easily appealing to the emotional drive of the person that you are targeting. The example requests also feature words that are relevant to both logic-driven and ego-driven people so you could use these request format for anyone with an emotional primary personality type and either a logical or egotistical secondary personality type.  
 
    When it comes to wording the final request, you could say it like this:  
 
    
    	 “This truly is the nicest and most comfortable car to own. Are you ready to take all of this comfort home with you?”  
 
    	 “So, are you ready to make your home even cozier with what might be the softest couch on the planet?”  
 
    	 “It would truly be so amazing if you could help me out with this, I would feel so grateful for your kindness. Can you please help me?”  
 
   
 
    By embedding your requests with emotion-based words, you make it easier for people who are emotionally-driven to agree with you.  
 
    This-or-That 
 
    The This-or-That request works differently from the Starting Small request in that you do not necessarily have to use a series of smaller requests to get your way up to the final request that you want to ask. Of course, you can always use the Starting Small request and then convert to the This-or-That request in the end, but it is not necessary.  
 
    Using the This-or-That request format is great for when you do not have as much time to ask a series of requests and inadvertently ask for the trust and acceptance of your target. It takes much less time to set yourself up for this request, and you can do it easily for any personality type. Based on the nature of the request, you can also easily format it to support any secondary personality type, too. This means that you can simply change your wording and the secondary personality type can be anything. This is one of the easiest requests to mix. Here’s how. 
 
    Logic-Driven: For a logically driven person, the format of asking a This-or-That request is extremely simple. All you have to do is formulate the first offer to be something that is logically unsound, or that lacks rationality altogether. Then, make the second part of the offer something that is completely logical and can easily be computed and agreed upon by the logic-driven personality type. Here are some examples: 
 
    
    	 “Would you rather purchase the less expensive and less trustworthy device or the more reliable one at a slightly higher cost?”  
 
    	 “Do you want to forego the warranty and run the chance of paying thousands to replace this later, or pay a small additional fee for the warranty now and get it replaced no questions asked?”  
 
    	 “So, are you going to say no and avoid having the difficult conversation and make an awkward situation worse, or go have the conversation and get it over with so that you can move on?”  
 
   
 
    As long as you can make it sound like the second answer, and the answer you want them to choose is the only logical solution, a logic-driven personality type will agree with you.  
 
    Ego-Driven: For an egotistically driven person, the format for asking a This-or-That request works by simply exchanging logical facts and evidence for ego-driven words. Start by offering something that sounds like it would reduce the social recognition, respect, or class of your target, and then offer something that sounds like it would nurture the social recognition, respect, or class of your target. Since they do not want to compromise their social status, they will almost always choose in favor of preserving or increasing it. Here are some examples: 
 
    
    	 “Would you rather go with the cheap option that looks like just another average device, or would you rather spend the extra and get the one that everyone is talking about and that is clearly superior to any other device on the market right now?”  
 
    	 “Do you want to forego the warranty and run the risk of not being able to replace your device should anything go wrong, or would you rather spend a little extra now and secure this incredible device with no-questions-asked replacements if anything were to happen?”  
 
    	 “So, are you going to avoid the conversation and look like you are scared of the person and like you can’t handle the topic, or are you going to go be the bigger person and deal with this situation?”  
 
   
 
    As long as you can make it clear that the first choice is less desirable for them and could result in them having their social status compromised and the second one will nurture or even promote their social status, an ego-driven person will always choose in your favor. 
 
    Emotion-Driven: Again, to adjust the This-or-That request to make it work for an emotion-driven person, you simply have to go ahead and swap out the describing factors for ones that appeal to the emotions. You want to start by offering something that sounds like it could make them feel bad, and then provide them with a positive alternative that sounds like it would make them feel good. Since an emotional person will always choose in favor of supporting and preserving their positive emotions, they will virtually always choose the feel-good option in your favor. Here are some examples: 
 
    
    	 “Would you rather pay less now and deal with the frustration and disappointment of having a device that does not work as well, or would you rather pay a little more and have a device that is reliable and readily available for use anytime you need it?”  
 
    	 “Do you want to forego the warranty and deal with the potentially devastating situation of having a broken device that costs a lot to replace, or would you rather protect your great investment and receive a hassle-free, no-questions-asked replacement service?” 
 
    	 “So, are you going to avoid the conversation and deal with the grief and anxiety that comes with knowing that it has to happen eventually, or would you rather go face it now and find comfort and peace in knowing that it is dealt with and you can move on?”  
 
   
 
    As long as you can make it clear to the emotionally driven person that their emotions will be preserved as long as they choose in your favor, they will always do so. Emotionally driven people are almost always willing to avoid negative emotions at all costs.   
 
    An Offer They Can Not Refuse  
 
    The last form of a manipulation request that you can take advantage of is making your target an Offer They Can Not Refuse. Giving your target an offer they cannot refuse means that you are taking into consideration their primary and secondary personality profiles and that you are wording your request in such a way that it sounds truly impossible for them to refuse your request. This is another form of request where you can tailor the secondary profile as needed. Simply adjust which words you use to ensure that you are speaking in a way that appeals to both the primary and secondary personality profiles that your target has. Here’s how. 
 
    Logic-Driven: When you are making a logically driven person an offer that they cannot refuse, you need to make sure that it is infused with facts and evidence that make it clear that there is no way that they can pass up on what you are offering them. You can do this by tailoring your request to be filled with facts and evidence that support what you want them to do. Here are some examples of what that would look like depending on who your target is. The following examples blend the logic primary with both ego and emotion secondary’s. See if you can recognize which ones are which.  
 
    
    	 “So, are you going to invest the lower sale price today and go home with this incredibly high-quality television that is guaranteed to give you and your guests the best viewing experience possible?”  
 
    	 “Are you going instill your trust in a person who has never let you down in the past, knowing that I care too much about our friendship to compromise it?”  
 
    	 “Have you decided that you are ready to show yourself some self-love by investing in our brand new spa package that is complete with six different spa treatments, each of which are uniquely designed to improve the health and appearances of your skin, hair, and nails using state of the art technology?”  
 
   
 
    Ego-Driven: When it comes to getting an egotistically driven person to agree to an offer that they cannot refuse, you need to make sure that you emphasize the fact that agreeing with you will maximize their social credibility and social status. You can do this by tailoring the request with evidence that other people of high social class, like celebrities, are agreeing to the very same requests. This encourages your target to see that they, too, need to agree. You can use appropriate words and techniques to infuse your requests with secondary personality types, too. See if you can identify which of the secondary personality types are being used in the following examples.  
 
    
    	 “So, how would you like to take this incredible new television home so that you can start showing it off to your friends today for the extremely low sale price that we are offering for a limited time only?”  
 
    	 “Are you going to instill your trust in a person who has never let you down in the past, knowing that in return you’re getting the best quality of service so that you can show this off and know that you saved money by investing in a friend?”  
 
    	 “Have you decided that you want to take advantage of our brand new spa package that is complete with six different spa treatments, each of which is all the rage in the latest celebrity gossip circles?”     
 
   
 
    Emotion-Driven: Getting an emotionally driven person to agree to an offer that they cannot refuse requires you to guarantee on some level that the person will get a positive emotional pay off for agreeing with you. When you assure them that they will genuinely feel good for agreeing with you, then you make it so that it is easy for them to want to do anything you have requested of them. The following examples will show you how it looks to make an offer they cannot refuse to a person who is emotionally driven. Again, they are infused with secondary personality profiles, too. See if you can identify what the secondary personality profiles are that are being nurtured by the following requests.  
 
    
    	 “So, would you like to take advantage the impressively low sale price and bring this television home so that you can start enjoying it and making memories around a higher quality resolution today?”  
 
    	 “Are you willing to trust me and that I would never let you down because I care too much about our friendship and only want what’s best for you?”  
 
    	 “Have you decided to show yourself some self-love by taking advantage of our brand new spa package that is complete with six different spa treatments, each of which are designed to help you relax and enjoy the peaceful and serene break from your daily life?” 
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 Introducing Persuasion 
 
      
 
    Persuasion, as you know, starts the moment you begin communicating with a person. It continues to occur throughout the entire conversation, too. You start by persuading them to like you and feel comfortable around you, then you persuade them to trust you and see you as a credible and reliable source, and then you use persuasion to close the deal on anything you have requested from your target. Persuasion is an incredibly important tool in manipulation, just like analysis and manipulation itself. And, just like manipulation, you need to tailor your persuasive efforts to match the primary and secondary personality profiles of your target.  
 
    How Does Persuasion Work?  
 
    Persuasion works by using intentional actions, words, and behaviors to persuade someone to like you and trust you. It is very similar to manipulation in that you are using a basic knowledge of human psychology and personality types to determine how you will behave to gain their acceptance and trust. You will use the same clues that you use when you are manipulating people to determine what course of action to take to persuade them.  
 
    Some persuasive strategies include things like mirroring body language and verbal cues, sharing stories that the person can relate to, and generally being a charismatic person so that you can develop a connection between you and the person you are communicating with. People are always eager to establish a connection between themselves and others, so nurturing this need is a great way to get them easily trusting you and eager to agree with you and anything you desire to get from them.  
 
    Why Does Persuasion Differ from Manipulation?  
 
    Persuasion and manipulation may sound the same, and that is because in many ways they are. However, in the art of manipulation, manipulation itself is isolated specifically to the requests that you are making to get your way, and the techniques you use to get there. Persuasion is everything else that happens in the conversation that you do to get someone to feel comfortable around you. So, any time that you are using the human psychology to manipulate someone to like you, trust you, or agree with you, you are actually persuading them. However, when you use it to state a request and get a positive answer in your favor, you are using the manipulation techniques specifically. It may sound confusing, and that’s okay. The primary thing is that you understand what strategies to use when and that you use them properly and effectively so that you get your way.  
 
    How Is Persuasion Tailored to Personality Types?  
 
    Just like manipulation, persuasion is tailored to be used on different personality types. You will adjust how you persuade people based on what they prefer, like, and dislike. There are many ways that this is done, which you will learn about in the next chapter. For now, let’s review how you might tailor your overall persuasive actions to get someone to like you based on their personality type.  
 
    Logic-Driven: When it comes to a logic-driven personality type, you want to completely tailor your interactions to logic-driven actions. You want to come across as confident in what you are saying and in your facts, and you want to make sure that any time you are recalling information you are recalling it as though it is evidence or somehow educational as opposed to a mere memory.  
 
    Ego-Driven: For ego-driven personality types, you want to ensure that you are acting as though you are also driven by your ego. You want to come across in an almost holier-than-thou manner, but in such a way that you are accepting of the person you are targeting. This gives them the feeling that they are somehow special over anyone else because you are treating them in a way that you may not otherwise treat other people.  
 
    Emotion-Driven: When you are persuading emotionally-driven personality types, you need to ensure that you are using a lot of emotion in your persuasion. Keep a very expressive body language and share feel-good stories that make you and your target smile. Unless, of course, you are trying to warn them off of something “bad” (i.e., guide them away from anything that does not serve your purpose), then you want to share only things that would be associated with negative feelings and emotions.  
 
    How do You Create a Manipulation Map with Persuasion?  
 
    Just like with manipulation, you can use the personality types of the person you are targeting to determine what persuasive actions you will use, too. Similar to manipulation itself, you will use a mixture of their primary and secondary personality types and your desired outcome to generate your desired results from your conversation. It may sound difficult, but it’s not. In the next chapter, every single persuasive strategy has been broken down into what to do with that strategy depending on what personality type you are dealing with. Simply use the ones that will get you the best results and be on your way!
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 Persuasion Techniques 
 
      
 
    Now that you are clear on why persuasion matters, how it works, and what you need to do in general so that you can persuade each unique personality type, it is time to explore the strategies you will use to persuade people. When it comes to advanced persuasion and getting what you want based on personality types and human psychology, there are four persuasive efforts you need to pay attention to. They include body language, vocabulary and verbal cues, charisma, and story-telling and relatability. If you make the most out of these techniques, you will have an easy time getting your target on your side. 
 
    Remember, with advanced persuasion you are not taking the follower role in the conversation. You do not want to be saying “me too” and letting the other person lead the conversation by telling you what they want and need. While you are still going to be analyzing and receptive to what they are saying and using it to help manufacture your persuasion and manipulation efforts, you do not want to be relying solely on this. Instead, you want to use your knowledge over their personality type to create your own authentic image of a person that would be easily liked and trusted by your target. For example, if you are appealing to an ego-driven personality type, you do not want to follow their lead and stay in agreeance with them the entire time. This may nurture their ego, but it could also lead to them feeling like you are not “worthy enough” to tell them what they should or should not do. However, if you were to take the lead and nurture their ego by making them feel accepted into your “exclusive” circle of people that you like and lead them to your request that way, they will be more likely to agree with anything you ask because they want to stay in your exclusive circle by looking as though they belong there.  
 
    Now that you understand the importance of taking the leadership role, you are ready to begin learning the four best practices for persuasion. Let’s get started.  
 
    Body Language  
 
    As you know, body language is a major part of how we communicate with people. Whether we realize it or not, we are always analyzing people for clues in their body language that will inform us as to what they are thinking, how they are feeling, their intentions behind their words, and more. This is why it is so important that you know how to tailor your own body language to “speak” the same language as the person you are persuading. How you do this will depend on the personality profile of the person you are talking to, as each unique profile has a tendency to carry themselves in a unique way.  
 
    Logic-Driven: Logic-driven people, as you know, tend to carry themselves very confidently. When it comes to persuading a logic-driven person, you need to also carry yourself with confidence. You want to hold a firm, tall, and straight posture, but keep it open, too. You don’t want to be confident airing on the side of aggressive, but rather confident and airing on the side of willing to learn. Keep your hands gentle at your sides, but your shoulders straight and squared. Stand straight, but if you are deep in conversation, you might shift your weight to one foot to indicate that you are relaxed. Keep your chin up, but don’t look down your nose at the person you are talking to. You want to match their level of confidence to show that you stand behind everything you say, but that you are not trying to one-up them with anything. Logic-driven people are very proud of their facts, and while they are happy to be educated, they hate feeling like the educator is being condescending or constantly overshadowing their knowledge.  
 
    Ego-Driven: With ego-driven people, you want to take confidence and step it up a notch. With these people, you want to be confident around your target, but looking down your nose at other people. Pay attention to how deeply ego-driven your target is. For ones that are only lightly ego-driven, or who try to hide it, don’t openly gawk or express judgment toward anyone else. Instead, you might simply ignore the people who would seem “unworthy” of your time. For people who are extremely ego-driven, you essentially want to ignore everyone except a select few. Look down your nose slightly at people, stand tall and firm, and have a very unconcerned look on your face. Act as though you can’t be bothered to deal with anything that does not directly involve you, and if it is too inconvenient or “below you,” someone else can deal with it. Having this grandiose, better-than-you-type attitude will directly speak to the personality type of the ego-driven individual.  
 
    Emotion-Driven: If you are talking to an emotion-driven person, you need to tailor your body language to ensure that it is more expressive and receptive. Think almost on the level of an actor or actress, and how they have to elaborate their body language to convey the position of their character in each scene. You want to be very expressive in how you are feeling. If you are happy, keep your posture upright and stay light on your feet. Smile, use elaborate hand gestures and allow your face to openly express every emotion you are feeling. If you are not happy, let your posture fall, drop your shoulders, and close yourself off somewhat. Let your smile fade away, stop using as many hand gestures, and allow your body to express the emotion you are feeling once more. You want to be expressive but not fake, so try and make sure that your body language is not overdone, but noticeable. This will ensure that your target sees your expression and relates to you through their emotional drive.   
 
    Vocabulary and Verbal Cues 
 
    Just like body language, the vocabulary you use will need to be adjusted depending on who you are talking to. As you may have noticed in the manipulation step, there are specific words and phrases you want to use depending on who you are talking to. This will ensure that you are speaking verbally on the same level as your target, too. Unlike body language, however, your verbal cues can be adjusted to accommodate both primary and secondary profile types. Below, you will find a full list of examples and explanations on how to adjust your vocabulary for each personality type. To add the secondary personality type, you want to stay true to your primary personality type’s vocabulary but whenever possible add in cues from their secondary personality type. This will ensure that you effectively speak to them completely in their own language.  
 
    Logic-Driven: As you know, logic-driven people favor facts, evidence, and statistics. They want to have a conversation, then, that is completely revolving around these three truths. If they will need to make a decision, it is imperative that they have all of the facts before they decide. For this reason, you need to make sure that you are using persuasion to give them evidence as to why they can like and trust you, as well as evidence as to why they should choose in your favor.  
 
    You also want to make sure that when you are talking, you are using language that they understand and that they will relate to. Logic-driven people speak about facts often, so they like vocabulary that revolves around facts. Here are some verbal cues and vocabulary words you should add to your own vocabulary so that you can appeal to the logically driven target:  
 
    
    	 “In fact…” 
 
    	 “The fact of the matter is…” 
 
    	 “The evidence suggests that…”  
 
    	 “Statistics show…”  
 
    	 “Statistically this is…”  
 
    	 “Proof”  
 
    	 “Evidence” 
 
    	 “Fact” 
 
    	 “Stats” or “Statistics”  
 
    	 “Experience”  
 
   
 
    Using words that specifically point out facts, evidence, or other real-world knowledge that you have drawn from various sources is a great way to appeal to a logically-driven person. As long as you can make them realize that the facts you are giving them are sound and drawn from credible sources, the person will believe you. If you don’t have credible sources, state as many facts as you can to give factual overload. They will begin to feel that since you know so much about something that you can speak expertly on it, that you must know what you are talking about and therefore you become a reliable and trustworthy source.  
 
    Ego-Driven: Ego-driven people love anything that makes them feel like they are well-liked, appreciated, respected, and perceived to be a part of “the best” in society. The best way to adjust your vocabulary to appeal to the ego-driven personality type is to engage in conversations that speak about topics like celebrities, trends and fads, gossip, and anything that feels like they are being accepted into something special. For example, if you give them information that seems exclusive or only available to specific people, they will feel like they are extremely important and this appeals to their ego and need to be better than everyone else.  
 
    When you are talking, you want to make sure that you are using words that specifically speak to their need to be better, too. Everything you talk about should suggest that only the best-of-the-best have what you are offering, or that it is otherwise exclusive in some way. It should also suggest social class, particularly of a high-society nature. This is the most appealing to the ego-driven person. Here are some verbal cues and vocabulary words you should use when you are communicating with an ego-driven person:  
 
    
    	 “Did you hear?”  
 
    	 “Only a few people know this…”  
 
    	 “Apparently it’s hard to get/get into…”  
 
    	 “All of the celebrities own this/are doing this…”  
 
    	 “It’s a high-class place/thing…”  
 
    	 “If you don’t want to be just another average person…”  
 
    	 “Exclusive” 
 
    	 “The best”  
 
    	 “High class”  
 
    	 “High society”  
 
   
 
    When you use words that specifically speak about exclusivity, high class, and the elite few in society, you begin appealing to the ego-driven personality type. Because they want to be considered a part of the high society and upper class of society, they are willing to agree to anything that will help put or keep them there or give the illusion that they are already there. If you can use these vocabulary words in your conversation, and in your pitch, you will easily persuade the ego-driven personality type to like you, trust you, and agree with you.  
 
    Emotion-Driven:  Emotionally-driven people are drawn to everything that makes them feel happy or good in some way. Because they are particularly sensitive, they tend to avoid anything that will make them feel down or negative. They don’t even like talking about negative accounts in many situations because even the topic can be hard for them to deal with. You want to instead use positive praise when it comes to the emotionally-driven person. Instead of trying to use fear or negativity to draw them away from where you don’t want them to go, use positivity to drawn them in to where you do want them to go. If they do get off course and the positivity isn’t working, be very selective and modest in the negative words and explanations that you use to get them back on track.  
 
    When you are talking to an emotional person, they love to talk about positive experiences they have had. You typically want to talk about memories, good stories, and feel-good pieces of information or news that you have heard in your lifetime. The more feel-good stories you can give them, the better. As you are, be sure to use the following verbal cues and vocabulary words to really appeal to the emotionally-driven personality type:  
 
    
    	 “I feel…” 
 
    	 “It felt…” 
 
    	 “I remember how wonderful it was…”  
 
    	 “Oh, that takes me back to some of my favorite memories…”  
 
    	 “That reminds me of this one time…”  
 
    	 “What a beautiful experience!”  
 
    	 “Warm” 
 
    	 “Positive” 
 
    	 “Enjoyed” 
 
    	 “Peaceful”  
 
   
 
    Using words that specifically describe the feelings, either emotionally or physically, that you have felt in various experiences is the best way to appeal to the emotionally-driven personality type. Since they are so sensitive, many of them feel as though they can emotionally or physically feel anything that you talk about. When you can use positive memories and stories, this puts them in a really positive mood. This makes it easy for them to like you, trust you, and want to agree with you when it comes time for you to request anything of them. An emotionally-driven person who is in a happy mood is almost always receptive and prepared to agree with anything.  
 
    Charisma 
 
    Charisma is a powerful persuasion tool. In general, charisma means that you are a warm, welcoming, and open person. Because of the nature of charisma, you want to make sure that you are generally using the same techniques throughout each of the personality types. Stay optimistic and positive, be happy, be charming, make them smile, and make the individual feel as though they are comfortable and welcomed around you. Doing this will ensure that you get a positive connection going on between you and the other person.  
 
    There are very few things that you need to do to customize charisma for the unique personality types. However, there are some things you want to pay attention to. Here is what you should know about charisma and the three different personality types.  
 
    Logic-Driven: The logically driven person knows that not everyone is happy all of the time. Because they are logically driven, they have a tendency to be skeptical, too. If you appear overly happy or charming, they may begin to become suspicious of you and lose their ability to connect with you. If the person you are dealing with is logically driven, you want to stay positive and optimistic, but not overly so. Smile regularly, but don’t keep a smile plastered on your face. As well, don’t pretend that everything is always positive all of the time. If you can recall negative experiences or anything that doesn’t align perfectly with positivity, do not be afraid to share them as long as they don’t work out of favor of what you are requesting of the person. You need to be very realistic and even a little skeptical yourself to be believable and properly charismatic with a logically driven individual.  
 
    Ego-Driven: When it comes to people with an egotistical drive, you need to keep your charisma to them only. This doesn’t mean that you should be rude to other people, but rather you want to either ignore other people or be neutral with them. Smile, laugh, and share an exclusive experience with the ego-driven person, and then stay neutral and almost disinterested in the other people. Unless the “other people” are the ego-driven person’s friends. Then, they can be a part of the exclusive few that are getting your charismatic attention. Everyone else should essentially become non-existent or even “invisible” to you. That way, the ego-driven person feels like they are special for getting your positive attention.  
 
    Emotion-Driven: If the person you are talking to has an emotional drive, they need you to remain highly charismatic in a very positive way. You need to almost be overly charismatic. Because they are so sensitive, they respond best to you if you are staying highly optimistic, warm, welcoming, and open. You need to be highly supportive of these people, assure them regularly, and be willing to offer plenty of compliments and positive praises in their direction to ensure that they maintain their feeling of positivity around you.   
 
    Story-Telling and Relatability  
 
    The final part of persuasion that you need to take advantage of is your story-telling skills and your ability to maintain relatability in the conversations that you share with people. As you know, you want to use story-telling and relatability in a way that puts you in the driver’s seat of the conversation and prevents your target from feeling like you are merely agreeing with everything they say. While you do want to agree with them, you do not want to make it seem like the entire conversation is simply you agreeing with them and reciprocating with your own stories. Instead, you want to share authentic stories without being prompted to whenever it is relevant to your conversation.  
 
    Naturally, there are specific tips, pointers, and topics you need to focus on when you are sharing stories to relate to your target. These pointers will heavily depend on who you are talking to, what their personality type is, and what your desired outcome is. The larger your request, the more you need your target to relate to you. Therefore, the more specific you need to get. 
 
    The best way to really maximize relatability is to have a healthy mixture of authentic stories, reciprocated stories, and “me too” or agreements in your conversation. You want to be agreeing and relating to your target’s story as often as you want to have them agreeing and relating to your story. This will make it feel like the connection is mutual and that you feel as though you are relating to them as much as they are to you. If you are unsurprised at the relation or if you are not acting as though you are happy that you are feeling as though you are relating to them, they may catch on that you are manufacturing your part specifically for the conversation. This can completely ruin your chances. So, make it seem very even and mutual, even though you know that you are completely in control.  
 
    The following tips will let you know exactly what types of stories you need to be sharing and how to share them depending on the personality type that you are talking to. You can easily infuse these stories with vocabulary words that you learned in the previous section to ensure that you are appealing to both the primary and secondary personality type in your target even more.  
 
    Logic-Driven: When you are sharing stories with logically driven people and trying to create a feeling of relatability with them, you need to make sure that you are keeping your stories focused on factual information. Recount experiences that equate to evidence, speak from a place of experience or fact, and recall times that you read or learned about facts surrounding the very topic that you are talking about. Make sure that you are clearly recalling the facts, too. Infuse these facts into your stories and make sure that they are the stars of the show when you are talking about anything with this person.  
 
    When this person shares stories with you that recall facts, don’t simply say “me too.” Instead, say “me too” and share a fact afterward that supports the fact that your target told you. This creates a mutual agreement between facts. Since your target is logically driven, they will develop respect for you because they feel like you share the same information and knowledge around various things. Then, you can use your authentic stories to add more facts to the conversation that they may not already know about. Use this as an opportunity to politely educate them so that you can increase their knowledge. This will keep you interesting, keep your target listening, and further gain more respect for you so that later when you request something from them, they respect your credibility and research and know that you are trustworthy enough to agree with. They will be less likely to need to go away and do their own research and more likely to rely on the research you have already done and the facts that you have provided them with.  
 
    Ego-Driven: For ego-driven people, you always want to keep one important tip in mind: keep your stories short. Ego-driven people don’t really care about stories that have nothing to do with them unless the stories have something to do with people they care about. Typically, those people are celebrities or other members of upper-class society.  
 
    When you are sharing stories with ego-driven people, find a way to make it sound like your story somehow made you better than anyone else who was involved. Keep it short, and make you the star of the show. Then, instead, spend more of your time listening to them and letting them talk their own ego up. Allowing them to brag and nodding in agreement as they do is a good way to let an ego-driven personality type win themselves over in your favor.  
 
    If you want to have authentic stories to share or conversation topics to discuss, you want to make sure that you are talking about other people. Again, celebrities and other members of upper-class society are great topics for gossip, which is exactly the type of story-telling ego-driven people are drawn to.  
 
    Emotion-Driven: People who are driven by their emotions love story-telling. Story-telling is an opportunity to share memories with others, specifically good ones. When shared properly, these stories can really make an emotionally driven person feel good which, as you know, is their weakness.  
 
    Be sure to share heartwarming stories that are likely to make the emotionally driven person feel really positive and happy about whatever the topic is at hand. If you are trying to sell them on something, for example, recall memories whereby the item that you are trying to sell them on made you or people close to you happy. You want to talk about how it enhanced your life and created positive experiences for you and everyone involved.  
 
    You can also share memories of things you have seen. For example, if you see a cute video of an animal online, share the video and recall how you felt watching it. These little anecdotes are an incredible way to develop a connection with emotionally driven people and build your credibility with them. Once you get into their feel-good books, they are far more likely to agree with you on virtually everything. 


 
   
  
 

 Chapter 8 
 
      
 
      
 
   
  
 

 If You Get Caught 
 
      
 
    If you will truly advance your skill as a manipulator, you must know how to prevent yourself from getting caught. Recovering yourself from getting caught is a skill all on its own, and when done right you can actually put yourself right back into the position of being able to manipulate the person all over again. Many people are unaware of the necessary action required if you get caught. The reality is that recovering yourself is easy, but it is also a delicate process. You have to be very intentional and specific about how you do it, or you may end up burying yourself further and making it impossible for you to recover. Then, you lose your trustworthiness and credibility and may even tarnish your reputation, further damaging your ability to manipulate anyone in the future. If you get caught, follow these steps.  
 
    Stay in Control  
 
    You have to start by staying in control of yourself. Do not allow nervousness or fear to translate into how you are expressing yourself. Keep your voice and body language strong and confident, even if you know that you have already been caught. Immediately switching into a defensive or nervous tone of voice and posture will result in you contradicting everything that you will say in the next step. This means that, no matter how well you say it, you will likely lose the trust and respect of the person that you are trying to manipulate. This will result in a complete failure and loss of your chance of effectively manipulating this person ever again.  
 
    Staying in control may be hard, especially if you tend to be an expressive or nervous person. For that reason, you want to really take action on this step. Do not even let yourself switch into nervous mode. Instead, keep your posture very strong and true to what you have already been doing, maintain your tone of voice and your vocabulary, and stay completely in control of yourself. The best thing you can do is let the nervous thoughts out of your mind so that the panic does not take over. You can do this by releasing the idea that you are caught and instead believing that you are about to regain control through your self-discipline. You are not caught. You are simply being questioned. You are only truly caught if the person walks away convinced that you are a manipulative person. Until that happens, you are still in control. Period.  
 
    Completely Stop Trying  
 
    The next step is to completely stop trying to manipulate this person. You need to pull back entirely on every single level. Do not use any intentional persuasion, attempt to relate to them, or any form of manipulative request on them at all. At this point, they will be looking for evidence that suggests that you truly are manipulating them. For now, all they have is a suspicion. Your job is to keep it as a suspicion so that you can get them off of your trail and convince them that you are not, in fact, manipulating them.  
 
    Once you have entirely thrown the breaks on your attempts, you want to give in to what they are saying. Do not under any circumstances admit to manipulation. Never should you ever say “I agree,” “Yes I was,” or “You are right” to the fact that you are manipulating them. This immediately makes you guilty, and you cannot come back from that. Admitting directly to manipulating will not revive you or make it seem like you were at least being honest in the end. This is not what it will look like to your target. Instead, they will think that had they not caught you, you would have never admitted what you were doing, and you would have manipulated them all the way until the end. Which, of course, you would have.  
 
    Instead of admitting to manipulating, you need to admit to understanding how they could think that. Period. You are never admitting to anything more than this. “Yes, I can see where you are coming from, but I assure you that is not what I was doing.” “I understand what you mean, and I see how it likely felt that way, I’m sorry that I made you feel that way.” Using admission to the illusion of manipulation but not to manipulation itself is a great way to apologize without pinning yourself as guilty. Then, because you admitted to understanding where they were coming from (and not to manipulation), they are more likely to begin to redevelop their trust in you again.  
 
    Slowly Get Back on Track  
 
    After you have admitted to understanding how your actions may have made them feel and you have apologized, you want to start slowly getting back on track with your manipulation. The key word here is slowly. You do not want to rush this. You already had them suspicious and skeptical about you once, you do not want to get to that place again. This time, you need to be extra cautious and make sure that you are extremely careful not to get them suspicious of you again. Coming back once is easy, coming back twice is tough, and coming back three times is impossible. You never want to go past the first come back.  
 
    You should start by building relatability again. Share authentic stories, agree with the person you are talking to, and use this as an opportunity to rebuild the connection that you had going with you. As long as you do this effectively, it should not take long for you to rebuild the connection. Since you already had one prior to the accusation and the accusation was never affirmed as true, the person will likely find it easier to connect with you the second time around.  
 
    Once you have built relatability and begun persuading again, you can then move on to an easy manipulation tactic. The best one when recovering from nearly being caught is the Starting Small strategy, as you can slowly request more and more of the person so that they get used to saying yes to you again. This also allows you to see how they respond to your requests so that you can easily gauge the size of the next request based on their response to the last one. Then, you can also determine exactly when to ask the big request so that it comes across as authentic and not manufactured. Remember, you don’t want to get them suspicious of you again, especially not on your big request.  
 
    Seal the Deal  
 
    Once you get to the point where you feel that everything is flowing back on track again and everything is running smoothly, you can get back to seal the deal. Carry on just as you would have had you never been accused, but stay very cautious along the way. Cover your trail, act authentically, and do not make it obvious that you are in any way manipulating them to agree with you. That way, you can easily seal the deal with them.  
 
    The biggest key when you are manipulating someone is to refrain from dropping into “guilt mode.” You do not want to try to make them feel guilty, nor do you want to deny the person’s feelings. Trying to make the person feel guilty will make them look right, as we tend to become defensive when we are guilty of something ourselves. Saying things like “You really think that about me?” or “Do you really think I would do that?” or “I can’t believe you would say that about me!” or anything else that would try and place the blame on them makes it apparent that you are feeling guilty about something. They will immediately think that you are guilty of manipulating them and then they will lose trust in you.  
 
    Denying what they are saying also won’t work. People do not like to have their feelings denied, and that is exactly what you are doing if you deny manipulating them. That is why when you admit to the situation you say “I admit that I understand why you might feel that way, I’m sorry.” You are admitting to respecting their feelings and validating that they have the right to feel however they are currently feeling. This assures them that you respect them and that you honor their feelings, thus immediately re-establishing their trust in you.  
 
    The difference between an immature and inappropriate response to being caught and a mature and proper response to being caught is that the immature and inappropriate response will keep you caught. Executing the mature and proper response will keep you undercover and allow you to carry on doing whatever it is that you were doing in the first place, only more secretive this time around! 


 
   
  
 

 Conclusion 
 
    Thank you for reading “Manipulation: Advanced Strategies to Learn and Execute Manipulation Techniques.” This guidebook was designed to build on existing manipulation skills to give you direct and actionable strategies that you can use to advance your manipulation skills and achieve even better results. From making your results more reliable, efficient, and easier to achieve, to helping you streamline your strategies, this book was designed to help you get to where you need to go, faster.  
 
    I hope that you were able to easily develop an understanding of the three personality types. I hope that you were also able to explore the primary and secondary personality types and understand exactly what this means in regards to how you should be manipulating people. Having a strong understanding of these personality types and learning to identify them in people means that you can use strategies specific to these personality types to get your desired results even faster. You also make it a lot easier for you to cover your trail as you don’t end up using results that are irrelevant to the personality type that could suddenly make it apparent to them that you are manufacturing everything for your own personal gain.  
 
    The next step is to begin practicing how to identify the different personality types. Use the analysis strategies outlined in this book to help you discover which personality types you are dealing with, and begin learning to identify primary and secondary personality types in different people. Once you are feeling confident in your ability to identify primary and secondary personality types, move on to practicing persuasion. Begin learning which stories appeal to which personality types, perfecting how you tell your stories, and mastering your body language for each personality type, too. Practicing this regularly will make it so that you can stop feeling manufactured and start feeling natural in each circumstance. You do not want to ever appear as though you are trying too hard to look like someone the other person would like. This will cause you to lose your credibility and their trust. Once you have begun effortlessly persuading people to like you and trust you, you can begin practicing your manipulation requests.  
 
    If you enjoyed this book, I ask that you, please take the time to honestly review it on Amazon. Your feedback would be greatly appreciated. 
 
    Thank you! 
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