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Introduction 
 
      
 
    Congratulations on downloading Dark Psychology and thank you for doing so, make sure to leave a review on Amazon if you enjoy it, I’d really love to hear your thoughts. 
 
      
 
    The following chapters will discuss everything you’ve ever wanted to know about the art of manipulation, persuasion, and other forms of dark psychology. In chapter 1, you will read an overview of what we mean when we say “dark psychology” as well as examples demonstrating how dark psychology is used every day in the modern world. There are secrets and strategies which will give you an advantage in nearly any kind of social situation, and that’s what this book is designed to help you learn.  
 
      
 
    In chapter 2, we will discuss the basics of NLP, or Neuro-Linguistic Programming. It sounds like a mouthful, and there is a ton of research out there involving many strategies and practices, but we will give you what you need to know and learn in order to utilize these researched and tested ideas to get you where you want to be, whether it’s climbing a ladder in your career or getting the girl.  
 
      
 
    In chapter 3, you will learn about body language and nonverbal communication. Many people don’t realize that the vast majority of communication that happens between people is actually not coming from our mouths—it’s happening through subtle cues and body language. Learn how to pick up on signals which other people may not even realize they are giving you through their bodies and behaviors.  
 
      
 
    Chapter 4 cover the art of persuasion. How exactly do you begin persuading someone to do something you want them to do or to lean your way in an argument? This is certainly not an easy thing to learn, but we will give you the tools to begin practicing and honing this skill in your own life. Conversely, we will also tell you how to spot someone who is trying to persuade you, and the more you know about these techniques, the more automatic it will be to use them in public and also pinpoint others in your environment who are using them.  
 
      
 
    Chapter 5 is all about dominance—what is looks like, how it is demonstrated and maintained, and what it can be used for. Human beings still harbor their old instincts from early on in our evolution. These instincts involve flaunting acts of dominance among others in the “pack” for different purposes. Sometimes it’s to make a statement about a woman belonging to you, other times it’s about assuming leadership of a group and being the “alpha.” In the modern world, a lot of these behaviors show up in competitive environments where money is involved. Anywhere there is a competition for prestige, power, fame and fortune, there is going to be a show of domination tactics. Learn how to make yourself bigger and more dominant in a competitive environment.  
 
      
 
    Do you feel you know when people are lying to you? Are you considered really gullible? In chapter 6, learn some of the most widely used techniques to tell when someone is lying to you. These techniques are used in such professions as law enforcement and investigation where it essential to be able to tell when someone is hiding information.  
 
      
 
    Chapter 7 explains gaslighting and brainwashing. These predatory techniques can be incredibly dangerous if someone with a personality disorder, such as narcissism, gets ahold of you. Learn how to detect when someone is using these techniques for their own gain and remove yourself from the situations.  
 
      
 
    Chapter 8 covers how dark psychology techniques can even be used in the written word. Explore how persuasion and manipulation are used every day in the media, advertising, and even business communications between large corporations.  
 
      
 
    In chapter 9, we will describe the concept of groupthink and how this phenomenon plays out in boardrooms all across the world every single day. Do you wish people listened to you more at work? Do you feel like you are way smarter than the guy who always does all the talking in meetings? There is a scientific reason why people keep listening to those individuals. Learn about them here.  
 
      
 
    Finally, in chapter 10, we’ll talk about tips and tricks for you to practice in your life in order to better digest this information and begin practicing techniques to move you further in your life, wherever it is you’re trying to go. Lifestyle choices and daily habits have a profound effect on our mental lives and making improvements in this area will lead to a stronger mindset and determination, as well as a clearer focus and motivation to move forward as a stronger, more informed individual.                
 
      
 
    There are plenty of books on this subject on the market, thanks again for choosing this one! Every effort was made to ensure it is full of as much useful information as possible, please enjoy! 
 
      
 
   


 
  



Chapter 1: What Is Dark Psychology?  
 
      
 
    A recent study[1] from the University of Copenhagen came out with some interesting findings after a study which looked at aspects of the “dark core of personality.”  
 
      
 
    When we think of the darker characteristics, a few stand out as what many psychologists call “the dark triad.” These include psychopathy (a personality lacking empathy), narcissism (total self-centeredness), and Machiavellianism (believing that the ends justify the means). These definitions of each term are quite simplified, but most people in modern society have some understanding and exposure to each of these terms. We hear all the time about criminals, such as serial killers, demonstrating one if not all of these personality traits. A serial killer tends to lack any kind of empathy with his victims, is completely self-serving to the extent that hurting others is not a concern, and ultimately proves through his actions that he believes in the ends justifying his means, i.e., raping and killing this person will make me happy, I deserve happiness, therefore, I’m going to kidnap murder this victim exactly as I see fit.  
 
      
 
    What psychology professors at the University of Copenhagen found through their studies is that people with one aspect of the “dark personality” tend to also other corresponding personality characteristics. In other words, if you demonstrate lack of empathy or narcissism, it is likely that you also exhibit other dark personality traits. This was termed in the study as the “D-factor.” The D-factor can be loosely defined as the subject’s tendency to maximize his own “utility” and to dismiss others’ utility, through either provocation or complete disregard. Basically, I am worth preserving, and you are not.  
 
      
 
    So, while each of the traits considered to be on the spectrum of dark personality traits are unique, they also tend to manifest together in individuals who are identified as dark personalities. This is important because in a world where just one of these dark traits is dangerous, and even lethal, knowing that when you are dealing with a psychopath you are also probably dealing with someone skilled and oriented toward other dark traits and strategies can be lifesaving.  
 
      
 
    Some traits most often associated with dark psychology include the big three mentioned above as well as[2] spitefulness, impulsivity, antisocial behavior, callousness, lack of remorse, egoism, moral disengagement, entitlement, sadism…the list goes on and on. And there are many shades associated with each one as they manifest in different personalities. 
 
      
 
    So, what can we glean from this information and research? Well, the fact that the tactics practiced by such personalities have been heavily researched, especially in recent decades, means that we all have access to ways of learning these techniques for our own purposes, should we be willing to put in the time and research ourselves. And that’s what this book is here to help you do. You are about to have a world opened up to you that may have always before been hidden from your eyes. The inner workings of the world are colored with all kinds of manipulation and persuasion techniques, many of them having an effect on people who don’t even know they’ve been targeted. We see it every single day at work, in schools, on the streets, in the clubs, on TV, on the radio, in the boardroom, and in the White House. We see these techniques blatantly used in social media to sway elections, and we see it used in subtle ways in our environment to convince us we need something we really don’t. Whatever your purposes and intents are, this book will teach you the skills and techniques you will need to master in order to take advantage of our knowledge of human psychology today.  
 
      
 
    So how are these techniques being used in the world today? Well, let’s look at some real-world examples.  
 
      
 
    Nowadays, you see books coming out left and right which claim to be able to teach you how to get the girl and make women fall in love with you. They make superficial claims about how their key strategies will work like a magic love potion as soon as you start using it. It could be something like a set of words you’re supposed to recite like a high school English paper, or perhaps they tell you that it’s all in the way you dress and your tone of voice. All of these things may have some effect on the outcomes of your interactions, but it requires a much deeper understanding of human consciousness, and female psychology, in particular to actually succeed in this regard. There is no quick-fix magic solution to getting a woman to “fall in love with you.” It takes some time investment and practice. Human beings are complex creatures, and it’s not just about winning in those first few moments. You have to know how to hold on to that woman’s attention and keep her interest. If you don’t know how to maintain and play the charm after the initial catch, then she’s likely to catch on to what you’re doing and immediately abandon the situation.  
 
      
 
    Let’s look at a setting in which a young man sees a young woman at the bar and decides he really wants to get something going with her. What are his first steps?  
 
      
 
    If we utilize some principles in NLP specifically in this case, we can apply some of our knowledge to get this man where he wants to be. A lot of dark psychology comes down to observation, and I mean serious, concentrated observation. He’s not just sitting there checking her out, he’s actually watching and observing everything about what she’s doing—how her body is oriented, what angle her shoulders are in, where her eyes are looking, what her posture says about her current mood, etc. There are so many things this man can learn just from standing back and watching her body language and applying what he knows about psychology and the principles of NLP.  
 
      
 
    As this man approaches, he decides that since this woman is slightly slouched and sitting alone, it’s going to be very important not to approach in a way that seems too aggressive Based on her body language, she may not be super confident in the moment (we will go in to a lot more detail about what’s going on here in later chapters). He approaches from a slight angle to her right and stops a few paces from her. He tries to get her attention with his eyes and forms a charming and nonthreatening smile. Genuine expression is key here. If she doesn’t notice him right away, he might softly say something polite to ask if he can approach, maybe take a seat next to her. Again, he will need to closely observe while listening to her reaction.  
 
      
 
    What is her tone saying to him? Remember, how she is speaking here can be much more telling than the words she is saying. Is she speaking to you without looking up from her drink? Is she staring at the corner of the bar and speaking quickly and stiltedly? These are not good signs for the approaching man. However, if she physically turns her body to be more oriented toward the man and makes eye contact, then he can safely conclude that he hasn’t turned her off. She may even be interested in talking. Body orientation, tone of voice, posture, all of these things should be noticed and evaluated by the man trying to impress the woman before him.  
 
      
 
    After being invited, he will slowly sit down next to her and look toward the bartender or move his attention a little bit to something else, but only for a moment. The idea here is to give the woman a little bit of time to adjust herself to the situation that is forming. It would be important for the man not to continue staring creepily. It’s important that the woman feels safe and not like she has been trapped into this social situation. Now, the young man should be looking at how her body positioning has changed. Has she straightened up a little in her chair? Has she turned at all to face where you are sitting? Is she watching you as you sit down or does she seem more interested in something else? Any shift which signals that she is orienting herself more in his direction is a good sign. And if her posture has improved since the man approached, then it means she is trying to look better for him, and in a sense is readying herself for the interaction. This is also a good sign.  
 
      
 
    From here, the attention will move more toward the verbal interactions that take place. There are tried and true techniques which focus on listening and playing off of your target’s words. By the end of a ten-minute conversation with this woman, it is possible that the woman will be incredibly excited to meet again.  
 
      
 
    Let’s look at another situation. Let’s say you are a businessman at a work function at which there will be several higher-ups whom you very much want to impress. You know that you need to dress as nice as possible and present yourself in a confident way, but there is so much more you can prepare yourself for and do during your interactions with your superiors that can move closer to the forefront of their consciousnesses, especially since that new position is opening up.  
 
      
 
    For example, did you know you can tell a lot about a person just from the way they shake your hand? When you approach your boss’s boss, your shoulders are back and your posture is tall. This displays the confidence that you want to demonstrate to your superiors. Your business interactions demand that you exude confidence when you talk to prospective clients, so this is an important characteristic to demonstrate if you are trying to move your way up in the company. When you shake hands, notice the pressure and orientation of the hand. It is universally recognized in this gesture that the stronger pressure and the orientation of the palm being down with the person’s hand on top are signs of dominance. When you see pictures of politicians shaking hands, you can be sure that at least one of the two you see in the picture is concentrating on orienting their hand to the dominant position, even if it looks awkward. Now, there is probably going to need to be a balance between demonstrating confidence and demonstrating respect for the other’s position. In this situation, I would recommend a good, strong handshake, but don’t wrestle to get your hand in the dominant position. This might actually come off as confrontational in certain circles, and that is the last thing you want.  
 
      
 
    When the two of you start speaking, your powers of observation and listening will come into play in a big way. It’s not all about what you say; in fact, it is much more important to stay in tune with what your superior is saying to you, and how.  
 
      
 
    Just like in our last example, you will need to listen to not only the words that are coming out of his mouth, but the way in which the words are being said. Things like tone and speed will tell you a lot about how interested this person is in their conversation with you. And there are ways to pull a person in who seems to be only half interested or invested in what you are saying.  
 
      
 
    If your subject is looking at you with direct eye contact, this is a sign that he is invested in what you are saying. If his eye contact is directed seemingly everywhere in the room except at you, then this is a sign that he really isn’t all that interested in what you’re saying, and he probably sees the conversation as an obligation. Now listen to his tone. If the tone is flat, mild, and dismissive, this is another sign that the conversation isn’t holding much interest for him. It’s time to engage in something called mirroring in conjunction with a strategy of flattery and deference. There are many different types of personalities which make up a powerful person, but many of these individuals are going to be particularly susceptible to flattery that is well executed and that comes off as genuine, as well as deference in the sense that you are asking for advice or admiring their work or recognizing your inferiority in some way. Powerful people naturally hunger for people’s recognition of that power, and this can be a good way to get “in” with someone higher up whom you are trying to impress.  
 
      
 
    Mirroring is all about reflecting back what you see. Does this person have a way of talking that is unique? What kinds of jokes is he making, if any? What does he do with his hands? Is he gesturing a lot when he is talking?  
 
      
 
    People generally like what they are familiar with, so, when they interact with someone who seems to exude the same personality type and quirks, they tend to be more open to them. So when you are talking to your superior, you might subtly try to mirror some of the mannerisms and personality traits that you see coming from him. Everyone has a unique sense of humor, but when you laugh at someone’s jokes and tell similar ones, this will tend to familiarize you with them and put you in a positive light. This is definitely a good thing when you are trying to win someone over. So even if your boss is opposite from you in terms of personality, see where a little mirroring, admiring, and deferment will get you. Again, personalities differ in the power play game, so pay attention to how your boss and higher-ups react to other people. Get in on some of the gossip going around and gauge how your superiors interact and feel about other people in the business. What are their personality types? It will be best to steer clear of the things that make these individuals stand out or help form people’s opinions of them, because you don’t want to give the impression that you are similar. It is a dog-eat-dog mentality, but that’s what it will take to climb to the top. Once you get in with the people you want to familiarize yourself with, you will likely hear all kinds of tasty stories about how they themselves got to where they are. It’s likely to not all be perfectly above water.  
 
      
 
    Pay attention to any opportunities you have for learning about how your superiors got to where they are. This will give you insight into how you can ingratiate yourself to other superiors and those who are even higher. Some powerful people like people who kiss ass, others like seeing displays of power and confidence. It’s all about your observational game and willingness to put the time in to learning through engaging with everyone you can and building your face to look exactly the way you want it to in front of your targets.  
 
      
 
      
 
    


 
   
 
  



 
 
    Chapter 2: Neuro-Linguistic Programming 
 
      
 
    The human brain is the most complex organ in the world. We use it to function on every single level, through systems that function with and without our conscious thought. We don’t have to consciously make the effort to breathe, it happens automatically. But we can also choose to regulate our breathing, or take deep breaths, like in a meditation practice or with a doctor checking for irregularities in our lungs. Neuro-linguistics programming, or NLP, uses the science of thought and meaning to devise a way to program our thought patterns and behaviors to serve us better in all kinds of situations. Let’s look at some examples to demonstrate what this means.  
 
      
 
    Bay Area NLP and Hypnosis, established in San Francisco, California, describes NLP as a study which formulates models for excellence in an endless number of common and uncommon situations which are part of our human experience. NLP focuses on how thought patterns influence emotions and behaviors and endeavors to give us ways to manipulate this process in a way that helps us function better in situations where otherwise we might let harmful or unhelpful emotions take over. For example, when someone who suffers from panic attacks feels the signs coming on, she may start to automatically assume thought processes which fit the picture of the sensations that she is feeling. The heart rate goes up, she may have sweaty palms and feel her temperature rising. While this is happening, in her mind she is associating this with fear—afraid she will start having trouble breathing, afraid she will collapse, afraid the episode won’t stop, afraid it will be more severe than the last, etc. For many individuals who experience panic attacks on a regular basis, these thoughts come automatically, in a way, almost as automatic as breathing. Without any conscious thought or effort toward steering the mental process, these thoughts will occur. So, how can this situation be improved?  
 
      
 
    Well, we can look at this situation and assess that it might be fair to say that this woman is a prisoner of her own mind and thought processes when she starts to experience a panic attack. Her body takes over, and she is at the mercy of it. This can be detrimental and harmful in several different ways. First of all, when she has this experience and it feels scary and unavoidable, the fear of the next one is always going to be on her mind. She may be able to distract herself from the fear through a busy life and taking care of kids or going to school, etc., but in the back of her mind is always going to be this fear of, “when is the next one going to start?” In conjunction with this mindset, she may also start to become fearful of how the attacks might get worse, might affect her heart, might happen in a situation where she is driving or doing something else where she needs all of her faculties of concentration. These are certainly scary thoughts. She might imagine herself on a busy highway and suddenly finding herself feeling a panic attack coming on. The fear would be multiplied in the situation because now she’s terrified that she might lose control of her car and cause an accident. All of these hypothetical fears compound those which she experiences in the attack itself, making everything worse or scarier than it already is. This is a situation where NLP knowledge and strategy could do a lot of good, and we will come back to this example later.  
 
      
 
    NLP strategies are touted to be useful for a variety of things, including: managing your internal state, staying resourceful during stress, behavioral flexibility in difficult situations, increased learning speed, becoming more influential as a member of a team/group, and having a model to reproduce excellence in any field.[3] These advantages are formed through learning how the mind and our thoughts control our experiences through emotion and physical sensation and how to better control those thought processes to manifest better outcomes in our lives. At the foundation of this strategy is understanding the basic process of receiving information from the outside world and assigning meaning to it. This is really the core concept around which NLP strategies form.  
 
      
 
    Have you ever experienced something called information overload? This happens when our brains take in so much information that it can no longer smoothly keep track of what’s important and what’s not, resulting in a general feeling of being overwhelmed. In modern American life, this is something that can happen on a daily basis, especially for those of us who are running around all day, constantly looking at our phones, reading social media and news posts, listening to bosses, participating in meetings, talking to clients, studying new business strategies, etc. The number one thing running America right now is competition—advertisers are competing for your attention and ultimately your money, social media is competing for your attention and clicks, companies are competing for your business, coworkers are competing for that promotion or raise, executives are competing for the edge over their competitors in the markets, and the list goes on and on. Information overload can occur on a variety of scales, not necessarily a corporate environment. You may be overloaded with two or three small children on a Saturday who all want to do different things or want something different to eat or have different problems that need attention. The point is, information is overload is a modern problem that is ubiquitous all over the world, and we’ve developed many different ways to deal with it, some more effective than others.  
 
      
 
    We make choices every day that have to do with how we are going to catalogue and process information. You may have experienced a phenomenon where you buy a new car that you really love. The next day, and throughout the next week or month, you begin to see the same car everywhere. This is because you programmed your brain with a filter for your car because this is what’s on your mind. You suddenly seeing them everywhere doesn’t mean that everyone around you suddenly decided to go out and buy the same car at the same time, it means your brain is specifically noticing those bits of information because it’s what is on your mind. The same thing happens with an endless number of other experiences and situations. People who have just become new parents suddenly see minivans and baby strollers and daycares popping up all over the place.  
 
      
 
    This tendency can manifest in far more painful and detrimental ways as well. A young woman who was mistreated by a former boyfriend or husband may suddenly see only the worst traits in every other man she comes across, sabotaging her efforts to find a good partner. This may even go so far as her denying the good things about a man because her brain is refusing to accept anything that does not fall within her paradigm of experience.  
 
      
 
    Another example is the religious individual who only sees the wicked in everyday life, determined that everything around him is going downhill. He does not see the good things people are doing or the kind acts going on all around him because he has been convinced through whatever influence that there is far more sin and wickedness in the world than good. Wherever these convictions come from in each situation, NLP presents a way to reconfigure how we think about the world in order to better control and alleviate the painful responses that crop up as a result.  
 
      
 
    In terms of persuasion and mind control, NLP can be used as a way to condition someone’s responses in a way that the controller wants. The key is to teach the individual a new way of thinking about the stressful situation. Let’s go back and look at the panic attack example to demonstrate how this is possible.  
 
      
 
    The physical sensations that are associated with panic attacks include things like increased heart rate, shortness of breath, and hyper-awareness and restlessness. When someone experiences this, they also start to feel anxious and fearful, because fear is associated with these sensations as well. But, let’s think about another experience that is also associated with these symptoms.  
 
      
 
    When you are excited about something, in a good way, very similar things start to happen in the body. This can be pointed out to someone who feels like they are trapped by their panic attacks. Feelings of excitement, for example, before going on stage for a performance, asking out someone we like in school, or before flying out to a beach destination for vacation. If the woman can wrap her mind around the equivalence of these physical sensations in both situations, then she can begin to rationalize that the physical changes going on in her body are nothing to be scared of, since they are also what happen in good situations. At this point, the suggestions for thought processing can begin. The woman needs to replace the association with fear with another thought process that she can utilize the next time she feels those feelings arise.  
 
      
 
    Learning by association becomes strengthened after practicing NLP technique, as you begin re-associate feelings with more positive, or useful, thoughts. As an influencer, you can offer relief through suggestion of thought at a time when the person is vulnerable and searching for new direction.  
 
      
 
    The practice is used by those who seek to recruit people to a new belief system, or even a cult. This was practiced a great deal in the 70s when new cult beliefs were being spread in California. The most widely known of these include Jim Jones and his People’s Temple, which resulted in a huge mass suicide in the failed social experiment known as Jonestown.  
 
      
 
    The key strategy was to reach people by touching on their vulnerabilities and offering a new way to deal with and interpret those vulnerabilities that gave them agency in their own lives. For example, loneliness is a common ailment, especially as the modern world develops more and more ways for people to accomplish tasks without interacting. A cult can offer a way to alleviate feelings of loneliness through a community, and often this is associated with love. The promise of love and acceptance can be an incredibly powerful tool for the influencer. And when you can assign this meaning to the actions or rituals of a cult following, then it becomes easier and easier for people to accept all of the things that go along with the initial promise of love and acceptance. This is how people found themselves involved in a cult which exploited people to the point of sexual abuse, violence, and other criminal activities. It is a gradual process which begins at the point of vulnerability and ends with blind acceptance for the sake of what alleviates the pain associated with that vulnerability.  
 
      
 
    As an influencer, then, NLP can be useful in two ways. First, learning to control your own emotions and emotional processing can give you the appearance of confidence and stability. Anyone who is missing these qualities in their lives is going to naturally gravitate toward you as a source of those specific strengths. Secondly, inserting yourself into people’s lives and introducing ways to change their mindsets and alleviate pain is also going to work toward ingratiating yourself to those individuals. The more you can influence their thought patterns and alleviate pain as much as you can, the more those individuals are going to feel dependent upon your guidance. It all comes down to helping people replace old, harmful thought patterns with new, helpful ones. Teach someone suffering from panic attacks to think of feelings of excitement in the moments leading to a panic attack and over time they will learn to associate those feelings with positive, instead of negative, emotional experiences.  
 
      
 
    Think of those scenes in movies where a group of people are stuck together in some awful situation. There is usually someone who sticks out in certain ways and becomes the leader of the group, even without asking or demanding it. This individual is the one who is able to keep calm and make rational decisions in the face of stress and dangerous circumstances. Those around him who are suffering from fear and panic will cling to him as a source of strength and guidance in a time when their brains will not let them think rationally. So much room is being taken up by fear and hypothetical realities, which are usually much worse than what’s actually happening, that they cannot make decisions that will help them. Of course, most people will be in between these two extremes of the spectrum, but the one who is able to exude the most self-control and confidence will often see influence fall into their laps in a stressful situation.  
 
    It is important to note that many people’s susceptibility in situations where influence is used will stem from experiences that have been deeply imbedded, oftentimes originating from childhood.  
 
      
 
    What we experience as children, and what we are taught both directly and indirectly, tends to follow us around for the rest of our lives, whether we’ve rejected the teachings or not. People who had traumatic experiences as children will oftentimes find it very difficult to overcome the emotions and associations that come with those memories simply because the experience happened at a time when their minds were very open and vulnerable. As adults, we tend to learn how to avoid and ignore things we don’t want to see or accept, but as children, this is not a skill that has been developed in most cases. Additionally, the way childhood experiences are interpreted have a profound impact on how similar experiences and ideas are interpreted later in in life until we either rewrite the association ourselves, or someone else in our lives takes on that task. This individual will certainly only let others in whom he/she trusts on a very deep level, because we are dealing with emotionally fragile territory. Accomplishing this with someone who is emotionally vulnerable will provide a strong source of influence, and doors will open up to you as an influencer. It’s all about presenting a possible way out of the automatic emotional responses which hold people prisoner. The mind game can be played by anyone willing to put in the effort, and those who are experiencing pain have an additional motive to take the leap. Being the leader in this situation puts you in a powerful position, and this must be taken seriously.  
 
    


 
   
 
  



 
 
    Chapter 3: Body Language and Other Nonverbal Communication 
 
      
 
    As mentioned previously, the majority of the communication that happens between people is nonverbal. We receive a whole lot more information nonverbally than we do verbally when we interact with other people. This seems strange to hear for a lot of people because when think of the word communication, speaking is usually the thing that comes immediately to mind. When you want to convey information to another person, you do so verbally, such as in a greeting exchange. When you are introduced to someone at work, for example, there is a verbal greeting which varies across cultures. In America, we would typically say something like, “hello, my name is Henry. It’s very nice to meet you.” There are variants of this, of course, but in general this is going to be recognized as a standard greeting for being introduced to someone new. But think about all the things that are happening in terms of behavior and gesture. This is where the importance of nonverbal communication becomes clearer.  
 
      
 
    What would your reaction be if you were being introduced to someone and they simply stood still, with no body movement whatsoever, including a completely flat, emotionless face, and simply said the words above. You would start to think maybe they were a robot and not human! This is because apart from the typical speech we hear associated with a greeting and meeting new people, there is a whole spectrum expected and accepted behaviors, gestures, and facial expressions that usually go hand in hand to make the situations look and feel typical and “normal.”  
 
      
 
    So many things happen in each second of the interaction. Just like other day-to-day routines that we take for granted and barely need to think about, all of these things happen, and we pick up on them unconsciously. There are also microexpressions which we pick up unconsciously because they happen so quickly, our conscious minds don’t process them in a way that we recognize them at the forefront of our minds. David Matsumoto, PhD, talks of microexpressions and explains that they are “unconscious, extremely quick, sometimes full-face expressions of an emotion.”[4]  
 
      
 
    We talk sometimes of how we get “vibes” from certain people, and sometime we can’t really explain why we have these particular feelings about a person. The fact that unconsciously pick up on microexpressions and that this helps fuel our overall impressions of people, is a good indicator that these unexplained “vibes” or energy we get from people are similar a result of the information we are receiving but not actively engaged in within that moment. These sensations can be mild or very strong, sometimes provoking intense reaction during a moment of meeting someone. Perhaps this person reminded the individual of someone who hurt them when they were younger, or some past experience which marked them deeply. Whatever the case, it can be a spooky feeling when you feel a certain way about someone, even before they’ve had the chance to open their mouths.  
 
      
 
    But let’s examine the greeting again and look at what is actually happening during this short interaction. When a person meets someone formally, say in an American company, the person will extend their hand, slowly or quickly, apply pressure in a handshake, which can be firm or soft, and usually look into the other person’s eyes. He/she may be smiling in order to convey a friendly and approachable demeanor, or they may look more stern in order to convey a position of superiority and demand respect. They way the person is standing, they way their eyes either directly focus on you or are darting around in the background, even whether their feet and shoulders are oriented toward you or facing at an angle, all give you conscious and unconscious signals which give you information about this person, whether you like them, whether you think they like you, etc. It is truly staggering when little interactions like this are thoroughly examined because you begin to realize that the amount of information being exchanged in each microsecond is far above what anyone could consciously notice or keep track of. The brain is doing far more work than we even realize.  
 
      
 
    The handshake itself has a lot of connotation built into the gesture formed from cultural examination of dominant behavior. We discussed briefly the considerations that go in to how you shake a hand, from the pressure you choose to exert to the position of your hand. These things are picked up as subtle nonverbal and unconscious messages to the one whose hand you are shaking. Similar, your face will be sending all kinds of messages to the one you are greeting, and this can have a huge impact on their initial impression of you.  
 
      
 
    If you are aiming to make a good impression on someone with the intent of gaining their favor and being able to influence and practice manipulative techniques on them later on, it is very important that you ingratiate yourself to them so that they not only trust you and deem you a friendly figure in their lives, but also will not suspect you of any ulterior motivations. It will be much easier to exert your influence later if you have already established yourself as a friend that is nonthreatening and not challenging in terms of dominance or hierarchy.  
 
      
 
    Perhaps in your first conversations with your target, you are using the mirroring technique, in which you are reflecting the target’s personality and mannerisms back to them so that they see you as something that is familiar and nonthreatening. These impressions will download into their minds without them even knowing as the subconsciously pick up on those microexpressions you choose to express. So, what are some examples of these microexpressions you can use in this situation? 
 
      
 
    First, and perhaps foremost, is eye contact. Eye contact is a universal signal that what you are saying is holding another person’s interest. It is also a gesture of respect, as you relay to the person you are speaking to that what they are saying is valuable and worth holding all other points of attention so that you can fully digest this information. There is nothing people like better than to a) see themselves in another person and b) get the impression that what they are saying is both fascinating and enlightening to the party being spoken to. So it is important that you do your best to give your target both of these impressions.  
 
      
 
    You do so by offering direct eye contact, though not so much that you look creepy. Every now and then, look down to the ground or at a lower angle to the right or left. This will suggest that you are thinking through the words being spoken and digesting them, focusing on them. This will give the impression that the speaker’s words hold weight and need to be thought over. Keep up a genuine smile while you are talking, and definitely try to laugh at the person’s jokes. There is nothing more endearing to someone than talking to another who shares their sense of humor. Granted, sometimes you’re not going to find what the person is saying to be all that funny, and in these situations you’ll need to offer a “courtesy laugh,” but it needs to come off as genuine, otherwise the interaction can go south very quickly! 
 
      
 
    Be sure to check now and then during the interaction to make sure that you body is oriented toward the speaker. You don’t have to be directly head-on opposite of their orientation, as this may cross into challenging or intimidating territory, but make sure that your feet and your shoulders are at least oriented at the closest 45-degree angle to facing them straight on. Holding your body this way will convey that you consistently interested in the interaction. In addition, you will need to fight the urge to look at your phone or fidget in other ways that you may be used to when interacting with other people in your life. We are all guilty of sitting at the table or in the living room and listening to another person in the room speak while we mindlessly scroll through facial media just as something to keep our hands busy. But this is definitely not something you want to do when you are talking to someone with whom you want to build rapport. If you were to get out your phone to check messages in the middle of a conversation with your target, he/she will automatically think that you are just talking to them because you feel obligated, and that you really wish you were doing something else or talking to someone different. This will work against your ultimate goal, so either set your phone on silent or leave it at your desk.  
 
      
 
    The key to a successful interaction here and in many other situations is full awareness of yourself and your body. As explained above, microexpressions are expression that are so small and quick that they are picked up subconsciously and not actively, like a grimace or a wide grin would be. Microexpressions of boredom or any other emotion that is counter to what you are trying to express may be picked up on by your target, thereby sabotaging your plans, even if they aren’t yet aware of it.  
 
      
 
    These same strategies can be applied in the dating scene. Let’s look at an approach by a young man to a young woman. He is aware of himself and will be cognizant of what his body language is conveying. He is also going to watch the body language and nonverbal communication of the woman.  
 
      
 
    A young woman sits by herself on a couch at a party. She has one friend nearby who is talking to another man, so she is busying herself by looking at her phone and drinking passively from a bottle of beer. The young man, let’s call him Frank, decides he will make an approach because he is attracted to the young woman. So, what is the first thing he does? 
 
      
 
    If you said, walk right up to her and say hi, then you have not been listening! The first step is to observe. Frank wants to be smart about his strategy here, and the most important thing he can do to give himself a good chance is to gather information by observing the girl and what her nonverbal communication is broadcasting. Keep in mind that some nonverbal communication is sent intentionally, while others broadcast information quite unintentionally. You may find yourself in a situation where your target is aware of your strategies and is playing you in return! This can create a tricky situation, so the more you can prepare yourself by maintaining awareness and gathering information beforehand, the more you will be prepared for whatever is thrown at you.  
 
      
 
    But let’s get back to Frank and the young lady. Frank sees that her phone is on and she is looking at it, but her eyes are not moving in a way that suggests she is reading anything on the phone. She is also taking frequent sips from the bottle of beer she has, drinking much more quickly than anyone else around her. Every now and then, her eyes dart up to assess the social situation around her. When she realizes her friend is still talking to the random guy, she goes back to looking at her phone. What does this suggest? 
 
      
 
    Well, Frank is picking up on a few things here. One, she isn’t actually invested in anything on her phone. She is just pretending to be occupied because she feels awkward, being left to her own devices by her friend, even though she is nearby. Frank also notices the way that she is sitting and her posture. She is sitting up straight, muscles rather rigid, with her legs and feet together and parallel. It doesn’t look relaxed at all, and this also suggest a level of uncomfortableness. If she were relaxed and actually occupied with her phone, she would look much different, with relaxed muscles, probably slumped down into the sofa, and her eyes would be moving in a way that suggests she is watching a video or actually reading text.  
 
      
 
    So, how is Frank going to make his approach? He might consider mirroring her situation and approaching as someone who also feels a bit off in this environment. Perhaps he doesn’t know anyone at the party and is looking for someone to talk to. The important aspect of this approach is going to be a mixture of vulnerability and a nonthreatening demeanor. She is already uncomfortable, so having someone come on to her in a direct or strong way is going to be even more off-putting. Frank will make sure that he is also holding a beer so that he does not come over to her and place in the exact center of his focus and consciousness. She will feel this and might feel self-conscious. If Frank is casually moving his attention from her to his drink, perhaps even looking at his phone (very sparingly), then this might help her feel less in the center of attention, or in the light.  
 
      
 
    Frank approaches and smiles, a little awkwardly. He gets her attention and introduces himself with a genuine smile and reaches out his hand. She takes it and smiles back. Then he asks her permission to sit next to her. This is an important step, and if she says yes, then Frank can rest assured that he has introduced himself into her space without intimidating her or creeping her out. This is a big win.  
 
      
 
    From here, there are a variety of ways Frank can proceed. For someone very new to NLP and nonverbal communication, mirroring might be the most straightforward and simple way to continue the conversation. Trying anything else and coming off as ingenuine will work toward completely destroying the chemistry going on, and the young lady may shut down the entire interaction instantaneously.  
 
      
 
    We will get into the language and the art of persuasion in the next chapter. But here we’ve established some of the most important aspects of observing body language and taking opportunities when they present themselves. Observation and reading subtle nonverbal signals is key to picking up on when someone is prepared to have someone entire into their purviews, whether you want to get “in” with a superior at a business function, make someone feel safe in the midst of anxiety, or approach a potential love interest at a party.  
 
    


 
   
 
  



 
 
    Chapter 4: The Art of Persuasion 
 
      
 
    Are you enjoying what you’re reading? Have you already learned something new about Dark Psychology? If so, I’d be really happy if you could leave a short review on Amazon, it means a lot to me! Thank you. 
 
      
 
    As you’ve probably realized by now, there is a whole lot going in when it comes to human communication, from microexpressions to body language and other forms of nonverbal communication. We make judgments about people after just a few seconds of taking them in with our eyes and processing what we see. These judgments are based on prior experience and what we’ve already formed opinions about, and it can be very difficult to adjust these habits the older we get.  
 
      
 
    Our opinions and paradigms begin the process of formulation and assimilation when we are children. Some children have very involved parents who are determined to raise miniature versions of themselves, complete with political, social and religious beliefs. Other children have parents who are not so involved, letting their kids form ideas and opinions for themselves. In these cases, peers, teachers, or other figures in the child’s life may be the important influencer who ends up teaching the child things that he/she will carry for the rest of the child’s life. Things can go wrong in any situation, but the truth remains the same. We become who we are based on the experiences we have, and this accumulation begins in childhood.  
 
      
 
    Think for a moment about your own childhood. What kinds of lessons did you learn? Were there some you ended up breaking from as a teenager or young adult? Sometimes teenagers, when they start to get to the age where they want to think for themselves and form their own opinions, either adopt their parents’ views more strongly or break away from them completely. Breaking away can be more than an act of rebellion. When a parent raises a child to believe certain things, perhaps religiously or politically, and that has experiences outside the home that make him/her question the things they’ve been taught, then this becomes an important growth period, where the person begins to form his/her own identity which is separate from the child that has been guided by the hand thus far. But some individuals hold on to those teachings from childhood, perhaps having continually had them reinforced through their environments, peers, teachers, church friends, etc. They do not have an experience which causes them to question their beliefs to a point where they break away. Or perhaps by the time they are teenagers, the belief is so strong that they are able to justify these experiences and use their beliefs to explain or deal with the situation which only strengthens their paradigm.  
 
      
 
    Whatever the case, what we learn in childhood and young adult life shapes how we take in information as adults and to what extent we can take new information and think openly about it. When a person is raised in a very insulated, closed-off environment, the person usually ends feeling very suspicious ad skeptical about new information that is not familiar. People like to feel safe and secure; new experiences or information threatens that.  
 
      
 
    So when it comes to the art of persuasion, knowing the person you’re dealing with, including their history and backgrounds, is extremely important for success. As with every strategy so far mentioned in this book, the key is careful observation before you even make your first move. We’ve learned about how to read body language to pick up on how a target is feeling about you. We’ve learned about mirroring mannerisms and personality styles, now we will get more deeply into the actual conversations and how to persuade someone, or a group of people, of what you’re saying. It is possible to adopt these strategies and become the “alpha” in the room, it just takes a little practice and effort. But first of all, learn to watch and observe—know your audience.  
 
      
 
    Okay, when you’ve successfully approached someone and you see that they are ready to listen to what you have to say, what do you do? Do you launch straight in to talking about what it is you want from them or what you want them to do for you? Well, there is some finesse involved in the art of persuasion, so let’s talk about the major rules for engagement here.  
 
      
 
    The first one is called the law of reciprocity. A lot of these observations and tips we’re talking about in this book are based on human psychology and instinct which has existed since the beginning of our evolution. It’s the animal instincts connected to our drive for dominance, to procreate, to eat, to sleep, etc. These things, though some are pushed to the side, are parts of our human psyches, and there are always ways to tap into them, even if a person is consciously averse to letting it happen. In other words, if you dangle freshly cooked meat in the face of someone who is hungry, they are going to salivate, even if they are trying to not be hungry or stay away from food for whatever reason. There is no escaping it.  
 
      
 
    So, the law of reciprocity simply states that when you do something for someone else, they are going to feel some level of obligation to do something for you in return. Getting your target to feel this way primes them to be more open to listening to you and to become more susceptible to influence. So, when you first start talking to your target, try to look for ways in which you can offer something of yourself, whether it is a service or a simple kind word, and throw these in when you can as a way to get your target to feel more comfortable with you. Think of the situation where a man buys a drink for a girl even before saying a word to her in a bar. The idea is to get the girl to feel some level of obligation to talk to you, and this is conjured from the simple act of spending money on her; you haven’t even introduced yourself yet. The principle extends to all kinds of different human interactions, so be aware of the opportunity to give your target something, but don’t make it obvious that you are just trying to get something in return. Watch others who have successfully developed a relationship with your target and learn what turns your target off in social situations. Do they gladly accept when someone offers them a drink or a favor, or do they clam up, becoming immediately suspicious? Remember, people are going to vary in their reactions to certain gestures, so again, the importance of knowing your audience is clear.  
 
      
 
    But let’s say that you’ve successfully gotten your target in a good mood by buying them a drink and complimenting their business acumen, or whatever you feel they’d like to hear complimented. The next step is going to be asking questions and listening to answers.  
 
      
 
    Combining this strategy with what we’ve already learned about sending the signal that you are interested and invested in what a person is saying through body language will be a magic combination when it comes to influencing someone. We know that we should put our phones away, orient our bodies toward the speaker, and maintain eye contact (though not so much that you come off as creepy). You may be mirroring their humor, their mannerisms, or their quirks, but it’s also important that you are speaking in a way that keeps your target interested. The key here is to give the person lots of opportunity to speak about themselves. People love to talk about themselves—it is their favorite subject! Combine this with saying their name whenever there is a reasonable opportunity. People love to hear their names, too. Since part of the preparation process was to observe and know your target, you should be able to ask informed, intelligent questions that the person in front of you will enjoy answering with more than just yes and no answers. As they speak, remember to not just look like you’re listening. It is very important that you actually listen to the words being spoken to you. Build the conversation to center around the speaker at the beginning before gradually moving toward the topics of your choice. Perhaps you want to convince this person that you are the best person for the new job opening up, or you want to bring this person under your influence so that he can put in a good word for you with his higher-ups that you don’t have much access to. Certain goals will not require that you persuade someone of something more specific than simply having a high opinion of you. For these purposes, listening, asking, questions, and following all of the protocols we’ve discussed so far will be adequate. You may find yourself being invited to additional functions and social gatherings if you’ve done well.  
 
      
 
    If you are trying to persuade someone of a certain perspective or to do something for you, you have a few additional chores in front of you. You not only need to ingratiate yourself to your target, but you need to formulate a good argument for why they should buy in to what you are trying to sell, no matter what it is.  
 
      
 
    In negotiations, officials at even the highest level of American society know these strategies and tips well. When it comes to the actual negotiation part of the conversation, then it’s time to apply these same principles, but with a few extra considerations.  
 
      
 
    One of the main things author and motivational speaker Brian Tracy[5] recommends in a negotiation is that you always ask for something in return. If you don’t, they individual will get the idea that they can get things from you for free, and this is not what you want them to think at all. Now, you might be wondering, “but you said to offer things according to the law of reciprocity,” and this is true, but for a different situation. When you are trying to get someone to like you, keep the law of reciprocity in mind. When you pointedly want someone from a person at little cost, don’t give them the idea that you will be giving them stuff or favors for free. It’s a matter of knowing beforehand what you want from the person and acting accordingly. If you want someone to like you, do things that will make them like you. If you want someone out of them in the form of a contract or negotiation with as little cost to you as possible, don’t come off as a pushover. Simple as that.  
 
      
 
    Going back to the negotiation situation, if you come across a point of tension when you are presenting your side of the equation, simple set it aside and move on to another point. Brian Tracy also recommends proceeding at a slow pace. Take your time, don’t speed through the process. Be confidence and know what you are presenting intimately.  
 
      
 
    Lastly, when it comes to hard negotiation, be sure to watch out for the very important differences between “price” and “terms.” These are not the same thing! So, what exactly are the differences? 
 
      
 
    Price is the number value of what will be exchanged for a service, product, etc. The terms form the conditions upon which the exchange is agreed to take place. For example, the price for the legal services you are offering may be a set value of dollars per hour. However, the terms state that if your client behaves inappropriately or does something that goes against a contract for the legal relationship, then the client owes a certain amount of money to you for your time, and then a termination of the contract occurs.  
 
      
 
    For another, sillier example, consider a deal between two people in which one person agrees that he will accept 1 thousand dollars for his prized collection of art. However, the terms he puts forward describe that the art may only be collected through a licensed art curator who will handle them the way he believes they are supposed to be handled, the services of said curator being an exorbitant amount of money on top of the price you’ve negotiated. These terms present a hidden cost which was not previously mentioned when the actual price amounted was being negotiated, and this why paying attention to the terms in any deal can be extremely important. Those hidden fees that pop up in people’s lives for anything from cable TV service to professional moving services are usually outlined and well hidden the terms of service or purchase. In other words, the fine print. So when you are trying to negotiate, be aware of anything that crops up unexpectedly when the actual price or exchange is being discussed, and stay on top of what’s happening.  
 
      
 
    Lastly, let’s talk about the art of persuasion when it comes to the sales floor, or even door-to-door sales.  
 
      
 
    When you walk into a store or a mall, are you sometimes accosted by someone holding a product who tries to get you to come over the kiosk to try out what they are selling? How do you respond? Most of the time, these individuals are not really trained well in the art of persuasion, because most people they talk to will talk right on by while shaking their heads, even if they are being asked questions that don’t prompt a yes or no answer. This is because people have agendas, they are going somewhere, and most people aren’t wanting to be bothered by salesmen and women they didn’t even ask to speak to. But there is a portion of the population that will respond to these cold call type of sales techniques because their moral compass tells them it is wrong to ignore or dismiss people who are trying to talk to you, so they go over and try to hide their annoyance in the name of being polite. This situation occasionally turns into a sale as the person buys in to the person’s sales pitch and decides they actually do need that bottle special perfume designed to make them more attractive. The fork out $40 that a few minutes ago they had been saving for the pair of pants they need for work the next day. The strategy was the same here as it was for all those people who just walked by earlier; the difference is simply the personality of the person who decides to react differently.  
 
      
 
    The art of persuasion in sales can oftentimes come down to customer personality, just as in this situation. But there are certainly ways to ingratiates one’s self even to the most difficult of customers, and the techniques we’ve been discussing apply to this situation as well, with a few exceptions.  
 
      
 
    In a sales situation, you may be offering the customer something for “free,” but it is usually only an illusion of being free because the strategy here is to draw the person in so that they open themselves up to being sold additional products. We see this all the time. You get an advertisement from a store you’ve purchased from once or twice in the past saying you can use this coupon to get 75% off your next purchase. When you visit the store or try to redeem the offer, you are bombarded with additional offers and products for sale which are specifically geared to your taste, especially if you are shopping online. Online marketing has become quite sophisticated, and if you use social media, you are well aware of this.  
 
      
 
    If you are trying to sell a product or service to someone face-to-face, you will be challenged in a different way from getting people to buy things online. Just as in the situations above, you can use things like mirroring and reciprocity to get your potential customer to keep talking to you, and this is the key to in-person sales. The longer you can keep someone talking, the more likely they are to get pulled into your sales pitch and buy something. You can get this ball rolling in different ways based on the customer’s personality and what you can read about them in the short amount of time you’ve been given to observe them. Try to get a conversation going about something important in their lives. What kind of jewelry are they wearing? Can you compliment something on their person, thereby activating the law of reciprocity? Ask questions to fish for a conversation topic that may be close to home. Ask what brings them out, what they are up to that day, etc. Latch on to any mention of a family member or special plans which you can tie into your sales pitch. How will this product enrich their lives and fit in to their plans? Again, try to give the individual an opportunity to talk about themselves, and listen to their answers. A lot of people are automatically suspicious when it comes to salesmen, so it is important to spend some time on this first step of making yourself look genuine, honest, and familiar before launching into your sales pitch.  
 
    


 
   
 
  



 
 
    Chapter 5: Dominance 
 
      
 
    As we move past persuasion and into building dominance, we should first establish what it is you’re trying to accomplish here. What does it mean to have established dominance? When we think about dominance in modern society, we might tend to think of the biggest and the baddest, the person in charge who rules with an iron fist, having established that no one can beat him. I think one of the most consistent things that most people would conjure in their minds when prompted by the word dominance is physical presence that is intimidating in some way. But when we think about it, what do the people who are “dominant” in society actually look like? Are they all buff and big and scary-looking? Well, actually, most of the powerful people running the big corporation or holding political office are older white men with balding white heads of hair. Not exactly the picture we had conjured when we thought of the word dominance, but this is the reality.  
 
      
 
    But certainly, there are many different forms and manifestations of domination in society. Sometimes, it’s on a small scale, like a group of men who have some kind of unspoken hierarchy. There is an alpha male in the group, and everyone he walks around the neighborhood with kind of agree to defer to him for whatever reason. Maybe he is simply the oldest, or most experienced. Maybe he is the best looking physically, and if they happen upon an attractive girl, it is understood that the “alpha” gets to make the moves on her. Dominance and the idea of the “alpha” in a group goes back to the animal instinct that predates much of our modern society, but the instincts themselves manifest in all kinds of behaviors whose aim is to try and establish dominance in some situation. It’s not all about the boardrooms, either. It could be a situation on the street, at your office, in school on the playground, etc. There are always displays of dominance going on, so what is the modern strategy for displaying and establishing dominance in a modern group of people? Well, it’s not about getting out your club and fighting someone. Human beings are actually quite easy to establish rapport with if you have the right tools, such as the strategies in this book. So let’s look at the most effective ways to establish dominance, the way that those rich successful men got where they are today.  
 
      
 
    We’ll set the stage by imagining a room full of people. You are the newcomer. No one knows you at all, you’re just a random face as far as they are concerned. Let’s say you’re not particularly attractive, either, so you don’t get the automatic bonus of people being attracted to you. You’re not ugly, but you definitely don’t stand out as attractive, and there are way more attractive individuals in this room with you. What is your first move?  
 
      
 
    Well, you probably know what I’m going to say first, right?  
 
      
 
    Depending on the situation, you may or may not have had a lot of time to observe your targets, but if at all possible, the more you know about your targets, the easier your job is going to be. Do you know anything about these people? Socioeconomic status? Political leanings? What brings this group of people together? Why do you want to establish a place here? You need to be able to answer these questions to give yourself an edge at the start.  
 
      
 
    One thing you must understand in this situation is that nothing is handed to you. You have to take it. Yes, just like that guy said in that Scorsese film. People who have lived a challenging life know this lesson well, and it will be good for you to go ahead and internalize the lesson before you walk and get offended that people aren’t just going to fall at your feet with a smile and a wave. It takes effort to establish dominance, especially with more difficult personalities, but we’ll get to that later.  
 
      
 
    Another thing to keep in mind is that if you are here trying to establish dominance, odds are, there is someone else in the room who wants to do the same thing. As you look around the room, take stock of the people who are here and try to pinpoint who you think the other dominant-hungry people are. It may not be immediately obvious up front, and it’s not necessarily the loudest people, either. Vying for people’s attention is not the same thing as trying to establish dominance.  
 
      
 
    Your first move is not to go to the middle of the room and start banging on your chest…just in case you thought maybe that’s where we were going.  
 
      
 
    No, you want to begin getting social. Very social. I mean, go around the room and shake every single person’s hand and introduce yourself. You want to get everyone else’s name and something unique about them. This could be anything. Figure out what they like to talk about and have a brief conversation with them before moving on and introducing yourself to the next person. This doesn’t have to be rushed process. Take your time and move naturally when an opening presents itself. Your goal is to give people your name, get theirs, and learn something about them. That’s it. That’s your first power play, and it will be incredibly effective if you can do this. As you move, you may find people gravitating to form bigger groups. If the room was pretty quiet when you first walked in, your act of going around and starting conversations will work as a catalyst to get other people talking as well. People tend to like to go with the flow in social situations. So watch how the atmosphere changes as you move around. If you start talking to one person and a few others come to you, then use this opportunity to address each of them and involve them in a larger conversation. If you are lucky, you might even start attracting a larger and larger group, but this doesn’t necessarily need to happen for you to know you’re on the right track. Remember, you don’t want to be the only one talking. In fact, it would be a great sign if you are the one talking the least, but still are able to hold people’s attention and lead the conversation. Show interest in others’ stories, and let them be the center of attention for a while if they want to be. It’s not about being the loudest or the most talkative. People will like you and respect you if you show interest in others and defer when it is appropriate. Odds are, if you have done this step properly, people will want to come to you and start their own conversation, even if you stepped away for a minute and went to get a drink or something alone. People enjoy others who show capability in having conversations, not just monopolizing the talking space.  
 
      
 
    Once you’ve talked to everyone, assess who the loudest, most extroverted person in the room is. Don’t focus on them, but instead focus on those people who are slightly less loud and talkative, but just underneath their level. You want to target these people for additional attention and try to ingratiate yourself with as many on this level as possible. This is because the loud one who wants everyone’s attention is going to naturally move to what’s happening around him that is making waves; namely you and the attention you’re getting from these other socialites. You won’t have to do much work with the loud ones if you can create an environment that naturally attracts them.  
 
      
 
    Using humor is a key element of holding people’s interest, and this is the next important tip and strategy for working your way to the top of the group.  
 
      
 
    Everyone is just looking to have a good time and be entertained. There may be some with a few deep, philosophical problems on their minds, but these are going to be the minority, and it will be easy to move them away from such brooding thoughts if you are offering some good entertainment. Use this fact as a way to get past your jitters, if you have some degree of social anxiety. At the end of the day, people just want to have a good time. Offer some content in your conversations that will make people laugh, and you’ve won a big part of the game. Involved others in your humor and gauge what the personalities are around you in order to clue you in on the type of humor that will be successful. For example, if you are speaking to lots of people of an older generation, you probably don’t want to start cracking jokes about the latest social media meme going viral, as they might not know what you’re talking about, or worse, dismiss you as just another silly kid. Take what you’ve learned from each individual when you introduced yourself and use this information when you are creating conversation topics. All of the same rules apply like we talked to above. Use people’s names as often as possible and open up opportunities for people to talk about themselves.  
 
      
 
    Think about what you like to experience in your own interactions. You like to feel like an individual, like people respect and will listen to what you have to say, and that you are being entertaining in social situations. This is the same for pretty much everyone around you. Do what you can to make people feel interesting, and like they are in the presence of a truly interested, genuine human being.  
 
      
 
    Your next considerations once you’ve established yourself at least as someone everyone wants to listen to and talk to, is to start presenting some of your ideologies to the group. You want it to be a natural progression, and if the group is oriented around an already political gathering of some kind, then it will feel more natural then if you are at a party with no real association between attendees outside of being in the same place at the same time. Be solid on your stances and be able to address any topics relating to your stance. This, of course, takes a great deal of preparation beforehand, as you’ll want to be able to answer tough questions if they come up. If you are simply trying to establish yourself as the dominant personality, then this won’t be as much of an issue. But if you trying to establish dominance with the purpose of swaying people’s opinions to support yours, then this is a crucial step.  
 
      
 
    A lot can be learned from politicians who have been praised as great at what they do. For example, when you see footage of politicians who go out to meet and greet with people all over the country, you will commonly see them not just shaking hands, but greeting them and engaging people with questions. This should sound familiar. The politician is opening up opportunities for people to talk about themselves, perhaps they are asked what they do for a living, and the person gets to say a few words to someone from whom they are getting an impression of genuine interest. When you do this with individual people, this creates a good impression in their minds, and they will likely go on to share the experience through word of mouth. Even if they come out with a neutral impression, they will still have something positive to say about the interaction to their friends, family, and social circles. 
 
      
 
    Remember our discussion of how people take in information and create meaning in their minds, determining what is important to remember and what is not? This mechanism of human cognition is always active, so keep this in mind when you are tempted to dismiss someone who is trying to say something to you and you are busy, or when you are tempted to skip the meet and greet at a work function because you are tired. If you do not plant the seeds of those positive interactions, people will not learn to associate you with the positive things you need to establish notoriety in the group. And remember, flattery will get you everywhere—unless it doesn’t with a particularly closed or skeptical personality. You will learn this about a bit person through a simple conversation, so don’t skip it! 
 
      
 
    If necessary, you know a few of the more aggressive domination tactics in the form of a firm handshake and positing your hand on top. You can also show dominance through other subtle gesture, such as placing a hand on their shoulder, or letting someone else through a door first. These gestures will have different meanings across different cultures, though, so be sure to do your research before engaging in dominating behaviors with the wrong people. In Japan, for example, instead of shaking hands, people generally bow to each other upon greeting or meeting someone for the first time. The person with the most authority or status generally bows shallower than the person who is deferring to him. Therefore, if you go to greet someone in Japan, a high-ranking official, perhaps, then the way you greet them and how much you bow will affect their perception of you. It may be important to you to establish dominance or strength, but starting off a new relationship in which you immediately offend the people involved is never a good way to start! Remember, it’s not about beating people over the head with a club. It’s about making people feel good so that they naturally want to raise you up to that position of dominance. That’s right. If you treat people right, they will react by carrying you to the leadership positions you crave. There have been leaders, of course, who have chosen to rule through force and by infusing fear into the population. But they generally fail in the long term because, ultimately, they are outnumbered by the populace. And if you make people angry enough, they will rise up against the evil dictators of the world. history has shown us this time and time again. Instead, put your effort into forming a population of people around you who like being around you and talking to you. Give people lots of reasons to go off and share their experiences by word of mouth, taking a lot of work off your shoulders in terms of introducing yourself to as many people as possible. Or, if you’re working on a smaller scale, remember to keep up with your efforts on a day-to-day basis. Don’t focus on meeting someone, creating a great conversation, then dismissing them the next day as you move on to a different task. That person with whom you’ve worked to create a foundation of trust can very possibly dismiss you as easily as they said hello. Don’t destroy what you’ve work to build. Give your time to the people who will ultimately raise you up.  
 
      
 
      
 
    


 
   
 
  



 
 
    Chapter 6: Manipulation and Lie Detection 
 
      
 
    We’ve addressed persuasion and domination and the basic strategies for approaching these endeavors in different situations. Whatever your ultimate goal, all of the tips apply in some form to each situation based on the general ways people respond based on instinct. In general, all people want to feel good, be entertained, feel good about themselves, have people pay attention and listen to them, etc. These are pretty universal themes, no matter your age, political or religious orientation, geographical location, and everything else. We like to believe that these factors play a role in how we are different in terms of our natural animal makeup, but a lot of the time this is just stuff we say to ourselves in order to create the illusion of control. And, I will point out, if you are on the path to learning how to manipulate others, the easiest targets will always be the ones who believe they have the most control and intelligence based on their own status or belief systems. The most people believe they are “above” their human instinct, the more they can be exploited simply because they will be blindsided by the fact that they do not possess the self-control they believe they do. No one can rise above the human condition, no matter how long you’ve been religious or believed in something firmly. History is full of examples of how people fail when they endeavor to be more than they are. This is how we get corruption in the upper echelons of modern-day business administration, or child abuse in religious organizations sworn to obey the laws of righteousness. We are all human; simple as that.  
 
      
 
    So, what does this mean for you? It means the more you can educate yourself on the principles of human nature, the more your techniques, observational skills, and strategies for mind control and manipulation will become stronger through practice.  
 
      
 
    Before getting into lie detection, we’ll look a little more closely at the art of manipulation and how principles similar to those discussed above can apply in nearly any situation where you are trying to manipulate another human being. When you are trying access and influence another person’s mind, the same basics apply in terms of what is going to turn people off to you and what is going to draw the in. Everyone has their own specific set of triggers for what they might and like and dislike about other people based on their own experiences and backgrounds, and you have to accept that sometimes this can make a particular manipulation challenge nearly impossible without using force. An example would be an Asian man trying to influence or manipulate someone who has learned to be racist towards anyone who is not just like himself, say a middle class white American male. Because of this, it will be extremely difficult for the Asian individual to ingratiate himself to a level where he will have influence, simply because the white male will probably slam the door in his face before he even says a word, for example.  
 
      
 
    These obstacles should become apparent during the first phases of any manipulation techniques, which is, of course, observation. Having learned and observed this preconceived impression beforehand, the Asian would probably not bother wasting time on him, at least directly. There could be avenues he could try out through finding someone in connection with him and trying to get close to this person, though the more closed-minded people are, the more they tend to stick together only with others whom they deem similar and comfortable.  
 
      
 
    Your strategy will resemble that of persuasion, the differences will be that your influence will be on a subconscious level, thus the person does not know that they are being manipulated. You do this through subtly and gradually bringing yourself into their circle of trust through familiar tactics, such as talking about topics that are of interest to the target, giving them the impression that you are a good listener and that you are interested in what they have to say, and complimenting them on things that you pick up on that they pride themselves on. This could be complimenting work in their field, or a piece of art they’ve created. Again, flattery can go a long way once you breach those initial social barriers and label yourself in their minds as someone that they can trust. Introduce offerings in accordance with the law of reciprocity, as well as the law of emotional reciprocity, which can be even more potent.  
 
      
 
    When you show vulnerability, it prompts others to feel like they are safe enough to open up and in return show some of their own vulnerability in return. This is very valuable information, and you should download this interaction as thoroughly as possible in your brain if you are able to pull it off. Your personal vulnerability could be something fictitious or real, it just needs to be very believable. Any indication that you may be lying will turn the subject off, and you will have destroyed everything you’ve been building up to in the relationship.  
 
      
 
    Perhaps you can formulate a history or a vulnerability which falls in line with the subject’s. If they’ve experienced financial distress, and you’ve made them comfortable enough to open up about it, one of the most comforting and reassuring things you can do is relate to them in this regard. Perhaps you share with them how you had to file for bankruptcy several years ago and would like to describe the shame and guilt that followed. The law of emotional reciprocity is about an exchange of vulnerability and an inherent recognition in the interaction that you are trusting each other with your emotions. This is a very big win in the world of manipulation and influence because the target now believes they can trust you with things that are emotionally sensitive. There are all kinds of possibilities down this road, because emotion can have a more powerful influence over a person than even logic and reason.  
 
      
 
    In a conversation about manipulation, it is important also to be aware of how you yourself could possibility fall prey to another person’s manipulation techniques. It is important to recognize these behaviors in others so that you can shut down the interaction. It is better to be safe than sorry, so if you begin talking to someone and something feels off about the conversation, then is your gut telling you to watch yourself. It may be best to remove yourself from the situation altogether, especially if your signals are conflicting. The more you learn about human behavior and the way these manipulation techniques work, the quicker you will be able to identify them when another person is trying them out on others, or even yourself. Perhaps you can pinpoint exactly what they are doing incorrectly which has tipped you off to their ulterior motives in trying to gain your trust. This is a huge weapon to have in your arsenal, so always be alert when interacting with people who may also have you as their target of influence.  
 
      
 
    Cold Reading 
 
      
 
    Cold reading is an old strategy which many still use today for different purposes in order to try and manipulate people into believing that you know more about them than you really do. Some famous examples extend back to a time when psychic mediums were all the rage in American society. Harry Houdini is famous not only for his magic tricks and amazing feats of escape, but for his determination to route out those who would try to fool people into thinking they could speak with paying customers’ dead loved ones by using magic tricks similar to the ones Houdini was intimately familiar with. He hated that these people could prey on people this way, and he made it one of his goals in life to shut down as many of these hoaxes as he could.  
 
      
 
    On a basic level, cold reading is a strategy in which someone begins a conversation with a complete stranger and then proceeds to feed them information from which the manipulator can formulate a psychic reading which is astonishing in its accurate content. For example, someone may come into the psychic’s shop. She wants to reach her dead husband and tell him a message. The psychic reader will then ask a question or start her reading. The reader will offer very general predictions about the customer’s life and status. The psychic then must watch and listen closely for any “tells” which will tell her if she is going in the right direction or not. For example, she may say something like, “you are going through some kind of financial difficulty of late.” When the customer reacts, it will either be a reaction of familiarity or it will be completely neutral, thereby signaling that the reader is not going in the right direction. If the reader gets an affirmative reaction, she will continue down that road as she gets the affirmative reactions. Perhaps the customer even gasps and relays additional information out of surprise at how accurate the reading is so far. The general rule is to go from general to specific as the reader gleans more and more from the customer’s verbal and nonverbal communications, many of which will not even be conscious on the part of the customer.  
 
      
 
    Many psychic mediums of the time added to the theatrics in order to further convince a paying customer that they were having an authentic experience. Mediums would practice pretending to be possessed by a spirit, many times altering their voice and demeanor. Then there were the magic tricks, such as mechanisms to make things move through a hidden string or thread, or someone who was an accomplice of the medium would make sounds in the background or alter the environment in some other convincing way.  
 
      
 
    The most fascinating part in this form of manipulation is that a lot of times, especially when you have someone who desperately wants to believe something, such as that she can actually contact her dead husband, the person being manipulated is doing a lot of the heavy lifting herself. When we want to believe something, as human beings, we become much more susceptible to manipulation because we are so willing to get what we want, even if the circumstances are ridiculous. We want the opportunity to believe in something supernatural. This makes the drollness of reality dissipate, right there in the living room of someone calling themselves a psychic medium. It’s enchanting, it’s fun, and it assuages some form of emotional suffering. This goes back to the cult recruitment techniques we talked about earlier. Emotional manipulation can be quite easy once you’ve established some level of rapport with the target because, just as our human natures to want to be entertained and just have a good time, we are also always looking for ways to alleviate emotional pain. Some of us are more naïve than others, of course, but I think it is always quite surprising how much a person will believe if it aligns with something they desperately want or need in their lives.  
 
      
 
    Even with this in mind, however, it is important to note that even particularly impressionable people may be able to pick up on mistakes in terms of letting on that you are manipulating them. This may come in the form of “tells” which tip off another person that you are being less than honest. Some of the most recognizable are listed below: 
 
      
 
    
    	 Waaaay too many details: When a person is lying, they tend to try to inundate the listener with lots of details in an effort to try to make their lies more believable. But they don’t realize that they are actually giving themselves away, as well as providing ways to trip themselves up later when they are asked to repeat these details, especially in an interrogation room.  
 
    	 Referring to themselves in the third person: This is something liars do in order to try and distance themselves from the actions they are trying to deny, for example. It makes them feel a little safer when they can put some distance between themselves and whatever it is they are trying to deny they had something to do with.  
 
    	 Too much or too little eye contact: This can go in either direction, depending on the personality and demeanor of the person who is lying. They might try be trying to convince you of a lie so hard that they stare into your eyes intently, as if to relay something, “please believe me!” On the other hand, someone who is lying may also try to avoid eye contact because they feel that eye contact might reveal that they are lying.  
 
    	 Speaking too formally: When a liar uses more formal-sounding language, it is because they are desperately trying to make a point that they want listeners to believe. Putting emphasis on more formal wordings and using the extensions instead of contractions give them the illusion that they are fortifying their points, where in fact they are actually giving themselves away when their listener knows what to listen for.  
 
    	 Ingenuine facial gestures and smiles: It is actually quite difficult to fake a smile if you know what to look for. Genuine smiles extend all the way to the eyes. Some people even have a smiling expression which makes their eyes squint to the point you can’t even see them anymore! This means they are actually having a good time or find something genuinely entertaining. It is really, really, difficult to fake this kind of genuine reaction, and you should look at their eyes to see if a smile is being faked or not. If the smile and facial gestures are fake, odds are that what they’re saying might be a lot of crap as well.  
 
    	 Negative tones: A person who is lying and feels guilty about the fact that they are lying will let negative tones lip into what they are saying. If the conversation is always being redirected toward a negative tone and negative emotions, this is a good sign that the person speaking just can’t shake the negative emotions that are taking over inside. 
 
    	 Repeating questions to stall for time: This is a big one, and one of the easiest to pick up on when someone is lying. If you are a true crime fan, or have simply watched a crime series or two, then you know well how people who are lying will use repetition in order to give themselves time to fill in the blanks with lies. If they don’t have a complex story or explanation memorized beforehand, they are going to need a couple of seconds to get a story straight in their heads before they tell it to you. This is why, when you hear a scene in which an officer asks a simple, direct question, the person being questioned who is lying will repeat the question, as though they need clarification, even though it is extremely simple. Something like “did you kill miss so-and-so” is pretty straightforward, but you might hear a guilty suspect start to meander around answering by repeating the question, sometimes several times, before trying to answer. This is usually a big giveaway.   
 
   
 
   


 
  



Chapter 7: Gaslighting and Brainwashing 
 
      
 
    Gaslighting and Brainwashing are particularly vicious forms of mental and emotional manipulation, and we go over definitions as well as how this occurs in society today. We will also look at one of the most prolific examples of gaslighting execution in society, which is by the person known as a narcissist.  
 
      
 
    Gaslighting happens when a person begins to question their reality due to another’s denial of that reality. For example, if you have a fight with your significant other and the next day, she denies that she said the hurtful things you know she said to you. The first time this happens, you may get incredibly defensive and ask why she is denying what she said to you. Over time, however, people may be worn down and begin to question their sanity because of the determination of another to deny what you believe to be real. It is a slow, painful process and has a very destructive effect on the target’s mind, though gaslighting is usually a sign that there are some serious issues going on with the denier as well.  
 
      
 
    When this happens to an individual as a child, the effects can be more severe. Because children are more vulnerable and subject to their parents’ authority, gaslighting in this setting because immediately effective, and the emotional damage can last a lifetime. This is because the constant abuse can train the victim to be constantly unsure of what’s going on and who is telling them the truth. When a young child is constantly denied her reality, then she learns to live with resentment and confusion that is never addressed by the perpetrator(s) of abuse. To get a clearer idea, we’ll look at an example.  
 
      
 
    Marcie is nine years old. Her mother is a socialite and loves to have parties at the house, even late into the night. Sometimes, Marcie has a lot of trouble sleeping because her mother’s friends get drunk and continue to be loud long into the night. One night, Marcie goes downstairs where everyone is partying and approaches her mother. She asks her if she can send her friends home now so she can sleep. Marcie’s mother responds by mocking her then yelling at her for interrupting the party. She tells Marcie she doesn’t need sleep and says she should join them! She is obviously a little drunk, and she doesn’t care at all about Marcie’s comfort. Marcie returns to bed with tears in her eyes.  
 
      
 
    The next day, Marcie comes downstairs to greet her mother in the kitchen and brings up last night. She asks why her mother said the things she did to her. Marcie’s mother turns around with a confused look on her face and responds that Marcia never came downstairs. It must have been a dream. Marcie looks dumbfounded at her mother and repeats the words that she heard spoken the night before after she asked her mother to send her friends home. Again, Marcie’s mother says they never spoke last night, and that if she was having trouble sleeping, she should have said something. Marcie’s level of frustration at this point is very high, but she is also feeling confused and doing her best to remember all of the details from last night. Was she actually dreaming? Sleepwalking? A few minutes ago, she knew for sure what had happened, but now, she isn’t sure. Marcie knows she is a child and her mother is an adult. That makes her smarter and wiser and she probably knows what she’s talking about, so Marcie must have been mistaken. But this feeling is going to bug her and not leave her alone, because deep down, she knows for sure what it was she experienced late last night.  
 
      
 
    This continues each time Marcie tries to address something with her mother which involves bad behavior. Marcie’s mother keeps insisting that she is a good mother and that Marcie is not remembering events the way they actually happened. 
 
      
 
    Imagine growing up in an environment where your mother or father treated you wrongly, but not only this, they also adamantly deny every having mistreated you in the first place, no matter how much you plead with them to remember and recount the events detail by detail.  
 
      
 
    The motivation for gaslighting varies, but at the core is a strong self-denial on the part of the perpetrator who will consistently deny that he/she is doing anything wrong. It is a way to run away from the problem and keep from coming to terms with their behavior. The longer they keep up the denial, the more their victims will start to think that they actually don’t know what’s going on and will begin to question their own realities. This makes it easier to enact the abuse with consequences. It is an insidious thing to do to another human being, especially if you know the person is vulnerable mentally and/or emotionally. This type of vulnerability makes it easier to convince him/her that he/she doesn’t have a handle on their reality.  
 
      
 
    When a child who has gone through gaslighting abuse grows up, she will start to realize several things, or she will continue to subject herself to the pain of never getting an apology or a statement of accountability from the one who is gaslighting her. Going back to Marcie, we can imagine her growing older and becoming a teenager. She has a big hole in her heart where her mother’s love and nurturing care is supposed to be, but this relationship has been poisoned over a long period of time. But because Marcie desperately wants to connect with her mother and earn her love, she continues trying to reach her. But each time she addresses something her mother did to her, trying to explain that it hurt her, she continues to get the same old reactions that she has never let go of.  
 
      
 
    Eventually, victims of gaslighting learn that they are never going to get accountability from the person gaslighting them and remove themselves from the relationships. Those who don’t will continue to suffer, following a fool’s hope that the person will somehow change. They keep doing their best to earn the perpetrators love and affection, but it never turns out the way they want it to. And the gaslighting continues. Most victims express that their abusers never wavered from the gaslighting tactic and hoping that they will somehow change one day is hopeless. The best thing to do in such a situation is to remove yourself from the relationship and gaslighting situation altogether as soon as possible. If the person tries to contact you again, you need to be able to ignore them altogether. If they’ve managed to abuse you for so long through gaslighting, they’re probably pretty skilled in other manipulation techniques to try and get you back in their realm of abuse. They may try to touch on your emotional vulnerability through promising that they can change and be a good influence in your life. People who are desperate to have that relationship come to fruition might succumb to the manipulation technique and put themselves right back where their abuser wants them. It is important to come to the realization and accept that nothing good is every going to come out of an abusive relationship like that, and the sooner you can remove yourself from the situation, the better.  
 
      
 
    Narcissists often use gaslighting as a way to get what they want out of people, then deny accountability and avoid having to atone or admit guilt. There is an extreme warping in the mind going on here that allows the abuser to justify his/her actions in these scenarios, and it is extremely difficult where emotion is involved, especially when the relationship is romantic or familial.  
 
      
 
    Narcissism is characterized by an obsessive need to fulfill one’s own desires and wishes without any consideration whatsoever for other people. They are often chronic and skilled liars as well as manipulators. They will utilize whatever tools they have at their disposal in order to get what they want, and if they need another person’s help, there is no limit to how much they will abuse or manipulate or hurt another person to get there. Narcissism is recognized as a disorder, and most psychologists agree that it isn’t something you can “cure” or make better with any certain treatment. People with narcissists in their lives simply have to learn to deal with the person’s behavior or remove themselves altogether from the relationship. Those are pretty much the only choices available. Psychology Today cites the narcissist as being characterizes by grandiose ideas about what he/she deserves in his life; they believe that they deserve everything that they set out to get, and at any expense. Indeed, this is the least of their considerations, whether it involves gaslighting and manipulation or more criminal actions in order to bring them closer to their goals.  
 
      
 
    There are a lot of parallels to draw between the characteristics of a narcissist and the characteristics of a powerful, rich person whom we identify with modern day CEOs and other high positions in the world of corporate business. These people steer their companies toward success because they are addicted to power and money and devising the best laid plans possible to achieve being the biggest, richest, and most respected in their fields. Individuals in positions like this must have a nearly inexhaustible level of self-confidence and energy toward achievement. They regularly speak and engage with other people, so they are also constantly presenting themselves in the light that they want to be recognized, so probably displaying lots of the domination and persuasive strategies we’ve already talked about. But perhaps the most important trait, which is only expressed behind very important closed doors, is the fact that they are willing to play a very cutthroat game when it comes to competition and tearing down others in order to build themselves and their empires up. A person with a personality that oozes confidence and determination can quickly rise to the level of alpha among his peers, and soon even the most devastating and demeaning tactics become palatable among other people in the alpha’s purview, as long as it helps make them richer and more powerful. Corruption is at the heart of many rich and powerful environments, and it is because we as human beings are easily seduced by the possibility of power and prestige. Money makes the world go round, and indeed having enough of it can solve a great many problems for lots of people today. But for those in powerful positions within corporations, it is not enough to make lots of money; they must also prove themselves to be capable of staying at the top, or commanding respect from others. All this makes them feel relevant and long-lasting, almost like a way to distract themselves from all that is fleeting, which is every last penny of their empires. You can’t take it with you, after all.  
 
      
 
    In the face of this reality, powerful people tend to gravitate next toward establishing a dynasty or some kind of legendary status that will outlive themselves. They could do this through having children to whom they can pass on their power and prestige. Across the world in history, powerful leaders would solidify their places in history by commissioning statues or temples dedicated to themselves and their earthly works. This worked as a way to deal with the fact that they would eventually die and lose all of the material wealth they’d spent their whole lives fighting to accumulate.  
 
      
 
    It is arguable that someone who is a narcissist never reaches this moment of realization that they are going to expire and leave all of their accomplishments behind. They are in-the-moment thinkers, with the exception of plans which are designed to bring their desires to fruition after properly grooming another person to their ends. Narcissism is also a common trait among criminals and is often cited as one of the key personality traits of the serial killer. The serial killer, much like others in the narcissistic circle, see only what they can get and accumulate, and they are willing to do whatever they need to do to get it. They don’t really think about consequences or death or anything like that because their personal desires loom too largely in their sights. A person who decides to take another’s life because of their urge to satiate some dark desire is not thinking about consequences. Indeed, once someone like this seems to get away with murder after the police fail to catch them right after the crime, serial killers tend to start to develop a god complex in which they believe they are so smart that they can continue doing whatever they want to do and never be caught. Ted Bundy is a famous case in which his own insatiable desires and confidence contributed to his eventual capture, but only after having killed across multiple states many young women. That level of warped reality and narcissism is a rarity in the realm of criminal psychology, and the delusions of grandeur extended even to the point where he believed he could effectively defend himself in a court of law. His name was far to infamous at that point, however, and it would have been pretty impossible to get a jury in that room who would somehow find this man innocent of the atrocities he’d committed.  
 
      
 
    Protecting yourself from these kinds of personalities is very important, especially if you find yourself frequenting areas that we might call prime “hunting grounds” for these types of personalities. If you know someone personally who checks all the boxes of being a narcissist or know someone who tells you they’ve experienced gaslighting, take the opportunity to learn about the experience and then use this information to stay on guard whenever you are dealing those suspects. It is important to think critically about the information that anyone you do not know very well conveys to you. And remember that if something sounds too good to be true, it probably is. Narcissistic influence can often come across like a salesman offering you your hopes and dreams that you never thought possible to attain. It is part of their strategy to get you to believe he can help you get whatever you want, whether it’s a perfect relationship, the perfect job, money, sex, etc. He is there to pull you in with false promises before grooming you to help him get whatever it is he wants. Perhaps you have influence in certain circles he is trying to penetrate. Think about what ulterior motives could be at play, and remember that, unfortunately, there aren’t a lot of people in the world who are ready and willing to sacrifice themselves for your happiness or peace. These persons are few and far between, and they usually associate themselves with large organizations in order to help the largest number of people with the resources available. They certainly aren’t going door to door trying to sell you your dreams.  
 
   


 
  



Chapter 8: Dark Psychology and the Written Word 
 
      
 
    In this chapter, we will discuss a topic that most people might not think of when we mention the phrase dark psychology. The use of dark psychology in writing is a particularly interesting facet, however, simply because the effects are similar without the human player present in physical form.  
 
      
 
    When you pick up your phone and open your social media feeds, what is it that you usually see? Do you visit the same people you follow to see what is current? Do you have people you follow who curate news stories and other current events you are interested in reading each day? The term “fake news” has become a popular term in recent days and points to the flood of news sources and information being disseminated across all forms of media, much of which is either entirely false or incredibly slanted. It has become quite a challenge to find sources of news that are somewhat balanced and all-inclusive in their details. Because of the ease with which organizations and even individuals can disseminate any information they want, people are at a disadvantage when it comes to finding out what’s really going on the world, what the real facts are, and who they can trust in the increasingly chaotic world that is the internet.  
 
      
 
    Let’s first look at media in particular. The way we use words in writing, especially if we are touting ourselves as an authority such as an established newspaper or news organization, has a big impact on how such information is received on a wide scale. There are ways to twist the expression of news in a way that automatically instills certain opinions about the news piece and the individuals involved. This is clear when you browse around on news sites which are quite clearly leaning in one political direction versus another. If you compare two sites with opposite political inclinations, you will see major differences, including aspects like which stories to run, how the people in a news story are portrayed, the quotes that are chosen for the piece, and even the photos which are used for the news story. A flattering photo may be used on a site that is supporting that particular candidate, and a not-so-flattering photo might be used to portray his or her opposition. These things hit us on a superficial level and we automatically are given opinions, especially when we don’t have solid opinion of this person in the first place. It is easier to sway the public’s opinion on something that is not widely known than it is to try and change people’s minds about something. Just like American President Trump likes to convey to people that the media shouldn’t be trusted. He does this because he knows that if the public were on the side of the news media and felt they could trust it, they would have to contend with some of the more unsavory aspects of his character and background. It is much more favorable for him if the public simply had an uneasy feeling when it came to the media altogether. And this is where the popularization of “fake news” came in to play.  
 
      
 
    Of course, most of us have options when it comes to where we get our news, and it is important to take extra precautions to make sure that the information we are getting is accurate as well as complete. This usually necessitates giving some extra time to additional research. Look at other sources for news and see how they are reporting on the event that you are interested in. Are there discrepancies in the reporting between news sources? What is the tone of each piece in different newspapers? Looking at the answers to questions like these will help you to home in on what are facts and what are leanings that are inserted according to a certain political agenda. Sometimes it may even be beneficial to look outside the country to see how other major news sources around the world are reporting on this event. How are their reports different from the sources you usually see in your hometown or on your social media feeds? Practice awareness in this arena in order to protect yourself from inaccurate portrayals of news events and stories.  
 
      
 
    So what about dark psychology on a smaller scale? A more personal scale? Dark psychology techniques can be applied to something as simple as a single text message, or an email. The words we choose in electronic communication come with their own obstacle course of conveying information. This is because we do not have the signals we do in person-to-person communication. The tone of a message, for example, may be misinterpreted based on one or two words and how the receiver chooses to interpret that. The message sender could be trying to convey a completely different tone, but he miscalculated how the receiver was going to interpret those words. A lot of this might come down to experiences and background. Someone who is not used to the sarcasm and humor inherent in frequent electronic communications might miss these subtleties altogether and instead interpret the messages as hostile or harassment. You must know your audience here, just as you would in a physical setting.  
 
      
 
    Electronic communication for the purposes of manipulation would likely not come into play until there has at least been some kind of successful “hook.” For example, trying to hit on someone via messenger or through a website is not going to come across as friendly or attractive when there has been no introduction whatsoever. The receiver will probably think she is being messaged by a creep because he didn’t even bother to open with something a little more civilized, like a greeting or telling her his name. Of course, there are lots of different personalities our there, and if the man was lucky enough to land on a woman who likes being approached directly and up-front without a lot of concern for social niceties, then more power to them! But this won’t be the case in most situations.  
 
      
 
    Once some kind of hook has been landed—in other words, a man has successfully caught some level of interest from his desired target, for example—then communication through text messages or email can be used a little more effectively. You have to be careful here as well, though, and knowing your target is arguably even more important than in person because here you are sending out communications under the assumption that you know how it is going to land. You don’t have body language and facial reactions to go off of in order to see how your words are landing on your target. Without immediate feedback, you might be left hanging for an indeterminate amount of time, just wondering what your target is thinking about and what he/she thinks about your words.  
 
      
 
    A man or woman in a new romantic situation might use electronic communication to string potential partners along, even when they are barely interested or are already seeing other people. You might have seen online memes or jokes about how young players might have two, three, or even four different phones for the purposes of juggling all of his potential girlfriends and hookups. Many people find this kind of lifestyle thrilling, but it can be dangerous territory, especially when you mismanage things and fires start all around you as you piss people off.  
 
      
 
    However, if you have a single target who has some level of emotional attachment to you, it is certainly possible to shape the way this person perceives you through text messages with very specific language. The more you know about a person emotionally, the more you can accurately assume how your words are going to be interpreted when you send them. Let’s look at an example.  
 
      
 
    Theresa just met a man at a bar named Clark. Clark is funny, charming, and held her attention for hours without ever looking at another woman. She is fairly interested in where this is going, and so she gives Clark her phone number.  
 
      
 
    Let’s say Clark has just nailed one of his signature strategies for picking up new women. He has a few that he visits in a rotation, and he is interest in adding Theresa to the list. After their initial meeting, Clark feels pretty confident that Theresa is going to keep up communications with him, and he uses this knowledge to his advantage and to help him manage his schedule between women. For example, it is possible to convey false emotion in text messages in a way that you could never do in person. This is, again, because you don’t have the physical feedback and signals through text messages that you normally would get in person. Clark sends a message saying, “hey, I’m so sorry, but I can’t see you tonight. Got to work. Can I see you tomorrow night? I really miss you.” Then perhaps he inserts some kind of cute emoji to drive home his point. Clark may really be spending his evening with another woman, but Theresa is interested in Clark enough that she is willing to believe reasonable information that tells her he can’t make a previously planned date, but he is excited to see her as soon as possible afterwards. Doing this a number of times would likely cause Theresa to wonder about his true motivations, but at this early stage, people are more willing to be flexible because they are holding on to that initial excitement that was started when they first met and felt some sparks of excitement.  
 
      
 
    Clark, if he starts to get tired of Theresa and only wants to see her once a week instead of two or three times, might start to introduce some kind of emotional angle to his text messages. He is experiencing depression or anxiety issues due to some family thing, or he is fighting with his boss and must put in some extra hours at work to keep from losing his job. One of these routes is going to be more effective than the other depending on the target’s personality and emotional state. Clark must also be aware of how Theresa is going to react. She might get worried and offer to talk with him even more often to help him through his emotional battles, and she may get offended and back off, serving his purpose all the better.  
 
      
 
    It is a tricky arena to be practicing dark psychology methods. But it can be effective if you’ve successfully established a relationship in which the target is already emotionally attached in some way. If this attachment is there, then it will be easier to disappear for a while and then suddenly come back whenever you feel like it, shooting a text message saying how much you missed her and want to see her. Odds are, she is going to be more excited about seeing you than she will be upset about how long you were gone. And if you are particularly smooth, you can avoid this discussion altogether by really pouring on the charm and going all out on your date.  
 
      
 
    Just like we’ve discussed previously in the realm of human psychology, people are going to tend to see what they want to see and gravitate toward what they believe will make them happy. When a person’s desire for attention and love outweighs any level of anger or frustration in defense of their time or integrity, then it is easier to break the rules that a lot of other people would find inexcusable. One of these includes a lifestyle of picking up and dropping people when it serves the person well; a common trait among the narcissist population. Someone with only their own desires and interests in mind will not find any fault in picking up a woman and stringing her along then casting her aside when circumstances demand it. There is no real emotional attachment there on the part of the narcissist, though he knows how to play the part very well. Narcissists don’t just target unintelligent people. They actually appreciate the opportunity to challenge themselves and win over someone who is stronger willed when it comes to the mind and its fortitude. If the narcissist is able to carry out his plans with someone who is smarter than most, than it only serves to boost his confidence even more. He probably goes home and does his victory dance and stands in awe of himself and his own capabilities.  
 
      
 
    People like that simply enjoy knowing that they can overcome challenges, and people become tiresome after the narcissist believes he’s exhausted everything he can get out of the person. But, just in case, he will maintain the minimum amount of contact with the person possible in order to still have them come back to them should he need her to, for whatever reasons.  
 
      
 
    You can protect yourself from this form of manipulation using a sharp mind and not letting yourself fall victim to believing smooth lies that are communicated to you electronically. If you are unsure about someone with whom you are communicating via text messaging or social media, present your case to the individual by saying that you prefer to meet in person to get to know them better. If they refuse or disappear, you know you’ve probably called them out accurately and they have decided to move on and find someone less observant to prey upon. If they accept right away and meet you on your terms, than you can be a little more sure that this person is who he is trying to convey himself as, and he or she may deserve the chance to develop a relationship with you, for whatever reasons. The situation isn’t limited to romantic hookups, manipulation through electronic communication can happen just as easily and often in your place of work, at school, or anywhere else where there are lots of people around. The narcissist’s bread and butter, as well as the manipulator’s, is areas with lots of people around. So it will serve you well to be on your guard at all times in these environments and when first starting out in a new relationship, professional or otherwise.  
 
   


 
  



Chapter 9: Groupthink 
 
      
 
    Groupthink is a phenomenon which occurs in a group setting where there are many voices and one or two individuals who exert themselves in a more blatant way than the others. The most common example in which to example this phenomenon is the work setting.  
 
      
 
    We’ve discussed how to go about establishing dominance in a room full of strangers, but now we’re going to talk about what happens when you start to establish your personality among others in a group in work setting, perhaps as part of a meeting where you and a small team have been tasked to come up with a plan to roll out in the next few weeks to launch a new product onto the market. Well demonstrate this using another example involving a young employee at a company named David.  
 
      
 
    David was just hired at a new company after impressing the bosses with his portfolio and education. He is excited to start building a career, and he hopes to climb as high as he can in the shortest amount of time possible. His one drawback, or personality trait he feels is a flaw, is that he is more of an introvert than most people working in his field, and so he tends to be the quieter voice in meetings. He starts to see this magnified in the first few months as he participates in his first few meetings with an assigned team. David knows he has lots of good ideas, but there is one member of the group, Tim, who is always talking and loudly expressing everything that comes to his mind. It doesn’t give David much space to express his own ideas, and this frustrates him to no end. So, what kind of personality is Tim, and what effect is it potentially having on the group? 
 
      
 
    Tim is a charismatic guy. Most people who see some measure of success in social situations tend to build up self-confidence over time and with the more influence they are revealed to have over others. Tim sees this is a huge advantage, especially at work, because he knows he can express his views in a certain way and convince nearly anyone he comes into contact with that he really knows what he’s talking about, even if he doesn’t, or he’s just stolen ideas from others. The people in the group other than Tim and David are those we will refer to as the “herd.” The term herd is interchangeable with the term group, as we’re talking about the concept of groupthink. It may even be easier to understand if we exchange and use the term herd, because most people have a good idea of what people mean when they talk of herd mentality.  
 
      
 
    When you imagine a herd of a some species of animal and think about the behavior that a herd displays, you will probably think of moving all together across a plain, or staying in contact with each other while hunting the same prey, at the same time of day, etc. The herd stays in a group in order to protect the more vulnerable members of their groups, like their young. They accomplish various tasks on a day-to-day basis which serves the group as a whole. 
 
      
 
    When we talk about groupthink, we are talking a similar type of group insofar as this group of people is working together towards a common goal and they see each other on the regular basis. In a work situation, this is likely to be almost every single day during the week.  
 
      
 
    So let’s say that Tim arrives each day exuding his extroverted, dynamic personality all over the place. People notice him because of his presence, and they also start to associate certain character traits, such as friendliness and self-confidence. These will both serve him well when it comes to his business and coworker interactions where he wants to make a good impression. His coworkers may not realize it, but these things are also working to give him an edge competitively, as bosses will tend to gravitate toward the more self-confident individuals for promotion, just because this air of self-confidence conveys the unconscious message to others that “I know what I’m about, and I’m smart and capable,” etc.  
 
      
 
    So, in the meetings with David and his coworkers, he is having a similar effect on the attendees simply because of his outgoing demeanor. He doesn’t even necessarily have to know exactly what he’s talking about. If he is applying all those little cues and microexpressions we’ve talked about in relationship to the persuasion, domination, and manipulation arenas, then he is affecting these people on a subconscious level. David, though armed with good ideas and things to say, does not make a strong impression on his coworkers at this point simply because he is quieter and fades into the background. Unfortunately, if David ever wants to make room for himself in these meetings, he is going to have to find some drive and confidence to speak up and challenge Tim for his right to speak.  
 
      
 
    This tendency in human behavior to gravitate towards the loudest and more confident can end in disaster or bad decisions. Just because someone is loud and proud about their ideas, doesn’t mean their ideas are the best. This is the risk involved in groupthink. The people in the room listen to Tim talk, and he seems to confident and charismatic, they automatically feel confident in what he is saying, just as an effect of his personality. Having someone like Time in the room also discourages others from speaking because they feel like they couldn’t possibly have better ideas because they don’t feel as confident about them as this outgoing individual feels about his. This leaves people like David in a situation where he must fight a little bit for his chance to speak. On top of this, he will have to convince the others in the room that he is just as deserving of their attention, even if he doesn’t have a flashy delivery. It doesn’t seem right, and lot of times it leads to poor decision-making, but it is a law of human behavior that people like to have their work made easy for them by following someone in their group who seems to know what he’s doing and is willing to take action on it.  
 
      
 
    You see this phenomenon a lot in situations where you have people in charge of planning or something else related to their job who really don’t want to be there. In school as well, think of a time when you were assigned to work with a group of students on a project that you were really not excited about. If someone in the group lights up and starts offering up ideas and suggestions, you are more likely to go with the flow and his ideas just because you don’t care to offer any other ideas personally. You just don’t care enough. And this can be a dangerous scenario in settings where the group is in charge of something that will affect other people’s livelihoods. And this is also why when you see the top CEOs of the world interacting with others, they tend to be very confident and ooze personality and confidence. They got there through not just their own smarts and capabilities, but through the influence their natural personalities gave them without even trying.  
 
      
 
    Of course, there are some marvelous examples of when listening to the quiet one in the group proves to be the best, not to mention the most profitable, decision. Steve Jobs is often said to be one of the best and most innovative creators in American history, but he was also an anomaly in terms of his personality and the personality of those who often rise to the top. He preferred to be by himself working on his ideas and experimenting. He needed his quiet alone time, and was definitely observed to be an introvert on some scale. He was not boisterous, and he did not have a room-commanding demeanor. But he got people to listen to him and invest in his ideas because of his sheer brilliance and clearness of vision.  
 
      
 
    The world has been changing to notice these kinds of innovative personalities more and more. People are starting to realize that there is a lot more to the qualities of leadership and guidance than just a nice loud voice. But in the grand scheme of things, you still have to deal with human nature and social tendencies. If you can move around a room full of people and practice the steps toward establishing dominance, it may help you to think of every other social environment in this way. People just want to be entertained. But in the workplace, they want to make money, too. Use your skills in social etiquette to get in with your bosses so that you can prime them to listen to your ideas. Be prepared with how you want to present your ideas, and keep in mind what type of personality you are dealing with. Mirroring in the beginning phases of interaction can help you get on their good side so that they are no quite skeptical of you than they might be if you were a brand new face they knew nothing about. Don’t skip out on the ground work, as it is the attention to details that will separate you from the crowd and allow you to rise above the proclivity for groupthink.  
 
   
 
  



Chatper 10: Tips to Improve Mental Strength 
 
      
 
    You’ve made it this far through tons of information regarding new social techniques that can take you as far as you want to go in life. To give you some extra lift as you head out the door to put these new skills into practice, this chapter will offer several valuable tips to improve your mental strength and stamina, as well as prepare you to be as successful as possible. Don’t ever underestimate the value of preparation in any situation where other people are involved. The human being is a complex animal and it must be observed closely and with respect if you are to be successful in your endeavors.  
 
      
 
    Improve Lifestyle Habits 
 
      
 
    That’s right. How you choose to take care of your body is going to have a huge impact on your mental acuity. So follow this first tip if you want to give yourself an edge in nearly every aspect of your physical and mental preparedness.  
 
      
 
    What is your diet like? Do you exercise regularly? What do you think of yourself when you look in the mirror? Are you unhappy with your appearance, and does this bug you constantly? Analyze your answers to these questions, and I recommend starting a journal so that you can keep track of how you improve over time.  
 
      
 
    One of the toughest things to get control of in today’s society is the quality of food you take into your body. Busy people tend to eat out a lot simply because they don’t have the time to come home and cook a healthy meal. But this can have serious long-term effects that not only affect your physical appearance but your mental health, too. Make your physical health a priority, and remember how much of an impact your physical appearance has on your influence upon others. Many people will be prone to immediately dismiss someone they deem as unattractive to any degree, making it much harder for you to develop a relationship that will lead where you want it to.  
 
      
 
    Regular physical exercise is very important as well. Try to find something physical that you enjoy doing, then figure out how to work it into your schedule on a regular basis. You don’t have to start getting up at 5 am every day to run a few miles right from the start. If you try to give yourself to big of a challenge, you will definitely see failure. And it can be a big hit to your self-confidence when you fail. Instead, take small steps toward your goal. Make sure you are doing what you can and challenging yourself, but without giving yourself such a hard time that you burn out quickly and are unable to keep up your routine. It’s all about setting up habits over a good amount of time and establishing consistency. After a few weeks, you will start to see these habits getting easier and easier to maintain as your body starts to automatically integrate them into your mental schedule. You will be amazed at how much better you feel after just a few short weeks of an improved diet and regular exercise.  
 
      
 
    Meditation 
 
      
 
    If you rolled your eyes a bit at this one, I understand where you’re coming from. Meditation has become associated with so many new age ideas and philosophies that the original meaning and practice of meditation has become lost in the mix. I promise, adopting a daily mediation practice does not mean you are going to start putting up bead curtains and eating quinoa (though you’re welcome to if you want!). Meditation is actually a very founded and scientifically proven way to improve your mental acuity and focus, as well as relief daily build-up of stress and attain a sense of peace and calm. Because of these effects, daily meditation is also a great way to improve your sleep. Even if you are practicing meditation in the morning, you will see the effects lasting all through the day and they will help prepare your body in the evening for a good night’s rest.  
 
      
 
    At the beginning, you will simply practice some basic breathing exercises. Focusing on the breath helps you to clear your mind of all those racing thoughts, many of which will be connected to emotional strain that blocks productivity. Simply find a comfortable spot in your house or living space that is quiet. Try to find a time of day when you are likely not to be interrupted by phone calls or screaming children. Do the best you can to set yourself up for a quiet, relaxing 10 to 20 minutes. That’s all it takes.  
 
      
 
    Sit in a comfortable position and gently close your eyes. Think about your breathing, and slowly inhale for about 10 seconds. At the end of those ten seconds, hold your breath for another 5 seconds, then start to slowly exhale. Exhale slowly over the course of another ten seconds. Repeat this sequence several times and try to stay cognizant of your mind’s activity. Don’t forcefully shove thoughts away; you’ll likely not be able to just erase the mind’s activity, as there will always be another thought right behind running up to replace the last. Instead, simply redirect your mind back to your breath whenever you start to notice your mind wandering. With practice, you will it becoming easier and easier to reach this state, and I be you’ll even start to look forward to your few minutes of meditation and peace.  
 
      
 
    Analyze Your Relationships 
 
      
 
    This might be a difficult one depending on your current situation, but the gist of this tip is to look around at the people in your life and determine whether they are good influences or bad influences. Good influences are those people who are encouraging and who build you up. This group could include your significant other (hopefully), your friends, and your family. If you find that you have people in your life who do not fit into this category, then it might be time to think about what it is they really offer you. Are they actually bad influences? Is there something about your relationship with them that is holding you back from reaching your full potential? How much is this relationship worth to you, and is it worth jeopardizing your success? Cutting off relationships, especially ones that have been around for a long time, can be a very difficult thing to do. But if you have people in your life who are constantly putting you down or discouraging or standing in your way of what you want in life, I would encourage you to think long and hard about how much you are willing to give up in order to maintain the habit of this destructive relationship. Habits are hard to break, sure, but think about all the positive ones you may be able to replace this one with if you can make the leap.  
 
      
 
    Create a Circle of Positive Influence 
 
      
 
    This tip follows right along behind the last one. Once you’ve purged your life of negative influence, it’s time to look for opportunities to grow your pool of positive influences. Positive influences include people whom you trust and know you can count on when you need them. They are the ones who either show up on time or call ahead of time to let you know if they are going to be late. If you are a manager, the positive influences can extend to your employees whom you’ve invested your time into training. We don’t always have complete control over the people we have to associate with at work, but it’s important to do what you can to set yourself up for success, and having a few good friends or colleagues to bounce ideas off of, or simply to vent once in a while, can have a huge impact.  
 
      
 
    Practice in Casual Social Settings 
 
      
 
    In order to grow your confidence in utilizing many of the strategies for influence in this book, it will be necessary for you to get in as much practice as possible. Perhaps you have a big goal in mind that is coming up in a couple of months. You want to impress people at a big social function or work function, but you want to make sure your skills are where they should be before trying anything risky. It will be highly beneficial for you to set aside some time each week to simply go out to a casual setting where there are sure to lots of people and practice on a few friendly faces. Perhaps you approach a couple of people who are clearly just there to socialize and relax. You might even find yourself being invited to sit down with them and chat. You can put this down in your journal as a big win, and experiences like this will surely build up your self-confidence. Open yourself, and eventually challenge yourself to approach a person or two who looks like they may be a bit more of a challenge. If you can get a stern-looking gentleman in line at the coffee shop to turn and have a brief conversation with you, then this is a good sign that you are getting better with your persuasive skills. The more people you talk to, the more types of personalities and senses of humor you will become familiar with, and this will only enlarge your realm of expertise as you are introduced to new people and new combinations of personality traits.  
 
      
 
    Have a Clear Vision or Set of Goals 
 
      
 
    This last tip has to do with having a clear vision in your mind for what it is you want to accomplish with the tools provided in this book. Why did you pick this book up in the first place? Where do you see yourself after having used these strategies successfully? Where do you want to be? Where do you believe you can go if you consistently practice these tips and strategies? If you are unsure, it might be helpful to get out that journal and start brainstorming ideas about your life and what you do and do not feel satisfied with. Perhaps you feel like you need a change of career, but you’re not sure of the direction. This is perfectly fine, and there are lots of people that are in the same boat, from fresh college grads to middle age and beyond. Don’t worry about rushing to figure out all the answers if you are unclear. Start with some self-evaluation and work your way up to what it is you feel you would be fulfilled doing every day as a career. If you find that you are lacking in positive social interactions, or you are looking for that special someone to spend your life with, this outline and vision may involve what it is you want to find in a life partner. What type of person do you want in your life? How can you put yourself in the environment where you are likely to find this person? As you can imagine, this vision and goal set is going to look very different from individual to individual, but it is always important to know where you are going before you set out to take your first steps.  
 
      
 
      
 
    


 
   
 
  



 
 
    Conclusion 
 
      
 
    Thank you for making it through to the end of Dark Psychology, let’s hope it was informative and able to provide you with all of the tools you need to achieve your goals whatever they may be.  
 
      
 
      
 
    You’ve digested a lot of information here, and I sincerely hope you will take these tools and start to practice them out in the real world in order to get a firsthand look at how you can start affecting your new reality with something as simple as a conversation or an introduction. Human beings can be tricky, but if you have the right toolset and the appropriate knowledge beforehand, you will soon be able to influence and persuade using the proven strategies backed by social science that have been presented throughout this book. You’ve learned about the darker side of dark psychology, including tactics used by narcissists, gaslighting, and brainwashing. You’ve also learned about how to behave with others with the intention of manipulation, persuasion or establishing dominance. You know the differences between price and terms and know how to protect yourself from others who may have targeted you in many different kinds of situations. You know some of the most widely recognized “tells” to look for when you suspect someone is lying to you, and you know how to conduct yourself in a situation where you need to convey information to another person in a certain way without being found out.  
 
      
 
    You’ve also read through several different real-world examples of how these toolsets work in different environments, from the boardroom to the classroom to the social settings like parties, at the club or in a bar. The human behavior analyzed in this book is universal and extends to pretty much all types of people from all over the world. You’ve also learned the profound importance of observation and preparation in order to give yourself an edge over any type of competition. You know how people tend to work in group and how to counter the phenomenon of groupthink through reasoned arguments and charisma, no matter how challenging the setting may seem at first. You know that at the end of the day, people just want to be shown a good time, so shed those insecurities and prepare to put yourself out there. You know a whole lot more about the people of this world now that you’ve read this book.  
 
      
 
    Finally, if you found this book useful in any way, a review on Amazon is always appreciated!   
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