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INTRODUCTION

THE VALUE OF
CHARISMA
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Welcome to The Charisma Creator. If you’re reading this, then
you understand the real value of social dynamics and the role
they play in your success, and you have made the decision to get
the very best out of yourself in this category. Having identified a
specific desire to present yourself in a more charismatic manner,
you’re taking immediate steps to better understand the essentials
of interaction with others, and by direct result, you are increasing
your overall social aptitude. Congratulations.
It’s definitely not my style to sound ‘self-help,’ but I want to
suggest you mentally give yourself a pat on the back right now.
Because you deserve it. Understand this: Regardless of whether
you think you need a little improvement or a lot, there are many
people in your situation right now who lack the initiative to make
the necessary effort to really learn and get this handled. They let
their ego get in the way and refuse to accept the fact that they
need to better develop their social skill set. You’re not one of
those people. Just by opening this book, you’ve automatically
placed yourself in a higher category, so be proud.
We’re about to take a journey designed to literally change your
success rate in life. Because as you’ll soon come to understand,
how well you do in life is in direct correlation to how well you
deal with other people. And how well you deal with other people
is completely dependent on how charismatic you can be. People
need other people. It’s a basic fact of life. So the more people
you have on your side, the more you’re going to thrive.
With that said, an important thing to keep in mind is that this
book is a guide. It’s a catalyst. It’s meant to get things going for
you in whatever direction you wish. But please understand: The
true improvement will come from within. You’re going to be
responsible for how good you actually get, and that is why your
potential for improvement will be boundless.
Think about a major league baseball player mired in a slump. He
just can’t seem to connect with the ball. When he does make
contact, it always ends up in the glove of an opposing player.
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Don’t get me wrong, he can still swing the bat. He’s just not
getting on base. So he goes to work with his hitting coach,
identifies some flaws in his technique, makes the necessary
adjustments, and has a record breaking season.
Remember, in both good times and bad, it was the player who
had to swing the bat and hit the ball. It was all on him 100%.
His hitting coach couldn’t swing the bat for him. The coach
could only show him how to swing it better. YOU are the
baseball player. THIS BOOK is the hitting coach. This book is
going to improve your mechanics on an exponential level. And
then you’re going to go out and swing for the fences. It’s that
simple, so remember to bring it out from the inside. It’s really
not all that difficult to do. In fact, as long as you completely
embrace what you are about to learn, hitting that proverbial home
run will turn out to be a lot easier than you might expect.
But before we delve too deeply into things, I want to take a little
time out to detail why having charisma is so vital to the quality of
one’s life. Charismatic people always seem to have things easier,
and in many ways they do. And if you look into the true meaning
of charisma, it’s not hard to figure out why. Most dictionaries
will inform you that charisma is simply the quality of having
charm. And what is charm? It is the ability, through personality,
to attract and please people.
It implies one is alluring. It implies one is captivating. Taken to
a dramatic level, it implies one is enchanting. And all of these
qualities give an individual what they truly need in order to live a
complete and fulfilling life: POWER.
That’s what it’s all really about. It’s about power. Now this
doesn’t mean you ‘control’ other people. This isn’t necessarily
power over them. It’s power over the situation as a result of the
control you have over yourself. People hear the word ‘power’
and they automatically give it a negative connotation. We’re
brought up our entire lives to see power as a poor virtue, one
attributed to a bad person.
7
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Watch any ordinary Saturday morning cartoon, and what’s the
first thing you notice about the bad guy? He wants POWER. He
wants to rule the world. He wants rule over his enemies. He
wants rule over anything and everything around him. So you see
a bad guy, you see he wants power, and you inaccurately put 2
and 2 together.
But power is not what makes a person good or bad. Power is not
automatically a determination of one’s personality or ideals.
Power, if defined to its bare essentials, really only means
‘ability.’ It’s how one chooses to USE that power that makes all
the difference. You hear that word and think ‘bad’ simply
because many people who have power abuse it. And that is
certainly something you want to guard against.
You’re going to be acquiring A LOT of power through what you
learn in this book. Take my advice and use it benevolently. Do
not use this information to harm or take advantage of others.
Trust me when I say that such action will definitely come back to
bite you. I’ve seen it happen to others more than enough times to
know.
So now we understand that charisma is basically power through
personality. Let’s now briefly touch on where exactly it benefits
an individual.
I’m sure you’ve heard of Criss Angel. As of this writing, he has
a feature show on A&E called ‘Mindfreak’ and he’s pretty much
the biggest magician in the world. Some of the stunts he pulls off
are amazing. One of his ‘tricks’ that he’s best known for is The
Levitation. The name of the illusion pretty much says it all, but
to detail it a little further, Angel basically puts himself in the
middle of a crowded area, surrounded in all directions by people
who can see him from every conceivable angle. He then
proceeds to literally float up above the ground in full view of
everyone.
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I don’t know how he pulls it off, but he’s really taken this illusion
and upped the ante on a number of occasions. In one instance he
actually levitated somebody else! In a later episode, he went to a
rooftop in Vegas, floated up, and levitated all the way to the
rooftop of an adjacent building! We’re talking about a long,
potentially fatal drop to the ground if something goes wrong.
We’re talking about a distance between rooftops of at least 50
feet! Again, the guy is amazing.
But let me tell you right now. That isn’t why he’s so successful.
You can take all of his talent and all of the exposure he gets from
TV and all the hard work that goes on behind the scenes… and if
you give it to somebody else, they would in all likelihood fail.
And if you’ve been paying attention to the content in this book up
until now, you know exactly why.
The reason Criss Angel is able to take all of his gifts and make
himself a success is because he has CHARISMA. He’s likable.
You look at the people around him while he’s performing his
illusions and you can tell that they genuinely enjoy being around
him. They warm to him almost immediately. He innately knows
how to present himself to other people in a favorable way. He
understands showmanship and has cultivated a true stage
presence. Most importantly, he’s real. And because of that, he’s
able to take his charming personality and, as only truly excellent
magicians do, misdirect the attention of his audience while he
performs his stunts. He uses his charm and personality to distract
them from the secret behind the illusion. And that, my friends, is
the real ‘trick.’
Charisma has proven advantages in so many other situations as
well. The simple telling of a joke is a perfect example. You can
take two people, one with charisma and one without, and you can
give them the exact same joke to tell others. Only one of them is
going to be funny. Only one of them is going to get a good
reaction from the crowd. It isn’t the joke that elicits the response.
It’s the delivery of the joke.
9
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Charisma also carries its influence in the dating scene. Take two
identical twins, both attractive, but only one of them having a
personality. Have them each hit on the very same girl. Who do
you think is going home with her number? The one who knew
how to use his words. The one who had the proper body posture,
inflection, and facial expressions. The one who knew how to
effectively communicate on a much more subtle level. Basically,
the one who had those elusive intangibles. Because from a
physical standpoint, everything was equal and fair between the
twins. On the surface there was no difference. Below the
surface, however, they were worlds apart.
What about two different people on two different occasions being
pulled over by the very same cop in the very same mood? One of
them is warm and friendly. The other is awkward and
belligerent. Who do you think has the best chance of walking
away without a ticket?
I trust my point has been emphatically made. The true value of
charisma is in your ability to enjoy life through the direct or
indirect cooperation of other people. Like I said before, it’s
power through personality. That’s the difference. That’s the
key. That’s what you’re going to understand as you bring forth
your own talents in this area.
Remember, this power can be enjoyed in many different aspects
of life. And through a strategic breakdown of the types of
behaviors and beliefs that lend themselves to the progressive
growth of charisma, we’re going to essentially touch on them all.
Male-Female dynamics. Interpersonal skills in the office.
Carrying yourself properly in social environments. Starting a
conversation. Carrying a conversation. You name it, and in one
way or another, it will be covered.
Through this exploration, I’ll providing you with tips, techniques,
insights, and ideas on how you can and will develop your
personality to the point that it benefits you in whatever category
you wish.
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Note the name of the website where you found this book: Create
YOUR Charisma dot com. You’re going to learn to cultivate this
talent in and for yourself.
Like the old saying goes… give a man a fish and you’ve fed him
for a day… teach a man to fish and you’ve fed him for a lifetime.
So let’s get started baiting those hooks…
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CHAPTER 1

THE MINDSET
YOU’LL NEED
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Before we really begin, there are a few things you should know…
(BEAR WITH ME, there’s a lot to be said in this first chapter)

The journey begins… and so does the challenge
This book isn’t for the faint of heart. Not to sound melodramatic
or anything, but it’s for champions. I realize the weird
impression that choice of words might make on some of you, but
I don’t care. It is what it is. This book is meant to challenge you.
Only through challenge do we grow. And growth is what this
book is all about. With that said, let’s set some ground rules
before we jump in…

Trial by fire
You’re really going to have to push yourself if you truly intend
on cultivating an advanced social skill set. It’s going to be your
responsibility to test the information in this book. And when I
say that, what I mean is that it’s going to be up to you to try
things out in real life situations. Sure, this content is easy to
understand in the format I’ve offered it. But only by actually
experiencing its benefits can you truly appreciate its value. So do
what this book instructs you to do when it instructs you to do it.
And with that in mind, anytime I provide you with a minor
mental exercise… or I ask you to really think about something…
stop and actually think about it before you continue reading.
You also need to understand that true mastery of this material
comes with practice. Only those who have committed
themselves to the process will enjoy the most dramatic gains.
This requires real patience. And I know it’s not easy. I know
you just want to jump in, devour the material, and know it all at
the drop of a hat. I know what it’s like to want to understand
everything the instant it’s brought to my attention. I’ve been
there. We all have.
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But keep in mind that I’m now past that need in my own life, so I
know exactly what it takes to really get this handled. So just take
my word for it, be patient, and allow your talent to unfold.
Success comes with experience. And experience comes with
deliberate action. That’s why you’re going to need to act right
away and implement what you learn as soon as the opportunity
presents itself. And you must do this on a regular basis. If it
doesn’t feel perfect in the beginning, that’s okay. It’s not
supposed to.

Welcome discomfort
Some of this stuff will come really easy to you, and some of it
won’t. You might mess up a few times. You might make a few
mistakes. You might have to fail before you succeed. Welcome
this failure. Revel in it. Learn from it. It’s that very failure that
will provide you with the insight you’ll need to take your game to
the next level.
It’s vital that you understand that if you really want to get the
most out of this book, you will most likely have to overcome
your own limited belief system. Luckily, a large amount of this
content will naturally help you to do that. That said, you’re
sometimes really going to have to go outside of your comfort
zone. Depending on your level of skill, some of this stuff will
really feel above and beyond you in the beginning. But it’s not.
As long as you keep stretching yourself, you will eventually wind
up in a place where it feels as natural as tying your shoes.

Give me 90 days
If you really want to make a dramatic leap and become the
charismatic person you’ve always wanted to be, I highly
recommend you devote at least 90 days of consistent, daily work
to this process. In 90 days, you’ll develop a solid routine.
14
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In 90 days, this will become a normal part of your life. And in 90
days, if you really push yourself on a consistent basis, you will
see an exponential improvement in your social ability. You
should also realize that this improvement only really comes to
people who have the right intentions…

Fundamentally, you’re going to have to be a
good person
The only people who are going to get the absolute most out of
this book are those who are genuinely good, moral people. Now
regardless of who you are, the bottom line is that if you read this
material and implement the methods enclosed, you’re going to
improve your social skills and move forward in life. It doesn’t
matter if you’re good or bad, moral or immoral, positive or
negative. This material will help anyone.
But only people who are intending to use this information to help
themselves and others are going to get everything out of this
book that can possibly be attained. There’s a legitimate
reasoning behind this. This isn’t just me preaching at you to be a
good person and refrain from hurting others. The content I have
devised for you throughout this book, by design, will give an
earnest and genuine person the most mileage because they were
specifically created to help such people. And since they’re going
to show you how to really take care of yourself and value your
own interests anyway, it really isn’t necessary that you enter into
this process with any underhanded mentality. I think you’ll come
to see that a lot of what this book’s content really does is make
you more authentic rather than less, while at the same time taking
care of everyone’s interests, INCLUDING yours. So just be
genuine throughout this process.

Be the authentic YOU
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My interest is that you embrace who you really are, and that your
behavior is dictated by your innermost goals and desires. As long
as you’re not trying to hurt somebody else, you should not be at
all hesitant in being more, doing more, and engaging in activity
that brings more of the real you out. In other words, embrace
what you’re about to learn.

You’re going to have to trust in the material
Skepticism and doubt will only hinder your progress. It’s very
important that you practice what you learn from me with a big
smile on your face. It’s not like I’m going to be asking you to
jump off a bridge. Anything I propose is not designed to put you
in any physical danger, so there’s no real reason to shirk on any
of the advice or exercises to follow. So begin by listening to the
following…

Pace yourself
Since this book is packed with so much content, I should warn
you that some people have trouble processing everything all at
once. So while I realize that you might want to finish this book
in only one or two nights, I’d definitely suggest you pace yourself
a little slower than that.
It might not happen to you personally (everyone takes
information in differently), but if you EVER feel like the content
in this book is overwhelming you a little, simply slow your pace
down to one or two chapters per night. Give yourself as much
opportunity as you personally need to digest the information in
here. There is A LOT to go through. But it’s all useful, so take
your time and enjoy it.
Finally, one last thing to keep in mind before you begin…
16
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Make sure you are ready
Make no mistake about it… this book is life changing. You’ve
made a conscious, deliberate decision and have spent your hardearned money on what I’ve provided. You obviously want this.
But there’s a huge difference between wanting it and actually
being ready for it. And you know deep down right now if you’re
truly ready.
The good news is that even if you aren’t truly ready, you can still
benefit. But it will require a complete embrace of all the content
within this volume. You have to dive in and live it. Most people
go out and buy something looking for results and pursuing goals,
but then fail to embrace the path by which they can achieve them.
They don’t trust in the process. They don’t pour themselves into
the work that’s required. What you now hold in your hands is
powerful, direct, and simple to understand. But it’s only going to
be easy if you go in without any reservations or doubts. The
choice is yours. You’re either ready now or you will be.
Enough build up. Let’s waste no more time. Let’s do this. Let’s
create YOUR charisma.
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CHAPTER 2

CHOOSING THE REAL
‘YOU’

18

The Charisma Creator © 2007 Andrew S. Kaplan. All Rights Reserved.

Isn’t if funny how easy a charismatic person is to spot? When
they walk into the room, you’re immediately magnetized towards
them. There’s no mistaking that feeling of being drawn in. That
need to be around them. They just have that certain something.
This isn’t just about sexual attraction. It can be, but charisma is
so much broader than that. It’s the difference maker in the
boardroom. It’s the one quality that keeps her or him coming
back. It’s simply the thing that makes you happier when you’re
around the person who has it.
So spotting someone with charisma is easy. BEING someone
with charisma… not so much. Unless you know what makes
someone charismatic to begin with. And at the fundamental core
of charisma creation, there is one vital quality that all charming
people have in common: They understand the power of being
who they really are.

The power of YOU
As I said in this book’s introduction, everything we’re going to
do here really comes down to the attainment of one thing:
POWER. The power of YOU. A power through personality. A
power for social success. But what you might not realize at this
point is that you already HAVE a lot of power. And there’s only
one thing that’s been keeping you from it: Awareness.
A huge part of this book’s value is that it will offer you a better
view and better understanding of who you really are. And that’s
obviously an extremely important thing. Because in order to
truly be a charming and likable person, you’re first going to have
to develop this true understanding of who you are and what you
are actually capable of. In one respect, this might seem like a
complicated thing, but in truth, it really only requires an
understanding of who you aren’t.
That’s the key.
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Because odds are that one of the main reasons you’re not as
socially successful as you would like to be is because you’ve
created inaccurate assumptions about your place in this world.
You’ve held yourself back with an inaccurate set of paradigms,
resulting in a psychological foundation plagued with false limits.

False Limits
The main reason most people fail to be as charismatic as they
could or should be is the simple fact that they’ve imposed false
limits on their own ability and potential. People don’t truly
realize what they have the ability to do. They don’t even know
who they truly are. They walk through life with a distorted
perception of what is actually real, and they carry views about
themselves which are either incomplete or totally inaccurate.
We’re going to detail how some of these misleading views have
actually manifested. And through that understanding, combined
with the techniques and knowledge offered throughout this book,
we’re going to determine how to legitimately eliminate these
mental roadblocks and begin to find success in any and all social
environments.
So let’s get started by examining the main reason you’ve created
such false limits for yourself to begin with: Social Conditioning.

Social Conditioning
Social conditioning is the programming you’ve unknowingly
embraced as a result of all of the things you’ve experienced
through external sources of influence. These sources include
newspapers, magazines, television, movies, music, family,
friends, employers, politicians, advertising, and just about
anything else you can think of that is outside of you and has
given you any sort of experience.
20
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And the more repetition a concept has been brought to your
attention, the more influence it has had over you.
By sheer nature of how the human mind works, the more that a
specific idea or thought has been affirmed to you, the easier you
have accepted this idea as absolute truth regardless of its actual
validity.
This all begins when something happens to you on a physical
level. Any time an impression is made on one of your five senses
(sight, sound, touch, taste, smell), it results in a thought
developing in your own mind. The ramifications of this on both
a conscious and subconscious level are truly mind blowing.
Think about this… everything that you have ever experienced
has, in one form or another, influenced the way you continue to
look at the world around you.
A simple yet obvious example is touching a hot stove when
you’re young and learning to be extremely cautious of hot things
as a result of the pain you felt that first time around.
Something more applicable to this book might be the example of
being exposed to a high number of movies that depict a guy’s
desperate attempts to ‘win the favor’ of a girl he’s interested in.
If you’re ever wondering what kind of damage this has done, ask
an attractive woman about the craziest thing a guy has ever done
to impress her. It’s a pretty safe bet that you’ve seen it in a
movie somewhere. And you also probably saw this extreme and
ridiculous gesture work like a charm in the film.
But do you really think that’s how it works in the real world?
Just ask the woman how well it worked. Ask her how this
moronic behavior actually felt for her. But don’t be surprised
when her answer includes words like ‘confusing,’ ‘stressful,’ or
‘suffocating.’
Obviously, we’ve got ourselves a real problem here.
21
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The problem with Social Conditioning
You might be wondering what point I’m trying to make by
mentioning a movie about “a guy trying to win over a girl” as an
example of what’s wrong with social programming. Well, my
point is this: This movie example paints a picture that suggests
you should act in a specific manner so that you can get a specific
result. But the result that played out in the movie doesn’t reflect
real life. And so such sources of “proper” social behavior, it
turns out, are not all that proper after all. The multitude of
problems this creates can fill a book all on its own. And it’s vital
that you learn to identify where and how some of these very same
problems might be hindering you.
With that in mind, I intend to reveal how social conditioning has
severely restricted our potential as interactive and interpersonal
beings. Throughout numerous sections in this book, these limits
will be referred to either directly or indirectly in order to give you
a better clarity of where exactly you’ve been inadvertently
holding yourself back. And once you are able to see how you’ve
imposed such limits on yourself, you will easily be able to correct
the damage that has been done.
Remember, this social conditioning is everywhere. This
programming has been with you since you were born. And this
programming is at the heart of all of your limiting beliefs. It is at
the heart of a lie that you’ve unwittingly been living.

Deconstructing the lie
Now the above movie example is just that… one mere example.
And the context with which it is examined does not even come
close to communicating how false limits really affect us.

22
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In fact, not only do these external influences teach us to
inaccurately behave in a certain way, but they also teach us what
we can’t do, who we can’t be, why we don’t fit in, why we have
to be a certain way to attain a certain goal, and many other
inaccurate and limiting assumptions.
People assume that they can’t be the hit at a party if they don’t
have something that’s both hilarious and insightful to say every
60 seconds. People assume that they’ll bomb on a date if they
don’t show up with flowers and make typical ‘get to know you’
conversation over an expensive dinner. People assume they have
to fit one particular mold in order to gain the favor of a client. In
short, people assume what they’re told to assume every day of
their lives.
The problem, as I mentioned earlier, is that if you tell anybody
anything enough times, they will eventually believe it. No
exceptions. In his book The Mind Accelerator, Taylor Wilson
refers to this as “The Maxim of Belief.” Other authors such as
Shad Helmstetter and Napoleon Hill have also written about this
powerful human psychological tendency, and everyone puts their
own spin on it. But if you were to ask me to sum it up in one
sentence, I’d simply say this:
Your reality is determined by what you focus on (and believe in)
with both feeling and conviction.
The ‘feeling and conviction’ part of this statement is HUGE. It’s
the emotional connection to the thoughts you have that carry their
influence over your subconscious mind, and therefore, influence
the thoughts that mold your beliefs. Those beliefs, in turn, lead
to the behavior that gets your results. And when you think about
it, you realize that the movies you’ve been watching, the
television you’ve been exposed to, the people in your life you’ve
admired, and many other sources of external stimuli have all
delivered information to you in a way that has connected with
you emotionally. And that’s why your current thoughts and
behaviors are so deeply ingrained.
23

The Charisma Creator © 2007 Andrew S. Kaplan. All Rights Reserved.

In case you haven’t figured it out yet, while this truth has been
used against you for a very long time, this can actually be a good
thing for you since you now realize that you can use this
powerful aspect of human psychology for your own benefit.
If you’re interested in learning more about this, you might want
to seek out the authors I mentioned above, or better yet, you
might want to read a book that I personally wrote on the subject
called A Revolution in Thought – Keys to Accessing Your
Internal Tools for Success. The book details the effects created
by the subconscious mind and how to decide what those effects
might be.
But for the purposes of this book, let’s just say that what we are
exposed to has a huge impact on what we think of ourselves
along with how we respond to the world around us. In some
more subtle ways throughout this book, I’ll be sure to detail more
aspects of this impact and offer an approach that will help make
your results more favorable.
One way in particular to overcoming the limits you’ve imposed
on yourself is to simply be true to who you are regardless of how
you’ve been told to think and act in the past. Think back to all
the times you’ve placated others and carried yourself in a way
you thought these people wanted you to. Did you notice how you
still found it frustrating dealing with them despite playing it their
way? Maybe you weren’t the problem to begin with. Maybe you
would have had more success if you just behaved in a way that
reflected your true feelings about the world around you. Maybe
if you had done so, you would have realized that is where your
power truly lies.

To acquire the power you seek, you must
embrace who you are

24
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One of the primary reasons people struggle so much in various
social situations is because they operate under the assumption of
what others might want from them, rather than just being who
they are. Take a close look at those people who you personally
feel are charismatic.
One of the more obvious things you might notice about them is
that they are opinionated. They don’t automatically go in a
certain direction just because everyone else is going that way.
Odds are that everyone else is following them instead. These
people march to the beat of their own drummer, and if others
want to march along with them, then so be it.
Now this isn’t to say that you have to shove your views down the
throats of everyone around you. That’s taking things too far, and
will more likely offend others who are content with their own
perspective on life. But what I am trying to communicate here is
that regardless of whether they need others to agree with them or
not, charismatic people always have their own preferences. They
carry their own opinions and judgments about the people and
circumstances around them.
And how can you tell this? Because it’s obvious. Because
charismatic people don’t hide behind their views. They embrace
them. Their behavior is always a direct and clear reflection of
what they are thinking and feeling.
This notion brings us directly into the next chapter, where we will
detail the tried and true concept of congruency.
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CHAPTER 3

THE CONGRUENT YOU
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At the very core of charisma creation is the concept of
congruency.

The key of being CONGRUENT
The majority of this chapter’s content will delve into one of the
most important concepts you are going to have to learn in order
to turn yourself into somebody who is genuinely charismatic.
Without it, not only will you lack the fundamental belief in
yourself that is required for engaging in proper charismatic
behavior, but by result, others will find a lot of difficulty having
confidence in you as well. This essential part of the entire
charisma equation, one that will literally lay the foundation of
your ability to attract others, is a little concept known as
congruency.

Be the true YOU
Congruency means being consistent with who you really are
regardless of the situation and circumstances you are placed in.
A quick definition check of the word ‘congruent’ will lead you to
the word ‘accordant.’ Look up the word ‘accordant’ and you find
the word ‘harmonious.’ And that is what congruency is all about.
It represents a harmony between the impression of yourself that
you are projecting to others and your authentic internal
motivations. Being congruent simply means that your words and
actions match your underlying thoughts and feelings.
Most people hear the word ‘congruent’ and think back to their
school days when their math teacher would describe an
agreement of numbers. This concept of agreement holds true for
our use of the word as well.
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Remember earlier in this book when I noted that you’re only
going to get the most out of this material by being a genuine and
good person? That’s because the only way to be successful is to
be congruent. The only way others will respect you (which is
obviously an essential prerequisite to charisma) is if you’re
REAL. And so… the only way to give the appearance that you
have favorable qualities… is to actually have those qualities (or
at least be in the process of developing them).
When you give the impression to someone that you’re trying to
be helpful, they’re only going to buy into it if you’re actually
trying to be helpful. If you’re making a promise to a client about
the quality of a product, your only real chance of convincing that
client to trust you will depend on YOU actually believing in the
quality of that product yourself. So, taking this a step further…
When you act self-assured… when you put forth the impression
that you are in control of your emotions… when you act
comfortable around a member of the opposite sex… or when you
try to convey any other impression to the people around you, it
will only go over effectively and actually convince those people
IF the qualities you put on display are a true reflection of who
you are. Only by cultivating the right kinds of beliefs and (by
result) internally modifying your behavioral operating system,
can you legitimately appear to be the things you want to be in the
eyes of whoever it is you’re trying to convince.
This, of course, only leaves one real question: how does one
actually become congruent with the qualities they wish to have?

How to make yourself CONGRUENT
At this point, you might be a little worried about how you can
actually begin to become the person you want to be. You might
be concerned about your chances since the qualities you want to
have are not yet a part of who you really are.
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You’re most likely wondering how you can even hope to start
such a challenging and ambitious process. This is where most
people fail. If they don’t see how they’re going to be able to do
something, they don’t even bother to start. It seems literally
impossible from their early vantage point, so they see no reason
to press on.
But the thing you have to remember is that it’s not as hard to start
‘becoming’ what you want to be as you think it may be. In fact,
it’s an extremely easy and simple process. Your ability to
identify positive qualities in others is all you really need in order
to begin using a technique that will get you those very same
qualities for yourself. I call this technique ‘In Their Shoes.’

In Their Shoes
I love naming techniques after clichés. Sure, I don’t look too
original, but I’m really not that concerned about impressing you
with my words here. I’m concerned with giving you all the tools
you’ll need to build your social skill set and enhance the positive
aspects of your personality.
With that said, ‘In Their Shoes’ means exactly what the title
implies. It means you mentally put yourself in the place of
someone who already has the personality traits that you wish to
have yourself. Seems too simple to really be effective, right?
That’s what most people think in the beginning. However, just
like it was for them, the real impact that is made through
applying this technique might not be so apparent to you at the
very beginning. Let me assure you, however, that the progress
you make through the proper and consistent use of this technique
will astound you. So to further clarify this for you, when I say to
go ‘In Their Shoes,’ I’m simply instructing you to find someone
who has certain personality traits that you would like to have
yourself… and try to imagine what it would be like to really have
those qualities.
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You have to actually stop and ask yourself:
“How would I act if I were as confident as Pete?”
“What would I say if I were as witty as Chris?”
“How would it FEEL to be in Bruce’s shoes and actually HAVE
his clarity of thought?”
“What would I say?”
“How would I carry myself?”
“Who would I speak to?”
“When would I act?”
“What would I do??”
On the surface, this seems like childish and hopeless daydreaming, but that’s only because you don’t understand how the
human mind truly works. As I suggested in the last chapter, you
are nothing more than a product of the beliefs, thoughts, actions,
and results that you yourself have habituated! But that doesn’t
mean that your subconscious mind (which sees through all the
distortions in your perceived reality) doesn’t know how to be
anything else that you could ever dream of.

If the mind can recognize it, it can become it
You have to realize that the mere fact that you can consciously
identify a sense of humor in someone else means that you can
demonstrate one yourself. If you are truly able to understand
humor and perceive its impact, then you are able to employ your
own use of it, even if you don’t think you’re all that funny right
now. Because when you begin asking yourself how it would
‘feel’ to be something, you are accessing a part of yourself that
legitimately exists and you are triggering activity within the most
ardent regions of your own independent mind.
The fact that you can envision what it would be like to be a
certain way automatically lays the foundation of beliefs and
thoughts that can lead to behavior that really will make you that
way.
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The key to this process is in manufacturing the feelings you
might experience if you were actually in their shoes. It’s almost
as if you’re an actor playing a role. And the great thing is that as
soon as you manufacture these feelings, you provide your mind
with a new and better blueprint for behavior. You essentially
give your mind the option of a new behavioral pattern.
The mind reinforces whatever it experiences. So while you may
not think you’re very funny RIGHT NOW, by allowing your
mind to continuously and consistently ‘feel’ what it would be like
to be funny, you will start to create actual physical connections in
your own mind… and these connections will eventually enable to
you to behave in a way that really will make others laugh.

We’re looking at a real psychological process
There’s actually a psychological process that occurs when the
same experiences, real or simulated, are repeatedly felt by the
subconscious mind. The brain always needs to create a point of
reference for itself. Every new experience that it files needs to be
anchored by ‘truths’ that the brain has already categorized as
being ‘real’. So the feeling of being funny, for example, might
be anchored to one of those rare occasions where you actually
were funny in a situation, even if you don’t remember it.
So when you manufacture the feelings of being funny and you
somehow make another humorous comment in a social situation
soon after, your brain takes that experience and connects it with
any other prior occasions in which it remembers you being funny.
The same thing will happen again the next time you make
another humorous remark. And then it will happen again. And
again. And again.
And as you continue to generate these new experiences, they take
on a life and a momentum of their own.
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And all of a sudden, being funny (or whatever else it might be
that you were simulating through feeling) will truly become your
natural, comfortable, and most importantly, consistent mode of
reality.
Some experts refer to this process as the Law of Associative
Memory, and while there’s a lot of information available on the
subject, you can find a quick and convenient explanation of it by
simply checking out the movie What the Bleep Do We Know?
So as I suggested earlier, by making yourself feel a certain way
through the kinds of questions I listed a few pages back, you will
be engaging in deliberate and conscious action. But the
behavior it automatically leads to will not rely on your conscious
effort. It’ll just emerge naturally.
If every day for the next 30 days you ask yourself what it would
really be like to be ‘in their shoes’… and you really think about
how it would actually feel… you will start to drift into that actual
feeling… and then you WILL see results.
Let’s look one more time at the example of wanting to be more
humorous. You might not be knocking them dead on day 7, but
by day 25, you might suddenly notice yourself throw out a timely
quip in whatever conversation you’re in at that moment. It will
feel almost effortless.
You won’t know how you really did it. But the evidence will be
right there for you. You’ll know that you’re making progress.
And then, as the Law of Associative Memory stipulates, you’ll do
the same thing a couple of days later. And again days later. And
again and again… and more reinforcement for your mind… and
again and… and, well, you see where this is going.

This really is all about basic human psychology
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Think about it. Why do the rich get richer and the poor get
poorer? Because the manner in which they have programmed
themselves to behave (even if they’re unaware that they have
done so) has led to the results that they experience in their daily
lives. It all fits together a lot more sensibly than you might
initially expect it to.
Look up the term ‘prosperity consciousness’ online. You might
be astonished by what you read and learn.

It’s a lot more than just ‘words’
Now when I talk about behavior, I’m not just talking about
words, here… I’m talking about everything. Everything about
you, including your body language, your eye contact, your vocal
inflection, and whatever else… will be a true reflection of your
desired traits. Every piece of the puzzle will come together, and
you won’t even realize that you’re doing it. It will be completely
natural. Every aspect of you (which reflects what you manually
trained your mind to project) will come forth without any
conscious effort. It will simply be the next logical step. That’s
how it will feel. That’s how it will be. Trust me.
Your mind is A LOT more capable than you might think it is. It
really can do what I’ve been telling you. Don’t believe me?
Well, put my words to the test and experiment for yourself.
You’ll quickly discover the immensely powerful truth behind my
words.
Go ‘in their shoes’ when you see somebody who’s as funny as
you would like to be. Go ‘in their shoes’ when you see someone
carry a flawless and interesting conversation. Go ‘in their shoes’
anytime you’re looking to cultivate any new desirable trait
whatsoever. And for those of you who really want to guarantee
success, take my advice when you spot somebody whose shoes
you’d like to walk in, and take DETAILED mental notes!
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Pay close attention
If you see a guy who’s great with woman, don’t just try to make
up a story to yourself of what it would be like to be him.
Actually pay attention to the way he acts… and then simulate
feelings based on that actual behavior.
For example, say you see a guy collect ten phone numbers in one
night, and you obviously want to be able to do the very same
thing. Well, manufacturing the feelings of getting ten numbers in
one night will help you, but if you REALLY want to take things
to the next level, you might want to pay close attention to his
behavior and ask yourself “what exactly is he doing that’s
making him successful?”
You may notice one girl refuse to give him her cell phone
number, but offer her secondary phone instead. What does he
do? He says ‘no, thank you’ and moves on. He’s not interested
in just another game. He’s not interested in leaving a message on
a phone she rarely checks. Experience has already taught him
better than that.
His refusal to accept a bad number clearly demonstrates that he is
not needy. It communicates that he’s not overly invested in the
outcome of this one individual situation because he knows he’s
already got more numbers in his pocket than most guys get in a
year. So the feeling you want to simulate might not necessarily
be “getting ten phone numbers.” Instead, you might want to
imagine how it would feel to not be intimidated, not be needy,
not be dependent on the outcome, and not be worried about how
many numbers you’re going to end up with.
Those feelings will then anchor in your brain with the right kinds
of words, body language, eye contact, inflection, and everything
else that will create an overall charismatic representation of who
you are… a representation that will actually result in the ten
phone numbers you wanted. It really IS that simple.
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So go ‘in their shoes.’ Embrace the charismatic ‘you’ that you
want to be. Manufacture the feelings that reflect the traits you
wish to have. And your brain, powered by a limitless
subconscious mind, will do the rest.
Once that happens, you suddenly turn into the type of person who
requires approval and validation from others. And that is
definitely something you do not want to become if you have any
real intentions of enhancing your social aptitude and creating
your charisma. It is this very topic that we will further explore in
the chapter to follow…
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CHAPTER 4

THE PROBLEM WITH
SEEKING APPROVAL
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One of the more interesting aspects of social dynamics can be
seen in the results that we get when we attempt to be our very
best in any specific area of life. Let’s talk about that for a
moment. Let’s talk about how being your best, or failing to do
so, makes a true impact on the type of life you live. There is a
fundamental truth about the way human beings relate to one
another… one that the majority of people are not aware of. And
that truth is this:
If you are not at your best, or at least striving to be at your best,
people will subconsciously resent you for it. Go back and reread
that sentence right now. It is one of the most vital and insightful
pieces of information in this entire book.
People will only really appreciate you if you are the very best you
can possibly be. And they’ll only trust and respect you if your
actions demonstrate a certain concern over your own welfare.
Unfortunately, most of us usually think the opposite is true. We
think others will resent us for being great. We think others will
not accept us if we’re successful. But that’s only a
misinterpretation of their behavior. In truth, those who are bitter
are really unhappy with themselves for not reaching as high as
they could in their own lives, and their response is simply a
distorted and poorly aimed shot at themselves. And it’s no
wonder their aim is so poor… they’re of the minority on this
planet… the pathetic few who are petty enough to react poorly to
success. But they are only the minority. And what they think
doesn’t matter much at all.
But again, most of us don’t realize this. We don’t understand that
anyone who can’t truly accept us at our best doesn’t belong in our
life anyway. And that is why so many of us never enjoy as much
success as we should. We don’t realize that only by being your
best will you inspire genuine appreciation from others.
Is it any wonder that athletes, musicians, and other celebrities are
so revered in our society? Especially at times when they don’t
even deserve it?? The truth is obvious. People love a winner.
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It is your job to be great. It is your responsibility, to yourself and
to the world, to be your very best. That’s the truth. Because
people fundamentally prefer abundance. If the Wright brothers
weren’t great, we’d still be looking up at birds in the sky with an
extreme sense of envy. If Bill Gates wasn’t great, you’d be stuck
on the latest version of DOS. Then again, if Bill Gates wasn’t
great, you wouldn’t even have DOS. And this is nothing to say
of the unique contributions of people like Albert Einstein,
Thomas Edison, Bruce Lee, Martin Luther King, Michael Jordan,
and countless others. If this world had not been inhabited by
great people, where would we be??
All of the lack you see in the world is really just more of the
social programming and conditioning we’ve pushed onto
ourselves through ignorance. But if you want to know what
qualities are truly admired in people… the qualities that make
them truly charismatic… think about the type of people you look
up to: Sure of themselves. Good at what they do. Happy with
who they are. And always striving to achieve great things.
There is nothing wrong with this. There’s nothing wrong with
being this way. It’s the only way to be. Why would anyone want
to be humble? Why would anyone want to be meek?
I personally know someone who doesn’t make as much money as
he would like simply because he’s scared of how others would
react to that success. He’s actually worried that his friends won’t
like him anymore if he does better for himself. He actually
believes they’d turn on him if he had ‘the audacity’ to enjoy a
higher standard of living than they do.
And there are many people who have that very same fear. But
this fear is nothing more than a self-imposed illusion. We’ve
built up these ridiculous imaginary walls that are completely
irrelevant. And the foundation of many of them lies in our fear of
what others think about us.
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As social creatures, we allow the thoughts and opinions of others
to carry an incredible amount of weight on the decisions we
make. We allow others, who are basing their opinions on their
own specific realities, to decide what’s right or wrong for us
despite their ignorance of what we’re actually going through.
Bringing me to one of the largest obstacles to social success you
will ever have to overcome: Seeking approval from others.
Let me paint a scenario for you. Two people in the very same
environment, sharing the very same challenges and expectations.
One of them is very concerned about what other people think of
him. Rather than staying true to himself, he’s on a constant
mission to prove his worth to others. He allows their
expectations of him to dictate his actions. And he suffers a
complete implosion as a result. Worse yet, he inspires people to
find even more faults with him that weren’t even actually there.
He attracts nothing but resentment, and he constantly finds
himself trying to dig his way out of a hole that gets deeper with
every passing moment.
The other person, on the other hand, is extremely self-assured.
He doesn’t worry about anything outside of himself. Because he
knows that the only thing he has legitimate control over… is
what he himself does. And because the only thing he controls is
his own behavior, that is the only thing he focuses on or concerns
himself with. And as a result, he thrives. He enjoys the love,
respect, and unwavering support of those around him.
Have you ever seen a case of two people just like this one? Of
course you have. For three years, it was a recurring theme in the
sports pages of New York newspapers (2004-2006).
Alex Rodriguez and Derek Jeter.
What makes New York such a different sports town from the
many others? To sum it up in four words: more people to please.
It’s the heat of the stage that separates great athletic performances
in a New York uniform from performances in that of any other.
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And in no uniform is the pressure higher or more intense than for
the most successful franchise in sports history:
The New York Yankees.
Alex Rodriguez’s troubles, which were apparently a result of his
need to please others, have become legendary at this point.
Reporters were known to complain that he was too ‘polished’
when he gave cookie-cutter answers to their questions. Fans
complained that his mannerisms on the field seemed ‘forced’ and
overstated (hello again, congruency). Teammates complained
that he lacked the necessary fire to be a force in New York. And
poor A-Rod himself was caught constantly contradicting himself
in order to make others happy. One day, he’d say the fans
reactions didn’t bother him at all. The next, he’d admit they’re
all he could think about. One day he’d hit a homerun. The next
day he’d strike out on every at-bat because of the self-imposed
pressure to repeat the prior day’s performance.
All of Alex Rodriguez’s problems were a result of his need to
have others like him and of the artificial pressure he put on
himself as a result. Think about this… during that period of time,
he had a no-trade clause. For any non-sports fans out there, this
simply means that the Yankees couldn’t trade him to another
team without his permission. And yet he STILL remained the
center of trade rumors following his third consecutive postseason
failure. That says a lot.
The bottom line is this. Alex Rodriguez, in my opinion and the
opinion of many others, was desperate to be liked by the fans and
media of New York. And ironically, due to his behavior that
emerged as a result of this desperation, he was actually one of the
most disliked players instead.
So where does someone like you fit into the context of this
example? Well, think about any and all relationships you might
have. If you have this burning need to please whomever it is
you’re dating, then you might want to reevaluate your standards
and see if their demands are really worth the trouble.
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If you’re in an office where you let everyone walk all over you
because you think that will make them your friends, you better
think again. There’s a huge difference between appreciation and
pity. And if people only see you as a brownnoser, you can pretty
much jot yourself down on their pity list.
If you’re playing the “nice guy who doesn’t have any interest in a
sexual relationship, and only cares about a woman’s personality,”
…and then you’re wondering why you’re not getting past a first
or second date with her, maybe you ought to respect a woman’s
intelligence enough to realize that she already knows you’re
interested in taking things to a physical level. And by pretending
otherwise, you’re demonstrating a shame in who you are, a lack
of confidence in your ability to be the man you want to be, and an
inability to value yourself enough to realize that you’re entitled to
a physical relationship with a woman (as long as it’s consensual).
Why do so many people hate kiss-asses? And fake wannabes?
And posers of any kind? Because it’s so demeaning. It’s so
demoralizing to watch. People don’t want to witness this kind of
behavior for the same reason they don’t want to see a murder… it
reminds them that humans have the capacity for that kind of
pathetic behavior. And they don’t want to think for a second that
this very same pathetic tendency might live inside of them. They
don’t want to know that they’ve been guilty of it themselves at
some point. And they certainly don’t want to realize that others
might have noticed in them the very same pitiful behavior that
they’ve just identified in someone else.
Alex Rodriguez should have been welcoming the boos. He
should have been striking out for a week on purpose just to get it
out of his system. He should have encouraged the New York
media to be even more malicious toward him. And I’m not
saying that he should have been doing all of this to send a
message to those around him. I’m saying that he should have
been doing all of this to send a message to himself.
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He should have been sending himself the message that he doesn’t
need anyone else’s approval. He should have been sending
himself the message that the only opinion of him that matters is
his own. And if you ask me, the reason why he didn’t actually
taken this approach is the very same reason he was seeking
approval in the first place… he was desperate for attention.

Don’t be desperate for attention
Being desperate for attention is the real reason people seek
approval. As social creatures, we tend to require validation from
the people around us. Why do you think so many football
players have those elaborate touchdown celebrations? Those
touchdown dances aren’t spontaneous expressions of joy.
They’re rehearsed routines designed to get air time on ESPN.
Why do you think celebrities are so dramatic? They’re so used to
getting their way, that when others don’t cooperate, it’s time for
another hissy-fit. Why do you think someone who’s been
dumped by their boyfriend or girlfriend will cause an
embarrassing scene in public when they run into their ex?
Because they need some kind of indication that the other person
still notices them. They need some kind of recognition that they
still exist.
The problem with needing attention and seeking approval is
simple: By engaging in the type of behavior that mirrors those
feelings, you forfeit your own personal power. You create a
dependency on others. And when you do that, you forfeit any
respect others may have had for you. Yes, you’re being noticed.
But for all the wrong reasons. And you’re leaving a negative
impression of yourself that you’ll never live down.
Moral of the story: being desperate for attention gets you the
wrong kind.
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Your attitude toward approval from others should simply be:
“Oh, I’ll accept their approval. Hell, I’ll even appreciate it. But I
certainly won’t need it. I never need it.”
And that’s the real difference. It’s the question of whether you
like it or need it. Liking it simply means you enjoy it and you
still have power. Needing it means you can’t live without it and
so you’re powerless.
I’ll put this as simply as I can: you should never need the
approval of others.
Why shouldn’t you need their approval? I really want you to stop
and think about that. It’s the reason behind your not needing
other people’s approval that is going to give you that necessary
paradigm shift. It’s that very reason that’s going to make you
exponentially stronger inside. And it’s that reason that will also
make you A LOT more charismatic as well.
So let me tell you why I personally don’t need others to approve
of me. I don’t need others to approve of me because I already
know I’m a great person. Simple as that. Now this isn’t some
weird mantra or some random lie I keep telling myself. I actually
make a point of proving this greatness to myself time and again.
I’m not kidding here. I’ve been on this world for nearly three
decades, and while we could all always stand to learn a few more
things, I’ve definitely already built up enough of a solid
inventory of past experiences to support the knowledge of my
positive attributes. For example…

What I know about who I am
I know based on past experiences that when someone’s in
trouble, I’m going to help them. I know this because that’s
exactly what I’ve done. That’s simply the type of guy I am. This
isn’t bragging, but even if it was, you couldn’t really fault me for
it. After all, wanting to help other people is an admirable quality.
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I also know based on past experiences that the work I do actually
helps others. Why? Because they’ve told me as much. Not that
I really needed them to. I already knew. But because I did such
a good job, they were only more than happy to affirm it for me.
And one of the coolest things about this is that the more I help
others, the better I seem to get at it. Which makes me even more
reliable. Which makes me even more of a lock to deliver the next
time out.
I can rattle off a number of other examples, but the point of this
all is that I don’t allow myself to ‘need’ the approval of others. I
don’t depend on it for one moment. And if you carry that very
same approach, you will be astonished by the doors that open up
for you.

I do care, however
Now let me clarify one thing here. This doesn’t mean I don’t
care. There’s a huge difference between wanting to be liked and
needing to be liked. The reason I can so easily free myself of the
NEED for other people’s approval is because I genuinely try to
do right by every person I encounter in life. If I think someone
deserves it, I will bend over backwards for them. I will be there
for them. I will be my best for them. Because I’m already being
my best for myself. With that in mind…
I know that I always give everything I have for my clients. Not
because I need their approval, but because I take pride in my
work. And because I realize that they deserve true value from
my work since they paid for it. I know that when I turn over my
hard-earned cash to a professional for their specific service, I
expect their very best. And so when someone hires me, I give
them MY very best.
It’s not about being liked. It’s about being helpful. Being liked
is just a pleasant logical result. But it’s not the motivation behind
my action. That’s the key.
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Finally, I know based on past experiences that when I’m in the
room and I choose to engage others, they’re going to have a
really good time. And I enjoy being the person who makes
others have a good time. I enjoy making them laugh. I enjoy
making them smile. Not because I want them to like me
(although I’m obviously fine with it). But simply because that’s
the type of person I am.
Being human means you enjoy the laughter of others. Being
human means that when others around you are happy, that their
happiness can rub off on you and have a positive effect on your
own mood. This is about creating a win-win situation for
everyone involved. And that’s something I’ve become very
capable of… simply because I know what I know about me.

What does Alex know about Alex?
Getting back to Alex Rodriguez, it should be noted that following
those first three difficult years in New York, Alex made some
interesting comments to the media right before the start of the
2007 season. Without going into unnecessary specifics, I’ll
simply tell you that the things he said indicated a decision on his
part to no longer worry as much about what others thought of
him.
Not too long after those comments, he enjoyed one of the greatest
April performances a player has ever put up in the history of the
sport, and ended up having one of his best seasons ever. Proof
positive of what a simple shift in attitude can do when it comes to
seeking approval from others and knowing who you really are.
Bringing me to my next question…

What do you know about YOU?
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I suggest you take a close look at yourself and try to identify the
many reasons that you are great. I’m serious about this. You
might be shocked at how many reasons you actually come up
with. You might be pleasantly surprised.
That said, you’re probably reading all of this (and agreeing how
this viewpoint can lead to those very same advantageous results
for yourself), but you’re thinking there’s just one small problem:
“Andrew, I don’t actually feel that way about myself, so how am
I supposed to apply that very same perspective to my success??”
I’m glad you asked. It can be done through a simple shift in
awareness. And you will achieve that shift through an extremely
effective three-word process that I like to call “Act As If.”
The following chapter will explore this highly-effective method
in great detail.
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CHAPTER 5

ACT AS IF
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A great method for achieving the kind of behavioral pattern that
will reflect all the positive truths you want to instill in yourself
will be the main focus of this chapter.
The method’s name: ‘Act As If’
Understand that this isn’t just about being congruent with who
you are. It’s also about being congruent with who you want to
be. ‘Act As If’ will easily allow you to achieve this level of
congruency.
Remember earlier in this book when I noted how the
subconscious mind’s recognition of certain personality traits will
automatically enable it to demonstrate those very same qualities
through your own behavior and actions? Well, what we cover in
this chapter will really show you the power in that truth.
‘Act As If’ is basically a more focused version of the ‘In Their
Shoes’ technique from this book’s section on congruency. The
difference is that ‘Act As If’ is a bit more geared to the action
part of the process. By considering how you might actually
behave or act in a particular role or situation, you automatically
aid yourself in achieving the personality traits that will support
this behavior.
I’m assuming this method’s origin can be found much earlier in
our culture, but I was personally introduced to the ‘Act As If’
concept through the movie Boiler Room. It’s funny that I learned
about it there, since it was actually used in the movie as a method
to take advantage of others, instead of enhancing the skills of the
person who was implementing it.
The scene where it came up was the one in which Ben Affleck’s
character was chewing out all the new kids in the office. They
had just taken on entry level stock broker positions and they
weren’t selling enough product to potential clients. Basically,
they’d go into a call as the nobodies they were, so had very little
confidence as a result. Not surprisingly, they failed to command
any kind of real respect from the prospects they were calling.
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No respect, no sales.
So Affleck’s character has a scene where he emphatically gives
everyone the one piece of advice that helped him climb the
corporate ladder: Act As If.
“Act as if,” he told them. “Act as if you’ve been doing this for
years. Act as if you’re the f*cking President of the company.
Act as if they’re lucky just to have you calling them!”
I’m paraphrasing the dialogue here, but I think you get my point.
Affleck was telling them to ‘fake it till you make it.’
Taking an example from business, act as if clients are lucky to
have you. Because people whose clients really are lucky to have
them are the people who do great things for those clients. So
when you’re acting as if you’re great for somebody’s business,
your behavior will be congruent with that, and you’ll actually
start behaving in a way that really makes you better for
somebody’s business.
You’ll only recommend products and services that are actually
going to be helpful. You’ll be responsible enough to return calls.
You’ll be wise enough to keep up with the latest trends of the
industry. Basically, you’ll actually be a gem for anybody lucky
enough to hire you. And when people meet you, they’ll
automatically see it in you. This doesn’t mean you’ll be arrogant.
It simply means you’ll be sure of yourself. You’ll know you’re
the right person for the job. And the self-confidence you exude
as a result will attract even more clients to you automatically.
Here’s the thing, though. Acting is just not enough. If you really
want to find success with this, you have to take it one step
further. You have to FEEL it.
Remember congruency?? Remember how I noted that if you
aren’t the genuine article, people will read it on you in a
heartbeat? Well, that’s why you have to feel it.
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And how do you feel it exactly? Simply by imagining how you
would actually act if it were really true. There’s no big mystery
to all of this. It really is that simple and direct. Imagine what
you would do and then just do it. How do you think actors
achieve such noteworthy performances? They act as if.
Have you ever been to an acting class? If you haven’t been, I
highly recommend it. But make sure you go to a class where the
teacher is rough on you. Because the acting coaches who expect
a lot out of you will be the ones who easily help you with the
‘feeling’ part of the process… and they’ll usually be able to do it
in only about 30 minutes. I don’t care how bad you are. At your
worst, as long as your teacher is competent to some degree, it
should take you no more than 2 or 3 sessions to have this
handled. But to try and save you some money, let’s see if I can’t
clarify this all for you here and now.
Great actors don’t play a role. They become it. They
emotionally put themselves in whatever situation is called for.
We covered a lot of this in the ‘in their shoes’ details earlier, but
what I wanted to stress here is that the key to all this is in making
the role specific to you. This is where the authentic you is really
accessed.
This isn’t about how just anybody would act in a certain
situation. It’s how YOU and only you would act. That’s where
the impact of “Act As If” is really made. In the course of acting
as if, you’re going to be faced with fundamental truths about your
innermost desires and preferences. You’re going to learn a lot
about the type of person you really are. You might be surprised
at how selfish you may end up viewing yourself, so I want to
quickly point out that being selfish isn’t necessarily a bad thing.
Remember, as long as you’re not hurting anyone else, you should
not be ashamed of your desires or preferences in any way. This
is key because your ability to represent yourself in a genuine way
depends on it. You should never be hiding behind your true
intentions.
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Don’t hide behind your intentions
Charismatic people are never viewed as being underhanded.
They’re never considered untrustworthy. They never have that
shady quality to them. And that’s because they’re real. They
know exactly who they are. They’re proud of who they are. And
they carry this pride because they know their natural, human
intentions are valid and full of worth.
If you really want to be a more charismatic person, you’re going
to have to learn that it never does you any good to hide behind
your intentions. You should instead embrace them. You should
take pride in them. You should allow your behavior to be
dictated by them. Only then will you be congruent and only then
will your personality be a pleasing and magnetic one.
In order to put this in proper context, allow me to provide you
with a clearer understanding of what I’m talking about by
exploring an aspect of Male-Female dynamics. This particular
area of social interaction serves as a perfect example of why
hiding behind your intentions is the wrong approach. And since I
want to keep this as authentic as possible, allow me to offer this
example from my own male perspective.
Let’s look at a situation where you meet a woman you’re
attracted to. We’re going to assume for clarity that whoever this
girl is, it would be okay if you two actually ended up going on a
date. What I mean by this is that you aren’t in a professional
setting, and hitting on her won’t be a threat to your job. And she
isn’t already taken. No boyfriend. No husband. No brother
who’s your best friend who would resent you for taking her out.
No other complications. I want to keep things nice and basic
here. With all of that being said…
The moment you meet a woman you’re interested in, it should
never be a secret (or a big deal, for that matter) that you are
considering the possibility of engaging in consensual sexual
activity with her at some point in the future.
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But a problem that most guys have is that they’re ashamed of
their intentions. They’re worried that a woman might look at
them, see behind the veil, and know that they are interested in
sex. Guess what guys. It’s NO secret!
Women know what’s going on. They’re not stupid. A woman
knows that when a guy’s looking in her direction and his lips are
moving, it’s automatically because he wants those lips
somewhere on her. What most guys don’t understand is that
those very same thoughts are going on in the girl’s mind as well.
And believe me, they are. The only difference is that women
naturally have a higher threshold of self-control because they are
offered (directly and indirectly) physical contact with a multitude
of potential suitors on a daily basis. It’s a simple case of supply
and demand.
But the bottom line is that you’re not fooling anyone with your “I
wanna get to know the real you and nothing else” routine.
So if you assume you’re going to ‘trick’ her into thinking you’re
just a ‘nice guy,’ lull her into a false sense of security with
expensive wining and dining, and then ‘come out’ to her with a
grand statement about your feelings weeks into your
‘relationship,’ you are in for an unpleasant surprise. Because you
won’t even get through the first date if all you do is insult the
girl’s intelligence by acting like you aren’t interested in any
physical contact.
Now I’m not suggesting that you make selfish and unreasonable
demands and force a woman into any kind of situation she is
uncomfortable in. All I’m saying is that it is okay to be interested
in sex IN ADDITION to who she is as a person. So don’t keep
any secrets about who you are or what you might want.
It should be no secret to a client that you want their business. It
should be no secret to a prospect that you want them to buy your
product. It should be no secret to your company that you desire a
specific office or position.
52

The Charisma Creator © 2007 Andrew S. Kaplan. All Rights Reserved.

As long as you’re going in with the best of intentions, and it
really is your genuine desire to help others rather than hurt them,
all of your goals (whatever they may be) will always be okay!
This goes for dating, business, or any other category of life. As
long as you’re never doing harm to others, there is never any
reason to be ashamed of who you are. And I mean never. Not to
sound too much like a self-help guru, but it’s very important that
you value yourself. In fact, valuing yourself will ensure that you
never hurt other people. Because…

Those who truly value themselves hold
themselves up to a higher standard.
People who truly value themselves never do anything bad. I’m
talking about people who are completely self-assured. You see,
they have no reason to harm others. It’s not worth it to them.
They’re too proud to lower themselves to that kind of behavior.
Those who do harm to others, on the other hand, are the ones
who don’t value themselves. Sure, they’re selfish, but there’s
more to it than that. Good people are selfish as well. There’s a
huge difference between being selfish because you value yourself
and being selfish because you don’t value yourself.
When you don’t have enough confidence in yourself and you rely
on the opinions of others as a result, you start getting desperate.
You get desperate to have a really nice house to brag about. Or a
certain car. Or a certain mate. Or a corner office. Or whatever
else it is that you think is going to impress other people. And it is
that very desperation… that feeling of lack that results from a
failure to truly value who you are… that forces you to do harmful
things to others. If people weren’t desperate, then they would
never resort to doing anything bad. Mull over that one for a few
minutes, and it won’t belong before you realize what I’m talking
about, here.
This concept takes us directly into the next chapter and to another
quality necessary for creating your charisma: Self-Value.
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CHAPTER 6

SELF-VALUE
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You can’t put a dollar amount on self-value. You just can’t put a
price on it. Because it really is priceless. And it’s crucial to have
if you really want to succeed socially and have the kind of
charisma that so few seem to enjoy. So let’s talk about what it
really means to have self-value. Let’s talk about some of the
ingredients that go into cultivating this quality in yourself. And
let’s see if I can’t hopefully surprise you with some of this
information, or at the very least, offer an interesting perspective
on some of what you already know.
With that said, let’s start out by exploring why exactly it’s so
important that you ‘walk tall,’ so to speak.

The importance of walking tall
I cannot put enough emphasis on the idea that there is always a
lot more going on in any and every situation than might appear
on the surface. Every moment in your life has implications you
aren’t even aware of. It’s with this knowledge that I advise you
to walk tall. And what I mean by walking tall is this: You
should always be making the effort to physically walk as if
you’re someone to be counted.
You should always stand tall. Your chest should always be out.
Your back should always be straight. You should never slouch
when you walk. You should never look to the ground. I
encourage you to almost strut when you’re walking. (quick
disclaimer: “Chest Out” does not automatically mean “Shoulders
Back”. Keeping your shoulders back is a little too rigid and
communicates that you might be a little uptight. As long as
you’re standing straight, that’s all you need.)
You should do things like ‘walk tall’ because this type of
behavior configures and conditions your identity in a very
positive way. These kinds of actions subconsciously train you to
value yourself. I know that might sound a little odd, but there
really is a legitimate psychological purpose behind this.
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There’s a purpose behind consistently reminding yourself that
you really do matter, even in an indirect way like intentionally
walking upright. It’s through such action that you’re
programmed to carry yourself with pride. And pride in oneself is
vital to successfully creating one’s charisma.
Not only should your walk constantly be upright, but it should be
deliberate as well. And what I mean by that is that you should
always walk just a little slower than everyone else. Your walk
should be just a little bit calmer. You should walk as if you’re
under no pressure… as if nothing can get your flustered. This
behavior will naturally give you the actual feelings of being calm,
being in control, and being impervious to external stresses. And
as I touched on earlier in this book, if you experience anything on
a frequent enough basis, it ends up attaching itself to your reality.
It’s almost as if you’re rehearsing to be charismatic, and that
practice naturally leads to the actual daily performance. That’s
simply the way the human mind works.
So when you engage in such simple behavior as walking tall, it
really isn’t long before you’re the type of person who would
really know that they count. It isn’t long before you realize that
you really are worthy of greatness.

You have to realize that you are worthy
I’m tempted to say that you have to realize you are worthy of all
the good things that might happen in your life and leave it at that.
But even a statement as strong as that one isn’t really hitting the
mark on what I’m trying to communicate here. A better way to
put it is that you have to accept that you are worthy of anything
good in your life.
As humans, one of our biggest and most debilitating flaws is that
we don’t realize that we ARE in fact worthy of any and all great
things that come into our lives. It’s a bit of a paradox, really.
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Nonetheless, it’s a reality we face, and it’s one that we must
overcome.
If you’re guilty of this very same problem, you need to get over
it, and you need to do so RIGHT NOW. This is no joke. If you
can’t accept the incredibly favorable shift you’ll most likely
experience as a result of all the information you learn from this
book, then it’s not really going to happen for you. So get over it,
get over yourself, and get over all that useless past programming
telling you that you’re nothing special. Allow yourself to really
enjoy life. Allow yourself to see your own value. Your ability to
accept the good things that come into your life all starts with your
self-image.

Self-image really is all about ‘self’
I’m really hoping I don’t sound too much like an after-school
special with what I’ve been saying here. I’m sure a lot of this
feels a bit over the top. But considering the invaluable nature of
this content, and how important it really is that you internalize it,
that’s a risk I’m more than happy to take. So let me put it to you
as straightforward and clearly as I possibly can.
Regardless of the current circumstances in your life, it is VITAL
that you develop a healthy self-image…because that self-image
will, by default, favorably change those circumstances for you.
The reason for needing a healthy self-image is simple. Selfimage really is all about your ‘self.’ Or to be a bit clearer, let’s
put it this way: how you currently look at yourself is extremely
different than the majority of other people’s perceptions of you.
And as for that small percentage of their views about you that
actually match your own… those are merely a result of the views
you were carrying about yourself in the first place.
Because if you think about it and really observe the reactions of
other people, you’ll realize they’re not really responding to you.
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They’re actually responding to the actions and behaviors YOU
engage in as a result of YOUR OWN view of yourself. If that
doesn’t make sense, allow me to illustrate with an example or
two.
Let’s take a guy who’s loosing his hair at the age of 25. For over
two decades, his self-esteem has been linked to his thick, perfect,
flowing locks. It was one of his biggest selling points when he
was meeting women in college (in his opinion, at least). And
now it’s all starting to leave him. So what does he do? He
responds to the negative emotions that he himself creates. He
stops looking people in the eye the way he used to. He starts
slouching when he stands. He starts dragging his feet when he
walks. He starts avoiding conversations with the type of women
he used to date on a regular basis. And as you might expect,
people start responding to this new mode of behavior.
They start to notice, both consciously and subconsciously, that he
doesn’t think very much of himself. And so they don’t think very
highly of him either. They notice, both consciously and
subconsciously, that he doesn’t respect himself. And so they
cease to respect him as well. They get the overall feeling that he
doesn’t feel worthy of being with a quality woman. And so they
begin to share that very same opinion as well. Basically, they
negatively respond to the inferior self-representation he puts on
display. But it’s not actually him they’re responding to. It’s the
physical behavior he engages in (which is resulting from his own
negative perception of who he is). That’s what’s really leading to
their reactions to him.
What this guy fails to realize is that there are women… very
attractive women… who LOVE bald men. Now we’re not
talking about guys with comb-overs or anything like that… you
know, guys who are struggling to hold on to that last strand of
hair. We’re talking about those guys who shave their heads on
purpose. The guys who actually enjoy looking that way. There
are women who are really into this. There are women who find
this kind of look appealing.
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But if you choose to see your bare scalp as a disadvantage rather
than something that’s really in your favor, your physical behavior
reflecting this view will instantly turn others off. Being bald is
something you have to embrace. It’s something you have to own.
And when you own it (or own whatever other ‘disadvantage’
you’re facing), you’ll own the respect and admiration of those
around you.
Now obviously, this ‘bald guy’ situation is just one arbitrary
example of what I’m talking about. There are countless other
examples that can be cited as well. Take women and their
figures, for instance. Many women tend to have self-esteem
issues related to their weight. They make the decision that guys
don’t find them attractive if they aren’t the approximate size of a
toothpick. I’m obviously generalizing here, but that’s because
there are easily enough women in the world who really think this
way, so it’s not that far of a reach for me to make this kind of
statement.
But what most of these women don’t realize is that despite all of
the social conditioning from friends who think they know what
they’re talking about… and all of the programming from movies
and television… and all of the magazine photo spreads that tell a
guy that a woman has to be airbrushed in order to be appealing…
there is STILL that genetic code which is embedded in every
male’s DNA. There’s that code that immediately responds when
the image of full hips reaches the visual cortex, and the
subconscious screams ‘now THERE’S someone equipped to bear
your children… go hit THAT!’
Regardless of what they might internally feel about their looks,
their figure, their face, their voice, or anything else they expect
guys to respond to, many women are more attractive then they
think. And most of them don’t even realize what it is about them
that’s really attracting the guy.
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Now I’m not stupid, here. I realize that there are a lot of guys
reading this who are so used to artificially wanting a ‘certain’
kind of woman, that they really only do find someone who looks
like Jessica Alba attractive. But it’s not that black and white.
Think about it in this way: if these same guys were out with their
friends one night at a club, there would still be certain
disagreements over which girls were the best looking. And at
least one of each guy’s picks would be dismissed and laughed at
by the others. Because while there are certain types of women
we ALL love, there are certain types that EACH of us really
gravitate to as well.
Some guys like raspy voices. Some guys are really only into
brunettes. Some guys only care about the face. Some guys like
curly hair. Some guys like big butts and they cannot lie. There
really is a lot of variety here. So you really do have to realize
that beauty truly is in the eye of the beholder. And the only one
who should really be ‘beholding’ your beauty… is you. After all,
that’s the opinion that you’ll be projecting to everyone around
you.
For my part, I know that whenever I was aware of what I
perceived to be one of my own flaws, I would really struggle in a
social environment. Whenever I allowed myself to perceive
something that was wrong with me, my behavior would mirror
this lack of self-esteem in a very obvious way. I’d have trouble
looking people in the eye. I’d feel timid about giving my opinion
on something. I’d simply feel less appealing. And do you know
what that did? That actually made me less appealing. Because
my lack of confidence was immediately reflected in my body
language, my facial expressions, my eye contact, my inflection,
and everything else about me that was being communicated on a
physical level.
But when I ignored those ‘flaws’… when I put them out of my
mind and instead focused on my positive qualities… I thrived.
And to this day, I continue to thrive with that very same
approach.
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People really do respond to what you project. It really is YOU
who dictates other people’s reactions to you? It really is YOU
who is making certain people like or dislike you through your
own behavior. And your behavior is inspired by your innermost
convictions and beliefs about who you are. And while these
beliefs should emerge through your own specific choices, they
are instead influenced by everything and everyone around you.
People have got it backwards. They think the internal is a direct
result of the external. But that way of thinking couldn’t be
further from the truth.

External influences internal…only if you let it
I have a serious homework assignment for you. An important
one. I want you to take the next day you have off and spend it
watching some TV, listening to some radio (both talk radio and
music), reading a ‘trendy’ magazine, and doing anything else that
provides a reflection of our society’s core values.
While you’re at it, think about some views that have been passed
on to you by parents, bosses, friends or any other authorities
you’ve encountered over the course of your life. Try to
remember ideas that were specifically given to you rather than
ones you may have come up with yourself (if there really are any
of those). Then I want you to look deep inside yourself and ask
the fundamental question: “is this who I am??” And regardless
of that answer, you are then instructed to ask yourself: “is this
who I WANT to be??” Because the decision really is yours.
The external is of no real concern. Only the internal matters.
And when the internal is truly being taken care of, the external
will reflect that very same harmony.
I’m obviously placing a huge emphasis on the destructive effect
that external influences tend to create. But it’s a valid concern.
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One of our biggest problems is that we tend to allow others to
make us doubt ourselves in just about any situation. Getting over
this problem is vital to carrying a true understanding of our selfvalue.

Don’t doubt yourself
It sounds cliché, but since so few people actually follow this
advice, I feel it’s my responsibility to offer it one more time:
DON’T DOUBT YOURSELF.
And what I mean when I say that is don’t allow others to make
you feel inferior if you’re not 100% accurate on the best
approach to take in a given situation. Don’t allow others to make
you feel inferior if you got a name wrong… or if you stumbled
over your words… or if you slipped and fell… or anything else
that people are usually automatically embarrassed over.
Allow me to illustrate my point with a brief story. A few months
back, I brought a date to a bar that devotes a portion of its week
to karaoke nights. Now personally, karaoke isn’t really my style,
but my date had been jokingly bragging about her skills on the
mike, so I was interested in seeing her in action.
I had been to this bar before on both nights with karaoke and
nights without, and I was pretty sure that on this night, they were
scheduled to host it again. But there was nothing set up, and the
crowd was pretty small for the time of night we were there. So I
asked the girl working at the bar if they were running behind and
when they might be setting up the machine.
Her reaction was pretty dramatic, and for someone like me who’s
seen this kind of routine before, pretty transparent as well. I’d
been witness to this blatant attempt to make someone feel inferior
countless times in the past…
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“Karaoke? On a Saturday night?? Buddy, I’ve been working
here for over THREE years, and we’ve neeeever had karaoke on
a weekend, much less on our busiest night of the week! You
really need to come here more often.”
Now in order for you to fully appreciate why I’m even bringing
this up, you really had to be there and experience her tone in
person. She was jumping on her soapbox… and it was a pretty
irrelevant soapbox at that… over the certainty that her knowledge
of the bar’s schedule was absolute.
I threw back a little joke asking her if she could recite what’s on
the seventh line of the bar’s menu, but I shouldn’t have even
given her that much of a reaction. I shouldn’t have given her
anything at all. After all, like I said, I’d seen this routine too
many times to count before I ever met this bartender.
I immediately recognized her inflection as the type of
condescending tone that would make most people feel stupid for
being ‘bold’ enough to ask a simple question. This bothered me
because I knew from past experiences that if was still unfamiliar
with all of the ‘beneath the surface’ stuff, I would have felt like a
complete idiot after hearing her response to me.
I would have put all the stock in her opinion and none in my own.
I wouldn’t have even noticed that she called it the ‘busiest night
of the week’ while the place was nearly empty. I wouldn’t have
realized that her words were merely an artificial attempt to up her
own status.
I’ll admit I was bothered by her response to me. Not because she
made me feel smaller, but because I knew that this little act had
been pulled on many others before me, only they probably
weren’t self-assured enough to let it bounce right off of them. It
really was a shame.
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Now was she trying to make me look or feel bad? Absolutely
not. This wasn’t about me. It wasn’t about any of her past
‘victims’ either. It was about her. She was really only concerned
with making herself look good and feel important, and if I was an
unintended and unnecessary casualty in that process, then ‘so be
it’ as far as she was concerned.
The sad thing is that she’s just one of many out there. One of
many who need to take others down in order to bring themselves
up. In the defense of most of these pathetic morons, it really does
get to a point where they’re not even aware of what they’re
doing. It simply becomes automatic behavior to frame their
sentences in a way that implies that not only are they right, but
everyone else better agree or they’re dumb as mud.
It’s definitely in your best interest to begin to recognize this
behavior from others so that you can guard yourself against the
intended effects.
Whether you’re at a party… or on a date… or in a meeting… or
in some other relevant social situation, it’s pretty much a
certainty that sooner or later you will encounter someone who
frames your opinions as flawed. And then you’ll be on the hot
seat, faced with a simple yet powerful decision. Either conclude
that they are guaranteed to be right no matter what, or realize that
there are no guarantees.
Don’t let someone else make you doubt yourself when you find
that person across the bar attractive. Don’t let someone make
you doubt yourself when you admit you watch that cheesy TV
show. Don’t let someone make you doubt yourself at any point
where your preferences affect nobody else but you. It’s your life.
Now some of you might read this and initially think I’m saying
that it’s okay to take the attitude of “well, this means I get to be
right all the time, so anyone who disagrees with me is wrong, and
now all my decisions are absolute.” But that’s not what I mean.
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When I say don’t doubt yourself, I mean don’t allow yourself to
feel bad if you’re ever wrong about something. Have the
confidence to admit it, even acknowledge it in front of others,
and move on. Being charismatic doesn’t mean you’re perfect. It
means you’re self-assured enough to realize that you’re not
perfect and that you’re fine with it. Only when you actually
realize this will you be able to win the crowd.
I encourage you to look back on the moments in your life when
you were both comfortable around others and not so comfortable.
I’m confident that you’ll then understand how relevant this
chapter really is. And I know you’ll understand why you have to
hold to a positive self-image regardless of the external forces that
might challenge it.
Now that you appreciate the purpose of a healthy self-value, you
must now combine it with a true understanding of how others are
affected by the images they carry of themselves… as well as how
external stimuli influence them. You need to understand the
mind games that are both consciously and subconsciously played
on a daily basis. You need to get the ‘inner game’ aspect of
charisma.
The following chapter will explore this in great detail and reveal
a truth about others that will guarantee your ability to understand
them.
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CHAPTER 7

THE INNER GAME
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A key to creating your charisma revolves around one simple fact:
The internal psychology that you bring to the table will be
invaluable to your rate of success. Because only through your
ability on that inner side of the spectrum will you be able to win
others over and magnetize them towards you. Only through your
inner game can you ever hope to win the crowd.

Win the crowd
The key to thriving in a crowd is to understand the crowd. And
the key to understanding the crowd is to understand yourself.
Because more often than not, they are one and the same. And
understanding that fundamental truth is the first step in winning
them over.
Group dynamics are nothing more than a condensed reflection of
individual dynamics. Simply put, if you can understand your
own feelings, behaviors, and reactions to both external stimuli
and internal thoughts, then you can understand those very same
qualities in other people as well. So if you want to get in their
heads, get in your own first.
I’m reminded of a comedy special Ellen DeGeneres did a few
years back. There was one part of her routine where she made a
joke about how people walking down the street usually react if
they suddenly trip over a crack in the ground. She jokingly
simulated the trip and then did a light jog across the stage as if
she just ‘felt like easing into a light jog all of a sudden’
(reflecting our need to try and play-off this kind of situation in
the very same way if it were to happen to us).
So she narrates herself going into this ridiculous impromptu little
run for a few seconds, and of course once she’s gone a few steps,
she narrates herself saying something along the lines of “aaaaand
…now I’m done” and she goes back to her ‘normal’ walk.
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She had the audience rolling. And the reason they were laughing
so hysterically is because they’ve all been there and realize that
they would have responded the exact same way.
You’ve been there, too. You remember walking down the street
feeling like a million bucks, strutting along like you’re John
Travolta in Saturday Night Fever. And you then remember
tripping out of nowhere. How did you react? The same way
Ellen did. You tried to ‘jog it off.’ But you knew what really
happened. And everyone around you (even if they didn’t say
anything) knew what happened, too. And you knew that they
knew. It was one of those silent understandings that remained
silent in a merciful attempt to save you a little embarrassment.
The point I’m trying to make here is that Ellen understood
something about herself. And she was smart enough to realize
that this specific example of weird or silly human behavior was
not unique to her. Everyone was just as guilty of this awkward
reaction to tripping on the street. So she used this understanding
of the crowd she was interacting with… this understanding that
was really only an extension of the knowledge she had about
herself… and she thrived. And you can, too.

Understanding what draws you to others will
show you how to draw them to you
At this point, you really want to stop and think about what it is
about other people that has ever made you want to be around
them. If you really break things down, you’re likely to notice one
specific common intangible about all of them: They always left
you wanting more. Whatever it was they were doing, you were
enjoying it.
But they were never giving you enough of it. And so your
feelings toward them naturally grew with an extremely powerful
momentum.
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I’m reminded of a hilarious Seinfeld episode where George
would be in an office meeting, blurt out a funny little quip in
response to whatever was being said, have the whole room
booming with laughter… and then ruin the whole thing by trying
to upstage himself by telling another joke… which would of
course fall flat and kill the entire buzz in the room.
Upon discussing this problem with Jerry (a professional
comedian, for those who never saw the show), it was decided that
since he only seems to come out with one good joke per meeting,
he should use an old showmanship trick and ‘leave on a high
note.’ So that’s what he actually did in the meetings to follow.
As soon as he realized that the joke was delivered and everyone
was laughing, he’d say something along the lines of “that’s it for
me tonight, folks!” and hightail it out of there. The obvious
desired effect would be that his status would fly through the roof
(since he’d only be known for making funny and original remarks
in the meetings).
And it worked. It worked too well, actually. It wasn’t long
before his boss developed such a high level of confidence in
George, that he fired everyone else, leaving George to do the
company’s ambitious projects all by himself. It was a pretty
funny episode, one that communicated a fundamental truth about
us all.
We are enamored with that which we cannot get enough of. It’s
simply a matter of supply and demand. So limit the supply of
yourself to others.

Limit access to yourself
It’s funny. A lot of what I talk about in this book stems from
things that I stumbled onto completely by accident. These are
things that I simply did as a result of my life’s circumstances at
the time.
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To this day, many of these things I still don’t do on purpose…
they simply happen as a result of the hectic schedule I keep. The
“technique” of “limiting access to yourself” is one of those
things.
If you’re out at a party, and you are REALLY fun to be around,
but you’re only there for an hour, people will miss you even more
than if you had stayed there until the end. If you go to a party,
are there for its full duration, and you’re still fun to be around…
but you don’t go to another party for seven months, people will
value you even more when you actually do show up to events.
Does this mean you should do things like this to up your status?
That’s up to you. I’m giving you enough material in this book
that you don’t HAVE to do all of it. So if you feel you’d be
missing out on life by only going to half the parties you’re invited
to, don’t feel obligated to do so. But I just wanted to give you
this understanding through this type of example. It’s certainly
not the only way to limit access to yourself in a favorable way.
You can have the same desired effect by simply leaning back a
little.

Lean back
In his book Silent Power, Stuart Wilde explains how we as
humans have a tendency to psychologically lean into others if we
determine that they have more energy or power than we do.
We naturally want to feel and enjoy that power for ourselves, and
since we inaccurately (and subconsciously) conclude that the
most efficient way of doing this is to borrow that energy from
others, we go to great lengths to be around them and maintain
contact in any way that we can.
This is obviously an inferior way of acquiring useful energy. The
energy of others is a false energy, as it only truly belongs to
them.
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Your energy, regardless of how you might feel at the moment, is
entirely derived from within. And only as you refuse to rely on
the energy of others will your own power grow through sheer
necessity. But first you have to understand what being
energetically dependent on others really means.
The need for the energy of others forces you to ‘lean’ on them.
And what I mean by ‘leaning’ is this: If you have a real
emotional dependency for being around someone in particular,
you’re leaning on them. If you need their approval, or even their
acknowledgement, then you’re leaning on them. If you don’t feel
right unless you are around them, and you go to great lengths to
continue your contact with them, then you are leaning on them.
You never want to lean on others. You never want to need to be
around them. The only presence you should ever actually need is
your own. That should always be enough. That’s why I put so
much emphasis self-value. If you REALLY value yourself,
you’ll never NEED the company of another. Now I’m not saying
you won’t enjoy someone else’s company. I’m simply saying
you won’t need it.
So when I tell you to lean back, I’m not just talking about ‘supply
and demand’ and making others appreciate you more. I’m
talking about preventing yourself from being a burden on them.
This isn’t just for your own benefit, but theirs as well. Everyone
appreciates space… and as wacky as it sounds, they’re drawn to
those people who give it to them. If you understand that simple
little fact, you’ll be astonished at how quickly you’ll be able to
amplify another’s comfort in and appreciation for you.
It really is all about giving them space. Never forget that. But
only because you’re content with who you are and view yourself
as enough. And only in a way that you’re not a drain on them.
Going to the opposite extreme isn’t a wise choice either. So
when I say lean back a little, I really do mean only a little.
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Don’t ignore somebody you care about. Don’t blow them off
because you’re scared they’ll get sick of you. Just make sure not
to give them too much at once. That’s all you need. And that
really is enough.
There’s a real “sub-communication” to all of this. One in which
what you do and what you don’t do speaks volumes without
using even one word. Everything you communicate to someone
else should have a deeper purpose to it. Every method you use to
interact with another should have a specific intent. This is chess,
not checkers. This is looking beneath the surface with everything
you do. This is about the art of subtle communication. And that
is what we’re going to explore in the next chapter.
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CHAPTER 8

“SUB-COMMUNICATION”
AND THE POWER OF
BODY LANGUAGE
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It’s an undeniable fact that our successes depend on how well we
relate to others. Put simply, we need to deal with other people in
pretty much every aspect of life. But with this understanding in
mind, we must also ask ourselves: what exactly are we relating
to those around us?

Not all communication is on the surface
In every interaction you have with another person, there’s always
something extra going on beneath the surface. There’s always
some kind of agenda that other person has been purposely
concealing for so long that they don’t even realize they’re doing
it anymore. It becomes an automatic part of their behavioral
pattern to hide at least some of their intentions, at least some of
their tendencies, and at least some of their personality.
But this intentional failure to disclose information is only really
occurring on a surface level. Most people don’t realize that
they’re still subconsciously communicating certain things about
themselves on an involuntary level. I like to refer to this aspect
of human behavior as ‘sub-communication’.
People sub-communicate all the time without even realizing it.
And that’s because most people assume that the way by which
they represent themselves to others is accomplished through their
spoken word alone. What they don’t realize, however, is that the
words spoken between people actually only account for about ten
percept of their overall communication! That other ninety
percent is everything else.
The other ninety percent is comprised of things like inflection,
facial expressions, eye contact, body posture, and body language.
And these are things that people don’t really pay close attention
to in themselves when they’re interacting with others. So they
really don’t realize what they’re actually saying about themselves
when they move the way they do, when they speak the way they
do, and when they carry themselves the way they do.
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And the people they’re communicating with aren’t able to
consciously read what’s going on anyway. On a subconscious
level, however, they know exactly who they’re dealing with.
That’s why you get good and bad vibes from certain people.
Regardless of what they’re giving you on the surface, your
subconscious mind is still picking everything up about them. So
on a deeper level, when someone isn’t being straight with you,
you’re actually able to feel it. And when someone genuinely
cares for you, you’re able to know that on a deeper level as well.
It’s of huge benefit to know what others want when they speak
and act. Those underlying motives (that might not be apparent on
the surface, but are nonetheless driving the behavior of the
individual you’re dealing with) are really what define how people
deal with one another. And so, if you have a better understanding
about what someone’s body language is actually telling you, then
you improve your understanding of each situation you’re in with
that person.
With that understanding, you can better assess how you might
want to behave in order to ensure that your interaction with
another person is a pleasant one. Only then can you best judge
when compromise is appropriate. Only then can you judge
whether the person you’re around is actually good for you. So
this understanding of body language obviously has huge benefits.
However, with that said, let me offer the following disclaimer…

The body language disclaimer
Before moving forward in this chapter, I want to make note of
something extremely important that you MUST understand:
Body language is nothing more than an additional asset. It is
nothing more than an extra tool to have at your disposal. While
it’s true that it’s important to pay attention to what the body
language in those around you might be indicating about them,
you must always be sure that you’re not dependent on that
element alone.
75

The Charisma Creator © 2007 Andrew S. Kaplan. All Rights Reserved.

Yes, another person’s body language is a fantastic way of reading
a situation since it offers signs of whether what you’re doing is or
isn’t working. However, it’s still you who has to engage in the
specific behavior that will elicit the correct responses from those
around you.
So when you’re interacting with a potential client… or you’re on
a first date… or you’re meeting somebody for the very first
time… you might want to worry about the message you’re
sending them before you concern yourself with the message they
might be sending you.

YOUR body language and posture
The greatest asset that an understanding of body language can
give you is the impact that’s made as a result of YOUR own
movements, not someone else’s. It’s all about what you’re
consciously able to do in the way you carry yourself that will
really leave its mark on the minds and opinions of those around
you.
It is for that reason that you should always do what you can to
ensure that your walk is slow and deliberate. This kind of walk
instantly communicates confidence, competence, and ease.
People are much more apt to be comfortable around someone
who is in control of their own emotions and how they react to
specific events. And the more comfortable a person is when
they’re around you, the more likely they’ll be to trust you. And
the more they trust you, the more they’ll enjoy being around you.
And that’s really the whole point of being charismatic anyway.
Your goal is for others to feel good when they’re around you.
Simple as that.
In addition to a slow walk, you also want to have a slow talk.
Now this doesn’t mean you walk or talk at an unbearably slow
pace. It simply means that you don’t rush. It means you give off
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the appearance of someone who’s cool, calm, and collected. And
the beauty of this is that not only will this action communicate
favorable things about you to others, but it will also be training
you on a subconscious level as well. So you basically end up
actually being a more confident person who is cool under
pressure. This all goes back to the ‘in their shoes’ and ‘act as if’
techniques I already detailed. You’re actually enhancing your
own identity through your physical action.
And while you’re making sure that your walk (and your talk) is
slow and deliberate, make sure it is also upright…

Walk straight
I don’t want to suggest that you walk around as if you’re in the
military, but I do want to point out the value in walking in a
straight upright manner. Your shoulders don’t have to be back,
but your chest should be out.
Not only does this help to ensure that you maintain decent eye
contact with others (a requirement for garnering respect in
American culture), but again, it communicates a favorable quality
about you to others (whether they consciously realize it or not) as
well, resulting in their automatic good feelings about you.
If you’re walking straight, then you’re not slouching. If you’re
walking straight, then you give the appearance of a winner rather
than a loser. If you’re walking straight, then you’re not dragging
your feet. And when you stop making all of these unappealing
movements that result from not walking straight… you’ll be
indirectly letting others know that you’re not a needy person.
And as we know by now, neediness is extremely unattractive. So
by doing the things that communicate the exact opposite, you’re
making yourself more appealing, more magnetic, and more
attractive by automatic result.
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Pay attention to people that you personally find charismatic.
Watch how they act. Watch how they carry themselves. Really
observe their movements. I think you’ll see that everything I’m
telling you to do can already be found in their behavior right
now.
I cannot stress enough how important it is that you truly
understand the power you have at your disposal through a simple
change in the way you physically carry yourself. Most people are
never lucky enough to realize that we all communicate on that
more subconscious level. After all, we as a species didn’t always
have written and spoken language to aid us in our communication
with others. But we have always been dealing with each other.
So the ability to say something to someone else without actually
verbalizing it is written into your genetic code. You may not
realize it, but you were born with these abilities, and you are
actually already using them on a daily basis. The only difference
is that you have not yet made the effort to decide what it is you
actually want to say through this aspect of your communication.
This truth has countless implications, and there are many people
who already use this truth to their advantage. When detectives
have a suspect in custody and are questioning him, they’re not
really listening to his words as much as they’re paying attention
to the suspect’s body language when he’s answering their
questions. Again, people are used to lying with their words, not
their body. Law enforcement uses this to their advantage. You
can, too. You can use that and so much more.
And while I stressed earlier in this chapter that you don’t want to
completely depend on this knowledge to assess those around you,
there is still much that can be understood for your benefit. So
let’s delve into what someone else’s body language and posture
may be saying about them. Let’s begin with the very first time
you meet an individual and the very first thing you do at that
time. Let’s begin with the intricacies of the handshake.
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The handshake
Right from the very beginning, it will be to your advantage to be
able to determine what type of person you’re dealing with
exactly. And believe it or not, you will often find that the way in
which another shakes your hand tells you a lot about them.
It almost sounds too good to be true, but a person’s handshake
really can say a lot about their personality. A tighter grip
indicates confidence, strength, and a dominant personality. And
a lighter soft grip might indicate a lack in confidence, a lack of
internal strength, a delicate nature, and a more submissive view
of life. But then again, some people are taught to shake hands
with a tight grip, so the power of the grip alone might not be
telling you much. That is where the angle of the hand comes into
play…
Nobody is ever taught how they should angle their hands when
they shake someone else’s. They never learn anything other than
“just be sure your grip is tight.” And so, the angle of someone’s
hand during a handshake remains a valid, unspoiled reflection of
their true personality.
When someone shakes your hand at an even level (so that the
palms and backs of both your hands are at the exact same angle),
odds are good that they’re coming at you from the perspective of
viewing you as an equal. They haven’t made an immediate
determination of who ranks higher between the two of you. They
don’t automatically see themselves as any better OR any worse
than you.
If they shake your hand at an angle in which their palm is facing
more towards the floor (while your palm is facing more towards
the ceiling)… meaning that their hand is covering yours… that’s
a strong indication that they have a very high opinion of
themselves.

79

The Charisma Creator © 2007 Andrew S. Kaplan. All Rights Reserved.

They consider their interests to be the most important between
the two of you, and they’re more likely to value their own
judgment over yours. Simply put, this handshake reflects an
approach of dominance.
Shaking your hand in the opposite manner, at an angle in which
their palm is facing more towards the ceiling, and yours is facing
more towards the floor (meaning your hand is covering theirs),
means they are subconsciously yielding to you right from the
start. They see you as someone more important than them. They
look to you on some level as an authority of some sort. They
trust your opinion over theirs. And they are possibly intimidated
by you as well. Their handshake reflects an attitude of
submission.
But reading one’s physical actions obviously goes much deeper
than just the handshake alone. The hands play another role
indicating what someone else may be feeling.

‘Tipping their hand’
From the very beginning of any interaction with another person,
it is obviously in your best interest to quickly and efficiently
determine what this person actually thinks of you on a basic
level. In short, you have to know if they feel good about you or
if they feel bad. And reading someone’s hands in order to
determine if they are in fact receptive to you is very easy and
simple. When people interact, their palms are predominantly
facing one of two ways: They will either be turned in (meaning
their palms are facing away from you) or they will be turned out
(facing toward you).
Again, this behavior is involuntary and the other person does not
actually realize what they’re saying to you. So let’s clarify the
meaning behind ‘palms in’ and ‘palms out.’ If their hands are in
and their palms are facing away from you, this is not a good sign.
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This behavior suggests that the person you’re interacting with is
not open to you. They either don’t like you or they don’t trust
you or they have some kind of internal doubt about you. The
reasons behind these feelings can be any number of possibilities.
It could that you remind them of somebody they used to know
who they didn’t like. Or it’s possible they’ve had a bad
experience with someone else in your company and they’re
projecting that residual feeling on you. It could even be that
you’re trying to take advantage of them, and what YOU don’t
realize is that you’re involuntarily giving off body language
that’s telling them this. Maybe not on a conscious level, but on a
subconscious one, resulting in that ‘gut feeling’ we’ve all
experienced at one time or another.
Whatever the underlying reason may be, the fact remains: if a
person is using their hands while they talk to you, and they’re
positioning their palms away from you, you’ve got some work to
do to get them to like you more.
On the other hand, if someone is talking to you with their hands
out and their palms are facing you, this means that they’re open
to you. To use a dramatic example, think about how someone
responds when they’re being mugged at gunpoint. Hands up,
palms out. On a lesser level, let’s say someone told a bad joke
and realized they just offended somebody in the room. In
apologizing and trying to explain, just as one would have done
with a mugger, they would raise their hands and expose their
palms to the person they were trying to appease. This positioning
is basic behavior written into our genetic code intended to
communicate a submissive posture. It’s like saying “you
win…I’m all yours” without actually verbalizing it.
So bringing this back to any basic interaction you’ll regularly
find yourself in, when someone is talking with their palms facing
you, they’re saying “I like you. I’m choosing to trust you. I’m
not closing myself off to you.” It’s that simple.
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Obviously, the more a person talks with their hands, the easier
they will be to read. And with that in mind, you’re going to have
to keep yourself even more alert to introverted people who don’t
have the confidence to use their hands as much when they speak.
The real beauty in understanding this mode of communication is
that you will be able to determine how another person truly feels
about you regardless of the impression they’re attempting to give
you on the surface. In effect, you’ll be playing poker with
everyone else’s cards face up. If you stop and think about the
ramifications of such knowledge, you’ll realize this book just
paid for itself and then some. You will be able to utilize this
crucial piece information in virtually any walk of life. You’ll
have a distinct advantage in job interviews, at client meetings, at
the water cooler, in the boardroom, at a club, in a bar, on a date,
and in any other place you can think of where you will be
communicating with others.

‘In or Out’ applies in other ways as well
Just as the palms tell a story, so do a person’s legs when they’re
crossed. If the foot on the leg that is crossing over is pointing
toward you, that indicates they are receptive to you. If it’s away
from you, it’s pretty much the opposite. Arms crossed indicate
discomfort while open body language means the person is at ease
when they’re around you. It all applies on the same fundamental
level. And realizing this can also be key when assessing whether
someone is being honest with you or not…

Ask me no questions, I’ll tell you no lies
There are many issues to be concerned with when you’re
interacting with someone, but paramount among them is the
question of truthfulness between the two of you. And most
people really have a lot of difficulty figuring out whether they’re
being lied to or not.
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But since there’s so much ‘sub-communicating’ going on through
body language, it’s very easy to tell when someone either isn’t
being straight with you or if they feel that you aren’t being
straight with them. Again, this is how detectives catch lies from
suspects they’re interrogating. They pay attention to the physical
movements that are going on along with the suspect’s words.
An obvious telltale sign that someone doesn’t like what they hear
is that they’ll rub their ears. It’s as if they’re saying “I don’t
believe what I’m saying to you right now. I know the
information I’m giving you is false. So I’m unconsciously
attempting to cover my ears since I don’t want to hear my own
lies.”
On the flip side, they might also be indicating “I don’t believe
what you’re saying to me right now. I know the information
you’re giving me is false. So I’m unconsciously attempting to
cover my ears so I don’t have to hear your lies.
This very same view can be communicated by rubbing one’s
mouth instead of one’s ears. It’s more along the lines of “I don’t
like what I’m saying, so I’m subconsciously trying to cover my
mouth to keep myself from continuing to do the wrong thing and
lie to you.” Or “I don’t like what you’re saying to me, but I can’t
cover your mouth. So I’ll cover mine instead and hope you do
the same thing.”
If some of this seems a bit ridiculous, remember one thing… this
all consists of communication and thoughts that are just under the
surface, so people are not 100% aware of them. But they
obviously know when they’re lying. And they obviously know
when they think someone else is lying.
It seems so simple and direct, but it isn’t since most people aren’t
watching for it. When someone rubs their eyes, it’s because they
don’t like what they’re seeing. When somebody rubs their arm,
it’s because they don’t like how they feel.
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Have you ever been annoyed by someone who was ‘twitchy,’ for
lack of a better word? Does it ever bother you when someone
fidgets, continuously rubs their face, nervously scratches their
arm, or does anything other than comfortably sit still? Here’s an
even better question… have you ever wondered why you were
bothered by it?
It’s simple, really. The thing that annoyed you about the person
who was doing this …was the basic fact that they were annoyed
themselves. Because that’s why they were fidgeting in the first
place. And when you were bothered by this subconscious
indication that this other person was annoyed… it was because
you were subconsciously recognizing discomfort in them,
involuntarily empathizing with their negative state, and feeling
this negative condition yourself as a result.
So while most people don’t consciously pay attention, anyone
and everyone is very capable of knowing when something isn’t
quite right with whoever they’re interacting with.
In order to really understand this, you must first appreciate your
own subconscious ability to read a situation for what it is. Like I
said before, since humans didn’t always have spoken language,
the talent for communicating through facial gestures, tone of
voice, and basic body posture is still embedded in our own DNA.
It’s a simple question of how aware we are of all of it. But it’s
definitely there. That’s where your gut feelings come from. You
already know on a certain level what is in your best interest and
what is not. That’s why your teachers always used to suggest
you go with your first instinct on test questions that you didn’t
know. It’s because you really DID know, you just didn’t realize
that you knew. Is it any shock that, statistically speaking,
students perform better when they go with their first instinct? It’s
all about the fact that they already read the situation for what it
was and they made an accurate unconscious decision about it.
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Now the disclaimer I should give you here is that you should not
take one scratch of the ear and automatically interpret it as
something being wrong. What you want to do instead is look for
a consistency in behavior. If someone’s covering their mouth at
certain points, concerning specific topics, then you can read into
it. But if you see them twitch or fidget three times in an hour
long conversation, you really shouldn’t be thinking too much
about what it may or may not mean. Past that, remember that a
lot of people have self-esteem issues, and such self-imposed
limits can come to light in situations where one person feels
pressure in a conversation. This holds true in many instances,
whether it’s from feeling obligated to carry a conversation,
feeling obligated to say something interesting, or just feeling
burdened in some other way.
For example, rubbing one’s ears might not be about believing or
failing to believe the truth in another’s words… it might simply
be a refusal to accept that truth. Think about it. If someone is
criticizing you, and they’re actually right about what they say,
you probably still don’t want to hear it. But rather than go the
obvious route and tell them to mind their own business, you
subconsciously hope they’ll shut their mouth… and this desire is
physically manifested in your body language. Since this
probably seems a bit complicated at this point, I’d suggest simply
getting out there, interacting with others, and learning from your
direct experience with them. The more you see, the more you
learn. The more you learn, the better you get at this. Only by
going through those moments and actually studying the responses
and behaviors of others will you actually improve your ability in
reading them.

Going deeper
Now that the necessary element of non-spoken cues has been
explored, we’re ready to delve into another aspect of
communication: carrying a conversation.
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CHAPTER 9

THE ART OF
CONVERSATION
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Conversation is an art
While we’ve already noted that the actual words being spoken
account for only about ten percent of person-to-person
communication, we also need to remember that the majority of
the world still does not realize this. So there’s still a huge
emphasis placed on our words in our basic interaction. Our
words are still considered to be the primary point of our
communication.
And the way we use our words really does have a powerful
effect… if we know what we’re doing at least. If we understand
everything that’s actually going on, conversation is indeed an art.
But for years, others have unfortunately been painting the wrong
kind of picture for us to base our own success on. For years,
we’ve been told to approach conversation in the wrong way,
forcing us to judge our ability against overwhelming (and
inaccurate) standards.

It’s all Dawson’s fault
A few years back, there was a very popular show on the nowdefunct WB network that I just did not enjoy at all. I only gave it
a few chances, but in my humble opinion, it failed miserably
every time. That program was a little show called Dawson’s
Creek.
Now there were more than a few flaws with it, but the thing that
bothered me most about the show was its pretentious dialogue. It
painted a very inaccurate picture of what passes for being
charming, charismatic, or just plain interesting, for that matter,
when conversing with another. Every single character on the
show always had a healthy supply of witty banter at their disposal
any time they needed it. One character would shoot some ‘smart’
dialogue at another character, and they in turn would shoot some
‘smart’ dialogue right back.
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It was like a tennis match. Quip for quip. Shot for shot. Blow
for blow. Non-stop.
Now for me, this was nothing more than a simple annoyance that
I obviously ended up easily avoiding. Since I didn’t watch the
show regularly, there was no real opportunity for it to
subconsciously influence me. But for those who tuned in on a
regular basis, this back-and-forth flow of constant ‘witty’
dialogue was extremely dangerous because it would create an
impossible standard to live up to in terms of what it takes to carry
anything close to what can be considered a decent conversation.
If you watched this show and actually bought into its ‘reality,’
your confidence in your ability to handle yourself in any normal
conversation with someone else (particularly someone of the
opposite sex that you were interested in) was likely to be at an
all-time low. There was just way too much to live up to.
The worst offender in this proverbial train wreck was Pacey,
played by Joshua Jackson. Most people remember him as ‘that
guy that banged that teacher’ since that happened pretty early on
in the show’s continuity, and the episodes were so bad that a lot
of people stopped watching after that, effectively preventing the
character from making any other impression on them.
Pacey was unbelievable. A girl might ask him about what he
thought of last period’s history test and he would wax poetic
about what he had for breakfast that day. His teacher, who
probably had a good 15 years on him, would ask him why he’s so
sexy, and he’d just have some weird cliché about the meaning of
life. It didn’t matter if he was busting tables, talking to his
girlfriend, or sitting on the toilet. He was ALWAYS ready with a
line. Actually, everyone was always ready with a line.
Again, I admit that I probably didn’t watch more than seven or
eight episodes during the show’s entire run, so I can’t outright
say that ‘this is absolutely the way it was.’
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But I do know one thing. Every time I tuned in over the years,
regardless of the new situations all the characters were in, there
was one constant that always remained. EVERYbody had
something ‘smart’ to say EVERY time they spoke. Yeah, that’s
real life, right?

How do people talk in real life?
Now I want you to think about the kind of sequence of events
that people were witness to here. For every bit of footage you
were viewing, there was a carefully-prepared, fifth-draft script
that was written with one goal in mind: to entertain you. But
think about everything else you’re witnessing in addition to the
characters’ interaction.
Between that endless flow of witty banter, you’re treated to
commercials, scene transitions, and dramatic background music.
But what’s really going on here? Or to put it more aptly, what
would really be going on in real life?
Well, if there were no commercials and there were no scene
breaks and there were no other ways of interrupting the
conversation that was taking place between the characters, the
writers of the show would effectively go completely insane.
Because there’s no way they could write enough dialogue to keep
up with Pacey’s pace. There’s no way this kind of witty
conversation could ever go past five minutes. That’s just not how
life works.
Next time you watch a show like this, I want you to think about
the sound of crickets or pins dropping during the commercials,
because that’s probably what’s going on wherever the characters
are at the time. Because they certainly aren’t keeping up all of
that dialogue. You only assume they are. And as a result, you
only assume that you should be able to do that as well. This
assumption may be easy for you to detect IF you are aware that
you carry it on a conscious level.
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As bad as that may be, however, it’s not half as dangerous as if
you’re carrying it on an unconscious level… a level where you’re
not even aware that you look at yourself or life in this way.
Keep in mind, this is MY opinion of Dawson’s Creek. A lot of
people apparently enjoyed the show, because it had a pretty good
run in terms of ratings. That said, my opinion stands on the
negative effect this type of show has had on the socially insecure
segment of our population.

Dawson’s only part of the problem
Notice that I said ‘this type of show.’ I’m using Dawson’s Creek
as a blatant example, but other shows are just as guilty of this
skewed presentation of ‘real life’ in other ways. You’ve sat
through many shows like this. You’ve sat through many movies
like this. You’ve probably read a few books like this as well.
And because you’ve had such a high standard to hold yourself up
to, you’ve probably (knowingly or unknowingly) struggled to
keep up with all the Paceys of the world.
There’s just one problem. There are no real Paceys in the
everyday life you live. If you or anyone else were to meet
someone like Pacey, you’d get sick of them in about the time it
takes to scramble an egg. And it’d be a good thing too, because
by the time that egg was scrambled, your Pacey would likely run
out of clichés, socially relevant comments, or anything else he
feels would even come close to resembling an intelligent
conversation. He’d then walk away and all you or anyone else
would be thinking to themselves is “what a pretentious moron.”

So let’s get real
This brings us to our current dilemma.
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If we’ve been convinced that this is the way it has to be…. if
we’ve been convinced that we need the ability to carry a
conversation with this level of skill… how are we ever going to
realize that there’s more (or rather, less) to all of that nonsense?
How are we going to give ourselves the necessary room to grow?
Well, we’re going to do it by simply recognizing that these
external influences have no legitimate bearing on real life. And
then we’re going to thrive in our pursuit of our desired talents by
looking at what actually is instead of what we’ve been told it is.
We’re going to look at this vital segment of social dynamics and
gain a true understanding of the art of conversation with other
people in the real world. We’re going to look at what it
REALLY means to carry a conversation with someone else in a
charismatic manner. So with all of that said, let’s now delve into
the meaning behind the term ‘carry a conversation.’

What does it mean to ‘carry a conversation?’
The phrase ‘carry a conversation’ is actually misleading when it
comes to what you’re looking to accomplish. It implies that the
burden or the weight of what is said will be resting on your
shoulders, and that it will be up to you to ensure that there is a
steady flow of words exchanged between you and the other
person. But that is actually the exact opposite intent that you
should be walking in with. YOU aren’t going to be carrying
anything. The other party is.
When it comes to the art of carrying a conversation correctly,
there’s only one perspective you need to have. And that is the
following crucial fact that applies to pretty much every person in
every situation on this planet:
People love to talk about either themselves or their interests.
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People love to talk with others about whatever’s going on in their
life. They love to talk about their hobbies. They love to talk
about their pets. They love to talk about their problems. They
pretty much love to talk about anything and everything that has to
do with who they are… even the shy ones.
So let them!

Let the other person carry the weight
Think about it. When someone is talking about themselves, they
are in a good mood, because they’re talking about something
they’re obviously very interested in. And what image are they
associating with their current level of enjoyment? Your face.
And when they walk away from the situation, they have nothing
but good feelings about who you are… and they don’t even know
you!
Develop a talent for bringing the conversation back to the person
you’re speaking with. It doesn’t matter if you’re trying to pick
someone up. It doesn’t matter if you’re on a date. Or if you’re
trying to sell a client. Or if you’re trying to impress a potential
employer. Or if you’re meeting your future in-laws. It just
doesn’t matter! It works all the time, every time. So let’s delve
into the very best technique for keeping this type of a
conversation going.

The Modified Silent Treatment
The modified silent treatment is exactly what its title suggests. It
is specifically designed so that you are able to demonstrate a
maximum level of charisma through a minimum level of word
usage.
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You’re not going to go completely lips-sealed on the person
you’re speaking with, but you’re going to consistently direct the
conversation in a subtle way that always brings the topic of
discussion back to them.
What you are about to read are the tools for implementing the
modified silent treatment. Notice how I refer to them as tools,
and not steps. This is because you don’t have to go in any
specific order with these. Some of them you’ll use just once in a
conversation. Some of them you might use on a very consistent
basis. The frequency of each tool will depend entirely on your
comfort, judgment, assessment of the specific situation, and the
cooperative nature of the person you’re speaking with.
Some people need to be led a little bit while others are happy to
carry all of the weight as soon as the opportunity presents itself.
The more you use this technique, the better you’ll get, so
practice, practice, practice! Embrace the chance to engage in this
type a conversation whenever that chance reveals itself.

Here are the tools for The Modified Silent Treatment:
Tool #1: Questions
This first tool, asking questions, is one of the more obvious ones,
but it actually goes a little deeper than you think. You need to
remember the whole point of asking someone a question to begin
with. The intent is to have them talking about themselves. The
point is to have them share their own views. And in order to do
this, you’re going to have to understand the value of open-ended
questions vs. close-ended questions.
The fundamental difference between the two is as follows: A
close-ended question can be answered with a simple yes or no.
An open-ended one, on the other hand, will require a further
explanation and more participation from the other party.
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Examples:
Close-ended question: “Did you enjoy your breakfast?”
Open-ended question: “WHY did you enjoy your breakfast?”
Close-ended question: “Do you follow baseball?”
Open-ended question: “So what do you think of baseball?”

Now you shouldn’t feel pressure to ask ONLY open-ended
questions, but I highly recommend you do what you can to make
sure that the majority of them fall into this category.
Close-ended questions will be fine at certain times, but only
when you’re able to easily maintain the flow of the conversation
after them.
At this point, some of you may be thinking “Well, that’s nice…
but I already know all this. I mean, who doesn’t figure the best
way to carry a conversation is to ask questions? That’s not my
problem at all. MY challenge is in figuring out what kinds of
questions I should be asking!”
Well, there’s a really simple solution to that as well. And it’s the
most obvious one.
Ask them what you wish to know about them!
And how do you know what you want to know about them?
Simple: Care!

People care about those who care about them
When someone brings up the new house they just bought, if you
actually care about them, you’re going to want to know all the
details. And so you’re naturally going to ask.
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If someone plays golf and you’re actually interested in who they
are and what makes them tick, even if you have never followed
golf in your entire life, you’ll find yourself comfortably and
easily asking them questions about the game. If someone
recently went on a date, and you want to see them happy, you’re
going to ask how that date went. And all of the right kinds of
questions to ask will easily reveal themselves since you, as
someone who is really interested, will automatically have
questions you want answered.
Try to think back to a time when you really wanted to know
about someone, but couldn’t think of anything to ask. It never
happened.
Now you might remember having a crush on someone and not
being able to think of what to say to them. But that wasn’t
because you couldn’t actually think of a question to ask. It was
because you just sat through the latest episode of Dawson’s
Creek and you couldn’t think of a question COOL enough to ask.
You couldn’t think of a question that would make YOU look
good. But that was only because you were focused on you
instead of your crush. If it didn’t matter what the other person
thought of you… if it really was just about learning more about
them, the questions would have flowed easily and abundantly.
This brings us back to the vital importance of congruency.
Considering all of the communication that is going on between
people on a subconscious level, the easiest and most effective
way to guarantee that you come off a certain way is to actually be
that certain way. The only way to make someone think you care
is to actually care!

You need to care!
It is your responsibility to take an interest.
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It is your responsibility to genuinely care about the views of the
person you’re speaking with. Because only by actually being
interested in the needs of someone else will your facial
expressions, body posture, body language, inflection, and finally,
your words, reflect that impression of genuine interest.
You don’t need to ‘learn’ how to LOOK interested. You were
already born with that ability. It lives inside of you right now as
you’re reading this. And in order to bring that appearance out,
you need only carry the feelings behind it.
How do you know someone has charisma? Because you easily
and immediately like them. Why do most people easily and
immediately like others? Because they get a good feeling about
them. Why do they get a good feeling about them? Because they
can sense that these types of people have nothing but the best of
intentions. And with the appearance of good intentions comes
the natural cultivation of trust. That’s all there is to it.
Let a girl talk for 30 minutes about why her fashion designs are
going to change the world. She’ll walk away from you thinking
“That guy was pretty cool… and he was kind of mysterious too.
I wonder what he thought of me.” Let a guy bore you about the
perfect game he bowled. He’ll walk away thinking you’re the
type of person he’d like to do business with.

Other tools within the context of ‘caring’
Understanding the value of caring is an absolute prerequisite of
properly using some of the other tools for carrying a
conversation. For instance…

Tool #2: Rephrase what they said
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One of the main things you have to remember is that even the
best of people tend to have at least one or two lingering selfesteem issues. As human beings, everyone still carries a
fundamental need to be understood by others.
And even when they know that they’re being crystal clear in their
remarks, they often wonder if they’re really getting through to the
person they’re speaking with. Despite the solid eye contact and
nodding of the other party, they wondering if that person is really
even listening.
By rephrasing what the other party says to you, you are going to
instantly communicate that you are listening. You’re going to be
the one who easily understands. You’re going to be the one who
‘gets them.’ And since you’re going to make sure to actually
care, it is going to be extremely easy for you to communicate that
you get them by simply rewording what they had just said to you.
Many times all people are looking for is a little empathy.
For example, say the person you’re speaking with says something
along the lines of:
“My boss is always riding me. He’s always micromanaging
everything I do. If I’m late just one time in an entire year, he
never lets me hear the end of it, and he says that my work will
never be up to standard if I’m not committed to being on time,
every time.”
Your reply to this person might simply be:
“So I guess you’re saying that you wish your boss had a little
more faith in your natural ability, and trusted you to get the job
done on your own. For what it’s worth, we’ve all been there.
The best thing you can do is remember that you ARE capable,
and as long as you continue to do the great work that you have
been doing, the right people will eventually realize it.”
As demonstrated above, when the time calls for it, you might
want to throw in a little encouragement without sounding
patronizing.
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Keep in mind, this isn’t ass-kissing, and you should never take
that tone. And this isn’t manipulation either. It’s you actually
taking an interest, actually caring, and simply communicating
these truths to the person you’re speaking with.

This isn’t about brownnosing
Always keep in mind when interacting with another that you are
someone who demands respect. So while giving genuine
encouragement is okay IF you mean it… and while generously
thanking somebody for something is okay IF they deserve it, you
always want to do the little things to communicate that you’re not
there to cater to them like a servant.
This book is about being charismatic. And charismatic people
are leaders. And so you should be one as well. This doesn’t
mean that you start dishing out orders at any and every
opportunity. It simply means you exert your will (in a subtle
way) whenever it might help to give the impression that you’re
the type of person who counts. For example…
Tool #3: Questions in the form of commands or suggestions
Like I just said, if you want to be charismatic, you need to be a
leader. So lead! Every so often, rather than asking “so what did
you do before you graduated?” you might want to phrase it as “so
tell me what you did before you graduated.”
On the surface, it might seem like a minor difference in the
wording of your question, but the impact behind it is huge.
Remember, the opinions that people form of you are not all on a
conscious level.
But regardless of whether it’s conscious or subconscious, they
still have a certain feeling and opinion about you that they are
aware of.
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So when you’re leading the conversation… when you’re
‘instructing’ the other person to contribute… when you’re
dictating the exact manner in which they are supposed to
contribute, you’re sending a very clear message that you do not
need them. You let them know that you are someone to be
reckoned with. You let them know, without actually telling
them, that they should be grateful that you’re even taking the
time to speak with them.
Your energy and your attention are both highly-valuable
commodities. You’re not one to just give them away to just
anyone. There should be somewhat of a scarcity to you.
With that said, considering the fact that you are devoting time
and energy during this conversation, in order to keep things
running smoothly (and in order to help the other person stay
comfortable while they’re revealing personal information to you),
it is wise to engage in a complementary mode of behavior…
Tool #4: Self-disclosure
It’s very important to develop and maintain a trust in any
extended interaction with someone else. So while you obviously
don’t want to monopolize the conversation, you do want to make
sure to offer some information about yourself in a fair give-andtake exchange. For every three or four things the other party tells
you about them, you should be willing to offer one thing about
yourself. This ensures that they enjoy the conversation, but still
get something out of you while in the process.
A huge disclaimer I want to add to all of these tools is the fact
that it will be squarely on your shoulders to determine when each
tool might be appropriate for your own specific situation. For
instance, if you’re interviewing for a job, yes, you want to elicit
dialogue from the person interviewing you so that they warm up
to you. But you’re obviously expected to carry the majority of
the conversation in that case since the very nature of the
interview entails that you’re the one who’s answering the other
person’s questions.
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So what I’m really trying to say is…

Use your own judgment when conversing
Don’t try to create a non-negotiable formula with the above tools
that you will use in every situation regardless of the individual
differences. Play around with these tools. Ease yourself into
using them. Don’t feel pressure to try all of them out
immediately. Remember that this book is a reference guide of
sorts. It’s okay for you to start small, experiment with one or two
tools, and then when you get more comfortable, begin using all of
them at once.
This is the very essence of carrying a conversation. Everything
you need to get started and find success has been provided above.
However, to provide you with even more support, I’m going to
delve just a little bit deeper, detailing a few extra tools that you
can use to your advantage when carrying a conversation…

More tips for successfully conversing with
another
Have a couple of default jokes memorized and ready.
Whether you find something online or just hear it from a friend,
you should definitely make sure to learn one or two really good
jokes, word-for-word, to use when or if a situation should come
up where they’d come in handy. And make sure they’re tasteful
if the situation calls for it.
Have a couple of interesting stories memorized and ready.
Just as with jokes, having an interesting anecdote or two to carry
you through a lull in the conversation can really come in handy.
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And just as with jokes, make sure they won’t offend anyone if
you’re in a professional setting.
Don’t worry about sounding brilliant with every single word.
You don’t have to be perfect. You don’t have to be compelling
with every word you speak. Nobody’s expecting you to deliver
some brilliant routine you’d normally only find in a world class
comedian’s act. So relax and actually enjoy your interaction with
the people around you. The more fun you’re having, the more
fun they’ll have as well.
Matching and mirroring the other person’s body posture.
By subtly matching and mirroring the body posture of the person
you’re interacting with, you will build instant rapport. This kind
of behavior is a great way by which you can communicate
agreement with the other party on a level beneath their conscious
thoughts. They’ll warm to you easier, but they won’t know why.
All they’ll know is that they have a good feeling about you. And
that ‘good feeling’ will make it that much easier for you to build
trust and camaraderie with them.
Interpret and analyze the other person’s words.
Rather than just rephrasing their words, as was suggested in tool
#2, if you’re able to take things to a deeper level and offer insight
regarding their challenges, you’ll come across as someone with
wisdom beyond your years. And you’ll instantly establish a
higher level of respect from the other party.
Going back to the example cited in tool #2, where the person
said: “My boss is always riding me. He’s always
micromanaging everything I do. If I’m late just one time in an
entire year, he never lets me hear the end of it, and he says that
my work will never be up to standard if I’m not committed to
being on time, every time.”
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A reply to this that would imply a little more understanding and
insight might be: “Sounds to me like you’re the self-starting
type… the kind of person who’s doesn’t need reminders to be on
top of things… someone that’s always where they should be
when they need to be and always in control of their
circumstances. These are great qualities to have, so don’t let one
person’s doubt hold you back. This guy’s probably had so many
incompetent employees in the past that he’s forgotten what it’s
like to have someone who’s actually got their act together.”
You might notice that this response, as opposed to the one that
was used for tool #2, demonstrates a better understanding and
depth of what’s going on. And it really puts you in a better light
in the eyes of the person you’re speaking with. Just remember
one thing with all of this…
You’re NOT doing this to manipulate the other person.
You will not, I repeat NOT be manipulating the person you’re
speaking with. This is not about manipulation. This is not about
controlling someone else. The only person you will be
controlling is yourself. You won’t be using the modified silent
treatment to force someone into revealing information about
themselves. Instead, you’ll be exercising a little discipline, you’ll
be keeping yourself from dictating the direction of the
conversation, and by result, you’ll be allowing the other party the
opportunity to continue a discussion on whatever they
specifically prefer. Only when you realize that you’re not
manipulating other people, not harming other people, and not
taking advantage of other people, can you eliminate misplaced
guilt about engaging in the type of behavior. And only by
eliminating this guilt can you effectively utilize these methods,
embrace these steps, and find success in this area of your life.
There are a lot of pieces to this puzzle, and there are many
concepts which make this style of conversation extremely
effective for you. Two of those concepts that we’ll be delving
into in the following chapter are ‘status’ and ‘social proof.’
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CHAPTER 10

THE IMPACT OF STATUS
AND SOCIAL PROOF
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Being charismatic is not a judgment or determination made by
others about you… it’s a choice YOU make about you for
yourself. And if you’ve seen charisma in others and have been
able to interpret that charisma as being valid, then you
automatically hold all of the tools to have that very same
charisma for yourself. And it all really is through your own
action and behavior.
But part of that understanding means you also realize that you
still need to measure the decisions and determinations that are
made by other people. You still need them as a point of
reference. You still need them to properly respond to your
behavior in order to know that your behavior really is charming
and charismatic.
It’s in your best interest to know that others are perceiving you in
a positive light. Because if they really are looking at you in a
favorable way when you’re around, they’ll also positively add to
your image when you’re not even there. They’ll tell funny stories
about you at parties to people you’ve never even met. They’ll
sing your praises to a potential employer if you need a job and
there’s an open spot in their company. They’ll tell all their
attractive available friends what a great catch you are. Basically,
they’ll increase your appeal in some way, shape, or form… and
by result, will help enhance your status among others.

What is ‘Status’?
Look up the word ‘status’ in any number of dictionaries, and the
various definitions you find will make reference to one’s position
among other people. And the implication is, of course, that this
position is of a higher level. To have status in a specific situation
is to have prestige in that situation. To have status in a specific
situation is to carry an intangible yet powerful degree of
importance. Basically, having status puts you in an automatic
position of higher standing than the position of those around you.
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And as you might imagine, such a position carries with it a
certain magnetic appeal.
Look at the way people flock to athletes. Look at the way they
flock to musicians… or actors… or celebrities of any kind.
Those chosen few who have others clamoring for something as
simple as a handshake or autograph are the easiest examples to
note when examining the powerful effects of status in our
society. Those individuals have a certain look or a certain talent
or a certain ability that everyone else seems to admire or respect.
There’s something about these ‘individuals of importance’ that
most people just don’t have, and that fact in and of itself makes
these individuals very special.
Show me the ugliest guy in the world who hits homeruns on a
daily basis and makes millions of dollars… and I’ll show you a
guy who has absolutely no trouble at all getting women. Show
me someone who stars in the movie of the year or has the number
one video on MTV… and I’ll show you someone who has no
trouble at all getting their phone calls returned. Show me
someone with an immense level of political pull and the majority
of the media behind them… and I’ll show you someone who can
get a meeting with the president whenever they really want it.
When people have status of some kind, others bend over
backwards for them in surprising and astonishing ways. When
people have status, walls that would have existed for anyone else
become wide open doors. That’s just the way the world works.
Leading us to the obvious question: If we don’t have a voice that
can get us on American Idol… if we don’t have Michael Jordan’s
jump shot…and if we don’t have Brad Pitt’s smile, how are we
supposed to achieve the type of status that will really benefit us?
How are we supposed to cultivate a level of status that will serve
us in our own endeavors? The answer is simple. It will be done
through the interpersonal concept known as ‘social proof.’
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Social Proof
I was first introduced to the idea of social proof through an author
by the name of Bob Burg. And he himself had learned about it
from another author, Dr. Robert Cialdini. The understanding of
social proof and the acquisition of status basically go hand-inhand. After all, it is our reliance on social proof as a world
community that grants certain individuals in certain situations a
specific degree of status.
Social proof refers to the idea that people look to others when
making their decisions. You might as well rename the concept
“social dependency.” It basically means that the higher the
importance that an individual might place on a certain group (or
the more that person might trust in this group), the more that
individual will rely on what they feel the group would want or
approve of when making a decision.
Why do people end up checking out a TV show that’s already
been on for two years? Because the people they live with or
work with (or are influenced by on some other level) can’t stop
raving about it.
Admit it. You don’t want to be the one guy at the water cooler
who doesn’t know what happened on ‘Lost’ last night. You don’t
want to be left out in the cold when others are talking about who
got eliminated on ‘Dancing With the Stars.’ You don’t feel
comfortable suggesting that your company add another million
dollars to its advertising budget when every other ‘expert’ in the
room thinks the amount of money currently being spent is just
fine. As the social creature you are… as the person who’s been
brought up their entire life to look to others in almost every
situation or circumstance, you’ve been overwhelmingly
conditioned to rely on what you think other people’s opinions
will be when you speak or act. And I’ve got news for you… so
has everyone else.
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I’m reminded of a scene in A Few Good Men where Tom
Cruise’s character has Noah Wyle’s character on the stand, and in
an effort to prove that Code Reds don’t necessarily have to be in
any military book in order for them to be real, he asks Wyle one
simple question:
(Holding a book on Military protocol) “Can you point out in this
book where the mess hall is?” When Wyle says that such
information can’t be found in any book, Cruise responds with yet
another simple question: “How did you know where to go to eat
if it’s not in this book?”
Wyle’s reply: “I guess I just followed the group at chow time.”
That response is a direct reflection of the way we predominantly
operate in the presence of other people. The way we determine
what is correct (and what isn’t) is by determining what others
consider to be correct. There really isn’t all that much original
thought out there. Most of what you think or believe is simply
something regurgitated from another source or another person.
And odds are that the person you’re getting it from is someone
you hold in a high regard. They are someone who emotionally
affects you on some level.
There’s a reason that most marketing experts tell you that you
need testimonials in order to effectively and efficiently make
sales. There’s a reason those infomercials spend half their time
focusing on the results of people who have already used their
product. It’s because people always look to other people. They
look for ‘proof’ through that ‘social experience’. And so, the
more status that you carry, the more you will enjoy the favorable
attention of others based on that principle of social proof. And
that is why it’s so vital that you enhance your own status
whenever the opportunity presents itself.
Bringing us to the following question…
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How do you up your own status?
In case you don’t realize it yet, now is probably the best time to
let you know that you’ve been trying to up your status (whether
you’ve been aware of it or not) since the day you were born. We
all learn the value of compromising with our environment in
every experience we go through. When you’re a baby and you
reach for something that isn’t yours, and an impatient parent
slaps your wrist… you’re learning a very powerful lesson
through the process of pain. And since most normal people are in
a constant state of seeking pleasure and avoiding pain, the
necessity for status becomes our everyday reality.
Everyone cares about status. Everyone tries to put themselves in
a better light or on a higher perch. Everyone frames things in a
way that presents them as favorably as possible. You ask a
gynecologist what he does for a living, and he doesn’t actually
answer you by telling you what he does. He answers you by
telling you what he is. Because if he’s telling you what he is, he
gets to say “I’m a gynecologist.” But if he’s telling you what he
does, he has to say “I look at crotches all day long.”
The same goes for people telling you what they are. You ask a
janitor what he does for a living, and he’ll tell you he’s the
company’s interior disposal director. A car salesman is an auto
retail specialist. An intern is a vice president of entry level
affairs. And statements like these give you a very insightful look
on how to acquire a higher status. Don’t be owned by your label.

Don’t rely on titles or labels
When it comes to your position in the world around you, you’re
either actually important or you’re not. If you rely on your title
or label, you communicate a very powerful truth not only to
yourself, but to those around you. Allow me to illustrate with the
following example…
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Any comic book fans out there might be familiar with the name
Todd McFarlane. Todd first made his mark as an artist on
Amazing Spider-Man for Marvel Comics in the late 80’s and
early 90’s. Things really took off for him as he worked on the
character, even to the point where a brand new Spider-Man series
was launched just to keep him working for Marvel. He quickly
followed that up by co-founding Image Comics, a publisher
which remains among the top comic book companies to this day.
Through Image, Todd introduced his famous comic series Spawn
and broke all prior independent sales records for a comic’s first
issue. And it didn’t stop there. Reader loyalty to the series was
so high for such a consistent length of time, that Todd was
eventually able to transition Spawn into toys and an HBO
animated series and even a major motion film. Today he heads
one of the world’s foremost toy manufacturing companies, a
ground breaking entertainment division, and the original
publication studio that still puts out the Spawn comic book.
But through that entire growth process… as he was launching
company after company and was making millions upon millions
of dollars… whenever someone would ask what he did, he didn’t
say “I’m the President of Todd McFarlane Productions.” He
didn’t say “I’m the co-founder of a revolutionary new comic
publishing company.”
He simply said “I draw comic books.”
Because he knew. He understood that you don’t need an
important title to be important. He knew who he was. He was a
winner. He was an entrepreneur. And no title could ever give
that to him or take it away.
It’s all in how you carry yourself. It’s all in how you react to the
circumstances you’re confronted with. With that in mind, there’s
another thing that you can do to enhance your status that’s both
simple and obvious…
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Never Overreact
By reacting to things in a careless or irrational manner, you
immediately tell those around you that you are not in control of
yourself. And that is the exact opposite of the message you
should be sending. You should never lose your cool. You should
never let others know that they have the power to affect you.
That’s why when a girl rubs you leg on a date, you don’t
automatically rub back like every movie or TV show you’ve ever
seen has told you to do. You hang back a little. You create
tension. You demonstrate that you’re not needy.
That’s why you wait until the end of the date to kiss someone.
You’re waiting because you can. And you’re making them wait
to demonstrate that you’re not going to rely on their approval like
every other person they’ve dated. And making them wait
increases their anticipation, which in turn, increases your status
and value. The power behind this behavior is more magnetic
than you can ever hope to realize. And it’s not just for physical
contact. It’s for anything. It’s fun to tease by telling someone
you’ve got a secret, and when it’s obvious that you’ve baited
them properly and they really want to know, you tease them more
by saying “I’ll tell you later.”
On the other hand, if someone tries to pull this kind of routine on
you, don’t grab for the bait like everyone else. Don’t give any
indication that you really need to know whatever it is that they
have to say. Because to do that would be to overreact. And we
don’t overreact.
Another thing we don’t do is give too much of ourselves too
often.
We lower the supply and up the demand.
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Create demand for yourself
When you’re interacting with others, note how ‘leaving them
wanting ups your status. Note how creating any situation where
they’re pulled into you ups your status. That’s where the true
value of creating demand for yourself becomes easily apparent.

A little of you goes a long way
People will unconsciously and automatically embellish facts
about you based on the limited (yet direct) impression you
provide them with. If you just give them a little good, their
imagination will create a lot more out of it.
In other words, if you offer just a little reasonable and discernable
evidence that you are an authority when it comes to interior
design or fashion or sports or medicine or anything else…people
will immediately rationalize to fill in all of the blanks that
support whatever notion you’re presenting to them. Your silence
really does speak volumes.
You can ride one good joke or one insightful comment or one
display of confidence all night long. Your status will instantly be
established the moment you dictate who you are to others
(through simple actions and words that they can be left to
interpret).

Let your legend grow
This kind of thing can really snowball, and before you know it,
the momentum you allow others to build up for you can suddenly
make your exploits or your personality or some other quality
about you legendary. An aspect of social dynamics that really
clarifies this for you can be found in the concept of the rare
commodity.
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The power of being a rare or exclusive
commodity
When Jay-Z “retired” from Hip Hop a couple of years ago, he
suddenly infused a feeling of ‘lack’ in all of the people who
enjoyed and supported his music. Suddenly, there was something
that everyone had been taking for granted that was about to be
taken away from them. They began starting to miss it before it
was even gone. They began to feel they needed even more of it
than they originally thought they did. And this feeling took on a
life of its own. A real momentum emerged. And Jay-Z, who was
already a highly-successful force in the Rap community,
suddenly found it even easier to sell out shows and increase CD
sales.
Now that he’s officially back, the boost in fan appreciation and
demand is still there. Since it had already been created, it already
now exists, and so far Jay has been smart enough to not do
anything that might tarnish it.
That’s why albums normally take at least three years to come out
from each artist. There’s a concern of over-exposure. That’s
why people love underdogs… they’re something new. They’re
something that hasn’t been seen before. And that’s why the
concept of ‘leaning back’ is so powerful. The more of a rare or
exclusive commodity you are, the higher your status will be.
Always keep that in mind when you’re interacting with other
people.
A word of caution, however. Use common sense when you’re
leaning back. Don’t “hold yourself back” from a client who’s
expecting your phone call. Don’t “hold yourself back” from
attending a fun event because you want people to miss you.
This concept is about maintaining discipline and having some
self-control. So be sure to use it for that purpose.
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When you’re only spending five minutes on the phone RATHER
THAN just talking about how your day was for an hour and a
half, then you’re “leaning back” the right way. When you come
to work late and leave early, you’re doing it the wrong way. The
obvious difference between those two examples should give you
all the perspective you need to do it right.
With the value of status and social proof now established, it’s
time to explore one of the most powerful methods by which
you’ll be able to enhance your position among those around you.
This method, if used properly, can carry such a heavy level of
influence, that your results will be hard to believe at first. This
method is the proper use of humor. And that is the subject of the
very next chapter…
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CHAPTER 11

THE VALUE AND USE OF
HUMOR
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Everyone uses humor (or at least tries to do so) when they’re
interacting with others. Humor is a basic fundamental tool of
everyday communication. And everyone always seems to want
to be in on the joke. But have you ever wondered why?

Humor as a form of status enhancement
What is humor? And what influence does it carry over how
charming and charismatic you can be? Have you ever thought
about these questions? Have you ever thought about the impact
humor has and the reason it has it? Do you even know what
humor really is?
In terms of a standard definition, humor can be described as
either something that is amusing and comical… or the ability to
perceive something that is amusing and comical. There’s an
obvious implication that something is eliciting joy and laughter,
but there is also an underlying implication that whatever caused
that laughter was unexpected to a certain extent.
People hear the word ‘humor’ and they think ‘funny.’ But humor
is so much more than that. Humor is a tool for status
enhancement. Humor is something that elevates your social
standing among the people around you. Keep in mind the
following disclaimer, however: While humor may place you in a
favorable light socially, that doesn’t necessarily mean that you
have to be the one causing the laughter in order to climb that
ladder of status with everyone else. And that really brings us to
the real purpose behind humor. Humor is a tool for blending in
and being a part of the crowd. It’s a tool for gaining acceptance.

I’m laughing, so I must belong
Try and think back to a situation where someone was telling a
joke that you did not find funny at all.
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But at the conclusion of the joke, everyone around you burst out
into laughter. What did you do? Did you just stand there with an
emotionless look on your face, eyeing the joke teller in a
condescending way? Did you give any kind of indication that
you didn’t enjoy the joke? Of course not. In fact, odds are pretty
high that you erupted into a minor fit of laughter yourself, or in
the very least, you put a huge smile on your face.
If others are laughing at something, and we are not, then we are
automatically separating ourselves from that group in a negative
way. We are, in effect, excluding ourselves from a position of
worthiness among those around us. Remember my detailing of
social proof from the last chapter? Well, it looks like this aspect
of interpersonal communication carries its weight in virtually
every category of social dynamics… including the impact of
humor.
With that understanding, here’s something interesting to think
about: If you’re basically ‘forced’ through social pressure into
laughing when others around you laugh, are they not likely to feel
that very same social pressure when you say something ‘funny’
yourself? Simply realizing this puts you at a tremendous
advantage.
That said, there is something very important you need to
understand about humor. While using it properly will obviously
enhance your charisma to a significant extent… improper use of
it will surely lead to your downfall. So before we get ourselves
committed to using humor as a tool for charisma creation, let’s
look at some of the liabilities we face when we depend on it for
social success.

Humor as a liability
Most people fall into one or both of the following categories
regarding the role of humor in creating charisma:
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Those who think they’re funny when they’re not
and
Those who think they need to be funny when they don’t.
Let’s talk about that second category first...

You don’t need to be funny in order to be
charming
You can’t really blame someone for wanting to be funny. After
all, the positive effects of comedy and humor are so blatant and
obvious, you’d think that we would have scientists hard at work
trying to figure out how to bottle it up. Hey, we probably do. If I
were to ask you to picture someone who’s the life of every party
you’ve ever attended, you’d probably visualize someone in the
center of a crowd putting the finishing touches on some brilliant
joke that has everybody around him laughing hysterically. You’d
be feeling how everyone warms to him. You’d be feeling the
awesome control and captivating power he holds over them.
You’d be imagining how great it would be to fill those shoes for
just one day in your life.
And so it comes as no surprise that many of us are inclined to
think that being funny opens many doors that would otherwise be
closed. After all, this is obviously true. Humor is a very
powerful weapon to wield in the world of social dynamics. If
used properly, one can enhance their charm at least tenfold. But
while it’s an extremely useful way to gain acceptance from
others, it’s not an absolute necessity. And people really need to
understand that if they want to be successful in their interaction
with others. This is because humor can only be used as a tool. It
can never …and should never… be used as a crutch.
I encourage you to think of humor as the icing and every other
positive aspect of your personality as the cake. Are there really
that many people in the world who are happy to just have the
icing alone?
117

The Charisma Creator © 2007 Andrew S. Kaplan. All Rights Reserved.

All humor can do is add flavor to something that’s already there.
It can’t stand on its own. So if all you’ve got in your social
arsenal is humor, you’ll quickly find yourself on the outside
looking in, wondering why it wasn’t enough.
You don’t NEED to be funny all the time. Actually, you don’t
even need to be funny some of the time. Now that I think about
it, you don’t need to be funny at any time. You only think you do
thanks to that wonderful social conditioning we’ve been talking
about throughout this book. Here we are back at square one,
watching another episode of Dawson’s Creek, witnessing Pacey
charm the pants off some naïve girl with some pseudo-humorous
line about the corn flakes he had for breakfast that morning.
Here we are convinced that we HAVE to be just as funny to get
anywhere with the opposite sex. Here we are, fooled again.
Is James Bond funny? No. Is he charismatic? Absolutely. I can
easily throw you a couple of non-fictional examples as well, but I
think Bond does the best job of communicating the ability to be
likeable or appealing without using humor or comedy.
You don’t need humor, so don’t fool yourself into thinking that
you do.
So at this point, you’re probably thinking “alright, I get it. I need
the other stuff first. I need to be able to read body language. I
need to be able to easily start and carry conversations. I need to
understand the value of eye contact. I need to carry myself with
confidence. I need all of these things for a proper foundation to a
charming personality. But since I’m going to have all of that
first, why can’t I have humor as well? Since you brought up the
icing metaphor, let me put it this way: why can’t I have my cake
and eat it, too? Why can’t I have humor at my disposal in
addition to all of my other charisma creation tools?”
My answer to that is simple. You can… but just make sure you
don’t feel like you NEED to.
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Because that feeling of necessity will most likely force you into
the first category I mentioned above: those who think they’re
funny when they’re not.

Don’t try to be funny unless you actually are
Understand this: While humor can be a huge asset for those who
actually know how to use it, it can be even more of a liability for
those who can’t. There is no easier way to lower your status
among your peers than to appear to be trying to be funny and
miserably failing in that effort. If you don’t believe me, think
back to anyone you know who used to tell horribly boring jokes.
Or someone who had a laugh so plastic, you knew even they
didn’t think they were funny. Do you feel that negative
perception you have of them right now? That feeling of pity and
disappointment? That’s what’s happening to you every time you
try to be funny without actually knowing what you’re doing.
A sense of humor is something that has to be developed over
time. It comes with testing the waters. It comes with
experimenting in different social environments. It comes with an
understanding of what humor really is. And the truth of what
humor truly is might surprise you...

What humor actually is
Humor is, by nature, an aspect of communication that always
ends up degrading someone or something in some way. This
definition, besides seeming almost too simple, probably seems a
little harsh as well. As humans, we don’t want to believe that
anything that causes joy can be linked to something that carries
such a negative connotation. But if you think back to any time
you have ever found something funny… and you try to figure out
if there was a target that the joke was aiming at… you’ll locate
one easily.
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So just be sure to keep this truth in mind when you begin to
develop your own style. It carries you a lot farther and a lot
quicker if you realize that there is always a target. This certainly
doesn’t mean that every joke ever written is malicious in nature
or that it’s told with the intention of actually hurting someone. It
simply means that there is something that’s being attacked (in an
aggressive OR a non-aggressive way) in the process.
Now because a sense of humor is dictated by the varied
experiences of each individual person, it’s impossible to give you
an instant formula that will automatically make you funny to all
the people around you. So instead, I want to offer you a specific
approach that will accelerate your positive results for you. The
success of this method obviously depends on how consistently
you use it. The more energy you put in, the higher your comfort
level rises. The more comfortable you are, the more natural you
feel. And the more natural you feel, the funnier you actually end
up becoming. And all it requires is an insightful view of how one
should specifically use humor.

How to use humor
As I mentioned earlier in this chapter, not only is there a target in
every successful aspect of comedy, but there is the element of
surprise as well. The quality that really elicits laughter out of
people is the fact that whatever information is actually being
offered… turns out to be information that was completely
unexpected.
Allow me to clarify my point by offering my own rendition of a
joke I once heard. For any of you who are a little sensitive (and
I’m hoping there’s very few of you, since thick skin is vital to
charisma creation anyway), I should warn you that the following
joke isn’t exactly something you might consider to be ‘in good
taste.’
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The joke basically details an old married couple driving down a
hill with sharp turns and obscured views one stormy evening.
Between the heavy rainfall and the man’s failing eyesight from
old age, an accident is virtually guaranteed to happen eventually.
And it does. Out of the blue, a skunk wanders in front of the car,
and the old man hits it dead on.
Shocked, the couple stops the car and gets out to check and see if
they killed the skunk. They notice the little critter is twitching
ever so slightly and needs immediate medical attention. So they
quickly take the skunk with them into the car and decide to try
and find an all-night vet to attend to the wounded animal. But the
fact that the skunk was out in the cold rain was not helping
matters one bit.
The animal needed a source of warmth right away. But the car’s
heater was broken, so there weren’t many options.
Thinking on his feet, the old man suggested to his wife that she
put the skunk between her legs to keep it warm while they search
for a vet. “Between my legs?!,” she exclaimed. “But what about
the smell??!!” The old man flatly replied “just cover the poor
thing’s nose.”
I’m pretty sure that at this point you can easily identify the target
in that joke. But more importantly for what I’m trying to
communicate here, you see the value of a surprise twist as well.
You understand the impact made by unexpected information.
With all this in mind, I suggest that you embrace the lack of
predictability needed to succeed in humor… and simply do what
is unpredictable. Frame either yourself (or someone else) outside
of their usual realm of normal circumstances. Place them in a
foreign reality. Impose a different role in life on them. In other
words, whether the target is you or whether it’s someone or
something else, utilize the highly effective method of rolereversal humor.
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Role-Reversal Humor – a powerful approach
Many reading this are probably familiar with the sitcom Seinfeld.
It was a huge part of NBC’s ‘must see TV’ campaign from a few
years back, and it still has a lot of success in reruns. Earlier in
this book, I actually already made reference to one of the main
characters, George Costanza. George is legendary for his
struggles in life, particularly with women.
But there’s one episode in which he defiantly concludes that
since everything he does has been getting him nowhere… then by
reasonable logic, the opposite of his instincts must be a way that
he can turn things around and start to succeed in life instead.
So he starts doing all the things most people have been
programmed not to do. He’s completely candid with others about
the fact that he’s unemployed and lives with his mother. He no
longer placates to women the way they are used to. He
disregards every natural instinct that comes to him… and actually
goes to great lengths to do the exact opposite. And everything
immediately turns around for him. He becomes more appealing
to women. He scores himself a job with the New York Yankees
(by telling off owner George Steinbrenner). He basically has
everything that used to go wrong for him suddenly go right
instead.
There’s one line in the episode where a girl, now enamored with
him, breathlessly asks “Who are you, George Costanza?” To
which he answers “I’m the opposite of every guy you’ve ever
met.” And she can’t help but be attracted to him. Because that
unexpected and unpredictable aspect of his personality is exactly
the thing that’s been missing in her life and all the other men she
was used to dealing with.
And that’s why role-reversal humor is so powerful. It’s
something new. It’s something fresh. It’s something they’ve
never seen before. And its ability to attract will astonish you.
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When you go outside the norm, you have to realize that this kind
of dramatic decision automatically takes you on a journey that
most people aren’t willing to take themselves. And something
with that kind of power behind it is without a doubt a quality
worthy of respect.
So now that we understand its value, let’s take a look at some
basic ways in which you can employ role-reversal humor and
apply it to your own specific desired area.

Using Role-Reversal Humor in Male-Female
dynamics
I want to reiterate at this point that the way you choose to
implement certain tools for making yourself more appealing
really does depend on the context in which these tools are used.
Humor, for example, takes on an entirely different life when used
in dating and relationships as opposed to being used in other
areas of life, like business.
In dating and relationships, you can push the envelope a little
more, and you’re actually encouraged to do so. You aren’t boxed
into an environment where you have to maintain the attitude of a
consummate professional. Obviously, your limits will be dictated
to a certain extent by your audience… but you should realize that
sexually explicit humor, for example, will always find a warmer
welcome on a date than it might in the office.
Role-reversal humor can be a tremendous asset to men in
particular. As society continues to paint the picture that it’s
always the men who are pursuing the women, guys are given a
fantastic opportunity to turn the tables and behave as if the
opposite is true, and create situations in which everyone is having
a great time.
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For example, if a girl compliments you on your eyes or your
smile or something else physical about you, you tell her “nice try,
but I’m not some piece of meat. You’re going to have to prove
you want me for more than just my sexy body if you ever want to
get anywhere with me.”
Or if a girl is hesitant to give you her phone number, you tell her
“listen, I’m only going to call you seven times a day, desperately
begging you each time to let me spend my life savings on lobster
dinners for you, so just relax and give me those digits.”
Or when she offers to pay for coffee you tell her “you can’t buy
me.”
If you can do ANYTHING to tease her in a way that suggests
you’re not like all those other guys who like to be walked on a
leash, you will be communicating something extremely powerful
here. Because getting back to congruency… and getting back to
making sure you never rely on the approval of others… and
getting back to making sure you never act needy… you will want
to communicate this truth about yourself anyway. You will want
to put this authentic ‘you’ on display for all to see. So you might
as well do it in a fun way.
But it goes deeper than just reversing the stigma of males
pursuing females. Overweight guys can joke about their sexy
bellies. Bald guys can joke about their sexy, flowing locks.
Short guys can joke about their imposing presence. It’s all about
taking real situations and throwing them back in reality’s face.
And the effects of this kind of behavior are nothing short of
amazing. They have to be seen to be believed. Just trust me, try
it, and see for yourself.
Like I said, though, when we’re talking about role-reversal
humor in other situations that have nothing to do with MaleFemale dynamics, the rules change a bit…
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Using Role-Reversal Humor in professional
environments
The use of role-reversal humor (or the use of any kind of humor,
for that matter) requires a different approach and sensibility when
it’s being applied to an office environment. As a professional,
the behavioral standards by which you are judged against are a
lot more stringent.

Tread lightly
Humor in the office is completely dependent on the culture of
that specific company. But regardless of how lenient one office
might be as compared to another, the fact remains that you have a
lot less room to play with regarding the comedy you’re allowed
to use. The wisest thing you can do in this type of situation is to
let others set the tone and then follow suit. Now I know that I
don’t say that often, and I rarely suggest this kind of approach in
this book or any other material that I teach. After all, I really do
want you to view yourself as a leader and I want your behavior to
reflect this. But when the stakes are higher, and you’re less
experienced, it’s better to be safe than sorry.
If you’re courting a potential client, and they’re very free with
their profanity, it would then obviously be safer for you to use
profanity yourself than if it were a situation where they were a
little more uptight. The same goes for toilet humor, religious
humor, gender humor, or any other sensitive category you can
think of. But always be on your guard. Never step out of line,
even if they do. And don’t feel obligated to mirror their
behavior. Simply realize that it’s probably safer to behave in a
certain manner AFTER you’ve already seen it demonstrated by
the other party.
With that disclaimer noted, let’s remember the overall purpose
behind using comedy in our interaction with others…
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Remember why you’re being funny in the first
place
This is all about having fun. When you have fun, others have
fun. When everyone’s having fun, everyone wants to be
included. When you’re the focal point of what everyone wants to
be included in, your status goes up. The beauty of all of this is
that not only will the rewards you reap through your use of
humor be enjoyable… but the actual process of using that humor
will be fun as well. Another win-win situation for all involved
…one in which you can continue to create your charisma.

Extra Humor Tips
While we’re still in this chapter, here are just a few more extra
tidbits of insight I want to give you so that you can get the most
mileage out of your own brand of humor. Use them wisely and
use them well.

Don’t use self-deprecating humor
One of the examples I brought up earlier was a short guy joking
about his imposing presence. This is okay because his dialogue
describes a favorable situation. You never want your humor to
go in the other direction. You never want to actually put yourself
down, even if it’s just a joke. You don’t want to say things like
“yeah, he put me in charge of buying Christmas presents for the
orphanage, and we all know how forgetful and careless I am…”
And the reason you don’t want to take your humor in this
direction is because when you put yourself down, even jokingly,
you communicate to others on a subtle level that you don’t think
very highly of yourself. And so they in turn begin to think less of
you as well.
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You don’t want to get in the habit of supporting thoughts that are
self-destructive, even if they are just a joke. You always want to
joke in a way that suggests your greatness. Remember, in every
moment of your life, you’re either conditioning yourself to be
something you want to be… or you’re conditioning yourself to be
something that you don’t want to be.
But past that bit of advice, don’t hold yourself back. Don’t worry
about being funny. Don’t constantly concern yourself with
telling the ‘right’ kind of joke or making someone laugh a certain
number of times during a conversation.

The less you care, the funnier you are
The less concerned you actually are about being funny, the
funnier you’ll probably actually end up being. Because when
you’re not constantly walking on egg shells, looking over your
shoulder, or hopelessly wondering if everyone likes you, you’ll
be a lot looser and things will just flow naturally.
You’d be surprised at what people will laugh at. There are times
when I just make some random offhand comment, and there’s
one person in the room who just can’t stop themselves from
laughing. These are times when I’m not trying to be funny at all,
but instead (and note the difference) I’m just trying to have fun.

Let your humor reflect your own style
Another thing you have to understand about humor is that
everyone has their own style. And this is simply because
everyone has their own unique personality. So rather than trying
to mimic someone else’s approach to humor, you might instead
want to develop your own. After all, if the things you joke about
do not reflect the things you actually find funny, you’ll lack
congruency, everyone will see right through you, and nobody
will find you funny.
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Whenever I run workshops and I’m covering the value of humor,
I always try to demonstrate different approaches to humor for the
simple purpose of showing everyone that any style can be
effective so long as it’s genuine. I’ll read an old parody blog I
wrote for one of my past websites. Or I’ll hand out dialogue
from a made up chat room conversation where the punch line is
in the form of a cartoon drawing. Or I’ll do something else
entirely different. But I’ll always effectively communicate that
humor really is about the person providing it, so I highly
recommend you take me at my word on that and start drawing
from the funny things you find in your own life. Remember…

The whole point of using humor is to have fun!
I just suggested it a few paragraphs up, but I’ll say it one more
time. You’re using humor to have fun. That means not only
does everyone else enjoy themselves, but you enjoy the moments
as well. Even when you overdo it, a lot people will love you.
Just make sure you’re always smiling, always laughing, and
always having a good time. Who do you think the girls flock to
in the club? The guys who look like they’re having a good time.
Who do the guys feel more comfortable in approaching? The
girls who look like they’re having a good time. What’s the point
of this all?? To have a GOOD TIME!
And you’ll know that the other person is having a good time as
well. You’ll feel it. But to help you out as you initially progress
though this, the next chapter will detail a few easy to spot
indicators that you really are fun to be around…
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CHAPTER 12

INDICATORS YOU’RE
MAKING AN IMPACT
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The reactions that people have to you are really only a result of
the behavior…YOUR behavior… that prompted that reaction in
the first place. It really is all about what you think, what you do,
what you say, and how you act. Your concern should not be
about exercising control over others. Your concern should
instead be about controlling yourself. As long as you keep your
focus on what you are personally doing, everything else will
naturally fall into place.
That said, the feedback you get from others serves as an
invaluable guide to how well you are doing and whether you
should continue your current course of action. It’s very
important that you’re able to realize when others are genuinely
warming to you… and it’s just as important to be able to
determine when they’re not. By noting what you’re doing in a
certain situation and how someone is specifically responding at
the time, you’ll not only be able to make immediate adjustments
in the moment with this person, but you’ll be learning what to do
in future scenarios as well. In short, you need to note both
positive and negative reactions in order to improve your learning
curve and better cultivate your natural charisma.
Since you now have this book and all of its insight at your
disposal, it’s a pretty safe bet that the positive reactions from
others will be a lot more frequent and the negative reactions will
go way down as well. But just to be sure that you realize when
you’re on the right track, let’s now take a look at the type of
reactions you might expect from others when they’re enjoying
your company.

Signs that others are enjoying their time with you
They’ll start asking more questions about you.
We’re not just talking small talk here.
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Often times, people will ask what you do and where you’re from
as a simple formality, so you shouldn’t read too much into it
when they do. But remember, since you’ll now be using the
modified silent treatment mentioned in our conversation chapter,
anyone who’s really enjoying their interaction with you will
eventually want to get some kind of feel for who you really are.
That’s when the more specific, non-generic questions might
come. That’s your indication that things are going well.
Indicators of strong interest will come in the form of open-ended
questions with a steady dose of how’s and why’s (example: “so
how do you know Marty?” or “so why did you go into
advertising?”). You’ll know when the questions being asked are
ones of real interest because you’ll hear it in the other person’s
voice. This is where inflection becomes such a vital part of
reading people. Now obviously, certain individuals might put on
a little performance of their own since everyone has their own
agenda, but the more experienced you get at interacting with
others, the easier it’ll be for you to spot the ones who are aren’t
authentic or genuine.
They’ll maintain strong eye contact.
This is a subtle one since most people look you in the eye when
you’re speaking with them regardless of their interest level. The
rude ones don’t, but there aren’t as many of them as you may
think. Now the key to all of this is my mention of STRONG eye
contact. If the person you’re speaking with really is enjoying the
time they’re spending with you, their eyes won’t wander all that
much. They won’t look at their watch. They won’t look around
the room. They won’t take their attention anywhere from the
conversation you’re having. With that said, please be warned
that even when you’re doing a good job, you might not get as
much eye contact as you would like. After all, even people who
are enjoying their interaction with you might sometimes still have
more important things to do than continue a conversation with
someone like you who’s nothing more than a stranger to them at
that point.
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They’ll introduce you to others.
Like the eye contact example, this is another one of those subtle
ones since polite people introduce you regardless. So what you
have to do is pay attention to how eager they are to introduce you
to other people, and how they go about it. Again, the more you
interact with others, the easier it will be for you to determine if
the other person is just going through the motions or if they really
are excited about introducing you to their friends.
They’ll mirror your body language.
This one is HUGE because it’s one of those reactions that fall
under the heading of subconscious behavior. A good way to test
for this is to first mirror the other person’s body posture for a few
minutes, and then when you think you’ve poured on enough
subtle charm, slightly modify your own positioning and see if
they follow suit. It might be gradual, so hang in there for a few
minutes before giving up on it. If you’re not getting the reaction
you hoped for, rather than sitting there waiting for the external
world to turn on its axis for you, go right back to mirroring their
body posture and continue having a good conversation with them.
If on the other hand, they do mirror you, you might want to wait a
few minutes and change it up again to see if they follow you for a
second time. The more shifts you get out of the other party, the
stronger the indication that they enjoy your company. That said,
making multiple shifts should only be for learning purposes. If
you’re too focused on getting someone to stand the way you are
standing, you’re going to be too unfocused on all the other things
you should be doing. And changing your posture too much also
makes you look fidgety and nervous. Besides, since it will come
to a point where you’ll naturally be able to read others based on
other actions anyway, it will really be in your best interest to be
the one mirroring the other person so that you can enhance your
own appeal to them.
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They’ll mirror your expressions and vocabulary.
This one usually occurs over the course of a longer friendship or
relationship… after the other person has had a chance to really
get to know you. But there’s still a chance that you might see
some immediate feedback as well. A solid indicator that
someone is completely enamored with your charm is that when
you’re talking with them, they’ll start to throw your own
expressions back at you. This happens a lot on instant messaging
since the other party doesn’t have much else to offer you (since
you’re not face-to-face, they can’t communicate with their
inflection or facial expressions or anything like that).
The key to this is the fact that when people like you, even if they
don’t come out and actually say it, they still want to
subconsciously let you know. This is also true if they don’t like
you. That’s why all of the indicators I’m mentioning here are so
important to make note of. Any time they’re being
communicated, it’s because others want to express their opinion
of you, whether they actually realize it or not.
Getting back to this mirroring of expressions, it’s important to
mention that most people (if even on a very subtle level) have
their own way of speaking. They have their own way of saying
hello. Or their own way of saying goodbye. And, of course,
some people’s expressions are a little more ‘out there’ than
others.
I have a friend, for instance, who says ‘good bye’ by saying the
words “see you when I see you, talk to you when I talk to you.”
He says this every time. He even has it on his voicemail
message. It’s just the way he talks. Now, I’ve never seen it
happen in this specific case, but if I were around someone who
knew my friend and they started using that expression on me, I
would know it was because my friend had some kind of a
captivating affect on that person.
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I have seen this kind of thing happen in a lot of other situations.
And I can definitely speak from personal experience on this one
as well. In fact, after I made the decision to write this book, I
created a short list of expressions to use on any new people I met
for the three or four months that followed. The results were
unreal. I came up with words that didn’t even exist, and in
certain situations, I had people inadvertently throwing these
words right back at me. I genuinely affected their vocabulary. In
one instance, I had someone stop themselves after they said one
of these words to me.
They looked at me shocked and said “I can’t believe I said that
word. That’s your word! It doesn’t even exist! See what you’re
doing to me, you little sh*t.”
She obviously said it in a joking manner, but the impact was as
real as it gets. So pay attention to words or expressions you use
and see if you can’t catch someone inadvertently use one of them
when they speak to you. Make sure the words you choose are
normal enough that you don’t look weird, but unique enough that
you know only you could have possibly been the source for the
person now saying them.
The formation in-jokes
Along those very same lines of mirroring expressions and
vocabulary, the formation of in-jokes is one of the most obvious
(and fun) indicators that you’re really vibing with that other
person. The jokes are usually based on some sort of experience
you shared together, which for whatever reason, ended up being
an experience where you bonded together.
If you both sat through the same horrible movie, you might use
the title to describe someone who bores you both. No one else
will know what you mean, hence the term ‘in-joke’… you two
are the only ones ‘in on it.’ And that element, in and of itself, is a
great way to build camaraderie between the two of you.
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As another example, if you both have the same boss who chewed
you out in the same way, you might mimic that boss from hell in
certain situations with each other.
This all works for positive experiences as well. If you both own
the same type of car and you love it. If you both wore the same
costume to a party one time. If you experience any specific event
that was so funny to the both of you, that you voluntarily (and
purposely) allow yourselves to relive it by bringing it up at other
times when it might be funny again… then you’ve got yourself
an in-joke.
They’ll be mean?!
Believe it or not, if your presence is a welcome part of someone’s
day, they might actually communicate it by picking on you.
We’re talking about little things like name calling, pranks, light
punching… stuff like that. It’s just like grade school where the
girls don’t want to admit they like the boys and the boys don’t
want to admit they like the girls, so they all just tease and torture
each other instead. In those cases as well as in yours, it’s simply
a situation where the other person is so interested in your noticing
them that they’ll resort to anything they can think of to get your
attention. And that includes harsh treatment.
If this does occur, it will be playful in nature. So if this happens
to you, in order to be sure that it’s actually because they like you,
just pay close attention to see if they really are just playing
around. Anything malicious in nature is a solid indication that
they either really don’t like you, or they do but have absolutely
no social grace. You might also want to pay attention to how
they treat others. Obviously, if they’re picking on everyone, it’s
not about you. But if you’re their exclusive target (or one of a
very select group), then it’s a safe bet they’re into you.

135

The Charisma Creator © 2007 Andrew S. Kaplan. All Rights Reserved.

Most of you know exactly what I’m talking about here. The guys
reading this can probably remember when they made a joke and a
girl who liked them punched them on the arm while she was
laughing or smiling. Obviously she wasn’t really mad.
And the ladies reading this can probably remember guys making
negative comments but still going out of their way to be nice to
them. Obviously, these guys didn’t really have a problem with
whatever it was they were complaining about.
With all of this in mind, it should also be noted that this doesn’t
just go for situations in which there is sexual attraction. This
kind of interaction can occur on a platonic level as well. Fellas,
have you ever had a guy just playfully put you in a headlock out
of nowhere? Well, it wasn’t because he was into you and wanted
to kiss you or anything. But he did appreciate you, and this was
the only outlet of expression that he could come up with.
Simple as that.
Sometimes, however, this kind of feedback (or any other kind,
for that matter) might take a little time to emerge…

Not all feedback is instant
It’s important to remember that some of these responses might
not be immediate. As I said above, while the mirroring of body
posture will be one of the earlier ones to arrive, the mirroring of
vocabulary will most likely happen in a later meeting after
they’ve really had the opportunity to warm to you. And this
variation goes for negative reactions to you as well…

Signs you’re making a NEGATIVE impact
Any type of negative feedback that you get is usually pretty easy
to spot.
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The other person will look around the room instead of you during
the conversation. They might constantly look at their watch.
They’ll show little to no interest in what you’re saying. They
won’t remember what you said to them five minutes after you
said it. They might not even remember your name the next time
they see you. Or maybe they’ll roll their eyes in response to
something that you say (in an involuntary way, not even realizing
that they’re doing it).
And getting back to what was said about body language earlier in
this book, they’ll fidget or touch their eyes, ears, nose, or mouth
often enough that you’ll know something is wrong. They’ll have
their arms crossed, or be giving off some other obvious sign of
closed-off body posture. Basically, there will be some kind of
lack in connection between you and this person, so always be on
the lookout for all of these things, especially as you begin to learn
(and naturally make some mistakes here and there).
Now that you know that feedback will be there for you, keep
another thing in mind…

Don’t change too quick too soon
The first thing most people forget when initially applying this
material is that one should not deviate too much from who they
currently are too quickly. A lot of the internal changes will be
gradual… and they’ll be natural. And it will be a lot easier on
you if you remember that you still owe other people a decent,
appropriate level of respect. The chapter to follow will discuss
this in better detail and ensure that you use this material in the
healthiest, fairest, safest, and most beneficial way.
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CHAPTER 13

THE VALUE OF
COURTESY
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As was hinted at the end of the last chapter, there’s a manner in
which you should be approaching all of this so that your results
are as good as they can possibly be. So as you really start to
learn and apply all of the information in this book, remember that
you still owe other people a certain degree of courtesy and
respect… just as you always did.

Respect others
Taking the advice in this book and applying it will result in a
natural pattern of behavior that automatically leads to treating
others with respect. And this is very important since showing
respect for those around you is a big part of being charismatic.

Manners and Class
A huge part of being charismatic is having manners and class.
And please understand that there’s a huge difference between
having manners and kissing ass. It’s okay to be nice to people.
It’s okay to be accommodating. As long as you’re not hurting
yourself in the process, you’re supposed to treat others well. So
be the type of person who’s happy to do favors. Be the type of
person that others can depend on. Be the type of person who’s
genuine in everything that they do. And be the type of person
who shows gratitude and thanks others.

The power of ‘Thank You’
When someone does something for you, let them know you
appreciate it and thank them. It probably seems silly that I would
bother to say something like this, since everyone already pretty
much knows it. But you’d be shocked at how many people fail to
provide a simple gesture of gratitude when someone else is doing
something nice for them.
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And being thankful isn’t something you should ‘feel obligated’ to
do. It’s something you should actually want to do. The type of
person who’s grateful for things is the type of person who
continues to get even more of those things over the course of
their life. Trust me on that one.

Gratitude can be about your action, not just your
words.
A real difference in the world of dating is that you show gratitude
with your action rather than your words. You don’t have to say ‘I
love you’ one hundred times a day to let the person you’re with
know you care. You can show them with your action. In fact,
actual behavior rather than words is a lot more powerful and
effective in giving someone else a pleasant experience anyway. I
always operate in a certain way so that those who are out with me
feel good… but I do it in a way that I’m not kissing their ass.
I open doors for women. I open doors for everybody actually.
But especially when I’m out on a date. On a date, it’s okay to do
things like opening the car door for her. Or helping her with her
coat. As long as you’re not kissing up while you’re doing it, this
is the kind of thing you’re actually supposed to do.
A real man takes responsibility for the safety and well-being of
the woman when he’s out with… even if she doesn’t need it. If
she’s a black belt and can kick his ass, fine. So be it. But it’s
still his job to place himself between her and a busy street when
they’re walking together. Because I haven’t seen a black belt yet
who can handle getting run over by a new Escalade. As soon as I
see someone get hit by a car, brush themselves off, and just walk
away, I’ll be sure to let you know.
Now let’s be honest here… is either one of you really going to be
hit by a car while walking on a sidewalk? Odds are pretty slim.
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But class is about the gesture. It’s about saying “yeah, we know
this won’t happen, but if I’m wrong, the car’s going to have to
get through me to get to you.” And that is how you show you
have class.
And by the way, you don’t have to be rich in order to behave in
this way. You don’t need a large bank roll in order to have
manners and class.

It’s NOT about the Benjamins
Understand right now that class has nothing to do with financial
stature. You can be one of the poorest people on the planet and
still have class. And you can be one of the richest and not have
it. Class is simply carrying yourself with pride and respect. Not
only in and for yourself, but for others as well.
Let me give you an example. I used to live next door to some of
the rudest, most ignorant people you could imagine. They had
absolutely no understanding of what it meant to have any kind of
real dignity, and they stood out like a sore thumb on our block.
Again, this had nothing to do with finances, especially since they
were living on the same block as people who were normal (it was
a basic run-of-the-mill middle class neighborhood). And it
wasn’t about any cultural differences or misunderstandings either
since the rude things that they did completely transcended any
specificity to their nationality. They were just obnoxious, loud
people. They had no pride in who they were.
They repeatedly honked their own horn in their own driveway at
their own family members. They would come in as late as
midnight and carry on loud conversations in their driveway rather
than having the decency to take their own business into their own
house. And even when they took things inside, they could be
heard hollering at each other from houses away during the
summer when their windows were open.
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Not fighting… hollering. The weird and loud conversations they
were having were actually normal to them.
They didn’t respect their own property, either. They tossed litter
onto their own backyard and frequently spit on their own
driveway. If that wasn’t bad enough, none of them could drive
apparently, and when they would turn into their own driveway,
they would drive over their own lawn and ruin it. I’m not
kidding here. They allowed their young children to be up and
running around past midnight on a school night, which to me
made no sense. They lied to people. They were pathological
liars… and their lies were obvious and blatant. But it went past
all of these actions. You knew these people had no class simply
by the way they walked. You could just see it on them.
I encourage you to really pay attention to the way someone walks
every now and then. You’ll know exactly what they think of
themselves. You’ll know exactly how they view life. You’ll
know exactly why they are in whatever circumstances they’re in.
I personally pity people like this. They’ll never get far in life.
Even if you think they do, it will be an illusion. After all, you see
classless people in high-paying jobs. You see classless people
living exciting lives. You see classless people stumbling on to
good things. But you only see part of it. You don’t see the
turmoil they live with every day. You don’t see the shattered
relationships they come home to. You don’t see them waking up
every morning and being unable to look in the mirror. You don’t
see that their ignorance prevents them from being anything even
resembling a quality human being.
Worse yet, some people feel entitled to behaving in such a
classless way because they think their environment makes it
appropriate. It doesn’t matter where you live or where you work.
If you’re letting external circumstances determine internal
behavioral patterns, then you are not in control of your life. And
that’s definitely somewhere you DON’T want to be.
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I want to reiterate that this is all about what’s going on internally.
Your internal environment is who you truly are.
And so, you don’t need to know how to pick out champagne to
have class. You don’t need to know how to order in a fancy
restaurant to have class. You don’t need a Rolls Royce to have
class. Or expensive diamonds. Or a house in Beverly Hills. Or
your name on a billboard. Or knowledge of the latest fashion
trends. Or anything like that. You just need whatever it is you
carry with you every day… on the inside. Cliché, I know… but
that’s still just the way it is.
Also, in case you haven’t figured it out yet, it’s perfectly fine to
hold a high opinion of yourself. Because how you view yourself
doesn’t necessarily have to reflect how you view others in
relation to you.

You don’t have to look down on ‘them’ to look
up to yourself
Being charismatic doesn’t mean giving people the impression
that you’re better than they are. It’s simply giving them the
accurate impression that you have a high (not conceited) opinion
of yourself… and presenting that opinion in a way that they
easily and happily agree with. You’re not looking down on
others. You’re not acting like you’re more important. All you’re
simply doing is implying that you personally carry importance,
and if they want to keep up with you, they’re more than welcome.
Keep this in mind, especially when you’re in delicate situations
like breaking the ice, going on that first date, or interacting in an
office environment. Pride is okay to have of it’s not hurting
anyone. In fact, you can do others a great service by helping
them develop pride in themselves. So do the little things that will
accomplish that.
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Give others credit
Give other people credit whenever possible. Often times, all
people really want to hear is that they did a good job. Or that
they did something that was appreciated. Just as I mentioned
earlier in this chapter, there’s a real value in offering that kind of
gratitude. And this type of behavior benefits you as well. Not
only will you be known as the type of giving person who others
are always happy to be around, but on those occasions when you
take credit for something yourself, your claim to that recognition
will seem a lot more legitimate and be far less likely to be
questioned. The less you doubt in others, the less they’ll doubt in
you.
Finally…

Enjoy the people around you
If you’re not enjoying the moment while you are around others…
and they aren’t enjoying the moment while they are around you,
what is the point of you being around each other? It is that very
question you should always have in mind when you’re dealing
with other people. That goes for dating. That goes for business.
That goes for everything. Approaching your interaction with
others through this perspective is all you’ll ever need in order to
ensure that you continue to carry yourself in an appealing,
magnetic, charming, and charismatic way. So never forget to
operate around others with this vital understanding.
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CHAPTER 14

MORE INSIGHTS INTO
MAKING CONNECTIONS
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As we near the end of this volume, I just wanted to give you a
little more useful information and delve a bit further into some
insights that might help you better connect with others. Life
really is like that cliché that says “it’s not what you know, it’s
who you know.” So make sure you’re putting yourself in the
right position to know the right people. For instance…

Make a connection behind the bar
Get to know bartenders in popular after-work happy hour spots
and build up a good rapport with them… your familiarity with
them and the camaraderie that’s put on display every time you
are there will automatically make you seem like less of a stranger
to those around you, and they’ll be a lot more open to any
conversations you start with them. To really understand this tip a
little better, just think about the people that you yourself have felt
comfortable around. They were the ones who seemed warm and
friendly and always easily got along well with others around you.
And it’s that very appearance of familiarity that will aid you in
establishing that comfort level when you’re in a popular bar
that’s frequented by industry professionals after the regular work
day ends. This is where you’ll make some real connections.
This idea has merit in other ways as well. Make nice with the
bouncer of the club you like to frequent. Be pleasant to any
receptionists or assistants you need to deal with on regular basis.
Always be a good tipper when the situation calls for it. I think
you see where I’m going with all of this. Treat people with the
kind of respect they appreciate and deserve, even if they don’t
seem to be in any position of importance or influence, and you’ll
find yourself making connections in new ways at an astonishing
rate. And when you’re making these connections, you want to
make sure that you always have a reliable way to contact them…

Getting their card is more important than giving
them yours
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From a dating standpoint, you’re in a stronger position when you
ask for someone’s phone number or e-mail without giving them
immediate access to you. It’s a great way of leaning back,
establishing yourself as a rare or exclusive commodity, and
enhancing your status.
And you want to be sure to get the other person’s info in
professional situations as well… but for a different reason. In
situations where you’re networking and making contacts for the
purposes of advancing your career, getting their info should
always be the priority because it will be an easy way for you to
maintain contact with them and demonstrate that you can be an
asset rather than a liability should they choose to work with you
in the future.
Think about it. If you throw your card around to just anyone, you
really don’t know who’s even going to care. But if you get
someone else’s card instead, you’re in a fantastic position to
show THEM that YOU care. And people care about people who
care about them.
Getting in touch with new business contacts the next day,
informing them that it was nice meeting them, and inviting them
to contact you if they ever need anything is a great way to
demonstrate that you’re the type of person who will go that extra
mile for them. And you can only do that by first getting that card
with that work e-mail address (or even that snail mail address if
you want to really go all out and send a cordial hand-written note
– something that REALLY leaves a lasting impression!).
Also, get yourself comfortable with the idea of doing favors for
other people without the intention of getting anything from them
in return.
True, they might be able to help you somewhere down the line,
but then again, they may never have anything to offer you.
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Either way, if you’re not stuck in the mind frame of ‘keeping
score’, you’ll end up doing so many nice things for so many
people, the solid reputation you develop as a result will help you
in surprising and pleasant ways you couldn’t begin to dream of.
Bob Burg wrote two fantastic books that go into more detail
regarding all of this and dealing with others on a professional
level. There really is a science to making more connections, and
it starts with what I’ve given you in the paragraphs above. That
said, if you want to go even deeper, Bob’s books are titled
Winning Without Intimidation and Endless Referrals, and I
highly recommend both of them.
Speaking of going deeper, remember that respect is paramount to
your success. So you have to do what is necessary to show
respect for others. And you also have to behave in a way that
will ensure that others respect you as well. And in order to
accomplish that, you’ll need to set and maintain your own
personal boundaries.

Maintain your own personal boundaries
One of the first things you need to realize, regardless of your
situation, is that it really is okay to say ‘no’ sometimes. If there’s
something you’re being asked to do that you really don’t want to
do… or if you’re being put in a position that you don’t want to be
put in… or if you’re being cornered in any way by somebody
else, it’s YOUR responsibility to handle yourself in a way that
tells the other party that this is not okay.
This doesn’t mean you have to be rude or belligerent in any way.
It doesn’t mean you have to make a public scene or embarrass
whoever is challenging your personal boundary. All it means is
that if you don’t think something is right, you must realize that it
is your job to keep yourself from doing it. And it’s okay if you
do, because that is how people maintain respect.
148

The Charisma Creator © 2007 Andrew S. Kaplan. All Rights Reserved.

They have their own preferences. They have their own standards.
They have their own boundaries.
That’s why nice guys never get any respect… they never make
note of what they actually want to do. They always carry the
attitude of “where do YOU want to go for dinner?” “I’m sorry I
don’t have a more expensive car to chauffer you around in.”
“Anything you want, dear.” This kind of attitude just doesn’t
work. It violates that all too vital element known as congruency.
And as you know by now, when you’re not congruent, everyone
knows you’re not real. And that’s when they lose respect for
you. So get yourself used to saying the word ‘no’ every now and
then.
Through this method, you’ll be able to remain a challenge in
business without insulting your potential clients. Through this
method, you’ll simply and honestly provide the limits you’re
willing to go to in whatever particular situation you may be in.
And through this method, you’ll always remain authentic. And
authenticity obviously keeps things a lot more interesting. And
when it comes to creating your charisma, there are very few
things that are more important than keeping things interesting.

Keeping yourself interesting
Whether you’re in the realm of dating or you’re trying to improve
your position career-wise, it’s okay to rely on a few ‘crutches’ or
gimmicks here and there… especially in the beginning when
you’ll be working your hardest to cultivate an effective level of
charisma.
It’s okay to realize that as you grow as a person and begin to
develop an appealing and pleasing personality, certain situations
will arise that call for a little ‘extra’ outside help. Don’t allow
yourself to feel inferior if you’re ever faced with this type of
situation. There’s NO shame in using crutches when they’re
really needed. Everyone uses crutches.
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In fact, the smartest people enlist any aid of any kind whenever
the opportunity presents itself. They want to do every little thing
they can possibly do to make themselves more interesting. They
want to do all they can to present themselves in a better light.

Use your talents or find some new ones
If you’ve got some interesting talent that can be utilized to
impress or entertain the people around you, then use it. If
nothing comes to mind that you can use, you might want to buy a
book or two on palmistry, astrology, or even handwriting
analysis. Talents in any of these areas might go over well if there
ever seems to be a lull in your interaction with someone.
Another great tactic to use is cold reading. It’s a fantastic way to
separate you from anything the person you’re out with has ever
seen before, and it can be extremely effective. But I must stress
that this kind of behavior should only be done with the specific
intent of having fun. There’s no need to use it for manipulating
whoever you’re out with.
Cold reading simply means you give some kind of accurate or
insightful assessment about the person you’re with. It’s
information about them that they didn’t exactly divulge, but that
you were able get based on the conversation you’ve been having
with them. It can be something real or it can be a humorous fact
that doesn’t actually reflect them. For instance, you can say
“land…sea…or air… pick one.” If they pick land, you can go on
about how consistent they are in their opinions and how they
stick to their decisions (like a solid rock). If they go with sea,
you can describe them as easily adaptable to change… having the
ability to deal with situations as they come (as in going with the
flow). If they pick air, they’re an open person who isn’t shy
about expressing themselves to the world (as in an open air, nonrestricted environment). Are those answers legit? Probably not.
But you see where I’m going with this.
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Someone who tells you they enjoy classical music gives you an
opportunity to ‘assess’ that they enjoy precision and are
perfectionists. That can be referenced later if you do something
well, but they still complain about it. Someone who owns a
greenhouse (all glass) can be ‘interpreted’ as a sensitive
individual with erratic emotional swings. Their ability to keep
their cool can easily be shattered (like glass). This can be
referenced next time you tell a dirty joke and they are bothered
by it. Again, you see where I’m going with this, and you can
keep it all in good fun.
And while you’re learning all these new ways to entertain others,
you’re also going to have to find yourself some new people to try
these talents out on. So go out there and meet other people. If
you’re not into the bar or club scene or you just want to meet new
people in other forums, you’ve got plenty of options. Activities
that are available in your community right now are fantastic ways
for you to make new connections.

Meeting people through local activities
Local activities you might be interested in really are great
avenues for meeting new people. Whether you want to learn
ballroom dancing or go to an acting class or join a local
dodgeball league or anything else… you’re guaranteed to make
some interesting connections. And this goes for both dating and
business. In fact, one of the best ways to meet people that may
play a role in improving your life is to volunteer for some local
charity. The people you meet by volunteering for these kinds of
places will most likely have hearts of gold, a wide array of
connections of their own, and a willingness to help you if they
can. So expand out of your usual norm, and take part in any or
all of the options listed above. Or think of some other
community activity that appeals to you. Trust me, you won’t
regret it.
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I realize as you read all of this that some of you may still be a
little shy or a little hesitant to just go up to complete strangers
and start conversations. So I just want to remind you that there
really is no big deal to it. As long as you’re not weird, clingy, or
creepy in any other way (and confidence through congruency
fixes all of that), nobody is going to look down on you for being
friendly. And if someone in particular isn’t impressed by you,
SO WHAT. Does their opinion REALLY matter?? I’m not sure
who first said it, but I remember hearing a saying that went along
the lines of: “If you knew how little others really thought, you
wouldn’t worry about what they think at all.”
Besides, if you take the right perspective, meeting new people
can actually be even more fun than you might have ever
expected. All you have to do is make things a little more
interesting…

Make meeting people a fun challenge
One of the hardest things to get over when you start to work with
this material is overcoming that shyness that has been with you
for years and years (and for some of you, even decades). This
isn’t to say that you’re actually a shy person, but when it comes
to approaching members of the opposite sex or trying to network
in social environments, most people initially have a little trouble
coming out of their shell and establishing a real comfort level.
And a great way for overcoming this problem is to push yourself
with positive incentives. For example, you and some friends can
play a little game that I like to call “The Money Pot for Pickup
Challenge.”
The rules are simple. At the beginning of the night (at a bar or
club or any other place that works), you and some friends each
put at least $20 in a pool of ‘community money’. This is the pot.
And at the end of the night, only one person walks away with all
the cash.
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The criteria for winning can be anything from the person who
makes the most approaches… to the person who gets the most
rejections… to the first person to get a certain number of
rejections… to the person with the best or most interesting story
from hitting on someone… to anything else you might think of
that would apply to you.
For the purposes of overcoming shyness and realizing that being
turned down really isn’t the end of the world, I suggest (in the
beginning, at least) that you award the money to the person who
got the most rejections on the evening. Obviously, you’re
operating in an honor system and have to trust each other to be
completely honest about your results. But if everyone really
participates and plays fair, it can be a very fun game that helps
make for a very interesting evening.
The whole point of this is to have fun regardless of your own
results. Because when you’re genuinely having fun, your results
automatically end up getting better anyway. So have fun with the
game, bring everything you’ve got to the table, and enjoy the
huge wad of cash you earn yourself at the end of the night.
Besides using positive incentives, you can do other things like
ask a stranger to take a picture of you somewhere. This one is an
easy ice-breaker, and if done the right way at the right location,
you can actually build instant rapport with the other person. For
example, go to a health foods store, wait for the first person you
find attractive to come out, walk up to them, and ask them to take
a picture of you in front of the store as evidence that you were
actually there. Joke about how you made a bet with some friends
about losing weight or something like that. Then, with a deadpan
look on your face, ask them if weight loss is the reason they shop
there. If they say yes, you can tease them with a line like “Oh
really? Hey, my ass is fat, too! Let’s be friends!” If they deny it
and say no… accuse them of lying to you (jokingly, of course)
and follow it up with a “Hey, my ass is fat, too! Let’s be
friends!” The same exact statement works in both situations, and
you win either way.
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You don’t need to feel obligated to hit on someone in this
situation, by the way. You can simply ask them to take your
picture, thank them, and then move on. This is really only about
getting yourself comfortable with the idea of going up to
complete strangers and introducing yourself. And the more
experience you give yourself, the more comfortable you’ll be.
And the more comfortable you are, the better you’ll get. It’s as
simple as that.

In conclusion
The value of the material in this chapter and all those that
preceded it is two-fold. On the one hand, you have useful,
tangible advice and insight into making yourself as charismatic as
you would like to be. And on the other hand, you have fantastic
examples that you can specifically apply to your own individual
life and needs. So remember to be creative with all of this and, as
I’ve probably said way too many times at this point, HAVE FUN.
If you’re not having fun, there is no point to this.
Finally, now that you’ve read this book, don’t assume you know
everything in it, and don’t assume you’ll be applying the tools in
it on a consistent and continuous basis. Read the book all the
way through again, taking detailed notes that personally apply to
you
Also, keep this book in a highly accessible place so that you can
refer to it often. And keep it in a highly visible place so that
you’re always reminded to use what it offers. Everything is now
up to you at this point. It’s now up to you to learn and use what I
give you. So get out there and create YOUR charisma!

154

The Charisma Creator © 2007 Andrew S. Kaplan. All Rights Reserved.

FINAL
THOUGHTS
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As we wrap things up here, there’s something very important you
need to keep in mind as you move forward. The majority of
people you will be interacting with from this point on are most
likely unaware of much of what you have just learned in this
book. That puts you in an incredible position of influence. So as
you deal with them in the multitude of scenarios you will be
faced with, be sure to refrain from using your new and powerful
insight to take advantage of them.
And along those same lines, try not to take things personally or
hold things against them that are a result of their own ignorance.
We were all at a point where we just didn’t know any better at
one time or another. It is now your responsibility to integrate that
understanding into all of your thoughts and actions to follow.
I also want to thank you for reaching higher than most, and for
giving this little volume your time, energy, and full attention. It
has been my true pleasure to offer you this information, and I
know that it will bring great things into your life.
I really do hope you have and will continue to enjoy significant
gains from the content presented in this book. It’s very important
to me that this volume provides for you much more in actual
value than the dollar amount you’ve exchanged to read it. And I
hope it’s fairly obvious that I’ve personally gone to great lengths
to include anything and everything you might need in your own
attempts to enhance your social skill set and create your
charisma.
This is not an ending. It is a beginning. Enjoy this ambitious
new journey. Remember, nobody can make the ride worth it but
you. So make sure to approach life with the kind of enthusiasm,
hope, and confidence you’ve always identified in the charismatic
ones around you.
To your success!
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