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Part One: The Foundation

THE MISCONCEPTIONS OF 
PERSUASION
In today’s world, people seem to look at experts 
of influence and persuasion as if they are scam 
artists, looking for people to victimize and rip 
off with deception and other foolishness. The 
main reason behind this misconception is 
because of all of the negativity and false 
thinking that has been attached to this field over 
the years. Why are these attachments made? 
Who are the people that are more than likely 
making them?
Most times they occur from people that may 
have had a horrible experience with an 
individual that may have used persuasion to put 
them in a bind or an overall negative situation 
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that they immediately regretted ever being in. In 
other cases, these misconceptions originated 
from the lack of knowledge that most people 
have when it comes to being able to effectively 
use the power of influence and persuasion in 
their lives much less the lives of other people.

That leads to the point that so many people are 
failing to realize overall – that influence and 
persuasion are both powers. Just like with any 
other power, both can be used either for positive 
or negative endeavors, good or bad.

THE POWER CAN BE USED FOR GOOD 
OR BAD
When these powers are effectively used for 
good and positive purposes, everyone involved 
will feel as if they have achieved something 
good and positive in their lives because of it. 
This connection can also be referred to as a 
cooperative relationship. On the other hand, 
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when these powers are effectively used for bad 
and negative purposes, there will always be the 
one party that will feel violated, coerced and 
manipulated into a situation that they did not 
want to be a part of in the first place.
Any information that you can receive and be 
educated on about influence and persuasion is
amazing, because it allows you to learn how to 
use these powers in whichever way you like. 
However, the true benefits of these powers can 
only come as a direct result of them being used 
for the greater good.
The information that you are about to read is 
beneficial for people of all ages and from all 
walks of life. It will change your life and the 
way that you think and feel about everything 
and everyone around you. Time and time again, 
this information has been proven to work and 
has been effective in almost every studied case. 
However, we advise that you only use this 
information to be molded into a more influential 
and persuasive expert of positivity in your lives.

6



You should definitely know right from wrong 
and be competent enough to make the right 
decisions in your life in respect of other people. 
We hope that you are able to furnish this power, 
but only use it to build people up instead of to 
break them down. The positive use of this 
power draws people towards the wonderful
world of persuasion and influence. On the other 
hand, the negative use of this same power will 
repel them from us and make it that much 
harder for the other experts in the field that only 
want to do what is right.
With that said, let us now begin with an in-depth 
look into the way that our beautiful minds 
actually work.
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THE PIECES OF MY MIND

In the 1960’s, there was a popular physician and 
neuroscientist named Paul MacLean who spent 
years studying the brain and how it works.
He created what is known today as the Triune 
Brain Model, which displayed and explained the 
three major regions within the brain.

(1)The Neo Cortex: This part is the most 
recently developed region of the human brain. 
When most people speak of the left and/or right 
hemispheres of their brain, they are actually 
referring to the Neo Cortex. The Neo Cortex is 
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home to all of our logic, imagination, creativity, 
planning and the ability to have the amazing 
dreams that we have throughout the day and as 
we sleep.

(2)The Limbic System: The limbic system 
allows us to be able to have long term 
memories, express emotions and how we feel 
along with exhibiting behaviors for our own 
self-preservation, such as being able to find food 
for our families.

(3)The Reptilian Complex: The Reptilian 
complex is also referred to sometimes as the 
“reptilian brain” or even the R-complex. Paul 
MacLean believed that this part of the brain is 
the very oldest part of the human brain, first 
developed hundreds of millions of years in the 
past. This part of our brain is primarily 
responsible for all of our survival instincts as 
well as natural bodily processes, such as the 
ability to breath, circulate, digest and even the 
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internal responses to fight or flight when 
stimulated in certain situations.
Ideally, humans should be able to function while 
being fully conscious while primarily using the 
Neo Cortex region of our brains. However, in 
order to achieve such a monumental task 
requires excessive amounts of mental effort and 
energy that many in today’s world just do not 
want to committ to using. As a human race, 
overall, we feel much more comfortable just 
flying throughout our lives in “auto-pilot”. By 
doing that, we only rely on our cognitive
abilities if we absolutely have to as a last resort. 
Instead of working through different things and 
overcoming obstacles head on, we would rather 
just find as many different mental shortcuts to 
cut corners and get from Point A to Point B as 
soon as possible.
Are we in control of finding these numerous 
short cuts? In most cases, we are not. They 
occur so deeply within our own subconscious 
minds that we are not even aware they are 
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taking place when they do. Psychologists have 
coined the term “heuristics” to describe these 
mental shortcuts that we are taking without even 
being aware of them.
Heuristics can only function if they are based on 
comparison. Each time that our mind is 
presented with information, it cross-references 
that new information with similar data that we 
have already gathered at some point in our lives. 
After the comparative connection is made, the 
mind will then make an immediate decision of 
what path to go on as it proceeds to the next 
step.
However, the Reptilian brain is not the only 
region that is used every single time this process 
takes place. There are instances when the Neo 
Cortex and the Limbic system get to join in on 
the party as well. Whether or not they are 
invited solely depends on us, though, and how 
much the subject being discussed personally 
means to us.
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If it is something that could potentially have a 
significant impact on our lives, the information 
is processed and developed much differently 
within our brains than when it is not that 
important to us at all. Based on these factors, the 
way that we process this information will 
determine which path, or route, our brain will 
take in order to further develop and store it 
away properly.

THE CENTRAL & PERIPHERAL ROUTES

There are two available routes that the brain can 
take at this point: the central route or the 
peripheral route. Let’s now take a moment to 
focus on the importance and pattern of each of 
these two routes.
When you are actively processing the 
information as you pay close attention to what is 
being said and what is taking place around you, 
you are following the central route of 
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processing. On this path, there are a lot of things 
that are being factored into the overall process.
The people on this route will first identify the 
source of the information that they are taking in 
at the time and then attempt to identify with that 
source in some way. At that point, they will be 
able to determine whether or not the source is 
credible and a good person to go to for 
information. After that, they will determine if 
the source is trustworthy.
Whether you know it or not, they also take into 
consideration if the source is attractive to them. 
That concept may seem shallow and dense, but 
it is true. Don’t you listen to someone that you 
find attractive more keenly than a person that 
you are not attracted to at all? Think about that 
for a moment and you will see that this level of 
thinking really isn’t as superficial as it may 
seem.
Once all of these factors have been processed 
separately, if the source has passed all of their 
subconscious tests of this central route, they will 
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then start to analyze the information being 
delivered to them.

The peripheral route is where all of the 
shortcuts and heuristics come into play. The 
person that follows the peripheral route is not 
focused on the actual content of the information 
as much as they are on the way that the 
information is being delivered. In this mental 
state, mind control and mental framing have 
been proven to work very well.

HOW DO I KNOW WHICH WAY TO GO?
The answer to that question is much easier than 
you may think. As the expert, you just need to 
figure out how the person that you are working 
on processes information – peripherally or 
centrally. What are the telltale signs to look for?
If they seem to be paying more than the usual 
attention to what you are saying and scrutinizing 
everything that you say as if they were studying 
your words under a microscope, it is safe to say 
that they are following the central route.
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On the other hand, if they are relying more so 
on images or other positive elements in order to 
reach their final decisions, they are 
subconsciously following the peripheral route.
Keep in mind that, if this is the case, their 
overall decision-making process has nothing to 
do you with you or the information that you are 
presenting whatsoever. However, from a central 
perspective, they find enjoyment in being able 
to analyze the information for themselves. 
Therefore, you have to be ready to give them as 
much information as possible because they are 
going to be the ones absorbing it all like 
figurative sponges.
On a peripheral route, avoid spending 
unnecessary time going into lengthy details by 
any means necessary. This is only going to lead 
you down a dead end street with them saying 
“No” each and every time. As soon as you have 
determined what information these people need 
to have, your job is to figure out how to mold it 
all within your message without going too far.
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COVERT TACTIC #1 - THEY 
KNOW A LOT OR THEY KNOW 
NOTHING
Realistically, the odds are that these people will 
be in only one of two categories – either they 
will already have an abundance of knowledge of 
what you are offering to them or they will have 
none at all. Therefore, it is imperative that you 
present the information to both groups in 
different ways.
First, let’s talk about the people that have an 
abundance of knowledge of the specific area 
that you are discussing. You do not need to 
waste your time selling them on the benefits of 
learning what you have to offer since they are 
just going to mentally make the connection 
between what you say and what they already 
know about the topic anyway. Save yourself the 
time, resources and energy!
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With this group, your primary objective is going 
to be to hone in on the features of what you are 
offering, which you need to truthfully be 
thoroughly educated on. They will be able to 
sense your lack of knowledge a mile away and, 
as soon as they smell that scent, you have 
completely lost their interest forever.
It is extremely important that you come to the 
table with a lot of information to offer this 
group so that you do not leave the table empty- 
handed.
Now that we have discussed that group of 
people, let’s take a moment to talk about how to 
deal with the group that do not have a lot of 
knowledge about the subject. The key element 
that you want to keep in mind in these cases is 
simply that “less is more”. They need to be able 
to process the information that you are 
delivering as quickly as possible.
If you are cramming a bunch of information 
down their throats at one time, they are not 
going to be able to process any of it and you 
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will lose them. Instead of focusing on the 
features (as you would with the knowledgeable 
group), your main goal with this group is to talk 
about the benefits. These peripheral cues will 
make a significant impact when it comes to 
being able to influence this group of people.

EXCESSIVE RAMBLING SUBTRACTS 
POWER
It is very important that you are able to 
effectively deliver your message in a variety of 
ways so that it can become engraved within the 
minds of your audience. However, at the same 
time, you need to find a way to accomplish this 
without rambling on and talking excessively 
about your subject.
Rambling on in conversation will have a similar 
effect as beating a dead horse; it gets you 
absolutely nowhere. The only thing that 
excessive rambling will be able to accomplish 
within your delivery process is taking away 
from your power instead of adding to it.
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When you are preparing the overall structure 
and organization of your information, take the 
time to truly figure out how the information 
(regardless of who or what it is about) sets your 
expertise apart from your competitors.
This will allow you to stand out in the minds of 
your listeners even more, because they will 
mentally be able to clearly distinguish between 
you and everyone else that claims to be experts 
in the same field. If they cannot make this 
distinction, then there is no way that they would 
ever be able to follow you.

COVERT TACTIC # 2 - 
EFFECTIVE REPETITION ADDS 
POWER
Effective repetition will continuously make your 
message that much more powerful. Keep in 
mind that this is primarily focused on repetition 
of the overall message, but not repetition of the 
same words. You don’t want to be repeating the 
same word or phrase over and over again, 
because this will become annoying to your 
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audience and take away some of the power that 
your information already.
You should be looking for ways to make the 
same message sound different each and every
time; changing the wording and structure of the 
message while keeping the core purpose and 
meaning behind it the same.
Repetition will also play in your favor if you use 
it wisely, because you want people to be able to 
remember the material being shared with them. 
By effectively repeating it back to them, they 
will be better able to effectively repeat the same 
information back to others.
In turn, their confidence in you is increased if 
they are easily able to repeat your message to 
themselves or use the same information to teach 
other people. If they can not quickly recall this 
information at any given moment, buyer’s 
remorse will quickly settle in and they will 
quickly disconnect and disassociate themselves 
from you and your information.
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Effective “word-of-mouth messaging” will also 
play in your favor because your reputation will 
spread faster and further than you would ever be 
able to reach by yourself.

COVERT TACTIC # 3 - WHEN TO 
FOCUS ON FEATURES & 
BENEFITS
You should always have an interest in finding 
out how extensive your audience’s knowledge 
about the benefits of your information is before 
you even begin speaking to them.
If they already have an abundance of 
knowledge, as mentioned earlier, you are simply 
wasting your time, energy and resources by 
stressing the importance of the benefits to them. 
Focus more on learning how they were able to 
gain their knowledge in the first place and then 
emphasize the features of what you are offering.
Discussing these features will allow them to 
make connections to the benefits that they are 

21



already knowledgeable of and cause you to 
effectively be able to get through to them.
On the other hand, when your audience has no 
idea about what you are talking about, you are 
going to have to start from the beginning and 
take the necessary time to educate them on the 
benefits of what you are bringing to the table.
As mentioned earlier, however, you only want to 
do this in moderation. Too much information at 
once fed to someone that had no knowledge to 
begin with is ineffective. It does not allow them 
to process and fully understand anything that 
you are saying to them. Therefore, once again, 
you would just be wasting your time, energy 
and resources.
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COVERT TACTIC # 4 - YOU’RE 
ONLY AN EXPERT IF OTHERS 
THINK SO

Another important part to being successful at 
becoming an expert of influence and persuasion 
deals directly with whether or not people view 
you as an authoritative figure and expert of the 
information being delivered.
Your audience has to be able to trust that your 
expertise, education, experience and knowledge 
are enough to qualify you as being the person 
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that they should go to for expert information and 
guidance.
You have to be able to engrave a vision into 
their minds that clearly shows them what your 
products or services can do for them in their 
own lives. If they can achieve this and visualize 
the results for themselves, the odds of them 
desiring to learn more and remember your 
message more will be in your favor.
On the other hand, if you are working on 
someone that already feels that they are 
anexpert and knows all that there is to know 
about the information being presented, you will 
be wasting your time by trying to create any sort 
of vision for them. They more than likely 
already have their own vision that was first 
implanted in their minds when they started to 
learn about the information. Trying to put a new 
vision where an existing and still effective 
vision already dwells is pointless.

“EMOTION FIRST, LOGIC SECOND”
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We have now thoroughly covered the way that 
people process information and how you should 
focus on presenting your information effectively 
in order to work with how they process that 
information.
Now, we need to focus on how to change their 
thoughts and beliefs in order to effectively be 
able to influence their decision-making 
processes.
When it comes to making decisions, people are 
more prone to following an “emotion first, logic 
second” system. They will make their decisions 
solely based on how they feel about something 
first and foremost and then logically try to 
justify their decision after it has already been 
made. Therefore, adjusting their way of thinking 
and making these decisions is extremely 
difficult to do, especially since most people are 
resistant to any sort of long-term change.
Think about it. Haven’t you noticed that it is so 
much simpler to get a person to agree to a short- 
term decision than it is one that is long-term? 
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For example, making single purchases that 
people can enjoy on a short-term basis is much 
easier for people to do than it is to purchase a 
long-term product, such as an insurance policy 
or anything involving a long-term, contractual 
agreement.

COVERT TACTIC # 5 - CHANGE 
A PERSON’S HABITS BY 
CHANGING HOW THEY ARE 
WIRED
A person’s habits are mainly based off of what 
they have done or how they have behaved in the 
past. Therefore, when a person does any specific 
thing, they are naturally doing it the same exact 
way that they did it in the past without any 
change necessary.
Many people have come to know this process as 
someone’s “wiring”, saying that it is just the 
way that a specific person is wired. The only 
way that they are able to change their individual 
wiring patterns is by acquiring new behaviors.
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Past studies have been able to prove that habits 
could be formed in three weeks. However, 
recent studies have confirmed that this process 
can actually be completed in as little as five 
days.
Therefore, within five days, a new level of 
understanding can be established inside of the 
human brain. However, along with this new 
level of understanding also comes a new level of 
misunderstanding. The misunderstanding is that 
when a new habit is established, it replaces old 
habits. There is absolutely no truth to this 
statement.
What has happened is that your brain has 
registered a new way of doing something. That 
does not necessarily mean that it is 
automatically going to replace the old way that 
it was already conditioned to do in the past. For 
example, following a diet for one day is 
extremely easy. However, sticking to that diet 
for the rest of your life is a much more difficult 
task to accomplish.
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COVERT TACTIC # 6 - 
EMOTIONALLY ATTACH TO 
THEIR BELIEFS
No matter how you look at it, change is hard. 
This is why it is so very important to guide your 
audience’s decisions by beginning your 
presentation in a place that they can agree with
and have already been conditioned to follow.
By doing this effectively, the door is already 
opened for you and all that you have to do is 
walk straight in to proceed. Keep in mind that 
we all have emotional ties connected to the 
things that we believe in. Therefore, to change 
what your audience believes, the first thing that 
you have to change is their emotionally attached 
connection to that belief.
This is something that cannot be done forcefully 
or aggressively because people will instinctively 
guard their connections like fierce dogs without 
a leash.
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Instead, you should try to assist your audience 
in being able to see the same thing from a 
different perspective. Once they are able to do 
that, they will eventually be able to create 
different beliefs that are a direct result of those 
different perspectives. But this is a journey that 
they have to complete themselves at their own
pace.
Trying to force them to follow your own 
schedule or pre-determined timeline will cause 
them to distance themselves from you and your 
message instead of drawing closer to you.

COVERT TACTIC # 7 - PEOPLE 
ADHERE TO SOCIAL NORMS TO 
AVOID ISOLATION
Personally connecting with the emotions of your 
audience can also be done by taking the time to 
show them social norms, which are basically 
summaries of how the majority of people think 
or act in reference to a specific subject.
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One reason why this is an effective method is 
because it will give people a justifiable excuse 
for them to be wrong about something. Since 
most do not like to confess when they are the 
ones that in the wrong about something, it 
makes it much easier to admit if they can prove 
that they were only wrong because of not having 
all of the necessary information to be right.
Once you show them the missing element of 
information, they can use that as leverage and as 
a justifiable excuse for why they were wrong to 
begin with.
Another reason why a social norm is an 
effective area to work through in order to get 
through to people is because it allows them to 
avoid being isolated. No one wants to be 
isolated and most people fight to be accepted by 
the masses.
Therefore, if you are able to find a way to show 
your audience that deciding to go with you is 
the same decision that most people have already 
made, they will gradually begin to connect 
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themselves to you through their desire to be 
connected to the overall masses.

COVERT TACTIC # 8 - THE POWER OF 
A PERSON’S ENVIRONMENT
The world around you has a huge impact on the 
way that you may think or act and, whether you 
want to admit it or not, you do act differently 
when you transition from one environment to 
the next. Think about it for a moment.
The way that you act and think at home is 
different from the way that you act and think 
when you are at work. The way that you act and 
think while you are at work is different from the 
way that you act and think while you are at a 
social party. The list goes on and on and is true 
in every scenario.
Why is this fact true in every case, regardless of 
who you are or what you do? It goes right back 
to the power of the social norm discussed 
earlier. When you are at a party with your 
family and friends, you are able to be loud, eat, 
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drink, and dance to extremely loud music as 
much as you want. Can you do any of these 
things, however, when you are in a public 
library?
That is just one example, but the responses for 
any scenario would be the same – behaviors are 
governed by the environment that you are in. It 
is almost as if we all have multiple behaviors 
like some people have multiple personalities. 
We are able to fluidly transition between 
behaviors throughout the day while we switch 
environments to the point of us not even being 
aware that we are doing it.
Young kids in school go through these 
behavioral changes all day throughout the day. 
Think about how many times their behaviors 
switch around. When they are at the bus stop, on 
the bus, in the halls of the school, in their class, 
at lunch, in the gym, back in their classrooms 
and on their way home, their behaviors 
constantly change to match the environment 
they are in at the time.
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Since the environment is an independent 
variable in the experiment that we call life, it 
can be changed and controlled to an extent. As 
an expert in your field, you are able to predict 
the way that your audience will behave and 
interact based on the environment that they are 
in.
The misunderstanding when it comes to 
behavioral changes is that you must first be able 
to change the person’s attitude. This is not true 
at all, because it always goes right back to the 
person’s environment. Each time that someone 
is put into an unfamiliar environment, their 
brain adjusts their way of thinking and 
interacting with people and their surrounds, 
becoming more open and unprotected. The 
person is then faced with the decision of 
embracing the situation and remaining in the 
environment or avoiding the situation and 
running from it.
The key element that experts must keep in mind 
when it comes to changing a person’s 
environment is that the chances of being able to 

33



connect with them are much higher by changing 
their environment and allowing their minds to 
be open and available for adjustment rather than 
trapped in a familiar setting and a familiar way 
of operating.
Just remember that they have to feel 
comfortable in that new environment. If they do 
not, they will decide to avoid the situation and 
run from it instead of making themselves 
available for change by embracing their new 
surroundings.

COVERT TACTIC # 9 - PEOPLE 
PREFER TO AVOID PAIN OVER 
GAINING PLEASURE
The motto “no pain, no gain” has been floating 
around for years, primarily being used for 
exercise and workout regimens. However, pain 
in general seems to be able to motivate people 
more than pleasure. People are willing to do 
more to avoid any and all signs of pain than they 
are to gain pleasure.
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This just goes to prove further that what a 
person is afraid of will motivate them to do 
anything – regardless of how impossible it may 
have seemed before. Haven’t you heard of the 
stories of people that could barely walk but 
would run for their life if they were being 
chased by a dog? Fear is a driving force that 
pushes people to do things that they never 
would have thought were possible do in the 
past.

To gain something allows you to be placed into 
a positive space, but to lose something will put 
you straight into the negative slot. Anybody 
would love to be in a better, more positive 
situation than what they are in right now. 
However, nobody wants to be in a more 
negative and worst situation. More people will 
fight to keep their job than they will to get a 
promotion. More people will fight to hold on to 
the money that they already have more than they 
will look for ways to make more of it.
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Beliefs start to develop in people when they are 
young children. They might be based on the 
various experiences and challenges that they 
have encountered throughout their lives.
This is nothing new. It has been public 
information for many years that beliefs are 
usually created from prior knowledge and 
experience.
However, did you know that the majority of 
people alive today are not able to remember 
things the way that they actually happened?
Based on that fact, people can create beliefs 
based on what they believe they already 
experienced but, most times, the way that they 
remember it is not the way that it took place. 
The conscious aspect of using available logic 
within a human’s brain is not even working at 
the time; the process has already been
completed.
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COVERT TACTIC # 10 - THE 
UNDENIABLE POWER OF TRUST
What is the causing factor of this to happen? 
Trust! The right amount of trust will make 
people allow absolute strangers to do almost 
anything. People that are sick will trust their 
lives in the hands of complete strangers that just 
happen to be doctors.
All of these things happen every single day 
because of the wonderful world of trust that 
exists amongst mankind today.
Therefore, it becomes apparently clear why trust 
is imperative to have when it comes to being 
able to influence and persuade others. Trust will 
then grow into loyalty, which will become 
habitual within a person once they have 
repeatedly been able to trust in the same person.

As an expert, once you have gained a person’s 
trust and they begin to slowly but surely become 
more and more loyal towards you as their 
trusted expert, it is going to be extremely hard 
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for someone else to come along and influence 
them to do anything other than what you have 
already advised them to do.

NO 2ND CHANCE FOR 1ST 
IMPRESSIONS
Within the first ten seconds of interacting with 
someone for the first time, the first impression 
has already been made. At that point, the person 
you are speaking to will have already began 
comparing and classifying you in their minds 
with other similar people that they have met 
through past experiences. Using that 
information, they will determine how to deal 
with you from that point forward.
In order to draw people in to make them want to 
follow you and make connections and 
attachments with your expertise, you have to 
focus on two important factors – your body 
language and your physical appearance.
If there is some sort of disconnection between 
what a person is saying and what they are doing 
with their bodies, they will start to send mixed 
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signals since they would be communicating 
different messages verbally and nonverbally all 
at the same time. These mixed signals will 
create confusion in your listeners. Since no one 
likes to be confused or be placed in confusing 
situations, this will force them to avoid you and 
flee. By doing that, they will be following their 
gut instinct, something that people have been 
able to trust over the years in almost every 
situation.
Think about it. Let’s say that you were 
approached by someone dressed in dirty, 
raggedy clothing carrying an old, dirty bag with 
them. If they asked if they could speak with you 
alone for a moment, what would you think?
You may be thinking that it is a homeless person 
trying to ask you for change, a mugger trying to 
get you away from the crowd so that he can rob 
you, etc. However, how would you feel if this 
person was actually a business man trying to 
promote a legitimate business opportunity that 
he was able to offer to you?
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Would you be able to take the man seriously and 
easily hear what he had to say, allowing yourself 
to be connected and attached to his message?
Of course not!
You would probably want nothing to do with 
this man or what he was offering. You may have 
ran away from him or rejected him way before 
he even had a chance to let you know why he 
was talking to you in the first place.
Now, take the same environment, but the man 
walks up to you with a nice business suit on. He 
is clean shaven, smells good and has a 
professional portfolio in his hand and a 
welcoming smile on his face. Wouldn’t you be 
more willing to listen to him and allow yourself 
to be connected to what he has to say?
When two people meet for the very first time, 
something really interesting happens which I 
call “instant personality typing”. At that 
moment, within their brains, millions of neurons 
will fire. The brain suddenly becomes alert and 
tries to place the other person into a certain 
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category type by referencing him or her against 
people they have met in the past. This occurs 
completely subconsciously.
Once that first impression has been made, your 
brain subconsciously will group the individual 
in either a positive or negative category.
Very few people will actually make it over into 
the positive category right off the bat and there 
are even some that fall somewhere in the middle 
and may even remain there. The only timeframe 
that you have to work with for someone to place 
you in one category or the next (if you are 
placed at all) is within those first ten seconds.

PREPARE TO MAKE A GREAT 1ST 
IMPRESSION
It is clear, then, that you have to take the time to 
prepare yourself for presentation before you 
even think about preparing the message to be 
presented. Why? If you are not able to make a 
good first impression, no one is going to listen 
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to your message any way so you will just be 
wasting your time, energy and resources.
Always remember the following two points:

Dress to Impress: Your overall appearance has a 
huge effect on your overall ability to influence 
and persuade other people. You have to be able 
to take pride in your appearance on a consistent 
basis. Your clothes, physical shape, the way you 
smell and even accessories that you may wear or 
use will either help you or hurt you greatly 
before you even open your mouth to introduce 
yourself to a person. You need to always make 
sure that your physical appearance is top notch 
and well presented. This requires consistent 
grooming, hygiene and an overall clean 
appearance. Think about the dirty man that 
looked homeless in comparison to the well- 
dressed business man from the example used 
earlier. In order to have positive control over 
someone else, you first have to prove to them 
nonverbally that you are able to have positive 
control over yourself.
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Respect Their Personal Space: The amount of 
physical space and distance that you maintain 
between yourself and others when you are 
speaking with them is an important factor to 
consider before you even approach them. If 
someone is talking to you in your personal 
space, are you truly listening and attaching 
yourself to what they are saying to you? Of 
course not!
You are wondering when they are going to stop 
invading your personal space and you are 
quickly trying to figure out a way of getting that 
message across to them. There are some people 
that you are comfortable with (whether they are 
close friends, family members, co-workers, etc.) 
that you do not mind being in your personal 
space. You may even enjoy it because of the 
closeness that you have already established with 
this familiar person. However, upon first 
impressions to the people that you are 
introducing yourself to, you are not on that short 
list of people that they feel comfortable with 
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invading their personal bubbles of distance. 
Avoid invasions at any cost. Why?
Because no matter how great your message may 
be or how great you may look physically when 
you deliver that message, people will close their 
mental (and sometimes even physical) doors in 
your face when they are alarmed by your 
intrusion of their personal space.

THE KEY COMPONENTS OF YOUR

COVERT POWER
There are seven important factors that you 
should always keep in mind and work towards 
achieving in order for people to trust in you and 
connect with you as an influential and 
persuasive expert – competence, 
trustworthiness, expertise, composure, 
trustworthiness, likeability and social ability. If 
people do not believe that you are competent in 
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what you are talking about, they will never 
believe you can produce the results that you are 
telling them that you say you can.
Why? Because they will feel like you don’t even 
know what you are talking about!
If they cannot trust you, they cannot connect 
with you. The belief that “without trust, there is 
no relationship” applies when it comes to 
overall interactions and relationships with 
people – not just in relationships that you may 
have with your significant other. If they cannot 
trust you, there will be no relationship there. No 
one wants to be attached to a person that they 
cannot trust. The other factors are self- 
explanatory, but they all relate back to the first 
factor of your competence.
Remember, too, that your actual level of 
competency and your perceived level of 
competency are two different things. At this 
point, you are probably trying to figure out 
which level you should embrace and which one 
you should avoid. Stop doing that!
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In order to be a masterful expert of influence 
and persuasion, you have to be able to 
implement and embrace both your actual 
competency and your perceived competency at 
the same time. Why is this important? It is 
obvious why you have to actually be competent, 
as we have already covered. However, if no one 
believes you are competent, would your actual 
competency even matter?
In the early stages of his life and studies, Albert 
Einstein was not perceived by other people as 
being a competent genius. Once they perceived 
him as such, he was able to gain the historical 
presence and impact on society that we know 
him for today.
We can even break this concept down in much 
smaller terms as well. You may be a fantastic 
singer. However, if no one perceives you as 
being a fantastic singer, does your talent really 
matter?
No one would be able to enjoy your singing or 
connect with you as an entertainer if there is not 
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a single person that believes that you can sing. 
You could be the greatest attorney in the 
country. However, if you are not able to get 
people to believe in you and believe in what you 
are saying, then your knowledge, degrees and 
legal ability would not even matter.

CREDIBILITY, CREDIBILITY & 
CREDIBILITY!
This shines light on the true importance and 
value that your credibility has on you being 
perceived as an expert. Your audience has to be 
able to undeniably believe in your credibility so 
that they can perceive that you are competent. 
What are some tricks of the trade that will allow 
you to maximize your credibility and the 
credibility of your information?

Emphasize Your Position, Experience and 
Knowledge: High positions elicit high respect 
from people. The amount of respect that you 
will get as a store clerk is not as high as the 
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respect that you will receive as the store 
manager.
Your past experience and prior knowledge can 
give you an automatic edge and level of appeal 
to your audience before you even speak about 
your message. You are more likely to take 
medical advice from a professional, licensed 
doctor than you are to take the opinion of your 
cousin that never completed high school.

Your Record of Proven Results: If you are not 
that educated, your evidential proof will come 
strictly from your ability to get results for 
yourself and other people. If a morbidly obese 
man claimed to be an expert in weight loss and 
nutrition, would you believe them? Of course 
not! However, what if they were once morbidly 
obese but are now physically fit by using the 
same information that they are presenting to 
you? Would you believe that they were an 
expert? Our perception of an expert is greatly 
affected by their ability to produce results – not 
only for themselves but for other people as well.
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Your Record of Proven Evidence: Do not be 
afraid or hesitant to reveal the credible sources 
of information that you are using as evidence 
within your presentation. As the old saying 
states, “Documentation beats conversation any 
day of the week.” Visual aids of printed 
diagrams and news clippings that support your 
argument can help you in winning over your
audience.

Articulate: Being able to articulate your 
message is imperative if you want people to 
listen to and understand what you are saying. 
Using vocal fillers like “uh” and “um” will 
prevent you from being able to do that. People 
that are great at articulating can even deliver 
information that clearly isn’t true and people 
will believe it without a single doubt. Vocal 
fillers create doubt and uncertainty, which will 
easily allow people to perceive you as being 
incompetent and not credible as an expert.

Be The First To Address Objections: People are 
going to have objections. If you truly believe 
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that you will be able to go through an entire 
presentation without encountering objections 
from your audience, you are sadly mistaken. 
While preparing your presentation, you should 
take the time to identify what those objections 
are and where they are going to be presented 
during the delivery of your message.

By beating your audience to the punch when it 
comes to these objections, your presentation 
will go much more smoothly. Your audience 
will subconsciously start to believe in you just 
for being able answer the questions that they 
may have been thinking about asking before 
they even had the opportunity to do so.

Be Likeable & Humorous: As stressed earlier, 
your audience is going to have to like you to 
listen to you. If they do not view you as being a 
likeable person, they are not going to be willing 
to truly connect with you or rely on you as an 
expert. Think about the teachers that you had in 
grade school. Which teachers had a greater 
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impact positively in your life? The ones you 
liked or the ones that you disliked? Which 
teacher did you run to for help when you needed 
it the most? Was it the teacher that you liked or 
the one that you did not?
Once you have won your audience over and 
they like it, it will be very easy for you to be 
humorous and get them to enjoy your 
presentation. People enjoy being around people 
that they like.
That is the feeling that you want to be able to 
establish with your audience. You don’t want 
them to feel forced to be there listening to you. 
You want them to enjoy being there with you, 
forming this deep emotional attachment to you 
as an expert. Implementing humor throughout 
your presentation will show your audience that 
you are not only extremely competent and 
credible, but also that you are a human being 
that does not take yourself too seriously.

Read People Like Books: You need to be 
skilled at being able to read people and gain 
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their credibility. Unless you know what they are 
thinking, you cannot do that. When people are 
uncomfortable or fearful, they hide their real 
thoughts and feelings as they keep their mental 
and emotional guards up to protect themselves. 
Unfortunately, these walls also keep you from 
getting anywhere near them as well. This is why 
it is very important you take the steps necessary 
to break these walls down or at least make a 
doorway for you to slide through.
One way that you are able to do this is by 
studying your audience while preparing your 
presentation. Thorough research and attention to 
detail is required in order to do this, but will 
truly pay off when you realize that you are on 
the other side of their mental walls because of it. 
Another way to do it is by focusing on their 
body language, reading the signals that they are 
giving off to determine whether or not you truly 
have their attention. If you are able to conclude 
that you do not have their attention, make the 
necessary adjustments and changes within your 
presentation to try your best to obtain it.
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Encourage Participation: People prefer to be 
the audience of a discussion instead of the 
audience of a lecture. In a lecture, the speaker is 
the only person that is speaking so it is very 
hard to engage the audience and maintain their 
attention along with their interest.

A discussion creates an open forum, making 
them truly feel as if their presence and 
participation is desired. By asking personal 
questions to engage them in conversation, their 
train of thought is shifted back onto the tracks 
that lead towards your station. The tracks that 
you want to avoid are the ones that lead your 
audience to the three D’s – disinterest, 
disengagement and disconnection.
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Part Two: The Heart of Influence
In the first part of Covert Control we talked 
about how you can use body language to 
influence other people without them knowing it. 
I emphasize “without them knowing it” because 
people rarely pay close attention to non-verbal 
language even if it is more than 50% of what a 
person is really saying when he is talking to 
someone. 
In this part of Covert Control we are going to 
dive deeper into the heart of influence and how 
you can use various strategies to take control of 
situations without appearing to do so. 
This is really the more powerful form of 
persuasion and influence and if you are able to 
apply this type of covert control, you are well on 
your way to creating the necessary, ideal 
situations so you achieve things more easily in 
life. 

54



Focusing on the First Impression 
Have you ever had an experience where you just 
felt that you couldn't trust the person right in 
front of you? People call it intuition; I don't 
disagree with this concept but I prefer first 
impressions because this is really more accurate 
if we were to adapt a more scientific point of 
view. 
It is a well-known fact that people create long-
standing beliefs about other people during the 
first few minutes of an initial encounter. Does 
this mean that people are essentially shallow? 
No, it has nothing to do with shallowness 
because people think this way because of the 
survivalist mindset that our ancestors have 
passed down through thousands of years of 
evolution. 
This survivalist mindset (as represented by the 
reptilian complex) helps the human species 
decide more quickly, without expending too 
much cognitive resources. 
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So how do people actually create their first 
impressions about other people? Forget about 
the verbal content of your business presentation 
or the topics you discussed with a new 
acquaintance ñ because people don’t pay 
attention to those things at all when forming 
their first impressions. 
People are more interested in non-verbal signals 
or your body language when forming their first 
impressions. This is the reason why people 
admire and trust a lot of Hollywood celebrities 
and their endorsements even if people have little 
or no idea who celebrities are in real life. 
We don’t have to know those things anymore 
because in our mind, these people are sending 
the right signals each and every time and 
because of that, we trust them wholeheartedly. 
The same applies when we meet highly skilled 
communicators from different fields. It doesn’t 
matter if the other person is a computer whiz or 
a religious personality. 

56



If he is a highly skilled communicator and his 
body language is sending the right signals each 
and every time, chances are, you will trust the 
other person even before he shows you his 
broad knowledge and competence. 
I’m not saying that everything is tied to body 
language. Of course, you will have to show your 
competence and credibility at one point, but 
before you can even do that, you have to show 
that you can be trusted early on. 
So here is the secret behind the relationship 
between non-verbal communication and verbal 
communication. Both are important and yet, 
both need to be put side by side in such a way 
that you will instantly be able to influence 
another person. How can you do this? 
The secret lies in how a person aligns his body 
language and his verbal language. 
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Simply put: if your nonverbal language/body 
language is communicating that you are trying 
to hoodwink someone into buying into 
something that is not mutually beneficial to the 
parties concerned, your audience will not trust 
what you are trying to express with verbal 
language.
Again, if there is a big disconnect between what 
your body is trying to communicate and what 
your words are trying to convey, people won’t 
trust you. 

Recognition & Categorization 
It is very important for you to remember that 
people do make fast judgments based on their 
own memories and experiences. There are no 
hard and fast rules when it comes to these 
categories. 
What works for one person may not work for 
another but there are specific traits, expressions, 
gestures, etc. that are deemed acceptable and 
credible by the majority. 
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For example, if you see a clean-shaven man 
with a new, crisp suit, you would have no 
problem listening to what he has to say for the 
simple reason that his appearance communicates 
that he is credible and he can easily be trusted. 
From the viewpoint of the majority, this person 
is a definite “yes” because he has exerted extra 
effort to look good for his audience. When this 
person presents an idea or argument, people will 
have little trouble trusting what he has to say 
because on the subconscious level they already 
trust him! 
Some of you might not believe this theory of 
instant recognition and categorization and I 
don’t blame you because it really changes the 
way you view how other people perceive you on 
a daily basis. 
If you think about it, this process of quick 
categorization does have its benefits ñ people 
won’t have to spend a lot of energy figuring out 
if a new acquaintance should be trusted or not. 
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People might think that they’re fair and think all 
the time, but truth be told, if people did that they 
won’t have any energy left when they really 
need to use their cognitive resources to figure 
out something. 
When a person tries to communicate for the first 
time with his audience, his audience tries to 
capture his nonverbal signals (gestures, facial 
expression, appearance) and tries to ties those 
signals with the content of his verbal message. 
So early on it is important to remember to stay 
completely confident in what you are saying 
because this will immediately show in your 
body language. 
It might be difficult to accept that at many 
important junctions in our lives, we have been 
judged based on first impressions. 
It’s not something that we expect people to use 
when you are being interviewed for your dream 
job or when you are trying to find the love of 
your life; but the fact remains that people are 
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cognitive misers most of the time and they’re 
not going to change anytime soon. 
So to ensure that you are conveying the right 
signals to people, you have to pay attention to 
your body language and your appearance as 
well. 

Taking Control of First Impressions 
First impressions can leave a significant mark 
on a person’s memory of you. A person’s first 
impression can be significant but it doesn’t 
mean that you can’t do anything to modify it at 
a later time. 
But if you think about it, it is easier to create a 
good first impression than to modify people’s 
impression of you later on so I’m going to teach 
you how to accomplish this. The strategies I’m 
going to share with you will cover a lot of 
ground because creating a great first impression 
involves so many elements. 
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1. Avoid competing with others 
This can be easily seen in social gatherings like 
parties. Women, particularly, are sensitive to 
other attractive women. It has nothing to do 
with a person’s upbringing or whether the 
person is cultured or not. 
This tendency to dislike obviously attractive 
people of the same sex is rooted in the human 
survival instinct. People tend to think of this 
behavior as mere insecurity - it’s actually 
competition that’s to blame. 
So here’s a rule of thumb when you are about to 
meet one, two or even ten people; try to project 
yourself as an attractive person, but don’t 
overdo it. It would be best if you can present 
yourself as an equalizing force ñ not a force so 
powerful that people become threatened (at least 
unconsciously) by your presence. 
Here’s another reason why attractive people 
tend to avoid other attractive people ñ the most 
obvious resource (attractiveness, physical 
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beauty, etc.) is suddenly lost because other 
individuals have access to it. 
It can be a complicated situation sometimes, but 
my best advice for you is to be extra sensitive to 
nonverbal input from others when you are in a 
novel situation (i.e. first meeting with people 
you have never met). 
If there is an inexplicable resistance to your 
presence, that may mean that you are coming on 
too strongly and your audience feels that you are 
competing with them on some level. 
You have to compensate by showing them that 
you are not there to compete with them and you 
are actually an equalizing force and you will 
elevate their status, not lower it.

2. Staying in shape actually matters  
In the world that we live in right now, it’s easy 
to dismiss the idea of “looking good” as just 
another media gimmick to lose weight fast. It’s 
actually not. 
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looking good, from a scientific perspective, is 
actually a completely positive thing because you 
are exerting extra effort to rid your body of 
excess poundage that would eventually cause 
health problems later on. 
Now, we also have to take into account the fact 
that looking good is one of the positive traits 
that people tend to look for when they meet 
people for the first time. 
People have preconceived notions of what looks 
good and what doesn’t look good, and whether 
we like it or not, we have to fit ourselves into 
this mold somehow to facilitate the process of 
influencing others covertly. 
There is always an insatiable drive to associate 
ourselves with things that reflect good health. 
So by keeping yourself in shape, you are 
actually investing not only in your health but 
also in the public projection of yourself. 
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3. Invest in the whole package
I know that 99% of the time, people have 
something unique and special to offer to the 
world. But I also know that 99% of the time, 
people can ignore this fact completely just 
because of how a person projects himself 
outwardly to the public. 
We live in a dominantly visual culture and 
because of this, we have to pay close attention 
to the public projection of ourselves. You must 
differentiate between what you see in yourself 
and what people see when you talk to them. 
These two projections/images are completely 
different. If you think you look confident and 
attractive when you look in the mirror, have you 
tried determining whether your current look is 
also considered attractive and confident by other 
people?
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If you are unsure, then 9 times out 10, you need 
to start re-evaluating your clothing choices and 
even your makeup. 
Now, I have to make my position clear: Iím not 
saying that you should spend an incredible 
amount of money to upgrade your look. That is 
far from the actual point. Rather, I want you to 
look at your current style or look and determine 
which elements can be improved. 
Of course, there will be some money involved 
in improving one’s looks but how much money 
can we spend on other stuff that we barely 
remember when the month is out? I know ñ it 
happens to the best of us. 
So right now I want you to divert those extra 
funds to improving your looks. Attractiveness is 
not limited to people with perfect bone structure 
or muscular bodies. 
Attractiveness can be expressed in many ways 
but the easiest way is really through your 
outward appearance. You can add other 
elements to the picture to make yourself even 
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more attractive later on (after you've taken care 
of your public projection). 
The secret to keeping yourself physically 
attractive is by investing in the whole package. 
For example, how many years since you last 
updated your hairstyle? 
If your hairstyle looked really good 10 years 
ago, does it still project the same confidence it 
did a decade back? Look at your choice of shirts 
and suits. Do you look like a million dollars or 
do you look like a weary office worker who 
hasn't had the time to replace old and worn 
suits? 
The process of upgrading your looks might be 
painful to some people because we were 
designed by nature to avoid change. Change can 
actually be a good thing (no matter what others 
might say about it) especially if the change 
stems from your own initiative and sound 
judgment. 
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4. Don’t cross the intimate zone 
You would do well to remember that everyone 
has an intimate zone that only select people can 
safely cross without incurring the ire of the 
person concerned. 
Always remember to keep your distance 
especially when you have just met the other 
person. Of course, if you can establish rapport 
easily, you may try to venture beyond the usual 
borders, but then again, why risk it? 
When you are talking to another person, always 
maintain a good distance from the other person 
so that he/she will remain comfortable speaking 
to you. Iím not saying that other people would 
suddenly lash out at you if you speak too 
closely, but you may damage your first 
impression on the person by being an extremely 
close talker. 
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A foot and a half is usually enough space to 
keep a conversation comfortable and engaging. 
Any farther and you might outwardly project 
that you don’t feel comfortable with the other 
person; any closer would directly intrude upon 
the other person’s intimate zone. 
This rule applies to every situation, bar none. So 
it doesn’t matter if you are in the office, in a 
meeting or in a bar. If you want to create a good 
impression, keep your distance so that the other 
person would have no reason to be 
subconsciously defensive. 
When someone feels secure and comfortable 
while you are talking, you will be able to 
convey your thoughts more easily and your 
audience will gravitate toward your ideas more 
easily, too. It’s a win-win situation for both the 
influencer and the person who is being 
influenced.  

5. Be presentable at all times
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Being presentable is more than just looking 
good, it’s actually a conscious act that shows 
that you respect the person that you will be 
meeting. For example, if you have an 
appointment with a client, you need to dress up 
about ten percent to show that you value the 
meeting itself. 
Do not dress up too much, because this will 
trigger the competitive response that you do not 
want to trigger because it increases the other 
person’s resistance to your very presence. 
I also do not recommend dressing down because 
you will send the wrong signal (i.e. you don’t 
value the other person too much, that’s why you 
didn’t bother dressing well for the meeting). 
Small touches to your wardrobe and accessories 
usually do the trick. If you are a man, wearing 
an extra nice dinner jacket or a nice watch might 
be sufficient. 
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If you are a woman, wearing nice makeup and 
donning a bracelet or necklace might be the 
ticket to a better meeting or conversation. 
When you exert effort to be presentable, you are 
telling the other person that you consider it a 
pleasure to be with him/her and you want the 
other person to feel good about meeting and 
talking to you. 
If you don’t have the time or funds to upgrade 
your wardrobe right now, what you can do is to 
make yourself as neat as possible. Simplicity is 
still the order of the day ñ the simpler and neater 
your look, the better. By simple, I’m not saying 
that you should appear in a white shirt and 
sneakers. Stick to appropriate clothing 
(depending on the situation) but keep your 
accessories minimal.
As for scents and colognes, tone these down a 
notch as people can be quite sensitive with what 
they smell. If your cologne is too powerful and 
musky, the other person might take that as a 
negative sign. 
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Being presentable during a conversation or any 
other social interaction is actually part of the 
covert technique of raising the other person’s 
status. People naturally want their social status 
to be elevated because a higher social status 
opens windows of opportunity. 
If you position yourself as someone who could 
potentially raise the other person’s social status, 
that person will automatically consider the 
association with you as beneficial or 
advantageous in the short term or the long term. 
He would then be eager to learn what you have 
to offer. 
6. Connect with your audience on different 
levels 
Influencing others would be effortless if you can 
achieve complete and unbridled harmony with 
your audience. Of course, in reality, this is 
hardly possible because people have their own 
preferences and core beliefs and we can only do 
so much to establish rapport. 
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Nevertheless, you should still focus on 
eliminating potential roadblocks to the 
communication process itself. This applies most 
especially to situations where you have 
absolutely no idea about the values (or even 
culture) of the person/s that you will be meeting. 
It never hurts to do some research beforehand. 
The goal here is to mirror at least some of the 
common values that the other person has so that 
he will warm up to the idea of listening to you 
more easily. 
If you appear to be completely foreign and 
distant, the other person would have to resort to 
heuristics to determine whether or not he should 
listen to you. 
This may or may not result in an ideal situation 
(at least for you). Emulation is the best policy 
when you have to enter unfamiliar territory. Do 
not show resistance to the other person’s values 
(especially customs and cultural norms). 
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7. Put yourself in the other party’s shoes 
This adage might be old, but it speaks clearly of 
a hard truth about influence and persuasion – if 
you don’t think like other person, you will 
ultimately fail. If you want people to listen to 
you from the outset, you need to show them that 
you know exactly how you can provide the 
highest benefit to them at the least cost, 
resource-wise. 

It is also vital that you discover what specific 
values matter the most to the other person so 
you can use these values as strong hooking 
points. For example, if you are trying to sell an 
automated inventory system to a large bakery, 
what particular values would matter most to this 
potential client?

Let’s say the client values efficiency – how will 
you tie your product with this value? In short – 
how can your product make life extremely easy 
for the client? 
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This sort of approach to influence will ensure 
that when you go into that meeting, you will 
come out a victor because you have done 
absolutely everything in your power to influence 
the other person into thinking like you do (at 
least when it comes to your ideas or offers). 

8. Dig deeper into the other person’s values 

In situations where you can freely ask questions, 
don’t miss out on the opportunity to find out 
more about the other party. Keep your questions 
simple but meaningful – and make sure that all 
your questions are relevant to the other party 
and to your own interests. 

Here’s a good example: let’s say you need a big 
break and you want to offer a piece of software 
to a big company. This deal will bring in a lot of 
funds to your own start-up and you really need 
to land the deal. 
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But there’s a problem: the other party has been 
in the business for many decades and he can 
easily drop your offer for other offers. You need 
to prevent that from happening, but how? 

Some people end up being intimidated by all of 
the requirements and values of ‘big ticket’ 
audiences. 

It shouldn’t be this way. Don’t be intimidated by 
their values. Instead, use these values to your 
advantage. Ask questions in such a way that you 
gradually uncover what matters the most to the 
other party. 

If the other party says they value efficiency, ask 
them how they measure efficiency in their own 
operations. This way, you can tailor your own 
arguments around their own values. 

In the end, no one would be able to resist 
agreeing with you for the simple reason that if 
they did disagree with you, they would be 
disagreeing with their own values! 
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9. Uncover urgent and long term needs 

As I have discussed with you earlier, people 
tend to operate with an almost automatic, 
survivalist mindset governed largely by the 
unconscious. The unconscious mind is often 
stronger than the conscious mind because it is 
also the seat of emotions. 

And nothing could invoke such strong emotions 
than needs. It doesn’t matter if the need is small 
or big – if the need exists, the person concerned 
will have strong emotions attached to the need, 
whether he admits it or not.

You have to be able to differentiate between 
core values and present needs. Another person 
will be able to identify with you more easily if 
you link his own values with your own 
arguments. 

However, if you want him to say “yes!” to your 
offer, you would also have to unify your 
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arguments with his present needs. For example, 
a client might value efficiency but what he 
really needs right now is a tax filing system that 
simply works. 

You have to evaluate what you can offer him 
right now because if you discover one or more 
actual needs he’s going to say yes to your offer, 
no doubt about that. 

10. Mirror the other person 

Mirroring is one of the most basic ways of 
establishing rapport with another person. 

To the untrained eye, good mirroring would be 
almost indiscernible because the gestures, 
expressions and even the speech of the parties 
conversing will be natural and flowing. 

So, what exactly is mirroring anyway? 
Mirroring is simply matching the other person’s 
speech rate, gestures, movements, expressions, 
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etc. to improve rapport. If you haven’t tried this 
technique before, this might sound a little crazy. 

Trust me, it has worked and will work for you. 
It’s easy to mirror someone during a 
conversation. Be observant and learn to listen 
really closely to the other person. 

I want you to see changes in the way the other 
person speaks and moves when he’s trying to 
explain something to you. If his speech rate 
goes down a notch, I want you to do the same so 
you would always be ‘walking together’ during 
the whole conversation. If he feels relaxed and 
happy, I want you to express the same sentiment 
through your facial expression and gestures. 

If you find this technique difficult to implement, 
here’s what you can do: just pretend that the 
person in front of you is a relative or close 
friend. That’s it – no magic tricks, no 
complicated formulas to remember. Just that – 
imagine that the other person is someone close 
to you. Validate that in your mind so that your 
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subconscious mind will readily accept this new 
information. 

Why am I asking you to pretend that you have a 
new friend? Well, it’s really quite simple: we 
tend to behave in a certain way when we are 
with friends. We tend to be more powerful 
communicators when we are with friends for the 
simple reason that anxiety and apprehension 
vanish immediately when we are with familiar 
faces. 

Mirroring can be tough for folks who are not 
used to consciously controlling situations and 
influencing others. There’s no need to panic if 
you feel the same way – just imagine that you 
have a new friend and your body language and 
verbal language will adjust themselves 
automatically. 

11. Let the other party sit on your right 

Whenever possible, position yourself in such a 
way that the other party would it on your right. 
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Sitting on the right helps access the logical 
center of the brain and this will help the other 
party analyze the verbal content of your 
message better. 

12. Learn where to look

When you are talking to a woman, avoid 
looking directly at her eyes or above her eye 
level. Instead, try to focus below her eye level. 
This will help keep her comfortable throughout 
the conversation. Some studies have shown that 
women tend to become uncomfortable if they 
are conversing with someone whose eye level is 
higher than theirs. Inversely, they feel happier 
and more secure if they have the highest eye 
level in the room. 

13. Don’t get carried away by emotions 

If the other party is expressing any type of 
emotion, don’t get carried away. Don’t emulate 
the emotion because that actually weakens your 
grip on the situation. 
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You have to stay calm and focused throughout 
the conversation so you would remain in 
control. Remember – you’re trying to influence 
someone! So what should you do when the other 
party starts showing signs of being emotional? 

Here’s what you should do: try to identify why 
the other party is being emotional and show 
some level of empathy, and then move on. Don’t 
match the other party’s emotional response to 
the issue. There are better ways to show 
empathy – you don’t have to emulate the 
emotion itself. 

14. Know the language of the other party 

Another way to create an instant connection 
with the other party is by showing that you 
know something about the other party’s own 
field of interest. 

Buzzwords and other jargon are important 
because this will show the other party that you 
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understand completely what you’re talking 
about. If you show that you are completely 
unfamiliar with the other person’s field, 
discipline or market, you run the risk of 
lowering your credibility because one of the 
more important components of credibility is 
being an expert that people can trust. 

15. Be interested, all the time 

Rapport is your biggest advantage when dealing 
with any audience – and nothing establishes 
more rapport than showing that you are 
genuinely interested in what the other person 
has to say. 

I know, it can be tough to stay interested when 
the other person is droning about market 
conditions and what his vacation was like a year 
ago. So here’s an easy tip to get things going – 
just show that you are a good listener. 
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This is usually enough to convince people that 
are you interested in what they have to say. 
Practice active listening and try to provide 
necessary feedback whenever possible. 

Be an Expert in Rapport 

There are seven core concepts concerning 
rapport that you should always remember if you 
want to maintain rapport throughout a social 
interaction: 

I. The person who is trying to influence 
someone else should always utilize the 
following tools: mirroring, matching, pacing 
and modeling. 

II. Genuine interest is the most powerful form 
of rapport in any situation. 
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III. As the influencer, you must be able to 
confirm that you do have rapport with your 
audience. 

IV. Values are keys that unlock influence and 
persuasion. 

V. You must be able to identify the rules that 
govern specific values. 

VI. The easiest and most effective way to 
identify actual needs is also through asking 
questions. 

VII. You must be able to identify the rules that 
govern specific needs. 

Our exploration of rapport will revolve around 
these seven core concepts. Now, when we 
interact with others it is always important to 
take their comfort level into consideration. Most 
people have to work and live in environments 
that do not foster good communication. 
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You have to bring genuine, effective 
communication to the table if you want to 
establish rapport and you have to make the other 
person as comfortable as possible, too. 

When a person’s comfort level goes up his 
mental defenses go down. Inversely, when a 
person feels pain and discomfort, his mental 
defenses will go up significantly. When a person 
is defensive, he will resist any form of change 
because he will be operating wholly on survival 
mode. 

Whenever you have to talk to someone about 
your idea, product or offer, you have to let the 
other person talk about himself first so you can 
get an idea of what kind of a person he really is. 
When you are able to draw out a person to the 
point that he begins talking about himself (or his 
business), you are definitely on solid ground 
there. Showing that you are genuinely interested 
in what your audience has to say will help draw 
out the needs and values that you need to make 
a good first impression. 

86



Skills That Create Maximum Rapport

I. Express yourself well through your 
appearance 

As I’ve already mentioned in an earlier section, 
appearance matters – even your clothing. You 
need to upgrade your wardrobe so you would 
have a modern, confident look but at the same 
time, you also have to dress to put people at 
ease. 

You can easily put people at ease by being well-
groomed and neat when you have to talk to 
someone. Dressing appropriately may not sound 
like a real part of the human communication 
process, but it is. 

Clothes, like everything else in this world, are 
also ‘read’ and understood within specific 
contexts. The clothes and accessories that you 
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wear actually send a message to people around 
you. Which of the following messages do you 
think your clothes express during social 
interactions? 

“I am open and I can be trusted”
“I want to intimidate you with my looks”
“I’m way better than you” 
“I want to hear you out”

II. Vocal matching 

Most people think of vocal matching as a 
mimicking game (which makes it a little funny). 
In reality, vocal matching is actually an expert 
strategy that will help move along an interaction 
in your favor. 

When you are able to match the other person’s 
speech rate and listening rate (these two are 
often similar), you help the other person express 
his values and needs. 
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He doesn’t have to catch up or slow down – you 
will be the one doing that because you are the 
influencer. As the influencer, you will be the one 
responsible for making the interaction as smooth 
and as problem-free as possible. 

Speech patterns are also an important element of 
vocal and verbal language. If the other person 
likes asking questions, you must provide 
adequate answers and at the same time, you may 
want to shoot back some questions of your own 
to keep the conversation going. 

You have to identify the conversational 
framework being used by the other person and 
utilize that framework so you can squeeze in 
your own ideas and arguments. 

III. Matching your audience’s posture 

Another skill that you should learn is posture 
matching. The entire human body is expressive 
and we are sending signals all the time to people 
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around us, even if 99% of the time we are not 
aware of it. 

When you are trying to influence someone, you 
have to be extra careful of your own posture 
because even if you are not aware of it, your 
audience is aware the whole time. 

When someone is trying to tell you something 
and he is leaning forward, it would be best if 
you matched this posture with an equivalent 
posture that also conveys “I want to listen to 
what you’re saying”. 

If the other person feels relaxed and shows it, 
feel free to lean back a little while staying 
attentive. This is called pacing and this is one of 
the preliminary steps in establishing rapport 
through nonverbal language. 

After pacing the subject/audience, you will then 
try to see if rapport has already been 
established. This can be seen when the other 
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person begins matching your posture and 
gestures. 

This step is called leading. When the other 
person is willingly being led by you, you can be 
sure that all your verbal input will be received 
well by your audience. If not, go back to the 
first step (pacing) until you are able to 
successfully implement step 2 (leading). 

IV. Breathing matters, too 

A person’s breathing also communicates his 
current mental and emotional states. Matching 
the other person’s breathing rate may help 
establish rapport quickly. Once rapport has been 
established, you can increase or decrease the 
energy during the social interaction by leading 
the other person. 

Always remember that people who breathe the 
same way during a conversation are almost 
always at the same page. It’s easier to agree with 
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someone who matches even your breathing rate, 
too!

If you look at it carefully, establishing rapport 
really focuses on who is being influenced rather 
than on who is influencing in the first place. 

The reason for this is simple: you have to pay 
close attention to the small details because 
influence almost always involves behavioral 
change and people are always resistant to 
change. 

Humans are creatures of comfort and routine 
and whether we admit it or not, we absolutely 
despise change. We dislike change because our 
ancestors discovered thousands of years ago that 
whenever something changes, the chances of 
survival are reduced. 

This is the reason why some people ultimately 
want to resist new ideas because new ideas tend 
to ‘shake the balance’. In the end, our core 
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instincts are still governing how the world 
works today. 

But here’s some good news – humans may be 
governed by primitive survival instincts but that 
doesn’t mean we are wholly dependent on these 
survival instincts. 

We are governed to some degree by the reptilian 
complex of the human brain, but we pay careful 
attention to logic and rationalism when we need 
to. 

When you are trying to influence someone, you 
must appeal to both the reptilian complex and 
the person’s seat of logical thinking. Both parts 
of the human mind can help you achieve your 
ultimate goal, which is behavioral change.
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The Full Circle 

In this part of Covert Control we delved into the 
intricacies of rapport and first impressions – two 
of the most essential strategies in influence and 
persuasion. 

You learned the importance of the public 
projection and the role that appearances play 
during social interactions. We also discussed the 
various ways that you can create a powerful and 
lasting first impression in any situation. 

These strategies involve verbal, nonverbal and 
vocal languages. You must pay attention to all 
three channels of communication whenever you 
are trying to influence others so there will be 
absolutely no disconnect when you are trying to 
convey your most vital arguments. 
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If there is a disconnect, people will detect the 
incongruity and they would have a tougher time 
trusting what you are saying. 

By paying attention to these three channels of 
communication, you are investing in long term 
gains with a particular audience because that’s 
what true influence does – it gives you control 
over people’s emotions and thoughts even if you 
are not there. 

When you reach that point where you become a 
truly influential individual, these strategies will 
come naturally to you because you know how 
specific strategies affect people. These strategies 
will no longer feel strange or cumbersome 
because these will become a natural component 
of the ‘influence toolbox’ in your mind. 

Below are some simple tips that will help bring 
big results when you try influencing people: 

1. Pay attention to your appearance even 
before you engage in social interactions.
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2. L e a r n t o a c t i v e l y l i s t e n d u r i n g 
conversations and show genuine interest.

 
3. Discover people have needs and values so 

that you can integrate these into your own 
arguments. Learn to unify your ideas with 
the other person’s ideas so you will meet the 
least amount of resistance during the 
interaction. 

4. Your first goal in any social interaction is to 
establish rapport. 

5. Pace and lead frequently during social 
interactions to make sure that you are in 
sync with the other person. 

6. Express yourself verbally and non-verbally 
to show that you value the person in front of 
you. 

7. Avoid competing with your audience. 
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8. Put your audience at the very center of all 
your efforts, at all times. 

9. Be an equalizing force and assure others 
that you are there to raise people’s social 
status. 

10. Always keep in mind the other person’s 
level of comfort during the interaction. 
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Part Three: The Influence Master Plan 

Every master of influence needs a good plan – 
and that’s what we’re going to cover (and more) 
in the third part of Covert Control.

In the previous section, I discussed how to 
create lasting first impressions (or how people 
can’t say no to you after the first meeting) and 
how you can also utilize strategies like matching 
and mirroring to establish rapport. 

We touched upon these topics in the previous 
volume – now I am going to reframe these 
concepts within a step by step influence master 
plan to make things even easier. So roll up your 
sleeves, because the blueprint to ultimate 
influence is coming your way. 
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Conditions for Maximum Rapport 

It’s no secret now that an influencer’s most 
powerful tool is his ability to establish rapport. 
Rapport, as you may have already read in the 
previous part of Covert Control, is the ability to 
harmonize or sync with another person or group. 

It doesn’t matter if you are dealing with just one 
person or a hundred – it is possible to establish 
rapport with your whole audience. There is but 
one sure way to know if you have effectively 
established rapport with the person or group that 
you are trying to influence: positive responses. 

If you are visibly getting the other person’s trust 
and vote of confidence, then you have 
successfully established rapport. There are two 
very important skills that you must develop if 
you want to establish true rapport: 

1.The ability to show that you truly care about 
the other party. 
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2.The ability to show that you are curious 
about the other party’s needs and core 
values. 

In the first two parts of Covert Control, I 
emphasized the importance of body language or 
non-verbal language. 

This does not mean that you should neglect the 
verbal content of your message because after 
you’ve gotten the other party’s trust through 
your non-verbal language, you need to 
showcase your credibility through the actual 
content of your message. 

As I’ve already mentioned in the previous 
volume, you also need to know more about the 
other party if you want to succeed in influencing 
the other party. Apart from needs and values, try 
to discover the other person’s interests. 

This still applies when you are speaking to large 
groups of people because even a crowd of 
20,000 people can still be broken down into 
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distinct groups with very specific tastes and 
preferences. 

If you want to be a truly influential person, you 
also need to brush up on your researching skills 
because that’s actually half the battle: knowing 
the other party and putting yourself in the other 
party’s shoe so that you would know exactly 
what to say and when. 

After you’ve determined the other party’s 
interests, you need to draw him out during the 
conversation so that he will openly talk about 
himself, what he values the most and what he 
knows. 

Igniting Rapport with Pacing 

Pacing is really the non-verbal counterpart of 
drawing out needs and values. It’s the easiest 
way to harmonize with the other party. Why do 
you need to harmonize with the other party? 
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You need the least amount of internal resistance 
to be able to lead your audience to where you 
really want to go. Here’s a good example: let’s 
say you are about to present to a potential client. 

The client is in a really bad mood and you can 
feel it because his voice is a little edgy. How can 
you sync with someone who is visibly upset? 
Oftentimes, people would try to negate the foul 
mood with a joke or happy story. 

The other party may respond out of politeness 
but the negative mindset is still there. You need 
to mirror the other person so you can lead him 
later on. If the other party looks upset, you can 
mirror him by becoming visibly upset for a 
moment. 

You can share your sentiments about traffic, the 
weather, etc. Pick a topic that would be roughly 
parallel to what the other party is upset about. 
When you are in sync with each other, you need 
to move quickly to divert the other party’s 
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attention so that the foul/negative mood and 
mindset would dissipate. 

If the negative mindset remains, the other party 
will not be able to focus on the content of your 
presentation or dialog at all. Now, when you are 
trying to pace someone vocally, remember to 
pay attention to the rate of speech. 

If the other person is speaking a little slowly, 
slow down. If he’s energetic, match the energy. 
To create a steady rhythm during the 
presentation/conversation, I recommend that 
you also pace your breathing to match the other 
person’s breathing pattern. 

Practicing Effective Leading 

Pacing focuses on matching/mirroring the other 
party. At one point, you will have to lead the 
other person. This is the next logical step in the 
influence process. You can begin introducing 
subtle changes to the way you speak and move 
during the conversation. 
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For example, if you have been mirroring the 
other person’s speech pattern for a few minutes, 
you can begin increasing your speech pattern to 
see if the other party will begin matching you. If 
he does match you, you have successfully begun 
leading him. 

You can then follow up with other subtle 
changes during the interaction. For example, if 
you think the other person’s energy and 
enthusiasm for what you’re saying is too low, 
you can increase the energy in the conversation 
by increasing your rate of speech and by directly 
encouraging the other party to consider your 
ideas. 

If there is rapport already, you can expect a 
positive response each and every time. Some 
audiences respond with even more energy and 
interest once they have been led properly. 

You can also use different gestures and postures 
to see if the other party is ready to accept a deal 

104



or offer. It’s easy to check if there is rapport 
through the use of gestures. 

For example, if you are sitting in a café, try 
picking up your pen or coffee. If the other 
person does the same then you can be sure that 
he is the one mirroring you. 

You are both perfectly in-sync at that moment 
and the other person is showing that he has let 
down his mental defenses and he’s ready to 
consider what you have to offer. 

Utilizing the Principle of Reciprocity 

One of the very important things that people 
tend to miss when they are trying to influence 
other people is the principle of reciprocity. 
Here’s how it works – people naturally want to 
give something in return if they interact with 
someone who is generous and has a desirable 
nature. 
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You can express your generosity by giving gifts. 
Now, I’m not asking you to start buying 
expensive stuff for your clients, friends, etc., 
just because you want to use the principle of 
reciprocity. While you are free to do that, you 
must remember that gift-giving will not produce 
the intended results immediately. 

So if you are trying to sell a product to someone 
that doesn’t mean that he’s going to buy the 
product. The reason for this is quite simple: 
people weigh the value of the gift and the 
resource cost of what is being asked of them. 

Ordinary stuff like paper weights, pens and 
notepads will not necessarily generate the deal 
of a lifetime but with these types of gifts you are 
investing in a desirable public image. Simply 
put – giving away any kind of gift has a positive 
effect on a social interaction. Think of other 
possible gifts to give to people when you have 
to persuade them to do something for you (i.e. 
buy a product, approve an idea, etc.). 
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When you give something to someone, don’t 
think immediately that you are going to get what 
you want. Just keep giving and let the principle 
of reciprocity take care of you. 

It will help you achieve what you want by 
helping improve your public image. 

When people decide to accept your ideas or buy 
something from you, they do this because they 
trust you and they believe that they are gaining 
an advantage because they are dealing with you. 
It all boils down to you and your projected 
personality in the end. 

Aligning Against Common Enemies 

Influence is more than just showing that you 
have something that will benefit the other party. 
People are also on the lookout for likeminded 
people who agree on important things. 
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You can show that you are perfectly aligned 
with the other party by discovering the other 
party’s enemies. For example, if you are talking 
to a shopkeeper, the shopkeeper may have been 
victimized by a local gang in the past. 

Try to find out more about such problems and 
show that you equally detest the causes of those 
problems. The other party will probably be 
amazed and he will secretly agree with most of 
the stuff that you are going to say afterward for 
the simple reason that you both have a common 
enemy and you are now aligned against this 
common enemy. 

This particular strategy often generates sales, so 
keep this in mind if you do have to generate a 
sale during a social interaction. 

Over-Delivering 
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It’s easy to apply this influence tactic – just 
remember the words “and then some”. When 
you are dealing with someone, always make a 
promise regarding what the other party will get 
and make sure that he will get what you 
promised and more in the end. 

Over delivering is a best practice and many 
highly successful marketers and professionals 
can attest to the effectiveness of this approach. 
So no matter what your station in life right now, 
always practice overdelivering to get people’s 
trust even more. 

Trust me – it will work each and every time. If 
your job is to sell products or services on a daily 
basis, this will make your job even more 
enjoyable because you will be able to forge long 
term relationships with your clients easily. 

People will always choose to be loyal to people 
who give more than what was promised. Over-
delivering is a sign of good will and genuine 
care, too. 
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Engagement & Excitement 

Nothing shows interest more than active 
listening and some degree of excitement. People 
love to talk about themselves and they love an 
audience that appreciates what they have to. 

Show genuine interest and express the fact that 
at the moment, the other party is the most 
important individual around. Do not put 
yourself at the very center of the picture because 
you are not the focus of the interaction. 

Some people make the mistake of thinking of 
how they look and how they sound 90% of the 
time during a social interaction that requires 
persuasion or influence. I can assure you that if 
you do this, you are going to lose that round 
because you didn’t pay enough attention to the 
other party. 

Too Much/Too Little Information 
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People expect you to know how much 
information you have to share to be able to fully 
convey your message. If you give too much 
information, you can lose the deal. If you give 
too little information, you can also lose the deal 
because the other party will think that you are 
holding something back. 

You can determine how much information to 
give the other party by determining how he is 
processing the information. When a person is 
processing your input peripherally, he is being a 
cognitive miser and he is not using a lot 
cognitive resources to analyze what you’re 
saying. 

If a person is processing information centrally, 
that means he is hanging on to every word and 
every input coming from you and he is using his 
logical mind to analyze your input. If you think 
the person in front of you is processing 
information centrally, feel free to give more 
information.
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 Inversely, if the person is relying on vocal cues 
and body language (as evidenced by easy 
rapport and matching), you need to focus on 
appearing credible and trustworthy (just don’t 
overdo the verbal content of your message). 

Repetition, Self-Referencing and 
Other Expert Strategies 

1.Repetition is a time tested technique in 
advertising that has brought millions of 
dollars to companies and retailers around the 
world. Why? It’s simply works. When 
something is repeated to a person on a 
regular basis, he begins to accept that input 
without question. 

That’s why sales letters are often long – 
because the product seller has to repeat the 
benefits of the product or service so that 
people would remember. If a potential buyer 
can’t even remember why the product is a 
good one, he’s not going to buy. 
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You have to keep reminding the other party 
why he should agree with you and why he 
should take a stand (i.e. buy your product 
instead of the competition’s similar product). 

2.Knowledge gauging is essential if you want 
to know how much information to give your 
audience. For example, if Person A wants to 
sell a laptop computer to Person B (a 
computer engineer) and Person C (an 
ordinary, non-expert buyer), he would have 
to share different levels of information to 
these two distinct buyers to get the results 
that he wants. 

Experts typically require more information 
than non-experts because they would be 
processing input centrally for the simple 
reason that they are experts and there would 
be no reason to use the peripheral route if 
they can easily analyze input using their 
existing knowledge. 
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If you are a true expert in your own field, 
not oversharing information might be hard 
because experts like sharing information. 

But the problem is not everyone can 
appreciate the information overload. How 
do you compensate when you are trying to 
sell something to someone who is not an 
expert in the first place?

Well, the easiest way to do this is by 
changing the nature of the input. Experts 
love statistics and technical details; non-
experts don’t. If you are trying to sell 
software that keeps track of invoices, orders 
and payments from buyers, it would be best 
to stick to feature-benefits if you are selling 
it to a client who has never delved into 
technology before. 

You also have to stick to the language that 
the other party knows well. If you sound like 
a Martian when discussing the finer details 
of your idea, you’re not going to get the trust 
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and agreement of the other party because he 
can’t fully comprehend what you’re saying 
in the first place. 

3.Sel f - re ferencing i s the process of 
encouraging another party to visualize 
himself using a product/service/idea. 
Current statistics have shown that people 
tend to agree more if they are allowed to 
imagine themselves using what is being 
offered to them. 

Because let’s face it – only a handful of 
people can un leash the i r c rea t ive 
imaginations at will. If the other party is 
unable to see himself benefitting from what 
you are offering, he won’t buy the idea/
service/product. 

4.Being an expert is vital to your public 
projection. If you are not an expert, people 
might doubt all of the useful information 
that you are relaying. 
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Apart from your social status and position, 
you can create the aura of an expert by 
dressing the part and by being confident 
with your presentations. 

Do your research and provide adequate 
information when someone actually asks a 
question. There really is no shortcut when it 
comes to being an expert. 

True experts rarely stop studying, so if you 
haven’t been boning up on your own field 
recently, it’s time to read more so you can 
offer more during social interactions. 

5.Earlier in this volume I mentioned 
per ipheral process ing and central 
processing. These are two very different 
modes of processing information. 

Both can be used to influence others. If you 
want the other party to use peripheral 
processing, you need arousal tactics to get 
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him excited and hungry for what you have to 
offer. 

But if you want him to be logical and critical 
about your input, you have to reduce any 
form of emotional arousal to a minimum so 
that the person will adopt a more logical 
stance.

6.Have you ever heard of unusual claims? 
These are simply claims that have been 
dressed up uniquely. For example, if you are 
trying to sell a new kind of whiteboard 
marker, you can share “5 ways a marker can 
be used to increase business productivity”. 

There really is no limitation when it comes 
to unusual claims. You can use unusual 
claims in the beginning of a conversation or 
presentation to ignite the attention of your 
audience. 

Don’t overdo it though – if you use too 
many unusual claims, the other party might 
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become confused at one point. After 
achieving the mental state that you want the 
other party to adapt, move on to other 
techniques. 

7.The fastest and most convenient way to 
present feature-benefits to people is by using 
a checklist. Checklists are efficient because 
of the simplicity of their form and anyone 
can make a checklist. 

Keep the items in your checklist meaty 
(significant) and concise so that people 
would be able to easily remember what they 
are supposed to remember about your offer. 
D o n ’ t m a k e y o u r c h e c k l i s t t o o 
comprehensive or complex because you are 
going to lose your audience if you do that. 

You can also use a checklist to feature the 
benefits of what you’re offering versus what 
your competition is offering. Of course, you 
will have to think of things that you have 
that your competition doesn’t so your 
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competition would have fewer positive 
marks. 

Avoid directly saying that your competition 
is lousy – it’s better to show your audience 
that you are better than your existing 
competition. 

If you have a lot of information to offer, you 
may want to create multiple checklists so 
you can give the information to your 
audience in ‘bite sized chunks’ that would 
be easier to remember. If you want, you can 
print these checklists out and offer them to 
the other party so the other can peruse the 
checklis ts even after the meeting/
presentation. 

Advanced Techniques in Influence & 
Persuasion 
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Influence has been a hotly debated topic for 
many decades now for the simple reason that if 
you are able to influence, you get things done 
much more quickly. 

There are literally hundreds of books out there 
on influence and persuasion and only a select 
few have actually gone through a fraction of the 
available material. 

That’s why I’ve created the Covert Control 
program  in the first place – so you wouldn’t 
have to go through dozens of volumes of 
influence materials just to get the most useful 
strategies. 

This part of Covert Control I will focus on 
advanced strategies that go beyond first 
impressions and rapport. Again, if you use these 
techniques ethically (i.e. both parties involved 
will always gain a benefit) you are well on your 
way to become a true master of influence and 
persuasion. 
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The Fear of Loss 

Have you ever experienced a time when you 
were about to lose something really valuable or 
important to you? What did you feel at that 
moment? What do you think you were capable 
of at that precise time when you thought that 
you would lose that thing? 

I apologize if these questions stir some 
unpleasant memories, but I had to ask these 
questions to illustrate an important (but little 
known) fact about influence. 

People tend to act more quickly if they think 
they are about to lose something really 
important. 

You see, there’s a big difference between 
offering something really good to a potential 
buyer and telling the potential buyer that he 
stands to lose something if he doesn’t acquire 
what you’re offering. See the big difference? 
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People can stand not acquiring something if it 
would just add benefits to an existing pile of 
benefits. But it’s completely different when you 
say that the other party will lose something if he 
doesn’t act quickly. This particular trigger of 
influence is most useful even in the most 
pressured situations. 

When someone decides to buy an idea/product/
service, you would think that the decision to do 
so was completely a logical one. It actually 
never is. When someone decides to buy 
something from another party, the final decision 
is almost always governed by irrational thoughts 
and of course, emotions and impulses. 

What does this mean? Well, a person can 
rationalize that he did the right thing by doing X 
instead of Y, but that’s rarely the case. Because 
before a person buys something, he is subjected 
to systems of influence and control and if the 
system in place is effective, the desired outcome 
will emerge. 

122



So remember: before focusing too much on the 
logical side of selling something to others, pay 
close attention to what impulses you are 
arousing in the other person. Be aware of 
potential reactions to what you are going to do 
and say and I can assure you, you will get better 
results. 

Over-burdened with Choices 

There is a general belief that people would 
always love having different choices. That’s 
why grocery stores are packed with a dizzying 
array of brands and packaging variations. 

But how true is it that people want to be in a 
position where they would have to narrow down 
their personal choice after looking over a large 
number of choices? Well, according to a 
Stanford study, people don’t like having so 
many choices.
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The Stanford study I’m talking about was quite 
simple, really. The researchers set up two tasting 
booths at a grocery store. One table had a total 
of six options while the other one had a total of 
twenty four options. Both tables were open to 
anyone who wanted a taste of the jams. 

The result? The table with six options generated 
more sales than the table with more options. 
Why is this? The reason is quite simple: people 
get confused easily when they are faced with so 
many options. 

This confused state is called cognitive 
dissonance. When a person experiences 
cognitive dissonance, he feels paralyzed and he 
feels that making a good decision is not 
possible. 

I know that many of you are wondering right 
now whether people actually hate having 
options. Having options is a heavily guarded 
right (at least in the world of consumers) – but 
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how come people experience cognitive 
dissonance? 

The answer lies in the number of options 
available to people. If there are simply too many 
options, the freedom to choose is undermined. 
The freedom to choose becomes a burden and 
people just stop. 

So if you want your audience to pay attention to 
what you’re saying and act quickly, you have to 
make the best offer so that they won’t need to 
look for other options. 

You can also cite some details from your 
competition, but ultimately, your goal is to make 
your offer the best in the neighborhood so the 
other party will agree that he really needs it. 

When a person is faced with too many options, 
he might express interest in what you’re saying 
but at the same time, he might put off making an 
actual decision because he has to take in so 
many details all at once. 
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When a situation appears complicated, even the 
most analytical of minds can resort to peripheral 
thinking just to take the load off their cognitive 
resources. Cognitive resources are precious and 
people tend to preserve their cognitive resources 
in favor of peripheral judgment. 

Review: The Rules of Thumb of 
Advanced Influence 

1.People generally want to be led. Some 
people might appear to resistant to outside 
influence but if you can show such people 
that you are a true leader that would add to 
their resources (rather than deplete it) you 
will be followed like a leader. 

And best of all, you will be able to influence 
others to make beneficial judgments even 
when you are not in front of them. True 
influence creates lasting behavioral changes 
(i.e. brand loyalty). 
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2.People want to be led but they still want to 
feel that they still have full control of the 
situation. When a person feels that he is 
control of a situation, his mental defenses go 
down and he will be able to make a 
beneficial decision more quickly. 

You have to make sure that your own 
audience feels that it is control of everything 
and you are offering something that they 
cannot stand to let go of at that moment. 

3.Cognitive dissonance is a real problem that 
must be detected and remedied quickly. 
People love the freedom to choose because 
it gives them the idea that they are in 
control. However, too many options can 
impede the decision-making process which 
is always a bad thing for the influencer 
involved. 

As influencers, we want people to agree 
wholeheartedly with what we are saying and 
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make decisions quickly in our favor. As an 
influencer, you will not get that result if the 
person in front of you appears dazed and 
confused with all the options that you are 
giving him. 

4.If you are thinking about profiting more 
from your products or services, you need to 
identify the best options and limit the 
number of options to facilitate the process of 
influencing people to buy from you. 
Offering more choices will not necessarily 
result in more profit. Too many choices can 
actually impede your progress. 

5.Offering a limited number of good options is 
just the first step. You also need to learn how 
to direct or lead people to the specific 
options that would suit them well, based on 
their values and needs. 

Attitudes & Behaviors 
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The Merriam-Webster dictionary defines 
attitude and behavior in the following manner: 

Attitude – a mental position with regard to a fact 
or state 

Behavior – the manner of conducting oneself 

As you can see from these simple definitions, 
these are two very different things. Attitude is 
simply a position that a person adopts in relation 
to an object while behavior is what he is already 
doing when he is in specific situations. 

Behavior is more heavily ingrained in people 
than mere attitudes, which is why I highly 
recommend that you do something to modify 
the existing behavior, not the attitude involved. 
When behavior has been finally modified, 
attitudes can be modified at will later on with 
little or no difficulty. 

And here’s the thing about behavioral change. 
When a person chooses to go one direction 
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instead of the other, he will justify this 
behavioral change. He will own the decision to 
act and he will also rationalize his decision. 

With attitudes it is completely different. People 
might agree that smoking is bad for the health, 
but that doesn’t mean that the attitude change 
alone is enough to modify the associated 
behavior, which is actually more important than 
the attitude. 

The Power of Personal Rituals 

People love stability and constancy in their daily 
life. When everything is constant, people feel 
secure and happy. That’s why people also love 
personal rituals. 

Personal rituals are done every day, without fail. 
This particular desire for rituals can also be used 
as an influential tool. Here’s how it works: you 
introduce a new activity to your audience. Just 
ask your audience to try the activity a few times. 
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When your audience tries it and they find that 
the activity provides an advantage or benefit, 
they will feel a void when they don’t have 
access to the activity anymore. 

This void will be your opportunity to influence 
them. You will then make the offer to feel this 
void with your proposal/offer/idea/product/
service. If the situation allows it, use this 
technique to establish a firm foothold. You can’t 
lose!

Competition & Advantage 

If you believe in the concept of evolution and 
natural selection, you won’t find it hard to apply 
our next strategy. Science has taught us that the 
whole of nature is fraught with competition. It 
simply exists, like gravity. 

There is no way to escape it any more than we 
can escape breathing in oxygen and exhaling 
carbon dioxide. Now, this isn’t necessarily a bad 
thing. 
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Actually, competition is neither good nor bad. It 
just is. Why are we talking about competition, 
anyway? How is it related to the idea of 
influencing people to behave the way you want 
them to act? 

Think about it: people hate to be at a 
disadvantage. Whether it’s at golf or at work, 
people want to be on top at all times. It’s the 
perfect example of how the human survival 
instinct has evolved to adapt to the modern era. 
The modern era might be full of technological 
innovations and other neat stuff but at the core, 
humans are really still preoccupied with 
survival. 

This is the reason why people want to be able to 
choose because in the process, we all hope to 
find the best of everything so we would be at an 
advantage. We want to be on top because people 
on top tend to be better survivors than those 
who are stuck on the ‘bottom’; however that is 
defined by people. 
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The drive for competition is present in every 
facet of human life and it’s not limited to 
individuals. Competition can also occur in 
group settings (internal, group member vs. 
group member) or group versus group. You can 
use this insatiable drive to compete by showing 
people how they would have an edge over 
others by choosing what you have to offer. 

I emphasize “show” because talk is cheap and 
people can promise anything. When you say 
“this wil l give you an edge because 
____________”, you need to really showcase 
how your offer will accomplish this. 

You have to put the other party’s needs and 
respond to these needs directly with what you 
have to offer. 

This is directly tied to the idea of asking your 
audience to visualize having what you have to 
offer. If they can experience briefly how it 
would be like to have what you are offering, 
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they will act quickly to acquire it for 
themselves. 

Don’t Be Intimidated By Large 
Crowds 

There is a pervasive belief among public 
speakers and almost anyone who has had to 
stand up in front of a crowd that throngs of 
people are the hardest to please. This is not 
really the case. 

Large crowds of people are not harder to please 
– individuals are actually harder to influence 
because they have all the time in the world to 
decide and they can easily refuse you and walk 
away because no one else is there with them to 
think about your offer. 

Influencing groups is a lot easier because when 
you stand in front of a crowd and you exude the 
aura and confidence of a pack leader, the 
audience will look up to you as a leader. They 
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won’t look at you like you were a vulnerable 
target or a sitting duck – they would patiently 
wait for your input and they will agree with you 
because at that moment, you are the pack 
leader. 

Group thinking is much more powerful than 
individual thinking when people are within a 
crowd. The sway of the group is more dominant 
and acceptable than what people think, singly. 

If the entire group seems to be agreeing with 
what you are saying, chances are, even those 
who are anxious or doubtful will also agree with 
what you are saying. 

It’s basic group dynamics, really – the majority 
always wins in the end. However, I have to warn 
you – if the group thinks you are not the kind of 
person that they would want to listen to, you 
will lose the crowd just as easily. 

You will also notice that people express their 
emotions more freely within a group. This is 
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another advantage (or disadvantage, depending 
on your success as an influencer). 

If you can get the whole group to become 
trusting and excited about what you have to 
offer, this emotional frenzy will overcome any 
doubts about what you’re saying. 

People will most definitely follow what the 
group wants as a whole. People want to be led 
when they are in a group and if you show that 
you are indeed a good leader, people would 
follow you willingly. 

This is the secret of powerful TV personalities – 
they have the ability to manipulate the emotions 
of large throngs of people in an instant. Watch 
how Oprah induces excitement and near frenzy 
when she finally enters the talk show studio. 

Watch how people like Ellen DeGeneres are 
able to whip up laughter or even tears if they 
want to. All these personalities have one thing in 
common – they are masters of influence and 
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their ability to control people’s mindsets is so 
natural that no one actually notices that they are 
doing it. 

People willingly listen to these personalities and 
they want to be a good member of the ‘pack’ 
that these people lead. See how powerful 
influence can be? Fans of TV shows make sure 
that they are able to at least record the day’s 
episode on their computer so they can watch the 
early episodes later in the day. 

People like Oprah don’t have to remind people 
to watch her show because people feel that they 
will lose out on something if they don’t watch 
the show at all. These personalities are able to 
exert influence even when they’re not visible at 
all! Their messages become ingrained in 
people’s minds. 

You might be wondering: why do people seem 
less intelligent when they are in a group setting? 
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The answer lies in the way groups tend to 
activate the subconscious mind. When the 
subconscious mind is activated and it becomes 
dominant, people are less critical and less likely 
to refuse something that seems beneficial or 
good. 

The subconscious mind is often represented by 
the ‘kid in you’. This old adage hasn’t missed 
the mark at all because the subconscious mind is 
similar to the conscious mind of a 5 or 6 year 
old. 

Do you remember how you viewed the world 
when you were that young? Everything was 
fresh and inviting and you would do absolutely 
everything just to get that one thing that made 
you a little crazy at that time? 

Now imagine a group of people all sporting the 
same mindset. Imagine a throng of people who 
have unconsciously suspended most of their 
critical faculty in favor of their impulses and 
subconscious desires. 
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That’s why you should be more careful when 
you have to listen to someone who’s selling 
something to a group of people. You might get 
carried away by your emotions, too. As a master 
influencer, you can facilitate the ethical 
exchange between two parties by appealing to 
subconscious desires as well. 

And here’s another thing about groups: 
individuals don’t want to feel left out. If there 
are obvious advantages, who would want to 
ignore those advantages if everyone else is 
signing up? 

Show Them That You Want Them 

When it comes right down to it, even the most 
critical of audiences want to feel that they are 
wanted, even if they aren’t showing it. As the 
influencer, you are in the best position to 
express this to your audience. 

139



That’s why we focused on techniques that really 
draws out people’s thoughts, needs and 
sentiments because by doing so, you can show 
them that you are interested in what they have to 
say and you value your audience very much. 

When a person feels that he is wanted, his 
mental defenses rest and he becomes more open 
to suggestions from the environment. It doesn’t 
matter if you are on a date or if you are in an 
important meeting with powerful administrators. 

The same rules of influence apply – because 
even the most hardened business man can 
appreciate the fact that you want to interact with 
him. It might take some time to develop this 
skill, but I can assure you that with enough 
practice, you will be able to do it fairly easily. 

CONCLUSION
You now have a basic understanding of what is 
necessary in winning over your audience and 
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establishing yourself as an expert of influence 
and persuasion. We covered principles that need 
to be considered even before the presentation 
begins, such as your physical appearance and 
first impression. We also focused on the 
important elements that need to be implemented 
within the presentation itself, such as body 
language, humor and articulation. However, we 
primarily focused on what we need to do within 
ourselves first and foremost in order to truly be 
confident in our own expertise. Why is this 
important?

Because if you are not confident in yourself as 
an expert, how do you expect to persuade 
anyone else to be?

141


