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DISCLAIMER AND TERMS OF USE AGREEMENT

The author and publisher have used their best efforts in preparing this report.
The author and publisher make no representation or warranties with respect
to the accuracy, applicability, fitness, or completeness of the contents of this
report. The information contained in this report is strictly for educational
purposes. Therefore, if you wish to apply ideas contained in this report, you
are taking full responsibility for your actions.

EVERY EFFORT HAS BEEN MADE TO ACCURATELY REPRESENT
THIS PRODUCT AND IT'S POTENTIAL. HOWEVER, THERE IS NO
GUARANTEE THAT YOU WILL IMPROVE IN ANY WAY USING THE
TECHNIQUES AND IDEAS IN THESE MATERIALS. EXAMPLES IN
THESE MATERIALS ARE NOT TO BE INTERPRETED AS A PROMISE
OR GUARANTEE OF ANYTHING. SELF-HELP AND IMPROVEMENT
POTENTIAL IS ENTIRELY DEPENDENT ON THE PERSON USING
OUR PRODUCT, IDEAS AND TECHNIQUES.

YOUR LEVEL OF IMPROVEMENT IN ATTAINING THE RESULTS
CLAIMED IN OUR MATERIALS DEPENDS ON THE TIME YOU
DEVOTE TO THE PROGRAM, IDEAS AND TECHNIQUES
MENTIONED, KNOWLEDGE AND VARIOUS SKILLS. SINCE THESE
FACTORS DIFFER ACCORDING TO INDIVIDUALS, WE CANNOT
GUARANTEE YOUR SUCCESS OR IMPROVEMENT LEVEL. NOR
ARE WE RESPONSIBLE FOR ANY OF YOUR ACTIONS.

MANY FACTORS WILL BE IMPORTANT IN DETERMINING YOUR
ACTUAL RESULTS AND NO GUARANTEES ARE MADE THAT YOU
WILL ACHIEVE RESULTS SIMILAR TO OURS OR ANYBODY ELSE'S,
IN FACT NO GUARANTEES ARE MADE THAT YOU WILL ACHIEVE
ANY RESULTS FROM OUR IDEAS AND TECHNIQUES IN OUR
MATERIAL.
The author and publisher disclaim any warranties (express or implied),
merchantability, or fitness for any particular purpose. The author and
publisher shall in no event be held liable to any party for any direct, indirect,
punitive, special, incidental or other consequential damages arising directly
or indirectly from any use of this material, which is provided “as is”, and
without warranties
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INTRODUCTION

Welcome to The Deception Code. 

I have spent a good deal of my life studying the game of 
influence and persuasion, but I have yet to see any serious 
programs about how to detect deception and how to 
differentiate between a lie and a truth. There are plenty of 
programs that will teach you how to mind read or even how 
to determine when someone is lying to you. 

Unfortunately, that's only one half of the equation. The 
second and more important part of the equation is once 
deception is detected, how does one find the truth? The key 
to influencing someone is the gathering of intelligence: 
getting into someone's mind and learning as much as you 
can about them. But if a person is being deceptive and not 
telling the truth, it can be very hard to gather that 
intelligence. 

I have studied everything I could get my hands on about 
mind reading, influence and persuasion, and learned the 
same interrogation and mind-reading strategies of the FBI, 
the CIA and high-ranking military officials—masters at 
detecting deception and getting the truth from people. I'm 
really eager to share this knowledge with you, so let's jump 
right into the program.
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THE HARSH REALITY

The statistics I'm about to share with you are not meant to 
frighten you or depress you or give you a grim outlook on 
life. I am a very big fan of harsh reality. 

Whether I'm in a business setting or a social setting, I 
always try to have a PMA (a positive mental attitude). 
Regardless, I'm a fan of harsh reality because at least when 
you understand how things really are, you can move 
forward.

When you live in a fantasyland or you spend your life 
thinking about how things could be or how things should be 
or how you want them to be; it causes you to make 
mistakes. And preventing those types of mistakes is the 
foundation of this entire program. I'm sharing these 
statistics because I want you to live in the world of reality. I 
want you to understand exactly why I created this program, 
why you need this training and how it's going to help you. 

Now, a big part of influence and persuasion is the gathering 
of intelligence. You want to learn as much as you possibly 
can about a person so you can persuade them and influence 
them over to your way of thinking. The problem is if you're 
gathering information from someone and that information 
is false or compromised (because they're not being honest), 
then your ability to influence them drops. Of course, when 
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you’re lied to or deceived, this could have a catastrophic 
effect on your life. 

The average person is lied to 200 times per day or twelve 
times per hour. This causes a gaping hole in your ability to 
influence and persuade others. And think about it. If you're 
functioning in a certain emotional state because of 
important relationships—and those relationships are with 
people who are deceiving you or withholding information 
from you—that's going to have a catastrophic effect on 
your life.

It's going to cause you to engage in poor planning. It's 
going to cause you to cultivate false beliefs. It's going to 
cause you to waste time, money, energy and resources. You 
will be going through life having interactions with people 
believing the information they share with you is true when; 
in fact, it's not. This will also cause you to experience 
emotional highs and lows. I don't wish to depress you; but 
it's essential you understand this and how important it is. 

Deception is actually a part of nature. Think about the 
animal kingdom. All animals are hardwired to deceive in 
order to survive. Some animals camouflage themselves. 
Spiders create invisible webs. Possums play dead. 
Deception is one of the most utilized strategies in war—
deceiving the enemy. Deception is all around us.

What's interesting about the animal kingdom is that the 
more intelligent the species, the better they are at 
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deception. The same thing happens with the human race. 
The more intelligent people are; the more creative. The 
more creative, the better they are at deception. Now, I'm not 
saying that all intelligent people are deceptive or that all 
creative people are deceptive. What I am saying is that 
there's a link.

When you think about it, having people of great 
intelligence use their intellect and energy to deceive 
someone is a very scary thing. That's why you have to be 
prepared for it, because deception is everywhere. Deception 
is surrounding us at every moment. 

Sit down and relax, because here's more grim statistics. 

⋅ One in four Americans lie to an insurer 
⋅ Seventy-five percent of all resumes contain false 

information
⋅ Twenty percent of all employees admit to knowledge of 

dishonesty, deception or fraud in the workplace

Now, the majority of this deception comes from what we 
refer to as white lies. White lies are things like "I like your 
hair. That's a nice suit." We've all done this before, right? A 
person might be wearing the ugliest suit in the world; but 
because you don't want to hurt their feelings or because of 
the type of relationship you have with them, you tell a lie.

This is why human beings are predisposed to tell lies—
because most of them are white lies and most people don't 
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think it's a big deal to tell these kinds of lies. The problem 
is with the big lies: I'm stuck at work, or the company's 
numbers are strong, or it's the last chance to buy. These are 
only three of the types of big lies that people will tell you 
and are probably telling you right now. Based on the 
statistics; chances are somebody is telling you a lie that 
falls into one of these three categories.

Here's why you need to be concerned. You might think that 
these big lies that I'm talking about don't apply to you. But 
here's what I want you to realize:

⋅ Nine out of ten people lie on a job interview
⋅ Sixty-six to 80 percent of students admit to cheating

Infidelity has been rapidly rising in the past twenty years or 
so. Infidelity in men over 60 has doubled in the past twenty 
years and tripled with women. Eighteen percent of people 
under 35 years old have cheated on a significant other. 

Now the scary part is that the average human being can 
only detect deception 50 percent of the time—if they're 
good. This means the accuracy rate of detecting this kind of 
deception is only 50 percent, at best. Part of the reason why 
we can't detect all of this deception is because of something 
called truth bias. 

Truth bias
Human beings are predisposed to believe what we hear and 
see is real; but here is the scary thing. We are organically 
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hardwired to deceive; but we're also hardwired to believe 
that other people are telling us the truth. That's a scary 
combination. 

Deception is going on at all levels nowadays and continues 
to grow. Recent studies tell us that deception takes place 
during phone calls 37 percent of the time. It takes place 
face-to-face 27 percent of the time. Deception takes place 
in IM chat around 21 percent of the time and in email 
around 14 percent of the time. Now, the reason why this 
takes place in phone calls so much and so little in email is 
because email and IM chat leave behind a paper trail. They 
leave behind evidence. There is no evidence with phone 
calls unless they are being recorded. 

As for face-to-face, the percentage of lying is lower 
because of something called microexpressions. These 
microexpressions are subconscious responses that our body 
goes through when we are being dishonest with people; and 
we cannot control them. Microexpressions have a 95 
percent accuracy rate in lie detection. They are that good. 

When you combine that powerful s tat is t ic of 
microexpressions with understanding how people 
manipulate things, you really begin to excel at 
understanding deception. But, it's not all doom and gloom. 
Once we really understand how and why people deceive us 
and understand how to decode it, we'll be in a position to 
set ourselves up for success. 
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Numbers don't lie, and The Deception Code is going to 
solve this problem for you. We're going to use three 
approaches which include mind-reading, verbal and 
auditory observation and data analysis. When we take those 
three approaches and combine them, the result is going to 
be an almost foolproof system for detecting deception and 
lies in other people. So, don't let these statistics depress 
you. I promise you there is good news to come. 

I'd like to recap what we talked about in Module 1. We 
learned three things:

⋅ We learned that deception is natural. It occurs in the 
animal kingdom. It occurs in nature. It's hardwired into 
us. It's organic.

⋅ We learned that deception surrounds us.
⋅ We learned that we are not very good at detecting it. At 

best, we detect deception 50 percent of the time, 
primarily because of truth bias. 

SEEING THE WORLD THROUGH THE EYES OF 
OTHERS

I want to start this video with a quick exercise. I learned 
this from a book called Liespotting by Pamela Meyer, 
probably the world's foremost expert on deception. What I 
want you to do is take your finger and draw an imaginary 
"Q" on the top of your forehead. Don't think about it. Just 
do it.
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Now, when you drew the Q, on which side did you put the 
slash of the Q? Did you put it on the right or on the left? If 
you drew the line to the right, you drew the letter "Q" as 
you would see it. If you drew the line opposite to the way 
you would see it (the way a person facing you would see it) 
that tells us something different about your personality.

Now the majority of people do draw the Q with the line to 
the right as they would see it. And the reason for that is 
because the majority of people in the world are too 
preoccupied and too concerned about their own outlook on 
things. It doesn't make you a bad person. It's just reality. 
The majority of people look at the world through their own 
lens rather than focusing on the way other people see it.

Now, if you really want to become influential; you have to 
train your mind to start to see the world through the eyes of 
other people. The more you can see the world that way, the 
more power you gain. These are tied directly to one 
another. Also, the better you are at seeing the world through 
the eyes of other people; the better you're going to be at 
detecting deception. So, the very first step is to begin 
changing the way you look at the world and begin to see 
the world through the eyes of others.

LYING STARTS EARLY

It's important to understand where lies come from and why 
people lie so we can become better at detecting deception. 
Lying starts early.
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When newborn baby starts crying; it's crying because it 
needs to be changed, it's tired or it's hungry. But once the 
infant learns that it can elicit a response from the parent; it 
will begin to cry whenever it wants something. This 
innocent act is deception, and it starts at a very early age.

As you grow older, lying or deception becomes a risk/
reward trade-off. The child cries to elicit a response from 
the parent because it has learned that it can do that; and it 
begins to develop the sense of risk or reward. 

I'll give you an example. A child might take a piece of 
chocolate from the kitchen and lie if they're caught. If 
they're asked if they took the chocolate, they will think 
about it first and then lie. They will consider the risk versus 
the reward. And as we get older and more intelligent, we 
can't help but take bigger risks for bigger rewards. The 
cycle gets worse and worse. Again, it's a grim statistic. It's a 
harsh reality that I have to share with you, but these 
insights are going to help you up understand where 
deception comes from.

Men and women are about the same in terms of the number 
of lies they tell and the amount of deception that goes on. 
But men and women lie about different things. Men lie for 
power, or to gain interest, or to elevate themselves in social 
status. They want to appear to be more successful. They 
want to appear to be more adventurous, more outgoing and 
more intelligent. Men primarily lie for power. Men also lie 
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about themselves more than they lie about others. Most of 
their lies are self-fulfilling. 

Women lie primarily to protect feelings—either their 
feelings or the feelings of others. Women also experience 
more discomfort when lying than men, and a lot more 
emotional turmoil, negative feelings, anxiety, nervousness 
and things like that. 

Extroverts lie easier than introverts. Extroverts lie more 
often and feel more comfortable lying. They will also 
persist more than a person who's typically an introverted 
type of individual. Again, these are just some interesting 
statistics about human behavior and how we both accept 
and embrace deception. 

Statistically, research shows us that 50 percent of lies are 
what we call "SE" or self oriented. So the lie is told to 
provide a benefit to the individual who's telling the lie. If 
I'm lying about something, 50 percent of the time I'm lying 
to create a benefit for myself.

Twenty-five percent of the time it is what we call an "OP" 
lie. It's an other-person oriented lie. So, 25 percent of the 
time the lie is told to protect someone else. The remaining 
25 percent equals a mixture of the two. So, the majority of 
the time we're lying to provide a benefit to ourselves or to 
protect ourselves, and 25 percent of the time we're doing it 
to protect other people. 
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Researchers have found that synthetic approval is 10 to 20 
times more common versus synthetic disapproval. What do 
I mean by these? Well, synthetic approval is when you lie 
or you're being deceptive in saying that you like something 
that you really don't. When you tell someone they have a 
nice suit or you like their car or you like their house and 
you're lying; that's what we call synthetic approval. It's 
approval that's not genuine.

Then we also have synthetic disapproval. Now, synthetic 
disapproval happens when someone lies and the lie 
involves them stating that they don't like something that 
they actually do like. You might have a person who's a 
hardcore Democrat. When they're in the presence of their 
boss who's a hardcore Republican; they might pretend their 
feelings are different and, for example, start attacking a 
political figure even though they actually admire that 
political figure. They're doing it simply to gain the approval 
of their boss. That's what we call synthetic disapproval.

WHY DO PEOPLE LIE?

The next big question is why do people lie?

A lot of lies tie directly into power. There's actually a funny 
relationship that takes place in the human mind between 
power and lying. When someone is lying for power, they 
are so focused on what they have to gain that they 
completely become numb to their conscience or are 
concerned they're doing wrong. The obsession with gaining 
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the power overtakes any consciousness that would tell them 
not to lie or perform an act of deception. Power overrides 
everything. 

Now here's where the interesting relationship comes into 
play between power and lying. When we're lying and 
committing deception (unless we're a sociopath or a 
mentally ill person) lying has a very taxing effect on our 
body. It makes us nervous. It raises a stress hormone called 
cortisol. When you lie, your cortisol level becomes 
heightened and this results in huge amounts of anxiety and 
negative emotions. 

However, when a person obtains power after lying; that 
power actually has the reverse effect. Power counteracts all 
the reactions that lying produces in the body. The moment 
you gain the power that you want from that lie, the 
reactions you experience in your body actually become 
lessened. 

Let's say you were committing a fraudulent act and it had to 
do with money. You were calling people on the phone and 
selling them something (like a fake stock). You're telling 
them that the company's financials are stronger than they 
are. You're misleading the person. As you're doing that, 
your cortisol levels are being raised and you're beginning to 
feel anxiety and negative emotions. 

But when the $10,000 check comes in the mail; all of those 
negative feelings begin to dissipate because for many 
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people money equals power. And if your goal in that lie or 
in that act of deception was to gain money; you've achieved 
your goal and you're received the power you were looking 
for. It's a constant battle between power and lying when 
someone lies to you or when they commit an act of 
deception.

Why do people lie? I'm going to tell you a couple of the 
main reasons. 

OFFENSIVE MOTIVES FOR LYING

A person lies to protect themselves or to gain something. 

1. Obtain a reward
 A person lies to obtain a reward that is otherwise 

unattainable. They can't get it honestly, so they have to 
lie, be deceptive and create some sort of illusion. 

2. To gain an advantage
 It could be in a social situation or in a business setting. 

There's an advantage someone wants to gain that they 
cannot gain with honesty. They have to create deception. 

3. To enhance self-image 
 Many people have low self-esteem. They utilize social 

comparison far too much. Social comparison is a natural 
thing that resides in all of us. It's a huge body of 
knowledge from social psychology. It basically tells us 
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that the opinions and the images that we form about 
ourselves are largely comprised of the comparison that 
we make to other people. People have to begin to lie to 
create illusions and to enhance their self-image. 

4. Gain power by controlling information
 In this case, there's information that people do not want 

other people to get their hands on. It may prevent them 
from getting a reward or from gaining an advantage. It 
may hurt their self-image. They lie to control access to 
this information. 

Those are the biggest reasons why people lie that 
encompass offensive motives. This is the state of mind a 
person has when they're offensively deceiving other people.

DEFENSIVE MOTIVES FOR LYING

Defensive motives are things like maintaining privacy. 

1. Keep their privacy 
 There is something they don't want other people to know 

about. 

2. Avoid an awkward moment
 Another one is to avoid an awkward situation. Maybe 

you have to go to a business meeting and you know an 
ex-boyfriend or ex-girlfriend is going to be there. You 
don't want to run into them, so you tell a lie to avoid that 
awkward situation.
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3. Protection for either yourself or others 
 You tell a lie to protect someone because you don't want 

them to be hurt physically or emotionally. 

4. Avoid embarrassment 
 This also ties into self-image. When certain things get 

out that someone wants kept secret, they get 
embarrassed. They will lie, try to cover it up or do 
whatever they can to create an illusion to protect 
themselves from that embarrassment. 

Those are the two main categories of why people lie and 
why people are deceptive. You have your offensive motives 
and you have your defensive motives. 

I want to dispel a couple of myths before we move forward. 

1. Liars move their eyes frequently
 A recent metastudy shows that eye behavior is not a 

positive indicator of deception. What you should look for 
is a deviation from normal eye movement. 

 You don't want to look at one particular trait because 
what you're looking at might simply be a habit. Instead, 
you want to monitor the normal movements of this 
person and then compare differences in their movements. 
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That will give you key indicators of whether or not 
they’re being deceptive.

2. Liars don't make eye contact or they always make eye 
contact

 The truth is that both of those are correct. When some 
people lie they are unable to look you in the eye; 
whereas when other people [lie], they are able to stare 
straight into your eyes. 

3. Liars often pause when making a statement
 The truth is that everyone pauses from time to time. 

Sometimes we just have to gather our thoughts; 
especially in intense situations like job interviews and 
things of that nature.

 If you ask a person a question and they pause to think 
about the answer; that is acceptable because this person 
just might need to gather their thoughts for a second. If 
they pause at a strange, untimed and awkward moment, 
that's usually a red flag. That can be a key indicator that 
they are deceiving you.

4. Liars squirm a lot and are fidgety
 The truth is that this could be a person trying to soothe 

nervous energy. 

5. Liars scratch their nose a lot
 Well, here's an interesting fact that you might not be 

aware of. There is erectile tissue in your nose. Blood 
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rushes to your nose when you become stimulated (fight 
or flight) because the erectile tissue causes a bit of a 
sensation. That is what makes you scratch your nose. 

 
 Now, this fight or flight response can take place when 

someone is deceiving you; but it doesn't necessarily 
mean that they are. They could just be nervous in that 
particular setting or situation. 

The point is that motive and context matter when detecting 
deception. People lie reflexively without even realizing it. 
It's very important to be able to decipher when they're lying 
purposely or reflexively. 

Before we wrap up, what I want to leave you with an 
objective definition of a lie. 

1. A false statement
 That's pretty self-explanatory. A person says something 

that's not true. That's a lie. 

2. A recipient is involved 
 If there's no recipient involved, then it's simply self-

deception. There has to be a recipient. 

3. Intention to deceive
 Sometimes people can make statements that aren't true; 

but that's because they don't have the knowledge or 
they're not really aware of the facts. Just because 
someone makes a false statement doesn't mean that they 
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are lying. There has to be an intention to completely 
deceive.

4. An element of truth
 There has to be something within the lie that makes it 

believable. When a person lies, the lie is constructed to 
appear as truth. There has to be an element of truth 
present.

Let me summarize the top three reasons why people lie. 

1. Protection - they want to protect themselves from 
something

2. To avoid tension and conflict
3. To minimize negative emotions

Now we're going to focus on the psychology of deception
—on how the mind of one who is lying responds so we can 
begin detecting deception. I'll see you in the next module.
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Welcome back. Today we're going to talk about psychology 
and deception—how it affects one who is using deception 
and how to better identify deception based on psychology.

We'll start with a gentleman by the name of Guillaume 
Duchenne. He was able to identify the difference between a 
genuine smile and a fake smile. A genuine smile involves 
movement of the mouth muscles and the eye muscles. A 
fake smile only involves movement of the mouth. In fact, 
it's scientifically impossible to engage the muscles in the 
eye when you are faking a smile. 

Then we have Charles Darwin. Darwin realized that 
emotional expressions transcend different cultures and 
races. Regardless if someone is happy, sad or angry; 
regardless of where they live; regardless of their religion; 
emotional expressions are generally the same across the 
board. 

Sigmund Freud was the first person to explore what is 
referred to as emotions leaking— that sometimes emotions 
can be identified not just through verbal communications 
but through nonverbal signals of deception—through body 
language. As we discussed before, lying is part of human 
nature. Every person on this planet lies at some point in 
their lives; and that is not a completely bad thing. Lying is a 
normal part of human development. 

I talked about how at six months old a child realizes it can 
elicit a response from a parent by crying. It actually gets a 
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little bit more interesting. From the age of six to seven 
months we learn to fake laughter. Between eight and nine 
months a child has learned to wait until its parents are out 
of sight in order to do something it understands it shouldn't 
do. Between nine and 11 months old, a child learns to 
pretend they don't hear what their parent is saying (like my 
kid ignoring my wife when she tells him not to play with 
Daddy's $1,500 MacBook computer). At 16 months, we 
learn to hide things. At 18 months, we learn to hide 
ourselves in order to do something we know we're not 
supposed to do. 

As we get older, our intelligence develops and our 
cognitive abilities become enhanced. We get better at lying. 
The truth is that lying is a skill that people develop and 
hone just like any other skill in life. People, as they 
progress through life, become better at lying. And that skill 
can become better if a person receives positive 
reinforcement. And the more successful the lies; the less 
stress is involved. 

As I mentioned before, lying is hard work. It has a taxing 
effect on our body. It raises our hormone level. It causes us 
to be anxious. Then as we gain more power or more of a 
reward, that stress starts to dissipate. And the reason the 
stress dissipates has to do with adaptation. It is because the 
body adapts that chronic liars are able to lie so successfully. 
They begin to believe their lies, so their stress level is 
lowered having less of an effect on the body. 
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I've been studying hypnosis and the subconscious for close 
to twenty years. Your belief system and the things you say 
to yourself and your own self-talk and what you believe 
and tell yourself has a huge impact on your life. You can 
convince yourself of anything. Even if you tell yourself 
something completely false, you'll eventually start to 
believe it and that will be reflected in your behavior 
towards others. 

The same is true with lying. If people constantly tell 
themselves that a lie is actually the truth; they begin to 
accept it as truth. And that's the reason why old body 
language is becoming more and more unreliable. When I 
say old body language, I mean deception decoding that 
relies on just reading signals. 

Stress is as unique to each person as some habits are—just 
like we talked about in an earlier module. I bite my nails 
when I'm stressed. Different people get stressed under 
different circumstances and react differently to the same 
stimuli. Stress indicators alone, therefore, are not a very 
reliable strategy for decoding deception.

A recent meta-analysis conducted by the FBI found that the 
most effective approach for interpreting body language is to 
use a combination of processes. First, we want to analyze 
multiple channels—facial expressions, body gestures and 
body language, and verbal style (the style someone uses to 
communicate). 
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The key to successful body language observation is to 
observe the deviation from the norm along with a 
combination of signals. That's the proper way to decode 
deception. You establish a baseline of normal behavior and 
then observe deviations from that behavior in the form of 
signals. In other words, analyzing body language just by 
use of any particular signal is not the best course of action. 
Establishing a definition of normal behavior and then 
comparing your observations of what deviates from that 
behavior is much more indicative of deception. This method 
will give you approximately a 90 percent accuracy rate in 
decoding deception compared to the 50 percent accuracy 
level one gets when just singling out one particular type of 
behavior. 

As I told you before, lying is hard work. In addition to 
having a taxing effect on one's body, there's a lot one who 
lies has to remember. And lying increases our cognitive 
load. We have to remember our stories. We have to 
remember what we told people. We have to be sure we 
don't appear to be anxious. We have to be sure not to sweat. 
We don't want to give off any signals. 

When someone conducts a high-level interrogation, it 
increases a person's cognitive load and increases their stress 
level. It's at that point you begin to observe the deviation 
between a person's normal behavior and their behavior 
under interrogation. Now, when I talk about interrogation, 
I'm not talking about what you see in the movies where an 
authority figure is screaming in someone's face and shaking 
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them trying to get information out of them. Interrogation is 
simply utilizing a series of questions that are designed to 
increase the cognitive load on the person that you suspect is 
being deceptive. Nothing more, nothing less.

We've now learned where lying and deception come from. 
We see that it's normal in our lives. That we learn to do it, 
even subconsciously, reactively, organically and naturally. 
We learn that a good liar is someone that has basically 
perfected that skill like any other skill. We learn that the old 
way of reading is not the best way to do it; and that the 
most accurate method that we can use to detect deception 
involves observing a deviation from the norm, as well as a 
combination of stress signals. 

THE DECEPTION CODE 

What exactly is The Deception Code? Let's break it down 
into a simple, five step process:

1. Gather Intelligence
 This is to set a baseline for the normal behavior of the 

person you are trying to read. What is their verbal 
communication normally like? What is their nonverbal 
communication normally like? You want to pay very 
close attention in order to establish the baseline of 
normal behavior for that particular person.

2. Speech Analysis
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 This is done by asking yourself questions. Is the person 
too talkative? Are they refusing to talk? Are they raising 
verbal red flags when they communicate? During speech 
analysis you ask yourself questions about someone's 
verbal communication.

3. Microexpression Observation
 Here we analyze things like facial changes and 

inconsistencies between their verbal and nonverbal 
actions. 

4. Behavioral Scan
 This involves the same techniques and strategies that law 

enforcement uses to detect deception through deviation 
from normal behavior. Once we've identified the 
microexpressions and inconsistencies of both a person's 
verbal and nonverbal communication, we do a behavioral 
scan looking for those deviations.

5. Interrogation
 Interrogation is asking questions that increase the 

cognitive load on the person you believe is deceiving 
you. 

Using this five-step process will take you from a 53 percent 
accuracy level to an almost 90 percent accuracy level when 
it comes to decoding deception. 

 Copyright Influence Mastery Inc. 26



Welcome back. Before we get into deception decoding 
techniques and strategies, I want to talk about key 
indicators. What are some of the signals that indicate your 
suspect may be deceiving you? 

KEY INDICATORS

1. Answers that seem off 
 Let's say your son is going out one night and he tells you 

he's sleeping over his friend's house. You know there's a 
party going on, that he's never slept over this friend's 
house before and that the kid isn't even a good friend. 
Your son's answer seems a little off. 

2. Brain Scramble
 Good liars distort reality by doing something called 

gaslighting. This term comes from a 1944 movie called 
Gaslight where an abusive husband would flicker the gas 
light on and off to appear as a ghost—in order to steal 
jewels from his wife. A gaslighter can so thoroughly lie 
that you begin to question your own beliefs. 

 Gaslighters use very strategic and direct statements. 
They'll tell you you're crazy or you're paranoid. They'll 
say things like, "I can't believe you would even suspect 
me of doing something like this. I can't believe that 
thought would even cross your mind. You must be the 
crazy one." 

  

 Copyright Influence Mastery Inc.        27



Gaslighters scramble your thought process to an extent that 
you begin questioning your own sanity. This is a crucial 
key indicator of deception—when someone is going out 
of their way to scramble your brain by using the 
gaslighting technique to make you question everything 
you're starting to believe is true.

3. Intuition
 Another one is good, old-fashioned intuition. Fear is a 

basic instinct, and oftentimes we begin to suspect things 
even when we don't have any evidence, proof or reason 
to experience that suspicion or feel that fear. There is a 
scientific explanation for that. Your brain is 
subconsciously registering that suspicion or fear of 
danger before it has reached your conscious mind. That's 
why you begin to have feelings you can't logically 
explain. 

 The psychological term for this is thin slices. The brain 
detects details faster than your conscious awareness can 
pick them up. Researchers have found that in some 
cases, it's as fast as 1/25 of one second. Within that 1/25 
of one second is a thin slice where your subconscious 
mind picks up on something but your conscious mind 
hasn't registered what that is. You can't logically justify 
the reason why you feel it. 
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4. Succumbing to charisma
 Effective liars are also very good manipulators, and that 

means they can be very charismatic—but that charisma 
is usually being practiced with bad intentions. They're 
doing it because they plan on manipulating you at some 
point.

5. Manipulation
 Manipulation is very closely tied to deception and it's 

very important that we talk about it.

There are [five] stages a master manipulator takes when 
planning to manipulate someone. Now, sometimes they're 
aware of these stages, and sometimes it comes so naturally 
to them that they navigate through these stages without 
even consciously realizing it. 

a. Identify a victim
 A master manipulator identifies someone they believe is 

relatively easy to deceive, because the person is easier to 
manipulate. This person probably lacks confidence and 
seems vulnerable or weak. 

b. Gather intelligence
 The manipulator learns as much as they possibly can 

about the victim. What do they like? What are their 
needs? Their fears? They're going to utilize that 
information to their advantage.
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c. Give the victim what they want
 After the manipulator has gathered intelligence about 

their victim (knows what they like, what they don't like, 
their needs and their fears) the manipulator will now feed 
the victim what they want and need. They do this to 
make themselves appear positively in the eyes of the 
victim.

d. Isolation
 The manipulator begins to move the victim away from 

other people. They might take the victim on a trip. They 
might use terms like, "We're in this together," or "I've 
never felt this with anyone else. I seem to click with you 
better than with anyone else. You and I are on the same 
level." The manipulator physically and mentally begins 
to isolate the victim. 

e. Blackmail
 This is the last stage. Typically they share a secret with 

the victim that, if anyone knew, could hurt both of them. 
Then they begin to blackmail the victim by demanding 
things. It could be money or resources or sex. They 
extort the victim by threatening to disclose that secret. 
That's how a master manipulator navigates their way into 
a position of manipulation. 

Now that we have a better understanding of how 
manipulation works, we're going to look at the step-by-step 
process to detecting deception. 
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STEP 1  GATHERING INTELLIGENCE

Step 1 of The Deception Code is to gather intelligence. It's 
about learning as much as you can about a person you 
believe is deceiving you. This is the cornerstone of 
everything I'm going to teach you about deception.

You want to establish a baseline for the person you're 
observing—the person's typical behavior and verbal 
patterns. Once you establish this baseline, you can then 
utilize all of the data you observe and cross reference it 
with the person's baseline. 

This is where a majority of the mind-reading detection and 
deception programs fail. They show you how to read 
people, but they leave out the other half of the equation. If 
you try to read someone without establishing a baseline; 
then all you're doing is observing that person's behavior at 
any particular moment at any particular time. You don't 
really know whether or not that is a result of them lying to 
you or it's just something they do normally. When you can 
establish a baseline and understand their normal behavioral 
and speaking patterns, you're then able to cross reference 
those patterns and gauge when a person is deceiving you. 

1. Ask open-ended questions
The very first thing you want to do when gathering 
intelligence is ask open-ended questions—not direct 
questions. You want to observe their normal behavior. 
Everyone has basic behavioral patterns and then they 
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have triggers that set them off when they're under stress, 
experiencing discomfort or when they are lying to you.

How does this person normally act and speak? What 
words do they use and how do they act when they're 
under stress? Where or when do you see the differences 
between those two things—between how they normally 
speak versus how they act and speak when under stress?

 Only ask one or two easy questions. You do that by 
taking the focus off of them for a second. "Hey, did you 
play Nintendo when you were a kid? Do you remember 
Super Mario Brothers?" All you're doing is positioning 
them to answer questions from you. 

 After that, share something about yourself and then ask 
them a personal open-ended question—but one they 
would have no reason to lie about. "I have to go take my 
son to pick up his new bike. Do you remember the first 
time you rode a bike?" A person is going to have very 
little reason to lie about that. What you're doing is 
mentally engaging them and preparing them to answer 
other questions for you.

2. Establish rapport
One of the most important things you can do to 
successfully gather intelligence (and this is something 
that we talk about all the time in the world of influence 
and persuasion) is to establish rapport. You want to 
develop that connection with someone. You want to 
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make them feel comfortable. And there's a reason why. 
It's because comfort leads to honesty and discomfort 
leads to dishonesty.

Granted, if all the keys and indicators are there (this 
person is already lying or being dishonest with you) then 
it's not enough to say that if you make the person 
comfortable they will be honest with you. However, 
when trying to gather intelligence, it's very important 
that you make that person feel comfortable; because the 
likelihood of them being more honest with you is a lot 
higher when they're comfortable. When they feel 
uncomfortable, the likelihood of them lying more or 
being more deceptive will increase.

3. Use welcoming body language
 Start by using steady but non-threatening eye contact 

with the person. In Western culture, this is done around 
60 percent of the time. In Eastern culture, it's a little bit 
less. Don't use what I refer to as serial killer eye contact. 
Don't stare into someone's eyes like this because that's 
going to cause discomfort, which is going to lead to 
more deception and more dishonesty. You want to look 
into their eyes with a welcoming look so they don't feel 
threatened at all.

4. Uncross your arms, legs and hands
 Uncrossed arms and legs are considered welcoming body 

language. Even if that's something you normally do, you 
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will be sending a subconscious message that you need to 
protect yourself. Don't fold your hands together. 

5. Lead with empathy
Put yourself in that person's shoes as much as possible. 
Try to identify with them. 

When I managed fifty employees and an employee 
accused someone else rather than take responsibility for 
something they did, I always tried my best to put myself 
in that person's shoes to understand why they did it. 
Why? Because if I can understand why a person does 
something, it teaches me how to be more successful 
identifying how other people do what they do. 

It also enables me to establish more rapport, which is 
going to help me get more information from that person. 
So, never throw the baby out with the bath water. Even if 
a person admits to doing something wrong, always lead 
with empathy. Always put yourself in their shoes. 

People love to talk, especially about themselves. There 
have been numerous studies that suggest that most 
people never even listen to others when they're talking. 
They're just waiting for their own chance to talk. Don't 
fight that. Don't form a bad opinion about it. Capitalize 
on the fact that it's human nature. If you take the time to 
listen to people, you're creating a comfortable 
environment for them. Subconsciously and subliminally 
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you're helping a person feel more comfortable around 
you. 

6. Mirror the person
 Mirroring is basically replicating the actions of someone 

else, almost as if they were standing in front of a mirror. 
If someone raises their right hand, you raise your left 
hand. You want to mirror their body language. If a 
person leans in, you want to lean in. If they are leaning 
back, you want to lean back. If they have their hand on 
the table, you want to have your hand on the table. But, 
be subtle—otherwise you'll create discomfort. 

⋅ Always try to have interactions with people in casual, 
social settings. Formal settings increase discomfort

⋅ Gradually work towards getting information 
⋅ Create a context around the conversation that is very 

low-pressure 

ESTABLISHING A BASELINE

A baseline is a collection of normal behavioral patterns of 
your target subject you think is lying to you or deceiving 
you. The reason why you want to establish this baseline is 
so you can compare the signals of deception to that 
baseline. Again, this is what makes this program superior to 
all the other trainings out there. When you can establish a 
baseline in order to see what a person does normally and 
compare it to how they act when you're questioning them; 
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that's when you begin to see whether or not they're lying to 
you.

Everything else is just a one-way street. You can see how a 
person acts under certain circumstances but you have 
absolutely nothing to compare it to. It's these points of 
deviation from their normal behavior (versus how they 
behave under pressure) that's where the gold is. 

One study found that medical residents (experiencing one 
of the most difficult times in their lives) had body language 
that stayed consistent over their two-year residencies. Their 
verbal norms, however, fluctuated from the beginning. 
What that tells us is that verbal norms can change a lot, but 
a person's body language remains consistent most of the 
time. That's why reading body language is such a good 
indicator for understanding a target.

Establishing normal patterns of behavior 
The first thing to look at when establishing the baseline is 
normal patterns of behavior. I'm going to give you a list of 
things to observe—about five to seven different things to 
observe in a person that will give you the most 
comprehensive, bird's-eye view of a person's normal 
behavior. 

1. How much space does a person use
 How much space does a person use? When they're 

moving and when they're not moving? When they talk to 
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you? Are they wide open? Are they shriveled up? What 
does their normal space look like? 

2. Stance
 One key indicator is a person's stance. There are three 

different types of stances. 

a. The wide stance
 During the wide stance, the person is gesturing outside 

the perimeters of their body. Also, are they sitting in a 
figure-four position? Or do they have their legs spread 
out in front of them while they're sitting in a chair (to 
protect their territory)?

b.  The average open stance
 Are their feet flat? Are they gesturing near their belly 

button? Do they use the steeple position (it looks almost 
like a spider doing push-ups on a mirror). Those are 
signals of the average open stance. 

c. The DS or the disappearing stance
 Look for whether their ankles and legs are crossed. Are 

they gesturing below their waist near their belly button? 

These are different things you want to pay attention to. 
Again, none of this is right or wrong or signifies truth or 
deception. Where you begin to detect deception is where 
behavior deviates from normal behavior. First you need to 
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identify a person's normal patterns of behavior and then 
notice when their behavior becomes different. 

3. The face
 The next thing we want to look at is the face of the 

person.

a. The chin
 Is the chin usually up or down? Some people naturally 

speak with their chin raised a little. Other people speak 
naturally with their chin down. Pay close attention to 
how the person normally speaks.

4. The head
 Is the head normally tilted or straight? If it is tilted, what 

direction is it tilted in? Positioning the head to the right 
makes you look more attractive. Tilting it to the left 
makes you look more intelligent. 

 If the person rarely tilts their head to the left and then 
you ask them a question like whether they've been 
cheating on you, they may tilt their head to the left in an 
effort to subconsciously look more intelligent. Why did 
they do that? These are the kinds of things you want to 
pay attention to. Pay very close attention to the head and 
how they normally tilt it.

5. Facial touches and expressions
 Do they normally touch their nose a lot? Do they touch 

their glasses a lot? Do they normally put their hand over 
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their mouth while thinking? My eyeglasses are 
constantly falling down and I have to push them back up. 
I do that frequently. So, if I was to do that when someone 
was asking me a question about being dishonest with 
them, it would not be a key indicator of deception. It's 
something I do all of the time. These are the types of 
things that you, again, want to pay close attention to.

6. Fidget norm
 How fidgety is this person normally? There are three 

categories:

⋅ Relaxed and calm
⋅ Slightly fidgety
⋅ Very fidgety

 A relaxed and calm person can basically sit still for 
hours. They could sit there and have a conversation with 
you and pretty much remain locked in a key position 
almost like a statue. A person in the second category will 
change their position every five minutes or so. And in the 
third position; their legs are bouncing. Their legs are 
shaking.

 I catch a lot of flak from my friends because I have very 
shaky legs. When I used to have a desk job, people 
would laugh because I'd always appear calm and relaxed, 
but if you looked below my desk, my legs would be 
going crazy. 
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 That's one of my personal idiosyncrasies that's unique to 
me. I touch my glasses a lot, I bite my nails and I move 
my legs around like crazy. Those would not necessarily 
be an indicator of deception on my part, but they are 
good indicators of what my normal behavior is like and 
that's what we're looking for here. 

 I want to summarize what we just talked about. We've 
looked at how much space a person takes up. The kind of 
stance they usually use. We looked at their face and its 
mannerisms. We talked about fidgeting norms and how 
people move around.

 Now we're going to look at verbal norms. There are three 
categories of verbal norms: soft, medium and loud. 

7. Verbal norms
 Verbal norms are pretty self-explanatory. A person with a 

soft verbal norm is going to speak very quietly and 
calmly (like Michael Jackson). You might have to lean 
towards them in order to hear what they're saying. 

 The second category is a medium verbal norm. That's 
what you hear in a normal type of conversation with 
someone you can comfortably hear. 

 The third category is the loud verbal norm. This is where 
the person speaks in a loud voice (which a lot of us New 
Yorkers do). You may feel like leaning back from this 
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person a little bit because the voice can become a little 
bit overwhelming. 

8. Pitch
 The next thing you want to look at is the pitch of the 

voice. Is it a low bass voice? Is it medium, which is how 
a newscaster would speak—in a clear, understandable 
way? Or is it high and shrieking a little bit? People speak 
the same way most of the time.

 If a person normally speaks loudly or with a medium 
tone and you ask them questions like where they were 
last night; should they then talk in a high-pitched voice; 
that's a deviation. Now you've identified a key indicator 
of possible deception.

9. Speed of voice
 Another thing that you want to look at is the speed of a 

person's voice. Some people speak slowly, like people 
from the South. A medium speed is between 150-160 
words per minute. Then you have people from the 
Northeast. We are fast paced, we talk loud and 
sometimes we come across as aggressive.

10. The Use of Pronouns
 Another thing that you want to pay very close attention 

to (and this is a crown jewel) is the use of pronouns (I, 
he, she). You want to look for the mixing up or insertion 
and deletion of pronouns. 
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 Say you ask someone what they did last night, and they 
tell you, "I went to the store; I bought some milk; went 
home, showered and went to bed." This person used the 
pronoun "I" in the first two sentences and then dropped 
them. "I went to the store; I bought some milk; went 
home, showered, and went to bed." Pay very close 
attention to politicians when they speak, because a lot of 
them do that. They will initially make use of a pronoun 
and then suddenly drop it. We'll get into that more later, 
but it's a crown jewel in detecting deception. Pay very 
close attention to that as someone speaks. 

11. Verbal fillers
 Lastly we want to look at verbal fillers—utterances like 

um, uh, and ah. I did that a lot when I first started doing 
teleseminars and live speeches. It was due to lack of 
confidence, lack of knowledge and nerves. 

 I used vocal fillers because I needed to gather my 
thoughts. I was stalling. As I became more comfortable 
with public speaking (especially as it pertained to 
influence and persuasion) I gained more confidence and I 
lost the verbal fillers. I made it my business to lose them. 

 I was on a teleconference once with a colleague of mine. 
After the call was over, he took about fifteen minutes of 
the call and put together a recording of how many times I 
used the word "uh" when I was speaking. It made me 
realize how ridiculous it sounded, and I trained myself to 
overcome it. 
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 Here's the key point. If a person normally does that and 
once you begin to question them the verbal fillers begin 
to dissipate; that's a possible indicator of deception. 
Conversely, if they don't typically use verbal fillers and 
they increase once you begin to question them; that's also 
a key indication of deception. 

 Once again, it just goes to show you that a typical pattern 
of behavior does not necessarily mean that someone is 
lying to you. What's more indicative of a person lying to 
you is the deviation from the norm. 

12. Absolutes
 Absolutes are things like always, never, no shot, no way. 

Things like, "Well, I always talk this way. I would never 
do that. There's no chance. There's no shot. There's no 
way. I swear to God nothing like that would ever 
happen." Does the person normally use absolutes when 
they speak or do you rarely hear them use absolutes? It's 
a very important thing to pay attention to.

What you're looking for are norms. You're not looking for 
keys of deception just yet. You're laying the groundwork so 
when you do interrogate a person—when you do suspect 
that they are deceiving you and you begin to question them
—you want to look for the deviations from those norms. 
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Before I leave this video, I want to give you a few tips 
about what happens when you move into the detection of 
deception

⋅ I want you to remain calm. Relax, take a few deep 
breaths and do not let your nerves get the best of you. 
The more energy you use, the more it will inhibit your 
memory and your observation. Do your best to remain 
calm.

⋅ It's very important to gather a variety of baselines. We 
all have idiosyncrasies, habits, and patterns we use on 
a regular basis. Sometimes they change depending on 
our environment or who we're spending time with. 

 For example, biting my nails is not something I 
usually would do in a business setting. It's something 
that I do when I'm around friends and family. It's an 
idiosyncrasy and pattern of mind in one environment 
which wouldn't show up in a different environment. 

These are all things you want to pay close attention to. You 
want to gain a variety of baselines and observe patterns and 
norms of a person as they differ in certain social situations 
and different environments. 

STEP 2  SPEECH ANALYSIS 
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STEP 2 is to do speech analysis. This is pretty self-
explanatory. We analyze the speech of the target or subject 
we think is lying to us.

Why do we want to focus on the verbal? [These days], the 
Internet and the phone pose a pretty big challenge to 
reading body language alone. That's why we have to open 
up as many avenues as we can to analyze the behavioral 
patterns of a person both verbally and non-verbally—
because we can't analyze their body language if they're 
communicating with us by email or if they're talking to us 
over the phone.

The second reason why the verbal aspect is important is 
because as you get older, your ability to read people 
visually gets worse; but your ability to read them vocally 
and to hear what they're saying stays pretty much the same. 
That's another reason why we want to learn how to analyze 
speech.

Vocal tone is a powerful indicator, because it can waver up 
to 95 percent during deception. That's a big number, and it's 
very important that we understand that. 

1. Vocal tone
 The first thing I'm going to talk about is vocal tone. 

Vocal tone can either rise or it can fall. When vocal tone 
rises, it signals anger or excitement. When it is lowered, 
that signifies sadness or shame. You want to pay 
especially close attention to someone when their vocal 
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tone becomes lower; because that signifies guilt 
somewhere. It's because subconsciously they feel 
sadness or shame about something which is indicative of 
guilt. This is directly related to deception or doing 
something that they shouldn't be doing. 

2. Fail to answer
 Before we get into speech analysis; I want to make note 

of when someone isn't speaking to us—when they fail to 
answer. Failure to answer a question is a red flag that 
something is not right. Our goal is to analyze speech, to 
ask questions, to observe how they answer the questions 
and to analyze the way that they talk. If, however, they're 
failing to answer the question; that's red flag number 
one.

 Red flag number two is when they answer, but they give 
you a non-answer statement. It's like when someone 
says, "That's a good question," or, "I'm glad you asked 
me that question." What the person is actually doing is 
buying time to think about how they want to answer that 
question. They're just using a statement to fill in the gap 
to avoid the awkward silence. 

 If you ask someone a question that is going to potentially 
open them up to be caught in a lie or deception, and they 
have to think about how they're going to answer it 
(where were you last night) they're not going to sit there 
silent. What the really bad liars do is buy some time. The 
really good liars are going to fill that gap with a non-
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answer statement like, "That's a good question. I'm really 
glad you asked me that question." They are buying time.

 Speech analysis is very powerful. It's used by agents of 
the Secret Service to analyze grammar and logic in the 
words people use. Our brains are hardwired to detect 
inconsistencies in stories by shifts in the tense of words. 

3. The facts of the lie
 The person has to remember all the facts of the lie 

they've already told you or that they're about to tell you. 
They have to get a feel for what's going to happen next 
to make sure that the lie can continue and make sense. 

4. New information
 The second thing they have to worry about is new 

information they might not have planned for. In many 
cases, the person fails to plan and then finds themselves 
in this situation. The lying becomes more taxing and they 
have to work around it. 

5. Your reaction
 The third stress factor is your reaction to the statements 

they are making to you. Every time this person talks to 
you or answers a question, they are watching very 
closely to see how you react and to see what kind of 
facial expressions you make. That's taxing on them.

 Think of it like this. When a person is deceiving you, 
they are basically walking a tightrope. Their goal is to 
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get from one end of that tightrope to the other without 
falling off by maintaining their balance—and one wrong 
move could ruin them. 

 That is a very stressful thing. Their goal is to just get 
done with that lie and get to the other side so they can 
feel the relief, the reward or the experience—whatever it 
is they're looking for or trying to avoid by telling you the 
lie in the first place. 

6.  Instability in the baseline speech patterns
 The first thing we're going to look for in speech analysis 

is instability in what we call the baseline speech patterns. 
We take the baseline speech patterns that this person has 
and we start to pick up on certain parts or certain aspects 
of instability in them. 

7.  Positive lies
 One of the very first things you should look for is 

positive lies. Liars like to make everything sound better 
than it is. They do not like talking in the negative. If you 
suspect that someone is lying to you about something 
and you ask them a question; should the response always 
sound blissful without any negative elements, they're 
probably lying to you. 

8. Shifting tenses
 Shifting tenses is when someone moves from the past 

tense immediately to the present tense. Say someone is 
on trial for murdering their wife, and when they are 
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asked about the last time they saw their wife, they say, "I 
was with my wife last month and I love my wife" instead 
of saying, "I was with my wife last month and I loved my 
wife." When a person shifts immediately from past tense 
(while recalling a past experience) to the present tense 
(as if they're talking about a present experience) that's an 
indicator of deception.

9. Pause rate
 If a person remembers facts a little too quickly, that's a 

sign. If you ask a person, "What did you eat for lunch on 
Thursday," and immediately they say, "I had a ham and 
cheese sandwich," either they have a habit of eating the 
same thing every single day or they really have their 
story rehearsed. If they answer you a little bit too 
quickly, that's also a sign of deception. 

10. Jerky sentences
 What is a jerky sentence? It's a sentence that involves a 

lot of stopping and starting. Or the person speaks slowly 
and then suddenly starts to speak quickly. When you're in 
a car that's moving fast and slow; or accelerating and 
then hitting the brake; you feel this very jerky 
movement. If you're experiencing the same thing when 
this person is talking to you; that's a sign of deception. 
They realize they're about to say something they 
shouldn't, so they cut themselves off. 

11. Varied speech rate
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 The next thing you want to look at is varied speech rate. 
A person will often speak slowly when thinking up a lie. 
Once they've come up with the lie, they suddenly start 
speaking quickly and more confidently. If you're doing 
speech analysis and you're observing how they're 
responding to you (and their speech rate goes from slow 
to fast) they're probably lying to you. 

12. Lack of conveyed information
 The next key indicator in speech analysis is a lack of 

conveyed information. Honest people convey 
information. Liars need to convince you of the validity of 
the information they're sharing. As you analyze 
someone's speech, you should ask yourself if this person 
is simply conveying information to you or are they going 
out of their way to convince you? How do you know the 
difference between the two? There are some key 
indicators.

1. Referrals
 The first one is what we call referrals. A referral is 

basically when you ask a person a question and they start 
referring you to another party. "You could ask my 
friends. You could ask Bill. Bill was there. He saw 
everything." The minute someone starts referring you to 
someone else; they're going out of their way to convince 
you. 

2. Future versus past
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 When you ask a person a question and they answer you 
in the future tense versus the past tense; they are 
subconsciously trying to disconnect themselves from the 
lie that they're telling. The brain does not like it when the 
mouth starts spouting out false information, so people 
will subconsciously do whatever they can to disconnect 
themselves from a lie. "I would never do that" versus, "I 
didn't do that," are two different answers. I would never 
do that is a future tense answer. I didn't do that is a past 
tense answer. If they're answering you about something 
that they would never do in the future; it's because 
they're subconsciously trying to disconnect themselves 
from the discomfort they're experiencing from telling a 
lie.

3. Adjective overuse
 In basic communication, all we really need are nouns and 

verbs. The minute someone starts adding adverbs and 
adjectives; they're basically just using fillers and 
distractions to pull you away from what you're really 
asking them. When you ask a person a question, the 
answer to that question should only be a person, place or 
thing and what happened. The minute they start using 
adjectives and adverbs, they're doing it to distract you. 

4. Use of bolstering statements
 People usually do this as a form of distraction and as a 

way to increase their credibility. When you ask them a 
question, they say, "You know; to tell you the truth, that 
did seem weird." Or, "It's a good thing you brought that 
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up, because I was thinking the exact same thing." This 
distracts you simultaneously and is an attempt to make 
them appear more credible.

5. Anger and protest statements
 When a liar is about to get caught, and they feel like they 

are being backed into a corner, they will strike out like a 
caged animal. Their defense mechanisms are going to go 
up. "Why are you treating me like a criminal? I'm a good 
person. I go to church. I take care of my kids. I'm a good 
parent." These are all protest statements. This is a 
deviation from simply answering the question you're 
asking.

6. Guilt trip
 Another one is the famous guilt trip. The person says to 

you, "Why are you interrogating me? Why aren't you 
interrogating everyone else? Why am I being singled 
out?" This is the classic gaslighting we talked about in an 
earlier video, where the person is taking the attention off 
of themselves and basically turning everything around on 
you. 

7. Water down the issue
 Another thing a person will do is water down the issue or 

topic at hand. They might say something like, "Why is 
this even a concern? Who cares about all this? Why is 
this even important?" They might even go so far as to 
turn the whole thing into a joke. What they're doing is 
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attempting to distract you from what's going on or from 
getting the answer you're looking for.

8. Being overly polite
 Being overly polite is a major red flag. Customs agents 

are specifically trained to watch people who are 
answering them a little too politely. That is a key 
indicator that the person is trying to distract you. 

9. Self-deprecation
 One that ties into that is self-deprecation. A person will 

purposely downplay themselves in an effort to make 
themselves look weak. You might ask them, "Bob, were 
you the person who hacked into the computer and stole 
the money?" Bob says, "Come on. I'm not that smart." 
Bob says something that makes himself look less 
intelligent than he really is. Self-deprecation is a big one. 

10. Personal removal
 Truthful people, when they answer questions, use the 

word "I" a lot (I went here, I went there, I did this, I did 
that). When someone is lying to you, they are 
subconsciously going to remove themselves from the lie 
to avoid that cognitive dissonance, stress and anxiety. 
Instead, they will use words like "they," "them" and 
"they're." 
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11. Euphemisms
 A euphemism is when a person substitutes one word for 

another word that doesn't have the same implied 
meaning. If you ask a person, "Did you steal this money 
from me?" They reply by saying, "I didn't take 
anything," versus, "I didn't steal anything." The reason 
why they substitute the word "steal" with the word "take" 
is because it's not so dramatic. It doesn't have such bad 
consequences.  If you ask the person, "Did you steal 
this from me?" and they reply by saying, "I didn't take 
anything," that's a key indicator that they're lying to you. 
If they reply by saying, "I didn't steal anything," and they 
not using euphemisms or replacing words; they're 
probably telling you the truth.

12. Parroting or constant repetition
 Parroting is when a person constantly asks you to repeat 

the question. Again, what we're looking for is instability 
from baseline behavior. If this person normally doesn't 
ask people to repeat questions and all of a sudden they're 
asking you to repeat everything; or if they're repeating 
the question back to you a lot; they're buying time to 
think of the answer that they want to give you. This is 
usually an indication of deception. 

13. Redirect statement
 The last one is a redirect statement. A redirect statement 

is like a non-answer or no-answer statement. The person 
answers the question with another question. You ask, 
"Jim, I know you were scheduled to work until 7:30 
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yesterday. What time did you leave?" And Jim turns 
around and says, "Hey, Paul. Are you asking all the 
employees what time they left?" When a person uses a 
redirect statement and does not answer you directly or 
give you the answer you're looking for; that is another 
key indicator that they're lying to you or deceiving you.

That wraps up the statement analysis part of The Deception 
Code. We're now going to move onto the next stage of the 
process, which is analyzing microexpressions. I'll see you 
in the next video. 

Welcome back. In this video, we're going to talk about the 
third step in the process. Remember that Step 1 is to gather 
intelligence; Step 2 is speech analysis and Step 3 is 
microexpression observation. 

STEP 3  MICROEXPRESSION OBSERVATION

In 1872, Charles Darwin talked about this in the book The 
Expression of the Emotions in Man and Animals. Darwin 
noticed two things. First, he noticed gradations in emotions
—how one emotion can be directly related and gradually 
transitioned into another emotion. Secondly, he noticed that 
emotions are universal. They transcend race, color, creed, 
religion, and just about every other thing that differentiates 
us as part of the human species.

Dr. Paul Ekman discovered that all humans share seven 
universal emotions, as follows. 
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1. Happiness
2. Sadness
3. Fear
4. Anger
5. Contempt
6. Disgust
7. Surprise

That's the beauty of this program. You see, a lot of people 
think that mind reading and detecting deception is 
complicated because you have to study a person's complete 
personality and learn everything about them. Of course, the 
more information you get on a person, the better off you're 
going to be. The beauty of it all, however, is all you really 
need are small chunks of information in order to open up 
the floodgates. 

A lot of my clients think that understanding and reading 
someone's mind is so complicated because there are so 
many bits of information that you have to pick up on. But if 
you break it down into these seven basic emotions, it 
becomes a lot easier. 

Now, these emotions can be observed in what we call 
microexpressions. These are universally hardwired into 
every single person. The reason why microexpressions are 
so important is because they are as close to mind reading or 
being psychic as you can possibly get. 
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They're universal. They transcend race, color, creed, 
religion and whatever else you feel makes you an 
individual or separates you from other people. 
Microexpressions transcend all of those things. They are 
nearly impossible to fake. 

Before we get into microexpression observation, I want to 
give you a couple of tips I believe will positively impact 
your ability to do this the right way. 

1. Reduce mirroring
 At this point, you want to reduce any kind of mirroring 

you are doing. Moods are very contagious. If someone 
you're with is laughing and smiling; it's only a matter of 
time before you start doing the same thing. If a person is 
angry or sad; it's almost impossible for you to be happy. 
Eventually, you're going to act the same way they're 
acting. It's human nature. 

 Mirroring, of course, is something you want to do when 
trying to create rapport. Once you have created the 
rapport and gotten that person to open up (and 
established that baseline of behavioral and verbal 
patterns) this is no longer the time for rapport. This is the 
time to start figuring out whether or not this person is 
lying to you. 

2. Remember the baseline
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 The second thing is you have to remember the baseline. 
Everything that you observe and all the data and 
intelligence you gather has to be kept in mind. This is 
going to be the most important thing that you do.

3. Watch for wild cards
 This is also ultra-important. You have to watch for wild 

cards. For lack of a better term, wild cards are wrenches 
that get thrown in the system that may cause you to make 
a false reading or to detect deception where there isn't 
deception. Or to not detect deception where there is 
deception. You have to pay close attention to them. 

a. A person's age
 Young kids and teenagers often don't fully understand the 

consequences of their behavior; so they might not feel 
fear when they should be feeling fear. If you're observing 
their behavior and you're not picking up on any of the 
emotions because they're not feeling them; it could be an 
age-related issue. 

b. A person's culture
 Now even though I said these emotions transcend race, 

color and creed; there are certain cultural norms that are 
different among different groups of people. For example, 
some people consider maintaining constant eye contact a 
form of professionalism. In other cultures, that's frowned 
upon. They actually view it as disrespectful. Cultural 
norms are hardwired into us. 
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c. A person's emotions
 The third thing is a person's emotions. Unstable emotions 

can trigger the wrong signals in people. If you're trying 
to detect deception from somebody that is going through 
something really big emotionally that is not related to the 
topic you're questioning them about, it's not a good time 
to try to detect deception. Their behavior is going to be 
unstable, and your ability to read them is not going to be 
very good. 

d. A person's level of intelligence
 The more intelligent a person is, the more congruent 

their body language is going to be with their verbal 
language. The less intelligent a person is, the more 
confused they might be. You could have a person that 
isn't the sharpest knife in the drawer legitimately become 
confused. If they're asked to repeat answers or they're 
pausing a lot (which we noted in a former video are key 
indicators of deception) then they could legitimately be 
confused. Be conscious of a person's intelligence level. 

e. A person's mental status
 Lastly is their mental status. Generally, if you're dealing 

with someone who is mentally unstable [or] has severe 
mental issues; obviously it's going to be difficult to read 
them. Don't ever try to detect deception if someone is 
under the influence of drugs or alcohol. They're going to 
be confused and say things they probably wouldn't want 
to say. They're going to think things that they wouldn't be 
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thinking if they were sober or straight. This is a heavy 
wild card and it represents a bad time to read someone. 

The next thing I want to talk to you about are attributing 
factors to microexpression observation. I'm going to give 
you the two most important ones. 

1. Duration
 Genuine expressions rarely last longer than five seconds, 

and they almost never surpass ten seconds. If a person is 
genuinely surprised, happy or sad—that initial emotion 
that you sense will very rarely go past five seconds. So, 
if you're having a conversation with someone and they 
are smiling for longer than ten seconds; it's probably a 
fake smile. They're probably working themselves to the 
bone to grin and bear the experience that they're having 
with you.

2. Timing
 Body language and verbal expressions should be 

simultaneous. If a person is frustrated or angry, the body 
language and the verbal language should be done at the 
same time (for example, they should cross their arms and 
sigh). If the body and verbal language and emotional 
patterns are not done at the same time, it's probably 
phony. They have to be congruent and simultaneous. 
That's a key indicator that it is not a genuine emotion you 
are reading. 
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I mentioned before the seven basic emotions. Again, what 
we're looking for here is flashes of these emotions. When 
you're speaking to a person and you've already established 
their baseline behavior, you're looking for emotional leaks. 
I'm going to show you what these leaks look like. First I 
start with contempt, because it's an especially important 
one.

1. Contempt
 The reason I'm starting with contempt is because it is 

different than the six other basic emotions. It is the only 
asymmetrical expression. All of the other emotions are 
bilateral. This is the only expression where when 
someone is truly experiencing contempt, their face 
becomes asymmetrical. One side of the face actually 
looks different than the other. Every other emotion looks 
more like a reflection in a mirror with each side looking 
exactly the same. With contempt, it's different. 

 Psychologist John Gottman has a 90 percent accuracy 
rate in detecting impending divorce among newlyweds. 
The way he does this is by observing contempt among 
these couples. What he's realized is that even if they're 
angry at one another; anger really isn't that bad. 
Contempt pretty much seals the deal in a divorce. One 
simple piece of body language (like rolling their eyes) 
can be an indicator of contempt. Contempt has serious 
repercussions and it's something you definitely want to 
pay attention to.
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2. Happiness
 The second one is happiness. As I mentioned before, a 

genuine smile is almost pulled up to the ears and you get 
crow's feet around your eyes. The eye muscles become 
engaged. With a non-genuine smile, the eye muscles do 
not become engaged. Why? Because it is physically 
impossible to engage these muscles during a fake smile. 
The brain will not allow the face to do it. 

3. Sadness
 What does genuine sadness look like? A flash of sadness 

is almost impossible to fake. The bottom lip will pout. 
The inner eyebrows will pull together and curl up. Now, 
the inner eyebrow is actually the hardest muscle of the 
human body to move. If you see the inner eyebrow begin 
to curl up, you can rest assured this person is genuinely 
experiencing sadness. We see this in babies all the time. 
Even before the tears or sounds can be heard, when you 
see that eyebrow begin to curl, you know that cry is 
coming. 

4. Disgust
 Disgust is a visceral response. The upper lip pulls up, the 

nose wrinkles and the brow is going to come down. 
That's what genuine disgust looks like.

5. Fear
 You want to know when someone's afraid. With fear, the 

mouth opens but the jaw is tight. The eyes get bigger and 
the whites of the eyes become exposed. 
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6. Surprise
 With genuine surprise, the mouth also opens, but the jaw 

is relaxed and the eyebrows will curl up like a rainbow. 
This is unlike fear, when the mouth opens but the jaw is 
tight. It's a more relaxed look. The eyebrows make a 
reversed-U shape.

7. Anger
 With anger, the brows come up and most importantly the 

top lip is going to lose color and become completely 
flattened. Now, this is obviously difficult for me to 
mimic. I can't make the color disappear from my lips 
because I'm not genuinely angry. You want to pay very 
close attention when speaking to someone you suspect is 
angry with you.

Now there are other indicators you want to be aware of 
which supplement the reading of the seven basic emotions. 
There are other microexpressions that are congruent with 
emotions. 

1. Blink rate
 The average adult blinks between four and fourteen 

times per minute. Again, you want to go back to that 
baseline. If a person starts blinking excessively, there's 
probably deception going on. More importantly, a 
deviation from the baseline is a key indicator of 
deception. Watch blink rates.
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2. Pupil dilation
 Again, another thing that's nearly impossible to fake 

unless you are standing underneath a bright light and 
you're pupils naturally start to dilate. If a person's pupils 
are dilating, it's probably because they are aroused. They 
may be experiencing fear as you're speaking to them.

3. Facial blocking
 This is a big one. You're having an interaction with 

someone and they are constantly blocking parts of their 
face (the nose, mouth, or eyes). The brain does not like 
the mouth to make statements that are untrue. It will 
naturally look for ways to prevent that and people will 
subconsciously do things like cover up their mouth 
(they're trying to cover up the lie). They don't want to see 
the truth or they don't want to hear the truth. Look for 
any kind of facial blocking, especially if it deviates from 
the baseline. If the person normally doesn't touch their 
face yet they start to; that's a big problem. 

4. Deeper breathing
 Another one is deeper breathing. There are two basic 

ways you can observe this. You can look at their chest 
and see if their breathing is becoming increased or you 
can pay attention to their nostrils and see if the nostrils 
begin to flare up. That means the person is trying to get 
more oxygen into their body.

5. Pale versus red
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 This is pretty simple. If a person's face either turns pale 
or red, you can be sure that they are experiencing one of 
the seven emotions I showed you before. Either blood is 
rushing to the face (the face becomes red) or it becomes 
pale (the blood is moving away from the face). 

Any one of these indicators is a sure sign that something 
very deep and serious is happening inside the mind of that 
person. 

The good news is this. As simple as it may seem; you now 
know exactly how to identify the seven basic emotions in 
people. You also understand the attributing factors to those 
emotions. You understand how long a genuine expression 
might last. You understand the congruence between body 
language and verbal language and these patterns happening 
simultaneously. And you also understand exactly how these 
seven basic emotions manifest on the face of a person when 
you're speaking to them. Microexpressions are actually a 
very simple process. Just make sure that with everything 
you do; you are always cross-referencing the person's 
baseline.

The next step in the process of detecting deception is the 
behavioral scan. 

STEP 4  BEHAVIORAL SCAN

Roughly 65 percent of nonverbal communication takes 
place through body language. This is something that is 
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hardwired into us. It dates back to ancient times and much 
of it has to do with the reptilian brain—the oldest part of 
our brain that we still use. In Darwin's The Expression of 
the Emotions in Man and Animals, he said that our 
intentions are so strongly associated; that if we eagerly 
wish an object to move in any direction, we can't avoid 
moving in that same direction. What he's saying is that if 
we want to see an object move in a certain direction; at 
some point we will start moving in that same direction 
ourselves. That's why analyzing behavior, taking that data 
and working with it is going to be extremely important and 
effective in your ability to detect deception in others. 

Now, both verbal and nonverbal behaviors are important, 
and both have their time and place, but there are two main 
reasons why nonverbal behavior is gold. 

1. Liars rehearse words
 This is a fact. Most liars plan what they're going to say. 

We see this in the movies, where people are planning 
deception. What's the first thing they always say? "I have 
to think about what I'm going to say," or, "You better 
think about how you're going to answer those questions." 
Liars place a lot of importance on their words and what 
they're going to say because they feel that they're going 
to be held more accountable to their words. 

 This creates an opportunity for you. Since they are 
directing so much energy on their words; there's really 
nothing left when it comes to their body. Controlling 
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body language and body movements is very hard to do 
unless you are a seasoned, professional liar who has 
spent years training your body to react in a certain way. 

2. Stillness is unnatural
 Stillness looks weird. It looks odd. When a person is 

going out of their way to stop their body from moving, 
that is unnatural and automatically going to raise a red 
flag. Again, it's a very easy thing to pick up on. Once you 
understand the baseline, body language, and 
microexpressions (and you start to see that a person is 
standing still when you're questioning them) it's because 
they're trying to control themselves from letting out 
leaks. 

 Liars use fewer gestures than truthful people. A genuine 
person uses a lot of gestures when they're 
communicating. But because a liar is spending so much 
energy worrying about his words; he's forgets about the 
body. Again, that stillness is very unnatural. 

 Professional interrogators say they can detect a lie the 
moment a suspect freezes their upper body. It's as if he or 
she subconsciously doesn't want to be seen. It's almost as 
if he's trying to stop moving so he can become invisible. 
We see children do this as early as five years old. When 
you ask a child a question and they're not being truthful, 
they'll often just stand still and either put their hands in 
front of them or behind their back. 
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Now, I want to show you exactly how to get started with 
the behavioral scan. There are a couple of tips that I want to 
give you when you do this so it works as effectively as 
possible. 

1. Project clear, open and honest body language
 You don't want to cross your arms. You don't want to 

cross your hands. You don't want to appear defensive in 
any way. There are two main reasons why you want to 
do this. 

a. It's going to help build trust
 If you are conveying open, honest, nonthreatening body 

language; the likelihood of the target feeling comfortable 
around you and trusting you is going to increase. 

b. They will start mirroring you
 When you are in a certain emotional state or you are 

conveying certain types of body language, it's almost 
impossible for the person that you're interacting with to 
not start mirroring you. 

Honest people that are telling the truth are usually going to 
do a couple of different things when it comes to body 
language that you should pick up on. 

1. They'll lean in with interest
 When you're about to have a conversation with 

somebody that has no reason to lie, they'll usually lean in 
as if they're really interested in what you have to say. If 
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the person does not like what you have to say or they 
suspect that it's going in a direction they don't want; 
there are a multitude of things they could do. They could 
lean back. They could start putting up defenses. But one 
thing that they won't do is lean in with interest. That's a 
key indicator. They probably have something to hide. 

2. They will keep vital organs exposed
 The lungs, the heart, the throat, the mouth and possibly 

the stomach will be kept exposed and open by honest 
people. If they are experiencing anxiety or they're about 
to lie, they're going to protect those organs. They're 
going to cross the arms. They might put their hand up to 
protect their throat. They might protect their mouth. 
They might cross their hands and put them over their 
stomach or their lungs. They will not, however, expose 
their vital organs. Keep a close eye on that.

3. They'll use a wide stance
 A person who has nothing to hide is going to stand with 

their legs apart. A person who is about to lie or deceive 
you in some way is going to be a little more closed off. 
Their legs are going to be closer together. 

4. Pointing toes toward you
 You want to see the person's body (specifically their 

navel and toes) pointed in your direction. If they are 
moving away or deviating from that direction, it's a key 
indicator that something's wrong, because they're 
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basically retracting from the interaction. Why would a 
person retract from an interaction? Because for whatever 
reason, they're feeling anxious, uncomfortable and they 
don't want to be there. 

 A truthful person isn't going to be experiencing any of 
these things given that you've taken the steps that I've 
told you to do and have taken the wild card issues into 
consideration. If this person is under extreme emotional 
duress at that moment; then yes, they might want to 
leave the conversation. But taking that out of the 
equation and assuming that's not the case; if you're 
talking to a person in a good emotional state and they are 
not pointing their body (their navel and their toes) in 
your direction but instead moving away; it's probably 
because they feel uncomfortable and they're about to lie 
to you about something. 

SIGNS TO WATCH FOR DURING A BEHAVIORAL 
SCAN

1. Body blocking
 Body blocking is when a person crosses their arms, legs, 

hands, or they begin to use objects around them. When 
someone does that, they might not necessarily be lying to 
you; but they are definitely anxious. Again, this is the 
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type of behavior you're looking for during a behavioral 
scan. 

2. Eye blocking
 You also want to look for any type of eye blocking; 

especially squinting. This one is very important. If a 
person begins squinting; they are subconsciously trying 
to prevent themselves from looking like they are telling a 
lie. If somebody begins squinting as you are having an 
interaction with them; something is very wrong. That's a 
key indicator. 

3. Retreat
 Anytime a person is slouching, still, or moving their 

body away from you (their toes or navel) they're 
basically retreating from an interaction because they are 
uncomfortable for whatever reason. If they are giving 
you short answers; that's another form of retreat. That 
symbolizes they're not interested in having the 
conversation with you. Hiding their hands or feet is 
another sign of retreat. 

4. Self touch
 Nail biting. Lint picking. Licking lips. Tapping fingers. 

Rubbing hands. Cracking knuckles. Hair twirling. As I 
told you in the beginning of the program, the cornerstone 
and main premise of all of this has to do with observing 
baseline behavior. 
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 Always cross-reference against baseline behavioral 
patterns you've already observed. Often a person will 
lick their lips because when they're anxious or 
emotionally stressed out, the mouth begins to dry up and 
they're looking for a way to fix that problem. 

5. Feet behind the chair
 If a person is sitting down and you're at an angle where 

you can see their feet; if they are taking their feet and 
wrapping them behind the legs of a chair, that's a key 
indicator they're under stress. If they begin clearing their 
throat or folding their hands or stroking their arms; it's 
likely they're deceiving you.

6. Incongruence
 Any time you see incongruence between two actions that 

a person takes, that's usually a key indicator. If someone 
says something but their body language or their timing of 
the body language isn't in sync with what they're saying; 
then what you have is incongruence. Chances are they 
have something to hide.

7. Stress indicators
 Assuming a person is not under emotional duress or 

under the influence of drugs or alcohol (and they are 
mentally sound) you want to see if they're stressed. If 
they're stressed from the interaction with you; that 
indicates that something is wrong and they probably 
have something to hide from you. 
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a. Excessive sweating
 When a body is going through a fight or flight response, 

the body's temperature heats up and the body needs a 
way to cool itself down. That's why people start sweating 
when they find themselves in stressful situations. 

b. Jittery hands
 When people become nervous, they lose dexterity, which 

is why you see people's hands shake when something is 
wrong. This is pretty self-explanatory but you want to 
look for it. If someone is excessively sweating or their 
hands are shaking; they're most likely experiencing high 
levels of stress. 

c. Growling stomach
 When it comes to being nervous or stressed, the brain is 

in direct communication with the stomach. When people 
start to feel anxiety or stress; their stomach will normally 
have a reaction. It could cause them to run to the 
bathroom. They might want to throw up. The bottom line 
is you'll begin to hear things going on in their stomach. If 
you find yourself in a situation where you hear that; 
something is wrong. 

Here are some common body language gestures you want 
to look for: 

1. Palm down
 Anytime you are having a conversation with someone 

and their palm is down, that's their way of attempting to 
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control the situation. They're basically telling you to 
back off. This is an aggressive body movement. It's 
pretty obvious someone is in a defensive mode. But even 
if they're doing it subtly—if they're talking to you and 
their palm is up—it means they're attempting to control 
the situation because they feel like something is going 
wrong. 

2. Gesture timing
 This is also really important. When an honest person is 

gesturing to you, the gesture is going to come one beat 
before that person's words. An honest gesture comes 
before words. A dishonest gesture comes after words.

 
3. Crotch display
 We typically see this more in men that we do in women. 

When you see a person exposing the "jewels," for lack of 
a better term; they're almost being defiant and telling 
you, "Screw you! You're not going to get anything out of 
me." Psychologists say this form of body language 
actually raises testosterone and lowers cortisol.

 This one singular movement of exposing the crotch 
subconsciously when you're questioning them means 
they're becoming defiant. Their confidence is increasing. 
They feel strength and power through their testosterone 
while they're lowering cortisol—the hormone that 
increases stress. 
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Before we wrap this up, I want to give you simple, basic 
clues to watch out for.

1. Open palms
 If a person is talking to you and their palms are open, 

that's a good sign. If the palms are closed, it's a bad sign. 
If the palms are open and they're out, they're trying to get 
control. If their palms are open in any other position 
besides that one; it's usually a good sign.

2. Thrusting handshake
 A thrusting handshake is when someone sticks their hand 

out. The person is looking to beat you to the punch and 
gain control over the interaction. 

3. The steeple
 This is a wild card. It can be good or bad. It really 

depends on the context of the situation. A person who is 
genuinely confident in what they're saying to you is 
going to steeple naturally. A person who is trying to 
create the perception of being confident and wants to 
hide something else might also steeple. It's really 
important that you pay attention to when the steeple is 
executed so you can determine whether or not the person 
does it genuinely or they're using it to cover something 
up.

4. Crossed arms
 Any kind of body blocking is not a good thing; but 

crossed arms, specifically, is a defensive act. A lot of 
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people respond to this by telling me they cross their arms 
naturally. It's something that I do when I feel comfortable 
and I understand why you might think that. Regardless of 
what you might think, crossing your arms is a defensive 
body language representation and the example that I give 
is this.

 Think of the most relaxing, blissful situation you could 
possibly be in. Maybe it's lying in a pool. Maybe you're 
lying down to sleep and completely relaxed. You feel 
euphoric or blissful and completely unstressed. Ask 
yourself if your arms would be crossed in any one of 
those situations. The answer is no. This is because it's 
impossible to subconsciously cross your arms when you 
feel completely relaxed and at ease. But when you feel 
defensive, you will cross your arms. When a person does 
that, they're subconsciously defending themselves 
against something.

5. Ankle lock
 If a person's ankles are locked behind each other; that's 

another form of retreat. They don't have a wide stance. 
They're probably not facing you directly. Their ankles 
are locked together. They're retracting. They're 
retreating. They're trying to get away from the situation 
for whatever reasons. 

6. Legs apart
 If the legs are apart, you're in a good state. You have 

nothing to worry about. The person is open and the 
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person feels like they have nothing to hide. The person 
feels comfortable. 

To wrap up the entire behavioral scan, I leave you with 
these six basic clues:

⋅Open palms are good
⋅A thrusting handshake is an attempt to control you
⋅A steeple can be good or bad. It depends on the situation
⋅Crossed arms is usually not a good thing
⋅Ankle lock means the person is retreating
⋅Legs apart and in a wide stance means a person is telling 
the truth with nothing to  hide

That wraps up the behavioral scan part of the program. 
We're now going to move onto interrogation.

Welcome back. It's time to move into the fifth and final 
phase of The Deception Code and that is interrogation. 

STEP 5  INTERROGATION

An interrogation is a conversation done in a very 
systematic way in order to elicit responses and determine 
whether someone is lying to you or not.

To start, I want to give you a few tips before we move into 
the specifics. 

1. Keep it short
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 A person that's lying to you is already thinking ten steps 
ahead of you. The shorter the question, the less time the 
person has to think of how they want to answer it. A 
long, drawn-out question gives the person time to stall. 
They can say, "I don't understand that. Can you elaborate 
on it?" They're just buying time. Keep the answers short 
and to the point in order to put them in a position where 
they have to give you the most honest answer and they 
can't really think too much about how they want to 
answer the question. 

2. Keep it simple
 A lot of people try to show others how smart they are by 

using an extensive vocabulary. In reality, if you do this, 
you can wind up confusing someone, and that's a 
problem. Once you start confusing someone, it's harder 
to tell whether or not they're lying to you. 

 If a person is genuinely confused, they might start 
producing signals that could be misread as deception. 
For example, a person could ask you to repeat a question 
because they're truly confused. Now you don't know if 
they're asking you to repeat the question because they're 
lying or that they genuinely don't understand you. You 
reduce the odds of that happening by keeping it simple.

3. Keep it singular
 Be very specific as to what you want to talk about. Do 

not be ambiguous. If you aren't singular, you're not going 
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to know whether or not the person is answering the 
question truthfully or trying to deceive you. Be clear. 

4. Be straightforward
 Being up front with people is another rapport building 

and trust factor. It causes people to be less defensive 
when you're direct. Don’t try to B.S. them. Don't try to 
play mind games with them. Just be very straightforward 
when you speak to them, and that will elicit the highest 
amount of trust you can possibly get with that person.

The next thing I want to talk about is really important, so 
please pay close attention to this one. 

BAITING VERSUS BLUFFING

5. Bluffing 
 This is a huge mistake made by amateurs. Bluffing 

occurs when you suspect that your husband is cheating 
on you and you say to him, "Someone saw you leave 
work last night with another woman." You're bluffing. 
Well, his response to that is going to be, "Who saw me?" 

 Now two things can happen. First, if you can't answer 
that question, he's going to eventually know you're not 
telling the truth. Secondly, you now become the enemy, 
and that's not what you want to be. You want to be an 
ally to this person as much as you can so you can try to 
elicit the most truthful and honest answers you can get. 
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You can do that through certain strategies and techniques 
that I'm going to show you even if the person is lying to 
you. You don't want to become an enemy to that person. 

Instead, you can use a much more intelligent tactic called 
baiting,

6. Baiting
 This is basically when you say, "Is there any reason why 

some co-workers would say that they saw you leave 
work last night with someone else?" Now all you're 
doing is stating the possibility that it happened. 

7. Opens doors
 Baiting opens doors. Now the person is going to think to 

themselves, "Do I have to incorporate this into my story 
to plan for it coming out later?" In the first instance 
where you're bluffing; the person challenges you and you 
obviously can't answer. In this situation, you ask what 
the reason is. The person begins to wonder if that 
actually happened and they begin to think about how 
they can plan for that possibility.

 Now the dialogue will open up. They might actually 
confess to half of it. They might say, "Yes. That's 
because I left work with so and so, but she got on the 
train and I got on the train and that was the end of it." 
You have more pieces of the story. Again, even though 
the person hasn't told you the entire truth; you are 
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beginning to go down the right path because you're 
getting more information out of that person.

 Here's another key thing you want to be conscious of. 
You don't want to bait someone more than three times in 
a one hour conversation. That's the general rule; because 
if you do, the person is going to realize you're baiting 
them. Every question can't be, "Is there a reason why 
someone might think this?" Do not overuse this. Three 
times in a one hour conversation is the maximum. 

8. Deliver in a matter-of-fact manner
 Your main goal is to convey neutrality. You don't want to 

be accusatory. All you want to be doing is conveying 
facts. You're completely neutral and everything that you 
are stating is being delivered in a matter-of-fact, non-
accusatory way. Even though you are the person they are 
lying to and you're on the opposite side of that tightrope 
that I talked about; the best way to elicit information 
from them and to get them to lower their guard is to 
simply convey facts about actual events that happened. 

9. Preemptive questions
 The reason you want to use a preemptive question is 

because the deception (if there is any) is going to get 
amplified when you start asking these types of questions. 
If you ask a person a question and they lie about it when 
they answer, they now have to begin building on that lie. 
If you start to spot that, you know for sure that you've hit 
a hot spot with this person. 
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10. Don't ask negative questions
 You don't want to ask a person whether they have ever 

driven over the speed limit, have them answer no, and 
then ask them to confirm it with a negative question like, 
"No? You've never driven over the speed limit?" You 
don't want to ask questions for the sake of asking them 
and get into an argument with that person even if you 
know what they're telling you isn't true. Negative 
questions don't get you anywhere.

11. Prime the pump for the truth
 What you want to do is prime the pump for the truth. You 

do that using prologues (narrative explanations that lead 
to questions). Priming works. When a person gets on a 
witness stand and is told to "tell the whole truth and 
nothing but the truth," there's a reason why. It's because 
research has shown that when you ask people to tell the 
truth, the odds of them telling the truth are actually 
higher than if you didn't say it. 

 You want to prime this person to start giving you 
information and get into that open state of mind where 
there's not much to hide. Again, there are going to be 
things to hide and they are going to deceive you, because 
you're dealing with a liar and deceptive person. 
Regardless, you still want to prime them as much as you 
possibly can to talk to you and to give you information. 

THE BASIC INTERROGATION TECHNIQUE 
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The interrogation technique is a pretty simple process.

1,  Start with an innocent question
 It would be an open-ended question like, "What are you 

doing this weekend? How was work?" These should be 
basic non-threatening questions that someone would 
have no reason to lie to you about. Once you get them 
into the habit of answering those questions, you want to 
start asking more specific questions.

2.  Who, what, where, when and how
 You might start with an innocent question such as, "What 

are you doing this weekend?" The person might say, "I'm 
going out with my friends." Then you get slightly more 
specific. "Where are you going? Who are you going 
with? What are you going to do? What movie are you 
going to see? How did you like the last movie that you 
saw?" 

3. Start to utilize the baseline
 You do this by using a technique called maybe I'm 

missing something. You might say, "Maybe I'm missing 
something, but based on what you said, it seems to me 
you actually wouldn't mind losing your job. Maybe I'm 
missing something but based on what you said, it seems 
like you wouldn't mind breaking up with your 
girlfriend." You want to learn the baseline behavior of 
that person and now begin to analyze how they react 
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when you make a maybe I'm missing something 
statement.

4. Use silence
 This is extremely powerful and sales 101. The first thing 

you learn in sales is that when you finally ask for the 
sale; you keep your mouth shut and wait for the client to 
give you an answer. Whoever talks first loses. I've been 
in really high-powered sales environments where I went 
through my presentation for a big sale. I overcame the 
objections. 

 There have been times where I've literally sat there for 
close to seven minutes saying nothing. Part of me wanted 
to say, "Listen. I really think this is the right thing for 
you." I wanted to reassure them or present it in a 
different way or comfort them. I sat there, I bit my 
tongue and I kept my mouth shut. The reason why is 
because silence works. Truthful people will stay calm. 
Liars will begin to get anxious. 

 Start with basic, innocent questions and then get more 
specific. You start utilizing the baseline and you say, 
"Maybe I'm missing something, but based on what you 
said…" Once you ask that question, be silent. Now, 
they're going to speak first; because if you speak first; 
you lose. 

 Observe the answer
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 What do I mean by that? Should there be three words 
between the denial of the question and the question 
itself; that's a huge red flag. If you ask a person a 
question, "Maybe I'm missing something, but it seems to 
me like…" Use silence and be quiet. Observe the answer. 
If the person is giving you in excess of three words 
before they actually say no, that is a red flag. There's an 
85 percent chance that this person is lying to you if 
they've made three statements to you and not one of 
them has been no. 

 A truthful person is going to say no very quickly. They're 
not going to waste time. They're not going to start talking 
about all this other stuff. They're not going to make 
statements such as, "I can't believe you're even asking 
me that question. I can't believe you're bringing this up." 
They're using these statements as a distraction. 
Remember what I said before. Truthful people convey 
and liars convince.

 If you start dealing with a person that is lying and trying 
to throw you off with their signals (and you can't really 
figure out if they're lying to you) then you might have to 
do some next-level techniques. You might have to 
introduce evidence into the equation. 

INTRODUCE EVIDENCE
There's actually a simple formulaic way to do this. It starts 
like this. 
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1. Ask a general, open-ended question
 How was work yesterday? 

2. Get more specific with this question
 What do mean it was good? Did you get a raise? Did you 

land that new account? What was so great about it?

3. Is there any reason why?
 Is there any reason why some of your co-workers might 

say you left work with another woman? 

4. Introduce the evidence
 Introduce the evidence whatever that evidence might be. 

"You said that you left work at seven o'clock; yet I found 
two movie tickets for 5:30 in your jacket." 

Hopefully, by this time, they'll tell you the truth, because 
they've been caught. If they don't, continue monitoring all 
of the signals. You're cross referencing their baseline 
behavior versus everything else you've learned. What do 
their microexpressions look like? What does their behavior 
look like? What kind of verbiage are they using? How are 
they answering these questions? 

At this point, you might want to move into a close-ended 
question.

 Close-ended question
 A close-ended question is simple and to the point. "Are 

you cheating on me? Did you leave work last night with 
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someone else?" Listen for a no. If you don't hear the no 
right away, the person is probably lying to you, but also 
listen for a well; because if a person starts to answer a 
close-ended question with a well, it's probably a lie. 

 If they answer an open-ended question with a well, then 
they're probably just gathering their thoughts. "Hey, how 
was work?" "Well, I guess it was good." They're thinking 
about whether or not it was a good or bad day. But if you 
ask them, "Did you steal my money? Did you leave work 
with someone last night? Did you hit my car this 
morning?" If they say well, then they're lying to you 
because they're beginning to think of how they want to 
answer that question and, in addition, how they're going 
to lie. 

 There are a couple of things I want to leave you with 
when it comes to interrogation techniques. The first thing 
I want you to learn about is the quality of the questions 
you ask.

 Use "how" questions
 A how question is, "How was Janet the last time you saw 

her?" You want to analyze the answers you get to how 
questions. The person says, "Janet was doing the dishes." 
They answer with what Janet was doing rather than 
answering how Janice was. That's a key indicator that 
person is lying to you. 
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 You can try this really advanced technique, but you 
probably can't do this with everyone. Say you're in a 
situation where you're asking a person to come forward 
with the truth and they refuse to do so; but the 
relationship is so important that they're willing to sit 
there and keep going through the conversation with you 
in an attempt to convince you that they're telling the truth 
and they're open to doing that. Then ask them to draw 
out their explanation.

 Draw out their explanation
 If the person is willing to convince you that they're 

telling the truth and they begin to draw out their 
statement; there are a couple of different things you want 
to look for. It's real simple. A liar will draw everything 
from above and the truth teller will draw everything from 
the ground. 

 The liar will draw out everything as if they're looking 
above the entire scene; once again, separating themselves 
from it. The truth teller will actually write it out as if 
they are on the ground and part of everything. Liars also 
will leave out others in the drawing and a truth teller will 
include other people in the drawing. Those are simple 
but very powerful indicators of truth or lying. If you can 
get someone to draw it out; you might as well do it. 

 Another thing you can try is ask them to tell the story in 
reverse. They've given you their whole story. They're 
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telling you exactly what time they left work and what 
they did after that. Now ask them to tell the whole story 
in reverse starting with the last event first. You want to 
do that because it increases their cognitive load, makes it 
difficult for the person to remember all of the facts and 
to remain calm while they are lying to you.

 Another technique is to ask them who else could have 
done this. Say you're in a situation where someone stole 
something from you. A truth teller will say, "Well, any 
one of us could have done it." The liar will begin to point 
at other people. The liar will say, "I think James is 
probably a good possibility. I saw him doing some funky 
stuff last week." When a person begins to single out 
other people; chances are they're lying to you. 

 The last thing you can do in a basic interrogation of 
another person is ask your question in two to three 
different ways. "How old are you?" and "What year were 
you born?" You could ask them what street they grew up 
on and then a few minutes later you can ask them what 
their address was when they were growing up. Again, 
you're increasing the cognitive load and you're also 
looking for gaps in the stories. All of these different 
techniques, when combined, will work. It's important to 
realize that all of these different techniques will work in 
different circumstances. 

Now that you've been through this entire video, you've 
learned the basic interrogation techniques as I've laid them 
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out. You've learned how to gather intelligence. You've 
learned how to establish a baseline. Now you're 
implementing everything you learned in the interrogation 
and you should have over a 90 percent accuracy rate in 
detecting deception in other people.

Now, remember. This doesn't necessarily mean that you're 
going to get a person to come forward and tell you that they 
did something wrong or to admit that they're lying to you. 
Everything you learned, however, should be able to tell you 
whether or not that person is lying to you regardless of 
whether they come forward or not. 

Realize that a good majority of people will still continue to 
lie. Even though they're experiencing the stress and 
anxiety; they're doing it because whatever they have to lose 
is worth so much to them that they're willing to continue to 
lie about it. You now have the tools and resources to know 
whether someone is or is not telling you the truth.

CONCLUSION

This wraps up our time together learning all about The 
Deception Code. I know I gave you a lot of information. 
Some of it might be confusing. Some of it might be 
overwhelming. Some of it might seem oversimplified.

My goal in creating this program was to keep it as simple 
as possible and not overwhelm you with a bunch of 
information that might sound cool and might sound 
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intriguing but really isn't going to do anything but confuse 
you. Everything I've talked about can be executed in real 
life situations. I've tried to make the program as easy as 
possible for you to implement.

As I told you in the last video, just because you use all of 
this does not guarantee that a person will come forward and 
admit the truth to you. But having a person admit the truth 
and having you know the truth are two different things. 
What you have here are all the tools that you will need to 
get to the truth. 

Now, I just want to leave you with one other thing. I would 
hate to see you take this entire training, watch all the 
videos, listen to the audio modules, or go through the 
transcript if that's your thing and then never actually put it 
to use for whatever reason.

There are three main reasons why a person would not use 
this to determine if someone is lying to them: 

1. Denial
 Sometimes it's very hard to accept that someone is lying 

to us about a particular topic. It could be a loved one. It 
could be a co-worker. It could be a family member or a 
close friend. To really accept the reality that a person of 
importance in your life is being dishonest can be 
overwhelming to people; but you can't let that stop you. 
You still have to make it your business to get to the truth. 
Put the practices into action and hopefully you will find 
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that the person isn't lying to you. Don't let denial stop 
you.

2. Preconceived notions
 The second thing is prejudices or preconceived notions 

about other people. As much as we like to say we aren't 
prejudiced against other people; the reality is we are 
preprogrammed to make assumptions about people 
within the first four to six seconds of meeting them. You 
could very easily be assuming that someone is something 
that they are not, and not even bother to put them 
through this process. That would be a big mistake on 
your part. 

3. Reflection of power
 The third thing is the reflection of power. Even though 

people lie or are dishonest, they're seen as powerful. I 
guess it's because of their ability to influence people and 
manipulate certain situations. Some people don't want to 
destroy that or disrupt that or they don't want to take 
away from that image they have of that person.

Those are the three top reasons that prevent people from 
detecting deception in others. Don't let them stop you. 

I hope you enjoyed the training. If you have any questions 
f o r m e , j u s t s e n d a n e m a i l t o 
support@maverickinfluencegroup.com and I'll answer it as 
best I can. Keep me updated on your progress and keep in 
touch.
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I'll talk to you soon. 

Paul
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