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Introduction  
 

The idea of being able to influence people 

subliminally has been in popular culture for 

so long that it’s actually quite hard to 

differentiate the genuine articles from a 

thousand false images of the real thing.  

 

There are countless books on the subject but 

very few of these extant volumes can 

actually help people practice subliminal 

influence.  

 

This is the reason why I created Subliminal 

Influence Volume I – I wanted a manual that 

was easy to follow and really provides a 

clear system that can be applies by anyone 

who wants to practice the subtle art of 

subliminal influence.  
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Like other forms of influence, subliminal 

influence is used mainly to change a 

person’s behavior so that the influencer will 

be able to accomplish a goal he has in mind.  

 

The results are real – everything about the 

process of influencing people is real which 

is why I ask that you use whatever you learn 

from this volume ethically.  

 

By ethically, I simply mean that when you 

set out to influence someone, the transaction 

between you and the other party should be 

mutually beneficial.  

 

This is always the best approach when you 

want to influence someone because if you 

always think about how your actions will 

benefit the other party, you will also build 

your credibility easily. When you are 

credible, people will find it easy to listen to 

you and trust you.  
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How Subliminal Influence Works  
 

The Merriam Webster dictionary defines 

“subliminal” as “existing or functioning 

below the threshold of consciousness”. This 

is a very good starting point for our 

discussion of subliminal influence and 

influence in general.  

 

You see, the human mind is divided into two 

main parts: the subconscious mind and 

conscious mind. If you need to think 

logically, you go to the conscious level 

where rationality and strict control is 

possible.  

 

When you want to dig deep into your 

impulses, emotions and desires, you use the 

subconscious mind. Now don’t get me 
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wrong – the subconscious mind plays a very 

important role in our daily life.  

 

It allows us to function without exhausting 

our cognitive resources, because if we chose 

to be analytical all the time, we would all 

have pounding headaches from thinking too 

much throughout the day.  

 

Subliminal influence works precisely 

because it appeals to both the logical center 

of the brain and the subconscious mind. It 

works for both peripheral thinkers and 

central thinkers.  

 

Peripheral thinking occurs when a person 

uses his stored experiences and memories 

for fast cross-referencing. This saves us a lot 

of time and effort so we won’t have to 

analyze everything that we see on a daily 

basis as if it were the first time.  
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Central thinking occurs when a person 

becomes engaged logically and he starts 

thinking really hard about what he is 

experiencing at the moment. Either way, 

subliminal influence will work because it 

allows you to change someone’s behavior 

even if the person is thinking peripherally or 

centrally.  

 

How will you be able to do this? Simple – 

you need to learn how to influence people 

through effective communication. 

Communication is more than just talking to 

people and hoping that they would agree 

with what you are saying.  

 

Effective human communication is influence 

in action because if you are able to 

effectively convey what you want to say you 

will have a lasting impression on the 

receiver of the message.  
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Verbal Communication Vs. Nonverbal 
Communication 
 

People often smile when they hear the term 

“body language” because it sounds so passé 

in our day and age. Who needs body 

language now that we have GPS and 

expensive smartphones?  

 

Well, here’s the thing – nonverbal language 

or body language (as popular culture often 

calls it) is actually 60% to 70% of 

everything that a person can communicate to 

another person during a live social 

interaction.  

 

Sure, we communicate online a lot – but the 

really important interactions still require 

face to face communication. This is our 

focus. I want you to be able to influence 

people long after you have already ended a 

face to face interaction. I want you to be 
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able to influence a whole room of people 

without appearing to consciously do so.  

 

It is possible and unlike other systems out 

there, you don’t have to pay thousands of 

bucks to learn the rope. All you need is this 

single volume that you are reading right now 

and you are on track already.  

 

Now, body language is often more 

important than the verbal content of your 

message because your body language is read 

by your audience to determine whether you 

should be trusted or not.  

 

It’s that simple. You can tell people that you 

have the only stock trading system in the 

market that can bring 100% profit in the first 

month but if your body language says that 

you don’t know a stock from a stocking, 

your audience will take one look and leave 

you.  
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Not surprisingly, academic studies have also 

revealed what masters of body language 

have known for many decades – that in 

order for intelligent verbal content to reach 

its audience without deleting and distortion, 

it has to be supported by two other 

communication channels: nonverbal 

language and vocal language.  

 

Nonverbal language is our main focus in this 

volume because if your body language is 

strategic, your vocal language will naturally 

follow suit.  

 

And here’s another reason why you should 

pay more attention to body language than 

vocal language – people easily believe 

something when they can see it for 

themselves. Remember the old cheesy line 

“seeing is believing”? This old line might be 

cheesy, but it completely speaks the truth.  
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The truth is people can easily believe 

something they hear if they do not 

experience any cognitive dissonance. 

Cognitive dissonance can be likened to the 

reflection of an object on a clear pool.  

 

If there are no ripples or unnecessary 

vibrations on the surface of the water, the 

image reflected is clear and you instantly see 

what the water is trying to express to you.  

 

If there are ripples on the surface, the image 

reflected becomes distorted and it’s hard to 

make out what you are actually seeing. For 

all you know, the image could be a tree, 

another person or even some weird object in 

the environment.  
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In short, your verbal language and nonverbal 

language must express the same thing when 

you are attempting to influence someone 

subliminally. Subliminal influence works 

fast because it is able to bypass the 

conscious mental defenses set up by people.  

 

Nonverbal language is often picked up and 

processed by the subconscious mind.  

 

And you know what happens when the 

subconscious mind is satisfied with what it 

processes – the conscious mind starts 

accepting the idea as well. In fact, in many 

instances, the subconscious mind is shown 

to have more power over a person’s general 

behavior than the conscious mind.  
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The reason for this peculiarity is quite 

simple: the subconscious mind is the seat of 

our desires and emotions while the 

conscious mind is there to make sure that 

there is some control over the perceived 

excesses of the subconscious mind.  

 

Sometimes the conscious mind is strong 

enough to suppress what the subconscious 

mind wants to do – but when it is bypassed, 

a reversal of roles occurs. The subconscious 

mind begins leading the conscious mind. 

The conscious mind begins justifying what 

the subconscious mind wants to happen.  

 

Do you see now how powerful subliminal 

influence can be? With it, you can actually 

communicate directly to a person’s 

subconscious mind without having to deal 

with the endless obstacles of the conscious 

mind.  
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You will be met with little or no resistance 

because you are appealing to a level of the 

mind that doesn’t use a logical framework 

when processing new information.  

 

Understanding the Primitive Mind  
 

No matter how sophisticated and intelligent 

a person may be, he technically still has a 

primitive mind. Now don’t get me wrong – 

I’m not calling anyone a caveman or 

anything like that. It’s just that every human 

being has access to a wealth of primitive 

instinctual tendencies.  

 

These tendencies have been developed and 

passed down by our ancestors because they 

simply work in terms of helping a person 

stay alive. Survival is still a person’s biggest 

concern – it’s just that things have become 

more complicated in our era compared to the 
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days when man led a simpler life that we 

don’t think about it as often.  

 

But if we trace the real reasons behind our 

desires, aspirations and anxieties, I bet 

you’ll find survival at the very at the very 

root of all of those things.  

 

Since man is secretly preoccupied with 

surviving, here are some things that you 

must always keep in mind when you are 

trying to influence someone:  

 

1.The human mind is wired to think 

pessimistically. This fact is often 

surprising to people since people were 

taught at a very early age that life is 

generally easier if you were a positive 

thinker. 
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I’m not trying to debate cultural norms 

here – I’m just trying to point out a 

scientific fact: our species survived this 

long because our ancestors were 

pessimists. Pessimists focused on the 

bad things that could happen, which 

actually helped family units survive in 

hostile environments.  

 

Thousands of years ago, positive 

thinkers might have felt happier and 

calmer right before they slept, but that 

doesn’t mean that they have an edge 

over pessimists who were more alert to 

strange sounds and even the smallest 

changes in the environment.  

 

To our ancestors, change is a cause for 

worrying and anxiety – and negative 

thinking helped our ancestors survive 

while other hominid species simply 

disappeared from the evolutionary map. 
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2.To the primitive mind (as represented by 

the Reptilian Complex), there is no 

middle classification for a situation or 

object. If something is in front of you 

that can only mean that it’s either bad or 

good. There is no middle ground at all.  

 

If something is not entirely good, then 

it’s probably bad and people should 

probably avoid it. That’s how people 

really perceive their own realities.  

 

A person might justify how he doesn’t 

like another person on the account that 

he doesn’t ‘look like he can be trusted’ 

but in the end, the justification exists 

because of the primitive mind’s 

insistence on a fixed good/bad 

classification of things in general.  
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3.When a person is under any kind of 

stress (and that includes being in the 

presence of a rather undesirable person), 

the sympathetic nervous system triggers 

the fight or flight response. This is still 

part of the instinctual package that our 

ancient ancestors have passed down to 

our current generation of homo sapiens. 

 

The Sitting Duck Syndrome 
 

In the previous section, you learned that it’s 

quite normal for a person to enter a state of 

fight or flight when feels threatened. It 

might be a natural response but here’s the 

problem: inexperienced communicators 

often feel like they are under attack when 

they have to speak to other people. You may 

have noticed it before, but often, the body 

adopts a ‘fight or flight’ posture that makes 

you look (in essence) like a sitting duck.  
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Why sitting duck? Well, when a person feels 

threatened, he usually freezes (which in 

primitive times may have been useful if a 

large predator was passing by).  

 

The problem with the primitive mind is that 

it doesn’t differentiate between the dangers 

millennia ago and the perceived threats now. 

The response has remained the same and the 

uncontrollable response is detrimental if you 

want to influence others subliminally. And 

this brings us to another important fact: 

when people listen to a lone individual as a 

group, pack mentality occurs.  

 

Pack mentality isn’t necessarily a bad thing. 

When a group adopts this type of mentality, 

the people in the audience are not out to 

attack the speaker.  

 

 



Subliminal Influence Volume I 

20 | P a g e  
 

The audience will actually look up to the 

speaker as a potential leader. If the speaker 

shows that he is a capable communicator, 

the ‘pack’ responds easily and begins to 

trust what the speaker has to say.  

 

This is the beginning of subliminal influence 

– when the other party begins to trust you 

because you are showing them how much of 

a true leader you truly are.  

 

Until this point, you are still a vulnerable 

speaker because people generally don’t like 

seeing people in a fight or flight posture. 

The fight or flight posture reduces the 

impact of your message and also creates 

cognitive dissonance.  
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The Plane of Dissonance 
 

Now that we all know that body language 

can wreck a message even before the 

speaker has begun speaking, let’s explore 

the various modes of ‘body speak’ that can 

make or break a conversation or 

presentation.  

 

This book focuses on what you should and 

should not do if you want to influence 

people subliminally. The first thing that you 

should remember is to never place your 

hands below the waist line.  

 

Imagine that your body is divided into 

different planes. Each plane has a different 

effect on people when you are 

communicating with them. Whenever you 

access a different plane, you are able to 

create a different reaction.  
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When you place your hands below the 

waistline, you are accessing the negative 

plane of dissonance. There are several 

reasons why you shouldn’t access this plane 

when you are trying to influence people. 

First, the natural reaction of the body when 

the arms are dropped to the sides and below 

the waist is to move.  

 

This tendency to move translates to 

uneasiness and shiftiness when during the 

conversation or presentation. People will 

find it hard to focus on your message when 

you’re shifting from one point to another.  

 

The second reason why you shouldn’t use 

the plane of dissonance is it encourages 

sleepiness. A person who has his arms at his 

sides will naturally want to stay still, since 

he feels like he wants to move and that’s not 

a good idea in most interactions.  
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He will then feel sleepy from the position. 

Sleepiness will of course cloud your best 

ideas and your sharpness as a 

communicator.  

 

The result? You won’t be able to connect 

with your audience at all and you will look 

vulnerable (a sitting duck). The third reason 

is this plane also reduces your vocal 

effectiveness. It’s hard to project your voice 

well when you feel frozen and sleepy. Your 

tone of voice will reflect this state as well.  

 

Important Note:  

 

In recent years, academics have begun to 

realize the dominant connection between 

motor activity and social cognition. Social 

scientists and medical researchers are now 

acknowledging the vital role that gestures, 

expressions and movements have in the 

communication cycle.  



Subliminal Influence Volume I 

24 | P a g e  
 

 

Unlike verbal language, nonverbal 

communication has the ability to instantly 

affect a person’s emotions which has a direct 

bearing on his ability to make quick 

decisions.  

 

The Plane of Pure Trust 
 

When people see someone talking, they 

want someone who will add to their existing 

resources and not harm them. That’s really 

the only things that matter to people when 

someone new comes up to talk. And that’s 

really the reason why many people fail to 

influence others because they can’t 

communicate that they can be trusted by 

their audiences.  

 

Audiences also need to feel that you fully 

accept them for who they are. Acceptance is 



Subliminal Influence Volume I 

25 | P a g e  
 

a powerful tool in subliminal influence. It 

has the power to move even the staunchest 

opponents because it appeals to the primitive 

mind and the subconscious in general.  

 

When an influencer is appealing to his 

audience’s subconscious mind, he must be 

able to deal with both sides of the coin. An 

influencer can easily get the trust of other 

people but at the same time, he can also 

trigger a fight or flight response. People can 

either ‘gang up’ on the speaker/influencer or 

abandon him altogether.  

 

So how can an influencer show to prove that 

he speaks only the truth and he can be 

trusted by everyone? Easy – you only need 

to access the plane of pure trust.  

 

The plane of pure trust is located above the 

navel. Imagine that your body is divided by 

a horizontal plane, with the navel as the 
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marker. Below the navel is the plane of 

dissonance while the area above the navel is 

the plane of pure trust.  

 

You have to be mindful which plane you are 

using when you are gesturing and expressing 

yourself through body language.  

 

When you gesture with your hands below 

the navel, you will appear shady and 

suspicious because you are using the plane 

of dissonance. If you gesture above the 

navel, you will be continuously expressing 

that you should be trusted by your audience.    

 

Expressing yourself from the plane of pure 

trust is easy. Just keep your hands on the 

level of the navel. If you have to articulate 

something through gesturing, just stay on 

this level and allow yourself to powerfully 

express what you need to express.  
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Don’t let your arms drop below the navel 

when you are speaking. People take note of 

even the smallest gestures so you really need 

to keep track of which plane you are using at 

the moment.  

 

When you begin using the plane of pure 

trust, you will feel more energetic and 

peaceful when delivering during 

conversations and presentations. People 

generally feel positive when they use this 

plane for the simple reason that this bodily 

plane uplifts both the speaker and the 

audience.  

 

In Eastern cultures, the area below the navel 

is known as the storage center for the body’s 

energy. So when you are expressing yourself 

from the navel you are actually tapping into 

your hidden energy stores and you are 

unleashing pure energy as you 

communicate!  
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Breathing Practice  
 

Breathing is of utmost importance to 

communicators! People don’t know that the 

nexus of their power as communicators lies 

not in their vocal chords but in their lungs. 

Proper breathing during conversations and 

presentations can really have wonderful, 

positive impact on the way you influence 

people. Now, how can one breathe better 

even when one has to talk to people for long 

periods of time?  

 

The secret of great breathing during active 

speech is breathing from the stomach. You 

may have heard of martial arts masters who 

advocate deep, rhythmic breathing – they 

were right.  
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The better you breathe the more creative and 

energetic you become. You have to 

remember that without adequate oxygen, the 

brain cannot function well. You need to feed 

the brain the only fuel it really needs – 

oxygen!  

 

If you haven’t paid much attention to how 

you have been breathing these past few 

years, it’s time to do a personal checkup. 

Observe how you breathe right now. Is your 

chest the prime mover whenever you breathe 

in? If it is the prime mover, then you are 

doing shallow chest breathing.  

 

That means you are not using the full 

capacity of your lungs when you’re talking. 

To counter this bad breathing pattern, 

visualize that you have a balloon in your 

stomach and this balloon is inflating 

whenever you breathe.  
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Transfer the effort of breathing in and 

breathing out to this balloon so that your 

diaphragm will take care of the changes in 

the air pressure. The chest should only be 

the secondary mover during inhalation and 

exhalation.  

 

Also, try to keep your back straight so your 

abdominal region will be free to expand and 

contract when you’re breathing. Also, 

remember to breathe through your nose.  

 

The nose was designed to clean the air that 

is entering the lungs. Breathing through the 

nose also helps people breathe more deeply, 

even during rigorous exercise.  
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Choose the In-Breath 
 

We all know that we inhale and exhale all 

the time. But did you know that you can 

actually utilize the regular movement of air 

from your lungs to speak more 

convincingly?  

 

Most people talk when they are exhaling air 

from their lungs. The result? They feel tired 

and weary almost immediately after a few 

minutes. This is the normal consequence if 

you speak during the out-breath because the 

body loses even more oxygen when you 

speak (the lungs are forced to let go of more 

air).  

 

To illustrate how the in-breath and the out-

breath affects your thinking, I’d like you to 

do a little exercise form. I want you to 

imagine a red apple. Now, during an 

exhalation, I want you to describe that apple 
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for me. Take note of the appearance of the 

apple in your mind’s eye.  

 

Take notes if you have to. After that, I want 

you to inhale and do the same. What did you 

notice about the appearance of the same 

imagined apple in your mind’s eye?  

 

Did the appearance of the apple change 

during the in-breath? Nine times out of ten, 

you probably saw a dark and wrinkled apple 

during the out-breath and a fresh, crisp apple 

during the in-breath.  

 

There are some variations in the appearance 

but most people would say that the 

imaginary apple looked its best during the 

in-breath. The reason for this is that during 

the in-breath we feel fresh, relaxed and 

creative because the brain is receiving lots 

of oxygen. That’s what we want to tap into 

when you are expressing yourself.  
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Rhythmic breathing from the stomach can 

really bring out your best ideas and your 

best body language. Also, you need to start 

talking during the in-breath. It might take 

some practice, but you will be able to do it 

naturally after a short period of time.  

 

Talking during the in-breath will ensure that 

your ideas and body language will be 

excellent during a conversation or 

presentation. When you start talking during 

the in-breath, you will feel good and your 

audience will see that you are relaxed and 

confident about what you are saying.  

 

Eventually, you will be able to establish 

rapport or harmony with your audience. 

Your audience will begin to match your 

movements and even your breathing pattern.  
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This mirroring is unconscious or subliminal 

in nature. Your audience won’t even know 

that they are copying the way you breathe!  

 

But this is alright since this is exactly the 

goal of this book – to teach you how to 

influence others without them knowing it. 

Body language is truly a powerful tool – 

who knew that simple breathing could 

actually influence a whole crowd?  

 

When your audience begins mirroring your 

great breathing pattern, you can begin 

leading them in other ways. For example, if 

you are trying to sell a concept to a room 

full of executives, you have to get them 

excited about your idea.  

 

When there is rapport, it’s easy to get people 

excited because unconsciously, they want to 

copy you because you have proven yourself 

to be a good pack leader.  
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If you want them to be analytical about the 

new facts that you are presenting, you can 

also do that through body language. By 

accessing the plane of pure trust you can 

show them that you are genuine and you 

know exactly what you are doing and what 

you are saying.  

 

Some of you might be wondering: isn’t there 

too much focus on body language here? 

Aren’t people naturally critical when they 

hear someone talk?  

 

The answer is yes people are critical but not 

in the way that most people imagine. 99% of 

the time, people are running on autopilot 

mode. People prefer using the peripheral 

mode of thinking because it conserves 

cognitive resources.  
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So when someone new comes up front, 

people still use their peripheral mode of 

thinking to classify the speaker. The 

subconscious mind is not fond of analyzing 

verbal content – it uses a different mode of 

analysis (cross-referencing).  

 

That’s why it relies heavily on nonverbal 

communication because it is fairly easy to 

spot a potentially threatening individual by 

observing his body language.  

 

Before a person can even listen properly to 

another person’s verbal message he must 

first ascertain if the other person is 

trustworthy. And the bulk of the 

unconscious analysis focuses on nonverbal 

language, not the verbal content of the 

message being communicated by the 

speaker.  
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Energy Gestures  
 

Ever wondered how evangelists and other 

notable public personalities are able to gain 

such followings simply through their talk? 

One of their biggest secrets is their ability to 

fully express their passion through their 

body language.  

 

Again, if the goal is to get people to feel 

excited or passionate about what you are 

talking about, you need to back up the 

verbal content of the message with the 

appropriate body language because people 

expect your body language to be congruent 

with what you are saying verbally.  

 

The most effective way of expressing one’s 

passion is through energy gestures. Energy 

gestures are amazing because they not only 

express your passion but they are able to 

motivate people to mirror your energy and 
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passion, which is essential when you are 

leading a group of people.  

 

Energy gestures are important to your 

subliminal influence toolbox. People might 

think you are sincere and someone who can 

be trusted, but this doesn’t mean that people 

would do what you want them to do 

immediately. People still need motivation – 

and motivation requires passion and access 

to people’s emotions.  

 

So far you have learned about the plane of 

dissonance, the plane of pure trust and how 

breathing affects communication. If you 

need to express passion, you need to access 

the plane of energy.  

 

The plane of energy is located near the 

center of the chest region, right where the 

heart is. When a person begins gesturing 

from his heart, his heart rate increases and 
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his energy surges. People automatically feel 

this sudden change and the same effect are 

achieved in the audience.  

 

Why do we become confident and powerful 

when we gesture from the chest level/heart 

level?  

 

The reason is probably because the chest 

region is the most well-protected area of the 

body. Sure, the chest region houses the 

lungs and the heart but at the same time, this 

part of the body is protected by a very hard 

cage of bone.  

 

We feel almost invulnerable because this 

part of the body is hard and well-defended. 

A person can easily raise his energy level by 

gesture from this part of the body without 

feeling vulnerable.  
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If you doubt the truth of this statement, try 

gesturing from the abdominal level, near the 

stomach. Does it feel somewhat different? If 

it does feel different, it means that your 

brain is telling you that you are gesturing 

from a vulnerable part of the body and you 

should stop.  

 

When you need to raise the passion and 

energy of your message, I invite you to use 

this particular plane. Use it well and you 

will reap the rewards but as with anything in 

this world, this plane does have some 

potential downsides.  

 

First, it is very easy to overdo the expression 

of passion. People like it when their pack 

leader has excellent control of his emotions. 

Raising your energy may be misinterpreted 

as a lack of self-control and this reduces 

your credibility as a pack leader.  
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Second, some audiences may not appreciate 

the fact that you are trying to get them 

excited. In such cases, you need to move 

away from trying to influence your audience 

peripherally; you need to influence them 

centrally (i.e. by inviting them to analyze the 

facts that you have strategically presented to 

them).  

 

Third, even if your gestures are well 

presented some people might still think that 

you are being too melodramatic. Again, you 

have to re-evaluate whether the venue is 

right for this approach to influencing people.  

 

I know that many of you might find this 

volume a little confusing at first because 

I’ve broken down the body into different 

planes, each with a unique purpose.  

 

I want these techniques to become second 

nature and I know for a fact that in the 
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beginning, it’s hard to let go of old body 

language habits. That’s why I’ve prepared a 

very simple and yet very effective exercise 

for those of you who can’t figure out how 

nonverbal language affects a person’s very 

conviction to verbally express himself.  

 

This exercise is very easy. You just have to 

say “I love you!” but you need to do it 

twice, using two very different bodily 

planes. When you are ready, say “I love 

you!” while gesturing from beneath your 

waist line. Take note of how you felt when 

you said those words when you were 

gesturing from the plane of dissonance.  

 

Are you ready for the second step? Say “I 

love you!” but this time, raise your hands so 

you are gesturing from above the navel. 

Take note once again of how those words 

felt as you gestures from above the navel. 

Try saying those words using different 
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planes – how do the words feel and how 

does the plane you chose affect how the 

words feel as you were expressing them 

verbally?  

 

The Face Reveals All  
 

If we can influence people without them 

knowing it then I’m pretty sure that a person 

in your common audience has the ability to 

‘read your mind’ by just looking at your 

body language.  

 

That is why it is very important to pay 

attention not only to your body but also to 

your face. The face is the primary beacon of 

information when you talk to people.  

 

People expect to see the right cues and signs 

on your face when you are talking. There 

has to be congruence between your facial 
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expressions and your bodily gestures 

because people actually read different 

signals to arrive at a conclusion.  

 

Your gestures and facial expressions 

constitute the ‘sentences’ that are expressed 

wholly through body language. Most people 

can’t make sense of what others are trying to 

express by just looking at one bodily 

expression.  

 

For example, if a person suddenly snapped 

his fingers during a meeting, that snap 

would have no meaning if the person who 

heard it was unable to see the other person’s 

face.  

 

Believe it or not, people will also have an 

easier time understanding what you are 

saying verbally if your facial expressions 

fully support what you are saying.  
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In fact, experts now believe that verbal 

messages become less complex to recipients 

if the recipients are able to observe the 

speaker’s face during the interaction. That’s 

why you should never cover your mouth or 

jaw area when talking because people 

actually want to see this region so they can 

understand what you are saying.  

 

Does this mean that you can forget about the 

different planes when your face is doing all 

the nonverbal communication for you? Not 

exactly. You see, when we see someone 

talking, we examine all possible channels of 

communication.  

 

The brain is an expert in spotting 

incongruities. That’s why you can’t neglect 

your hand gestures any more than you can 

ignore what your face is expressing while 

you are talking. Research has shown that 

people generally find it harder to understand 



Subliminal Influence Volume I 

46 | P a g e  
 

what another person is saying when 

unrelated gestures are used.  

 

Creative Vs. Logical  
 

Have you ever wished for people to use 

more of their imagination when you are 

trying to tell them something? What about 

the opposite – have you ever wanted people 

to be more critical or analytical?  

 

Subliminal influence can sometimes be 

difficult because we can’t choose our 

audience. For example, if you have to sell an 

idea or product to a room full of people, you 

can really say that you only want creative 

people to listen to what you have to say.  

 

And so the influencer (in this situation) is 

left with the task of leading his audience to 

the right direction. You can subtly 
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encourage people to think in a particular 

way by appealing to either the left side of 

the brain or the right side of the brain.  

 

The left side of the body is linked to the 

right side and vice versa. The right side of 

the brain is responsible for emotions and 

creativity while the left side deals more with 

logical thinking and stuff like mathematical 

computations.  

 

When you gesture using your left hand, for 

example, you are inviting people to think 

creatively because the left side of the body 

stimulates the right side of the brain.  

 

The research that supports this particular 

technique is fairly new, but it won’t hurt to 

try it. So remember: when your audience is 

having a hard time being imaginative or 

logical, shifting your gestures to the left or 

right just might help move things along.  
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Using the Face to Influence Others  
 

Different facial expressions can affect how 

people think and react to a speaker. Here are 

some of the most effective expressions.  

 

1.Small smile – Also known as the 

indeterminate smile, a small smile can 

actually lead people to become more 

critical of the ideas that you have just 

given them.  

 

By ‘critical’ I refer to the idea of really 

thinking hard of how an idea can 

affect/benefit a person. A small smile 

can help people examine their own ideas 

and experiences, too. This can be quite 

useful when you want a whole group of 

people to realize how important your 

offer is to people.  
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2.Friendly smile – A friendly smile can 

be achieved by making a small genuine 

smile that makes the eyes crinkle just a 

little at the sides. A genuine smile 

always affects the eyes in this manner. 

It’s easier to create a friendly smile 

during the in-breath. This smile makes 

people feel accepted.  

 

3.Smile with eyebrow movement – I’m 

sure you know what this smile looks 

like. People tend to smile like this when 

they see someone they know on the 

street.  

 

This smile is an easy way to express that 

you acknowledge everyone in the room. 

The element of recognition adds to the 

idea that you accept everyone in your 

audience.  
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It makes people warm up to you even 

faster, which is awesome if you want to 

establish rapport quickly. And who 

wouldn’t want to establish rapport 

quickly with their audience? Rapport is 

the number one requirement for 

persuasion and influence! 

 

4.Slightly moving the head to the 

left/right – When you want to show any 

member of your audience that you are 

indeed listening to what they have to 

say, this head movement is perfect. It is 

universally understood, too.  
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Notes on Gesture Symmetry  
 

The human brain recognizes and appreciates 

symmetry. It is always trying to find balance 

and symmetry when it processes input from 

the environment.  

 

Symmetry is closely associated with 

stability and safety, too. And this is the 

reason why you should always aim for 

symmetry yourself when you are gesturing 

and expressing yourself nonverbally.  

 

Unless you are trying to emphasize 

something that really requires 

imagination/logic specifically, your gestures 

should appeal to both the left and right sides 

of the brain.  

 

The hands should always be level with each 

other when you are gesturing, above the 

plane of dissonance. If you choose to gesture 
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with only one hand, it is possible that your 

audience will experience some cognitive 

dissonance because the final form of the 

nonverbal message is asymmetrical. 

 

I’m not saying that people won’t understand 

you if you choose to gesture with just one 

hand. But if you want to facilitate the 

process of communicating to someone, 

wouldn’t you want to minimize the chances 

of being misunderstood or misinterpreted?  

 

With symmetrical gestures, you can achieve 

this because people are actually hardwired to 

pay attention to symmetrical images. 

Research has shown that even infants prefer 

symmetrical images to asymmetrical 

images.  
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We are drawn to symmetry the same way 

sunflowers bend to the rays of the sun. If 

you make it a habit to keep your gestures 

symmetrical, time will come when it all 

becomes natural and it won’t feel like you 

are exerting special effort to influence others 

subliminally.  

 

Now, should you avoid using asymmetrical 

gestures altogether? Not exactly, because 

asymmetrical gestures can be useful at 

times. Asymmetrical gestures are useful 

when you are trying to dissuade someone 

from considering something else.  

 

So if you want to dissuade a group of people 

from paying attention to a competing brand 

or idea, you can describe the competition in 

a civil manner but you can use asymmetrical 

gestures to create confusion. When you’re 

done talking about the competition, you can 
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switch back to symmetrical gestures once 

again.  

 


