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Overview 

This book describes methods of persuading people 
subconsciously (typically employed by mentalists), and how 
you can use them to your own advantage. The steps outlined 
below form the acronym “METHODS”. 

STEP 1 – MOLD THEIR PERCEPTION 

Chapter 1.  Schemas  

You first want to prime your subject. In order to 
prepare the subject for your persuasion, you should 
aim to elicit certain moods or emotions. Examples of 
moods you may wish to induce include politeness, 
friendship, intelligence, or open-mindedness.  

One method to elicit such moods is to begin with a 
story, in which the characters of the story portray the 
attitudes you wish to prime. For example, a story 
about how you used to be a hard-lined liberal 
politically, but gradually became open to conservative 
values after understanding them, may prime the 
subject to be open-minded about your request. 

Another method is to subtly insert clues, injecting 
certain words into your speech. For example, in your 
story you might discuss red objects and objects which 
are baseball-shaped. Then sometime afterwards if you 
were to have your subject pick a “random” fruit, they
would be more likely to choose an apple. 

Chapter 2.  Anchor Their Perception 

Anchoring is a process by which you insert a certain 
number into the subject’s subconscious in order to 
prime them to choose things closer to that number. In 
addition, by presenting relative values between two 
choices, you can influence the subject towards the 
choice you want. For example:

x You might ask the subject to simply state aloud the 
last two digits of her social security number. Then, 

if you were to ask her to choose a “reasonable”
price for something, that price would actually 
tend to be closer to her social security number. 

x If you were to offer an “online subscription for
$60, or online & print subscriptions for $130”, most 
would choose just online. Yet if you said “online 
for $60, print for $130, but both for $130”, more 
subjects would choose “both for $130” because 
they believe they’re getting a great deal. 

Chapter 3.  Convey High Expectations 

Expectations mold our perceptions and change our 
behavior. When you convey high expectations for 
something (from the price of drinks to the validity of 
hypnosis) you are priming their brains for pleasure.  
Note that expectations must be high, but believable. 

x A world-class violinist played in a NYC subway, 
and only a few people stopped, due to low 
expectations. If the same violinist were playing in 
a concert hall, it would likely be sold out. 

x When people were asked to quickly and intuitively 

estimate the result of 1x2x3x4x5x6x7x8, they 
averaged a lower guess than 8x7x6x5x4x3x2x1. 
This is due to their subconscious expectations 
from the order of numbers. 

“My expectations [for this book] were so high  
that I even quit my consulting job to finish 

writing it… Why did I just reveal that to you? 
You should know the answer by now: to convey 

high expectations for this book, of course.” 

STEP 2 – ELICIT CONGRUENT ATTITUDES 

Chapter 4.  Control Body Language 

x An example of controlling the subject’s body language

is: Have them nod their heads affirmatively for a 
simple question first, before you ask the target 
question. When people nod their heads, they tend 


