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Most Bosses Suck.

…and that needs to change. Life is too short to be miserable at work and bad bosses 
make everyone’s life more miserable.

Clear communication is the name of the game, so let me be clear: my weekly email 
newsletter, “Brain Pokes” rocks. It’s free and you’re going to love how the insights into 
the human brain give you a unique advantage at work and in life. Go type in your name 
and email address now at: http://www.BrainPokes.com

I’m also super proud of my book, Magic Words: The Science and Secrets Behind Seven 
Words that Motivate, Engage, and Influence. I want you to buy a copy for yourself and 
every single one of your employees. My publisher (Penguin Random House) will love 
you forever. Learn more about the movement at: http://www.MagicWordsBook.com

I truly view this as a movement. I’m doing my part, crisscrossing the country to present 
120+ dates of speaking and training each year so I can teach people the formula for how 
to truly connect with other human beings. It’s the only thing that matters in life and in 
business. Life is about building connections and not about building collections.

All tongue-in-cheek arrogance aside…I need your help to spread the message of 
human connection.

Join Brain Pokes (it’s free). Buy Magic Words (it’s cheap). Spread the message to your 
friends and colleagues (it’s priceless).

(P.S. More on this later. For now, here’s the report…)



3.

Nineteen Things Managers Should Never Say 
(But Probably Do Anyway…)

While I was researching my book, Magic Words: The Science and Secrets Behind 7 Words 
that Motivate, Engage, and Influence in addition to the seven “magic words” that you 
SHOULD say, I also came across plenty of things NOT to say. It appears that there is a 
right way to say something, and about a zillion wrong ways to attempt to say something. 
Words can be clumsy. Just ask Yogi Berra. Or George W.

In this little report, I’m going to stay away from any words or phrases that are grammatically 
incorrect (like “irregardless of the impactfulness…”) or any comments that might present 
you with legal problems (like, “Hey honey…” or “Not bad, for an Asian guy”), or annoying 
buzzwords (like “move the needle”, “robust”, or “synergize”). There are certainly too many 
of each of those to fit in any single volume – especially one like this, which is designed 
to be a quick reference guide. I’m also not going to include words that might fit better on 
George Carlin’s list of the “Seven Words You Can’t Say on Television” – for reasons that 
will be clear to any George Carlin fan.

Instead, I’m focusing on words, phrases, or ideas that are commonly used by leadership in 
the workplace, but really shouldn’t be. They’re said with the best intentions, but have the 
worst results.

Let’s get right to it.

Irregardless of the 
impactfulness...
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#1 “Yes you can!”
This is bad when it follows someone saying to you, “I can’t”. Naturally we want to be 
encouraging, but this is not the way to go about it. In the back of their mind, you’re not 
encouraging them, you’re arguing with them. Their defenses will go up and they’ll try to 
prove you wrong.

“I know you feel like you can’t, right now. But what would happen if you did?”

To give credit where credit is due, this little magical sentence was taught to me by Dave 
Frees. This is brilliant in so many ways. “I know” begins from a place of agreement. “You 
feel like you can’t” disassociates from absolutes. (Feeling like you can’t is much less 
permanent than can’t.) “Right now” presupposes that soon you will be able to. “But” erases 
the idea of “can’t” and enhances what I’m about to say. “What would happen if” creates a 
non-threatening hypothetical situation. “You did” puts the positive outcome desired straight 
into the past tense…as though it already happened.

Much more powerful than “Yes you can!” wouldn’t you agree?

After all, it was never about resources anyway. It was about resourcefulness.

To listen to an interview I conducted with Dave, visit:
www.MagicWordsBook.com/dave.html
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#2 “What’s your name again?”
A person’s name, according to Dale Carnegie, is the sweetest most powerful sound in any 
language. When you forget someone’s name, what you’re really saying is that the person 
is not important to you.

 
Their name! 

Neuroscientists have discovered that your name engages your brain on an entirely different 
“listening level”. It quite literally is more important to your brain than any other word. My 
book, “Magic Words” (http://www.MagicWordsBook.com) has an entire chapter devoted to 
the interesting science behind names. (Did you know that your name mysteriously helps 
to determine your profession and where you live?) Also, there’s an entire section of more 
than ten different name memory hacks to make sure you never forget a name again.

HELLO
my name is
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#3 “Are there any questions?”
It’s a yes or no question used in a place when we really want a more detailed answer. 
Worse still, it’s a common question that we hear all the time. Whenever we hear common 
questions, our brain slips into a patterned response. “Nope.”

Your brain is NOT a thinking machine. In fact, it prefers not to think. Thinking is cognitively 
expensive. Your brain would much rather flip a switch on a program that’s already been 
written so it can save some energy. Great communicators use a technique called a 
“pattern interrupt” in order to get more engaged thought and discussion from those they 
communicate with. It’s not fair really. They get the best input from people and everyone 
else gets leftovers.

When I’m teaching a management or a sales seminar, when I used to ask “Are there any 
questions”, I’d get the same response that you probably get when you invite questions this 
way. Nothing!

 
“Ask me questions”

“Ask me questions” cannot be answered with a yes or no. The listener is forced to go inside 
their head and search for questions to ask. And because I’m asking with an expectant 
tone, and because I shut up after I ask it and let the silence do the work, more often than 
not…I get questions.

Do my attendees spontaneously have more burning questions that need to be answered? 
No! The questions were always there. I just never knew how to find them before.

In addition, this declarative ASSUMES that there are questions. It simply doesn’t allow the 
listener to remain silent.

Combine this open-ended question technique with a pattern interrupt and you’re almost 
guaranteed to elicit a response. Pattern interrupts are exactly what they sound like. They 
are interruptions to a previously established pattern. How many hundreds of times have 
you been asked, “Any questions?” How many hundreds of times have you said, “Nope”?

Your brain is so used to it that it has become your default setting.

But what if you heard a trainer say, “I’m tired of talking. Ask me questions.”

Your brain would be interested. Whether you think it’s cute or absurd, you’re going to pay 
attention in a completely different way than if she simply asked, “Are there any questions?” 
When your brain is paying attention and interested, it will begin to think. THAT is where the 
magic happens.

People are much more likely to provide a thoughtful response when you actually get them 
to think.
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#4 “You’re not in trouble.”
The subconscious mind does not hear the word “not”.

When your child’s preschool teacher leaves a voicemail that begins with, “It’s not an 
emergency.” Your mind is not set at ease.

When the airline captain comes over the loudspeaker at 30,000 feet and says, “Ladies and 
gentlemen, there is absolutely no cause for concern.” You don’t feel relaxed.

If you don’t believe that the brain makes “not” disappear, then try saying this when you get 
home: “Honey, I just want to let you know that I did NOT cheat on you today!”

Let me know how your significant other responds.

“You ARE in trouble.”

Okay, I’m only half joking. The idea here is to tell them what it IS, not what it isn’t.
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#5 “Great job, but…”
 

“Great job” is a good thing to say. “But” isn’t necessarily bad. When you get them together, 
you’ve got an issue.

The word, “but” does two things. First, it erases everything that comes immediately before 
it. Secondly, it enhances everything that comes immediately after it.

The euphemism “however” has a similar effect, although not as strong. I’d recommend 
avoiding them both.

“Great job, and”

“And” does the job that you thought you wanted “but” to do. Actually, it does it even better.

While replacing “but” with “and” is sometimes a good tip, there are times when “but” is 
the BEST word you could possibly use. My book, Magic Words: The Science and Secrets 
Behind Seven Words that Motivate, Engage, and Influence has an entire chapter devoted 
to “but” and “and”. There is a lot more to these little conjunctions than meets the eye – and 
you’ve been missing out. Visit www.MagicWordsBook.com to get a copy.
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#6 “It has been brought to 
my attention that…”
A big part of my job is coaching managers and supervisors on how to give negative 
feedback. This is the number one, most common (and most destructive) mistake they 
make.

You might as well say, “We drew straws and I’m the lucky one who gets to tell you the bad 
news…” People who hear this believe that someone has been talking about them and their 
focus immediately shifts to finding out who it is. There is no energy or attention left over to 
work on a solution. All they care about is “WHO SAID IT?”

Do NOT throw the rest of your direct reports under the bus like that! Leaders take the bullet 
for the team.

“I’ve noticed that…”

If you haven’t noticed it yourself, then it’s gossip and hearsay and therefore not worth 
bringing up anyway.
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#7 “If you keep reaching your 
quota, then you’ll get yourself 
a raise.” or any other if/then statement.

Extrinsic rewards are probably not the answer in today’s work environment. They have 
been proven to actually de-motivate employees, make them less creative and resourceful, 
and tear apart their sense of team.

I understand that this is counter-intuitive, but take a look around. Do people seem to be 
motivated to you? In our abundant society with plenty of extrinsic rewards to go around 
(relatively speaking), are people excited about showing up to work? Clearly they are not. A 
Gallup poll showed that 2 out of 3 Americans report job dissatisfaction.

What about volunteer organizations? These people (who aren’t getting paid) are showing 
up early, leaving late, and pouring their blood, sweat, and tears into their volunteerism. All 
while getting absolutely NOTHING in return.

Why?

Because extrinsic rewards are not what truly drive people to sustained action. Instead, we 
are motivated intrinsically.

 
“On a scale of one to ten, how motivated are you to reach your quota this month?” (Let’s 
say they answer…”4”) “Interesting. Why didn’t you say a lower number?”

This forces them to focus on the positive aspects of work. In addition, it reveals WHY they 
do what they do.

Motivation is not something we do to someone else.

Each person has their own motivation. Our job is to find out what it is, tap into it, and then 
get out of their way. This is why questions will always be more motivating than statements.

For a free interview and video about intrinsic motivation, visit:
http://www.MagicWordsBook.com/games
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#8 “I don’t believe you.”
First of all, you never really KNOW for sure if someone is lying unless you have hard 
evidence. In which case, you’d use words that point to the evidence anyway and not your 
lack of belief.

Detecting deception is an art and a science. The goal is never to say, “HA! I caught you in 
a lie!” The goal is to foster trust, honesty, and ultimately to get to the truth. Saying “I don’t 
believe you” will simply make them dig their heels deeper into the lie and the truth will 
never come out.

You don’t want them to shut down. You want them to open up.

“Interesting. What makes you say that?”

Open-ended questions like this will make them squirm, giving you a better chance to detect 
any deception present in their body language and tonality. It’s even better if you remain 
silent for a little while after they’re done speaking. Nature abhors a vacuum. So does a liar.

To learn exactly which clues to look for that indicate someone is lying to you, check out my 
online video course, “How to Detect Deception” at Udemy.com:
https://www.udemy.com/detect-deception/?couponCode=Brain-Pokes
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#9 “Because I said so.”
This is not enough to create behavior change in your employees. Even if they have the 
best of intentions, willpower is weak. This is why when the moment of truth arrives, they 
tend to slip back into their old patterns.

If you want to get employees to adopt a new behavior, you’ve got to go for engagement, 
not compliance.

“What would you do if x, y, or z happened?”

Employees who anticipate failure and make a plan for it ahead of time are MUCH more 
likely to stick to the plan than if their boss simply says “Because I said so.”

Coach them through possible scenarios and ask lots of questions. Resist the urge to “lay 
down the law”, “drop the hammer”, or micromanage them to death.
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#10 “Do this.”
 

Stop rushing to provide the answer. I know you feel that you need to earn respect, but the 
best way to do that is to show a little vulnerability – NOT authority.

Use the “Then, Now, How” formula.

“I had this problem….THEN.” – Connect with their struggle. Show empathy and concern. 
You know you’ve been there. Let them know it too.

“NOW, I don’t.” – Most times, your results will speak for themselves. Sometimes, however 
it can pay to remind people of your track record.

“Here’s HOW I fixed it.” – Let them behind the curtain a little bit. Give them a glimpse into 
what it REALLY takes to overcome the problem.
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#11 “You’re doing it wrong.”
 

You delegated the task. Now you want it back? When you jump in and correct, what you’re 
saying is that it’s still your task and they’re just helping you.

It should be THEIR task and you’re helping them.

Nothing.

Stop robbing your team of the opportunity to fail. As long as they’re failing SAFELY and 
failing FORWARD, a little failure is good for them. It’s also pretty darn good for you too. 
Your team becomes more and more empowered as they work through failure. The more 
empowered your staff is, the less stressful your life becomes.

Besides, I’ve never heard anyone say, “You know, I wish I was micromanaged more.”
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#12 “I’m the type of person 
who likes it straight so here it 
is…”

 
Who cares what type of person you are? Communication is never about you and always 
about them. Adjust your approach so it looks like you’re at least pretending to care.

“I can see you’re the type of person who likes it straight, so here it is…”

Me!
Me!
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#13 “That’s the way we’ve 
always done it.”

 
This is an obvious one, isn’t it? Just because it’s how you’ve always done it doesn’t mean 
it’s how you should always do it. Don’t be one of THOSE bosses.

“What do you recommend we do instead?”

Once again, here’s an open-ended question designed to engage your employees rather 
than get them to mindlessly comply.
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#14 “You are so lazy!”
 

Personal attacks like this never serve anyone. Sure they make YOU feel better, but that’s 
about it. 

 
“When you show up late to work, it affects the rest of the team’s performance.”

You always want to speak in terms of their behavior and NOT their personality traits. I also 
like to throw in a reason why the behavior must be addressed. If there is no reason, then 
there is no conversation. Whenever you provide any kind of negative feedback you MUST 
have a crystal-clear, work-related goal or objective. Hear me on this. Otherwise you could 
even get yourself into some legal hot water.
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#15 “You should not have 
done that.”

 
Who cares about the past? All this does is make people feel bad which, contrary to popular 
belief, is not actually the goal.

 
“Thanks for completing that. Here are my LBs and NTs…”

An “LB” is something you “Liked Best” and an “NT” is something you’d do differently “Next 
Time”. This is a great format to use for performance reviews, or any time you need to 
provide negative feedback.

NTs focus on the future. They focus on what went wrong and not on who went wrong. 
Underline that last sentence. It’s a good one. Anything that steers away from the blame 
game is something you definitely want to grab on to.
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#16 “Or else!”
 

If mistakes are not okay, then your team won’t take any risks. Managers use fear techniques 
like this to maintain today’s results. If you want to be a leader and move your team forward, 
then you must allow for mistakes.

In addition, if you manage by instilling fear, then they’ll nag the heck out of you with zillions 
of questions because they’re afraid to mess up any little detail.

 
(When something goes wrong.) “This is a no biggie. THANKS for trying.”

Acknowledge and appreciate attempts. “Thanks” is my favorite magic word from my book. 
The number one reason why people leave their job is because of a bad relationship with 
their boss. Most of the time that bad relationship can be summed up in one sentence: “She 
did not appreciate me and the work I did.”

When something goes wrong, praise the attempt. Thank them for trying. Don’t be the 
horrible boss who throws a tantrum.
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#17 A “paraphrase” of what 
they said to you.

 
Paraphrasing is taking what they said to you, putting it into your own words and saying it 
back to them. Active listening 101, right? Doesn’t that show you’ve been listening?

NO!

If you tell me that you’re frustrated by the new policy and I “paraphrase” and say, “I 
understand that you’re angry.” That is NOT what you said! You won’t feel heard. Instead, 
you’ll feel like I’m putting words in your mouth.

 
PARROT-Phrase!

Say back EXACTLY what they said to you. “I understand that you’re FRUSTRATED.”

The same word can mean completely different things to different people. If your goal is to 
make them feel heard (and it should be. Stephen Covey was wrong about Habit #5. Watch 
this video: http://brainpokes.com/?p=250), then you must parrot-phrase.

Paraphrasing is okay if (and only if) it is a question and never a statement. For example, 
“I’m not sure I understand. Are you saying that you are angry?” and never, “I get it. You’re 
angry.”
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#18 “Calm down”
 

It’s accusatory. It’s assuming that they are not calm. It’s even worse when you say it in a 
reeeeal calm, soothing voice. It drives them crazy because it is exactly the opposite of how 
they’re feeling.

 
“JIM! We DO appreciate you! Obviously there’s been some kind of misunderstanding. 
Let’s take a five minute break.”

There’s a lot going on here. Shouting their name does two things to grab attention. First, 
the loud volume engages the brain’s startle response. Next the fact that you say their 
name engages the brain’s “bottom-up” listening level (aka the “cocktail party effect”). Both 
of these things serve to literally commandeer their brain’s attention.

While you’ve got it, immediately aim for the heart of their concern. What is making them 
freak out? Again, you’ll want to parrot-phrase here.

When you say the “Obviously…” line your volume should decrease. This models the 
behavior that you want from them. However, you can’t do this first. You MUST match their 
intensity before you try to bring it back down.

Finally, take a break. Don’t suggest a break. TAKE a break. Force the conversation to stop 
and allow everyone to take a breath.

Hey, calm 
down buddy!
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#19 Body Language
 

You observe other people’s body language every day. You know that 93% of their emotions 
are communicated through non-verbals (according to Albert Mehrabian’s famous study 
done in 1967 at UCLA). That’s why you can pick up on someone’s “vibe” in less than two 
seconds without them ever having to say a word. You’re a pro. Body language was your 
first language.

However, “speaking” body language? That’s another story. You don’t get to see yourself. 
You have no idea what kind of vibe you give off every day to the people around you. For 
100% of the people I’ve consulted with, they’re doing something wrong. Here’s some truth: 
it’s almost certain that you’re messing something up too.

Stop worrying about what you’re going to say at the next meeting and start thinking about 
how you’re going to say it. What really matters is the effect your communication has on 
people, and body language makes up the biggest piece of the pie.

 
The “Magic Pose”

I’ve collected dozens of body language tips into a single “magic pose” that is guaranteed 
to send the right vibe in every situation. From formal presentations, to dating, to business 
dinners and job interviews, there is one emotion that you need to express to your fellow 
human beings above and beyond everything else. Every single successful person on Earth 
does this whether they realize it or not. Get this wrong, and you cannot be successful in 
life.

For my complete video tutorial series on The Magic Pose: New Discoveries in Body 
Language, (and a 50% discount just for reading this report) visit: 
https://www.udemy.com/body-language/?couponCode=brainpokes
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The Skill of Communication is Vanishing
Blame the digital era. Blame Millennials. Blame an education system that is focused on 
standardized testing. It doesn’t matter who’s at fault, the fact is plain as day…

We’re losing each other.

The dawn of technology has exploded the quantity of human connection. We can reach 
out and touch almost anyone on planet Earth (or even its orbit). But as the quantity of 
human connection has gone up, what have you noticed happening to the quality?

Empathic concern is plummeting. Narcissism is on the rise. We are living more and more 
separate lives that consist of staring at a screen for an average of seven hours per day. 
Kids ages 8-18 consume over four thousand hours of digital media every single year. To 
put that in perspective, there are only 8760 hours in a year and 4000 of them are spent 
either in school or sleeping. So nearly every waking minute is spent plugged in to a device.

When are they learning communication skill? The sad answer is; they’re not.

Digital natives are hitting the workplace and we are now seeing the challenges a lack of 
communication skill can have on the bottom line. This is no longer a “soft skill”. It is fast-
becoming THE skill.

Harvard Business Review, Forbes, and Wall Street Journal have all surveyed businesses 
and asked the question, “What is the most important skill you look for when making hiring 
decisions?” Communication skill tops the list every single time.

At BrainPokes.com, my mission is to help people understand each other (on a “brain” 
level) in order to better connect. Where there is connection, there is leadership, loyalty, 
engagement, sales, and customer satisfaction. Focusing on communication skill and 
human connection IS focusing on the bottom line. Companies who adapt their thinking will 
survive this shift and those who don’t, will be gone by Wednesday.

The tips in this report will get you started on your way to better understanding and connecting 
through improved communication skill, but you should also sign up for my weekly tips at: 
www.BrainPokes.com. I’ll send you the latest neurological and psychological research 
translated into practical, usable nuggets of sweet-tasting digital content. If you’ve read this 
far and haven’t joined the movement yet, you’ll want to go get on that email list right now 
before you forget.

And while you’re there, grab a copy of my book, Magic Words.



About the Author
During his years as professional magician and mentalist, Tim David discovered lots 
of secrets. But while most magicians were focusing on the secrets behind their tricks, 
Tim focused on the secrets inside his audiences’ minds. What kinds of jokes made them 
laugh? Which actions made them applaud? Which audience volunteers were most likely 
to cooperate? Tiny changes in his script yielded massive changes in their reactions.

That’s why night after night, he didn’t just communicate at audiences, he connected with 
them. That ability to truly connect is what earned Tim the 2010 Rising Star Award for 
being the “Top Mentalist in North America”.

Now, he takes what he has learned on the stage and teaches professionals and 
executives the secrets of human connection as it applies to business.

For example, are your salespeople truly connecting with prospects? Or are they just 
communicating at them? Are your managers and leaders connecting with their direct 
reports? Are your customer service reps connecting with clients and customers? Are 
team members connecting with each other (even with the difficult ones)? Human 
connection is not a soft skill because without connection, business disappears.

In addition to delivering over 100 entertaining and informative presentations per year, 
Tim is the author of Magic Words: The Science and Secrets Behind Seven Words that 
Motivate, Engage, and Influence. Rather than teaching what to say or even how to say 
it, this book focuses on the often surprising effects that your words have on the people 
around you.

Tim lives by a simple mantra. “At the end of our lives we are going to think about our 
relationships; our human connections. If relationships are going to be important then, 
shouldn’t they be important now? After all, it’s possible to accumulate too much stuff 
in this world, but it is impossible to accumulate too much human connection.” Human 
connection is at the core of what matters in life and in business.


